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Methodology

This poll was conducted between
May 30 - June 1, 2025, among a national
sample of 2,200 adults.

The interviews were conducted online and the
data were weighted to approximate a target
sample of adults based on gender,
educational attainment, age, race, and region.

Results from the full survey have a margin of
error of plus or minus 2 percentage points.

Respondent breakdown

Unweighted N

%

Adults 2200 100%
Gender: Male 992 45%
Gender: Female 1199 55%
Gen Zers: 1997-2012 380 17%
Millennials: 1981-1996 634 29%
GenXers: 1965-1980 508 23%
Baby boomers: 1946-1964 616 28%
Education: Less than College 1439 65%
Education: Bachelor's degree 528 24%
Education: Post-graduate 233 11%
Income: Under $50k 1195 54%
Income: $50k-$100k 678 30%
Income: $100k+ 327 15%
Ethnicity: White 1547 70%
Ethnicity: Hispanic 236 11%
Ethnicity: Black 425 19%
Ethnicity: Other 228 10%



Why buy life iInsurance?



Why do people buy life insurance?

Family protection and financial security for

0
dependents 45%

Funeral, burial, and final expenses coverage 32%

General security, peace of mind, and

0
preparedness 18%

Debt coverage and outstanding bills 12%

"To provide immediate
funds for payment of
funeral/burial services. |
don't want my children to
worry about the cost of
the services."

"For my daughter
and her well being,
as well as her
education and
quality of life."

"l got life insurance for
the sole reason that if
something happened to
me my children would
be taken care of."

“Life insurance passes
tax-free to the
beneficiary, and it will
help my wife pay for
funeral expenses and
settling my estate and
give her the remainder."



Only 37% of Americans are confident their loved ones could manage
financially without them

How confident are you that your spouse or dependents would be able to manage financially if
you were to pass away unexpectedly?
Those with life insurance

_ are most confident.
Very or completely confident

45% 47%
42%
37% o o
3204 34% 34%
I : I ]
All Men Women Gen Z Millennial Gen X Baby Has No
boomer Insurance Insurance



Life insurance payouts provide beneficiaries with peace of mind and
financial protection

e How did that life insurance payout impact your or your family's life?
It covered burial and other final expenses

It relieved financial stress during an extremely
emotional period

It allowed me/my family to maintain our current

0,
lifestyle 26%

It gave me/my family the time and flexibility to
determine next steps

20%

It allowed me/my family to pay off our home's
mortgage

It allowed me or my children to pay for college 7%

* Asked among those who been beneficiaries of life insurance payouts (n = 467)



Who has coverage?



Less than half of Americans report having life insurance coverage

Are you currently in the market to purchase
a Do you currently have a life insurance policy? a a life insurance policy or increase your
coverage in the next 12 months?

Only 44%
have some form of Type of policy they 690
0 coverage plan to purchase: 0
50% * 62% Permanent
A * 26% Term
{ \\ * 12% Unsure
0
22% 2504
15%
0
- - ﬂ
No | don't know Yes, Yes, Yes, personal ,
personal through policy and Yes Yes | don’t know
policy work through work




Baby boomers are most likely to have purchased their own policy, while
millennials rely more on employer-provided coverage

0 Do you currently have a life insurance policy? Select only one.

Baby boomers

Gen Xers 18% 7%

8% 5%

Millennials -

m Yes, | have a policy through work m Yes, | purchased a policy on my own

mYes, | have a policy through work and a separate individual policy = No

= | don't know



Coverage amount is often determined by budget or an estimated amount
of final expenses

How did you determine the coverage amount (size) of your life insurance policy?
Select up to three.

The amount | could afford 39%
’ 21%

of survey respondents

34% with life insurance say

they need to increase
their coverage.

The amount needed to cover final
expenses

The amount my employer provides 24%

Enough to cover my family's

0,
outstanding debts 21%

Based on my insurance agent's

. 18%
recommendation

* Asked among those who have life insurance (n = 994)
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Do Americans understand how
life iInsurance works?



Do Americans understand life insurance? Yes...and no

These statements are true, which most people got right:

. True . False

The cheapest time to buy life insurance
is when you are young and healthy.

Life insurance can provide benefits for
policy holders while they're living.

27%

Some term life insurance policies can
be converted to permanent life 32%
insurance before the end of the policy.

You can buy a term life insurance
policy to match the number of years
and outstanding balance left on a home
mortgage.

These statements are false, which many got wrong:

A medical exam and blood tests are
required to qualify for any life insurance

policy.

It takes at least a month to get approved for
a life insurance policy.

Typically, when you leave your employer,
you can bring your workplace life insurance
policy with you.

With most term life insurance policies, your
premium increases every year.

Term life insurance allows you to build a
cash value.

For permanent life insurance, the payment
amount at death is fixed at time of
purchase and does not change.

. True . False

66%

63%

57%

54%

41%

36%

1

N



Where are the greatest
coverage gaps?



Life insurance coverage gaps exist across key demographics

Percentage of respondents with life insurance

71%

55%
51%

% 46% 44%  44%
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One-third of respondents either need to increase their coverage or don't
know If they have the right amount

0 How do you feel about the amount of life insurance coverage you have?

m Need additional coverage ®m Don't know
36% 36%
33% 3% OO0 34% 34% i
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What are the barriers and
misconceptions affecting
coverage?



Cost Is cited as the main barrier to coverage, followed by competing
financial priorities

e Why have you not yet purchased a life insurance policy? Select all that apply.

38%
Top reason
for Gen Z
(30%)
21% 21% 21%
15%
It costs too much More important financial | don’t like to think about | don't have any | can do it later
obligations death dependents
o°, 17



Most don't know or overestimate the cost of a term policy

Based on your best guess, approximately how much would a healthy 30-year-old pay per
month for a 20-year, $250,000 term life insurance policy?

Clearing up cost

misconceptions could
help more people
Correct : .
answer 18% | realize th.at life
insurance is more
affordable than they
10% 10% may have thought.
$13 $26 $32 $47 $55 | don’t know

N

* Female, 30-year-old, preferred non-tobacco, Select-a-Term, $250,000, 20-year duration; rates as of May 15, 2025.
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Few people have estimated end of life expenses — and their estimates
may be off

Have you ever estimated the total potential cost of funeral What do you think the total cost of a funeral and end of life
e and end of life expenses if you or your spouse/partner expenses would be for you or your spouse/partner?
were to pass away?
29%
25% 25%
Gen Zers
0,
11% 10%
Gen Xers < $7,500 $7,500 - $12,500 - $22,500 - > $27,500
$12,499 $22,499 $27,500

average fora for end-of-life

costs* funeral expenses

*Forbes Advisor, The most expensive states to die in, ranked, 09/13/23.

e %
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Do living benefits address
people's financial concerns?



The value of living benefits can help address top financial concerns

Living benefits Financial concerns
Which of the fO”OWing I|V|ng benefits of life insurance would Genera"y Speaking’ how concerned* are you about
be valuable* to you? Select all that apply. the following?
Receiving financial support when 86% Long-term care costs for myself _ 21%
facing a critical medical diagnosis 0 or a family member
_ Running out of money in 0
Covering long-term care costs _ 84% retirement 69%
Having a savings benefit that Health care costs in retirement _ 69%
grows tax-free and can be 82%
borrowed against
Making sure my spouse or
Building a retirement income . partner is taken care of should | _ 61%
stream for myself 79% pass away
o * Somewhat to extremely valuable. * Moderate to extremely concerned.
e, 21



What can help expand coverage?



Ease of process can help reduce the coverage gap

e What processes would make you more likely to buy a life insurance

policy? Select all that apply

Having minimal paperwork
Not requiring a medical exam or blood tests

Being able to apply online

Being able to complete the application on my own
time

Having a financial professional or insurance agent
walk me through the process

Getting my policy issued in 24 hours or less

Receiving real-time updates throughout the
application and underwriting process

Receiving my insurance policy online (ePolicy)
within 24-48 hours

38%
13%

0% of respondents say they would be
more likely to buy a life insurance
policy if there was a
29% 24-hour online approval process.

W

32%

24%

21%

21%

| w
=
>
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Applying online Is important to Gen Zers, while baby boomers and
Gen-Xers prefer no medical exams or blood tests

a What processes would make you more likely to buy a life insurance policy? Select all that apply

0 47%
. . e 47%
Not requiring a medical exam or blood tests i 32%
I 22

S 26%
I 2%
B CHE)
. 29%

S 29%
I e
S 3%
N,  35%

S 36%
o min 0 4496
T I Ok ] 39%
. 3890

R 30%
| 11 38%
BeIng Al 0 Ay O 41%
I 307%

Having a financial professional or insurance agent walk me through
the process

Being able to complete the application on my own time

= Baby Boomers = Gen Xers = Millennials ®mGen Zers
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Cost and process are top reasons people started then stopped pursuing

life insurance coverage

41%

Of respondents have
started then stopped
the process of getting life
Insurance coverage before
purchasing a policy.

Cost

Process
barriers

Lack of
A customization

{ \

24% 28%
18%

The medical exam The process took too The process was too | couldn't find a policy The cost was too high
and/or blood test long confusing | could customize to
requirements meet my needs
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Now Is the time for action =

Greater education about life insurance benefits can help reduce
the coverage gap, and at the same time, provide individuals
with more options to address their financial concerns and meet
their financial goals.

At Corebridge, we're committed to helping Americans better
protect their families with life insurance for a more secure and
worry-free financial future.

Learn more about life insurance solutions from Corebridge
Financial or talk to a life insurance professional today.

We believe that great things can happen when people take
action. Action is everything.



https://www.corebridgefinancial.com/what-we-offer/life-insurance

Policies issued by American General Life Insurance Company (AGL), Houston, TX except in New York, where issued by The
United States Life Insurance Company in the City of New York (US Life). AGL does not solicit, issue or deliver policies or
contracts in the state of New York.

Policy Form Numbers: ICC21-19311 Rev0321, ICC21-19310 Rev0321, 19310, 19311, 19311-5, 19310-5, 19311-10 Rev0321,
19310-10 Rev0321, 19311-35, 19310-35, 19311N Rev0321 and 19310N Rev0321; Rider Form Numbers: ICC14-14012, 14012,
14012N, ICC23-23601, 13601, 13601N, ICC14-14001, 14001, 14001N, ICC22-22995, 22995, 22995N.

Guarantees are backed by the claims-paying ability of the issuing insurance company and each company is responsible for the
financial obligations of its products. Products may not be available in all states and features may vary by state. Please refer to the
policy for more information.

All companies above are wholly owned subsidiaries of Corebridge Financial, Inc. Corebridge Financial and Corebridge are
marketing names used by these companies

This material is general in nature, was developed for educational use only, and is not intended to provide financial, legal, fiduciary,
accounting or tax advice, nor is it intended to make any recommendations. Applicable laws and regulations are complex and subject
to change. Please consult with your financial professional regarding your situation. For legal, accounting or tax advice consult the
appropriate professional.

© 2025 Corebridge Financial, Inc. All rights reserved.

corebridgefinancial.com

AGLC-202773 (8/25)

@Action is everything.
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