
The Challenge
London-based life assurance giant Prudential built its business over many decades on the back of door-to-door  

policy sales. But the world was changing, and a new distribution model was now needed to meet the expectations  

of increasingly sophisticated consumers.

In addition, poor historic governance of the sales force meant the business was under significant regulatory  

pressure to change some of its practices. As a result, it recognised the need for a substantial shift in its sales and  

sales-management culture to restore its reputation to former levels and regain its market-leadership status in the UK.

Further pressing requirements for change included a raft of costly administrative processes that were eroding  

the company’s competitive advantage. Prudential also needed to seamlessly integrate a recently acquired  

fund-management business into the wider organisation, as well as pursuing international growth through  

making further acquisitions in the USA and South East Asia.

Prudential: simultaneously ensuring regulatory  
compliance and commercial success

The Solution
When Prudential appointed Vector Consultants to help 

plan and implement the required programme of change, 

our first task was to carry out a minutely detailed six-week 

scan of the entire organisation.  

This covered a total of 7,500 staff at every level,  

giving us a precise picture of all the complex 

interrelationships and dependencies at play  

across the business. 

As a result, we gained the knowledge and insight required 

to design and implement a comprehensive series of 

interventions, carefully devised and  

delivered to align systems, people and outputs  

right across the organisation. These included:

• A wide-ranging leadership development  
 programme to ensure that cultural change  
 is driven from the top

• The development of a single, all-embracing    
 governance structure to integrate the newly  
 acquired fund-management operation

• An international plan to facilitate successful  
 expansion into the USA and South East Asia

• The development and training of an in-house  
 consultancy team to undertake future    
 organisational development work,  
 meaning that the full value of our work  
 would significantly outlast our  
 direct involvement.



Results
The positive impact of our engagement with Prudential was rapid and  

wide-ranging. Most important, it is proving to be sustainable for the long term.  

Key achievements include:

• A 35% increase in the productivity of the direct sales force in just 12 months

• The restoration of the company’s reputation with key regulatory bodies

• A 50% reduction in the costs of head office support over an 18-month period

• A 46% reduction in early policy cancellations; this is one result of a significant change  

 in sales-force culture, which now ensures that customers are only sold products that  

 meet their specific needs.

In addition, the new USA and Asian operations that were set up under the strategy we devised and 

implemented are successfully capitalising on emerging markets to deliver some 30% of group 

profits from each geographic territory.

Most significant of all, following our intervention Prudential has successfully regained its former 

position as UK market leader.

To find out more about how Vector Consultants can put 
you on track for better business performance, call us on

+44 (0)845 658 6617 
email enquiries@vector-consultants.com

For more company information,  
visit www.vector-consultants.com


