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• AIG

• Allstate

• AXA Financial

• Genworth Financial

• Guardian Life

• John Hancock

• Lincoln Financial Group

• MassMutual

• MetLife

• Midland National Life

• Mutual of Omaha

• Nationwide

• New York Life

• Northwestern Mutual

• Pacific Life

• PennMutual

• Primerica

• Principal Financial

• Protective Life

• Prudential (incl. Hartford)

• Securian Financial

• State Farm

• Transamerica (AEGON)

• USAA

• Voya Financial (ING)

Projected Brands Profiled 
in the Study:

The J.D. Power 2020 U.S. Life Insurance New Business StudySM will measure 
the shopping process for individual life insurance policies. Given a significant 
percentage of the population drops out of the process without purchasing, 
the study will seek to understand why. In addition, the study will measure the 
experience of those who do ultimately buy to understand what factored in their 
decision to shop, consider, avoid, purchase, and reject. 

A subscription to this study will help you answers key business questions 
including: 

1. What factors lead a shopper to consider a life insurance provider?

2. What drives quote aggregation behavior, specifically which providers make 
it into the consideration/quote set?

3. What causes a perspective buyer to avoid a brand?

4. What are the key factors that lead a buyer to select an issuer?

5. Among customers who don’t buy, at what point during the process do 
customers drop out and why?

6. What are the key best practices associated with the issuance process?
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• Study would focus on those who have 
shopped for individual life insurance 
policies in the past 12 months

• Would look at both those who 
purchased, and those who dropped 
out of the process without purchasing

• Would include those who shopped for 
policies that required a medical exam, 
did not require a medical exam, and 
those who bought direct policies

• Full factor and attribute 
analysis of the shopping 
experience

• Comparative analysis among 
brands

RANDOM SAMPLE OF LIFE 
INSURANCE SHOPPERS

REPORTING, RANKING  
AND ANALYSIS

http://www.jdpower.com/business
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THE BENEFITS
A study subscription provides access to the intelligence, analysis and tools you need to gain an in-depth 
understanding of how your brand is performing and identify strategies to increase shopping satisfaction and 
purchase. Businesses that use our research solutions are better positioned to target performance solutions that 
have a direct impact on ROI.

• Identification of Shopper Priorities – Identify and 
prioritize key moments and areas to increase 
satisfaction, loyalty, recommendations and return 
to the brand 

• Customized executive presentation and in-person 
discussion that includes data-driven, actionable 
recommendations for achieving strategic goals 

• Competitive survey data and industry reports 

• Brand-specific scorecards pinpointing strengths 
and opportunities 

• Data and analytics tools for performance insights 
and competitive peer comparisons 

• Access to VoX 3.0, J.D. Power’s proprietary 
customer experience measurement and 
management solution 

Deliverables

BUSINESS IMPACT

Given a significant percentage of the population 
drops out of the shopping process without purchasing 
a life policy, the Life Insurance New Business Study 
provides carriers with insights into the pain points that 
cause them to drop out of the shopping process as 
well as what drives a successful shopping experience. 
Improved understanding of the shopping process from 
the study results will help support improved growth 
efforts for the life insurance provider.


