
The decisions facing  

a retirement income investor 
Investigating  ways to future proof  

these decisions  

 

 

 

 

 

         @retirementwhizz 

Steve Martell,  

Director, Development, 

Intermediary Sales 

 

For financial intermediary use only. Not approved for use with customers 

1 



Housekeeping 

At the top right of your screen you will have a dashboard where 

you can ask questions at any point throughout the webinar.    

   To raise your hand in    

   a webinar click here. 

To ask a question, 

please type here  

and we will respond 

to your question 

either in the webinar 

itself, or shortly 

thereafter.  #jrwebinar 
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Agenda 

• Four case studies of clients seeking to take retirement income decisions – where there 
appears to be a clear cut solution.   

 

• Then we’ll look at a case study where the solution is not so clear. 

 

• The need to make balanced decisions – assessing the desire for flexibility and the 
need for security.   

 

• The advantages and disadvantages of flexibility and security and ways to future proof 
your clients’ retirement income decisions.  

 

• Five key issues that will affect client decision making.  

 

• Some further food for thought on the “known unknowns” and the ways people transition 
into retirement. 

 

• A series of poll questions and your chance to put your questions to our experts. 

 

For financial intermediary use only. Not approved for use with customers 3 



Learning objectives 

• Evaluate five case studies of clients seeking retirement income 

solutions.  

 

• Investigate the need to balance decisions between the desire for 

flexibility and the need for security.  

 

• Understand the advantages and disadvantages of flexibility and 

security and some possible ways to future proof decision making.  

 

• Learn about the five key issues that affect retirement income 

decisions. 

 

• Investigate the impact of people transitioning into retirement.   
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Intermediary poll 1 

Following pension freedoms, have you recommended drawdown to 

clients more often than you’re recommending an annuity?  

 

Please click on one option. 

 

Yes - to take just their tax free cash 

Yes - to take their tax free cash and income 

No 
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Intermediary poll 2 

Which, if any, of the following have influenced your decisions to 

recommend drawdown over an annuity? 

 

 

Please click on one option. 

 

• Because my clients have requested it. 

• I believe that annuities offer poor value for my clients - annuity rates are  

at a historical low and now is not a good time to purchase. 

• My clients believe that annuities offer poor value. 

• My clients prefer the flexibility to draw down income as and when required. 

• There is a perception that clients won’t get their money back with an  

annuity if they die. 
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The obvious decisions? 

• Case Study 1- John and Margaret both aged 65 
 

  

7 

£350,000 

• Significant other investments  

• This is part of their portfolio 

• Other sources of income 

• Want to pass capital to their family 

     on their death 

Income 

Drawdown 
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The obvious decisions? 

• Case Study 2 - Patrick aged 68 
 

  

8 

£50,000 

• A small part of his assets 

• Continues to run his own business 

• Portfolio of buy to lets 

Zero 

Income 

Drawdown 
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The obvious decisions? 

• Case Study 3 - Jane aged 66, widowed 
 

  

9 

£60,000 

• House £250,000 mortgage free  

• £10,000 in savings 

• Drawing state pension 

• Very cautious 

• Considering equity release 

Underwritten 

Guaranteed 

Income for  

Life 
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The obvious decisions? 

• Case Study 4 - Brian and Nancy aged 62 and 60 
 

  

10 

£30,000 

• Brian a retired teacher 

• Part-time supply teaching 

• Nancy continuing to work 

• Don’t need income 

• Paying off mortgage 

Zero 

Income 

Drawdown 
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What if it not so obvious???? 

• David and Liz – both aged 65 
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What if it’s not so obvious???  

11 

£100,000 

• Want to retire 

• Drawing state pension 

• Defined benefit £5,000 p.a. 

• Fairly cautious 

• Income is important  

• Want to retain some access 

? ? Balanced decision making  
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Balanced decision making  
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The decision 

Flexibility  Security  
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The decision 

Flexibility  

Security  

Assessing the desire for flexibility  

+ Future access 

+ Potential for growth 

+ Control over the money 

 

- Little security  

- May outlive the fund 

- Don’t need total access 
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The decision 

Flexibility  

Security  

Assessing the need for security  

 

+ An absolute guarantee 

   of lifetime income 

+ The emotional benefit 

+ Confidence to plan that  

   comes through certainty 

 

- No access to capital 

- No growth 

- No control 
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Advantages and disadvantages  
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The decision 

Flexibility  Security  

+ Future access 

+ Potential for growth 

+ Control over the money 

+ An absolute guarantee 

   of lifetime income 

+ The emotional benefit 

+ Confidence to plan that  

   comes through certainty 

- Little security  

- May outlive the fund 

- Don’t need total access 

- No access to capital 

- No growth 

- No control 
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Future proofing the retirement income decision  
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The decision 

Flexibility  Security  

The decision 

Flexibility  

Security  

The decision 

Flexibility  

Security  

60% 

40% 

70% 

30% 

50% 50% 
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Some issues that will affect decision making  

 

• David and Liz – both aged 65 
 

17 

£100,000 
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Issues to be addressed 
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Capacity for 

loss 

Key Issues 
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Determining capacity for loss – retirement budget planner 

http://www.justadviser.com/financial-planning/calculators/ 
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Retirement budget planner  

 

http://www.justadviser.com/financial-planning/calculators/budget-planner/ 
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Issues to be addressed 
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Capacity for 

loss 

Attitude to 

risk 

Key Issues 
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Attitude to risk – Drawdown risk tool  

http://www.justadviser.com/financial-planning/calculators/ 
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Drawdown risk tool  

23 For financial intermediary use only. Not approved for use with customers 

http://www.justadviser.com/financial-planning/calculators/drawdown-risk/ 



Drawdown risk tool 

http://www.justadviser.com/financial-planning/calculators/drawdown-risk/ 
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Issues to be addressed 
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Capacity for 

loss 

Attitude to 

risk 

Relative 

importance 

of flexibility  

Relative 

importance 

of security 

What 

happens 

when I get 

older? 

Key Issues 
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What happens when I get older - Longevity 

http://www.justadviser.com/financial-planning/calculators 

26 For financial intermediary use only. Not approved for use with customers 



Longevity  

http://www.justadviser.com/financial-planning/calculators/longevity/ 
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Intermediary poll 3 

To what extent are you likely to blend the desire for flexibility with the 

need for security for clients like David and Liz    

 

Please click on one option. 

 

• Yes, I’ll definitely consider blending flexibility with security. 

• I may consider blending flexibility with security. 

• No, clients either want flexibility or security. 
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Intermediary poll 4 

How might you choose to blend flexibility with security? 

  

Please click on one option. 

 

• Through separate drawdown and annuity products 

• In a product that offers both options in one wrapper from one provider 

• In a product that offers both options in one wrapper with the annuity being 

available on the open market  
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Some further food for thought… The known unknowns 
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The retirement journey  

How long will the journey be? 
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The retirement journey  
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The retirement journey (years)  30  5  
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A series of decisions … transitioning into retirement 
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Retirement 

income 
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Retirement 
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- the early 
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Flexibility  
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Flexibility  Security  

Flexibility  

Security  
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Summary – the decisions facing a retirement income investor  

33 

The obvious 

and not so 

 obvious 

Flexibility 

and 

Security 

5 Key 

 issues 

A  

transitional 

journey 

Decisions 
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Important information 

It is our intention that  the information contained within this presentation is accurate. We have taken 

all reasonable steps to ensure that it is up-to-date and, where relevant, reflects the current views of 

our experts. However, we do not accept any liability for errors or omissions in the information 

supplied and if you require clarification on anything, our recommendation is that you contact us at 

the address below for verification, or call 0345 302 2287.  

Our registered address: 

Just Retirement Limited 

Vale House, Roebuck Close,  

Bancroft Road,  

Reigate,  

Surrey RH2 7RU. 

 

Regulatory information:   

Just Retirement Limited (Registered in England Number 05017193). Registered Office: Vale 

House, Roebuck Close, Bancroft Road, Reigate Surrey, RH2 7RU.   

Just Retirement Limited is authorised by the Prudential Regulation Authority and regulated by the 
Financial Conduct Authority and the Prudential Regulation Authority. 

 

Calls may be monitored and recorded and call charges may apply.  

 
 

www.justadviser.com   
Our dedicated intermediary site packed with useful 

calculators, guides, product information, topical 

articles and more. 
      

      Follow the updates on us on twitter  

        @retirementwhizz  
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Your questions with: 
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Tony Clark 

Product Marketing Manager 

Just Retirement  

Steve Martell  

Director, Development, 

Intermediary Sales 

Just Retirement 
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