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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
• 3 in 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

3



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.”
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What’s the impact of 
engaging clients about 

Social Security?

• Scenario builders: 30% see 
impact

• Recommenders: 57% see impact
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“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
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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
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Claiming too early

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

• 69% believe 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/NFM-17422AO.pdf
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Impact of claiming too early: 
$493,457 

9

Assumes $2,900 PIA, age 62 now, 2.6% COLA, life expectancy 92. Compares claiming at 62 vs. 70.



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
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Impact of not taking advantage 
of spousal or survivor benefits:

$468,957
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Assumes Bob is 66, PIA $2,900 PIA, life expectancy 92. Betty is 62, PIA $1,800, life expectancy 96. COLA 2.6%



Impact on surviving spouse
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Assumes 2.6% COLA



Not maximizing earnings

• Only 8% were aware of the factors that 
determine a maximum benefit (Nationwide)
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Impact of failing to maximize 
earnings: $436,882

• Bob and Bill, both maximum earners
• Bob 

• Stops working at 58, claims Social 
Security at 62. Lives to age 92

• Lifetime benefits: $1,200,097
• Bill

• Works till age 70, claims Social Security at 
70. Lives to age 92

• Lifetime benefits: $1,636,979
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Assumes 2.6% COLA



What you can do
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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
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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
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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
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Teach the public

• Seminars
• Workshops
• Classes

• Baby boomers (general)
• Couples
• Women
• CPAs
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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
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What’s working now
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Step 1: Learn
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Savvy Social Security Planning 
Self-Study Program
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12 CE credits

Call 888-336-6884
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Call 888-336-6884



Step 2: Teach
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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 
Couples

• Savvy Social Security Planning for 
Women

• Savvy Social Security Planning for 
CPAs and other Professionals

• New: Two 30-minute workshops
• What’s new with Social Security? 7 

Topics to Watch in 2019
• Basic rules and strategies

30



Step 3: Advise
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Step 4: Follow up
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Drip mailing campaign
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Schedule a desktop demo 
with Cliff

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