
As one of the wealthiest sections of society, due to house ownership and rising house 
prices, many baby boomers can look forward to a long and busy retirement. Their goal is 
to have an enjoyable retirement surrounded by family and friends – but their challenge is 
ensuring they have the appropriate level of retirement income to do so. These clients still 
value certainty of income, however, that needs to be balanced with their desire to leave an 
inheritance for their family.

Although this group is relatively financially knowledgeable, they’re still a prime candidate to benefit from your advice, 
preferring face to face contact. The reduction in final salary pension schemes and the introduction of Pension Freedoms 
means these clients’ financial needs are more complex than the simple ‘take a final salary pension at age 65’ of the past.

We’ve found advisers can sometimes overlook that this client group may need more advice as time goes on. As they start 
to drawdown on their income, their assets may already be decreasing as the cost for you to service them increases. This 

requires retirement solutions that offer efficiency and scope for you to give continued advice.

WHO ARE THEY?

TAKE A CLOSER LOOK 
AT CLIENT SEGMENTS
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WEALTHY, GROWING 
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CLOSE TO OR  
IN RETIREMENT

of the UK 
population*

23%

This information is for UK Financial Adviser use only and should not be distributed to or relied upon by any other person. 



R E T I R E M E N T  P L A N N I N G

A REALITY CHECK 
This group may be aware that they could have a long retirement. But, are they aware of just how  
long that could be? In the UK, a 65-year-old man is expected to live on for another 18.5 years, and a 
women for 20.9 years.** Many people still underestimate the length of time they will spend in retirement.  
They need to plan for these extra years if they want the financial stability to enjoy them fully.

ADVICE ON INCOME STABILITY  
These clients need financial advice to help them balance their desire for certainty of income with the  
need to leave an inheritance. It’s likely drawdown will be their preferred retirement income vehicle but 
they may need a relatively low-risk, low-volatility investment solution along with regular updates from  
you to give them peace of mind.

INCREASING SUPPORT AND A RELATIONSHIP WITH THEIR POWER  
OF ATTORNEY AND/OR FAMILY 
As this group gets older, it’s likely their ability to make financial decisions will decrease significantly 
through their retirement, but confidence to make such decisions may not.+ Ultimately, as this group 
becomes more vulnerable, a decision may need to be made about whether to annuitise so that managing 
drawdown is no longer an issue; or to continue with drawdown so they are able to leave maximum 
inheritance. Clients like this are likely to need more support from family and/or power of attorney in  
meetings meaning you may need to cultivate relationships with family members. However, this may  
pose an opportunity to gain new clients, if appropriate.

A HOLISTIC APPROACH TO EQUITY, PENSIONS, CARE AND OTHER FINANCES 
This group of people are likely to own their own homes outright. Their priorities may be to enjoy 
retirement while still leaving something to their families, or helping their grandchildren get on the 
property ladder or pay off student debt. They are likely to need a holistic view of their pension and 
property. However, if such a client is without dependents, they may be keen on equity release.  
Most of these clients will have care on their minds, but may be reluctant to face that need.

CLEAR AND HELPFUL COMMUNICATION ABOUT TOPICS THAT INTEREST THEM 
These clients aren’t afraid to discuss the finer details of financial planning, and are likely to welcome more 
information about:

WHAT DO THESE CLIENTS NEED FROM YOU?

*Office of National Statistics, Overview of the UK population: February 2016   
**Office of National Statistics, National life tables, UK: 2014 to 2016 

+Finke, Howe, and Huston, Old Age and the Decline in Financial Literacy, 2011

∙ Equity release

∙ Tax planning

∙ Inheritance tax planning

∙  Investments to suit their attitude to risk  
and give them increased peace of mind

∙ Wills and power of attorneys.
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HERE’S 5 WAYS RETIREMENT ACCOUNT  
FROM SCOTTISH WIDOWS CAN HELP 

Our Retirement Portfolio Funds, at only 0.2%++, are designed to help your drawdown clients’ 
pots last longer, using our innovative Dynamic Volatility Management process, which 
aims to reduce risk during periods of significant volatility. These form part of our range of 
competitively priced multi-asset portfolio funds from 0.1% to 0.4%.++

Our automated Drip-feed Drawdown functionality lets your clients create the optimal 
amount of tax-free cash when taking regular amounts of income, helping them manage 
their tax affairs efficiently.

We’ve no additional service charge for drawdown, which reinforces to your clients that 
Retirement Account is a plan for life, and helps to increase their chances of sustaining 
their retirement income.

Take a look at our guide to developing a centralised retirement proposition. Developing 
such a proposition can help improve the efficiency and profitability of your business, 
something that is vital for clients.

Our award-winning service‡  puts you in control, can save your business time and money 
and allows you to focus on what you do best: helping your clients.
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Discover how Scottish Widows Retirement Account can help you meet  
these clients’ needs and more in our Retirement Account product guide. Read now >

 ++Total Annual Fund Charge 
‡ 2018 Gold Star service rating from Defaqto

https://reference.scottishwidows.co.uk/docs/29712.pdf

