
No transfer or conversion

Transfer or conversion arranged after full advice only

Insistent client
Insistent client process – see detailed guidance within FG31/3. While legislation 
permits a client to transfer after full advice where the advice is not to transfer, 
advisers may decide not to facilitate this type of transfer. Furthermore, many pension 
providers, including FundsNetwork, will not accept pension transfers unless a positive 
recommendation to transfer has been made.

No transfer or conversion

Full advice
 ■ As with abridged advice, you must start by assuming that that a transfer, conversion or opt-out will be 
unsuitable.

 ■ In addition to the ‘Know you client’ requirements, summarised below, you must prepare a transfer value 
comparator (TVC) to give to the client. You must prepare this as prescribed by the FCA.

 ■ The way you explain the TVC should help the client understand the inherent value in their DB scheme. 
You must take reasonable steps to do this.

 ■ You must carry out appropriate pension transfer analysis (APTA) when advising on a transfer from 
safeguarded to flexible benefits, unless the safeguarded benefits are guaranteed annuity rates.

 ■ The research and analysis you undertake should be as unique as each client and their circumstances. 
However, the FCA expect certain things to be included within APTA (their detailed guidance gives more 
information).

 ■ You should show in APTA that you’ve considered whether there are alternative ways of meeting the client’s 
objectives without transferring.

 ■ Cashflow modelling is not a requirement but, if it is used as part of APTA, the FCA has laid down some 
specific requirements.

 ■ In relation to scheme solvency, you should make it clear to a client that any scheme deficit doesn’t mean the 
scheme is about to enter the Pension Protection Fund (PPF). When commenting on PPF benefits, you must be 
clear, fair and not misleading.

 ■ Unsuitable advice often overemphasises the value of death benefits available on a transfer. The FCA has 
therefore laid down the aspects the APTA should consider.

 ■ When advising on early retirement, you should look at the options available within both the ceding and 
proposed scheme and consider any alternative ways of achieving early retirement. Where necessary, you 
should tell clients that retiring early is not financially viable.

 ■ Some clients want to transfer primarily to access a cash sum to pay off a mortgage or debt. You should 
first consider whether paying off these debts in full is the right thing to do (it may, for example, be better to 
continue to make repayments out of income).

 ■ Where a transfer is deemed suitable, you need to demonstrate why the scheme you are recommending is 
more suitable than the default arrangement in an available workplace pension scheme (there are some 
exceptions to this).

 ■ When you give DB transfer advice to a self-investing client, you still need to consider the intended investment 
in APTA.

 ■ If you recommend a transfer, you should clearly demonstrate, based on contemporary evidence, that this is in 
the client’s best interests.

 ■ Your recommendation should be consistent with the information on file.

 ■ You also need to demonstrate that your client understands the risks of the advice you are giving them.

 ■ You should only prepare a suitability report after you have obtained the necessary information from the client, 
prepared a TVC and undertaken APTA.

 ■ In your suitability report, you must set out a clear recommendation of the course of action you consider is in 
the client’s best interests.

 ■ Inside the front cover of your suitability report, you must set out a one-page summary containing certain key 
information.

Insistent client

No transfer or conversion

Abridged advice
 ■ A short form of regulated advice that advisers can use when advising on the conversion or transfer of 
pension benefits.

 ■ Firms are not required to offer this service – if you decide to do so, a Pension Transfer Specialist must carry 
out or check the advice.

 ■ If you do offer this service, you should consider whether abridged advice is more appropriate than full DB 
transfer advice by taking into account the total charges the client is likely to pay.

 ■ Make it clear to the client upfront that there are only two possible outcomes:

 – A personal recommendation NOT to transfer.

 – A conclusion that abridged advice is not sufficient for you to make any decision about whether a transfer 
is suitable.

 ■ Emphasise upfront that the client cannot proceed with a transfer without going through a more 
comprehensive advice process, at an extra charge.

 ■ Start by assuming that a transfer, conversion or opt-out will be unsuitable.

 ■ Abridged advice only involves the initial stage of the advice process, as summarised in the ‘Know your 
client’ section below. Based on this limited analysis, you may give a client a personal recommendation 
NOT to transfer.

 ■ You must NOT prepare a transfer value comparator (TVA) or conduct appropriate pension transfer 
analysis (APTA).

 ■ You must NOT prepare a confirmation of advice for the trustees of the ceding scheme.

 ■ Please note you cannot treat a client as ‘insistent’ until they have gone through the full advice process.

Regulated advice boundary

No transfer or conversion

Preparing to give advice and initial client interaction
 ■ Before giving pension transfer advice, make sure you have the correct permissions (there is limited and full 
permission). In some instances, no transfer permission is required, such as in the case of transfers from non-
safeguarded benefit schemes.

 ■ Ensure you have adequate professional indemnity insurance for the activity being carried out.

 ■ Ensure the Pension Transfer Specialist is qualified and has conducted the required CPD.

 ■ If the business is from an introducer, ensure you maintain full and complete ownership of the advisory 
process between yourself and the client.

 ■ Disclose your charging structure to your clients – setting out how you calculate your charges – before you 
give advice.

 ■ Your charges must be the same whether you recommend or effect a transfer or not (they cannot be 
contingent)1.

 ■ Be aware of what needs to be included in the quoted costs and the FCA guidance on the level of charges.

 ■ The FCA think it is good practice to disclose up front whether you will arrange a transfer for an insistent client 
if you advise against it2.

 ■ If you offer abridged advice followed by full advice, the charges for full advice should reflect the work 
already done for abridged advice.

 ■ Provide the personalised charges communication to the client before you start the advice process. The 
charges should be set out in monetary terms.

1  Some vulnerable consumers have specific circumstances that are likely to make accessing advice particularly valuable for them. You may use the abridged 
advice process as a way of identifying these individuals. You are then able to charge these consumers on a contingent basis, also known as the carve-outs 
from the ban on contingent charging. Please refer to the FCA’s detailed guidance on the tests and specific rules relating to the carve-outs.

2  As regards insistent clients, it is also worth noting that many pension providers, including FundsNetwork, will not accept pension transfers unless a positive 
recommendation to transfer has been made.

Defined benefit pension 
transfer advice

This document is for investment professionals only and should not be relied upon by private investors.

A summary of the FCA’s 
finalised guidance (FG21/3)
The FCA laid down the final rules for pension transfer advice 

within their Policy Statement PS20/6 of June 2020. At that time, 

the regulator highlighted the possible customers journeys through 

guidance and advice under the FCA rules (as illustrated in the 

diagram opposite).

In order to support firms offering defined benefit transfer advice to 

clients, the FCA issued Finalised Guidance in March 2021. A brief 

summary of this non-Handbook guidance appears below, presented 

in a way that is broadly consistent with the journeys shown here. We 

cover just the key points and so firms should read the full text to see 

how they may be affected. The FCA paper also includes examples 

of good and poor practice.
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Triage services
 ■ This service should educate potential clients so they can make an informed decision whether to proceed to 
abridged or full advice on a potential transfer.

 ■ It should be delivered in a way that doesn’t steer a potential client towards a specific choice.

 ■ A triage service should cover the workings and features of both DB and DC schemes and how the risks 
and benefits compare (the FCA have laid down what you should provide). The regulator suggests that you 
should explain to the client that they believe most customers will be best placed to stay in a DB scheme and 
that the starting point for any advice would be from a position that a transfer will not be suitable.

 ■ Take care not to overstep the advice boundary, even if you’re not providing a formal triage service.

 ■ Present the information factually without making judgments, to ensure the service does not become 
regulated advice.

 ■ An appropriate way to offer triage is to give standardised triage content to every customer.

 ■ Triage is guidance, not advice, so firms without the pension transfer permission can provide this service.

Know your client requirements
The FCA requires you to obtain the necessary information to give suitable advice and you must keep records to 
demonstrate that you know your client well enough to give advice on transferring and, where relevant, on the 
destination scheme and investments.

The information you should collect about your client’s circumstances before you start your research and 
analysis to give advice, including abridged advice, can be summarised as follows (this is a non exhaustive 
list). Please refer to the FCA’s detailed rules and guidance on specific requirements relating to these areas.

 ■ Personal and family circumstances, including their health.

 ■ Financial circumstances, including their income and current and future outgoings.

 ■ Other assets, including pension provision.

 ■ Knowledge and experience of transferring and of investing.

 ■ Attitude to transfer risk, to cover their appetite for giving up a guaranteed safeguarded income for a flexible 
one with no guarantees.

 ■ Attitude to investment risk, to cover their risk profile and their capacity for loss, to determine a possible 
destination investment strategy.

 ■ Objectives and needs, including any relevant dates and amounts needed to achieve these.

You will also need to gather information about all the relevant scheme benefits the client would be entitled to 
if they remained in the DB scheme.

For more insights and analysis relating to 
compliance and regulation, please visit:

fundsnetwork.co.uk/compliance

Important information

This document provides information and is only intended to provide an overview of the current law 
in this area and does not constitute financial advice, tax advice or legal advice, or provide any 
recommendations. This document represents a summary of our understanding of the relevant regulations 
at the date of its last review (June 2021). Regulations and guidance are often subject to change and 
may change in future. Individuals should check that rules and regulations have not changed. 
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