
A Conversation Guide for Financial Advisors & Their Clients

Medicare isn’t the only conversation of importance at age 65.  

CONVERSATION GUIDE  
FOR FINANCIAL ADVISORS 

As you engage your clients in the Medicare conversation, please take the opportunity to ensure your 

clients have sufficiently addressed the following key topics: 

r Social Security Timing  
When is the best time for you to enroll in Social Security? How can you maximize 
your potential benefit?   

» This topic of conversation can be easily brought up during the i65 questioning process 
when the software asks,“Are you receiving Social Security benefits?” 

RELATED TOPICS: Retirement planning, income planning, tax planning, 
drawdown strategies, etc. 

TIP: Consider utilizing a Social Security optimization/timing tool.  
If you are not already familiar with the tools available to financial advisors to assist 
with Social Security timing decisions, many different options are available for you.   
We’ve heard good things about Social Security Analyzer and Social Security Timing.

r Higher Medicare Premiums/Retirement Income Planning 
A client’s income can increase Medicare premiums dramatically through IRMAA 
(Income-Related Monthly Adjust Amount). A financial plan that includes tax and 
income strategies can help your clients avoid paying too much for Medicare.  

» Under the Resources section of i65, you’ll find the IRMAA calculator. Use this calculator 
to help your clients determine if they will be subject to higher Medicare premiums, and, if 
so, if there’s anything they can do to reduce those premiums. 

RELATED TOPICS: Tax planning, income planning, drawdown strategies, capital 
gains distributions, Roth conversions, required minimum distribution strategies, etc. 

TIP: A variety of taxation and income planning tools exist to help you with 
these conversations.  Examples of this type of software include Income Insight and 
Tax Clarity from Covisum, Income Conductor, Timeline App, and Income Solver.
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DISCLAIMER: 65 Incorporated and i65 provide guidance and information to our clients. We do not make decisions or choices as to which option is best for a 
particular client; that is the obligation of each client, after carefully considering the information contained on i65.com, 65incorporated.com and from other 
sources. We urge our clients to study all their options carefully. 65 Incorporated and i65 disclaims responsibility for any option chosen by a client, and for the 
information prepared by third party sources. In the event of any claim by a client against 65 Incorporated or i65, the liability of 65 Incorporated or i65 shall be 
limited to the consideration paid by such client to 65 Incorporated or i65. 65 Incorporated and i65 do not sell insurance and are not associated with or endorsed 
by Medicare or the Centers for Medicare and Medicaid Services.

r Estate Planning 
Medicare can bring to light the reality that one is approaching the end of life.  
While not meant to be morbid, it’s critically important to use this transition to 
ensure that the client has the appropriate documentation in place so that, as a 
healthcare needs change or when the client passes on, the client’s wishes are able 
to met.    

» This topic of conversation can be easily brought up during the i65 questioning process 
when the software asks,“Are you receiving Social Security benefits?” 

RELATED TOPICS: Healthcare power of attorney, financial power of attorney, 
wills, identifying caretakers, alternative living, etc. 

TIP: Consider working with a local estate planning attorney or using a 
software tool, like Genivity or WishLife.

r Long Term Care Planning  
Many Americans still believe that Medicare covers long-term care. It does not. Yet, 
a majority of Americans will need long-term care at some point in their lives, and 
the costs of such care can be steep. Does your client have a plan in place to find 
and pay for this type of care if and when it becomes necessary? 

» In the “Living with Medicare Advantage” or “Living with Original Medicare” sections 
of client RoadMaps, locate the subsection,“Medicare and Long Term Care.” Use this 
section of the RoadMap to help you start this potentially difficult topic of conversation 
with your client.   

RELATED TOPICS: Long term care insurance, life insurance, military benefits 
annuities, reverse mortgages, HSAs, retirement, drawdown strategies, healthcare 
power of attorney, estate planning, etc. 

TIP: Consider utilizing whealthcareplan.com.  
Whealthcare Planning is a software company helping older adults and their 
families make better financial decisions by offering a suite of tools to assist 
financial advisors in addressing these conversations with clients.  
i65 clients can get two months of the Whealthcare Planning software for FREE. 
Simply use the coupon code: “i65code”
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