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Partnering with you to help your clients plan with flexibility.
~ Tim, Mark, and Gayle
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Our Team

The culture at SFG Brokerage is one that puts community, collaboration, and
connection first. We work with professionals across the country committed to
serving the needs of your clients.
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MASSMUTUAL BROKER WEBCAST SERIES | 2025 CALENDAR

4/8 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: The Five Most Asked Questions on Irrevocable Trusts

4/9 (2:00-3:00 p.m. ET) | CE Hot Topic Series: Life Insurance Funding Strategies

4/24 (2:00-3:00 p.m. ET) | Underwriting Case Clinic Series: The Wizard of Underwriting - Behind the Curtain

5/13 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Discovering Gold - Personal Tax Returns

5/14 (2:00-3:00 p.m. ET) | CE Hot Topic Series: Divorce - Helping Your Clients Plan for the Future

5/22 (2:00-3:00 p.m. ET) | Underwriting Case Clinic Series: Trends in Medical Underwriting and Medical Jargon (insurance vs. practical)

6/10 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Discovering Gold - Business Tax Returns

6/26 (2:00-3:00 p.m. ET) | Underwriting Case Clinic Series: Case Studies (foreign risk, older-age underwriting, cancer, and SpecialCare program)

7/8 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Fringe Benefit Planning - Split Dollar

7/24 (2:00-3:00 p.m. ET) | Underwriting Case Clinic Series: Life Insurance and Disability Income Insurance Concurrent Underwriting

8/12 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Becoming a Special Needs Planner

8/13 (2:00-3:00 p.m. ET) | CE Hot Topic Series: Estate Planning and Business Planning

8/28 (2:00-3:00 p.m. ET) | Underwriting Case Clinic Series: Life Insurance Riders

9/10 (2:00-3:00 p.m. ET) | CE Hot Topic Series: Split Dollar Arrangements

9/16 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Social Security Q&A

9/25 (2:00-3:00 p.m. ET) | Underwriting Case Clinic Series: Finishing Strong

10/8 (2:00-4:00 p.m. ET) | CE Hot Topic Series: Charitable Giving

10/14 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Year-End Planning

11/11 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: The Five Documents You Need to Know About

12/9 (12:00-12:30 p.m. ET) | 30 Minutes with Advanced Sales: Fringe Benefit Planning - Deferred Compensation

Visit tinyurl.com/rf2z63zy
or scan the QR code to
 access the complete

schedule, session details,
and registration links!
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Using RMDs to Fund Life Insurance

Required Minimum Distributions (RMDs)
An RMD is an IRS mandated distribution to ensure that retirement plans are being used as retirement vehicles and not as a savings
account. Below are some of the account types that require the owner to begin RMDs at age 73.

Taking the RMD each year from the account and leaving the balance in a retirement account for the beneficiary may not be the most
tax advantageous way to pass money on due to the ten-year distribution rule and the taxes due upon the owner’s death.

Funding Life Insurance with RMDs Case Study
(to mitigate the tax impact on your clients’ loved ones)

Meet Jim & Pam

Clients are 73 years old
Have qualified money around $1,250,000
Have two adult children that are beneficiaries of IRA

32% Tax bracket
Taking RMD of about $47,000 gross
Don’t need the money to live on

1  Required Minimum Distributions begin: Age 70½ if born before July 1, 1949, age 72 if born after June 30, 1949 and before January 1, 1951. Thereafter RMDs begin at age 73.
2  RMD rules do not apply to Roth IRAs or Designated Roth accounts during the owner’s lifetime.

The products and/or certain features may not be available in all states. State variations will apply. 

The information provided is not written or intended as specific tax or legal advice. MassMutual, its subsidiaries, employees, and representatives are not authorized to give tax or legal advice. Individuals are
encouraged to seek advice from their own tax or legal counsel. 

The products and/or certain features may not be available in all states. State variations will apply.

MassMutual Whole Life series policies ((Policy Forms: MMWL-2018 and ICC18-MMWL in certain states, including North Carolina)/ (MMWLA-2018 and ICC18-MMWLA in certain states, including North Carolina)) are level-
premium, participating, permanent life insurance policies issued by Massachusetts Mutual Life Insurance Company (MassMutual), Springfield, MA 01111-0001. 

This hypothetical example is for training purposes only. These values include dividends based on the 2025 dividend schedule and are not guaranteed. Dividends in future years may be lower
or higher, depending on the company’s actual experience. When working with clients, a Basic Illustration must be presented using current assumptions and the current dividend
schedule. Clients should be referred to the Basic Illustration for guaranteed elements and other important information.

If the second person were to pass
away at age 90, their two children
would share over $851,273 with no
taxes due, in addition to the
remainder of the IRA.

Individual Retirement Account
Simple IRA

SEP IRA
Tax-Sheltered Annuity

Profit-Sharing 401(k) Plans
457(b) Deferred Compensation

Pension Plan

Distributions under a whole life insurance policy (including cash dividends and partial/full surrenders) are not subject to taxation up to the amount paid into the policy (cost basis). If the policy is a Modified Endowment
Contract, policy loans and/or distributions are taxable to the extent of gain and are subject to a 10% tax penalty if the policyowner is under age 59 ½. 

Access to cash values through borrowing or partial surrenders will reduce the policy’s cash value and death benefit, increase the chance the policy will lapse, and may result in a tax liability if the policy terminates
before the death of the insured.

The information provided is not written or intended as specific tax or legal advice. MassMutual, its subsidiaries, employees and representatives are not authorized to give tax or legal advice. Individuals are encouraged
to seek advice from their own tax or legal counsel.

The decision to purchase life insurance should be based on long-term financial goals and the need for a death benefit. Life insurance is not an appropriate vehicle for short-term savings or short-term investment
strategies. While the policy allows for loans, you should know that there may be little account value available for loans in the policy’s early years.

RMDs and Legacy Planning
What if your clients don’t need the money in the retirement accounts, and would rather use the money to create a legacy for
their loved ones?

1

2

Leveraging Life Insurance

Purchase a MassMutual Survivorship Whole Life 100 with
an initial death benefit of $600,000
The premiums are primarily paid for by the after-tax
TMD amount

They name their two children as beneficiaries
Upon the second death, the proceeds will be paid
to them, income tax-free

Future Illustrated Values -
Case Details

Select Preferred Non-Tobacco Risk Class
Annual Premium - $31,916
Dividend Option: Paid Up Additions

Scan this QR code for the
full illustration or visit
tinyurl.com/4rnd29p6

Conversely, if they had left their
children just the balance of their
IRA, the money they receive would
most likely result in taxes being due.


