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The Mutual Benefit Association 
has recently revised the life 
insurance products offered to 

NALC members and their families. 
Life expectancy rates, which gov-

ern the life insurance industry, are 
reviewed and revised every 15 to 25 
years. These rates typically improve 
over time, as people are generally 
living longer. Regulations require 
that the accounting liabilities that 
are developed to support new life 
insurance plans use the most cur-
rent life expectancy rates.

Life insurance companies rely on 
these Commissioners Standard Or-
dinary (CSO) mortality tables, which 
serve as the basis of their products. 
The 2017 CSO is available for life in-

surance products beginning Jan. 1, 2017, but its use is man-
datory for all life insurance companies by Jan. 1, 2020. MBA 
has updated its life insurance products to conform to the 
2017 CSO with new policies that are issued effective Sept. 
1, 2017.

The last time MBA’s life insurance products were revised 
and repriced was around 2006/2007. Much has changed in 
the economic landscape since that time: Investment yields 
have fallen and stayed low, and expenses and costs of op-
erations of the MBA have run higher. Therefore, the pricing 
assumptions that led to the development of the premium 
and dividend rates offered by the prior products are no lon-
ger supportable.

In other words, for MBA to offer products that adequately 
cover its expenses and benefit obligations, while still con-
tributing to the ongoing growth and solvency of the orga-
nization, a change needed to be made. This meant that 
both premiums and dividends related to the new products 
needed to be recalibrated. Since the regulatory change was 
requiring the use of the 2017 CSO mortality tables with new 
state insurance department filings, the MBA decided to ad-
dress these concerns at one time, minimizing both the cost 
and paperwork related to the task.

As part of this revision, the MBA Life Paid-Up at Age 90 
Whole Life Insurance product has been replaced in the 
portfolio by MBA Whole Life Insurance. This change in prod-
uct design (i.e., premium payments for the life of the plan 
as opposed to being paid up at age 90) allows for lower/
more affordable premium rates over the payment span of 
the plan. In addition to the premium rate change, the MBA 
Whole Life Insurance product allows insurance for NALC 
members and their families up to age 90. This increase 

in available issue age is especially ben-
eficial for retired NALC members or mem-
bers seeking to insure their parents.

The MBA has designed new brochures 
for all of the life insurance products of-
fered as of Sept. 1, 2017. They include: 
MBA Whole Life, MBA Whole Life Insur-
ance Paid Up in 20 Years, MBA Whole 
Life Insurance Paid Up at Age 65, In-
dependence (Single Premium) Whole 
Life, and MBA 10-Year Renewable and 
Convertible Term Life Insurance. 

In addition to the policies and bro-
chures, MBA has revised its appli-
cations for these products. One re-
vised life insurance application can 
be used for the following individu-
als: NALC member, spouse, chil-
dren, step-children, grandchildren, 
step-grandchildren, great-grand- 
children and step-great-grand-
children. A separate life insurance 
application will be used for the parent of the NALC 
member.

The revised brochures and applications have been dis-
tributed to NALC branch presidents and MBA representa-
tives. They are also available on the website at nalc.org/
mba, or you may call the MBA office at 202-638-4318,  
8 a.m. to 3:30 p.m. EST. All old brochures and applications 
should be discarded, as they will not be accepted begin-
ning Sept. 1, 2017.

The goal of the MBA remains what it has always been: 
being able to offer members and their families affordable 
financial and contingency planning options, providing se-
curity during the times they need it most.

Note: There are no changes to the MBA Retirement Sav-
ings Plan, CCA Retirement Savings Plan or the Hospital Plus 
Policies, or their related brochures and applications. 
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U.S. Letter Carriers Mutual Benefit AssociationMBA:  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 LifeINSURANCE

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 

41828_V2_WholeLife_X.indd  1

6/26/2017  11:48:04 AM


