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US Insurance industry at-a-glance

• U.S. insurance industry net premiums written totaled $1.2 trillion in 2017, with premiums recorded by 
life/annuity (L/A) insurers accounting for 52 percent, and premiums by property/casualty (P/C) insurers 
accounting for 48 percent, according to S&P Global Market Intelligence.

• Health insurance is generally considered separate. The sector includes private health insurance companies 
as well as government programs. Expected to be $1.0 trillion in 2019 according to IBIS World.

• Although most private health insurance is written by companies that specialize in that line of business, 
life/annuity and property/casualty insurers also write this coverage, referred to as accident and health 
insurance on their annual statements. Total private health insurance direct written premiums were $867.5 
billion in 2017, including: $670.1 billion from the health insurance segment; $190.8 billion from the 
life/annuity segment; and $6.5 billion from property/casualty annual statements, according to S&P Global 
Market Intelligence.

• There were 5,954 insurance companies in 2017 in the U.S. (including territories). According to the 
National Association of Insurance Commissioners those were comprised of the following: P/C (2,509); 
life/annuities (852); health (907); fraternal (82); title (58); risk retention groups (240) and other companies 
(1,306).

• Insurance carriers and related activities contributed $602.7 billion, or 3.1%, to the nation’s gross domestic 
product (GDP) in 2017, according to the U.S. Bureau of Economic Analysis.
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Employment In Insurance, 2009-2018

2018 US Total Population 327.2 million                                                                              (Annual Average, in 000)

Insurance carriers Insurance agencies, brokerages and related services

Direct insurers (1)

Year Life and health (2) Property/ casualty Reinsurers Total
Insurance 

agencies and 
brokers

Other 
insurance- related 

activities (3)
Total Total industry

2009 802.8 632.9 27.5 1,463.2 653.3 254.2 907.4 2,370.6
2010 804.1 614.3 26.8 1,445.2 642.3 253.1 895.5 2,340.6
2011 788.9 611.6 25.6 1,426.1 649.2 261.1 910.3 2,336.4

2012 811.3 599.5 25.7 1,436.5 659.6 272.3 931.8 2,368.3
2013 813.2 593.7 26.2 1,433.1 672.3 283.5 955.8 2,388.9
2014 829.0 594.7 25.1 1,448.8 720.0 297.1 1,017.1 2,465.8
2015 829.8 611.6 25.1 1,466.5 762.8 309.1 1,071.8 2,538.3

2016 818.9 643.5 25.3 1,487.7 783.5 321.5 1,105.0 2,592.7
2017 850.4 639.7 26.6 1,516.7 809.6 333.3 1,142.9 2,659.6
2018 870.6 621.8 29.1 1,521.5 825.2 343.7 1,168.9 2,690.4
(1) Establishments primarily engaged in initially underwriting insurance policies.   

(2) Includes establishments engaged in underwriting annuities, life insurance and health and medical insurance policies.

(3) Includes claims adjusters, third-party administrators of insurance funds and other service personnel such as advisory and insurance ratemaking services.

Source: U.S. Department of Labor, Bureau of Labor Statistics.
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Top 10 Writers Of Life Insurance/Annuities By Direct Premiums Written, 2018

Gross Premium in $1,000 
Rank Group/company Direct premiums written (1) Market share (2)

1 MetLife Inc. $96,451,607 14.10

2 Prudential Financial Inc. 53,148,550 7.8

3 New York Life Insurance Group 35,452,211 5.2

4 Massachusetts Mutual Life Insurance Co. 27,154,611 4.0

5 American International Group (AIG) 26,446,934 3.9

6 Lincoln National Corp. 25,804,565 3.8

7 Principal Financial Group Inc. 25,322,774 3.7

8 AXA 22,579,431 3.3

9 Transamerica 22,352,418 3.3

10 Jackson National Life Group 21,511,557 3.2

$356,224,658 38.34%

(1) Includes life insurance, annuity considerations, deposit-type contract funds and other considerations, and accident and health insurance. Before 
reinsurance transactions. 

(2) Based on U.S. total, includes territories.

Source: NAIC data, sourced from S&P Global Market Intelligence, Insurance Information Institute.
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Market Share by Distribution Channel 



Insurance Carrier

IMO/FMO IMO/FMO

MGAMGAMGAMGA

GA GA GA GA GA GA GA GA GA GA

AgentAgent AgentAgentAgentAgentAgent AgentAgent Agent

GA

Insurance Carrier hires GA and Agents
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Independent Distribution Channel Structure 

Independent Marketing Organization
• National Level
• Marketing Service

• Advanced Market
• Specialty Market

• Advertising and Promotion
• Hiring and managing MGA

Managing General Agent
• State or Regional Level
• Product Training
• Compliance Training
• Hiring and managing GA



20Source: La Fayette Life Insurance Commission Schedule (Confidential Information) 
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Code and Ethics

Education
• 12 hours pre-license education, top of 40 hours Life license training
• 24 hours continuing education including 3 hours ethics every 2 years
• Anti-Money Laundering (AML) Training every 2 years

Customer
• Ethical Solicitation and Sales Tactics
• Competence
• Appropriate Sales
• Confidentiality
• Customer Service
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Regulators
• rebating
• improperly disclosing confidential information
• redlining
• taking applications with misrepresentations
• defaming an insurer
• unfairly discriminating
• committing fraud
• Churning (Replacement with same insurance company)
Churning occurs when an insurance agent replaces a policyholder's insurance policy for another insurance
policy, usually without consulting the policyholder and often with no changes to the coverage itself. ... Churning
is an illegal practice and it has no benefit for the insured
• Twisting (Replacement with different insurance company)
Twisting occurs when an insurance agent replaces an existing life policy with a new one using misleading tactics. 
It does not mean that every time an agent replaces a life insurance policy that twisting has occurred

Code and Ethics
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Insurance Company 
• Accurately disclose product features
• Write profitable business
• Accept applications for suitable risks, based on the underwriting specifications of the insurer
• Accurately complete applications
• Gather and complete any additional required documentation
• Perform tasks in a timely manner
• Keep paperwork and other business organized
• Appropriately handle premium
• Maintain required records
• Consistently transact business in a legal and ethical manner.

Code and Ethics



26

Type of Violations
Premium Theft - The theft of insurance premiums is the most prevalent type of misconduct in the agent/broker 
arena. Illegal conduct ranging from single thefts to multi-million dollar scams victimizes the insurance industry 
and competitive businesses.
Senior Citizen Abuse - Certain segments of the insurance industry target their marketing efforts toward senior 
citizens. Unscrupulous agents abuse elderly customers by unnecessarily replacing existing policies to earn 
greater commissions. Initial sales or replacement policies may be wholly unsuitable products further victimizing 
seniors. The misconduct may involve criminal activities including theft, falsifying documents, Ponzi schemes and 
confidence games.
Deceptive Sales and Marketing Practices - The failure of some insurers to properly monitor and control their 
sales force can lead to unethical and misleading marketing practices such as bait and switch schemes, 
misrepresentation, and the use of misleading titles and designations.
Unauthorized Insurance Companies - This type of fraud includes everything from phony insurance cards sold in 
DMV parking lots to fully operational offshore insurance companies issuing policies they have no intention of 
honoring.
Title Company Rebates and Kick-Backs - Kick-backs and commercial bribery are among the anti-competitive 
practices used to gain business from realtors.

Code and Ethics
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 July 9, 1999 

N.A.S.D. Fines Prudential $20 Million 

By Joseph B. Treaster 

Receiving yet another sanction for misleading customers for more than a decade, the 

Prudential Insurance Company of America was fined $20 million yesterday by the 

National Association of Securities Dealers, the highest fine ever imposed by the 

association. 

Barry R. Goldsmith, the head of enforcement for the N.A.S.D., said investigators found 

that Prudential, one of the largest insurers in the country, had committed ''serious 

violations of securities law and our rules'' in the sale of variable life insurance policies, 

which are a combination of life insurance and investments similar to mutual funds. 

Officials of the association said they thought the highest previous fine had been $5.6 

million. 

Prudential had already paid more than $70 million in fines to state insurance regulators 

for widespread deception of customers. It also paid $1 million to Federal authorities for 

allowing the destruction of sales documents, and it has set aside $2.6 billion for 

restitution to policyholders nationwide. No other insurer has faced such heavy sanctions. 

The sale of Prudential's hallmark product, life insurance, has slumped under the repeated 

pillorying of its reputation. Earlier, Prudential paid $1.5 billion in a settlement with 

Federal and state regulators over improper sales of limited partnerships through its 

subsidiary, Prudential Securities. 
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Lapse Prevention Measure

California Requirement

Free Look Provisions - You may review a policy of Life, Annuity, Long-Term Care, or Medicare Supplement for 30 
days after you receive the policy in order to decide whether you wish to keep the policy. If you return the policy 
to the company by the 30th day after receipt, you are entitled to a full refund of the premium paid, in a timely 
manner. Except, if you bought a variable annuity and you did not allocate all your money to a fixed interest 
account or money market fund, you will get back the "account value", which may be less than a full refund.

Replacement Consequences -A "Replacement" occurs when the consumer cancels or surrenders his or her 
existing policy and purchases a new policy (i.e. Life, Annuity, Long-Term Care or Medicare Supplement). You 
must receive a full disclosure of all information relating to the benefits and possible negative consequences 
regarding this replacement. 

Source: California Department of Insurance
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Replacement Form

Source: Columbus Life Insurance Company, Replacement form page 2
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2010 California Code
Article 5. Unlawful Referrals
INSURANCE CODE SECTION 750

750.  (a) Except as provided in Section 750.5, any person acting individually or through his or her employees or 
agents, who engages in the practice of processing, presenting, or negotiating claims, including claims under policies 
of insurance, and who offers, delivers, receives, or accepts any rebate, refund, commission, or other consideration, 
whether in the form of money or otherwise, as compensation or inducement to or from any person for the referral or
procurement of clients, cases, patients, or customers, is guilty of a crime.

(b) A violation of subdivision (a) is punishable upon a first conviction by imprisonment in the county jail for not 
more than one year, or by imprisonment in the state prison, or by a fine not exceeding fifty thousand dollars 
($50,000), or by both that imprisonment and fine. A second or subsequent conviction is punishable by imprisonment 
in the state prison or by imprisonment in the state prison and a fine of fifty thousand dollars ($50,000).

(c) Nothing in this section shall prohibit a licensed collection or lien agency from receiving a commission on the 
collection of delinquent debts nor prohibits the agency from paying its employees a commission for obtaining clients 
seeking collection on delinquent debts.

(d) Nothing in this section is intended to limit, restrict, or in any way apply to, the rebating of commissions by 
insurance agents or brokers, as authorized by Proposition 103, enacted by the people at the November 8, 1988, 
general election.
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Insurance Company Requirement

1. Valid Insurance License
• No insurance law violation

2. Good Personal Credit History
• No Bankruptcy in past 7 years

3. US Legal Residency with valid social security number
• US Citizen
• Permanent Alien

4. US $1,000,000 Errors and Omission Insurance
• Errors and omissions insurance (E&O) is a type of professional liability insurance 

that protects companies and their workers or individuals against claims made by 
clients for inadequate work or negligent actions

5. Due Diligent
• Vector One for unpaid debit
• Background check
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Errors and Omission Insurance

• Professional mistakes
Mistakes happen, and insurance professionals are susceptible to legal action. If a client sues over 
a mistake or an oversight, you could face a significant loss. E&O coverage for insurance agents 
helps pay for your legal fees, which can mount up even for a frivolous lawsuit.

• Failure to deliver promised services
As a liaison, insurance agents connect clients with insurance providers and lenders. Expectations 
are high, and if your business fails to perform its professional duties, you could face a lawsuit. 
E&O for insurance agents can help pay for your legal fees, including court-ordered judgments or 
settlements decided out of court.

• Accusations of negligence
Life agents and other insurance professionals are not immune to claims of professional 
negligence. For example, a client could claim that your advice led to insufficient coverage. When 
a client files a lawsuit to recoup for financial losses, an E&O insurance policy can cover your legal 
expenses, including the cost of hiring an attorney.
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• Purchased by Agent
• $1,000 Annual Premium for $1,000,0000 Limit
• Many general agent offers discounted E&O insurance program 

• Purchased by General Agent
• General Agent becomes more selective hiring agents
• Premium usually average $500 per agents

• Positives
• Can afford defense cost
• Can pay for civil law suit

• Negatives
• Unable to obtain coverage after at fault claims
• Insurance company contract cancels if not renewed

Errors and Omission Insurance
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Due Diligent

• Not to hire agents with insurance company unpaid chargebacks
• Compliance requirement for lower persistency insurance companies
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Insurance Company Contract

• Insurance Companies usually requires 70 to 80% Persistency in 3 years
• Based on target premiums and Policy Count

Source: La Fayette Life Insurance Company IGA (Independent General Agent) Contract 
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Insurance Company Contract

• Automatic Termination for personal bankruptcy

Source: La Fayette Life Insurance Company IGA (Independent General Agent) Contract 
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Insurance Company Contract

• Violation of any insurance laws or regulations
• Violation of any criminal law
• All Compensation stops

Source: La Fayette Life Insurance Company IGA (Independent General Agent) Contract 



Thank you


