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General Re Life Corporation is committed to adhering to antitrust laws, and cautions all recipients that this report is intended solely to provide
general industry knowledge. Under no circumstances shall it be used as a means for representatives of competing companies, and/or firms, to

reach any understanding whatsoever, whether it be about specific pricing of specific products, if particular products should be marketed to the
public, or the terms under which products are marketed.



PARTICIPATING COMPANIES

+ Allstate Benefits

*  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

+  Principal Financial Group

*  Prudential

+ Reliance Standard Life Insurance

+  Securian Financial Group

+  The Standard

+ Standard Life & Accident Insurance Company
+ Sun Life Financial

*  Symetra

+ The Union Labor Life Insurance Company
+ UnitedHealthcare

* Unum

+ USAble Life

+  Voya Employee Benefits

«  Zurich
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Gen Re is pleased to present this summary report of the 2017 U.S. Group Term Life Market Survey.

Our annual survey covers the Group Term Life and AD&D industries, tracking sales and in-force results

for 2017. The full Market Survey is available only to participating companies. It provides a valuable
opportunity for participants to benchmark their results against those of their peers, as well as the industry.
Of the 25 companies participating this year, 20 have been long-time contributors in the Market Survey,
providing data over the past 10 survey years.

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 2016 and 2017.



Growth Rate

SUMMARY OF RESULTS

Group Term Life and AD&D In-force Results

Twenty-five companies shared Group Term Life (GTL) results in 2017, with 23 also providing AD&D data.
On a combined basis, total GTL and AD&D in-force premium reached just under $26.2 billion.

Exhibit A. Total 2017 Group Term Life and AD&D In-force Premium,

Reported by Survey Participants
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On a combined basis,
GTL and AD&D in-force
premium grew by 4%
year-over-year.

Group Term Life in-force premium rose by 4% in 2017. Over the past eight years, in-force premium growth
has remained between 2% and 4%.

AD&D in-force premium increased by 7%, representing the second year in a row where AD&D in-force
premium growth was positive.

Exhibit B. Group Term Life and AD&D In-force Premium Growth

Rates Over Time
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For AD&D, in-force
premium was up
for 20 out of the 22
companies providing
data for both years.



SUMMARY OF RESULTS

Group Term Life and AD&D Sales Results

Participating companies reported just over $2.9 billion in combined total Group Term Life and AD&D sales
premium in 2017.

Exhibit C. Total 2017 Group Term Life and AD&D Sales Premium,
Reported by Survey Participants
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Breaking away from a long trend of single-digit growth, the industry posted a 12% increase in new GTL
sales premium in 2017. Of the 13 companies reporting positive gains, seven reported increases of more
than 20%.

For the second year in a row, AD&D sales premium was up significantly, increasing by 15% over 2016.

Exhibit D. Group Term Life and AD&D Sales Premium Growth Rates
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SUMMARY OF RESULTS

Group Term Life Growth — Cases and Lives

With an increase of 4% in 2017, reported new sales case counts for the industry were up for the third
consecutive year. Thirteen out of 22 companies reported gains. Overall growth may have been impacted
by an increase in smaller cases sold year over year. For companies providing results for both years, the
number of sales cases in the 1-9 lives category rose by about 10%.

While the number of both new and in-force lives rose year-over-year, the double-digit increase in new sales
lives is notable. Looking back as far as 2009, this is the highest increase we have reported on the survey.
That being said, this result was influenced by a small number of carriers, and potentially some larger case
activity.

Exhibit E. 2017 Group Term Life Growth Rates for Cases and Lives
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Group Term Life Pricing and Volume Levels

Average new sales face amounts grew by 12% in 2017. As in the past, a small number of companies
strongly influenced this result, and some larger case sales may have also played a role.

Exhibit F. Group Term Life Average Face Amount, Monthly Premium Rate and Premium Per Life

Average Face Monthly Premium Rate Average Premium
Amount (per 1,000) Per Life

In-force $93,740 $0.199 $223

Growth 2% -2% 0%
New Sales $94,835 $0.168 $195

Growth 12% -7% 1%

Average sales premium per life was up by a slight 1% in 2017. For in-force, average premium per life was
flat, while average in-force face amounts were up by 2%.
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In Our View

Group Term Life in-force premium exhibited positive growth in 2017, with a steady yet modest upswing
since 2015. The path for new sales premium, however, has been more volatile. Just a few years ago

in 2014, the industry posted a slight decline in results. However, in 2017 the industry reported a 12%
increase. As we've seen in the past, a small number of carriers can influence the industry result. While there
is some evidence of larger case activity playing a role this year, sales results as a whole continue to be
unpredictable.

For Group Term Life, new sales lives were also impacted with an 11% increase for the industry, after
ranging between -2% and 4% from 2013 to 2016. New sales face amounts are also important to mention,
wherein average new sales face amounts were up by 12% in 2017. At $94,835, the average new sales face
amount was the highest seen in the survey in 10 years.

For AD&D, in-force premium was up by 7%, but a more compelling story for AD&D lies in the past two
years of double-digit increases for new sales. More than half of the companies reported strong growth
year over year.

Throughout 2017, news stories and industry blogs outlined significant changes impacting the insurance
sector. Insuretech companies are already challenging deep-rooted business models and creating new
partnerships. Market demographics are shifting, with the Pew Research Center announcing that millennials
are on the cusp of becoming the largest living adult generation in the U.S. in 2019." And, for the Group
Term Life marketplace, mergers, acquisitions, new entrants and product launches are contributing to

a changing landscape.

According to our 2017 Market Pulse, an additional Market Survey segment covering distribution details,
some companies are concerned with marketing opportunities, competitiveness of pricing and the level
of distribution activity as we move forward in 2018.

In closing, while 2017 was a good year for the Group Term Life market, there are some headwinds facing

the industry. As always, Gen Re will work with our clients, as well as the industry, to effectively and
consistently monitor this business.

Thttp://www.pewresearch.org/fact-tank/2017/04/27/10-demographic-trends-shaping-the-u-s-and-the-world-in-2017.



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 Individual 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 Iliness 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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Gen Re has produced this comprehensive report for the exclusive use of the participating companies. No part may be shared with other organizations, redistributed, reproduced or
reprinted in whole or in part without Gen Re’s written permission. The information contained in this report has been gathered from participating companies. Gen Re takes great care to
check and verify the data provided, but makes no representation as to the accuracy of information submitted by participating companies.
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