
LIFE LINES
Are the Singles Market and Life Insurance
Technologies the Key to More Life Sales?

by John T. Harmeling

Although 93% of adult Americans say it’s important to have 
life insurance coverage, 25% of primary wage earners don’t 
have a plan in place to provide for their family if they die. 

Smart producers can improve their sales pipeline by focusing on a 
segment of consumers who have a greater need for the product.

One segment that has a greater need for life insurance products 
than, perhaps, any other is single parents. If something happens to a 
single parent, there is no second parent to provide for their children.

According to the U.S. Census Bureau, there are approximately 
13.6 million single parents in the United States. Those parents are 
responsible for raising 21.2 million children, which is about 26% 

of children under 21 in the United States. Eighty percent of 
single parents are mothers. But, single father homes are 

the fastest growing type of family situation, with 
the number of single fathers having grown 

60% in the last 10 years alone, ac-
cording to usalegalcare.com.

A Life-Changing Decision 
for Single Parents

For this issue we look at three different takes on the current status of 
Life Insurance in today’s market. Starting with the singles market.
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cording to usalegalcare.com.
(Continued on page 42)
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Understanding Single 
Parent Concerns
Raising children and providing for them 
is difficult, especially when only one 
parent is involved. A single parent must 
juggle work, childcare, chores, chil-
dren’s activities, finances, and whatever 
other challenges that single parenthood 
may bring. The financial responsibility 
that comes with raising children as a 
single parent can seem overwhelming.

For many single parents, finances are 
tight and they may live from paycheck-
to-paycheck. Unless they manage to 
work two jobs, single parents have only 
one income, which must be enough to 
support bills like rent and utilities, 
as well as the costs of raising a child. 
These costs include extra groceries, 
clothing, day care, and much more.

According to the U.S. Department 
of Agriculture, the cost of raising a 
child from birth to age 18 for a middle-
income family averaged $226,920 in 
2010 (not including college). That’s up 
nearly 40% (more than $60,000) from 
10 years ago. Just one year of spend-
ing on a child can cost up to $13,830, 
compared to $9,860 a decade ago.

Depending on a single parent’s 
situation, this financial obligation 
may be one that no one else can meet. 
If something happens to this parent, 
other family members may not have 
adequate resources to care for a child 
in the manner the parent would want.

Addressing Their Needs
The best thing they can do is purchase 
life insurance to help ensure that their 
children can grow up without financial 
concerns and can go to college in case 
of a single parent’s death. However, 
a single parent will need to do this in 
a way that does not create a financial 
burden on their family right now.

A policy is needed to care for the chil-
dren and pay for funeral costs. Funerals 
can be a financial hardship for families. 
The average adult funeral cost totaled 
nearly $8,000 in 2010, according to the 
National Funeral Directors Association. 

Perhaps more than anyone else, single 
parents need a trustworthy advisor to 
get the best coverage for their money 
and be responsible for ensuring their 
children receive the payout. In some 

cases, single parents had life insurance 
when they were married. But they need 
help choosing a new policy now that 
they are divorced or widowed. They may 
look to their agent or broker to advise 
them on the types of life insurance and 
what would best meet their needs.

Providing Smart Options
Life insurance can be an important 
element of a lifetime financial plan. 
Purchasing a plan early can give 
single parents a financial edge over 
those who go through their early adult 
years without thinking about how 
they might take care of their family. 
People are often at their healthiest in 
young adulthood, which can help them 
secure a policy with a lower premium. 
Whole life policies can be a good early 
investment because premiums typically 
remain fixed and a young policyholder 
is more likely to be able to lock in a 
low rate than one who’s middle-aged.

The following are other rea-
sons for single parents to con-
sider a whole life policy:
•  The increase in cash value isn’t 

subject to income tax while the 
cash remains in the policy.

•  They can take out a loan on a whole 
life policy’s cash value to contribute to 
a down payment on a home or meet 
retirement or college tuition needs. 
A policyholder who gets married 

and wants to increase the amount 
of coverage can build on the current 
policy instead of buying a policy later 
in life when it can be more expensive.

While term life insurance may provide 
the most coverage for the least amount 
of money, whole life insurance is better 
if the individual can afford it, since it’s 
permanent. A combination of both is 
also a good option. For example, single 
parents may elect to purchase a small 
whole life policy that provides cover-
age later in life for burial expenses, 
and a larger, less expensive term life 
policy to cover their children in the 
event of their death until the children 
are old enough to care for themselves.

Bridging Coverage Gaps
It’s also important for single parents 
to know that many employers have cut 
benefit offerings, including life insurance. 
These changes can leave them with gaps 

in coverage. They are often unaware that 
they no longer have an employer-paid life 
insurance plan. Many of the adults who 
have life insurance rely solely on their 
employer’s group coverage, according to a 
2011 LIMRA study. In fact, the percent-
age of adults owning group life insurance 
has surpassed adults with individual 
life insurance, and people insured only 
through group life insurance have the 
lowest average amount of coverage.

Voluntary life insurance plans put 
the power back in the employees’ 
hands, enabling them to make deci-
sions that best fit their needs. It’s a 
benefit solution for employers as well 
because offering voluntary coverage 
doesn’t add benefit costs to the com-
pany. Voluntary life insurance plans 
have become more attractive over the 
past few years. For example, con-
sumers have the option to purchase 
whole and term life insurance poli-
cies, including a juvenile life plan to 
be sure they are adequately covered 
and that their insurance is not tied 
to their employer. That means that if 
policyholders of voluntary life insur-
ance leave a job or retire, they can 
take their policies with them without 
an increase in premiums — a feature 
that all workers will appreciate.

While life insurance is an impor-
tant part of financial planning for 
everyone, it’s especially important 
for single parents. They need the 
peace of mind that their children 
will be cared for if they’re gone. But 
with financial struggles and pos-
sible cut backs in employer-provided 
coverage, they also need options 
they can afford. The agent or broker 
is in a position to serve as educator 
and advisor, helping this particular 
market segment get the right cover-
age for them and their children. q
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