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Growth continues for voluntary sales, part 3
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Benefit brokers—These producers typically focus on employee benefits, particularly
traditional group benefits. Some are actually
benefits agencies inside of a commercial lines
agency. For all, voluntary products are generally
offered as an additional line.

Growth of sales by broker segment
2008
$6,000

2018

7.7%
CAGR

$5,000
$4,000
$3,000

4.5%
CAGR

$2,000
$1,000

6.9%
CAGR

-0.5%
CAGR
-2.2%
CAGR

$0
Benefit
brokers
BenefitsPRO.com

Classics

Specialists

Career
agents

Occasionals

Occasional worksite producers—These
producers are insurance generalists. They have
a small agency that sells insurance products
other than voluntary/worksite—group, individual
or property/casualty. Worksite products are a
small part of their operation.
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