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NOT A BANK OR CREDIT UNION DEPOSIT OR OBLIGATION • NOT FDIC OR NCUA INSURED • NOT INSURED  
BY ANY FEDERAL GOVERNMENT AGENCY • NOT GUARANTEED BY ANY BANK OR CREDIT UNION

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 to no cash value available for loans in the policy’s early years.  

The information is not written or intended as specific tax or legal advice. MassMutual, its employees and representatives  

are not authorized to give legal or tax advice. Individuals are encouraged to seek advice from their own tax or legal counsel.  

Individuals involved in the estate planning process should work with an estate planning team, including their own personal  

legal or tax counsel.  
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Gift of a Lifetime

• A guaranteed amount of life insurance
protection to help your children protect
their families;

• Guaranteed increases in cash value; and
• If you choose, for an additional cost

you can guarantee your child’s right to
increase coverage in the future without
proof of good health.

As adults, your children could access the cash 
value1 in their policies to help toward:

• College tuition and expenses;
• Funding a wedding;
• A down payment on a house;
• Starting a business; or
• Supplementing income

during retirement.

Pertinent Facts

Helping children reach for their dreams

The cash value can be accessed on a tax- 
advantaged basis and used for any purpose. 
However, it’s important to understand that any 
distribution will reduce the policy’s cash value 
and death benefit, so your children should be 
selective about how they use the policy.

1 Distributions under the 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 policy owner is under age of 59 ½.  

Access to cash values through borrowing or partial surrenders will reduce the policy’s cash value and death benefit, increase 

the change the policy will lapse, and may result in a tax liability if the policy terminates before the death of the insured.  

BLS Valued Client

Valued Client is seeking a way to give his/her grandchildren a gift that could last a lifetime and 
provide a range of benefits throughout their lives.

With the use of whole life insurance Valued Client can give his/her grandchildren a head start 
toward those goals by providing fundamental guarantees:
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Never too young to start

Whole life can grow with the child

Gift of a Lifetime
BLS Valued Client

Life insurance premiums are based on a number of factors, including a person’s age and 
health. Premiums are generally lower for children because they are young and healthy. 
As your grandchildren grow older or if their health statuses change, they may not be able to 
qualify for or afford life insurance. Purchasing whole life insurance for a child now will help 
ensure that he or she has guaranteed protection for life.

If the grandchildren have families of their own one day, they may want to protect them by 
adding more life insurance. There is an option that allows the insured to purchase more 
coverage at certain life events (marriage, adoption or birth of a child) or at regular intervals, as 
needed. You could guarantee that your children can add up to $1 million of life insurance, 
regardless of their future health. This option is available for an additional cost. 

The policy also has the potential to earn dividends, which could be used to increase life 
insurance protection and cash value over time. Dividends are not guaranteed.
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Gift of a Lifetime
Who should own the policy?

Whole life insurance policies for children 
must be owned by parents, grandparents or a 
trust.2 There are multiple factors to consider 
when deciding which ownership arrangement 
is most appropriate for your situation. These 
include: the size of the policy, control of policy 
values and gift tax implications. 

Gift Taxes

The internal Revenue Service limits the 
amount of money that you can give tax free to 
a child in a particular year. For larger premium 
policies, a properly structured ownership 
arrangement allows you to take full advantage 
of those limits. The policy’s cash value grows 
on a tax-deferred basis and may eventually be 
worth far more than your original gift. 

A gift they can’t outgrow

Children eventually outgrow the clothes, the 
toys and other gifts you give them. A whole  
life policy is different. You can give your 
children a fully-funded life insurance policy 
that will provide:

• Permanent life insurance to one day
protect their families;

• Cash value that can be used to
help fund life’s big events;2 and

• The option to increase their protection
as their families grow.

2 There are specific underwriting guidelines for insuring minors, some of which vary by state. Generally, insurance coverage will 

be limited to a maximum percentage of the coverage on a parent and all siblings must have an equivalent amount of coverage.

Premium payments
made by you

Cash Value

Fund a wedding
or a first house

Start a
business

College Tuition
& expenses

Death benefits paid
to beneficiaries

Child or grandchild may
become the owner of 
the policy at his/her
age of majority

Supplement income
during retirement

BLS Valued Client
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Gift of a Lifetime

Issue Age and Gender:  

Underwriting Class: 

Dividend Option:  

Face Amount:  

Premiums: 
Initial Premium: 

Illustrated Total  

Premiums Paid: 

AGE ANNUAL OUTLAY
BEG YEAR

POTENTIAL USES FOR 
POLICY VALUES

Illustrated 
Outlay 

and Income

Total Premiums: Cumulative Income* Age: 

Net Death Benefit* Age: 

BLS Valued Client

Below is an example of how a Whole Life Insurance Policy may give the 
gift of a lifetime for Valued Grandchild (Female, Age 7).

Age 7, Female 

Non-Tobacco

Paid Up Additions 

$919,118

$10,000 

$100,000

Age 19 - 22 $15,000 annually
• Education funds 
• Purchase of first home 
• Wedding and honeymoon funds

Age 30 $50,000
• Start-up business 
• Fund major purchases 
• Education funds

Age 66 - 80 $29,005 annually • Supplemental retirement income 

$100,000 $545,075

$1,186,061

85

85
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It is important to note that accessing the policy cash value will reduce the amount of life insurance protection that 
the policy provides. In addition, it is unlikely that the policy could be used to accomplish all of the financial goals 
noted above. 
* These illustrated amounts are not guaranteed. They include dividends which are neither estimates nor 
guarantees, but are based on the 2018 dividend schedule. Dividends in future years may be higher or lower, 
depending on the company’s actual experience. For this reason, we strongly recommend you look at a lower 
schedule illustration available upon request. 
This supplemental illustration is not valid unless accompanied or preceded by a Massachusetts Mutual Life 
Insurance Company Whole Life Legacy 10 Basic Illustration dated December 7, 2017. Refer to the Basic Illustration 
for guaranteed elements, assumptions, explanations and other important information.



Gift of a Lifetime

Issue Age and Gender:  

Underwriting Class: 

Dividend Option:  

Face Amount:  

Premiums: 
Initial Premium: 

Illustrated Total  

Premiums Paid: 

AGE ANNUAL OUTLAY
BEG YEAR

POTENTIAL USES FOR 
POLICY VALUES

Illustrated 
Outlay 

and Income

Total Premiums: Cumulative Income* Age: 

Net Death Benefit* Age: 

BLS Valued Client

Below is an example of how a Whole Life Insurance Policy may give the 
gift of a lifetime for Valued Grandchild (Male, Age 4).

Age 4, Male 

Non-Tobacco

Paid Up Additions 

$868,056

$10,000 

$100,000

Age 19 - 22 $15,000 annually
• Education funds 
• Purchase of first home 
• Wedding and honeymoon funds

Age 30 $50,000
• Start-up business 
• Fund major purchases 
• Education funds

Age 66 - 80 $38,700 annually • Supplemental retirement income

$100,000 $690,500

$1,063,023

85

85

It is important to note that accessing the policy cash value will reduce the amount of life insurance protection that 
the policy provides. In addition, it is unlikely that the policy could be used to accomplish all of the financial goals 
noted above. 
* These illustrated amounts are not guaranteed. They include dividends which are neither estimates nor 
guarantees, but are based on the 2018 dividend schedule. Dividends in future years may be higher or lower, 
depending on the company’s actual experience. For this reason, we strongly recommend you look at a lower 
schedule illustration available upon request. 
This supplemental illustration is not valid unless accompanied or preceded by a Massachusetts Mutual Life 
Insurance Company Whole Life Legacy 10 Basic Illustration dated December 7, 2017. Refer to the Basic Illustration 
for guaranteed elements, assumptions, explanations and other important information.
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Gift of a Lifetime

Issue Age and Gender:  

Underwriting Class: 

Dividend Option:  

Face Amount:  

Premiums: 
Initial Premium: 

Illustrated Total  

Premiums Paid: 

AGE ANNUAL OUTLAY
BEG YEAR

POTENTIAL USES FOR 
POLICY VALUES

Illustrated 
Outlay 

and Income

Total Premiums: Cumulative Income* Age: 

Net Death Benefit* Age: 

BLS Valued Client

Below is an example of how a Whole Life Insurance Policy may give the 
gift of a lifetime for Valued Grandchild (Male, Age 3).

Age 3, Male 

Non-Tobacco

Paid Up Additions 

$899,281

$10,000 

$100,000

Age 19 - 22 $15,000 annually
• Education funds 
• Purchase of first home 
• Wedding and honeymoon funds

Age 30 $50,000
• Start-up business 
• Fund major purchases 
• Education funds

Age 66 - 80 $45,099 annually • Supplemental retirement income

$100,000 $786,485

$1,108,180

85

85

It is important to note that accessing the policy cash value will reduce the amount of life insurance protection that 
the policy provides. In addition, it is unlikely that the policy could be used to accomplish all of the financial goals 
noted above. 
* These illustrated amounts are not guaranteed. They include dividends which are neither estimates nor 
guarantees, but are based on the 2018 dividend schedule. Dividends in future years may be higher or lower, 
depending on the company’s actual experience. For this reason, we strongly recommend you look at a lower 
schedule illustration available upon request. 
This supplemental illustration is not valid unless accompanied or preceded by a Massachusetts Mutual Life 
Insurance Company Whole Life Legacy 10 Basic Illustration dated December 7, 2017. Refer to the Basic Illustration 
for guaranteed elements, assumptions, explanations and other important information.
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Gift of a Lifetime

Issue Age and Gender:  

Underwriting Class: 

Dividend Option:  

Face Amount:  

Premiums: 
Initial Premium: 

Illustrated Total  

Premiums Paid: 

AGE ANNUAL OUTLAY
BEG YEAR

POTENTIAL USES FOR 
POLICY VALUES

Illustrated 
Outlay 

and Income

Total Premiums: Cumulative Income* Age: 

Net Death Benefit* Age: 

BLS Valued Client

Below is an example of how a Whole Life Insurance Policy may give the 
gift of a lifetime for Valued Grandchild (Male, Age 1).

Age 1, Male 

Non-Tobacco

Paid Up Additions 

$959,693

$10,000 

$100,000

Age 19 - 22 $15,000 annually
• Education funds 
• Purchase of first home 
• Wedding and honeymoon funds

Age 30 $50,000
• Start-up business 
• Fund major purchases 
• Education funds

Age 66 - 80 $58,846 annually • Supplemental retirement income 

$100,000 $992,690

$1,197,941

85

85

It is important to note that accessing the policy cash value will reduce the amount of life insurance protection that 
the policy provides. In addition, it is unlikely that the policy could be used to accomplish all of the financial goals 
noted above. 
* These illustrated amounts are not guaranteed. They include dividends which are neither estimates nor 
guarantees, but are based on the 2018 dividend schedule. Dividends in future years may be higher or lower, 
depending on the company’s actual experience. For this reason, we strongly recommend you look at a lower 
schedule illustration available upon request. 
This supplemental illustration is not valid unless accompanied or preceded by a Massachusetts Mutual Life 
Insurance Company Whole Life Legacy 10 Basic Illustration dated December 7, 2017. Refer to the Basic Illustration 
for guaranteed elements, assumptions, explanations and other important information.
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Notes:
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The Whole Life Legacy series (WL-2007 and WL-NC -2007) are level premium, participating, permanent life 
insurance policies issued by Insurance products issued by Massachusetts Mutual Life Insurance Company 
(MassMutual), Springfield, MA 01111-0001.
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