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Transferable Skills are learned from experience which includes prior careers, education, volunteer work, 
or personal encounters. What are the top three skills you transferred from outside the insurance industry 
to your current job role? Discuss how you leverage your skills, continue to develop and evolve them, and 
how you transfer your expertise to others to ensure perpetually exceptional customer service." 
 

 

There are a lot of amazing and complex components to my daily work that don't seem nearly as 

daunting as writing an essay about myself and the skills I have/have developed over the course of my 23 

years in the insurance industry. What I haven't done much of is self-reflection on how I got here. I think 

that is why this essay is exciting. How did I get here? Picking just 3 skills to focus on is no small task, but 

here are the ones I want to share with you. 

Service orientation. Cognitive Flexibility. Communication. 

My entire life has been centered in service. It should be no surprise that I landed here and love it! I was 

raised on a farm in a large family. It was an amazing upbringing, but since it’s a 24/7 operation, I quickly 

learned that the world doesn’t revolve around what I want/need. There were early mornings, late 

nights, calves that needed to be fed, and chores to be done so we could get back to the house to do our 

homework. It took the entire family to keep the household running and the farm functioning. Now, we 

are no longer farming, but all these years later, we come home for the holidays and the first thing we 

say is “What can I do to help?” This has followed me into my career. I have volunteered to be part of 

committees for review of process and procedures, tested new pieces of IT software to see if it has value 

to the agency, stepped up as a service team lead to work with our practice group, sales, and leadership 

teams to work as the conduit to share information, problem-solve, and assist in improving client 

experience and team experience.   

How do we get it all done and not lose important details in translation? Effective communication! It is 

important to take the time to listen and understand the needs of others. Knowing how to tailor 

messages to your audience. If the person you’re speaking to doesn’t understand what you’re saying, 

you’ve simply wasted their time. Who hasn’t left a conversation frustrated thinking “I have no idea what 

he/she just said". Dad always said “Think quickly. Speak slowly.” I didn’t understand it then, but I sure do 

now!  

During my days, I wear many hats that require a quick transition. Daughter, sister, mom, friend, 

colleague, volunteer, insurance advisor. Each version of Tiffanie has different demands. It has been 

critical to be able to pivot from one position to another, sometimes before the prior task has ended. 

After many years of practice, it has become a fluid process that I no longer realize even happens. The 

interactions with underwriters, peers, clients, Account Executives, often in short order, require me to be 

adaptable, quick thinking, and able to problem-solve swiftly. Going back to the milking parlor, we had to 

be quick on our feet and make fast prioritizing decisions. The cow is out, the other one kicked off the 

milk machine, and my sister is calling for help in the barn. It was important to just react, pivot, keep 

everyone safe, then clean up the mess after. Funny how insurance can be the very same way!  



The key to the continual evolution of these skills is involvement. Where can I be involved? In 4-H I 

volunteered to work with Cloverbuds managing activities, showing them how to present their exhibits to 

judges and how to answer questions (secret kiddo skill development). Volunteering with Habitat for 

Humanity was a wonderful service opportunity to learn new skills and work closely as a team to build a 

home for a family. At work, I am my best self when I am involved in committees and team projects. I 

don’t know exactly what the connection is, but I feel more deeply linked to my clients, team, and 

processes when I am learning something new and helping to build something that makes our client 

experience and team experience better. It’s an internal passion and fire that keeps me wanting to be 

better than yesterday.   

Back in 1999, I was the new kid on the block. I was surrounded by intelligent insurance professionals 

that allowed me to lean on and learn from them. I could not be where I am today without each and 

every one of them. From the sales team, service team, talent development, underwriters, and 

educators, it’s because of the open arms experience I had, that I’ve loved being able to educate and 

share with others. When you see the light go on in their eyes, that’s it! To be able to do this, it’s critical 

to be able to meet the person where they are. Insurance 101 for some, advanced for others. Being able 

to stop what I’m doing to help an individual, provide a demonstration on a new program the agency is 

rolling out, respond to messages, and take calls on the “I know we talked about this, but how do you do 

that again?” conversation. I strive to be approachable, adaptable, willing, and available, for anything our 

clients and team need. That is how we take insurance service to a new level.   

It isn’t the large experiences that make you who you are. It’s the small ones. I am my own painting. 

Every brush stroke is a conversation, a touch, an opportunity to share, learn, guide, and reflect. We 

change directions and colors. When you look closely you can see each one, but take a step back and see 

the whole picture, it’s a masterpiece! The masterpiece I want to leave behind in this industry is that I 

cared enough to take the time to make someone feel heard and important, to share my knowledge in a 

usable capacity, and to exceed expectations. Paving a path for others to see the potential in the industry 

and have a passion for service.   


