
Retirement Income Case Study 

 

Brian was at an age where he felt he had 

worked long enough and wanted to take his 

pension. Like many other clients he 

approached the provider that he used to save for his retirement and asked 

them to provide an annuity quote. He asked them various questions only to be 

told that they would not offer advice and would send out a list of quotations 

and options for him to consider and when he found the most suitable option, 

to tick a box, fill the remainder of the form in and return it. 

The problem was, Brian didn’t know what he wanted and he certainly didn’t 

understand the information when it was sent, so after talking to his friend he 

spoke to us at MGS Financial. 

After a “get to know you chat” and a “discovery meeting” we understood 

Brian’s objectives and noted that he had certain medical issues that may mean 

that he could qualify for an enhanced annuity rather than the normal standard 

annuity. We approached a range of providers advising them of Brian’s 

condition and to quote accordingly. 

The result was that we almost doubled the annuity offered by Brian’s provider, 

just by getting to know him and offering him fully qualified advice, something 

that is often missing when dealing direct with Providers.  

We ensured that Brian was given a full Retirement options suitability letter 

ensuring he knew exactly why he had been given the advice, along with our 

Final pack, which gave him details of his quote and other important 

information and ensured we completed all necessary forms to ensure that the 

whole process was dealt with in an efficient and professional way. 

Not all clients are like Brian and not all clients get such 

a higher income, in this case Brian had kidney failure, 

but what all clients receive when they come to us is 

Independent, impartial, highly qualified advice based 

on their needs and objectives. 


