
“I want to talk to you about 
something you don’t want 
to hear: your death,” Jim 

Edgemon said.
That’s how Edgemon, a retired 

member of Eugene, OR Branch 916 and 
former national director of city deliv-
ery, began an Oregon State Association 

convention 
seminar in April 
on preparing for 
death.

At age 80, 
Edgemon ap-
proaches the 
uncomfortable 
subject of his 
own death with 
clarity and 
courage, and 
he urges his 
fellow carriers 
to do the same. 
Planning, mak-
ing choices and 
informing loved 
ones about your 
preferences 

will go a long way toward making the 
inevitable event of your departure from 
this life easier for everyone, he said.

“I think people owe their families 
some decisions made before the time 
comes that they have to be made,” he 

said. “Most people delay any discus-
sions on their own burial plans be-
cause it’s not comfortable to do so.”

Decisions on details such as burial 
or cremation, where to be interred or 
what kind of memorial service to have 
shouldn’t be left to family members who 
may not know your preferences and may 
even argue over them, Edgemon said.

“In the past two years, I’ve been aware 
of three families who were torn apart 
after the death of a loved one because 
the deceased never discussed with them 
what would happen after their death,” 
he said. “It’s my strong suggestion that 
you write down how you want your 
death handled...and make sure your 
family is aware of your views.”

Other details to consider include 
possible organ donation (see side-
bar); whether to have a funeral with a 
casket or remains or simply a memo-
rial service; the location city of the 
service; whether to have a ceremony in 
a church, synagogue or other religious 
setting, a funeral home or elsewhere; 
what, if any, religious rituals will be 
involved; and where to publish death 
notices and what they should say.

These details may sound simple, 
but life is complicated and sometimes 
death is as well. Here are some items to 
think about.

Death notices
Friends and co-workers may learn 

of a death only through a death notice 
published in a newspaper. Many 
people have lived in more than one 
area and may want to publish death 
notices in multiple cities or towns.

“What kind of newspaper ads 
are you going to have covering your 
death?” Edgemon asked. “Some 
people say, ‘Well, I’ve lived in three 
or four different places, so I want 
each place to have notification.’ Well, 
that’s OK, but that’s going to be pretty 
expensive.” 

Edgemon recalled a recent dispute 
within a family of a deceased ac-
quaintance: “You cannot imagine the 
fight that occurred over someone’s 
obituary.” Some members of the family 
wanted religious views and activities 
mentioned but others did not.

“It tore the family up deciding how 
the obituary was going to be worded,” 
he said. The deceased person could 
have settled the matter by talking 
about it with family beforehand.

Some experts suggest delegating 
various roles to the family members 
who are best suited to handle them. 
For instance, one person could deal 
with financial matters, another with 
spiritual or religious issues.
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W hether you are an 
active or retired let-
ter carrier, there are 

several details to take care of with the 
federal government to assure that the 
benefits that are due to your surviving 
spouse, children or other family mem-
bers go to them as soon as possible.

When a federal retiree or survivor 
annuitant dies, survivors, family or 
estate representatives are required to 
notify the federal Office of Personnel 
Management (OPM). OPM handles 
pension benefits for retired federal 
and postal employees and their fami-
lies. If a federal or postal retiree dies, 
recurring monthly payments may be 
made to the surviving spouse if the 
retiree elected a reduced annuity to 
provide the benefit.

If the postal employee had a Fed-
eral Employees’ Group Life Insurance 
(FEGLI) policy, OPM will handle the 
benefits as well.

There is an easy way for the survivors 
of deceased NALC retired members 
to report the death to OPM. They can 
simply call the NALC Retirement Depart-
ment and it will report the death to OPM 
on their behalf. 

You can reach the department at NALC 
toll-free at 800-424-5186, Monday, 
Wednesday and Thursday from 10 a.m. 
to 12 p.m. and 2 p.m. to 4 p.m. East-
ern Time, or at 202-393-4695 Monday 
through Friday from 9 a.m. to 4:30 p.m.

Of course, anyone can report the death 
of an annuitant themselves on OPM’s 
website, or by calling, writing or e-mailing 
OPM. But if NALC has already taken care of 
it, there is no need to notify OPM again.

Once the death of an annuitant is 
reported, OPM’s Retirement Operations 
Center sends an application for death 
benefits to the applicable survivors. It 
can take six to eight weeks for forms to 
arrive by mail.

Application forms from OPM come 
with a claim number and pre-addressed 
return envelopes, which are color-coded. 
Using the forms and envelopes provided 
by OPM helps keep things efficient.

OPM will mail the appropriate ap-
plication for death benefits and, if the 
deceased carrier had a FEGLI policy, a 
claim form. 

Surviving spouses entitled to a sur-
vivor annuity should not expect that in-
come for the next two to three months. 
Payment will include retroactive pay.

Any annuity payments already 
received for the month in which the 
death occurred will be retrieved by OPM. 
The payment for the month of death is 
retrieved in its entirety; it will later be 
prorated for the number of days the an-
nuitant was living and paid to the benefi-
ciary. Often, the spouse who is receiving 
a survivor annuity is the beneficiary, in 
which case payment will accompany the 
first survivor annuity payment.

If the deceased is an active letter car-
rier, a family member should notify their 
supervisor and postmaster and ask for 
the relevant forms to fill out to claim any 
benefits, along with other tasks.

NALC provides all of its members in 
good standing with an accidental death 
benefit through the Mutual Benefit Asso-
ciation (MBA). Contact the MBA at 800-
424-5184, Tuesdays and Thursdays from 
8 a.m. to 3:30 p.m. Eastern Time to learn 
about this benefit. A letter carrier also 
may have purchased other life insurance 
or financial products from MBA.

For more information and checklists 
about what to do, see the NALC brochures, 
“When a retired letter carrier dies...” or 
“When an active letter carrier dies...” 
These brochures are available for down-
load from nalc.org under “Workplace 
issues>Retirement” or from the NALC 
Supply Department at Headquarters; to 
request a brochure, call 202-393-4695. PR
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Another matter that many don’t 
talk about, but would benefit from 
planning, relates to end-of-life 
considerations. Some people who 
are near the end of their life want 
medical intervention to extend it as 
long as possible; others prefer not to 
be resuscitated or kept alive with ar-
tificial means. Writing a “living will,” 
also known as an advanced directive 
or directive to physicians, is a good 
way to share your preferences with 
your family and doctor if you are no 
longer able to speak for yourself. If 
you want to donate your organs after 
death, you also will need written 
authorization. 

“At minimum, you should lay out a 
plan,” Edgemon said, “so your family 
isn’t left in the dark.”

Some people hire an attorney to 
help them draft a living will; others 
do it on their own. Living wills often 
are crafted along with other docu-
ments such as wills or trusts. Another 
important document to consider is a 
power of attorney, which gives some-
one else you choose the legal ability 
to make decisions for you if you 
become incapacitated—including, if 
you specify, decisions not covered in 
your living will.

Funeral expenses
The most pressing financial 

need in the days after your death, 
Edgemon said, is leaving enough 
available cash to handle funeral 
expenses and other immediate con-
cerns. A family cannot depend only 
on life insurance to cover those costs 
because insurance claims may take 
several weeks to be settled. Edge-
mon recalled the death of his father 
in 1959, when his mother had to 
take out a bank loan just to pay for 



funeral expenses because the family 
had no cash immediately available.

“Most people have life insurance 
policies,” Edgemon said. “But there’s 
usually a delay of three to four weeks 
for payment. It’s a good reason to plan 
in advance and obtain the necessary 
funding.”

Many funeral homes offer prepay-
ment plans that allow you to identify 
your preferences and pay for them 
before your death. This gives you a 
chance to make choices about your fu-
neral, leaving your loved ones without 
the burden of payment, and also to 
lock in current prices. Life insurance 
policies also may offer supplemental 
burial insurance that pays a small 
amount immediately after your death 
either to your family or directly to a 
funeral home of your choosing to cover 
expenses. At a minimum, you should 
consider saving some cash to pay for 
these expenses.

Wills
Everyone should have a will to direct 

how their property is distributed after 
they die. Passing away without having 
a will in place can cause family turmoil 
and delay the distribution of your 
property by throwing the decisions 
into a courtroom. In addition to be-
queathing your assets directly to fam-
ily members, be sure to specify who 

should receive personal property you 
don’t want sold off, and consider other 
ways of giving your money to loved 
ones, such as toward college savings 
funds. If you want to give money to 
charities or other organizations, either 
specify them or let your loved ones 
know what types of charities to pick.

But there is more to consider than 
the contents of your will. An executor 
of the will—the person who will have 
the power to oversee the distribution 
of your property—should be speci-
fied. It could be a family member, a 
friend or an attorney. Creating a trust 
in addition to crafting a will may make 
it quicker and easier for loved ones 
to receive your property and avoid 
legal or tax problems. A trust allows 
someone else (a trustee, or more than 
one trustee) to handle your money on 
your behalf. There are several kinds of 
trusts, so if you create one, be sure it 
meets your needs.

None of these documents is of any 
use, though, if they can’t be located. 
Be sure to either give copies to loved 
ones or tell them where they can be lo-
cated when the time comes, along with 
other financial and medical records, 
including information on how to ob-
tain survivor benefits from the federal 
government for a letter carrier’s service 
(see sidebar, page 13).

“The documents ought to be some-
where where your family 
can find them immediately,” 
Edgemon said. 

In addition to wills, trusts 
and the like, consider put-
ting other vital documents 
in the file, such as birth cer-
tificates, marriage licenses, 
divorce decrees, adoption 
papers, asset and debt 
records, military records or 
insurance policies.

Your virtual remains

Don’t forget another legacy people 
leave behind in the modern world—
their internet presence. Someone will 
need your account names and pass-
words for social media and financial 
accounts to make announcements or 
to close the accounts. The internet can 
also help you organize all these tasks 
and records; for instance, Everplans 
(everplans.com) is one online tool that, 
for a fee, allows you to store docu-
ments in one place.

Edgemon urged letter carriers to face 
these uncomfortable issues for the 
benefit of their loved ones: “If you care 
about your family, then you make it far 
easier for them when you pass away 
than if you do nothing and just allow 
things to happen.”

Experts recommend that everyone 
plan end-of-life wishes and their 
estates early and review them often. 
Take another look at your plans 
whenever you experience a major life 
event, such as a marriage, divorce 
or birth of a child. Changes in laws 
or tax code; the death or illness of 
someone you’ve named as an execu-
tor or beneficiary and other similar 
events also might trigger changes 
to your plans. Of course, a serious 
medical diagnosis, especially one that 
could bring cognitive impairment, is 
an urgent reason to assure that your 
plans are in order.

“Estate planning and preparing for 
your own departure are smart ways to 
assure that your inevitable death does 
not result in unnecessary problems 
for your loved ones,” NALC Director 
of Retirees Ron Watson said. “Tak-
ing a little time to think about the 
future can bring comfort to your loved 
ones.” PR
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Life insurance is an important part of estate planning. The 
Mutual Benefit Association (MBA) offers several insurance 
policies to NALC members. The MBA is a not-for-profit organi-
zation, created and administered by NALC, so insurance plans 
offered by the MBA are designed to give NALC members and 
their families the best possible protection for the lowest cost.

MBA has recently revised the life insurance products offered 
to NALC members and their families. For more information 
on the changes, and on which plan may be right for you, see 
Director of Life Insurance Myra Warren’s column on page 31 or 
visit nalc.org/mba.
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MBA:  

Insurance designed for letter carriers

The Mutual Benefit Association is the life insurance 

division of the National Association of Letter Carriers. 

MBA insurance plans are designed to give  

NALC members and their families the  

best possible protection for the lowest cost:

4 Affordability. The MBA operates with low  

overhead, no fees and no salespeople on com-

mission, so the savings are passed on to you. 

4 Dependability. NALC stands behind every  

policy written by the MBA, which was created 

more than a century ago to give letter carrier 

families reliable savings and insurance plans.

4 Simplicity. Just fill out an application and 

you’ll receive your policy to examine for 30 

days. If you’re not fully satisfied for any reason, 

return it for a full refund of any premium  

you’ve paid. There’s no risk.  

4 Service. Your local MBA representative and 

the highly trained staff at the MBA are ready 

to answer all of your questions. Call your local 

branch office or the MBA:

If you’re 
married…

Your MBA Whole Life 

policy will protect your 

spouse, your children, 

your home and your 

dreams. Even if you’re  

in a two-income  

family, both you and  

your spouse should  

consider how the loss of 

one income could disrupt your family’s future.

If you’re single…

You still may have people depending on you: your 

parents, a niece or nephew, a charitable organiza-

tion. And there’s a chance that more people will 

depend on you in the future. MBA Whole Life will 

ensure that your support continues as long as it’s 

needed. And, of course, you can use the cash value 

of your policy to supplement your retirement.

If you have  
children…

Help your children live the  

life you have planned for 

them—even if you’re not 

around. Your MBA Whole 

Life policy can help pay 

off your mortgage and buy 

your children the things they 

need. You can even use 

your policy to contribute to 

their college expenses.

MBA Whole Life
INSURANCE

A Whole Life insurance plan

designed exclusively for letter carriers

from your NALC/MBA

Life insurance that protects  

your loved ones—plus a growing  

nest egg available in an emergency or  

to help pay for college or retirement.

Age $10,000 $15,000 $25,000 $50,000 $100,000

40  8.60   11.90   18.50   35.00   68.00 

41  8.90   12.35   19.25   36.50   71.00 

42  9.10   12.65   19.75   37.50   73.00 

43  9.40   13.10   20.50   39.00   76.00 

44  9.70   13.55   21.25   40.50   79.00 

45  10.00   14.00   22.00   42.00   82.00 

46  10.30   14.45   22.75   43.50   85.00 

47  10.60   14.90   23.50   45.00   88.00 

48  10.90   15.35   24.25   46.50   91.00 

49  11.30   15.95   25.25   48.50   95.00 

50  11.70   16.55   26.25   50.50   99.00 

51  12.00   17.00   27.00   52.00   102.00 

52  12.40   17.60   28.00   54.00   106.00 

53  12.80   18.20   29.00   56.00   110.00 

54  13.20   18.80   30.00   58.00   114.00 

55  13.70   19.55   31.25   60.50   119.00 

56  14.10   20.15   32.25   62.50   123.00 

57  14.60   20.90   33.50   65.00   128.00 

58  15.20   21.80   35.00   68.00   134.00 

59  15.70   22.55   36.25   70.50   139.00 

60  16.30   23.45   37.75   73.50   145.00 

61  17.00   24.50   39.50   77.00   152.00 

62  17.60   25.40   41.00   80.00   158.00 

63  18.40   26.60   43.00   84.00   166.00 

64  19.10   27.65   44.75   87.50   173.00 

65  19.90   28.85   46.75   91.50   181.00 

66  20.70   30.05   48.75   95.50   189.00 

67  21.60   31.40   51.00   100.00   198.00 

68  22.60   32.90   53.50   105.00   208.00 

69  23.60   34.40   56.00   110.00   218.00 

70  24.70   36.05   58.75   115.50   229.00 

71  26.00   38.00   62.00   122.00   242.00 

72  27.40   40.10   65.50   129.00   256.00 

73  28.80   42.20   69.00   136.00   270.00 

74  30.40   44.60   73.00   144.00   286.00 

75  32.10   47.15   77.25   152.50   303.00 

76  33.90   49.85   81.75   161.50   321.00 

77  35.80   52.70   86.50   171.00   340.00 

78  37.90   55.85   91.75   181.50   361.00 

79  40.00   59.00   97.00   192.00   382.00 

80  42.30   62.45   102.75   203.50   405.00 

81  44.70   66.05   108.75   215.50   429.00 

82  47.10   69.65   114.75   227.50   453.00 

83  50.50   74.75   123.25   244.50   487.00 

84  54.30   80.45   132.75   263.50   525.00 

85  58.50   86.75   143.25   284.50   567.00 

86  63.00   93.50   154.50   307.00   612.00 

87  67.70   100.55   166.25   330.50   659.00 

88  72.70   108.05   178.75   355.50   709.00 

89  77.90   115.85   191.75   381.50   761.00 

90  83.20   123.80   205.00   408.00   814.00 
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Who needs  
life insurance?

800-424-5184 202-638-4318

Tues. & Thurs. 8-3:30 ET Weekdays 8-3:30 ET

Visit the website at nalc.org/mba 
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