
If it looks as if we built 
an entire infrastructure 
around your business… 
it’s because we did.
Group Membership Association Division



Explore. 
We are proud of 
what we offer 
our clients.

Choosing the right group 
insurance carrier is important. 
You want to do what is best for 
your business, your association, 
and your members. We want to 
assure you that we know this 
industry from years of experience 
and are prepared to answer your 
questions. Click below to learn 
about any of these areas:

Our History of Success
Leadership Team
Account Management Team
Financial Strength
The Group Advantage
Our Product Approach
New York Life Group Products
 Life Insurance

 Disability Insurance

 Supplemental Health Insurance

Innovations
Contact Us



Other carriers may consolidate group 
membership within their existing business 
units, but New York Life Insurance Company 
has a separate, dedicated division managing 
every aspect of affinity operations. With more 
than 300 groups under contract insuring nearly 
1 million people, group membership is a core 
business for us. In fact, our company is proud to 
be one of the largest life insurers in the world.

A long history 
of success.
Many major group 
membership associations 
have been with us for 
more than 30 years.

While the past can’t 
guarantee success, it sure 
is a good indicator of it. To 
date, New York Life has a 
pretty impressive track 
record. As one of America’s 
oldest and most respected 
life insurance companies, 
we’ve been honoring our 
commitments and keeping 
our promises since 1845. 
What’s more, we have several 
group clients that have been 
with us for 60 years or more.
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You’re a priority, 
not an afterthought.
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Relax. Our team 
can handle it.
We know you’ve got a lot riding on this decision. But you can take comfort in the fact that 
you’ll have one of the industry’s most experienced professional teams working on your 
behalf. In total, our management team has more than 160 combined years of service:

As the leader of the Group Membership Association Division, Scott 
is responsible for cultivating relationships, identifying markets, and 
developing new products. Scott holds a BA in mathematics from 
the University of Michigan; he is a fellow of the Society of Actuaries 
and a member of the American Academy of Actuaries.

Dan leads our Sales and Account Management teams. He 
holds a BBA from Hofstra University, and he received his 
Chartered Life Underwriter (CLU) certification from The 
American College.

Raghu manages the Financial Underwriting, Pricing, Valuation, 
Contracts and Policyholder Reporting teams. He holds a BA from the 
University of Pennsylvania and is a fellow of the Society of Actuaries.

Actuarial | Financial Underwriting | Contracts | Policyholder Reporting

Kathy leads our operational teams, including Claims 
and Medical Underwriting. Kathy holds a BS in 
economics and finance from Manhattan College.

Debbie leads our Accounting and Financial 
Reporting and Compliance teams.  
Debbie holds a BBA from Pace University.

Claims | Medical Underwriting

Accounting and Financial Reporting | Compliance

Anthony leads our Information Technology, 
Product Development, and Marketing Teams. 
Anthony holds a BBA from Hofstra University.

Information Technology | Product Development | Marketing

Scott Berlin
Senior Vice President

Dan O’Brien

Raghu Rangachar

Kathy Scollan

Debbie Tomassi

Anthony Perrotti

Vice President

Vice President and Actuary

Vice President

Vice President

Vice President

Sales | Account Services
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Whether you have a simple question or a critical concern, you’ll always know exactly where 
to turn for the information and answers you need—when you need them. Your account 
manager is your first point of contact and coordinates every aspect of your business.

Lots of information. In addition to being an indispensable resource, your account manager is 
also a conduit, one who can put an entire support team at your fingertips.

Executive Management

Information Technology

Medical Underwriting

Accounting and Financial Reporting

Compliance and Administration

Claims

Contracts

Actuarial

Financial Underwriting

Sales and Marketing

Product Development

Risk Management

Christine 
Carway

Michelle 
Alcivar

Joseph 
McDonald

Karen  
Roy

Craig 
Dougherty

Shane 
Eatinger

Maridsa 
Otero

Mark 
Sanders

Colleen 
Scherrer

Michele 
Masotti

Jim  
Roth

Shevonne 
Stanley

One point of contact.
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You can count on us in 
good times and bad.
With a history of over 175 years, New York Life has stood the test of time, through the Civil War, 
the Great Depression, and pandemics. We have received the highest ratings for financial strength 
currently awarded to any U.S. life insurer, and our surplus has never been greater than it is right now.1

New York Life is a mutual company. 
This means that unlike publicly 
traded companies, we don’t have 
shareholders. Instead, we operate for 
the benefit of our current and future 
policy owners. Since mutuality means 
that we don’t have to answer to Wall 
Street, our interests are aligned with 
those of our policy owners.

Financially strong. Singularly focused.

1  Total surplus, which includes the asset valuation reserve (AVR), is one of the key indicators of the company’s long-term financial strength and stability and is 
presented on a consolidated basis of the company. NYLIC’s statutory surplus was $24.57 billion and $21.73 billion at December 31, 2021 and 2020, respectively. 
Included in NYLIC’s statutory surplus is NYLIAC’s statutory surplus totaling $9.73 billion and $9.45 billion at December 31, 2021 and 2020, respectively, and LINA’s 
statutory surplus of $1.67 billion and $2.06 billion at December 31, 2021 and 2020, respectively. AVR for NYLIC was $4.17 billion and $3.59 billion at December 31, 
2021 and 2020, respectively. AVR for NYLIAC was $1.87 billion and $1.60 billion at December 31, 2021 and 2020, respectively. AVR for LINA was $0.08 billion and 
$0.07 billion at December 31, 2021 and 2020, respectively.

2  Source: Individual Third-Party Ratings Reports as of 9/30/2021.

A++
Superior 

A.M. Best

AAA
Exceptionally 
Strong
Fitch

Aaa
Exceptional 

Moody’s

AA+
Very Strong 

Standard &Poor’s

2

We have remained mutual for 175 years because it gives 
us the power to put promises before profits and enables 
us to be singularly focused on the best interests of our 
policy owners. This means putting our permanence as an 
institution first, which has led us to avoid numerous risky 
business practices. We may forgo some short-term gains 
or miss out on momentary market wins, but in the long 
run, it’s this adherence to what’s tried, true, and tested that 
delivers for our policy owners, whenever they need us.
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From career development and networking opportunities to political advocacy and group benefits: 
People join membership and professional associations for many reasons. And as public and private 
employers continue to cut costs, the role of alternative benefit providers will continue to grow. 
That’s a powerful opportunity—and we can help you make the most of it.

Access

It’s usually easier 
to apply, and the 
underwriting criteria 
are often different than 
those for individual 
coverage.

Price Stability

Premiums are based on 
the experience of the 
group, resulting in more 
uniform, stable pricing.

Group Pricing

Group pricing can be 
less than it would be if 
group members applied 
individually.

Portability

Unlike employer-
provided coverage, 
members can take this 
coverage with them if 
they switch jobs.

Here’s why so many of your members and clients will 
appreciate the opportunity to secure group coverage:

You’re needed now more than ever.
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Right product. 
Right message. 
Right audience.
Consumers are more sophisticated, have more choices, and are bombarded with more marketing messages 
than ever. You can cut through the clutter by segmenting members based on age, income, marital status, and 
a host of other factors that help make sure the products and services offered fit their lifestyles and needs.

In return, you may enjoy:

Higher 
response rates

Lower 
marketing costs

Greater member/ 
client satisfaction

We pride ourselves on taking the time to listen to you in order to present products with 
the best coverage, options, and pricing to fit your group’s specific needs and goals.

Products:

Simplified issue 
life insurance and 
disability insurance

Products:

Level term life 
and disability 
insurance

Products:

Life with Dynamic Care 
Rider and supplemental 
health benefits

Often ignore mail
Are becoming 
more affluent

Retirement is 
top of mind

Wants a simple 
experience

Are interested in 
income replacement

Savings preservation 
is a concern

Have 
limited 
disposable 
income

Retirement 
savings are 
growing

Want to 
leave assets 
to the next 
generation

Prefer 
online 

access

YOUNG 
20s–30s

MIDDLE AGE 
40s–50s

MATURE 
60s+
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Your members are looking for a balanced 
lifestyle and balanced financial well-being. 
Our suite of life, disability, and supplemental 
health products can help you bring them 
added security to fit their needs.

Life
•  10-Year and 20-Year Guaranteed Level Term

•  Annual Renewable Term

•  Chronic Illness Rider

•  Whole Life

Disability
•  Long-Term Disability

•  Short-Term Disability

•  Accident-Only Disability

•  Accidental Death and Dismemberment

•  Business Overhead Expense

Supplemental Health Benefits
•  Hospital Indemnity

•  Hospital and Home-Care Recovery

•  Critical Illness (specified disease)

Our family 
of products 
at a glance.
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Life insurance:
To protect them when 
they are most vulnerable.

The benefits of life insurance.

Most families—especially when they are just starting out—don’t have much of a 
cushion to fall back on if something goes wrong. That’s why the loss of a primary 
breadwinner can be so difficult to overcome. That’s also why so many of your members 
and clients need life insurance to safeguard their families’ lifestyle and future.

For generations, life insurance has proved to be a valuable way to protect families from the economic 
impact of losing a loved one. While nothing can ever fill the emotional void, the death benefit protection 
of life insurance can help compensate for the resulting loss of income. And because the proceeds are 
generally passed free from federal income taxes, every penny can be used to meet day-to-day needs.

Annual term life coverage is popular 
with young families and middle-aged 
clients because of low initial premiums 
and high face values.

Annual Renewable Term
Term life coverage where premiums 
and benefits are for defined periods 
of time.

10-Year and 20-Year Level Term
Permanent coverage that builds 
cash value and never needs  
to be renewed.

Whole Life Insurance

QuickDecisionSM Automated Underwriting
Can provide an immediate decision on applications on 
select amounts. Medical and other information is asked 
online to provide this quick response, often the same day.

Chronic Illness Rider
Accelerates a portion of the death benefit to help 
mitigate the costs associated with a chronic illness.4 
(Can be added to Annual Renewable Term.)

Here’s why your members and clients will appreciate the opportunity to secure group coverage:

Nearly 160 million 1 in 4 41%
people have no life insurance.3 would feel a financial impact 

in just one month after the 
unexpected loss of a loved one.4

with life insurance admit 
they aren’t fully covered.4

3  “2021 Insurance Barometer Study,” Life Happens and LIMRA, November 1, 2021.
4  “Interest in Life Insurance Stays Strong,” Life Happens, March 2022.
5  Chronic illness is defined as permanently unable to perform two out of six activities of daily living (bathing, dressing, eating, 

toileting, transferring, or continence) or has a permanent severe cognitive impairment requiring substantial supervision.

WHAT GROUP PRODUCTS ARE AVAILABLE?

WHAT FEATURES CAN ENHANCE SELECT PRODUCTS?
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Disability insurance:
To replace income lost due to 
an accident, illness, or injury.

The benefits of disability insurance.

With so many people living paycheck to paycheck these days, even a temporary loss of 
income can disrupt a family’s lifestyle and financial security. That’s why group disability 
insurance can be a tremendous source of comfort for many working families.

Group disability insurance provides financial stability by replacing lost income if a person falls ill or 
becomes injured and cannot work for an extended period of time. And, unlike workers’ compensation, 
this valuable coverage pays a benefit even if the illness, injury, or accident takes place at home.

Pay a monthly benefit 
for a specified period of 
time in the event that the 
certificate holder is unable 
to work due to a covered 
illness, injury, or accident. 
(Various terms available.)

Long-Term and Short-
Term Disability

Pays benefits when death 
or dismemberment 
occurs due to a covered 
accident (not an illness 
or injury). Offered 
as a stand-alone or 
supplemental product.

Accidental Death  
and Dismemberment

Pays a monthly 
benefit when the 
certificate holder 
is disabled due to a 
covered accident 
(not an illness or 
an injury).

Accident-Only 
Disability

Pays covered office 
operating expenses, such 
as rent and utilities, if the 
certificate holder is unable 
to work due to a covered 
illness, injury, or accident. 
(Various terms available.)

Business Overhead 
Expense

of those entering 
the workforce today 
will suffer a disability 
before they retire.6

99%

of disabling accidents and 
illnesses are not work related, 
and therefore are not covered 
by Workers’ Compensation.8

are anxious about 
their current financial 
situation. Imagine if 
their paycheck were 
delayed a week.7

40%

have no 
emergency 
funds of $300 or 
more set aside.9

6,8 “Disability Statistics,” Council for Disability Awareness, September 30, 2021.
7 “Americans Are Just as Anxious About Money as They Were One Year Ago. Here’s How to Manage the Stress,” NextAdvisor, August 5, 2021.
9 “Americans’ Savings Drop to Lowest Point in Year,” GOBankingRates, May 24, 2021.

25% 77%

WHAT GROUP PRODUCTS ARE AVAILABLE?
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Supplemental health benefits:
For comfort and 
quality care.

The benefits of supplemental health insurance.

Healthcare benefits are some of the most popular benefits available in the workplace today. But as the 
costs continue to rise, more and more companies are cutting back. Group supplemental health benefits 
from New York Life can help fill the void by giving members a way to pay for health-related services—or 
other daily living costs—that might not be covered by their workplace plan.

Group supplemental health benefits can help protect members from the potentially high cost of a serious 
illness or hospitalization. Voluntary supplemental benefits complement traditional health coverage by 
providing a lump-sum cash benefit whenever the certificate holder receives a specific type of care.

Hospital Indemnity 
Insurance Plan

Pays a fixed daily benefit for each covered 
day the certificate holder is confined in a 
hospital. Benefit amounts can increase, 
even double, if hospitalization is due 
to cancer or if the certificate holder is 
admitted to intensive care.

Hospital and Home-
Care Recovery Insurance

Pays a cash benefit based on 
the number of covered days 
the certificate holder is in 
the hospital, as well as a daily 
benefit to secure home care 
following a hospital stay.

Critical Illness 
Insurance Plan

Pays a single, lump-sum 
benefit when the certificate 
holder is diagnosed with a 
heart attack, stroke,  
cancer, or other specified 
critical illness.

Here’s why your 
members and clients 
will appreciate the 
opportunity to secure 
group coverage:

The average annual healthcare 
costs for a family of four.11

$28,256$30,000
The average cost of a 3-day 
hospital stay.10

10  “Protection from high medical costs,” HealthCare.gov, 2022. 
11  “2021 Milliman Medical Index,” Milliman, May 27, 2021.

WHAT GROUP PRODUCTS ARE AVAILABLE?
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Create exceptional 
customer experiences.
We’ve designed solutions to help foster trust 
and confidence when buying group insurance.

Customer experience, education, and technology are 
designed together to engage at every stage of the journey.

EDUCATE APPLY CONNECT

Privacy, confidentiality, and security are always top of mind every step of the way.

•  Guidance and resources from our 
in-house marketing professionals 
help inform choices about 
marketing products, including 
education about options and the 
underwriting process.

•  Pre-written copy, infographics, 
video, and more, available for use.

•  Dedicated underwriting staff 
assignments for deep understanding of 
case profiles.

•  Process-focused tools and partnerships 
provide customer comforts like real-
time underwriting and secure electronic 
and voice signature authorizations.

•  Client call centers have convenient 
access to status data for immediate 
customer response.

•  Wellness Report offered as summary 
of medical evidence gathered, with 
benchmarks and tips for a healthy 
lifestyle.

•  Online application includes options 
for full underwriting, simplified issue, 
and guaranteed issue journeys.

•  QuickDecisionsm application provides 
automated underwriting with real-
time, instant decisions.

•  Group and product rules help guide 
customer data entry in a flexible 
and customized experience with 
campaign alignment.

•  Add-on tools, such as API data 
transfer, co-browsing, and access 
to analytics, can help enrich the 
experience.

Allow customers to interact with 
our growing suite of dynamic tools 
throughout their application.

Provide customers with our personalized 
Wellness Report, complete with rich content 
and lifestyle tips relevant to their results.

Optimize marketing results 
with customer behavior metrics 
from our online application.
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Where do we go from here?
Let’s start the conversation today.

Dan O’Brien
Vice President

Phone: (914) 846-3345 
Email: dobrien@nyl.com
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New York Life Insurance Company

51 Madison Avenue 
New York, NY 10010

www.newyorklife.com
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