
 1

      
 
 
 
Insurance Research Findings for InVEST Board Meeting 
 
Compensation 
 
Median & Top Annual Earnings by Profession*  
 
Profession    Median     Top 10%  
 
Kindergarten Teacher               $48,000    $67,000-76,000 
 
Sales Agents- 
Securities, Commodities,  $68,000    $145,000 and up 
Financial Services  
 
Economists   $77,000    $136,000 
The average annual salary of economists employed by the Federal government was 
$94,098 in 2007.  
 
Insurance Sales Agents*  $43,870 (May 2006)   $115,090  
This information taken from the Bureau of Labor Statistics (May 2006) 
 
 
Health & safety specialists     $54,920    $70,230 
 
H. R. Specialists, 
Comp. & Benefits Managers $74,750     $132,820 
 
Accounting, Tax Prep,  
Bookkeeping & Payroll Serv. $57,020    $68,000-208,000  
 
 
Insurance Underwriter              $52,350    $92,240+ 
Insurance companies provide better than average benefits, including retirement plans, 
health and life insurance  
 
 
 
__________________________________________________________________ 
   
* Statistics from The U.S. Department of Labor, Bureau of Labor Statistics, 2006-2007 
data, generally the most current I could find.   
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BMG* 2006-2007 Owner, Executive and Producer Compensation Survey  
 
One major theme: the level of compensation for insurance producers is directly tied to 
agency size and individual production. The BMG survey population consisted mainly of 
agencies focused on commercial and personal lines insurance. However, 40% of those 
surveyed derived at least 15% of their revenues from employee benefits and life 
insurance.  
 
Commission is the most commonly used method of producer compensation. Statistics: 
  

• the smallest agencies average $55,000 total compensation for a multi-line 
producer; the largest agencies, with revenues in excess of $25 million, average 
$192,400 per producer. 

 
• The average total compensation was $44,583 for new, inexperienced producers, 

and $113,925 for seasoned multi-line producers.  
 

• Commission is the most commonly used method of producer compensation. 
Average commissions paid to producers for new business for medium to large 
commercial accounts was 42% in 2006-2007, with renewal commissions 
averaging 32%. Commissions on employee benefits are slightly higher. 

 
• Benefits, perks, and sales support offered by the agency are important. Potential 

ownership of some part of the agency is seen as a very important benefit. 
 

• Inexperienced commercial lines producer trainees are usually compensated at an 
average annual rate of $46,894 for medium to large accounts, and $34,074 for 
small commercial accounts.  

 
• Widely-provided perks include: sales contests, country club dues and trips.  

 
  
 
 
 
 
 
 
________________________________________________________________________ 

* BMG: BMG stands for Business Management Group, a management consulting 
firm based in Hartford, Conn., which specializes in the insurance industry, and works 
with clients to maximize productivity, growth, and profitability. BMG provides 
consulting services to agencies throughout the United States, and is part of The 
Hartford insurance group.  
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BMG Non-Producer Compensation &Benefits Survey 
 

• For the top officers of an insurance agency, compensation levels can be excellent. 
Take, for example, the following survey results for 2009: 

 
Position   Remuneration / Northeast Region  
 
President/COO:   Low: $65,000 
    Mean: $230,462 
    High: $612,000 
 
CFO:     Low: $95,000 
    Mean: $123,422 
    High: $180,000 
 
Marketing Manager          Low: $75,000 

Mean: $95,954 
High: $115, 768 

 
Below the top tier management team, the numbers moderate substantially:  
 
Personal Lines Manager Low: $36,000 

Mean: $68,321 
High: $147,000 

 
 
2008- 2018 Projected Employment in Insurance Agencies and Brokerages  
from The Bureau of Labor Statistics* 
 
 
What we can conclude from this data is that a mixed picture emerges for growth in the 
insurance agency and brokerage worlds. Please note that this is projected change in the 
total number of people employed in a particular segment of the industry. This data does 
not take into account the demographic change in America of the coming retirement wave.  
 
 
 
 
 
 
_____________________________________________________________________ 
* This information, from the U.S. Department of Labor Bureau of Labor Statistics, was 
last updated on 12/10/2009 
Sample areas where employment is projected to grow most rapidly*: 
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Occupation   Percentage of Industry  % Change 2008-2018  
     2018        
 
Insurance Sales Agents 35.86     23% 
 
Customer Service Reps 13.18     11.18% 
 
Claims adjusters,  
Examiners   2.83     9.7 
 
 
Sales Managers  .58     20.6% 
 
Market Research 
Analysts   2.7     20.6% 
 
Training and  
Development Sp.   .17     20.6% 
 
Computer software  
Engineers   .13     23.0% 
 
Compensation, 
Benefits and job sp.  .23     11.8 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
______________________________________________________________________ 
* This information, from the U.S. Department of Labor Bureau of Labor Statistics, was 
last updated on 12/10/2009 
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Response to Basic questions/ Initial Research Conclusions 
 

• How do the financial rewards in insurance stack up against those of other 
industries? 
It is not easy to make the case that insurance is more financially rewarding 
than a number of other careers. However, at the level of agency ownership, and 
the level of senior producer, the case can be made. This is one “attractive” reality 
that can be pitched to the millennial generation.  

• What characteristics does insurance have that might appeal to Gen Yers and 
millennials? 
Working in an insurance agency does have benefits that Generation Y and 
millennials seek: a good work/life balance, a chance to do good for the 
community, and the opportunity to get away from a pure desk job (variety). Most 
major insurance brokers are located in large cities, and may not offer the 
community involvement and life-style flexibility of the agency world. This would 
be true also of most underwriting jobs.  

• What is the right focus for InVEST’s  public relations pitch? 
While insurance as a business has a “big business” image, the world of the agent 
can be pitched in a different way. The data shows agencies and brokerages need 
a wide variety of talent, many requiring different capabilities.  

 
• The U.S. insurance industry suffers from a low reputation with the public. Like 

the (U.S.) auto industry, it may take years to overcome this low reputation. The 
opinion of this author is that whatever message is designed, InVEST should 
avoid making broad comments about the overall insurance industry in its 
promotional literature. It may be better to focus on very specific advantages 
offered by agencies, brokerages, and underwriters, for example.  

 
• Can we count on a slowed demographic in insurance, given the economic crisis 

of 2009, and the recession?  
 

The demographic “tidal wave” of baby boomer retirements in insurance has 
been slowed by the recession of 2008-2009, but it is hard to tell how much. 
“The average retirement age in the U.S. is 62, not 65. Indeed, only 27 percent of 
Americans retire at age 65 or later,” according to the Employee Benefit Research 
Institute. 42% of “boomers” are now worried that they do not have enough money 
to retire, according to a recent Money survey. Conclusion: while some may have 
moved this date back due to the economic contraction in the U.S., Americans may 
move the date “forward” as soon as they can. We therefore can expect the 
retirement wave to resume and perhaps intensify, if the stock market continues 
improving.   
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• Are peripheral (support) jobs in insurance better paying than in other industries?  
Peripheral jobs in the insurance industry do not appear to pay more or less 
than peripheral jobs elsewhere.  

 
• How hard is it to enter the insurance industry?  

The barriers to entry in insurance are not high, partially due to the state 
licensing system. Excelling in insurance sales takes considerable personal 
commitment, like any other profession. Learning and training in insurance is life-
long process in insurance whether an agent, broker, underwriter, or consultant. 

 
• In general, how robust is the job outlook in insurance in the U.S.? 

In a period of economic strength, there should be a variety of insurance jobs, 
given the size of the industry and the variety of positions within it. However, 
any public relations effort today must face the reality that insurance hiring is tight, 
whether in agency, brokerage or consulting. Today, the U.S. insurance industry is 
not in a period of robust growth, and is subject to debilitating rating cycles.  This 
colors the entire business. Contrast U.S. growth with that of India, where about 2 
million new agency exams were given last year.  

 
• What does the industry need to do to improve its image?  

In order to improve its image, the insurance industry needs to join together 
in an industry-wide effort to enhance its image. This should be viewed as a 
long-term project, with various areas of the insurance industry thinking about how 
they can contribute.  
 

• 63% of next generation decision makers perceive the insurance industry as 
“old in general” and 53% as “not innovative.” These are two perceptions 
that need to be addressed. Literature should highlight the fact that insurers 
constantly redesign coverages to keep up with changes in technology, 
biotechnology, and medicine, for example. While many in the industry are of a 
more senior demographic (which should be noted in promotional literature), the 
comment should be that opportunities for new talent will be great.   

 
• What are starting salaries like for brokers and actuaries?  

Starting salaries for students majoring in risk management and insurance has 
actually leveled off, and in some cases declined from 2008 to 2009. However, we 
are starting from relatively high levels, generally over $57,000 in 2008 for risk 
management and insurance majors, and the $60,000 to $62,000 plus level for 
actuarial science majors.  Today, actuarial science majors’ starting salaries are in 
the low $50,000 range, with risk management and insurance majors starting at 
about $50,000.   Consultants generally track actuarial starting salaries. Much of 
this pertains to SRM’s* experience only, and is anecdotal.   

 
 
________________________________________________________________________ 
* School of Risk Management, Insurance and Actuarial Science (St. John’s University).  


