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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 
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PARTICIPATING COMPANIES

• Ameritas Life 

• Assurity Life

• Federated Life

• Guardian Life

• Illinois Mutual

• Knights of Columbus

• MassMutual

• MetLife

• Mutual of Omaha

• Northwestern Mutual 

• Ohio National Life

• Principal Financial Group 

• RiverSource Life

• The Standard 

• State Farm

• Thrivent Financial 

• Unum
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BACKGROUND
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Gen Re is pleased to present the 2021 U.S. Individual Disability Market Survey results. 
This annual benchmarking survey covers Non-Cancelable (Non-Can), Guaranteed 
Renewable (GR), Buy-Sell, and Guaranteed Standard Issue (GSI) product lines for 
2020 and 2021. Seventeen carriers participated in the survey representing $5.1 billion 
in in-force premium. Of those companies, 15 reported Non-Can results, 15 provided 
GR results and seven reported on their Buy-Sell product. Eight companies reported 
Non-Can GSI results, and five companies reported GR GSI results.

Growth calculations for 2020 to 2021 are based upon comparable data for both years 
for those companies providing the data and include any adjustments made to the 2020 
reported data.



SURVEY HIGHLIGHTS
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17 companies 
participated in the 

2021 survey

$5.1 billion
in total (Non-Can, 
GR and Buy-Sell) 
in-force premium 
reported for 2021

Total in-force 
premium increased 
by 2% over 2020 

results

Non-Can accounts 
for $4.3 billion 

(85%) of the total 
premium in-force

Total GSI 
(Non-Can and GR) 
in-force premium 
grew by 5% over 

2020 results 

Employee-paid 
accounts for 59% 

of the total GSI 
premium in-force

Total sales 
premium was level 

at $399 million 
in 2021

Total GSI sales 
premium 

increased by 20% 
for participating 

companies

Employer-paid and 
employee-paid GSI 

sales increased 
by 22% and 18%,

respectively



Market Growth – New Business (Non-Can, GR and Buy-Sell)

Total new sales premium from Non-Can, GR and Buy-Sell combined remained level at $399 million for 2021. 
Both Non-Can and GR sales premium were flat, changing by -0.1% and 0.5%, respectively, while Buy-Sell sales 
declined 3% compared to 2020.  

Of the $399.1 million in total new sales premium, Non-Can products represent 83% or $331.6 million, 
and GR represents 16% or $64.2 million. Buy-Sell accounts for less than 1% of new sales premium and 
policies, yet represents almost 44% of the total new benefit amounts for 2021.

The number of new policies issued grew by 2% to over 251,000 and total benefit amounts increased 
by 3% to more than $1.6 billion. 

EXECUTIVE SUMMARY
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Sales Premium Growth Rate Trends 
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Note: Exhibits may not total 100% due to rounding.

New Business Premium 
Totaled $399.1 Million

New Policies
Totaled 251,573

Benefit Amounts
Totaled $1.6 Billion
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Market Growth – In-force Business (Non-Can, GR and Buy-Sell)

Total in-force premium from Non-Can, GR and Buy-Sell combined was up almost 2% to $5.1 billion in 2021. 
Non-Can and GR increased 1% and 4%, respectively, while Buy-Sell declined for the 13th consecutive year. 

Of the $5.1 billion in total in-force premium, Non-Can products represent 85% or $4.3 billion, and GR represents 
14% or $730.7 million. Buy-Sell accounts for the remainder.

The number of in-force policies remained level at 3.1 million, while total benefit amounts increased by less than 
1% to reach $19.7 billion. 

EXECUTIVE SUMMARY
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In-force Premium Growth Rate Trends 
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EXECUTIVE SUMMARY
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Market Growth – GSI Business (Non-Can and GR)

Total GSI new sales premium (Non-Can and GR combined) rose 20% to $57.5 million in 2021, making up for 
the 12% decline reported in 2020. Total GSI in-force premium increased by 5% to $422.4 million, with Non-Can 
representing $413 million or 98% of the total.  

Of the total GSI new sales premium, employer-paid accounts for $30.6 million or 53% and employee-paid 
accounts for nearly $27 million (47%).

Employer-paid accounts for $172.8 million (41%) of the total GSI premium in-force and employee-paid accounts 
for nearly $250 million or 59%.

GSI Premium Growth Rate Trends 
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Participating companies reported $331.6 million of Non-Can new sales premium. Disability Income (DI) 
represents $322.3 million or 97% and Overhead Expense (OE) accounts for almost $9.4 million. 

Overall, Non-Can new sales premium was level with 2020 results, falling by only 0.1%. New sales premium from 
Medical and 4A & Above occupations declined 1% and 3%, respectively. For the 3A and 2A & Below occupations 
premium increased 17% and 31%, respectively. 

Medical 4A & Above 3A 2A & Below

DI $149,671,028 $145,372,585 $11,464,642 $15,754,810

OE $6,790,839 $2,023,664 $194,299 $357,903

Totals $156,461,867 $147,396,249 $11,658,941 $16,112,713
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SUMMARY OF RESULTS NON-CANCELABLE
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Non-Can Sales Premium by Policy Type and Occupational Class

Percentage Change in Non-Can Sales Premium by Occupational Class 

Medical and 4A & Above 
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Participants reported over $4.3 billion of Non-Can in-force premium. DI represents almost $4.2 billion or 96% 
and OE accounts for the remainder. 

Non-Can in-force premium grew a little over 1%, with all but the 3A occupational class showing an increase. 
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SUMMARY OF RESULTS NON-CANCELABLE
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Non-Can In-force Premium by Policy Type and Occupational Class

Medical 4A & Above 3A 2A & Below

DI $2,077,901,393 $1,695,515,364 $237,727,067 $142,533,406

OE $133,886,007 $33,781,407 $4,387,037 $5,111,501

Totals $2,211,787,400 $1,729,296,771 $242,114,104 $147,644,906

Combined, DI and OE 
Medical premium 

totaled over $2.2 billion.  
DI accounts for 94%.

Non-Can – In-force Business

Percentage Change in Non-Can In-force Premium by Occupational Class 
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Non-Can GSI – New Sales and In-force Business

Participating companies reported $56.5 million of Non-Can GSI sales premium for 2021, increasing 
21% over 2020. Employer-paid premium accounts for $29.9 million (53%) and employee-paid premium 
accounts for $26.6 million.

Eight companies reported $413 million of Non-Can GSI in-force premium for 2021, an increase of 5% 
over 2020. On a combined basis, premium from 3A and 2A & Below occupations fell 10% in 2021 and 
represents only 2% of the total GSI premium in-force. 

Medical 4A & Above 3A 2A & Below

Employer-Paid $4,815,550 $24,786,905 $263,785 $34,991

Employee-Paid $13,433,360 $12,947,913 $233,219 $25,717

Totals $18,248,910 $37,734,818 $497,003 $60,708

SUMMARY OF RESULTS NON-CANCELABLE GSI
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Non-Can GSI Sales Premium
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Note: Sums may not equal totals due to rounding.

Non-Can GSI In-force Premium
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Employer-paid business 
accounts for 41% and 

employee-paid business 
accounts for 59% of the 

total Non-Can GSI 
premium in-force. 

Medical 4A & Above 3A 2A & Below

Employer-Paid $38,825,266 $126,226,554 $2,212,128 $349,921

Employee-Paid $100,820,785 $137,821,061 $5,887,244 $809,551

Totals $139,646,051 $264,047,615 $8,099,372 $1,159,472



GR – New Business

Participants reported $64.2 million of GR new sales premium, increasing less than 1% over 2020. DI accounts 
for nearly all of this at $64.1 million. OE premium represents $123,000, down from about $200,000 in 2020.  

New sales premium stayed level or increased for all but the Medical occupations, which declined by 6% 
compared to 2020.  
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SUMMARY OF RESULTS GUARANTEED RENEWABLE
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GR Sales Premium by Policy Type and Occupational Class

Percentage Change in New GR Premium by Occupational Class 

Medical 4A & Above 3A 2A & Below

DI $15,876,433 $29,979,056 $3,894,549 $14,336,730

OE $15,554 $23,006 $54,549 $29,873

Totals $15,891,987 $30,002,062 $3,949,098 $14,366,603
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GR – In-force Business

Participants reported $730.7 million of GR in-force premium, up 4% over 2020. Disability Income accounts 
for $726 million or 99%.

Similar to Non-Can in-force results, GR in-force premium increased for all occupational categories except 3A. 

SUMMARY OF RESULTS GUARANTEED RENEWABLE
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GR In-force Premium by Policy Type and Occupational Class

Medical 4A & Above 3A 2A & Below

DI $187,891,125 $330,245,128 $67,534,094 $140,327,724

OE $1,162,144 $1,051,780 $1,004,806 $1,492,880

Totals $189,053,269 $331,296,908 $68,538,900 $141,820,604

4A & Above occupations 
account for nearly half 
(45%) of the total GR 

premium in-force.
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GR GSI – New Sales and In-force Business

Participating companies reported almost $930,000 of GR GSI new sales premium, declining 4% compared 
to 2020. Employer-paid business accounts for about 78%. 

Five companies reported $9.4 million of GR GSI in-force premium for 2021, a decline of 2% compared to 
2020 results. Employer-paid premium represents 56% or $5.2 million and employee-paid accounts for the 
remainder, $4.2 million.

Medical 4A & Above 3A 2A & Below

Employer-Paid $8,316 $681,910 $13,231 $19,633

Employee-Paid $40,712 $134,054 $8,392 $23,285

Totals $49,028 $815,964 $21,623 $42,918

SUMMARY OF RESULTS GUARANTEED RENEWABLE GSI
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GR GSI Sales Premium
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4A & Above occupations 

account for nearly 
$816,000 or 88% 
of total new sales. 

GR GSI In-force Premium
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Premium from the 

4A & Above class totals 
$7 million and  accounts 

for 74% of the GR GSI 
premium in-force.

Medical 4A & Above 3A 2A & Below

Employer-Paid $546,706 $4,356,673 $146,775 $179,377

Employee-Paid $293,556 $2,647,612 $971,821 $262,283

Totals $840,262 $7,004,284 $1,118,596 $441,659



Buy-Sell – New Sales and In-force Business

Seven companies reported $52.6 million in Buy-Sell in-force premium for 2021, falling 4% compared to 2020. 
This marks 13 consecutive years of declining results. Buy-Sell new sales premium fell 3% to $3.2 million. 

In 2021, 936 new Buy-Sell policies were issued, an increase of 3% over 2020. Buy-Sell policies in-force declined 
6%, to about 18,000. 

SUMMARY OF RESULTS BUY-SELL
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Buy-Sell Premium Growth Rate Trends 
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Buy-Sell Policy Growth Rate Trends 
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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.

ABOUT GEN RE

Critical 
Illness

Individual 
Disability Income

Group Life 
and AD&D

Individual 
Life

Medicare 
Supplement

Accident

Through our research, we offer valuable information and insights to our clients about 
their markets. We deliver customized reinsurance programs and risk management 
solutions for the following lines of business:

A++ (Superior)
A.M. Best

AA+
Standard & Poor’s

Aa1
Moody’s



The difference is…the quality of the promise®

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.

© 2022 General Re Life Corporation. No portion of this publication may be reproduced without permission.

genre.com  | genre.com/perspective  | Twitter: @Gen_Re

GEN RE RESEARCH CENTER
9 Donald B. Dean Drive
South Portland, ME 04106
Tel. 207 347 4600

genre.com/research-center
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