
The 8 CharaCTerisTiCs of The 
awesome adjusTer

The #1 selling Claims Book for the past 6 years, selling 
internationally throughout the united states, Canada, Guam, 
singapore, france, australia, england, Chile, ireland, and 15 
other countries.

outlines the 8 Characteristics that make truly great claims people, 
and offers some practical advice on how to improve oneself. written 
by Carl Van. (hardcover $39.95; Paperback $29.95; Kindle $9.99)

GaininG CooPeraTion:  
some simple steps to Getting Customers 
to do what You want Them to.

sometimes customers don’t cooperate because they are misinformed. 
sometimes customers don’t cooperate because they don’t trust us.  
sometimes customers don’t cooperate because they received bad 
advice. often the  person who is trying to help the customer ends up 
either using the Cooperation hammer (“if you don’t do this, we can’t 
help you”)  or just getting into an argument with the customer over 
the validity of their reasons for not cooperating.

Gaining Cooperation provides some very simple yet powerful ways 
to gain cooperation from customers without threats or arguments. 
Three easy steps are outlined to getting customers to not only 
cooperate, but to agree it is the right thing to do. written by Carl 
Van. (Paperback $19.95; Kindle $8.99)

BooKs aVailaBle for PurChase aT 
www.insuranceinstitute.com or www.ClaimsProfessionalBooks.com

Claims Professional BooKs
www.ClaimsProfessionalBooks.com 

(a division of international insurance institute, inc.)

international insurance institute offers a variety of publications that are sure to be 
an invaluable addition to any claims professional’s tool box.



GaininG CooPeraTion for 
worKers’ ComP Professionals: 
3 easy steps to Getting injured
workers to do what You want Them to do
 

when asked to finish this sentence, “my job would be so much easier if the 
injured worker would just…..” most workers’ Comp people say “Cooperate”. 
sometimes getting injured workers to cooperate can be a chore, even if it is 
better for them. even simple things like filling out a form, answering some 
questions, or sending in information can be examples where injured workers 
don’t want to cooperate.

Based on the principles developed in the original Gaining Cooperation, 
this book is specific to the workers’ Comp industry. all examples are real-life 
situations faced in the workers’ Comp business, and certain to be “must-
have” for any workers’ Comp professional. written by debra hinz and Carl 
Van. (Paperback $19.95; Kindle $8.99)

aTTiTude, aBiliTY and 
The 80/20 rule:   
The making of exceptional Performers
 

makes the case that the people’s performance is 80% their attitude, and 
only 20% their actual job ability. numerous examples illustrate that with the 
right attitude, anyone can be an exceptional performer. written by Carl Van.  
(Paperback $19.95; Kindle $8.99)

The Claims CooKBooK:   
a Culinary Guide to job satisfaction
 

Yes, this is a real cookbook, but one with some dishes only claims 
professionals can appreciate. The suB-rogation sandwich, Chicken 
TorTellini, The dui daiquiri, Boston “Claim” Chowder, Claimant Crab 
Cakes, attorney red Beans and lies, delay soufflé, so sue me sushi and 
plenty of others. written by laura wimsatt and Carl Van. 
(hardcover $39.95)

BooKs aVailaBle for PurChase aT 
www.insuranceinstitute.com or www.ClaimsProfessionalBooks.com


