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Life insurance productsIV.1 

The main value of a life insurance policy is that it is both 
“pure insurance” and a savings product. Life insurance 
policies can be purchased either by individuals or in the 
form of group policies, mostly by employers.

In Europe, two thirds of individual premiums relate to 
traditional life products, which offer capital and/or return 
guarantees, while the remaining individual life premium 
income stems from unit-linked products, in which the risk 
is borne by the policyholder.

European life premiums by type of contract — 2007
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Property and casualty insurance productsIV.2 

Property and casualty (P&C) insurance includes a wide 
range of cover for homes, cars and businesses.

With €130bn of premium income, motor insurance ••
is the biggest class of property and casualty business, 
accounting for 44% of premiums.
The second largest class is property, with a 28% share ••
of the market.
General liability and marine, aviation and transport ••
(MAT) account respectively for 11% and 5% of property 
and casualty premiums.

European P&C premiums by product — 2008
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CompaniesV. 

Around 5 200 insurance companies4 were operating in 
Europe in 2008. The majority were joint stock companies 
and mutual insurance associations, but insurers can also 
be public institutions, cooperatives, etc.

The number of insurance companies has decreased over 
the last ten years as a result of the wave of mergers and 
acquisitions that took place at the end of the 1990s 
following the liberalisation and deregulation of the market 
in the EU.

Distribution channelsVI. 

Insurers sell their products either directly or through a 
variety of distribution channels, of which the most familiar 
are brokers, agents and bancassurance.

The distribution of insurance products has evolved 
significantly. Technological developments, such as the 
internet and mobile phones have opened up new 
distribution channels and insurers are increasingly 
developing multi-channel strategies.

4 Not including the small regional German insurance associations, France’s “Mutuelles 
45”, Belgium’s “mutuelles” and Spain’s regionally supervised insurers
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Life insuranceVI.1 

Bancassurance has developed over the last decade ••
alongside life insurance and is today the main distribution 
channel in many western European countries.
Agents and brokers also play an important role in the ••
distribution of life policies.
Direct sales through employees or distance-selling are ••
less developed in life than in non-life insurance.

Life insurance distribution channels (gross written 
premiums) — 2007
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Non-life insuranceVI.2 

The distribution of non-life policies in Europe relies mainly 
on intermediaries (agents and to a lesser extent brokers) 
and on direct sales by employees and distance-selling.

Non-life insurance distribution channels (gross 
written premiums) — 2007
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“European Insurance – Key Facts” is available to download from the CEA 
website. Also available at www.cea.eu is the annual detailed statistical 
publication “European Insurance in Figures”.
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About the CEA

The CEA is the European insurance and reinsurance 
federation. Through its 33 member bodies – the national 
insurance associations – the CEA represents all types of 
insurance and reinsurance undertakings, eg pan-European 
companies, monoliners, mutuals and SMEs. The CEA 
represents undertakings that account for approximately 
94% of total European premium income. 


