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Research question: Which factors affect private disability insurance (DI)
purchasing behavior in Germany?

Private DI take-up rate in Germany*

™ Pension reform 2001
. » Pension reform in 2001 cut generosity
£ and shifted toward a system that relies
:f:“- | more strongly on private provision.
Se- » Despite these institutional incentives,
£ | the private DI take-up rate plateaued
| at around 25%.

1995 1997 1999 2001 2003 2005 2007 2009 2011 2013 2015
year

* Seibold et al. 2025; Notes: Private DI take-up rate Q, = C/N,, where C, is the total number of private DI contracts
(source: rating agency data) and N, is the size of the relevant population (= total number of individuals contributing
to social insurance from social insurance statistics).
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A mixed methods approach with an exploratory sequential design was used
to understand DI purchasing behavior from a psychological perspective.

, 1Theory of planned Extending TPB based

behavior (TPB)“* on the findings of
as theoretical framework a qualitative study

Testing extended
TPB-model quantitively
using PLS-SEM

TPB as wide spread Conducting five expert interviews Testing the
psychological explanation among financial advisor extended TPB-model
for behavioral intention _ using a dataset
and actual behavior. » Confirm TPB as proper framework from an own
» Discover additional factors with online survey (n=323).

practical relevance for DI take up
5
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» 1heory of planned behavior (TPB)*“ as framework to understand
DI purchasing behavior from a psychological perspective.

Attitude toward
disability insurance (ATDI):

How does my attitude toward a DI affects
my intention to take up a private DI? Purchasing intention (PI):

How is my intention

ATDI to take up a private DI?

Subjective norm (SN):
How do person close to me affect

my intention to take up a private DI? \

Perceived behavioral
control (PBC):

How do | rate my skills PBC
to take up a private DI?

O 9

+ Purchasing behavior (PB):
Do | have a private DI?
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In addition, the qualitative study identifies three practically relevant factors
for DI purchasing behavior.

Perceived product
benefits (PPB)

Which product-related benefits
do | expect taking up a private DI?

Perceived product
risks (PPR)

Which product-related risks do
| expect taking up a private DI?

Disability Insurance
Knowledge (DIK):

Do | know the eligibility criteria and +
benefit levels of public DI schemes?

Do | understand how
a private DI scheme works?

7 O Construct from TPB . Construct from qualitative study —p Direct effect = —p Moderating effect DVIVW Annual Meeting | 19.03.2026
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Testing the extended TPB-model using a dataset from an own online survey
with 323 participants from Germany (January-March 2025).
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Among the TPB core factors, attitudes toward private DI (ATDI) most strongly
explain the intention to purchase (PI). Pl in turn has a positive effect on DI
purchasing behavior (PB).

—’ * (green): path is significant (no sign changes for determining the 95% bias-corrected confidence intervals, p-values < 0.001)
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Notes: PI: purchase intention, PB: purchase behavior, ATDI: attitude toward disability insurance, PBC: perceived behavioral control, SN: subjective norm
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Perceived product benefits of private DI positively influences attitudes toward DI
(ATDI), while perceived product risks (PPR) have a negative effect on ATDI.

—> * (green): path is significant (no sign changes for determining the 95% bias-corrected confidence intervals, p-values < 0.001)
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Notes: PI: purchase intention, PB: purchase behavior, ATDI: attitude toward disability insurance, PBC: perceived behavioral control, SN: subjective norm, PU: Perceived product benefits, PPR: Perceived product risks
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DI knowledge (DIK) directly affects perceived product benefits (PPB) and
perceived product risks (PPR) as well as perceived behavioral control (PBC).

0.015, n.s.

-0.022, n.s.

—> * (green): path is significant (no sign changes for determining the 95% bias-corrected confidence intervals, p-values <0.001)
12 n.s. (grey): path is not significant (sign changes for determining the 95% bias-corrected confidence intervals, p-values > 0.05) DVfVW Annual Meeting | 19.03.2026

Notes: PI: purchase intention, PB: purchase behavior, ATDI: attitude toward disability insurance, PBC: perceived behavioral control, SN: subjective norm, PU: Perceived product benefits, PPR: Perceived product risks, DIK: disability insurance knowledge
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Importance-performance map analysis points out that DI knowledge (DIK) and
attitude toward private DI (ATDI) are prioritized factors affecting DI purchasing
intention (PI).

Target construct: Purchasing Intention (PI)

80 .
V. II. Importance (total effect)
75 ATDI @ :
« ATDI has the highest total
70 PPB _effect_(0.482) on purchase
o intention, followed by DIK
s T oac® p— ——" — " (0.369).
5 60 PPR i DK@
£ SN
g > Performance (average value)
50 « Weak performance of DIK
45 (60.2) indicates potential for
. | improvement in influencing PI.
40 -
0.00 0.10 0.20 0.30 0.40 0.50 0.60
Importance (total effect)
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Notes: ATDI: attitude toward disability insurance, PBC: perceived behavioral control, SN: subjective norm, PU: Perceived product benefits, PPR: Perceived product risks, DIK: disability insurance knowledge
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Findings emphasize the relevance of insurance related knowledge
for insurance purchasing behavior.

Findings contribute - TPB as proper model to explain private DI purchasing behavior
to the behavioral from a psychological view

~ explanation of  Model extensions contribute to better understanding of how
Insurance demand knowledge influences purchase behavior directly and indirectly
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Findings indicate the
relevance of educating
people about social
Insurance systems and * Relevance of easily accessible information about state benefits

the importance of and their eligibility criteria
private financial
provision.

Identifying gaps in coverage and raise awareness of the need for
additional private provisions to reduce existentially threatening risks

« Understandable and comparable private insurance products
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Limitations and future research

Limitations

Scope of the
gualitative study

Extending TPB based on the
experience of sales agents

Scope of the
guantitative study

German sample with
a German related
DI knowledge measurement
Instrument

16
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Future research approaches

Considering a broader qualitative sample to explore
additional perspectives on insurance demand (e.qg.
consumer protection).

Considering theoretical findings beyond the TPB when
conducting the qualitative study.

Repeating this study with samples from other nations to
explore further aspects of insurance demand (e.g. cultural
factors).

Developing a more general insurance knowledge
measurement instrument.
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Overview conducted interviews for qualitative study
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No. Code Type of financial Age Advisory Gender Date Duration
advisor experience
(years)
1 Alpha Broker 40 15 male 10.14.2024 31 min.
2 Beta Bank agent 43 22 male 10.18.2024 33 min.
3 Gamma Tied insurance agent 39 11 male 10.23.2024 35 min.
4 Delta Broker 25 3 male 10.24.2024 25 min.
5 Zeta Tied insurance agent 36 12 male 11.05.2024 39 min.

20
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Results of qualitative data analysis
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Coding approach, variables and aggregated statement Alpha

Beta

Gamma

Delta

Zeta

Deductive coding approach to confirm TPB

Attitude toward DI strong reflected

Opinion on DI .

Importance of DI .
Subjective norm reflected

Opinion on family .

Opinion of close friends
Opinion of colleagues

Perceived behavioral control strong reflected
Access to product information .
Information of supportive advisory services J
Information about purchasing option

strong reflected
[ ]

reflected

strong reflected
[ ]

strong reflected
[ ]
[ ]

strong reflected
[ ]
[ ]
[ ]

reflected

strong reflected
[ ]
[ ]

strong reflected
[ ]

reflected

strong reflected
[ ]

reflected

not reflected

Inductive coding approach to extend TPB

Perceived product benefits strong reflected

strong reflected

strong reflected

strong reflected

strong reflected

Protection of living standard o o o o .

Protection of family o o o o o
Perceived product risks reflected strong reflected reflected strong reflected reflected

Financial risk of the insurance premium . .

Risk of uncertain payment in the event of a disability . . . . .
Disability insurance knowledge strong reflected reflected reflected strong reflected reflected

Knowledge about public DI . . .

Knowledge about private DI products ° ° . .

Note: o: statement relating to variable was found. Reflected: one statement relating to a variable was found; strong reflected: two or more statements relating to a variable were found;

not reflected: no statement relating to a variable was found.
21
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Measurement instrument (qualitative study)

Variable Code _Item Source

Attitude toward DI (ATDI) ATDI1 | thinkit's a good idea to take out private DI. Masud et al. (2021)
ATDI2 | think private DI makes sense.
ATDI3 | think private DI is important for everyone.

Purchase intension (PI) PI1 I will be taking out private DI in the near future or have already done so. Brahmana et al. (2018),
P12 I will encourage my relatives and friends to take out private DI. Masud et al. (2021)
P13 It is unlikely that | will take out private DI in the foreseeable future. (rc)
Perceived behavioral PBC1 | know people who can help me take out suitable private DI (e.g. insurance brokers). Masud et al. (2021)
control (PBC) PBC2 Idon’'t have any helpful sources for taking out private DI. (rc)
PBC3 | have sufficient knowledge to take out suitable private DI.
Subjective norm (SN) SN1 My parents and family think that private DI is important for me. Fishbein and Ajzen
SN2 People close to me (e.g. friends, colleagues) are of the opinion that private DI is important. (2010)
Perceived product benefits PPB1 Private DI gives me a feeling of financial security. Weedige et al. (2019)
(PPB) PPB2  Taking out private DI means that | am making financial provision for myself and my family.

PPB3  Private DI secures my standard of living if | can no longer practice my profession
PPB4 Private DI reduces the risk of financial losses due to the unpredictability of the future.
Perceived product risks (PPR) PPR1  I'm afraid that taking out private DI is not a good investment. Weedige et al. (2019)
PPR2 Inrelation to my monthly income, private DI is a considerable financial burden.
PPR3 | am unsure whether | will get the protection | want by taking out private DI.
PPR4 I'm afraid that insurers won’t pay fairly and quickly if | become disable.

Disability insurance DIK1 Private occupational DI pays out in the event of occupational disability, regardless of how long the policy has been in place. (agree) own, Weedige et al.
knowledge (DIK) DIK2 The public DI pays out if | can no longer work in my trained profession, but can work in other professions. (disagree) (2019)

DIK3 I am only eligible for public DI if | have been covered by state pension insurance for at least five years. (agree)

DIK4 I am eligible for a public DI if health reasons limit me to working a maximum of three hours a day. (agree)

DIK5 Employees, the self-employed, housewives, househusbands, schoolchildren, and students can take out private DI. (agree)

DIK6 “Incapacity to work” and “occupational disability” mean the same thing. (disagree)

DIK7 Benefits from private DI offset public DI benefits; that is, state benefits are reduced by private benefits. (disagree)

DIK8 Currently, the average benefit of public DI is around 1,000 EUR per month. (agree)
Purchasing behavior (PB) Do you have private DI at the moment? (yes, no) own
Note: All ltems are translated from German, rc: reverse coded.




Results measurement model
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Reflective measures Loadings Composite reliability Cronbach’s Average
(p-value) alpha variance extracted
Attitude toward DI ATDI1 0.947 (0.000) 0.913 0.911 0.849
(ATDI) ATDI2 0.931 (0.000)
ATDI3 0.886 (0.000)
Purchase intension (PI) PI1 0.928 (0.000) 0.831 0.795 0.710
PI2 0.829 (0.000)
PI3 0.763 (0.000)
Perceived behavioral PBC1 0.853 (0.000) 0.812 0.748 0.658
control (PBC) PBC2 0.680 (0.000)
PBC3 0.885 (0.000)
Subjective norm (SN) SN1 0.920 (0.000) 0.771 0.721 0.778
SN2 0.843 (0.000)
Formative measures Loadings Outer Weighs VIF
(p-value) (p-Value) (outer model)
Perceived product PPB1 0.858 (0.000) 0.451 (0.000) 1.632
benefits (PPB) PPB2 0.715 (0.000) 0.274 (0.000) 1.497
PPB3 0.759 (0.000) 0.346 (0.000) 1.429
PPB4 0.703 (0.000) 0.219 (0.000) 1.521
Perceived product risks PPR1 0.961 (0.000) 0.788 (0.000) 1.567
(PPR) PPR2 0.507 (0.000) 0.138 (0.000) 1.208
PPR3 0.724 (0.000) 0.309 (0.000) 1.916
PPR4 0.510 (0.000) -0.101 (0.192) 1.730
23 DVIVW Annual Meeting | 19.03.2026
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Path model: direct effects

Hypotheses and Bias corrected 95%

relationships Path coefficient B confidence interval t-value p-value f2 Supported
Based on TPB

H1 ATDI -> PI 0.482 [0.389; 0.568] 10.458 0.000 0.419 Yes
H2 SN -> PI 0.246 [0.164; 0.329] 5.819 0.000 0.116 Yes
H3 PBC -> PI 0.187 [0.084; 0.280] 3.736 0.000 0.062 Yes
H4 Pl -> PB 0.337 [0.342; 0.395] 27.153 0.000 1.226 Yes
Based on qualitative study (direct)

H5 PPB -> ATDI 0.434 [0.352; 0.504] 11.166 0.000 0.382 Yes
H6 PPR -> ATDI -0.481 [-0.571; -0.385] 10.150 0.000 0.441 Yes
H7 DIK -> PPB 0.297 [0.175; 0.400] 5.203 0.000 0.097 Yes
H8 DIK -> PPR -0.381 [-0.476; -0.266] 7.191 0.000 0.170 Yes
H9 DIK -> ATDI 0.015 [-0.061; 0.100] 0.372 0.710 0.001 No
H10 DIK->PBC 0.532 [0.445; 0.602] 13.477 0.000 0.396 Yes

Based on qualitative study (moderating)
H11 DIK x SN -> Pl -0.022 [-0.096; 0.051] 0.584 0.560 0.001 No
Note: ATDI: attitude toward disability insurance, PI: purchase intention, PBC: perceived behavioral control, SN: subjective norm, PB: purchase behavior, PPB:

Perceived product benefits, PPR: Perceived product risks, DIK: disability insurance knowledge
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Discriminant validity
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ATDI DIK PB PBC Pl SN
ATDI 0,922 0,343 0,507 0,393 0,820 0,609
DIK 0,328 1,000 0,411 0,580 0,470 0,226
PB 0,486 0,411 1,000 0,575 0,819 0,481
PBC 0,351 0,532 0,523 0,811 0,587 0,349
Pl 0,709 0,421 0,742 0,490 0,843 0,723
SN 0,501 0,196 0,423 0,294 0,568 0,882

Note: Square root of average variance extracted (AVE) shown on diagonal. Below square root of AVE: Values for Fornell-Larcker criterion (FLC). Above

square root of AVE: Values for heterotrait-monotrait ratio (HTMT), HTMT achieved at HTMT g5. ATDI: attitude toward disability insurance, DIK: disability

insurance knowledge, PB: purchase behavior, PBC: perceived behavioral control, PI: purchase intention, SN: subjective norm.

25
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Explanatory power and predictive power of the model

average loss average loss

R? PLS loss IA loss (p-value) PLS loss LM loss (p-value)
PB 0.551 0.212 0.252 -0.039 (0.000) 0.212 0.176 0.036 (0.000)
Pl 0.623 1.676 2.200 -0.524 (0.000) 1.676 1.577 0.099 (0.008)
ATDI 0.610 0.912 0.998 -0.086 (0.002) 0.912 0.758 0.154 (0.000)

Note: PB: purchase behavior, Pl: purchase intention, ATDI: attitude towards disability insurance, PLS: partial least square, 1A: indicators average, LM: linear
model
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Importance-perfomance map analysis: results and data
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Target construct:

DI Purchasing Intension

Variable Importance (total effect) Performance (average value)
ATDI 0.482 75.549
SN 0.246 56.462
PBC 0.187 64.262
PPB 0.210 69.197
PPR 0.233 60.639
DIK 0.369 60.178
Mean 0.288 64.381

Note: All total effects are significant (no sign changes for determining the 95% bias-corrected confidence intervals, p-values < 0.001). In order to ensure the
same scale direction for all variables PPR1, PPR2 and PPR3 were rescaled, while PPR4 was removed due to a negative outer weight (Ringle and Sarstedt,
2016). ATDI: attitude toward disability insurance, SN: subjective norm, PBC: perceived behavioral control, PPB: Perceived product benefits, PPR: Perceived

product risks, DIK: disability insurance knowledge
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