
National Life Insurance Awareness Month is Here!

This September we're excited to kick off National Life Insurance
Awareness Month. It's an excellent opportunity for us to work
together to emphasize the critical role life insurance plays in
securing the �nancial futures of individuals and families.

Why Promote Life Insurance?
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Life insurance is more than just a policy—it's a commitment to
protect our clients' loved ones. Whether they are starting a family,
buying a home, or planning for retirement, life insurance provides
peace of mind, knowing that their families will be �nancially
supported in the event of the unexpected.

Key Facts to Share



30% of American households have no life insurance coverage

at all.

50% of U.S. adults either don’t have life insurance or are

underinsured.

Many people overestimate the cost of life insurance, with

more than half of Americans believing it’s three times more

expensive than it is.

How You Can Make a Difference



Review Client Policies: Use this month to check in with your
clients and ensure their current policies align with their evolving
needs.
 
Provide Expert Guidance: Your expertise is invaluable as a broker.
You guide clients through their options to �nd the best policy for
their needs and budget.
 

1. Business Succession Planning 
2. Estate and Retirement Planning
3. Complex Underwriting

Thank you for your partnership and commitment to helping clients
protect what matters most. Together, we can make a signi�cant
impact.
 
Please don't hesitate to contact us if you have any questions or
need additional resources to support your clients this month.
We're here to help you succeed!



Read More

Reach Out

Life Insurance Resources to Review

New data from the 2024 Insurance Barometer Study, from LIMRA and Life
Happens, suggest that life insurance ownership remained steady with half of
Americans reporting they have coverage.

- Limra, 2024

If you need more life insurance, you may be faced with a question: Do I purchase
an "Individual" life insurance policy? Or, do I just get it at work?
 
- Corebridge Financial, 2024
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Millions of people are covered by gropu term life insurance plans through their
bene�t 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.
 
- MassMutual, 2024

Help clients take the �rst step towards achieving their �nancial protection goals
with MassMutual's diverse suite of life insurance solutions.
 
- MassMutual, 2024
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Read More

With your guidance, clients can increase their �nancial knowledge and start to
build assets that you can help manage now and when those assets pass to future
generations.
 
- Prudential, 2024

Brokers' Service Marketing Group, 500 South Main Street, Providence, RI
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