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@ @ @ How to navigate this module

Bef tart v : : ' iti '
O Before youstar This module is not like traditional learning modules.

1. Navigating this module
2. Welcome You won't be forced to start at the

3. Apout Australian ‘beginning’ and finish at the ‘end.

Retirement Trust _ _ _
Yes, all topics follow a logical order, so if

4. Whatyou needtoknow , _
you're the type of learner who likes to read

€3 Building a solution > everythingin a learning module, then you'll
@ Feat Hbenafit N be able to scroll through the topics in order
eatures an enerits . . .
or using the navigation buttons. Go to next page
Receiving payments > _ ,
Ipey However, if you're the type of learner who Gobacktothe '
@ Otherinformation > ikes to choose what you learn first, then Home page

you'll be able to navigate straight to the

o P topics you wish to view, meaning you can SRS R

@ Case studies > complete the topics in any order at any time.
Module resources > Obviously, to have a thorough
understanding of the Lifetime Pension, e I
we recommend that you view all topics. on next page

This contemporary navigation style gives
you the freedom to complete this module
when and how you'd like.

The Product Disclosure Statement for
Income Account and Lifetime Pension
(PDS) will need to be considered prior to
recommending this product to your clients.
The PDSis available on the QSuper website
at gsuper.gld.gov.au/PDS

Help
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Welcome

This is an introduction to Australian
Retirement Trust's Lifetime Pension
product - part of our suite of retirement
iIncome solutions.

This module is not an exhaustive manual however once you have
viewed all the following topics, you'll be able to determine:

@ What the Lifetime Pensionis and how it works

@ Who may be suitable for this product, and why

@ How our Lifetime Pension can benefit your clients WIS B NN G- <

6 Where you can find additional information and resources
(which will be linked for your convenience).

@ We hope you enjoy your learning!

¥ Continued on next page




@ @ @ Time to pause and reflect...

Bef tart ' '
@ Bcforeyousstar v We want this module to prov|de

1. Navigating this module you with more than just product

2. Welcome information.
3. About Australian

Retirement Trust

These fields are editable, so you can capture your thoughts:

We also want it to help you identify
situations where our Lifetime

4. Whatyou need to know

Buildi luti > : :
@ Buldingasolution Pension product may be suitable
@ Featuresandbenefits > and who it may be suitable for.
© Receiving payments ? You'll see pages like this throughout the
© Other information S module. These reflection points provide
opportunities for you to think about your
How to purchase ? clients and their circumstances, and how you
@ Case studies N may wish to incorporate the Lifetime Pension
into your client strategies.
Module resources >

6 Please note: To be able to edit

these fields, you will first need to
download and save this document.

Help
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o Before you start v

Navigating this module

2. Welcome

3. About Australian
Retirement Trust

4. Whatyou need to know

@ Building a solution >

Q Features and benefits >

@ Receiving payments >
o Other information >
How to purchase >
@ Case studies >

Module resources >

Help

About Australian Retirement Trust

For over 100 years, QSuper has supported members to enjoy their retirement.

l- More choice

Whether your clients want

the flexibility of being able to
withdraw money at any time
from our Retirement Income
account, or the peace of mind of
receiving an income for life from
a Lifetime Pension, we offer a
range of retirement products you
and your clients can tailor to their
individual goals.

~

Seamless online management

Managing retirement income

is easy. Our members can use
Member Online to update their
personal and bank details, and
check their account balance and
transactions.

a—

@

Guidance and support

We're committed to helping our
members make informed decisions
about their super, so they can make
the most of their retirement.

You also have access to
exclusive seminars and support
over-the-phone or face-to-face.

N

()

Supporting your expertise

As one of the largest super funds
in the country, we have the scale,
strength and momentum to
continue to promote the value
of quality financial advice for all
Australians.

¥ Continued on next page




@ @ @ We support our members to enjoy their retirement

o Before you start v

1. Navigating this module -
One of Australia’s

2. Welcome
largest super funds

3. About Australian
Retirement Trust

4. Whatyou need to know

@ Building a solution >
@ Featuresandbenefits A range of investment No fees to switch Income
&) Receiving payments > options to choose from account investment options
o Other information >
How to purchase >
@ Case studies >
Module resources 5 Access to seminars for

Flexibility and peace of mind with
our range of retirement solutions

financial advisers

A bonus at retirement, to support
our members' retirements?

Support for independent financial
advisers over-the-phone

1 Eligibility criteria apply. Refer to the Accumulation Guide for more information.

Help



@ @ @ Information you need to know

Bef tart
O sefore yousstar v Purpose of content

1. Navigating this module _ _ _ o _ _
The content contained in this module is intended to assist financial

advisers to provide advice on this product. The Product Disclosure
Statement for Income Account and Lifetime Pension (PDS) will need to be
considered prior to recommending this product to your clients.

2. Welcome

3. About Australian
Retirement Trust

4. What you need to know

@ Building a solution 5 Theinformation in this module is accurate at the date of issue and is
provided as a user guide only, using sources that we believe are reliable and
@ Featuresandbenefits > accurate at the date of issue but may be subject to change.
@ Receiving payments > .
Case studies
0 Other information > o _ _ _ _
The case studies in this document are provided for illustrative purposes
How to purchase > only. The members shown are not real and all figures have been rounded
for ease of understanding and assumes all eligibility criteria has been
@ Case studies > .
satisfied.
0 Module resources >

About this module

This module and all our products are prepared and issued by Australian
Retirement Trust Pty Ltd (ABN 88 010 720 840, AFSL 228975) as trustee
for Australian Retirement Trust (ABN 60905 115 063). Any reference

to "QSuper”is areference to the Government Division of Australian
Retirement Trust. Thisis general information only, so it does not take into
account your client's personal objectives, financial situation, or needs.

You should consider whether the product is right for your client by reading
the relevant product disclosure statement (PDS) and Target Market
Determination available at gsuper.gld.gov.au/PDS or by calling us on 1300
360 750 to request a copy.

Help
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o Before you start >
@ Building a solution v
1. Introduction

2. Ourproducts

3. Eligibility

4. Howitdifferstoan

Income account

Efficient use of capital
Layered income strategies
How it works

How it differs from an annuity

° 2@ N W

Income for life

Q Features and benefits >

@ Receiving payments >

e Other information >

How to purchase >

@ Case studies >

Module resources >
Help

Lifetime Pension

Why the introduction of a Lifetime Pension?

Changes to legislation have resulted in the opportunity for
forward-thinking superannuation funds to help your clients maximise
on their retirement income through a new product category called
Innovative Retirement Income Stream (IRIS).

The new product category is a cross between an
Annuity and an Account Based Pension (ABP).

Spending needs are known to be higher in the earlier years of retirement
and generally reduce over time,' however we see that many of our
members take the minimum drawdown from their account-based
pension. This means that theirincome usually increases over time, as the
minimum drawdown percentage increases and their balances rise.

Thisis why we have introduced the Lifetime Pension, to reduce the
longevity risk for your clients. Whilst our Lifetime Pension will pay your
clients anincome for the rest of their lives, there are restrictions to
withdrawals, further details are available in the Receiving payments
section under Withdrawals in the navigation on the left.

[T your clientis aged 60 or over, there may also be financial benefits
relating to these income streams, such as tax exemptions during
retirement. Your clients may also receive favourable Centrelink treatment,
which means they may be able to qualify for a higher Age Pension (subject
to eligibility). For more information on Innovative Retirement Income
Streams, please visit the ATO website.

1 Actuaries Institute, 2019, 'Spend your age, and a little more, for a happy retirement’, Actuaries Institute media releases.




@ @ @ Build aretirement income solutio

Before you start > .
o ’ We have has two retirement products that your
@ Buidingasoluton v clients can choose from to manage their super in
1. Introduction the pension phase.
2. Ourproducts . ] .
5. Elgibit These are designed to be used together for a retirement income

' | y solution, or they can also be used separately.

4. Howitdifferstoan

Income account
5. Efficient use of capital o
6. Layeredincome strategies Y.,
7. Howitworks lgl \.\.:
8. How tdiffers from an annuity
9. | for lif . e .

e Retirement Income account Lifetime Pension
Q Features and benefits > _ , P . . . .

With our Retirement Income account, Lifetime Pension will provide your clients
(&) Receiving payments > your clients can turn their superinto a with the peace of mind of regular, tax-free
regularincome and choose how their income payments for the rest of their
e Other information > o . : : .
money is invested. They can also make life, and for the life of their spouse, if
How to purchase > lump sum withdrawals. applicable/eligible.
@ cCase studies > This product is an account-based There may also be advantages for
pension. Age Pension means testing.
Module resources >
Help | _,
(PR ALY, oo

o~ -..‘\#%-:ﬁ”'



© ® ®

Eligibility for the
Lifetime Pension

o Before you start >
@ Building a solution %
Your clients can start a Lifetime Pension between
1. Introduction . . .
2 Ourproducte their 60th and 80th birthdays if they meet one of the
3. Eligibility following conditions:
4. How itdifferstoan

Income account

They havereached age 65
Efficient use of capital
Layered income strategies They have permanently retired

How it works

How it differs from an annuity

W O N O Wn

They have ceased an employment arrangement
on or after age 60

Income for life

Q Features and benefits >

They have met another condition of release previously

Receiving payments >
approved by the Trustee
0 Other information >
How to purchase N They are an eligible recipient of a superannuation
death benefit.
@ Case studies >
Module resources >

Your clients need a minimum of $10,000 to purchase
a Lifetime Pension.

Help




@ @ @ How it differs to an Income account A

Bef tart > . . . e - . .
© Beforeyoustar The table below highlights the differences between the Lifetime Pension and Retirement Income account.
@ Building a solution v o _ _ _ _
't is important to note that these products are designed to be used together for a retirement income solution, although they can also be used on
1. Introduction their own.
2. Ourproducts
3. Eligibility Product features Retirement Income account Lifetime Pension
+ :'r"z‘gr: ed;f:;i:‘i an Fortnightly payments for life v
5. Efficient use of capital Money-back protection J
6. Layeredincome strategies
2 Low it works No restrictions on withdrawals v
:' lHOW ! d;ﬁelr_i from anannuity Binding death benefit nomination v v
. ncome 1or lire
@ oot bt . Investment choice available v
eatures an enertmts
© Receiving payments N Potential to grow your capital v
@ Other information N Reversionary options Reversionary beneficiary nomination Spouse protection option
How to purchase N Payment options Fortnightly, monthly, quarterly, half-yearly, yearly Fortnightly
@ Case studies S Age Pension income test Deemed income based on balance 60% of actual income
: 60% of purchase price until age 84, and
Module resources > | ’
Age Pension assets test Current balance hen 30% thereafter!
Exiting the product At any time Only during the six-month cooling-off period

Continued on next page
1 Under the means test rules dated 1 July 2019, 60% of the purchase price is assessed until you reach the life expectancy for a
65-year-old male (currently 84-years-old), or a minimum of five years, and 30% thereafter.

Help
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o Before you start >

@ Building a solution v

Introduction
Our products
Eligibility

H W N =

How it differs to an
Income account

Efficient use of capital
Layered income strategies
How it works

How it differs from an annuity

° 2@ N o W

Income for life

Q Features and benefits >

@ Receiving payments >
e Other information >
How to purchase >
@ Case studies >

Module resources >

Help

Time to pause and reflect...

Thinking about your clients, which situations might make a client more suited
to an Income account, a Lifetime Pension, or both products?

Income account Lifetime Pension Income account & Lifetime Pension

I




@ @ @ A more efficient use of capital

Before you start > . ’ . . . . .
o ™ Your client’s retirement is unique to them, which is why we offer products
@ Buildinga solution v and services to help you, as their adviser, build a layered retirement
1. Introduction income strategy that suits their specific needs.
2. O d . o . | - .
Jrproducts Our Lifetime Pension is intended to fit well into a layered income strategy by providing your clients
3. Eligibility | | - |
with the certainty that at least part of their income will never run out.
4. Howitdifferstoan
neome account Spending needs are known to be higher in the earlier years of retirement and generally reduce
5. Efficient use of capital over time,! however we see that many of our members take the minimum drawdown from
6. Layeredincome strategies their account-based pension. This means that their income usually increases over time, as the
7. Howitworks mMinimum drawdown percentage increases and their balances rise.
8. How tdiffers from an annuity
9. Income for life Industry research
shows us that this
Q Features and benefits > behaviour often GE)
@ Receiving payments > stems f_rom a fear 2
of running out <
e Other information > of money, rather qi_)
than their desired >
) Howt h > Q
© Howtopurchase spending needs.? —
@ Case studies >
Module resources ? Active Passive Frail
Age
Typical experience ® Desired experience

1 Actuaries Institute, 2019, 'Spend your age, and a little more, for a happy retirement, Actuaries Institute media releases.
2 National Seniors Australia, 2020, 'Retirement income worry: Who worries and why?' (January).

Help




@ @ @ It's all about the layers

Bef tart > . . . . . . . .
Q Before youstar As the Lifetime Pension provides an income for life, it can be used alongside an account-based
@ Buildinga solution v pension to offer your clients the certainty that their income will never run out.
1. Introduction
2. Ourproducts
3. Eligibility Retirement income building blocks
4. Howitdifferstoan

Income account

5. Efficient use of capital
6. Layeredincome strategies
7. Howitworks
8. Howitdiffers from anannuity Age Lifetime Income
2 [ncomeforie Pension Pension account
Q Features and benefits >
@ Receiving payments >
e Other information >
Safety net Income for life Income for lifestyle
How to purchase >
. Basic standard of living « Fortnightly payments « Flexibility and control
@ Case studies > M . : :
- Meanstested, soit  Providedfor life « |Income and
Module resources > increases if other - Mayincrease eligibility investment choice
income decreases. for the Age Pension. . Funds could be

consumed in full.

¥ Continued on next page

Help



@ @ @ Layered income in retirement

o Before you start > . .
Income in retirement.
% Building a solution v o _ _ _ _ _ _ _
By combining the below income sources, your clients can cover their needs and wants and help achieve and maintain their
1. Introduction retirement lifestyle. Below is an example of how they might use their different sources of income.
2. Ourproducts
3. Eligibility _
4. Howitdifferstoan Lifetime Pension Age Pension RECECMENEIRCOME Other income sources
Income account account
5. Efficient use of capital
6. Layeredincome strategies
2 How it works Regular income paid for life Flexible payments and accessible funds
8. Howitdiffers froman annuity Income to pay for the things your clients cannot Income to pay for the things that improve your clients
9. Incomeforlite live without, such as: standard of living, such as:

Q Features and benefits >

(&) Receiving payments > @ Housing Transportation Meals out Regular coffees
6 Other information >
(%) Howt h >
© Howtopurchase @ Utilities @ Food @ Long travel Leisure
@ Case studies >
{} Module resources >
@ Clothing @ Medical expenses @ SIS and. Weekends away
memberships

¥ Continued on next page

Help
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@ @ @ Layered income in retirement T

Bef tart > : - : . . : : : :
© scefore youstar Your clients can utilise more of their account-based pension in their earlier, more active years, by drawing
@ Buildinga solution v down to meet an income goal, rather than only taking the minimum.
1. Introduction This could provide your clients with a higher and more stable income throughout retirement. By using a layered retirement income strategy, they
2. Our products can amortise their balance over their lifetime, and avoid the need to fund their retirement using the investment earnings of their account-based
3. Eligibility pension, due to the fear of it running out.
4. Howitdifferstoan

Income account

5. Efficient use of capital

6. Layered income strategies Without Lifetime Pension With Lifetime Pension

7. Howitworks

8. How tdiffers from an annuity

9. Income for life

Q Features and benefits > @ 0
& &

@ Receiving payments > e O
O O
C C

e Other information > i —
(o] O
) )

How to purchase > - E
C

@ Case studies > < <

Age
Module resources >

® AgePension @ Account-basedpension @ Lifetime Pension

Note: These graphs are for illustrative purposes only and are not based on actual or expected income. They demonstrate how the Lifetime Pension may be used as part of a layered income strategy.

Help



@ @ @ Time to pause and reflect...

o Before you start > . -
List some common concerns of your clients.
@ Building a solution v
« What are your : : : :
1. Introduction clients wgrrie g Essentials Discretionary Desires
2. Ourproducts aboutin Necessary expenses to meet Ongoing or ad-hoc expenses that may not The things your clients want
3. Eligibity retirement? financial commitments. be necessary, but support quality of life. to doinretirement.
4. Howitdifferstoan
Income account « What keeps them
5. Efficient use of capital awake at night?
6. Layeredincome strategies o
| « What'simportant
7. Howitworks ]
- | tothemin
8. How itdiffers from an annuity .
retirement?
9. Income for life
e Listsome
Q Features and benefits >
common
(&) Receiving payments > expenses that
your clients
e Other information >
are concerned
How to purchase > about Covering in
retirement.
@ Case studies )
Module resources >

Help




@ @ @ How the Lifetime Pension works

Bef tart > . . . " . .
© seforeyoustar We have combined our investment and retirement expertise to offer this retirement product

@ Building a solution v for your clients.

Introduction The productis designed to generally increase payments over time to assist with rising costs of living. However, payment
Our products amounts are adjusted each year to reflect the investment performance of the pool and other factors, such as mortality

Eligibility experience, fees and costs. This means payments may go up or down.

How it differs to an
Income account

H W N =

Efficient use of capital
Layered income strategies e m TR Ea
How it works

How it differs from an annuity

° 2@ N W

Income for life

Q Features and benefits >

Lifetime .
@& Receiving payments > Purchase amount P _ Fortnightly payments
. . ension
@ Otherinformation > When your clients purchase a They will then receive payments
How to purchase N Lifetime Pension, their purchase pOOl from this pool of money for the rest
amount will be combined with of their life, even after their initial
@ Casestudies > the money of other Lifetime , purchase price has been exhausted.
Pension members and managed by N i
Module resources > _ _ N R
Australian Retirement Trust. .. -

~ -
———————

Help



@ @ @ How it's different to an annuity

Bef tart > . . cr a . . . . . .
© seforeyoustar Unlike an annuity, Lifetime Pension payments are investment-linked and are designed to provide a higher
@ Buidingasoluton v payment amount than an annuity.

L. Introduction However, this means that payment amounts are not guaranteed, and they may be adjusted up or down annually, based on the investment and
2. Ourproducts mortality experience of the pool.

3. Eligibility

4. How it differstoan Lifetime Pension Annuity

Income account J
5. Efficient use of capital Income for Life J _

6. Layeredincome strategies (OptIOﬂ)
7. How it works Single or Joint Life v v
8. Howit differs fi it _
e e omananntty Assets test discount v v
9. Income for life
Q Features and benefits > EURIEITIREE] [E1EE J
© Receiving payments N CPl/Indexation option v
e Other information > J
: Market-linked to the Balanced Risk-Adjusted
Market-linked
How to purchase ? investment option for Retirement Income accounts,
@ Case studies S meaning payments can go up or down.
Module resources > Term option J
No access to funds after
Access to funds/commutable | . . v
six-month cooling-off period.
Death benefit o v | v
Returns initial investment, less payments made.! Option up to 100%

1 This benefitis known as money-back protection and is subject to the legislative maximum known as the Capital Access Schedule (CAS).
Help ¥ Continued on next page



@ @ @ Time to pause and reflect...

o Before you start >

@ Building a solution o How would you explain the benefits of a layered income What types of clients do you feel would be more "
approach and strategy to your clients? supported by this layered approach?

1. Introduction

2. Ourproducts

3. Eligibility

4. Howitdifferstoan

Income account

5. Efficient use of capital

6. Layeredincome strategies

7. Howitworks

8. How itdiffers from anannuity

9. Income for life

Q Features and benefits >

@ Receiving payments >

0 Other information >

How to purchase >

@ Case studies )
Module resources >

Help




@ @ @ How we provide an income for life

Bef tart > i . .
© Beforeyousstar You and your clients can be assured that the Lifetime
@ Buildinga solution v Pension will continue to pay an income for the life of
1. Introduction your client, however long they live.
2. O d | |
. Er“f;f U We can offer this because the pool will be rebalanced each year to
4' H'g' .'t'dy_ﬁ t capture changes in estimated future Lifetime Pension payments that
. oW | rrers to an
Ineome account the assets can support.
5. Efficientuse of capital The level of assets and liabilities fluctuate based on the investment and
6. Layeredincome strategies mortality experience of the pool. The annual adjustment to the income
7. Howitworks amount is made so that all Lifetime Pension members can rely upon
8. Howit differs from anannuity receiving income for as long as they live.
9. Income for life

In addition, money-back protection is paid as a death benefit (if
@ Featuresandbenefits > applicable) and is paid from the proceeds of insurance benefits from a
pooled life policy issued by ART Life! to the Trustee.

@ Receiving payments >
0 Other information >
How to purchase >
@ Case studies >
Module resources >

1 The death benefit payment is paid from the proceeds of insurance benefits by ART Life Insurance Limited (ABN 79 607
345853, AFSL 483057) through a pooled life policy issued to the Trustee. ART Life is a registered life insurance company,
and is ultimately owned by Australian Retirement Trust Pty Ltd (ABN 88 010 720 840, AFSLL 228975) as trustee for Australian
Retirement Trust (ABN 60905 115 063).

Help
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o Before you start >

@ Building a solution v

Introduction
Our products
Eligibility

H W N =

How it differs to an
Income account

Efficient use of capital
Layered income strategies
How it works

How it differs from an annuity

° 2@ N W

Income for life

Q Features and benefits >

@ Receiving payments >
e Other information >
How to purchase >
@ Case studies >

Module resources >

Help

How we provide an income for life

Over 2.3 million Australians trust
us to take care of more than $280

billion of their retirement savings.

We're here to help our members
retire well with confidence.

The underlying investmentis within the
Balanced Risk-Adjusted investment option
for Retirement Income accounts.

¥ Continued on next page

2.3 million members

$280 billion funds under administration

< \ ’ A fund that works for members
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o Before you start >
@ Building a solution v
1. Introduction

2. Ourproducts

3. Eligibility

4. Howitdifferstoan

Income account

Efficient use of capital
Layered income strategies
How it works

How it differs from an annuity

° 2@ N o W

Income for life

Q Features and benefits >

@ Receiving payments >
e Other information >
How to purchase >
@ Case studies >

Module resources >

Help

Time to pause and reflect...

Here are some common questions that have been raised about the Lifetime Pensionin

seminars. Feel free to add your own on the right for future reference.

Q.
A.

How can you provide an income for life? How does this work?

You and your client can be assured that the Lifetime Pension will continue to pay anincome
for the life of your client, however long they live.

We can offer this because the pool is rebalanced each year to capture changes in our
calculation of the future payments that the Lifetime Pension assets can support. The level of
assets and liabilities naturally fluctuate based on how many members remain in the product
pool (mortality experience) and the investment performance of the pool. So that all Lifetime
Pension members can rely upon receiving income for as long as they live, the amount of
income is adjusted up or down each year (see 'annual adjustment’in the navigation panel for
more detail).

Is the income guaranteed to increase?

No. Payment amounts are set for the financial year and are adjusted up or down on an annual
basis. For more information on this annual adjustment, check the question above or read
the Product Disclosure Statement for Income Account and Lifetime Pension (PDS).

. What fees and costs are involved?

All fees and costs are deducted from the pool, so there is no direct cost to your clients.

There are no additional fees, as these have been taken into account when calculating the
financial results of the product each year, including administration, investment, and insurance
fees and costs. Further details are available in the Product Disclosure Statement for Income
Account and Lifetime Pension (PDS).

Are there other questions that you feel
your clients may ask about the Lifetime
Pension?
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@ Beforeyoustart >

@ Building a solution >

Q Features and benefits v

1. Features

2. Income and assets test

3. Taxation

4. Retirementbonus

5. Exiting the product

6. Money-back protection

7. Capital access schedule

8. Cooling-off period

@ Receiving payments >
0 Other information >
How to purchase >
@ Case studies >

Module resources >

Help

Features of the Lifetime Pension

Lifetime Pension for a lifetime of peace of mind...

)

Spouse protection

When your clients purchase a Lifetime Pension, they can choose

to have payments continue to be paid to their spouse when they
pass away by choosing the spouse protection option. Your client,
and their spouse, will therefore receive anincome for life, regardless
of who lives the longest. The initial payment rate will be based on the
younger spouse’s age, and both people must be aged 60 or over.
Payment rates are smaller where the spouse protection optionis
selected, as the income stream is covering two lives. Further details
on the payment rates are available in the ‘receiving payments’
section of this module.

Your clients can only make a reversionary spouse nomination when
they purchase their Lifetime Pension, and nominations can't be
added or changed afterwards. In the event of a new relationship, the
primary member's new spouse cannot be added to their existing
Lifetime Pension. However, they can purchase additional Lifetime
Pension(s) and add their new spouse under the spouse protection
option. Australian Retirement Trust uses the definition of 'spouse’ as
per the Superannuation Industry (Supervision) Act 1993 ("SIS Act”).

Your client's spouse will still need to meet this definition at the time
of your client's death in order for payments to continue to them.

Income for life

A Lifetime Pension will provide your clients with an income for life,
and their spouse’s life (if the spouse protection option is chosen),
no matter how long they live, and even if this is past their life
expectancy. This means that your clients don't have to choose a
term or worry about running out of income.

.

Tax benefits

As clients are 60 or over (which they must be to purchase a
Lifetime Pension), payments from their Lifetime Pension will be
tax-free. Investment earnings within the Lifetime Pension pool are
also tax exempt.

¥ Continued on next page
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Features of the Lifetime Pension

Lifetime Pension for a lifetime of peace of mind...

Money-back protection

If your clients choose the Lifetime Pension
single option and they pass away before
receiving payments equal to their purchase
price, the difference is payable as a death
benefit to their beneficiaries.

Money-back protectionis also payable if
the spouse protection option s selected
and both your client and their spouse pass
away prior to receiving payments equal to
the initial purchase price.

This benefitis limited to a legislative
maximum known as the capital access
schedule, which is explained further in this
module.

1 This benefitis subject to a statutory maximum as set by the Capital Access Schedule (CAS). The CAS limits the proportion of the initial purchase price that may be returned.

Age Pension benefits

Your clients will receive a 40% discount
on the Age Pension assets test for
monies used to purchase, and income
received, from a Lifetime Pension. This
means your clients may receive higher
Age Pension payments than they

may otherwise have qualified for, or
become eligible for the Age Pension and
Commonwealth Seniors Health Card, if
they were previously ineligible.

The table on the following page shows
how our retirement products count
towards the income and assets tests
when assessing eligibility for the Age
Pension. Walter's story (under the ‘case
studies’ tab in the navigation panel)
provides an example for context.

K

Cooling-off period

Your clients have six months from when
their Lifetime Pension starts to decide if
the product is right for them.

Outside this period, your client or their
beneficiaries may be eligible to access any
remaining funds in the case of a terminal

medical condition or in the event of their
death.!

After the six-month cooling-off period,
the Lifetime Pensionis a permanent
purchase and no voluntary withdrawals
can be made.




@ @ @ Income and assets test discount

o Before you start >

Concessional treatment commenced 1 July 2019

€3 Building a solution > _ _ _
To encourage people to start using new retirement products like our

@ Featuresandbenefits v Lifetime Pension, the Australian Government treats this retirement
product differently to an Income account when working out how much

1. Features . . .
Age Pension your clients can receive.
2. Income and assets test
3. Taxation Not all of your client's money used to purchase a Lifetime Pension will
4. Retirement bonus be counted towards their income and assets tests. This means that by
5. Exiting the product purchasing a Lifetime Pension, your clients could potentially receive
6. Money-back protection some Age Pension payments, when they would otherwise have not
7. Capital access schedule qualified for any at all.
8. Cooling-off period
&) Receiving payments > The table below shows how our retirement solutions count towards the
_ _ income and assets test when assessing eligibility for the Age Pension.
e Other information >
How to purchase > Income test Assets test P d
Q Case studies > . : Y 5'
Deemed income i
Income account Current balance J ,
Module resources > based on balance
09 e - These benefits are also explained in
. o of the initial purchase ; .
L : 60% of the income | L P : Walter’s story, under the ‘Case studies
Lifetime Pension | | price until life expectancy : ...
received is assessed . tab in the navigation panel to the left.
and 30% thereafter
.;.-" { ..
* L | %
A =%
1 Under the new means test rules, 60% of the purchase price is assessed until the -
member reaches the life expectancy for a 65-year-old male (currently 84-years-old), .
or a minimum of five years, and 30% thereafter. Current life expectancy tables can be ' Continued on next page
Help found on the Australian Bureau of Statistics website at abs.gov.au gl

o



@ @ @ Time to pause and reflect...

o Before you start >

@ Building a solution 5 What percentage of your clients would What types of clients would take up Why is the Lifetime Pension spouse
be interested in the Lifetime Pension the spouse protection option? protection option important

@ Featuresandbenefits v spouse protection option as opposed in your client strategy?
th: the siigle option’?p PP Why do you think it would be important

1. Features ' to them — what would they tell you?

2. Income and assets test

3. Taxation

4. Retirementbonus

5. Exiting the product

6. Money-back protection

7. Capital access schedule

8. Cooling-off period

@ Receiving payments >

e Other information >

How to purchase >

Q Case studies >

Module resources >

Help




@ @ @ Time to pause and reflect...

o Before you start >

@ Building a solution 5 How do you feel your clients would be affected by How do you feel your clients may benefit from the
the current economic climate? Lifetime Pension product?

Q Features and benefits v

Features

Income and assets test
Taxation

Retirement bonus
Exiting the product
Money-back protection

Capital access schedule
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Cooling-off period

Receiving payments >

Other information >

How to purchase >
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Case studies >

Module resources >

Help
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7. Capital access schedule

8. Cooling-off period
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0 Other information >

How to purchase >

Q Case studies >
Module resources >

Help

Taxation

There are limits on how much
super can be transferred into a
Lifetime Pension. This limitis
known as the ‘transfer balance cap.

« Thecapissetat $1.9 million!foreach
individual for the 2024/2025 financial year.

« Thecapismanaged by the Australian
Taxation Office (ATO) and includes super
monies held outside of QSuper and Defined
Benefit pensions.

« Investment earnings within the pool are
also tax exempt.

For more information about
6 taxation in super, see our
Tax Explanation factsheet.

1 Individuals who had a personal transfer balance account before 1 July 2021

will have a personal transfer balance cap calculated proportionally based on

the highest balance of their transfer balance account. Their personal transfer
balance cap will not be increased if, at any time before 1 July 2021, the balance
of their transfer balance account met or exceeded $1.6 million. Contact the ATO
for more information.



https://qsuper.qld.gov.au/calculators-and-forms/publications/factsheets

@ @ @ Retirement bonus

Before you start > . . T
o / This industry-leading initiative
@ Buildinga solution > pays your clients the money
@ Featuresandbenefits v previously set aside for Capital
1. Features galnS tax.
2. Incomeand assets test The Retirement Bonus is a tax saving we pay
3. Taxation our members (if eligible), when they move
4. Retirement bonus money from our Accumulation or Transition
5. Exiting the product to Retirement Income account, to our
6. Money-back protection Retirement Income account and/or Lifetime
7. Capital access schedule Pension.?
8. Cooling-off period _ ,
Your clients won't need to apply for the
&) Receiving payments > retirement bonus. If they're eligible, the bonus
_ _ is automatically calculated and added to their
0 Other information > _ . . .
retirement savings at the same time their
How to purchase > money is transterred to the income phase.
Q Case studies >
Module resources >

1 You may be eligible for a Retirement Bonus of up to $9,500 if you've been a
member with an account balance with us for at least 12 months. Other eligibility
criteria may apply.

Help




@ @ @ What are the exit options for your clients?

o Before you start >

@ Building a solution >

Q Features and benefits v

Features o
Income and assets test rd Within the statutory
Taxation 14-day cooling-off period

Retirement bonus
Exiting the product

Money-back protection

0 N O 1 A W N =

Capital access schedule / Within the six month
Cooling-off period . l cooling-off period

@ Receiving payments >

O Other information >

How to purchase > Due to death’

Q Case studies >
Module resources >

Due to a terminal
medical condition®

1 To exit this product, if the spouse protection option has been chosen, your client's spouse must also have passed away, otherwise the income stream will continue as the spouse protection benefit.

Help
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o Before you start >

@ Building a solution >

Q Features and benefits v

1. Features

2. Income and assets test

3. Taxation

4. Retirementbonus

5. Exiting the product

6. Money-back protection

7. Capital access schedule

8. Cooling-off period

@ Receiving payments >

0 Other information >

How to purchase >

Q Case studies >
Module resources >

Help

Money-back protection

Return of purchase price for peace of mind

The Lifetime Pension is designed so that your clients and their
beneficiaries receive at least their purchase price back from their
Lifetime Pension, either as pension payments or as a death benefit.

If your client chooses the spouse protection option and both spouses
pass away before receiving payments equal to the amount initially used
to purchase the Lifetime Pension, the difference is payable as a death
benefit to their estate or beneficiaries.

The money-back protection may be limited in rare circumstances by

a legislative maximum known as the Capital Access Schedule (CAS).
The CAS limits the proportion of the initial purchase price which may be
returned. More information on the CAS can be found in the navigation
panel.

A death benefit may also be reduced by any overpayments, for example
if Lifetime Pension payments have continued after your client's death.
See the diagram on the following page for more information.

o It's important to note that no death benefit will be payable
once the purchase price has been received as income via
fortnightly Lifetime Pension payments received.
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@ @ @ Money-back protection

o Before you start >

How are death benefits funded by the Lifetime Pension?
@ Building a solution >

Money-back protection is provided to

@ Featuresandbenefits v members in the pool through an insurance

o | o Benefits by age?
1 Features policy |ssued1 by ART Life Insurance Limited to
2. Income and assets test the Trustee. $400,000
- L $350,000
3. laxation The cost of providing the money-back
4. Retirementbonus protectionis paid out of the pool, so there is $300,000
5. Exiting the product ale) d”fec't COSt to members $250,000 o Starting Balance
6. Money-back protection $200,000 Cumulative Income
7. Capital access schedule AS_SbOWD inthe chart .tO the rlth_E’ the benefit $150.000 ® Money back protection
8. Cooling-off period paid is equal to ycljur.chent S start.mg balahce, $100.000 ) benefit
less the cumulative income received. This IIII..II' ® AnnualIncome
& Receiving payments > means that there is no longer a benefit $50,000
available once the purChase price has been $0 = rrrrrrrrrrrrrrrrrar e LrrnnRn
© Otherinformation ) _ _ _ 20 76 20 85 90 o 100
received as income. This death benefit
How to purchase > s subject to the capital access schedule Age
legislative maximum.
@ Case studies >
Module resources >

If your client is diagnosed with a terminal medical condition (an illness or injury that will likely result in death within
24 months), they may be able to access money-back protection. However, this amount will be subject to limits set by the
government which may reduce the amount returned.

See the Claiming a Terminal Medical Condition Benefit factsheet, available on the QSuper website.

1 ART Life (ABN 79 607 345853, AFSLL 483057), through a pooled life policy issued to the Trustee, provides insurance cover for the pool to meet death benefit entitlements. ART Lifed is a registered life insurance company, and is ultimately owned by
Australian Retirement Trust Pty Ltd (ABN 88 010 720 840, AFSL 228975) as trustee for Australian Retirement Trust (ABN 60 905 115 063). 2 Projection is provided for illustrative purposes only. This projection assumes that the income gradually increases
but this is not guaranteed. No guarantee of benefits is provided or implied by this projection.

Help


https://qsuper.qld.gov.au/calculators-and-forms/publications/factsheets
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Help

v

Capital access schedule

In 2017, the Australian Government introduced “innovative retirement
income stream products” into superannuation and tax legislation,
enabling superannuation funds to offer a new type of retirement income
product, such as the Lifetime Pension.

This legislation included the Capital Access Schedule (CAS) which
provides a maximum limit on the amount that we are permitted to pay
your client or their estate at any given time. The legislation is designed
to ensure that income is provided throughout a person’s lifetime

and large amounts are not unreasonably deferred until late or after a
person's life expectancy has expired.

When does CAS apply?

Our Lifetime Pension has been designed to pay your clients as much
income as possible throughout your lifetime, so the CAS should only
impact your clients’ benefits in a limited number of circumstances
(such as a prolonged period of poor financial returns or significantly less
mortality than expected). The CAS also allows for a full return of capital
for death benefits paid during the first half of the primary member's life
expectancy.

Note: The CAS restrictions do not apply within the first
14 days from the start of the Lifetime Pension.

Further details are available in the Product Disclosure Statement for
Income Account and Lifetime Pension (PDS).



@ @ @ How the cooling-off periods work

o Before you start >

€3 Building a solution > StatUtory COOling'Off

Q Features and benefits v 14 days

1. Festures If your client changes their mind within the first 14 days from the date their Lifetime

2' e A aeeate et Pension starts, we will refund the purchase price under their statutory cooling-off rights.

3. Taxation

4. Retirementbonus

5. Exiting the product . i i ) ] )

e . Six-month cooling-off period to allow your clients to decide if the

. oney-back protection ) ]

7. Capitalaccess schedule prOdUCt IS I‘Ight fOI" them.

8. Cooling-off period Six months

& Receiving payments > ‘ There will also be a six-month product cooling-off period, which runs concurrently with the

© Otherinformation N 14-day cooling-off period. After this time, voluntary withdrawals cannot be made. Within
the six-month cooling-off period, QSuper will refund the purchase price less the following

How to purchase > amounts:

@ Case studies > - anyincome payments that have already been paid from the Lifetime Pension, and

Module resources 5 « adjustments for negative investment returns, and

- any adjustments that may be required due to the capital access schedule.

Exiting a Lifetime Pension

We must receive the Cancel a Lifetime Pension form before the end of the expiry of
the relevant period. If your client is posting the form, please consider postage times.

Help


https://qsuper.qld.gov.au/calculators-and-forms/forms/all-forms

© ® ®

@ Before youstart > \ R
€3 Building a solution > 0 ReceIVI ng payments

Q Features and benefits >

@ Receiving payments v

Receiving payments
First year rates
Frequency
Communications

Withdrawals

Annual adjustments
Annual benchmark

Pool financial results
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Adjustment comparison

Other information >

How to purchase >

Case studies >
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Help




@ @ @ Receiving Lifetime Pension payments

o Before you start >

@ Building a solution N Our Lifetime Pension siiartmg payment
rates are based on two important

Q Features and benefits > assumptions:

&) Receiving payments v 1. Benchmark returns on the Balanced

. Risk-Adjust investment option for
1. Receiving payments _
_ Retirement Income accounts.

2. Firstyearrates

3. Frequency 2. Life expectancy using our mortality

4. Communications table.

5. Withdrawals

6. Annualadjustments ) ) .

S Armual benchimark How much will your clients be paid?

8. Poolfinancialresults How much your clients will initially be paid from

9. Adjustment comparison their Lifetime Pension depends on:

o Other information > . Their purchase orice

How to purchase > - Their exact age at the time their Lifetime
Pension starts, unless they have selected

Q Case studies >

spouse protection, in which case, the age of

Module resources > the younger person will apply

« Whether they have nominated the single or
the spouse protection option.

Help
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@ Beforeyoustart >

@ Building a solution >

Q Features and benefits >

@ Receiving payments v

1. Receiving payments

2. Firstyearrates

3. Frequency

4. Communications

5. Withdrawals

6. Annualadjustments

7. Annual benchmark

8. Poolfinancial results

9. Adjustment comparison

o Other information >

How to purchase >

Q Case studies >
Module resources >

Help

Payment rates in the first year

1 If they choose to have payments continue to
be paid to their spouse when they pass away,
the spouse protection rate will apply. The exact
age of your client will be used to determine the
payment rate.

For example, if they are aged exactly

60 years and six months, a rate halfway
between those listed for ages 60 and 61
will be used.

The amounts paid in subsequent years are
subject to an annual adjustment.

Annual adjustments are explained further
as a separate topic, which you will find in the
navigation panel to the left.

Note: Your clients cannot move

o between the single and spouse
protection rate once their Lifetime
Pension has started.

1 2024-25 income for the full financial year for every $100,000 of purchase price. If your client starts a Lifetime Pension part way through the year, a prorated annual amount will be used to determine their fortnightly payment amount.

[

This table shows how much your clients would be paid in the first year for
each $100,000 of their Lifetime Pension purchase price.

Starting age Single’ Spouse protection’
60 $6,164 $5,707
61 $6,259 $5,776
62 $6,361 $5,850
63 $6,471 $5,930
64 $6,589 $6,015
65 $6,716 $6,107
66 $6,854 $6,206
67 $7,003 $6,312
68 $7.164 $6,427
69 $7,339 $6,550
70 $7.529 $6,684
71 $7,736 $6,830
72 $7,962 $6,987
73 $8,208 $7,159
74 $8,479 $7.346
75 $8,777 $7,551
76 $9,107 $7,775
77 $9,472 $8,021
78 $9,878 $8,291
79 $10,330 $8,590
80 $10,834 $8,920




@ @ @ How often payments are made

o Before you start >
@ Building a solution > Lifetime Pension payments are made fortnightly
Q Features and benefits > ona Wednesday.

@ Receiving payments v
« Your clients cannot change their payment frequency.

t R_eceivmg payments - Theinitial payment will be made in the first payment cycle, following
2. Pirstyearrates 14 days after the Lifetime Pension start date.
3. Frequency
4 Communications - Thenumber of fortnights in the year does not impact the total
5. Withdrawals annual amount they are paid, however it willimpact their fortnightly
6. Annualadjustments payment amount.
7. Annual benchmark .
| When payments will stop
8. Poolfinancial results
9. Adjustment comparison We will keep making Lifetime Pension payments until your client passes
@ Other information N away, or until both your client and their spouse pass away, if they have
chosen the spouse protection option.

(5) Howt h >
© Howtopurchase This means your client doesn't have to choose a term or worry about
@ cCasestudies > their income running out.

Module resources >

Help
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2. Firstyearrates
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6. Annualadjustments
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o Other information >

How to purchase >
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Help

How payments are communicated

We will tell your clients their payment

amount when they start their Lifetime
Pension, and the updated figure will be
shown each year on their annual statement
and in QSuper Member Online.

If they start their Lifetime Pension partway
through a financial year, their payment will
be a pro rata amount based on their full
annual payment.




@ ® ®  Making withdrawals

o Before you start >
@ Buildinga solution > 6 Voluntary withdrawals are not permitted
@ Featuresandbenefits from the Lifetime Pension.

@ Receiving payments v

Your client has a cooling-off period of six

1. Receiving payments months from when their Lifetime Pension
2. Firstyearrates starts to decide if the productis right for them.
3. Frequency Further information about the cooling-off
4. Communications periods can be found in the navigation panel to
5. Withdrawals the left.
6. Annualadjustments 0O de thi od i e
S Armual benchimark utsl gt .|s perio ,yogr.c ient or their
| beneficiaries may be eligible to access funds
8. Poolfinancial results _ _
| | under money-back protection in the case
9. Adjustment comparison _ _ " _
of a terminal medical condition or if they
© Otherinformation > pDass away.!
How to purchase > f your client claims a benefit under money-
back protection, their Lifetime Pension will be
Q Case studies >
closed.
Module resources >

This means if your client is suffering financial
hardship they cannot seek withdrawals on
hardship/compassionate grounds and cannot
commute the product if they have changes
to their personal circumstance, including
separation/divorce.

1 This benefitis limited to a legislative maximum known as the Capital Access
Schedule (CAS).

Help
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@ Beforeyoustart >

@ Building a solution >

Q Features and benefits >

@ Receiving payments v

Annual payment adjustments

Designed to assist with inflation.

Adjusted annually

Annual payment amounts are adjusted
effective 1 July each year based on
the pool's financial results during the
previous year.

The poolisinvested in Australian
Retirement Trust's Balanced Risk-
Adjusted investment option for
Retirement Income accounts.

1. Receiving payments

2. Firstyearrates

3. Frequency

4. Communications

5. Withdrawals

6. Annual adjustments

7. Annual benchmark

8. Poolfinancial results

9. Adjustment comparison

0 Other information >
How to purchase >
@ Case studies >
0 Module resources >

Help

Adjusts with financial results

While the Lifetime Pensionis designed
to generally increase over time to assist
with rising costs of living, it's important
to note that, just like an Income account,
fluctuations in financial results will mean
payments may go up or down.

Pro rata payments

Your clients will receive a pro rata amount
of their full annual payment for the

first financial year based on when their
Lifetime Pension commenced in the
financial year.




@ @ @ Annual benchmark

@ Eefore youstart ’ How the annual benchmark may impact your client'’s | - |
@ Building a solution N annual payment adjustment The below illustrates an example of how Llfetlr_ne Pen§|on
) payments may fluctuate over a three-year period against the
@ Featuresandbenefits > The annual adjustment is calculated by subtracting the benchmark of pool’s annual benchmark.
@) Receivingpayments 5% from the Lifetime Pension pool net investment return and then This example, assumes a 76-year-old has chosen the single option
adjusting this in line with the other factors outlined on the following page. and the figures have been rounded for illustrative purposes. This is a
1. Receiving payments simplified example for the purposes of investment returns only and
z E::jj:;;ates For example, if the financial results of the pool for the financial year fﬁ:s no|tﬁtake |ht|o acc:|ct>unt adny Othbej?cda:s thatti]ou]ldllnﬂgence
4. Communications are 8%, the payment would increase by approximately 3%, effective POOITINANCIATIESUILS, as destHbed TUFher 0N Lhe TOIOWING Page.
5. Withdrawals the following 1 July. If the financial results of the pool were 3%, the
6. Annual adiustments payment would decrease by approximately 2% effective 1 July. Year 1
7. Annual benchmark Purchases Lifetime Pension $10,000 annual payment
8. Poolfinancialresults Investment returns are expected to be a large driver of the pool financial
9. Adjustment comparison result. For the 25 financial years ending 30 June 1999 to 30 June 2023
@ Otherinformation S the Balanced Risk-Adjusted investment option for Retirement Income
accounts delivered a return of less than 5% a total of seven times.
How to purchase >
Recent performance can be found at gsuper.gld.gov.au/performance Pool financial results are 8% (3% over benchmark)
Q@ Casestudies % however, keep in mind that past performance is not a reliable indicator of $10,300 annual payment (3% increase)
Module resources N future performance.

Note that the first annual adjustment that applies will be a pro-rata
amount based on how long your client has held the Lifetime Pension. In
subsequent years, they will receive the full declared adjustment rate as
they will have been in the Lifetime Pension pool for the full year. You can
find more information in the Lifetime Pension factsheet.

Year 3

Pool financial results are 3% (2% under benchmark)
$10,094 annual payment (2% decrease)

Help


http://qsuper.qld.gov.au/performance
https://qsuper.qld.gov.au/calculators-and-forms/publications/factsheets

@ @ @ Pool financial results

Bef: tart > , . . . . . .
© Beforeyoustar The pool’'s annual financial results will determine your client’s Lifetime
@ Buildinga solution > Pension adjustment in the following year. These results include
@ Featuresandbenefits investment returns, the mortality experience of Lifetime Pension

© Receivingpayments members, timing, and all fees and costs.

1. Receiving payments Timing

2. Firstyearrates Financial results are also impacted by the timing of contributions and payments. This is because

3. Frequency the amount of money invested in the pool at the time of market movements may impact the

4. Communications full-year returns.

5. Withdrawals

6. Annualadjustments Net investment returns

7. Annualbenchmark The poolis invested in the Australian Retirement Trust's Balanced Risk-Adjusted investment

8. Poolfinancial results option for Retirement Income accounts. Investment returns are calculated net of fees, costs and

9. Adjustment comparison taxes. All fees and costs are deducted directly or indirectly from the pool and are not attributable
to individual members with a Lifetime Pension.

0 Other information >

How to purchase N Mortality experience
Mortality experience affects the Lifetime Pension pool in the following ways:

Q Case studies >

- Thepoolis debitedforinsurance costs

Module resources > : . : o
« Thepoolreceives credits when members die and their income payments cease.

Australian Retirement Trust makes assumptions regarding the level of these credits and debits
and the net variance to these assumptions (which could be positive or negative) willimpact the
overall adjustment amount. These variations are not attributable to individual members with a
Lifetime Pension and apply to the Lifetime Pension pool.

Help
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How the Lifetime Pension annual adjustment compares
to an account-based pension

The adjustments made for

investment returns may be very For example, the below table uses a 70-year-old who purchased
similar to those your client would the single option of the Lifetime Pension. Figures have been
see with an account-based pension rounded for illustrative purposes.*

drawn at the usual minimum rate.

Lifetime Pension Retirement Income account

Purchase amount/opening balance $650,000 $650,000

Income $49,000 $33,000

Returns examples

Balanced Risk-Adjusted investment option for 15% 5% -5% 15% 5% -5%
Retirement Income accounts

Adjustment 10% 0% -10%

Balance $680,000 $618,000 $556,000
Income $54,000 $49,000  $44,000 $34,000 $31,000 $28,000

1 Thisis a simplified example for illustrative purposes using investment returns only. The annual Lifetime Pension adjustment will also depend on the mortality experience of the pool and any changes in the
underlying fees and costs as discussed in the Pool financial results section. This example assumes the Lifetime Pension was purchased on 1 July of the financial year. Account-based pension minimum rates used
are the non-reduced rates.
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0 Other information
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Estate planning

Lifetime Pension single option

If your client purchases the single option, payments will stop when they pass away.

If they have not made a binding death benefit nomination, any death benefit

payable as a result of the money-back protection will follow a process where we
contact those listed on the death certificate and distribute any death benefits in

accordance with standard processes.

Lifetime Pension spouse protection option

If your client purchases the spouse protection option and they pass away, if
the spouse is still alive and eligible, they will continue to receive payments for
the rest of their life. There is no change to the rate of payments made to the
spouse. Their spouse will be considered the reversionary beneficiary of the
Income stream.

The spouse can only receive ongoing Lifetime Pension payments —they
cannot receive a lump sum.

If your client and their spouse both pass away, and there is not a valid binding
death benefit nomination, any death benefit payable as a result of the
money-back protection will follow a process where we contact those listed
on the death certificate and distribute any death benefits in accordance with
standard processes.

Assist your clients to take control of who receives any Lifetime Pension benefit once they pass away.

Nomination details

Binding death benefit nomination
Your client can nominate a number of people as beneficiaries.

This nomination must be renewed every three years to remain
valid. Your clients can only nominate:

- Theirlegal personal representative
« Theirspouse

e Theirchild

« Someone who has an interdependency relationship
with them

- A personwho financially dependent on them.

The beneficiary must satisfy the relevant definition at the time
of nomination and at the date of death of your client, to be
eligible to receive the benefit.

The spouse protection option supersedes a binding death
benefit nomination if the spouse is still alive and eligible.

Any death benefit will be subject to the capital access schedule
which is based on the age of the primary member at the time
the Lifetime Pension was purchased.

¥ Continued on next page
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@ @ @ Fees and costs

o Before you start >

No direct fees or costs are charged | e
@ Building a solution > to y0ur Client. -

@ Featuresandbenefits > Costs are deducted at the pool level, which \
-

©) Receiving payments > impacts the annual financial results of the pool. g S i ot
vl - A
@ Other information o Further details are available in the Product ' r
Disclosure Statement for Income Account and —
1. Estate planning Lifetime Pension (PDS).
2. Feesandcosts 2 ¢
3. Family law separation NP —- . ‘
4. Risks . ] » —
5. Transfer balance cap Famlly IaW Separatlon e £ B .0 2y
6. Agedcare -t = " ‘.-.- -
7. Adviser support P e ) = -
8. Lodging authorities The total interest in a Lifetime
9. Additional resources PenSion CannOt be pald OUt
How to purchase > (OUtSide of the COOling'Off period),
@ Case studies ; or split between a member and
their spouse, if they are separated.
Module resources >

Australian Retirement Trust will follow the
directions of the Family Law Courts in any
family law matter, such as splitting payments
made from the Lifetime Pension between your
client and their former spouse.

Help


https://qsuper.qld.gov.au/calculators-and-forms/publications/product-disclosure-statements/?utm_source=short&utm_medium=comms&utm_campaign=pds
https://qsuper.qld.gov.au/calculators-and-forms/publications/product-disclosure-statements/?utm_source=short&utm_medium=comms&utm_campaign=pds
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What are the risks of investing in a Lifetime Pension?

As with any financial product, there will be risks associated with purchasing the product.

-

Help

llliquidity risk

After the cooling-off period, your clients
cannot access the money they used

to purchase a Lifetime Pension. This
means that if they need extra money in
addition to their regular payments, or are
in financial distress, they won't be able to
take additional money from their Lifetime
Pension.

This means if your client has the spouse
protection option and they pass away,
their spouse will continue to receive
regular payments and they will not be able
to make lump sum withdrawals. They will
also not be able to transfer their Lifetime
Pension to another superannuation fund.

-

Counterparty risk

Counterparty risk is the likelihood
or possibility that a party involved
in a transaction might default on its
contractual obligation.

Thereis therisk that Australian
Retirement Trust or ART Life becomes
unable to meet our commitment to
members. However, we are subject

to detailed legislative and regulatory
requirements to ensure that this does not
OCCU.

Payment adjustments

Your clients’ payments will vary annually in
ine with the performance of the pool.

The pool performance is determined

by the performance of the Balanced
Risk-Adjusted investment option for
Retirement Income accounts, fees and
costs of the Lifetime Pension product and
the mortality experience of the members
of the pool.

-

¢

Legislative/ Regulatory risk

Government policies and laws affecting
investment in the fund, in particular
taxation, superannuation and social
security laws may change in the future,
which may impact members’ personal
circumstances.

In such circumstances, we may be
required to change the terms and
conditions of the product and this may

be more or less favourable to your client's
situation. However, governments in the
past have protected holders of retirement
products from adverse changes

by restricting such changes to new
customers only.

¥ Continued on next page
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Force majeure

In the unlikely event that Lifetime Pension
is closed for reasons outside of our
control (such as legislative requirements),
we will endeavour to provide an equivalent
ifetime pension from an alternate
provider, or optionally distribute remaining
funds to product holders according to
their equivalent interest in the Lifetime
Pension pool at the time, as calculated by
the fund's actuary.

r
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Inflation risk

Inflation risk is the loss of purchasing
power. Though Lifetime Pension has
been designed to assist with rising costs
of living, there is a risk that your client’s
income will not grow enough above
inflation, meaning that their income will
effectively be worth less over time.

Adverse selection and
systemic mortality risk

Lifetime Pension starting rates are
based on assumptions of average

ife expectancies of members who
purchase the product. Thereis arisk that
people could potentially live longer than
anticipated, meaning they will receive
payments for a longer period of time.

This could potentially reduce the amount
of income they receive each year.

Market volatility

Thisis the risk that your client's income
will go down, as well as up, based on the
financial results.

What are the risks of investing in a Lifetime Pension?

As with any financial product, there will be risks associated with purchasing the product.

-

1 Note, this amount is subject to the legislative maximums as described in the Product Disclosure Statement for Income Account and Lifetime Pension (PDS).

No remaining estate value

If your client passes away before receiving
payments equal to the amount used to
purchase the Lifetime Pension, we will pay
your client's beneficiaries the difference.!

This applies after the death of both
your client and their spouse if they have
chosen the spouse protection option.

However, if your client (and their

spouse, if applicable) pass away after
receiving payments that total more than
the initial amount used to purchase

their Lifetime Pension, no money will go to
their beneficiaries when they pass away.




@ @ @ Transfer balance cap and total super balance

© Before youstart % Money that is held within the Lifetime Pension

pool will count towards your client’s overall
superannuation balance.

@ Building a solution >

Q Features and benefits >

Receiving payments > . . . .
© vingpay The purchase price of the Lifetime Pension will be counted towards your
@ Otherinformation v client's transfer balance cap.
1. Estateplanning If your clientis a reversionary beneficiary and they receive a death benefit
2. Fees and costs income stream, we will report a credit to the ATO to be added towards
3. Familylaw separation their transfer balance cap 12 months from reversion. We will notify them
4. Risks of the amount we report to the ATO.
3. Transferbalance cap f the balance of a client's reversionary death benefit income stream
6. Agedcare exceeds the cap, they have no other commutable sources and we receive
7. Advisersupport an excess balance cap notice from the ATO, we will pay the amount
8. Lodgingauthorities over the cap to your client in cash. If it is within the cooling off period we
9. Additionalresources will commute the entire Lifetime Pension. The amount returned will be
How to purchase S subject to the capital access schedule.
@ Case studies >
0 Module resources >

Help




@ @ @ Aged care

Bef tart ifati i
@ Before youstar The Lifetime Pension may be able

@ Building a solution to assist with the costs of aged P
@ Features and benefits care, as it prOVideS income for as 4 'f':t»’“’ R

@ Receiving payments long as your client lives.®

@ Otherinformation The Lifetime Pension will be assessed at 60%

of the purchase price until age 84 and 30%
Estate planning thereafter,? with the income being assessed at
Fees and costs 60% of the amount received indefinitely.

Family law separation
Risks

Transfer balance cap
Aged care

Adviser support
Lodging authorities

Additional resources

1.
2.
3.
4.
5.
6.
7.
8.
9.

How to purchase

® 0

Case studies

Module resources ¥ Continued on next page

1 Aged care strategy and timing issues need to be considered. 2 Under the
new means test rules, 60% of the purchase price is assessed until the member
reaches the life expectancy for a 65-year-old male (currently 84-years-old), or
a minimum of five years, and 30% thereafter. Current life expectancy tables can
be found on the Australian Bureau of Statistics website at abs.gov.au
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@ @ @ Adviser support

o Before you start >
@ QSuper website

@ Building a solution >

The adviser section of the QSuper
@ Featuresandbenefits > website has all adviser:
@ Receiving payments > . FAQs
@ Otherinformation v » information

e resources, and
1. Estate planning
2. Feesandcosts + forms
3. Familylaw separation to help make your job easier.
4. Risks Visit gsuper.gld.gov.au/advisers
5. Transfer balance cap
6. Agedcare . .

@ Dedicated adviser support

7. Adviser support
8. Lodging authorities We also offer dedicated adviser
9. Additional resources support on 1300 360 750 (option 3)

to provide information about your
How to purchase 2 client's QSuper account.
Q Case studies >

Module resources >

Help



http://qsuper.qld.gov.au/advisers

@ @ @ Lodging authorities

O Beforeyousstart ’ To have your authority added to your client’s

€ Building a solution > account, please send us a complete Authority
to Release Information form, available at
gsuper.gld.gov.au/advisers which has all the

Q Features and benefits >

@ Receiving payments 3 required information we need.
© Otherinformation o If you would prefer to use your own authority
form, please ensure you provide all the
1. Estateplanning information we need to action your authority:
2. Feesandcosts
3. Family law separation « Your client’s fullname, address, and date
4. Risks of birth
5. Transfer balance cap « Your name and your organisation’'s name
6. Agedcare « Your ARN and AFSL
7. Adviser support - Whether the authority is to be given only
8. Lodgingauthorities to you, or additional representatives from
9. Additional resources your Organlgatlon
How to purchase > - Whether or not the authority has an expiry
date, as we do not automatically apply
Q Casestudies ? expiry dates to adviser authorities.
Module resources >

Please note: It may take up to three
working days for your authority to

be processed once received.

We accept digital signatures.

Help



http://qsuper.qld.gov.au/advisers

@ @ @ Where can | find more information?

Bef tart > . .
© Before youstar There are a number of ways you find out more information about

@ Buildinga solution ? the Lifetime Pension.

Q Features and benefits >

The links below will take you to a range of sites where you can access additional resources.

@ Receiving payments >

0 Other information v

Estate planning

Epdgwmanl

Fees and costs

Family law separation

|
Transfer balance cap
Aged care

Adviser support

Information for fina
advisers

Advise with confidencs

[ 1 A o i g [
e 2 an @vpartiss resufts in the F
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https://qsuper.qld.gov.au/advisers
https://qsuper.qld.gov.au/-/media/pdfs/qsuper-public/misc/adviser-user-guide_lifetime-pension.pdf
https://qsuper.qld.gov.au/PDS
https://qsuper.qld.gov.au/calculators-and-forms/publications/factsheets
https://qsuper.qld.gov.au/advisers/faqs
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What to consider before applying

Eligibility for the Lifetime Pension

Your clients need a minimum of $10,000,
and can start a Lifetime Pension between
their 60th and 80th birthdays if they meet
one of the following conditions:

- Theyhavereached age 65

« Theyhave permanently retired

- Theyhave ceased an employment
arrangement on or after age 60

- Theyhave met another condition of
release

- They are an eligible recipient of a
death benefit

Using money from Self Invest

Your clients cannot start a Lifetime
Pension with money in our Self Invest
option.

This means they will need to login to
QSuper's Member Online and transfer
their money from Self Invest to a different
investment option.t

Funding the Lifetime Pension

A Lifetime Pension can be purchased if
your clientis a member of QSuper. If your
clientis not a QSuper member they will
need to open a QSuper Accumulation
account with us first, before proceeding to
open the Lifetime Pension.

A Lifetime Pension can be purchased with
funds from a Retirement Income account
by completing the Open a Retirement
Income Account and/or Lifetime Pension
form at the back of the PDS.

If your clientis starting their Lifetime
Pension with money from multiple
sources like other super funds or their
bank account, this money will all be
combined in an Accumulation account
prior to their Lifetime Pension being
purchased (contribution caps apply). This
is because funds cannot be added to a
Lifetime Pension after it has started.

Once we've received the funds, we'll start
the Lifetime Pension.

Superannuation death benefits

[t your client chooses to start a

Lifetime Pension with money from a
superannuation death benefit and other
superannuation monies, they will only
need to complete one application form.

However, two Lifetime Pensions will be
started, one using funds from an eligible
death benefit and the other from any
other superannuation monies.

This willnotimpact their total payment
amounts.

Starting multiple Lifetime Pensions

Thereis no limit to how many Lifetime
Pensions your clients can have, so they
can choose to purchase a new (additional)
Lifetime Pension at a later date.

1 As this option is closed to new investors, if your client closes their Self Invest account, they won't be able to re-open it.

¥ Continued on next page
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What to consider before applying

Exiting the product

A Lifetime Pensionis a permanent
purchase after the cooling-off period
which means your clients will no longer be
able to voluntarily exit the product, except
iNn the case of a terminal medical condition
claim, or death. Your clients cannot make
lump sum withdrawals from their Lifetime
Pension.

6

Transfer balance cap

Thereis alegislative limit to how much
money you can have across all your
Retirement Income accounts and
Lifetime Pensions, without paying
additional tax (this is called the transfer
balance cap).

Risks of the Lifetime Pension

More information on the risks of investing
in a Lifetime Pension can be foundin
the PDS and in this module — see the
navigation panel for the relevant sections.

Lifetime Pension payments

While payments from a Lifetime Pension
are expected to increase over time to
help with rising costs of living, this is not
guaranteed as payments may go up or
down.

Suitability considerations

't is important that you consider the
personal circumstances of your clients
when considering the benefits or
imitations of this product.

When assessing the appropriateness of
the product for your client, you may wish
to consider whether longevity is anissue
for your client, is access to significant
amounts of capital important to your
client and/or how much does your client
have to invest. These will all be important
factors to consider whether this product
s right for them.
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How to start a Lifetime Pension

If your client has an existing QSuper account they
can either:

[\

= ) Complete and submit application forms

Complete and submit the Open a Retirement Income Account
and/or Lifetime Pension form at the back of the QSuper
Product Disclosure Statement for Income Account and
Lifetime Pension.

or

Complete and submit application forms online

Complete the Open a Retirement Income Account and/or
Lifetime Pension form via Member Online.

If your client is purchasing a Lifetime Pension with
monies from an eligible superannuation death benefit,
they must use the paper form.

¥ Continued on next page
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How to start a Lifetime Pension

If your client does not have a QSuper account:

Complete and send us the Open a Lifetime Pension form.

You'll find this form on the back of the Super Savings Product
Disclosure Statement for Income Account and Lifetime
Pension. This form includes permission for us to contact you so
you can open a QSuper Accumulation account as the first step
to buying your Lifetime Pension.
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Case study:
Income and assets test

Walter's story

Age 67
Goals Plans toretire next year
Super $550,000 By opening a Lifetime Pension, \Walter will
Assets Owns his own home, and not only receive fortnightly payments for the
$125,000 in other assets rest of his life, he is now also eligible for the
(vehicle and household contents) Age Pension and a Commonwealth Pensioner
Concession Card. Thisis due to the assets
means test rules that apply to the Lifetime
Pension product. As a result of the reduction
iNn assessable assets, Walter's Age Pension

As Walter has total assets of $675,000, entitlement has increased from nilto $7,7 10,
he would ordinarily not receive any Age and his overall annual income has increased by
Pension entitlement. However, he has $12,718.

decided to purchase a Lifetime Pension for
$250,000 and open a QSuper Retirement

MECITIE FECEUIT: Wi te FEmEiing has the peace of mind that he will receive

$300,000. payments for the rest of his life, while also

As the Lifetime Pension purchase amount having the flexibility to withdraw extra money
is assessed (for Australian Government from his Retirement Income account when

Income He has no additional
income sources

By combining the Lifetime Pension with a
QSuper Retirement Income account, \Walter

pension assets test purposes) at 60% of needed.
the purchase price, this will result in a lower

Initial funds

QSuper Retirement

Current plan

New plan

Income account $550,000 $300,000
balance

Lifetime Per.15|on Ni $250.000
purchase price

Total $550,000 $550,000

Retirement income

Currentplan New plan
sources
Retirement Income $27 500 $15 0007
account
Lifetime Pension Nil $17 5083
Age Pension N $7,710"

9 (not eligible) ’

Total $27,500 $40,218

1 Age Pensionincome estimate based on income and assets tests as at Centrelink indexation 20 March 2024. 2 Income based on a minimum
assessable asset value. withdrawal rate of 5% 3 Lifetime Pension payments based on the 2024-25 financial year single option rates
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Case study:
Receiving pension payments

John's story

Age John, 63, and wife, Jeanette, 65

Goals Income for life, for both
John and his wife

Super $500,000

On 1 July 2021, John purchases a

Lifetime Pension with $250,000 of his
superannuation money. He nominates

his wife, Jeanette, to continue to receive
payments if he passes away before she does.
Using the Year 1 payment rates table, John
works out that his Lifetime Pension annual
amount will start at $14,825 ($570.19 per
fortnight). John's payments each year will be
adjusted based on the pool's financial results.

Pool financial
payments will be: result

The adjustment to Lifetime Pension

John’'s annual amount in
the following year

Increase by 5%

John's fortnightly Lifetime
Pension payments

$598.70($28.51 more)

Q

N\

Poll financial results for the prior year o
0

Stay the same

$570.19

(net of fees and costs) minus 5%
0%

Decrease by 5%

$541.68($28.51 less)

Starting age Single Spouse protection
60 $6,164 $5,707
61 $6,259 $5,776
62 $6,361 $5,850
63 $6,471 $5,930
64 $6,589 $6,015
65 $6,716 $6,107
66 $6,854 $6,206
67 $7,003 $6,312
68 $7,164 $6,427
69 $7,339 $6,550
70 $7.,529 $6,684
71 $7,736 $6,830
72 $7,962 $6,987
73 $8,208 $7,159
74 $8,479 $7,346
75 $8,777 $7.551
76 $9,107 $7,775
77 $9,472 $8,021
78 $9,878 $8,291
79 $10,330 $8,590
80 $10,834 $8,920




@ @ @ Case study:
Spouse protection

o Before you start >
@ Building a solution > Jason's Story
Features and benefits >
Receiving payments >
@ Other information S Age Jason, 60, and wife, Louise, 60
. Goals Providing an ongoing income for
Howt h .o .
owtopurchase his wife if he passes away
@ cCase studies v Super $750,000
Income and assets test
Receiving pension payments At age 60, Jason starts a Lifetime Pension
Spouse protection using his superannuation money.

Flexibility of layered income
When he sets up his Lifetime Pension,

Jason nominates his wife, Louise (also
age 60), to continue to receive payments
in the event of his death as he wants the
confidence of knowing that she will be
provided for in his absence.

Money-back protection
Certainty of income for life
Qualify for the Age Pension

More enjoyable early years

¥ ® N o U A W DNDR

Peace of mindin later years

Module resources )

Jason passes away at age 81. However, as
he has a Lifetime Pension and has chosen
the spouse protection option, Louise
continues to receive income payments until
she passes away at age 96.

Help




@ @ @ Case study:
Flexibility of layered income

o Before you start >
€3 Building a solution > Ben 'S Sto ry
Q Features and benefits >
Receiving payments >
60
© otherinformation ’ Ongoing income and flexibility
How to purchase > to make withdrawals
$500,000

@ Case studies v
1. Income and assets test i i i

N | Ben retires at 60 with $500,000 in super.
2. Receiving pension payments ) )

| He decides he wants the certainty of

3. Spouse protection o )

. . receiving payments from his super for
4. Flexibility of layered income o .

| the rest of his life, as well as the flexibility
5. Money-back protection . )
| | | of being able to withdraw extra money at

6. Certainty ofincome for life .

| _ any time.
7. Qualify for the Age Pension
8. More enjoyable early years He transfers $250,000 to a Lifetime
9. Peace of mindin later years Pension and $250,000 to a Retirement

Income account. Because Benis over 60,
his payments will be tax-free throughout his
retirement.

Module resources )

While Ben's Retirement Income account
allows him to take extra money out
whenever he needs, it runs out when he
reaches age 85. Ben's Lifetime Pension then
continues to provide him with an ongoing

Help income until he passes away at age 95.




@ @ @ Case study:
Money-back protection

o Before you start >
@ Building a solution > Elisha's Story
Q Features and benefits >

Receiving payments >

Age 60
@ Otherinformation ? Goals A lump sum for her beneficiaries,
How to purchase N if sh? |:.>asses away prior tc.)
receiving her purchase price

@ Case studies v in payments.

Super $500,000

Income and assets test
Receiving pension payments

Spouse protection

At age 60, Elisha purchases a Lifetime
Pension using $200,000 of her retirement
savings.

Flexibility of layered income
Money-back protection
Certainty of income for life
Qualify for the Age Pension Unfortunately, Elisha passes away several
More enjoyable early years years later, having received total income
Peace of mindin later years payments of $70,000.

¥ ® N o U A W DNDR

Module resources > A total of $130,000 is then paid to

Elisha's beneficiaries. This represents the
difference between the amount she used
to purchase her Lifetime Pension, and the
total income payments she received.

Help
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@ @ @ Case study:
Certainty of income for life

o Before you start >

. : Based on current Lifetime Pension starting

€3 Building a solution > Sue’s Story | /| | | & .rates, Sue would receiye an incomg of $15,058
in year one from her Lifetime Pension.* She

can be confident she will receive anincome

Q Features and benefits >

(&) Receiving payments > aslong as she lives and won't cease once she
Age 70 p . - reaches her life expectancy —noting that this
@ Otherinformation % Goals To have the certainty of E iINncome may increase or decrease each year.
How to purchase N income for life - < With the assurance of knowing she can rely on
Super $450,000 the Lifetime Pension income stream for the
Q@ Case studies v : rest of her life, Sue could work with her adviser
to consider making large, early bequests from
1. Income and assets test . . . ' : :
. | . Sueis a 70-year-old widow with a her Retirement Income account to her children
. ecelvin ension payments . .
P o superannuation balance of $450,000, who and grandchildren.
3. Spouse protection . . .
is looking for greater certainty that her
4. Flexibility of layered income . ? . . ) ) e a: . . .
Income won'trun out inretirement. Retirement income account (RIA) Lifetime Pension (LP) + Retirement income account (RIA)
5. Money-back protection
6. Certainty ofincome for life Sue considers herself to be a healthy Initial capital
7. Qualify for the Age Pension woman and believes that she will outlive RIA Starting balance: $450,000 RIA Starting balance: $250,000
8. More enjoyable early years her life expectancy due to her daily run, P Purchase Price: $200,000
greatest fears is being a financial burden T R———Y P
: , rom the , omthe
Module resources ? on her two adult children, who now have r
R o  J v A (as Sue is withdrawing the minimum). $15,058 fromthe LP
has been reticent to withdraw more than LI IO
the minimurn from her Retirement Income
account. If Sue purchased a Lifetime Sue could work with her adviser to maintainalarger  Sue could work with her adviser to gain a higher income and
Pension for $200,000 and keep $250.000 balance in her Retirement Income account and to make an early bequest, knowing her Lifetime Pension
have the best of both worlds. 1 Assumes Sue has opened the Lifetime Pension on 1 July, her 70th Birthday.

Help
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2. Receiving pension payments
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Case study:
Qualify for the Age Pension

Betty & Geoff's story

Age Both 67
Goals Qualify for Age Pension benefits

Super $1,100,000

Betty and Geoff are both 67-year-old
retired teachers with a combined
$1,100,000 in super.

They may qualify for some Age Pensionin
years where there is a market downturn,
but generally they are not eligible for Age
Pension benefits. As the graph shows, even
with a balance of this size, if they withdraw
the minimum from their Retirement Income
accounts, they will not achieve the ASFA
Retirement Standard for a comfortable
level of income in the early years of
retirement. Theirincome and access to the
Age Pension are also impacted by market
movements. However, if they were to split
their balance between the Retirement
Income account and the Lifetime Pension,
they would be able to target a significantly
higher level of income.

They will also qualify for the Age Pension

and therefore benefit from the Pensioner
Concession Card. In addition, they will be less
affected by market movements and experience
a more stable income stream in retirement.

Thisis a stronger outcome for Betty and GeofT,
as they gain additional income in their early,
more active years, and receive the additional
benefits of the Pensioner Concession Card.

Minimum drawdown from an account-based
pension with no Lifetime Pension

120,000
100,000
80,000
60,000

40,000

Annualincome

20,000

0
65 70 75 80 8 90 95 100

Age

® Account-based pension
Lifetime Pension

Annual income

In this example, Betty and Geoff chose

to put half of their balance into a Lifetime
Pension. This enables Betty and Geoff to
draw a targetincome of $80,000 in total from
their Age Pension, Lifetime Pension and
account-based pension, using the flexibility of
their account-based pension to ensure their
iIncome remains consistent. Historic average
investment performance has been used for
llustrative purposes and may not be to scale.?

Target drawdown from an account-based
pension with 50% of balance used to purchase
a Lifetime Pension.

100,000

90,000
30,000
70,000
60,000
50,000
40,000
30,000
20,000

10,000

0
65 70 75 80 85 90 95 100

Age

® Age Pension

ASFA comfortable

1 ASFA Retirement Standard, December quarter 2023. For more information see superannuation.asn.au/resources/retirement-standard

2 Past performance is not a reliable indicator of future performance
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Case study:
More enjoyable early years

Gita & Vijay's story

Both 67
To have more enjoyable
early years

$950,000 combined

Age
Goals

Super

Gita and Vijay are retired healthcare
workers, with a combined $950,000 in
super. They qualify for a part pension but

may lose this benefit in the years when the

market performs particularly well.

As the graph to the right shows, if
withdrawing the minimum from their
Income account, and with their part pension
included, they will not achieve the ASFA
Retirement Standard! for a comfortable level
of income in their early retirement years
However, if they're considering purchasing

a Lifetime Pension with a proportion of
their balance, they would be able to target

a significantly higher level of income and
could quality for a greater Age Pension
entitlement. By doing so they also achieve a

far more stable income stream in retirement.

100,000
90,000
80,000
70,000
60,000
50,000
40,000
30,000
20,000
10,000

O

Annual income

Minimum drawdown from an account-based
pension with no Lifetime Pension

65

70

75

30
Age

85

90

® Account-based pension
® Lifetime Pension

95

100

In the example in the graph below, Gita and

Vijay purchased a Lifetime Pension using

half of their balance. By doing so they can

draw anincome of $75,000 from their overall
retirement solution, using the flexibility of their
account-based pension to ensure their income
remains consistent over time. Historic average
investment performance has been used for
illustrative purposes“and may not be to scale.

Target drawdown from an account-based
pension with 50% of balance used to purchase
a Lifetime Pension

90,000
30,000
70,000
60,000
50,000
40,000
30,000
20,000

10,000

0
65 70 75 80 &8 90 95 100

Annual income

Age

® Age Pension
ASFA comfortable

1 ASFA Retirement Standard, December quarter 2023. For more information see superannuation.asn.au/resources/retirement-standard

2 Past performance is not a reliable indicator of future performance.
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Case study:
Peace of mind in later years

Margaret'’s story

Age 62
Goals Security ofincome for life

Super $420,000

Margaret has made a plan with her
financial adviser, whereby she can be
confident her money will last until her life
expectancy.

This strategy involves using income from an
account-based pension.

As she is concerned about her money
running out and having enough to pay for
aged care, if needed, the plan involves
her drawing a lower income from her
account-based pension, so that there
will be capital remaining closer to her life
expectancy.

Unfortunately, this means that she is unable
to do some of the things she desires in early
retirement, like attending a writers' retreat in
Europe.

Despite her disappointment, Margaret is
willing to forego this as she sees it as a 'nice
to have' discretionary spend and would

much rather have the security of knowing

her income will not run out. Sheis also
reassured by having a lump sum remaining for
emergencies in later life.

However, Margaret understands that

by purchasing a Lifetime Pension, she
can have peace of mind that herincome
won't run out. This means she can be
more confident in her financial plan for
the early years of her retirement and
afford to go on her retreat.

In addition, Margaret's adviser has set her
up for the rest of her life, as her income
will not run out at life expectancy.
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This site map acts a
quick reference for all
topics.

To have a thorough
understanding of
Lifetime Pension we
recommend you view all
topics inthe order they
appear.
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Time to pause and reflect... ﬂ
-

—

How to navigate this module [

T i, il b rerd Bl o i oo i e el

Site map

[ .

Reflection activities

To be able to edit the blank
fields in the reflection activity
pages, you may need to
download and save this
document.

Navigating this module

The How to navigate this
module page provides

information to help you get
around this learning module
and topics.

Quick navigation

The site map contains an
overview of all topics for quick
reference.

L =

[P e

QSuper website

The adviser section of the
QSuper website has FAQSs,
resources, and forms to help
make your job easier visit
gsuper.gld.gov.au/advisers

Dedicated adviser support

We also offer dedicated adviser
supporton 1300360 750
(option 3) to provide
information about your client’s
QSuper account.
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