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• Aetna

• Allstate Benefits

• Assurity Life Insurance Company

• AXA Employee Benefits

• Cigna

• Dearborn National

• Guardian Life

• The Hartford

• Liberty Mutual

• Lincoln Financial Group

• MetLife

• Mutual of America Life Insurance Company

• Mutual of Omaha

• OneAmerica

• Principal Financial Group

• Prudential

• Reliance Standard Life Insurance

• Securian Financial Group

• The Standard

• Standard Life & Accident Insurance Company

• Sun Life Financial

• Symetra

• Transamerica

• The Union Labor Life Insurance Company

• UnitedHealthcare

• Unum

• USAble Life

• Voya Employee Benefits

• Zurich



Gen Re is pleased to present the 2016 U.S. Group Term Life Market Survey. This annual survey covers 

the Group Term Life and AD&D industries, tracking sales and in-force results for 2016. In addition, 

lapse rate, renewal, and employee-paid results are provided for companies who reported this information. 

Twenty-nine carriers participated in the survey representing over 85% of the Group Term Life insurance 

market. 

Unless otherwise mentioned, total Group Term Life and total AD&D include combined employer-paid 

and employee-paid results. Reported growth rates are based on companies providing comparable data for 

2015 and 2016.
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Group Term Life and AD&D In-force Results

For 2016, 29 companies shared Group Term Life results, while 27 also provided AD&D data. 

On a combined basis, total Group Term Life and AD&D in-force premium reached just over 

$25.4 billion. (Exhibit A)

Continuing the relatively modest pace of growth seen over the past 10 years, total Group Term Life 

in-force premium rose by 3% in 2016. (Exhibit B) 

Notably, AD&D in-force premium, which has not exhibited positive improvement since 2008, 

increased by 6%.  

Exhibit A. Total 2016 Group Term Life and AD&D In-force Premium, 
Reported by Survey Participants
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Exhibit B. Group Term Life and AD&D In-force Premium Growth 
Rates Over Time

Combined total Group 

Term Life and AD&D

in-force premium 

increased by 3%  

in 2016.

For AD&D, 22 out

of 27 reporting 

companies posted 

year-over-year gains.
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Group Term Life and AD&D Sales Results

Close to $2.8 billion in combined total Group Term Life and AD&D sales premium was reported 

by participating companies in 2016. (Exhibit C)

Total Group Term Life sales once again achieved positive growth in 2016. (Exhibit D) After a decade of 

mostly declining sales, AD&D premium grew significantly, increasing by 19% compared to 2015. Sixteen 

out of 22 companies providing AD&D sales premium data for both years experienced an increase, with all 

but two at a level of 10% or higher.

Exhibit C. Total 2016 Group Term Life and AD&D Sales Premium, 
Reported by Survey Participants
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Exhibit D. Group Term Life and AD&D Sales Premium Growth Rates 
Over Time
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$2,765
Sales results improved 

for combined Group 

Term Life and AD&D, 

posting a 5% gain 

over 2015.

Results can be 

driven by a small 

number of carriers. 

Group Term Life results 

would decline by 1%

(versus +4%)

if just two carriers 

reporting significant 

increases were to be 

removed from the 

industry growth 

calculation.
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Group Term Life Client Growth

On an upward track for the second year in a row, new sales case counts grew by 6%. (Exhibit E) Seventeen 

out of 29 companies reported increases. This outcome may have been influenced by small case activity in 

2016. For companies providing data for both years, the number of sales cases in the 1–9 lives category 

increased by 21%. 

Both sales and in-force lives were up slightly. 

Group Term Life Pricing and Volume Levels

Average face amount results have been volatile over the years. New sales face amounts grew by 7% 

in 2016 while in-force increased by 3%. (Exhibit F) On an anecdotal level, results for some companies 

were impacted by some large and relatively unusual cases.

While average face amounts increased, the monthly premium rate declined for both new sales and in-force. 

Exhibit E. 2016 Group Term Life Client Growth Rate

Exhibit F. Group Term Life Average Face Amount and Monthly 
Premium Rate
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would change to a decline of 8%.
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Exhibit G. Group Term Life Average Premium Per Life

Average Premium Per Life
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In 2016 the industry averages for both new 

sales and in-force premium per life were 

the highest reported on the survey over 

a 10-year period.

Group Term Life Pricing and Volume Levels, Continued

After increasing by 3% in 2015, average sales premium per life was flat in 2016. (Exhibit G) For in-force, 

average premium per life was up at a slightly lower rate (2%) as compared to reported face amounts (3%).

In Our View

In 2016 Group Term Life in-force premium continued a pattern of steady growth, ranging from

2% to 4% over the past several years. For new sales premium, the 4% increase was lower than last year’s 

7% gain. However, the positive results seen over the past two years for new sales premium are an 

improvement after the industry witnessed negative to flat growth for roughly half of the past decade.

New Group Term Life sales cases also experienced moderate improvement, and smaller case sales may 

have played a role in this result. That being said, there was also some evidence of larger or more unusual 

case sales given the 7% increase in average sales face amounts.

While AD&D in-force premium appears to be on the rebound after years of flat to negative results, the most 

notable change is the 19% increase in AD&D new sales premium. A majority who reported data for both 

years saw growth of 10% or more, which is an encouraging sign.

Although much has been said about the potential impacts of employee-paid coverage in the marketplace, 

we have not seen a significant upswing in this business for companies providing comparable data year-to-

year. Last year we alluded to the potential of insurance exchange sales due to the predicted increase in 

enrollment. This does not seem to have come to fruition over the past year; however, as the 2016 Market 

Pulse results show exchange sales representing an average of only 2% of overall 2016 sales premium for 

companies selling on the exchanges. The current political environment may also be having an impact on 

insurance exchange sales.

Despite the uncertainty of potential future industry growth via the insurance exchanges, there does appear 

to be some improvement in the level of organic business in the Group Term Life market, or “churn,” 

in 2016. This could be due to various factors, including improvements in persistency, changes in strategy, 

or as a result of carriers beginning to exit the market altogether. 

As an American writer, Anthony D’Angelo, once said, “Become a student of change. It is the only thing that 

will remain constant.” We will continue to monitor the potential increase in organic business as well as 

possible adjustments in carrier strategies, which will hopefully result in welcome changes for the industry.



Gen Re, a Berkshire Hathaway Company, is one of the leading life/health and property/casualty 
reinsurers in the world. Our North American life and health reinsurance company, General Re Life 
Corporation, has superior financial strength ratings among life and health reinsurers. Gen Re delivers 
customized reinsurance programs and risk management solutions for the Life, Medicare Supplement, 
Critical Illness and Disability markets. Through our research, we also offer valuable information and 
insights. For more information, visit www.genre.com.

Gen Re offers tailor-made reinsurance programs and risk management solutions for the following 
lines of business: 

Critical Illness Individual Disability Income

Group Life and AD&D Medicare Supplement

Individual Life

A++ (Superior) from A.M. Best |  AA+ from Standard & Poor’s
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