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Aviva Spouse Partner Life Assurance
Target Market Statement
& Value Assessment

Aviva Life & Pensions UK Limited is the manufacturer of this product. Full details
are contained in the policy documentation.

This document consolidates the Target Market Statement and most recent Value

Assessment.

The standalone Target Market Statement (GR06477), covering all group protection
products, will continue to be maintained until all our products are reviewed and

consolidated into this new layout.

Aviva’s product oversight and
governance

Under FCA rules, we’re required to inform you that
we have governance processes in place to oversee
the design, approval and review of our products.

Our well-established governance processes help

us:

e formalise approval of new product developments
and changes to existing products

e identify target markets for each product

e test customer understanding

e consider needs of vulnerable customers

e monitor post-sales performance.

Target Market Statements

If the target market isn’t adequately defined, the
product could be sold to customers who are
unlikely to get fair value or achieve good outcomes
from the product. Distributors must also
understand the target market and distribution
strategy and ensure that the product is distributed
accordingly.

When designing products, we:

e specify an identified target market for a typical
group of potential customers

e identify relevant risks to the target market

e make sure that the intended distribution strategy
is appropriate for the identified target market

e take reasonable steps to make sure we distribute
the product in line with the target market for
specified distribution channels.



What does this mean for me?

We’ve developed Target Market Statements to
give you clarity on who the product is (and isn’t)
intended for and how customers can buy it.

They should help you in your consideration of:

e how the distribution strategy aligns with the
target market statement

e the demands and needs of the customer

e the risk appetite of the customer

e what limitations, exclusions or alternative
cover in place might inhibit a customer from
getting full value from the product

e whether any of the customers may be outside
of the target market due to eligibility or
exclusions

e whether fees and charges are appropriate to
the service being delivered for customers

e vulnerable customers and the target market,
focusing on whether they may require
additional support in their decision making.

CanIsell outside the target market?

You shouldn’t assume a product is appropriate
simply because the customer is in scope. Equally,
a customer may benefit from the product even if
they’re out of scope. During the sale, you'll be
closest to the customer in identifying their
demands and needs and your judgement will
decide what’s right.

If you believe you could use an alternative
distribution channel to those we set, please get in
touch so we can consider this.

Value Assessments

We regularly review our products to check
whether changes are needed. The Value
Assessment considers a range of indicators and
measures which contribute to the overall value
delivered to our customers.

The measures include:

e Target Market and Distribution Strategy -
ensuring the target market is defined at a
sufficiently granular level and distribution
approaches are appropriate.

e Claims Acceptance and Pay-Out Ratios -
reviewing the value of claims paid out
compared to the value of premiums received.

e Commission and Margin Levels - ensuring these
are appropriate for the service received.

e Complaints - analysing customer complaints to
identify and resolve root causes, particularly
where the product fails to deliver as expected.

e Service Delivery - checking service levels are
in line with those we’ve led customers to
expect.

e Communications - to ensure customers
continue to receive communications which are
clear, transparent and timely.

We base our level of insight on the type and
complexity of each product, our identified target
markets and the level of financial understanding.

What does this mean for me?
We monitor the performance of our products to

make sure they meet the needs of customers in
their identified target markets.



Aviva Spouse Partner Life Assurance
Target Market Statement

What customer needs does the product meet?

This product is designed for employers/trustees who wish to provide lump sum financial protection in the
event of the death of an employee’s spouse, civil partner or nominated partner. It may help cover financial
commitments, such as mortgage or rent payments, bills and general living expenses which could otherwise
become a challenge.

The lump sum benefit covered is provided in multiples of £10,000 or £25,000 up to a maximum benefit of
£250,000. The employer/trustee chooses the maximum benefit level for their scheme. The insurance cover is
voluntary, and premiums are collected by the employer through a salary sacrifice arrangement. Spouse
Partner Life Assurance premiums are normally taxable on the employee as a Benefit in Kind. Lump sum
benefits under Excepted Group Life Insurance Schemes are usually paid tax-free by the trustees.

The employee chooses the amount of cover they wish to insure within the levels chosen. A short health
declaration must be completed for the spouse/partner before full cover is provided. We may need to obtain
medical information and if this is needed, we’ll advise accordingly.

Who is the product designed for?

Our Aviva Spouse Partner Life Assurance Policy is suitable for a broad range of commercial customers
(employers) registered in the UK, Channel Islands or Isle of Man, who wish to provide life cover for an
employee’s spouse or partner through a flexible benefits arrangement. Aviva Spouse Partner Life Assurance is
set up under a Discretionary Trust.

It’s important that the employer has the right trust in place as follows:

e An excepted Group Life policy established by the employer that is subject to the rules defined as set out in
section 480(3) of the Income Tax Trading and Other Income) Act 2005; or

e Aviva’s Master Trust - an existing excepted trust administered by an independent third-party trustee
meaning the employer doesn’t need to set up and manage their own trust. There is no additional cost to
join the Aviva Master Trust arrangement.

We recommend that independent legal advice is obtained before deciding which trust option best suits the
customer’s needs.

Aviva’s Spouse Partner Life Assurance Life is suitable for the following customer segments:

e UK, Channel Islands or Isle of Man registered employers with 250 potential members or 50 insured
members under a linked Aviva Group Life flexible benefits policy

e Members between the ages of 16 and 75

e Spouses/partners who are financially dependent on the employee.

This product is suitable for employees with a contract of employment with a UK, Channel Islands or Isle of Man
registered company. The spouse/partner also needs to be working or living in the UK, Channel Islands or Isle
of Man or one of our standard territories. We may agree to cover individuals who are working or living outside
of our standard territories, and we’ll require details before we agree to cover them.

The employer will need to have a suitable flexible benefits platform in place to administer each members’
benefit.



Who is the product not designed to support?

This product isn’t suitable for the following:

o Employers who do not have an existing Spouse/Partner excepted group life scheme set up under a
discretionary trust

o For Aviva Master Trust, employers who have an existing Spouse/Partner excepted group life scheme
set up under a discretionary trust

e Employers or trustees who aren’t registered in the UK, Channel Islands or Isle of Man

o Employers with employees or spouse/partners who aren’t in the UK, Channel Islands or Isle of Man or
one of our standard territories, unless otherwise agreed

e Spouse, civil partners or nominated partners who aren’t financially dependent with an employee

e Employers who wish to provide cover of more than £250,000

e Employers who wish to provide cover beyond the age of 75

e Employers who do not have a suitable flexible benefits platform in place in order to administer each
member’s benefit

e The self-employed.

There may be an event limit applied whereby an overall maximum limit for multiple claims is given as a
result of a catastrophic or travel event.

The policy won’t have or accrue a surrender value.

Can I sell the product without advice?

Our products are designed to be used by employers who’ll normally require the help of an intermediary for
advice and/or recommendations as our products have several features and options which may need to be
explained to them.

How can this product be purchased?

Aviva Group Protection products can be purchased online, face to face or by telephone.



Aviva Spouse Partner Life Assurance
Value Assessment

The below table outlines when the last assessment took place, when the next assessment is due and the
outcome of the most recent assessment.

Product Name Aviva Spouse Partner Life Assurance

Date Value Assessment June 2026
was completed
Expected date of next Assessment | June 2027

Outcome Continues to provide fair value for the target market

Other information which may be relevant

Our assessment only includes any commission paid to distribution partners as part of the sale or servicing
of a product we are aware of.

Should a client pay additional fees or charges directly to the distribution partner which Aviva are not aware

of, or, where you choose to sacrifice your commission and your client pays fees or charges directly to you,
we would expect you to ensure that your remuneration structure is clear and transparent. This must not
adversely impact on the overall value for money received by the client in line with its own requirements under
PROD 4.3.

We may periodically contact you for details in relation to the remuneration associated with the distribution
arrangement so we can assess the ongoing value of the products we manufacture.

Need more information on Consumer Duty?

You can access the latest updates, helpful resources and key documents on our Consumer Duty Hub
at connect.avivab2b.co.uk/adviser/consumer-duty

Feedback

If you have any feedback on these statements, please get in touch with your usual Aviva contact.

Need this in a different format?

Please get in touch with your usual Aviva contact if you’d prefer this document (GR01250)
in large print, a different colour, braille or as audio.
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