
Aegon put financial 
wellbeing at the heart 
of their organisation. 
Providing pensions, 
savings and investment 
solutions to 4 million 
customers worldwide, 
they are the UK’s largest 
investment platform

e asked Stephen Crosbie, Managing 
Director, Adviser Platform, about his 
experience working with Solution Cell 

through a transformative programme. In this 
interview Stephen shared his insights on the 
professionalism, knowledge, and collaborative 
efforts making this partnership a success.

Client Focus

Solution Cell: What were your key motivators during 
the early conversations with Solution Cell? 

Stephen Crosbie: We were in planning for a 
restructure within the national sales division of 
Aegon. We aimed to make this restructure as efficient 
as possible by introducing a new model and ways 
of working as part of the process. This was a very 
specific opportunity, which we knew was coming 
some time in advance. This allowed us to engage 
with Paul (Jakeman) early in the process and keep 
Solution Cell informed of our timeline. There was no 
burning platform or urgent deadline we had to work 
to; we really had the luxury of time to get things right. 

Solution Cell: What made you choose to work with 
Solution Cell over other partners for this project? 

Stephen Crosbie: There were a couple of things 
that stood out. One was their professionalism, 
experience, and knowledge, which came through in 

our conversations. The other was their personality 
types; we really liked them and knew they would 
work well with our teams. Additionally, they had 
worked with other companies in our industry and 
seen success, which we wanted to replicate. They 
also brought in outside industry perspectives, which 
I found valuable for broadening our capabilities and 
developing the team.

Solution Cell: How impactful were the focus groups 
and benchmarking for the people involved and the 
design of your programme?

Stephen Crosbie: The focus groups were important 
because they helped us drill into the detail and clarify 
our goals and desired outcomes. It wasn’t just about 
business success; it was also about personal and 
team development. I wanted the team to feel they 
were getting something out of this beyond business 
context. Ultimately, when you get it right on a 
personal and team level, the business results follow. 
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When I read the Observations and Benchmarking 
report and saw how well the Solution Cell team 
had interpreted our needs, I got quite excited. 
It was exactly what we needed, and it gave me 
real confidence in the programme. It felt real and 
promising from that point.

The level of detail in the focus 
groups and the insights from 
the benchmarking ensured 
Solution Cell were able 
to design a truly bespoke 
development programme for 
our teams.

Solution Cell: Can you tell 
us about any considerations 
that had to be made about the 
teams that would be going 
through the programme?

Stephen Crosbie: The 
teams are quite diverse, both 
geographically and in terms of 
tenure. We have people in the 
field and telephone-based, 
with varying lengths of service 
and experience. Solution Cell 
addressed this by keeping 
groups small and interactive, 
ensuring everyone had the 
opportunity to participate and 
ask questions. This approach 
accommodated the diverse 
backgrounds and experiences 
of the individuals.

The timing was crucial. Many 
team members had been 
working alone for quite some 
time, and now we were asking 
them to work in teams. This required retraining and 
adapting to new ways of working. Solution Cell’s 
approach helped ease this transition and fostered a 
collaborative environment.

Solution Cell: Were there any obstacles or challenges 
along the way, and if so, how were they overcome?

Stephen Crosbie: As with any ambitious plans, we 
had to remember our defined budget and cut our cloth 
accordingly. It can be easy to get carried away: you 
want to do it all, achieve all the changes, all the results. 

Solution Cell was good at providing options to prioritise 
our needs and tailor our plans to match our budget. 

Solution Cell: Given your experience so far, what are 
your expectations in terms of results?

Stephen Crosbie: It’s 
still early days, and not 
everyone has completed the 
programme yet. However, I 
am already seeing positive 
behavioural changes. There’s 
much more collaboration 
within the teams. Best 
practices are being adopted, 
and I see progress towards 
our behavioural goals. 
This gives me a lot of 
encouragement that the 
programme is meaningful 
and I’m optimistic that the 
business results will follow.

Solution Cell: Can you 
describe your overall 
experience of working with 
Solution Cell?

Stephen Crosbie: I’ve loved 
it. I’ve been very impressed 
by everyone we have worked 
with at Solution Cell. It’s 
evident they’ve been doing 
this for a long time and to a 
very high standard. What really 
impressed me was their ability 
to bring outside elements from 
other industries and make 
them relevant to us in the 
financial services sector. 

Our experience with Solution Cell has been extremely 
positive, and I will advocate for them internally when 
behavioural change and development needs are 
discussed or identified.

“When I read the 
Observations and 

Benchmarking 
report and saw 
how well the 

Solution Cell team 
had interpreted 
our needs, I got 
quite excited. It 

was exactly what 
we needed, and 
it gave me real 

confidence in the 
programme.”
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If you would like to speak with us in person contact one of our team on:

+44 (0)203 642 1380
or email us at info@solutioncell.com
solutioncell.com

Our purpose in life is simple: we help people change their behaviour.

Solution Cell is a specialist management consultancy, helping clients get the best from their people. We look 
at ALL the ingredients that impact behavioural change. We are with our clients for the whole journey, from 
initial thinking, through embedding and measurement.

Based on the client’s needs, we deliver knowledge and develop skills covering leadership, management, 
negotiation, customer service, presentations, account management and sales techniques. We have vast 
experience helping technical experts who do not view themselves as traditional salespeople but need 
commercial skills to excel in their roles.

Our clients receive a truly bespoke solution that resonates with teams and then we help coach and reinforce 
the programme to ensure new skills are embedded and long-term behaviour change is achieved.


