


Many of us who graduated in the                                                   

60ôs and 70ôs, did not plan to go into 

       the insurance industry.           

 But here we areé.. 
 



ÇEvery seven seconds a Boomer turns age 60. 

ÇIn the next 15 years, 50% of the Insurance  
    Industry will turn over.   

ÇReinsurers, Commercial Lines Carriers & Brokers are 
at greater risk.   

Ç60% of insurance professionals are over age 45, 
according to a 2008 InVEST survey.    

  WHO WILL TAKE THESE  
       PLACES? 
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Source: III slide 



ÁInsurance Scoring  is determined to have 
negative social impacts under the doctrine 
of Law of Unintended Consequences, and 
you suddenly need real underwriters. 
ÁBoomers scramble to collect Social Security 

due to uncertainty about changes to that 
program. 
ÁAn optional Federal Charter allows more 

companies to enter the U.S. Market Place. 
 



Everyone is talking about: 
Soft Market, Difficult Economy, 

Outsourcing, Productivity 
Enhancements and Consolidation  
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INSURANCE INDUSTRY 

NON-SUPERVISORY 

Á Actuary        $97,000 
Á Financial Advisors $94,000 
Á Underwriter  $63,000 
Á Sales Agent  $61,000 
Á Claims  $59,000 
Á Auto Appraiser $56,000 
Á Premium Auditor $63,000 
Á Claims & Policy   $36,000           

Processing   
  

OTHER OCCUPATIONS 

Á Family Physician $169,000 
Á Attorney   $129,000 
Á Aerospace Engineer    $96,000 
Á Accountant  $67,000 
Á Registered Nurse $66,000 
Á Loan Officer  $63,000 
Á High School Teacher $55,000 
Á Real Estate Agent $53,000 
Á Police/Fire  $50,000 
Á Tool & Dye Maker $48,000 

 



The insurance 
industry does 

not adequately 
promote its 

career 
opportunities.   

People do not 
understand 
the many 

career paths 
offered in both 
insurance and 

risk 
management. 



China ÈÁÓ ÔÈÅ ×ÏÒÌÄȭÓ ÌÁÒÇÅÓÔ ÃÁÐÉÔÁÌ ÒÅÓÅÒÖÅÓ 

ÁChinese government allows joint-venture firms 
to operate. 

ǐAt this time they need foreign expertise. 

ǐThey are sending their students to U.S. to learn about 
ÉÎÓÕÒÁÎÃÅȣ 

...Because American Education is  highly valued 

throughout  the world, and their students are 

motivated to learn about Insurance and Risk 

Management. 



Á                     China Life Insurance ɀ second     
        largest company in the world. 
 

 

 

 

 

Ping An (founded 1988) ɀ ÏÎÅ ÏÆ ×ÏÒÌÄȭÓ ÌÁÒÇÅÓÔ 0Ǫ#  

Companies: 
ǐBranches in 150 countries; 

ǐAssets of over $65 billion (US); 

ǐ500,000 employees and agents. 

 



http://www.fourmilab.ch/earthview/nopan.map


ÁCurrent Enrollment: 21 
ÁAmerican:                12 
ÁChinese:                      4 
ÁSaudi Arabian:          3 
ÁIndian:                          1 
ÁSingapore:                  1 

 



Independent Insurance Agents & Brokers of 

America has developed the InVEST Program. 



Á InVEST is a 501(c)(3) non-profit educational trust 
dedicated to improving insurance literacy in 
students and attracting new talent to the industry.  

Á InVEST teams educators with representatives from 
the insurance industry to provide insurance 
instruction, exposure to an insurance environment, 
and insurance career opportunities to students.  

          
   For more information,  

contact national staff at 1-800-221-7917 
www.investprogram.org 

 



 



 



ÁCPCU Society Ad 

http://www.cpcusociety.org/file_depot/0-10000000/0-10000/3267/folder/75946/DiversityBrochure.pdf


According to Jim Jones, Director of Insurance 
at Illinois State University: 
Ç Develop relationships between colleges and the Industry. 
Ç Have an industry presence on campus. 
Ç Engage in on-campus interactions with students 
Ç Build a brand as an employer. 
Ç Provide scholarships. 
Ç Sponsor internship opportunities. 

Other Steps: 
Ç Be an advocate  for your deserving students. 
Ç Be a role model for  the Industry. 

ÇUtilize the social media. 

 
Primary Source: Back to School by James R. Jones 



Influence ɀ Making an impact on others around us. 

Connection ɀ Require cutting edge tools and 
technology. 

Stability  - Look for workplace support, teamwork, 
mentors. 

Variety ɀ Thriving on change and multi-tasking. 

LIMRA®, 

2010 



 ȣ-ÏÎÅÙ ÉÓ ÔÈÅ ÎÁÔÕÒÁÌ 
 result that will come 
 from all the previous 
 job attributes. 

LIMRA® 2010 



ÅIf not, work internally first. 
Are you offering what 
they want in a career?  

ÅOtherwise, retention will 
deteriorate. 

Are you following 
through to provide 

what you have 
offered?  

ÅYour company brand should 
connect what you do to what 
Gen Next wants. 

Are you positioning 
the opportunity in a 
way that appeals to 

Gen Next? 

LIMRA®, 2010 


