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INTERGENER ATIONAL 
PLANNING 

Intergenerational planning can help you engage with the next 
generation of your clients’ families and future proof your business.  

 
Start the conversation, start discovering the opportunities.

This information is for UK financial adviser use only and should not be distributed to or relied upon by another person.
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to explore THE OPPORTUNITIES  

IN RETIREMENT ACCOUNT

Engage with the next generation through Family Pricing —  
if family members take out a Retirement Account, this can 
reduce the overall service charge for everyone. 

RETIREMENT ACCOUNT

 

Beneficiary and Successor Drawdown allows your  
clients to pass on wealth in a tax efficient way. 

When considering IHT planning, if a parent has 
excess income they could contribute to their child’s 
pension through Third Party Contributions.
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RETIREMENT ACCOUNT  
CONVERSATION STARTERS

We’ve considered some thought provoking questions to help you in your client conversations:

Family Pricing 

Do your clients have children who may  
be considering their retirement savings? 
 
Do you have clients who are looking to reduce 
their service charge? 

Do your clients have excess income that  
they could use to setup and save to a  
pension for their children?

Beneficiary successor drawdown   

Have your clients taken advantage of the 2015  
rules around nominating beneficiaries beyond  
the traditional ‘dependant’? 

Have they considered a pension, and specifically 
drawdown, as part of their overall IHT plan? 

Have your clients reached their lifetime  
allowance and are looking to pass on wealth  
in a tax-efficient way?

Third party contributions 

Do your clients have excess income  
they would like to pass to their families? 

Have your clients reached their lifetime  
annual allowances and/or looking for options  
for their remaining savings? 

Can your clients make further tax-efficient  
provision for their spouses, partners or  
wider beneficiaries?
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Learn moreLearn more Learn more

https://adviser.scottishwidows.co.uk/assets/literature/docs/28742a.pdf
https://adviser.scottishwidows.co.uk/assets/literature/docs/35681.pdf
https://adviser.scottishwidows.co.uk/assets/literature/docs/35682.pdf


THE OPPORTUNITIES  
IN ANNUITIES

Your clients can secure a higher guaranteed income,  
through our underwriting expertise and support.

ANNUITIES

 

Click each section  
of the wheel  
to explore

CO
NV

ER
SA

TION 

ST
AR

TE
RS CONVERSATION 

STARTERS

STARTERS

CONVERSATION

 

  

 

ANNUITIES OPPORTUNITIES  

  

  

 

PROTECTION OPPORTUNITIES

RE
TI

RE
M

EN
T 

AC
CO

UN
T O

PPORTUNITIES 

CASE STUDY

CASE STUDY

Protect client wealth with a guaranteed payment 
period and dependant's income.



ANNUITIES  
CONVERSATION STARTERS

We’ve considered some thought provoking questions to help you in your client conversations:

Flexi-Access Drawdown and Annuities  

Does your client want the security of a fixed 
income, but also provide a potential legacy 
for their children?  

Your client is looking for a fixed income -  
is investment growth important too?  

Do they want flexibility to review the 
provision of their pension death benefits  
in future years? 
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ANNUITIES

Learn moreLearn more Learn more

Guaranteed payment period or  
Dependant’s Income

Does your client want to ensure their annuity 
payments will continue for a specific period 
of time to their beneficiaries if they were to 
pass away during that period? 

Is it important to them to provide a secure 
income to a beneficiary in the event of  
their death?   

Have they considered the implications of not 
provisioning for dependants or beneficiaries 
on death? 

Underwriting expertise   

Is your client aware that even minor illnesses 
could qualify them for an enhanced annuity? 

Do they know there is no medical exam required  
for assessment on an enhanced annuity?  

If they receive treatment for minor illnesses,  
such as high blood pressure or cholesterol, are  
they aware this may qualify them for enhanced 
annuity terms? 

https://adviser.scottishwidows.co.uk/assets/literature/docs/23285.pdf
https://adviser.scottishwidows.co.uk/assets/literature/docs/23286.pdf
https://adviser.scottishwidows.co.uk/assets/literature/docs/54285.pdf
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PROTECTION OPPORTUNITIES

Our critical illness plans come with extensive  
children's cover, up to age 22.  

The younger a client applies for a plan, the more  
positive an impact on the monthly premium  
through underwriting.

Trusts ensure any payout will pass to  
chosen beneficiaries in a tax-efficient way.
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PROTECTION  
CONVERSATION STARTERS

We’ve considered some thought provoking questions to help you in your client conversations:

Learn moreLearn more Learn more

Critical Illness cover   

Have your clients got children on their 
Critical Illness policy who will soon be 
approaching age 22 that they could  
introduce to you?   

Do they have adult children who may have 
Protection needs, that could position you  
as their future adviser?  

If your clients have excess income,  
would they consider funding a protection 
policy for their adult children?   

Underwriting   

Are your clients’ children aware they can start  
with basic cover and add to this as their life and 
needs progress?  

Do they know our policies provide added  
value services such as counselling and virtual GP 
services, without the need to claim?

Are your clients and their families aware that the 
earlier they take out a policy, the lower the likely 
monthly premium?

Trusts 

Does your client have a protection policy that 
will add to an existing IHT liability on death?  

Are your clients’ total assets likely to cause  
an IHT liability on their death?  

Have they considered making provision  
to cover the payment of an IHT liability  
on their death? 
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https://adviser.scottishwidows.co.uk/products/protection/underwriting.html
https://adviser.scottishwidows.co.uk/assets/literature/docs/60296.pdf
https://adviser.scottishwidows.co.uk/assets/literature/docs/28700.pdf


JOHN, EL AINE AND FAMILY

John and Elaine are both 56, with very substantial pension funds accumulated through different employment. Both are partners in 
their own business which they hope to sell and make a profit, so they don’t need to take their full pension benefits when they retire. 

They are hoping to retire soon and want to make sure their son Neil, and Elaine’s twin sister Kate and her son, are financially secure.

How can they achieve this? 

CASE STUDY

John and Elaine transfer 
their pension funds into a 
Retirement Account which 
means they can both save 
on the service charges. 
John is currently getting a 
service charge of 0.25% 
whilst Elaine is paying 
0.30%, however their new 
combined account will only 
incur a service charge of 
0.20% through Family 
Pricing. Their son Neil can 
also be included in this.
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John Elaine  Neil  Kate  

Elaine updates her 
nomination form to add Neil 
and Kate as beneficiaries on 
her drawdown plan, to pass 
on wealth in a tax efficient 
way. This means any unused 
pensions savings can be 
passed to them on Elaine’s 
death. Neil and Kate can 
choose in the future to add 
their children as successors, 
allowing them to keep 
passing their wealth down 
the generations. 

Whilst carrying out IHT planning John and Elaine find 
themselves in a position with excess income. They can 
choose to contribute to Neil’s pension through third 
party contributions which can build up funds outside 
their IHT estate, without the potential complications of 
discretionary trusts. In this case John and Elaine choose 
to contribute £450 a month to Neil’s pension.

John and Elaine both have critical illness cover in place 
which includes free children’s cover. Neil is 22 next month 
and John is keen that Neil continues this cover under his 
own policy. Neil taking out his own policy at 22 will mean 
he’ll benefit from lower premiums at his younger age – 
and John agrees to fund the premiums as Neil can’t afford 
the extra outgoings at this stage of his career.

Kate is retiring in a few 
months and has a modest 
pension fund built up through 
employment in her twin 
sisters’ business. She decides 
she would prefer to have a 
secure income through an 
annuity. Kate has diabetes 
and high blood pressure 
which she takes medication 
for, so she qualifies for an 
enhanced annuity option. 
This gives Kate a higher level 
of secure income than a 
standard annuity.
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