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Foreword
Balancing the needs of your clients in difficult 
markets, against an ever-changing regulatory 
background, has never been so hard.

Over the past forty years, public policy has changed direction and 
retirement has essentially become privatised. The onus now sits with 
the individual to manage their old age – and careful management of 
personal resources will be the only fallback for most retirees in the 
coming decade.

That’s where your expert advice is invaluable.

Retirement planning is increasingly complex. While portfolio risk does 
have a bearing on outcomes, there are other, more significant risks to 
factor in.

The rate of withdrawal, the client’s life expectancy and the uncertainty 
of sequence of return all need careful consideration, as does correct 
assessment of a client’s capacity for loss.

And as the unintended consequences of Pensions Freedom play out, 
more regulatory intervention can be expected.
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In our Let’s Talk Retirement webinar series, we took a closer look at 7 
factors critical to success with retirement planning, talking to a range of 
industry experts along the way.

We discussed wellbeing, governance, longevity, capital markets, risk 
conundrums, capacity for loss and behavioural impact, and this report 
draws together our key findings.

We hope you’ll find it useful in supporting the evolution of your process 
and proposition, in offering sound retirement advice and achieving 
good outcomes for your clients.

As ever, Parmenion will continue to enhance our products and services, 
so you can deliver the best possible value to your clients.

“The key risk to be addressed 
in retirement planning is the 
risk of impairment to your 
client’s lifestyle.”

Patrick Ingram 
Head of Strategic Partnerships
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The retirement 
advice opportunity

In 2014, 50% of all privately 
funded retirements were 100% 

dependent on DB

Source:  Pensioner income projections 2015

By 2034, 80% of all privately 
funded retirements will need a 

drawdown plan

of consumers 
will seek advice 
with drawdown

of customers 
with pots 

>£500k seek 
advice

Source:  Pensioner income projections 2015

FCA Retirement Income 
Market Data 2017

FCA Retirement Income 
Market Data 2017

of women in their 50s 
today can be expected 

to live to over 100

Source: Karen Brolly, Head of Products, Hymans Robertson

10%

Advisers are recommending 
drawdown at retirement to 

more of their clients

Total defined contribution 
pension assets forecast 

to double

2014

2018

2018

2038

Source: Platforum Decumulation Report, May 2019

Source: Pensions Policy Institute Future Book 2018

58%

70% 89%

£398bn

82%

£783bn
”

“
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Wellbeing
Retirement is a time for new experiences. 
Money is a means to that end.

When people ask for advice about their retirement, they are asking for 

help with a set of very big questions.

It’s down to you to address these questions through the lens of money, 
investments, and taxation, in a way that puts your client at ease.

Establishing a relationship that has wellbeing at its core is one of the 
unique features of financial advice, and not an area constrained by 
regulation. Experience of advising and meeting all sorts of people gives 
a range of insights to share with clients, old and new, that make your 
advice personal and relatable.

People’s investments will go up and down in value, there will be shocks 
and happy surprises in life, changes in governments, inflation and 
taxation. Great retirement planning and retirement management will 
relieve anxiety and deliver composure. And the best advice opens 
people’s thinking to attitudes and approaches which make living a 
better and richer experience all round. If your advice brings peace of 
mind, it’s hard to put a price on it.

As I get older and older, will I be OK?

Will I run out of money?

Will my loved ones be OK?

What happens to them after I am gone?
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“Talk to your clients about how 
they feel and you’ll establish 
yourself as a confidante and 
supporter, not just someone 
who looks after their money”
Chris Budd, Founder, Initiative for Financial Wellbeing

5 areas that make up 
financial wellbeing
–  Clear path to identifiable objectives - know what your clients want to 

achieve and how they’re going to get there

–  Protection against financial shocks - make sure they have a buffer

–  Having options in life - know how they want to live and what flexibility 
they need

–  Control over daily finances – help them feel confident in the day 
to day

–  Security for loved ones - being able to support those they’ll 
leave behind

Source: Initiative for Financial Wellbeing
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It’s not about the money, 
it’s about being happy
Age UK’s Index of Wellbeing in Later Life examined the individual 
indicators that make retirement enjoyable and worth living. As you can 
see from the table, the strongest factors are all related to activity and 
inclusion rather than finances.

However, further analysis between the happiest and least happy 
retired people shows that the happiest 20% were typically outright 
homeowners, had no means-tested benefits and had financial wealth 
(non-property) in excess of £50,000.

Even if resources are not perceived as essential to wellbeing, their 
absence hurts.

Source: Age UK UK’s Index of Wellbeing in Later Life 2017 
Numbers relative to a total of 100

Material resources means being able to afford a holiday, keep up with the bills, 
replace old furniture or faulty electrical goods and save money each month.

Contribution of individual indicators to wellbeing 
in later life

Creative & cultural participation 5.75

Physical activities 5.12

Thinking skills 4.61

Level of pension income 2.9

Level of financial wealth 2.34

Material resources 1.23
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Working wellbeing into 
your retirement planning

Ask open questions

Frame questions in a way that overcomes self-limiting beliefs and 
assumptions and gets to the heart of how your clients are feeling.  
Less ‘how much money do you need?’ and more ‘what do you want to 
achieve with your money?’

Replay your client’s words in your suitability reports

Record the soft facts carefully and play back the client’s own words, 
recording key meetings if that helps. This not only evidences that they 
were listened to, it proves that your recommendation is framed around 
their unique goals and needs.

Keep wellbeing goals front and centre in 
all communications

Demonstrating that you promote your clients’ wellbeing by providing 
them with a financial plan that puts them into a better place in life will 
show new customers that they’re talking to the right people. It will also 
encourage referrals and testimonials from established customers and 
drive confidence through your entire business.

Worth a read:
Making clients happier

Worth a watch:
Let’s Talk Retirement and Wellbeing with Patrick Ingram 
and Chris Budd
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Governance
A well-managed retirement proposition creates value 
for all stakeholders - clients, advisers and business 
owners alike.

Governance goes beyond internal organisation. It plays a decisive role in 
achieving great client outcomes and building value in advisory firms.

And that’s especially true when it comes to retirement planning.

Retirement planning is not straightforward, or risk free. There is 
always the possibility that things will go wrong. The business risks 
of a retirement advisory practice, including meeting the demands of 
regulation, need to be carefully managed.

And while it’s vital for all of us to keep regulation in mind, it’s possibly 
even more helpful to focus on why it’s in place. Maintaining high 
standards is essential if we’re to improve consumer confidence, which 
isn’t as high as it could be.

The FCA have made a review of suitability one of their key priorities. 
The fact that they’re consulting on DB transfer advice (GC20/1) shows 
there are concerns at the supervisory level.

Your platform provider should be working to make management 
information and data reporting easy to access. This will enhance your 
objectivity in giving advice and allow learnings and experience to be 
efficiently exchanged amongst colleagues in your firm.
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“Our governance drives our 
culture, our culture drives our 
behaviours, and our behaviour 
drives our businesses.”
Philippa Hann, Managing Director of Litigation, Clarke Willmott LLP

4 reasons that adviser firms should 
focus on governance:
–  Creates good outcomes and minimises bad ones

–  Builds value, because well-run businesses are worth more

–  We’re all fallible and retirement planning is complex

–  It’s the rules. The regulator expects it
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Recognise the seasons 
of retirement
A good framework for client segmentation should begin with looking 
at the various ‘seasons’ of retirement planning. A set of ‘starting point 
solutions’ can be defined for each segment and refined for individuals. 
Here is a very high-level illustration:

Age Key problem Points for analysis Points for action

Explorers <50 When can I 
retire?

Savings rates 
Debts

Saving more 
Not avoiding 
risk

Planners 50-60 What 
are my 
choices?

Life goals 
Spending style 
Net worth

PCLS tactics 
Risk tapering

Retiring now 60+ Complexity Longevity 
Uncertainty 
Lifestyle

Expenditure 
budget 
Asset bucketing

Later life 70+ Threats to 
capital, long 
term care

Secure 
income level 
Legacies

Annuity? 
Review wills 
and Powers of 
Attorney



13 Let’s Talk Retirement

Working governance into your 
retirement planning

Beware ‘group think’ 

Don’t follow the herd. Challenge anything that is based on hearsay and 
not supported by evidence and other professional opinion.

Share your thinking

Share your thinking by seeking peer reviews of anonymised plans 
– it will put you in a stronger position with risk and compliance. Ask 
colleagues to look at your conclusions.

For governance, read open and transparent

Rethink governance as transparency – and make it the basis of all your 
marketing material. Create a structure in your firm where everyone has 
a say within a safe environment.

Worth a read:
Governance is good for you

Worth a watch:
Let’s Talk Retirement and Governance with Patrick Ingram 
and Philippa Hann
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Longevity
Lifespan is unknowable – we are all dealing 
with uncertainty.

At its simplest, financial planning in retirement is about achieving 
a successful balance between spending, investment and time – 
specifically, the time you have left to live.

If we were all born with an expiry date, the job would be a lot simpler. 
And of course, retirement is often a two-handed game. The money has 
to last as long as the longest-lived member of a couple.

Distribution of life expectancies is uneven. Men on average live shorter 
lives than women. Anyone doing hard manual labour for a living is 
unlikely to live as long as an office worker. Within a single city, there are 
wide variations between boroughs.

These variations mean that using national, average data to set client 
expectations is not helpful. Advised clients, in good health and more 
affluent postcodes, are very likely to exceed national averages for 
life expectancy.

Plus, there’s a changing range of possible outcomes to consider. For 
every day we get older, our relative chances of exceeding average 
lifespan go up. Although the Covid pandemic puts a big question 
mark against everyone’s life chances, progress in medical science is 
increasing the chance of living to extreme old age.
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“Research shows the single biggest 
factor influencing longevity is 
conscientiousness - people who take 
care over their lifestyle. Enough care, 
say, to seek financial advice.”
Steven Baxter, Head of Longevity Innovation, Club Vita

3 problems with average data
–  Anchors on a single (probably wrong) number

–  Ignores the fact that affluent people have greater longevity

–  Misses the nuances of regional longevity distributions
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Turn to your Income Manager Tool
Advisers using the Parmenion platform have access to our Income 
Manager Tool (IMT). Built in partnership with Hymans Robertson and 
using their institutional forecasting tools, it shows you:

–  Personalised life expectancy by postcode

–  Life expectancy distribution for a client and their partner

–  Risks of living to ages up to 110

–  Viability: the % probability of a plan meeting the income goal

“Anyone who has had Covid is 
likely to have ongoing health 
concerns. Watch out for the life 
expectancy dip in the next couple 
of years. Assuming the pandemic 
passes, this may bounce back 
very quickly indeed.”
Steven Baxter, Head of Longevity Innovation, Club Vita
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Working longevity into your 
retirement planning

Manage client expectations

Your clients may have strongly held views on their life expectancies, 
not always based on science. Being able to furnish all clients with 
an objective assessment of their situation, with a partner, based 
on age, gender, health and postcode can help frame expectations 
more objectively.

Plan for the last survivor 

The risks of one half of a couple living to a certain age are additive. If the 
chances of a wife living to 95 are 10% and her husband’s chances are 
5%, the risk of one of them reaching that age is 15%.

Mitigate for uncertainty

Given uncertainty, should you defer consumption, or enjoy the early 
years of retirement while you can? Our IMT will help inform these 
judgements by showing the ongoing impact on a plan’s chances of 
success if you take more money out early or leave more for later.

Worth a read:
Longevity in Retirement Planning – a key variable

Worth a watch:
Let’s Talk Retirement and Longevity with Patrick Ingram 
and Steven Baxter
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Capital markets
Forecasting portfolio returns is a 
professional business.

Retirement planning is made a lot more complex by the uncertainty of 
market returns - specifically, the uncertainty of the sequence of returns.

A very simple cash flow model, while better than nothing, will assume 
a fixed longevity and a fixed return. But how do we know the returns 
assumptions are sensible?

Central bank intervention to drive interest rates down through 
Quantitative Easing has suppressed the return on low-risk assets, like 
bonds, traditionally favoured in retirement investment strategies.

With lower risk returns impaired in this way, attention naturally turns to 
the potential returns of riskier investment.

It takes professional judgement and painstaking research to assess 
where markets are today and how they are likely to evolve. Accessing 
an independent, institutional view is a smart move from the perspective 
of professional financial planning, saving valuable time and reducing 
conduct risk.
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“The graph below shows how risk-free 
returns have declined over the last 
fifteen years, substantially increasing 
the initial cost of retirement. Discount 
factors in financial planning need to 
be in touch with this reality.”

David McGruther, Risk Modelling Consultant, Hymans Robertson

To ensure financial planners have access to robustly and 
professionally generated projections, the Parmenion platform 
provides access to Hymans Robertson’s Economic Scenario Service, 
ESS, via our Income Manager Tool (IMT). Hymans produce future 
return and volatility projections for all major markets, map funds 
within our solutions to this data set and then generate thousands of 
stochastic projections for your client’s portfolio.

The ESS analysis shows you the most likely ranges that portfolios will 
travel through over coming years and, helpfully, the chances of extreme 
behaviour that might throw retirement plans off course.

Source: Hymans Robertson. 
The decline of risk free income
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“Managing investment in 
retirement means you need to 
stay alert, monitor your risk levels 
and maintain diversification.”
Peter Dalgliesh, Managing Director, Parmenion Investment Management

From actuarial model to 
investment strategy
Probabilities created by actuaries can support financial planning based 
on objective, professional assumptions. Here are Hymans Robertson’s 
forecasts for real-terms portfolio outcomes from three different 
portfolios, across a spectrum of likelihood.

Investment managers know that there will be many forecasts but 
only one set of historical facts. Their daily mission is to extract 
the best from the opportunities presented to them through asset 
allocation and very careful fund selection with the aim of doing better 
than some expected.

1-in-10 downside

Risk grade

1-in-4 downside

Median

1-in-4 upside

1-in-10 upside

3

-5.3%

-3.0%

-0.4%

2.3%

4.9%

5

-6.1%

-3.2%

0.1%

3.5%

6.6%

7

-7.7%

-3.8%

0.6%

5.2%

9.4%

Source: Hymans Robertson. 
Forecast produced July 2020. Assumes total fees of 1.5% p.a.
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Bringing capital market insight into 
your retirement planning process

Embrace stochastics

Stochastics give you a deeper understanding of the range of outcomes, 
including the probability of running out of money. Think of stochastic 
forecasts like weather forecasts - they can’t tell you if it’s definitely 
going to rain, but they will tell you if it’s a good idea to carry an umbrella.

Emphasise diversification

Despite the likelihood of a low-return environment and increased 
volatility, financial markets can move fast, in any direction, and 
diversification remains essential. The defensive qualities of bonds are 
not negated by the fact that potential returns appear low.

Choose appropriate solutions

There are several factors to consider over and above long-term return 
and annual volatility when constructing a portfolio for drawdown. 
Parmenion’s Guardian portfolios, launched in 2016, were among the 
first to offer specialist asset allocations that aim to trim extreme tail 
risks from the range of portfolio outcomes.

Worth a read
Capital Markets: How important are the numbers, really?

Worth a watch
Let’s Talk Retirement and Capital Markets with Patrick Ingram, 
David McGruther and Peter Dalgliesh
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Risk Conundrums
Sound strategy selection means a well-tested 
starting point.

Appetites for uncertainty and desire to take risk vary widely. Since 
Pensions Freedom widened the spectrum of retirement strategies, 
it has become even more important to match individuals to the most 
suitable strategy for them.

The basic choice is between buying an annuity and drawdown 
investment. One is simple, guaranteed, costly and inflexible; the 
other risky, not guaranteed, with upside potential and needing 
continual review.

But it should not be forgotten that there are hybrid options available, to 
fit a client’s exact tolerance for uncertainty and their level of resources.

The most obvious hybrid is a combination, treating the annuity as the 
bond element of the overall portfolio and increasing the level of equity 
risk in the sum retained for drawdown. This starting point allows for a 
fair comparison of risks and rewards, and value for money.

Other hybrids involve risk tapering the portfolio down over time. This 
often aims to prepare for the point when annuitisation feels suitable. 
Then there are investment risk offset strategies, such as putting a 
couple of years’ income into cash or splitting cash into different risk 
buckets depending on a series of investment time horizons.
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“The variety of strategies creates 
a need to differentiate and 
bench test their characteristics 
for clients, and to evidence the 
logic behind advice.”
Richard Allen, Partner, Hymans Robertson

The cost of certainty
The only way that drawdown becomes ‘cheaper’ than an annuity as 
a way to produce lifetime income is if you accept both investment 
volatility and a meaningful level of uncertainty regarding the success 
of your strategy. Only a very, very low rate of portfolio withdrawal can 
achieve a level of certainty from investment which comes close to that 
from a guaranteed income.

This table looks at the cost of providing £10,000 income for life in 
constant £s for a 65-year-old, with a risk tolerance of Risk Grade 6.

3% escalating annuity

Strategy

Risk Grade 6 portfolio

Risk Grade 6 portfolio

Risk Grade 6 portfolio

Risk Grade 6 portfolio

Certainty

100%

90%

85%

80%

75%

Cost

£309,502

£350,877

£321,637

£292,398

£263,158

Source: Parmenion IMT
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“With drawdown investing, the risk 
is that you will not be able to sustain 
your income. It is a different challenge 
to investing in accumulation.”
Tim Willis, Investment Director, Parmenion

£10,000 pa withdrawn from a portfolio of £226,000. 
Likelihood % of delivering one more year’s income through time.

RG4 RG6 RG10

Source: Hymans Robertson

Selecting the right risk grade 
for drawdown
These charts show that a lower risk portfolio, in this case a Risk Grade 
4, is initially more likely to deliver a desired level of withdrawal for 
longer than higher risk portfolios - in this example, for around 19 years 
with near certainty until a point after around 23 years at which the 
higher growth portfolios display more resilience.
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At this point the RG4 portfolio is likely to lose its relative ability to 
deliver income because it has constrained growth potential, while the 
higher risk portfolios have growth potential and can deliver for longer. 
But as you can see at the very start, the risk of falls in growth portfolios 
can be steep and sudden. This creates the risk conundrum. Do I play 
safe and face a risk to my income in the future or take some more risk 
now and hope good returns will put me in a good spot, longer term? 
Ability to moderate withdrawals could be a deciding factor.

£10,000 pa withdrawn from a portfolio of £226,000. Range of portfolio values 
through time between highest and lowest 10% outcomes in stochastic analysis.

Source: Hymans Robertson

RG4 RG6 RG10
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Working risk conundrums into 
your retirement planning

Think differently about risk

Risk means something very different when you are in accumulation. 
Then it’s how comfortable you are with volatility. In retirement, risk 
means how comfortable you are with not meeting your income 
requirement and the impact that might have on your lifestyle.

Research portfolios built for drawdown

Look for an investment solution specifically designed for drawdown. 
Parmenion’s Guardian portfolios are designed for the dual objective of 
capital growth and downside risk minimisation, at every risk grade. 
Be prepared to flex withdrawals.

Be realistic with ratios

The most significant variable in determining success is the withdrawal 
rate. Any ability to reduce the level of withdrawal from a portfolio under 
stress will improve its long-term chances of delivering its intended 
outcome. That’s why careful analysis of the ratios between target total 
retirement income, income for core expenditure and the base level of 
guaranteed income is so helpful.

Worth a read
Selecting a retirement strategy: Risk conundrums

Worth a watch
Let’s Talk Retirement and Risk Conundrums with Patrick Ingram, 
Richard Allen and Tim Willis
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Capacity for loss
It’s in the rules. Test your strategy 
before recommendation.

With careful strategy selection, good investment management and 
relatively stable market conditions, drawdown investment can give you 
an appealing combination of flexibility, control, and upside potential. 
And all without the worry of regretting a huge investment into an 
annuity that you may not live to take full advantage from.

But relatively benign market conditions can’t be taken for granted. 
Think of the dotcom crash, 2008, Grexit, Brexit and now Covid-19. 
With interest rates lower than ever, even the record-breaking 
pension transfer values on 2019 look, in hindsight, like they left some 
transferring members shortchanged.

When embarking on an investment strategy to secure an income in 
later life, it’s essential to consider what happens if things start going 
wrong. Regulation underlines this in the COBS rules.

Investment portfolios go up and down in value every day, and only very, 
very rarely are retail investors with well diversified portfolios exposed to 
an entire loss of capital.

Assessing suitability: the obligations

COBS 9A.2.1 (2)

When providing investment advice or portfolio management 
a firm must only recommend investment services, financial 
instruments and insurance-based investment products, as 
applicable, or take decisions to trade, which are suitable for 
the client and, in particular, in accordance with the client’s risk 
tolerance and ability to bear losses.
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“Capacity for loss is not a feeling 
– it’s the client’s factual and 
actual ability to withstand losses, 
and that can be quantified.”
Carla Langley, Business Risk Consultant, threesixty services

That worst-case scenario is not the real problem in drawdown. Here, 
the issue is the extent to which capital can be eroded by withdrawals, 
without material risk to your client’s standard of living.

Happily, this calculation is relatively straightforward. Knowing the 
client’s risk tolerance, secure income, core income requirement and 
discretionary spending plans, you can figure out how much capital 
they need to achieve their goals at the level of certainty they feel 
comfortable with. Comparing this figure with their wealth tells you 
the level at which their spending would be impacted, and if, having 
evaluated the risks, you can rationally pursue the intended strategy.

Parmenion’s Income Manager Tool gives advisers access to an actuarial 
view of an income strategy’s viability, supporting your analysis with a 
forward-looking view of markets.

Setting the right level for margins of error is a personal matter, and 
one where good advice really shows its value, in resisting excessively 
risky approaches.
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The key to a good file note 
covering capacity for loss
Provide evidence of how capacity for loss has been assessed:

–  Breakdown income and expenditure

–  Model the financial plan

–  Stress test how deep losses can be without a permanent impact 
on lifestyle

“Parmenion’s IMT uses the same 
growth and volatility rates as our 
professional actuarial reporting 
so statements such as, ‘there is a 
10% chance the portfolio could 
be worth £100,000 in five years’ 
can be fully substantiated.”
Karen Brolly, Head of Products, Hymans Robertson
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Working capacity for loss into 
your retirement planning

Achieve a good understanding of the client 
regardless of their wealth.

Just having a lot of money won’t guarantee high capacity for loss, 
especially where habitual spending levels are high too.

Discuss the need for security of income

This will help the client make an informed choice about their reliance on 
investment returns. It need not be an either/or decision, of course. Have 
that annuity quote on file.

Calculate a figure for the client’s capacity for loss

You can do this by stress testing their finances against their intended 
plan. Parmenion’s IMT will help you.

Use an appropriate growth rate in the modelling

And make sure you remodel at every annual review using up-to-date 
capital market assumptions.

Worth a read
Capacity for Loss in Retirement: a possible process

Worth a watch
Let’s Talk Retirement and Capacity for Loss with Patrick Ingram, 
Karen Brolly and Carla Langley
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Behavioural Impact
Work with people’s thought processes, 
not against them.

When clients are on the cusp of leaving work, they may well be feeling 
anxious about the way their life is changing. Loss of self-esteem, fear 
of boredom, loss of status and purpose can all well up, alongside fears 
about financial security. Supporting someone to overcome those 
fears demands the greatest possible care.

That’s especially true if there’s a gap between expectations and the 
reality of someone’s wealth or debts, or a lack of knowledge of even 
the basic concepts around retirement. Or if you’re advising a couple 
who’re not in tune when it comes to priorities, making it harder to 
reach a shared understanding.

We know that humans exhibit cognitive biases when facing 
challenges or seeking answers to tricky problems. These coping 
mechanisms are hard wired into us. They help us make snap decisions 
in moments of existential threat and lead us away from danger, if we 
aren’t sure what we should do. The trouble is they can get in the way 
when we are dealing with the complexities of modern life. And when 
they do, our biases can be our undoing.
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“Our ability to learn new things is 
in decline from our mid-twenties, 
so complex retirement and 
pension plans can be challenging.”
Dr Laura Haynes, Behaviour Change People

Fluid & Crystallised Intelligence
Retirement planning solutions are inherently all about the best 
compromise we can make in the face of ambiguous data. The life story 
we will experience first-hand is unknowable at the start of the journey.

(Source: Schaie, 1985)

Fluid intelligence = global capacity to reason, ability to learn new things, 
think abstractly and solve problems.

Crystallised intelligence = prior learning and past experiences, based on facts, 
increases with age.
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Rising to the challenges of 
retirement planning
Decision making in retirement is a tricky area for clients. To help 
them cope, we have to see the difficulties from their point of view.

Despite all the changes and public information seen over the past 
few years, there’s still an expectation that pensions get sorted out 
for you, automatically.

When that doesn’t happen, cognitive biases kick in. We generally 
underestimate our own life expectancy. We convince ourselves we 
won’t need resources when we are very old (Hyperbolic Discounting). 
We experience strong feelings of aversion towards the possibility of 
future losses and fear the prospect of living with regrets about the big 
decisions we take when we stop working.

Being aware of these biases is the first step in overcoming them.
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Working behavioural impact into 
your retirement planning

Keep it simple

Free up your clients’ cognitive capacity for the decisions that really 
matter. Use visualisations – graphs, tables and charts are a great way to 
help communicate complex problems.

Make it familiar

Engage your clients using concepts and narratives they’re already 
comfortable with. Express your suggestions in terms of social defaults. 
If, with your PROD segmentation in mind, you’re able to say “People like 
you generally take this course of action,” this is very reassuring.

Go with the grain

Rather than trying to help a client mentally overcome a bias in their 
thinking, work with the ways they’re used to thinking about problems to 
help guide them to a suitable solution. Harness their instinct for mental 
accounting, show them that separate pots have been allocated to 
achieve each of their goals, and their stress will be reduced.

Know thyself

Remember that we’re all susceptible to decision biases. 
Even financial advisers.

Worth a read
Behavioural impacts on retirement strategies

Worth a watch
Let’s Talk Retirement and Behavioural Impact with Patrick Ingram 
and Dr Laura Haynes
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So, what next?
We’ve covered 7 key concepts that every advisory 
business needs to thoroughly master to offer the 
best possible retirement advice. These are the 
fundamentals of retirement planning.

And they feel more important than ever in 2020, because the 
business risks in ‘At Retirement’ planning are rising. Here’s why:

–  Longevity is still rising for the affluent.

–  The baby boomer’s balance sheet was incredibly strong compared 
to people today in the second half of their career. The ‘golden 
generation’ paid off mortgages early, had high levels of DB, and had 
children earlier in life. Things have changed.

–  The regulator seems to be seeking more evidence that advice 
has made sense of the relative merits of guarantees. 

–  The family’s wealth is more evenly divided between partners, 
so more complex compromises might need to be achieved.

With a strong grasp of the fundamentals, the stage is set for 
establishing a strong Centralised Retirement Proposition (CRP).

Parmenion aim to support adviser CRPs in a number of ways:

Our 5-star SIPP for Drawdown offers great multi-pot investing flexibility 
and a very broad range of withdrawal options, at no additional charge 
above the standard platform custody fee. No hidden extras.

Our investment portfolios, including the drawdown specific Guardian 
range, allow the multiple goals in retirement planning to be met cost 
effectively and with risk/return characteristics which have been highly 
rated by Defaqto. ESG investing has been a feature of our proposition 
since 2012.
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Our service levels lead the platform industry. We build and continuously 
enhance our platform technology ourselves, so advisers find it simple to 
understand and intuitive to use.

Our IMT stochastic modelling software brings institutional quality 
research and analysis to the retail market to inform your advice and 
support your CRP design.

Worth a read
Parmenion Due Diligence, 2020

Income Manager Tool at a glance

Worth a watch
Let’s Talk Retirement: The Final Episode with Patrick Ingram, 
Laura Barnes and Peter Dalgliesh
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And finally…
Some heartfelt thanks to our friends and partners. Let’s 
Talk Retirement would not have been possible or nearly so 
entertaining without these very insightful people sharing 
their views. Our thanks goes to them all.

Philippa Hann
Partner 
Clarke Willmott LLP
Philippa.Hann@clarkewillmott.com

David McGruther
Risk Modelling Consultant 
Hymans Robertson
David.McGruther@hymans.co.uk

Chris Budd
Chairman 
Initiative for Financial Wellbeing
chris@ifw.org.uk

Steven Baxter
Head of Longevity Innovation 
Club Vita
Steven.Baxter@clubvita.net

Peter Dalgliesh
Managing Director 
Parmenion Investment Management
Peter.Dalgliesh@parmenion.co.uk

Richard Allen
Partner 
Hymans Robertson
Richard.Allen@hymans.co.uk

Karen Brolly
Head of Product 
Hymans Robertson
Karen.Brolly@hymans.co.uk

Dr Laura Haynes
Behaviour Change People
laura@behaviourchangepeople.com

Tim Willis
Investment Director 
PIM
Timothy.Willis@parmenion.co.uk

Carla Langley
Business Risk Consultant 
threesixty
info@threesixtyservices.co.uk
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About Parmenion
Launched in 2006, 
Parmenion is one of the 
fastest growing platform 
providers in the UK. We’re 
the partner of choice 
for more than 1,500 
Adviser firms looking 
after over 75,000 clients 
and trusted to manage in 
excess of £7.5bn on 
their behalf.

We support growing adviser businesses by providing 
them with a range of investment solutions for every client 
life stage and challenge, on a platform that’s a joy to use. 
We free up time for advisers to plan with their clients 
by concentrating on delivering the reliable investment 
outcomes, efficient processes and great customer service 
that builds relationships and reputations.

While delighting our customers will always come first, 
we’re very proud of the accolades we receive from the 
industry too. From Platform of the Year at the Schroders 
UK Platform Awards 2019 and Best Platform for 
Advisers (AUA below £20bn) at the Professional Adviser 
Awards 2019 to a host of 2020 Defaqto diamonds 
and stars for our investment solutions and our service, 
this recognition drives our ongoing commitment to 
continuous improvement.
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Awards & ratings

Best for Decumulation

LangCat

5 star for SIPP Drawdown

Defaqto

Gold Pension Service

Defaqto

Platform of the Year
Schroders

Platform of the Year

Lang Cat

Ethical DFM

Moneyfacts

PARMENION

PLATFORM 

OF THE YEAR
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If you’d like to chat to us about retirement planning, 
or our wider proposition, please get in touch.

Phone:

03300 945 900
Email:

mail@parmenion.co.uk

Get in touch

Disclaimer: This document is only suitable for professional distribution. Any news and/or views expressed within this 
document are intended as general information only and should not be viewed as a form of personal recommendation. 
Parmenion accepts no duty of care or liability for loss occasioned to any person acting or refraining from acting as 
a result of any material contained within this document. Please note past performance is not an indicator of future 
performance, investment returns can go down as well as up.

Registered Office: Aurora,  
Counterslip, Bristol, BS1 6BX.
Website: www.parmenion.co.uk 

Parmenion Capital Partners LLP  
Authorised and regulated by the  
Financial Conduct Authority. 

FCA Number 462085.
Registered in England and Wales 
OC322243.


