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Jijo’s story is one of a range of inspiring interviews.
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My Journey, Jijo Joseph

We've collated a series of motivational case studies that show the journey of
some of our most ambitious Advisers and Managers. It's fascinating to hear

apout thelr background, wny they jJoined Owl, what motivates them and tips
for others building thelr career in the business.
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Taking flight as a Manager Next stage of my journey

Exactly one year atter joining, | applied to become o 'm excited about the next chapter — growing my business
manager and was accepted on to the ‘Potential Area Sales and helping clients. It gives me a great sense of purpose to
Manager’ (PASM) programme. be able to help others on their journey in financial services

too, whether they are new to the industry or experienced.
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-xecutive Sales Manager in 2016 and have built a team has come from a non-insurance background,
comprising of Advisers and Managers. nas worked hard and now has an exciting

career ahead.
still sell — it's something | just love to do - it's so great to

near when you've helped customers. Thank you Jijo for sharing your

Inspiring journey.

My top tips

For Advisers

e Treat your customers how you and your tamily would

ke to be treated

 Be realistic — be ready to take rejection

e Think about your tamily and work /lite balance
For Managers

* When interviewing, take time to find the right people,
motivate and train

e Be patient — it can take Advisers up to 3 months to gef

Uup and running
e Hold regular team meetings

e Build a strong relationship with your team



