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Technology and retirement planning 

 
• What investors are doing – retirement trends 
• Technology usage 
• Advice 
• Administration 
• Ageing and risk 

 



Current retirement trends 
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Source: Hargreaves Lansdown Retirement Intentions Survey (2015) 



Current retirement trends 
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Current retirement trends 

Source: FCA: Retirement Income Market Data -July-Sept 2015) 
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Consumer Choices by Age 
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Help with decision-making  

Source: PLSA Research. Understanding Retirement Wave II (Jan 2016) 





How much would you be willing to pay to receive financial advice 
online? Please assume an investment of £50,000 

Answer Options Response Percent 

£0 35.2% 
£100 36.9% 
£200 13.6% 
£300 9.1% 
£400 1.7% 
£500 2.4% 
More than £500 1.0% 



An online advice service would provide you with a report showing our recommendations of where 
to invest. Before proceeding to invest, how important would it be for you to speak to a financial 
adviser? 

Answer Options   Not 
Important 

Slightly 
important 

Moderately 
important Important Very 

Important 

Response Percent     
17.7% 19.0% 24.3% 20.7% 18.4% 



Which of the following would you be happy to receive advice about online? Please select all that 
apply 

Answer Options Response 
Percent 

An investment portfolio   71.4% 

A Stocks & Shares ISA   67.3% 

A pension   30.3% 

Whether I should choose an annuity or drawdown   17.5% 

Inheritance tax planning   29.6% 





What investors want - Platforms 

• Service 
• Choice 
• Information 
• Security 
• Quality 
• Ease 
• Lifetime one stop shop 
• Value 

 
• What about cost? 
• Guided solutions? 























The Best 

Company Type Average days to complete transfer  Supports Electronic transfers 
A Insurance company 4.33 Yes 
B Wealth Manager 5.94 Yes 
C  Insurance company 7.07 Yes 
D Insurance company 7.43 Yes 
E Insurance company 7.53 Yes 
F Insurance company 7.71 Yes 
G Insurance company 8.19 Yes 
H Bank 8.38 Yes 
I Insurance company 8.68 Yes 
J Insurance company 8.83 Yes 

The Worst 

Company Type Average days to complete transfer  Supports Electronic transfers 
Q Benefits consultancy 34.97 No 

R Pension administrator 35.13 No 
S Benefits consultancy 35.21 No 

T Pension administrator 36.23 No 
U Benefits consultancy 39.43 No 
V Master Trust 42.03 No 
W Benefits consultancy 42.72 No 
X Benefits consultancy 44.03 No 
Y Pension scheme 45.88 No 
Z Benefits consultancy 53.37 No 

Administration 





Pension Dashboard 

• A virtual aggregator for all your disparate pension pots 
• A one-stop shop where you can view all your retirement savings 
• What we don’t know: 

• Who will build it 
• How it will be paid for 
• What it will cover 
• How it will be accessed 
• Whether you’ll have any functionality 

 





Technology Solutions 

• Fact Finding 
• Financial Planning 
• Advice recommendations  
• Portfolio construction and rebalancing 
• Identifying and managing change 



Dealing with ageing clients 

 



Populations are getting older 

2015 2020 2025 2030 2035 2040 2045 2050 



Dealing with ageing clients 

• Cognitive decline 



• Short term memory loss 

• Language and communication problems 

• Comprehension problems 

• Calculation/arithmetic problems 

• Lack of mental flexibility 

• Loss of judgment 

Cognitive Signs of Dementia 



Dealing with ageing clients 

• Cognitive decline 
• Physical challenges 
• Validation and revalidation of decision making 
• Increasing demand for advice? 
• Mandatory advice for vulnerable investors? 



Reference   
JETRO; https://www.jetro.go.jp/world/europe/uk/   
WHO: World Health Statistics 2014  
http://www.who.int/gho/publications/world_health_statistics/EN_WHS2014_Part3.pdf?ua=1 
Global Note: http://www.globalnote.jp/post-3758.html   

 

Comparison of Key Indicators 

Her Majesty 
Queen 
Elizabeth 
the Second 
(born 1926) 

His Majesty the 
Emperor 
(born 1933) 

UK Japan

GDP per capita (USD) 39567 38491

GDP growth (%) 1.7% 1.5%

Life expectancy at birth (both
sexes) 81 84

Total expenditure on health (%
GDP) 9.4% 10%

Per capita total expenditure on
health (USD) 3659 4656

Health expenditure (% government
expenditure) 16% 19.4%

% population over 65 in 2014 17.8% 25.8%

Birth Rate 1.92 1.43

http://www.who.int/gho/publications/world_health_statistics/EN_WHS2014_Part3.pdf?ua=1


Population Trend in Japan: Rapid Increase and Decrease in 100 years 
- In 2100, the population size will return to Meiji Era → drastic impact on society and health market 

Source; 国土審議会政策部会長期展望委員会資料 平成23年2月21日,  
21 Feb. 2011, http://www.mlit.go.jp/common/000135837.pdf 

Meiji Restoration 

Population: X 104 

Tokugawa Shogunate 

End WWII 

Year 

1901 
45M 
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