
AAss  ppaarrtt  ooff  aa  mmaajjoorr  cchhaannggee  iinniittiiaattiivvee,,  oonnee  ooff  AAuussttrraalliiaa''ss  llaarrggeesstt  iinnssuurreerrss  hhaass  tteeaammeedd  uupp  wwiitthh  MMiilllleerr  HHeeiimmaann
ttoo  ssttaannddaarrddiissee  iittss  aapppprrooaacchh  ttoo  sseelllliinngg..  

AAlllliiaannzz  hhaass  bbeeeenn  ppaarrtt  ooff  tthhee  AAuussttrraalliiaann  iinnssuurraannccee  mmaarrkkeett  ssiinnccee  tthhee  eeaarrllyy  11991100ss  wwhheenn  iitt  bbeeggaann  iittss  wwoorrkkeerrss  ccoommppeennssaattiioonn
uunnddeerrwwrriittiinngg  bbuussiinneessss..  TTooddaayy  tthhee  ccoommppaannyy  ssttiillll  pprroovviiddeess  tthhiiss  ttyyppee  ooff  ccoovveerr  ffoorr  oonnee  iinn  ffiivvee  AAuussttrraalliiaann  eemmppllooyyeeeess..    IInn  aaddddiittiioonn,,
AAlllliiaannzz  AAuussttrraalliiaa  aallssoo  ooffffeerrss  aa  rraannggee  ooff  ppeerrssoonnaall  aanndd  ccoommmmeerrcciiaall  iinnssuurraannccee  pprroodduuccttss  tthhaatt  aarree  ssoolldd  pprriimmaarriillyy  tthhoouugghh  iinnssuurraannccee
bbrrookkeerrss,,  ffiinnaanncciiaall  iinnssttiittuuttiioonnss  aanndd  ccaarr  ddeeaalleerrsshhiippss..  

Part of Allianz Australia’s growth can be attributed to acquisitions.
Consequently the company operated a variety of market
approaches and systems until it embarked on a major change
initiative in 2003. 

Learning and Development Manager, Nicola Morley, explains:-

““PPrriioorr  ttoo  22000033,,  oouurr  ffoouurr  ddiissttrriibbuuttiioonn  ddiivviissiioonnss  hhaadd  eeaacchh  aaddoopptteedd
tthheeiirr  oowwnn  aapppprrooaacchh  ttoo  sseelllliinngg..  WWee  rreeccooggnniisseedd  tthhaatt  ttoo  ggrrooww  tthhee
bbuussiinneessss  wwee  nneeeeddeedd  ttoo  bbrreeaakk  ddoowwnn  oouurr  ddiivviissiioonnaall  ssiillooss  aanndd
ddeevveelloopp  aa  ccoonnssiisstteenntt  aapppprrooaacchh  ttoo  ssaalleess  aanndd  ffuullffiillmmeenntt  tthhaatt  ssaatt
aaccrroossss  tthhee  wwhhoollee  oorrggaanniissaattiioonn..””

The process of standardisation initially focused on four key areas:
rewriting job descriptions for key sales roles; reviewing reward and
recognition systems; streamlining the Account Management
process and introducing interpersonal skills training for all sales
people.

“Miller Heiman's Strategic Selling® was a key component of our
Account Management process. SSttrraatteeggiicc  SSeelllliinngg® wwaass  cchhoosseenn  ffoorr
iittss  ssiimmpplliicciittyy,,  eeaassee  ooff  uussee  aanndd  aabbiilliittyy  ttoo  ooppeerraattee  wwiitthhiinn  ddiiffffeerreenntt
ssiizzeess  ooff  aaccccoouunnttss..””

In late 2003 a total of 300 sales people, including senior general
management, attended a series of two-day Strategic Selling®

workshops which were facilitated by Skills Farm, the Miller Heiman
distributor for Australia.

In preparation for the implementation Allianz also used the
‘Predictive Sales Performance’ tool to assess the skills and
competence of its sales force. Miller Heiman sees benchmarking
individual potential as an intrinsic part of its holistic approach to
building exceptional sales organisations, especially where
companies are re-positioning and need to move forward
confidently. Predictive Sales Performance benchmarks candidate
responses against specific profiles for success. The success criteria
are based on over 30 years of data analysis. Companies using it
can expect to increase selection accuracy by 25-30 per cent and
also benefit from profile data to help in fine-tuning job/person fit,
succession planning and effective targeting of development
resources. 

The key to Allianz Australia’s success is the ability to write
profitable business. Allianz sales professionals now use the ‘Blue
Sheet’ as a tool to help them select and win the right kind of
business, in order for the organisation to maintain its competitive
position.

In general, Allianz sales people have responded positively to
Strategic Selling® and now have access to an online Account
Management system that houses all account and Blue Sheet data.
Regular updating of the database is one of the key indicators
against which individual sales performance is measured. 

cont...
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TThhee  lleennggtthh  aanndd  ccoommpplleexxiittyy  ooff  iinnssuurraannccee  ssaalleess  ccyycclleess  mmeeaannss  tthhaatt  iitt
wwiillll  bbee  ssoommee  ttiimmee  bbeeffoorree  tthhee  ttrruuee  iimmppaacctt  ooff  SSttrraatteeggiicc  SSeelllliinngg® ccaann
bbee  aasssseesssseedd..  HHoowweevveerr,,  NNiiccoollaa  iiss  aabbllee  ttoo  cciittee  sseevveerraall  iinnssttaanncceess
wwhheerree  tthhee  pprroocceessss  hhaass  bbeeeenn  iinnssttrruummeennttaall  iinn  iinntteerrmmeeddiiaarriieess
ccoommmmiittttiinngg  ttoo  ppllaaccee  aaddddiittiioonnaall  bbuussiinneessss  wwiitthh  AAlllliiaannzz..  EExxaammpplleess  ooff
rreecceenntt  ssuucccceesssseess  iinncclluuddee  HHeerriittaaggee  BBuuiillddiinngg  SSoocciieettyy,,  BBiigg  SSkkyy  CCrreeddiitt
UUnniioonn  aanndd  SStt  GGeeoorrggee  BBuuiillddiinngg  SSoocciieettyy..    

Like any organisation managing change Allianz has met resistance
in some quarters but is heartened by the progress it is making and
is working hard to embed the methodology. Strategic Selling® is
now part of the Corporate Induction Programme for all new sales
recruits and Blue Sheet terminology is now commonplace within
the organisation. To help further reinforce the process plans are
also in place for sales managers to go through a Strategic Selling®

coaching programme.

SSttrraatteeggiicc  SSeelllliinngg® hhaass  uunnddoouubbtteeddllyy  iinnttrroodduucceedd  ggrreeaatteerr  rriiggoouurr  aanndd
ccoonnssiisstteennccyy  iinn  tthhee  wwaayy  AAlllliiaannzz  iiddeennttiiffiieess  aanndd  ddeevveellooppss  bbuussiinneessss
aaccrroossss  iittss  ddiivviissiioonnss..  BBuutt  iitt  iiss  oonnllyy  oonnee  ppiieeccee  ooff  tthhee  jjiiggssaaww,,  aaccccoorrddiinngg
ttoo  NNiiccoollaa..  

““WWhheenn  ddeevveellooppiinngg  aa  nneeww  ssaalleess  ccuullttuurree  yyoouu  nneeeedd  ttoo  llooookk  aatt  tthhee
wwhhoollee  ppiiccttuurree..  OOff  ccoouurrssee,,  iitt''ss  iimmppoorrttaanntt  ttoo  hhaavvee  aa  ssaalleess  pprroocceessss  tthhaatt
yyoouu  ccaann  rreellyy  oonn,,  bbuutt  ttoo  eennssuurree  iitt  iiss  uuttiilliisseedd  eeffffeeccttiivveellyy  iitt  nneeeeddss  ttoo  bbee
lliinnkkeedd  iinnttoo  aann  eeffffeeccttiivvee  aaccccoouunnttaabbiilliittyy  aanndd  rreewwaarrdd  ssyysstteemm..
IInn  aaddddiittiioonn,,  yyoouu  nneeeedd  ttoo  hhaavvee  ssyysstteemmss  aanndd  pprroocceedduurreess  iinn  ppllaaccee  ttoo
eennssuurree  aallll  yyoouurr  ssaalleess  ddaattaa  iiss  mmaannaaggeedd  aaccccoorrddiinnggllyy..””

Nicola also acknowledges the role of a reputable Miller Heiman
distributor, commenting on the high standard of service provided
by Skills Farm, in terms of their experience, responsiveness and
professional integrity;

“As the Miller Heiman distributor for Australia, we found Skills Farm
to be an extremely professional organisation. We were particularly
impressed with the fact that Skills Farm themselves use Miller
Heiman products and that Skills Farm trainers all have extensive
sales and sales management experience.  Essentially Skills Farm
practise what they preach!”.
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