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This is a brief overview of the end-to-end process for Product Lifecycle 
Management for Utmost Wealth Solutions products of the Utmost International 
Group – from the development of products, through to the point at which they 
are withdrawn from the market.

It summarises the product development and design, monitoring and product 
review processes that are involved in product lifecycle management.

›› �Complete an assessment of the local tax and 
legal regulations.

›› �Create a product specification. Define 
business and system functional requirements.

›› �Undertake product testing including a value 
for money assessment. Refine the design as 
required.

›› �Document key propositional risks and 
mitigating actions.

S TA G E  3  
P l a n

S TA G E  4  
D e l i v e r

›› �Complete the pricing approval process.

›› �Identify a suitable distribution strategy and 
distribution partners.

›› �Complete system development and testing.

›› �Test customer understanding of literature, 
design and marketing materials.

›› �Finalise the product literature.

›› �Ensure distributor and operational readiness 
to support the proposition.

›› �Secure required governance approvals and 
implement the propositional changes.

S TA G E  2  
S c o p e

›› �Identify and assess the target market.

›› �Define the business case to support the 
development.

S TA G E  5  
M o n i t o r i n g  a n d  R e v i e w

›› �Put in place ongoing monitoring to support 
the proposition.

›› �Undertake regular product reviews to ensure 
the proposition continues to meet the needs 
of stakeholders. Enhance, replace or close the 
proposition as required.

›› �Define the high level concept for a new product 
or enhancement to an existing product.

›› Assess its attractiveness.

S TA G E  1  
I D EA
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Calls may be monitored and recorded for training purposes and to avoid misunderstandings.
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Utmost Wealth Solutions is registered in Ireland as a business name of Utmost PanEurope dac.

Utmost Worldwide Limited is incorporated in Guernsey under Company Registration No. 27151 and regulated in Guernsey as a Licensed Insurer by the Guernsey Financial Services 
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N O T E S

Our approach to Product Lifecycle Management (PLM) is centred on the concept of providing positive outcomes for 
customers. We recognise that a long term profitable relationship with customers and intermediaries is the natural 
consequence of putting their needs at the heart of our thinking and decision making process.

Our PLM approach embraces this concept, providing opportunities throughout the lifecycle of a product, from 
initial concept through to withdrawal of a product from market and beyond, to ensure we are on track to deliver 
positive customer outcomes.

If, at any time during the lifecycle of a product, circumstances are identified in relation to a product or its 
distribution that could have an adverse effect on customer outcomes, we shall take appropriate remedial action to 
mitigate the situation and prevent further occurrences.

Our product development process

›› �ensures that products will only get approved if they meet the needs of the defined target market, do not adversely 
impact customers and prevent or mitigate customer detriment.

›› is proportionate to the level of complexity and the risks related to the products.

›› is documented and kept for audit purposes so that it can be made available to the competent authorities upon request.

›› supports a proper management of conflicts of interest.

The target market is defined early in the product development process as part of a wider customer centric 
approach and defined at a sufficiently granular level.

All new product developments and significant adaptations of existing products are tested appropriately to confirm 
they produce good customer outcomes in advance of being brought to market.

All core product related documentation arising from new product developments or adaptations of existing 
products are reviewed and signed off by an appropriate person(s).

We regularly review the products we offer or market to assess whether the product remains fit for purpose from 
a commercial, operational and regulatory perspective and to ensure it continues to produce good customer 
outcomes.

We monitor external developments which could materially impact the proposition.

We select distribution channels for each product that are appropriate for the complexity of the product and the 
product’s identified target market.

We make all appropriate information available to our distributors to enable them to understand the product, 
identify customers who are in and outside of the target market, and carry out distribution activities in the best 
interests of the customer.


