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Contact Detalils

Pensions - 2009 and beyond

The Pensions e-Commerce — Meeting the RDR Challenge identifies a technology roadmap for the delivery of
Tel: 020 7659 2345 services over the next four years with the objective of delivering a “best in class” proposition within this period.
lan Mckenna With the removal of commission incentives from December 2012, providers will need to transform their service

Director proposition. Ease of operational efficiency is likely to become a primary differentiator.
E: ian.mckenna@ftrc.co.uk

Financial Technology
Research Centre

veallancan Dacaarah EnAtiiring
ACCHTTICE nRescairCri criqquincs

The Strategic Plan examines:

Samantha Smith
Head of Marketing & Admin

E: tha.smith@ftrc.co.uk g . . . . . .. .
samantasmih@fe.cou = |dentification of additional services that would deliver clear differentiation and make a provider “easy to do
business with”

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

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.

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

F L3l TIRIC

FINANCE & TECHNOLOGY RESEARCH CENTRE

page 2

Pensions e-Commerce Analysis



Contents

Strategic Index

Executive Summary

Post Sale — Delivering Seamless Execution

BEirg Emsy e I e sl (s Uy ) e sy Ame e e ey T o i e i mum s b
| ki e S e s T

Wirer wry kel of coromldmien lkcs pime, e mazidrg praer 5 b seme coknlel e merg of e csing redscr e B usiness pmeses.
Hmmewer, If e fem DG FESS pmeess |5 mes haced 10 ey el desip enfes (e demeniey aremenk ot e cedrg -

re sy demenmion s oo e ol s gl 1 s e pess e mimmEe bese efEck . ool o reche iy srdce el mies
i Wscrs o e es, e mierewer, oo shibs terges oudd plep @ mele mE Inkeen g keb mker el coshmer rfemed, mhch IR Wm skl
minimsz e wslume ofinkmd ool fem sz e,

Ralulser Arms P e | e i (A A E-CammEr i s s e e e e e TREp  Emerere d b e e e TecEller ot
serdees b ek usiress. Deluerig e me b elechenicaly ox m g puinien b ke sidser cpskem o seed sube auen | seniees e e

= Full Cycle Electronic Pensions Business serdezs b
= Impact of RDR — Supporting an Adviser Centric View ]‘J pa— |‘ P
= Understanding Adviser Business Process E-New Business — Establishing the Right Links ‘ o S
n C||ent management Software — The Critica' BUSineSS Too| Historically the industry has assembled technology to make life easy for providers. Advisers are now focusing on what delivers greatest benefit to them
Disconnected model Pams\mxlumeﬂ Full integrated model - recommended practice -
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At Sale

+ Adviser required to log into multiple
systems to obtain quotes and submit
business which is time consuming

+ Corporate branding not possible using

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

« Al parties are linked with full data exchange mEe mmy e LSE d MEE b o e g e el ma

capabilities
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Reusing Data from Key Features

+ Noincentive for the adviser to adopt e-

B * Covnunied in kit iptets it

commerce ' '
_____________ f

= Identifying the Key Integration Partners

« Significant training overheads and 1 el o e
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Post Sale
. Tracking — Winning Adviser Confidence ol

. Remuneration services must reflect evolving business models E'gﬁ‘:‘m=
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After Sale
] Information on Demand
. SIPPS and Protected Rights

F L3l TIRIC

FINANCE & TECHNOLOGY RESEARCH CENTRE

page 3

Pensions e-Commerce Analysis



