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By Thomas Shultz 

EVERYTHING YOU HEAR ON TV 

 IS NOT ALWAYS TRUE 
Why EDUCATING Yourself Is The Most Important Job You Have In Retirement  

‘Whatever you do,  
don’t try to sell us an  
annuity.’ 
 
When 60-something couples visit 
our office for help with retirement 
planning, these are often the first 
words they say after sitting down.  
 
Most of what they’ve read or heard 
about annuities has been          
eye-glazing or frightening. 
 
Unfortunately, people miss out on 

proven solutions to retirement   

saving and planning because they 

swallow myths and                   

misconceptions. 

 

"I HATE Annuities!" screams the 
headline. The ad goes on to list 
what Ken Fisher, a famous     
money-manager, claims are the 
sins of annuities.  
 

These ads have an impact. Many 
of our clients say they've heard 

that annuities are bad.  
 
Fisher’s ads are misleading       
because they’re a gross          
oversimplification. His beef is     
primarily with just one type of     
annuity, the variable annuity, and 
even admits fixed annuities are an 
important tool in a complete       
financial plan.  
 
Just like any other financial        
instrument, annuities have pros 
and cons. But don’t write off       
annuities yet. Owning annuities 
can pay off in the long run—
especially if you’re married and in 
decent health, don’t have a      
pension, and aren’t sure that your 
savings will support you (and your 
surviving spouse) indefinitely after 
you stop earning a paycheck.  
 
“Indefinitely” is the KEY word 
here. Nobody knows for sure how 
long retirement will last, how much  
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they need to save, or how much they can afford to 

spend each year in retirement. Annuities help you 

deal with the financial implications of those       

uncertainties. 

 

The word “annuity,” unfortunately, tends to get in 
its own way. People use it almost indiscriminately 
to describe three distinct financial instruments that 
serve different purposes for different people at  
different times. 

The Upside Of Annuities 
 
Gives you the pension you never had. You’ve 
heard a lot about annuities in recent years        
because fewer and fewer retirees enjoy a pension 
(besides Social Security) that guarantees income 
for life. If you don’t have a pension but wish you 
did, certain kinds of annuities are designed to fill 
that gap. Most are purchased with a lump sum. 
Monthly checks can start tomorrow, or not for  
several years. 
 
Lets you spend more $$$ in retirement. The 
most common retirement income strategy is to 
own stocks and bonds and spend only 4% of your   
balance each year (adjusted for inflation). The 
point of an income annuity is to let you spend 
MORE than 4% without increasing your risk of 
running out of money. 
 
Gives you more flexibility with the rest of your 
investments. When you cover your essential 
monthly expenses with safe income from Social 
Security and an annuity (and perhaps a side fund 
for emergencies and splurges), you can afford to 
take more risk with the rest of your savings.    
Owning an annuity doesn’t necessarily reduce 
your upside potential.  
 
Lets you worry less in retirement. The Dow 
Jones Industrial Average recently fell 800 points 
in one day. If you’re retired and have most of your 
savings in stocks, that’s cause for alarm. But if 
you can cover your basic expenses without selling 
stocks at a loss, day-to-day market volatility won’t 

rattle you as much.  

 
Takes a load off your kids. Older people often 
run short of money just around the time they fall 
and fracture a pelvis or a femur and require       
full-time assistance. If they don’t have long-term 
care insurance, their adult children can suddenly 
face a four-figure monthly bill for assisted living 
services. Guaranteed income from an annuity can 
ease that strain. 
 
What’s the catch? 
 
If annuities are so cool, why are they so, well,   
reviled?   
 
 
 
 
 
 
 
 
 
 
Usually, it always comes back to the                
misconceptions that most people have. 
 
You pay with a lump sum. Group annuities, like 
company pensions or Social Security, are built 
with monthly contributions over a lifetime. When 
you buy an annuity at or near retirement, you pay 
hundreds of thousands of dollars (perhaps by   
selling some of your mutual fund shares) all at 
once. Most people resist that. Some life insurers 
now let you buy individual annuities over several 
decades with monthly deposits, but the idea    
hasn’t caught on yet. 
 
Not as liquid as cash. When you buy no-load 
mutual funds, you can if you change your mind, 
sell them a day or two later. Exchange-traded 
funds (ETF’s) can be sold intra-day. That’s called    
liquidity. Annuities vary from zero to partial to  
conditional to full liquidity, sometimes with a    
penalty. Illiquidity has its benefits, but it’s 
scary for some people. 

Cont. next page 
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SIMPLE TERMS, 

STRONG  
RETURNS! 
36 Month Coupon 

6.25% APY* 

 

TO FIND OUT MORE, CONTACT US AT 

(480) 626-0296 

 

Expense. Some annuities are expensive. They 
cost more than investments because they involve 
guarantees, and guarantees are expensive (until 
something bad happens; then they save you 
money). Low interest rates, marketing costs, the 
requirement for insurers to hold reserves, and the 
tendency of only healthier people to buy annuities 
are additional factors that can escalate an         
annuity’s cost. 

 
Resistance to spending principal. Most retirees 
would prefer to live on interest, dividends and 
capital gains and never reduce their net worth. 
That’s a worthy goal. But for people who can’t 
afford to do that—because their nest egg isn’t big 
enough or they’d have to take too much risk with 
what they have—annuities can be THE MOST 
EFFICIENT SOLUTION. 
 
Reduced Gains.  Fixed annuities have neither the 
full growth potential of the stock market nor the 
downside risk either.  They’re all about safety and 
giving you a reasonable guaranteed return.      
Because over the last 10 years our markets have 
been on a straight trajectory “UP”, some retirees 
have forgotten what 2009 felt like and are only  
focused on the upside instead of the downside 
protection. 
 
So, what’s the bottom line? 
 

Annuities are not for everyone, but in this 
economy no couple in good health can   

afford not to investigate their potential    
value.  
 
Annuities can provide the sense of security 
that most American retirees want but don’t 
have.  
 
So, when a 60-something couple visits a 
financial advisor, one of their first        
questions should be, “Could an annuity 
help us?” 
 

Here at Lyfe Advisors, we take a lifetime        
approach to planning.  
 
If you’d like to see what retirement 
could look like for you, we would love 
the chance to show you our skills!   

    

Thomas Shultz 
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HATE TALKING  

ABOUT MONEY?  
YOU’RE NOT ALONE 

Over the past 15 years of interviewing thousands 
of people, one of the most frequent comments I 
get from clients is as follows– “I really feel dumb 
when it comes to this stuff.” Or, in a similar vein, 
in some cases, during my first interview with a 
potential client, I’ll notice in the notes that this 
person is married. I’ll ask, where’s your spouse 
today and the person sometimes responds with 
“he or she hates talking about money.” 
 
If you’re one of those folks that would just as soon 
undergo a lobotomy, as opposed to having to sit 
down with an advisor and talk about your money, 
you’ve come to the right place. I’m going to try 
and take the worry and angst you have in your 
financial heart of hearts right now and 
demonstrate to you why so many people feel the 
way they do. It all comes back to the planning that 
goes into money decisions and making sure that 
you have a successful and stress-free retirement. 
 
In my view, the reason people fear their financial 
future is: number one, they don’t understand 
money. Then, number two, since they don’t 
understand money, they know that they are going 
to have to trust someone else to handle it. Then, 
even worse yet, they act as if they know about 
money, but really they don’t, which creates 
another set of worries. 
 
We call this entire syndrome being financially 
illiterate. Let’s talk briefly about the term, literate. 
I’m sure you’ve heard about it. Our society talks 
about being literate or literacy all the time. Our 
schools are supposed to teach our kids to be 
literate, but what does that really mean? Well, 
literate means merely that you have the ability, 
the skill, to read and write. That’s very simple. But 
you know what? Without the help of someone 

else, it’s challenging to learn to read and write. 
Our society takes great pains to be sure that we 
are literate so that as adults, we can more 
confidently live, function and prosper.  
 
Yet, while most adults in this country are “literate,” 
many of those same adults are financially 
Illiterate. How do I know this? I personally witness 
it day in and day out – hard working people who 
admit to me their lack of understanding of what 
they are investing in and how best to use, enjoy 
and protect their money from market losses. 
 
 
 
 
 
 

 

 

 

 

When I’m meeting with a potential client, the first 
questions I typically ask are centered around their 
past, about their parents and about how their 
family dealt with money. I ask about if they’ve 
taken any classes in school regarding finance and 
budget management. The answer I get 9 times 
out of 10 is usually, “nobody taught us anything”. 
 

There have been numerous studies on this as 
well. Do American families hate talking about 
money? You bet.  

 Cont. next page 
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Recent studies found that less than one in five 
U.S. adults demonstrated a relatively high level of 
personal financial knowledge when it comes to 
questions about literacy. In fact, they gave them a 
grade of C.  
 
 
 
 
 
 
 
 
 
 
Then you’ve got FINRA. That’s the organization 
that oversees advisors, such as myself. FINRA 
found that 2/3 of Americans can’t even pass a five 
question financial literacy test. We live in the 
wealthiest country in the world, and most of us 
don’t even know the basics of money 
management and financial investments. What’s 
the deal? 
 
Well, in my 15 years in the financial trenches, I 
can tell you what the problem is. There is a 
pattern of mistakes that people are making. In 
fact, I’ve seen five very common mistakes that, in 
my view, are literally paralyzing when it comes to 
money and this continual digression and common 
problem of what I call “financial illiteracy.” 
 
When prospective clients come in, sometimes 
they have been shopping around or talking with 
other advisors. After letting them talk, I’ll say, so 
how’s that working for you? They’ll say; “actually, 
I’m more confused than ever before.” 
 
Mistake #1 is people are actually getting too much 
information and talking to too many different 
people. The problem is, I don’t care if these 
people are on radio, TV, the internet, MOST OF 
THE TIME, they’re giving you information that is 
not clear and understandable.  
 
 

Mistake #2 is not having any clear, reasonable, 
and specific financial goals that are in writing. 
Again, the reason you want your plans in writing is 
so that, number one, you can communicate those 
plans to loved ones and to an advisor. Secondly, 
so that there’s something to monitor and track. 
Let’s face it, it’s a lot easier to talk or think about 
goals but if you don’t put them in writing there’s no 
accountability. There’s no way to monitor your 
progress or anything else. So, again, you’ve got to 
put those goals in writing. 
 
Mistake #3 is embracing your financial 
personality. Let me repeat that. The common 
mistake people make, and the reason many of 
you feel financially illiterate is, you’re not 
embracing, nor do you understand, your 
financial personality. 
 

 
There’s 3 basic types of financial personalities. 
You’re either a saver, an investor, or a 
speculator. Once you honest with yourself about 
which one you are, then you must embrace the 
personality or personality traits 
 
 
 
 

Cont. next page 
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and find out the things you should and shouldn’t 
be doing. 
 
Mistake #4 is investing your money in things that 
you do not understand. If you want to contribute to 
the feeling of worry and feeling like you’re a 
financial illiterate, just keep investing in things you 
don’t understand. Case in point. One of the 
problems with this whole mantra of investing in 
the stock market really began with the advent in 
1978 of the 401(k). 
 
Before that time, most people were not investing 
in things they didn’t understand. My grandfather, 
for instance, never invested in a stock. He didn’t 
even know what a stockbroker was or what they 
did and didn’t really have access to them. But 
now, with the advent of the 401(k), many of you 
are just blindly throwing your money into the stock 
market vis-a-vis the 401(k). I know this, because 
when I meet with you, I’ll get out your 401(k) 
statement, and I’ll ask why did you pick these 
particular funds? The answer usually is, I don’t 
know, it just looked good, or I don’t know, it was 
like throwing a dart. Thomas. I don’t even know 
what I’m investing in. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Mistake #5 is not getting a game plan in writing. I 
just had a family that came in for their second 
appointment last week. They had been talking to 
other advisors, which is fine. The other advisors 
had promised them they were going to do this and 
that. This was after I put together a written game 
plan with this family. They see everything we’re 

going to do. They see all the recommendations, 
understand exactly what the fees are. They know 
exactly what we’re recommending. It ties into their 
life situation. I’ve already done goal clarification 
with them, all the things we go through. And I 
said, well, that’s great you’re getting second 
opinions. 

 
But do you have anything in writing you could 
show me to back up what they say they’re going 
to do? They said, no, they didn’t give us anything 
in writing, no formal plan. So many of you are 
continually confused about your finances, not due 
to lack of effort, but because no one laid this out 
in simple terms that are manageable and easy to 
understand. 
 
In closing, be very careful when you’re meeting 
with advisors. Make sure you get a game plan 
and make sure that plan is in writing. Before you 
invest money with anyone, make sure you have 
an excellent feel for the plan, and how it’s going to 
work, not only now, but in the future. 
 
If you feel like you aren’t getting clear 
answers, or something tangible in writing to 
get another set of eyes on, let’s talk. There is 
never a cost associated with sitting down and 
talking to our firm.  Feel free to give us a call 
at (480) 626-0296 to set up a time that is best 
for you to become “Financially Literate”. 
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We appreciate your referrals! 
Your referrals are gifts to whomever you refer. By making a referral, you 

are giving them a chance to make a difference in their financial future. 

Thank you for helping spread the LYFE Advisor’s message. 

 

Deborah B. referred by Jean Marie C.  

David & Martha T. referred by Henry S.  

Billie E. referred by Rose & John C. 

Maria G. referred by Ernesto P. 

Angelina D. referred by Michelle A. 

Robert H. referred by Mariam & Joseph T. 

  Carlos P. referred by Rena G. 

Felix T. referred by Andrew G. 

Ramon B.  referred by Brenda T. 

 

Mario & Berta P. referred by Norberto T. 

Olga D. referred by Viviane T. 

Maritsa R. referred by Miriam P. 

Alexandra V. referred by Sandra & Tim Z. 

Alberta F. referred by Brian T. 

Miriam W. referred by Carlos & Gail T. 
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Pinnacle Peak 

General Store 
 

This past weekend we 
found a small, cute, out 
of the way place called 
Pinnacle Peak General 
Store.  

It is truly a general store, 
post office, coffee bar, 
soda fountain, gas 
station, pizza joint, and 
café all rolled into one 
handy location.   

This little gem is located 
in the Village of Pinnacle 
Peak which houses 
various retail and specialty shops and boutiques, 
salons and day spas, a florist, and business and 
medical offices.   

 

It is located on Pinnacle 
Peak Road and North 
Pima Road in northern 
Scottsdale.  I live in 
Cave Creek so this was 
a very quick trip for us.  

The restaurant is 
opened everyday for 
breakfast and lunch 
from 7am-2:00pm.  The breakfast menu features 
all of your favorite goodies each being served in 
large portions. There is inside and outside seating 
(weather permitting).   

The atmosphere is cute 
and quirky being 
surrounded by rustic 
antiques and old fashion 
charm.  The food and 
service was excellent.  I 
especially recommend 
the “country potatoes” 
with your entrée as they 
were delicious.  

As we were heading home from our wonderful 
meal wouldn’t you know we found our next 

breakfast adventure, Egg N’ Joe.  Their 

specialty is German pancakes which is definitely 
going to be my choice for breakfast! 

 

Rita Henderson 

Rita’s CoRneR 
My husband and I enjoy trying out new breakfast restaurants about once a 
month.  We have eaten at a variety of places throughout Phoenix.  The list is 
extensive of places we’ve been, but this is one of our favorite venues. 
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One of the questions we get daily from new 
Medicare beneficiaries is, “Should I get a 
Medigap Plan F or Plan G?” 
 
The answer, if this were 2014, would likely have 
been Plan F; the answer today, Plan G. 
 

THE BASICS 
 
 
 
 
 
 
 
 
 
 
 
 
 
Once enrolled in Medicare Part A and Part B, a 
person has hospital and medical insurance. 
However, Part A and Part B come with a slew of 
out-of-pocket costs. For example, in 2019, there’s 
a $1,364 hospital deductible, a $167.50 per day 
copayment for days 21-100 in a skilled nursing 
facility, and a 20% Part B coinsurance (once the 
deductible is met). And, most importantly, there is 
no maximum limit on out-of-pocket costs. A 
person stricken with cancer, for example, would 
be responsible for 20% of every radiation or 
chemotherapy treatment. 
 
To control these costs, a Medicare beneficiary can 
purchase a Medigap policy, officially known as 
“Medicare supplement insurance.” This is 
coverage sold by private insurance companies to 
help pay bills that Medicare Part A and Part B do 

not cover. 
 
In 47 states, Medigap policies are standardized. 
There are 10 plans, each labeled with a letter. 
Each letter-plan represents a different package of 
benefits and cost sharing. For example, Plan A is 
very basic, covering 100% of four benefits. Plans 
K and L offer coverage of six benefits. However, 
for five of the six benefits, the individual must pay 
a portion of the cost (50% or 25%). 

Plan F has been called the “Cadillac” of Medigap 
plans for the past few years. It covers the 
maximum allowed for all nine benefits. Pay the 
premium and there’s first dollar coverage, which 
means the plan pays from day one. The 
beneficiary faces no out-of-pocket costs when 
using healthcare providers who will accept 
Medicare patients. According to AHIP, in 2016, 
55% of those with Medigap policies had Plan F or 
its high-deductible version. 
 
 

 

Hack #12 
MEDIGAP PLAN F OR PLAN G? 
DON’T GET SUCKERED BY THE  

SALES TACTICS 

Cont. next page 
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Plan G is one notch down from that. It covers 
eight of the nine benefits. The individual is 
responsible for the Part B deductible, which is 
$185 in 2019. Once the individual has paid the 
first $185 for outpatient services, the plan will 
cover the Medicare costs for the remainder of the 
year.  

 

So, what happened in 2015? 

 
The Medicare Access and CHIP Reauthorization 
Act was signed into law in April 2015. Primarily 
focused on solving the problems with the 
physician payment system, it had other impacts 
as well. One of those: as of January 1, 2020, 
insurers will no longer be able to sell to newly 
eligible Medicare beneficiaries Medigap policies 
that cover the Part B deductible, specifically Plan 
F and Plan C. But those who have one of these 
plans now will be able to continue with it. 
 
If Plan F is still viable until December 31, 2019, 
wouldn’t newly eligible beneficiaries want to get 
one? Probably not, for one simple reason. Plan F 
has lost its competitive pricing edge. Many plans 
now charge more to cover the Part B deductible 
than its value ($185 this year). Here are some 
examples from state websites. 
 

• In Florida, one company charges an annual 
premium of $2,738 for Plan F and $2,496 for 
Plan G, a difference of $242. 

 
 

• In Washington, a Plan F’s premium is $2,568 
and the Plan G—$1,896, a difference of $672. 

 

• Most striking is one company in North 
Carolina that offers a Plan F with an annual 
premium of $3,556. Their Plan G’s premium is 
$2,552, a difference of $1,004 to cover a 
benefit worth $185. 

 
Why pay more than $185 for the Part B 
deductible?  Plus, there are concerns about 
what will happen to the monthly premiums for 
Plan F once new beneficiaries, mostly younger 
and healthier, are no longer able to enroll in 
the plan. 
 
The other three states;  
 
Massachusetts, Minnesota, and Wisconsin have 
their own standardization for Medigap policies, so 
there is no Plan F in those states. However, this 
change applies: there will be no coverage for the 
Part B deductible in policies sold to newly eligible 
beneficiaries in 2020. 
 
What about those who have Plan F now? 
 
Beneficiaries who enrolled in Plan F before these 
changes may be concerned about increases in 
premiums down the road. Can they make a 
change? 
 
There are states that allow a beneficiary to switch 
plans. For example, New York has a continuous 
open enrollment period to get a policy. The 
insurer cannot deny an application because of pre
-existing medical conditions. California has a 
birthday rule, which allows individuals to change 
to a plan with the same or lesser benefits, at the 
time of their birthday. 
 
In states without these opportunities, one can 
apply for a Plan G.  
 
 

 

Cont. next page 
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However, the insurer may 
impose medical underwriting 
and pre-existing conditions can 
lead to a higher premium or 
denial of the application. 

The Dreaded Denial - Now 
What? 
 
So, if you submit an application 
and get denied, is that the end 
of the world? Does it mean that 
everyone else will deny you 
too? Not necessarily. Our team 
has great success with 
evaluating reasons for denial 
and examining other carriers to 
see where else you might have 
a chance. If there are no other 
carriers that are likely to accept 
you, we’ll tell you. Then you 
can decide if you want to keep 
your current coverage or look 
at other options like Medicare 
Advantage. 
 
Also, just because you were 
denied a plan change from an 
F to a G, it doesn’t affect your 
current Plan F, so it’s always 
worth a try! 
 
It’s worth mentioning here that 
the open enrollment period in 
the fall for Part D drug 
plans does not apply to 
Medigap plans. That period is 
NOT a time when you can 
apply for a new Medigap carrier 
and skip the health questions. If 
you can’t pass the underwriting 
because of health conditions, 
you will have a choice to make. 
You can keep your existing 
policy or look into the Medicare 
Advantage alternative, which 

has fewer health questions. 
 
Wouldn’t It Be Great To Have 
Someone On Your Side? 
 
Going through Medigap 
underwriting can be a scary 
time. With AZMedicare 101, 
you don’t have to do it alone. 
We’ll choose the carrier where 
you have the best chance. If we 
believe you can’t pass Medigap 
underwriting questions right 
now, we’ll be the first to tell 
you. 

Sometimes waiting a few 
months can make a difference. 
The worst thing is to be 
declined and be unsure 
whether you have any other 
options. Working with us 
means you have someone to 
help advise you of all your 
Medicare options. 

In 2019, Plan G is the smart 
choice. Why pay more than a 
benefit is worth? 

 

 

Let us help you 

navigate the  

Medicare Maze.  

 

Give us a call at  

480-626-0296 
  

We are here to help! 
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September Quiz 
Question 1:  

Tony Bennet had a 1951 Number 1 

with the song "Cold Cold...."?      

A.  Heart 

B.  Day 

C.  You 

 

Question 2:  

Tommy Gaither and Johnny Reed 

were members of which group?            

 

A.  The Moonglows 

B.  The Flamingos 

C.  The Orioles 

 

Question 3: “To The Aisle” was a 

major hit from which band?  

 

A. The Harp Tones 

B.  The Penguins 

C.  The Five Satins 

 

Answers for August 
 
Question 1: At one time August was 

known as Sextilis. What does this 

word mean? 

  
 B. Six 
 
Question 2: What are the flowers of 
August?  
 

A.  Poppy & Gladiolus 

 

Question 3: What are the gem-

stones for the month of August?  

 

A. Sadonyx & Perodit 

Sudoku 

August Sudoku Solution 



13  

Volume 2, Issue 9 September 2019 

 

Gender Age Plan Carrier Premium* 

Female 65 F Aetna $130.86 

Male 65 F Amerigroup (Anthem) $151.30 

Female 65 G Humanadental $105.12 

Male 65 G AARP United Healthcare $121.20 

Female 65 N Aetna (ACI) $89.46 

Male 65 N AARP United Healthcare $98.64 

Female 66 F Aetna $131.78 

Male 66 F Blue Cross Blue Shield $156.76 

Female 66 G Humanadental $110.38 

Male 66 G AARP United Healthcare $126.97 

Female 66 N Aetna $89.96 

Male 66 N AARP United Healthcare $103.35 

Duration Institution Yield to Maturity* 

1 year Marcus Bank 2.40% 

2 year Synchrony Bank 2.55% 

3 year Synchrony Bank 2.55% 

4 year Goldman Sachs 2.55% 

5 year Northpointe 2.70% 

Duration Institution Yield to Maturity* 

3 year Guggenheim Life 2.85% 

4 year Guggenheim Life 3.00% 

5 year Sentinel Security 4.00% 

7 year Sentinel Security 4.10% 

10 year Atlantic Coast Life 4.30% 

Medicare Supplement Rates 
Lowest Medicare Supplement Rates 

For 85258 Maricopa County 

Interest Rates 

Highest CDs and Share Rates 
Highest National Rates 

Highest Fixed Annuity Rates 
Highest Arizona Rates 

Rates are accurate at the time of production. Included in the list 

are fraternal organizations, service organizations, and 

carriers with ratings above B+. 

*Source: CSG Actuarial effective dates 09/01/19 

Rates are accurate at the time of production. We include banks  

and federal credit unions in our national search. All have FDIC or 

NCUA Insurance. *Source: BankRate.com 09/01/19 

Rates are accurate at the time of production. Excluded from the 

list are fraternal organizations, service organizations, and carriers 

with ratings below B *Source: AnnuityRateWatch 09/01/19 

Visit us Online at  
www.AZMedicare101.org 

 
Visit us Online at  

www.LyfeAdvisors.com 
(480)626-0296 

 
7400 East McCormick Parkway 

Suite A-100,  
Scottsdale, AZ 85258 

  
Leading Your Financial Education 
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WHY FILING AT FRA  
(FULL RETIREMENT AGE)  

USUALLY MAKES THE MOST SENSE 
 

You don't get a say in how much you pay into 
Social Security during your working years, but you 
do have some say in how much you get out of it. 
The age you begin taking Social Security affects 
how much you'll receive per month, so you have 
to give some thought as to when to start claiming 
benefits. 

You become eligible for benefits at 62, but you 
can delay retirement benefits up to 70 in order to 
receive larger checks. There are no right or wrong 
answers, but if you aren't sure what to choose, 
filing at your full retirement age is a safe bet. 

What Does It Mean To File For Social Security 
"On Time"? 
 
Before we get into the benefits of filing at your full 
retirement age (FRA), it's helpful to discuss what 
that actually means. The Social Security 
Administration assigns everyone a FRA based on 
the year you're born. Here's where things 
currently stand: 
 
  1943-1954  66 years old 
  1955  66 and 2 months 
  1956  66 and 4 months 
  1957  66 and 6 months 
  1958  66 and 8 months 
  1959  66 and 10 months 
  1960+  67 
 
If you want the full benefit you're entitled to based 
on your work record, you must wait until your FRA 
to begin claiming. You can start as early as 62, 
but the Social Security Administration will reduce 
your checks to account for the extra months 
you're receiving benefits. Claiming benefits at 62 
will get you 70% of your scheduled benefit per 
check if your FRA is 67, or 75% if your FRA is 66. 

You can also delay retirement benefits past your 
FRA and your checks will increase until you hit the 
maximum benefit at 70. This is 124% of your 
scheduled benefit per check for an FRA of 67, or 
132% for an FRA of 66.  

There are pros and cons to starting benefits at 
any age, but here are a few reasons you should 
consider choosing the middle ground and filing at 
your FRA. 

 

You’re Unsure How Long You Will Live 
 
If you don't anticipate living long, it makes sense 
to start benefits at 62 and claim them while you 
can. But if you expect to live into your 90s or 
beyond, delaying benefits until 70 makes the most 
sense if you can afford to do so because you'll get 
more money overall. But people can't be sure how 
long they'll live, and many don't want to take the 
gamble of delaying benefits and shortchanging 
themselves. 
 
Starting benefits at your FRA is a nice middle 
ground. You'll have to cover your living expenses 
on your own for a few more years, but then you'll 
get larger checks each month when you do start 
claiming benefits. The larger checks will also bring 
larger cost- of-living adjustments (COLA’s) that 
help Social Security keep pace with inflation, so 
your checks will grow more than they would have 
if you'd began Social Security at 62.  
 
 

You Can’t Afford To Wait Until 70 
 
Sometimes delaying benefits isn't financially 
feasible.  

Cont. next page 
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While the larger checks could help cover more of 
your expenses later in retirement, you'll carry a 
greater financial burden in the early years when 
you have to pay for everything on your own. If 
your retirement savings don't allow for that, try to 
at least wait to claim benefits until your FRA. This 
will help you avoid the big hit your Social Security 
checks will take if you begin at 62 while still 
shortening the amount of time you have to cover 
all your living expenses independently.  
 
But no matter when you begin Social Security, it's 
probably not going to cover all of your expenses. 
Social Security was only ever designed to replace 
about 40% of pre-retirement income for average 
earners, though the Social Security Administration 
gives no definition of what this means. Higher-
income seniors may find it covers less than that, 
while low-income seniors might find it covers 
more. Regardless, you need to prioritize 
retirement savings on your own while you're 
young to ensure you have enough money to get 
you through your retirement comfortably. 
 

You’re Still Working 
 
Those who plan to continue working in their early 
to mid-60s or beyond should consider delaying 
Social Security benefits at least until their FRA. 
There's no rule saying you can't claim Social 
Security while working, but if you do and you're 
under your FRA, the government can dock your 
benefit checks if you make over a certain 
amount.  
 
If you'll be under your FRA for all of 2019, you'll 
lose $1 for every $2 you make over $17,640. If 
you'll reach your FRA in 2019, you'll lose $1 for 
every $3 you make over $46,920 if you hit this 
amount before your birthday. Once you reach 
your FRA, these restrictions go away, though you 
could still owe taxes on your Social Security 
benefits if you earn too much.  
 
The money the Social Security Administration 

takes out of your benefit checks while working 
and claiming under FRA isn't lost forever. Once 
you hit your FRA, it recalculates your benefits to 
account for what it took out, and you may see a 
slight bump in your checks. But if your job 
provides enough income to live on, you're better 
off just delaying Social Security until you're ready 
to retire. 
 
You'll never be sure if you're picking the best age 
to begin Social Security benefits but waiting until 
your full retirement age is a smart choice if you 
want to hedge your bets. Revisit this decision as 
you near retirement. Your circumstances may 
change, and this could cause you to start benefits 
earlier or later than you anticipated. 

FIND OUT HOW TO GET THE 
MOST OUT OF YOUR  

SOCIAL SECURITY BENEFIT? 

CONTACT US TODAY FOR 
A FREE SOCIAL SECURITY 

OPTIMIZER REPORT 

(480) 626-0296 

OR EMAIL US AT 

INFO@LYFEBEAST.COM 
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Medicare Workshops 
1 Hour Presentation - Everything you need to know 

about Medicare. We explain how Medicare works 

and what you can expect before you choose! 

THIS PRESENTATION HAS BEEN APPROVED BY MEDICARE 

Mesa Dobson Ranch Library 

Meeting Room 

2425 S Dobson Rd  

Mesa, AZ 85202  
Wednesday, July 25 6:30pm to 7:30pm 

Fountain Hills Library 

Conference Room 

12901 N. La Montana Dr. 

Fountain Hills, AZ 85268 

Monday, September 16th 

1:30pm to 2:30pm 

Fountain Hills Library 

Conference Room 

12901 N La Montana Dr  

Fountain Hills, AZ 85268  
Thursday, July 26 5:30pm to 6:30pm 

 

Or call us to reserve your  

FREE SEAT at  

(480) 405-8444 

 Register online at  

AZMedicare101.org 

Mesa Red Mountain Library 

 Roadrunner Room 

635 N. Power Rd. 

Mesa, AZ  85205  

Monday, September 16th  

5:30pm to 6:30pm 

“As a fiduciary, it is our responsibility to make sure that both the 

Health and Wealth areas of your retirement have been planned for 

accordingly.  You can’t have a sound financial plan without          

addressing both and here at LyfeAdvisors we believe that it starts 

with Healthcare!  For the last 12 years, we have been helping 

thousands of retirees all throughout Arizona and we’d love to help 

you as well.”  -  Thomas Shultz, Managing Partner 

Fountain Hills Library 

Conference Room 

12901 N. La Montana Dr. 

Fountain Hills, AZ 85268 

Thursday, September 26th 

5:30pm to 6:30pm 

Mesa Red Mountain Library 

 Program Room 

635 N. Power Rd. 

Mesa, AZ  85205  

Thursday, September 19th  

1:30pm to 2:30pm 


