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To what extent are you 

being utilized for all 

your talents? 



 

SOA Market Research 

Study 



Actuaries Lack Business Saavy Skills 

 

 Business Communication 

 Self-Development 

 Leading People 

 Relating To Others 

 Business Acumen 

 Personal Courage 

 

 

Leadership Growth Strategies 



Employer’s Image of Actuarial Ability 

Negative Themes 

 Narrow 

 Poor communication/interpersonal skills 

 No Imagination 

 Lack of solutions 

 Poor managers 

 Too linear 

 Lost in detail 

 Not able to see the big picture 

 In technical box 

 Cannot multi-task 

Positive Themes 

 Hard workers 

 Motivated 

 Bright 

 Potential 

 Quantitatively skilled 

 Expertise 

 Solve complex problems 

 Understand products 

 Thinking ability 

 Business Advisor 

 Manage Risk 

Source: 2002 SOA Market Opportunity Research, Leading Solutions Group 



 

The Interviews 



Laura Hay 
Principal 

National Industry Director 

KPMG, LLP 

Jim  Avery 
CEO,  

Ind Life Insurance & Agency 

Distribution 

Prudential Insurance Co 

 

Mike Gulotta 
Former CEO 

ASA, Inc. 
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What Sets You Apart? 
“The actuaries who get noticed are the ones that have 

mastered communication skills.” 

 - Laura J. Hay, Principal & National Sector Leader – Insurance, KPMG, LLP 

“…the ability to communicate and be persuasive.” 
- Michael J. Gulotta, Founder and CEO of ASA, Inc. 

 

“…my ability to communicate is perhaps the biggest 

single factor that has set me apart as an actuary.” 

- Jim Avery, President, Individual Life Insurance, Prudential Insurance Company 

 



Technical Skills? 

“Technical skill is a given.”  

 - Laura J. Hay, Principal & National Sector Leader – Insurance, KPMG, LLP 

“It’s a requirement, but doesn’t get you to the 

 next level.” 
- Michael J. Gulotta, Founder and CEO of ASA, Inc. 

 

“Your technical knowledge often just gives you license to 

be in the room.  Interpersonal skill is what really makes 

you valuable.” 

- Jim Avery, President, Individual Life Insurance, Prudential Insurance Company 

 



Influence Mastery Action Items 

1. Identify 3 people you want to influence 
 

 



 

 

 

Pay Attention To 

Tension 
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Show graphic of tension 

vertical scale: 
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Sandy’s Tension 

Briefing Dave 

on Team 

Cultivating a 

good 

relationship with 

boss 

Succeeding 

at my job 

Holding on 

to my job 
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Influence Mastery Action Items 

1. Identify 3 key people you want to influence 

2. Identify where each key person’s tension is.  How can 

you pay better attention to this? 
 

 



Asking Effective 

Questions 





Chaining - The Rule of Three 

 Facts, technical issues 

 

 Underlying business issues 

 

 Consequences, implications  

   of actions & decisions 

 

 Personal beliefs, feelings,  

   convictions, motivations, 

   & mental models 

 



Two Primary Reasons 

Consultants Are Hired 

 

1. To solve a PROBLEM 

 

2. To achieve a desired RESULT 

 



Influence Mastery Action Items 

1. Identify 3 people you want to influence 

2. Identify where each key person’s tension is.  How can 

you pay better attention to this? 

3. Meet with stakeholders and uncover problems/results. 
 

 



Moving Out Of Your 

Comfort Zone 

Miller & Associates All Rights Reserved 





Influence Mastery Action Items 

1. Identify 3 people you want to influence 

2. Identify where each key person’s tension is.  How can 

you pay better attention to this? 

3. Meet with stakeholders and uncover problems/results. 

4. Identify a way you can make a significant impact on 

your career/company that moves you beyond your 

comfort zone. 
 

 



RESISTANCE 



The Vicious Cycle 
 

 
THINK 

FEEL 

DO 



What’s YOUR Reality? 
Actual Event 

 

 

Belief 

 

 

Consequence / Result 



Two Key Principles  

About Our Thinking 
 

 How we interpret an event determines our reality 

 

 We often “create our reality” before it shows up 

for itself 



Transform Your Thinking 
 

Step 1:  

Identify Your Inner Monologue 

 

What specific thoughts run through your mind when you 

think about moving out of your comfort zone? 



Transform Your Thinking 
Step 2:  

 

Replace Each Limiting (Unrealistic) Belief 

 

With 

 

An Empowering (Realistic) Belief 



Influence Mastery Action Items 

1. Identify 3 people you want to influence 

2. Identify where each key person’s tension is.  How can 

you pay better attention to this? 

3. Meet with stakeholders and uncover problems/results. 

4. Identify a way you can make a significant impact on 

your career/company that moves you beyond your 

comfort zone. 

5. Identify limiting beliefs, dispute and replace with 

empowering beliefs.  Employ resources and strategies to 

make #4 happen. 
 

 



Next Steps 
 

Influential Leadership Tips Newsletter 

www.LeadershipGrowthStrategies.com 

 

dave@LeadershipGrowthStrategies.com 

http://www.leadershipgrowthstrategies.com/


Lis Mara 
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