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Retirement
Recognising the value of
financial security
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Learning objectives

By attending this session, you will be able to:

Understand the importance of lifestyle and medical information in personalising advice
Identify areas where a review of the retirement strategy might be required
Recognise the benefits of a blended approach to retirement income

Explore the death benefit options available with an annuity



Requlatory direction

Pension Freedoms

_Def!ned Bepefit Consumer
Finalised Guidance Vulnerability
Consumer Vulnerability Retirement Income  Review
Finalised Guidance Thematic Review

Consumer Duty
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Consumer Duty

Consumer Principle

A firm must act to deliver good
outcomes for retail customers

Cross-cutting Rules
Firms must

1. actin good faith toward retail customers

2. avoid causing foreseeable harm to retail customers

3. enable and support retail customers to pursue their
financial objectives

Four Outcomes

Products and services 3. Consumer understanding
Price and value 4, Consumer support

For financial intermediary use only




Risks and risk management

Accumulatlon




Covering the risks

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Client review

Formalising the
plan
Stress-testing
and scenario-
Decumulation planning

strategies V
Personalisation
of advice
Decumulation

advice model -
the ‘Why’ ’
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Vulnerability

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

| For customers in decumulation
there is a higher likelihood that
Retirement income advice thematic they have ChGrGCteriStiCS Of

review

vulnerability...

...50, it is important that firms
have a plan to ensure services
are proactively delivered.
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Foreseeable harm

osised Gunce Firms should proactively

FG22/5 Final non-Handbook Guidance
for firms on the Consumer Duty

consider how consumers’
behavioural biases, such as
inertia, might lead their
products or services to cause
foreseeable harm.




Potential biases

discounting
Projection bias
Confirmation bias

Mental accounting

Reciprocity

Loss aversion

Authority bias

. Availability bias
Paradox of choice

Short-termism

Optimism bias




Ideas

« Combat rash judgements with data and facts

- Take views seriously W

« Challenge any unusual mental accounting

g

« Review attitude to risk questionnaires

« Emphasise capacity for loss and financial resilience

« ‘Soft’ questioning

« Ask clients what advice they would give someone else




Practical action - communications

« Assess complexity of key documents and web pages

« Work with charities and other organisations

« Allow staff to take sufficient time to explain details clearly
« Check consumer understanding

« Offer arange of channels

FCA Guidance for firms on the fair treatment of vulnerable customers, July 2019




Suit you (or the client)?

‘The report should translate all that
technical research into something

Suitability Report . simple and easy to read.

Writing Guide We should avoid giving clients an

education in financial jargon as
part of the process’.



file:///C:/Users/Martin Lines/Desktop/2024 events/RI ACADEMY/pfs-suitability-report-writing-guide-digital.pdf

Language and tone

Keep your reports easy to read and understand

Use a conversational tone and avoid overly
formal wording

Avoid jargon

COWS - Client’s own words

Active rather than passive
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What might change?

Cognitive

Long-term care change




The ageing brain
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H




What might change?

Cognitive
change

Attitude to risk Now fully
changed retired

Long-term care




PFS quide

Good Practice Guide Good Practice Guide

Good
Practice
G u Ide ne advice is different N

March 2023

sosition and managing any trade offs

fersonal p = nding their aspirations and
specified._pes

A practical guide to m

s may be less than th

Foreword eeds and objectives
e

Adviser Good Practice

Appendix - The rules and regulatory Bl
source material Je-cdded complexity around 5
o4 ete. Far further infom

ferent combingation
B understandthe m
nt:

2nd i arefully balance the need to generate a high

o rives whilst mans ed volatlty th
=mmmn=m h higher \ - Counterintuity

1,
¥to determine if it
£d to fund long term care etc.
il ian mat ises he ut spectrum
equire to meet their b
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Investment

« Is the portfolio construction still suitable to meet
current/new objectives?
« What’s been the impact of economic conditions/volatility?

« How resilient have the client’s funds been?




Investment

 Does the client understand how the investment portfolio has
been aligned to their attitude to risk and capacity for loss?
» Could the client survive a prolonged downturn and continue

to meet their personal minimum income requirement?

» Have any costs or charges been considered and understood

by the client?



Understanding guaranteed income

“The use of the term ‘annuity’ reduces the number of
consumers who choose the annuity...

...even though consumers appear to value the
underlying characteristics of the annuity”.

Source: FCA - Does the framing of retirement income options matter? A behavioural experiment December 2014
.................................................................................................................................................................................................... PS
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Where do rates need to be?

% annuity rates

12.00
10.02 10.78

10.00

7.78

8.00

6.00

4.00
2.00

0.00

65 70 75

m Healthy m Respiratory ®Parkinson's

Based on an individual with a fund value of £100,000. An annuity being payable monthly in advance, no dependant’s pension, no escalation, 10 year guarantee period, no value protection.
Rates taken from Just, and cover March 2024 to August 2024.

Healthy Life - post code only.

Respiratory - COPD diagnosed five years ago, lung function moderately impaired, hospitalised a year ago, takes one medication.

Parkinson’s - diagnosed nine years ago, hospitalised a year ago, experiences falls, takes one medication, activities of daily living (ADLs) affected.
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Cost to buy £5,000 of income

Health October 2019 October 2024 || % of funds needed

Source: Just rates, 1/10/19 & 29/10/24 rates based on £50,000 fund value, 5 year guarantee, level, paid monthly in advance

Good - married, admin clerk, 65, RH2 7RT, 5ft 10"/10st 11lbs, 14 units,

Challenging - married, admin clerk, RH2 7RT, 5ft 10"/13st 10lbs, 7 units, Smoker 15 per day, HBP takes 1 med daily, High Chl takes 1 med daily, Parkinson’s Disease diagnosed circa 9 years ago, last
hospitalised 1 year ago, takes 1 med daily, ADL's affected,

Critical - married, admin clerk, RH2 7RT, 5ft 11"/9st 8lbs, 14 units, Stage 3 Bowel Cancer diagnosed 6 months ago, surgery, chemotherapy and radiotherapy.
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Underwriting - rigid thinking

Income

Severity of conditions

For financial intermediary use only



Underwriting - personalised

©0000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000000

Income
L Y
.

Severity of conditions

Guide to underwriting: Why does underwriting matter?
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Who gets the most income?

Married Separated Widowed Divorced Single
Height/Weight Height/Weight Height/Weight Height/Weight Height/Weight
Imperial Imperial Imperial Imperial Imperial
5ft10in/13st10lb  5ft 10in/17st 11lb 5ft 5in / 9st 12lb 5ft 9in / 8st 41b 5ft 4in / 11st 11lb
Weekly Alcohol Weekly Alcohol Weekly Alcohol Weekly Alcohol Weekly Alcohol
Consumption Consumption Consumption Consumption Consumption

7 27 15 22 18
Source: Just rates 29 October 2024. Individual aged 65, £100,000 purchase price, ‘lifestyle’ details as shown. Postcode RH2 7RT. Payable monthly in advance, 5 year guarantee period, no esculution-
[}

.and na spouse’s benefit. Allows for 2% adviser Charge.
For financial intermediary use only



Little things mean a lot

£9,000
£8,000
£7,000
£6,000
£5,000
£4,000
£3,000
£2,000
£1,000

£0

H Income

w

e

«

| &

]

“ T
-

—-—

John
Source: Just rates 29 October 2024. Individual aged 65, £100,000 purchase price, ‘lifestyle’ details as shown. Postcode RH2 7RT. Payable monthly in advance, 5 year guarantee period, no escalation
and no spouse’s benefit. Allows for 2% adviser charge.
..................................................................................................................................................................................................... PS
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What questions should be asked?

For the purpose of COBS 19.9.6AR, examples of the sorts of health and lifestyle
circumstances which may indicate that a retail client is eligible for an enhanced annuity are:

CONDUCT

. Whether the client is or was a smoker FEA

etirement Outcomes Review: feedback on

® Height, Weight Cll‘ld WGiSt Size EP'I&’IT and our final rules and guidance
» and whether these are outside normal ranges

. Number of units of alcohol the client consumes per week

. Medication for
> high blood pressure or high cholesterol
> serious health conditions

..................................................................................................................................................................................................... ..
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Underwriting tools and calculators

LONGEVITY CALCULATOR Your indicative results

Your health and lifestyle can have a posltive Impact on What's your gender? Female
your retirement Income - even If you're currently taking
drawdown Income.

3in &4 people like

you will live to the

age of

an annuty), which may mea e 5 0 & 70 7%
How young are you? 2 in & people like

you will live to the

answer age of

diary.
Excellent Challenging

D—D—D—D 1in & people like

n oll make o differenc

How is your health

Reasonable Critical you will live to the
age of

These results suggest that if you live to the average age of 86 you should plan for your income to last at least 21 years.
Be aware, based on your inputs, there is a 50% chance you may live beyond 86 so you need to think very carefully when
you consider how long your income may need to last.

regularly drink

PDF/Print

I wearejust.co.uk

——

1t wearejust.co.uk
Jon alternative format.
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Going further

Retirement Health Form

« Additional question sets based on ‘gateway’
answers

« More accurate indication of available rate

» Updated consent for information to be shared
with the market

For financial intermediary use only




Underwriting - personalised thinking

Personalised income

£10,500
£9,500
£8,500
£7,500
£6,500
£5,500
£4,500
£3,500
£2,500
Postcode Married 5ft  Single 5ft Diabetic Smoker - 15 Heart Attack Respiratory  Stroke Neuro - Lung Cancer
Only 10in 11st 11in 15st per day and Obese Parkinson's - Stage 2
11lb 7 units 13lb 18 units Disease

of alcohol  of alcohol

m Basis - 65 year old married male £100K fund value, 5 year guarantee, level, paid monthly in advance. Just rates 29 Oct 2024 -
..................................................................................................................................................................................................... °®

For financial intermediary use only



Death benefits
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Annuity death benefits 100% value protection

£1,600 £48,400
£16,004 £33,996
£32 009 £17;991 (subject
’ to tax)

£50,147

Death after 6 months

Death after 5 years

‘Break-even’ point -

15 years, 8 months

\ 4 Death after 10 years

£50,000 K

Comparisons are based on an individual aged 65 with a £50,000 pension fund after taking a 25% tax-free cash lump sum. They are an ex smoker, diagnosed with Type 2 Diabetes 9
years ago which is managed by taking 1 medication daily, they have no complications. Where there is a dependant’s income we have assumed the spouse is 62 and healthy. The above
figures are based on an annuity being payable monthly in arrears, no escalation, no overlap where applicable, based on RH2 7RT postcode, where a facilitated adviser charge of 2% has
been assumed. From 6t April 2024 if the annuitant dies after age 75 the income would be tax free up to the Individual's Lump Sum and Death Benefits Allowance of £1,073,100. This

limit may be higher if the client has transitional protection from the Lifetime Allowance. Just rates 29 Oct 2024 -
.................................................................................................................................................................................................... PS
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Annuity death benefits

No Death Benefit

100% Value Protection

30 Year Guarantee

-y B 50% Spouse + G10

£50,000

Comparisons are based on an individual aged 65 with a £50,000 pension fund after taking a 25% tax-free cash lump sum. They are an ex smoker, diagnosed with Type 2 Diabetes 9
years ago which is managed by taking 1 medication daily, they have no complications. Where there is a dependant’s income we have assumed the spouse is 62 and healthy. The above
figures are based on an annuity being payable monthly in arrears, no escalation, no overlap where applicable, based on RH2 7RT postcode, where a facilitated adviser charge of 2% has
been assumed. From 6th April 2024 if the annuitant dies after age 75 the income would be tax free up to the Individual's Lump Sum and Death Benefits Allowance of £1,073,100. This

limit may be higher if the client has transitional protection from the Lifetime Allowance. Just rates 29 Oct 2024
..................................................................................................................................................................................................... PS
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Annuity fundamentals videos

--------------------------------------------------------------------------------------------------------------------------------

 Personalisation
* Value protection

- Dependant’s pension

e G u 0 rG n te e p e ri O ds EXPLAINING DEPENDANT’S PENSION OPTIONS

‘Monthly’ in arrears (pension annuity being paid at the end of every due period)

3 4

EXPLAINING GUARANTEE PERIODS

‘ears
1 2 3 4 5 6 7 8 910 1112 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32

H1V3A SANVLINNNY 40 31va
HLY3a S.INVAN3439 40 31va

PAYMENT SCHEDULE
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Covering the risks

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Client review

Formalising the
plan
Stress-testing
and scenario-
Decumulation planning

strategies V
Personalisation
of advice
Decumulation

advice model -
the ‘Why’ ’
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Learning objectives

By attending this session, you will be able to:

Understand the importance of lifestyle and medical information in personalising advice
Identify areas where a review of the retirement strategy might be required
Recognise the benefits of a blended approach to retirement income

Explore the death benefit options available with an annuity



Important information

It is our intention that the information contained within this presentation is
accurate. We have taken all reasonable steps to ensure that it is up-to-date
and, where relevant, reflects the current views of our experts. However, we
do not accept any liability for errors or omissions in the information supplied
and if you require clarification on anything, our recommendation is that you
contact us at the address below for verification or call 0345 302 2287.

Our registered address:
Just Group plc

Enterprise House, Bancroft Road
Reigate

Surrey

RH2 7RP.

@Just_Adviser
X Follow the updates on us on ‘X’

For financial intermediary use only

Regulatory information:

Just is a trading name of Just Retirement Limited (“JRL”), Just Retirement
Money Limited (“JRML”), Partnership Life Assurance Company Limited
(“PLACL”) and Partnership Home Loans Limited (“PHLL”) which are subsidiary
companies of Just Group plc. JRL is registered in England and Wales, with
company number 05017193.

JRML is registered in England and Wales, with company number 09415215.
The registered office for both JRL and JRML is Enterprise House, Bancroft
Road, Reigate, Surrey, RH2 7RP.

PLACL is registered in England and Wales, with company number 05465261.
PHLL is registered in England and Wales, with company number 05108846.
The registered office for both PLACL and PHLL

is Enterprise House, Bancroft Road, Reigate, Surrey, RH2 7RP. JRL and PLACL
are authorised by the Prudential Regulation Authority and regulated by the
Financial Conduct Authority and the Prudential Regulation Authority.

JRML and PHLL are authorised and regulated by the Financial Conduct
Authority. Calls may be monitored and recorded, and call charges
may apply.

www.justadviser.com

Our dedicated site is packed with useful calculators, guides, product
information, topical articles and more.
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Retirement
Recognising the value of
financial security
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