
THE CERTIFIED ADVISOR OF PERSONAL INSlJRANCE (CAPI) PROGRAM 

CAP! is a 12-month prop,ra111 that co111bi11es the be11f!fils q/011-site lmi11i11P, al bolh lhe \Vharlo11 campus a11d Chubb A111erica11 headqum'lers, a/011p, tl'ilh the flexibility and /echnica/ adtmrces 

q/ 011/ine i11stn1c1io11. 771e desip,11 of' t/Je prop,ra111 also feawres 1he adm11tap,e of o11p,oi11P, access 10 fellow p,raduates a11d proP,ram n/1111111/. 

3 DAY INTRO 

RESIDENTIAL PROGRAM 

AT THE WHARTON SCHOOL 

1 VIRTUAL CLASSROOM 

VIRTUAL CLASSROOMS 

■■■

■■■ 
I 

3 DAY MIDTERM 

RESIDENTIAL PROGRAM 

AT CHUBB 

1 VIRTUAL CLASSROOM 

VIRTUAL CLASSROOMS 

■■■
FINAL 

RESIDENTIAL PROGRAM 

AT THE WHARTON SCHOOL 

1 VIRTUAL CLASSROOM 

CONTINUED 

VIRTUAL ALUMNI 

COMMUNITY 

ENGAGEMENT 

MONTH 1 MONTHS 2-7 MONTH 8 MONTH 9-11 MONTH 12 ONGOING 

• Understanding the Total 

Family Balance Sheet 

• Global Financial and

Insurance Markets

• Models of Asset 

Allocation for the 

HNW Portfolio 

• Risk Mitigation in 

the HNW Portfolio

• Multigenerational

Wealth

• Understanding Family

Business and Family

Governance

• The Family Office

Structure

• Understanding HNW 

Priorities & Behavior 

(lifestyle, travel, philan­

thropy, etc.} 

• Insurance Concerns

and Special Needs

(liability, aviation,

yachts, automobile,

collector auto, etc.)

• Collections (art, jewelry,

antiques, wine, etc.)

• Family Security

• Claims 

• Speed of Trust 

• The Art and Science 

of a Great Customer 

Experience 

• Building Relationships 

• Relationa Agility l 

• Panel of Premier 

Service Providers 

• Profile of a

Trusted Advisor

• Tapping Centers 

of Influence 

• Mastering Influence, 

Persuasion and 

Negotiation

• Trust Based Selling

• Integration of 

All Modules 

• Case Study 

Applications 

• Capstone Projects

• Sharing of

Experiences and 

Best Practices

• Promoting Your 

Personal Brand 

• Creating Presence

and Networking




