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The Pensions e-Commerce – Meeting the RDR Challenge identifies a technology roadmap for the delivery of 
services over the next four years with the objective of delivering a “best in class” proposition within this period.  
With the removal of commission incentives from December 2012, providers will need to transform their service 
proposition.  Ease of operational efficiency is likely to become a primary differentiator.  
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The Strategic Plan examines:

The probable shape of technology propositions from market leading competition in three years’ time

Identification of additional services that would deliver clear differentiation and make a provider “easy to do 

Using our expert knowledge of the e-commerce industry and financial services markets, we are able to identify 
the areas which will benefit most strongly from additional enhancements over the next twelve months.  

business with”

We believe the “Pensions e-Commerce – Meeting the RDR Challenge” report will put you in an excellent 
position to maximise long term opportunities with large distributor firms and other significant advice 
channels.  

Price:   £8,500 + VAT
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E-New Business – Establishing the Right LinksE-New Business – Establishing the Right Links
Historically the industry has assembled technology to make life easy for providers.  Advisers are now focusing on what delivers greatest benefit to them
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• Adviser required to log into multiple 
systems to obtain quotes and submit 
business which is time consuming

• Corporate branding not possible using 
this model therefore no consistent look

• Data population capabilities may exist though 
the extent may vary from some to all 

• Links are not seamless so adviser is faced 
with multiple sites which could impede use as 
user has to familiarise themselves with

• All parties are linked with full data exchange 
capabilities

• Adviser is presented with a seamless view 
and is now automatically aware of all the 
integrated parties

model
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system

E-New Business – Establishing the Right Links
New Business Submission
Reusing Data from Key Features
Identifying the Key Integration Partners
Distanced Financial Planning

this model therefore no consistent look 
and feel for end user

• Data population not possible so no 
benefits to the adviser in terms of 
cost/time savings

• No incentive for the adviser to adopt e-
commerce 

• Significant training overheads and 
resource needed to assist users as 
adviser has to learn to master multiple 
systems

user has to familiarise themselves with 
differing systems

• Training still a significant issue as users will 
need to understand navigation and system 
capabilities

integrated parties

• Training overheads significantly reduced as 
adviser only using one system and ongoing 
training easier to deliver if there are changes 
to the system

• Strong incentive for advisers to submit 
business electronically as burden of keying in 
data and working across multiple systems 
has been removed

Post Sale
Tracking – Winning Adviser Confidence
Remuneration services must reflect evolving business models
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