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Part I

 

Item 1.  Business

 
The Allstate Corporation was incorporated under the laws of the State of Delaware on November 5, 1992 to serve as the holding company for Allstate

Insurance Company. Its business is conducted principally through Allstate Insurance Company, Allstate Life Insurance Company and other subsidiaries
(collectively, including The Allstate Corporation, “Allstate”). Allstate is primarily engaged in the property-liability insurance business and the life insurance,
retirement and investment products business. It offers its products in the United States and Canada.

The Allstate Corporation is the largest publicly held personal lines insurer in the United States. Allstate’s strategy is to serve distinct customer
segments with differentiated offerings. The Allstate brand is widely known through the “You’re In Good Hands With Allstate®” slogan. Allstate is the 2nd

largest personal property and casualty insurer in the United States on the basis of 2015 statutory direct premiums written according to A.M. Best. In
addition, according to A.M. Best, it is the nation’s 18th largest issuer of life insurance business on the basis of 2015 ordinary life insurance in force and
31st largest on the basis of 2015 statutory admitted assets.

Allstate has four business segments:

• Allstate Protection  • Discontinued Lines and Coverages
• Allstate Financial  • Corporate and Other

To achieve its goals in 2017, Allstate is focused on the following priorities:

• better serve our customers;

• achieve target economic returns on capital;

• grow customer base;

• proactively manage investments; and

• build long-term growth platforms.

In this annual report on Form 10-K, we occasionally refer to statutory financial information. All domestic United States insurance companies are
required to prepare statutory-basis financial statements. As a result, industry data is available that enables comparisons between insurance companies,
including competitors that are not subject to the requirement to prepare financial statements in conformity with accounting principles generally accepted in
the United States of America (“GAAP”). We frequently use industry publications containing statutory financial information to assess our competitive
position.

 
ALLSTATE PROTECTION SEGMENT

Products and Distribution

Total Allstate Protection premiums written were $31.60 billion in 2016. Our Allstate Protection segment accounted for 93% of Allstate’s 2016
consolidated insurance premiums and contract charges. In this segment, we principally sell private passenger auto, homeowners, and other property-
liability insurance products through agencies and directly through contact centers and the internet. These products are underwritten under the Allstate®,
Esurance® and Encompass® brand names.

Our Unique Strategy                  Consumer Segments
all4squarea06.jpg



Allstate serves four different consumer segments with distinct interaction preferences (local advice and assistance versus self-directed) and brand
preferences (brand-neutral versus brand-sensitive).

• Allstate brand auto and homeowners insurance products are sold primarily through Allstate exclusive agencies and serve customers who prefer
local personalized advice and service and are brand-sensitive. Allstate agencies also sell specialty auto products including motorcycle, trailer,
motor home and off-road vehicle insurance policies; other personal lines products including renter, condominium, landlord, boat, umbrella and
manufactured home insurance policies; commercial lines products for small business owners; roadside assistance products; and service
contracts and other products sold in conjunction with auto lending and vehicle sales transactions. Allstate brand sales and service are supported
through contact centers and the internet. In 2016, the Allstate brand represented 91% of the Allstate Protection segment’s written premium. In
the U.S., we offer these Allstate brand products in approximately 10,200 locations through approximately 34,160 licensed producers including
approximately 10,360 Allstate exclusive agencies and approximately 23,800 licensed sales professionals. We also offer these products through
approximately 2,200 independent agencies that are primarily in rural areas in the U.S. In Canada, we offer Allstate brand products through
approximately 870 employee producers working in five provinces across the country (Ontario, Quebec, Alberta, New Brunswick and Nova
Scotia).

• Esurance brand auto, homeowners, renter and motorcycle insurance products are sold to customers online, through contact centers or through
select agents. Esurance serves self-directed, brand-sensitive customers. In 2016, the Esurance brand represented 5% of the Allstate Protection
segment’s written premium.

• Encompass brand auto, homeowners, umbrella and other insurance products, sold predominantly in the form of a single annual household
(“package”) policy, are distributed through independent agencies that serve customers who prefer personal advice and assistance from an
independent adviser and are brand neutral. In 2016, the Encompass brand represented 4% of the Allstate Protection segment’s written premium.
Encompass brand products are distributed through approximately 2,400 independent agencies. Encompass is among the top 20 largest
providers of personal property and casualty insurance products through independent agencies in the United States, based on statutory written
premium information provided by A.M. Best for 2015.

• Answer Financial, a personal lines insurance agency, serves self-directed, brand-neutral consumers who want a choice between insurance
carriers. It offers comparison quotes for auto and homeowners insurance from approximately 25 insurance companies through its website and
over the phone and receives commissions for this service. Answer Financial had $599 million of non-proprietary premiums written in 2016.

Through arrangements made with other companies, agencies, and brokers, the Allstate Protection segment may offer non-proprietary products to
consumers when an Allstate product is not available. As of December 31, 2016, Allstate agencies had approximately $1.3 billion of non-proprietary
personal insurance premiums under management, primarily related to property business in hurricane exposed areas, and approximately $200 million of
non-proprietary commercial insurance premiums under management.

Competition

The markets for personal private passenger auto and homeowners insurance are highly competitive. The following charts provide the market shares
of our principal competitors in the U.S. by direct written premium for the year ended December 31, 2015 according to A.M. Best.

Personal Lines Insurance  Private Passenger Auto Insurance  Homeowners Insurance
           
Insurer  Market Share  Insurer  Market Share  Insurer  Market Share
State Farm  18.6%  State Farm  18.3%  State Farm  19.1%
Allstate  9.6  GEICO  11.4  Allstate  8.5
GEICO  7.8  Allstate  10.1  Liberty Mutual  6.5
Progressive  6.3  Progressive  8.8  Farmers  5.7
Liberty Mutual  5.5  USAA  5.3  USAA  5.4
USAA  5.3  Farmers  5.0  Nationwide  4.0
Farmers  5.2  Liberty Mutual  5.0  Travelers  3.7
Nationwide  3.8  Nationwide  3.7     

In the personal property and casualty insurance market, we compete principally using customer value propositions for each consumer segment. This
includes different brands, the scope and type of distribution system, price and the breadth of product offerings, product features, customer service, claim
handling, and use of technology. In addition, our proprietary database of underwriting and pricing experience enables Allstate to use sophisticated pricing
algorithms to more accurately price risks while also seeking to attract and retain more customers. For auto insurance, risk evaluation factors can include
but are not limited to vehicle make, model and year; driver age and marital status; territory; years licensed; loss history; years insured with prior carrier;



prior liability limits; prior lapse in coverage; and insurance scoring utilizing certain credit report information. For property insurance, risk evaluation factors
can include but are not limited to the amount of insurance purchased; geographic location of the property; loss history; age, condition and construction
characteristics of the property; and characteristics of the insured including insurance scoring utilizing certain credit report information.

Allstate differentiates itself from competitors by focusing on the needs of the entire household and offering a comprehensive range of innovative
product options and features through distribution channels that best suit each market segment. Allstate’s Your Choice Auto® insurance allows qualified
customers to choose from a variety of options, such as Accident Forgiveness, Deductible Rewards®, Safe Driving Bonus ®, and New Car Replacement.
We believe that Your Choice Auto insurance promotes increased growth and increased retention. We also offer a Claim Satisfaction GuaranteeSM feature
that promises a return of premium to Allstate brand standard auto insurance customers dissatisfied with their claims experience. Allstate House and
Home® insurance is our homeowners product that provides options of coverage for roof damage including graduated coverage and pricing based on roof
type and age. Good Hands Rescue® is a service that provides pay on demand access to roadside services.

Our Allstate branded Drivewise ® and our Esurance branded DriveSense ® offerings are telematic-based insurance programs that use a mobile
application or an in-car device to capture driving behaviors and reward customers for driving safely. The Drivewise mobile application also provides
customers with information and tools to encourage safer driving and incentivize them through driving challenges. Drivewise offers Allstate Rewards®, a
program that provides reward points for safe driving.

Our Allstate Milewise ® and Esurance Pay Per Mile ® usage-based insurance products give customers flexibility to customize their insurance and pay
based on the number of miles they drive.

In 2016, we launched Arity, a non-insurance technology company that leverages software, data and analytics and our telematics-based insurance
programs to help better manage risk. Allstate brand, Esurance and Answer Financial are currently using Arity’s software, data and analytics. Arity is
planning to market its services to non-affiliates in 2017.

The Encompass® package policy offers broad coverage options specifically focused on customers who prefer an independent agency while
simplifying the insurance experience by packaging a product into a single annual household policy with one premium, one bill, one policy deductible and
one renewal date. Broad coverage options include features such as enhanced home replacement with a cash-out option should the insured decide not to
rebuild, additional living expense coverage with no specific time or dollar limit, water-sewer back up coverage, an unlimited accident forgiveness feature
and roadside assistance.

On November 28, 2016, we announced an agreement to acquire SquareTrade Holding Company, Inc. (“SquareTrade”), a consumer product
protection plan provider that distributes through many of America’s major retailers. Known for its exceptional service, SquareTrade provides protection
plans for consumer appliances and electronics, such as TVs, smartphones and computers. This will broaden Allstate’s product offerings to better meet
consumers’ needs. The transaction closed on January 3, 2017.

Geographic Markets

The Company’s principal geographic markets for auto, homeowners, and other personal property and casualty products are in the United States.
Through various subsidiaries, we are authorized to sell a variety of personal property and casualty insurance products in all 50 states, the District of
Columbia and Puerto Rico. We also sell personal property and casualty insurance products in Canada.

The following table reflects, in percentages, the principal geographic distribution of premiums earned for the Allstate Protection segment for 2016,
based on information contained in statements filed with state insurance departments. No other jurisdiction accounted for more than 5 percent of the
premiums earned for the segment.

Texas 11.1%
California 9.4
New York 8.9
Florida 7.2

Additional Information

Information regarding the last three years’ revenues and income from operations attributable to the Allstate Protection segment is contained in Note
19 of the consolidated financial statements. Note 19 also includes information regarding the last three years’ identifiable assets attributable to our
property-liability operations, which includes our Allstate Protection and Discontinued Lines and Coverages segments. Note 19 is incorporated in this Part
I, Item 1 by reference.

Information regarding the amount of premium earned for Allstate Protection segment products for the last three years is set forth in Part II, Item 7 -
Management’s Discussion and Analysis of Financial Condition and Results of Operations, in the table regarding premiums earned by brand. That table is
incorporated in this Part I, Item 1 by reference.



 

ALLSTATE FINANCIAL SEGMENT

Products and Distribution

Our Allstate Financial segment sells traditional, interest-sensitive and variable life insurance and voluntary accident and health insurance products.
We previously offered and continue to have in force fixed annuities such as deferred and immediate annuities. We sell Allstate Financial products through
Allstate exclusive agencies and approximately 1,000 exclusive financial specialists, and 6,000 workplace enrolling independent agents. The majority of
life insurance business written involves exclusive financial specialists, including referrals from exclusive agencies and licensed sales professionals. The
table below lists our current distribution channels with the associated products and target customers.

Distribution Channels Proprietary Products Target Customers
Allstate exclusive agencies
and exclusive financial
specialists

Term life insurance Customers who prefer local
personalized advice and service
and are brand-sensitive

Whole life insurance
Interest-sensitive life insurance
Variable life insurance

Workplace enrolling
independent agents

Allstate exclusive agencies
and exclusive financial
specialists

Workplace life and voluntary accident and health insurance: Middle market consumers with
family financial protection needs
employed by small, medium, and
large size firms

Interest-sensitive and term life insurance
Disability income insurance
Cancer, accident, critical illness and heart/stroke insurance
Hospital indemnity
Dental insurance

Allstate exclusive agencies and exclusive financial specialists also sell non-proprietary retirement and investment products, including mutual funds,
fixed and variable annuities, disability insurance, and long-term care insurance to provide a broad suite of protection and retirement products. As of
December 31, 2016, Allstate agencies had approximately $14.1 billion of non-proprietary mutual funds and fixed and variable annuity account balances
under management. New and additional deposits into these non-proprietary products were $1.9 billion in 2016.

Competition

We compete on a wide variety of factors, including product offerings, brand recognition, financial strength and ratings, price, distribution and the level
of customer service. The market for life insurance continues to be highly fragmented and competitive. As of December 31, 2015, there were
approximately 380 groups of life insurance companies in the United States, most of which offered one or more similar products. According to A.M. Best,
as of December 31, 2015, the Allstate Financial segment is the nation’s 18t h largest issuer of life insurance and related business on the basis of 2015
ordinary life insurance in force and 31st largest on the basis of 2015 statutory admitted assets.

The market for voluntary benefits is growing as employers seek to shift benefit costs to employees. Favorable industry and economic trends have
increased competitive pressure and attracted new traditional and non-traditional entrants to the voluntary benefits market. Recent entrants, including
large group medical and life insurance carriers, are leveraging core benefit capabilities by bundling and discounting to capture voluntary market share.
Allstate will need to continue strengthening its value proposition and add new capabilities to maintain its strong leadership position in voluntary benefits.

Geographic Markets

We sell life insurance and voluntary accident and health insurance throughout the United States. Through subsidiaries, we are authorized to sell
various types of these products in all 50 states, the District of Columbia, Puerto Rico, the U.S. Virgin Islands and Guam. We also sell voluntary accident
and health insurance in Canada.

The following table reflects, in percentages, the principal geographic distribution of direct statutory premiums and annuity considerations for the
Allstate Financial segment for 2016, based on information contained in statements filed with state insurance departments. Direct statutory premiums and
annuity considerations exclude reinsurance assumed. No other jurisdiction accounted for more than 5 percent of the direct statutory premiums and
annuity considerations.

New York 10.8%
Texas 10.1
Florida 9.9
California 6.5



Additional Information

Information regarding revenues and income from operations attributable to the Allstate Financial segment for the last three years is contained in Note
19 of the consolidated financial statements. Note 19 also includes information regarding identifiable assets attributable to the Allstate Financial segment
for the last three years. Note 19 is incorporated in this Part I, Item 1 by reference.

Information regarding premiums and contract charges for Allstate Financial segment products for the last three years is set forth in Part II, Item 7 -
Management’s Discussion and Analysis of Financial Condition and Results of Operations, in the table that summarizes premiums and contract charges
by product. That table is incorporated in this Part I, Item 1 by reference.

 
ALLSTATE AGENCIES

Allstate exclusive agencies offer products targeted to consumers that prefer local personalized advice and branded products from both the Allstate
Protection and Allstate Financial segments. They offer Allstate brand auto and homeowners insurance policies; specialty auto products including
motorcycle, trailer, motor home and off-road vehicle insurance policies; other personal lines products including renter, condominium, landlord, boat,
umbrella and manufactured home insurance policies; commercial lines products for small business owners; and roadside assistance products. Allstate
exclusive agencies and exclusive financial specialists offer various life insurance products, as well as voluntary accident and health insurance products.
In addition, arrangements made with other companies, agencies, and brokers allow Allstate exclusive agencies the ability to make available non-
proprietary products to consumers when an Allstate product is not available.

In the U.S., Allstate brand products are sold in approximately 10,200 locations through approximately 34,160 licensed producers including
approximately 10,360 Allstate exclusive agencies employing approximately 23,800 licensed sales professionals, who are licensed to sell our products.
We also offer these products through approximately 2,200 independent agencies in primarily rural areas in the U.S. All Allstate brand customers who
purchase their policies directly through contact centers and the internet, currently less than 7% of new business, are provided an Allstate agency
relationship at the time of purchase. In Canada, we offer Allstate brand products through approximately 870 producers working in five provinces across
the country (Ontario, Quebec, Alberta, New Brunswick and Nova Scotia).

Trusted Advisor In 2016, we continued to focus on a multi-year effort to position exclusive agents, licensed sales professionals and exclusive financial
specialists to serve customers as trusted advisors. Being a trusted advisor means that our agencies:

• Have a local presence that instills confidence;

• Know their customers and understand the unique needs of their households;

• Help them assess the potential risks they face;

• Provide local expertise and personalized guidance on how to protect what matters most to them by offering customized solutions; and

• Support them when they have changes in their lives and during their times of need.

To ensure agencies have the resources, capacity, and support needed to serve customers at this level, we are deploying education and support
focused on relationship initiation and insurance and retirement expertise and are continuing efforts to enhance agency capabilities with customer-centric
technology while simplifying and automating service processes to enable agencies to focus more time in an advisory role.

Allstate exclusive agencies engage with exclusive financial specialists through a partnership agreement, which documents common business goals
and commitments to deliver customer solutions for life and retirement products.  Exclusive agencies utilize an exclusive financial specialist for their
expertise with advanced life and retirement cases and other financial needs of customers.  Successful partnerships will assist agencies with building
stronger and deeper customer relationships and increased compensation.

We support our exclusive agencies in a variety of ways to facilitate customer service and Allstate’s overall growth strategy. For example, we offer
assistance with marketing, sales, service and business processes and provide education and other resources to help them acquire more business and
retain more customers. Our programs support exclusive agencies and help them grow by offering financing to acquire other agencies and awarding
additional resources to better performing agencies. We support our relationship with Allstate exclusive agencies through several national and regional
working groups:

• The Agency Executive Council engages exclusive agencies on our customer service and growth strategies. Membership includes approximately
14 Allstate exclusive agency owners selected on the basis of performance, thought leadership and credibility among their peer group.



• The National Advisory Board brings together Allstate’s senior leadership and a cross section of Allstate exclusive agents and exclusive financial
specialists from around the country to address national business issues and develop solutions.

• Regional Advisory Boards support Allstate exclusive agency owner engagement within each of Allstate’s 15 regional offices in the U.S. and
within Canada.

The compensation structure for Allstate exclusive agencies rewards agencies for delivering high value to our customers and achieving certain
business outcomes such as product profitability, net growth and household penetration. Allstate exclusive agent remuneration comprises a base
commission (Property-Liability and Allstate Financial products), variable compensation and a bonus. Variable compensation consists of three
components: agency success factors (Allstate Financial insurance policies sold and licensed staff), which must be achieved in order to qualify for the
second and third components, customer satisfaction and Allstate Financial insurance policies sold relative to the size of the agency. A bonus, based on a
percentage of premiums can be earned by agents who achieve a targeted loss ratio and a defined amount of Allstate Financial sales. The bonus is
earned by achieving a targeted percentage of multi-category households (customers with policies purchased through an Allstate agent in at least two of
the following product categories: vehicle, personal property, or life and retirement) and increases in Allstate Protection (Allstate brand) and Allstate
Financial policies in force. In addition, through arrangements made with other companies, agencies, and brokers, Allstate exclusive agencies have the
ability to earn commissions on non-proprietary products provided to consumers when an Allstate product is not available.

We pursue opportunities for growing Allstate brand exclusive agency distribution based on market opportunities with a focus on penetrating under-
served markets. Similar to prior years, Allstate will continue to offer newly appointed agents, new locations or newly purchased locations with a low
premium base an opportunity to earn enhanced compensation.  The enhanced compensation program is designed to incent and reward agencies for
investing their time, talent, and capital to generate premium growth trajectory sufficient to establish a sustainable business over a defined timeframe. 
While the intent and reward will remain largely consistent, the program will be modified for agents who open an agency on or after April 1, 2017 to more
efficiently incentivize agents to support trusted advisor principles, including an enhanced on-boarding process and contemporized standards for capital
and licensed support staff.  Other elements of exclusive agency compensation and support include start-up agency bonuses, marketing support
payments, technology and data allowances, regional promotions and recognition trips based on achievement. These compensation components combine
to provide these locally owned small businesses opportunities and incentives to earn incremental working capital throughout the year to support the cash
flow needed for sustainable investment in agency staff, marketing, and business development. Allstate exclusive financial specialists receive
commissions for proprietary and non-proprietary sales and earn a bonus based on the volume of business produced in partnership with their Allstate
exclusive agent.  In 2017, a new bonus was introduced for sales of Allstate Financial products along with adjustments to the Allstate Financial
commission structure.

Allstate independent agent remuneration comprises a base commission (Property-Liability products) and a bonus which can be earned by agents
who achieve a target loss ratio. The bonus, which is a percentage of premiums, is earned by achieving a targeted percentage of multi-category
households (customers with Allstate policies in at least two of the following product categories: vehicle, personal property or life and retirement) and
increased Allstate Protection (Allstate brand) net written premium above a minimum threshold. Other elements of independent agency compensation and
support include marketing support payments, national and regional promotions and recognition trips based on achievement. There are no significant
changes to the compensation framework planned for 2017.

Allstate employs field sales leaders who are responsible for recruiting and retaining Allstate agents and helping them grow their business and
profitability. The field sales leaders’ compensation is aligned with agency success and includes a bonus based on the level of agent remuneration
described above and agency geographic footprint.

 
OTHER BUSINESS SEGMENTS

Our Corporate and Other segment is comprised of holding company activities and certain non-insurance operations. Note 19 of the consolidated
financial statements contains information regarding the revenues, income from operations, and identifiable assets attributable to our Corporate and Other
segment over the last three years.

Our Discontinued Lines and Coverages segment includes results from property-liability insurance coverage that we no longer write and results for
certain commercial and other businesses in run-off. Our exposure to asbestos, environmental and other discontinued lines claims is presented in this
segment. Note 19 of the consolidated financial statements contains information for the last three years regarding revenues, income from operations, and
identifiable assets attributable to our property-liability operations, which includes both our Allstate Protection and our Discontinued Lines and Coverages
segments. Note 19 is incorporated in this Part I, Item 1 by reference.



 

REGULATION

Allstate is subject to extensive regulation, primarily at the state level. The method, extent, and substance of such regulation varies by state but
generally has its source in statutes that establish standards and requirements for conducting the business of insurance and that delegate regulatory
authority to a state agency. These rules have a substantial effect on our business and relate to a wide variety of matters, including insurer solvency and
statutory surplus sufficiency, reserve adequacy, insurance company licensing and examination, agent and adjuster licensing, policy forms, rate setting,
the nature and amount of investments, claims practices, participation in shared markets and guaranty funds, transactions with affiliates, the payment of
dividends, underwriting standards, statutory accounting methods, trade practices, corporate governance and risk management. Some of these matters
are discussed in more detail below. In addition, state legislators and insurance regulators continue to examine the appropriate nature and scope of state
insurance regulation. For a discussion of statutory financial information, see Note 16 of the consolidated financial statements. For a discussion of
regulatory contingencies, see Note 14 of the consolidated financial statements. Notes 14 and 16 are incorporated in this Part I, Item 1 by reference.

As part of an effort to strengthen the regulation of the financial services market, the Dodd-Frank Wall Street Reform and Consumer Protection Act
(“Dodd-Frank”) was enacted in 2010. Dodd-Frank created the Federal Insurance Office (“FIO”) within the U.S. Department of the Treasury (“Treasury”).
The FIO monitors the insurance industry, provides advice to the Financial Stability Oversight Council (“FSOC”), represents the U.S. on international
insurance matters, and studies the current regulatory system.

Additional regulations or new requirements may emerge from activities of various regulatory entities, including the Federal Reserve Board, FIO,
FSOC, the National Association of Insurance Commissioners (“NAIC”), and the International Association of Insurance Supervisors (“IAIS”), that are
evaluating solvency and capital standards for insurance company groups. In addition, the NAIC has adopted amendments to its model holding company
law, which have been adopted by some jurisdictions. The outcome of these actions is uncertain; however, these actions may result in an increase in the
level of capital and liquidity required by insurance holding companies. Additional discussion of Dodd-Frank appears later in this section.

We cannot predict whether any specific state or federal measures will be adopted to change the nature or scope of the regulation of insurance or
what effect any such measures would have on Allstate. We are working for changes in the regulatory environment to make insurance more available and
affordable for customers, encourage market innovation, improve driving safety, strengthen cybersecurity, and promote better catastrophe preparedness
and loss mitigation.

Agent and Broker Compensation.    In recent years, several states considered new legislation or regulations regarding the compensation of agents
and brokers by insurance companies. The proposals ranged in nature from new disclosure requirements to new duties on insurance agents and brokers
in dealing with customers. New York requires the disclosure of certain information concerning agent and broker compensation.

Limitations on Dividends By Insurance Subsidiaries.    As a holding company with no significant business operations of its own, The Allstate
Corporation relies on dividends from Allstate Insurance Company as one of the principal sources of cash to pay dividends and to meet its obligations,
including the payment of principal and interest on debt or to fund non-insurance related businesses. Allstate Insurance Company is regulated as an
insurance company in Illinois and its ability to pay dividends is restricted by Illinois law. For additional information regarding those restrictions, see Part II,
Item 5 of this report. The laws of the other jurisdictions that generally govern our other insurance subsidiaries contain similar limitations on the payment of
dividends and in some jurisdictions the laws may be more restrictive.

Insurance Holding Company Regulation – Change of Control.     The Allstate Corporation and Allstate Insurance Company are insurance holding
companies subject to regulation in the jurisdictions in which their insurance subsidiaries do business. In the U.S., these subsidiaries are organized under
the insurance codes of Florida, Illinois, Massachusetts, New York, Texas, and Wisconsin, and some of these subsidiaries are considered commercially
domiciled in California and Florida. Generally, the insurance codes in these states provide that the acquisition or change of “control” of a domestic or
commercially domiciled insurer or of any person that controls such an insurer cannot be consummated without the prior approval of the relevant
insurance regulator. In general, a presumption of “control” arises from the ownership, control, possession with the power to vote, or possession of proxies
with respect to, ten percent or more of the voting securities of an insurer or of a person that controls an insurer. In addition, certain state insurance laws
require pre-acquisition notification to state agencies of a change in control with respect to a non-domestic insurance company licensed to do business in
that state. While such pre-acquisition notification statutes do not authorize the state agency to disapprove the change of control, such statutes do
authorize certain remedies, including the issuance of a cease and desist order with respect to the non-domestic insurer if certain conditions exist, such as
undue market concentration. Thus, any transaction involving the acquisition of ten percent or more of The Allstate Corporation’s common stock would
generally require prior approval by the state insurance departments in California, Florida, Illinois, Massachusetts, New York, Texas, and Wisconsin.
Moreover, notification would be required in those other states that have adopted pre-acquisition notification provisions and where the insurance
subsidiaries are admitted to transact business. Such approval requirements may deter, delay, or prevent certain transactions affecting the ownership of
The Allstate Corporation’s common stock.
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