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later life advice? 

19 July 2022

For Adviser use only. Not for use with clients.



Who we are



Pru & M&G 
Investments
• Smoothed, planet-friendly 

and Risk Managed funds

• Wide range of OEICs

• Full range of tax wrappers 
and solutions

Platform
• Full asset universe plus 

Model and Bespoke 
portfolios

• Family linking capability 
and pricing

• Run your CIP or CRP 
your way

Account Management

M&G plc is a company incorporated and with its principal place of business in England, and its affiliated companies constitute a leading savings and investments business. M&G plc is the 

direct parent company of The Prudential Assurance Company Limited. The Prudential Assurance Company Limited is not affiliated in any manner with Prudential Financial, Inc, a 

company whose principal place of business is in the United States of America or Prudential plc, an international group incorporated in the United Kingdom.

Technical expertise Thought-leadership



Preventing later life crisis: 3-part series…

2. It’s not going to be £86,000 – getting to grips with care costs.

1. Attorneys – Do they have the power to support effective later life advice?

3. Preparing your knowledge, your advice and your clients for what 
happens at the end & afterwards



Important information - Pru
This presentation is for adviser use only, and is based on our current understanding of taxation, legislation and HMRC practice, all of 
which are liable to change and subject to an individual’s own circumstances.  

Please remember that past performance is not a reliable indicator of future performance.  The rate of growth of funds and any income 
from them cannot be guaranteed.  The value of an investment can go down as well as up and your client could get back less than they have 
put in.  PruFund funds aim to grow your client’s money while smoothing their investment journey.  

The PruFund range of funds all invest in Prudential’s With-Profits Fund, which is one of the largest with-profits funds in the UK.  
However, there are differences across the range of PruFund funds in their objectives and mix of assets, and how PruFund delivers 
returns to investors when compared to other With-Profits business, which means the returns received by investors will vary by fund 
choice.  

Prudential set Expected Growth Rates (EGR); these are the annualised rates your client’s investment would normally grow at.  The EGRs 
reflect our view of how we think each PruFund fund will perform over the long-term (up to 15 years).  Each PruFund fund has its own 
EGR and your client’s investments into a PruFund will normally grow daily by the relevant EGR.  Although we take a long-term view, we 
do review the rates every three months to allow for any changes, which may mean a change in EGR on a quarterly basis, up or down.  
While the EGR reflects our long term view, we need to check that the fund is performing as expected - if not we may need to make an 
adjustment to your client’s fund value, either up or down.  There are limits which set out when an adjustment would be required. The 
value of your client’s investment in a PruFund fund is based on the Smoothed Price, this is the unit price, which grows daily by the EGR.  
We compare the Smoothed Price against the Unsmoothed Price – which reflects the value of underlying assets. If these move too far 
away from one another we need to adjust the Smoothed Price to narrow the gap.  This could be a price increase or a price decrease. In 
certain circumstances we might need to suspend the smoothing process for one or more of the PruFund funds.



Important notice: My Care Consulting

Prudential has no association My Care Consulting and it’s your responsibility to carry out appropriate due diligence on the firms. Other 
services of a similar nature may be available, or may become available. 

Data sharing
As Prudential, My Care Consulting have teamed up to run this seminar, event data and feedback from this seminar will be shared 
between Prudential (part of M&G plc) and My Care Consulting accordingly. By registering and/or attending this seminar you have 
agreed to these terms. For more information on each company's data handling process, please visit their privacy notices on their
websites.



Our learning objectives for session one
Attorney’s – Do they have the power to support effective later 
life advice?
To demonstrate an understanding of:

2.

.

1.

Assessing mental 
capacity and the 

role of the Financial 
Adviser in 

supportive decision 
making

3.

Determine how such 
Powers interact with 
key aspects of later 

life advice and client 
needs

Review the various 
types of 

POAs and the 
common mistakes 

made when people 
make Lasting 

Powers of Attorney



Family Wealth Unlocked 2022

Source: https://www.pruadviser.co.uk/pdf/03/fwu-report-final-version-20-april-2022.pdf?utm_term=weekly_email_campaign_igp_may_2022_seeds&utm_campaign=Weekly%20email&utm_content=email&utm_source=Act-
On+Software&utm_medium=email&cm_mmc=Act-On%20Software-_-email-_-NEW%20and%20exclusive%20intergenerational%20research%20-_-Download%20your%20copy%20of%20the%20Family%20Wealth%20Unlocked%20report

The growing need for intergenerational planning advice

1) 2021 IHT payments to HMRC rise to £5.4bn

2) Longer life expectancy means the next generation will 
now inherit later on average – at age 61

3) Future generations can now expect to inherit  £293bn

Intergenerational planning can be at its most effective 
when involving more generations than the one currently 
“caretaking” the wealth (those currently owning and 
holding it for future generations). It needs to work at five 
levels….



The five key dimensions of intergenerational planning

Source: https://www.pruadviser.co.uk/pdf/03/fwu-report-final-version-20-april-2022.pdf?utm_term=weekly_email_campaign_igp_may_2022_seeds&utm_campaign=Weekly%20email&utm_content=email&utm_source=Act-On+Software&utm_medium=email&cm_mmc=Act-
On%20Software-_-email-_-NEW%20and%20exclusive%20intergenerational%20research%20-_-Download%20your%20copy%20of%20the%20Family%20Wealth%20Unlocked%20report



What are different generations’ biggest financial concerns 
today?

Source: https://www.pruadviser.co.uk/pdf/03/fwu-report-final-version-20-april-2022.pdf?utm_term=weekly_email_campaign_igp_may_2022_seeds&utm_campaign=Weekly%20email&utm_content=email&utm_source=Act-
On+Software&utm_medium=email&cm_mmc=Act-On%20Software-_-email-_-NEW%20and%20exclusive%20intergenerational%20research%20-_-Download%20your%20copy%20of%20the%20Family%20Wealth%20Unlocked%20report

Inflation Modeller Smoothed returns Second seminar!

CRP & Process
3T support 

Tech, Tools & Trusts



Source:  https://www.fca.org.uk/publication/consultation/cp21-36.pdf

Consumer Duty 
Structure

Structure of the consumer duty



PFS Good Practice Guide 
11.  Building a robust review process
Critical questions
• Is it meeting stated objectives, priorities & expectations?
• Is the chosen level of income still sustainable?
• Is the investment strategy still suitable?

Other questions;
• Clients health?
• Clients objectives still realistic?
• ATR & C4L?
• Annuity trade off against mortality drag
• Are the minimum income requirements still being met?
• Has the clients cognitive abilities deteriorated?
• POA in place?
• Expression of wish for death benefits ‘hard wired’
• Changes in relevant legislation

Source:  www.thepfs.org/media/10120167/good-practice-guide-advised-pension-income-drawdown.pdf



Do you have a protocol for using Power of Attorney’s in respect of 
retirement advice?

POLL TIME – Power of Attorney

A. Yes
B. No



Attorney’s – Do they have the 

power to support effective later life 
advice?

Tony Miles, MBA, DipPFS

Technical Director, My Care Consultant
Board member of the Financial Vulnerability Taskforce



Learning Objectives

1. Assessing mental capacity and the 

role of the Financial Adviser in 

supportive decision making

2. Review the various types of POAs and the common 

mistakes made when people make Lasting Powers 

of Attorney

3. Determine how such Powers interact with key 

aspects of later life advice and client needs



The Journey of the Ageing Mind

Normal 

cognitive 

ageing
Mild cognitive 

impairment 

(MCI) Age-related 

pathological 

change



The Journey of the Ageing Mind



The Journey of the Ageing Mind

“... Due to their cognitive 

complexity, financial skills are 

the functional skills first affected 

by and most vulnerable to 

cognitive ageing and dementia”

Dr Daniel Marson

World Economic Forum Global Agenda 

London 3rd February 2016

https://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiMsKSGptzKAhWJfRoKHXuiANIQjRwIBw&url=https://www.uab.edu/medicine/neurology/faculty/a-z/marson&psig=AFQjCNFOpnViVdnZnFcPThtD_fq66dPGiw&ust=1454613046395925


So, what should we do as advisers?

Understand the fundamentals of capacity

Establish processes and protocols for clients re all stages of 
cognition. 
1. Understand the MCA, mental capacity assessment process and 

establish a professional network

2. An overarching ‘code of practice’ 

3. Client Advocate/ Diminished Capacity Letter

4. Lasting Powers of Attorney



So, what should we do as advisers?

Establish processes for situations where you have reasonable 
concerns about a clients capacity to make a decision

Establish collaborative relationships with independent mental 
capacity assessors





www.careboxonline.co.uk/free-trial/





Learning Objectives

1. Assessing mental capacity and the role of the 

Financial Adviser in supportive decision making

2. Review the various types of 

POAs and the common mistakes 

made when people make Lasting 

Powers of Attorney
3. Determine how such Powers interact with key 

aspects of later life advice and client needs



Ordinary 
Power of 
Attorney

Enduring 
Power of 
Attorney

Lasting Power 
of Attorney

Ordinary 
Power of 
Attorney

Enduring 
Power of 
Attorney

General Power 
of Attorney

Continuing 
Power of 
Attorney

Welfare Power 
of Attorney

Combined 
Power of 
Attorney

Ordinary 
Power of 
Attorney

Enduring 
Power of 
Attorney

Lasting Power 
of Attorney





Common Mistakes

1. Instructions and preferences (LP12)
2. Signing in the wrong order
3. Ineligible Information
4. Changed Information
5. Missing information
6. Incorrect name spellings
7. Binding
8. Being contradictory
9. Invalid, unworkable or illegal instructions

(Source: OPG)



Learning Objectives

1. Assessing mental capacity and the role of the 

Financial Adviser in supportive decision making

2. Review the various types of POAs and the common 

mistakes made when people make Lasting Powers 

of Attorney

3. Determine how such Powers interact 

with key aspects of later life advice 

and client needs



Interacting with Later Life Advice

1. Pension Freedoms

2. Equity Release

3. Investments

4. Non regulated care advice

5. LPAS and Wills

6. Business assets

7. IHT Planning



Pension Freedoms

“So what does this have to do with the Office of the Public 
Guardian? The issue is about the necessary ongoing 
management of drawdown products and ensuring that 
the policyholder is capable of doing it and/or has put 
plans in place for when they’re no longer able to. We 
would like to see providers of drawdown pension products 
informing customers about the property and financial 
affairs LPA and regularly reviewing their customers’ 
capability.”

OPG Blog, 24th October 2016



Pension Freedoms

‘Clearly the time to set 
up a Lasting Power of 
Attorney is well before 
it is needed and 
adviser firms should 
highlight this to their 
clients. Consideration 
should also be given to 
a disclaimer being 
signed at the outset if 
the client chooses not 
to elect an LPA’



Equity Release

9. If your customer does not have a Power of Attorney, have 
you recommended that they seek advice from a Solicitor or a 
Suitably Qualified person?

10. Have you advised joint customers that access to the 
drawdown facility will be removed in the event of either 
party losing mental capacity, without a registered Power of 
Attorney?



Investments

‘My attorneys may transfer my 
investments into a discretionary 
management scheme. Or, if I 
already had investments in a 
discretionary management scheme 
before I lost capacity to make 
financial decisions, I want the 
scheme to continue.  I understand 
in both cases that managers of the 
scheme will make investment 
decisions and my investments will 
be  held in their names or the 
names of their nominees.’



‘An attorney or deputy for property 
and financial affairs does not have 
the authority to give consent or
make health and welfare decisions’

Age UK factsheet FS20 October 2021 , Pg 10

Non Regulated Care Advice



‘An attorney holding a Lasting 
Power of Attorney (either 
Property and Affairs or 
Health and Welfare) (LPA) or 
a court-appointed deputy 
should be able to access 
relevant medical records of 
the vulnerable adult. 
Attorneys need to be able to 
make decisions in P’s best 
interest as their legal 
representative. ‘





LPAs and Wills

Janet
(Donor) 

Emma 
(Attorney)

Kevin
(Nephew)

Rose
(Daughter)



Are Attorneys entitled to see a Donors Will?

1. The type of POA

2. The terms of the POA 

3. The Donor’s mental capacity

4. The duties of the person holding the will



Business LPAs?



www.fvtaskforce.com





POA and IHT planning



43

Gifting

Can they 

make gifts?

Attorney or 

court appointed 

deputy?



What is a “gift”?

• Making an interest free loan

• Placing money into a trust

• Sale of an asset at undervalue

• Varying an inheritance by DOV

Cash Property Investments Possessions “Presents” 



Can you make gifts? (England and Wales)

Reasonable amounts

Family, friends, charities

Customary occasions

Gifts in excess of powers 

require COP approval

De minimis exceptions 

• Life expectancy less 
than 5 years

• £325K
• £3,000
• £250 x 10 max



Can you make gifts? (Scotland)

The POA may grant gift 

making powers, including 

the use of trusts

Gifts in excess of powers 

require Public Guardian 

approval

Small gifts 
(under £100)



19/07/202247

Useful info



Support from 
Prudential

https://www.pruadviser.co.uk/knowledge-literature/insights-hub/igp-hub/



Source https://www.pruadviser.co.uk/tools-calculators/

Support 
from 
Prudential



Our learning objectives for session one
Attorney’s – Do they have the power to support effective later 
life advice?
To demonstrate an understanding of:
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Preventing later life crisis: 3-part series…

2. It’s not going to be £86,000 – getting to grips with care costs.

1. Attorneys – Do they have the power to support effective later life advice?

3. Preparing your knowledge, your advice and your clients for what 
happens at the end & afterwards
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Preventing Later Life Crisis Virtual Seminar series

Part 1: Attorneys 

Thank you for joining us

19 July 2022
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