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This playbook is made up of turnkey sales
concepts, and other marketing resources that
can help you grow your practice — whether
you’re establishing your business through
prospects, or deepening relationships with
existing clients.
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Whole Life

The MassMutual Whole Life Insurance portfolio can help meet different client needs,
including life insurance protection and cash value accumulation.

A whole life portfolio helps meet different financial goals Taking alook at Whole Life 100

-'IULATION BALANCED PERFORMANCE PROTECTION PR
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FOR USE WITH FINANCIAL PROFESSIONALS For use with Consumers
Flexible Whole Life Portfolio Video (VID2673)
Whole Life Insurance Portfolio
BROCHURE
A Life Insurance Strategy That Fits. For Life.
(LI5017)

A life insurance strategy
that fits. For life.

' &3 (S 3

. | Looking for Additional
Marketing Resources?

o J Check Out Our Life Insurance Hub!
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https://fieldnet.massmutual.com/public/life/pdfs/li5017.pdf
https://players.brightcove.net/4615932098001/default_default/index.html?videoId=6310198833112
https://fieldnet.massmutual.com/public/life/pdfs/li5017.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Term to Permanent Insurance

MassMutual Term Insurance includes a valuable option that allows your clients to convert
all or a portion of their coverage to permanent life insurance. This is an important benefit
to develop a long-term financial strategy for them and their family.

Target audience: NEW Term life clients and EXISTING Term clients

Looking for Additional
Marketing Resources?
Check Out Our Life Insurance Hub!

For use with Financial Professionals For use with Consumers

VIDEO VIDEO
Whole Life and Term Layering PROSPECTING EMAIL Stages of Whole Life Insurance INFOGRAPHIC FLYER
Strategy Video (VID2604) Realize the Potential of Your (VID2582) Advantages of MassMutual
Term Insurance (LI5010e) Term (LI5014)
CLIENT TALKING POINTS BROCHURE
Term Conversion Talking Whole Life vs. Term
Points (LI9227) Insurance (LI1003)

BROCHURE

Protect Your Today - Build
Your Tomorrow (LI7459)

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/public/life/pdfs/li5010e.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li7459.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li9227.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li1003.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li5014.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Gift o a Lifetime

Whole life insurance may be the perfect gift because it can help
children and grandchildren take the first step toward a secure
financial future.

Target audience: Parents and grandparents

For use with Consumers

VIDEO
Whole Life Insurance: BROCHURE
A Gift of a Lifetime (VID2705) Gift of a Lifetime (LI7026)

The cash value

will build

O JUITE SN,

A PROSPECTING EMAIL
Gift of aLifetime
e (LI7503e)

. | Looking for Additional
Marketing Resources?
e J Check Out Our Life Insurance Hub!
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https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7503e.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li7026.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Executive Bonus

Your business clients may be looking for selective benefits that can help them attract and retain their key employees.

An Executive Bonus plan may be the right fit.

Target audience: small to mid-size business owners

For use with Financial Professionals For use with Consumers
SALES STRATEGY BROCHURE
Executive Bonus With Executive Bonus Strategy et idioi, §63
10Pay WL (LI1038) Snapshot (LI7246¢) T R

PRESENTATION

Executive Bonus
(LI7248)

Looking for Additional Marketing
Resources? Check Out Our
Advanced Sales Hub!


https://fieldnet.massmutual.com/public/life/pdfs/li7246c.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/docs/li7248.ppt
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li1038.pdf
https://www.massmutual.com/digitalhub/AS8113e/
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Group Term Alternative

Millions of people are covered by group term life insurance plans
through their benefit programs at work. These plans generally
provide employees with a small amount of life insurance along with
the option to purchase a limited amount of additional coverage.
For most people, individual life insurance is a better long-term
option that allows them to get the coverage they need.

Target audience: young professionals

For use with Consumers

VIDEO
Group Term Alternative = BROCHURE
(L15004) - ’ Group Term Alternative

(LI5333c)

 —

Looking for Additional
Marketing Resources?
Check Out Our Life Insurance Hub!

. FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.



https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li5333c.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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CareChoice>™Products

The CareChoice products are long term planning solutions and Flexibility to choose
versatile financial assets that can provide valuable long term

. , , This concept highlights how CareChoice Select policies are
care/life insurance benefits for your clients.

eligible to receive dividends* and the additional flexibility and
See the client presentation below, and a sales idea to fund value they add when planning for long-term care expenses.

a CareChoice policy using existing life insurance or an annuity. , ,
Target audience: affluent clients and prospects ages 45-60

Target audience: affluent clients and prospects ages 45-65 with long-term care planning needs
with long-term care planning needs
For use with Financial Professionals

For use with Consumers
BROCHURE

CareChoice Select: Flexibility
to Choose (LI5527)

Navigating Long
Term Retirement Risk

PRESENTATION

CareChoice: Navigating Long
Term Retirement Risk (LI7418)

*Dividends are not guaranteed.

For use with Financial Professionals

BROCHURE

Funding CareChoice with Life
Insurance (LI7499)

Looking for Additional
Marketing Resources?
Check Out Our Life Insurance Hub!

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7499.pdf
https://fieldnet.massmutual.com/fnmmfg/life/docs/li7418-consolidated.html
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li5527.pdf&
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Indi.vidual Disability Income Insurance
(D) — Physicians Marketplace

The physician market continues to be an important occupation for

Dl sales. To help you demonstrate the value of owning a DI policy with
MassMutual, we have designed the following materials specifically to be
used with physicians.

For use with Consumers

CONSUMER BROCHURE

Protecting Your
Medical Occupation -
Own Occupation Rider

CONSUMER BROCHURE

Student Loan Rider
for Physicians

CONSUMER INFOGRAPHIC CONSUMER BROCHURE 1 ////////W
Income Protection Reality Extended Partial Disability \ | (4 "
for Physicians Benefits Rider ‘ ’ 4
i
4 £

Looking for Additional Marketing
Resources? Check Out Our
Disability Income Insurance Hub!

(/' FORFINANCIAL PROFESSIONALS. NOT FORUSE WITH THE PUBLIC.



https://fieldnet.massmutual.com/public/di/pdfs/di85001.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di15074.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di85002.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di2613a.pdf
https://mediaassets.massmutual.com/landingpages/lkjbdfpveubei/marketinghub/hub.html?_ga=2.144398645.1655151041.1702495375-1021462484.1649430066
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Worksite: Group Whole Life Insurance Can Make a Difference

to Your Small Business Clients

Making financial well-being personal
in the workplace

People guide our story as much as they guide our

Worksite business: the employee who's driven to become
indispensable, the employer who aspires to transform their
workplace, and the working American who wants to secure
a brighter financial future. MassMutual is more than just a
vendor for managing policies, our certificate holders can
count on us to build positive and rewarding experiences,
and for MassMutual to be a champion of voluntary group
benefits at the workplace.

For use with Consumers

CLIENT BROCHURE

Group Whole Life Insurance
ataGlance

CLIENT BROCHURE

Three Reasons Why
Group Whole Life Insurance

WORKSITE CENTRAL

Site for All of Your
Worksite Needs

CLIENT GUIDE

Employer Group Whole Life
Insurance Product Guide

CLIENT GUIDE

Employer Chronic Care
Benefit Overview

Who Can Help Further?
Worksite Territory Map.

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://www.massmutual.com/worksiteassets/wi5108.pdf
https://fieldnet.massmutual.com/fldnet/newsales/bizsubmission/worksite/index.html
https://fieldnet.massmutual.com/fnmmfg/worksite/pdfs/worksite-territory-map.pdf
https://www.massmutual.com/worksiteassets/wi5052.pdf
https://www.massmutual.com/worksiteassets/wi6024.pdf
https://www.massmutual.com/worksiteassets/wi5553a.pdf
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MassMutual Financial Strength

A commitment to financial strength and value

Clients feel more comfortable with the more information they have.

These materials provide an overview of MassMutual’s most recent
financial results, company ratings, and our strategic businesses
and investments.

For use with Consumers

uuuuu

= CLIENT BROCHURE BROCHURE
= ¢ é A Commitment to Financial Quallity and Performance
T e Strength (LI7286) (LI7602)
For use with Financial Professionals
BROCHURE |’ PRESENTATION

Creating Value for Policyowners.
MassMutual Strategic Businesses
and Investments (LI7537)

Creating Value for Policyowners.
MassMutual Strategic Businesses
and Investments (LI7486)

Creating Volue fon
Strategic Bu:

BROCHURE

Strategic Businesses and
Investments (SBIs) (LI5548)
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https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7602.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7286.pdf
https://fieldnet.massmutual.com/public/life/docs/li7537.ppt
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7486.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li5548.pdf
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Underwriting Programs and Enhancements

The strength of MassMutual’s underwriting is demonstrated
through the programs and guidelines leveraged during the
underwriting process. Included here are materials that highlight
just some of the programs and guidelines that have been
designed to help business get placed.

For use with Consumers

CONSUMER EMAIL CLIENT GUIDE
Platinum Pass Guide to MassMutual’s
(LI5529¢) Underwriting Process (LRM1000)

For use with Financial Professionals

DI UNDERWRITING GUIDE

Express DIUnderwriting
(DI1982)

DI QUICK REFERENCE GUIDE

Dllssue and Participation Limits
(DI11057)

DIUNDERWRITING FLYER

Military Physician and Dentist Underwriting
Program (DI25000)

DI BENEFITS AMOUNTS FLYER

Federal and Public Employees
Retirement System (DI9155)

For use with Financial Professionals

GUIDE
Platinum Pass (LI7210)

BROCHURE

Term Platinum Pass
(LI7456)

BROCHURE

Risk Assessment Credit Guidelines
(LI9229)

DISABILITY UNDERWRITING REQUIREMENTS

Underwriting Guide
(DI1053)

DISABILITY STARTING PROFESSIONALS

Starting Professionals Program
(DI75003)

UNDERWRITING SWEET SPOTS

(LI6005)

CASE STUDY

Impact of Diabetes
(LI7564)

CASE STUDY

Impact of Risk Assessment
Credits (LI7568)

LIFE UNDERWRITING REQUIREMENTS

Underwriting Guide
(U98e)

FOREIGN NATIONALS

High Net Worth Foreign Nationals
(U1015)

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/public/life/pdfs/li7456.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li6005.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li7210.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7564.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li9229.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7568.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li5529e.pdf
https://www.massmutual.com/digitalhub/U98e/index.html
https://fieldnet.massmutual.com/public/life/pdfs/u1015.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di1053.pdf
https://fieldnet.massmutual.com/fnmmfg/life/pdfs/lrm1000.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di75003.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di1057.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di1982.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di9155.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di25000.pdf
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Market Risk and Your Retirement

Taking income from an equity-based retirement account during a period
of negative returns can have a significant effect on the future value of the
account. Show clients that they can be better prepared and mitigate the
impact of a bear market on their retirement portfolio.

Target audience: affluent clients and prospects ages 45-55

For use with Consumers

VIDEO
Market Risk and Your Retirement BROCHURE
(LI9124) The Impact of Varying Returns

on Your Retirement (LI5510)
S ~\ £ )P AN

BROCHURE

Reducing the Impact of Market
Downturns (LI5509)

e

. | Looking for Additional
Marketing Resources?

Check Out Our Life Insurance Hub!

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li5510.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li5509.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Individual Disability Income Insurance —
Conversation Starters

Income and savings are critical to most workers’ financial security, yet they
rarely think about how an illness or injury could prevent them from working
and put their income and savings at risk. Use these new, client-approved
flyers to help you better show your clients the value of their income and the
impact a disability could have on their savings.

For use with Consumers

INTERACTIVE CALCULATOR CONSUMER BROCHURE
What’s Your Disability Facts
Most Valuable Asset? ThatMay Surprise You
CONSUMER BROCHURE CONSUMER FLYER
Can Your Savings Save You? tind Do You Know the Odds?

CONSUMER INFOGRAPHIC

Income Protection
Readlities

15

Looking for Additional Marketing
Resources? Check Out Our
Disability Income Insurance Hub!
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https://fieldnet.massmutual.com/public/di/pdfs/di1603.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di2626.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di95032.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di1947rc.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di0058.pdf
https://mediaassets.massmutual.com/landingpages/lkjbdfpveubei/marketinghub/hub.html?_ga=2.144398645.1655151041.1702495375-1021462484.1649430066
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Financial Wellness - Knowledge You Can Trust

Today, consumers are shouldering more financial decisions than
ever before. Many say their top barriers to owning MassMutual
products are perceived lack of need and lack of knowledge?. This
is where financial wellness solutions can help your clients and
prospects be more informed during the planning process, and now
is an ideal opportunity to use financial wellness to connect with
business owner prospects and their employees.

Did you know?

* 65% of employees expect their employer to offer more
financial wellness support.2

* On average, consumers with a need gap cite at least two reasons
for not having the coverage they need as they perceive it as too
expensive, and they say they have other financial priorities.3

* Those with more financial experience are significantly more likely
to see insurance as an important aspect of financial planning
and success.*

1 MassMutual Consumer Sentiment Study, Q4'21.

2 Betterment, 2021 Employee 401(k) Survey.

3 LIMRA 2023 Insurance Barometer Study.

4 Cake & Arrow, Insurance & Personal Finance: Toward a new understanding of financial literacy, 2023.

Get ahead of benefit enrollment season by offering employers and
businesses a financial wellness program for their employees.

EMPLOYER BROCHURE

Employee Financial
Wellness Strategy

EMPLOYER PRESENTATION
Financial Wellness Strategy

inancial

FINANCIAL IQ CURRICULUM ADVISOR TESTIMONIAL
Overview & Description Hear From Your
of Modules Peer Advisor

Additional resources for staying in touch with clients and prospects:

* The Financial Wellness Marketing page on FieldNet brings together all marketing and support
materials in one place. Find shareable videos, fillable worksheets, infographics, and brochures.

® Subscribe to the FINANCIAL WELLNESS dynamic consumer social campaign.

¢ Visit the Financial Wellness digital experience for shareable tools, calculators, and articles.

* [ncorporate COR1462W (financial wellness overview) into your ongoing seminar programs.

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/fldnet/marketing/product-marketing/financial-wellness-marketing.html
https://fieldnet.massmutual.com/fldnet/marketing/market-my-practice/branding/field-social-media.html
https://www.massmutual.com/financial-wellness
https://fieldnet.massmutual.com/public/life/docs/cor1462w.ppt
https://fieldnet.massmutual.com/public/bizmarket/pdfs/sb1036.ppt
https://fieldnet.massmutual.com/fldnet/marketing/seminars/employee-financial-wellness.html
https://fieldnet.massmutual.com/fnmmfg/bizmarket/pdfs/cor1725.pdf
https://www.brainshark.com/1/player/massmutualfd?pi=zHIzphGv2zh2JPz0&dm=1&r3f1=&fb=0
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The Power of Prospecting with Seminars

In-person event marketing is back in full swing. In fact, a recent study shows that 36% of clients would attend
an in-person educational event hosted by their financial advisor.! What better way to engage a captive audience

than through financial education events?

Refreshed seminar content can help grow your brand and your book, and establish trust with clients and prospects.

Some Topics Include:

* Funding Your Child’s College Education

* Welcome to the Social Side of Retirement

* Charitable Giving

* Whole Life Insurance as a Financial Asset

* Estate Planning 101

* The Importance of Knowing What Your Business is Worth
* 5 Estate Planning Documents You Should Know About

10echsli, 5 Unstoppable Affluent Investor Trends, June 2022.

® Business Succession Client Seminar

* Estate Planning and Business Planning — What You Need to Know

* Protecting What Matters Most

* Disability Income Insurance and You

* DI Insurance and the Small Business Owner

e Actionable Ideas for Business Owners

* Planning for a Family (LGBTQ)

Contact your local brokerage
director or email brokeragesales@
MassMutual.com

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


mailto:brokeragesales%40massmutual.com?subject=
mailto:brokeragesales%40massmutual.com?subject=
mailto:brokeragesales%40massmutual.com?subject=
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Disability Income Insurance -
STEM Occupations®

For use with Consumers

CLIENT VIDEO CLIENT VIDEO
Money Making Machine Disabled? Me Never.

S

CONSUMER FLYER CONSUMER BROCHURE
What’s Your Most Valuable Assets? Disabled? Me Never.
CONSUMER BROCHURE CONSUMER CASE STUDY
Protecting Your Most Valuable Assets It’s Time To Envision Your Future

*Occupations: STEM (Science, Technology, Education, Mathematics).



https://fieldnet.massmutual.com/public/di/pdfs/di20007.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di1603.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di1940.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di90040rc.pdf
https://www.youtube.com/watch?v=mchqgwxMFkA
https://players.brightcove.net/4615932098001/HJKudsLSZ_default/index.html?videoId=5722581866001
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Taming a Bear Market

Taking income from an equity-based retirement account during
a period of negative returns can have a significant effect on
the future value of the account. Show clients that they can be
better prepared and mitigate the impact of a bear market on
their retirement portfolio.

Target audience: Affluent clients and prospects ages 45-55

For use with Consumers

CLIENT VIDEO CLIENT SEMINAR
Market Risk and Your Retirement Market Risk and Your Retirement
(LI9124) (LI7211¢)

CLIENT BROCHURE

Taming a Bear Market
(LIN717¢c)

For use with Financial Professionals

SALES CONCEPT

Market Risk and Your Retirement
(LI7366)

FINANCIAL PROFESSONAL SALES CONCEPT

CONSUMER BROCHURE

Market Risk and Your Retirement
(LI7366)

CLIENT BROCHURE

The Impact of Varying Returns on
Your Retirement (LIS510)

CLIENT SNAPSHOT

Taming a Bear Market
(LI7999c¢)

Market Risk and Your Retirement
(LI7Z171)

TURNKEY CAMPAIGN

Market Risk and Your Retirement
(LI7473)

CLIENT BROCHURE

Reducing the Impact of Market
Downturns (LI5509)


https://fieldnet.massmutual.com/public/life/pdfs/li5510.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li5509.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li7366.pdf
https://fieldnet.massmutual.com/public/life/docs/li7211c.ppt
https://fieldnet.massmutual.com/public/life/pdfs/li7366.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li7171.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li1717.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li7999c.pdf
https://www.youtube.com/watch?v=hC07VBGpBs4

https://fieldnet.massmutual.com/public/life/pdfs/li7473.pdf
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The Time to Actis Now (Advanced Sales)

You can’t predict - you can prepare

By law, at the end of 2025, the transfer tax landscape will change
dramatically. The federal estate and gift exemption is scheduled to be
reduced by half of the 2025 amount (indexed for inflation). Prepare for
future tax law changes today and take advantage of this window of
opportunity to convey family wealth.

Target audience: Business and estate planning clients

Use these resources
to discuss these ideas
with your clients.

FINANCIAL PROFESSIONAL
AT-A-GLANCE

Advanced Sales Ideas Updates
(AS8094e)

Visit Advanced Sales on
FieldNet to see how you
can help your clients.

\

ADVANCED SALES FIELDNET

Advanced Sales Ideas
Updates

-

Who Can Help Further?
Advanced Sales Directory.

‘...,



https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/fnmmfg/ebp/pdfs/as8520.pdf
https://fieldnet.massmutual.com/fldnet/marketing/advanced-sales/index.html
https://www.massmutual.com/digitalhub/AS8094e/index.html
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Preparing for Retirement with Whole Life Insurance

Retirement planning has changed significantly over the last
several decades. Many people are finding that the traditional

For use with Consumers

sources of retirement income that were relied on in the past are VIDEO
no longer sufficient. A whole life policy can be an effective and Retirement Planning Has Changed _ BROCHURE
L. . L. IgnlfICOntly Over the Years Retirement Supplement
efficient way for your clients to accumulate additional funds to (VID26790) (LI7979)
supplement their retirement income. ‘ ,
Target audience: affluent clients and prospects ages 35-55
. . . PRESENTATION
with a death benefit need as well as a retirement supplement Toking Control of Your
Retirement (LI7994c)
For use with Financial Professionals
VIDEO
Retirement Planning Has Changed
Significantly Over the Years
Looking for Additional

Marketing Resources?
Check Out Our Life Insurance Hub!

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/public/life/docs/li7994c.ppt
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7979.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Whole Life Insurance as a Complement to a Fixed Income Portfolio

P53 &
5

27 /\\
)
9

Protect and build your future For use with Consumers  For use with Financial Professionals

This concept uses actual historical results to \

= MassMatual

L] L] L] L] ”r
position whole life insurance as a complement to 9 BROCHURE . VﬁASEfwhDYI —
: ’ g : : Protect and Build Your Future e vae ot inoe e
your clients’ fixed income investments. weny Insurance in Your Client’s Overal

Financial Strategy (LI1037)

Target audience: affluent clients ages 45-65 who
can use life insurance as a conservative part of

their overall accumulation strategy

. | Looking for Additional
Marketing Resources?

o J Check Out Our Life Insurance Hub!

22 FORFINANCIAL PROFESSIONALS. NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li1037.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/life/pdfs/li7167.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Tax Advantages

Income tax diversification

These pieces are designed to help prospects understand the advantages
oo OUT of owning assets that offer different tax regimes as part of their overall
retirement income strategy. They look at income tax advantages offered
by various retirement accumulation strategies and the income options
available to them.

Aftertax
$IN

TAX
ADVANTAGED

Target audience: affluent clients ages 45-55 looking for tax-advantaged
\ retirement planning options

TAX Before tax o
Af;elrh’lcax TAXABLE DEFERRED oraétertax For use Wlth Consumers
IN
uuuuuuuuuu |
. Income Tax Diversification
Taxable OUT Taxable OUT
(Capital Gains j:aDiv?dends and Interest) (Orji);\aaryeincome) laaSonticl T”Ongle (Fp1 003) (L|7300)

CONSUMER BROCHURE*

Tax Control Triangle
(FP1003A Annotated)

Looking for Additional
Marketing Resources?
Check Out Our Life Insurance Hub!

*These two consumer pieces can only be provided to
consumers by a Registered Representative, Investment
Advisor, or a Financial Planner.

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/fnmmfg/life/docs/li7300-consolidated.html
https://fieldnet.massmutual.com/public/financialplan/pdfs/fp1003.pdf
https://fieldnet.massmutual.com/public/financialplan/pdfs/fp1003a.pdf
https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Starting the Annuity Conversation

The future is unpredictable, but a little planning goes a long way in helping
to prepare for it. Advances in medicine and technology are allowing people
to live longer — and that can translate into extended retirement and a bigger
strain on savings. Annuities can help fill some of that income gap.

Target audience: retirees and pre-retirees from ages 45-90

For use with Consumers

CONSUMER VIDEO
S ERS W VEDIGITAL ASSET You May Live Longer Than You Think
Annuity Solutions for Your (VID2554)

Clients (AN7796)

CONSUMER BROCHURE

What'’s the Likelihood of Living
Longer? (AN7795)

For couples, there is a 71% chance that one or both persons who are currently
age 65 will live to age 90. That adds up to 25 years in retirement.

Source: Society of Actuaries 2012 IAM Period Mortality Table; Mortality Improvement Scale
MI-2022V Massachusetts Mutual Life Insurance Company.

Looking for Additional
Marketing Resources?
Check Out Our Annuity Hub!

e }' T
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https://fieldnet.massmutual.com/public/ann/pdfs/an7795.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an7796.pdf
https://mediaassets.massmutual.com/landingpages/annuities/?&_ga=2.81296279.1655151041.1702495375-1021462484.1649430066
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Even More Fixed Choices

MassMutual Ascend Annuities added to the lineup

In addition to the MassMutual fixed annuity products, you can now offer
your conservative clients even more choices with the SecureGain Series,
American Landmark 3 and 5, and American Legend 7.

Target audience: conservative investors with 10+ years until retirement*

 Fixed-Indexed: For the conservative investor who wants fixed income but with
some market upside potential

o Multi-Year Guaranteed Annuity: For the investor who prefers a fixed guaranteed rate
for a specific time period

Compare All Compare AllMulti-Year
Fixed Indexed Annuities Guaranteed Annuities
(AN6737) (AN6736)

MassMutual Ascend annuity products are issued by MassMutual Ascend (Cincinnati, Ohio), a wholly owned
subsidiary of MassMutual. Products are not available in all states. Form numbers and features may vary by state.

*Please view details for issue and rider age parameters.

For use with Consumers

CONSUMER BROCHURES
SecureGain 3
SecureGain 5
SecureGain 7

CONSUMER BROCHURE
American Legend 7

CONSUMER BROCHURES

American Landmark 3
American Landmark 5

CONSUMER
Rate Sheets

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://mybusiness.massmutualascend.com/docs/default-source/default-document-library/forms/marketing-materials/b1139622nw.pdf?sfvrsn=6462fde_2
https://mybusiness.massmutualascend.com/docs/default-source/default-document-library/forms/marketing-materials/b1088822nw.pdf?sfvrsn=845c2fde_3
https://mybusiness.massmutualascend.com/docs/default-source/default-document-library/b1089022nw.pdf?sfvrsn=c65d2fde_0
https://mybusiness.massmutualascend.com/docs/default-source/default-document-library/forms/marketing-materials/b1471522nw.pdf?sfvrsn=b4472fde_5
https://mybusiness.massmutualascend.com/docs/default-source/default-document-library/forms/marketing-materials/b1136222nw
https://mybusiness.massmutualascend.com/docs/default-source/default-document-library/forms/marketing-materials/b1122722nw.pdf?sfvrsn=45402fde_2
https://mybusiness.massmutualascend.com/mmfa/home/sales-tools/product-rates
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an6737.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an6736.pdf
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Taking Advantage of Current Withdrawal Rates for Income Protection

Most people work a lifetime to save for retirement and want to be able to
know what their income will be in retirement. RetireEase and RetireEase
Choice offer flexible options to receive a steady stream of income now,
or in the future, with competitive withdrawal rates.

Target audience: conservative investors up to age 88*

 RetireEase — Nearing retirement (within a year) or retired
» RetireEase Choice — Wants a longer deferral period

For use with Consumers

SOOI BROCHURE
Closing the Income Gap RetireEase
With RetireEase Choice (AN1500)

(AN4306)

BROCHURE BROCHURE

Rate Flyers RetireEase Choice

(AN6704) (AN4300)

Looking for Additional

Marketing Resources?
Check Out Our Annuity Hub!

*Please view details for issue and rider age parameters.
FORFINANCIAL PROFESSIONALS. NOT FOR USE WITH THE PUBLIC.



https://fieldnet.massmutual.com/fldnet/products/annuities/income/retireease.html
https://fieldnet.massmutual.com/fldnet/products/annuities/income/retireease-choice.html
https://fieldnet.massmutual.com/fldnet/products/annuities/income/retireease-choice.html
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an6704.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an4306.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an1500.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an4300.pdf
https://mediaassets.massmutual.com/landingpages/annuities/?&_ga=2.81296279.1655151041.1702495375-1021462484.1649430066
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More Choices for Fixed Interest Rate Products

to Satisfy Conservative Investors

Some conservative investors want to grow their retirement with a

guaranteed fixed interest rate product. Some may want the opportunity

for higher growth potential than offered by multi-year guaranteed

annuity, without an additional risk. MassMutual’s fixed deferred annuity
or multi-year guaranteed annuity, Premier Voyage, offers an alternative
to other fixed investments such as CD’s and bonds. Index Horizons offers
your clients index-linked interest options for growth potential that may

be higher than a traditional fixed annuity and an optional guaranteed
lifetime withdrawal benefit, for an additional cost for those clients
looking for the opportunity for higher lifetime guaranteed income.

Target audience: conservative investor up to age 901

 Premier Voyage — A multi-year guaranteed annuity with
a Market Value Adjustment for conservative investors who want a
fixed interest rate, guaranteed rate periods from
2 to 7 years, and the ability to make limited subsequent payments?

¢ Index Horizons — For the conservative investor who wants fixed
income but with some market upside potential

1 Please review each product for details on issue and rider age parameters for the GLWB for Index Horizons.
2 Subsequent payments are only permitted upon renewal into a new multi-year guaranteed period.

For use with Consumers

CONSUMER BROCHURE CONSUMER BROCHURES
- Index Horizons (AN4400)
Premier Voyage (AN8700) )
Index Horizons GLWB (AN4402)
CONSUMER BROCHURE CONSUMER MATERIALS
Stable Voyage (AN6700) The Tale of Bonds & Rates
CONSUMER
Rate Sheets

Note: Stable Voyage is only available in NY and CA, where
Premier Voyage is not currently available.

Looking for Additional
Marketing Resources?
Check Out Our Annuity Hub!

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/fldnet/products/annuities/fixed/premier-voyage.html
https://fieldnet.massmutual.com/fldnet/products/annuities/fixed/indexhorizons.html
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an4400.pdf
https://fieldnet.massmutual.com/fldnet/products/annuities/fixedrates.html
https://fieldnet.massmutual.com/fldnet/products/annuities/fixed/stable.html
https://fieldnet.massmutual.com/public/ann/pdfs/an4402.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an6700.pdf
https://fieldnet.massmutual.com/fldnet/products/annuities/fixedrates.html
https://fieldnet.massmutual.com/public/ann/pdfs/an7856.pdf
https://fieldnet.massmutual.com/fldnet/document/display.html?DOCURL=https://fieldnet.massmutual.com/public/ann/pdfs/an8700.pdf
https://mediaassets.massmutual.com/landingpages/annuities/?&_ga=2.81296279.1655151041.1702495375-1021462484.1649430066
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Business Markets

The financial needs of a business owner can be complex, which
often leads to a deep client relationship. Many business owner
engagements expand to consider the needs of the family,
business, and team, including the need for future income.

Fact Finder:

e Business & Executive Solutions Fact Finder

e Help your clients get the collaterals they need to close on a
business loan first with our QuickClose program

QUICKCLOSE QUICK CLOSE
CONSUMER/BUSINESS OWNER PROGRAM Lender Brochure
Tools to Help With Business Loans (SB10211)

Calculators:
« EBITDA Calculator (Accessible Using Chrome)
e Business Expense Calculator

» Key Employee Value Calculator
e Business Valuation Calculator

e The 2022 MassMutual Business Owner Perspectives Study
takes the pulse of today’s business owners. Share the findings
with prospects and clients to guide conversations around

planning.

+&~MassMutual

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/public/stratall/pdfs/sb10004.pdf
https://fieldnet.massmutual.com/fnmmfg/bizmarket/pdfs/sb1020.pdf
https://massmutual.valuebuildersystem.com/
https://www.massmutual.com/financial-wellness/calculators
https://www.massmutual.com/financial-wellness/calculators/key-employee-value
https://www.massmutual.com/financial-wellness/calculators/business-valuation-planner
https://fieldnet.massmutual.com/public/stratall/pdfs/DMD4111.pdf
https://fieldnet.massmutual.com/public/bizmarket/pdfs/sb10211.pdf
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Diverse Markets

The market we serve has become more diverse than ever. With our strength, stability,

and longevity as a mutual company, MassMutual is committed to serving ALL Americans.

Prospecting ideas:

¢ College planning is an excellent way to open the door for broader planning

conversations with a diverse audience. Leverage these multicultural segment resources.

COLLEGE PLANNING
Marketing Resources and Tools

e Partner with local centers of influence and key diverse affinity associations at
local events or deliver educational sessions leveraging segment-specific seminars.

TARGET MARKETS
Marketing Resources and Tools

e Whole life resonates very well with diverse communities given that there may be
risk averseness with a family-centric and protection focus. Highlight whole life as
an excellent solution to address their different needs.

29

Vietnamese Hispanic - Bilingual
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https://fieldnet.massmutual.com/fldnet/marketing/target-markets/multicultural-markets/college.html
https://fieldnet.massmutual.com/fldnet/marketing/target-markets/index.html
https://fieldnet.massmutual.com/public/life/pdfs/li1713ch.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li1713kr.pdf
https://fieldnet.massmutual.com/public/multicultural/pdfs/li1713ai.pdf
https://fieldnet.massmutual.com/fnmmfg/multicultural/pdfs/li1301aa.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li1713_vn.pdf
https://fieldnet.massmutual.com/public/life/pdfs/li1713ensp.pdf
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Single Payment Program (SPP)

Take advantage of a cost-effective way to pre-fund a certain number of future life
insurance premiums using MassMutual single payment program (SPP)

For use with Consumers

CONSUMER BROCHURE

CONSUMER BROCHURE

How an Immediate Annuity
Single Payment Program

Can Help You Close Your
Income Gap

CONSUMER BROCHURE
MassMutual RetireEase

BROCHURE
SPIA Rates Are on The Rise

Looking for Additional
Marketing Resources?
Check Out Our Life Insurance Hub!

SINGLE PAYMENT PROGRAM

Single
Payment

1st Payment

1st Annual
Life Insurance Premium

2nd Annual
Life Insurance Premium

A\ %4

2nd Payment 3rd Annual

“  Life Insurance Premium

Final Payment Final Annual

Life Insurance Premium

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://fieldnet.massmutual.com/public/life/pdfs/li7782.pdf

https://fieldnet.massmutual.com/public/ann/pdfs/an1500.pdf

https://fieldnet.massmutual.com/public/ann/pdfs/an1520.pdf

https://fieldnet.massmutual.com/public/ann/pdfs/an1519.pdf

https://www.massmutual.com/marketing-hub/brokerage-life-insurance
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Who Can Help Further

MassMutual Agency Brokerage Website
MMFA National Sales Life, DI, and Annuity Wholesaler Contact Sheet
Advance Sales Directory

MassMutual Worksite Solutions Voluntary & Executive,
Group Benefits Managing Director

Additional Resources & Trainings

EZ-app

Disability Income Insurance Hub

Annuity Hub

Advanced Sales Hub

Whole Life Hub

CareChoice Marketing Materials At A Glance
Multicultural Markets Digital Hub

FORFINANCIAL PROFESSIONALS.NOT FOR USE WITH THE PUBLIC.


https://www.massmutual.com/brokerage
https://fieldnet.massmutual.com/fnmmfg/salestools/pdfs/nsales-wholesale-lists.pdf
https://fieldnet.massmutual.com/fnmmfg/ebp/pdfs/as8520.pdf
https://fieldnet.massmutual.com/fnmmfg/worksite/pdfs/worksite-territory-map.pdf
https://fieldnet.massmutual.com/ezapp/
https://mediaassets.massmutual.com/landingpages/lkjbdfpveubei/marketinghub/hub.html
https://mediaassets.massmutual.com/landingpages/annuities/?
https://www.massmutual.com/digitalhub/AS8113e/
https://www.massmutual.com/digitalhub/LI1023BRe/
https://mediaassets.massmutual.com/landingpages/lkjbdfpveubei/marketinghub/hub.html
https://fieldnet.massmutual.com/fnmmfg/life/pdfs/li7413.pdf

&% MassMutual

Agency Brokerage

Make more possible.
Follow us on Linkedin
MassMutual Agency Brokerage

John Biedermann
Brokerage Director
Strategic Financial Group

Direct: 713-403-6510
jbiedermann@massmutualbrokerage.com

Insurance products issued by Massachusetts Mutual Life Insurance Company (MassMutual) (Springfield, MA O1111-0001) and its subsidiaries, C.M. Life
Insurance Company and MML Bay State Life Insurance Company (Enfield, CT 06082).

©2024 Massachusetts Mutual Life Insurance Company (MassMutual®), Springfield, MA 01111-0001. All rights reserved. www.MassMutual.com

BR1409 124 MM202601-307928


https://www.massmutual.com/Brokerage
https://www.linkedin.com/showcase/massmutual-brokerage
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