
When it comes to people devel-
opment, Great Eastern does more 
than walk the ‘people are our great-
est asset’ talk. It goes many extra 
miles for its agency force to groom 
individual excellence as well as to 
build and grow formidable teams 
that can cater to changing market 
and customer needs.

Great Eastern has been taking con-
crete measures to transform the 
agency force to better serve spe-
cialised customer segments such 
as high net worth individuals as well 
as to reach out to younger clientele 
who can grow with Great Eastern. 

Explained Ben Tan, Head of Distri-
bution at Great Eastern, “Our hard 
work has borne fruit and the profile 
of the agency force has changed 
significantly. It is now younger 
and more dynamic. An increasing 
number of both our experienced 
and younger life planners pursue a 
management career with us which 
augurs well for the Company as we 
lay the foundation for future gener-

ations of younger and better quali-
fied pool of life planners.”

Industry statistics bear this out favour-
ably. For the past three years, Great 
Eastern’s agency force grew by 32 
percent compared to 9 percent for 
the industry.  It has also successfully 
attracted younger talents - close to 
80 percent of its new recruits are be-
low 35 years of age, with the majority 
being tertiary educated.

Fastest Growing  
and Most Productive
At the heart of this agency trans-
formation at Great Eastern is Rix 
Chan, Senior Director of Financial 
Services, who leads the fastest 
growing as well as one of the most 
productive agency groups in the 
Company.  

The five-time Top of Table (TOT) 
and six-time Court of Table (COT) 
winner – the two highest industry 
awards reserved for the world’s 
most succesful life insurance and 
financial services professionals 

– said, “In our agency we don’t 
recruit. We talent scout. By being 
highly selective, we get the best. 
Everyone we bring into our team 
is already a talent, whom we can 
hone to be a successful life planner 
or manager. This way, we do not 
start from ground zero.  The learn-
ing curve is less steep and we see 
results within a shorter period of 
time.  Everyone benefits.”

Indeed, the results are clear for 
all to see. Great Eastern’s agency 
force is among the most produc-
tive in the industry.  Last year, its 
agency productivity surpassed 
the industry average by 28 per-
cent.  For this achievement, credit 
goes to the Centre for Excellence 
(CfE), Great Eastern’s training arm, 
whose comprehensive and highly 
structured programmes equip the 
Company’s 2,800 life planners with 
the knowledge and skills to provide 
sound financial advice.  

Training Matters
Executive Life Planner Chen Kang 

Wei, 26, who clinched the 2009 
Top Rookie Award despite having 
been in the industry for only seven 
months, cites the intensive training 
as critical to his success. “Both on 
the Company and agency levels, 
we are taught many skills, from cli-
ent management, to product profi-
ciency and sales techniques.”

Financial planning was not a natu-
ral career choice for the NUS Life  
Sciences graduate. “I’ve always 
wanted to be a doctor. Well, in a 
sense I am a doctor now - a fi-
nancial one! I provide a diagnosis 
of my customers’ financial health 
and then prescribe a suitable plan 
to help ensure they stay financially 
healthy. For those whose finances 
are already strong, I recommend 
plans to preserve their wealth; and 
for those who are ailing, I offer solu-
tions to help nurse them back to an 
improved financial state. I find what 
I do very meaningful.”

A rewarding career, a great Com-
pany, and an even greater mission.

Faces of Great Eastern’s 
fastest growing agency 

group. In the foreground 
are agency leader  

Rix Chan (left)  
and Top Rookie  
Chen Kang Wei.

Amidst many changes in the life 
insurance industry, Great Eastern 
stands out as a financially strong 
and stable brand. Currently 
into its second century, it is the 
most established life insurance 
company in Singapore and 
Malaysia with $48.5 billion 
in assets and 3.8 million 
policyholders.


