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1. WHAT IS THE ISSUE OR CHALLENGE 
FACING THE BUSINESS? 

Our strategy addressed three main challenges:

► Increase seminar registrations

► Increase appointment requests

► Improve internal processes

These three metrics were referenced throughout the award submission



2. WHAT WAS THE INSIGHT THAT UNDERPINNED 
YOUR STRATEGY?

Seminar registrations

► Customer research (retirement planning behaviour & go-to sources of information)

Appointment requests

► Customer research (information needs & knowledge gaps)

Internal process improvement

► Process mapping (understand & enhance the customer journey)



3. WHAT WAS YOUR PROPOSED STRATEGY TO 
ADDRESS THE ISSUE OR CHALLENGE? 

Seminar registrations

► Multi-channel marketing campaign to raise awareness of proposition

► Targeting based on research findings

Appointment requests

► Nurture leads with insight driven content

► Increase the number of channels via which appointments could be arranged

Process improvement

► Introduced measures to improve appointment booking processes



4. HOW DID YOU EXECUTE THE STRATEGY?

a. Data mapping

► Targeted prospects by drive time and personalised invitations according to 

location

b. Campaign activity

► Demonstrated multi-channel approach

► Correlation between activities and seminar registrations

c. Appointment bookings

► Outlined process improvements



5. WHAT METRICS DID YOU PUT IN PLACE TO 
TRACK THE EFFECTIVENESS OF YOUR 
SOLUTION?
Pre campaign metrics
► Research – response rates and engagement

Campaign metrics
► Seminar registrations

► Email open and click through rates

► Phone call volumes 

► Appointment booking volumes

► Google / Social Media analytics

► Sentiment analysis

► ROI - sales and income

Post campaign metrics
► Satisfaction survey - response rates and engagement (95% positive)

► Customer testimonials



6. HOW CAN YOU PROVE THAT YOUR CAMPAIGN 
STRATEGY MET ITS OBJECTIVES?

► Client testimonials

► Year on year comparisons

► Registrations

► Attendance

► Leads

► Appointments

► Sales 

► ROI



7. WHAT VALUE WAS ADDED TO YOUR BUSINESS 
AS A RESULT OF YOUR STRATEGY?

► Working relationship with strategic partners strengthened

► Customer advocacy 

► In-house skill development

► Methodologies transferable to other target segments

► Improved internal processes

► Increased social media following



THE JUDGING CRITERIA



Advice is provided by Wesleyan Financial Services Ltd.

‘WESLEYAN’ is a trading name of the Wesleyan Group of companies.

Wesleyan Financial Services Ltd (Registered in England and Wales No. 1651212) is authorised and regulated by the Financial

Conduct Authority. Wesleyan Bank Ltd (Registered in England and Wales No. 2839202) is authorised by the Prudential Regulation

Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority (Financial Services Register 

No.165116). Wesleyan Financial Services Ltd and Wesleyan Bank Ltd are wholly owned by Wesleyan Assurance Society which is 

authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation

Authority. Incorporated in England and Wales by Private Act of Parliament (No. ZC145). Registered Office for all of the above Group 

companies is: Colmore Circus, Birmingham B4 6AR.Telephone calls may be recorded for monitoring and training purposes.

Wesleyan Financial Services Ltd will offer you restricted advice on a limited number of products provided either by one provider or a 

limited number of providers. For residential mortgages, we offer a comprehensive range from across the market but do not offer deals

which you can only get by going direct to a lender. For commercial mortgages, we will introduce you to Lloyds Bank. Wesleyan Bank 

provides personal and commercial lending. Wesleyan Financial Services Ltd is acting as a credit broker and not a lender.

The Financial Conduct Authority does not regulate commercial mortgages and Inheritance Tax Planning. The information in this 

presentation is based upon our current understanding of taxation and legislation which may change in the future.


