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A practical, hands-on masterclass built
around the real workflow of a financial ™
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needs analysis to proposals, client servicing
and responsible use.

Includes 2 purpose-built Al Assistants
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https://www.scicollege.org.sg/Course/GetCourseHtml?CSID=26PFPL07-01

WHY GENALI.
WHY NOW .

The 2026 agency reality:
personalised, competitive, always-on.

Clientsincreasingly expect timely, personalised and easy-to-understand communication.
Financial representatives must meet these expectations while maintaining professional
judgement, protecting client information and complying with organisational requirements.
This masterclass shows participants how GenAl can support that work responsibly.

of consumers expect personalised interactions
- and are frustrated when they do not get them.

% Source: Mckinsey & Company: The value of getting personalization right—
orwrong—is multiplying

Alis being applied across the insurance industry in areas such as lead generation, next-best-
actionrecommendations and general sales support.


https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/the-value-of-getting-personalization-right-or-wrong-is-multiplying?author=Ellie+Mirman

Your day, upgraded

What changes after

this Masterclass?

Draft personalised outreach in under 10 minutes. Prepare more efficiently for client meetings

using structured Al-assisted briefing prompts.

Prospect Research prospects and Draft personalised outreachin
28 draft outreach manually under 10 minutes
&6
Anilyse Manual meeting prep Al-assisted client briefing with
3_?0 from scattered notes suggested leading questions
Propose Hours spent simplifying Draft structure for aneeds-based
(x) and formatting product discussion, subject to professional review

a4

information

that explains complex productsin plain
language

Close Rehearse objections Practise real objectionsin an Al role-play
O@ alone, if at all before the meeting
Service Reactive, single- Draft timely follow-ups and multilingual
7 language follow-ups communication forreview and identify
<z when time allows appropriate opportunities for further needs-
based conversations
Comply Interpreting Al-

&

related guardrails
across different tasks

Apply a structured responsible-Al checklist
throughout the workflow

Responsible Al runs through every stage — itis not an add-on.

Every promptis applied within FEAT principles and MindForge guard-rails covering intellectual
property, source transparency, hallucination prevention and responsible use.

Note: All Al-generated outputs must be verified and adapted using professional judgement.

Fraud/AML -

FEAT - MindForge -

Fairness, Ethics,
Accountability, Transparency

IP, source transparency,
hallucination guard-rails

Red-flagdetection
prompt practice




Pre-Programme Readiness Check Session
Days
Before

Orientation, ChatGPT readiness check, tech setup and Singpass walk-
through. Participants who need help receive a ChatGPT basics primer
and curated links before the masterclass.

The One Day Experience

A day in the life of a

high-performing financial representative

A guided, hands-on journey that moves from first prompt to real client scenarios - with
practical tools participants can take back to their own book of business.

Welcome + Storyboard | Map the agent’s day

Tech + Distribution Trends | Why and how GenAl redefines selling
GenAl Fundamentals | COPILOT prompting framework
Prompting Basics | Meet MasterPrompt + SuperAgent

Financial Crime + Fraud | Red-flag detection prompts
Workshop 1 | Branding + prospecting

Workshop 2 | Needs analysis + proposals

Workshop 3 | Closing + objections

Workshop 4 | Service + cross-sell

Responsible Al | FEAT + MindForge guard-rails

End of course assessment | Feedback session




How You'’ll Learn

Not a lecture. A guided practice lab.

Every section uses the same loop: try a realistic scenario, debrief what happened,
extract the principle and apply it to your own client segment.

Experience

Try arealistic scenario
with Al prompts

Reflect

Facilitated debrief:
what worked, what
did not and why

Conceptualise

Extract the principle
behind the prompt

Apply
Use it onyour client
and your segment

COPILOT prompting framework

A7-element system for better prompts:
Context, Objective, Persona, Inputs, Length,
Output, Tone.

Y4

2 purpose-built Al Assistants

Includes guided access to MasterPrompt and
SuperAgent during the programme and six-month
community period. Platform requirements and
responsible-use conditions apply.

Mini workshops1- 4.

AN

\/

Al sales simulator

Practise objection handling, closing techniques and
realistic role-plays before applying themin client
conversations.

AN




Investment, Certification + Experienced Faculty
Built for ambitious

financial representatives

and agency teams

Practical. Relevant. Built for today’s insurance professionals.

Programme Fee
$$1,635.00 (inclusive of 9% GST)

Up to 40 participants per cohort. Includes pre-brief webinar, full-day masterclass,
ChatGPT primer, readiness check, 6-month SCI + TDI community access and certificate.

IBF-STS Eligible

Net Course Fee: S$585 . 00 (incl. of 9% GST and after 70% STS funding)

For Singapore Citizens aged 40 years old and above

Net Course Fee: S$885 . 00 (incl. of 9% GST and after 50% STS funding)
For Singapore Citizens below 40 years old and Singapore Permanent Residents

Certificate of Completion

Earnit by completing:
1. Full one-day Masterclass attendance.
2. End-of-course MCQ score of at least 80% (8/10).

Programme Faculty: Learn from experienced industry practitioners

Mr. Abhishek Rathi
Generative Al Advisor, The Digital Insurer (TDI)

23 yearsin Sales, Strategy, Digital Transformation and Customer
EngagementinInsurance. Builder of the two purpose-built Al Assistants
usedin the Masterclass.

Mr. Hugh Terry
Founder, The Digital Insurer (TDI)

Architect of the programme. 25+ yearsininsurance and insurtech across
Asia. Convenor of the TDI community.
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Nurturing Talent and
Building Capabilities

Ready to turn GenAlinto practical,
responsible productivity?

Register forthe
9 October2026 intake.
Limited to 40 participants.

Agency and company cohort
enquiries are welcome.

Register Now

Singapore College of Insurance
9 Temasek Boulevard #14-01/02/03, Suntec Tower Two, Singapore 038989

(+65) 6221 2336> taIk2us@scidomain.org.sg> www.scicollege.org.sg>

Singapore College of Insurance

PElI Registration No.: 199408491M
Period of PEI Registration: 26-09-2023 to 25-09-2027

Information presented on this marketing material is correct at the time of publishing. However, changes to
the programme contents, dates, time, duration, venue and faculty members can occur owing to unforeseen
circumstances. Every effort willbe made to inform all participants of such changes on a timely basis.






