


	Transaction Type 
Best Interest and Suitability Apply
	Requirements:
· Best Interest Training
· Product Training
· Provide Producer Proprietary Disclosure (only need to be provided once per client per producer)
· Keep complete Case Notes in Client Files
	

[bookmark: _GoBack]Reference Materials


	Illustrations – Best Practices
	· A signed illustration will be needed any time EZ app can be used.  Examples (not a complete list) include:
· New Policy
· Term to Perm Conversions
· Owner change if policy is inforce less than 90 days

· The cover page (first page of illustration) must contain the proposed Insured’s full name, nothing generic (Valued Client not acceptable), as well as age, gender and policy type (which should all pre-fill with MassMutual Design)
· The advisor’s name must be on the submitted illustration (Lenox Advisors is not acceptable), as well as license number – if required, and business address
· If subsequent illustration is being submitted, the word “revised” should appear along with the policy number 
· The full illustration matching the application and signed by the client must be attached upon submission. If it does not match, is not signed, or is not submitted in full (i.e. just the signature page), it will be sent back as NIGO. The illustration must be signed prior to or same day as the application.  Illustrations dated after the application date will not be accepted. 
	

	New Policy Applications 
	1. Obtain detailed information to complete Suitability Questionnaire
2. Consider Suitability
3. Obtain Signed Illustrations
4. Submit EZ App and attach Signed Illustrations
5. Suitability will come up as part of the EZ App reflecting duplicative information
Wet Signatures
If obtaining wet signatures – be sure to obtain wet signatures on the Suitability Questionnaire (one questionnaire per product)
Replacements
If Policy is a Replacement include the following in addition to the above:
1. Inforce illustration for all policies being replaced
2. Side-by-side comparison of the proposed new policy and existing policy/policies with premiums, cash values and death benefits on a non-guaranteed basis over 5, 10, 20 and 30 years. (Side by Side Comparison Worksheet FR 2331)
3. Explanation of basis for the recommended replacement. (Replacement Producer Explanation Template – FR2332)
	New Policy Life Products Suitability Questionnaire – FR2282
Determining Affordability Resources:
· Producer Pocket Guide to Life Insurance Suitability  
· Suitability worksheet with effective tax rates 
Replacements:  
· Top Considerations regarding Replacements Guide
To be added:
· Client Brochure can be found on Warehouse Express



	New Policy Applications - Business Cases
	Follow New Policy Applications
· If business will own the policy (and the insured is not a member/partner of the LLC/Partnership with a primary purpose of personal planning) stop at question B2 on the Suitability Questionnaire and provide:
· Suitability Disclosures for Business Cases (FR2289) 
· Business Financial Supplement (FR2074)
	

	New Policy Applications – 
Corporation Owned for:
·  Buy/Sell Agreements 
· Key Person Policies
	Follow New Policy Applications – Ownership will be “Other Entity” 
· For Owner (question B2) select Other Entity (note in EZ App under Entity Owner, select non-incorporated entity and type:  Other to have the appropriate options appear for suitability)
· Complete the following:
· Suitability Disclosures for Business Cases (FR2289) 
· Business Financial Supplement (FR2074)
	These processes are being refined – be sure to include a complete description in the rationale.  If additional information is needed, you will be contacted.

	New Policy Applications - Trusts 
	Follow New Policy Applications.  Additional Notes:
· For newly created trusts suitability is completed on the Grantor
· For limited situations where a well-established trust will be the owner and will pay the premiums, suitability will be performed on the trust. Complete the Life Products Suitability Trust Supplemental Questionnaire (FR2281). 
· For any questions regarding trust ownership and trust suitability, consult Advanced Sales.
	For Certain Trust Cases*: Life Products Suitability Trust Supplemental Questionnaire (FR2281) 
*Use the Life Products Suitability Questionnaire (FR2282) for most trusts funded by the insured or the insured’s spouse.

	Reissues:  Issued Other Than Applied For
	1. Work with your case manager to reach acceptance of product(s)
2. Your Case Manager will notify the Suitability Team of final products accepted
3. Suitability Review Team will send you the corresponding suitability form(s) to be completed reflecting the changes
4. Complete the suitability form(s)
5. Obtain Client Signature:
· Wet signature
· E-Signature (short term:  send to the suitability review team and ask them to send to client for e-signature.  We are working to provide you the capability to attach DocuSign and send it directly to the client)
Note:  If adding a new product such as Term or Whole Life, and a signed illustration be needed to attach to the new app, the full suitability for the new product will need to be completed.
	Life Products Suitability Trust Supplemental Questionnaire (FR2281)

	Conversions:
· LISR to Whole Life 
· Term to Perm
· VUL to Whole Life

	A signed illustration is needed for the new product.
Suitability is required and based on length the policy is inforce.
· Less than one year inforce use: Life Products Suitability Questionnaire (FR2282)
· More than one year inforce use: Life Suitability Acknowledgement Certification (FR2284)
The client can exercise their contractual right regardless of the suitability outcome.  
· If the case is determined “Not Suitable” and has been inforce less than one year, also complete: Life Suitability Acknowledgement Certification (FR2284) (this is the form for policies inforce more than one year)
· Indicate if it is recommended to convert OR if the client is choosing to exercise the contractual right.
IF the conversion is owned by a business or a trust:
· Obtained a signed illustration
· Use the following suitability form:
	

	Option Exercises:
· Addition of Insurability Rider
· Exercise Policy Split Option
· Exercise of Guaranteed Insurability Rider
· Transfer / Substitute Insured
	Modified suitability will be required:  Life Suitability Acknowledgement Certification (FR2284)
The client can exercise their contractual right regardless of the suitability outcome.  
· If the case is determined “Not Suitable” indicate if it is recommended to convert OR if the client is choosing to exercise the contractual right.
	

	Changes to an Existing Policy inforce more than 90 days
	Complete Life Products Post Issue Full Suitability Questionnaire (FR2291) for the following changes to an existing policy:
· Face increase to an existing policy
· Addition of a new unscheduled ALIR
· Term or VUL conversion in the first year
	A producer guide to the Life Products Post Issue Full Suitability Questionnaire (FR2291)

	Rider Additions:
· Add Waiver of Premium / Waiver of Specified Premium Rider
· ALIR:  
· Increase existing ALIR
· Add Scheduled ALIR 
	Modified suitability will be required for all changes listed to left:  Life Suitability Acknowledgement Certification (FR2284)

For a new Unscheduled ALIR : 
· Signed Illustrations must be attached to the application
· Use  Life Products Post Issue Full Suitability Questionnaire (FR2282)
	

	Best Interest – Recommendations vs non-recommendation
	Keep complete file notes when a recommendation is made for all scenarios.  While not all recommendations are subject to suitability (only transactions with new coverage and FYC are subject to suitability), all recommendations are subject to best interest.  
What’s the difference between a recommendation and a client exercising options?
· If a client calls and asks you to review their policy, wanting to know which policy to take a loan out to pay for a child’s education and the producer provides feedback – that is a recommendation.  Basis of the recommendation should be noted in the client file notes along with summary of conversation and decision(s) client makes.

· If a client calls and requests a loan of $10,000 on a policy – that is not a recommendation and is not subject to best interest.  Recommended practice is to note the request in the client file.
	 New York (NY) Regulation 187: Suitability and Best Interest in Life Insurance and Annuity Transaction
Best Interest for New Sales Transactions Job Aid
Life Insurance: Needs Assessment Questionnaire 


Full Reference to above and more:  
· NY Reg 187: Sales Process Guide for Career Agents 
· New York Regulation 187 Fiedlnet Page  
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A P P LY I N G  F O R  L I F E  I N S U R A N C E :


What to Expect with New York’s new  
Best Interest and Suitability Requirements







MassMutual® Financial Professionals consistently strive to serve the best 
interests of their clients — our policyowners. They have the experience and 
training to understand your needs and objectives and can connect you to 
the products and solutions that can help you reach your goals.


What does Best Interest mean? 
Your financial professional always acts in your interest alone by exercising care, skill, 
diligence and prudence in making product recommendations to fit your needs, goals 
and means. They are properly trained on the products they sell and provide you with 
the information about the products they recommend, both the benefits and risks, in 
order for you to make an informed decision.


What does Suitability mean? 
Your financial professional, and MassMutual, will assess the policy applied for to ensure 
that it is affordable and appropriate based on your financial situation, is in line with your 
financial objectives and meets the purpose you intended for the policy. This is based on 
specific information that your insurance professional will collect from you.


Do you need Life Insurance? 
Before recommending a policy, your insurance professional will conduct a fact finding  
interview about you and your household financial assets in order to perform an 
assessment of your insurance needs. Life insurance provides a death benefit that 
can satisfy different needs, including helping to replace your income should you 
die prematurely, protecting your future insurability, covering estate taxes or paying 
final expenses. Some types of life insurance can also provide tax-deferred cash value 
accumulation. However, you should not apply for a life insurance policy solely for its ability 
to accumulate cash value if you don’t have a demonstrable need for the death benefit.


Is the policy affordable? 
The most important factor is whether the policy is affordable. Many life insurance 
policies require an ongoing and long-term commitment to continue to pay the 
designated premium. Failure to pay can result in policy termination, in which event 
there would be no payment to your beneficiaries on the insured’s death. And, if 
your coverage terminates, you may not be able to get new coverage if you’ve had a 
change in your health.


For customers in New York, a recent regulation effective February 1, 2020 has been implemented that 
sets forth a number of new requirements that define the specific processes, and information to be 
collected, to ensure that life insurance policy recommendations are suitable to a customer’s needs and 
objectives and in the best interest based on their overall financial situation. This Guide is designed to 
help you understand MassMutual’s approach for complying with this new regulation.







	? Your gross household income 
This should include earned and unearned income. Include salaries, bonuses, rental income, pensions, 
social security, annuity payments, alimony, etc. Include for both the insured and insured’s spouse.


	? How you intend to pay the premium 
Tell us how you intend to pay the premium. Will it be from your income? Or will you be using your 
savings and investments?


	? All your household expenses 
Your insurance premiums need to be affordable in light of your other daily expenses. Premiums that are 
too costly in light of other expenses may lead you to drop your otherwise needed coverage, which would not 
be in your best interest. We want to make sure you can afford and can keep your coverage. Provide your best 
estimate of your overall household expenses. Include all amounts that are deducted from your gross income 
other than taxes. This includes amounts you pay towards health insurance, housing (mortgage or rent), 
utilities, food, clothing, retirement plan contributions, child care, entertainment, etc. 


	? Major upcoming purchases or expenses 
In addition to your regular expenses, a significant expense within a few years of purchasing your coverage 
could result in your existing coverage being unaffordable. You should consider, then, your ability to continue 
the premium commitment in light of any potential life changes, such as having children, buying a house, 
paying for college, or other major expenses, such as home renovation, big vacation or car or boat purchase.


	? Debts and obligations 
Tell us about your secured liabilities, such as the length and amount of your mortgage and car loans. Tell us 
about your unsecured liabilities, such as student loans, credit card debt and any other personal loans.


	? Other insurance inforce on the household family members 
Your insurance professional will collect information about all existing insurance coverage on you and 
your family members, including any policies on your children, and any group coverage in place through 
an employer. This is to understand how much life insurance is in force today and how this new policy will 
fit into your overall insurance needs. We also want to know how much you’re paying for any existing coverage.  


	– To help your insurance professional evaluate your existing coverage, ask your existing carriers for inforce 
illustrations for all existing policies, and bring any recent annual statements for those policies, if available.


	? Savings and investments 
We will also collect information about your savings and investments, such as certificates of deposit (CDs), 
money market accounts, stocks and bonds, mutual funds, etc. and whether any of these investment accounts 
currently have surrender charges. We’ll also ask about any illiquid assets such as real estate holdings (including 
your home), commodities, art, jewelry, and other personal property. For some policies or strategies involving 
single premium payments, we want to make sure that the premium represents a reasonable percentage of 
your liquid assets so you are left with enough other liquid assets to pay future expenses.


	? Financial experience
For permanent life insurance applications, we will also ask about your financial experience with assets such as 
stocks, bonds, mutual funds, cash value life insurance, annuities, and alternative investments.


To ensure your coverage lasts as long as intended, we want to ensure it will be affordable for you in 
light of your current and future expenses. Your insurance professional will collect information about 
your income, savings, investments and expenses to help us make that determination. This includes:
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	? Tax bracket
We will ask you for your best estimation of your tax bracket. This will be used in conjunction with your 
expenses to help us determine the affordability of the policy.


	? Your financial goals and purpose for the policy
As part of the financial fact finding and needs analysis, your insurance professional will collect information 
about your overall financial goals. We will also ascertain your primary purpose for the policy being applied  
for to ensure that it’s consistent with your needs, goals and financial situation.


	? Risk tolerance and non-guaranteed elements 
We will ask about your desires for your premium payment and death benefit options to ensure they are 
aligned with the policy applied for, such as: do you want lower early premiums that can increase in the future; 
or guaranteed level premiums? Or do you want a guaranteed level death benefit, a death benefit that can 
grow with the payment of non-guaranteed dividends; or a product that has flexible death benefit options? 
We will also assess your understanding of and willingness to accept changes in any non-guaranteed elements 
in the policy.


As part of the process to apply for life insurance, your 
insurance professional will:


	 If he or she is a MassMutual career agent, describe that he or she primarily 
sells MassMutual policies and explain the situations when other carrier products 
are offered.


	 Provide detailed information, including benefits and risk factors about the product 
applied for.


	 Provide an illustration (or preliminary information) of the policy applied for that 
shows how the policy works based on guaranteed and non-guaranteed values. You 
will be asked to sign the illustration with your application. 


	 Have you completed the life insurance application and a Suitability questionnaire 
that collects the information discussed in this guide.


	 Explain the benefits and downsides and the rationale for the recommendation 
regarding the policy you apply for.


	 Update your suitability questionnaire if there are changes to the policy  
recommendation after the initial application is submitted.


Insurance products issued by Massachusetts Mutual Life Insurance Company (MassMutual), Springfield, MA 01111-0001, and its 
subsidiaries, C.M. Life Insurance Company and MML Bay State Life Insurance Company, Enfield, CT 06082. C.M. Life Insurance 
Company and MML Bay State Life Insurance Company, are non-admitted in New York. 






