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Core Focus

“Be a preferred Whole Life insurance provider 
with innovative solutions including living benefits.”
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LIMRA Generational Wealth Transfer 
Study

• LIMRA quarterly sales survey reported $1.6 Billion in whole life 
single premium in 2025*

• 60% of benefactors plan to use life insurance for wealth transfer
• 17% have had their financial professional recommend a life 

insurance solution

*Per LIMRA: This $1.6B likely includes some Final Expense sales, most of the Whole Life Single Premium in our survey likely stems from non-FE sales.
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A NEW Single Premium Whole Life Product

Introducing…
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COMING MAY 4, 2026!
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Also available on SecurityLink:
SMLNYagent.com
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Overview:

• Participating Whole Life insurance

• Simplified issue

• Survivor benefit focused

• Tax-deferred growth

• Access to cash via loans1

• Living benefits

1Typically, a Modified Endowment Contract (MEC) – Last in/first out taxation similar to a deferred 
annuity; Withdrawals or loans before Age 59 ½ may result in a 10% early withdrawal penalty
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1Medical, chronic, burial and other

Uses:
• Wealth transfer
• Final expenses1

• Estate settlement
• Use for “idle money”
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Sources of Funds:
• Cash savings/savings accounts
• Certificates of Deposit (CD)
• Bonds
• Deferred annuities
• Inheritance/unexpected windfalls
• 1035 exchanges
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Target Markets:
• Retirees
• Parent/grandparent gifting
• Key person/executive bonus
• Estate planners
• Final expense
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Product Details
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* Assumes no loans or withdrawals.

• One premium payment guarantees 
whole life death benefit protection

• Cash value growth guaranteed every 
year*

• Guaranteed cash value endows to 
guaranteed death benefit at maturity 
age 121

• Full return of premium* (one year)



19

Maturity Age: 121

Issue Ages: 1-85 (age nearest birthday)

Underwriting: Five questions, simplified issue

Premium Classes (4):
•  Juvenile Preferred
•  Preferred Nonsmoker
•  Preferred Smoker
•  Standard Nonsmoker
Note: Preferred classes include risks up to Table 2; 
Standard class includes Table 3-5 risks

Face Amount:
•  Minimum: $10,000 or whichever $5,000 buys
•  Maximum: $500,000
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NO NO YES NONO

2.1. 3. 4. 5. a/b
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1035 Exchanges: Allowed, subject to maximum premium 
amounts and suitability

Policy Fee: $100

Return of Premium: One-year (12 months)

Application: Firelight® e-application or paper

Delivery: E-delivery or paper

Quotes/Preliminary Information Statement: 
Via Security Illustrator or National Sales Desk 
(844-367-9585)

Dividends: Participating

Dividend Options: Purchase Paid-Up Additions (PUA), 
Cash, Accumulate at Interest, One-Year Term (OYT)

Guaranteed Cash Values: 4.5% non-forfeiture interest rate

Policy Loans: Available via variable loan interest rate of 
5.50% for 20261

Partial Surrenders: A partial surrender of no less than 
$500 may be taken up to four (4) times per year1

1Typically, a Modified Endowment Contract (MEC) – Last in/first out taxation similar to a deferred annuity; Withdrawals or loans before Age 59 ½ may 
result in a 10% early withdrawal penalty



23

1Lien-based, indemnity riders. No premium required at issue. Fee charged at each exercise. 
See Agent Guide 0016145XX 04/2026 for details.
2Includes heart attack, stroke, end-stage renal failure, invasive cancer, major organ 
transplant. See Agent Guide 0016145XX 04/2026 for details.

Living Benefit Riders1:
• Chronic Illness
• Critical Illness2

• Terminal Illness
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Competition



25

Male, Best Nonsmoker Class, Age 60 Female, Best Nonsmoker Class, Age 60

Security Mutual Life 223,970 Security Mutual Life 248,167

Company A 221,569 Company A 244,197

Company B 204,766 Company B 229,221

Company C 204,010 Company C 226,055

Company B 186,036 Company B 208,107

$100,000 Single Premium Example
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$100,000 Single Premium
(SML Preferred Class to Table 2)
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$100,000 Single Premium
(SML Preferred Class to Table 2)
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$100,000 Single Premium
(SML Standard Class Table 3-5)
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Male, Non-Tobacco, Age 55
$14,519 Premium Death Benefit Solve

Female, Non-Tobacco, Age 55
$13,380 Premium Death Benefit Solve

SecuritySP
Preferred Nonsmoker

36,605 SecuritySP
Preferred Nonsmoker

36,983

SecuritySP
Nonsmoker

33,677 SecuritySP Nonsmoker 34,026

Company A  FE
Non-Tobacco

30,000 Company A FE
Non-Tobacco

30,000

“Final Expense (FE) Plus?”
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Your Field Support Team
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RVP Territory Map
Steve Harling
Regional Vice President
East of the Mississippi
(Except NYC Metro & Long Island)
607-760-8807
sharling@smlny.com

Mike Thaxton
Regional Vice President
West of the Mississippi
607-765-5337
mthaxton@smlny.com 

Marty Smith
Regional Vice President
NYC Metro & Long Island
Capitalized Whole Life Expert
347-443-2178
msmith@smlny.com 

Chris Seager
Regional Vice President
Capitalized Whole Life Expert
607-237-9419
cseager@smlny.com 

mailto:sharling@smlny.com
mailto:mthaxton@smlny.com
mailto:msmith@smlny.com
mailto:msmith@smlny.com
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National Sales Desk
844-367-9585
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Expert Field Sales Support

EXPERT AREAS OF SUPPORT
Victor Ngai Everything Advanced Sales
Jeff Hale Marketing & Sales Support
Marty Smith and Chris Seager Capitalized Whole Life
Armando Testani Qualified Plans
Mike Thaxton Foreign Nationals

Additional Support:
• Agency Operations (Sean O’Neill, Pam Kendrick and Team)
• New Business (Kellie Gehres, April Hoover and Team)
• Underwriting (John Jonassen, Angela Thieschafer and Team)
• Worksite (Jeff Erving)
• Policyowner Services (Dan Powell and Team)
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THE INFORMATION PRESENTED IS FOR GENERAL INFORMATION ONLY.

This information has been provided by Security Mutual Life and is believed to have been accurate and reliable when prepared, 
but we cannot guarantee that it is accurate or complete or current at all times. As a result, Security Mutual Life cannot be held 
responsible, in whole or in part, for the accuracy of the information provided. Any examples shown within the presentation 
are hypothetical in nature and provided for educational purposes only. Actual results may vary depending on circumstances.

The applicability of any strategy discussed is dependent upon your client’s individual facts and circumstances. Products and 
services discussed may not be appropriate for all clients; each client’s needs, objectives and financial circumstances may be  
different and must be reviewed and analyzed independently.

No information or tax advice contained within is intended to be used, and cannot be used, for the purpose of avoiding penalties 
under the Internal Revenue Code. No information contained herein shall be considered to be a formal opinion or specific legal 
advice. Please consult with legal, tax and other professional advisors before acting upon any of the information presented. 
Neither Security Mutual Life nor its representatives or agents are permitted to give legal or tax advice.

The text, illustrations, graphics and images displayed within this presentation are and will remain at all times the property of 
Security Mutual Life Insurance Company of New York, unless stipulated otherwise. They cannot, under any circumstances, be 
sold, reproduced, copied, modified, published, distributed, broadcast or retransmitted in whole or in part, without prior written 
consent from Security Mutual Life.

For agent and professional services use only. This is not marketing material for the general public and cannot be used in 
soliciting sales from the public. No third party may rely on this information.

Copyright © 2026 Security Mutual Life Insurance Company of New York, Binghamton, New York. All rights reserved.

Policy Form Nos. 2125-NY; ICC25-2125; Series 2125
Rider Form Nos. IO-9384-CHLN in NY; ICC20-IO9384-CHLN; Series IO-9384-CHLN. IO-9385-CRLN in NY; ICC20-IO9385-CRLN; 
Series IO-9385-CRLN. IO-9383-TIRLN in NY; ICC20-IO9383-TIRLN; Series IO-9383-TIRLN
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National Sales Desk
844-367-9585

AVAILABLE MAY 4, 2026!
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