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Assurant is a premier provider of specialized insurance products and related services 
in North America and selected international markets. Its four key businesses — 
Assurant Employee Benefits, Assurant Health, Assurant Solutions and Assurant Specialty
Property—have partnered with clients who are leaders in their industries and have built
leadership positions in a number of specialty insurance market segments in the U.S.
and selected international markets. The Assurant businesses provide group and voluntary
life, disability and dental products targeted to small employers; individual, short-term
and small employer group health insurance; warranties and extended service contracts,
pre-funded funeral insurance; credit insurance and debt protection administration;
creditor-placed and voluntary homeowner’s and manufactured housing insurance.

Assurant, a Fortune 500 company, is traded on the New York Stock Exchange under the
symbol AIZ. With over $20 billion in assets and $7 billion in annual revenue, Assurant
has more than 13,000 employees worldwide and is headquartered in New York’s financial
district. www.assurant.com
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2006 — another year of disciplined growth.

At Assurant, every growth opportunity 

is cultivated within the framework of 

disciplined risk management and handled

with great care. We adhere to a rigorous

process to identify unmet market needs

and apply our focused expertise to nurture

their development.
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Hand-picked opportunities 

While numerous opportunities present 

themselves, we are very selective about

which are the most ripe to pursue. Our

criteria include untapped markets,  

the potential for market leadership

and the ability to leverage Assurant’s

proven capabilities.



by expert risk managers assure sustainable growth…



…with tangible results carefully produced over time.



In local markets around the world, clients

know “a product of Assurant” is always

of the highest quality— and available in

unique varietals. It is this ongoing process

that allows us, as a diversified, specialty

insurance provider, to deliver vintage

performance year after year.     
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6 every day we strive to answer the question, “how can we

continue to grow shareholder value over the long

term?” we believe the key to continued disciplined

growth is working diligently to uncover opportunities,

staying focused to cultivate those opportunities, and

ensuring that we have the right tools to harvest them

when the time is right.

2006: Patience. Persistence. Performance.

By almost any measure, 2006 was a vintage year for Assurant. 

We continued to execute on our diversified, specialty strategy and, to the benefit
of our shareholders, achieved considerable growth in numerous target areas.
Net operating income increased 17% to $602.7 million, up from $513.3 million
the prior year. Earnings per share grew 25% to $4.68 per diluted share, up
from $3.75 per diluted share. Net earned premiums rose to $6.8 billion in 2006,
a 5% increase over $6.5 billion in 2005. Also, our operating return on equity
(ROE) reached 16.7%, retaining Assurant’s position in the top ROE quartile of
the industry.

We advanced our leadership position in several key growth markets. Most
notably, in Assurant Specialty Property, we completed the successful acquisition
of Safeco Financial Institution Solutions (Safeco FIS )—a perfect strategic
fit for us. We look for acquisitions that will help us grow and strengthen our
specialty businesses. We seek opportunities that will allow us to leverage 
our core capabilities, which will enhance our market position. Through the
acquisition of Safeco FIS, we added 4 million loans to our loan tracking 
database, bringing the total number of loans to approximately 28 million. The
acquisition further cements Assurant’s leading position in the creditor-placed
insurance market.

In 2006, Assurant continued to return capital to shareholders. We increased
our dividend per share by 25% and repurchased $422 million in shares. 
We further enhanced our financial disclosure and continued to build on our
solid financial strength. At year-end, Assurant had $450 million of excess 
capital and a low debt to capital ratio of 21%. These results reflect how we are
applying our risk management expertise to execute our very prudent capital
management philosophy.

To Our Shareholders
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2006 2005 % Change

Total Revenue $8,071 $7,498 8

Net Earned Premiums 6,844 6,521 5

Net Investment Income 737 687 7

Net Operating Income1 603 513 17

Shareholders’ Equity 2 3,745 3,480 8

1 - Assurant uses net operating income (a non-GAAP financial measure) as an important measure of the company’s
operating performance. Net operating income equals net income excluding net realized gains (losses) on investments
and other unusual and/or infrequent items. Net realized gains were $72.7 million and $7.4 million, net of income tax,
in 2006 and 2005, respectively. Other unusual and/or infrequent items in 2006 include income of $40.5 million, net
of income tax, related to a legal settlement in the Assurant Solutions segment. Other unusual and/or infrequent items
in 2005 include a $40.3 million charge for the 1995–1997 excess of loss reinsurance program and $1.0 million of
expenses directly related to our secondary public offering, both net of income tax.
2 - Excluding accumulated other comprehensive income (AOCI).

Although we are proud of our success to date, we recognize that achieving 
long-term growth is an ongoing pursuit that requires investment, patience
and persistence. We are confident that we have the right tools, people and
expertise in place to achieve our goals. Our track record shows that we can.
Our mission is to be the premier provider of specialized insurance products
and related services in selected international markets. Our specialty insurance
products address untapped markets with unmet needs, and we have a 
history of identifying, serving and growing those markets. We will continue
to expand our product offerings and our operations in areas where we can
establish a leadership position. By doing so, we will achieve our financial goal
of delivering top quartile returns to our shareholders. Driven by Assurant’s
entrepreneurial spirit, we will continue to steadfastly pursue our goals —
strategically, financially and operationally—within and across our business units.

Like a Vineyard: Skillfully Applying Expertise to Grow Many Varietals

Much like a vintner who grows different grapes to produce great wines,
Assurant cultivates a diverse portfolio of businesses to deliver results. This
approach offers many advantages. Each business is attuned to its own market
forces and is accountable for its financial performance. Trends that might
influence short-term results in one business are uncorrelated with trends in
others. This strategic diversification reduces overall volatility. It also allows us

f i n a n c i a l  h i g h l i g h t s
U.S. dollars in millions
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to do the right things for each business to ensure long-term profitability for
our shareholders.

At the same time, our businesses share a strategy of focusing on specialty
markets, supported by a unique blend of core capabilities: proven risk 
management expertise; long-standing distribution relationships with market
leaders; and the ability to integrate complex technologies and administrative
systems that pave the way for the success of our customers, intermediaries
and shareholders. These capabilities are leveraged across the Assurant
enterprise to ensure that best practices are applied efficiently and cost-
effectively as they are tailored to meet specific market needs.

A closer look at our individual businesses will demonstrate how we executed
on our strategy in 2006.

Assurant Specialty Property

Assurant Specialty Property had a very productive year, delivering 
$241.1 million in net operating income in 2006 and demonstrating year-over-
year growth of 68%. The top-line growth and solid profits were derived in
large measure from a 70% increase in net earned premiums in the creditor-
placed homeowners insurance and voluntary insurance products, combined
with a benign hurricane season with catastrophe losses markedly lower than
in 2005. For the year, Assurant Specialty Property enjoyed a healthy combined
ratio of 76.5%. The acquisition of Safeco FIS combined with strong organic
growth to bolster our leading position in the marketplace. We maintained our
broad geographic spread of risk; we were able to retain customers and the
professionals that serve them; we continued to leverage our competitive
advantages in scale, efficiency and systems integration to meet the needs of
our clients.

o p e r a t i n g  e a r n i n g s  p e r  s h a r e

Our focus on top-line
growth and leveraging
operational efficiencies
yielded significant gains
for Assurant in 2006.



9Looking to the future, we are pursuing opportunities in the United States
where economic trends continue to propel our business prospects. We are also
looking to apply our successful model in adjacent, emerging markets such as
creditor-placed auto insurance and renters insurance.

Assurant Solutions

Assurant Solutions enjoyed another year of overall strong results in 2006, 
contributing $158.4 million in net operating income—an increase of 19% year
over year. Extended service contracts continued to lift top-line growth worldwide,
producing 12% growth in gross written premiums in the domestic market and
38% growth in international markets. In the same way, gross written premiums
for international credit increased 5% during 2006. We also announced an
extension of our exclusive partnership with Service Corporation International
(SCI) to further improve our preneed sales. Progress was made toward our
long-term ROE goals of 14 –16% for Assurant Solutions. ROE was 10.1% in
2006, up from 8.4% the prior year.

Targeted international expansion is a key growth driver for Assurant Solutions.
For example, over the last two years we have initiated operations in Germany,
Italy and Spain. These markets were carefully selected because they offer a
fertile long-term growth opportunity for Assurant. Market trends indicate
that personal spending, the use of credit cards, and revolving credit loans are
on the rise, which will allow us to continue to develop and expand within the
international credit and extended service contract markets. By leveraging our
core domestic platform, we are able to enter these markets in a cost-effective
manner with proven product solutions that can meet the needs of the 
customers within these markets. These countries join our growing list of
established and emerging enterprises in Argentina, Brazil, Canada, Denmark,
Ireland, Mexico, Puerto Rico and the United Kingdom.

b o o k  va l u e  p e r  s h a r e 1

Our commitment to
increasing shareholder
value over the long 
term is unwavering 
and results driven.

1 - Excluding accumulated other comprehensive income (AOCI), 2003 Pro Forma.



10 Assurant Health

Assurant Health delivered strong ROE performance of 37.5% in 2006, up from
37.1% in 2005. We are focused on the individual medical market. Individual
medical membership increased during the second half of 2006, propelled by a
16% year over year increase in new business sales. Overall, individual medical
net earned premium was up 4%. Assurant Health harvested $167.9 million in
profits in 2006, down slightly from 2005. A modest regression in net earned
premiums was attributable to declines in small group premiums offset by the
focus on growing our individual medical business. Assurant Health maintained
a favorable combined ratio of 91.4%.

Advantage Agent™ is an example of how our disciplined risk management
expertise and customer-focused culture is identifying unmet needs and 
delivering innovative, practical solutions, which resulted in individual medical
sales increases in 2006. This proprietary process enables Assurant to turn
around underwriting decisions for our agents in a matter of days—compared
to the industry standard process, which can take several weeks. By listening
to our agents and brokers, developing new solutions and responding to their
needs faster, Assurant Health is well positioned to build on the traction we are
gaining in the individual medical marketplace. 

Assurant Employee Benefits

Assurant Employee Benefits improved ROE performance in 2006, earning 13.6%.
These results were up from 11.2% ROE in 2005 and moved the business 
closer to our target ROE of 14 –16%. The business continued its focus on the
small employer market (<500 lives), realigning resources and reshaping our
offering to meet those unmet customer needs. Net earned premiums
decreased slightly to $1.2 billion from $1.3 billion, primarily as a result of
lower sales and lower persistency of larger, less profitable business. Net 
operating income was up 22% to $83.6 million from $68.4 million in 2005.
These results were driven primarily by a very favorable loss experience, 
most notably in group disability. Assurant Employee Benefits also posted
quarter-over-quarter sales increases in the targeted small employer market.
Another promising development is the dental network access agreement
signed with Aetna in late 2006. Consistent with our overall strategy of partnering
with market leaders, working with Aetna greatly expands the dentists 
available in our network and improves our geographic reach.



1 - Net operating income excluding gains/(losses) and non-recurring items.
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Looking Forward: A Taste of What’s Ahead

I firmly believe we are taking the proper steps to assure long-term, profitable
growth. We have a strong financial track record. We have demonstrated 
considerable growth in earnings per share, book value per share, ROE and
profits year over year. We have several profitable opportunities to pursue
moving forward. We enjoy leadership positions in specialty insurance and are
well positioned to leverage our core capabilities in the markets we choose to
enter. As stewards of the company, we have demonstrated effective capital
and resource management in continuing to build value for our shareholders.
We have established processes to develop our next generation of leaders and
to engage employees across the organization, as they are at the core of the
value we create.

Patience. Persistence. Performance. Like nurturing a fine wine, we are 
committed to applying our expertise to develop products that will increase
value and deliver exceptional results you can savor over the long term.

Sincerely,

Robert B. Pollock
President and Chief Executive Officer

n e t  o p e r a t i n g  i n c o m e 1

U.S. dollars in millions

Our bottom line 
reflects Assurant’s 
ongoing efforts to
increase profitability 
and improve ROEs 
through our continued
disciplined growth.



Miami, Florida | The Assurant Management Committee, from left: S. Craig Lemasters, President
and Chief Executive Officer, Assurant Solutions; John B. Owen, President and Chief Executive
Officer, Assurant Specialty Property; Donald Hamm, President and Chief Executive Officer,
Assurant Health; Lesley Silvester, Executive Vice President, Assurant; Philip Bruce Camacho,
Executive Vice President and Chief Financial Officer, Assurant; Robert B. Pollock, President and
Chief Executive Officer, Assurant; Jerome A. Atkinson, Executive Vice President and Chief
Compliance Officer, Assurant; Michael J. Peninger, President and Chief Executive Officer, Assurant
Employee Benefits.



1 - Excludes Corporate and Other segment, net realized gains (losses)
on investments and other unusual and/or infrequent items.
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Assurant at a Glance

n e t  o p e r a t i n g  i n c o m e
U.S. dollars in millions |  Year ended December 31, 2006

Assurant Specialty Property $ 241.1

Assurant Health 167.9

Assurant Solutions 158.4

Assurant Employee Benefits 83.6

Total 2006 Net Operating Income $ 651.01

By Business

Operations More than Five Years Old

Operations Less than Five Years Old

Countries of Operation:

Argentina, Brazil, Canada,
Denmark, Germany, Ireland,
Italy, Mexico, Spain, United
Kingdom, United States 
and Puerto Rico

By Country



14 Expansion into targeted international 
markets is an important growth driver and
strategic priority for Assurant Solutions.
Having opened operations in three new
countries—Germany, Italy and Spain—
over the past 24 months, Assurant continues
to demonstrate that our model is scalable
and adaptable to local markets.

The Proof Is in the Process

At the center of Assurant’s international growth
strategy is a fundamental approach to success.
This involves identifying the company’s best-
performing products and thoroughly evaluating
which countries would provide the most fertile
ground for future, long-term profitable growth, then
carefully transplanting those products, applying
the best practices from across the organization.
Finally, Assurant adapts the offering to ensure that
the business can thrive in local market conditions.
Although the company continues to be proactive
in cultivating multiple new opportunities and is
accelerating its speed to market with every new
country we enter, experience also demonstrates
that constructing a business that’s built to last
doesn’t happen overnight — generating results
happens over time.

Assurant is applying this patient, meticulous
and market-driven approach to several attractive
opportunities in Europe. Across the continent,
market forces are moving consumers toward more
revolving credit, as well as protection and service

for products that they are purchasing with this
credit. These trends create an opportunity for
Assurant to offer credit insurance and extended
service contract products to meet growing customer
needs. In Germany, Italy and Spain , we are
leveraging our broad expertise to adapt products 
to fit the unique dynamics of the local markets.
Although the cultures of the individual countries
vary, Assurant’s enduring values of knowledge
sharing and responsive service remain constant.

What Grows Next? Determining Destinations

Assurant is investing dollars today to generate 
better growth margins over the long run. While we
remain committed to the United States market,
which continues to deliver strong growth, we are
pursuing opportunities in other markets that offer
accelerated growth potential. Assurant uses a 
complex and proprietary series of data-driven 
formulas to help evaluate, quantify and prioritize
the attractiveness of potential new market 
opportunities. Once these metrics are determined,
we have the flexibility to deploy and/or redirect
resources to support the best market prospects.
The evaluation process is continuous and always
moving forward. The length of time between
initial start-up of operations and profitability 
will typically span several years, varying from
country to country based on market conditions. By
employing talented personnel, as well as through
our proven selection process and disciplined risk
management, we are confident that we will create
satisfied clients and deliver strong results wherever
the company chooses to enter.

New Country Growth Comes in Bunches



International Expansion

assurant
solutions

Milan, Italy | from left: Eugenio Magdalena, Country Manager,
Assurant Solutions Spain; Ludolph Van Hasselt, Country Manager,
Assurant Solutions Germany; Orla Ralph, Country Manager,
Assurant Solutions Italy; Steve Phillips, Senior Vice President 
and Regional Director, Canada/Europe, Assurant Solutions.
“To succeed in markets where we’re starting from scratch, 
we need experienced international leaders who thoroughly
understand the local culture and business environment—and
who can create value for our clients within it,” said Steve.



São Paulo, Brazil | from left: Iván C. López Morales, Senior Vice
President and Regional Director, Latin America/Caribbean,
Assurant Solutions; Marcello Gonçalves, President, Assurant
Solutions, Brazil. “While we are pleased to see our measurable
progress, we feel as though we haven’t even scratched the 
surface of what we could do,” commented Marcello.“The market
potential in Brazil is still significant, and we’re committed to
pursuing those opportunities with passion and discipline.”

Extended Service Contracts

assurant
solutions



17The continued rise of credit insurance
products and extended service contracts
in 2006 further advanced the Assurant
Solutions enterprise in Brazil. The
company has enjoyed 10 consecutive
quarters of  growth in clients and
contracts, demonstrating that prudent
investments in the right people, products
and technologies are the best foundation
for sustained long-term growth.

Growing Stronger Every Day, Year after Year

The momentum Assurant Solutions is generating
in Brazil is the result of careful and ongoing
cultivation. In 2002, we believed Brazil offered an
attractive, underserved retail consumer market
that was ripe to be harvested. After a thorough
due diligence process, including a comprehensive
evaluation of market dynamics and risk factors,
Assurant entered the market. Consistent with our
targeted international expansion approach, we
sought to apply successful strategies and transplant
proven products from the United States and other
established markets to help meet customer needs
in emerging countries. We also committed to
making the necessary investments to build a 
high-quality, high-value enterprise and optimize
the opportunity for sustained growth over the long
term. Today in Brazil, we are seeing tangible and
measurable signs of growth built on that strong

foundation. Our operations in Brazil have delivered
top-line premium growth year over year since
inception. Looking to the future, macroeconomic
trends continue to be favorable in Brazil for both
credit insurance and extended service contracts.
The economy has been stable for over a decade,
and personal income across all market segments 
is on the rise, creating increased demand for
Assurant’s products as consumers spend more.

Keys to Success: Exceptional People, Service

Assurant is making inroads in the extended service
contract and credit insurance markets largely
because our combination of specialty product
expertise and hands-on, personal service is difficult
for competitors to replicate. For example, Assurant
Solutions is building loyal partner relationships
and capturing market share with retailers
throughout Brazil by demonstrating the willingness
to invest more time and resources — including
conducting on-site and in-person training—to
ensure customers’ sales forces are successful. This
uniquely personalized service, offered along with
our focus on two key products and services, sets us
apart from our competitors and provides great
opportunity for continued growth. An intangible
asset that is making a difference is the talent, 
experience and local-market knowledge of
Assurant’s employees. We take the time to find the
best people who are native to each market and
have the knowledge and leadership skill set that
will continue to grow with the company over time.

Business Taking Root, Bearing Fruit in Brazil



18 Assurant Specialty Property enjoyed
double-digit growth in sales, premium
and profit in 2006. In addition, our
acquisition of Safeco’s creditor-placed
insurance business—a perfect strategic
fit—further extended Assurant’s leading
market share position. With increasing
advantages in scale, Assurant is well
positioned for continued success.

Building from Strength, Investing for Growth

Prior to the acquisition of Safeco Financial Institution
Solutions (Safeco FIS), Assurant Specialty Property
had carved out an attractive leadership position 
in the creditor-placed homeowners market. The
business was enjoying strong year-over-year growth,
maintaining a favorable geographic spread of risk
and operating three processing centers across the
United States. Proprietary technology actively
tracked over 24 million loans and 135,000 pieces of
mail every day, helping to ensure proper insurance
of loan collateral for our financial institution 
partners. Clients and prospects alike considered
Assurant an established and highly valuable industry
leader. To further advance Assurant Specialty 
Property’s position, purchasing Safeco FIS made 
perfect sense—and precisely fit our acquisition 
criteria. Their business was an ideal fit that could
improve our leadership position, advance economies
of scale, generate new revenue opportunities and
deliver top quartile ROE. Strategically, Safeco’s
book of business complements Assurant Specialty
Property’s existing risk portfolio and adds 4 million
more loans into the tracking system.

Financially, the move has already delivered 
results and exceeded expectations, contributing to
Assurant Specialty Property’s strong growth in both
net operating income and net earned premiums.
Moreover, because both parties welcomed the
acquisition with open arms, the focus on servicing
customers has been paramount. By adding two
additional service centers and retaining a large
number of key Safeco personnel, we have been able
to preserve Safeco FIS’s attractive client relationships
and keep familiar points of contact in place while
adding to the company’s overall management depth.

Benefits for Financial Institutions, 
Opportunities in Adjacencies

Assurant Specialty Property’s technology and 
support processes provide a clear competitive
advantage for financial institution partners. Well
beyond loan tracking, our advanced capabilities
draw real-time data feeds from major insurance
providers, and our extensive business rule 
processing functionality greatly improves data and
processing quality and efficiency. Moreover,
Assurant is the only company whose systems
model financial exposure for clients in advance
of a hurricane or catastrophic event. These
unique capabilities—and the Assurant model—
are sustainable and applicable to other, adjacent
creditor-placed products and uses. Two such
opportunities reside in creditor-placed auto 
insurance and the emerging renters insurance 
market. We will continue to grow the core 
business, tap new markets and provide customers
with the customized and responsive service that 
is Assurant’s hallmark.

Organic Growth and Acquisition Widen Market Lead



Orange, California | from left: Gene Mergelmeyer, Executive
Vice President, Assurant Specialty Property, and President of
Lending Solutions Business Unit; Mike Campbell, Senior Vice
President of Operations and Finance, Assurant Specialty
Property—Lending Solutions. “We’re thrilled to join the Assurant
team,” said Mike. “The advantages of proprietary technology
systems and our own field service adjusters enable us to serve
our clients better and faster than ever.”

Creditor-Placed Insurance

assurant
specialty property



Chicago, Illinois | from left: Bill Forrest, Agent, Health
Insurance Brokerage; Tim Burke, Regional Sales Director,
Assurant Health; Laura Hohing, Senior Vice President of Sales,
Assurant Health. “The quicker I can respond to my customers,
the better it is for them and the better it is for me,” said Bill.

Advantage Agent™

assurant
health



21With a strong focus on individual
medical, Assurant Health enjoyed a
16% increase in individual medical sales
in 2006. Those results were generated
in large part by innovations such as
Advantage Agent™ and other new tools
and technologies designed to make selling
and acquiring health insurance easier
and faster for agents and their customers.

New Perspectives, Innovative Solutions

When the leadership of Assurant Health considered
how to sustain long-term profitable growth and
advance our position as a preferred insurer in the
highly competitive health insurance industry, we
turned a critical eye to the fundamentals of the
market. Specifically, we focused on individual
medical markets and the unmet needs of our 
distribution partners and the end consumer. Two
key concepts emerged around product offering
and service delivery that, taken together, amounted
to a significant competitive advantage for Assurant.
We quickly developed compelling solutions that
were made available through our broad national
distribution network.

In service delivery, a critical pain point for agents
and customers was the time required to get a
response on new applications — a process that
takes several weeks on average in the industry.
The time spent waiting was frustrating for agents
and customers alike. The impact on agents was

real and direct — they lost opportunities to gain
new customers and grow their business. Based
upon insights gleaned from market research,
Assurant Health pioneered a dynamic new
approach to the individual medical marketplace.
From product design to application submission to
underwriting and issuing policies, we focused our
technology, people and processes to accomplish a
goal: make selling and acquiring health insurance
easier and faster for agents and their customers.

Advantage Agent 

The result was Advantage Agent — an array of new
tools, products and service capabilities designed to
help agents grow their business and to provide an
expanded range of health insurance plan options
for consumers. Agents can submit applications and
proposals online, generate instant quotes, even
check underwriting status anytime day or night.
Assurant’s streamlining of the application questions
by 80% shortens the individual medical sales cycle
and enables agents to serve their customers with
greater speed and efficiency. The process that once
took up to a few weeks can now be completed in
as little as a few hours. In fact, more than 60% of
Assurant Health’s complete policy applications
that are submitted electronically are issued in 
less than two days. With innovations such as
Advantage Agent, Assurant Health has accelerated
the sales process for agents and their customers
without sacrificing the disciplined risk management
focus that has long been the cornerstone of our
approach to long-term profitable growth.

Healthy Yields from Individual Medical

21



22 In 2006, Assurant Employee Benefits
sharpened its focus to concentrate on
companies with fewer than 500 employees.
By leveraging our strong distribution
relationships, a growing national dental
network and a highly motivated sales
force, Assurant Employee Benefits is
aligning its capabilities to meet the unmet
needs of small businesses.

Retooling to Capture an Untapped Market

Businesses across the United States with fewer
than 500 employees have unique needs when it
comes to employee benefits. The policies typically
offered by large, mainstream insurance carriers are
not specifically developed with the smaller 
business in mind. As a result, benefit plans often
are too costly for smaller employers to afford 
and too cumbersome to administer. Assurant
Employee Benefits sees this gap in the marketplace
as an opportunity to focus on better serving the
small business customer and to provide a range of
coverage options that are flexible, affordable and
developed expressly for this unique market 
segment. We are investing to make sure all aspects
of the business — sales, marketing, operations,
service—are aligned to capitalize on the opportunity.
Assurant Employee Benefits completely retooled
its field sales force to focus on small cases by 
working with select brokers who specialize in
small business, deployed new technology and
built a streamlined infrastructure to support the
business objectives.

Assurant’s disciplined risk management expertise
excels in uncovering unmet needs and building
core competencies in specialty products. In the
benefits market, Assurant Employee Benefits has
developed a unique range of non-medical products
and services that bring valued plans into reach for
small businesses. In dental, we introduced several
benefits with our Lifetime of SmilesSM offering,
inspired by the growing connection between
improved oral health and overall physical health.
We also announced a provider network expansion
that will help broaden the appeal and availability
of our dental coverage, with a wider geographic
scope and a larger pool of professionals from
which to choose. In disability, we redefined the
parameters of disability benefits and revamped
our offering to make the benefit available and
attractive to more customers, including first-time
buyers and those in high-risk industries. These
products not only differentiate Assurant Employee
Benefits’ total offering, they show great potential
for long-term growth. 

Making Benefits an Easy Choice

Assurant Employee Benefits is committed to its
customers and to differentiating itself through 
a service strategy focused on the specific needs 
of small businesses. As an example, Online
Advantage, the company’s exclusive online tool,
enables employers to manage their policies at 
their convenience with the click of a mouse. By
leveraging our people, processes and technology,
Assurant Employee Benefits removes administrative
barriers, making offering benefits an affordable
and easy choice.

Turning Up New Opportunities



Fort Worth, Texas | from left: Brent Matthews, Partner,
Johnston and Matthews; Jim Gimarelli, D.M.D., Vice President 
of Dental, Assurant Employee Benefits. “Working with Assurant
Employee Benefits is exciting and rewarding. They are truly 
dedicated to providing high-quality products and services, and
their people go out of their way to make sure I have everything I
need to provide effective coverage and responsive service for
my customers,” said Brent.

Small Employer Focus

assurant
employee benefits



Assurant Board of Directors

John Michael Palms, Ph.D., D.Sc. | 1990
Chairman of the Board, Assurant; Distinguished 
University Professor and Distinguished President Emeritus,
University of South Carolina

Michel Baise | 2003
Chief Financial Officer, Millenniumbcp Fortis Grupo
Segurador

Dr. Robert J. Blendon, Sc.D. | 1993
Professor of Health Policy, Harvard University’s 
School of Public Health; Professor of Political Analysis, 
Harvard University’s Kennedy School of Government

Beth L. Bronner | 1994
Retired— former Senior Vice President and 
Chief Marketing Officer, Jim Beam Brands

Howard L. Carver | 2002
Retired— former Office Managing Partner, Ernst & Young

Juan N. Cento | 2006
President, FedEx Express—Latin American & 
Caribbean Division

Allen R. Freedman | 1979
Owner and Principal, arfreedman&co; Former Chairman
and Chief Executive Officer, Assurant

David B. Kelso | 2007
Financial Advisor, Kelso Advisory Services

Charles John Koch | 2005
Vice Chairman of the Board, Citizens Financial Group

H. Carroll Mackin | 1996
Principal Owner, Great Northern Manufacturing, LLC;
Former Executive Vice President and Treasurer, Assurant

Michele Coleman Mayes | 2004
Senior Vice President and General Counsel, Pitney Bowes Inc.

Robert B. Pollock | 2006
President and Chief Executive Officer, Assurant
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Mellon Investor Services LLC
is the stock transfer agent.
All questions on issuance of
stock certificates, changes of
ownership, lost stock certifi-
cates, changes of address
and other similar matters
should be addressed to:

Mellon Investor Services LLC
P.O. Box 3315
South Hackensack, NJ 07606
www.melloninvestor.com

Domestic Shareholders:
800.522.6645
TDD for Hearing Impaired:
800.231.5469
Foreign Shareholders:
201.680.6578
TDD Foreign Shareholders:
201.680.6610

For additional copies of the
Assurant Annual Report 
or Assurant press releases,
please visit our website:
http://ir.assurant.com.

In addition, you may also
request Assurant financial
materials by dialing
866.888.4219.

Investor Information

Melissa Kivett
Senior Vice President
Investor Relations
Assurant
One Chase Manhattan Plaza
New York, NY 10005
212.859.7029
melissa.kivett@assurant.com

John Egan
Vice President
Investor Relations
Assurant
One Chase Manhattan Plaza
New York, NY 10005
212.859.7197
john.egan@assurant.com

You may also visit our
Investor Relations website:
http://ir.assurant.com

Form 10-K and Other
Reports

Assurant has included as
Exhibit 31 to its Annual
Report on Form 10-K for 
fiscal year 2006 filed with
the Securities and Exchange
Commission Certificates of
Assurant’s Chief Executive
Officer and Chief Financial
Officer certifying the quality
of the company’s public
disclosures. Assurant’s
Chief Executive Officer has
also submitted to the New
York Stock Exchange (NYSE)
a certificate certifying that
he is not aware of any viola-
tions by Assurant of the
NYSE corporate governance 
listing standards.

Copies of Assurant’s 
Form 10-K report are also
available, without charge,
from our website,
http://ir.assurant.com, 
or by dialing 866.888.4219.
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One Chase Manhattan Plaza
New York, NY 10005
212.859.7000

www.assurant.com




