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Self Awareness
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• Self-awareness is your competitive advantage because self-aware people are self-assured people.

• They make better quality decisions.

• They understand their work style to become more productive.

• They conduct relationships in a way that’s mutually beneficial and respectful.

• Their communications are designed for those around them, helping key messages land better.

• They know how to influence peers and key stakeholders, can develop higher-value customer relationships, and are a voice of 
positivity within their organisations.

• They understand how others will:

– accept or reject information 

– make decisions 

– respond to others

– respond to change

• Increased self-awareness can help you develop the ‘human skills’ that will enable you to respond positively to whatever change you face and be 
successful as individuals, in teams, and as Leaders – and thrive in a digitally connected world. “



Actuaries are trained to be analytical and attuned to risk
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Actuaries of the future: 

would benefit from developing their Soft skills, such as:

• Positive communication & influencing, to build Rapport, and strengthen 

relationships with employers and stakeholders. 

• Their understanding of behavioural sciences. 

• Understanding people’s attitude to risk and change.

• Pitching their solutions in a way to maximise understanding



All models are wrong; some, though, are better than others

How do you measure personality ?
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Disagreeableness

Openness

Agreeableness

Conscientiousness

Neuroticism
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Extroversion

(fast paced)

Future orientation

Talk to think

Transformational/ proactive

Will take risks if it speeds up 

things

Tolerant of risk

Introversion

(Steady paced)

Comfortable with 

the present.

Think to talk

Low tolerance of risk

Based on 

how they 

feel about it 

and the 

impact on 

others.

Irrational

Feeling

Thinking

Analytical

Rational

Evidential

Factual

Pragmatic

Build rapport by:

• Give them options

• Give them a summary, don’t waffle

• Respond quickly to their queries

Build rapport by:

• Use visual aids 

• Don’t overwhelm them with information (no spreadsheets)

• Put important points in writing

• Allow extra time when meeting them

Build rapport by:

• Giving them all the information in writing

• Expect them to come back for clarification.

• Expect them to vacillate

• Point out the risks on not doing as well as the risks of

doing

Build rapport by:

Involving all the people that will be effected.

(family, colleagues)

Will want to build a relationship with you.

Understand their values



8

Sum of Actuary teams2017 to 2022
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Attitude to Risk
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Attitude to Risk


