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	Retirement Options Fact Find


	Client Name
	


	Adviser Name
	


	Has the client requested a friend / relative to be present?
	
[image: image2.wmf]  Yes
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	If yes, who else is present?
	


	Disclosure Requirements


	Date IDD given
	
	IDD Version Number
	


	Date Menu given
	
	Menu Version Number
	


	Date that this Fact Find was completed
	


	Date that the illustration was given to the client
	


	Date that the application form was signed
	


	Date that the RFR letter was sent to the client
	


	Client
	
	Partner


	Title & Surname
	
	
	


	Forename(s)
	
	
	


	Permanent Residential Address
	
	
	


	Marital Status
	
	
	


	Date of Birth
	
	
	

	
	
	
	

	Occupation
	
	
	


	Nationality
	
	
	


	Country of Residence for Tax Purposes
	
	
	


	Clients state of health? (Good or Poor) (If poor consider an Impaired Lifetime Annuity)
	
	
	


	If poor, please provide details
	
	
	


	Have the clients made a will?
(If not suggest they make one as a priority)
	
	
	


	Are the clients UK resident for tax purposes – and will the continue?
	
	
	


	Financial Dependants


	Does the client have any financial dependants?
	
[image: image4.wmf]  Yes
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	If yes, what is the relationship
	


	Title & Surname
	


	Forename(s)
	


	Gender
	


	Date of Birth
	


	Does the client want to make provision for them in the chosen retirement product?
	
[image: image6.wmf]  Yes
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	Has the client made a will?
	
[image: image8.wmf]  Yes
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	Income and Assets


What is the client’s current employment situation – and when will this change?  (Employed / self employed)
	What is the value of the client’s current total monthly income?
	£


	What is the value of the client’s current total monthly expenditure?
	£


	What is the value of the client’s main residence?  (If client is a home-owner)
	£


	What is the total of all the clients other assets?  (minus any debts, mortgages etc)
	£


	Total asset value
	£


	Does the client intend to use any non-pension assets to provide an additional income in retirement?
	
[image: image10.wmf]  Yes
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	If yes, which assets and value?
	Assets

	Income £


	Is the client’s objective solely to take tax-free cash rather than to secure an immediate income?
	
[image: image12.wmf]  Yes
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	If yes, how much tax free cash is required?
	£


	If an income is required, how much is required per annum?
	£


 Assets
If considering Drawdown - what other options have been explored to raise capital rather than releasing the tax-free cash?  (eg Bank Loan, Re-mortgaging, Sale of Assets, Property etc)  Why is it the best option to release the tax-free cash from the pension?

	

	

	

	

	

	

	

	


Existing Pension Arrangements - Capture details of all existing pension plans.  
	Existing Plans 

	Provider
	Plan type
	Plan Number
	G’teed Annuity Rates?
	SRA
	Current Value
	Transfer Value

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	
	
	
	
	
	£
	£

	Total value of Non Protected Rights benefits being taken 
	£

	Total value of Protected Rights benefits being taken 
	£


	Defined Benefits (Final Salary) Preserved Benefits

	Scheme:
	SRA:
	Estimated income at SRA
	£

	Scheme:
	SRA:
	Estimated income at SRA
	£

	Scheme:
	SRA:
	Estimated income at SRA
	£


	Risk Attitude to Retirement Income 



	Will the client need a 100% secure income that cannot go down in value?
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	If yes – recommend a compulsory purchase annuity.  The client is likely to have few other assets to use in retirement and needs a reliable source of income.  




	Is the client prepared to accept moderate variations in the level of their income?
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	If yes – consider using a with-profits annuity.  (You will need to discuss which ABR best meets the clients needs).  The client should not depend totally on this source of income. The client accepts that the income level from the annuity could drop, but is prepared to accept this in return for the possibility of an income that could gradually rise each year.



	Does the client want to avoid buying a conventional annuity?  Has the client got sufficient other assets to be comfortable to take larger risks with their pension funds?  Is the client concerned about leaving benefits for dependants on death?
	
[image: image18.wmf]  Yes
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	If yes – consider using Drawdown, now called Unsecured Pension (USP) if under 75 or an Alternatively Secured Pension (ASP) if over 75.  
The client should not depend on this source of income, and should have sufficient other assets to use in retirement.  The client accepts that the fund is likely to be depleted by taking withdrawals and from falling stockmarkets.  The client is also prepared to accept that annuity rates could fall while fund withdrawals are being taken.



	Annuity Features 




	This section needs to be completed for all guaranteed annuities (including impaired life annuities) and with-profit annuities.
Does the client have any health problems that might qualify for an Impaired Life Annuity?
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	Please Provide health details here…………………………………………………………

………………………………………………………………………………………………

Does the client want the annuity payments to be guaranteed for a period of time, irrespective of whether the client’s death occurs within the timeframe?
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	If Yes, what guarantee period is required?


	
[image: image24.wmf] 5 Yrs
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	Other (specify how many years between 1 & 10)
	Yrs
	


	
	
	

	Does the client want a percentage of the annuity to be paid to a dependant when they die?
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	If Yes, what percentage is period is required?
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	On what basis?
	
[image: image32.wmf]
	Legal dependant
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	Spouse at death – now married
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	Spouse at retirement
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	Spouse at death – single now


	Payment Frequency?
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	Monthly
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	Quarterly
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	Half Yearly
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	Annually


	Advance or Arrears?
	
[image: image40.wmf]
	Advance
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	Arrears

	
	
	
	
	

	If in arrears, does the client require a proportionate payment to cover the period up to when they die?
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	Yes
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	No


	Complete this section for Guaranteed Pension Annuities only (not applicable to with-profit annuities)

	Does the client want the annuity to increase each year, and is the client prepared to accept lower initial payments as a result?
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	Yes
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	No

	What level of increase does the client require?
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	Other (specify)
	%
	


	Attitude to Risk for Income Drawdown 




	ATR 1 - Low Risk
	The first step in investing.  You don't want to loose any capital from your investment.  You want the security of cash based funds, and understand that investment returns will be low.  These funds are not totally risk free however, as over the long-term the purchasing power of your initial investment could be eroded by the effects of inflation.


	ATR 2 - Low Risk
	You are prepared to accept small fluctuations in the capital value of your investment, and prefer slightly higher returns than cash funds can provide. Gilt based funds provide a suitable compromise between security and investment returns at this level.  Inflation could erode the real increase in purchasing power of your initial investment.


	ATR 3 - Low Risk 
	This is the ceiling for low risk investors.  Your aim is to generate returns that are likely to outperform inflation.  You are happy to invest some of your capital in well-diversified equity funds, but can accept moderate fluctuations in the value of your investment.  You understand that investment returns may be lower than expected and cannot be guaranteed, particularly over periods of less than five years.  


	ATR 4 - Balanced
	Your aim is to achieve returns that will outperform inflation.  You are happy to invest your capital in equity funds, but can accept larger fluctuations in the value of your capital.  You understand that investment returns may be lower than expected and cannot be guaranteed, particularly over periods of between five and ten years.


	ATR 5 - Balanced
	Your aim is to achieve a good return on your investment in the longer term.  You are prepared to invest in more specialised equity funds to achieve higher rates of return.  You accept that there may be sizeable fluctuations in the value of the capital you invest.  Returns may be lower than expected and cannot be guaranteed, particularly over periods of between five and ten years.


	ATR 6 - Balanced
	This is the ceiling for balanced investors.  Your aim is to achieve a very good rate of return on your investment.  You are prepared to invest in specialist equity funds to achieve this.  There are likely to be significant fluctuations in the value of your capital, with the possibility that your original investment may not be returned for periods approaching ten years.


	ATR 7 - Speculative
	Your aim is to be reasonably speculative with your investment to achieve a high investment return.  You are prepared to invest in higher risk equity funds specialising in sectors such as smaller companies, the far east and the emerging markets.  The capital value of your investment will be quite volatile, and the original value of your investment could be diminished, even after periods exceeding ten years.


	ATR 8 - Speculative
	Your aim is to be quite speculative to achieve very high investment returns.  You are prepared to invest in speculative funds that target specific sectors, for example the technology sector and emerging markets.  The risk to your capital is high, and the original value of your investment could be diminished, even after periods exceeding ten years.


	ATR 9 - Speculative
	You aim to be very speculative with your investment to achieve extremely high returns.  The risk of capital loss is extreme, and the value of the original investment may not be returned during your lifetime.  Intrinsic does not recommend investments that carry this level of risk.


	ATR 10 - Speculative
	You aim is to be as speculative as possible to provide returns that may provide multiples of your initial investment.  The chances of loosing all the original capital from your investment are very high.  Intrinsic does not recommend investments that carry this level of risk.



	The client’s attitude to risk needs to be carefully determined to ensure that appropriate funds are recommended for Income Drawdown.  Use the wording above to establish which risk rating (and hence which funds) will be suitable for your client.

	The client’s chosen risk rating is:
                                                      ……………


	Justify why the product recommended is suitable for the client.  Consider attitude to risk, state of health, fund size and personal circumstances. 
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