
본 논문에서는 우리나라 생명보험 판매채널의 보험회사특성별·보험모집방법별 

적합성을 독립채널과 전속채널에 초점을 맞추어 분석하였다. 실증분석을 위하여 

2012년에 체결된 신계약 중 2,254,633건을 표본으로 선정했으며 선정된 표본들의 

2015년 12월 31일 현재 계약상황(유지, 사망, 사망해지, 만기, 실효해약 등)을 

조사했다. 수집된 데이터는 빈도분석, 교차분석, 카이제곱검정 등을 통하여 실증적으로 

분석되었다. 전체표본을 대상으로 한 분석결과에 의하면 독립채널(방카채널, 

GA채널)들이 전속채널(일반대리점채널,　설계사채널)들보다 적합한 것으로 나타났으나 

보험회사특성별·보험모집방법별 분석에서는 상이한 분석결과가 도출되었다.

 보험회사특성별로는 대형사의 경우 독립채널 중 방카채널은 전속채널들보다 적합한 

것으로 나타났지만, 독립채널 중 GA채널은 전속채널보다 부적합한 것으로 나타났다. 

외국사의 경우는 독립채널 중 GA채널은 전속채널들보다 적합한 것으로 나타난 반면, 

독립채널 중 방카채널은 전속채널인 일반대리점채널보다는 부적합하고 전속채널인 

설계사채널과는 비슷한 것으로 나타났다. 모집방법별로는 대면의 경우 독립채널들이 

전속채널보다 적합한 것으로 나타났으며 홈쇼핑의 경우는 독립채널 중 GA채널이 

일반대리점채널과는 유사하지만 설계사채널보다는 더 적합한 것으로 나타났다. 

․ 
․

국문 색인어: 독립채널, 적합성, 종속채널, 판매채널

한국연구재단 분류 연구분야 코드: B051601

* .

** (kclee@yu.ac.kr), 

*** ( ) (oks9275@naver.com), 

: 2016. 11. 29, : 2017. 01. 31, : 2017. 02. 13
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(2004), · (2008b), (2009a), (2010) 

.

2. 대리점채널

(1998) , , , 

·

, , , , 

, , , 

. · (2008a) GA

, · · (2010) GA

GA

. · (2010) GA

.  

3. 방카채널

· (2003a)

, · (2003)

. 

· (2008) , DEA , 

, · (2009) ·

.
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4. 판매채널전략

(1998)

, , 

, (2000)

· .  (2001, 2002)

, · (2002)

.

· (2003b)

·

, · (2004)

. · (2006) , 

, ·

(2008)

. 

(2009) ·

, , 

2010 ·

. · ·

· (2005), · (2009), (2009b), ·

(2010) .
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Variable Detailed contents
Insurer’s 

Characteristics*
 Big company, Medium-small company, Foreign company

Marketing 

Channels

 Solicitor channel, Exclusive agents channel, GA channel, 

 Bancassurance channel

Solicitation 

Methods
 Face-to-face, TM, Home-shopping 

Persistency**  Maintaining, Lapse and surrender 

GA

. 

.

1. 데이터

GA

2012 2,254,633

2015 12 31

( , , , , ) . 

, , 

, 

. 

.  

<Table 1> Data Layout

Note: 1) * Samsung, Kyobo and Hanhwa are classifies as big company, while the remaining companies are   
           classified as medium-small company and foreign company depending on the ownership as of end  
           of 2012.

          2) ** “Persistency” means all cases except lapse and surrender, which includes actual persistency,        
          death, expiration by death and maturity.
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Classification
Contract 
number

Percent
Valid 

percent
Cumulative

percent

Big company 940,533 41.7 41.7 41.7

Medium-small company 746,084 33.1 33.1 74.8

Foreign company 568,016 25.2 25.2 100.0

Total 2,254,633 100.0 100.0 -

Classification
Contract 
number

Percent
Valid 

percent
Cumulative

percent

Face-to-face 1,654,976 73.4 73.4 73.4

TM 478,721 21.2 21.2 94.6

Home-shopping 120,936 5.4 5.4 100.0

Total 2,254,633 100.0 100.0 -

Classification
Contract 
number

Percent
Valid 

percent
Cumulative

percent

Solicitor channel 1,594,662 70.7 70.7 70.7

GA channel 132,823 5.9 5.9 76.6

Exclusive agents channel 405,923 18.0 18.0 94.6

Bancassurance channel 121,225 5.4 5.4 100.0

Total 2,254,633 100.0 100.0 -

2. 표본의 대표성

, , 

<Table 2>, <Table 3>, <Table 4> <Table 5>

.  

<Table 2> Distribution of Insurance Companies

<Table 3> Distribution of Solicitation Methods

<Table 4> Distribution of Marketing Channels
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Classification
Contract 
number

Percent
Valid 

percent
Cumulative

percent

Maintaining 1,422,120 63.1 63.1 63.1

Lapse and surrender 832,513 36.9 36.9 100.0

Total 2,254,633 100.0 100.0 -

Classification Maintaining Lapse and surrender

Solicitor channel 61.7% 38.3%

GA channel 66.4% 33.6%

Exclusive agents channel 64.5% 35.5%

Bancassurance channel 72.2% 27.8%

Total 63.1% 36.9%

Classification Maintaining Lapse and surrender

Big company 65.8% 34.2%

Medium-small company 59.3% 40.7%

Foreign company 63.5% 36.5%

Total 63.1% 36.9%

<Table 5> Distribution of Persistency and Cancellation

3. 적합성분석의 필요성

, , 

, 

. <Table 6>, <Table 7> <Table 8>

·

.

<Table 6> Persistency Rates by Marketing Channels 

<Table 7> Persistency Rates by Insurersʼ Characteristics
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Classification Maintaining Lapse and surrender

Face-to-face 62.8% 37.2%

TM 63.9% 36.1%

Home-shopping 64.0% 36.0%

Total 63.1% 36.9%

        Marketing
          channel
Insurers’ 
characteristics

Solicitor 
channel

GA 
channel

Exclusive 
agents 
channel

Bancassurance 
channel

Total

Big company 770,344 38,054 85,258 46,877 940,533

Medium-small 

company
472,311 92,477 107,945 73,351 746,084

Foreign company 352,007 2,292 212,720 997 568,016

Total 1,594,662 132,823 405,923 121,225 2,254,633

<Table 8> Persistency Rates by Solicitation Methods

4. 표본규모의 충분성

<Table 2>, <Table 3> <Table 4>

. 

· , ·

, 

. 

<Table 9> GA

. <Table 10> TM GA

. 

GA

.      

<Table 9> Sample Size of Insurersʼ Characteristics and Marketing Channels 
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     Marketing 
       channel
Insurers’ 
characteristics

Solicitor 
channel

GA 
channel

Exclusive 
agents 
channel

Bancassurance 
channel

Total

Face-to-face 1,219,228 132,782 181,741 121,225 1,654,976

TM 367,259 - 111,462 - 478,721

Home-shopping 8,175 41 112,720 - 120,936

Total 1,594,662 132,823 405,923 121,225 2,254,633

Classification Maintaining Lapse and surrender

Bancassurance channel 72.2% 27.8%

GA channel 66.4% 33.6%

Exclusive agents channel 64.5% 35.5%

Solicitor channel 61.7% 38.3%

Total 63.1% 36.9%

<Table 10> Sample Size of Solicitation Methods and Marketing Channels

 

5. 적합성 분석

. , , 

. 

. , 

, , 

, , , , , , . 

, 

.

가. 전체표본 적합성분석

1% 

. 

<Table 11> Chi-Square Analysis Results of Total Sample



74 보험금융연구 제28권 제1호

Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

Pearson Chi-square 6,558.3 3 .000

Likelihood ratio 6,751.8 3 .000

Linear-by Linear

Association
5,585.0 1 .000

Valid case number 2,254,633

Bancassurance
channel

GA 
channel

Exclusive agents
channel

Solicitor 
channel

Bancassurance 

channel
- *** *** ***

GA

channel
- - *** ***

Exclusive agents 

channel
- - - ***

Solicitor 

channel
- - - -

4

2

1% .  

<Table 12> Difference in Persistency Rate of Total Sample

 Note: o: No difference, *: Different at p-value 10%, **: Different at p-value 5%, ***: Different at p-value 1% 

<Table 11> <Table 12> , GA , 

, . 

GA , 

. ( , GA )

( , ) .  
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Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

  Pearson Chi-square 2946.668 3 .000

  Likelihood ratio 3021.715 3 .000

  Linear-by Linear

  Association
798.451 1 .000

  Valid case number 940533

Classification Maintaining Lapse and surrender

Bancassurance channel 75.3% 24.7%

Solicitor channel 65.7% 34.3%

Exclusive agents channel 64.7% 35.3%

GA channel 58.1% 41.9%

Total 65.8% 34.2%

나. 보험회사특성별 판매채널 적합성분석

, , 

. 

(1) 대형사

1% 

. 

<Table 13> Chi-Square Analysis Results of Big 3 Companies

4

2

1% . 



76 보험금융연구 제28권 제1호

Bancassuranc
e channel

Solicitor 
channel

Exclusive 
agents 
channel

GA channel

Bancassurance 

channel
- *** *** ***

Solicitor channel - - *** ***

Exclusive  agents 

channel
- - - ***

GA channel - - - -

Classification Maintaining Lapse and surrender

Bancassurance channel 70.4% 29.6%

GA channel 69.6% 30.4%

Exclusive agents channel 58.1% 41.9%

Solicitor channel 55.8% 44.2%

Total 59.3% 40.7%

<Table 14> Difference in Persistency Rate of Big 3 Companies 

Note: o: No difference, *: Different at p-value 10%, **: Different at p-value 5%, ***: Different at p-value 1% 

<Table 13> <Table 14> , , 

, GA . 

( , )

GA ( , ) . 

(2) 중소형사

1% 

. 

<Table 15> Chi-Square Analysis Results of Medium-small Companies
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Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

Pearson Chi-square 10246.282 3 .000

Likelihood ratio 10521.543 3 .000

Linear-by Linear

Association
5342.318 1 .000

Valid case number 746084

Bancassurance 
channel

GA channel
Exclusive 
agents 
channel

Solicitor 
channel

Bancassurance 

channel
- *** *** ***

GA channel - - *** ***

Exclusive agents 

channel
- - - ***

Solicitor channel - - - -

  

4 2

1% .

<Table 16> Difference in Persistency Rate of Medium-small Companies 

Note: o: No difference, *: Different at p-value 10%, **: Different at p-value 5%, ***: Different at p-value 1% 

<Table 15> <Table 16> , , GA , 

, (

, GA ) ( , )

. 

(3) 외국사

1% 

. 
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Classification Maintaining Lapse and surrender

GA channel 75.3% 24.7%

Exclusive agents channel 67.6% 32.4%

Bancassurance channel 62.8% 37.2%

Solicitor channel 61.0% 39.0%

Total 63.5% 36.5%

Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

  Pearson Chi-square 2625.611 3 .000

  Likelihood ratio 2651.431 3 .000

  Linear-by Linear

  Association
2451.770 1 .000

  Valid case number 568016

GA channel
Exclusive
agents 
channel

Bancassurance 
channel

Solicitor 
channel

GA channel - *** *** ***

Exclusive agents 

channel
- - *** ***

Bancassurance channel - - - o

Solicitor channel - - - -

 <Table 17> Chi-Square Analysis Results of Foreign Companies

4

2 , 

1% . 

<Table 18> Difference in Persistency Rate of Foreign Companies 

Note: o: No difference, *: Different at p-value 10%, **: Different at p-value 5%, ***: Different at p-value 1% 



우리나라 생명보험 판매채널의 보험회사특성별·보험모집방법별 유지율기준 적합성분석 79

Classification
Bancassurance 

channel
GA channel

Exclusive 
agents 
channel

Solicitor 
channel

Total Sample 1 2 3 4

Big company 1 4 3 2

Medium-small 

company
1 2 3 4

Foreign company T3 1 2 T3

<Table 17> <Table 18> GA , 

, 

GA , 

. 

GA ( , )

, 

.

(4) 종합(보험회사특성별)

.

<Table 19> Suitability Ranks of Marketing Channels by Company Characteristics

<Table 19>

. , 

. , GA

, 

. , 

3 2 . 

, 

.

. , 
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( , )

, GA ( , )

. , ( , 

GA ) ( , )

. , GA (

, ) , 

.

다. 보험모집방법별 판매채널 적합성분석

, GA , 

TM . 

TM , TM , 

. 

TM . , 

TM . , TM

. 

, TM

. TM

TM . 

. , 

TM

. , TM

. 

, TM

.
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Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

  Pearson Chi-square 6388.425 3 .000

  Likelihood ratio 6598.909 3 .000

  Linear-by Linear

  Association
5126.298 1 .000

  Valid case number 1654976

Classification Maintaining Lapse and surrender

Bancassurance channel 72.2% 27.8%

GA channel 66.4% 33.6%

Exclusive agents channel 63.0% 37.0%

Solicitor channel 61.4% 38.6%

Total 62.8% 37.2%

(1) 대면

1% . 

<Table 20> Chi-Square Analysis Results of Face-to-face Method

4

2

1% .  

<Table III-20> <Table III-21>

, GA , , 

. , GA , 

. 

( , GA ) ( , )

.
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Bancassurance 
channel

GA channel
Exclusive 
agents 
channel

Solicitor 
channel

Bancassurance 

channel
- *** *** ***

GA channel - - *** ***

Exclusive agents 

channel
- - - ***

Solicitor channel - - - -

Classification Maintaining Lapse and surrender

Solicitor channel 64.0% 36.0%

Exclusive agents channel 63.6% 36.4%

Total 62.8% 37.2%

Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

  Pearson Chi-square 4.974 1 .026

  Likelihood ratio 4.970 1 .026

  Linear-by Linear

  Association
4.974 1 .026

  Valid case number 478,721

<Table 21> Difference in Persistency Rate of Face-to-face Method

Note: o: No difference, *: Different at p-value 10%, **: Different at p-value 5%, ***: Different at p-value 1% 

(2) TM

GA TM

. 

5% 

. TM

.

<Table 22> Chi-Square Analysis Results of TM Method
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Classification Value
Degree of
freedom

Asymptotic p-value 
(two-tail test)

  Pearson Chi-square 9948.583 2 .000

  Likelihood ratio 9895.709 2 .000

  Linear-by Linear Association 9940.916 1 .000

  Valid case number 120936

Classification Maintaining Lapse and surrender

Exclusive agents channel 67.7% 32.3%

GA channel 61.0% 39.0%

Solicitor channel 12.9% 87.1%

Total 64.0% 36.0%

(3) 홈쇼핑

, GA

. 3 1% 

.

<Table 23> Chi-Square Analysis Results of Home-Shopping Method

3 3

2

GA

GA 1% 

. 

<Table 23> <Table 24>

GA

. GA

. 

GA
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Exclusive agents 
channel

GA channel Solicitor channel

Exclusive agents 

channel
- o ***

GA channel - - ***

Solicitor channel - - -

       Marketing  
           channel
Solicitation 
Method

Bancassurance 
channel

GA 
channel

Exclusive 
agents 
channel

Solicitor 
channel

Face-to-face 1 2 3 4

TM - - 2 1

Home-shopping - T1 T1 2

.

<Table 24> Difference in Persistency Rate of Home-Shopping Method

Note: o: No difference, *: Different at p-value 10%, **: Different at p-value 5%, ***: Different at p-value 1% 

(4) 종합(보험모집방법별)

. 

<Table 25> Suitability Ranks of Marketing Channels by Solicitation Method

<Table 25>

. , 

. , GA

. , TM

(3 , 2 ) GA

. , TM

.

. , 
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( , GA ) ( , )

. , TM

·

. , 

GA

TM

. 

라. 종합토론

( , GA ) ( , 

) . GA

. 

· . 

, GA

. 

GA . 

. GA ( , 

)

. 

. ( , GA )
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( , ) . TM

·

. GA

. 

    

GA 20

. 

GA

. 2012

GA . 

2012 200 2015

( , , , , )

. GA .

. ( , GA )

( , ) . 

·

. 

.

·
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