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August 18, 2005

Dear Smith Group Client:

We are pleased to provide the 2nd Quarter 2005 Earnings Conference Call Summary for leading
group LTD carriers. This report is based on insurers’ 2nd quarter 2005 earnings releases.

The data and information upon which this summary is based are readily available in the public
domain. Sources include press releases, statistical supplements, SEC filings, and earnings
conference calls. As a service to its reinsurance and consulting clients, Smith Group compiles
this earnings information, analyzes group LTD statistics, and identifies notable trends.

This summary is not intended to make predictions about insurers or their results. Rather, this
summary is meant to increase our collective understanding of the complicated business and times
in which we operate.

As always, we welcome your questions and comments. Please direct inquiries to Kristen
deCastro (207) 879-5680, kdecastro@smithgroupre.com.

mailto:tkirner@smithgroupre.com
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UnumProvident (UP)

Profit (Before FIT and net unrealized investment Gains/Losses):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

LTD & STD, both
US and UK

53.6 49.4 90.0% 89.4%

Group Life and
AD&D

64.3 58.6 75.7% 77.2%

EP/Sales (Sales on submitted basis):

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

LTD 633.3 86.5 630.5 73.3
STD 146 14.7 155.9 16.9
Life and AD&D 410.6 NA 440.4 NA
Life Only NA 43.5 NA 67.8
AD&D Only NA 3.3 NA 3.6
Brokerage Vol.
Life

62.1 14.4 55.8 13.5

Notable statements:

- LTD sales were strong increasing 18%. Influenced by very strong growth in Core market (<
2,000 lives) while Large Case market is down as UP continues disciplined manner to
approach this market segment.

- LTD persistency declined due to continued purging of poorly performing accounts. 83.2%
for quarter versus 84% for full year 2004.

- Rate increases remain strong and premium per life up 9% over last year.

- Expect rate increase on renewals for 2006 to be 6 to 10%, versus 10 to 15% for 2005 and
15+% for 2004.

- Multi-state disruption still impacting, but reduced by $10,000,000 in 2nd quarter compared to
1st quarter. Key drivers are inventory management (deployment of individuals), medical
management (use of IME’s) and process improvement. Expect noise from multi-state
disruption to continue to improve quarter over quarter eventually dissolving in 2006.

- Reassessment data due to multi-state. 232,000 initial letters were sent out. 27% requested
packages of which 28% have provided requested information. (Due to staggering of process
please note only 16% of packages have been forwarded, so these percentages may change
over time.)

- Remain in discussion with California.

- Benefit ratio improved to 90.0% from 90.5% compared to 1Q05.

- Life sales declined 27.9% centered in UK and US Large case segment. Core market is up
45% from prior year.

- Life persistency at 75% versus 84% due to aggressive renewal action on large case market.
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- Life large case market extremely competitive

- Mortality and average benefit increased over recent quarter.

- Roger Edgren noted UP is active and interested in large case market, but at a disciplined
approach.

- Quote activity is up over prior year.

- Voluntary – Colonial has good sales momentum and margins are strong.

- Participation levels are moving in right direction.

- Heavy infrastructure needed to handle enrollment and administration.

Hartford

Income Statement: All Group Business ($M)

2Q04 3Q04 4Q04 1Q05 2Q05

Premium 906 914 917 948 948

Ratios to Premium

NII 10.3% 10.4% 10.7% 10.3% 10.5%

Benefit 76.2% 73.4% 71.8% 76.2% 73.4%

Expenses 27.2% 26.4% 29.2% 25.7% 27.8%

Profit 7.0% 10.6% 9.7% 8.4% 9.3%

Operating Income

Pre-Tax 63 97 89 80 88

Post-Tax 48 74 64 59 64

2Q04 3Q04 4Q04 1Q05 2Q05

Earned Premium (fully insured)

LTD + STD 383 393 393 413 428

Life 412 411 417 396 406

Other 101 100 95 103 106

Sales (Gross annualized new Premiums)

LTD + STD 35 39 24 198 42

Life 58 51 40 132 46

Other 11 17 16 46 22

Profit (Net income before the after tax effect of capital gains/losses):

Notable statements:

- “During the quarter, the company…introduced a new online employee enrollment system
servicing the voluntary market. The second half of the year will bring other technology
enhancements allowing consumers to directly manage their life and disability coverage
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online with The Hartford.” (Company Press Release via PRNewswire/Firstcall, August 4,
2005).

- Particularly Strong Growth in Disability

- Sales Momentum building due to larger sales force

- Sales Growth from all sectors (small, mid, and large)

- 2005 Growth Guidance (mid-teens growth in sales, 6% growth in EP)

- Continue to seek new areas for profitable growth

- Question: Why single digit EP growth when some other carriers get double-digits?

- Answer: Year over year growth has slowed due to acquisition of CNA, look for double-
digit growth in 2006

- Large installed based of premium retards EP growth

CIGNA

Profit (Income from continuing operations, excluding realized investment gains/losses, after
taxes):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

Group Disability &
Life

59 48

Group Disability and Life earnings were $59 million for 2Q05 up from the $48 million reported
for 2Q04.

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q04 EP
($000,000)

Disability 166 151
Life 269 263
Sales results were not disclosed

Notable statements:

- Health insurance giant Cigna Corp….posted better-than-expected results for the second
quarter, citing strong performance in its health care, group disability, life insurance and
international businesses.” (Associated Press via Yahoo! Finance, August 3, 2005).

- Disability Life & Accident continue to report strong earnings growth.

- 2Q05 earnings led by better than expected mortality for 1st half of year.

MetLife

Profit (Operating Earnings after tax and before after-tax investment gains):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

Non-Medical (LTD, 74 52 NA NA
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STD, Dental, LTC,
ID)
Group Disability NA NA 88.0% 92.8%
Group Life 80 130 96.2% 93.2%

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q04 EP
($000,000)

Disability 291 252
Life 1,578 1,456
MetLife does not disclose sales numbers in these lines.

Notable Statements:

- Completed Travelers acquisition for $11.8 billion effective 7/1/05. Integration plans are
proceeding "extremely well." There is strong morale at Travelers. Most of the integration
work is to be completed by 11/1/05.

- Regarding the Institutional Segment which includes Non-Medical Health:

- Record operating earnings of $358 million due to strong investment income and good
persistency. Realized record underwriting results in Group Disability. Group Life showed
mixed results. A cluster of large claims in national accounts market moved Group Life
mortality ratio up to 96.2% compared to 93.2% in 2Q04, but Met believes this is an
experience fluctuation.

- Non-Medical Health which includes LTD, STD, Dental, LTC, ID:

- Strong top-line growth and operating earnings, strong persistency, strong new sales, and
strong investment performance. Strong growth was somewhat offset by an increase in LTC
reserves resulting from a "data correction."

- Disability results were particularly encouraging -- strong top-line growth and record
underwriting results. Disability morbidity ratio stands at 88% for 2Q04 which is the lowest
since becoming a publicly traded company. This is down from 92.8% in 2Q04. Met expects
the morbidity ratio to be at the lower end of their target range of 94-99% for the remainder of
the year.

- Disability sales are growing significantly. In addition to new clients, Met has had good
"extension sales" due to M&A activity among existing clients.

- Met's CFO Bill Weiler (sp?) comments that the Non-Medical Health Segment's top-line
revenues increased by 15.1%. This growth was largely due to strong growth and favorable
persistency, particularly in Group Disability.

- Individual Disability -- Met increased reserves in the General American and New England
Individual Disability blocks by 17 million after tax. These blocks were written prior to Met
acquiring them. They are 80% reinsured and managed by a third party. Met noticed a
"meaningful decline" in case terminations and therefore believed an increase in reserves was
required.
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- The Non-Medical Health investment spread was 361 basis points. Without additional
investment income the spread would have been just over the high end of the target spread of
130-160 basis points.

- Met expects their overall operating expense ratio (total other expenses divided by premiums,
fees and other income) to increase in the 2nd half of 2005 due to the Travelers integration.

- An analyst from Sanford Bernstein asked a question about seemingly "flat" earnings in the
Institutional Segment and how Met plans to improve that. Met replied that they are happy
with their Institutional Segment earnings trends and would characterize the growth as good.
For the Disability product, they will continue to practice strong "blocking and tackling" [and
other] "fundamental sort of issues."

Standard

Profit (Pre-tax income after realized capital gains/losses):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

Employee Benefits 68.2 62.9

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

LTD 194.7 17.0 175.7 12.1
STD 46.1 5.3 42.8 8.4
Life and AD&D 170.4 19.5 152.1 12.8
- Included in this quarter’s results was an additional IBNR reserve release of $3 million

(matches $3 million IBNR release from first quarter). SFG indicated that another release of
$3 million may happen next quarter.

- Sales have been very good but “we are not sacrificing pricing discipline to attract new sales”.

- Increase in operating expenses in the employee benefits area due to information technology
enhancements.

Notable Statements:

- Experience for the quarter was better than one year ago. Better than expected experience was
primarily in the large Life business. We expect 2005 claims experience to be similar to 2004.

- Retention continues to be very good

- Market continues to be very competitive, especially in the small case market. If there is
firming, it is probably in the mid to upper end of the market.

- Analyst question on the M&A environment, seems to be quiet. Response was that quiet isn’t
quite the right word; we’re out there looking and made it know that we’re looking. We just
haven’t found anything at this point in time.

- Comment that the TIAA acquisition has performed to expectations.

- Analyst question on the amount of IBNR being held, response was that 10% of gross reserves
are IBNR.
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- “Relatively low group long-term disability claim rates were a bright spot at StanCorp
Financial Group Inc. during the second quarter. StanCorp, Portland, Ore., the parent of
Standard Insurance Company, is reporting $53.3 million for the latest quarter on $579
million in revenue, compared with $52.5 million in net income on $525 million in revenue
for the second quarter of 2004. The ratio of benefits payments to premium revenue fell to
75% at the employee benefits operation, from 77%, and StanCorp says it may be able to
release $3 million in group LTD reserves in the third quarter.” (NU Online News Service,
July 28, 2005)

Prudential

Profit (After FIT and before net unrealized investment Gains/Losses):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

Group Disability NA NA 94.9% 95.2%
Group Life NA NA 89.7% 88.2%

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

Disability $210 $46 $174 $15
Life $683 $30 $613 $34

Notable Statements:

- The big increase in disability sales came mainly from two disability cases and reflects
premiums that we received in return for assuming existing case liabilities.

- Disability claims experience, which was unfavorable in the first quarter (loss ratio of
102.8%), moved back into the range of our historical experience with more favorable claims
resolutions this quarter.

- Disability premium persistency at 90.2% compared to 89.3% for the 2nd quarter of last year.
Life premium persistency at 96.4% versus 94.7% 2nd quarter of 2004.

- Disability administrative operating expense ratio at 19.1% as compared to 21.8% from the
2nd quarter of 2004.

Assurant

Profit (Net operating income after tax, before net realized gains and losses and the after tax effect
of one time events.):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

Employee Benefits
(includes DRMS)

9.8 14.0 76.3% 74.0%

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

All Group 316.4 NA 309.2 NA
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LTD & STD 123.1 12.5 115.0 8.7
Life 65.0 10.7 63.7 15.1
This is the second quarter Assurant has released sales.

Notable Statements:

- “Net operating income at the Kansas City unit, formerly known as Fortis Benefits Insurance,
fell primarily because the company paid more disability insurance benefits than it expected.
The company presumes a statistically normal number of disability claimants will stop
receiving benefits because they either will return to work or die. Fewer people than normal
died during the second quarter”. (Kansas City Star, August 5, 2005).

- “Net operating income for the first half of 2005 decreased 4% to $26.2 million from $27.3
million in the first half of 2004. Net operating income for the second quarter 2005 decreased
primarily due to unfavorable disability experience, as a result of a decrease in claim closures
caused largely by fewer deaths among disabled insureds. Net earned premiums in the first
half of 2005 increased 6% to $662.3 million from $627.2 million in the first half of 2004.
Net earned premium increases were primarily driven by higher disability premiums,
including single premiums of $26.7 million in the first half of 2005 compared to $13.1
million in the same period of 2004 related to the assumption of closed blocks of disability
claims.” (Company Press Release via Yahoo! Finance, August 4, 2005).

- 30% decrease in Net Operating Income from 2Q04 to $9.8 million.

- Decrease was primarily from disability where closures for death claims were below
expectation.

- Decrease in Net Operating Income is not a trend but due to volatility associated with
disability.

- Claim closures for other reasons including RTW continue in line with Assurant recent
experience.

- New LTD claims incidence is at an acceptable level and is much better than the 2001 to 2003
years.

- Total premium grew 2% to $316.4 million primarily driven by Group LTD.

- Targeting small case and voluntary products for growth.

- Growth in Voluntary continues to out pace traditional employer paid products. Quarter over
Quarter growth is 22% while Year over Year is 6%.

Aetna

Profit (Operating earnings excluding other items, net realized capital gains or losses, income from
discontinued operations and cumulative effect adjustments.):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

Group Insurance
(Life, Disability,
LTC)

$33.2 $29.5
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EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q04 EP
($000,000)

Group Insurance
(Life, Disability,
LTC)

$519.9 $460

Aetna does not release sales number or premium by line. However, Aetna does release
membership numbers. Group life membership for 2Q05 was 10,904,000 up from 10,158,000 for
2Q04. Disability membership was 2,525,000 for 2Q05 compared to 2,223,000 for 2Q04.

Notable Statements

- Better group benefit cost ratio for 2Q05 as compared to 2Q04 (93.1% versus 96%). Poor
results from a year ago were primarily due to higher mortality rates for Life coverage.
Experience this year has stabilized.

- Operating expenses in Group Insurance increased 16% year over year ($59.6 million versus
$51.4 million).

Liberty

Liberty simply does not report sufficient detail to make any analysis meaningful. Therefore, they
will no longer be included in this report.

Reliance Standard Life (RSL)

Profit (Operating income pretax, excluding after-tax realized investment gains or losses):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

Group (LTD, STD,
Life, Excess
Workers Comp.)

47.1 39.4 71.1% 70.3%

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

Disability (mostly
LTD)

97.3 23.3 69.8 19.1

Life 68.8 18.6 64.0 15.9

Notable Statements:

- Net income was $32 million, or $.96 per share, compared to $27.1 million, or $82.0 in the
second quarter of 2004.

- Operating earnings in the 2nd quarter of 2005 increased 15% to $29.8 million from $25.9
million in the 2nd quarter of 2004

- Core group employee benefits grew 21% from the second quarter a year ago. Growth was
driven by a 39% increase in group disability premium at RSL
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- RSL achieved a 22% increase is group disability production and a 17% increase in group life
production. Per Bob Rosenkranz: “Our premium growth in group disability was boosted by a
strategic alliance we formed at the end of 2004 with several health insurers, in which RSL
provides a turnkey disability product that provides us with significant alternative distribution
to our small case niche.”

- Growth in Life and Disability premium can also be partially attributed to increased number
of sales reps at RSL. There were 125 RSL sales reps at the end of June compared to 107 at
the beginning of the year.

- The combined ratio for the company’s group employee benefits products (WC, Life,
Disability) was 94.2% compared to 94.4% a year ago

- RSL made a comment that their efforts in voluntary LTD and Life were starting to pay off.

- Many of the analyst comments were concerning DFG’s purchase of the renewal rights to
ERC’s excess Workers’ Compensation block. The block is in the $50 to $60 million range.

- One analyst asked a question about the sales rep growth and if the reps hired had any
previous experience. The response was that on average the hire two trainees for every one
seasoned rep that they hire.

- Rosenkranz noted that they continue their focus on the small case market.

Jefferson Pilot (JP)

Profit (After FIT and before net unrealized investment Gains/Losses):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

Benefit Partners 21.3 19.7 71.8% 73.2%
Group Disability 7.2 10.3 75.1% 71.5%
Group Life 12.5 8.3 66.8% 73%

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

Benefit Partners 310.3 52.3 307.7 48.1
Disability 120.5 NA 110.5 NA
Life 108.4 NA 114.9 NA

Notable Statements:

- Large case sales (1000+ lives) off 25% over 2nd quarter of last year. Small and medium
size sales up 17% over 2nd quarter of last year.

- They mentioned their expense advantage over their competitors. Their “unique business
model” provides savings of 4-5% of premium over the expenses of their competitors.

- Higher than expected lapses in Canada Life block led to flat premium growth as compared to
2nd quarter of 2004. Non-Canada Life premium growth was up 16% over the 2nd quarter of
last year.

- Seeing some adverse fluctuation in LTD claim termination rates
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- Elevated LTD claims incidence rate for the year to date; the rate did stabilize this quarter
somewhat.

- Voluntary sales (no mention of particular line) were up 14% over the 2nd quarter of last year

- 120 sales reps at the end of the quarter, objective of 130 in the near future

- Mentioned that they were increasing their manual rates for certain SIC (no mention of which
ones)

Sun (All numbers Canadian dollars)

Profit (Net income after tax):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

Group Life &
Health (LTD, STD,
Stop Loss & Life)

19 19

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

Group Life &
Health (LTD, STD,
Stop Loss & Life)

$282 NA $263 NA

Health (Disability &
Stop Loss)

NA $61 NA $43

Life NA $26 NA $30

Notable Statements:

- 42% jump in Health (disability and stop loss) sales for 2Q05. Fourth quarter is usually their
strongest quarter for new sales ($109 million for 4Q04 and $103 for 4Q03). No explanation
for strong sales was given.

AIG

AIG has delayed release of restated 2004 results as well as 1Q05 results.

AIG, being so large, does not provide information at the product level. They lump all group into
Group Life/Health that includes stop loss, life, dental, vision, STD, LTD, voluntary and travel
assist. AIG has delayed release of restated 2004 results as well as 1Q05 results.

Genworth

Genworth reports its group business under its Protection Segment. In the Protection Segment,
Group is broken out as a whole and includes group non-medical insurance products, such as
dental, vision, term life and disability insurance; group medical products, such as fully
insured medical and stop loss insurance, together with claims administrative services and
group and individual voluntary life and health insurance.
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Profit (After tax net earnings from continuing operations, excluding after-tax net realized
investment gains and losses):

Line of Business 2Q05 Profit
($000,000)

2Q04 Profit
($000,000)

Protection
Segment (Dental,
Vision, LTD, STD,
Group Medical,
and Life)

8 8

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

Protection
Segment (Dental,
Vision, LTD, STD,
Group Medical,
and Life)

165 38 153 40

Notable Statements:

- We retain a positive outlook for the payment protection market, particularly in Continental
Europe.

- The fundamental demographic drivers behind our business remain strong.

- The small group benefits market remains highly competitive.

- In the small group market we are maintaining pricing discipline while looking for acquisition
opportunities.

- One of our biggest challenges is the investment environment.

- We see more parties open to M&As or distribution alliances.

- We encourage you to think of Genworth as a growth company.

- The Payment Protection Segment is up 17% over last year.

- The Small Group Segment is down 5% from last year due to challenging non-medical
pricing.

- Payment Protection Segment is running strong, up 28% over last year.

- “Lively sales of term life insurance and fixed annuities helped Genworth Financial Inc.
overcome weak benefits sales during the second quarter…Term life sales rose 48% during
the latest quarter and fixed annuity sales doubled, but long term care insurance sales rose
only 2%, and group benefits sales fell 5%…Andrew Kligerman, an analyst at UBS Securities
L.L.C., New York, is attributing the sluggish LTC growth rate to rate increases and overall
industry weakness.” (National Underwriter Online News Service, July 29, 2005).
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Principal

Net Income (Net Income after tax after capital gains/losses):

Principal changed reporting segments. Group life, disability (STD & LTD) dental, vision, and
ID are reported as “Specialty Benefits”.
Line of Business 2Q05 Profit

($000,000)
2Q04 Profit
($000,000)

2Q05 Loss Ratio 2Q04 Loss Ratio

Life & Health $77.5 $51.0 N/A N/A
Group Disability N/A N/A 62.5% 87.6%
Group Life N/A N/A 66.5% 69.6%
Life & Health Division includes Individual Life, Health Insurance and Specialty Benefits

EP/Sales:

Line of Business 2Q05 EP
($000,000)

2Q05 Sales
($000,000)

2Q04 EP
($000,000)

2Q04 Sales
($000,000)

Specialty Benefits $254.4 $54.2 $221.7 $43.9
Disability $48.4 $11.5 $41.3 $8.8
Life $66.3 $11.1 $57.8 $6.7
Specialty Benefits includes group dental, group vision, group life, group disability and individual
disability.

Notable Statements:

- “The specialty benefits operation, which sells disability insurance, dental insurance and other
ancillary product, increased sales to $54 million, from $44 million, and specialty benefits net
income increased to $18 million, from $12 million. But Principal is warning that the
specialty benefits operation enjoyed unusually low loss ratios. For individual disability, for
example, the loss ratio fell to 57.8%, from 62.9%.” (National Underwriter Online News
Service, August 2, 2005).

- Gain in Specialty Benefits was “primarily the result of a highly favorable but unsustainable
claims experience in group life and LTD lines.”

- Improvement in disability driven by the decline in the incidence rate for cases under 500
lives (the bulk of Principal’s business).

- Lapses of some large disability case with poor results also improved the 2nd quarter loss
ratio.

- Total disability reserves at $407.9 million, $377.6 million one year ago.

- 30.7% growth in disability sales over 2nd quarter of 2004. Growth was 31.8% for the first
six months of 2005 over 2004.
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2Q05 Results Summary Versus 2Q04

Company Earnings
(Segments)

Sales EP

UP Up 9%
(STD & LTD – US&UK)

Up 18%
(LTD)

Up 0.4%
(LTD)

Hartford Up 33%
(All group)

Up 20%
(LTD & STD)

Up 12%
(LTD & STD)

CIGNA Up 23%
(Disability & Life)

NR* Up 10%
(LTD & STD)

MetLife Up 42%
(Non-Medical lines)

NR* Up 16%
(LTD & STD)

Standard Up 8%
(All group)

Up 41%
(LTD)

Up 11%
(LTD)

Prudential ?
(All group)

Up 206%
(LTD, STD, LTC)

Up 27%
(LTD, STD, LTC)

Assurant Down 30%
(All group)

This is the second quarter
of reported sales
(STD & LTD)

Up 7%
(LTD & STD

Aetna Up 22%
(Life, STD, LTD, LTC)

NR* Up 14%
(Life, STD, LTD, LTC)

RSL Up 6%
(LTD, STD, life, excess WC)

Up 22%
(LTD & STD)

Up 39%
(LTD & STD)

JP Down 30%
(STD & LTD)

Up 9%
(All group)

Up 0.8%
(STD & LTD)

Sun Flat
(All group)

Up 42%
(LTD, STD, Stop-loss)

Up 7%
(All group)

AIG NR* NR* NR*

Genworth No 2Q04 data
(All Group)

No 2Q04 data
(All Group)

No 2Q04 data
(All Group)

Principal ?
(Group STD, LTD, life and ID)

Up 31%
(LTD & STD)

Up 17%
(LTD & STD)

* NR – Not Reported


