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Welcome  
 
 
 
Youôve made what could be one of the best moves of your career - finding out more 
about Wesleyan.   
 
My name is Craig Errington and Iôve worked here for more than 18 years now.  I 
havenôt always been Chief Executive; in fact I started in the Sales force.  That 
probably says a great deal of what you need to know about Wesleyan.  If youôre 
willing to put in the effort, then youôll reap the rewards. 
 
Weôre not a large, faceless organisation.  With around a thousand employees, itôs 
easy to feel part of the team and make a real difference.   
 
As a company we have an excellent reputation with our clients and within the 
industry.  Part of the reason for this success is that we focus on putting the right 
people into the right jobs.  We have a rigorous recruitment process, using face-to-
face interviews and testing.  Itôs not only skills we look for but also behaviours.  We 
want people who understand our values of Insight, Performance and Trust and can 
put them into practice.  Those of you who make it through this process will find your 
efforts well rewarded. 
 
In this booklet, youôll find out what sets us apart from the competition.  You will also 
discover more about the various roles within the Sales force, our training and 
development programme, the recruitment process and the benefits you can look 
forward to.  
 
I trust that youôll find this information useful and that it will give you an overview of the 
way in which we work.   
 
I hope your application will be successful and if so, I look forward to welcoming you 
to the Wesleyan. 
 
Craig Errington 
Chief Executive 
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What makes us different? 
 
 
 
Mutual 
 
Being a mutual, we have the ability to 
focus on one thing - what is best for 
our members and policyholders.  As 
we donôt have any shareholders, we 
can single mindedly pursue our 
mission to be a strong and profitable 
business for the benefit of our 
customers and colleagues alike. 
 
 
 
 
 

 
 
 
 
 
 
Employer and provider of choice 
 

Wesleyan was named Business of the 
Year at the July 2009 National 
Business Awards Regional Finals 
(covering Wales, Midlands and East 
Anglia). 
 
Wesleyan ñshone throughò according 
to the judges who praised the 
Societyôs focus on customers and 
employees and its ñinnovation in the 
changing and competitive market 
placeò. 
 
 
 

 
 
 
 
 

 
 
 
 
Financial strength 
 
In August 2009, Wesleyan received a 
ten-out-of-ten rating for overall 
financial strength from the prestigious 
industry analyst Ned Cazalet. We are 
the only life office to have scored top 
marks for five consecutive years. 
 
In his report, Ned Cazalet commented, 
ñWesleyan continues to top the charts 
with regard to with-profits financial 
strength, investment flexibility and 
underlying investment performance. 
This continues to be a rock-solid ten-
out-of-tenò. 
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NASUWT Affiliation, Wesleyan 
Medical Sickness and Lawyers 
Advisory Boards 
 
Through our affiliation with the 
National Association of Schoolmasters 
Union of Women Teachers (NASUWT) 
and with eminent members of the 
Medical and Legal professions on our 
Advisory Boards, we are able to 
continuously review and improve our 
service and product range.   
 
Being empowered with knowledge 
about our clients allows us to plan 
proactively for their future needs. 
 

 

 

 

 

 

 
 
 
 
 
 
Specialist products 
 
Our passion to provide a select service 
and evolve with the changing needs of 
the clients we serve leads us to 
develop and manufacture market 
leading products, which are tailored to 
their specialist needs.   
 
Our manufactured products are not 
available to financial advisors outside 
of the Society, which maintains our 
competitive edge in the industry and 
enables us to achieve our vision of 
being the provider of choice for clients. 
 

 

 

 

 

 

 
Quality client bank 
 
In 2007, Wesleyan won the Hallmark 
of Innovation award for the Most 
Effective Customer Segmentation 
Strategy.  We look after five specific 
types of high quality clients which fall 
under our segments ï Dentists, GPs, 
Hospital Doctors, Lawyers and 
Teachers. 
 
Financial Consultants and Area 
Managers work within one specific 
segment.  This allows them to 
understand their clients by knowing 
everything there is to know about their 
vocation and their financial needs ï 
both present and future, effectively 
making them specialist Financial 
Consultants for the profession that 
their segment serves. 
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Market leading technology 

After fighting off tough competition 
from five companies, including Legal & 
General and Confused.com, 
Wesleyanôs innovative point of sale 
system, known internally as óInsightô, 
picked up the award for óBest Use of IT 
in Insuranceô at the March 2009 
Financial Sector Technology (FST) 
Awards. 

The prestigious FST award recognises 
excellence and innovation in the field 
of information technology within the 
UK and European financial sector. 

 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 

 
 

 
 
 
 
 
 
 
 
Life Insurer of the Year  
 
In July 2008, Wesleyan was named 
Life Insurer of the Year at the 
prestigious British Insurance Awards. 
 
We fought off strong competition from 
bigger rivals Legal & General and 
Scottish Widows to win the coveted 
accolade.  
 
Judy Gilley of the Wesleyan Medical 
Sickness Advisory Board and former 
Deputy Chair of the General 
Practitioners Committee said, ñThis is 
a well-deserved award for Wesleyan. 
A good deal of strategic thought, 
strong leadership and hard work has 
gone into developing the Society in 
recent years. This has led to increased 
benefits and services for policyholders 
and I congratulate everyone at 
Wesleyan for their efforts.ò 
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Why you should join us 

 
 
 
 
We donôt just provide fantastic 
opportunities as a reason for joining us 
but we also give you great reasons for 
staying with us too. 
 
Right from the very beginning, our 
induction process immerses you in our 
culture and you are made to feel 
valued as a member of the team from 
the day you join.  You are given the 
support you need to empower you to 
be successful within your role.   
 
Ongoing training and development is 
included as part of your performance 
management to assist you in reaching 
your full potential.  
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 

 
 

 
 
 
 
In addition to providing a framework to 
strengthen your career and allow you 
personal success, where possible, we 
promote from within to retain talent 
and knowledge within the Society.  
After all, we invest so much in you, 
why wouldnôt we want to utilise the 
skills youôve gained?   
 
In 2009 alone, some 50 employees 
moved into a different department to 
take on a new role.  A number of these 
positions were internal promotions. 
 
We recognise and reward exceptional 
performance through our Elite Club 
and many other incentive schemes. 
 
We also provide a competitive 
package and great benefits (see page 
10 for further details). 
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Training and development 

 
 
 
Wesleyan is committed to the 
provision of first class training to 
enable and continuously enhance our 
peopleôs skills, knowledge, and 
expertise in delivering our customer 
proposition within our chosen 
professional markets.   
 
On joining you will attend our   
industry-leading ten week Academy 
programme.  This is a challenging 
induction that will equip you with 
specialist knowledge of our affinity 
markets, as well as an understanding 
of our approach and our products.  
Combined, these will boost your ability 
to deliver our company proposition 
utilising our award-winning point of 
sale technology óInsightô.   
 
Leaving the Academy with a 
personalised development plan for 
your route to Competent Adviser, you 
will be supported by your Area 
Manager and their aligned Sales 
Training Consultant.  They will work 
with you to enhance your abilities and 
application and help you deliver 
against your own targets and achieve 
Competent Advisor Status within 6 to 
12 months. 
 
 
 
 

 
 
 
 
 

 
 
 

 
 
 
 
 
 
 
 
 
On an on-going basis, your individual 
training needs will be assessed and 
addressed through both formal and 
informal interventions.  This includes 
e-based virtual classrooms into your 
home office as well as nomination on 
centralised development programmes, 
to enable you to advise in more 
complex areas with our high net worth 
clients.  We provide you with full and 
active support in the attainment of the 
required professional qualifications 
and our approach at certificate level 
has seen the achievement of industry-
leading pass rates, which we aim to 
continue to deliver at the higher QCF 
Level 4 requirement going forward. 
 
 


