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Selling with Social Security Explorer
By John Lensi, CLU, ChFC, RHU, REBC, CMFC, LLIF

Social Security Explorer (SSE) is an excellent point-of-sale selling aide to assist your efforts 

to bring life insurance, annuity, and other financial services product solutions to pre-retirees. 

It’s always challenging writing a paper on how to use any sales aide to make product sales 

because each salesperson’s selling style is unique.

 

I’ll share some personal thoughts to hopefully assist your individual efforts to use SSE to 

increase your production, improve client retention, and gain client referrals.

Selling Cycle
Depending on the complexity 

(and your selling style) of a 

client’s situation, you may 

conduct either a single interview 

or need multiple client meetings 

to close a case. My thoughts 

will assume a single client 

meeting for sake of sharing 

some selling suggestions 

associated with SSE, although 

a multiple client interview 

is more common and basic 

selling premises should apply 

regardless of which model you 

utilize.
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Step 1: Setting the Client Appointment
Most financial services professionals prospect for new clients by obtaining referrals from their 

existing clients. This is generally the easiest, most efficient way to build clientele and increase 

your practice efficiencies (closing ratio, appointments-kept ratio, contacts-to-appointments-

set ratio, etc.). The good news is SSE will help you secure referrals because it adds to your 

credibility and brings value to your practice.  Clients can easily see how it can help others with a 

similar retirement profile as themselves.  

A phone call to referral Bob and Mary Johnson (perhaps preceded by an introduction from your 

referring client and/or a preapproach note, email, postcard, etc.) might go like this: 

“Hi Mary, I was referred to you by Kathy and John Smith. {If preceded by an email, 

letter, postcard or personal introductions from your referee – then reference this… “I’m 

following up on the letter I sent you about the work I do for people like yourself who are 

approaching retirement…”) My name is John Advisor and Kathy and Bob thought I might 

be able to help you based on work I recently did for them. I’m finding many people have a 

misunderstanding on when and how to best take their social security retirement benefits. I 

can help you understand your options so you can avoid making a costly financial mistake. 

There is no charge for my services. I only ask you set aside 45 minutes for us to meet. When 

is a convenient time for us to get together?”

Step 2: Initial Client Interview 
After introductions, an explanation of your professional services, and how you came to meet 

your prospects through a referral from Bob and Mary, transition to use of SSE: 

“Social Security is a significant source of monthly income for most of us once we decide to 

retire and file for benefits. Unfortunately, Social Security has a lot of complex rules and many 

people make a significant financial mistake in how they take (file) for their benefits…simply 

because they were uninformed about how and when to take their benefits. I have a special 

program which will help you determine the optimum age and filing method for you to take 

your benefits so you don’t make a mistake.  Everyone’s situation is unique, so let’s take a 

look at your situation and see what options are best for you…”
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Step 3: Use SSE
Begin to use SSE and engage clients in the ‘exercise’ of determining what age combination and 

election strategy is best for their retirement. 

Selling Tips
• Make sure clients can easily see your screen. SSE looks/works great on PCs, Macs, and iPads.

• Start with an explanation of the “Star” analysis as a benchmark to model other age/election 

strategies. 

• Engage clients in modeling alternatives to pin-point what ages and filing strategy is best for 

them. Listen for clues to what’s important to their retirement.

• Have a discussion about their individual life expectancies’ based on family history, personal 

health and other longevity factors and set the LE slider accordingly.

• Avoid overselling with tool, use only the necessary functionality of SSE needed to advance the 

retirement discussion and any sales opportunities. 

NOTE: Impact makes available a user’s guide for SSE, so if assistance is needed on using the tool 

itself, please refer to this guide or contact Impact’s support desk. Support@Impact-Tech.com or 

(704) 688-4000.
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Life Insurance Sale Opportunity
By use of the LE slider and also “Optional Strategies” ledger screens, you can demonstrate 

the financial impact of an early death. Life insurance is an ideal product to produce the capital 

needed at death to replace the lost income when social security benefits stop at a retirees’ 

death. 

In some cases, ‘unneeded’ 

social security monthly 

income can be used to 

pay premiums for life 

insurance. Keep in mind, 

many of your clients may 

lose their group term life 

coverage upon retirement 

from their employer. 
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Annuity Sale Opportunity
One possible annuity sale for someone close to retiring and electing to take social security 

retirement benefits is to convert some non-qualified assets (i.e., CDs, Mutual Funds) into a SPIA 

to provide a guaranteed income stream for the years prior to a significant increase in social 

security income. This requires careful coordination of when employment earnings stop, any 

pension income commencing, and other lifestyle issues.  

Of course, once you move beyond SSE to an expanded discussion of retirement planning where 

other retirement assets (income sources) are coordinated, a tax-deferred annuity may be an 

appropriate sales opportunity to build an additional income source upon retirement.  
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Step 4: Transition
It’s important for clients to understand that after 12 months of filing for benefits, their decisions 

are irrevocable. As Social Security benefits have a cost of living adjustment (2.5% average from 

2000-2013), social security retirement income is typically the only source of income adjusted for 

the effect of inflation for most retirees. Because of this, often planners like to ‘nail down’ the social 

security election strategy prior to coordinating other income sources for a client’s retirement.  

TRANSITION FROM SSE TO AN EXPANDED RETIREMENT DISCUSSION
After determining the age and best election strategy to take social security, explain to your 

clients social security should be coordinated with their other sources of income and use this as 

your ‘transition’ to fact-find about what those other income sources are (i.e., pension, 401(k), 

annuities, mutual funds, etc.).  

Many advisors start with ‘locking down’ how social security will be taken and then determine the 

retirement income to be generated from pensions, 401(k), IRA, 403(b), rental income, and other 

assets to supplement social security.

Proper retirement planning involves the coordination of income from employer-sponsored 

retirement plans, personal savings and investments, and any post-retirement consulting or 

income from continued full or part-time employment. In addition, taxation issues come into play. 

Impact makes available other retirement planning software tools to coordinate social security 

income with all other retirement assets and these can be seen on our website (along with sample 

outputs): www.impact-tech.com

Step 5: Closing 
Closing the sale is dependent upon the specific needs of pre-retirees and is beyond the scope 

of this paper to discuss in-depth as each client’s needs are different. Reference is made 

here to “Closing” simply to recognize this a part of the sales cycle. SSE can aide your ability 

to successfully close a product sale because it allows you to bring creditability to the overall 

retirement planning process. 
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Step 6: Referrals
SSE is a unique planning tool which brings value to your retirement planning services. It will help 

you gain referrals to other prospects and future clients. Most people tend to know other people 

in similar age range and social economic status to themselves. 

REFERRAL APPROACH
There are many quality referred lead presentations this industry makes available. I’ll share one 

below I developed; perhaps it may be of some help to those who are in need of structure for a 

referral presentation.

1. Seal off the sales interview before starting your referred lead presentation to make sure the 

sales interview is completed in the mind of the client:

“Bob and Mary, are there any other questions I can address about your retirement 

plans?” 

2. Congratulate the client on the wise decisions they made to put plans (and products) in place 

for their retirement: 

“I’d like to congratulate the two of you on the wise decisions you’ve made to provide a 

more secure retirement…” 

3. Explain your practice of meeting with your clients on a regular basis: 

“I’d like to explain how I work with new clients like yourself. I meet with them on a 

regular basis – generally annually – to make sure they continue to understand and 

monitor the plans we’ve put in place for your retirement and to make any adjustments 

needed so you reach your financial objectives”

4. Explain how you work and that you would like their help: 

“Allow me to explain how I have been able to develop a clientele in my profession. 

Generally I find people like yourselves who are satisfied with the planning services, 

refer me to others I may be in a position to offer my professional services to…”
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5. Reference back to the analysis you completed: 

“As I have done for you, I have found most people are unclear of their social security 

options for retirement, and frankly I’ve often seen many couples making serious 

and unnecessary financial mistakes, simply because they were uninformed of their 

options.”

6. Paint the picture of the client profile you desire to be referred to and how you follow-up on 

client referrals: 

“Before you would be kind enough to refer me to others I may be able to help (assume 

consent), I want you to be comfortable about a couple things: first, how I follow-up on 

referrals my clients provide me; and second, the type of people I can be of most help 

to.” 

Continue to explain both based on your practice to eliminate any client concerns. NOTE: SSE 

is ideally suited to pre-retirees in their mid to late 50’s and of course people close to retirement. 

Thus, ‘paint the picture’ of these being the people you are interested in being introduced to. 

7. Provide some type of professional referral brochure for your client to record referrals, and if 

appropriate, write a personal note of recommendation (provide pen and if you are addressing a 

couple, provide a pen and your referral brochure to each of them). 

Once you have secured a few referrals, then go back and inquire more about their 

demographics, contact information, and agreed upon best follow-up contact approach for each 

referral.

Final Comments 
Impact’s Social Security Explorer is a unique and low-cost sales aide that will pay many 

dividends in helping build your professional practice. As with any sales tool, there is a modest 

learning curve to get comfortable with using the tool. 

Remember, SSE (unlike most social security planning aides) is best used at point-of-sale. 
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Clients will enjoy the planning experience and you’ll find fact-gathering will come easier as you 

transition to an expanded discussion about retirement. Keep in mind as noted earlier, Impact 

has a support desk to help you along the way. Lean on them for added support if needed. 

Good selling!


