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Life Insurance in America Today 
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Life Insurance Ownership Is 

Declining  
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Financial Situation If Primary  

Wage-earner Dies by Household Income 

Sponsored by  



© LL Global, Inc.SM 

$ales Potential –  

Underinsured Households 
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Which Income Segments Need More Life 

Insurance and Are Likely To Buy? 

Needs more life 
insurance 

<$35,000 $35-99.9k $100,000+ 

Likely to buy in  
next 12 months 
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What Motivates Consumers to 

Buy Life Insurance? 
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Three Top Reasons Prompted To 

Shop for Life Insurance 
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Why Underinsured Households Buy 

Life Insurance 
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Sponsored by  



© LL Global, Inc.SM 

What Influences Whether Underinsured 

Households Will Buy Life Insurance? 
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Establishing Trust Helps  

Close Sales 
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Referrals Help Get You in Front of 

Prospects and Close Sales 
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Doing a Needs Analysis Helps 

Close Sales 
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Recommending Amount to Buy 

Helps Close Sales 
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Reasons Households Most Ready To Buy 

Soon Have Not Bought Life Insurance  
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How Do Consumers Want 

To Buy Life Insurance?  
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18% 

16% 

How Underinsured Households Want to 

Purchase Next Life Policy 
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Top Reasons Consumers  

Prefer To Buy Face to Face 
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Top Reasons Consumers  

Prefer To Buy Face to Face 
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Top Reasons Consumers  

Prefer To Buy At The Workplace 
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Top Reasons Consumers  

Prefer To Buy On The Internet 
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Top Reasons Consumers  

Prefer To Buy Direct (Mail/Phone) 
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