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We all want a better life for our children, and a crucial 
part of their success is a well-rounded education. One 
of the greatest aids in personal and professional success 
is attaining a college degree.  According to the U.S. 
Census Bureau, people with a bachelor’s degree earn an 
average 86% more than their high school counterparts1.  
For parents, though, the high costs can be daunting. Over 
the last 20 years, the cost to attend a public college has 
increased 250%, while the cost of a private education has 
risen almost 475%.  Planning for your child’s education 
is a necessity these days, but what would happen if you 
passed away before those plans come to fruition? That’s 
where LifeBridge comes in. LifeBridge is an innovative 
life insurance program offered by MassMutual.

LifeBridge is a free life insurance program designed to 
protect your dream of providing an education for your 
children if you pass away before they complete their 
education. The program is offered through Massachusetts 
Mutual Life Insurance Company, also known as MassMutual.  
Why would a company offer a free life insurance program? 
– Because they recognize the value of balancing business 
interests with good corporate citizenship.  The company’s 
donations to local service agencies totaled nearly $7 
million in 2011, funding a variety of educational and 
entrepreneurial programs. Bottom-line, MassMutual is a 
company that believes in giving back, and that led them to 
develop the LifeBridge program.

So, how does LifeBridge work? MassMutual will issue 
a $50,000, 10-year term life insurance policy on the life 
of a qualifying parent or legal guardian. The policy is 
held by a trust, administered by the MassMutual Trust 
Company, FSB, a wholly owned stock subsidiary. There 
is no cost to you – MassMutual pays the premiums. 
The $50,000 is used to cover the educational expenses 
of your eligible children.  If you pass away during the 
10 year term of the policy, your children have 10 years 
or until age 35, whichever is later, to use this $50,000 
educational benefi t.

You can apply for the LifeBridge program if you are 
between the ages of 19 and 42, are the parent or legal 
guardian of one or more dependent children under age 
18, are a permanent, legal resident of the United States, 
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and are currently employed full or part-time with 
a household income between $10,000 and $40,000 
annually.  As with any life insurance policy, you will 
be required to be in good health as determined by the 
insurer’s underwriting guidelines. If your children need 
to activate the funds through the policy, it’s important 
to realize that they will not receive the proceeds.  The 
trust will only pay benefi ts directly to the educational 
institution.  These funds can be used to cover expenses 
such as pre-school, private school, trade school or 
college tuition, fees, books, and room and board.

MassMutual’s goal is to provide $1 billion of free, 
educational insurance coverage. As of January 2012, 
they are well over halfway to their goal.  So far, 
more than 12,300 policies have been issued through 
MassMutual’s LifeBridge program, totaling over 
$615 million in free life insurance coverage across 
the country. We all know the impact an education has 
on a child’s life, as well as the uncertainty of our own 
lives. An insurance policy like this one offers more 
than peace of mind. It may give your children the 
opportunity to earn a college degree, one of the keys 
to fi nancial success.

For more information on MassMutual’s LifeBridge 
program and how you can help protect your child’s 
education at no cost to you, contact MassMutual at 1-
800-272-2216, or visit them on-line at:

www.massmutual.com/lifebridge.  
1United Student Aid Funds, I. (2012). Higher Education Benefi ts. 
Retrieved 2012, fromusafunds.org: http://www.usafunds.org/
about/Pages/HigherEdBenefi ts.aspx

MassMutual Financial Group is a marketing name for 
Massachusetts Mutual Life Insurance Company MassMutual 
and its affiliated companies and sales representatives.
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Complaining Effectively    By Joanne Guidoccio
Emma likes to complain about everything. She always 
manages to fi nd a fl aw or defi ciency in her latest 
acquisition. Her family and friends have learned to 
turn a deaf ear to her complaints, knowing that she will 
soon stop ranting and move on to her next purchase.

While most of us are not as negative as Emma, there 
are occasions where complaining is justifi ed. If you are 
not satisfi ed with a particular product or service, take 
action by learning how to complain appropriately.

Start with a telephone call or visit to the offending 
retailer or service provider. Speak to the right people 
in the right order. Start with the sales associate and 
then move on to the Customer Service Manager. In 
a calm and rational voice, state your concerns and 
listen carefully to the response. Avoid any threats, 
undignifi ed rants, sarcasm or inappropriate language. 
If you are not satisfi ed with the responses, thank the 
individuals for their time and take note of their names 
and positions.

Record all details of these encounter in a notebook 
or journal. In addition to their names and positions, 
include the date and what was discussed. Update the 
journal as you continue with the process.

Collect and organize all documentation related to 
your complaint. This includes bills of sale, warranties, 
licenses, cancelled checks, contracts and any letters 
you have received from the organization.

Compose a complaint letter. While most companies 
prefer emails, a well-written letter will have more 
impact. It serves as a permanent record of your 
grievance and may motivate the company to ensure 
that you and other customers do not experience these 
problems in the future.

Address the letter to a specifi c person. Do not use 

"Dear Sir/Madam" or "To Whom it May Concern." 
Use the internet to access the management structure 
of the organization. Most large companies have 
public affairs departments, which deal with consumer 
complaints. Alternatively, you could telephone the 
company switchboard and ask for the name and title 
of the appropriate manager or supervisor. Confi rm the 
correct spelling of his name.

Begin the letter on a positive note. Use the first 
paragraph to discuss at least one positive aspect 
of the organization. For example, "I have always 
enjoyed shopping for appliances at your store. Many 
of the sales associates greet me by name and go out 

of their way to ensure that I am satisfi ed with my 
purchases."

State the nature of your complaint in the second 
paragraph. Include any details that the reader needs 
to know in order to process your complaint. For 
example, "On October 7, 2011, I purchased an oak 
fi replace stand for my fl at screen television. It was 
delivered to my home on October 12, 2011. After the 
service people left, I noticed that part of one side was 
chipped. Enclosed are copies of the original receipt 
and delivery order." Do not send original copies of 
any documents in the mail.

Use the third paragraph to clearly state your 
expectations. For example, "Since the juicer does not 
perform as indicated by the manufacturer, I expect a 
full and immediate refund of $82.73 plus the postage I 
paid for the return of the juicer. I will wait two weeks 
for your response. If I do not hear from you, I will 
contact the Better Business Bureau." Do your research 
and learn about any consumer protection legislation 
that may impact your complaint.

Be realistic in your expectations, especially when 
dealing with high-ticket items or services. Do not 
demand free cable for life; instead, ask for two months 
of complimentary cable. If you are dissatisfi ed with 
a particular mechanic, but still wish to bring your 
vehicle to the shop, ask for another mechanic and one 
or two free tune-ups.

Cambridge has developed a collaboration with 
The Dollar Stretcher website (www.stretcher.com).  
This helpful site contains thousands of articles 
showing consumers how to save money and improve 
their financial lives.  This article was originally 

published on the Dollar Stretcher website.  


