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Introduction

We look into the demand for life insurance products

We focus on both life insurance and death assurance products,
by looking at the propensity to buy and the intensity of the
demand

We use the Bank of Italy dataset SHIW for 2012

We focus on gender. After controlling for characteristics such as
education and familiarity with the financial market are women
still less likely to buy insurance?
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Conceptual Framework

The products can be of two types: life insurance, split in lump
sum or annuity and death assurance

life insurance responds to an intertemporal planning

“Annuity puzzle”: total (Yaari, 1965) or partial annuities with
bequest motives (Davidoff et al., 2005) are optimal; however
market for annuities very thin

Uncertainty about life length and illness duration could
motivate individuals to buy annuities and life insurance

Yet few buy them.

Preferences for bequest could explain lack of
annuities,particularly for the wealthiest (Lockwood, 2012)

People with bequest motives value the large bequests that
arise incidentally from self-insuring risks related to late life.
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Conceptual Framework

Women tend to have a longer life expectancy than men, and
are thus more exposed to the longevity risk.

Women are more distant form the labour market, which leaves
them more vulnerable to the risk of poverty if pension is not
adequate.

Last, they should be potentially more interested into insurance
also due to their higher risk aversion.

To our knowledge, surprisingly little attention has been
devoted to the gender dimension of the demand for insurance,
the only exception being the research carried out by Gandolfi
and Miners (1986). They focus on within couples behavior,
finding a strong discrepancy within the couple in the demand
for insurance, with wives having much lower life insurance
than their husbands.
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Death Insurance and Bequests

Bequest motives seem not to differ between those with and
without kids (Hurd 1989, Kopczuk and Lupton, 2007); they
conclude that precautionary motive may be an important
component of saving behavior among the elderly but it does
little to influence the bequest motive

Little use of equity release instruments as a tool for financing
retirement period such as reverse mortgage could strengthen
this channel
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The role of bequest has not been central in the basic life cycle
model as utility of dependents is ruled out a priori.

Once post-mortem utility is introduced, through the utility of
dependents consumption, bequest represents the channel to
make children better off.

The higher generosity, the higher the value of bequest. Even
though bequest can be in several forms: financial wealth,
housing wealth, but also education (see Fornero, Romiti and
Rossi 2013), death assurance should be present in a
well-diversified bequest portfolio.

all in all, in a pool of investors, we should observe quite an
important percentage of annuitants and, on top of them,
individuals with death assurance.
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Data

We use the SHIW dataset

Our sample consists of individuals aged between 24 and 60

they are either a household head or the spouse, where the
head is self-stated. We exclude other relatives and children
living in the household so as to focus on the couple (or single)
decisions. Our final sample consists of 6,973
individual-observations.
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Strategy

We look at three different models

The propensity to buy any insurance (probit)

Life insurance and death assurance as a joint decision
(biprobit)

The amount of premia (tobit)

The products can be of two types: life insurance, split in lump
sum or annuity and death assurance
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Life&Death insurance Life Insurance

Gender

Male 12.0% 7.4%

Female 6.6% 4.7%

Total 9.03 5.91

Traditional Life&death Insurance

Gender

Male 9.9%

Female 5.4%

Total 7.40
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Descriptive Statistics

Life&Death insurance Total Life Insurance Total

Age Male Female Male Female

25-34 5.99 3.86 4.69 3.37 2.89 3.08

35-44 12.26 7.14 9.43 7.26 5.04 6.03

45-54 14.05 7.41 10.50 8.56 5.5 6.92

over 55 9.94 5.39 7.50 6.68 3.5 4.98

Traditional Life & death Insurance Total

Age Male Female

below 34 years 5.64 3.62 4.41

35-44 9.7 5.85 7.55

45-54 11.79 6.09 8.73

over 55 7.94 4.1 5.87
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We estimate the probability of subscribing an insurance policy,
of any type, and then separately. We use a probit model

Then we estimate the premium amount paid (annually) with a
Tobit regression model

Focus on gender, participation to the financial and real estate
market, occupational stutus and measures of risk
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Income is significant, risk aversion is not

Financial market participation generates a strong effect on
insurance demand, suggesting that when families are close to
the financial system they diversify in all possible forms

Self employment is also one of the strongest determinants for
holding insurance
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Policy implication

To study policy implications, we first produce a prediction of
the probabilities to have one form of insurance (life or death)
given that the respondent already has the other. We do this
separately for men and women, given that their demands are
significantly different

We then study the (unconditional) probabilities of having
either life or death insurance, under the true and under
shocked values of some relevant variables, such as income,
education and stock ownership. This is like asking which
manoeuvres are likely to increase insurance demand for
intermediaries, be them banks or insurance companies. .
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Conclusions

Life and Death Insurance seem to go hand in hand

Self emplyment status is one of the strongest determinants

Women tend to be distant from the insurance market.
however, when controlling for holding stocks and richer
specification, the effect disappears, albeit only within the life
insurance products

Death assurance seem to be less appealing to women
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