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Boomers expect their advisors
to have this core expertise

« 76% of future retirees who currently work
with — or plan to work with — an advisor say
they would likely switch and find an advisor
who could advise on Social Security.
(Nationwide Retirement Institute)




Social Security Study:
Practical Perspectives
(2015)

600 advisors interviewed

 3in 4 advisors now say Social
Security is of growing importance to
them

* 90% of them say they provide
support to clients but differ in 3 ways




Survey Results: 3 Approaches

* Group 1: Information Providers (25%): “Read this, you’re on your own”

« Group 2: Scenario Builders (30%): Provide info, create scenarios with calcs:
No recommendation.

* Group 3: The Recommenders (34%): information, education, and
recommendation. “Here’s the best way for you to be taking Social
Security.”




What’s the impact of
engaging clients about
Social Security?

» Scenario builders: 30% see impact
« Recommenders: 57% see impact




“That impact is not only reflected
In generating new clients and
prospects, but the most significant
Impact that advisors tell us is
actually in retaining clients.”

--Howard Schneider, Practical
Perspectives




Mistakes are being made

 These mistakes are causing baby boomers to lose out on
valuable retirement income

« Claiming too early
* Not taking advantage of spousal or survivor benefits
* Not maximizing their earnings record




Claiming too early

* 76% of future retirees don’t even know what their full
retirement age is

* 69% Dbelieve they are eligible for full benefits before they
actually are

- On average, future retirees believe they’re eligible for full
benefits at age 63, at least three years before they actually
are

Nationwide Sixth Annual Retirement Survey:
https://nationwidefinancial.com/media/pdf/INFM-17422A0.pdf




« Retirees will collectively lose $3.4 trillion in potential income
by claiming Social Security at the wrong time

* Only 4% make the financially optimal decision about when to
collect Social Security

The Retirement Solution Hiding in Plain Sight, United Income
https://unitedincome.com/library/the-retirement-solution-hiding-in-plain-sight/




FIGURE 13. OPTIMAL VS. ACTUAL SOCIAL SECURITY CLAIM AGES
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Source: Authors’ Analysis of Data from Health and Retirement Study, United income




Impact of claiming too early: $361,591
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Not taking advantage of spousal or
survivor benefits

+ 39% are unaware that upon a spouse’s death the higher
benefit is inherited by the surviving spouse

« 39% of future retirees do not know that divorced spouses
may be eligible for benefits based on an ex-spouse’s work
record




Impact of not taking advantage
of spousal benefits: $354,463
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Impact on surviving spouse

First Full-Year Survivor Income
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Not maximizing earnings

* Only 8% were aware of the factors that determine a maximum
benefit (Nationwide)




Impact of failing to maximize earnings:
$191,482

* Bob and Bill, both maximum earners
 Bob
« Stops working at 58, claims Social Security at 62. Lives to age 90
» Lifetime benefits: $1,328,407
- Bill
* Works till age 70, claims Social Security at 70. Lives to age 90
» Lifetime benefits: $1,519,889

Assumes 2.0% COLA




What you can do




What can you do to become the go-to
expert on Social Security?

Learn the rules

Teach the public

Recommend claiming strategies
Follow up with seminar attendees




Learn the rules

 How benefits are calculated

* Rules for spousal benefits

* Rules for survivor benefits

* Rules for divorced-spouse benefits
* Rules for dependent benefits

« How to apply for benefits




Learn the nuances

* How additional earnings (or lack thereof) affect a person’s benefit

 Who'’s eligible to receive a spousal benefit while their own benefit grows (restricted
application)?

« Special maximization strategies for widows

* How the WEP/GPO works for some teachers and govt workers

* How the earnings test works in the first year

* The difference between withdrawing and suspending and when you should do it

 How and when to switch from one benefit to another

* When the maximum family benefit comes into play

* Trust fund data and reform proposals




Teach the public

e Seminars / webinars
« Workshops
 Classes

 Baby boomers (general)
« Couples

« Women

- CPAs




Recommend claiming strategies

« Set appointment to go over claiming analysis

« Gather client data: name, birthdate, PIA, life expectancy

* Run calculator analysis

* Incorporate broader issues: goals, constraints, special circumstances
« Recommend a claiming strategy

 Go on to discuss other issues

* Follow up with attendees who didn’t make appointment




What’s working now




How Personally Inviting Clients to
Webinars Is Blowing Up New Business
for Me

Oct 13,2020 / By Chad Henry
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What’s Working Now: The pandemic forced this advisor, like
everyone, into webinars. But client education has brought him
closer with existing clients, who are bringing their friends and
family into the fold. His other secrets? Demonstrating real
expertise and maintaining the personal touch.

Editor’s note: In this edition of What’s
Working Now, an AdvisorRADIO feature in
which Horsesmouth members tell us about

Y

recent success they have had running and
growing their businesses, we hear from advisor r‘
Chad Henry, who is personally inviting clients j
to webinars on a variety of topics, and meeting
their friends and family as a result.




From Seminar to Webinar: Great Ideas
for a Whole New Marketing Stream

Jun 9, 2020 / By Matt Donaghue
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What’s Working Now: This advisor pulled in $10 million through
financial education seminars in his first year of business and he
has some great ideas on how to entice people into webinars and
make the medium work for you.

Editor’s note: In this edition of What’s
Working Now, an AdvisorRADIO feature in
which Horsesmouth members tell us about
recent success they have had running and
growing their businesses, we hear from
Matthew Donaghue, who has pulled in $10

million through financial education in his first
year of business and is quickly pivoting to

webinars.




Workshops Work: How Social Security
and Medicare Education Bring a Steady
Flow of New Clients

Jul 16,2019 / By Grant Ulrick
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What’s Working Now: Like many advisors, this FA wanted to be a
financial educator. Not only is there a huge need for Social Security
education, but the hidden cost of Medicare for higher-income clients
is a real eye-opener for many.

Editor’s note: In this edition of What’s
Working Now, an AdvisorRADIO feature in
which Horsesmouth members tell us about
recent success they have had running and
growing their businesses, we hear from Grant
Ulrick, who finds prospects to be very interested
in a Social Security and Medicare discussion.




How Social Security Planning Gets Me 8
New Clients a Month

Jan 23,2018 / By Sandy Young
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What’s Working Now: This advisor shares the details about how
focusing her financial education efforts on this hot topic yields
multiple clients from every seminar.

Editor’s note: In this edition of What’s Working
Now, an AdvisorRADIO feature in which
Horsesmouth members tell us about recent
success they have had running and growing their
business, we hear from advisor Sandy Young, who
has grown her business by meeting the growing

public need for Social Security education. You can

hear the full interview by clicking the audio file
below. The following article includes edited

excerpts of Sandy’s comments.




How Sharing Nuanced Social Security
Advice Brought In $2 Million Right Off
the Bat

Apr 23,2019 / By John Arbolino
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When he saw his planning revenues wobbling, this insurance
agent/financial advisor began offering personalized suggestions
on Social Security that made clients and prospects eager to
entrust him with their business.




Extending My Firm's Reach With Social
Security Workshops

Aug 24, 2016 / Dan Miller
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What’s Working Now: This advisor doesn’t let his firm’s rural
location limit his business. Discover how he’s combining Social
Security workshops and tech-savvy follow-up to maximize his
firm’s reach.

Editor’s note: In this edition of What’s Working
Now, an AdvisorRADIO feature in which
Horsesmouth members tell us about recent
success they have had running and growing their
businesses, we hear from advisor Dan Miller of
Red Oak, Iowa, who is growing his business by

using workshops to educate prospects on Social

Security, including the recent rule changes. You
can hear the full interview by clicking the audio
file below. The following article includes edited excerpts of Dan’s comments.

Chris Holman, Horsesmouth’s Executive Coach, conducts What’s Working Now
interviews. He also leads the Horsesmouth Group Coaching Program.




How I Cultivate CPA Relationships Using
Social Security Workshops

Aug 9, 2016 / By Dave Zander
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What’s Working Now: This advisor uses the Savvy Social Security
presentation to get in front of CPAs and their clients, and become
their go-to resource for Social Security.

Editor’s note: In this edition of What’s Working
Now, an AdvisorRADIO feature in which
Horsesmouth members tell us about recent
success they have had running and growing their
businesses, we hear from advisor Dave Zander,
who is building relationships with CPAs by
presenting the Savvy Social Security workshops to
them and their clients. You can hear the full
interview by clicking the audio file below. The

Jollowing article includes edited excerpts of Dave’s comments.

Chris Holman, Horsesmouth’s Executive Coach, conducts What’s Working Now
interviews. He also leads the Horsesmouth Group Coaching Program.




Step 1: Learn




Savvy Social Security Planning Self-Study
Program

15,000+ Social Security

12 CE credits

Call 888-336-6884




Boomer Spike Coming! Four-Day Intensive Social @ 9
Security/Medicare Workshop

3 Marketing CE Credits
Virtual Workshop: May 10-13, 2021

Deepen your understanding of the nuances, learn the range of claiming strategies, @
and build your base of Social Security and Medicare expertise. Education

@® What does longevity mean for your
clients? Working longer? Filing
restricted? Helping dependents?
Planning for widows?...

@ Get up to speed on the growing and
complex ways the two biggest
retirement programs interact and
impact retirees and pre-retirees...

@ SS and Medicare will continue to be
critical topics in 2021 and beyond...

www.horsesmouth.com/store
888-336-6884 ext. 1



http://www.horsesmouth.com/store

Step 2: Teach




Educate Clients and Prospects

FINRA-reviewed presentations

* Savvy Social Security Planning: What
Baby Boomers Need to Know

to Maximize Retirement Income ———
» Savvy Social Security Planning for R o s o oo
Couples
« Savvy Social Security Planning for
Women

» Savvy Social Security Planning for ATRTRTTRTT
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Step 3: Advise
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Your Customized
Social Security
Spousal Planning Analysis

Prepared For
Bob & Betty S

June 21,2019

Prepared By Elaine Floyd, CFP®
Horsesmouth

21 W.38thst.

New York, NY 10018
888-336-6884
efloyd@horsesmouth.com




Step 4: Follow up




Drip mailing campaign

(reative Social Security Claiming Strategies: Understanding

Teresa Sampleton, CFP, CLU, ChFC, CLTC
Vice Prosident
Sampleton Wealth Management Group

Hew York, NY 10016
292-217-1111

elon g
www.sampletonwealibmanagement com
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By Elaine Floyd, CFP*

With more people learning about file-and-suspend and claim-now-
claim-more-later, mistakes are being made - like trying to do certain
things before full retirement age. Make sure you understand the
rules before going down to your Social Security office.

The Senior Citizens” Freedom to Work Act of 2000
ushered in some subtle rules that baby boomers
are now taking advantage of to receive a littleextra
income from Social Security.

One strategy is file-and- where the
higher-earning spouse files for Social Seeurity
upon reaching full retirement age in order to
entitle his spouse to her spousal benefit, and then
immediately suspends his benefir in arder to earn
delayed credis to age 70.

The other sirategy = elaim-now-claim-more-later.
‘This strategy turns the traditional way of claiming
spousal benefits onvits head by having the high-
earning spouse elaim HIS spousal benefit off the
low-earning spouse’s earnings record from ge 66 10
70 while his own benefit builds delayed eredits.

While these strategies are simple In theory, It s
important to understand the nuanees as they apply

to your individusl situation. ©ne or the other (or
both) may be vailable to you, but it is eritical to get
the timing just right.

Here are enrreetions to same eomman
misunderstandings.

You can’t claim a spousal benefit until your
spouse has filed for his or her benefit. This

is a hasic rule. Any spousal straregy, whether
traditional or innovative, requires that the spouse
on whose record the spousal benefit is besed apply
for his own benefit first. This means the spouse
must sometimes wait. If Jack is enly 64 when Jill
wants to file for her spousal benefit, and if Jack
wants to delay filing In order to earn maximum
delayed eredirs, Jill has no choice but te wait until
Jack is ready to file before starting her spousal
benefit. However, she need not wait until Jack is
70. As soon as Jack rurns full retirement age, he
may file and suspend.
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NEW What COLA Means For You

NEW What You Need to Know About Disability
NEW What Is Voluntary Suspension?

NEW Why Create a mySocialSecurity Account?
NEW Unintended Consequences (client version)
NEW COI Unintended Consequences (COI version)
NEW How to File a Restricted Application

NEW Disabled Adult Children

Federal Employees and Social Security

Military Service and Social Security

Social Security, Citizenship, and Residency
Social Security, Medicare, and HSA
Understanding Social Security Benefit Estimates.
WEP and GPO

When to Apply for Social Security Benefits

Creative Social Security Claiming Strategies:
Understanding the Nuances

Sacial Security as Longevity Insurance
Life Expectancy and Social Security

Will Working Longer Help, or Hinder Your Social
Security Benefit?

3 Ways to Raise Your Social Security Benefits

Social Security Planning for Couples: Maximizing
Survivor Benefits.

Should Business Owners Put Spouses On Payroll?
Social Security Claiming Under the New Rules

6 Savvy Questions About Social Security (For COIs)
Social Security for Divorced Individuals

Social Security For Minor Children

Social Security for Widows
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Schedule a desktop demo with CIliff

www.horsesmouth.com/ssdem
888-336-6884, ext 1



http://www.horsesmouth.com/ssdem

