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DiD you know?
  

• More than 60,000 are UK-based

•  International readership 14,000

• Almost 20,000 members
  work in broking

•  90% of readers describe the 
Journal as useful or very useful

•  97% of readers find the magazine 
has maintained or increased its 
relevance over the last few years

THEJOURNAL
of the 
beginning

The  end 

As the AldermAnbury 
declArAtion comes 
to A close, GenerAl 
insurAnce tAskforce 
chAir chris hAnks 
discusses its leGAcy

October/November 2013 | www.cii.co.uk/journal 

The voice of your profession

Finding the  
cutting edge
HeigHtened competition  
and ever-improving 
tecHnology Have put  
tHe onus on insurers  
to innovate

uncertain ground
Fracking Has been around 
For many years but Has 
recently been tHrown  
into tHe spotligHt



The Chartered Insurance Institute 
Since its inception in 1897 the CII has established itself as the world’s leading 
professional organisation for insurance and financial services. Its 112,000 members, 
including members of the Personal Finance Society, are committed to maintaining the 
highest standards of technical competence and ethical conduct.

A robust framework of learning and development solutions enables the CII to support 
corporate partners and individuals across the industry. It ensures that all members 
comply with minimum standards and inspires many more to achieve advanced levels 
of technical and professional competence. 

In 2012, the CII celebrated 100 years of receiving its Royal Charter.

a b o u t  t h e  J o u r n a l / t h e  C i i

The official membership magazine of the Chartered Insurance Institute (CII)
The Journal has been published for over 118 years 
74,000 professionals within the insurance industry receive a copy of The Journal 
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TRAiNiNg ANd dEvELOpmENT | Learning styLes

learn how 
to learn
Research suggests different people receive new information in 
different ways. Sara Williams explains how discovering your 
own learning style can be crucial to getting ahead in your career
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Theorist 
 You will likely 

learn better when 
the theory behind 
the actions or skill 
you are learning are 
explained;

 You find working 
with facts and figures 
motivating and they 
engage you in the 
learning process, 
preferring to analyse 
information and draw 
conclusions;

 You would be likely 
to learn less when the 
learning environment 
has little or no 
structure to it and 
there is ambiguity on 
the brief of the task 
preferring clearly 
defined aims and 
objectives;

 You may feel 
uncomfortable when 
asked to complete a 
task when there is no 
theory, principles or 
concepts provided;

 You may feel 
uncomfortable 
around other learners, 
particularly those with 
a different learning 
style to your own. 

How the Cii can help:
 Supplementary 

reading lists as 
recommended in 
study text

 Information and 
reports available  
on Knowledge

 Online learning 
course eg LEARN

Pragmatist 
 You are keen to try 

out new ideas and 
skills or experience 
practical applications 
of a theory;

 When you leave a 
training course you 
come back full of 
ideas that you want 
to put in practice;

 You act quickly  
and confidently on 
ideas that you are 
attracted to;

 You have to see  
the practical 
application of what 
you are learning 
and where it can be 
applied in ‘real life’.

 You are often 
described as, practical 
and down to earth;

 You like learning 
concepts that can be 
applied to your job;

 You tend to learn 
less when you are 
involved in open-
ended discussions  
and are asked to 
reflect on ideas.

How the Cii can help:
 F2F courses
 Practice tests 

available on many 
RevisionMate courses

 Exam guides as 
practise questions

 Coursework/
dissertation options

 Work-based study 
groups/training 
courses

Activist
 You typically learn 

by doing and in 
general are excited 
and motivated 
to engage in new 
experiences;

 You will likely make 
a decision or act on 
something and think 
about implications 
or consequences 
afterwards;

 You may do little 
preparation when you 
approach a learning 
situation and spend 
little to no time 
reflecting on your 
learning experience;

 You enjoy being 
thrown in at the deep 
end when it comes to 
new tasks, chairing 
meetings, leading 
discussions and 
working with others 
in a team;

 Typically you will 
learn less when there 
is a formal lecture 
style, having to take 
in large amounts 
of information 
autonomously, 
following very 
rigid processes or 
instructions. 

How the Cii can help:
 Practice tests 

available on many 
RevisionMate courses

 RevisionMate group 
discussions

 Key fact booklets
 Local institute 

events

Reflector 
 You enjoy observing 

and having time to 
reflect on what you 
have learned;

 You may hesitate 
to jump straight into 
an activity, preferring 
to observe from 
the peripheries and 
think about different 
perspectives;

 You will usually take 
your time coming to 
conclusions;

 Your preferred 
learning style means 
you would typically 
not get as much 
out of the learning 
process if you are 
asked to take the 
lead in a discussion 
or group situation  
or if you are given 
little notice about  
a deadline or time  
to prepare;

 Unlike the Activists, 
you do not enjoy  
or learn best from 
being thrown in at  
the deep end.

How the Cii can help:
 Podcasts and 

videos, eg CPD 
resources on 
Knowledge

 Key fact booklets
 Exam guides for 

examiners’ feedback

As well as an increase in achievement, 
there are a number of other reported 
benefits from being taught in, and 
understanding, your preferred learning style.

New learning – by actively seeking out 
learning opportunities that correspond to 
your learning style it makes the training 
experience more enjoyable and prompts  
you to engage in more training.

improved outlook – people who have a 
better attitude and higher self-esteem, are 
more disciplined and have a better outlook 
on the future when learning delivery is 
matched with the preferred learning style.

Team player – being aware that people 
have different learning styles allows you 
to reflect on their needs and which tasks 
or activities might be better suited to 
individual members of the group.

Self-scrutiny – increasing your awareness 
of how you learn can open up new 
opportunities for self-reflection and self-
scrutiny that can lead to further personal 
and professional development.

Flexible learning – you also need to seek 
out learning opportunities that may go 
against your natural preference. Some 
research suggests that the most able 
learners are those with flexible learning 
styles who can adapt their ability to learn 
the materials and circumstances at that 
present time.

Any learning should have a blend of 
activities that engage the rich variety of 
learning styles in the audience.   

While learning styles are not set in 
stone, understanding your own preferences 
can help you to maximise your learning 
potential. By thinking about how the 
information goes in, you can get the  
most out.   

Sara Williams, careers relationship 
manager, Cass Business School 

Note: If you’re studying for a CII exam, 
the core study material will be your CII 
study text, which will cover all the syllabus 
points that the exam will be based on. The 
suggestions to the left are examples of 
additional learning and revision materials 
that you might consider if they’re available 
for your chosen unit.

 In today’s ever-evolving workplace, 
learning is the key to getting ahead. 
Whether it is mastering a new IT 
package, developing soft skills or 
studying for a professional qualification, 
personal development is the quickest 

route up the career ladder.  
Choosing a qualification requires careful 

thought but one aspect often overlooked is the 
way in which people learn in different ways. 
Before beginning any new qualification two 
important questions to ask are: what kind of 
learning style engages me most effectively; 

that a close match results in a marked 
improvement in achievement. 

This infers that if you know what your 
learning style is and can expose yourself  
to methods of learning that compliment 
your preferences, you can achieve more  
in your endeavours.

There are numerous theories proposed 
on learning styles but one of the more 
popular is that we have a preference for 
one of four types of learning. The broad 
characteristics (right) will give you an 
insight into your learning preferences.

and how can I optimise my learning?
As individuals, we absorb information in 

different ways and find certain types of mental 
activity more or less engaging. In other words, we 
all have different learning styles. Some people, 
for example, are more energised by group 
discussions while others are more comfortable 
reflecting on the material independently. But why 
should any of this matter?  

Research suggests that individuals get 
more from their learning experience when 
the delivery is in a format that matches their 
own learning style, going as far to suggest 

K e Y  J o u r n a l  S t a t S  
Type of organisaTion

THE JOURNAL HAS THE  
LARGEST CIRCULATION OF 
ANY UK INSURANCE MAGAZINE: 74,000
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gem 
A career in insurance can be rewarding, 
varied and exciting, but many school 
leavers do not even fully understand what 
insurance is. Alasdair Stewart explains 
how his firm is working with the CII’s 
Discover Risk initiative to help change this

 If you are looking for at least 
one constant in your life 
you need look no further 
than the annual, collective 
gripe from the insurance 
industry that we are just not 

attracting the best talent from 
schools and universities.

“Why would someone go into 
banking or accounting rather than 
insurance? It’s got so much more 
to offer and so much more variety,” 
you hear some people say.

This is all very well but nobody 
ever seems to come up with a 
solution to the problem. They 
just go back to their desk, look 
around the room at the ‘talent’ 
attracted that year and sigh at 
their disappointing sandwich.

We are all guilty of this attitude 
though – quick to point out the 
shortcomings but offering little 
in the way of solutions. The fact 
of the matter is the majority of 
the brightest and most talented 
school leavers choose to start 
and build their careers in other 
financial services.

Long overdue
Those of us who chose a career 
in insurance know all too well the 
variety, challenges and genuine 
career progression that can be 
found. The fact that the vast 
majority of people who work in 
insurance fell into and chose to 
stay tells me that it really is a 
hidden gem of an industry.

But collectively we are terrible 
at promoting the benefits of a 
career in insurance, which is why 
I think the Discover Risk initiative 
from the CII is a long overdue 
tool to attract talent and one that 
we at Axa are only too happy to 
embrace as big supporters of the 
CII and its work.

The concept, if you are not 
familiar with it, is simple but  
really rather clever. The CII’s  
in-house genius team have 
created a board game and 
presentation designed for pupils 
in the fifth and sixth forms, which 
helps them understand just how 
important financial services and 
risk management are to the world.

The board game itself 
delivers certain scenarios to the 
students, who then characterise 
the given risks by how likely 
an event is to happen and how 
severe the consequences could 
be. It is an enjoyable, practical 
and engaging way to illustrate to 
the students just how pervasive 
risk is and how important this 
industry is in keeping the wheels 
of the world oiled.

It is also very useful for our 
own employees who get involved 
in the initiative, as it allows them 
to see how insurance is perceived 
from outside the bubble of the 
industry and for them to develop 
their own soft skills such as 
presenting. For me, it is a win/
win as we are simultaneously 

spreading the good gospel of 
insurance and expanding the 
skills of our own people.

Raising awareness
Of course, this initiative is not 
going to solve our recruitment 
problems but for me it is exactly 
the kind of interaction we should 
all be supporting. There is no 
point pitching up at a careers fair 
asking attendees if they have ever 
considered a career in insurance. 
Of course they have not, as they 
are largely unaware of what that 
even means.

In my experience, other 
professions have spent years and 
possibly generations explaining 
the career opportunities their 
profession offers. We may be 
behind the curve but it is never 
too late to try to change this.

Only by sitting down with 
school leavers on their own turf 
where they will naturally feel more 
comfortable, explaining what 
insurance involves and allowing 
them to explore this industry of 
ours for themselves, will we ever 
make any progress in attracting 
our fair share of this country’s 
best talent.   

Alasdair Stewart, marketing and 
communications director, Axa UK

The hidden

Email:  discover@cii.co.uk

ONLINe ///

DISCOVER RISK | School leaverS

insurance company
21,346

reinsurance company/broker 
1,474
LLoyD’s
1,057

broker/inTermeDiary 
19,657
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About The Journal  
The Journal, one of the oldest and most respected titles in the insurance industry, has been 
published for more than 118 years and boasts a circulation of more than 74,000 CII members. 

Landing on desks of named individuals across the UK and 150 countries worldwide every 
issue of The Journal keeps members in touch with local, national and international institute 
activities, CII Group activities, topical industry issues and also serves as a practical aid to a 
member’s professional development. The magazine is very highly regarded by its readers – in 
the 2013 reader survey 88% of respondents said they enjoyed reading The Journal. 

As all readers are either CII qualified or working towards qualification, they see The Journal as 
a key resource in their current jobs and career development. As a result The Journal provides 
advertisers with access to a unique and valuable audience who take their profession and 
professionalism very seriously. 

Now a re-launch of the magazine has now created a new contemporary, fresh looking 
magazine with a bold, confident and authoritative voice for the professionals within the sector. 

a b o u t  t h e  J o u r n a l

o n e  o f  t h e  o l d e S t  a n d  m o S t  r e S p e C t e d 
t i t l e S  i n  t h e  i n S u r a n C e  i n d u S t r Y

▼

“It is a magazine for professionals who 
always keep to the ethical principals 
demanded by a career in insurance.  
It is apolitical and honest.”

“Excellent publication, keeps me 
informed about both the work of the  
CII and the industry as a whole, adds 
value to the membership with some  
very interesting articles.”

“The new look is refreshing, engaging 
and impactful. The content is relevant, 
timely and credible.”

“The magazine ensures that as 
professionals we are kept up-to-date 
with current and relevant issues through 
well written and insightful features. The 
magazine helps to stimulate thought 
and debate which will have lasting 
effects on the insurance industry.”

G r e at e r  lo n d o n *
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there are more than  14 ,000 
international memberS 
from 150 CountrieS 
inCludinG india,  uae and 
aCroSS aSia
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main membership 
areas: 



Editorial  
The Journal aims to provide its readers with a 
wide variety of relevant, topical and in-depth 
articles which cover its wide readership.

This content will continue to develop and will offer 
members practical tools to help them with their 
progress towards examinations, and continuing 
professional development.

e d i t o r i a l  /  r e a d e r  f e e d b a C K

t h e  J o u r n a l  S u p p o r t S  m e m b e r S h i p ’ S  p r o f e S S i o n a l  d e v e l o p m e n t
▼

ASSOCIATE YOUR BRAND WITH THE LEADING SOURCE 
OF INFORMATION FOR THE UK INSURANCE INDUSTRY

Editorial regulars

International focus and news – in-depth analysis of 
overseas markets

Interview – The Journal talks to key industry figures

The A-Z of... – a feature that explains the A-Z of a 
sector aimed at those starting out in the industry

Professional development – an in-depth study of a 
topic for experienced industry professionals

Financial services – articles of relevance to life and 
pensions providers 

Behind the scenes – a look at the work of the cii or 
specific industry sectors through a photo reportage

Chartered case studies – examining the work and 
achievements of chartered firms

Q&A – test your industry knowledge when studying 
for exams with our regular quiz

Legal casework – keeping readers informed of the 
latest legal developments

The JournaL Xpress 
►  The Journal Xpress is our popular 

e-newsletter that is sent out to 
approximately 42,000 members; 
highlighting CII and regulatory news, 
key technical updates, hot topics and 
important events in the industry.  

WITH AN IMPRESSIVE 
OPEN RATE, THIS 
E-NEWSLETTER GIVES 
YOU THE OPPORTUNITY OF 
REACHING THE MEMBERSHIP 
ELECTRONICALLY
EVERY MONTH

94% of members reaD The JournaL every 
issue, reguLarLy or occasionaLLy

82% of responDenTs beLieve The JournaL 
enhances Their opinion of The cii

91% beLieve The JournaL is eiTher 
inDispensabLe, very usefuL or usefuL

86% of responDenTs beLieve The JournaL 
aDDs vaLue To Their membership of The cii

86% beLieve The JournaL heLps Them  
sTay up To DaTe wiTh DeveLopmenTs  
in The financiaL profession

88% enJoy reaDing The JournaL
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S u p p l e m e n t  p r o G r a m m e

v o t e d  t o p  m e m b e r S h i p  C o m m u n i C a t i o n

Skills Survey: 
Skills and talent are burning issues for businesses of all shapes and 
sizes, across all sections of the economy. Insurance is no different 
in that respect. Each year we survey our members in order to paint 
a picture of the skills situation within general insurance. This is 
the seventh year we have run the survey. Over 2,300 members 
representing general insurance responded to this year’s survey. 
2013’s findings were published in association with Ageas. The 
Skills Survey supplement provides the results as well as insight 
and analysis from a commercial partner and a number of other 
employers from within the industry.

Advertisement opportunities: 
The Journal provides advertisers with access to a unique and valuable 
audience across the world who take their profession seriously.

• Print advertising
• Sponsored reports/case studies
• Bellyband and wraps
• Creative inserts
• Supplements
• Event sponsorship

Please contact us for tailored creative packages.

THE JOURNAL HAS A SERIES OF SUPPLEMENTS 
BASED AROUND PROFESSIONALISM , TECHNICAL 
COMPETENCE AND BUSINESS CAPABILITY  

CPD Supplement:  
The Journal’s CPD supplement programme 
is a brand new initiative from the Chartered 
Insurance Institute which allows you to 
showcase the technical knowledge within your 
firm as well as help CII members with their 
training and professional development.
 
Continuing Professional Development (CPD) 
is activity undertaken to ensure CII members’ 
skills and knowledge are up-to-date. CPD is a 
common requirement for qualified members 
of professional bodies. It reflects the fact that, 
in today’s fast changing world, knowledge 
gained through qualifications quickly dates 
and, if members are to remain competent, they 
must continue to develop and enhance their 
knowledge.
 
Sponsorship options from £6,995

cpD suppLemenT
Claims  |  Fraud  |  Data Protection  |  Assessment Questions  |  Structured CPD

CPD
Supplement
Data Protection Act

In association with:

 

A CENTURY OF 
PROFESSIONALISM 

SkillS Survey
2013

I n  a s s o c I a t I o n  w I t h :
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e v e n t S  S p o n S o r S h i p  o p p o r t u n i t i e S  

v o t e d  t o p  m e m b e r S h i p  C o m m u n i C a t i o n

Format Packages Prices from*
Roundtable Event Partner £1,000
Webinar Event Partner £8,000
Breakfast Briefing Event Partner £4,000
Half day event Event Partner

Headline Sponsorship
Associate Sponsorship

£8,000
£4,000
£2,000

Full day conference Event Partner
Headline Sponsorship
Associate Sponsorship

£15,000
£8,000
£4,000

Full and Half Day Conferences 
The CII runs a series of full and half day 
conferences on subjects of relevance to our 
members, both at our Aldermanbury office and 
at various venues around the UK. The Exclusive 
Event Partner package positions your brand as 
the co-host for the event and provides  
pre-eminent branding and marketing and 
enables your input on topic and speakers.  
The Headline Sponsor package is a key means 
to promote your brand in a multi sponsor event. 
Associate Sponsor provides and affordable route 
to align your brand with leading CII events.  
Full package details on request.

*rates subject to alteration based on venue location

Roundtable 
This intimate and exclusive format allows the 
sponsor to discuss a specific issue with a hand-
picked group of potential customers and other 
industry stakeholders. The CII will invite delegates, 
chair the meeting and provide a full event 
management service.

Webinar 
Webinars allow you to reach a wider audience, over 
a longer period of time, than traditional face to face 
events. As well as being available for live viewings, 
these videos will be hosted on the CII’s website 
for 3-12 months, for on-demand viewings.Webinar 
sponsors are invited to provide a senior member of 
staff, or a client to join the speaker panel. The CII 
will recruit additional speakers, market the event 
and provide a full event management service.

Breakfast Briefing 
The briefing format is effectively a ‘mini-
conference’, incorporating three short 
presentations and a panel discussion on a 
niche topic allowing delegates to learn a 
lot without taking too much time out of the 
office. As a sponsor you benefit from the 
opportunity to network with an audience of 
20-50 engaged delegates, and to work with 
the CII to develop content and speaker ideas.

June 2013 
Retired/Chair, Aldermanbury 
Declaration Taskforce

2003 – 2013 
General manager, commercial, 
Allianz UK

1999 – 2003 
Underwriting and marketing 
executive, Allianz Cornhill 
Regional

1997 – 1999 
Head of business units,  
AGF Insurance

1995 – 1997 
Assistant general manager – 
underwriting and marketing

1992 – 1995 
Assistant general manager – 
personal insurance

1990 – 1992 
UK underwriting and 
operations manager,  
NEM Insurance

1987 – 1990 
UK schemes manager,  
NEM Insurance

1986 – 1987 
Manager, Southern region

1982 – 1986

Chief systems user liaison 
officer and assistant to 
general manager

1968 – 1982 
Underwriter in casualty 
and property insurances

CHRIS HANKS 
BIOGRAPHY
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What is the Aldermanbury 
Declaration and what is behind  
its creation?
The Aldermanbury Declaration really spun 
out of concerns that a number of people 
in the sector had about the drift in the 
industry for a number of years; from a lack 
of professionalism to there being too many 
scandals. It also came just after the banking 
crisis, when we saw what had happened in 
that sector. 

There were a lot of people taking about 
how we could make ourselves better in the 
future, so the Aldermanbury Declaration 
came out of a group which included everyone 
– from  brokers and insurers, to international 
brokers and claims adjusters – talking about 
what ‘good’ would look like and how we could 
get better outcomes from our customers 
and regain the trust of the public. It was also 
about asking ourselves how we could forestall 
mandatory regulation. 

We came together within the Chartered 
Insurance Institute because that seemed to be 
the only independent body for this initiative 
and, after a few meetings, we drafted what 
looked like a charter. We felt that if we could 
adhere to those improved principles, if we 
put trust and confidence from the public back 
on our agenda, and put lifelong training and 
development into our staff, then we would 
have a better and more trusted profession. 
This, in turn, would result in a better outcome 
for our customers, our shareholders and our 
people – so we launched the declaration.

Has the Aldermanbury  
Declaration been successful?
When we started the Aldermanbury 
Declaration we had no idea where it would 
lead. We wanted to see some improvements, 
so we engaged across the industry and said 
“these are the principles and if we can adhere 
to them, in two or three years’ time there 
should be some tangible improvement”. So we 
fixed a target end date of December 2013 and, 
frankly, our expectations have been exceeded. 

Seventy-five per cent of businesses that 
signed up to the declaration will meet or 
exceed the requirements by that date. If you 
had asked the Taskforce at the outset about its 
expectations, I suspect we would have thought 
about 25% or 50% of those signing up would 
meet the requirements – that would have been 
a realistic guess at the time. 

More significantly, everyone involved in this 
has made considerable progress. Some of the 
firms might not ‘get over the line’ by December 
2013 but that wasn’t the objective – the 
objective was to start a journey that lasted a 

long time in order to transform our profession 
into something better than it is today; and that 
will be ongoing.

Has the Aldermanbury Declaration 
had any lasting impact on the 
insurance profession?
Five years ago, before the Aldermanbury 
Declaration, I don’t think that professionalism, 
standards, ethics or lifelong learning were on the 
agenda for too many companies. However, we 
started to see some companies had consistently 
performed well. They had invested in training 
and development and had put integrity and 
professionalism high up their agenda. And as a 
result, they had been more successful. 

We had seen that the way the sector 
was currently moving did not appear to be 
sustainable. What we now see is many more 
firms investing in training and development, 
and many more firms with professionalism on 
the agenda. We have seen organisations move 
through the Aldermanbury Declaration into 
Chartered status, we have also seen the quality 
of graduates coming into our industry improve 
significantly and, more importantly, we have 

seen graduates wanting to undertake more 
training and development. Initiatives have also 
started that are encouraging local brokers to 
join training initiatives with the major insurers, 
because sadly there is a gap that has opened up 
in that area during the past few years. 

I think there has been a fundamental 
change. Most companies now realise that 
putting professionalism, high standards, 
lifelong learning, and ethics right at the 
centre of their business will produce better 
outcomes for our customers, which will mean 
better outcomes for our business and better 
outcomes for our staff. 

As the Aldermanbury Declaration 
comes to an end, are there plans  
to launch similar initiatives?
When we launched the Aldermanbury 
Declaration, we fixed an arbitrary date of two 
and a half years in the future – long enough for 
people to make some changes. As we approach 
that date, while we are satisfied with where 
we have got to, we do see this as a long-term 
journey that will continue. Now whether it 
needs to be the Aldermanbury Declaration or 
something else in its place, something needs 
to be there to keep the focus going. Some 
organisations don’t need it – they already have 
it all embedded. Other organisations do need 
some help. I think of particular sectors, like 
retail or personal lines motor and household, 
where they are very different businesses to 
many others, and I think we need to do more in 
that space. This is one of the things we will look 
at in the future. 

The Taskforce is still meeting and is still 
talking about what takes place after December 
2013. I am sure we will find some way of 
moving this initiative on.   

WHAT IS THE ALDERMANBURY DECLARATION?
On 4 March 2010, the Insurance Profession 
Taskforce published the Aldermanbury 
Declaration. The Taskforce comprised senior 
individuals from the general insurance sector, 
and spent many months shaping a common 
framework for professional standards.

It required that firms signing up to it commit to 
meet common professional standards covering:

 Commitment to excellence
 Training and development
  Professionalism within insurers, brokers  
and insurance service organisations
 Broking, underwriting, claims and 

management standards.
Taken as a package, the Taskforce argued 

these standards would lead to important 
improvements within the sector:

 Better outcomes for customers
 Improved standards of risk management
 A more confident, trusted profession
  More talented people attracted to a  
career in insurance

  Increasingly rewarding careers for those 
within insurance

  Reinforcing the reputation of the London 
wholesale market. 
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“Seventy-five per 
cent of businesses 
that signed up to 
the declaration will 
meet or exceed the 
requirements...”
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