
  

 

 

 

 

 

Summary: The ability to execute chosen market 

strategy is a direct function of people’s values.  

Values misalignment leads to stalled performance. 

 

Starting State 

Scottish Equitable plc was a UK provider of brokerage 

service life insurance, pensions, protection products, 

investments, and annuities and also insurance products to 

individual and business customers.  In the wealth 

management business, they were 70 high net worth 

advisors, whose individual performance varied widely.  

The high net worth division was stalled. 

In efforts to improve corporate performance, the 

executive brought us in to help to scope out a very 

different form of future. 

 

Research & Analysis 

We used Values Modes Assessment to measure the values 

orientation of all directly involved in the brokerage service 

– management, employed advisors, and third party 

financial advisors.  The purpose was to evaluate ‘fit’ 

between personal values, corporate values and future 

demands on corporate policies.  

Our analysis found that two (out of the 12) Values Modes 

accounted for over 50% of the financial returns 

contributed by the direct advisors.  This aligned with the 

‘stated’ corporate values, but the day-to-day attitudes 

and behaviours of the upper management of the division 

were antagonist to these values, i.e. corporate values= 

Pioneer values of optimal performance vs management 

personal values, largely Prospector and Settler at odds 

with optimal performance. 

It was also found that the personal values of high 

performing third party advisors were more likely to have 

Pioneer values – the desired values of the corporate 

brand. 

  

Recommendations and Actions 

The path of least resistance was to establish closer links 

with third party advisors – thus cutting costs of the 

directly employed advisors and increasing congruence 

between corporate values and personal values. 

Among the measures recommended was a new 

approach to recruiting and promoting middle and senior 

management – more Pioneer Values for upper 

management and more focused Prospecter values for 

middle management 

 

Outcomes 

The company was able to smoothly move from a big, 

old-fashioned insurance company with a small (less than 

20% of the sales force) but financially significant high net 

worth advisory team – to a third-party focus for this 

brokerage service. 

The third-party advisors were personally motivated by 

values more in harmony with the corporate values.  New 

methods of feedback and reward were instituted within 

the company – significantly reducing costs and 

complexity within the CRM systems. 

This resulted in a reduction in the number of products 

offered, but more volume in core products, along with 

the reduction in management costs.  The personal 

values alignment with corporate values created a much 

more dynamic and profitable division. 

The division was eventually spun out of company for a 

much higher return to shareholders than would have 

been possible from the previously stalled division. 
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