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Executive summary 

The implementation of the Retail Distribution Review (RDR) is a once in a generation chance to 

raise professional standards in the advice sector and to change the way people pay for financial 

advice. However, there is widespread concern that an unintended consequence could be that 

those on modest incomes will be excluded from or priced out of the advice market. 

The decision to purchase an annuity or other retirement income product is extremely important 

and, for many, a once-in-a-lifetime and irreversible decision. The current situation is already sub-

optimal with too few people shopping around, using advice, or accessing enhanced annuities. 

The RDR is being implemented at a time when advice, and particularly retirement advice, is 

needed by more people than ever before. Workplace pension reform, the abolition of the need to 

annuitise at age 75, the rise of the defined contribution pension and the promotion of the Open 

Market Option (the right to shop around for the best annuity rate at retirement) will lead to more 

consumers needing to make critical decisions about how their pension pot is converted into an 

income in retirement. Without co-ordinated action from industry, regulators and policymakers, 

much of the progress that has been made for people with average pension funds to shop around 

could be reversed.  

Following the RDR there are concerns that this situation could deteriorate, with fewer advisers 

expected to provide full advice to those with average pension pots with some choosing instead to 

shift up the wealth spectrum. The Department for Work and Pensions (DWP) estimates that, by 

2050, there will be 4.7 million pension pots of £2,000 or less with many more than today expected 

to reach retirement with small pension pots.  

This could create an advice gap with a detrimental effect on pensioners’ retirement income, at a 

time when people are saving less but living longer and struggling with low annuity rates, low 

interest rates and poor investment returns.  

In the face of what appears to be a significant lack of policy cohesion, industry representatives 

have come together to debate some of the issues facing those retiring in the next few years and to 

set out a range of tangible solutions that would benefit consumers financially, educate and 

empower them to make the right savings decisions and build their trust and confidence in financial 

services.  

At the Retirement Income Summit, hosted by the International Longevity Centre UK (ILC-UK) and 

the Actuarial Profession in June 2012, and supported by insurance companies Partnership and 

Aviva, delegates from across the pensions and financial services industry voted on the key 

challenges the industry faces and on solutions that will benefit retirees.  The results of these votes 

are included in this report.  Attendees included academics, policy units, trade associations, 

professional bodies, reinsurers, insurance providers, financial advisers, representatives from 

Government, journalists, charities, consumer groups, and actuarial and pensions consultants. 

This policy document sets out four immediate goals that the industry must work towards now to 

ensure a generation of pensioners do not fall into the advice gap. It also sets out four longer-term 

challenges and solutions for the industry to ensure pensioners are well catered for in the future. 
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Immediate challenges: 

At the Retirement Income Summit, the experts identified four main challenges which must be 

addressed immediately in order to prevent consumers missing out financially in retirement. 

The advice gap: those with modest incomes may no longer have access to advice and 

could lose out on much needed retirement income. 

Too few savers are exercising the Open Market Option: retirees are losing out on 

retirement income through annuity providers’ failure to promote OMO properly. 

Information overload: more needs to be done to ensure customer information is 

developed from a consumer, rather than compliance, perspective. 

Lack of focus on the right type of annuity: there is a risk that consumers focus on the 

annuity rate they receive, to the exclusion of whether the type of annuity they are 

purchasing is right for them, which is critically important. 

Longer term issues: 

The delegates at the Retirement Income Summit also focused on four long-term issues that need 

to be addressed to revitalise the image of long-term saving in the UK and boost consumer 

confidence.  

Erosion of savings culture and industry trust: Confidence in savings is low due to the 

poor reputation of the financial services industry. 

Tackling opaque products and rates: Lack of transparency damages customers’ 

confidence in the industry and prevents consumer engagement with pensions. This can be 

addressed by providing clear league tables of annuity competitiveness to encourage people 

to shop around. 

Slow pension transfers: The mechanics of the pensions industry has made it difficult for 

retirees to get good annuity rates and accordingly erodes trust. 

Too many small pension pots: Fragmented pension pots do not engender engagement in 

the way a large pension pot does. 

All eight of these challenges can be solved by industry change, proportionate regulation and 

engagement from the Government.  

This policy document sets out practical solutions for each challenge and urges the Government, 

regulators, consumer groups and the industry to work together in the consumers’ best interest to 

ensure all solutions are implemented. 

By doing so we believe that those coming up to retirement will be provided with advice that 

enables them to boost their retirement income for life, that the increased consumer trust will result 

in improved engagement with financial services, and that confidence in pensions and pensions 

savings will increase.  
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Background 

In March 2012, the ILC-UK published a report, The Retail Distribution Review and Small Pension 

Pots, which explored the impact the RDR would have on access to advice for those with small 

pension pots. 

The ILC-UK recommended the Government and Financial Services Authority (FSA) investigate the 

opportunities to mitigate these potential implications of RDR, particularly for the 40% of people at 

retirement who would benefit from increased retirement income as they are eligible for an 

enhanced annuity for health and lifestyle reasons, and could shop around.   

It also urged the Government and FSA to provide a clear distinction between the provision of 

information and advice, and make clear to what extent providers are able to guide customers 

without it being deemed advice.  

The report urged the Government and FSA to review other topics, such as joining up the public 

policy agenda on financial advice and enabling saving. There was genuine concern that lack of 

cohesion and policy fragmentation created silos between the FSA (leading on RDR), HM Treasury 

(the policy lead on financial advice) and DWP (leading on retirement outcomes for pensioners) will 

result in the poorest and least well-off pensioners receiving sub-optimal retirement outcomes.  

Alongside the report, the ILC-UK published an open letter to Mark Hoban MP (Financial Secretary 

to the Treasury), Steve Webb MP (Minister for Pensions DWP), and Lord Adair Turner (Chairman 

of the FSA), calling for the Government and FSA to host a ‘retirement income summit’ to ensure 

the protection of the poorest pensioners. The letter was signed by senior Politicians across all 

parties, trade associations, providers, financial advisers and representative bodies. 

Four immediate challenges for the financial services industry 

There are eight challenges the retirement income industry faces today, four of which must be 

acted on IMMEDIATELY by financial services companies, the regulator and the Government to 

ensure swift, positive outcomes for consumers.  

The advice gap: those with modest incomes may no longer have access to advice and 

could lose out on much needed retirement income.  

Too few savers are exercising the Open Market Option: retirees are losing out on 

retirement income through annuity providers’ failure to promote OMO properly. 

Information overload: more needs to be done to ensure customer information is 

developed from a consumer, rather than compliance, perspective. 

Lack of focus on the right type of annuity: there is a risk that consumers focus on the 

annuity rate they receive, to the exclusion of whether the type of annuity they are 

purchasing is right for them, which is critically important. 

Four further challenges must be addressed in the longer term in order to better serve consumers 

and build consumer trust in financial services, both of which will help engage consumers in saving 

for the long term. 

  



6 
 

Challenge 1: the advice gap 

The problem 

Of delegates surveyed at the start of the Summit, 78% believed the RDR will result in an 

advice gap for people with small pension pots. 

Although the FSA estimates one in 10 advisers1 will drop out of the market post-RDR, many 

remaining advisers are likely to adapt their business to focus on high net worth clients.  

Two factors drive this: the increased regulatory costs the RDR will place on adviser firms, from 

qualifications to extra compliance systems; and, the abolition of commission in favour of fees.  

Advising on average pension pots is already believed to be unprofitable for many financial 

advisers. If the average cost of annuity purchase advice is around £750 and a typical commission 

rate of 1.5% generates £450 on a £30,000 pot, advisers may lose £300 on an average case. 

Currently in a commission-based adviser business, wealthier clients subsidise those on more 

modest incomes. The move to fees or adviser charging could dilute or remove much of the 

subsidy, making some clients commercially unviable.  

There is already real concern that consumers do not value advice. Research by CoreData 

revealed £39 an hour was the maximum consumers were willing to pay for advice. This did not 

include the 20% of respondents who would be unwilling to pay anything. As the cost of delivering 

advice increases further and becomes clearer, either advisers will need to find ways of gaining 

efficiencies and reducing the cost of advice or fewer people will be willing to pay. 

The risks 

Association of British Insurers (ABI) research said just 2% of annuitants who did not take advice 

bought an enhanced annuity, although up to 50% are thought to be eligible for an enhancement.  

80% of people have pension funds under £40,0002. Accordingly the average pension fund, at just 

under £25,000, cannot be claimed to be substantial. Consumers with a smaller pension pot, 

particularly those who could get an enhanced annuity for reasons of health or lifestyle, arguably 

need more advice to ensure they receive the maximum income in retirement.  

Unless the industry can find ways of delivering low cost advice to those with small pension funds, 

thousands of people coming up to retirement each year will potentially miss out on hundreds of 

pounds of extra income each year for life.  

Simplified advice could provide the solution for some of these consumers. However, the FSA failed 

to provide any clear guidance on how a simplified advice proposition should look and has not put 

in place measures to protect those providing simplified advice from blanket compensation claims.  

This has led to a stalemate between the regulator and the industry with little movement on 

developing new advice frameworks.  

 

 

                                                        
1
 http://www.fsa.gov.uk/pubs/other/oxera_rdr.pdf 

2
 ABI, 2012, Pension annuities sold by size of fund 
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The solution 

The regulator must be willing to work with the industry to develop a solution for those with small 

pension pots. Policymakers must create regulation that is in the best interests of the consumer but 

that is also proportionate and does not stifle innovation in the financial services market. In 

particular the FSA must develop guidance for providers on how to implement simplified advice 

models safely and in the consumers’ best interest.  

84% of delegates at the summit agreed that better consumer outcomes would be achieved 

if simplified advice was made workable.  

Technology can play a large part in delivering advised and non-advised solutions. The industry has 

a duty to make the annuitisation process less intimidating and learn from the general insurance 

industry, which has a large online market.  

Non-advised solutions should not be viewed as a poor relation to advice, and it should be 

recognised that for some people with smaller pots, a non-advised solution will be suitable. 

85% of summit delegates agreed that non-advised solutions combined with more financial 

education, transparent communication and appropriate ‘nudge’ techniques could help 

people get more from their pension pot. 

However, non-advised should not become the default for those with small pension pots and online 

solutions should push those who have more complex arrangements towards advice. 

 

‘We need this to lead to a framework to allow providers to improve access 

to advice. We need to make it economical for advisers to guide people [into 

the right solution], which we cannot do with the current regulation.’ Steve 

Groves, Partnership 

 

Roger Marsden, head of at-retirement propositions at Aviva, suggested that every person ‘has the 

right to a 15 minute conversation’ about their retirement options and that more people with smaller 

pots would need advice. 

 

‘Going into retirement, debts and assets classes that people have are much 

more complex than they were. We have a double whammy of the RDR 

challenge and the fact that even those with smaller pots, the needs are 

getting more complicated.’ Roger Marsden, Aviva 

 

Marsden added that any non-advised service should be as transparent as an advised service in 

terms of cost so consumers do not think they are paying for a cheaper non-advised service that, 

because of commission, costs as much as an advised service. 
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Challenge 2: too few people exercising the Open Market 

Option (OMO) 

The problem 

A report by the NAPF estimates retirees are missing out on £1 billion of income each year as up to 

500,000 fail to shop around for the best annuity. The report blamed ‘sharp practices’ and opaque 

pricing for pushing people into buying the annuity offered by their pension provider, rather than 

shopping around. 

Opaque annuity rates, difficulties in accessing comparative information and uncertainty over where 

to go for help and the best deal are also barriers to shopping around. This is exacerbated if 

consumers want to compare traditional annuities with alternative retirement income products.  

Thousands of customers are also losing out on the benefits of enhanced annuities as they are not 

receiving information about how they would benefit and how to purchase them. 

The risks 

At a time when retirees are struggling to secure a decent income it is essential they shop around 

for the best deals. The difference between the best and worst annuity rates can be as high as 40% 

particularly for those who are eligible for an enhanced annuity for health and lifestyle reasons. 

As more small pension pots are created it will be even more vital that people make the most of the 

limited money they have saved, and that consumers feel saving money for the long-term has been 

worth it.  If consumers feel they are on the receiving end of ‘sharp practices’ then it will corrode 

trust further in the financial services industry and do little to promote engagement.   

The solution 

The ABI has made progress in addressing this problem. It has introduced a code of conduct to 

ensure all its members make the OMO known to consumers, including a requirement to include in 

their communications, a standard statement on the benefits of shopping around. ABI members 

must also ensure annuity illustrations follow strict rules and include details about the benefits of 

enhanced annuities, even if the provider does not offer the product.  However, delegates at the 

summit said the ABI requirement for a standard letter should be expanded.  

63% agreed that all pension customers approaching retirement should receive a one-page 

letter explaining that shopping around could provide them with more income. 

68% of delegates agreed financial services firms should go further than a single letter, 

agreeing that all pension accumulators (not just ABI members) should offer those with 

maturing pensions a shopping around service. 

Simple solutions such as a league table of annuity rates, and a directory of advisers, providers and 

annuity services offering an annuity shopping service should increase customer access and help 

them take control of shopping for the best annuity. 

‘PICA is working with the ABI to develop an online directory of market 

participants so you can find an IFA or non-advised service…it will be an 

important part of the solution.’ Tom McPhail, Hargreaves Lansdown and 

Pension Income Choice Association (PICA) 
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Challenge 3: information overload 

The problem 

For the ‘man on the street’, financial services and financial products can be intimidating and 

confusing. However, despite the need for direct and clear customer communications, the 

regulatory burden means it is difficult to provide concise documentation to customers without 

falling foul of compliance.  

The regulation of customer communication means the industry regularly provides customers with a 

confusing array of documents with critical information difficult for the consumer to access and 

comprehend.    

The industry has been particularly bad at flagging need-to-know information to consumers and 

engaging with them on the next steps they need to take in their pensions or annuity process.  

The risks 

The biggest risk in providing consumers with a large volume of policy information is that it is not 

read. By failing to read the documentation they are sent, consumers may not know if a product is 

right for them, what the charges are or what the expected return is. Indeed, a surplus of 

information can result in inertia. 

By providing a large volume of information to consumers, providers are ticking regulatory boxes 

rather than working in the best interest of the consumer, and looking at what information the 

consumer needs.  

‘People need factual answers and simple information. People should walk 

away feeling empowered.’ Stephen Lowe, Just Retirement 

 

The solution 

Providers have a duty to educate their customers with the information that they provide, providing 

them with the correct information to ensure they are engaged with the financial services process 

and are fully aware of policy details. 

The regulator needs to work with providers to ensure that regulation does not require consumer to 

be provided with volumes of compliant, but ultimately useless and overwhelming, information. The 

ABI has taken steps to address this problem, and in March will introduce a code of conduct for 

members, which aims to simplify the forms presented to consumers. 

55% of delegates at the Summit agreed that literature provided by financial companies was 

compromised by regulatory requirements.  

One solution from Lord Kirkwood, former Chair of the Parliamentary Work and Pensions Select 

Committee was for pension firms to send consumers key details about their policy on just half a 

side of A4 paper. He suggested this would ensure providers are ‘servicing people properly’.  

Steve Groves, Chief Executive of Partnership, agreed that vast disclosure documents were not a 

suitable way to communicate with consumers, and recommended sending relevant details with a 

corresponding webpage link to more information should it be required.  
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Challenge 4: lack of focus on the right type of annuity 

The problem 

As annuity rates have fallen the consumers’ annuity purchase process has increasingly focused on 

rates. However, this focus is often at the expense of the right ‘shape’ of annuity; for example 

married couples failing to include a spouses benefit, which can lead to significant hardship for a 

dependent spouse on the death of a policyholder. Spousal benefits are most likely to be purchased 

when advised and less so without advice.  

Another longer term change to annuities that should be addressed is the promotion of medical and 

lifestyle underwriting which would enable more retirees to benefit from enhanced annuities. The 

difference between the best and worst annuity rates can be up to 40% for those with health or 

lifestyle conditions. Partnership’s average uplift is 23%.  

The risks 

Failure to purchase the appropriate annuity, in terms of its shape or to maximise income in 

retirement for those in ill health by failing to purchase an enhanced annuity, can lead to the 

impression that annuities fail to provide value or an effective financial solution for retirement. This 

can erode trust in the industry and in turn may defer people from saving adequately for retirement.  

The solutions 

Steve Groves suggested annuity ‘safe harbours’ such as a default spousal benefit in a married 

persons’ annuity, although he added that ‘The model that will win will be determined by the 

consumer.’ 

Of the delegates at the summit, 65% said the Government should consider some simple 

defaults for annuity purchase. 

49% agreed that creating a default option for annuities could enable the pensions market to 

take greater advantage of technology.  

In relation to the promotion of medical and lifestyle underwriting for enhanced annuities, delegates 

were evenly divided on the subject of individual underwriting with 44% agreeing that all annuities 

should be individually underwritten taking account of health and lifestyle factors but 47% 

disagreeing.   

However, 56% said annuity providers should include medical questionnaires in all maturity 

packs to increase demand for automatic underwriting in annuities. 

 

‘This is an important decision – it’s one and done. That really rams home 

the importance of shopping around for the best shape and best value and 

we have to make sure we have the guidance and support to make 

[customers] feel they have made the right decision.’ Roger Marsden, Aviva  
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Challenge 5: erosion of savings culture and industry trust 

The culture of saving in the UK and trust in the UK financial services have both been in rapid 

decline in recent years. Although it cannot be said that they are inextricably linked, confidence in 

that financial institutions work in the consumers’ best interest will make consumers more inclined 

to engage with their finances and save for the long term. 

The delegates and speakers at the Summit agreed the Government could do more to engender a 

savings culture in the UK and should work with the pensions and financial services industry to 

ensure people save enough for the long term.  

54% of delegates at the Summit agreed the Government should set a pension savings 

target to reduce the number of people ending up in retirement with small pension pots.  

Lord Kirkwood suggested the Government should appoint a ‘Commissioner for Savings’ who 

would ‘look at how people will survive for longer on diminishing funds’. 

Tom McPhail suggested that the Government should run an awareness campaign to encourage 

people to save.   

 

‘Why don’t we have savings adverts? We have drink awareness, gambling 

awareness – why not have investment awareness. Treasury policy should 

focus more on getting people to save,’ Tom McPhail  

 

Jeff Prestridge, Mail on Sunday, also suggested that increased financial education and information 

delivered through the workplace would help ‘people make good retirement decisions’. 
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Challenge 6: Tackling opaque products and rates:  providing 

clear league tables of annuity competitiveness. 

The problems 

The increasingly complex nature of financial products has made it difficult for consumers to 

understand the different risks, costs and benefits involved in purchasing a retirement income 

product. Currently there is no template for disclosing charges on different retirement income 

products. 

It is extremely difficult for most to make full comparisons of annuity rates. Although advisers are 

able to do so through the common quote form and industry portals, it is extremely difficult to create 

an enhanced annuity rate league table as by their nature these are specific to the individual – with 

a few exceptions e.g. smoker rates. It is also difficult for consumers who have been offered an 

internal enhanced annuity rate for them to access an external rate to compare it against without 

going to the expense of engaging an adviser. 

The risks 

Opaque charging structures for pensions can lead to inertia and confusion, and does little to 

engender confidence in financial services. 

Without being able to provide consumers with clear league tables of annuity competitiveness it will 

discourage consumers from shopping around.  

The solution 

In order to provide consumers with clearer and understandable information that they will practically 

be able to use, Shadow Pensions Minister, Gregg McClymont MP, proposed a standardised cost 

disclosure form to be introduced across the industry.  

The idea of a ‘fair charges regime’ under which providers publish all their pensions and annuity 

rates was also floated. This league table of rates would allow consumers to see what income they 

could generate from different products and providers and encourage them to shop around for the 

best annuity rate. 

The delegates at the Summit backed the need for all providers to publish annuity rates, regardless 

of whether they were just offered to current policyholders or open to all retirees.  

79% of delegates said benchmark annuity rates for non-open market annuity providers 

should be published.  

Advice solutions should not escape the glare of transparency. 83% delegates at the Summit 

said advised and non-advised services should be subject to the same transparency 

requirements. This would ensure customers are able to compare rates across the different 

services.  

Providers should move to put the customer at the heart of their business and provide them with 

suitable details that allow them to make the right choices. 

‘If you put your customers first…then you will thrive no matter what the 

economic situation.’ Jeff Prestridge, Mail on Sunday 
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Challenge 7: slow pension transfers 

There is currently a two tier system, where providers that use the ABI ‘Options’ system transfer 

relatively quickly, while providers and schemes which do not opt in to use it take too long. This 

system should also be rolled out to the trust based scheme world. The industry and government 

must now come together to find a way to complete pensions transfers more quickly, providing the 

consumer with a better outcome.  

82% of delegates at the Summit agreed that the Government and industry should develop detailed 

proposals to simplify the pensions transfer process further, whilst 95% said the industry should 

improve the flow of information from the current pension scheme to the member and their adviser 

and to release the monies to the new provider more easily and quickly. 

Dean Mirfin, group director at Key Retirement Solutions, suggested that pension fund transfers 

from one provider to another can take up to eight weeks. 

 

‘The biggest failure is the communication between the provider that is 

ceding the pension and the one offering,‟ Dean Mirfin, group director at 

Key Retirement Solutions   

 

Alan Higham, founder of Retirement Angels, suggested that consumers can lose up to 10% off 

their annuity rate if a provider does not transfer pension funds automatically and called on the ABI 

to work with insurers to develop a swifter process.  
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Challenge 8: too many small pension pots 

The issue of small pension pots has been addressed by Pensions Minister, Steve Webb MP, who 

is keen to kick-start ‘operation big fat pot’. 

The increase in the number of small pension pots is detrimental for the consumer in a number of 

ways:  

Firstly, fragmented pension pots does not allow consumers to gain a holistic view of their 

pension savings and what they could possibly achieve in retirement, meaning they are less 

likely to engage with their pension.  

Secondly, smaller pension pots will not be as attractive for financial advisers to advise on 

for the reasons explained in Challenge 1: the advice gap. 

Following consultation the DWP has confirmed it will implement a ‘pension follows member’ 

system for transferring a pension from job-to-job.  

There is strong industry support for this method of transferring pensions and ensuring pensions 

are not left dormant, or worse lost.  

Of the delegates at the Summit, 50% said the automatic pensions transfers should work on the 

principle that the pension pot follows the customer from job to job compared to 31% who agreed 

automatic pensions transfers should transfer pots into a central clearing house – one of the other 

solutions consulted on. 

The industry has shown its support for the ‘pension follows member’ system and must work with 

the Government and regulators to ensure pensions can be transferred from employer to employer 

efficiently.  
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Retirement Income Summit – Views on the day 
 
In June 2012, participants at the Retirement Income Summit were invited to vote on a range of 
policy ideas. The sample size is inevitably small and not necessarily representative of the public at 
a whole. But the results do give an indication of the expert views of industry and others on this 
issue. 

 
 
 
 
 

The RDR will result in an 
advice gap for people with 
small pension pots? 
(multiple choice) 

  
  
  
Responses 

       Yes 67 78.82% 
No 7 8.24% 
Don’t know 11 12.94% 
Totals 

    
85 100% 

 

 

 
 

 
Government should set a 
pension savings target to 
reduce the likelihood of 
people ending up in 
retirement with small 
pension pots. (multiple 
choice) 

  
  
  
  

Responses 

       Agree 38 54.29% 
Disagree  24 34.29% 
Don’t know 8 11.43% 
Totals 

    
70 100% 

 

 
 

 
 

 

 
 

 
Do you think the existing 
constraints on NEST should 
be removed now? (multiple 
choice) 

  

  

  

Responses 

       Agree 26 36.62% 
Disagree  31 43.66% 
Don’t know 14 19.72% 
Totals 

    
71 100% 

 

 
 
 

 

 

78.8% 

8.2% 
12.9% 

Yes No Don’t know 

2.9% 8.7% 15.9% 

24.6% 

47.8% 

50,000 100,000 350,000

650,000 1 million

36.6% 

43.7% 

19.7% 

Agree Disagree Don’t know 
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Regulated advice should be 
taken by the majority of investors 
at the point of retirement? 
(multiple choice) 

  

  

  

Responses 

       Agree 37 45.68% 
Disagree  38 46.91% 
Don’t know 6 7.41% 
Totals 

    
81 100% 

       
 

 

 
 

The Government should 
consider some simple defaults 
for annuity purchase? (multiple 
choice) 

  

  

  Responses 

       Agree 49 65.33% 
Disagree  22 29.33% 
Don’t know 4 5.33% 
Totals 

    
75 100% 

 

 
 

 

 
 
 

Consumer outcomes would be 
improved if simplified advice 
was made workable. (multiple 
choice) 

   

   

   Responses 
 

        Agree 70 84.34% 
 Disagree  5 6.02% 
 Don’t know 8 9.64% 
 Totals 

    
83 100% 

 
 

 
 
 

 
 
 

 
 

All pension accumulators 
should offer maturing pensions 
a shopping around service. 
(multiple choice) 

  

  

  Responses 

       Agree 59 67.82% 
Disagree  19 21.84% 
Don’t know 9 10.34% 
Totals 

    
87 100% 

 

 
 

 

45.7% 

46.9% 

7.4% 

Agree Disagree Don’t know 

65.3% 

29.3% 
5.3% 

Agree Disagree Don’t know 

84.3% 

6% 9.6% 

Agree Disagree Don’t know 

67.8% 

21.8% 
10.3% 

Agree Disagree Don’t know 
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Advised and non-advised annuity 
services should be subject to the 
same cost transparency 
requirements. (multiple choice) 

  

  

  

  Responses 

       Agree 69 83.13% 
Disagree  8 9.64% 
Don’t know 6 7.23% 
Totals 

    
83 100% 

 

 

 

 
 
 

Government and industry should 
develop detailed proposals to 
simplify the pensions transfer 
process. (multiple choice) 

  

  

  Responses 

       Agree 70 82.35% 
Disagree  10 11.76% 
Don’t know 5 5.88% 
Totals 

    
85 100% 

 

 
 
 

 

 
 

A simplified advice route for 
average-sized [pension] pots would 
strike a better balance than we 
currently have. (multiple choice) 

  

  

  

  Responses 

       Agree 60 74.07% 
Disagree  6 7.41% 
Don’t know 15 18.52% 
Totals 

    
81 100% 

 

 
 
 

 

 
 
 

Creating default options for 
annuities could enable the pensions 
market to take advantage of 
technology in the same way as the 
general insurance market. (multiple 
choice) 

  

  

  

  

  Responses 

       Agree 37 49.33% 
Disagree  20 26.67% 
Don’t know 18 24% 
Totals 

    
75 100% 

 

 
 
 
 

 

 
 
 
 

83.1% 

9.6% 7.2% 

Agree Disagree Don’t know 

82.4% 

11.8% 5.9% 

Agree Disagree Don’t know 

74.1% 

7.4% 

18.5% 

Agree Disagree Don’t know 

49.3% 

26.7% 

24% 

Agree Disagree Don’t know 
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Strict regulation is suffocating 
innovation in the industry and resulting 
in consumer detriment. (multiple 
choice) 

  

  

  Responses 

       Agree 27 41.54% 
Disagree  28 43.08% 
Don’t know 10 15.38% 
Totals 

    
65 100% 

 

 

 
 
 
All policyholders approaching 
retirement or asking to take their 
pension are given a 1 page letter that 
says: (multiple choice) 

  

  

  

  
Responses 

       Agree 47 63.51% 
Disagree  23 31.08% 
Don’t know 4 5.41% 
Totals 

    
74 100% 

 

 
 
 

 

 
 

The industry should agree a standard 
discharge form to release funds from 
the ceding provider to the receiving 
provider and this is integrated into the 
annuity application form. (multiple 
choice) 

  

  

  

  

  

  Responses 

       Agree 53 73.61% 
Disagree  7 9.72% 
Don’t know 12 16.67% 
Totals 

    
72 100% 

 

 
 
 
 

 

 
 
 

The literature provided by financial 
companies is compromised by 
regulatory requirements.  (multiple 
choice) 

  

  

  Responses 

       Agree 36 55.38% 
Disagree  23 35.38% 
Don’t know 6 9.23% 
Totals 

    
65 100% 

 

 
 
 

 

 
 
 
 

41.5% 

43.1% 

15.4% 

Agree Disagree Don’t know 

63.5% 

31.1% 
5.4% 
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73.6% 

9.7% 

16.7% 
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55.4% 

35.4% 9.2% 

Agree Disagree Don’t know 
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The birth of the Financial Conduct 
Authority is good for consumers. 
(multiple choice) 

  

  

  Responses 

       Agree 17 26.98% 
Disagree  11 17.46% 
Don’t know 35 55.56% 
Totals 

    
63 100% 

 

 

 

 
 

Less favourable rates for pooled 
annuities are a price worth paying for 
a more efficient market in which 
underwriting puts the focus on the 
individual. (multiple choice) 

  
  

  

  
  Responses 

       Agree 27 36% 
Disagree  30 40% 
Don’t know 18 24% 
Totals 

    
75 100% 

 

 
 
 
 

 

 
 

Just as over-regulating creates costs 
for consumers, gold-plating the advice 
provided to customers whose needs 
are not complex  is not in the public 
interest. (multiple choice) 

  

  

  

  

  Responses 

       Agree 52 81.25% 
Disagree  9 14.06% 
Don’t know 3 4.69% 
Totals 

    
64 100% 

 

 
 
 
 

 

 
 

Non-advised solutions combined with 
increased public financial education, 
transparent communications and 
appropriate ‘nudge’ techniques can 
help people getting better value from 
their pension savings. (multiple choice) 

  

  

  

  

  

  Responses 

       Agree 63 85.14% 
Disagree  4 5.41% 
Don’t know 7 9.46% 
Totals 

    
74 100% 

 

 
 
 
 
 

 

 
 

27% 

17.5% 55.6% 

Agree Disagree Don’t know 

36% 

40% 

24% 
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Agree Disagree Don’t know 
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Annuity providers should include 
medical questionnaires in all 
maturity packs to increase demand 
for automatic underwriting in 
annuities. (multiple choice) 

   

   

   

   

   Responses 
 

        Agree 39 55.71% 
 Disagree  18 25.71% 
 Don’t know 13 18.57% 
 Totals 

    
70 100% 

 
 

 
 
 

 

 
 

Occupational schemes should follow 
the same principles as outlined in the 
ABI’s Code of Conduct on Retirement 
Choices, either through a code of 
conduct or through TPR 
rules.  (multiple choice) 

  

  

  

  

  

  Responses 

       Agree 43 76.79% 
Disagree  5 8.93% 
Don’t know 8 14.29% 
Totals 

    
56 100% 

 

 
 
 
 

 

 
 

Occupational schemes should follow 
the same principles as outlined in the 
ABI’s Code of Conduct on Retirement 
Choices, either through a code of 
conduct or through TPR 
rules.  (multiple choice) 

  

  

  

  

  

  Responses 

       Agree 50 87.72% 
Disagree  3 5.26% 
Don’t know 4 7.02% 
Totals 

    
57 100% 

 

 
 
 
 

 

 
 

Is the ‘pot follows member’ option for 
accumulating small pensions pots is 
workable in practice?   (multiple 
choice) 

  

  

  Responses 

       Agree 22 36.07% 
Disagree  18 29.51% 
Don’t know 21 34.43% 
Totals 

    
61 100% 
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Should benchmark annuity rates for 
non-open market annuity providers 
should be published?    (multiple 
choice) 

  

  

  Responses 

       Agree 47 79.66% 
Disagree  4 6.78% 
Don’t know 8 13.56% 
Totals 

    
59 100% 

 

 

 
 
 
All annuities should be individually 
underwritten, taking account of health 
and lifestyle factors.     (multiple 
choice) 

  

  

  

  

Responses 

       Agree 24 43.64% 
Disagree  26 47.27% 
Don’t know 5 9.09% 
Totals 

    
55 100% 

 

 
 
 

 

 
 

Automatic pensions transfers should 
work on the principle that the pension 
pot follows the customer from job to 
job. (multiple choice) 

  

  

  

  Responses 

       Agree 33 50.77% 
Disagree  24 36.92% 
Don’t know 8 12.31% 
Totals 

    
65 100% 

 

 
 
 
 

 

 
 

Automatic pensions transfers should 
only apply to automatic enrolment 
pots, to ensure similar quality 
standards. (multiple choice) 

  

  

  

  Responses 

       Agree 9 16.07% 
Disagree  26 46.43% 
Don’t know 21 37.50% 
Totals 

    
56 100% 
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Automatic pensions transfers should 
transfer pots into a central clearing 
house. (multiple choice) 

  

  

  Responses 

       Agree 20 31.25% 
Disagree  28 43.75% 
Don’t know 16 25% 
Totals 

    
64 100% 

 
 

 

 
 
 

Industry should improve the flow of 
information from the current pension 
scheme to the member and their 
adviser and to release the monies to 
the new provider more easily and 
quickly. Q. Automatic pensions 
transfers should transfer pots into a 
central clearing house. (multiple 
choice) 

  

  

  

  

  

  

  

  Responses 

       Agree 55 94.83% 
Disagree  2 3.45% 
Don’t know 1 1.72% 
Totals 

    
58 100% 

 

 
 
 
 

 
 

     

 
 
 
The first question was repeated at the end of the debate. The results showed a small percentage 
increase in those who disagreed that the RDR will result in an advice gap. However, the small 
sample size and the fact that some delegates had left the event at this stage means we should 
take care to read too much into this. The vast majority remained concerned that the RDR will result 
in an advice gap for people with small pension pots. 

 
 

The RDR will result in an advice gap 
for people with small pension pots 
(multiple choice) 

  
  
  Responses 

       Agree 38 69.09% 
Disagree  9 16.36% 
Don’t know 8 14.55% 
Totals 

    
55 100% 
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