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Knowledge

Knowledge of life insurance Requirements for MRs Attitude

ife i ; to succeed
Knowledge of life insurance business Core Values

Knowledge of life insurance agencies' sales activity . .
Ethics, compliance
Financial knowledge (financial instruments, etc) . ; o
. Vision, strategic thinking
Accounting knowledge
(booking, corporate accounting, etc.) Outward-oriented

Independent-minded stance

Tax knowledge (corporation, income, inheritance, etc.)
Legal k ige (contract, cc )

Knowledge of related industries
(real-estate, distribution, non-life, etc.)
Marketing knowledge, etc.

Skill

Communication skill
Presentation skill

Motivation to achieve goals

Professional

PMA(Positive Mental Attitude)
etc

Habit to acquire knowledge
Instruction skill
Training skill

Habit to acquire and develop skills
Keep a good attitude

Plannin i ice i
9 l;:.;gﬁgp’hfamonest practice is very

Management

Logical thinking, etc. Common practice becomes the real.

Basis of Training: Acquire knowledge (K), develop skills (S), and keep attitude (A) and habit{(H).
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