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BTS’s Life Insurance Business Simulation is a highly engaging, experiential 
learning program designed to provide a holistic perspective of the 
industry. The program will help participants understand the key trade-
offs, trends, and challenges that company’s face in order to maximize 
profitable growth. 

The Program at a Glance
 
The Life Insurance Business Simulation is a highly engaging, one-day 
program that provides a holistic view of the entire value chain of a life 
insurance company, from investing in channels and selling products to 
managing the asset base and maximizing premiums, decreasing risk and 
limiting payments. Participants, assuming the position of the executive 
team, prioritize their strategy and investments to generate the greatest 
improvement on the overall financial health of the organization. Faced 
with relevant and high-impact business challenges, teams strive to 
maximize profitability and customer satisfaction while managing various 
internal and external stakeholders. 

The BTS Life Insurance Business Simulation employs a unique approach 
to learning that places participants in a number of challenging, realistic 
scenarios. By reasoning through these scenarios, participants draw 
on their experiences as well as those of their peers to learn and adopt 
the behaviors that will enable them to manage their business more 
successfully. After each year of the board-based simulation, feedback and 
analysis of the team’s results is presented to demonstrate the outcome of 
the various strategies at play. 

Target Audience

The Life Insurance Business Simulation is intended for two primary 
audiences: 

The Life Insurance Business Simulation
Responding to Trends and Challenges in a Shifting Market

http://www.bts.com/business-simulations.aspx
http://www.bts.com/
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• Individual contributor to Director-Level employees within the life 
insurance business

• Organizations with major clients operating in the industry
 
Workshop Objectives

After successfully completing the program, participants are able to 
understand the life insurance industry dynamics, general trends and 
business challenges; how these factors relate to individual roles, day-to-
day operations and the company’s success; and the relating decisions that 
drive results. 

Key Objectives for Life Insurance Company Participants

• Facilitate an increased focus on driving financial performance and 
understanding of key value drivers of a life insurance company

• Provide an improved market orientation and customer awareness 
• Enhance cross-functional and cross-business effectiveness by improved 

collaboration and communication 
• Create understanding and stimulate discussion around important 

challenges faced by the organization 

Key Objectives for an Organization Serving a Life Insurance Company as a 
Client

• Improve credibility with clients by understanding the key factors and 
considerations that drive their decisions 

• Describe commercial value of solutions in the same language and with 
the same understanding as your clients 

• Identify opportunities through a more thorough understanding of the 
interdependencies in the value chain 

• Conduct relevant and insightful conversations with clients about 
industry trends and the implications of those trends on their businesses 

• Solve business problems by aligning offerings and assets with the 
client’s challenges. 

As a result, employees working within the industry will recognize where 
they can have the greatest impact on bottom-line improvements, 
strategic alignment and decision making. Professional services and 
salespeople connecting with the industry will have the capability to better 
maximize effectiveness by understanding the challenges, trade-offs, and 
trends faced by their clients.

Implementation and Customization

To maximize relevance and ensure application, the simulation can be 
highly customized to meet a client’s specific business objectives and 
strategic priorities. Customization includes nearly all aspects of the 
simulation including, terminology, business structure and issues, key 
performance indicators, and learning objectives.  

The Life Insurance Business Simulation can be used as a standalone 
program or supplemented with additional solutions to reinforce the skills 
most critical to a company’s specific needs. To achieve the full impact of 
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the design, the recommended implementation process includes pre-work, 
a pre-meeting with managers, the core workshop, and rigorous post-
program coaching. 

Experiential Learning that Delivers Key Results

Through the Life Insurance Industry Business Simulation, participating 
employees recognize the drivers of key performance indicators and have 
an overall big picture understanding of the industry, the company and the 
critical interrelationships. The best practice is for participant’s managers 
to meet with the participants ahead of the session, so they can draw a 
line of sight to the intended outcomes and manage accountability for 
application on the job. Armed with improved capabilities and actionable 
items, participants accelerate results once back on the job.

Testimonial

The impact of the program is powerful. One participant commented: 
“The content was great. I was able to apply this industry-knowledge to 
the job and now better understand how the company operates.” Another 
employee reflected, “Everyone in the life insurance industry would benefit 
from this program. It was great at highlighting financial measures and 
the major decisions contributing to success. 

About BTS

BTS focuses on the people side of strategy, working with leaders at all 
levels to help them make better decisions, convert those decisions to 
actions and deliver results. At our core, we believe people learn best by 
doing. For 30 years, we’ve been designing fun, powerful experiences™ that 
have profound and lasting impact on people and their careers. We inspire 
new ways of thinking, build critical capabilities and unleash business 
success. It’s strategy made personal. 

For more information, please visit www.bts.com.

B
r

a
n

d/Im
a

g
e

100

90

70

60

80

65

95

85

75

99

98

97

96

94

93

92

91

89

88

87

86

84

83

82

81

69

68

67

66

74

73

72

71

79

78

77

76

64

63

62

61

94%

95%

95%

96%

96%

96.5%

96.5%

97%

97%

97.5%

97.75%

97.75%

97.75%

98%

79%

80%

81%

82%

83%

84%

85%

86%

87%

88%

89%

90%

91%

92%-
95%

98.25%
96%-
100%

P
e

r
s

Is
t

e
n

c
y

c
-s

a
t

exPenses

Operating 
Expenses

Other Costs

Life Insurance

Operational Flow

Copyright © 2010 by BTS, INC.

Income taBle

Investment  
Return

Surrender Fees

cash surrenders

mortalIty/morBIdIty

customer moneycaPItal markets

Investment 
Return

Return on Equity = 

Operating Results
Equity

assets under management

assets under management calculatIons taBle (mIllIons)

dIstrIButIon

+

+

=

=

+

+
Bank Agents 
Close Rate 
(Do Not Round)

Bank Agents

Y1 Y3Y2

1

2

3

Capacity
 In

dex

Cost

Y1 Y3Y2

C
ap

ac
it

y 
Le

ve
l

Cost

Close Rate Index

Capacity Index

*

=

Brokers

Y1 Y3Y2

1

2

3

4

5

Capacity
 In

dex

Cost

Y1 Y3Y2

C
ap

ac
it

y 
Le

ve
l

*

=

Cost

Broker Close Rate 
(Do Not Round)

Close Rate Index

Capacity Index

Y1 Y3Y2

Total  Distribution 
Cost

Distribution  
Channel Close  
Rate (Round)

Sales People 
Close Rate 
(Do Not Round)

Y1 Y3Y2

Cost

Close Rate Index

Capacity Index

*

=

Company Sales People

4

5

Y1 Y3Y2

1

2

3

Capacity
 In

dex

Cost

C
ap

ac
it

y 
Le

ve
l

4

5 servIce

Y1 Y2 Y3

1

2

3

4

5C
ap

ac
it

y 
Le

ve
l

Service 
Cost

It

Y1 Y2 Y3

1

2

3

4

5C
ap

ac
it

y 
Le

ve
l

IT 
Cost

GEN_LIN_BD_014

Y1 Y2 Y3

Operating Expenses:  
+/- impacts from  
Events and Intiiatives

oPer. exPenses adjustments

Y1 Y2 Y3

Year 0 Year 1 Year 2 Year 3

1. Opening Assets under Management $940

2. Premiums & Deposits from Existing Book % * 15%

3. Premiums & Deposits from Existing Book = $141

4. New Premiums & Deposits this year +  $25

5. Total Premiums & Deposits this year = $166

6. Assets under Mgmt before payouts (lines 1 + 5) $1,106

7. Mortality/Morbidity % 4%

8. Mortality/Morbidity (line 6 x line 7) = ($44)

9. Non-Renewals % (= 100% - Persistency gauge) 5%

10. Surrenders (line 6 x line 9) = ($55)

11. Annuity Payments % 5%

12. Annuity Payments (line 6 x line 11) = ($55)

13. Assets under Management after payouts $952

14. Investment Return = $67

15. Company Investment Income - $19

16. Ending Assets under Management  
(line 13 + line 14 - line 15) = $1,000
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