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Dear Smith Group Client:

We are pleased to provide the 2nd Quarter 2007 Earnings Conference Call Summary for
leading group LTD carriers.

This report is based on insurers’ quarterly 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.
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Prudential Financial

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

2Q07 Profit
($000,000)

2Q06 Profit
($000,000)

2Q07 Loss
Ratio

2Q06 Loss
Ratio

Group
Disability

NA NA 84.7% 89.4%

Group Life NA NA 91.1% 95.4%

EP/Sales:
Line of
Business

2Q07 EP
($000,000)

2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 sales
($000,000)

Disability $225 $26 $203 $18
Life $860 $26 $954 $25

Notable Statements
●The increase in Group Insurance earnings came mainly from improved life claims
experience during the current quarter compared to a year ago when group life mortality
was less favorable than our average expectations.

● Group disability experience was also more favorable than a year ago with higher
expenses a partial offset.

UnumProvident

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

2Q07 Profit
($000,000)

2Q06 Profit
($000,000)

2Q07 Benefit
Ratio

2Q06 Benefit
Ratio

US Brokerage
LTD/STD ($15.4) $10.4 105.2% 95.4%
Life & AD&D $51.5 $44.8 74.3% 76.3%
Voluntary WB $56.2 $49.3 58.8% 57.5%
Unum Limited $77.7 $56.1 62.2% 68.7%
Colonial $64.9 $49.9 47.2% 52.7%

EP/Sales
Line of
Business

2Q07 EP
($000,000)

2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 Sales
($000,000)

US Brokerage
LTD $480.7 $53.0 $489.8 $50.9
STD $128.6 $16.2 $133.1 $18.8
Life $277.1 $35.3 $322.5 $43.5
AD&D $32.1 $3.2 $39.0 $3.1
Voluntary $100.9 $28.6 $94.8 $25.8
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Unum Limited $247.0 $27.8 $200.7 $20.0
LTD $194.6 $22.2 $150.4 $14.1
Life $43.0 $4.0 $42.0 $4.6
Other $9.4 $1.6 $8.3 $1.3
Colonial $224.8 $78.6 $209.5 $73.1
LTD/STD $140.5 $49.5 $132.8 $46.3
Life $35.3 $15.5 $32.5 $14.9
Other $49.0 $13.6 $44.2 $11.9

Notable Statements
● Unum U.S., excluding the additional cost of the reassessment, put in a very strong
quarter with pre-tax earnings growing 52%. The improvement in the claims management
process supporting our group income protection line was the key variable.

● We did see sales momentum pick up from the first quarter although it’s down slightly
from the 2nd quarter last year and a little bit below our expectations. However, in the core
earnings sales, a very important area of focus for us, we actually saw a growth in case
count. Although the premium number is down, we saw a very good set of leading
indicators which gives us good hope that as we look to the back half of this year we’ll
continue to see some good growth.

● For Unum U.S., we feel good about our grip in the marketplace. You may have noticed
that premium persistency decreased somewhat in the group lines. That was largely
attributable to some losses in large case business and again as you know we are very
disciplined about being sure that we’ve priced appropriately, we only go after business
and keep business that can be done at a profit.

● You will see that case persistency has actually been very favorable, I think that’s a
better indication of perhaps the stability and the strength of our relationships in the
market. I will add that both the premium persistency and the case persistency was either
consistent or slightly better than the expectations that we had.

● Unum U.K., earnings were very solid at $77.7 million, an increase of 39% in U.S.
dollars and 27% in local currency. UK sales environment continues to be very
challenging; we see some fairly aggressive price competition especially in group life.
Having said that, our results for the quarter were very strong, sales were up 39% in U.S.
dollars and 28% in local currency. But again, we are going to be disciplined. If that
pricing pressure continues to be there, we’re certainly not going to chase price in the U.K.
market just as we don’t chase price in the U.S. market.

● Colonial had a record quarter in terms of profitability; the profit of $64.9 million was a
30% increase over the previous year. Colonial hit an important benchmark, hitting a
billion of inforce premium. Results were due to favorable mortality in the life line and
favorable morbidity in the income protection line. In fact, the benefit ratio was 47.2%
(52.7% a year ago). We certainly don’t think that number is sustainable over the longer
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term, but frankly we don’t see any evidence in the short term that we’re going to see a
material change in that number.

● Although we benefited from lower claims incidence (as compared to 2Q06) this
quarter, we continue to attribute much of the improvement to claims management
performance. As we have noted before, the changes we made going back to early 2006
have noticeably increased the consistency of our performance and we remain confident
that we will achieve our stated guidance of a benefit ratio in the 90 to 92% range by the
4th quarter of 2007.

● We have completed the mailing of all the claim reassessment notices. Less than 1% of
claimants have unexpired time remaining to complete and return the claim reassessment
information forms. Therefore, at this time we have 99% of the potential inventory of
claims reassessment forms returned to us with the claim reassessment decisions
completed on 88% of the forms. As a result, we expect that we will have substantially
completed the claim reassessment by the end of the 3rd, 2 or 3 months ahead of schedule.
Though we have not finalized the claim reassessment on these remaining forms, we have
completed a financial review and have incorporated this analysis into our emerging
experience. The additional information regarding the 2nd quarter revision to our estimates
includes three things:

(1) First of all, the overturn rate for the 2nd quarter was higher than we had assumed.
For the second quarter of 2007, the overturn rate averaged 48% and was 45% for
the first six months of 2007. The average overturn rate was 40% at June 2007 on
an inception to date basis, this compares to 37% as of the end of December 2006.

(2) The average incurred cost per reassessed claim during the first six months of 2007
was above the assumption that we had used in our 3rd quarter 2006 revision.

(3) We are on track with our assumption regarding the total number of claims
projected to be reassessed which remains at approximately 23,000.

As a result of these three trends, we increased our estimates of the benefits cost of the
claims reassessment process for our group long-term income protection line within Unum
U.S. by $76.5 million to reflect these new assumptions. Although the experience relative
to our assumptions for the overturn rate was slightly higher for our individual income
protection closed block segment, experience now indicates that the total number of
claims reassessed for this segment will be less than our assumptions. Therefore, we
determined that our previous estimate for benefit cost for claims reopened in this segment
needed to be revised downward and we released $10.7 million of reserves during the
second quarter of 2007.

Analyst Questions
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● Regarding pricing trends, where do you feel the block is now, it’s been a long journey
back, is the block finally repriced?

The marketplace seems to be pretty much where it has been. The marketplace continues
to be very volatile, but we’re very careful about managing our inventory in that
marketplace and take shots only when we think we have a value proposition that will be
sustainable over a long-term relationship with a client. The group life marketplace in
particular, the large case marketplace, is showing an incredible amount of
competitiveness including extended rate guarantees in the 4, 5 and even 7 year rates
which we don’t think are reasonable from a risk management standpoint so we’re staying
away from that. Smaller case marketplace, of course it is competitive but for us, I see
good, solid, steady progress. Our case sales are up in the small case marketplace, 19%
year over year. Packaging is strong, 36% of our business in the first half of the year is
three lines of business and another 40% is two lines of business. Also, 68% of our
business is in our target segments which tend to be more focused on risk management
principles around lower incidence industries. So for us, I think pricing is very stable and
it’s leading to strong small case sales results. I think that what you’re going to see from
us is continued progress in the core marketplace and continued progress in the
supplemental marketplace and choppiness on large case depending on what is available in
the marketplace. In terms of the renewal program and where the block is at, ood solid
progress there. As you know, this has been a multi-year effort. Our rate increases this
year are smaller than they’ve been in previous years averaging around 8.5% on the
business that we’re placing. Persistency is down and that reflects our continued focus on
getting our large case block of business to profitability and managing it to sort of “right-
sizing” it. I can tell you that the average increase on the business that terminated, which is
driving some of that premium persistency down, was about 25%. While our case
persistency is in the 86 to 87% range our premium persistency in LTD is around 84% and
STD it’s around 75%. So I think that this reflects the continued discipline in our renewal
program.

● Closed block securitization, what steps are left from an approval standpoint and also
have you discussed with the rating agencies the overall capital plans in term of how much
you’re going to potentially free up and over what period of time?

We don’t want to get into a whole lot of details, we’re talking about a proposed
transaction, but we said that we needed to get regulatory and rating agency approval and
we are working on those processes right now. So, those are ongoing. Absolutely yes, we
have presented plans to the rating agencies on not only getting the securitization rated but
also our plan for how we would redeploy the capital and in effect what the credit profile
of the remaining businesses would look like. Again, that’s not anything that we would
publicly want to discuss right now.

● Question about the reassessment disclosure, looking at the largest percent that still
needs to be reviewed is 97 to 99 and you’re overturn rate is the lowest there. Are you
assuming that it’s going to remain at that level or what is the assumption on the 97 to 99
block?
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Our assumption on the older claims is that overturn rate will go up. I think that what is
going to happen is that as we make decisions, some of the more complicated claims get
pushed back a little bit because they take more time. They are ones that we probably have
a higher probability of making a payment on but we’ve go to figure out what is the right
payment to make so that requires more information. So, I think that what will happen is
the 97 to 99 overturn rate which is 23% as you see here is probably going to go up as we
deal with some of the more complicated claims.

Reliance Standard Life (RSL)

Profit (Operating income, pre-tax, excluding after-tax realized investment gains or
losses):
Line of
Business

2Q07 ($000) 2Q06 ($000) 2Q07 Loss
Ratio

2Q06 Loss
Ratio

Group (LTD,
STD, Excess
WC, Life,
Travel
Accident,
Dental)

$64,315 $56,031 70.5% 69.8%

EP/Sales
Line of
Business

2Q07 EP
($000)

2Q07 Sales
($000)

2Q06 EP
($000)

2Q06Sales
($000)

Disability
(mostly LTD)

$134,262 $31,488 $112,103 $21,655

Life $91,618 $21,507 $78,355 $17,782
Excess WC $68,706 $4,995 $65,301 $9,075
Travel
Accident,
Dental, Other

$15,539 $10,213 $11,661 $4,813

Notable Statements
● Core Group Employee Benefits premiums rose 16% to $310 million driven by strong
growth in group disability and group life premium at RSL. RSL’s premium growth was
led by a 45% increase in its most profitable line, group disability and had a 39% increase
overall. RSL remains focused in increasing our market position in the attractive small
case niche which has historically been more profitable. We continue to expand our sales
force calling on group benefit brokers and quote activity was strong in the quarter. There
are three elements of RSL’s growth that I would like to comment on in more detail:
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(1) RSL’s premium and production continued to benefit from our focus on voluntary
products. These products represented 17% of RSL’s core production and 11% of
core premium in the 2nd quarter.

(2) Disability premium from CDS, our turnkey disability division. Turnkey disability
premiums, which don’t show up in production, rose 18% to 13.4 million for the
quarter. We continue to be excited about the growth opportunity at CDS which
provides us with significant alternative distribution to the small case market.

(3) At the same time that we’ve expanded our small case presence, we’ve enjoyed
quite good success with our integrated employee benefits program for larger
companies. This program, integrated employee benefits, or IEB, is where we
bundle our insurance coverages with absence management services from
MATRIX which allow us to differentiate our insurance products and maintain
attractive margins in serving these larger cases. RSL is gaining increased
recognition in the marketplace with the IEB program and new sales have been
strong in 2007 contributing to RSL’s core production growth. IEB’s revenues
were 17% of Delphi’s total revenues in the 2nd quarter up from 14% in the full
year 2006. We’re very pleased with the continued growth in this area.

● Group EB combined ratio was 92.4%, unchanged from last year’s 2nd quarter but down
from the 93.2% for the full year 2006. Our underwriting margins benefited from
disciplined pricing and underwriting at both RSL and Safety National.

Analyst Questions

● Given what we’re hearing from your competitors, your corner of insurance is getting 
more competitive, I guess I don’t know what to think about 40% disability growth, 21%
sales growth other than that I’m suspect of it, I’m worried that you’re under-pricing the
product. The question is, why shouldn’t I be worried about this given that these rates of
growth are so far better than anyone else’s, faster than the economy is growing, faster
than the business is growing. It’s just a little worrying and hopefully you can get me
more comfortable.

We pay very close attention to our pricing metrics and so across the products, not just
disability, but across all the product lines. We monitor the pricing metrics against our
ability to deliver the profit margins that you’ve seen over the last 2, 3, 4, 5 years in terms
of the progress that we talked about earlier in the improvement in the combined ratio.
Where we are right now, is right on target on pricing; we are very comfortable with the
pricing to the best of our ability to measure it being consistent with the anticipated
underwriting margins that we want to be able to gladly report in future quarters. So, we
think that where this business development is coming from is the long term investments
that we’ve made in building distribution, not just in the small case market, which is
important, but we’re also working very hard with CDS, working very hard with IEB and
we think that this is a very unique product offering and we’ve gotten significant traction,
working very hard in the voluntary area. Larry Durelle and his team at RSL have done an
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excellent job in executing on the game plan and we believe that these growth numbers,
these production numbers, will bring with it the kinds of margins that we will be proud
of.

We’re certainly not compromising our profitability to write this kind of business. It’s
very much the payoff of years of much patient investment in a sales force, sales
management and technological capability.

● Do you have a sense for what percentage of business in the Life and Disability 
insurance area represents customers that do not have coverage currently versus what I
will call takeaway from your competitors?

In the disability segment, I’d say that it’s around 20% are what we call virgin accounts. I
suspect that it would be less than that in group life.

● You have significant growth at CDS but you’ve also increased your participation of 
late in the large case market through the use of the integrated plan. I’m curious if there
has been any meaningful shift in terms of the ratio of business between large, medium
and small case business.?

If you look at the book of RSL by the number of cases, it has not changed dramatically
over the past few years. If you at it by case size and production we are seeing the impact
of our IEB success moving up our average case size in new production. We think that’s
good news, we’re happy about that, in the sense that it give us another leg under the stool
if you will, we’re able to look at the small case segment and the large case segment as
profitable segments the way that we’re approaching them.

● Question about underlying trends at CDS.  I think that growth has been a lot stronger 
than what you originally anticipated going back a year, a year and a half. In terms of the
number of health insurers that you’re placing this business through, what is the growth
looking like at that level.

Most of the growth at CDS has predominantly been new business from existing cases and
what we’ve done is tried to work very hard with existing clients to expand their business
and we’ve written a couple of new clients this year. But there is opportunity out there and
just like the core business, there is more opportunity to grow the existing business and
that’s what we’re working on now.

● Question about growth, does RSL have the infrastructure needed to handle the growth 
(claims management, administration, etc)?

We’ve made a very substantial multi-year investment in technology precisely in
anticipation of those kinds of issues. We’re much quicker in being able to turnaround
underwriting quotes, claim systems, we have automated claims systems, underwriting
systems, sales support systems. So, we’ve made a very substantial investment in
technology precisely in anticipation of this kind of thing and I frankly think that we have
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the capacity to grow the company quite substantially from here without any of the kind of
strains that you’re talking about. When people talk about the small case market, this is
not a market that one can enter casually. It requires a lot more cases, underwriting, claims
support, contract issuance, etc.

Standard Financial Group

Profit (Operating income, pre-tax, excluding after-tax realized investment gains or
losses):
Line of Business 2Q07 Profit

($000,000)
2Q06 Profit
($000,000)

Insurance Services $72.4 $60.8

EP/Sales
Line of
Business

2Q07 EP
($000,000)

2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 Sales
($000,000)

LTD $226.6 $35.9 $202.7 $19.1
STD $54.1 $4.2 $52.7 $14.4
Life & AD&D $196.4 $14.9 $181.7 $13.4
Other $18.2 $3.3 $18.3 $4.3
ERR ($13.4) ($5.3)
Total EB $481.9 $58.3 $450.1 $51.2

Notable Statements
● Claims in our group insurance business were within our expected annual range and an 
improvement over the 2nd quarter of last year.

● We left the discount rate used to establish new reserves unchanged from last quarter at 
5.5% which is the same rate used in the 2nd quarter of 2006.

● The insurance services segment had a solid 2nd quarter with income before income
taxes of $72.4 million up 19% compared to the 2nd quarter of last year. The primary
contributing factors quarter over quarter were premium growth and a comparatively
favorable benefit ratio. The benefit ratio for the segment was 79.3% this quarter
compared to 80.2% benefit ratio for the 2nd quarter of 2006. The comparatively favorable
benefit ratio this quarter was due to improvements in claims experience in our group
insurance business quarter over quarter where we had a 79.0% benefit ratio compared to
80.7% for the second quarter of last year.

● Premium growth for insurance services was 6.9% quarter over quarter. Our premium 
growth for the 2nd quarter of 2007 was influenced by a single premium of $19.3 million
related to a reserve buyout which was mostly offset by $13.4 million in experience rated
refunds which represent a significant increase compared to $5.3 million in experience
rated refunds in the 2nd quarter of last year. Adjusted for these two factors, premium
growth was within our expected range of 4 to 6% for the quarter.
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● Group insurance sales, reported as new annualized premium, were $58.3 million for the 
2nd quarter up 13.9% from the 2nd quarter of 2006. Last quarter, we indicated that our
pipeline measures were strong. We continue to have a strong pipeline and we believe that
we will have another strong sales quarter for the 3rd quarter of this year.

● We are maintaining pricing discipline in a very competitive market and we will not 
chase the market when it does not meet our profit objectives. We believe that our
business model of providing a quality product with superior service at a good value while
avoiding the purely price sensitive customer will produce the strongest and consistent
long-term earnings stream for our shareholders.

Analyst Questions

● How are you able to get the strong pipeline and sales recovery here despite the
continuation of a very competitive market? You’re offering and your differentiated
approach has been relatively consistent but that hasn’t stopped pressure on sales; I
wonder if you could talk about anything that has changed there.

Also, I was hoping that you could provide a little more color on the group insurance
benefit ratio. There is some confusion in the market about the impact of your block
buyout on what the ratio was this quarter.

On the RBO or reserve buyout, just so that we’re all on the same page, in essence, a
buyout is when a customer is usually administering their own claims and they chose to
have those in essence reinsured by us to a fully insured plan. So what happens is that we
examine the claims on the front-end and then price those on a single premium basis. We
like a RBO because the claims are already known so there’s no incidence risk that we
have to be concerned with. Our job really then is to manage the duration of the claims
and as you know we have very strong expertise in claims management and reserving and
we’ve already priced the profitability and return into the buyout. No new claims on a
buyout significantly limit our downside risk and so we see it as another form of risk
transfer well within our appetite for risk in solving customer problems. And frankly it’s
these kinds of cases that lead to fully insured plans for the customer, we like that as well.

I want to talk about the benefit ratio for a second as you alluded to, you’re exactly right
on. The benefit ratio on an RBO is usually much higher than on an inforce block because
the expenses related to an RBO is much less when compared to an inforce block of
business. In an RBO there is little if any cost in the initial claim determination because
the claims are already in place, there’s no premium billing, no amendments to a contract
and so on. So most of our expense is related to paying monthly claim checks and then
managing claims in later durations. All costs are much lower than adjudicating newly
submitted claims. Since the expense component is lower, we actually price for a higher
benefit ratio and still achieve our target of returns on the buyout. We reported the benefit
ratio for the second quarter at 79.0% including the buyout. If the impact of the buyout is
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removed the underlying benefit ratio for the quarter would be about 78.3%, well within
our annual expected range.

The sales issue, as I mentioned earlier, we have a very good pipeline measures that we
look at. When I say pipelines measures we’re looking at things such as proposal count,
closing ratio, where we think we have cases that are likely to close or sometimes cases
that have closed within a quarter that we know will be effective. Keeping in mind that the
frequency of effective dates will commonly be January 1st, then followed by July 1st then
followed by September 1. And I suspect for 2007 is that we may see sales more evenly
distributed than in a normal weighing towards January 1st that’s a key reason why we are
comfortable with our premium growth projections going forward.

● What is it that you think has changed in the in the market that is allowing you to have a
better pipeline than what you’ve had in recent quarters.

Well, we’ve made another of internal adjustments to our product and done some special
things for some special markets where we want to play, where we think we’ve had very
good experience. I think that in the past I’ve mentioned that we monitor our experience
continuously and that allows us to target our sales reps for cases where we think we’ll be
competitive and for which we can make the right profit level. At the same time, and
almost as importantly, we also can tell our sales reps which cases to stray away from,
where we may not be as competitive, where we don’t waste the time proposing and where
it may not be as profitable a case as some others. So we’ve ramped up our efforts in this
area over the last 4 to 6 months.

● Question about the outlook for the topline. I think that you’re saying your pipeline is
better than it had been and you’re optimistic about the pipeline continuing to be good.
Yet you haven’t revised your outlook for earned premium growth. So, I guess my two-
part question is this:

(1) Why not? If you’re as optimistic as you are about production why aren’t you
revising upward your projection for earned premium growth?

(2) When can we expect the rate of production, given the rate of attrition in your
business, to get to a point where earned premium growth will be higher than say
the 5%, the middle of the range that you’re forecasting and will be more in the
low double digit area. Do you consider the current level of premium growth
depressed relative to what this company is capable of doing sustainably. And, if
that is the case, what would be a more, normal long-term rate of premium growth.

Let me start with the question about premium growth. We feel very comfortable with our
guidance, the 4-6% range for the year. As you know, there are a lot of factor that factor in
to where the premium will actually grow, not the least of which is where the market as a
whole is moving. If we look back historically at the market, we can see times of double
digit growth in the marketplace followed by single digit growth. What we’ve said on a
long-term basis is that we’d like to grow premiums in that 10-12% range. However, in
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any given year, that number could be greater than or less than that depending on where
the market growth as a whole is. On an annualized basis, what we talk about is growing
our premiums at the rate of the market plus 1 or 2%. What that means to us is that we’re
achieving the market growth plus taking a little share away from some other folks but
growing at a level that is manageable and sustainable going forward.

● Can you talk about voluntary a little bit? One of your competitors had very strong
voluntary sales in the quarter and I’m just curious, I know you rolled out some new
products earlier in the year and I’m just curious as to what sort of traction you have there.

Probably a little early to make the call; we certainly offer a number of voluntary products,
it’s not uncommon at all for an employer to buy a base level of insurance for their
employees and then allow the employee to voluntarily buy up to an elevated level, we do
that every single day. But I would say that it’s still not a significant part of the market as
a whole but we continue to keep our finger on that pulse to see when and if it will turn to
be a greater portion of the total sales.

Aetna

Profit (Operating income, pre-tax, excluding after-tax realized investment gains or
losses):
Line of Business 2Q07 Profit

($000,000)
2Q06Profit
($000,000)

Group Insurance (Life,
Disability, LTC)

$39.2 $36.0

EP
Line of Business 2Q07 Earned Premium

($000,000)
2Q06 Earned Premium

($000,000)
Group Insurance $553.1 $560.0

Notable Statements
none

Principal Financial Group

Profit (Operating income, post-tax, excluding after-tax realized investment gains or
losses):
Line of
Business

2Q07 Profit
($000,000)

2Q06 Profit
($000,000)

2Q07 Loss
Ratio

2Q06 Loss
Ratio

Life & Health* $60.1 $65.2 N/A N/A
Group
Disability

N/A N/A 75.1% 62.0%

Group Life N/A N/A 69.3% 66.5%
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*Life & Health Division includes Individual Life, Health Insurance and Specialty
Benefits
Line of
Business

2Q07 EP
($000,000)

2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 Sales
($000,000)

Disability $74.5 $11.9 $63.7 $13.5
Life $85.7 $10.0 $77.8 $12.6

Notable Statements

● Specialty benefits recorded its second best earnings quarter ever. Up strongly from the
1st quarter, but down $3 million from the quarter a year ago. The decline from a year ago
primarily reflects unfavorable claims experience in the group disability line in 2Q07
compared to favorable experience in that line a year ago.

● In the specialty benefits division, premiums and fees are up 13% year to date and 
operating expenses, as a percent of premium and fees, have improved 220 basis points
through mid-year.

Cigna

Profit (Income from continuing operations, excluding realized investment gains/losses,
after taxes):
Line of Business 2Q07 Profit

($000,000)
2Q06 Profit
($000,000)

Group Disability & Group
Life

$68 $64

EP
Line of Business 2Q07 EP

($000,000)
2Q06 EP

($000,000)
Disability $223 $200
Life $288 $260

Notable Statements
● Our group disability and life and international business continued to deliver strong
results. For the quarter, our group disability and life business reported earnings of $68
million and an attractive growth of 10% in premiums and fees. Our after tax margin in
this business continues to be industry leading.

● Both our group and international operations have strong market positions with good 
growth opportunities.

● Earnings of $68 million reflected competitively attractive margins driven by strong 
disability management results and favorable mortality in the group life business.
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● We have increased our full year expectations for earnings growth in our group 
disability and life and international businesses. Specifically, for the full year we now
expect high single digit earnings growth in group and growth in the mid teens for
international.

● We expect our group life and disability and international businesses to continue to 
contribute single digit and double digit earnings growth respectively on a long-term basis.

Analyst Questions

● In the press release, the $10 million in favorable development that came through in the 
life and disability segment. Just curious, should we think about taking that out to get a run
rate versus expectations for second half?

In CGI, the fundamentals remain strong, results do bounce around quarter to quarter so I
wouldn’t get overly hung up on it. I also wouldn’t overweight the impact of the reserve
reviews as we’ve noted, the last several reserve reviews have been positive which
suggests that in the recent past we’ve been somewhat conservative in estimating our
accruals. In the 2nd half of the year what we’re currently modeling is a group insurance
result that would look similar to first half of the year but without the $10 million expected
to recur.

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 2Q07 Profit

($000)
2Q06 Profit

($0000)
2Q07 Loss Ratio 2Q06 Loss Ratio

Employee
Benefits*
(includes DRMS)

$21,475 $20,590 67.7% 69.1%

* Employee benefits includes dental, disability & life

EP/Sales
Line of Business 2Q07 EP

($000)
2Q07 Sales

($000)
2Q06 EP
($000)

2Q06 Sales
($000)

LTD & STD $115,539 $14,121 $119,847 $10,022
Life $54,356 $7,051 $54,724 $5,344

Notable Statements
● Assurant Employee Benefits continues to build sales momentum and focus on its
strategic market segment of small employers, those with less than 500 employees. While
net earned premiums Assurant Employee Benefits continues to build sales momentum
and focus on its strategic market segment of small employers, those with less than 500
employees.
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●At Assurant Employee Benefits, net operating income increased 4% during the second
quarter to $21.5 million, driven by good loss experience in the disability and life product
lines. Disability loss experience and incidents, in particular, continue to be very
favorable. Net earned premiums decreased 4% to $272.5 million in the second quarter of
2007. This is due primarily to the continuing implementation of the business’ small case
strategy and adherence to our pricing discipline.

MetLife

Profit (Operating Earnings after tax and before after-tax investment gains):
Line of Business 2Q07 Profit

($000,000)
2Q06 Profit
($000,000)

2Q07 Loss
Ratio

2Q06 Loss
Ratio

Group Disability N/A N/A 90.8% 90.2%
Group Life $153.0 $95.0 89.2% 88.1%

EP
Line of Business 1Q07 EP

($000,000)
1Q06 EP

($000,000)
Disability $372 $342
Life $1,574 $1,474

MetLife does not disclose sales numbers in these lines.

Notable Statements
● After a particularly challenging 2006, we’re pleased to see our group insurance new 
business quote volumes and quote activity return to more normal levels. In fact, sales of
our group term life product are up over 40% as compared to the first half of 2006.

● In our non-medical health segment, sales are up about 50% compared to the first half of
2006 driven primarily by solid sales in our dental and disability products. In all of our
group insurance segments, premiums and fees and other revenue are trending at or above
the 2007 target levels we set with you at investment day last December. As you know, by
this time of year, group insurance quotes on business with January 1 effective dates have
begun. Although it’s way too early to predict results, we’re quite pleased with this quote
activity so far and encouraged by the early wins in the upper end of the market for 2008.

● Group Life underwriting results were excellent. Our mortality ratio of 89.2% was well 
below our target range of 91-95%. Group Disability’s morbidity ratio of 90.8% was quite
strong and reflects continued improvement in reported incidence.

● We established a claim reserve to account for a change in certain group long-term
disability claim processing protocols. The impact of this is an after-tax charge of $9
million. Excluding this charge, the group disability morbidity ratio would have been
86.8%.
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Analyst Questions

● On this group life, I want to understand this strong underwriting concept because my 
understanding is that this business is repriced annually and I’m looking at the quarter to
quarter swings, 1st quarter to 2nd quarter on a normalized basis, I think it was $113 million
the first quarter, $141 the 2nd quarter, that’s a sizable increase. I’m just wondering if this
business will normally have that kind of a range of underwriting because you didn’t pull
anything out as extraordinary so I’m assuming that it’s within a normal range. Is it just
the fact that that range is pretty wide?

On the group life, 2nd quarter is typically one of our better quarters from an underwriting
perspective. There is some seasonality in our results and if you look back and tracked the
last several years on a quarterly basis, you would see some movement in the overall
mortality rate. The mortality performance for the first half of the year has been good, we
expect it to come up a little bit in the 2nd half of the year but certainly well within the
range that we talked about at investor day and probably more towards the low end of the
range. In terms of pricing, while these are written as annual contracts, a lot of our group
life business actually has multiple year guarantees and so it’s not uncommon for us,
particularly at the upper end of the market to have guarantees that go out 5 years. So, you
don’t get as much repricing in the group life business as you might think. So that’s one
of the reasons why we’ve been able to grow that business off the base because the rates
don’t really change as much as you think.

Hartford

Profit (Pre-Tax and before after)
Line of Business 2Q07

($000,000)
2Q06

($000,000)
Group Benefits (Disability,
Life, Other)

$87 $74

EP/Sales
Line of Business 2Q07 EP

($000,000)
2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 Sales
$(000,000)

Group Disability $463 $40 $448 $31
Group Life $483 $66 $456 $84

Notable Statements
● Over the long haul, group benefits earnings should follow growth in fully insured 
premiums. This quarter, fully insured premiums were up 5% while net income rose 18%.
Group Benefits earnings in the 2nd quarter included a $6 million gain from the sale of our
medical stop loss business and an $8 million benefit relating to a change in current year
claim reserves.



2nd Quarter 2007 Earnings Conference Call Summary

August 15, 2007 17

Jefferson Pilot

Line of Business 2Q07 Profit
($000,000)

2Q06 Profit
($000,000)

2Q07 Loss
Ratio

2Q06 Loss
Ratio

Group Protection $29.0 $37.0 70.8% 64.7%
Group Disability $18.1 $21.1 66.4% 59.4%
Group Life $10.0 $13.5 73.9% 67.8%

EP/Sales
Line of Business 2Q07 EP

($000,000)
2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 Sales
($000,000)

Group Protection $361.3 $62 $328.9 $45.3
Group Disability $150.4 $28.9 $134.0 $22.9
Group Life $125.0 $23.6 $111.6 $15.3
* includes life, disability & dental

Notable Statements
● In group protection, favorable non-medical loss ratios of roughly 71% contributed
about $3 million to the quarter’s earnings when compared to the midpoint of our expected
range. Loss ratios benefited from favorable results in our disability line attributable to
better than anticipated terminations. Non medical premium increased

Sun
Profit (Net income after tax):
Line of Business 2Q07 Profit

($000,000)
2Q06 Profit
($000,000)

Employee Benefits Group
(U.S.)

$27.0 $22.0

EP/Sales
Line of
Business

2Q07 EP
($000,000)

2Q07 Sales
($000,000)

2Q06 EP
($000,000)

2Q06 Sales
($000,000)

Employee
Benefits Group
(U.S.)

$391 $22 $301 $21

Notable Statements
● We closed the Genworth Acquisition during the quarter.  Sun Life’s U.S. Group 
insurance operation has organically grown sales with an average annual rate increase in
excess of 20% over the past 8 years. The new combined Sun Life Group business is solid,
top-ten U.S. Group insurance player with $2 billion U.S. Dollars business inforce, a
foundation to build upon. Our U.S. Group business is an excellent example of how we’ve
been able to take a business from a distant ranking into a top ten position by combining
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consistent organic growth with a focused acquisition. Integration efforts continue to
progress well

● Earnings were strong in our employee benefits group as we experienced favorable 
claims and began to realize benefits of our acquisition of GenWorth’s Group business.

● Acquisition of Genworth’s block closed May 31st. As of June 30th, our group inforce
business grew to nearly $2 billion versus $1.1 billion a year ago. The Genworth
acquisition added approximately $740 million to our inforce block as of June 30th.

● I’m pleased to report that we have retained a significant percentage of Genworth’s sales 
representatives and as a result, we are well positioned to deliver future growth in this
business. As of June 30th, we have a sales force of 187 people and as of July 1st, they are
selling one product. Integration is proceeding on target. The acquisition had a positive
impact on earnings this quarter and we expect to achieve earnings targets consistent with
previous indications. Integration costs are also within target, once integration is complete
and synergies have been achieved the earnings run rate for the U.S. Group insurance
division is expected to roughly double to about $25 million per quarter.
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Summary
Company Earnings Sales EP
Prudential Not reported by

line of business
Dis: $26M(↑44.4% )
Life: $26M (↑4%)

Dis: $225M (↑11%)
Life: $860M (↓10%)

Unum LTD/STD:
($15.4M) (vs
+$10.4M)
Life/AD&D:
$51.5M (↑15%)
Vol WB:
$56.2M(↑14%)
Limited: $75.1M
(↑38.5% )
Colonial: $64.9M
(↑30% )

U.S Brokerage
LTD: $53.0M(↑4%)
STD: $16.2M(↓14%)
Life: $35.3M(↓19%)
ADD: $3.2M(↑3.2%)
Vol: $28.6M(↑10.9%)
Unum Limited
LTD: $22.2M(↑57.4%)
Life: $4.0M(↓13%)
Other: $1.6M(↑23%)
Colonial
LTD: $49.5M(↑6.9%)
Life: $15.5M (↑4%)
Other:$13.6M(↑14.3%)

U.S. Brokerage
LTD: $480.7M (↓2%)
STD: $128.6M (↓3.4%)
Life: $277.1M (↓14%)
AD&D: $32.1M (↓17.7)
Vol: $100.9M(↑6.4%)
Unum Limited
LTD: $194.6M (↑29.4%)
Life: $43.0M (↑2.4%)
Other: $9.4M (↑13.3%)
Colonial
LTD: $140.5M (↑5.8%)
Life: $35.3M (↑8.6%)
Other: $49.0M (↑10.9%)

RSL Group:
$64.3M(↑14.8%)

Dis: $31.5M (↑45.2%)
Life: $21.5M (↑20.8%)

Dis: $134.3M (↑20%)
Life: $91.6 (↑16.8%)

Standard Group: $72.4M
(↑19%)

LTD: $35.9M (↑88%)
STD: $4.2M (↓70%)
Life/AD&D: $14.9M
(↑11.2%)

LTD: $226.6M (↑11.8%)
STD: $54.1M (↑2.7%)
Life/AD&D: $196.4M
(↑8.1%)

Aetna Group: $39.2M
(↑8.9%)

Group:N/A Group: $553.1M (↓1.2%)

Principal Life & Health:
$60.1M (↓8%)

Dis: $11.9M (↓12%)
Life:$10M (↓21%)

Dis: $74.5M (↑17%)
Life: $85.7M (↑10.2%)

Cigna Group Dis & Life:
$68M(↑6.3%)

N/A Dis: $223M (↑11.5%)
Life: $288M (↑10.8%)

Assurant Employee Benefit:
$21.5(↑4.4%)

LTD/STD: $14.1M
(↑41%)
Life: $7.0M (↑32%)

LTD/STD:
$115.5(↓3.6%)
Life: $54.4M (↓.5%)

Met Not reported by
line of business

Not reported by line of
business

Dis: $372M (↑8.8)
Life: $1,574M (↑6.8%)

Hartford Group: $87M
(↑17.6%)

Dis: $40M (↑29%)
Life: $66M (↓21.4%)

Dis: $463M (↑3.3%)
Life: $483M (↑5.9%)

JP Dis: $18.1M
(↓14%)
Life: $10.0M
(↓26%)

Dis: $28.9M(↑26.2%)
Life: $23.6M (↑54.2%)

Dis: $150.4M (↑12.2%)
Life: $125.0M (↑12.0%)

Sun U.S. Employee
Benefits Group:
$27M (↑22.7)

U.S. Group: $22M
(↑4.8%)

U.S. Group: $391M
(↑30%)


