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Delaware Life client seminar topics

Below are the client seminars offered by the Delaware Life National Sales

C Iting Team: i
onsulting Team Customizable

resources to

support your
» The tax journey: Accumulation to wealth transfer client events:

 Social Security: Making the right choice

» Medicare: Knowing the right decision

» Key estate planning steps for everyone
« Family conversations: A guide to multigenerational planning
* IRA need-to-knows

Articles
« Dynamic income planning

Subject: Maximize Social Securty
Retirement Education

Social Security: Maximize Social Security
Get the most from your benefits _— Flyers

. . . You've been paying into Social Security paycheck after paycheck. Now it’s time to think about
Claiming strategies and important when to take i. I important to carefully consider your options. | can help.

questions to answer

One of the grea retirement Join me at a workshop:
g0 from a deduction that comes out of your paycheck to a monthly N
deposit to your bank account. The prospect of finally getting Social 5“""’:‘2 ':‘ak‘"E the right choice
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tostart Social here
lble—at age 62. But

when to begin collecting benefits could make a major difference in It will help you understand how:

. and work
It's important that you consider your options carefully. Social sovtal Sic r"‘
Security isn't likely to cover all of your financial needs in retirement, o Soctalsecur Delaware
e e e < whenyoue| @l D (J Bluestone
foundation for a etirement income plan. * Spousal benef st

Simply reply o this e
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The basics You're invited!
For every year you postpone taking Social ecurity after 2ge 62,up ook forward o seei

until age 70, you could receive substantially more in future monthly
payments, For those who expect to live into their 80s and beyond. [Financial professiona
the math usually works out in favor of waiting to begin receiving
benefits. On the other hand, someone with below-average life
expectancy or aneed for immediate income might be better off
starting early.
To be eligible to collect Social Security. you must accumulate at 2022050006 £X0 05723 N
least 40 “credits" for the time you spent working and payinginto the
bout 10 years of full-time

Then, your “primary

payment you would receive at your
Ifyou were born between 1943 and 1959, your full retirement age is

d 6. Ify in 1960 or later,
The benefit into account
during your top 35 earning years. Basicaly. the more you earned, the
higher your benefit will be—up to a point. The highest benefit for top

Invitations

Social Security:
Making the right choice
client seminar

and s for those ity isan important part of every client’s retirement plan. n order to
70! The average v $1657 benefits clients need whento

in 2022: The Social Security Administration has an excellent online file. Our seminar will help them understand key things about Social Security so they

toolfor g t d !

ssagov/planners/calculators!. sound income plan.

Prosented by:

Emails

FOR FINANCIAL PROFESSIONAL USE ONLY. NOT FOR USE WITH THE PUBLIC.

NSCCLSEM141FL Page 10f 2 2023090035 EXP 09/24



About National Sales Consulting (NSC)

The NSC Team provides advanced sales and planning expertise on a variety of income, tax, estate, and
financial planning topics, along with actionable ideas and resources for effective client engagement. They also
consult on business development topics including sales training, team building, and leadership development.
Their workshops offer valuable education and their practice management strategies help simplify complex
planning issues for clients. The team’s objective is to help financial professionals be successful and create a
competitive advantage.

About Delaware Life
We've made it our mission to deliver value and results to everyone we work with by:

 Building our client-focused products with straightforward features, appealing indexes, and reasonable
fees—plain and simple.

» Making products available to knowledgeable financial representatives who deliver those products with
clarity and integrity to help clients make smart decisions to protect their savings and build for the future.

» Creating a seamless, accurate service experience you can rely on from the first moment you contact us.

For more information conducting a client event, please contact your local Delaware Life regional vice
president or the Delaware Life National Sales Consulting Team at:

o 844.DEL.SALE (844.335.7253)
» SalesSupport@DLMarketing.com

Visit the Delaware Life Income Planning Institute®™ website at
advisors.delawarelife.com. (First-time visitors will be asked to register.)

delawarelife.com

Annuities are issued by Delaware Life Insurance Company (Waltham, MA), which is authorized to transact business in all
states (except New York), the District of Columbia, Puerto Rico, and the U.S. Virgin Islands and is a subsidiary of Group 1001
Insurance Holdings, LLC.

This communication is for informational purposes only. It is not intended to provide, and should not be interpreted as,
individualized investment, legal, or tax advice. To obtain such advice, please consult with the appropriate professional.
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