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A practical executive programme designed to equip business development professionals with the frameworks, 

tools, and strategies required to identify opportunities, build strong client relationships, develop strategic 
partnerships, and drive sustainable growth in insurance and financial services organisations. 

 

Drive Strategic Growth. Build High-Value Client Relationships. Deliver Sustainable Results. 

 



Programme Overview 

In today’s competitive insurance and financial services markets, effective business 
development capability is essential for sustainable organisational growth. As competition 
intensifies and markets evolve, organisations require professionals who can identify 
opportunities, develop strong client relationships, and translate strategic initiatives into 
measurable results. 

The Executive Certificate in Business Development for Insurance & Financial Services 
provides a structured learning journey that equips participants with the practical 
knowledge and execution tools needed to drive business growth in complex and 
competitive environments. 

Participants will gain expertise in market analysis, prospecting, partnership development, 
digital engagement, financial evaluation, and leadership execution — enabling them to 
support sustainable organisational growth. 

The programme combines executive-level insight with practical frameworks used by 
business development professionals across insurance and financial services 
organisations. 

Who Should Attend 

This programme is designed for professionals responsible for business growth, client 
acquisition, and partnership development within insurance and financial services 
organisations. It is ideal: 

 Business Development Managers 
 Sales and Distribution Managers 
 Insurance Brokers and Relationship Managers 
 Partnership and Strategic Alliance Managers 
 Corporate Relationship Managers 
 Bancassurance Teams 
 Agency and Distribution Leaders 
 Growth and Strategy Managers 
 Financial Services Relationship Managers 

The programme is also valuable for senior managers and executives seeking deeper 
insight into modern business development strategy and execution. 

 



Programme Learning Outcomes 

Upon successful completion of the programme, participants will be able to: 

 Analyse markets and identify new business opportunities 
 Develop structured prospecting and lead generation strategies 
 Build and manage long-term client relationships 
 Apply negotiation and influence techniques in business development 
 Develop strategic partnerships and distribution networks 
 Evaluate business development opportunities using financial tools 
 Use digital platforms and analytics for client engagement 
 Implement ethical and compliant growth strategies 
 Lead business development initiatives effectively 

Participants will develop the strategic mindset and practical capabilities required to drive 
sustainable organisational growth. 

Programme Structure 

The programme consists of 13 structured modules designed to progressively build 
professional business development capability within insurance and financial services 
organisations. 

Module 1: Introduction to Business Development 

Explore the strategic role of business development in modern organisations. This module 
defines the scope of business development, distinguishes it from sales and marketing, 
and explains how it contributes to sustainable growth in insurance and financial services.  

Module 2: Market Research and Opportunity Analysis 

Learn how to analyse industries, competitors, and customer segments to identify growth 
opportunities. Participants apply practical frameworks such as SWOT and PESTLE to 
evaluate market potential and support strategic decision-making. 

Module 3: Prospecting and Lead Generation 

Develop structured approaches to identifying and engaging potential clients. This module 
covers both traditional and digital prospecting methods, pipeline development, and lead 
qualification frameworks used in modern business development. 

 



Module 4: Client Relationship Management 

Examine strategies for building long-term client relationships that drive retention and 
sustainable growth. Participants learn how trust, service quality, and effective 
communication strengthen client loyalty. 

Module 5: Communication, Negotiation and Influence 

Build advanced communication and negotiation skills required for successful business 
development. This module explores stakeholder influence, objection handling, and 
techniques for securing mutually beneficial outcomes.  

Module 6: Business Development Strategy and Planning 

Learn how to align business development initiatives with organisational strategy. 
Participants develop structured plans, performance indicators, and implementation 
frameworks to guide growth initiatives.  

Module 7: Digital Business Development Tools 

Explore how digital platforms and analytics support modern business development. 
Topics include social selling, CRM systems, digital engagement strategies, and the role of 
data in client acquisition. 

Module 8: Proposal Development and Sales Closure 

Develop the skills required to design compelling proposals and present value-driven 
solutions. This module covers proposal structuring, persuasive communication, and 
techniques for successfully closing business opportunities. 

Module 9: Partnership and Network Development 

Understand how strategic partnerships and networks can expand organisational reach. 
Participants explore collaboration models including bancassurance, strategic alliances, 
and distribution partnerships. 

Module 10: Financial Acumen for Business Development 

Build the financial literacy required to evaluate business opportunities. This module 
covers return on investment (ROI), pricing considerations, profitability analysis, and 
financial evaluation of growth initiatives. 

 



Module 11: Risk, Ethics and Compliance 

Examine ethical and regulatory considerations in business development activities. 
Participants learn how responsible conduct, transparency, and compliance frameworks 
support sustainable growth. 

Module 12: Leadership and Execution in Business Development 

Develop leadership capabilities required to manage business development initiatives. 
Topics include team leadership, performance management, stakeholder coordination, 
and translating strategy into execution. 

Module 13: Business Development Capstone Project 

Apply the knowledge and frameworks learned throughout the programme to a practical 
business development challenge. Participants develop a structured proposal or strategy 
addressing a real organisational opportunity. 

Programme Highlights 

This executive programme combines strategic insight with practical tools used in modern 
business development environments. 

Participants benefit from: 

 Real-world case studies  
 Opportunity identification frameworks 
 Client relationship strategies 

 Strategic partnership tools 
 Digital business development insights 
 Ethical and compliant growth strategies 

The programme focuses on practical execution and measurable growth outcomes. 

Programme Impact for Participants 

The Executive Certificate in Business Development for Insurance & Financial Services is 
designed to strengthen the professional capabilities of individuals responsible for driving 
growth, managing client relationships, and developing strategic partnerships within their 
organisations. 

Participants gain practical tools and strategic insight that can be applied immediately to 
strengthen business development performance within their organisations. The 
programme focuses on strengthening both technical capability and leadership 
effectiveness in business development environments. 



By completing this programme, participants will enhance their ability to identify 
opportunities, build strong stakeholder relationships, and translate growth strategies 
into measurable organisational results. 

Professional Impact 

Participants who complete the programme will be able to: 

 Strengthen market insight and identify emerging opportunities 
 Build stronger client relationships and improve retention 
 Apply structured frameworks for evaluating business opportunities 
 Develop and manage strategic partnerships 
 Apply financial evaluation tools to growth initiatives 
 Lead business development initiatives more effectively 

Career Value 

Completion of the programme enhances professional credibility and prepares 
participants to take on broader responsibilities in areas such as: 

 Business Development Leadership 
 Client Relationship Management 
 Strategic Partnerships and Alliances 
 Distribution and Market Expansion 
 Growth Strategy Implementation 

Participants gain practical skills that support career advancement and stronger 
professional impact within insurance and financial services organisations. 

Programme Value for Organisations 

Organisations in the insurance and financial services sectors operate in increasingly 
competitive, regulated, and rapidly evolving markets. Sustainable growth requires 
professionals who can identify opportunities, build strong client relationships, and 
translate strategic initiatives into measurable results. 

The Executive Certificate in Business Development for Insurance & Financial Services 
equips teams with the practical capabilities needed to strengthen organisational growth, 
improve client engagement, and develop sustainable revenue streams. 

By enrolling their teams in this programme, organisations strengthen their capacity to 
compete, innovate, and expand within dynamic markets. 



Key Organisational Benefits 

 Strengthening Growth Capability 
Participants gain structured tools and frameworks to identify market opportunities 
and support sustainable revenue growth. 

 Enhancing Client Relationship Management 
Professionals develop stronger trust-based relationships with clients, improving 
retention and long-term business value. 

 Improving Strategic Partnerships 
Participants learn how to develop and manage partnerships that expand market 
reach and distribution channels. 

 Supporting Data-Driven Decision Making 
The programme introduces practical tools for analysing markets and evaluating 
opportunities to guide strategic decisions. 

 Strengthening Ethical and Compliant Growth 
Participants develop a strong understanding of responsible business development 
practices within regulated industries. 

Programme Delivery 

The programme is delivered through the IIEA Learning Platform, providing a flexible 
and engaging digital learning experience. 

Learning features include: 

 Interactive online modules 
 Practical frameworks and tools 
 Real-world case studies 
 Knowledge assessments 
 Executive reflection exercises 
 Business development capstone project 

The programme is designed to allow participants to learn alongside their 
professional responsibilities. 

Programme Duration 

🕒 Duration: 12 Weeks 

💻 Study Mode: 100% Online (Self-Paced) 

Recommended Study Commitment: 3–5 hours per week 



Participants receive 6 months access to complete the programme and assessments. 

Develop the business development capabilities that drive sustainable growth in 
insurance and financial services organisations. 

Strengthen your ability to identify opportunities, build strategic partnerships, and lead 
growth initiatives that create long-term value. 

💰 Programme Fee 

USD 485 

Advance your professional impact today. 

🎓 Certification 

The programme supports professional development for business development 
professionals across insurance and financial services institutions. 

Participants who successfully complete the programme will receive the: 

Executive Certificate in Business Development for Insurance & Financial Services 

The programme is: 

 Offered by the Insurance Institute of East Africa (IIEA) 
 Dual-awarded with Cambridge International College (UK) 
 Accredited for CPD recognition by The CPD Group (UK) 

This ensures both regional professional relevance and international recognition. 

Enrolment Information 

For enrolment or corporate training enquiries: 

Email: e-academy@iiea.co.ke  

 

Insurance Institute of East Africa 

Brunei House, 3rd Floor | Witu Road off Lusaka Road 

P.O. Box 16481-00100 Nairobi, Kenya 

Tel: +254 20 6530128 | 6530298 

Mobile: +254 723 334 408 | 733 812 695 

Email: e-academy@iiea.co.ke | https://e-academy.iiea.co.ke  
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