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Foreword
The rapid expansion of the life insurance profession in India over recent years has delivered many beneﬁts. It has
enabled families and individuals to protect themselves against some of life’s most serious risks, and to plan for their
ﬁnancial security in retirement.
However, the sector does not have an unblemished record. There have been high proﬁle situations where, frankly, the
consumer interest has been a second-tier priority. The task of the IRDA, as Regulator, is to promote and protect the
interests of policyholders.
The future success of the life insurance profession depends, above all, upon the knowledge and integrity of the people
who advise customers – and are their ﬁrst, and most important, point of contact. At the IRDA, our goal is to see life
insurers increasingly able to attract, motivate and retain outstanding people, committed to providing a ‘needs-based’
approach to ﬁnancial advice.
This new coursebook, and the revised qualiﬁcation that agents now sit, is a vital part of our strategy. We have developed
a syllabus that is challenging in its scope and depth. It does not simply encourage agents to memorise facts and
ﬁgures. This is important, but insufﬁcient. It also tests their understanding of learning, and ability to apply it in a wide
range of practical real-life situations.
I am grateful to the Chartered Insurance Institute for their extensive support for this work. We have beneﬁtted greatly
from their experience in other markets. I am also thankful to many other industry practitioners who have given their time
and expertise to develop this material.
Above all, I acknowledge you, the aspiring professional, for embarking on this journey, and taking seriously the need
for professional study. Without you, there would be no future for this important marketplace. I trust you will ﬁnd this
coursebook of great value for your studies, and send my best wishes for your future as a life agent.

Mr Hari Narayan
Chairman – Insurance Regulatory and Development Authority
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Introduction
The aim of the syllabus for the IC-33 Pre-recruitment qualiﬁcation for life agents is to help you attain the
knowledge, skills and understanding you need to be licensed as a life insurance agent, and to offer an expert,
professional service to your clients.
Speciﬁcally, it aims to develop your ability to apply, in your clients’ interests, knowledge of the Indian
insurance industry and its regulation, and knowledge and understanding of key life insurance and other
ﬁnancial products.
The ﬁrm proof of that achievement comes in two forms:
• the high reputation that can be established by a successful agent; and
• income earned.
As with other professions, success depends upon reliability being demonstrated over the years: careful
about detail but always aware of new developments and changing circumstances; innovative but never
reckless, imaginative but never careless.
As the public increasingly understand the service they should receive from a competent agent so their
recognition of agents’ professionalism will grow. Their expectations will rise, and their dissatisfaction if they
should feel let down will be even greater. Hence it is important to provide an outstanding service every
time, for every client. This depends on being able to identify and satisfy each client’s needs.
The ability to apply your knowledge and understanding will determine your competence in advising your
clients.
The IC-33 Pre-recruitment qualiﬁcation for life agents syllabus covers the following main topics:
• Understanding insurance
• Providing technical product information
• Providing professional advice
• Understanding claims
• Fulﬁlling legal and regulatory requirements
• Understanding customer protection and ethics
In order to provide effective advice, a structured approach is required. The process of providing professional
advice normally involves three stages:

Conducting the fact-ﬁnd
Conducting the fact-ﬁnd requires you to obtain all relevant information about your client before making
recommendations. It also allows you to build up a clear understanding of your client’s circumstances.

Assessing and satisfying client needs
The second stage of the advice process requires you to identify and understand your client’s needs based on
the information obtained through the fact-ﬁnd. Once the needs have been assessed, you must consider the
most appropriate means of satisfying those needs.

Making recommendations to the client
The third and ﬁnal stage of the process of giving professional ﬁnancial advice is the formulation and
presentation of actual recommendations to the client. Recommendations can only be made to the client once
the fact-ﬁnd has been completed and the client’s needs assessed.
The second aspect of professionalism that makes for success and also (sadly) exposes those who fail to
maintain their professional standards, is the ethical aspect of the service.
The Insurance Regulatory and Development Authority makes rules for the conduct of business, sets
competency standards and otherwise does its best to ensure that the high standards that are required by the
law are met.
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Notwithstanding these rules, ethical standards depend upon the actions – whether they are right or wrong
– practiced by all those involved in the process of advising on, selling and servicing insurance products, and
the ethical standards of an insurance agent will be demonstrated by his actions to achieve his desired end
result, i.e. his sales target.
The section on ethics and codes of conduct in the IC-33 study text tries to help you think about how the
choices you make impact on your clients as individuals. The evidence shows that client satisfaction is also
good business practice: your clients will stay with you, they will recommend you to friends and colleagues,
and you will become more successful.
Life insurance is a vital and growing part of the Indian economy. It helps people to plan for the future, to
look after their families, and to enjoy peace of mind. Successful agents play a crucial role in enabling the
insurance profession to function smoothly and support its customers. For the right people, it provides an
attractive and fulﬁlling career. We congratulate you on taking the ﬁrst step toward becoming a licensed
agent. This study text is demanding but, we hope, it is also enjoyable and interesting. As you will see, as
well as providing the technical information you need to know, we have included a wide range of examples to
‘bring it to life’ and show some of the practical applications. Using this study text alongside the mandatory
ﬁfty hours of classroom training should leave you in a good position for your forthcoming examination. Best
wishes for your study and, should you pass the exam, for a long and rewarding career in our fascinating
profession.
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Using this study text
Welcome to the IC-33 Pre-recruitment qualiﬁcation for life agents study text.
The study text follows the order of the examination syllabus learning outcomes. Each chapter has speciﬁc
learning objectives and the syllabus learning outcomes being covered are listed on the individual chapter
title pages.
Contained within the study text are a number of features which we hope will enhance your study:
Key terms introduce the main ideas covered in each chapter

Consider this – questions and points on which to think further

Examples illustrating points made in the text

Case studies will illustrate how life insurance works in practice

In text questions – quick self-test questions

Suggested activities reinforce learning through practical activities

Be aware boxes draw attention to important points or areas that may need clariﬁcation

Key points act as a memory jogger at the end of each chapter

Additionally, at the end of each chapter you will ﬁnd some self-test questions to test your understanding of
the material in this study text.

Be aware
This syllabus and study text are valid for examinations unless otherwise notiﬁed by the IRDA. You should therefore
check the IRDA website at www.irda.gov.in regularly for information regarding changes to the syllabus, any changes to
the law and practice and when they will be examined.
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Examination syllabus

Chapter 1

7

Chapter 2
Chapter 3

Pre-recruitment qualiﬁcation
for life agents
Summary of learning outcomes

Chapter 4

These are the key topics that will be assessed during the examination and therefore may not reﬂect all of
the content from the study text, which contains additional background and reading material to aid learning.

Number of questions
in the examination*
3

2.

Understand risk and insurance in the context of the insurance market

3

3.

Understand the principles and practices of life insurance

9

4.

Understand underwriting for life insurance business

4

5.

Understand basic life insurance products

2

6.

Understand savings products

5

7.

Understand other key ﬁnancial products

4

8.

Understand the key considerations when identifying client’s needs

3

9.

Understand the importance of completing a client fact ﬁnd as part of the
ﬁnancial planning process

2

10. Understand what constitutes good client practice and persistency

4

11. Understand insurance procedures for life insurance claims

4
1

13. Understand how insurance regulation affects client advice

2

14. Understand the importance of and the process in place for customer
protection

2

15. Understand the ethical considerations of a ﬁnancial adviser

2

Chapter 7

12. Understand how relevant legislation affects client advice

Chapter 6

Understand how the insurance market operates

Chapter 5

1.

*The test speciﬁcation has an in-built element of ﬂexibility. It is designed to be used as a guide for study and is not a
statement of actual number of questions that will appear in every exam. However, the number of questions testing each
learning outcome will generally be within the range of plus or minus 2 of the number indicated.

Important notes

Chapter 8

• Method of assessment: 50 multiple choice questions (MCQs). 1 hour is allowed for this examination.
• This syllabus and study text are valid for examinations until otherwise notiﬁed by the IRDA. Students
should therefore check the IRDA website at www.irda.gov.in regularly for information regarding
changes to the syllabus, any changes to the law and practice and when they will be examined.

Chapter 9
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Examination syllabus

Chapter 6

Chapter 5

Chapter 4

Chapter 3

Chapter 2
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1.

Understand how the insurance market
operates

3.12

Describe the procedures relating to proposal forms
and their legal signiﬁcance

Describe the basic purpose of insurance and
ﬁnancial services and their role in the economy

3.13

Describe the structure, functions and content of a
policy form, including the policy schedule

1.2

Describe the beneﬁts of a professional insurance
market

3.14

Describe the procedures relating to policy
conditions

1.3

Describe the structure of the insurance market and
key types of insurance organisations

3.15

Describe the procedures relating to renewals and
their legal signiﬁcance

1.4

Describe the distribution channels used for the
selling of insurance, including e-trading

3.16

Explain how lapses, surrenders and paid up
cancellation clauses operate

1.5

Describe the key types of insurance products

3.17

1.6

Describe the key roles of professionals in insurance

Explain the use of common policy conditions and
exclusions

1.7

Describe the role and functions of an agent in the
insurance market

4.

Understand underwriting for life
insurance business

2.

Understand risk and insurance in the
context of the insurance market

On completion, candidates should

On completion, candidates should
2.1

Explain what is meant by risk as it relates to life
insurance

2.2

Explain the difference between peril and hazard as
they relate to life insurance

2.3

Describe the types of risk that can be insured

2.4

Describe how insurance operates as a risk transfer
mechanism

2.5

Describe how insurance operates by the pooling
of risk

3.

Understand the principles and
practices of life insurance

Chapter 7
Chapter 8
Chapter 9

3.1

Describe the essentials of a valid contract of
insurance

3.2

Describe the methods of creating an agent/principal
relationship and the duties of each party

3.3

Describe the principle of insurable interest and
explain when insurable interest needs to exist

3.4

Describe what is meant by the principle of utmost
good faith

3.5

Describe what is meant by a material fact

3.6

4.1

Describe the methods used to obtain material facts

4.2

Explain the signiﬁcance of moral and physical
hazard to underwriting

4.3

Describe the key ﬁnancial and medical underwriting
factors used in life insurance underwriting

4.4

Describe how life insurance cover is priced

4.5

Explain the principles of how premiums are
calculated

4.6

Explain the principles of how bonuses are calculated

4.7

Explain the data required and documentation used
in life insurance underwriting

4.8

Explain the purpose and use of liens in life
insurance

5.

Understand basic life insurance
products

On completion, candidates should
5.1

Know the main personal and ﬁnancial details on
which a client’s protection requirements depend;
age, dependants, income, assets and liabilities

5.2

Know the policy features of protection products
which affect their suitability for a client

5.3

Understand how the tax treatment of protection
products affects their suitability for a client

Describe what is meant by the duty of disclosure
and explain the consequences of non-disclosure of
material facts

5.4

Understand how to prioritise and evaluate the
signiﬁcance of the product features to the client
needs

3.7

Describe what is meant by the principle of
indemnity

5.5

Be able to apply the products to satisfy the client’s
needs in particular circumstances

3.8

Explain the key terms and documents used in life
insurance practice

3.9

Explain how life insurance policies are bought and
written

3.10

Explain the relevance of premium payment for valid
cover
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Chapter 10

Describe the procedures relating to quotations and
their legal signiﬁcance

1.1

On completion, candidates should

On completion, candidates should

Chapter 11

3.11

2 of 4

Examination syllabus

Chapter 1

9

Chapter 2

Understand savings products

Know the four main steps in identifying a client’s
real ﬁnancial needs: distinguishing between the
client’s perceived and real needs, distinguishing
between the client’s current and future needs,
quantifying the client’s needs and prioritising the
client’s needs

8.4

Be able to apply ﬁnancial planning criteria to
the information collected about a client in order
to identify, quantify and prioritise a client’s real
ﬁnancial needs

8.5

Be able to apply features of different types of
product to the client’s needs and understand the
role of the ﬁnancial adviser in recommending
suitable products by which the client can achieve
his or her ﬁnancial objectives

9.

Understand the importance of
completing a client fact ﬁnd as part of
the ﬁnancial planning process

Know the circumstances in which there is a need for
savings and investment advice

6.2

Know the main personal and ﬁnancial details
on which a client’s savings and investment
requirements depend

6.3

Know the features and beneﬁts of savings and
investment products which affect their suitability for
a client

6.4

Understand how to prioritise and evaluate the
signiﬁcance of the product features to a given set of
client circumstances

6.5

Understand how the tax treatment of savings and
investment products affects their suitability for a
client

6.6

Understand the relationship between risk and reward

6.7

Understand how inﬂation affects savings and
investment products

9.1

Know what a fact ﬁnd is and how to use one

6.8

Be able to apply the savings and investment
products most appropriate to satisfy a client’s
needs in particular circumstances

9.2

Know the variety of ways a fact ﬁnd can be carried
out: in a structured client meeting, by telephone
interview or by corresponding with the client by post

6.9

Understand how a change in interest rates affects
the future performance of savings and investment
products

9.3

Know the main client and family information to be
collected

6.10

Understand the importance of an emergency fund
and sensible debt management in managing a
client’s circumstances

9.4

Know the main planning and objective categories
contained in a fact-ﬁnd

9.5

Know how to make suitable recommendations
based on the information collected

Understand other key ﬁnancial products

On completion, candidates should
Know the policy features and beneﬁts of health
products which affect their suitability for a client

7.2

Know the circumstances in which there is a need for
health cover products

7.3

Know the policy features and beneﬁts of annuity
and pension products which affect their suitability
for a client

7.4

Know the circumstances in which there is a need for
annuities and pension advice

7.5
7.6

On completion, candidates should
10.1

Know that the ﬁnancial adviser has a duty, at all
stages of the sales process, to ensure that the client
understands fully all the implications of accepting
the ﬁnancial adviser’s recommendations, including
any inherent risks

10.2

Understand why it is essential for the status of the
ﬁnancial adviser and the remuneration method to
be disclosed to the prospective client at the outset

Understand how the tax treatment of other ﬁnancial
products affects their suitability for a client

10.3

Understand how to prioritise and evaluate the
signiﬁcance of other ﬁnancial products to a given
set of client circumstances

Know what an adviser must do when he or she does
not have a product that would properly meet the
needs of the client

10.4

Know what steps the adviser must take when the
client rejects the adviser’s recommendations

10.5

Understand why it is unethical to advise a client to
switch between the ﬁnancial products of different
providers, unless the switch is clearly in the best
interests of the client

Understand the key considerations
when identifying client’s needs

On completion, candidates should
Know the seven typical life-stages of a client and
understand the requirements and constraints at
each of the life stages

10.6

Understand the importance of recommending the
long term nature of a product to a client to avoid
short term cancellations of policies

8.2

Understand how the following factors can affect
the life stages for individuals; age, marital and
employment status, state of health, ethical
preferences, divorce, separation and bereavement

10.7

Understand the need for an effective complaints
procedure to cover the sale of ﬁnancial services
products and know the essential features of such a
procedure
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8.1

Chapter 8

8.

10. Understand what constitutes good
client practice and persistency

Chapter 7

7.1

On completion, candidates should

Chapter 6

7.

Chapter 5

6.1

Chapter 4

8.3

On completion, candidates should

Chapter 3

6.
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Chapter 5

Chapter 4

Chapter 3

Chapter 2
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11. Understand insurance procedures for
life insurance claims

15. Understand the ethical considerations
of a ﬁnancial adviser

On completion, candidates should

On completion, candidates should

11.1

15.1

Apply a code of ethics

15.2

Understand the professional principles and values
that underline a code

15.3

Describe typical ethical behaviours

15.4

Understand the outcomes that may result from
behaving ethically

15.5

Understand the outcomes that may result from not
behaving ethically

Describe the requirements for a valid life insurance
claim

11.2

Explain why a life insurance claim may be invalid or
only partially met

11.3

Describe the insured’s duties after a loss

11.4

Describe the documentary evidence needed in
relation to life insurance claims

11.5

Describe the methods by which claims can be
settled

11.6

Describe the procedures commonly used to
discourage and detect fraudulent claims

11.7

Explain the consequences of fraudulent claims for
insurers and policyholders

11.8

Explain the difference between a policy that is void
and one that is voidable

12. Understand how relevant legislation
affects client advice

Chapter 6

On completion, candidates should
12.1

Know the main legislation that currently affects
ﬁnancial advice and understand the main terms and
conditions of those acts

12.2

Understand the implications for ﬁnancial advisers of
failing to comply with key legislation

13. Understand how insurance regulation
affects client advice
13.1

Understand the impact of regulation in the Indian
ﬁnancial services market

13.2

Describe the role of the Government in regulation,
taxation, economic and industrial policy

13.3

Identify the key participants in the Indian and
international markets

14. Understand the importance of and
the process in place for customer
protection
On completion, candidates should
14.1

Describe the importance of and need for customer
protection in the ﬁnancial services market

14.2

Know the internal process by which customers may
seek redress against advisers

14.3

Know the process by which customers may seek
redress against a company

14.4

Understand the key elements of handling customer
complaints effectively

Chapter 9

Chapter 8

Chapter 7

On completion, candidates should
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Key points
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Learning objectives
After studying this chapter, you should be able to:
• explain the need for insurance;
• describe how insurance works;
• explain the role of the ﬁnancial services sector and within that the role of the insurance sector in building
the country’s economy;
• explain the beneﬁts brought about by a professional insurance market;
• outline the history of insurance in India together with the recent developments in the insurance industry;
• describe the structure of the insurance market, the different types of insurance organisations and the
various roles in the insurance industry;
• explain how insurance products are distributed;
• outline the different types of insurance products available in the market;
• describe the role and functions of an insurance agent.
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Introduction
As the ﬁrst step in helping you to gain the knowledge you need to become a professional and successful life
insurance agent, we are going to ﬁrst take an overview of life insurance – what it is and why it is needed.
In this chapter we are going to look at the insurance market in India and start to introduce some of the key
concepts and ideas behind life insurance. We will continue this process in the next few chapters to give you
the necessary information to help you to explain the products you will be selling to your clients and sell them
the products that they really need.
In seeing how life insurance works we will need to make reference to the insurance market as a whole –
insurance is available for many other things, not just for human life – but our focus will remain ﬁrmly on the
life insurance part of it.
In this ﬁrst section we will start by discovering what insurance is, what it is for and why people need it.

Key terms
This chapter features explanations of the following terms and concepts:
Insurance

Risk transfer

Risk retention

Reinsurance

Liberalisation

Life insurance

Non-life insurance

Insurance intermediaries

E-sales

Bancassurance

Insurance broker

Direct marketing

Non-direct marketing

Underwriters

Actuaries

Third party
administrators (TPAs)

The Regulator

Individual agents

Term insurance

Endowment insurance

Money-back insurance

Unit-linked insurance
plans (ULIP)

Pension plans

Note
You will ﬁnd the answers to the in-text questions at the end of the chapter.

A

What is insurance?

We can deﬁne insurance as follows:
Insurance is a contract between the insurance company (insurer) and the policyholder (insured). In return for a
consideration (the premium), the insurance company promises to pay a speciﬁed amount to the insured on the
happening of a speciﬁc event.
That is all very well. But what does it mean? The ﬁrst step in being able to answer this question is to
understand why insurance is needed.
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A1 The need for insurance
Consider the following case study to understand the need for insurance.

Case study
Ajay is 35 years old and works for a multinational corporation (MNC). He has a ten-year-old son, Vijay, whom he
dreams will one day become a doctor. Ajay’s spouse is a housewife, and his parents are retired and dependent on
him. Ajay has a home loan and is making monthly investments for Vijay’s higher studies and marriage and his own
retirement. Ajay wants to ensure that Vijay gets the best of everything and that he himself is not dependent on Vijay
during his retirement in the way that Ajay’s parents are on him. So far everything is going well with Ajay’s plans. But
imagine what will happen in the following scenario.
One day while returning home from the ofﬁce Ajay has an accident and dies. What will happen? Who will take care of
the family, Vijay’s education and marriage, the home loan etc.? What are the options available to Ajay so that his family
can be taken care of in his absence?
Now put yourself in Ajay’s shoes and imagine you are the family income provider and have to face the above scenario.
What will you do? Relax! Our intention is not to panic or scare you. We are using this case study to try to help you
realise the importance of insurance which is the solution to all the problems Ajay faces should the above scenario
happen. So, let’s look at the scenario again and see how insurance can provide a solution.
Life insurance provides protection to a family on the untimely death of the income provider. If Ajay has adequate life
insurance cover, then should he die, the money received from the life insurance company can help to support his family.
The insurance money will help to take care of the family’s living expenses, Vijay’s education and marriage, and the cost
of the home loan etc.
Now that we have looked at the above scenario, we can see how insurance, in this case life insurance, can
safeguard a person against unexpected events.

Consider this…
As the income provider for your family, what risks are you exposed to? Do you have any ﬁnancial goals that you would
like to protect?

A2 How does insurance work?
Now that you understand the need for insurance, we can move on to understanding how insurance works
exactly.
Let us continue with our case study of Ajay. The risk of premature death described above is only one of the
risks that Ajay faces. He faces many other risks – that he will need medical care at some point, that his home
may burn down, for instance. Ajay can handle these risks in different ways.
• Risk retention: One, not very wise way, of handling these risks is to retain them, i.e. for Ajay to bear the
risk that he will have to provide for these situations himself, and so do nothing about them. While times
are good and none of these events happen, Ajay need not be worried. But the moment any one of them
does happen, Ajay will be in trouble. So it is deﬁnitely not wise for Ajay to retain, or handle, these risks
himself.
• Risk transfer: The other way of handling these risks is to transfer them to someone who can handle
them properly. In simple words, the process of transferring risks from one person who does not have the
capacity to bear them to someone who does have the capacity for them, is known as insurance.
At this point, it may be useful to return to our deﬁnition of insurance:
Insurance is a contract between the insurance company (insurer) and the policyholder (insured). In return for a
consideration (the premium), the insurance company promises to pay a speciﬁed amount to the insured on the
happening of a speciﬁc event.
Insurance, then, is nothing but a risk transfer mechanism wherein the person taking out insurance transfers
their risk to the insurance company in return for a payment (known as the premium). So in Ajay’s case he can
take out insurance, pay the premium and transfer his risks to the insurance company.
Insurance companies collect premiums from people like Ajay – from all those who are exposed to the same
risks – and put the money into a risk pool. Not everyone will experience the happening of an insured event at
the same time, but those who do are compensated from this risk pool.
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So, from the above explanation we can see that insurance is:
• the process of transferring the risk from the owner (insured person);
• to another party (insurer) who can bear that risk;
• in return for a consideration (premium).
The business of insurance relates to the protection of the economic value of assets. An asset is valuable to
its owner because they expect some beneﬁts from it. The beneﬁt can be in the form of income generated
from the asset (giving a car on rent) or convenience (using the car for their own travel).
Human beings are also assets in the sense that they have the capacity to generate income themselves. Every
human being has a ﬁnite life span, and death is certain. But the timing of death is uncertain. If a person
dies unexpectedly early in their working life, then their family will lose the income that person would have
generated in future, had they survived for their entire working life. This is where life insurance acts to ﬁll the
ﬁnancial gap left behind by the early death of a person. The timing of death is uncertain for everyone, so
potentially every human being needs life insurance from an early age, to protect future income.
Life insurance can protect the family from ﬁnancial hardship in the event that the untimely death of an
individual leads to a loss of income.

Be aware
Insurance cannot prevent the insured event from happening. It can only provide compensation for the loss that comes
as a result of the insured event happening.

Question 1.1
Which is correct? The act of buying insurance is an act of:
a) risk transfer; or
b) risk retention?

Suggested activity
Speak to your family members or friends who have bought insurance. Ask them the points they considered before
buying the insurance and the reason(s) they bought it.
So now we know, in the simplest of terms, how insurance works. We have seen how it can beneﬁt the
individual by providing protection against the losses that arise from life’s most unhappy events. However,
insurance and the insurance industry also have beneﬁts beyond the individual, and we will look at these in
the following sections.

B

Role of ﬁnancial services and insurance

As an employer, a producer of proﬁt and a provider of funds for investment, the ﬁnancial services industry
has a huge role to play in the wider economy of the country. Insurance in particular beneﬁts society
economically and socially. Socially, it protects people from ﬁnancial hardship should a disaster happen, for
example a family that loses its income provider will not have to deprive its children of a higher education.
Economically, it also provides employment. This is not just direct employment in the industry itself, but also,
because companies no longer have to hold funds in reserve in case a disaster happens, they can invest those
funds into their businesses.
The economic role is of particular importance because, according to the Government, a lot of money
needs to be invested into the basic infrastructure of India if it is to continue to grow at its present rate. The
Government’s expenses already amount to more than its income, and so there is a role for private companies
to play in developing this infrastructure and this includes insurance companies. The monies they raise from
premiums can be invested into the development of the basic infrastructure needs of India: needs such as
irrigation, housing, water, drainage and sanitation. In this way, insurance beneﬁts society as a whole, not
just those who hold insurance.
Life insurance is a long-term commitment for the life insured; they will need to keep paying the premium
year after year for a long time. The long-term nature of this relationship means that the insurance industry is
particularly well placed to meet the cost of providing infrastructure projects such as the building of airports,
roads, bridges, ports and power plants etc. – projects that take a long time to develop.
We can see from all of this that a well-developed and evolved insurance sector beneﬁts economic
development and at the same time strengthens the risk-taking ability of the country.
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Insurance has a role to play at the individual level too. Some of the beneﬁts for the policyholder are shown
below:
Investment option

Insurance products are an excellent investment option where the policyholder not only gets
the advantage of insurance cover, but also a return on their investments based on their risk
appetite.

Protection of ﬁnancial
security

Insurance companies provide compensation in case something happens to the assets or the
individual insured, as per the terms and conditions of the policy. Life insurance protects the
family against the loss of the income provider, helping to provide for the family’s needs and
the children’s education and marriage. Hence the effect of loss is considerably reduced for an
individual.

Tax beneﬁts

Insurance offers considerable tax beneﬁts under the Income Tax Act 1961. Premium paid up
to Rs. 1,00,000 qualiﬁes for deduction from taxable income under Section 80C of the Act,
subject to certain terms and conditions. The death beneﬁt or the maturity beneﬁt received
by the nominee or the policyholder is tax-free under Section 10 (10D) of the Act, as per
prevailing laws, before premium paid up to Rs. 1,00,000.

Planning for life
stage needs

Today the insurance products that are being offered by insurance companies are designed
to suit the needs of individuals in different age groups. This allows individuals to invest in
insurance policies to meet their various and changing priorities.

Example
t "ZPVOHQFSTPOXIPIBTKVTUTUBSUFEFBSOJOHDBOCVZBUFSNJOTVSBODFQMBOGPSQVSFQSPUFDUJPOPSBO6-*1
(unit-linked insurance plan) for high returns based on their risk appetite.
t "OJOEJWJEVBMXIPJTZFBSTPMEBOEJTMPPLJOHUPJOWFTUGPSUIFJSGBNJMZTGVUVSF TVDIBTBDIJMETFEVDBUJPOPSB
marriage, can invest in various child ULIPs or endowment plans based on their risk proﬁle.
t "OJOEJWJEVBMMPPLJOHGPSSFUJSFNFOUJODPNFDBOJOWFTUJOQFOTJPOQMBOT
t "OJOEJWJEVBMDBOJOWFTUJOBXIPMFPGMJGFQPMJDZUPQSPWJEFDPWFSPWFSUIFDPVSTFPGUIFJSFOUJSFMJGFUJNF

Develops the habit
of saving

An individual learns to save a certain amount of money from their income in order to pay their
insurance premium. This encourages the habit of saving among individuals.

Loan against
insurance policy

Individuals can also take out a loan against their insurance policies, subject to the conditions
and privileges of the policy, without affecting any policy beneﬁts.

Releases capital and
management

When the management of a company knows that many of the risks faced by that company
are covered by insurance, they no longer need to set funds aside to cover the impact of
those risks taking place. They are also free to concentrate on developing and growing their
business. This makes the company more effective, which in turn helps to improve the overall
economy of the country.

However, insurance can only make a positive contribution to society if people have conﬁdence that they will
only be sold a policy that meets their needs and that the policy will protect them should an insured event
happen. If people don’t feel this conﬁdence, then they will not buy the insurance and all these beneﬁts will
be lost or reduced. Therefore, the insurance market needs to take a professional approach in all that it does.

C

Beneﬁts of a professional insurance market

A professional insurance market is one that is open and honest in its dealings with customers and one that
keeps the interests of its customers at the forefront of all that it does. There are numerous beneﬁts of taking
such a professional approach as we shall see here.
Needs-based selling
A professional market ensures that the customer gets what they are looking for rather than what the
company wishes to sell them. This is called ‘needs-based selling’. A customer who is conﬁdent that they
will only be sold a product that meets their needs is more likely to buy and then buy again, and recommend
insurance to others. The insurance industry’s Regulator (the IRDA) has been proactively trying to address
concerns about mis-selling, which is where a customer has been sold a policy that does not meet their needs
in some way. When this happens the public becomes wary and cynical about the value of insurance.
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Disclosure
Similarly, a professional insurance market is one that is open in its dealings: where there is clear disclosure
of all relevant information. For example, with unit-linked insurance plans (ULIPs) a break up of the premium
(including all the charges) is given in the policy. The Regulator has made it mandatory for companies to
disclose the commissions earned by agents on the product in the beneﬁt illustration document. This practice
makes the customer aware of how much money is going towards life cover, investments and other expenses
– information they need to know.
An insurance market that operates in this professional way will bring many beneﬁts to its customers, itself, society and
the wider economy:
Higher conﬁdence
among policyholders

A professional approach to insurance selling (incorporating needs-based selling and
disclosure) combined with various steps like regulation, a grievance redressal system, the
Ombudsman and the IRDA grievance call centre (see section D4) have greatly helped to build
the public’s conﬁdence in the system. The public can be assured that they are being treated
fairly by the industry and, if they have a legitimate concern, that the Regulator will support
them. Therefore they are more likely to see insurance as a practical way of meeting their
needs.

Increase in insurance
penetration

India has the world’s second largest population and thereby the potential to be the second
biggest insurance market. The addressable market is so vast that there is scope for all
insurers to ﬁnd new customers rather than competing with each other for the same ones.
This will increase the market penetration of insurance, but will only be true if the public has
conﬁdence that they are safe to address their needs through buying insurance.

Social beneﬁts

As insurance spreads to more parts of the Indian community, with more people seeing it as
a safe and valuable option, less people will be thrown into ﬁnancial hardship as a result of a
family tragedy or other unforeseen event.

Employment
generation

An increase in the penetration of insurance will mean more employment opportunities.
Insurance companies are continuously recruiting new employees and agents to sell their
products. With a dynamic market and new roles emerging, professionals can keep looking for
new opportunities. An insurance market that has a reputation as a professional industry will
attract good quality personnel to a career in insurance, which will also help to promote the
market’s professionalism.

Increase in proﬁts
for the insurance
company

A company that is professional in its approach to selling insurance and is, therefore, trusted
by the public will ﬁnd that it is able to sell more insurance. This, combined with the spread of
insurance to new customers as conﬁdence in insurance grows, will increase the proﬁtability
of the insurance company.

We can see that these beneﬁts of a professional insurance market will contribute to an increase in the
overall beneﬁts that insurance offers to the wider economy, as discussed in section B. More proﬁtable
companies, more jobs, and less ﬁnancial hardship at an individual and corporate level will all enhance the
overall economic success of the Indian economy and release more funds for investment in its businesses and
infrastructure.
Now that we have looked at how insurance can beneﬁt not just individuals but society as a whole, let’s pause
for a moment to consider how we came to be where we are today. The insurance market in India has not
always been the way it is today, and we shall look at how it has developed over the years in the next section.
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D History of insurance
The history of insurance in India is deep-rooted. Since the earliest times insurance has been carried out in
some form or other. Insurance in India has developed over time and has taken ideas from other countries –
England in particular.
The history of insurance in India can be divided into three phases as follows:

Figure 1.1
Phase I – Pre-liberalisation

Phase II – Liberalisation

Phase III – Post-liberalisation

D1 Phase I – Pre-liberalisation
1818–1829

First insurance company: in 1818 the Oriental Life Insurance Company in Kolkata (then Calcutta) was
the ﬁrst company to start a life insurance business in India. However, the company failed in 1834. In
1829 the Madras Equitable had begun transacting life insurance business in the Madras Presidency.

1870

Following the enactment of the British Insurance Act 1870, the last three decades of the nineteenth
century saw the creation of the Bombay Mutual (1871), Oriental (1874) and Empire of India (1897) in
the Bombay Residency.

1912

The Indian Life Assurance Companies Act 1912 was the ﬁrst statutory measure to regulate life
business.

1928

The Indian Insurance Companies Act 1928 gave the Government the power to collect statistical
information about both life and non-life business transacted in India by Indian and foreign insurers,
including provident insurance societies.

1938

To protect the interest of the insuring public, the earlier legislation was consolidated and amended by the
Insurance Act 1938 which gave the Government effective control over the activities of insurers.

1950s

In the 1950s, competition in the insurance business was very high and there were allegations of unfair
trade practices. The Government of India therefore decided to nationalize insurance business.

1957

Formation of the General Insurance Council (GI Council): the GI Council represents the collective
interests of the non-life insurance companies in India. The Council speaks out on issues of common
interest, participates in discussions related to policy formation, and acts as an advocate for high
standards of customer service in the insurance industry.

1972

The General Insurance Business (Nationalisation) Act 1972 (GIBNA) was passed. The General
Insurance Corporation of India (GIC) was formed in pursuance of Section 9(1) of GIBNA. It was
incorporated on 22 November 1972 under the Companies Act 1956 as a private company limited by
shares.

Chapter 1

Chapter 1

Chapter 1

1/8

IC-33/2011

Life insurance

D2 Phase II – Liberalisation
The start of reform
The international payment crisis of the 1990s forced the Government to re-think its industrial policies and
regulations. The Government only had enough foreign currency reserves to ﬁnance a few days of imports.
1993

Malhotra Committee: in 1993 the Government set up a committee under the chairmanship of R N
Malhotra, the former Governor of RBI, to make recommendations for the reform of the insurance sector.
In its report in 1994, the committee recommended, among other things, that the private sector and
foreign companies (but only through a joint venture with an Indian partner) be permitted to enter the
insurance industry.

1999

Formation of the IRDA: following the recommendations of the Malhotra Committee report, the
Insurance Regulatory and Development Authority (IRDA) was constituted as an autonomous body
in 1999 to regulate and develop the insurance industry. The IRDA was incorporated as a statutory
body in April 2000.

D3 Phase III – Post-liberalisation
As we have seen, following the recommendations of the Malhotra Committee, the insurance sector was
opened to private companies. Foreign companies were also allowed to participate in the Indian insurance
market through joint ventures (JVs) with Indian companies. Under current regulations the foreign partner
cannot hold more than a 26% stake in the joint venture.
The key objectives of the IRDA include the promotion of competition with a view to increasing customer
satisfaction through more consumer choice and lower premiums, while ensuring the ﬁnancial security of
the insurance market. The IRDA has the power to make regulations under section 114A of the Insurance
Act 1938. Since 2000 it has introduced various regulations ranging from the registration of companies for
carrying on insurance business to the protection of policyholders’ interests.
The Insurance Act 1938 and GIBNA were amended which removed the exclusive privilege of GIC and its four
subsidiaries to write general insurance in India. As a result, general insurance business was opened up to the
private sector.
With the General Insurance Business (Nationalisation) Amendment Act 2002, effective from 21 March
2003, GIC ceased to be a holding company of its four subsidiaries. Their ownership was vested with the
Government of India. GIC was notiﬁed as a reinsurance company.

Question 1.2
Why did the Government think it necessary to nationalise the life insurance industry in the 1950s?
In appendix 1 we have provided lists of the life and general insurance companies that are active in India at the
present time. Take a look at it now and get a feel for how many companies operate in the different sectors.

Be aware
At the time of writing (January 2011) a proposal to increase the Foreign Direct Investment (FDI) limit in the insurance
sector from the current 26% to 49% is awaiting approval in Parliament.

D4 Recent developments in the insurance industry
By 2010 India was the ﬁfth largest insurance market in the world and it is still growing rapidly.
There has been a lot of change in the decade since the market was opened up to the private sector. In this
section we will look at some of the important developments of the last few years.
Growing importance
of IT

All insurance companies now use information technology (IT) to beneﬁt their business and to
improve convenience for their customers. Today, customers can pay their premiums and check
the status and other details of their policy using the company’s website. Updates relating to the
receipt of premiums or changes to their policy are sent to the customer through mobile SMS.

Bancassurance

Many banks have joined with insurance companies to cross-sell insurance products to their
customers. Insurance companies beneﬁt from the wide network and loyal customer base
of banks, and the contribution that bancassurance makes to insurance sales has steadily
grown over the last few years. The banks beneﬁt through being able to provide value-added
products to their customers and from the fee income they receive in return from the insurance
companies. Many banks have started their own life insurance subsidiaries.
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Online sales

Most of the insurance companies have now started selling insurance products online. This
eliminates the need for an intermediary and reduces costs. This saving can be passed to
customers in the form of reduced premiums.

Micro-insurance

Micro-insurance guidelines were issued by the IRDA in 2005. Micro-insurance products
provide insurance protection to people in lower income groups, such as self-help group (SHG)
members, farmers, rickshaw pullers and others against the risks that they and their assets are
exposed to. The premiums for these products may be as low as Rs. 15 and are collected on
a weekly basis. The minimum life insurance cover speciﬁed by the Regulator for this category
is Rs. 5,000 and the maximum cover that can be provided is Rs. 50,000. People who work in
agriculture and allied activities are exposed to the hazards of nature so they need protection
against risks like monsoon failure, ﬂoods etc. This is where micro-insurance can come to their
rescue.

Grievance redressal

Whenever any industry is experiencing fast growth there are bound to be concerns, and the
insurance industry is no different. There has been an increase in complaints from customers
about the settlement of their claims and customer service in general. As we saw earlier, the
IRDA has taken steps to protect the interest of the policyholders. It has asked insurance
companies to set up internal customer grievance redressal cells/departments, and an
Insurance Ombudsman has been established.
The latest initiative from the IRDA is the setting up of a call centre which an insured can contact
to seek the resolution of a grievance they have against their insurer. The unhappy customer
can either call a toll-free number (155255) or email complaints@irda.gov.in to register their
complaint.

Question 1.3
What is bancassurance?
We will return to some of these topics in more detail later in this chapter. First, however, we will continue our
overview of the insurance industry in India by looking at the organisations and roles that feature within it.

E

Insurance organisations and roles

E1

Types of insurance organisations

Insurance organisations are divided into three main categories, as the following ﬁgure shows. We will look
brieﬂy at the various products the different types of insurance organisations offer in section G.

Figure 1.2: Types of insurance organisation
Insurance

Life insurance

Non-life insurance

Reinsurance

E1A Life insurance companies
Life insurance companies cover risks that relate to human lives. They offer different beneﬁts under different
types of products and cover the risk of early death, as well as the risk of living into old age. Under traditional
plans, like term insurance plans, insurance companies provide death cover. If the insured person dies within
the term of the policy then the nominee/beneﬁciary is paid a speciﬁed amount (also known as the sum
insured). We saw an example of this when we looked at the case of Ajay at the start of this chapter. Under
pension plans, insurance companies offer periodic monthly payments (annuities) to support the insured
during their retirement.
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E1B Non-life insurance companies
Non-life insurance companies generally cover risks other than those relating to human lives. The exceptions
to this are personal accident and health insurance, which are provided by non-life insurance companies. Any
asset either gives a monetary return (e.g. a house given on rent), or offers convenience (e.g. a car which can
be used to travel from one place to another) can be insured. All assets are exposed to various risks: they
can be damaged or destroyed by ﬁre, earthquake, riot, theft, ﬂooding, cyclones etc. If the asset is damaged
by any of these risks, the owner will be at a disadvantage and they will lose the income or the convenience
the asset provided. Non-life insurance companies offer products that cover these risks and compensate
the owner should the asset be damaged by one of them. It is a product from this type of company that an
individual would buy to protect their assets, for example, their home against ﬁre etc.

E1C Reinsurance companies
We saw in section A2 earlier that insurance is a risk transfer mechanism. Risk is transferred from those
who are unable to bear it to those who can. However, insurance companies can only take on so much risk.
Once that limit is reached, the insurer itself is exposed to the risk of loss. When this happens insurers look
to transfer some of their risks to someone else to shield themselves from overexposure. This is where
reinsurance companies come into use. A reinsurance company is an insurer for the insurance company.
Reinsurance companies take on a certain percentage of the risks on the insurance company’s books, in
return for the payment of a consideration.

E2

Roles in the insurance industry

Apart from the insurer and the insured the other roles in the insurance industry include the following.

Figure 1.3: Roles in the insurance industry
Agents

Corporate agents

Intermediaries

Underwriters

Actuaries

Constituents of the
insurance market
TPAs

Surveyors/
loss adjusters

The Regulator

Training institutes

NGOs – Protecting the
customers’ rights
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Agents

These contribute the major percentage of insurance sales in India. It is the agent’s primary
responsibility to meet the prospective client, understand their needs, and accordingly
recommend suitable products. We shall discuss the role of agents in more detail in section H.

Corporate agents

These include banks and brokers. More details about these are included in section F2.

Intermediaries

These can be individuals as well as organisations, like ﬁrms, banks and composite brokers.
Intermediaries solicit and procure business from prospective clients for the insurance
company.

Underwriters

These decide whether to accept or reject the insurance proposal. If the proposal is to be
accepted, then the underwriter decides at what price it should be accepted.

Actuaries

These calculate the standard price of products. They take into account statistical data and the
past claims experience of the company. Apart from pricing individual products, they also do
an overall ﬁnancial assessment of the insurance company from time to time to make sure that
the company has sufﬁcient reserves to pay for future liabilities.

Third party
administrators (TPAs)

These do the work of building hospital networks. They also help with approvals at the time of
cashless admission to a hospital and with settling the bill with the insurer on discharge.

Loss adjusters/
surveyors

These do the work of assessing and certifying a loss when a claim is made on the insurance
company. They have a major role to play in non-life insurance business.

The Regulator

The Regulator has the responsibility of ensuring the smooth running of the insurance sector.
The Insurance Regulatory and Development Authority (IRDA) is the insurance Regulator
in India. The IRDA grants licences to insurance companies and makes sure all insurance
companies are in compliance with the regulations at all times. It also has a responsibility to
protect the interests of the small policyholders against the mighty insurance companies.

Training institutes

These have the responsibility of supplying trained manpower to meet the ever growing need
for skilled labour in the insurance industry. The Insurance Institute of India (III), Insurance
Institute of Risk Management (IIRM) and the National Insurance Academy (NIA) are premier
training institutes in the ﬁeld of insurance.

NGOs – Protecting
the customers’ rights

Non-Governmental Organisations (NGOs) play an important role in spreading awareness
about insurance products and protecting the rights of the customers. The role of NGOs
is more important in the rural areas where they work with Self Help Groups (SHGs) and
insurance companies on deeper penetration of micro-insurance products at the grassroots
level.

You will see that some of these roles in the market are to do with the selling of insurance products – or
insurance distribution as it is known. How do they do this? Let’s take a look in this next section.

F

Insurance distribution

Marketing of insurance products is done through two channels:

Figure 1.4

Direct marketing
channels

Indirect marketing
channels

Consider this…
Look at the constituents of the insurance market described in section E. Of those involved in the distribution of insurance
which do you think would be a direct marketing channel and which an indirect marketing channel?

F1

Direct marketing channels

A direct marketing channel may involve a sales force employed by the insurer and will certainly include the
activities of the insurer’s full-time staff based in the ofﬁce. Advertising will focus on the target audience,
whether it is done through television, email marketing, newspapers, hoardings or online advertising. The
contract is concluded between the insurance company and the insured with no middleman.
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F1A E-sales
E-sales refer to sales of insurance products through the internet. This channel for the sale of insurance
products is relatively new in India, but is fast catching up with more traditional methods. For some time,
insurance companies have been using online payment gateways to collect renewal premiums and their
websites to solicit sales inquiries for their insurance products, but it was only late in 2009 that insurance
companies in India introduced products that are exclusively sold via the internet. Because these online
products are being sold directly to the end customer, with no intermediaries, insurance companies can sell
these products much cheaper, as the intermediary commissions are eliminated.

F2

Indirect marketing channels

Although, as we have seen, online insurance sales are increasing at a fast rate, intermediaries still make a
major contribution to the sale of insurance company products. Intermediaries include the following:

Figure 1.5: Indirect marketing channels
Indirect
marketing
channels

Individual
agents

Bancassurance

Insurance
brokers

Comparison
websites

Direct brokers

Reinsurance
brokers

Composite
brokers

Individual agents

These are hired by insurance companies and given the required training. After passing the
prescribed examination and getting their licence, these agents seek and gain insurance
business for the insurer. Agents are not on the payroll of the insurance company but are
paid commission based on the sales they make. Current regulations in India mean that an
individual can act as an insurance agent for only one life insurance company at a time.

Bancassurance

As we saw in section D4, insurance companies partner with banks to sell their products
through them. Current regulations in India state that a bank can only act as an insurance
agent for one life insurance company at a time.

Insurance brokers

These can sell the products of a number of life insurance companies. They have the
advantage of being able to compare the insurance products of various insurance companies
and then offer a plan that best suits the requirements of the customer. The broker represents
the client: they keep in mind the customer’s requirements rather than favouring any speciﬁc
products of any speciﬁc insurance company.

Comparison websites

These are a recent phenomenon and use the internet to collect together and provide quotes
from various life insurance companies. An individual can input their details and compare
quotes from different companies. They can then choose the one that best suits their needs.
However, these websites are not regulated so the customer would be wise to check with the
insurance company before making a ﬁnal decision on the purchase.

Consider this…
Which is better – selling insurance by direct marketing or indirect marketing? Why do you think this?

Question 1.4
Why are insurers who sell their products direct to the customer over the internet able to offer much lower premiums?
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Now that we have established how we are going to sell our insurance products and who is going to do it,
we need some products to sell. What sort of products are available? We will be taking the time to look at
life insurance products later in this study text. For now, we will give a very brief overview of the types of
insurance that are available.

G Insurance products
As we saw in section E1, apart from reinsurance, the insurance market is broadly divided into two categories
– life insurance and non-life insurance. Life insurance covers risks related to human lives. All other risks are
covered under non-life insurance or general insurance.

G1 Non-life insurance market
The non-life insurance market is further divided into sub-categories.

Figure 1.6: Non-life insurance market
Non-life
insurance market

Fire
insurance

Marine
insurance

Miscellaneous

Motor
insurance

Property
insurance

Liability
insurance

Health
insurance

Travel
insurance

It is a continuously developing market with new products being introduced from time to time as society
has a need for them.

G2 Life insurance market
There are many products available in the life insurance market and we will consider them in detail in chapters
5, 6 and 7. However, here we will give a brief description of the main types of product so that you can start to
see what sort of products you could be involved in selling. The main products offered under life insurance are
show below.

Figure 1.7: Main life insurance products
Main life insurance
products

Term
insurance
plans

Endowment
insurance plans

Whole life
insurance plans

Pension and
savings plans

Unit linked
insurance plans
(ULIPs)

A discussion of speciﬁc general insurance products is outside the scope of this book.

Suggested activity
Ask your family members or friends about the life insurance plan(s) they have. Ask them why they chose that
particular plan.
We have now concluded our overview of the insurance market, the roles within it and the products it
provides. Before we move on in the next chapter to look at the concepts behind insurance, let’s conclude this
one by looking at what it means to be an agent.
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H Role and functions of an agent
H1 Becoming an agent
There are a number of steps that you as an individual need to take and a number of criteria that you will need
to fulﬁl if you wish to become a life insurance agent. The Insurance Act requires that an insurance agent must
have a licence, and the IRDA deals with all issues of licences and other matters relating to agents. There are
regulations which must be complied with at all stages in the process. Full details of these regulations and
requirements will be covered later in the study text. In this introductory chapter we shall just outline the
process of becoming an agent and explain what an agent does.

H2 Role of an agent
As stated in section F2, agents are hired by insurance companies and they act as the main link between the
insurance company and the insured. Their role is to recommend to clients the right products that address
the clients’ needs. At the same time they must act in the interests of the insurance company by using their
unique position of knowing their clients well enough to protect the insurance company from any undue
adverse product selection.
This makes the role of the agent in the entire insurance business very crucial.
Agents facilitate the smooth sale of insurance products by assisting their clients with completing the
paperwork involved, and after the policy is sold the agent should ensure it is serviced properly until maturity
or in the event of a claim. At the time of a claim, the agent should also assist the client to complete the
required formalities to ensure quick settlement.
In India, life insurance agents deal with a range of insurances which are generally considered under the
following headings:
• basic life insurance products, such as term insurance and whole life plans;
• savings products; and
• other ﬁnancial products, such as health insurances and accidental death plans.
All these products will be looked at in later chapters.
Once licensed and appointed, the agent is an independent professional. At the heart of this is the need for
agents to put the interests of their clients above all else.

H3 Code of Conduct for agents
In supporting agents to carry out their role in a professional manner, every licensed agent must adhere to the
Code of Conduct speciﬁed by the IRDA in the Insurance Regulatory and Development Authority (Licensing
of Insurance Agents) Regulations 2000 as per Regulation 8. In the Code of Conduct the IRDA gives details
as to what an agent shall and shall not do. For instance, the agent should disclose all information relating to
the insurance company that they represent and the products they are recommending. They should act in the
best interests of the client while at the same time making sure that there is no adverse selection against the
insurance company (we will discuss adverse selection further in chapter 4).
In addition, the insurance agent needs to take steps to keep the business they have secured for their
company. To do this they need to make every attempt – both orally and in writing – to ensure that the
policyholder pays the premium within the required time.
We will return to the Code of Conduct for agents later.
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Key points
The main ideas covered by this chapter can be summarised as follows:
Role of ﬁnancial services
t 5IFmOBODJBMTFSWJDFTTFDUPS JODMVEJOHUIFJOTVSBODFTFDUPS IBTBNBKPSSPMFUPQMBZJOUIFPWFSBMMFDPOPNJDHSPXUI
of the country.
t 5IFJOTVSBODFTFDUPSDBOQSPWJEFJOWFTUNFOUUPDPNQBOJFTQSPKFDUTUIBOLTUPUIFNPOFZJOWFTUFEJOUIFJOTVSFSCZ
individuals buying protection and investment products.
Beneﬁts of professional insurance market
t "QSPGFTTJPOBMJOTVSBODFNBSLFUCBTFEPOOFFETCBTFETFMMJOHBOEQSPQFSEJTDMPTVSFTXJMMMFBEUPIJHIFSDPOmEFODF
among policyholders, an increase in the penetration of insurance, job creation and enhancement of the overall
success of the insurance company.
History of insurance
t 5IFIJTUPSZPGJOTVSBODFJO*OEJBDBOCFEJWJEFEJOUPUISFFQIBTFT
t 5IFmSTUQIBTF QSFMJCFSBMJTBUJPO XBTEPNJOBUFECZQSJWBUFBOEGPSFJHOJOTVSBODFDPNQBOJFTCFGPSFUIF(PWFSONFOU
nationalised the sector in 1956.
t *OUIFTFDPOEQIBTF MJCFSBMJTBUJPO SFGPSNTXFSFJOJUJBUFEBOEUIF*3%"XBTTFUVQBTUIF3FHVMBUPSPGUIFJOTVSBODF
sector. Private participation was invited and also FDI.
t *OUIFUIJSEQIBTF QPTUMJCFSBMJTBUJPO NBOZQSJWBUFDPNQBOJFTTUBSUFEJOTVSBODFPQFSBUJPOTXJUIBGPSFJHOQBSUOFSJO
joint ventures. Currently there are 23 life insurance companies operating in India.
t *OSFDFOUUJNFTJOTVSBODFDPNQBOJFTIBWFBEPQUFE*5JOBCJHXBZ#BODBTTVSBODFBOENJDSPJOTVSBODFIBWFCFFO
introduced and grievance redressal systems established.
Insurance organisations and roles
t *OTVSBODFCVTJOFTTJTDMBTTJmFEJOUPUISFFNBJOUZQFToMJGF OPOMJGFBOESFJOTVSBODF
t 5IFJOTVSBODFNBSLFUJTNBEFVQPGBHFOUT DPSQPSBUFBHFOUT JOUFSNFEJBSJFT VOEFSXSJUFST BDUVBSJFT 51"T 
surveyors, the Regulator, training institutions and NGOs.
Insurance distribution
t *OTVSBODFJTTPMEUISPVHIEJSFDUNBSLJOHDIBOOFMT FNQMPZFFTBOEJOUFSOFUTBMFT BOEJOEJSFDUNBSLFUJOHDIBOOFMT
(agents, bancassurance, brokers).
Insurance products
t 1SPEVDUTPGGFSFECZMJGFJOTVSBODFDPNQBOJFTJODMVEFUFSNJOTVSBODFQMBOT FOEPXNFOUJOTVSBODFQMBOT XIPMFMJGF
plans, pension and savings plans and unit-linked insurance plans.
Becoming an agent
t 5PCFDPNFBOBHFOUBQFSTPOIBTUPTVCNJUUIFOFDFTTBSZGPSNBOEGFFT IBWFUIFSFRVJSFERVBMJmDBUJPO VOEFSHP
practical training and pass the required examination.
t "OBHFOUTIPVMESFDPNNFOEUPDMJFOUTUIFCFTUQSPEVDUTUIBUBEESFTTUIFJSOFFETBOEBUUIFTBNFUJNFNBLFTVSF
there is no adverse selection for the insurer.
t "OBHFOUTIPVMEDPOUJOVPVTMZTUSJWFUPJNQSPWFUIFJSLOPXMFEHFPGUIFJSPXOJOTVSFSTQSPEVDUT DPNQFUJOHJOTVSFST
products and other competing investment products on the market.
t "MMMJDFOTFEBHFOUTIBWFUPDPNQMZXJUIUIF$PEFPG$POEVDUBUBMMUJNFT
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Question answers
1.1 The answer is a) risk transfer. You are transferring the risk you face to the insurance company to bear for you.
1.2 There was a great deal of competition and allegations of unfair practice.
1.3 Bancassurance is when banks partner with insurance companies to offer insurance products to the bank’s
customers.
1.4 By removing the need for a middleman and so the need to pay any commission, the insurance company can pass
on the savings made to their customers.

How the insurance market operates

Self-test questions
1.

Why do people need life insurance?

2.

What are the beneﬁts of having a professional insurance market?

3.

a) What are the three phases of the development of the insurance sector in India?
b) Describe what happened in the most recent phase.

4.

List the participants who make up the insurance market.

5.

What indirect marketing channels are available to insurance companies?

6.

What are the different types of products sold by life insurance companies?

You will ﬁnd the answers on the next page
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Self-test question answers
1.

People need life insurance to help take care of their obligations should they die prematurely. These include the:
t JODPNFOFFETPGUIFGBNJMZ
t DIJMESFOTFEVDBUJPOBOE
t DIJMESFOTNBSSJBHF

2.

The beneﬁts of a professional insurance market that focuses on needs-based selling and disclosure include:
t IJHIFSDPOmEFODFBNPOHQPMJDZIPMEFST
t BOJODSFBTFJOJOTVSBODFQFOFUSBUJPO
t TPDJBMCFOFmUT
t FNQMPZNFOUHFOFSBUJPO
t JODSFBTFEQSPmUTGPSJOTVSBODFDPNQBOJFT
t QSFNJVNTBWBJMBCMFUPDIBOOFMJOUPJOWFTUNFOUQSPKFDUTBOE
t BOJNQSPWFNFOUJOUIFPWFSBMMHSPXUIPGUIFFDPOPNZ

3.

a) The history of insurance in India can be divided into 3 phases as follows:
 t 1IBTF*o1SFMJCFSBMJTBUJPO
 t 1IBTF**o-JCFSBMJTBUJPOBOE
 t 1IBTF***o1PTUMJCFSBMJTBUJPO
b) In Phase III, following the recommendations of the Malhotra Committee, the insurance sector was opened
up to private companies. Foreign companies were also allowed to participate in the Indian insurance market
through joint ventures (JVs) with Indian companies. Under current regulations the foreign partner cannot hold
more than a 26% stake in the joint venture.
The IRDA has the power to make regulations under Section 114A of the Insurance Act 1938. Since 2000
it has introduced various regulations ranging from the registration of companies for carrying on insurance
business to the protection of policyholders’ interests.

4.

The constituents of the insurance market include:
t BHFOUT
t DPSQPSBUFBHFOUT
t JOUFSNFEJBSJFT
t VOEFSXSJUFST
t BDUVBSJFT
t UIJSEQBSUZBENJOJTUSBUPST 51"T 
t TVSWFZPSTMPTTBEKVTUFST
t UIF3FHVMBUPS
t USBJOJOHJOTUJUVUFTBOE
t /(0ToXPSLJOHUPQSPUFDUDVTUPNFSTSJHIUT

5.

The indirect marketing channels include:
t JOEJWJEVBMBHFOUT
t CBODBTTVSBODFDPSQPSBUFBHFOUT
t JOTVSBODFCSPLFSTUIFTFBSFGVSUIFSTVCDMBTTJmFEBTEJSFDUCSPLFST SFJOTVSBODFCSPLFSTBOEDPSQPSBUF
brokers; and
t DPNQBSJTPOXFCTJUFT UIPVHIUIFTFBSFOPUSFHVMBUFE 

6.

The different types of products sold by life insurance companies include:
t UFSNQMBOT
t FOEPXNFOUJOTVSBODFQMBOT
t NPOFZCBDLQMBOT
t XIPMFMJGFJOTVSBODFQMBOT
t QFOTJPOBOETBWJOHTQMBOTBOE
t VOJUMJOLFEJOTVSBODFQMBOT 6-*1T 
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Appendix 1.1: Insurance companies active in India
(January 2011)
Table 1.1 Life insurance companies in India
Sr. No.

Name of the Life Insurance Company

1

HDFC Standard Life Insurance Co. Ltd.

2

Max New York Life Insurance Co. Ltd.

3

ICICI Prudential Life Insurance Co. Ltd.

4

Kotak Mahindra Old Mutual Life Insurance Co. Ltd.

5

Birla Sun Life Insurance Co. Ltd.

6

Tata AIG Life Insurance Co. Ltd.

7

SBI Life Insurance Co. Ltd.

8

ING Vysya Life Insurance Co. Ltd.

9

Bajaj Allianz Life Insurance Co. Ltd.

10

Met Life India Insurance Co. Ltd.

11

Reliance Life Insurance Co. Ltd. (Earlier AMP Sanmar Life Insurance Company from 3 January 2002 to 29
September 2005)

12

Aviva Life Insurance Company India Limited

13

Sahara India Life Insurance Co. Ltd.

14

Shriram Life Insurance Co. Ltd.

15

Bharti AXA Life Insurance Co. Ltd.

16

Future Generali India Life Insurance Company Ltd.

17

IDBI Federal Life Insurance Company Ltd.

18

Canara HSBC OBC Life Insurance Company Ltd.

19

Aegon Religare Life Insurance Company Ltd.

20

DLF Pramerica Life Insurance Co. Ltd.

21

Life Insurance Corporation of India

22

Star Union Dai-ichi Life Insurance Co. Ltd

23

IndiaFirst Life Insurance Company Limited
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Appendix 1.1: Insurance companies active in India
(January 2011)
Table 1.2 General insurance companies in India
Sr. No.

Name of the General Insurance Company

1

Bajaj Allianz General Insurance Company Limited

2

IFFCO Tokio General Insurance Company Limited

3

HDFC ERGO General Insurance Company Limited

4

ICICI Lombard General Insurance Company Limited

5

The New India Assurance Company Limited

6

The Oriental Insurance Company Limited

7

Max Bupa Health Insurance Company Limited

8

Royal Sundaram Alliance Insurance Company Limited

9

United India Insurance Company Limited

10

SBI General Insurance Company Limited

11

Tata AIG General Insurance Company Limited

12

Reliance General Insurance Company Limited

13

Cholamandalam MS General Insurance Company Limited

14

National Insurance Company Limited

15

Shriram General Insurance Company Limited

16

Bharti Axa General Insurance Company Limited

17

Future Generali India Insurance Company Limited

18

Agriculture Insurance Company of India

19

Star Health and Allied Insurance Company Limited

20

Apollo Munich Health Insurance Company Limited

21

Universal Sampo General Insurance Company Limited

22

Export Credit and Guarantee Corporation of India Limited

23

Raheja QBE General Insurance Company Limited

24

L&T General Insurance Company Limited

Table 1.3 Reinsurance companies in India
General Insurance Corporation (GIC)
Source: IRDA website
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Learning objectives
After studying this chapter, you should be able to:
• explain the concept of risk in terms of insurance;
• explain the main components of risk;
• describe the risks that can be insured;
• describe the importance of insurance as a risk transfer mechanism;
• explain the concept of pooling of risks.
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Chapter 2

Introduction
In chapter 1 we explained that insurance is based on the transfer of risk and we looked brieﬂy at some of the
risks that a person might face.
In this chapter we will look at the nature of risk in more detail and the types of risks that can be insured
against, in addition to explaining a little more about how risks are transferred and pooled. Of course, as a life
insurance agent you are concerned with the risks relating to human life and we shall focus our attention on
these aspects in this chapter. However, we shall also be making reference to some risks that apply to general
insurances as this will help you to gain a good understanding of the concept of risk in its broadest sense.

Key terms
This chapter features explanations of the following terms and concepts:
Risk

Components of risk

Uncertainty

Hazard

Peril

Homogeneous risk

Accidental risk

Insurable risk

Financial risk

Pure risk

Risk transfer

Pooling of risks

A

Concept of risk

A1 Deﬁnition of risk
The word ‘risk’ can be used in several different contexts. In insurance, risk is applied to certain assets that
can be insured, such as a human life, a house, a car, etc.
There is no single deﬁnition of risk because of the different contexts in which it can be used.
Here are some of the deﬁnitions of risk:
• Risk is the chance of damage or loss.
• Risk is doubt concerning the outcome of a situation.
• Risk is something or someone considered to be a potential hazard.

Be aware
In life insurance the word ‘risk’ is used to describe the possibility of an unfavourable event occurring, for example
untimely death or an unforeseen disability.
During a lifetime an individual can be exposed to many risks, some of these are:

Figure 2.1
Accidents
Premature
death

Illness

Unemployment

Risks to
human
life

Living too long
beyond
retirement

Insurance cannot prevent the occurrence of these risks, but it can reduce their impact should they occur.
Life insurance mainly deals with two risks – premature death and living too long. The other risks relating to
human life are mostly covered under non-life insurance. However, life insurance companies offer additional
beneﬁts or riders along with life insurance plans to cover the following risks – death or disability due to
accidents, illness and unemployment.
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Example

Rakesh Gupta is exposed to the following risks, for which he should consider buying insurance:
Premature death – Rakesh’s job proﬁle is quite stressful and involves intense travelling. He is exposed to the risk of
early death which could occur due to an accident or illness caused by stress. A life insurance plan can protect his family
against the risk of Rakesh’s early death.
Accident – Due to the frequent travelling that Rakesh has to do, he is prone to the risk of accidents that can result in
either permanent or temporary disability. A life insurance plan with a disability beneﬁt rider or a separate accidental death
policy can protect his family against the risk of Rakesh becoming disabled.
Illness – Due to the stressful nature of his job, Rakesh is exposed to the risk of suffering from critical illnesses. A life
insurance plan with a critical illness rider, or a health insurance policy, can help meet the hospitalisation expenses should
Rakesh suffer from any critical illness.
Unemployment – If Rakesh has an accident and becomes disabled, he risks losing his job and becoming unemployed.
Living too long – Should none of the above events occur during his working life and Rakesh retires, he may be exposed
to the risk of living too long beyond retirement. He is working for a private company that does not provide a monthly
pension after retirement as part of his employee beneﬁts. Hence he needs to work towards building a retirement fund
during his working life by investing in a retirement pension plan. On retirement he can purchase an annuity plan from a
life insurance company that will pay him regular annuity payments during his retirement years.
Note: Details about various life insurance plans, health insurance plans and riders will be discussed in later chapters.

Be aware
Insurance companies provide cover for only a speciﬁed number of risks. These risks are listed in the policy document.
The insurance company will not provide protection for claims arising out of risks other than the speciﬁed risks.

Suggested activity
After studying the risks that an individual is exposed to, discuss with your family income provider which risks they are
exposed to due to the nature of their job. If you are the main income provider what risks are you personally exposed to?

A2 Attitude to risk
Each person’s attitude to risk is different. Therefore, we all respond to risks in different ways.
Some people are willing to retain risks and carry them themselves, while others act cautiously and transfer
them to an insurance company.

B

Components of risk

The components of risk include:

Figure 2.2

Peril and
hazard
Level

Uncertainty

Risk
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Rakesh Gupta is a sales executive working for a private company. His job involves frequent travelling to meet
various retailers in his region in order to achieve his monthly and quarterly sales targets. Sometimes he has to travel
continuously for days, without any rest.

2/4

IC-33/2011

Life insurance

Chapter 2

B1 Uncertainty
Life is uncertain and so is our future. If we could know in advance that an event is going to take place we
could plan to prevent it or overcome it, and thereby limit or even remove the risk involved.
As a general principle insurance is only available for risks that are uncertain. This statement raises a
question: we all know that death is certain – but we also know that life insurance is available against death.
So how can this statement be true?
It is true because, although we will all die one day, when we will die is uncertain. It is the uncertainty
about the timing of death that makes death insurable. Once the timing of death becomes certain, when an
individual is suffering from a fatal disease, for example, then an insurance company will not cover the risk.
The following case studies show how this works.

Case studies
1. Rishbah Agrawal is a 40-year-old businessman who leads a healthy lifestyle. Every morning he practices yoga
and abstains from smoking, tobacco and alcohol. There is a family medical history of diabetes and both his parents
suffer from it. But Rishbah Agrawal himself has not been diagnosed with diabetes. Can Rishbah be provided with life
insurance?
The answer is Yes, because Rishbah maintains a healthy lifestyle and he has not been diagnosed with any disease. The
timing of his death is uncertain.
2. Rakesh Sharma has been diagnosed with a brain tumour at a very advanced stage. The doctors know that they
cannot save him and sadly Rakesh’s death is almost certain in the near future. Can Rakesh Sharma be provided life
insurance?
The answer is No, life insurance companies will not take the risk of providing insurance cover for Rakesh as his death in
a very short time span is almost certain.

B2 Level of risk
We know that there is a greater likelihood of some things happening than others and this affects the level of
risk involved.
The level of risk is normally assessed in terms of the:
• probability (or frequency) of a certain event happening, and the
• extent (or severity) of the event if it does happen.
Frequency
The probability that a certain person will die within one year is calculated by actuaries, from the past data
collected, and is made available as mortality tables. This allows insurance companies to determine the
probability of a particular event, such as death, occurring under various circumstances.
The probability of risk to life for individuals will differ on the basis of their age, medical wellbeing, family
medical history, lifestyle, job proﬁle etc.
The mortality rate is the chance of dying at a speciﬁed age based on the proportion of deaths among a
speciﬁc number of a sample population.

Example
Let’s look at two different groups of 100 people. The ﬁrst group is aged 30-39. Of these one person dies before the age
of 31. The probability of death in this case is 1% – or a frequency of 1 in 100. The second group is aged 60–69. Of
these 15 die people before the age of 61 (15%). The frequency of death in the second group is therefore greater than in
the ﬁrst group.
Severity
Insurance companies attempt to determine the amount of claims they would experience if the insured events
were to actually occur based on the likely severity of the losses.

Be aware
Life insurance companies determine the level of risk based on past data (claims experience). If the past data indicates
that individuals within a certain age group (say, 60–70) are more prone to heart attacks, then the level of risk will be
considered to be higher for that age group.
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Case study

The nature of airline insurance can be categorised as low frequency but high severity (impact) since the probability of an
air crash is low, but when it does occur, the extent of the loss is very high.

B3 Peril and hazard
This is the ﬁnal aspect of risk and relates to the cause of losses.
Peril refers to a speciﬁc event which might cause a loss. This loss can be loss of life or loss of property.
Natural disasters such as earthquakes, storms, ﬂoods etc. are all perils which cause loss of life and damage
to assets.
Perils are the risk being insured against, e.g. the risk that an individual will die during the term of their policy.
A hazard, on the other hand, is a condition that either increases the chance that a peril will happen or may
cause its effect to be worse if it does.

Be aware
A hazard inﬂuences the operation of the peril.

Example
If lung cancer is a peril then smoking can be a hazard that may increase the chance that the peril (lung cancer) will
occur.

Case study
On 26 January 2001 one of the worst earthquakes in India’s history hit Gujarat. Thousands of people lost their lives in
this tragic event. Lakhs of people were injured and property worth thousands of crores of rupees was destroyed. The
epicentre of the earthquake was located northeast of Bhuj Town in Western Gujarat.
In this case the earthquake was the peril and the poorly constructed houses and schools which were not earthquake
resistant and easily collapsed were a hazard.
Similarly in the event of a tsunami (such as the one that happened on 26 December 2004) leading to widespread loss of
life and property, the tsunami will be the peril and ﬂimsy houses and buildings constructed near the seashore which are
washed away causing their occupants to drown will be a hazard.
Remember that while insurance cannot prevent the peril from happening, the resulting loss from the occurrence of the
peril can be insured against.
Types of hazard
Hazards can be categorised into one of the following types:

Physical hazards

Moral hazards

Refer to the dimensions and physical characteristics of
the risk.

Refer to the habits and activities of the individual that
increase risks. They may also arise from a state of mind,
i.e. the attitude and behaviour of the individual.

Example: a family history of heart disease, high blood
pressure etc. is a physical hazard.

Example: consumption of alcohol, smoking etc.

Chapter 2

On 22 May 2010 Air India Express Flight 812 (Dubai – Mangalore) crashed. 158 passengers were killed. The total
insurance claim for Air India is expected to run into crores of rupees for the plane crash victims.
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In the case of life insurance, companies take account of hazard by categorising policyholders as high or low
risk individuals based on their risk exposure. This categorisation also extends to the assets owned by the
policyholder if they wish to insure them as well. Some of the hazards that would cause an individual to be
categorised as high risk are:
• Risky job proﬁle: if the job proﬁle of the individual requires them to work in dangerous situations then
the exposure to risk increases. For example, a person working in a chemicals factory, explosives factory,
underground mine etc. will be considered more at risk than someone working in an IT company or a bank.
• Existing medical conditions: if the individual has already been diagnosed with a medical condition such
as high blood pressure or diabetes, they will be considered to be a greater risk than those who are not
suffering from an illness.
• Lifestyle of the individual: if an individual maintains a healthy lifestyle and abstains from smoking
and drinking, the risk reduces. In contrast, an individual who is a heavy smoker or drinker has a higher
exposure to risk.
• Age group of the individual: an older individual seeking insurance will be considered a greater risk than a
younger person.
If the individual is categorised as high risk, insurance companies can either accept or reject the proposal.
High risk proposals can be accepted on other than standard terms such as charging a higher premium,
imposing restrictions on the sum insured, term or a lien etc. We will look at this topic in more detail in
chapter 4.

Think
Identify any three perils that can happen in an individual’s life. What are the hazards that might give rise to these perils?

Question 2.1
Distinguish between perils and hazards.

C

Insurable risks

The following types of risk can be insured against:
• ﬁnancial risks;
• pure risks; and
• particular risks.

C1 Financial risks
The outcomes of risks that can be measured in monetary terms are known as ﬁnancial risks. Some of the
ﬁnancial risks for which an individual needs to plan are as follows:
Loss of life – this refers to risk of death of the
income provider of the family with unfulﬁlled
ﬁnancial liabilities.

t 5PQSPWJEFBTUFBEZTPVSDFPGJODPNFUPEFQFOEBOUTBGUFSEFBUI

Disease/disability – these include medical
expenses and loss of earnings.

t 5PQSPWJEFGPSBOZNFEJDBMFYQFOTFTUIBUNJHIUBSJTF

Savings accumulation

t 5PQSPWJEFGPSDIJMESFOTIJHIFSFEVDBUJPO

t 5PIFMQEFQFOEBOUTJOGVMmMMJOHWBSJPVTmOBODJBMMJBCJMJUJFTTVDIBTB
home loan, car loan etc. in the event of their death.

t 5PQSPWJEFmOBODJBMTFDVSJUZJOUIFFWFOUPGCFJOHVOBCMFUPXPSL
due to disease/disability.

t 5PQSPWJEFGPSDIJMESFOTNBSSJBHFFYQFOTFT
t 5PQSPWJEFJOJUJBMDBQJUBMGPSBCVTJOFTTFUD
Retirement – this refers to the risk of
insufﬁcient income following retirement.

t 5PBDDVNVMBUFTVGmDJFOUDBQJUBMUPMJWFDPNGPSUBCMZQPTUSFUJSFNFOU
t5PQSPWJEFBTUFBEZTPVSDFPGJODPNFQPTUSFUJSFNFOU
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Example

Being the main earning member of the family, Raghav has a considerable responsibility to provide for different
contingencies in the future, such as:
t Loss of life – Raghav needs to make sure that his wife, children and father are able to have a steady source of
income in case something happens to him. This income should be sufﬁcient to meet liabilities such as daily living
expenses, children’s school fees, managing his father’s medical expenses etc.
t Disease/disability – there is a risk that Raghav may have an accident and become physically disabled so that he
cannot work. To protect against this, he should have sufﬁcient funds for meeting medical expenses and also routine
living expenses.
t Savings accumulation – Raghav should make sure that his children’s education is not affected due to a shortage of
funds. He therefore needs to save for his children’s higher education and marriage expenses.
t Retirement – Raghav needs to make sure that he receives a steady source of income post-retirement which should
be sufﬁcient to meet his medical and other living expenses.

Question 2.2
What are the main ﬁnancial risks for which an individual needs to plan?

C2 Pure risks
Pure risks are those risks where there is no possibility of making a proﬁt. In pure risks there can be a loss and
the best possible outcome is one of breaking even.
With a pure risk the possibility of any beneﬁt occurring as a result of the insured event taking place is nil.
This type of risk is associated with those events which are totally out of the control of an individual.

C3 Particular risks
Particular risks are personal or local in their effect. The consequences of these risks occurring affect speciﬁc
individuals or local communities.

D Risk transfer
As we saw in chapter 1, the primary function of insurance is to transfer the risk from an individual to an
insurance company. The insurance company which bears the risk is known as the insurer and the individual
who transfers his risk is known as the insured.
Risk transfer provides a sense of ﬁnancial security to the insured in that if anything happens to them or their
ﬁnancial assets, the losses would be compensated for by the insurance company as per the policy terms and
conditions. Against this transferred risk, the insured will have to pay a certain amount (consideration) to the
insurer, which is known as the premium.

E

Pooling of risks

Pooling of risks is one of the fundamental principles of insurance.
With pooling of risks an insurance company pools the premium collected from several individuals to insure
them against similar risks. The insurance company maintains different sets of pools for different risks.

Example
Separate pools will be maintained by insurance companies for:
t MJGFJOTVSBODF
t DBSJOTVSBODF
t IPNFJOTVSBODFBOE
t USBWFMJOTVSBODF

Chapter 2

Raghav Mishra is an accountant who works with a local ﬁrm. He is married with two children. His wife Kavya is a
housewife. His elderly father, Suhas, also lives with them. Suhas Mishra is a farmer and owns a small piece of farmland.
However, income from the farmland is not sufﬁcient to help him meet his expenses, hence he is reliant on Raghav.
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The premium collected from the individuals is deposited in the pool accounts. When there is a claim to be
settled it is paid out of this pool. The insurance company has to make sure that the premium that is collected
is enough to meet the claim payments. The premium that is charged by the insurance company should also
be sufﬁcient to meet the administrative and other expenses for maintaining the pool. The insurance company
includes a certain percentage of the proﬁt in the premium as well.

Question 2.3
What is pooling of risk in insurance? Can the same pool be used for car insurance and life insurance for
claims payment?

E1

Law of large numbers

Insurance companies apply the ‘law of large numbers’ to determine the cost of total annual claims. Insurance
companies determine the probability that a certain amount of claims will have to be paid by them if a large
number of people are insured for a similar risk.

Example
Out of the 1,000 individuals insured by an insurance company, if the probability of death is 1% then the company will
have to pay claims for 10 people.
An insurance company will set the rates of its premiums according to the number of claims it will expect to
pay over the term of the policy.
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Key points
Concept of risk
t *OJOTVSBODF SJTLJTVTFEJOUIFDPOUFYUPGDFSUBJOBTTFUTUIBUDBOCFJOTVSFE TVDIBTBIVNBOMJGF IPVTF DBS FUD
t 3JTLJTUIFMJLFMZDIBODFPGMPTTUIBUBOJOEJWJEVBMNJHIUIBWFUPJODVSPOUIFPDDVSSFODFPGBTQFDJmFEFWFOU
Components of risk
t $PNQPOFOUTPGSJTLJODMVEFVODFSUBJOUZ MFWFMPGSJTL QFSJMBOEIB[BSE
t "TBHFOFSBMQSJODJQMF JOTVSBODFJTPOMZBWBJMBCMFGPSSJTLTUIBUBSFVODFSUBJO
t -FWFMPGSJTLJTEFUFSNJOFECZUXPDSJUFSJBUIFQSPCBCJMJUZPGUIFPDDVSSFODFPGBDFSUBJOFWFOUBOEUIFFYUFOUPGMPTTFT
suffered due to the occurrence of that event.
t 1FSJMSFGFSTUPBTQFDJmDFWFOUXIJDINJHIUDBVTFBMPTT"IB[BSEJTBDPOEJUJPOUIBUJOnVFODFTUIFPQFSBUJPOPG
a peril.
t )B[BSETBSFDMBTTJmFEBTQIZTJDBMIB[BSETBOENPSBMIB[BSET
Insurable risks
t 3JTLT UIFPVUDPNFPGXIJDIDBOCFNFBTVSFEJONPOFUBSZUFSNTBSFLOPXOBTmOBODJBMSJTLT
t 1VSFSJTLTBSFUIPTFSJTLTXIFSFUIFSFJTOPQPTTJCJMJUZPGNBLJOHBQSPmU*OQVSFSJTLTUIFSFDBOCFBMPTTBOEUIF
best possible outcome is one of breaking even.
t 1BSUJDVMBSSJTLTBSFQFSTPOBMPSMPDBMJOUIFJSFGGFDU
Pooling of risks
t "OJOTVSBODFDPNQBOZQPPMTUIFQSFNJVNDPMMFDUFEGSPNTFWFSBMJOEJWJEVBMTUPJOTVSFUIFNBHBJOTUTJNJMBSSJTLT
t *OTVSBODFDPNQBOJFTBQQMZUIFMBXPGMBSHFOVNCFSTUPEFUFSNJOFUIFDPTUPGUPUBMDMBJNT
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The main ideas covered by this chapter can be summarised as follows:
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Question answers
2.1 Peril refers to a speciﬁc event which might cause a loss. This loss can be loss of life or loss of property. Natural
disasters such as earthquakes, storms, ﬂoods etc. are all perils which cause damage to assets and loss of life.
Perils are the risks being insured against, e.g. the risk that an individual will die during the term of their policy.
A hazard, on the other hand, is a condition that either increases the chance that a peril will happen or may cause its
effect to be worse if it does.
A hazard inﬂuences the operation of the peril.
2.2 The main ﬁnancial risks for which an individual needs to plan are:
1) Loss of life – this refers to the risk of death of the income earner of the family with unfulﬁlled ﬁnancial liabilities.


 t 5PQSPWJEFBTUFBEZTPVSDFPGJODPNFUPUIFJSEFQFOEBOUTBGUFSEFBUI



 t 5 PIFMQUIFEFQFOEBOUTJOGVMmMMJOHWBSJPVTmOBODJBMMJBCJMJUJFTTVDIBTIPNFMPBO DBSMPBOFUDJODBTFPGUIFJS
death.
2) Disease/disability – includes medical expenses and loss of earnings.



 t 5PQSPWJEFGPSBOZNFEJDBMFYQFOTFTUIBUNJHIUBSJTF



 t 5PTFDVSFUIFJOEJWJEVBMmOBODJBMMZ JODBTFUIFZBSFVOBCMFUPXPSLEVFUPJMMOFTTEJTBCJMJUZ
3) Savings accumulation



 t 5PQSPWJEFGPSDIJMESFOTIJHIFSFEVDBUJPO



 t 5PQSPWJEFGPSDIJMESFOTNBSSJBHFFYQFOTFT



 t 5PQSPWJEFJOJUJBMDBQJUBMGPSTFUUJOHVQBCVTJOFTTFUD
4) Retirement – this refers to the risk of insufﬁcient income after retirement.



 t 5PQSPWJEFBTUFBEZTPVSDFPGJODPNFQPTUSFUJSFNFOU



 t 5PBDDVNVMBUFTVGmDJFOUDBQJUBMUPMJWFDPNGPSUBCMZQPTUSFUJSFNFOU

2.3 In pooling of risk, an insurance company pools the premium collected from several individuals to insure them
against similar risks. The insurance company maintains different sets of pools for different types of risks.
The pool account for life insurance will be maintained separately from the pool account for car insurance.
The pool account for one risk cannot be used to settle the claim for another type of risk.
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Self-test questions
List the main components of risk.

2.

List the types of risks that can be insured.

You will ﬁnd the answers on the next page

Chapter 2
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Self-test question answers
1.

The main components of risk are:
t VODFSUBJOUZ
t MFWFMPGSJTLBOE
t QFSJMBOEIB[BSE

2.

The following types of risks can be insured:
t mOBODJBMSJTLT
t QVSFSJTLTBOE
t QBSUJDVMBSSJTLT
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Learning objectives
After studying this chapter, you should be able to:
• explain the essential features of a valid contract;
• explain the concept of insurable interest and state when insurable interest needs to exist;
• explain the importance of utmost good faith;
• outline the insurer’s and insured’s duty of disclosure;
• explain the importance of material facts;
• describe the facts which need not be disclosed;
• explain the concept of indemnity and its relevance to life insurance.
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Introduction
An insurance policy is a legal contract between the insurance company and the insured person and it must
satisfy certain conditions to ensure that it is a valid contract.
In this chapter we will learn what the essential features of a valid contract are, including some unique
principles that apply only to contracts of insurance.

Chapter 3:1

Key terms
This chapter features explanations of the following terms and concepts:
Offer and acceptance

Consideration

Consensus ad idem

Insurable interest

Key person insurance

Utmost good faith

Duty of disclosure

Material facts

Ab initio

Indisputability clause

Indemnity

Capacity to contract

Contract of indemnity

Value contracts

A

Essentials of a valid contract of insurance

An insurance contract is an agreement, enforceable by law, between the insurance company and the insured
person; the insured person agrees to pay a premium to the insurance company and the insurance company
agrees to pay a sum of money, on the happening of a speciﬁed event, to the insured person.
How do both parties enter into this legally binding agreement and what conditions must be satisﬁed by both
parties to ensure that the contract is a valid one?
To answer these questions, we will ﬁrst look at the essential features of a valid contract, and then we will
move on to see how an insurance contract differs from other contracts.

A1 Features of a valid contract
The following features are essential if a legal contract is to be valid:

Figure 3.1
Offer and acceptance

Consideration

Capacity to contract
Features of a valid
contract

Consensus ad idem
(both parties having the
same understanding)

Legality of object or
purpose

Capability of
performance

The most important features are offer and acceptance and consideration.
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A1A Offer and acceptance
A contract comes into existence when one party makes an offer which the other party accepts
unconditionally. It is easier to see how unconditional acceptance works by looking at an example. Let’s
consider the following conversation:

Example
ABC insurance company: ‘On the basis of your proposal form we can offer you cover, with a sum insured of
Rs. XXXXX.’

In this example, Ganesh’s acceptance does not alter any of the terms of ABC’s offer and the acceptance is
said to be unconditional. A contract is formed, subject to the other essential elements being present.
Now, consider an alternative response by Ganesh:

Example
ABC insurance company: ‘On the basis of your proposal form we can offer you cover, with a sum insured of
Rs. XXXXX.’
Ganesh, the proposer (the person who wants to take out the insurance): ‘I accept, but I would like to increase the sum
insured to Rs. YYYYY.’
In this case, a contract has not been formed as Ganesh has not unconditionally accepted the offer. Not until
ABC accepts Ganesh’s counter-offer, without further conditions, is a contract formed.

A1B Consideration
A contract must be supported by consideration in order to be valid. Consideration may be described as each
person’s side of the bargain which supports the contract. Consideration in contract law is merely something
of value that is provided and which acts as the inducement to enter into the agreement. The payment of
money is a common form of consideration, although not the only form. In terms of insurance policies, we
refer to the premium as the insured’s consideration.

A1C Capacity to contract
Persons entering into contracts should be competent to do so. An individual is said to be competent to enter
into a contract if they are:
• of the age of majority (age 18);
• of sound mind; and
• not disqualiﬁed, by law, from entering into contracts
According to this provision therefore, minors (those under the age of 18) cannot enter into insurance
agreements. In addition, people who are legally considered to be of unsound mind and any person who has
been barred by law cannot enter into an insurance contract. Any contracts entered into by the above people
will be null and void.

A1D Consensus ad idem
In simple terms this means both the parties to the contract must understand and agree upon the same thing,
in the same sense. The proposer should have understood the features of the insurance policy in the same
sense (manner) in which it was explained to them by the agent.

A1E Legality of object or purpose
The objective of both the parties to the contract should be to create a legal relationship. The purpose of the
contract should also be legal.

Example
It is illegal for a husband to insure his wife’s life, and then to kill her and present it as a case of accidental death in
order to beneﬁt from the claim amount that he will receive as the legal beneﬁciary. Insurance cannot be used for illegal
purposes or to derive monetary beneﬁts from it.
Another example of an illegal act is a person who is heavily in debt, taking out life insurance for a large amount and then
committing suicide so that their family can beneﬁt from the claim money. Claims for death due to suicide in the ﬁrst year
are excluded by most life insurance companies.

Chapter 3:1

Ganesh, the proposer (the person who wants to take out the insurance): ‘I accept.’
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A1F Capability of performance
The contract must be capable of being performed by both the parties. For example, a person requesting life
insurance for a very high amount should be capable of paying the premium required.
The agreement and its term must be certain and capable of performance and in a form that complies with the
requirements of the laws of the land.

Chapter 3:1

Consider this…
Jigar makes a proposal to an insurance company for life insurance cover of Rs. 75 lakhs with a premium payment of
Rs.12,000. During the medical check-up the company ﬁnds out that Jigar is suffering from a disease and considers that
he presents a higher than normal risk. The insurance company therefore tells him that the premium chargeable will be
Rs.15,000 instead of Rs.12,000.
How will you treat the above scenario in terms of offer and acceptance?

Question 3.1
What are the essential features of a valid contract?

A2 The policy document
In order that both the insured person and the insurance company are clear as to the terms that have been
agreed between them, a policy is issued. The policy contains all the details of cover, period of cover,
exceptions, conditions, the premium and other relevant information. The policy is not the contract of
insurance in itself; rather, it is evidence of the contract.
The contract of insurance comes into effect once the insurance company has accepted the insurance
proposal, terms have been agreed and the premium has been paid or agreed to be paid. Thus, the contract
exists irrespective of the existence of an actual policy document. The absence or loss of the policy does not
invalidate the contract, but the policy is useful as proof in the event of a dispute over the terms agreed. We
will examine the structure and contents of the policy in detail in Part 2 of this chapter.

A3 The role of insurance agents in insurance contracts
In the eyes of the law, anyone who acts on behalf of another person is an ‘agent’. If we allow someone to act
for us, we probably have to accept responsibility for whatever is done by them on our behalf within the terms
of the arrangement. This is true in insurance, and whenever there is the involvement of an intermediary, legal
relationships are set up.
We saw in chapter 1 that there are different types of intermediaries involved in the insurance industry
and that the term ‘agent’ is applied to a licensed intermediary hired by an insurance company to sell that
company’s products on its behalf. In doing so the intermediary becomes the legal ‘agent’ and is deemed
to be acting on behalf of the ‘principal’ (in this case, the insurance company). They are authorised by the
principal to bring the principal into a contractual relationship with a third party (in this case the proposer/
person wanting to take out insurance).

Be aware
You will also remember from chapter 1 that certain intermediaries called composite brokers are independant advisers.
Their legal status is complicated because they do some things on behalf of their client and some on behalf of the insurer,
and so they can be deemed to be both the agent of the insured and the agent of the insurer (depending upon the nature
of the function they are performing).

Be aware
Insurance contracts are specialised contracts and are subject to additional principles as well as the essentials of a valid
contract described above.
We will now look at these additional principles in the following section.

Chapter 3
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Insurable interest

Insurable interest is one of the elements necessary to create a valid insurance contract.

B1 What is insurable interest?
The following case study will help you to understand the meaning of insurable interest:

Case study

Scenario 1: Ganesh meets with an accident and is hospitalised for a month.
Scenario 2: Ganesh’s wife dies unexpectedly.
Let us have a closer look at the above scenarios and the possible solutions.
Scenario 1: Ganesh will not be able to work for at least a month. He will not receive a salary for that time and will also
have to pay his hospital bills which could be very costly. To avoid this situation Ganesh should ensure that he has
adequate health insurance to cover him against unexpected medical emergencies and to cover him against loss of pay if
he is absent from work due to medical reasons.
Scenario 2: Ganesh’s wife, apart from contributing to the family income, also takes care of the family. Following
her unexpected death, Ganesh will face ﬁnancial difﬁculties in repaying the home loan and meeting other ﬁnancial
commitments. To protect against the above scenario Ganesh can take out life insurance on his wife’s life which will pay
out in the event of her unexpected death, thus ensuring that the family’s ﬁnances are not put in jeopardy. Ganesh’s wife
can also take out life insurance on Ganesh’s life which would pay out on his unexpected death.
You will see from these scenarios that if either of the events happen, Ganesh and his family’s ﬁnancial
position will be adversely affected unless he has taken out insurance.

Consider this…
How do these scenarios help us to understand insurable interest?
Insurable interest is said to exist when an individual stands to gain or beneﬁt from the continued existence
or well-being of another individual(s) or property, and at the same time the individual would suffer a ﬁnancial
loss or inconvenience if there is damage to the other individual(s) or property.
We can see from the case study that Ganesh has insurable interest in his own good health and the life of his
wife because he beneﬁts from the well-being of them, and he would be ﬁnancially adversely affected should
there be damage to either or both of them.

B2 Relevance of insurable interest
Now that you know the meaning of insurable interest, you must be wondering what is the relevance or
importance of insurable interest in insurance? Insurable interest is a very important principle of insurance. In
order to take out any kind of insurance, an individual has to have insurable interest in the subject matter they
wish to insure. The subject matter is the item or event insured and can be a person’s own life, the life of others
or property. Insurable interest forms the legal basis for deciding whether insurance can be taken out or not.
To summarise: Insurable interest is the legal right of the person to insure the subject matter with which they have a legal
relationship recognised by law.

Chapter 3:1

Ganesh is a 30-year-old man working for a multinational company (MNC). Ganesh’s wife works for a domestic ﬁrm
and she is a co-applicant in the loan on their home together with Ganesh. Whilst Ganesh has a well-paid job, as well
as managing the monthly living expenses he has a running home loan and a car loan to take care of. Ganesh has
worked hard to build these assets. So far everything has been going as Ganesh has planned. Imagine, however, the
following scenarios:
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B3 Circumstances in which insurable interest exists
Court judgements have established the circumstances in which insurable interest is deemed to exist.
By common law, insurance interest is deemed to exist in the following circumstances:
• Own life: a person has unlimited insurable interest in their own life.

Chapter 3:1

Example
Ganesh can take out life insurance for an amount equal to the present value of his future earnings. Alternatively, he might
assess how much would be needed to take care of all his liabilities in his absence – such as the home loan, car loan,
his family’s living expenses etc.
Another method that can be used to calculate the amount of life insurance needed is to use a multiple of annual income,
say, 15 times annual income or even 20 times annual income.
• Spouse: a husband has insurable interest in the life of his wife and, similarly, a wife has insurable interest
in the life of her husband. Both beneﬁt from the well-being of each other and each would be adversely
affected if something were to happen to the other. So a husband can take out life insurance cover for his
wife and vice versa.
• Children: parents can take insurance for their children when the children are dependants. Children
can also take out insurance for their parents when the parents are dependent upon them. Ganesh can,
therefore, take out life insurance for his children. Similarly Ganesh’s children can take out health insurance
for Ganesh in his old age when he may be dependent on his children.
• Assets: a person has insurable interest in the assets they own because they beneﬁt from their use and
they would be adversely affected if the assets were to be damaged.

Figure 3.2
Self

Assets

Insurable
interest

Children

Parents

Spouse

Other circumstances where insurable interest is deemed to exist include:
• Creditor: a creditor has insurable interest in the life of the debtor to the extent they have lent money to the
debtor.

Example
If Ganesh has borrowed Rs.10,000 from Kailash, Kailash will then have insurable interest in the life of Ganesh to the
extent of the loan amount lent, i.e. Rs.10,000.
This is because if something happens to Ganesh then Kailash will not be able to recover his Rs.10,000 and he will
have incurred a loss. So in this case Kailash can take out life insurance on Ganesh’s life for up to the loan amount of
Rs.10,000.
• Surety: a surety has insurable interest in the life of the principal debtor and also in the life of the co-surety
to the extent of the debt.
• Employee – employer: an employee has insurable interest in the life of their employer to the extent of their
monthly salary.
• Employer – employee: employers have insurable interest in the well-being of all their employees to the
extent of the value of their services, for example if an employee falls sick and remains absent from duty for
a long time then it can hamper the delivery of the projects that they are working on.
• Keyman insurance: a company has insurable interest in the lives of certain important people. The company
can take out keyman insurance on the lives of such people.
• Partners: partners in a business have insurable interests in the lives of each other.
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Be aware
In life insurance, insurable interest needs to exist (be proven) at the time of taking out the policy, i.e. at the inception of
the policy. In the event of a claim, insurable interest may or may not exist and is not required to be proved.
In the case of general insurance, insurable interest must exist at the time of inception of the policy and also at the time
of making a claim.
Different rules apply to marine insurance where insurable interest need only exist at the time of the claim.

Utmost good faith

Utmost good faith must also exist for a contract of insurance to be valid.

C1 Importance of utmost good faith
The following scenario will help you to understand the principle of utmost good faith:

Scenario
Rajesh had taken out a term insurance policy of Rs. 50 lakhs for 20 years.
While returning home from the ofﬁce one day, Rajesh had a road accident and sadly died.
Rajesh’s wife Komal (as the policy nominee) made a claim with the insurance company. To Komal’s surprise the
insurance company rejected the insurance claim. Komal was obviously very distressed and asked for an explanation
for the rejection of the claim. The insurance company had found out in its investigation that Rajesh had manipulated his
proof of age documents and, in order to beneﬁt from a lower premium, declared his age to be ﬁve years younger than
he actually was. Rajesh had deliberately misled the insurance company to obtain the insurance policy at better terms.
Due to this the insurance company declared the policy null and void and rejected the claim made by Rajesh’s wife.
The proposer knows all the facts about themselves and has the moral responsibility to disclose all true
information at the time of completing the insurance proposal form and submitting proper documents.
The age of a person is a vital criterion in deciding the premium pricing of a life insurance policy which is what
Rajesh manipulated.
In many contracts for the purchase of a tangible product, each party can examine the item. Provided that one
party does not mislead the other party and answers questions truthfully, there is no question of the other
party avoiding the contract. In the case of buying a refrigerator, its features can be examined and switched
on to check that it works properly. The rule governing the sale and purchase of goods and services is caveat
emptor, or ‘let the buyer beware’.
But insurance cannot work like this. We can read the policy but the only point at which we will ﬁnd out how
it works is when a claim is made. There is nothing to touch or see. Equally the insurance company is relying
entirely upon the proposer for much of the information that it will use to decide whether it wants to accept
the risk, and if it does, on what terms.
The above scenario shows that the intentional suppression of a material fact is not permissible. That is why a
different set of rules apply to insurance contracts and a higher duty is required called utmost good faith.

C2 Deﬁnition of utmost good faith
We can deﬁne ‘utmost good faith’ as:
A positive duty voluntarily to disclose, accurately and fully, all facts material to the risk being proposed, whether
requested or not.
This means that the parties to a contract must volunteer material information before the contract is
concluded. The principle applies equally to both the proposer and the insurer throughout the contract
negotiations, but the law sees the proposer as the main supplier of material facts to the contract. We shall be
explaining what material facts are in section D.
Breach of the duty of utmost good faith
Breaches of the duty of utmost good faith can be categorised as:
• Non-disclosure, or the omission to disclose a material fact, either inadvertently or because the proposer
thought it was immaterial.
For example, Ajay, while applying for life insurance with Company ABC, does not disclose that he had undergone surgery
during his childhood. He feels it is immaterial to disclose this information to the insurance company as the surgery was
done during his childhood, some 15 years ago, and he had completely recovered from the incident a long time ago.

Chapter 3:1
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• Concealment of a material fact.
For example, Ajay consumes alcohol regularly. However, before applying for life insurance he does not consume alcohol
for a month, thinking that by doing so it will not be detected during the medical test and he will get insurance at better
terms.

Chapter 3:1

• Fraudulent misrepresentation or statements made with the intention of deceiving the insurer.
For example, Ajay declares his age to be ﬁve years less than he actually is. To support this he forges the proof of age
documents and submits them to the insurance company to get insurance at better terms.
• Innocent misrepresentation or inaccurate statements which are believed to be true.

Question 3.2
List some practical circumstances in which insurable interest is deemed to exist for an individual.

C3 Duty of disclosure
As we have explained, there is a duty to disclose material facts implicit in all insurance negotiations; this is
particularly important at the proposal stage, before the contract comes into existence. The duty of disclosure
is revived at each renewal date.
Insured’s duty of disclosure
It is important that the proposer makes full and complete disclosure of all the material facts relating to the
contract since, in the vast majority of cases, the full circumstances of the subject matter are only known to
the proposer. The insured should also act towards the insurer in good faith throughout the duration of the
insurance contract.

Examples
t 5IFQSPQPTFSTIPVMENFOUJPOBMMGBDUTSFMBUJOHUPUIFJSIFBMUI*GUIFZBSFTVGGFSJOHGSPNBOZJMMOFTTXIJDINBZBGGFDU
the insurer’s decision, it must be disclosed at the time of the proposal itself.
t 5IFQSPQPTFSNVTUEFDMBSFUIFJSDPSSFDUBHFBOETVQQPSUJUXJUIQSPQFSQSPPGPGBHFEPDVNFOUT
t *GUIFQSPQPTFSTNPLFTUPCBDDPPSDPOTVNFTBMDPIPM UIFOUIJTTIPVMECFNFOUJPOFEPOUIFQSPQPTBMGPSN
t *GUIFQSPQPTFSIBTCFFOEFOJFEJOTVSBODFJOUIFQBTUCZBOZDPNQBOZPSBQSPQPTBMIBTCFFOBDDFQUFEBUBIJHIFS
premium than normal, then this should be mentioned along with the reason for it, on the proposal form.
Insurer’s duty of disclosure
The insurer also has a duty of disclosure to the insured. In order to fulﬁl this duty, the insurer must also
behave with utmost good faith.

Examples
t 5IFJOTVSFSTIPVMENBLFTVSFUIBUJUEJTDMPTFTBMMJOGPSNBUJPOSFMBUFEUPUIFJOTVSBODFQSPEVDUJOBMMJUTMJUFSBUVSF TVDI
as pamphlets, brochures, website etc.
t *OTVSBODFDPNQBOJFT GPSFYBNQMF DIBSHFBMPXFSQSFNJVNGPSOPOTNPLFSTDPNQBSFEUPUIPTFGPSTNPLFST
t *OUIFDBTFPGIFBMUIJOTVSBODF BUUIFUJNFPGSFOFXBMTPNFDPNQBOJFTPGGFSBEJTDPVOUPOUIFQSFNJVNPSJODSFBTF
the cover by a certain percentage keeping the premium the same, if there has been no claim made by the insured in
the entire year.

Suggested activity
We have mentioned above some instances where the insurer has a duty of disclosure to the proposer/insured person.
Think about some other instances where there might be a duty of disclosure on the insurer towards the insured.
Or
Search the internet for some cases or examples where the insured has not followed the duty of disclosure and their
claims have been rejected by the insurer on the grounds of non-disclosure. Study the reasons for such a rejection
of claims.
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D Material facts
D1 Importance of material facts
Material facts can be deﬁned as those which:
would inﬂuence the judgment of a prudent insurer in ﬁxing the premium or determining whether it will take the risk.

• whether to accept the risk proposal or to reject it; and
• if the proposal is to be accepted, then at what price (premium) it should be accepted.
If the proposer is in any doubt about facts which may be considered material, they should disclose them,
regardless of whether there is a speciﬁc question on the proposal form. This is because the proposer alone
is in possession of the full facts and these must be presented to the insurer when the insurer is underwriting
the business.
Any facts which render the risk greater than normal are clearly material, as are those that explain the
exceptional nature of a risk, or suggest some special motive for insurance.

D2 Consequences of non-disclosure
If the insured is in material breach of the duty of disclosure, the insurer may avoid the contract entirely, ab
initio (from the beginning). In other words, no claims are payable. If the non-disclosure is fraudulent (often
termed ‘concealment’) the insurer may keep the premium. The legal rule is that non-disclosure arises and
gives grounds for avoidance by the second party to the contract (the insurer) where a fact is:
• within the knowledge of the ﬁrst party (the insured);
• not known to the second party (insurer); or
• calculated, if disclosed, to induce the second party to enter the contract at terms they consider to be
better, or not to enter the contract at all.

D3 Indisputability clause (section 45)
As speciﬁed in section 45 of the Insurance Act, in the ﬁrst two years of the policy, if the insurance company
comes to know that some material fact has not been disclosed by the proposer, it can declare the policy to be
null and void. The insurance company can also keep all the premiums paid. This right can be enforced by the
insurance company only during the ﬁrst two years of the policy. After two years, fraud must be established by
the insurance company if it wishes to make the policy void. This clause is referred to as the ‘indisputability’
clause and applies to life insurance.

D4 Life insurance: duty of disclosure
In the case of life insurance, the duty of disclosure arises at the time of proposal up until the time the risk is
accepted by the insurance company and the policy cover has commenced.

Be aware
In the event that a lapsed policy is revived, the insurance company may ask the insured to disclose all material facts
along with proof of continued good health. More details about policy lapse and revival are discussed in Part 2 of this
chapter.
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company’s underwriter to decide two things:
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Example
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Scenario 1: Arjun took out a whole of life policy from an insurance company at the age of 30. At the time of completing
the proposal form Arjun declared all the material facts. Five years later Arjun is diagnosed with diabetes. Even if Arjun
does not disclose this fact to the insurance company it will not affect his policy cover in any way as it happened ﬁve
years after the policy cover had started. If Arjun’s policy lapses and he revives the policy then, at the time of reviving it,
the insurance company may ask him to disclose all material facts again.
Scenario 2: At the age of 35 Arjun wants to take out another policy (term insurance) but he is now a diabetic. This time
while making the proposal, in accordance with the principle of utmost good faith, Arjun will have to disclose that he is
suffering from diabetes.
Based on the disclosures made by Arjun, the insurance company will assess his proposal and may decide to accept or
reject the risk. If the company decides to accept the risk it will advise Arjun of the premium it requires.
If Arjun does not disclose that he is suffering from diabetes and the insurance company ﬁnds out about this fact
6 months later, it may declare the policy to be null and void and keep all the premiums paid by Arjun to date.

E

Indemnity

Indemnity can be deﬁned as:
ﬁnancial compensation sufﬁcient to place the insured in the same ﬁnancial position after a loss as they enjoyed
immediately before the loss occurred.
In short, this means that in the event of a loss the insurance company indemniﬁes (compensates) the insured
for the loss they incur, under the terms and conditions of the policy.

Example
Suresh has taken out an individual health insurance policy with a sum insured of Rs. 2,00,000. Suresh falls ill and has
to be hospitalised, resulting in a hospital bill of Rs. 40,000. So in this case the insurance company will compensate
(indemnify) Suresh with Rs. 40,000.
Insurance cannot be used to make a proﬁt
The principle of indemnity makes sure that the insured is compensated only to the extent to which they have
suffered a loss. Thus the insured cannot proﬁt from insurance.

Example
Rajesh has taken out an individual health insurance policy with a sum insured of Rs. 1,00,000. Rajesh also has health
cover of Rs.1,00,000 from his employer. Rajesh falls ill and has to be hospitalised, resulting in a hospital bill of
Rs. 25,000. So in this case Rajesh cannot make a claim of Rs. 25,000 from both insurers. Rajesh will get a total claim
of only Rs. 25,000. So the principle of indemnity ensures that insurance cannot be used to make a proﬁt.

To summarise: indemnity makes sure that the insured is neither better nor worse off after the claim is settled by the
insurance company. It also makes sure that neither the insured beneﬁts at the cost of the insurer, nor that the insurer
beneﬁts at the cost of the insured.

E1

Indemnity and life insurance

General insurance policies and health insurance policies are contracts of indemnity whereby the insured is
compensated for the loss incurred in line with the principles explained above.
But the same does not apply to life insurance.

Example
If Ajit has taken out an endowment policy of Rs.1,00,000 for 10 years with an annual premium payment of Rs. 10,000
and he dies in the fourth year of the policy, the beneﬁciary will get the full amount of Rs. 1,00,000 (plus the bonuses
accumulated up to that point), even though Ajit has paid premiums for only four years.
Therefore life insurance contracts are also known as value contracts and the principle of indemnity does not
apply to them. In the case of life insurance, even if a person takes out multiple policies, the insured’s death
will result in all the insurance companies paying the full sums insured.
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So remember that where life insurance is concerned, the concept of sharing claims, as per the principle of
indemnity, does not apply; we can see this in the following example:

Example
Manish has taken out a whole of life policy from insurance company ABC for Rs. 15,00,000 and an endowment policy
for Rs. 10,00,000 from insurance company XYZ. In the event of his death, within the policy term, both insurance
companies will pay Manish’s nominee. So Manish’s nominee will get a total insurance amount of Rs. 25,00,000
(Rs. 15,00,000 + Rs. 10,00,000) from the two insurance companies.

Chapter 3:1
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Key points
The main ideas covered by this chapter can be summarised as follows:
Essential features of a valid contract of insurance
t "DPOUSBDUDPNFTJOUPFYJTUFODFXIFOPOFQBSUZNBLFTBOPGGFSXIJDIUIFPUIFSQBSUZBDDFQUTVODPOEJUJPOBMMZ

Chapter 3:1

t *OBOJOTVSBODFDPOUSBDU DPOTJEFSBUJPOJTUIFQSFNJVNQBJECZUIFQSPQPTFSUPUIFJOTVSBODFDPNQBOZ
t .JOPST QFPQMFEFFNFEUPCFPGVOTPVOENJOEBOEQFSTPOTEJTRVBMJmFECZMBXDBOOPUFOUFSJOUPJOTVSBODFDPOUSBDUT
Insurable interest
t *OTVSBCMFJOUFSFTUJTUIFMFHBMSJHIUPGBQFSTPOUPJOTVSFBTVCKFDUNBUUFSXIJDIDBOCFUIFJSPXOMJGF UIFMJWFTPGGBNJMZ
members or their assets.
t 8IFOBOJOEJWJEVBMIBTJOTVSBCMFJOUFSFTUUIFZCFOFmUGSPNUIFXFMMCFJOHPG BOEBSFBEWFSTFMZBGGFDUFECZEBNBHF
to, the other person or asset.
t 0UIFSJOTUBODFTXIFSFJOTVSBCMFJOUFSFTUJTEFFNFEUPFYJTUJODMVEFDSFEJUPSEFCUPS FNQMPZFSFNQMPZFFBOEWJDF
versa, partners in each other’s lives, and companies in the lives of key persons.
Utmost good faith
t *OBOJOTVSBODFDPOUSBDUCPUIQBSUJFTUPUIFDPOUSBDUNVTUBDUJOHPPEGBJUI
t 8FDBOEFmOFVUNPTUHPPEGBJUIBTABQPTJUJWFEVUZWPMVOUBSJMZUPEJTDMPTF BDDVSBUFMZBOEGVMMZ BMMGBDUTNBUFSJBMUP
the risk being proposed, whether requested or not’.
t 5IFSFJTBEVUZUPEJTDMPTFNBUFSJBMGBDUTJNQMJDJUJOBMMJOTVSBODFOFHPUJBUJPOTUIJTJTQBSUJDVMBSMZJNQPSUBOUBUUIF
proposal stage, before the contract comes into existence.
t 5IFJOTVSFSBMTPIBTBEVUZPGEJTDMPTVSFUPUIFJOTVSFE*OPSEFSUPGVMmMUIJTEVUZ UIFJOTVSFSNVTUBMTPCFIBWFXJUI
utmost good faith.
Material facts
t .BUFSJBMGBDUTDBOCFEFmOFEBTUIPTFAXIJDIXPVMEJOnVFODFUIFKVEHNFOUPGBQSVEFOUJOTVSFSJOmYJOHUIFQSFNJVN
or determining whether it will take the risk’.
t 5IFSFBSFTPNFGBDUT GPSFYBNQMFGBDUTPGMBXBOEPGLOPXMFEHF UIBUOFFEOPUCFEJTDMPTFE
t *GUIFJOTVSFEJTJONBUFSJBMCSFBDIPGUIFEVUZPGEJTDMPTVSF UIFJOTVSFSNBZEFDMBSFUIFDPOUSBDUOVMMBOEWPJE
Indemnity
t *OEFNOJUZNFBOTQMBDJOHUIFJOTVSFEJOUIFTBNFmOBODJBMQPTJUJPOBGUFSUIFMPTT BTUIFZXFSFCFGPSFUIFPDDVSSFODF
of the loss.
t *OEFNOJUZNBLFTTVSFUIBUJOTVSBODFDBOOPUCFVTFECZUIFJOTVSFEUPNBLFBQSPmUUISPVHIJOnBUFEDMBJNT
t *OEFNOJUZEPFTOPUBQQMZUPMJGFJOTVSBODFCFDBVTFMJGFJOTVSBODFDPOUSBDUTBSFWBMVFDPOUSBDUT
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Question answers
3.1 The essential features of a valid contract are:
t 0GGFSBOEBDDFQUBODF



t $POTJEFSBUJPO



t $BQBDJUZUPDPOUSBDU



t Consensus ad idem.



t -FHBMJUZPGPCKFDUPSQVSQPTF



t $BQBCJMJUZPGQFSGPSNBODF

3.2 Circumstances in which insurable interest is deemed to exist are those where an individual has:


t VOMJNJUFEJOUFSFTUJOUIFJSPXOMJGF



t JOUFSFTUJOUIFJSTQPVTFTMJGFBOEWJDFWFSTB



t JOUFSFTUJOUIFJSDIJMESFOTMJGFBOEWJDFWFSTBBOE



t JOUFSFTUJOUIFJSBTTFUT

Self-test questions
1.

Deﬁne utmost good faith and explain the meaning of it.

2.

What is indemnity?

You will ﬁnd the answers on the next page

Chapter 3:1
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Self-test question answers
1.

Utmost good faith can be deﬁned as:
‘a positive duty to voluntarily disclose, accurately and fully, all facts material to the risk being proposed, whether
requested or not’.

Chapter 3:1

This means that the parties to a contract must volunteer material information before the contract is concluded.
The principle applies equally to both the proposer and the insurer throughout the contract negotiations, but the
law sees the proposer as the main supplier of material facts to the contract.
2.

Indemnity can be deﬁned as:
‘ﬁnancial compensation sufﬁcient to place the insured in the same ﬁnancial position after a loss as they enjoyed
immediately before the loss occurred’.
This means that in the event of a loss the insurance company indemniﬁes (compensates) the insured for the
loss they incur, under the terms and conditions of the policy.
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Introduction

Chapter 3:2
3:1

In the ﬁrst part of this chapter we looked at the principles behind all insurance. In this second part we are
going to build on this by looking at how insurance, and life insurance in particular, is bought. We will do this
in two ways.
We will ﬁrstly look at the key documents that anyone who has insurance will become familiar with, and
discuss their importance. These documents will be exchanged between the insurance company and the
policyholder during the policy term. Secondly, we will look at some of the important terms used in life
insurance that you will need to be able to explain to your clients.
To put these topics into their proper context we will begin by giving a brief overview of how insurance is
bought and written.

Key terms
This chapter features explanations of the following terms and concepts:
Assignment

Cancellation

Lapse

Premium receipts

Assignor

Cooling-off period

Nomination

Policy document

Assignee

Conditional assignment

Notices

Prospectus

Absolute assignment

Exclusions

Paid up value

Revival

Appointee

Endorsements

Proposal form

Surrender value

F

How insurance policies are bought and written

We have already established in earlier chapters why an individual should have insurance, what insurance is
and the principles behind it. So, how does an individual go about buying an insurance policy? Well, ﬁrst of all
they will need to have heard that insurance is available.

F1

Source of preliminary information

Insurance companies spread awareness of, and generate interest in, their products through mass media
advertisements. As we will see later (section G5C), the IRDA has issued speciﬁc guidelines on what
prospectuses and advertisements issued by insurance companies should say. An individual may conclude
from this information that they need insurance and approach the company or one of its agents. We will look
at prospectuses in more detail in section G5C.
Alternatively, an individual may be approached by a life insurance agent who will introduce them to the
products of the life company they represent.

F2

Purpose of buying insurance

Insurance should be bought by a person based on their needs. There are many insurance products available
in the market, and which to buy should be decided after careful consideration. Based on their requirements,
an individual may choose to purchase a whole life insurance policy, an endowment policy, a money-back
policy, a child plan or a retirement plan etc. We shall look at these products in detail in later chapters.

F3

How life insurance is written

Most policies are written on what is known as a single life basis, with only one life insured. Usually, but not
always, the person taking out the policy and the life insured are one and the same person. This is known as
an own life policy. Policies can also be taken out jointly by two insureds – for example a husband and wife
can take out one policy, with both being the policyholder and the life insured. This is known as a joint life
policy.

F4

Proposal form

Advertisements and the prospectus are the means by which insurance companies invite proposals. The
person seeking insurance is called the proposer – they are proposing themselves for life (or indeed any
kind of) insurance. The proposer will complete the proposal form and submit it to the insurance company.
The information in the proposal form is evaluated by underwriters who will then choose to accept or reject
the proposal, or to accept it on modiﬁed terms. We will look at what the proposal form looks like and its
importance in section G1.
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Quotations

A quotation is simply that – a quotation as to how much the policy will cost and on what terms. It will often
be held open for a set period, during which the proposer can choose to take the policy or decide that it is not
for them. If the proposer accepts the quotation, then the insurance company is bound to the terms and price
that were offered in it. However, if a material fact relating to the proposer changes during the period of the
quotation, then the insurance company is not bound to it.

Insurance contract

An insurance contract commences from the date on which the insurance company issues the ﬁrst premium
receipt (see section G3A). The policy document can be sent later (see section G4). If a person dies before the
issue of the policy document, but after the issue of ﬁrst premium receipt, the insurance company is liable to
pay the death claim.

F7

Renewals

Life insurance policies are long-term policies, running for a set period of often many years. Health insurance
policies on the other hand, issued by non-life companies, are short-term policies that run for only one year.
At the end of the year the policyholder is advised to renew the policy so that they do not lose the beneﬁt of
the protection that the insurance provides, and also because the insurance company will not want to lose the
customer. The insurance company will therefore invite the policyholder to renew their policy. We will look at
renewal in a little more detail later in the chapter.

F8

Summary

Now that we have set the scene by giving an overview of how insurance is bought, we can build on this
knowledge by looking at the documents that are necessary in insurance and at some of the technical terms
used in them. To put all this into a practical context we will follow the case study of Nitish Sharma and his life
insurance agent, Mr Kumar.

Case study
Nitish Sharma has just been appointed to the position of lecturer in a degree college. He is 28 years old and is married
to Sumedha who is a housewife. One day he is approached by an insurance agent, Mr Kumar. During their conversation,
Mr Kumar demonstrates to Nitish his need for life insurance. Nitish says that he has already been thinking about this as
he recently saw a prospectus issued by a life insurance company and so he agrees to purchase an insurance plan.

G Key documents
There are many important documents associated with insurance – we have already been introduced to some
of them in the previous section. These documents provide information on the insured and on the insurance
itself and sometimes provide proof that the insurance exists and, when it comes to making a claim, that a
loss has occurred. We will look at what these documents are in this section.

G1 Proposal form
The ﬁrst thing that Mr Kumar does on hearing that Nitish has seen the advantages of having life insurance
and is willing to buy a policy, is to give Nitish a proposal form to complete.

Case study
When Nitish looks at the proposal form, he is perplexed at the amount of information that it asks for. He wonders why
he needs to ﬁll in a proposal form when he is already prepared to pay the price to purchase the insurance plan. He also
makes the comment that this is all very well for him, as an educated man, but what if he had been illiterate – could he
still buy an insurance plan?
Let us look at how Mr Kumar would answer Nitish’s questions.
The proposal form or application form is the ﬁrst document that the proposer needs to ﬁll in and submit to
the insurance company. In our case study Nitish is the proposer. The proposer should ﬁll in the proposal form
themselves in their own handwriting. However, there can be a few exceptions to this, for example where the
proposer is illiterate or does not understand the language used in the form. Care therefore needs to be taken
to ensure that the proposer is fully aware of and is in agreement with the purchase of the insurance plan.

Chapter 3:2
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The proposal form is the main source of the information the underwriter will use to assess the risk the person
presents to the pool. Therefore it is important that the information provided by the proposer is correct. You
should think back to the importance of utmost good faith and the relevance of material facts in the ﬁrst part
of chapter 3.
The insurance company collects the following information through the proposal form:

Chapter 3:2

t JOGPSNBUJPOPOUIFMJGFJOTVSFE JODMVEJOHEFUBJMTSFHBSEJOHUIFJSOBNF BHF BEESFTT NBSJUBMTUBUVT XFJHIU IFJHIU 
NFEJDBMIJTUPSZFUD
t JOGPSNBUJPOPOUIFQSPQPTFS*GUIFQSPQPTFSBOEUIFMJGFJOTVSFEBSFEJGGFSFOUQFPQMFUIFOJOGPSNBUJPOBCPVUUIF
proposer such as name, age, occupation and relationship to the life insured (i.e. the reason they need to take out a
QPMJDZPOUIFMJGFJOTVSFE BSFBMTPUPCFHJWFOJOUIFGPSN
t EFUBJMTPGUIFUZQFPGJOTVSBODFQMBOCFJOHSFRVFTUFE
t OPNJOBUJPOEFUBJMT TFFTFDUJPO)" 
t EFUBJMTPGUIFSJEFST JGBOZ CFJOHSFRVFTUFE XFXJMMMPPLXIBUSJEFSTBSFXIFOXFDPNFUPMPPLBUUIFJOEJWJEVBM
QSPEVDUTBWBJMBCMFJOUIFNBSLFU BOE
t EFUBJMTBCPVUBOZFBSMJFSJOTVSBODFQMBOTUIFQSPQPTFSIBTUBLFOPVU

G1A Declaration in the proposal form
At the end of the proposal form there is a declaration for the proposer to sign. By signing this declaration
the proposer states that the information they have provided in the form is correct and that they have fully
understood the questions before answering them.
The signing of this declaration is important. By agreeing to this declaration the proposer is recognising that:
• the insurance company can cancel the contract and keep the premiums if it ﬁnds out that any of the
information provided is not true; and
• by stating that they have understood the questions, they cannot claim that they were given wrong
information or misled in any way, if a dispute happens in the future.
What about Nitish’s question about illiterate proposers – how can they complete a proposal form and sign
the declaration? If the proposer is illiterate, then an impression of the left thumb is taken and a third party
has to attest the thumb impression. The person (third party) attesting the thumb impression has to declare
that they have fully explained the questions to the proposer, in their language, and that they have correctly
entered the answers after consulting the proposer. In this case the address of the declaring person may also
be taken.
Sometimes the proposer’s language will be different to that of the proposal form. In these cases, where
the proposer completes the proposal form and also signs the declaration in their own language, then
the proposer has to declare, in their own handwriting above their signature, that all the questions were
explained to them and that they answered them only after fully understanding them.
This proposal form and the proposer’s signature of the declaration will form the basis of the insurance
contract and so are very important documents legally. This is why it is so important that the proposer
understands the questions and answers them truthfully.

Example
Rakesh Chawla is an illiterate person. He is 48 years old and only speaks and understands the Hindi language. He has
decided to purchase a life insurance policy, for which he contacts a life insurance agent. The agent provides Rakesh
Chawla with the form which he needs to ﬁll in. The form is in English and Rakesh is not well versed in this language. So
the insurance agent advises him to ask his friend Nilesh Tandon, who is a school teacher and well versed in both Hindi
and English, for help with ﬁlling in the form.
Nilesh Tandon agrees to ﬁll in the form on behalf of Rakesh. He explains each question one by one to Rakesh in Hindi
and duly records the answers provided by Rakesh on the form.
Once the form is complete, Rakesh Chawla needs to put his thumb impression on the form, declaring that he has
understood all the questions and given the answers accordingly.
Nilesh Tandon also signs a declaration provided in the form to conﬁrm that the questions in the proposal form have been
explained to the proposer, in a language that he fully understands, and the answers have been recorded accordingly.
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G2 Age proof
Case study
Nitish Sharma completes the proposal form and hands it to Mr Kumar who asks Nitish for his High School Mark Sheet
as proof to certify his age. Nitish says that he will have to look for this – are there any other documents that he can
submit as proof of age – and why does he need to prove his age anyway?

Documents that can be accepted as valid age proofs can be classiﬁed as standard age proof documents and
non-standard age proof documents. Some of the documents that can be taken as standard age proofs are:
t BDFSUJmDBUFGSPNTDIPPMPSDPMMFHFSFDPSET
t BDFSUJmFEFYUSBDUGSPNSFHJTUSBSPGCJSUITBOEEFBUITPSGSPNNVOJDJQBMSFDPSETNBEFBUUIFUJNFPGCJSUI
t BQBTTQPSU
t B1FSNBOFOU"DDPVOU/VNCFS 1"/ $BSE
t UIFTFSWJDFSFHJTUFSPGUIFFNQMPZFS
t BDFSUJmDBUFPGCBQUJTN
t BDFSUJmFEFYUSBDUGSPNBGBNJMZ#JCMF JGJUDPOUBJOTUIFEBUFPGCJSUI
t UIFJEFOUJUZDBSEPGEFGFODFQFSTPOOFM JTTVFECZUIFEFGFODFEFQBSUNFOU
t BNBSSJBHFDFSUJmDBUFJTTVFECZB3PNBO$BUIPMJD$IVSDI
Some of the non-standard age proof documents that can be accepted as a valid age proof are:
t BIPSPTDPQFQSFQBSFEBUUIFUJNFPGCJSUI
t BSBUJPODBSE
t BOBGmEBWJUCZXBZPGTFMGEFDMBSBUJPO FMEFSTEFDMBSBUJPOBOE
t BDFSUJmDBUFGSPNUIFWJMMBHFpanchayat.
Along with proof of their date of birth an individual is required to submit proof of their address, a photograph
and a deposit towards the premium. The insurance company may also ask the individual to submit bank
statements for six months to a year. Apart from cash or cheque, the premium deposit payment can also be
made by credit card, a direct debit from the proposer’s bank account or through online payment gateways,
electronic clearing system (ECS) etc.
In order to curb money laundering in the insurance sector the IRDA, in recent years, has tightened
Anti-Money Laundering (AML)/Combating Financing of Terrorism (CFT) guidelines for insurance companies so
that extreme care must be exercised during the Know Your Customer (KYC) process. To prove their identity in
accordance with the KYC process, the customer needs to submit:
• an age proof;
• an identity proof;
• an address proof; and
• income proof documents (if required by the insurance company, depending on the insurance amount
asked for).
The above documents are to be obtained to establish clearly the identity of the customer and their source of
income for the premium being paid. More details about anti-money laundering will be discussed in chapter 12.
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Age is one of the factors that insurance companies use to determine the risk proﬁle of the proposer and thus
the premium amount to be charged. This is why it is important that insurance companies verify the correct
age of the proposer.
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G3 Premium receipts
Case study
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Nitish Sharma submits his valid age proof, address proof and photograph to Mr Kumar. He also gives him a cheque, in
favour of the insurance company, for the premium. He asks Mr Kumar how and when he will hear whether or not his
proposal has been accepted.
Mr Kumar tells Nitish that IRDA regulations state that the insurance company has to tell him of its decision within 15
days. He also tells Nitish that the insurance company will show its acceptance by issuing him with a ﬁrst premium
receipt and, maybe at the same time or later, the policy document.
In this section we will discuss the two premiums receipts – the ﬁrst premium receipt and the renewal
premium receipt. We will look at the policy document in the next section G4.

G3A First premium receipt (FPR)
As we have just seen in Mr Kumar’s response to Nitish, the insurance company will inform the proposer that
their proposal has been accepted and that it has received the premium through issuing the ﬁrst premium
receipt (FPR). The FPR is important as it is the evidence that the insurance contract has begun. The policy
document, which is the evidence of the contract, may be issued some time later.
The ﬁrst premium receipt contains the following information:
t OBNFBOEBEESFTTPGUIFMJGFJOTVSFE
t QPMJDZOVNCFS
t QSFNJVNBNPVOUQBJE
t NFUIPEBOEGSFRVFODZPGQSFNJVNQBZNFOU
t OFYUEBUFUIBUQSFNJVNQBZNFOUJTEVF
t EBUFPGDPNNFODFNFOUPGUIFSJTL JFXIFOUIFDPWFSCFHJOT 
t EBUFUIFQPMJDZNBUVSFT
t EBUFUIFMBTUQSFNJVNXJMMCFQBJEBOE
t TVNJOTVSFE

G3B Renewal premium receipt (RPR)
After the issue of the FPR the insurance company will issue subsequent premium receipts when it receives
further premiums from the proposer. These receipts are known as renewal premium receipts (RPRs). The
RPRs act as proof of payment in the event of any disputes related to premium payment, and so are important.
The RPRs should be kept in a safe place along with the FPR and the policy document so that they can be
produced easily when required.

Be aware
The decision to accept or reject a proposal is taken by the underwriter. If the underwriter accepts the proposal with
modiﬁed terms and conditions, then the FPR is issued only after the proposer has agreed to the modiﬁed terms and
conditions and paid the additional premium (if any). IRDA regulations require that the decision on the proposal has to be
passed to the proposer within 15 days. We will be looking at the role of the underwriter in more detail in the next chapter.

Question 3.3
Which documents can be accepted as valid proof of age?

G3C What is the ‘free look-in period’ or the ‘cooling-off period’?
Case study
Before Mr Kumar sends Nitish Sharma’s proposal, premium and proofs to the insurance company, Nitish has one last
question: ‘What happens if I change my mind after taking out the insurance policy?’
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The issuing of the FPR signiﬁes the conclusion of the contract and is binding on both the parties. However,
IRDA regulations provide the proposer with the option to withdraw from the contract within a period of
15 days from the date of receipt of the policy document if they disagree with the terms and conditions of the
policy. This period is known as the ‘free look-in period’ or ’cooling-off period’. If the proposer withdraws
from the contract, then the insurance company will have to return the premium paid minus some deductions,
such as the cost of covering the risk for the short period during which cover was provided, medical
examination expenses and stamp duty.
We will return to the relevance of premium payment and valid cover in section I at the end of this chapter.

Shortly after Nitish Sharma receives the ﬁrst premium receipt, he receives a copy of the policy document.
What can Nitish expect from this document? What will it look like?
The policy document is the most important document associated with insurance. It is the evidence of the
contract between the insured and the insurance company. It is not the contract itself: if the policy document
is lost by the policyholder, it does not affect the insurance contract. The insurance company will simply issue
a duplicate policy without making any changes to the contract. The policy document has to be signed by a
competent authority and should be stamped according to the Indian Stamp Act.
A standard policy has the following sections:
Heading

Preamble

Operative clause

Proviso

Schedule

Attestation

Terms and conditions/Privileges and conditions

Endorsements

The heading of the policy document contains the name and address of the company and its logo.
The preamble of the policy states that the proposal and declaration signed by the proposer form the basis of
the contract.
The operative clause lays down the mutual obligations of the parties regarding:
• the payment of premiums by the insured; and
• the payment of the sum insured by the insurance company on the happening of the insured event, subject
to the production of age proof and title by the claimant.
The proviso of the policy states the general provisions relating to guaranteed surrender value, nomination,
assignment and loans on security of the policy etc.
The schedule gives all the essential particulars of the policy, such as:
t UIFEBUFPGDPNNFODFNFOUPGQPMJDZ
t UIFEBUFUIFQPMJDZNBUVSFT
t UIFTVNJOTVSFE XIFOBOEIPXNVDIUIFQPMJDZXJMMQBZ 
t UIFQSFNJVNTUPCFQBJEBOEUIFJSEVFEBUFT
t UIFOPNJOFF JGTUBUFEJOUIFQSPQPTBMGPSN 
t BOZTQFDJBMDMBVTFT
t EFUBJMTPGSJEFST
t FYDMVTJPOTBOE
t MJFOT
Insurers also include a printed copy of the proposal form completed by the policyholder in the policy
document to remove any ambiguity.
The attestation conﬁrms that the insurers have authenticated the policy document by signature. The
attestation can be done by authorised ofﬁcials of the insurance company.
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G4 Policy document
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The terms and conditions will refer to the:
• days of grace for payment of premium;
• consequences of failing to pay the premium; and
• availability of loans.
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It is also in this section that information will be given on how to assign the policy, how to surrender the policy
or make it paid up (we will look at what these mean in section H) and how to make a claim. This section will
also detail any exclusion(s) under the policy.
An exclusion is a statement that a certain risk is not covered by the policy. If the loss is caused by the risk
that is excluded from cover, the sum insured will not be paid by the insurance company. An exclusion may
be one that is common to all life policies (even those issued by another insurance company). An example of
this would be that the policy will not pay out if the life insured commits suicide within one year of purchasing
the insurance policy. Other exclusions may be included in the policy by the underwriter because of the risk
presented by that particular individual. For example, the underwriter may decide to exclude death resulting
from adventure activities like trekking, water rafting or various other water sports etc. which are considered
risky or dangerous by the insurer. We will look at why an underwriter might do this in chapter 4, when we
consider how an underwriter will sometimes accept a poor risk on modiﬁed terms.
In order to make certain changes in the terms and conditions of the original life insurance policy,
endorsements can be made on a blank sheet of paper and attached to the original policy document. A life
insurance policy can be easily amended by using an endorsement. The endorsement is then part of the policy.
Policy information statement
The IRDA requires that the policy information statement should be issued with every policy. This policy
information statement should include the following:
• the facility available for method and frequency of premium payment;
• the person or ofﬁce to be contacted for any enquiry or service relating to the policy;
• the importance of telling the insurance company of any change of address of the policyholder and
nominee;
• what to do in the case of a grievance or complaint; and
• information on the location of the Insurance Ombudsman.
Once the proposal has been accepted by the insurance company and the ﬁrst premium receipt and policy has
been issued to the proposer, the proposer is covered by the insurance. From this point we no longer refer to
them as proposers – they are now policyholders, i.e. people who hold insurance policies.

Question 3.4
What information is provided in the ﬁrst premium receipt (FPR)?

G5 Endorsements, notices and prospectus
Case study
As part of his discussions with Mr Kumar, Nitish Sharma asks if he would be allowed to make any changes to the
method and frequency of premium payment etc. in the contract, and if yes, how.
Mr Kumar explains endorsements to Nitish. He also provides an explanation of some other documents, such as notices
and the prospectus that ﬁrst set Nitish thinking about life insurance.

G5A Endorsements
During the term of the policy the insurance company allows alterations to the original policy, through the
attaching of endorsements. Using endorsements enables the modiﬁcation of the sum insured, the policy
term, premium payment method and frequency, the nomination and assignment etc.
The endorsement can be made on plain paper and attached to the policy document to indicate modiﬁcations
in the policy.
In cases where the policyholder wants to change the nominee, the endorsement can be done on the back of
the policy. Similarly, assignments can also be made on the back of the policy. (More details on nomination
and assignment are discussed later in the chapter in sections H4A and H4B.)
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G5B Notices
During the policy term the insurance company issues notices to the policyholder. These are:
• notices to remind the policyholder about the due date of premium payment;
• bonus notices;
• notices about premium defaults and policy lapsation;
• notices to revive the policy;
• notices about a beneﬁt falling due – survival beneﬁt/maturity beneﬁt etc.; and

It is important to note that these notices are used only for information and to remind the policyholder about
the premium due date, payment of beneﬁts, status of the policy etc.

G5C Prospectus
We saw in section F1 that the prospectus is used by insurance companies to give information about the
product and generate interest among the public about their products. The IRDA (Protection of Policyholders’
Interests) Regulations, as amended in October 2002, stipulate that the prospectus issued by the insurance
company should explicitly state under each insurance plan:
• the scope of beneﬁts offered;
• the conditions;
• any warranties;
• the terms and conditions;
• the entitlements;
• the exceptions; and
• any right to participate in bonuses.
If the right to participate in bonuses is deferred for some time after the commencement of the policy, then
this should be explicitly stated. There should be a clear statement as to what beneﬁts are guaranteed and
which ones are not. The prospectus should also mention that non-guaranteed beneﬁts in the future may not
be the same as in the past and that they may vary.

G6 Documents required at the time of a claim
When an insured loss happens and it is necessary to make a claim the insurance company will require a
number of documents from the claimant. For example, for life insurance the insurance company will require
proof that the death has actually happened and so will need to see the death certiﬁcate. We will look at the
documents required at the time of a claim in chapter 11, when we look at the topic of claims.

Suggested activity
Collect a proposal form of any one insurance company. Analyse the form and prepare a list of the information that is
being asked for.
The key documents associated with insurance will contain many terms that have a particular meaning in
insurance. To understand how an insurance policy works it is necessary to understand what these terms
mean and so we will look at some of the key terms in the next section.

H Key insurance terms
We have already used some of the specialist insurance terms in the previous section and in this section we
will explain these and others. We will divide the key terms into categories to help you understand them.
These categories are:
• terms associated with the continued existence of the policy: terms such as lapse, paid up value and
surrender value. We will also look at revival and renewal in this context;
• terms associated with who receives the policy monies: nomination and assignment; and
• terms associated with borrowing against a policy: loan and foreclosure.

Chapter 3:2

• an annual statement with respect to unit-linked policies.
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H1 Lapse, paid up value and surrender value
These three terms describe what can happen should the insured ﬁnd that they are unable to continue to
make the premium payments. How they will operate for any particular policy will be described in the terms
and conditions of that policy.
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Case study
When Nitish Sharma receives the ﬁrst premium receipt from the insurance company, he is assured that his proposal has
been accepted. He then tells his wife about his investment. Sumedha is apprehensive about Nitish’s decision and asks
him what would happen if he is unable to pay the premium in future. Would he be able to get his invested money back?
Nitish has no idea how to answer her. He visits the agent, Mr Kumar, once again and raises the query with him.
Mr Kumar then explains that if Nitish does not pay the premium his policy will lapse. If this happens Nitish can ask the
insurer to make the policy paid up. He also informs Nitish that he can voluntarily cancel the policy by surrendering it. In
this case the insurance company will pay the surrender value, subject to certain terms and conditions.
Nitish Sharma is confused by the terms (lapse, paid up, surrender value) that Mr Kumar is using and requests Mr Kumar
to explain them in detail. So Mr Kumar starts explaining the policy-related terms to Nitish.
A policyholder has three choices if they cannot afford to continue making the premium payments. These are:

Figure 3.3
Policyholder cannot
continue to make the
premium payments

Stop making payments
and allow the policy
to lapse

Turn the policy into a
paid up policy

Surrender the policy

H1A Lapse
The policyholder is required to pay the regular premiums on the due dates agreed with the insurance
company. Insurance companies do allow some days of grace beyond the due date during which the
policyholder can pay the premium and still be considered timely. However, if they do not pay the premium
within the ‘days of grace’ it is considered to be a default.
In the event of a default in the payment of the premium, the insurance company is entitled to terminate the
contract. This termination is known as a ‘lapse’. No claims can be made on the policy after a lapse, and all
premiums are forfeited.

Be aware
The grace period would normally be one month, but not less than 30 days for yearly, half-yearly or quarterly premium
payments, and 15 days for monthly premium payments. However, some insurers allow 30 days even for monthly
premium payments.
In practice, the Insurance Act does not allow the insurance company to keep all the premiums paid when a
policy lapses. The reason is that every policy acquires a reserve for the following two reasons:
• premiums in the early years of the policy are more than are justiﬁed (level premiums); and
• the savings element in the premium.
It would not be fair to the policyholder if they were to forfeit this reserve. The policy conditions provide
various safeguards to policyholders when there is premium default. These provisions are called nonforfeiture provisions. A policy can be made paid up if sufﬁcient premiums have been paid and there is a
savings element to the policy. Whilst the policyholder usually requests this, by the nature of the contract it
will be made paid up automatically, based on the number of premiums already paid.
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H1B Paid up value
If a policyholder fails to pay a premium on a policy that is capable of having a value (e.g. an endowment or
savings plan) and the policy lapses, then the insurance company is not liable to pay the full sum insured.
Such a lapsed policy can be made a paid up policy. In a paid up policy the sum insured is reduced to an
amount based on the amount of premiums already paid.
The formula for calculating paid up value is:

冤冦

Number
of premiums
paid

÷

Total
number of
premiums
payable

冧

×

Sum
insured

冥

+

Bonus
(if any)

=

Paid up
value

Insurance companies insist on a minimum amount that must be acquired as a paid up value. If the paid up
value works out to be lower than this minimum amount, this non-forfeiture beneﬁt would not apply and the
policy would lapse. The policyholder may be able to collect the surrender value (which we will discuss in
section H1C).
Normally insurance companies will offer the policyholder the right to convert a normal policy into a paid up
policy if they have already paid premiums for a minimum of three years. After this period, if the policyholder
is unable to pay the remaining premiums then under the paid up option the policy is not cancelled. Instead,
the sum insured is reduced in proportion to the number of premiums paid. If other beneﬁts related to the
sum insured are payable, the beneﬁts will now be related to the reduced sum insured, which is the paid
up value.
What happens to bonuses if a with-proﬁt policy is made paid up?
When calculating the paid up value of a with-proﬁt policy, there is no change in the bonus already vested or
granted. Only the sum insured is reduced in proportion to the premiums paid. The accrued bonus is added
to the reduced sum insured to arrive at the paid up value. However, a paid up policy is not entitled to receive
further bonuses.

Example
Rakesh Singh has a savings policy. The following are the details of the policy:
Policy term

20 years

Date of commencement of policy

4 June 2001

Sum insured

Rs. 5,00,000

Premium payment mode

Annually

Last premium paid

4 June 2008

Number of premiums paid

8

Total number of premiums due

20

Vested bonus

Rs. 50,000

As seen from the data above, Rakesh Singh stopped premium payment after the eighth year. The policy will not be fully
cancelled. Instead the sum insured will be reduced in proportion to the premiums paid.
Paid up value = [(number of premiums paid ÷ total premiums payable) × sum insured] + bonus
= [(8/20) × Rs. 5,00,000] + Rs. 50,000
= Rs. 2,00,000 + Rs. 50,000
= Rs. 2,50,000
The paid up value of the policy will be Rs. 2,50,000
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H1C Surrender value
As we have already mentioned, if the policyholder ﬁnds that they can no longer meet the premium payments
they can cancel the policy by surrendering the policy before it becomes a claim or before it reaches maturity,
and have the surrender value paid to them immediately. The policy must be capable of having a value
attached to it, e.g. an endowment or savings plan. Policy surrender is the voluntary termination of the
contract. Insurance companies stipulate a minimum term of three to seven years before a policy can be
surrendered. The ‘surrender value’ or ‘cash value’ is the amount that the insurance company is liable to
pay once a policy is surrendered. The surrender value is usually a percentage of the premiums paid or a
percentage of the paid up value.
The surrender value is calculated based on the amount of premium paid. Hence:
t 5IFTVSSFOEFSWBMVFXJMMCFMPXJGUIFEVSBUJPOPGUIFQPMJDZIBTCFFOMPX
t *GBQPMJDZXJUIUFOVSFPGZFBSTJTTVSSFOEFSFEBGUFSBQFSJPEPGmWFZFBST UIFOUIFBNPVOUPGQSFNJVNQBJEXJMMCF
less than if the policy was surrendered after, say, ten years. As the surrender value is dependent upon the premiums
already paid, it will be high for a policy surrendered after ten years as compared to the same policy if surrendered
after ﬁve years.
t 5IFTVSSFOEFSWBMVFXJMMCFMPXFSGPSBMPOHFSUFSNQPMJDZDPNQBSFEUPBTIPSUFSUFSNQPMJDZJGCPUIBSFTVSSFOEFSFE
after the same number of years.
t $POTJEFSUXPQPMJDJFT"BOE#5IFUFSNPGQPMJDZ"JTZFBSTBOEUIBUPGQPMJDZ#JTZFBST#PUIUIFQPMJDJFTBSF
surrendered after ten years and the premiums paid each year are the same. The surrender value for policy A will be
higher than for policy B because the premiums in A have been paid for two-thirds of the term, whereas the premiums
for B have only been paid for half the term.
The duration of the policy is the difference between the date of surrender of the policy and date of
commencement of the policy.

Figure 3.5

Duration of
the policy

=

Date
of surrender of the
policy

–

Date
of commencement
of the policy

The law requires insurance companies to mention in the prospectus or policy document, the minimum
guaranteed surrender value, which may be described as a percentage of the premiums paid. However, the
actual surrender value paid by insurance companies is more than the guaranteed surrender value.

H2 Revival
Case study
Mr Kumar advises Nitish Sharma against cancelling the insurance policy. There are two reasons for this. The foremost
is that as the risk cover is cancelled, Nitish will become highly vulnerable to unfavourable circumstances. Also, if Nitish
purchases a new insurance policy later at a higher age, he will have to pay a higher premium.
Mr Kumar then informs Nitish Sharma that if he is not able to pay the premiums for any reason and the policy lapses,
the insurance company still offers the policyholder a chance to revive the policy on the same terms as the original or
modiﬁed terms within a certain period.
When a policy lapses it beneﬁts neither the insurer nor the insured. The insured loses the insurance risk
cover for the full amount and is exposed to possible adverse circumstances should a claim arise. The insurer
also loses. The level premium is based on the assumption that, barring death claims, the policies will run
for the full term. The initial expenses incurred on setting up the policy in the ﬁrst place are high and the
insurer can recover them only if the policies remain in force. Generally it is people with bad health who are
more likely to keep their policies in force, while some others with good health may lapse or surrender their
policies. This will result in adverse selection. This means the insurer’s liability is likely to be greater than it
assumed that it would be when ﬁxing the cost of insurance.
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Because lapsation affects both parties adversely, insurance companies make it possible for lapsed
policies to be brought back into full force. This process is called ‘revival’. Insurance companies provide the
policyholder with the option of reviving a lapsed policy. Different insurers have different schemes for revival;
all with a view to help policyholders revive lapsed policies on easy terms, including instalment revival and
loan-cum-revival schemes etc.
To revive a policy, the following will normally be necessary:

Figure 3.6
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Payment of
outstanding
premiums with
interest

Requirements
necessary to
revive a policy
A
fee for
reinstatement or
revival (some
insurers)

Proof of
continued
good health

Some insurers do not allow a policy revival if it has remained in a lapsed condition for more than ﬁve years.
For a policy to be revived the requirement of proof of good health varies according to the duration of the
lapse and also according to the sum insured.

H3 Renewal
We looked brieﬂy at what renewal is in section F7. At the time of maturity of the policy, the insurance
company will send a notice to their policyholder inviting them to renew their policy.
When issuing the notice to renew, the insurance company may take a fresh look at the risk brought to the
pool by that policyholder. Consequently, it may choose to offer renewal on different terms or for a higher
premium. It will also remind the policyholder that they will need to tell the insurance company of any material
fact that has changed since they ﬁrst took out the policy. The notice will then explain to the policyholder
what they need to do to renew the policy.
It is up to the policyholder to then accept or reject this offer. If they accept the offer, they will follow the
instructions and a new policy will start. If they reject the offer then the cover will cease.

H4 Nomination and assignment
Case study
Nitish Sharma has been researching the features and beneﬁts offered under his insurance policy and has come across
other terms that he does not understand. He contacts the agent Mr Kumar and asks for help.
He asks why Mr Kumar had insisted on nomination when ﬁlling in the proposal form. Nitish also asks: ‘what is
assignment and how is it done?’

H4A Nomination
Nomination is where the life insured proposes the name of the person(s) to which the sum insured should be
paid by the insurance company after their death. The life insured can nominate one or more than one person
as nominees. Nominees are entitled for valid discharge and have to hold the money as a trustee on behalf of
those entitled to it. Nomination can be done either at the time the policy is bought or later. A person having
a policy on the life of another cannot make a nomination. Under section 39 of the Insurance Act 1938, the
holder of a policy on their own life may nominate the person or persons to whom the money secured by the
policy shall be paid in the event of their death.
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When an assignment is done (see section H4B below) the nomination is no longer valid. The exception is when the
assignment is done in the favour of the insurance company, in consideration for a loan granted against the insurance
policy. The nomination remains valid in this case.
Important features of nomination
Nomination can be changed by making another endorsement in the policy. If there is insufﬁcient space, the
nomination can be done on a plain piece of paper and attached to the policy document with the signature of
the life insured at the edges, where the paper is attached to the policy. Any changes to or cancellation of the
nomination can be done by the life insured during the term of the policy.
With a joint life policy, nomination may not be required, as on the death of one of the lives insured the policy
monies are payable to the surviving life insured. However, nomination can be made jointly by both the lives
insured nominating a person to receive the sum insured, in case both the lives insured die simultaneously.
Nomination only gives the nominee the right to receive the policy monies in the event of the death of the life
insured. A nominee does not have any right to the whole (or part) of the claim.
In cases where the nominee is a minor, the policyholder needs to appoint an appointee. The appointee
needs to sign the policy document to show their consent to acting as an appointee. The appointee loses their
status when the nominee reaches their majority. The life insured can change the appointee at any time. If no
appointee is given and the nominee is a minor, then on the death of the life insured, the death claim is paid
to the legal heirs of the policyholder.
Where more than one nominee is appointed the death claim will be payable to them jointly, or to the survivor
or survivors. No speciﬁc share for each nominee can be made. The nomination can also be done in favour
of successive nominees such as: ‘Payable to Rashmi Gupta, failing him to Pallav Gupta, failing him Madhav
Gupta’.
Nominations made after the commencement of the policy have to be intimated to the insurers to be effective.
Should the nominee die after the death of the life insured, but before the payment of the death claim, then
the sum insured would form a part of the estate of the life insured and would be paid to their legal heirs.

Example
Vishal Mehta is a senior HR executive. At the age of 28 he purchased an endowment policy. He had nominated his
two-year-old son Mohit in the policy. There were no details of the appointee mentioned, and Vishal promised the agent
that he would get the signature of an appointee later on. At the age of 35 Vishal dies in a car accident. In the will that
was produced, Vishal had appointed his father as the legal heir.
After Vishal’s death his wife becomes the natural guardian of the child. Can she claim the policy money being the natural
guardian of Mohit?
The answer is No. Natural or appointed guardians of minors are not entitled to the policy monies. If Vishal had appointed
his wife as the appointee, then only she would have been able to receive the policy money, as Mohit the nominee is a
minor.
In this case, the policy money will be given to Vishal’s father, the legal heir as stated in the will.

H4B Assignment
Assignment refers to the transfer of title, rights and interest in an insurance policy to another.
Assignor

Assignee

t 5IFQFSTPOXIPUSBOTGFSTUIFJSUJUMFJOUIFJOTVSBODF
policy is known as the assignor.

t 5IFQFSTPOPSJOTUJUVUJPOUPXIJDIUIFQPMJDZJT
transferred is known as the assignee.

t 5IFBTTJHOPSTIPVMECFBNBKPS PSPWFS BOE
should have a complete title in the policy.
Once the policy has been assigned, the assignee has ownership of the policy and does not need the consent
of the assignor in matters relating to the policy. An assignment once made cannot be cancelled or altered in
any form by the assignor. However, the policy can be ‘reassigned’ by the assignee in favour of the assignor.

Be aware
Although the assignee becomes the titleholder of the policy following assignment, they cannot make a nomination in the
policy as the assignee is not the life insured.

Chapter 3

Part 2: Insurance practices

3/31

Section 38 of the Insurance Act speciﬁes the legal provisions relating to the assignment of insurance policies.
It states that:
• the assignment can be done by an endorsement on the policy or by a separate deed. When assignment
is made by an endorsement on the policy itself, no stamp duty is necessary. Separate deeds have to be
stamped;
• it must be signed by the assignor or their duly authorized agent;
• the signature must be attested by a witness;
• the insurance company needs to be informed about the assignment along with a notice;
• the insurance company considers the assignment to be effective only when it receives the notice regarding
the assignment; and
• when there is more than one instrument of assignment, the priority of the claims shall be determined by
the order in which the notices are delivered to the insurer.
Types of assignment
There are two kinds of assignment:
Conditional assignment

Absolute assignment

t 5IFJOUFSFTUJOUIFQPMJDZBVUPNBUJDBMMZSFWFSUTUPUIF
assignor on the occurrence of the speciﬁed condition.

t 5IFBTTJHOFFCFDPNFTUIFUJUMFIPMEFSJOUIFQPMJDZBOE
can deal with the policy in any manner they choose.

Example
A conditional assignment can provide for reversion when:
t UIFBTTJHOFFQSFEFDFBTFTUIFBTTJHOPSPS
t UIFBTTJHOPSTVSWJWFTVOUJMUIFEBUFPGNBUVSJUZ

H5 Loans and foreclosure
Case study
In the same conversation with Mr Kumar, Nitish Sharma says to Mr Kumar that he has heard that it is possible to raise a
loan against a life insurance policy. Is this true?
Let us look at how Mr Kumar would answer such a question.

H5A Loans against a policy
The policyholder has the option to raise a loan against their insurance policy if the terms and conditions
provide for such a facility. Loans are not granted for all policies.
The main features of loans against an insurance policy are as follows:
t *OMPBOTBHBJOTUJOTVSBODFQPMJDJFT UIFMPBOBNPVOUJTBDFSUBJOQFSDFOUBHFPGUIFTVSSFOEFSWBMVFPGUIFQPMJDZ
t "MPBODBOCFUBLFOCZBQPMJDZIPMEFSBHBJOTUFOEPXNFOUQPMJDJFT XIPMFMJGFQPMJDJFTBOEPUIFSQPMJDJFT BTBMMPXFE
by the insurer. These types of policies will have a savings element to them. A loan cannot be taken against policies in
which a part of the sum insured needs to be repaid (money-back) during the policy term. Term insurance policies do
not acquire any surrender value and hence cannot be used to raise loans.
t 5IFJOTVSBODFQPMJDZOFFETUPCFBTTJHOFEBCTPMVUFMZJOGBWPVSPGUIFJOTVSBODFDPNQBOZBUUIFUJNFPGSBJTJOHUIF
loan. The assignment in favour of the insurer for getting the loan under the policy does not invalidate an existing
nomination.
t 5IFSFQBZNFOUPGUIFMPBODBOCFEPOFCZUIFCPSSPXFSXIPMMZPSJOQBSUTEVSJOHUIFUFSNPGUIFQPMJDZ5IFCPSSPXFS
also has the option to postpone the repayment until a claim arises.
t *GUIFQPMJDZIPMEFSDPOUJOVFTUPQBZUIFQSFNJVNSFHVMBSMZ UIFOUIFTVSSFOEFSWBMVFHPFTPOJODSFBTJOHBOEXPVMECF
more than the outstanding loan and interest at any point of time.

Be aware
Banks also provide loans of up to 75% to 90% of the total surrender value of the policy.
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• the assignment becomes effective on execution;
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H5B Foreclosure
There are two ways in which an insurance policy can be surrendered:
• surrender by the policyholder; or
• surrender by the insurer (foreclosure).

Chapter 3:2

If the borrower is not paying the interest or interest and principal, the outstanding loan with the interest
thereon will be appropriated (deducted) from the claim payable (on maturity or death).
When a policy is surrendered (cancelled) by an insurer, it is known as foreclosure. The policy will be
foreclosed by the insurer only in the case of lapsed policies. The policy may have been in force at the time the
loan was granted, but subsequently the policy becomes lapsed, and the policyholder is neither paying the
premiums, nor loan interest, nor principal.
There can be two major reasons for foreclosure:
• the borrower has chosen to repay the loan during the policy term and is unable to do so; or
• the debt (loan) has accumulated over the policy term until the claim arises, and the accumulated debt
(loan) has exceeded the surrender value of the policy.
In the case of paid up policies, the surrender value will not grow as fast as the accumulated interest. The
principal and interest could become more than the surrender value at some time. In that case foreclosure
becomes necessary.
The borrower is issued a notice of foreclosure, requesting them to repay the interest arrears on the loan. If
the borrower fails to repay the interest, then the policy is foreclosed, i.e. surrendered to loan. The balance
surrender value (if any) is paid to the policyholder after settling the loan and the outstanding interest. The
policyholder has to submit a discharge voucher for the same amount.
Can a foreclosed policy be reinstated?
The foreclosed policy can be reinstated before the discharge voucher is submitted by the policyholder for
collecting the balance surrender value. To reinstate the policy, the policyholder will have to pay the arrears of
interest and submit a ‘Declaration of good health’.
What happens to the nomination in case of foreclosure?
On foreclosure, the nomination ceases to be operative. If a death claim arises before the payment of the
surrender value, the payment is made to the legal heirs of the deceased insured.
This concludes our consideration of the key terms used in insurance. However, before we ﬁnish this chapter,
let us return once more to the topic of the premium. You should have already understood as a result of
studying this chapter that the payment of the premium is of great importance in ensuring that insurance
cover remains in place. This is so important that it is worth looking at in more detail.

I

Relevance of premium payment and valid cover

When an insurance policy is purchased, the risk gets transferred from the insured to the insurance company.
In consideration for this transfer of risk, the policyholder has to pay a premium to the insurance company.
If a proposer never pays any premium, the policy will never come into force. This is because, as we saw in
the ﬁrst part of chapter 3, consideration is needed if a contract is to be valid. If the proposer does not pay
the premium, there is no consideration and so no contract. This is why, as we saw in section G3A, the ﬁrst
premium receipt is the evidence that the insurance contract has begun.
As soon as the proposal is accepted and the ﬁrst premium is paid, the insurance company becomes liable
to pay a death claim, subject to the terms and conditions of the policy. However, if the policyholder fails to
make subsequent premium payments, the policy will become lapsed and they will no longer be entitled to
the beneﬁts of the policy should the worst happen. The best they can hope for is the return of some of their
premium. We looked at this situation in section H1A.
You will see from this how important the premium is if a valid insurance contract is to be in place and the
proposer is to receive the protection they sought in buying insurance.

Case study
Nitish Sharma has been worrying about his policy and contacts Mr Kumar one last time with some more questions.
What if, he asks, he is late with a payment because he is ill and then dies before he can make it? What happens if he is
killed while walking back from the post ofﬁce after posting his premium cheque? Will he still be covered or will Sumedha
lose all the protection he has worked so hard to give her should he die?
Mr Kumar patiently answers Nitish’s questions once more.
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What happens if the insured dies and the premium has not been paid?
As long as the delay in payment falls within the days of grace given by the insurance company, then, the
insurance company is liable to pay the full claim to the nominee or legal beneﬁciary. The insurance company
will deduct the unpaid premium from the claim amount.

What if the insured dies while the cheque/demand draft/money order is in transit?
If the life insured dies while the cheque/demand draft/money order is in transit, i.e. the cheque/demand
draft/money order has already been issued by the policyholder but the insurance company has not received
it, then the insurance company will seek ‘proof of sending these instruments’. The proof can be provided
for instruments such as ‘demand drafts’ and ‘money orders’. The insurance company in these cases deems
that the premium has been paid on submission of the proof. However, if a cheque was sent in the post, the
insurance company will require evidence of posting.

Chapter 3:2

When is the premium deemed to be paid?
The premium is deemed to be paid only when the insurance company receives the funds. If the payment
has been made by cheque, demand draft or money order, then the payment is deemed to be paid when the
amount has been deposited in the insurance company account. However, in practice, the premium is deemed
to be paid when any form of payment is received.
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Key points
The main ideas covered by this chapter can be summarised as follows:
How insurance policies are bought and written
t *OTVSBODFDPNQBOJFTHFOFSBUFJOUFSFTUJOUIFJSQSPEVDUTUISPVHIQSPTQFDUVTFTBOEBEWFSUJTFNFOUT

Chapter 3:2

t "QPMJDZTIPVMEPOMZCFQVSDIBTFECZBOJOEJWJEVBMBGUFSUIFZIBWFDBSFGVMMZDPOTJEFSFEIPXXFMMJUNFFUTUIFJSOFFET
t -JGFJOTVSBODFDBOCFXSJUUFOPOBTJOHMFMJGFPSBKPJOUMJGFCBTJTBOENBZCFPOUIFQSPQPTFSTPXOMJGFPSPOUIFMJGFPG
another.
Key documents
t 5IFQSPQPTBMGPSNJTUIFNBJOTPVSDFPGJOGPSNBUJPOUISPVHIXIJDIBOVOEFSXSJUFSBTTFTTFTUIFSJTLPGBQSPQPTBM
t 4PNFPGUIFEPDVNFOUTUIBUDBOCFUBLFOBTWBMJEBHFQSPPGBSFBIJHITDIPPMNBSLTIFFU QBTTQPSU CJSUIDFSUJmDBUF 
driving licence, voter ID card etc.
t 5IFJOTVSBODFDPNQBOZJOGPSNTUIFQSPQPTFSUIBUUIFJSQSPQPTBMIBTCFFOBDDFQUFEBOEUIFQSFNJVNIBTCFFO
received by the company by issuing the ﬁrst premium receipt (FPR).
t 5IFJOTVSBODFDPNQBOZJTTVFTSFOFXBMQSFNJVNSFDFJQUT 313 XIFOJUSFDFJWFTTVCTFRVFOUQSFNJVNTGSPNUIF
policyholder.
t 5IFQPMJDZEPDVNFOUJTBOJNQPSUBOUEPDVNFOU*UJTFWJEFODFPGUIFDPOUSBDUCFUXFFOUIFJOTVSFEBOEUIFJOTVSBODF
company.
t 5IFJOTVSBODFDPNQBOZBMMPXTNPEJmDBUJPOBMUFSBUJPOPGUIFPSJHJOBMQPMJDZEPDVNFOUTUISPVHIFOEPSTFNFOUT
Key insurance terms
t %VFEBUFTBSFUIFEBUFTPOXIJDIUIFQPMJDZIPMEFSOFFETUPQBZUIFQSFNJVNUPUIFJOTVSBODFDPNQBOZ
t *OUIFFWFOUPGEFGBVMUJOQBZNFOUPGQSFNJVNBGUFSUIFEBZTPGHSBDF UIFQPMJDZJTTBJEUPMBQTF
t 1BJEVQWBMVF< OVNCFSPGQSFNJVNTQBJEØOVNCFSQSFNJVNTQBZBCMF YTVNJOTVSFE> CPOVT
t A4VSSFOEFSWBMVFPSADBTIWBMVFJTUIFBNPVOUUIBUJOTVSBODFDPNQBOJFTBSFMJBCMFUPQBZPODFUIFQPMJDZJT
surrendered.
t 8IFOBMBQTFEQPMJDZJTSFJOTUBUFEJUJTLOPXOBTQPMJDZSFWJWBM
t /PNJOBUJPOJTXIFSFUIFMJGFJOTVSFEQSPQPTFTUIFOBNFPGBQFSTPO T UPXIPNUIFTVNJOTVSFETIPVMECFQBJECZ
the insurance company after their death.
t "TTJHONFOUSFGFSTUPUIFUSBOTGFSPGUIFUJUMF SJHIUTBOEJOUFSFTUTPGUIFJOTVSBODFQPMJDZ CZUIFBTTJHOPS UPUIF
assignee.
t *GUIFCPSSPXFSEFGBVMUTJOMPBOSFQBZNFOU UIFJOTVSBODFDPNQBOZIBTUIFPQUJPOUPDBODFMUIFQPMJDZ5IJTJTLOPXO
as foreclosure.
Relevance of premium payment and valid cover
t 5IFQBZNFOUPGUIFQSFNJVNJTUIFDPOTJEFSBUJPOPGUIFJOTVSBODFDPOUSBDU BOETPXJUIPVUJUTQBZNFOUUIFDPOUSBDU
cannot exist and there will be no cover.
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Question answers
3.3 Documents that can be accepted as valid age proofs can be classiﬁed as standard age proof documents and nonstandard age proof documents. Some of the documents that can be taken as standard age proofs are:
t BDFSUJmDBUFGSPNTDIPPMPSDPMMFHFSFDPSET



t BDFSUJmFEFYUSBDUGSPNSFHJTUSBSPGCJSUITBOEEFBUITPSGSPNNVOJDJQBMSFDPSETNBEFBUUIFUJNFPGCJSUI



t BQBTTQPSU



t B1FSNBOFOU"DDPVOU/VNCFS 1"/ $BSE



t UIFTFSWJDFSFHJTUFSPGUIFFNQMPZFS



t BDFSUJmDBUFPGCBQUJTN



t BDFSUJmFEFYUSBDUGSPNBGBNJMZ#JCMF JGJUDPOUBJOTUIFEBUFPGCJSUI



t BOJEFOUJUZDBSEPGEFGFODFQFSTPOOFM JTTVFECZEFGFODFEFQBSUNFOUBOE



t BNBSSJBHFDFSUJmDBUFJTTVFECZB3PNBO$BUIPMJD$IVSDI
Apart from the above mentioned standard documents, some of the non-standard age proof documents that can be
accepted as a valid age proof are:



t BOBGmEBWJUCZXBZPGTFMGEFDMBSBUJPO FMEFSTEFDMBSBUJPO



t BDFSUJmDBUFCZWJMMBHFpanchayat



t IPSPTDPQFQSFQBSFEBUUIFUJNFPGCJSUIBOE



t BSBUJPODBSE

3.4 The FPR contains the following information:


t OBNFBOEBEESFTTPGUIFMJGFJOTVSFE



t QPMJDZOVNCFS



t QSFNJVNBNPVOUQBJE



t NFUIPEBOEGSFRVFODZPGQSFNJVNQBZNFOU



t OFYUEVFEBUFGPSQSFNJVNQBZNFOU



t EBUFPGDPNNFODFNFOUPGUIFSJTL



t EBUFPGNBUVSJUZ



t EBUFUIFMBTUQSFNJVNQBZNFOUXJMMCFNBEFBOE



t UIFTVNJOTVSFE

Self-test questions
3.

What happens if the nominee is a minor and no appointee has been made?

4.

What is the ‘free look-in period’ or ‘cooling-off period’?

5.

What happens if a policy lapses?

You will ﬁnd the answers on the next page
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Self-test question answers
3.

If the nominee is a minor, an appointee needs to be appointed by the life insured. If no appointee is appointed,
then, if the life insured dies, the death claim is paid to their legal heir(s) and not to the natural or appointed
guardian of the minor.

4.

The insurance contract starts with the issue of the FPR. However, IRDA regulations require that the proposer
be given an option to withdraw from the contract within a period 15 days of the issue of the policy. This period
is known as ‘free look-in period’ or ‘cooling-off period’. If the proposer withdraws from the contract, then the
insurance company will have to return the premium paid minus some deductions for the cost of risk for the
short period, medical examination expenses and stamp duty.

5.

Once the policy is ‘lapsed’, the policyholder forfeits all the premiums and no claims arise on the policy.
However, insurers do not terminate the contract. They allow the policyholder to revive the policy by offering
them various easy options, such as on payment of the premium arrears and on the provision of a signed
declaration of continued good health.
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Insurance underwriting
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Learning objectives
After studying this chapter, you should be able to:
• explain the process of underwriting;
• explain the various sources from where information is collected for underwriting;
• analyse moral and physical hazards;
• explain the difference between ﬁnancial, medical and non-medical underwriting;
• explain the concept of Human Life Value (HLV) and its role in underwriting;
• describe the process of pricing a policy;
• determine the process of calculating premiums;
• describe the process of calculating bonuses;
• explain the concept of liens;
• describe the role of the agent in underwriting.
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Introduction
Underwriting is the name given to the procedure of:
• assessing the risk which people bring to the pool;
• deciding whether or not to accept the risk, or how much to accept;
• determining the terms, conditions and scope of the cover to be offered; and
• calculating a suitable premium.

Chapter 4

For life insurance, underwriters are responsible for selecting the individuals the insurance company can insure
from among those submitting proposals, and also the price it can insure them for, based on their risk proﬁle.
As we have seen, the business of insurance is based on the principle of risk sharing. The insurance company
carries the risks of the person insured in accordance with the policy terms and conditions. Hence the
underwriters have to be extra careful in choosing the individuals to be insured from the group of proposers
and in setting a fair price in line with the risk that each individual presents to the pool. An underwriter who
fails to do this can affect the stability of an insurance company’s business.
In this chapter we will look at the information the underwriter must have to be able to assess accurately the
risk presented by a proposer. Their assessment of the risk will inﬂuence the premium to be charged, and
later we will look at how pricing is carried out and how the premium is calculated. First, however, we will start
by taking a brief overall look at the process of insurance underwriting.

Key terms
This chapter features explanations of the following terms and concepts:
Underwriter

Gross premium

Moral hazards

Non-medical underwriting

Human life value (HLV)

Loading

Physical hazards

Risk premium

Bonuses

Financial underwriting

Medical underwriting

Liens

Adverse selection

Risk groups

Level premium

Time value of money

A

The process of insurance underwriting

An underwriter is responsible for the classiﬁcation, analysis and selection of the risks presented to them.
Different companies have different guidelines as to how risks are classiﬁed and priced. Each company
develops its own criteria and guidelines for the selection of risk, and the underwriter works within these with
the aim of ensuring that the company continues to operate efﬁciently.
The process of insurance underwriting is as follows:

Figure 4.1
Collect information about the applicant

Analyse the risk associated

Estimate the potential exposure

Determine the probability of loss

Accept (or reject) the proposal

Classify and rate into a risk group to calculate the premium

Issue the insurance policy
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Be aware
The word ‘risk’ in life insurance is mainly used with reference to the life insured or the insured person.
The ﬁrst step in insurance underwriting involves reviewing the information about the proposer from all the
possible sources. For life insurance, signiﬁcant information includes a person’s age, occupation, income,
personal habits, own health and family health history, in addition to the report of the agent on all these aspects.
The underwriter analyses this information and makes a decision on whether to accept or reject the proposal.
This is a specialised process: the insurance underwriter has to examine all the facts available to them and
analyse a proposer’s real intentions for taking insurance. We will look at how this information is collected
and used later in this chapter.
Fraudulent intentions: insurance underwriters have to be careful to determine the intentions of the proposers: not all will
be honest or genuine. The intention of the proposer has to be analysed carefully before deciding on whether to accept
the proposal or not.

The underwriter will then decide whether to accept the risk at ordinary rates, accept the risk with modiﬁed or
special terms (e.g charge a higher premium), accept with a lien, postpone or reject the risk as falling outside
those that the company considers acceptable.
The underwriter must also protect the company from adverse selection. This is a term used to describe the
situation where an insurance company accepts too many proposers who bring a higher than average risk to
the pool. The concept of adverse selection is based on the view that people who fear that they are prone to
risk are more likely to want to take out life insurance as opposed to people who feel that they are prone to
low risk. If a company does ﬁnd itself exposed to adverse selection it may ﬁnd that it pays out more claims
than anticipated. This obviously has a bad effect on the success of the company.

Example
Rakesh Sharma has recently being diagnosed with diabetes. He is only 38 years old. Rakesh is very keen to get
insurance cover and is willing pay a high premium. Rakesh Sharma’s main intention in taking out an insurance plan is
to transfer the cost of the medical expenses that are likely to occur in the near future to the insurance company. Also, in
case he dies, the claim from the life insurance company should be sufﬁcient for his family to maintain a decent lifestyle.
If people like Rakesh Sharma are selected by the insurance company in large numbers, this could lead to adverse
selection. The potentially huge medical expenses that may arise will have to be borne by the insurance company.
The underwriter may choose to reject Rakesh Sharma’s proposal on the basis that he brings too high a risk to
the pool. However, rejection is not the only solution available to the underwriter. The underwriter can chose to:
• accept the proposal at ordinary rates;
• accept the proposal with extra premium;
• accept the proposal with a lien;
• accept the proposal with modiﬁed terms;
• accept the proposal with a speciﬁc/modiﬁed clause;
• postpone the decision for a certain period; or
• reject the proposal.

Example
Hiten Patel applies for an insurance policy from an insurance company. In his proposal form, he declares that he is
undergoing treatment for a heart-related problem. He also states that he has been operated on for the same problem
before.
The insurance underwriter in this case will have to collect the information about the nature of the illness, treatment
available, operation and recovery procedure. Based on the information, the underwriter will decide about the risk
associated with Hiten. The underwriter may charge him a higher premium or exclude health issues related to his heart
from the cover provided.

Chapter 4

The insurance underwriter then examines the information to determine the probability that the company
might have to pay a claim based on the circumstances. In this step, the underwriter determines maximum
possible loss (MPL). MPL refers to the maximum amount of loss that can occur, if a certain event occurs.
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Be aware
Different insurance companies use different criteria for deciding whether a proposal is acceptable. If an existing disease
is not considered suitable for cover by a certain company, another company might cover it to some extent with the
payment of extra premium.
Once the decision has been taken to accept a risk, the underwriter will classify it into a risk group. Each risk
group has a rating based on company guidelines, with those risks presenting a higher risk being classiﬁed in
a high risk group and being charged a higher rate. The risk group is very important as this is used to decide
what premium the proposer will have to pay. The underwriter can change/modify the rating before arriving at
the ﬁnal premium.
If the premium and terms offered by the underwriter are accepted by the proposer, the policy can now be
issued to the proposer, customised if necessary to take account of the risk presented by that proposer.

Chapter 4

Be aware
The regulations issued by the IRDA, require that the decision on the proposal must be conveyed to the proposer within
15 days of receiving the proposal.

Question 4.1
When the underwriter receives a proposal for insurance, what are the various decisions that they can take in respect to
that proposal?

B

Obtaining the required information

The underwriter can collect the information about the proposer from several sources. Much of this is
obtainable from the speciﬁc documentation that the underwriter requires, for example, the proposal form.

Figure 4.2: Sources of information about the proposer
Medical
examination
report
Proposal
form

Tax consultants/
IT authorities

Insurance
agent
Information
on the
proposer

Additional
information
questionnaire
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B1 Proposal
The proposal form, ﬁlled in and signed by the proposer, is the most important source of preliminary
information to the insurance underwriter. The proposal contains the following information:
Personal information:

t 5IJTQBSUPGUIFGPSNDPOUBJOTJOGPSNBUJPOTVDIBTUIFOBNFPGUIFQSPQPTFS UIFJS
address, age, annual income, an estimate of monthly expenditure, occupation, marital
status, any other insurance policies taken out by them etc.
t *ODBTFTXIFSFUIFQSPQPTFSBOEUIFMJGFJOTVSFEBSFEJGGFSFOUJOEJWJEVBMT UIFOUIF
proposer’s name and address also needs to be entered on the form.

Medical information:

t 5IJTQBSUPGUIFGPSNDPOUBJOTJOGPSNBUJPOPOUIFQSPQPTFSTQBTUNFEJDBMIJTUPSZBOE
present medical condition. Also, information on the proposer’s weight, height and other
speciﬁcations, their medical history and that of their family etc. is collected. A doctor’s
report on the medical condition of the proposer can also be taken at this stage, if the
underwriter or the type of policy makes one necessary.

Agent’s remarks:

t 5IFGPSNBMTPDPOUBJOTSFNBSLTNBEFCZUIFBHFOUBCPVUUIFQSPQPTFS5IFBHFOUXJMM
give their analysis on the proposer with regard to their lifestyle, habits and hobbies. They
should also mention the proposer’s ﬁnancial status and any other information that they
think could be useful to the underwriter when ascertaining the risk.

B2 Medical examination report
A complete medical check-up on the proposer can be carried out by the insurance company or by a certiﬁed
doctor. This is done to reduce the chances of adverse selection by the company, i.e. the selection of a large
number of unhealthy individuals as against healthy individuals. The examination may be carried out because
the sum insured, or the proposer’s answers to the health questions, mean that the underwriter wants more
information on the risk before agreeing to accept it.
It may be the policy of the insurer to ask for a medical examination report on all proposed risks of a certain
type.
Some insurers classify proposers according to their age. The number of medical examinations requested
for those in the lowest age bracket will be low, steadily increasing until those in the highest age bracket are
required to have a comprehensive medical check-up. We will look at medical and non-medical underwriting
further in section D.

B3 Insurance agent
The insurance agent interacts directly with the proposer and so is in a good position to judge their risk proﬁle.
The agent has the opportunity to assess the answers of the proposer and determine their truthfulness, and the
underwriter can seek the help of the insurance agent regarding the proposer at any time.

B3A Agent’s Conﬁdential Report
An ‘Agent’s Conﬁdential Report’ needs to be prepared by the insurance agent. If the amount of insurance
cover required is standard, then the agent prepares a report based on the proposer’s ﬁnancial position,
number of dependants, lifestyle, habits and hobbies. If the amount of insurance cover required is larger than
usual, then the agent needs to prepare a more detailed report. The information for this report is collected
through the family, friends and neighbours of the proposer.
Sometimes, these reports are required to be prepared by senior employees of the insurance company (such
as the Unit Manager or the Sales Manager) and can be referred to as a ‘Moral Hazard Report’.
These days there are some specialised inspection agencies that can carry out the inspection for the insurer.
These companies prepare and present a report on the proposer’s employment history, ﬁnancial position and
creditworthiness.
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may be asked to provide information on their past illnesses, injuries and surgical
operations, along with information about their doctor.
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B4 Additional information
The underwriter seeks additional information when the amount of the insurance cover required is larger than
average or the risk proﬁle of the proposer is high.
Where the amount of insurance cover sought by the proposer is relatively high, then additional information
on the proposer’s medical report can be requested. Special reports from senior ofﬁcials and the insurance
agent on the proposer’s income, occupation, lifestyle, habits etc. will also be required to evaluate the risk
involved in the proposal.

B5 Report from tax authorities
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The underwriter can refer to information from the income tax authorities and tax consultants regarding
a proposer’s income tax records, tax deduction report etc. This will enable the underwriter to determine
whether the proposer has any outstanding tax commitments or has defaulted on them in the past.

Suggested activity
Collect a proposal form from any life insurance company. Prepare a list of the details/information that the form asks for.
What kind of information is the proposal form asking for?

C

Moral and physical hazard

We looked at hazard in chapter 2, where we saw that it is divided into two types:
• physical hazard; and
• moral hazard.
In this section we will return to this topic to consider in more detail how moral and physical hazard apply to
life and health insurance.

C1 Physical hazard
Physical hazards refer to the physical characteristics of the risk associated with the life insured. We looked
brieﬂy at some of these in chapter 2.
Some of the physical hazards that relate to life insurance are as follows:
Age
The age of an individual is an important hazard when determining the risk associated with the life insured.
The higher the age of the proposer, the higher will be the probability of their natural death.
Occupation
The proposer’s occupation can increase the chance of their death. Certain jobs carry more risk to health, of
death or of injury, than others and would be considered less attractive by the insurance company than less
risky occupations. The hazards of different occupations can be considered on the following criteria:
Environmental:

t &YQPTVSFUPEBOHFSPSWJPMFODFFUDDBOSFTVMUJOEBOHFSPVTMJWJOHDPOEJUJPOTPGUIF
person, which increases the chances of early death.

Physical conditions:

t 5IFQSPQPTFSXPSLTJOQPPSQIZTJDBMDPOEJUJPOT TVDIBTBEVTUZBOEQPPSMZWFOUJMBUFE
factory. The chances of illness increases for the proposer.

Risk from accident:

t 5IFQSPQPTFSXPSLTBTBESJWFSPSXJUINBDIJOFSZ XIJDIJODSFBTFTUIFSJTLPGBDDJEFOUT

Example
The proposer’s occupation may be classiﬁed as hazardous if they work in any of these: coal mines, ferrous
metallurgical industries, chemical industries, explosives factories, or if their work involves: climbing poles, working at
heights, working with high voltage electricity etc.
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Gender
Some companies charge a differential rate for females based on their proﬁle, background etc.
Residence
The security of a proposer’s home is an important physical hazard. If the neighbourhood where the individual
lives is considered to be an unsafe, violent and dangerous area, then the risk to individual life increases.
Habits
Habits such as drinking, smoking and the use of tobacco are considered to be hazardous to health. They can
increase the risk that a proposer will die early or suffer a serious illness.
Hobbies
If the individual indulges in dangerous hobbies, such as bungee jumping, car racing, mountain climbing, sky
diving, scuba diving etc. then the risk to the individual’s life increases. These kinds of adventurous sports are
less attractive to the insurance company.

Example
Ravi’s height is 153 cm and his weight is nearly 80 kg. This shows that he could be overweight. This increases the
chance of him developing heart disease and other ailments, such as diabetes and high blood pressure.
Medical condition
When carried out, a complete heath check-up of the proposer will check their blood pressure and pulse
to determine their medical ﬁtness. A blood and urine sample is also taken to check if the proposer has
developed certain diseases.
Physical handicap
Physically handicapped persons are also considered to present an increased physical hazard as their
disability may increase their risk of an early death.
Medical history of the family
Certain illnesses, such as diabetes, a tendency to suffer from heart disease and some cancers are hereditary
in nature. If a family member suffers from such an illness, then the chances that the proposer may also suffer
from it increases.
Personal history
The personal history of the individual with respect to their health records, habits, lifestyle, credit history etc.
are also important criteria.

C2 Moral hazard
Moral hazard is more difﬁcult to deﬁne than physical hazard because it relates to the conduct, attitude and/
or intentions of the proposer. It is also hard to minimise or correct poor moral hazard.
The following examples illustrate the nature of moral hazard in relation to life insurance:
• reckless or careless attitude to health and personal safety;
• previous history of dishonesty (perhaps criminal activity that is revealed by checking court records); and
• previous claims history if it reveals a history of fraudulent/frequent claims, bankruptcy or other ﬁnancial
difﬁculty.
Fraud and moral hazard
Intention to commit fraud is an aspect of moral hazard that life insurance underwriters need to pay particular
attention to.
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Physical characteristics
The physical characteristics of a person are used to determine the health of the proposer. Data regarding
their height, weight, size etc. can determine how healthy the individual is.
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Underwriters will be alert to proposals for life insurance which display certain characteristics which, based
on their knowledge and experience, are possible indicators of fraudulent intentions. The following are some
examples:
• The proposer is requesting insurance for a fairly large amount at a later stage of their lifecycle.
• The insurance is being taken out by an individual with no dependants.
• The insurance policy is insuring a non-earning family member (because the death of a non-earning member
does not affect the livelihood of the dependants).
• When the nominee of the policy is not among the dependants of the insured.
• When the proposer is seeking insurance for an amount which is much higher than their income.
• If the past premium payments of the individual are much higher than they are capable of paying based on
their income.
• When the medical check-up is carried out at a different place from the place of residence.

Chapter 4

• If any aspect of the relationship between the agent and proposer causes the underwriter concern.
Underwriters use the information described in section B to help them assess the circumstances presented by
the proposer.

Question 4.2
Can the area where the proposer lives be considered a physical hazard? Give reasons to support your answer.

D Financial, medical and non-medical underwriting
D1 Financial underwriting
Underwriters will pay careful attention to the ﬁnancial aspects of a proposed risk for reasons other than to
identify any fraudulent intentions. As we shall see, ﬁnancial underwriting works to cap the amount of life
insurance an individual can get. The amount of life insurance that an individual is eligible for can be arrived
at through the ‘Human Life Value’ (HLV) concept. The HLV concept tries to measure the economic value of a
person in monetary terms. More details on HLV are covered in section E of this chapter.
Financial underwriting is used to make sure that the person who is being insured qualiﬁes for an amount
of insurance that does not exceed their insurable interest. An individual’s personal and family income is
considered for ﬁnancial underwriting.
If an individual is seeking a sum insured which is way beyond their income, then an underwriter needs to
evaluate whether the amount of insurance cover being asked for exceeds the insurable interest. As we
know from chapter 3 part 1, section B, insurable interest must exist for a life insurance contract to be valid.
Insurable interest means that there is a ﬁrm reason behind the amount of life insurance that is being applied
for. The higher the sum insured, the more justiﬁcation will be required by an underwriter. Typically this
means that the amount of insurance that is available to any proposer is capped at a certain point, over which
they have no real justiﬁcation for coverage.
Factors analysed under ﬁnancial underwriting include the individual’s income, age and net worth etc.
Insurance companies offer two kinds of insurance policies: one which requires medical underwriting and one
where no medical underwriting is required.

D2 Medical underwriting
Medical underwriting is where the underwriter actually researches the health and medical history of the
individual in a detailed and accurate way by checking the medical records of the proposer for the past
few years and insisting on a medical check-up. This medical check-up can be either general or more
comprehensive depending upon the age of the proposer, their medical history and the amount of insurance
cover they are asking for.
If the proposer is found to be in perfect health, then they would be considered as low risk by the underwriter.

Be aware
Insurance companies maintain a schedule that determines the degree of medical tests required depending upon the
proposer’s age, medical history and the amount of insurance cover they are requesting.
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D3 Non-medical underwriting
As the name suggests, under this category no medical examination is required for insurance to be agreed.
The medical assessment of the proposer can be both a time consuming and expensive exercise. Also, in
many cases (mostly with proposers living in rural areas), specialised medical services would not be available
so it can be difﬁcult for a proposer to obtain a medical report from a qualiﬁed doctor.
In non-medical underwriting, instead of a medical report the insurance is based on the physical
characteristics of the individual, such as age, height, weight etc. as revealed by the proposal form. The
proposal form is usually more detailed for this kind of insurance.
All proposals are checked by agents, ﬁeld ofﬁcers and branch ofﬁcials. In addition, a high ranking ofﬁcial may
be called upon to submit a special report.
If the proposer is in regular employment, then the leave records of the employee can be assessed for
insurance. If a personal statement or the family history reveals the existence of a medical condition(s), then a
medical examination may be requested.

Safeguards adopted in non-medical business
Because the chances of adverse selection are greater with medical underwriting, insurance companies
practice the following safeguards:
• a restriction on selection (female lives);
• putting limits on the sum insured;
• a restriction on maximum entry age;
• a restriction on the maximum term for which the policy can be issued;
• a restriction on the maximum age at maturity;
• a restriction on the types of insurance plans allowed;
• restrictions on high risk plans;
• limiting cover to certain categories of lives (based on education, social and economic background);
• restricting the class of lives eligible (to individuals employed in reputable organisations, who have
undergone a medical exam at the time of recruitment, for whom leave records are maintained, and they
have completed at least one year of service etc.); and
• requiring a moral hazard report from an ofﬁcer of the insurer.

Suggested activity
Visit an insurance company and collect a proposal form for medical insurance and non–medical insurance. What sort of
additional information is asked for by the non-medical form compared to the medical form? Prepare a summary report
to help you to understand the difference in the two approaches.

E

Human life value (HLV)

The key role of life insurance is to provide protection for the family of the insured, should the insured die
unexpectedly. It does this by paying out the sum insured under the policy, should the worst happen. But how
much should this sum insured be? How much is the insured’s life worth?

E1

What is human life value?

Ask a person how much their life is worth and without a second thought they will say that human life is
priceless and no amount of money can compensate for the value of a human being. But insurance companies
and their agents will differ. To arrive at the amount of insurance cover that a person should take out they
need to assign a monetary value to human life. This is called human life value (HLV). Like real estate,
equities/shares or commodities, a human being is also an asset and has the potential to generate income.
Through human life value (HLV) the insurance company tries to measure the economic value of a person or
how much the person is worth in monetary terms.
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Non-medical insurance underwriting carries more risk to the insurer as proposers may have a medical
condition that would have been revealed by a medical examination, but which does not come to light in the
proposer’s answers on the proposal form. The chances of adverse selection may be greater with this method
of underwriting and, as a consequence, these policies may be priced at a higher rate.

4/10

IC-33/May 2011

Life insurance

In life insurance, HLV is used as a yardstick to determine how much life insurance cover a person should
have. The correct cover will ensure that if the person dies today, there will be no economic loss to their
family. Of course, emotional loss cannot be compensated for. The lump sum amount that the person’s family
will get from the insurance company will compensate for the future income of the life insured; the income
they would have earned had they survived.

E2

How much life insurance should one have?

What many people often do not realise is that, in spite of having a number of insurance policies, if the
amount of cover provided by the individual policies is small they can be grossly underinsured. So what then
is the correct amount of life insurance cover that a person should have? We can answer this by looking at the
different ways of arriving at human life value (HLV). The amount of life insurance cover that a person should
have should be equal to their HLV.
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E2A Income replacement method
This method takes into consideration the future income earning potential of a person during the remaining
years of their working life, so that in the event of their untimely death their family will not suffer ﬁnancial loss.
This is a two-step process:
Step 1:

t $BMDVMBUFUIFUPUBMGVUVSFJODPNFUIFQFSTPOXJMMCFBCMFUPFBSOEVSJOHUIFJSSFNBJOJOHXPSLJOHZFBST

Step 2:

t $BMDVMBUFUIFQSFTFOUWBMVFPGUIJTBNPVOU BSSJWFEBUJOTUFQ BTBUUPEBZ5IJTJTUIFQFSTPOThuman
life value. The life insurance cover that the person should take out should be equal to this HLV ﬁgure. In
the event of their untimely death, this method captures the future income potential of the person, which
they would have earned had they survived until retirement.
t In summary, this method equates human life value to the present value of future earnings.

Example
Rajesh is a 35-year-old man earning Rs. 4,00,000 per annum. Rajesh’s family consists of his wife (housewife),
4-year-old daughter and his retired parents who are now dependent on him. The net contribution made by Rajesh to the
family is Rs. 25,000 per month (Rs. 3,00,000 per annum) after deducting taxes and personal expenses.
Let’s assume that Rajesh’s salary will increase by 5% every year and his family contribution (Rs. 3,00,000) will also
increase by 5% every year.
Annual income

Rs. 4,00,000 per annum

&YQFDUFESJTFJOTBMBSZ

5% p.a.

Net income after taxes and personal expenses

Rs. 3,00,000 per annum

Current age

35 years

Remaining working years

25 years

Future value of earning potential

Rs. 1,43,18,129

Discount rate (PPF Rate)

8%

Present value of future earnings

Rs. 20,90,703

Rajesh’s worth to his family is Rs. 1.43 crore over his remaining working life if he survives until he is 60 years old. But
if something happens to Rajesh today, his family stands to lose this money.
We need to ﬁnd the value of this Rs. 1.43 crore as at today. So if we take the discount rate as 8% (risk-free PPF rate)
then the value of Rs. 1.43 crore as at today equals Rs. 20,90,703 (Rs. 20.90 lakhs).
This effectively means that a one-time amount of Rs. 20.90 lakhs invested at 8% interest rate for 25 years will yield
Rs. 1.43 crore on maturity.
Therefore the ﬁgure of Rs. 20.90 lakhs is Rajesh’s human life value (HLV) and he should take out life insurance
cover of Rs 20.90 lakhs to protect his future income.
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E2B Simple method
Alternatively, there is a simpler method to calculate HLV than using the income replacement method.

Example
Let’s take the same example of Rajesh again. Let’s assume that the current Bank Fixed Deposit (FD) rates in the market
are 8%. So if someone invests Rs. 37,50,000 (Rs. 37.5 lakhs) in a Bank FD at 8% per annum interest rate, the yearly
interest earned will be Rs. 3,00,000 (3 lakhs).
So Rajesh’s HLV is Rs. 37.5 lakhs and he should take out life insurance of Rs. 37.5 lakhs so that in the event of his
untimely death, his family will receive a payment of Rs. 37.5 lakhs. If they invest this in a Bank FD at 8% interest rate,
it will give them Rs. 3,00,000 yearly income. This Rs. 3 lakhs per annum will substitute Rajesh’s yearly contribution of
Rs. 3 lakhs and take care of the family’s expenses in his absence.
The table below explains the calculation of human life value for Rajesh:
Rs. 4,00,000 per annum.

Taxes & personal expenses

Rs. 8,000 per month

Net monthly contribution to family

Rs. 25,000 per month

Net annual contribution to family

Rs. 3,00,000 per annum

Bank FD rate

8%

Human life value calculation

3,00,000 / 8%
= 3,00,000 / 0.08
= 37,50,000

Insurance amount required (HLV)

Rs. 37,50,000

Rs 37,50,000 invested in Bank FD at 8% interest rate will give annual return of 37,50,000 × 0.08 = Rs. 3 lakhs per
annum.
This method will ensure that the family will continue to receive Rs. 3 lakhs per annum as long as Bank
FD rates stay at 8%. This method assumes that the annual salary will remain constant at Rs. 4,00,000
throughout, and does not take into consideration any expected increases in salary. It also assumes that
Bank FD rates will remain constant at 8% throughout, and does not take into consideration the increase or
decrease in interest rates.

Be aware
Human life value is not a one-time calculation. It is an ongoing process which needs to be revisited from time to time.
As age increases human life value diminishes.

F

Liens

There are certain cases where the underwriter will feel that the risk associated with a person might decrease
over time. In such cases, the underwriter can accept the proposal with a lien. As the risk is assumed to
diminish over a period of time, the lien is operable for that period on a diminishing basis. A lien is generally
used as a substitute to charging a high premium for a high risk.
In simple words, if the insurance company categorises the proposer as high risk because their physical
characteristics do not satisfy the standard ones as determined by the insurance company, then it will charge
the proposer a high premium. However, the proposer has an option to request a lien. If the lien is granted,
then for a certain period, if something were to happen to the proposer, the insurance company would be
liable to pay only a restricted amount of the sum insured.

Example
In the case of a diminishing lien of 20% for the next ﬁve years, the lien will cease to exist after the completion of the ﬁve
years. In other words, from the sixth year onwards the insurance company will pay out the full sum insured in the event
of a claim.
If the insured dies within the lien period, then the insurance company will not have to pay the full sum insured.
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The guidelines for liens which are normally followed by insurance companies are:
• the lien should diminish by an equal amount over a speciﬁc period of time; and
• if the term of the policy is a multiple of three, then the lien operable is one third of the term of the policy.
The conditions under which a lien can be applied differ amongst insurance companies. Generally a company
imposes a lien if it considers the applicant to present an extra risk because their physical characteristics do
not match the standard ones as determined by the company.
The following case study will help to explain the concept of liens:

Case study

Chapter 4

Mukesh Gupta is 31 years old and wants to take out a life insurance plan from IGP insurance company. The company in
their initial enquiry ﬁnds out that Mukesh is underweight. IGP insurance company categorises Mukesh as falling into the
high risk category. The company agrees to provide insurance to Mukesh, in spite of his risk proﬁle, if he agrees to pay a
higher premium.
Mukesh instead asks for a lien to be imposed, and so IGP life insurance company imposes a decreasing lien of 15% for
three years.
Analysis
1st year: If Mukesh dies within the ﬁrst year of taking out insurance, then only 85% of the sum insured will be payable
by the insurance company.
2nd year: If Mukesh dies in the second year of taking out insurance, then only 90% of the sum insured will be payable
by the insurance company.
3rd year: If Mukesh dies in the third year of taking out insurance, then only 95% of the sum insured will be payable by
the insurance company.
4th year: No lien is operative. If Mukesh now dies, the insurance company will pay the full sum insured.

G Pricing and calculating the premium
Pricing refers to the calculation of the premium that will be charged on the insurance policy.
The pricing of the insurance policy is an important decision for the insurance company and it will have a
number of prime objectives in mind in this respect.
In addition to being concerned about charging premiums that are sufﬁcient to meet claims, expenses and
produce proﬁts at the desired level, the company will also be keen to ensure that premiums are competitive
so that it does not lose business to other insurance companies.
It will also consider the process of calculating the premium to be charged with the aim of keeping it simple,
easily understood and not needing to be changed too frequently.
For life insurance the premium charged is based on the mortality rate as revealed in the mortality tables
(you will remember that we introduced these in chapter 2, section B2), and we will look at how insurers use
these tables and rates and how the premium to be charged is actually calculated later in this section. First,
however, we will discuss how insurance companies decide what the price of their policies will be.

G1 Pricing elements
Bearing in mind the main objectives of the company, various other factors will affect the price the insurance
company will charge for its cover. These are the pricing elements and we will look at these brieﬂy now. Later
we will see how these relate to how the premium is calculated.
Mortality rates
We have already mentioned that insurers use mortality tables to help calculate the premium. These tables
also contain mortality rates, which in simple words can be deﬁned as the probability that a certain individual
will die before their next birthday. We will look at how mortality tables and rates are used to calculate the
premium in section G2A.
Loading
All companies incur expenses in going about their business and insurance companies are no different. The
premium is the key source of income for an insurance company and so the premium needs to cover the cost
of meeting these expenses. The addition of these expenses to the premium is called loading.
Income from investment of premium
The premiums that are collected by insurance companies for traditional plans are invested as mandated
in the Insurance Act 1938. The proﬁts they earn from their investment can help to cover the insurance
company’s expenses and so can be taken into account when considering the price.
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Beneﬁts promised
The pricing will depend upon the beneﬁts promised by the company. The larger the beneﬁts offered by the
insurance company, the higher the premium will need to be to cover the cost of providing that beneﬁt.
With-proﬁt policyholders pay a slightly higher premium for the beneﬁt of sharing in the bonuses and are
generally rewarded well by bonus declarations.
Premium plan being taken
The policyholder can pay the premium in a number of ways:
t *OUIJTQMBO UIFQPMJDZIPMEFSQBZTBTJOHMFMVNQTVNQBZNFOUBUUIFJODFQUJPOPGUIF
policy. The premium amount should be sufﬁcient to meet the administrative and other
expenses during the entire term of the policy.

Level premium plan:

t *OUIJTUZQFPGQMBO UIFQPMJDZIPMEFSQBZTUIFTBNFBNPVOUPGQSFNJVNGPSUIFFOUJSF
duration of the policy. When pricing this sort of policy the insurance company will need
to allow for the time value of money, in other words it must be sufﬁcient to meet future
claims, future administration and the effects of inﬂation. Many life insurance policies are
on a level premium basis and we will look at how the level premium is calculated in more
detail in section G2B.

Flexible premium plan:

t *OTVSBODFDPNQBOJFTBMTPBMMPXUIFQPMJDZIPMEFSUPDIPPTFBnFYJCMFQSFNJVNQBZNFOU
plan, where the policyholder can pay the premium amount at their convenience. They can
choose whether they wish the premium to remain the same over the term or to change
the amount of premium paid based on affordability. The premium amount can generally
increase by 5% annually, but the exact terms and conditions for ﬂexibility depend upon
the insurance company.

All of these will inﬂuence the premium that is ﬁnally charged to the policyholder.

Question 4.3
What is a lien in insurance?

G2 Calculating premiums
The process of calculating the premium is as follows:

Figure 4.3
Calculate the risk premium

Based on the risk premium, calculate the level premium

Deduct the expected interest on investments to calculate the net premium

Add the loadings

Arrive at the gross premium to be charged

G2A Calculate the risk premium
The life insurance premiums collected by the insurance company are kept in a single pool, known as the
common fund or life fund. All the future claims on the company are settled using this common fund. Therefore,
the insurance company has to make sure that there is enough in the common fund to meet those claims.
Determining the correct amount for the common fund is a difﬁcult task, as no one can accurately predict
the future. However, as we have seen, using the statistics on death rates from previous years, insurance
companies can now estimate fairly accurately the probability of an individual dying before their next
birthday. This probability – known as the mortality rate – is used to calculate the risk premium.
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Single premium plan:

4/14

IC-33/May 2011

Life insurance

Be aware
A mortality table shows for each age the number of persons living at that age and the number of people dying at that
age. It is based on death statistics collected over the past 100 years or more.
Mortality tables differ among insurance companies.
The mortality rate is the probability that a certain person will die before their next birthday.
Mortality tables are prepared by mathematicians, known as actuaries, who determine the premium to be charged, based
on mortality rates.
The risk premium is calculated using the mortality rates in the mortality table of the respective insurance
company. The formula is:
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Figure 4.4
Risk
=
premium

Mortality
rate

×

Sum
insured

The risk premium is the premium that has to be charged just to meet the claims of those who die during
the year.
To see how this works, let’s look at a case study.

Case study
Ajay Gupta, an insurance agent, has sold three life insurance policies.
The ﬁrst insurance policy has been sold to a 25-year-old single man who has recently started to work for a reputable IT
ﬁrm after completing his engineering degree. He has taken a sum insured of Rs. 5,00,000.
The second policy has been sold to a 36-year-old man. He is married and has two children. The individual has been
insured for Rs. 8,00,000.
The third policy has been sold to a 48-year-old businessman who has insured his life for a substantial sum of
Rs. 40,00,000.
The agent, Ajay Gupta, is calculating the premium for the three clients. Let’s see how he goes about doing so:
Client 1: Age = 25 years.

Sum insured = Rs. 5,00,000. Mortality rate = 0.0001

Risk premium = Rs. 50.
Client 2: Age = 36 years.

Sum insured = Rs. 8,00,000. Mortality rate = 0.00081

Risk premium = Rs. 648.
Client 3: Age = 48 years.

Sum insured = Rs. 40,00,000. Mortality rate = 0.00091

Risk premium = Rs. 3,640.
We can see that the premium charged differs with the mortality rate and the sum insured. The larger the sum insured,
the higher the premium. We can also see that the mortality rate increases with the age of the insured person.

G2B Based on the risk premium calculate the level premium
As we saw earlier, with many life insurance policies the insurance company charges the same amount of
premium for the entire policy term: it cannot be changed. Therefore, the premium set will need to take into
consideration the future expenses and claims that the insurance company will have to pay. It will also need
to take into account the effects of inﬂation, which means that the value of money decreases over time, so the
premium the policyholder pays now will not hold the same value in later years. This means that the cost of
inﬂation will be borne by the insurance company in the later years of the policy. Consequently, the premium
will need to be set at a higher level than would appear to be appropriate initially. The higher premium
collected in the early years is put into a reserve by the insurance company to meet the cost of future claims
and expenses.
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Let’s look at the basic concept of level premiums with the help of an example.
(Please note: this is just a sample scenario)

Table 4.1
Claim payment

Expenses

Segregation of premium

Year 1

Only a minimal claim
amount will be paid.

Administrative expenses
will be high.

Some of the premium amount received will be
reserved for future. The rest will be used for claim
payment and the expenses.

Year 2

The amount paid will be
higher than the 1st year.

Administrative expenses
will high but lower than
Year 1.

Reserve fund will increase, but the amount
deposited will be less compared to Year 1.
Reserve fund increases.

–

Reserve fund increases.

–

Reserve fund increases.

Year 10

The amount paid will
be high.

Administrative expenses
will be low.

The entire premium collected for that year is used
for the payment of the claims and expenses. No
amount is transferred to the reserve fund from the
premium collected in that year.

Year 15

The amount paid will
be high.

Administrative expenses
will be even lower.

The premium collected for that year is not sufﬁcient
to meet the expenses and claims. Hence an amount
is taken from the reserve fund to meet the deﬁcit.

–

Reserve fund decreases.

–

Reserve fund decreases.

Year 20

The insured dies.

&YQFOTFTGPSQSPDFTTJOH
the claim along with
other administrative
expenses.

The funds from the premium and reserve funds
should be sufﬁcient to pay the claim.

Remember, this table is only provided to give a simple understanding of the concept of level premium. In
actual practice, the calculation of the premium is a much more complex process. The above table contains
the calculation for a single life insurance policy, but insurance companies calculate the premium payment
for a group of policies. The claims are paid from the common fund and the reserve fund is maintained for a
group of polices.
Hence the reserve will be calculated by grouping homogeneous policies, based on the same age group, risk
associated, type of policy taken, policy term etc. The consolidated amount for the reserve fund is determined
and this amount is then divided by the number of policies.
In an ideal scenario the reserve fund will increase in the initial years, break even in later years, and then
begin to diminish in later years until it ﬁnally becomes nil. But new proposers go on enrolling and the
premiums and claims keep ﬂowing in and out of the fund.

G2C Calculate the net premium
The premium that is collected by the insurance companies for traditional plans is invested in securities as
mandated in the Insurance Act 1938. The insurance companies earn interest as income from their investments.
This interest earned is also considered for the premium calculation. The actuaries make an estimate of
the amount of interest that the investments are expected to earn. Based on the estimate of these interest
earnings the premium charge can be reduced.

Figure 4.5

Premium

–

Interest
earnings

=

Net
premium
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There are some important points to remember when thinking about how the premium is adjusted for the
interest earned on its investment:
• the premium is invested, until it is required to pay claims;
• for level premiums, the reserve funds are also invested; and
• the interest expected to be earned also depends upon the term of the policy.

Be aware
The actuaries follow a conservative approach for calculating the expected rate of interest on investments. The expected
interest is adjusted with premiums.
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G2D Add loadings
A further adjustment is made to the net premium in order to calculate the gross premium (the actual
premium that is paid by the policyholder). This adjustment is to take account of the expenses and proﬁt of
the insurance company. This process is known as loading.
The following items are added in loading:
• administrative expenses, such as the cost of running the building, employees’ salaries, etc.;
• medical expenses incurred for medical underwriting;
• processing fee;
• expenses involved in the renewal of the policy;
• claim settlement expenses;
• proﬁt margin; and
• bonus loading for with-proﬁt policies.

Be aware
Maximum expenses are incurred at the time of inception of the policy. These expenses have to be spread over the entire
term of the policy when determining the premium.

G2E Arrive at gross premium to be charged
The type of policy – whether it is a single premium plan, a level premium plan, ﬂexible premium plan or an
annually renewable plan – will affect the gross premium to be charged. For instance, when calculating the
premium for a single premium plan the insurance company will need to determine how many policyholders
are likely to take up the plan and how many death claims it will expect to have to pay during the policy term.
Similarly, whether the premium is to be paid annually, semi-annually, quarterly or monthly will also need to
be taken into account. Most insurance companies ﬁrst calculate the premium for annual payment, and then
make a further adjustment for monthly payment. Insurance companies generally collect a ‘frequency loading’
if the premium is not being paid annually.

Example
Let’s assume that an insurance company charges a 5% frequency loading for a monthly premium plan. The annual
gross premium has been calculated as Rs. 25,000. So the monthly gross premium that the policyholder will have to pay
will be:
25,000/12 × 1.05 = Rs. 2,187.50

Be aware
Some insurance companies calculate the gross premium inversely. That is, they ﬁrst calculate the monthly premium and
then calculate the annual premium. Certain discounts are allowed for annual premiums. The reason for the discounts
is that the higher the frequency of premium payment, the higher the administrative cost for the insurance company. So
discounts are offered by insurance companies to encourage policyholders to choose an annual premium payment plan.

Question 4.4
Brieﬂy deﬁne the following terms:
t MPBEJOH
t GSFRVFODZMPBEJOH
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H Calculating bonuses
The policyholders who purchase participating insurance policies (with-proﬁt policies) are entitled to
participate in the proﬁts of the insurance company. These proﬁts are distributed to the policyholders in the
form of bonuses. There are four types of bonus given by insurance companies.
• simple revisionary bonus;
• compound revisionary bonus;
• terminal bonus; and
• interim bonus.

H1 Simple revisionary bonus
The insurance company declares this bonus and adds the declared bonus to the sum insured. This is paid out at
the time of the claim or the maturity of the policy, or at any other time as speciﬁed by the insurance company.

If ABC insurance company declares a bonus of 5% for every Rs. 1,000 sum insured then the bonus will be Rs. 50. If
Smita Patel has bought a policy for a sum insured of Rs. 1,00,000 then her share of the bonus will be Rs. 5,000. This
amount declared will remain the same until the time it is paid out, unlike a compounded bonus where the amount is
added to the sum insured and the next year’s bonus is calculated on this enhanced amount.

H2 Compound revisionary bonus
Under this method the insurance company computes the annual bonus on a compound interest basis, i.e. the
bonus is added to the sum insured and the next year’s bonus is calculated on the enhanced amount.

Case study
Rahul Khanna owns two participating policies of Rs. 5,00,000 each. Let’s assume that on the ﬁrst policy he gets a
bonus using the simple revisionary method and on the second policy he gets a bonus using the compound revisionary
method.
The insurance company has declared a bonus of 5% of the sum insured. Rahul has a sum insured of Rs. 5,00,000 so
the bonus will be Rs. 25,000. Hence Rahul’s payable maturity amount will increase to:
t TVNJOTVSFEGPSTJNQMFSFWJTJPOBSZCBTJT3T   3T 3T  
t TVNJOTVSFEGPSDPNQPVOESFWJTJPOBSZCBTJT3T   3T 3T  
In the next year, the insurance company declares a bonus of 3% of the sum insured. This year Rahul’s payable maturity
amount will increase to:
t TVNJOTVSFEGPSTJNQMFSFWJTJPOBSZCPOVT3T   3T 3T  
(Rs. 15,000 is 3% of Rs. 5,00,000)
t TVNJOTVSFEGPSDPNQPVOESFWJTJPOBSZCPOVT3T   3T 3T   3T JTPG
Rs. 5,25,000)
Note: in the above case the bonus in the case of the simple revisionary method will always be calculated on the sum of
Rs. 5,00,000.
In the case of the compound revisionary bonus, in the ﬁrst year the bonus will be calculated on the sum of Rs. 5,00,000
and this will be added to the Rs. 5,00,000. In subsequent years the bonus will be calculated on the increased sum and
added to the amount it was calculated on.

H3 Terminal bonus
This bonus is given by the insurance company as an incentive to the insured to continue with the company
long-term until the end of the policy. For long-term policies, of say 20, 25 or 30 years, the insurance company
may give a terminal bonus on maturity along with the sum insured and the regular bonuses that are declared
by the company every year. Some companies may declare the terminal bonus every year, but it accrues and
is payable only on the maturity of the policy. This bonus is also known as a ‘persistency bonus’.

Chapter 4
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H4 Interim bonus
A valuation has to be made every year by insurance companies, by law. Policies on which death claims are
made or which mature between the two valuation dates also contribute to the surpluses, although this is
disclosed only in the valuation made after their closure. As these policies have left the insurance company’s
books before the valuation date, they will not participate in the process of valuation. However, insurance
companies pay an ‘interim bonus’ to such policies at the rates as at the last valuation. In India the payment
of interim bonus is made mandatory under section 112 of the Insurance Act 1938.

Suggested activity
Visit the website of any life insurance company. Study the bonuses declared by the company for the past ﬁve years.
How is the bonus distributed to the participating policyholders by the company?
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The agent’s role in underwriting

Agents are in direct contact with the proposer and so have an important part to play in the underwriting
process and are considered as ‘primary underwriters’.
• The agent has to ensure that the proposal form submitted is completely ﬁlled out by the proposer. They
also have to make sure that the questions have been answered honestly by the proposer as the proposal
form is the basis on which the proposal will be accepted or rejected.
• If the agent is helping to complete the form, they should ﬁll it out honestly and accurately. The answers
provided should not be prejudiced in any case. The answers of the respondents should be recorded as
objectively as possible and any elements of misinformation or incomplete information need to be avoided.
• Being in direct contact with the proposer, the agent is in a good position to assess why the proposer wants
to take out insurance. If they feel that the proposer’s intentions are not genuine, they should mention
that in their report. As the agent conducts a personal discussion with the proposer and their family, the
agent needs to assess the responses they give. If the proposer supplies information that seems to be
contradictory, they need to question them further about it.
• The agent can help the proposer to calculate their human life value (HLV), to determine the amount
of life insurance they should take. Taking life insurance as per the HLV calculation amount provides
income protection to the family and helps it meet its ﬁnancial liabilities, even after the income provider’s
premature death.
• The agent can speed up the underwriting process by submitting the required documents and the proposal
form in a timely manner. Should an additional medical check-up be required, the agent should help the
proposer make the necessary appointment with the doctor and ensure the doctor’s report is submitted as
quickly as possible.
• If the insurance proposal is accepted, the policy may be sent directly to the insured or given to the agent
for delivery. The agent may still have a role to play even if the proposal is rejected. Although the insurance
company will send a letter to the proposer explaining why their proposal has been rejected, the agent can
get in touch with the proposer personally and explain the reason(s) for the rejection.

Question 4.5
What is the role of the agent when the underwriter rejects the proposal?
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Key points
The main ideas covered by this chapter can be summarised as follows:
The process of insurance underwriting
t 6OEFSXSJUJOHJTUIFOBNFHJWFOUPUIFQSPDFEVSFPGBTTFTTJOHQSPQPTBMTBOEEFDJEJOHXIFUIFSUPBDDFQUUIFSJTLBOE 
if so, on what terms.
t &BDIDPNQBOZEFWFMPQTJUTPXODSJUFSJBBOEHVJEFMJOFTGPSUIFTFMFDUJPOPGSJTL
t 5IFJOTVSBODFVOEFSXSJUJOHQSPDFTTJODMVEFTUIFGPMMPXJOHTUFQTDPMMFDUJPOPGJOGPSNBUJPOBOBMZTJTPGUIFSJTL
FTUJNBUJOHQPUFOUJBMFYQPTVSFEFUFSNJOJOHUIFQSPCBCJMJUZPGPDDVSSFODFPGMPTTBDDFQUJOHPSSFKFDUJOHUIFQSPQPTBM
DMBTTJGZJOHBOESBUJOHUIFBDDFQUFEQPMJDZJOBSJTLHSPVQBOEJTTVJOHUIFQPMJDZ
Obtaining the required information

Moral and physical hazards
t 1IZTJDBMIB[BSETSFGFSUPUIFQIZTJDBMDIBSBDUFSJTUJDTPGUIFSJTLBTTPDJBUFEXJUIUIFMJGFJOTVSFE FHBHF PDDVQBUJPO 
gender, residence, habits, hobbies, physical characteristics, medical condition, physical handicap, medical history of
family, personal history etc.
t .PSBMIB[BSETSFGFSUPUIFBUUJUVEF TUBUFPGNJOEPSJOUFOUJPOTPGUIFQSPQPTFS
Financial, medical and non-medical underwriting
t 'JOBODJBMVOEFSXSJUJOHVTVBMMZDBQTUIFBNPVOUPGMJGFJOTVSBODFBOJOEJWJEVBMDBOHFU'JOBODJBMVOEFSXSJUJOHJT
used to make sure that the person insured qualiﬁes for an amount of insurance that does not exceed their insurable
interest.
t 'PSNFEJDBMVOEFSXSJUJOHUIFVOEFSXSJUFSOFFETUPDIFDLUIFNFEJDBMSFDPSETPGUIFQSPQPTFSGPSUIFQBTUGFXZFBST
and requires a medical check-up.
t 'PSOPONFEJDBMJOTVSBODF UIFQSPQPTBMGPSNJTNPSFEFUBJMFE*OOPONFEJDBMJOTVSBODFVOEFSXSJUJOH UIFJOTVSBODF
agent or a high ranking ofﬁcial may be called upon to submit special reports.
Human life value (HLV)
t *OMJGFJOTVSBODF)-7JTVTFEBTBZBSETUJDLUPEFUFSNJOFIPXNVDIMJGFJOTVSBODFDPWFSBQFSTPOTIPVMEIBWF
t 5IFJODPNFSFQMBDFNFOUNFUIPEPGDBMDVMBUJOH)-7FRVBUFTIVNBOMJGFWBMVFUPUIFQSFTFOUWBMVFPGGVUVSFFBSOJOHT
Liens
t 8IFSFUIFVOEFSXSJUFSGFFMTUIBUUIFSJTLBTTPDJBUFEXJUIBQFSTPONJHIUEFDSFBTFPWFSUJNFUIFZNBZBDDFQUTVDI
proposals with a lien.
t *GUIFJOTVSFEEJFTXJUIJOUIFMJFOQFSJPE UIFOUIFJOTVSBODFDPNQBOZXJMMOPUIBWFUPQBZUIFGVMMTVNJOTVSFE
Pricing and calculating the premiums
t 1SJDJOHSFGFSTUPUIFQSPDFTTPGDBMDVMBUJOHUIFSBUFPGUIFQSFNJVNUIBUXJMMCFDIBSHFEPOJOTVSBODFQPMJDZ
t 5IFQSPDFTTPGDBMDVMBUJOHUIFQSFNJVNJTBTGPMMPXT
 o DBMDVMBUFSJTLQSFNJVN
 o CBTFEPOSJTLQSFNJVNDBMDVMBUFUIFMFWFMQSFNJVN
 o EFEVDUUIFFYQFDUFEJOUFSFTUPOJOWFTUNFOUT
 o BEEMPBEJOHBOE
– arrive at the gross premium to be charged.
Calculating bonuses
t 1PMJDZIPMEFSTXIPQVSDIBTFQBSUJDJQBUJOHJOTVSBODFQPMJDJFT XJUIQSPmUQPMJDJFT BSFFOUJUMFEUPQBSUJDJQBUFJOUIF
proﬁts of the insurance company. These proﬁts are distributed to the policyholders in the form of bonuses.
t 5IFSFBSFGPVSUZQFTPGCPOVTHJWFOCZJOTVSBODFDPNQBOJFTTJNQMFSFWJTJPOBSZCPOVTDPNQPVOESFWJTJPOBSZ
CPOVTUFSNJOBMCPOVTBOEJOUFSJNCPOVT
The agent’s role in underwriting
t "HFOUTQMBZBOJNQPSUBOUSPMFJOUIFVOEFSXSJUJOHQSPDFTTBTUIFZBSFJOEJSFDUDPOUBDUXJUIUIFQSPQPTFS5IFBHFOUT
role in the risk selection process is particularly important.
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t 5IFVOEFSXSJUFSDBODPMMFDUUIFJOGPSNBUJPOBCPVUUIFQSPQPTFSGSPNTFWFSBMTPVSDFTTVDIBTUIFQSPQPTBMGPSN 
medical examination report, agent’s conﬁdential report, additional information and a report from the tax authorities.
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Question answers
4.1 The underwriter can take any of the following decisions regarding the proposal:


t BDDFQUUIFQSPQPTBMBUPSEJOBSZSBUFT



t BDDFQUUIFQSPQPTBMXJUIFYUSBQSFNJVN



t BDDFQUUIFQSPQPTBMXJUIBMJFO



t BDDFQUUIFQSPQPTBMXJUINPEJmFEUFSNT



t BDDFQUUIFQSPQPTBMXJUIBTQFDJmDNPEJmFEDMBVTF



t QPTUQPOFUIFEFDJTJPOGPSBDFSUBJOQFSJPEPS



t SFKFDUUIFQSPQPTBM

4.2 Place of residence of a proposer is an important physical hazard.

Chapter 4

If the neighbourhood where the individual lives is categorised as unsafe, violent and dangerous, then the risk to
individual life increases.
4.3 Where an underwriter feels that the risk associated with a person might decrease over time, they may accept the
proposal with lien. As the risk is assumed to diminish over a period of time, the lien is operable for that period on
a diminishing basis. If the insured life dies during the period of the lien, the insurance company will only pay a
proportion of the sum insured as described in the lien.
4.4 Loading is where the net premium is adjusted to take account of the expenses and proﬁt of the insurance company
when calculating the gross premium to be paid by the insured.
Frequency loading is an adjustment to the premium to take account of the increased administration costs
associated with paying the premium more frequently than annually.
4.5 If the proposal is rejected the company sends a letter to the proposer giving the reason. The agent can get in touch
with the proposer personally and explain the reason(s) for the rejection.
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Self-test questions
1.

What is an ‘interim bonus’?

2.

How does an insurance company take account of the effects of inﬂation when calculating a ‘level premium’?

You will ﬁnd the answers on the next page

Chapter 4
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Answers to self-test questions
1.

If a policy pays out a death claim or matures between two valuation dates then, although it does not
participate in the next process of valuation, the insurance company will pay out an ‘interim bonus’ based on
the rates set at the previous valuation. Such interim bonuses were made mandatory under section 112 of the
Insurance Act 1938.

2.

An insurance company will take account of the effects of inﬂation when calculating the level premium. It will
then put some of the premium collected in the early years of the plan into a reserve to meet the cost of future
claims and expenses. The policyholder pays the same amount for the entire duration of a level premium plan.
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Learning objectives
After studying this chapter, you should be able to:
• outline the various protection needs of an individual;
• explain the personal factors affecting protection needs;
• describe the basic elements of a life insurance plan;
• outline the basic life insurance products offered by the insurance industry;
• explain the different types of life insurance plans;
• describe the tax implications of life insurance products;
• explain how inﬂation has an impact on life insurance products;
• prioritise client needs and apply basic life insurance products to meet those needs.
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Introduction
As we saw in chapter 1, protection needs arise when unpredictable events occur that can potentially result in
ﬁnancial disaster for individuals and/or their dependants. We also saw that protection against unpredictable
events is provided by insurances that aim to replace much of the monetary loss produced by the occurrence
of the insured event.
Even if a person knows that they would beneﬁt from some form of insurance protection, they don’t always
have a real understanding of what their individual protection needs really are.
It is the role of agents to help such people to make the right choices.
In this chapter we will learn about the features and uses of various life insurance plans available in the
market and – importantly – which features affect their suitability for a client. In chapters 6 and 7 we shall turn
our attention to the savings needs of individuals and the range of savings products that are available to meet
those needs, and also the other ﬁnancial products that agents need to understand, such as health insurance.
This understanding will enable you to advise your clients to take out the right type and level of insurance
cover for their individual needs and circumstances.

Key terms

Chapter 5

This chapter features explanations of the following terms and concepts:
Protection needs

Factors affecting
protection needs

Death cover

Survival beneﬁt

Term insurance plan

Pure endowment plan

Endowment insurance plan

Whole life insurance plan

Convertible insurance plan

Single life insurance plan

Joint life insurance plan

Group insurance plan

Micro-insurance plan

ULIPs

With-proﬁt policy

Taxation

Inﬂation

Prioritising needs

Child plan

Money-back plan
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Protection needs

As a life insurance agent you are concerned about the protection needs that arise as a result of a person’s
death or disability.
Before we move on let us take some time to consider the following case study:

Case study: Prashant’s life takes a turn for the worse
Stage I
Prashant is a 35-year-old man who is well-settled in his job. His wife is a homemaker and he has a 7-year-old son,
Nishant. Prashant wants Nishant to become a doctor when he grows up and has been investing Rs. 5,000 every month
in a mutual fund for the past two years for Nishant’s medical course. His parents are retired and are dependent on him.
Prashant has taken out an endowment policy with a cover of Rs. 2,00,000 for 10 years for which he is paying a
premium of Rs. 20,000 every year. For Prashant the Rs. 2,00,000 cover is not important, it’s the income tax beneﬁts
that the policy brings that attracted him.
Prashant moved into a new house last year. Previously he was staying in rented accommodation. Prashant now has a
running home loan of Rs. 40 lakhs along with a car loan of Rs. 7 lakhs. He enjoys an annual vacation with his family
which is paid for on his credit card. Prashant is an shining example of prospering India’s rising middle class. Everything
is falling into place for him and he feels that he couldn’t have asked for any more from life.

Stage III
This was not the only bad news that Prashant’s family had to deal with. There was more to come. The tears of
Prashant’s family had not even dried when creditors had already started queuing up outside his house. First it was the
credit card recovery agents and then the car loan recovery agents who repossessed the car as Prashant’s family could
not pay the car loan EMI. The ﬁnal blow came from the bank who asked Prashant’s family to vacate the house as they
were unable to pay the home loan EMI.
Nishant’s educational dreams fell by the wayside as there was no way the family could invest further for his education.
The survival of the family itself was at stake as Prashant was the only wage earner in the family.
The endowment policy of Rs. 2,00,000 could not take care of the family’s needs even for one year. This was the only
insurance cover that Prashant had bought, and was only really for its income tax beneﬁts.
For the moment, just keep this case study in mind as we move on through the rest of this chapter. We will
return to it later in section D to see how different things could have been for Prashant and his family.

A1 General protection needs of an individual
There are various reasons for which a person needs ﬁnancial protection in the form of insurance. These
needs are as follows:

A1A Income
There is a strong need for an individual to protect the income that they are currently earning and expect to
earn the future. We saw in the above case study how an untimely death combined with no income protection
can lead to a family landing in a ﬁnancial mess. Term insurance can help to protect the future loss of income.

A1B Medical needs
Medical emergencies strike when they are least expected. We saw in the above case study that Prashant’s
parents are retired and are dependent on him. If ill health strikes in old age, treatment costs can burn a big
hole in the pocket of a family’s income provider. Medical insurance can help protect against unexpected
medical emergencies.
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Stage II
Despite his happiness, destiny has something else in store for Prashant: life takes an ugly turn which he would never have
imagined. Nishant is very excited because he has been promised a new bicycle for his 8th birthday and cannot wait for
his father to return from an ofﬁcial conference in Mumbai. Little does the young boy know that his father will never return.
Prashant’s ﬂight crashes while he is returning home and he dies in the crash. Neither Nishant’s father nor his bicycle
arrived; the only thing that came was the news of Prashant’s tragic death which dealt a severe blow to his family.
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A1C Dependants
• Children’s education: these days with so many children wanting to go for the same MBA/engineering/
medical course and a limited number of good institutions offering quality education, the cost of education
is rising at a rapid pace. As a result, parents need to plan well in advance for their child’s education. In the
above case study we saw how the untimely death of a parent can ruin the education plans of their child.
Therefore, there is a need to protect the child’s education fund. A child insurance plan (which we shall
study in more detail in the next chapter) can help to address this issue in the absence of the parent.
• Children’s marriage: parents will do everything it takes to provide the best quality of everything their child
needs. Parents dream that their only daughter’s wedding should be the best in town and should be the
most talked about event for every guest. To fulﬁl their dream, parents will start investing for their child’s
wedding right from the beginning of the child’s life. But the premature death of a parent can result in the
wedding plan dreams going sour; hence the need for protection. A child insurance plan can help provide
protection against the untimely death of the parent.
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A1D Assets and liabilities
Assets such as our house, car or business are very important to us.
In building these assets – due to the huge initial investment involved – we have to apply for loans to ﬁnance
them. It is the responsibility of the person who provides the family’s income to make sure these loans are
repaid on time. But if the income provider dies prematurely who will take care of these loans? We saw in the
above case study how Prashant’s family lost their car and house as they were not able to repay the EMIs
in Prashant’s absence. Hence there is a need for protection of these assets (loans) in the absence of the
main provider of income. Home insurance or additional term insurance can provide protection in this case.
Additional term insurance can provide protection against the credit card dues, personal loans, car loan and
any other loans in case of the untimely death of the income provider.

A1E Family’s maintenance
There is a need to protect the family in the absence of the income provider. We saw in the case study that
after Prashant’s death the family’s survival is at stake. If there is only one income provider then the insured
should make sure that they have enough life insurance to take care of their family in the case of an early
death. Here a term insurance plan can provide a lump sum amount to the family, or a pension plan can
provide regular income.

Be aware
Proper ﬁnancial planning can ensure protection for all the above needs. A proper ﬁnancial plan can provide the three
beneﬁts of protection, return on investments and tax beneﬁts.

Consider this…
Now that you are aware of the common protection needs of an individual, make a list of your own personal protection
needs. Do you have any other protection needs that are not mentioned above?

A2 Personal factors affecting protection needs
The precise protection needs of any client are inﬂuenced by the following personal and ﬁnancial details:

Figure 5.1
Age

Dependents

Let us have a look at each of these in detail:

Income

Individual
protection
needs

Assets/
liabilities
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A2A Age
Age inﬂuences the needs of an individual in several ways. When an individual starts earning in their early
twenties they are more concerned with self-protection and the protection of income. Going forward, the
responsibility of an individual increases when they get married, acquire assets like a home and a retirement
fund, and they start to need to take care of their parents. Age also affects the cost of buying protection.
Insurance premiums for a person in the 20-25 year age group are much less than the premiums for a person
in the 30-35 year age group. So it is wise to buy insurance protection as early as possible.

A2B Dependants
When an individual gets married, they will extend their family and have the responsibility of providing for
their spouse and children. At a later stage in life when the individual’s parents retire, they may also become
dependent, thereby increasing the individual’s number of dependants. Hence the greater the number of
dependants, and the greater the need for a higher insurance protection cover.

A2C Income
The income of an individual has a larger role to play in meeting their ﬁnancial responsibilities, like planning
for their children’s education, children’s marriage, buying a home and building a retirement fund.

A2D Assets and liabilities
Assets and liabilities have a considerable effect on an individual’s protection needs. Assets like a house are
mainly ﬁnanced through loans. Income protection will enable the repayment of such loans in the event of
long-term disability or the untimely death of the family income provider.
Liabilities, such as loans taken to buy a car or for vacations, can be a burden on the family members in the
event of the income provider’s death. It may force the family to sell other assets or dip into investments to
clear these loans which can be detrimental to the interests of the family.

B

Life insurance products

B1 Basic elements of a life insurance plan
Life insurance companies offer various plans covering the risk of dying early and the risk of living too long.
Most insurance plans offered by insurance companies in India have two basic elements:
• Death cover – this amount is paid to the nominee/beneﬁciary in the event of death of the life insured
during the term of the policy.
• Maturity beneﬁt – this amount is paid on the maturity of the policy if the life insured survives through the
term of the policy. Some policies like money-back policies also make periodic payments to the life insured
during the term of the policy before maturity, known as survival beneﬁts. Money-back policies will be
discussed in detail in section B2M of this chapter.

Be aware
Policies are usually taken out on what is known as a single life basis, with only one life insured. We shall look at policies
that insure more than one person in sections B2G and B2I.

B2 Basic life insurance plans
The main types of life insurance plans offered by the insurance industry are discussed below.

B2A Term insurance plan
This is the most basic plan and simplest form of insurance offered by the life insurance industry. In this plan
the life insurance company promises to pay a speciﬁed amount (sum insured) if the insured dies during the
term of the plan. If the life insured survives the entire duration of the plan then they will not be entitled to
anything, meaning that there is no maturity beneﬁt with such policies.

Chapter 5

When an individual starts earning their income is generally low. At that stage the income cannot take care
of requirements like buying a house and/or a car. Loans bridge this gap. Insurance protection against
these loans is important in the event of anything happening to the family’s main income provider. For
responsibilities such as investing for a child’s education and marriage and their own retirement, the
individual can start with a small amount and increase their investments as their income grows.
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So in short, this plan offers only death cover in the event of the death of the life insured during the period of
the plan.

Example
Prashant takes a term insurance plan from insurance company ABC for a sum insured of Rs. 75 lakhs for 30 years. The
policy document speciﬁes that if Prashant dies at any time during the policy term of 30 years, the insurance company
will pay Prashant’s nominee a sum of Rs. 75 lakhs.
However, if Prashant survives for the entire policy term of 30 years then he will not get any maturity or survival beneﬁt.
Key points:
• Term insurance plans offer only death cover.
• They are the simplest form of insurance plans offered by insurance companies.
• Term insurance plans are the cheapest insurance plans available in the market. For a small premium an
individual can take out a big protection cover against their liabilities.
• Tenure: as the name suggests these plans offer protection only for a speciﬁed term. Normally the term
starts from 5 years and runs to 10, 15, 20, 25, 30 years or any other term chosen by the insured and agreed
by the insurer.

Chapter 5

• Protection against liabilities: to cover larger liabilities like home loans or car loans, term insurance cover
is the best solution.
• Insurance companies, under some term plans, allow the life insured to increase or decrease the death
cover during the term of the plan.
• Minimum and maximum sum insured: for most term plans the insurance company speciﬁes the minimum
and maximum sums insured. For some insurance companies the maximum sum insured is subject to
underwriting.
• Minimum and maximum age: most insurance companies specify the minimum and maximum age at entry
and exit for term plans.

B2B Return of premium (ROP) plan
Some insurance companies also offer variants of term insurance plans in the form of return of premium
plans. If the life insured dies during the term of the plan, the insurance company pays the speciﬁed amount
(sum insured) to the nominee/beneﬁciary. If the life insured survives the entire policy tenure then on
maturity the insurance company returns part of the premium, or the entire premium, to the life insured
according to the terms of the policy.
In another variant of term insurance plans, some companies also pay some interest along with the premium
on the maturity of the plan if the life insured survives until maturity.

Consider this…
If you had to choose between a term insurance plan and a return of premium plan, which one would you choose
and why?

B2C Pure endowment plan
A pure endowment plan is the opposite of a term insurance plan. In this plan the life insurance company
promises to pay the life insured a speciﬁed amount (sum insured) only if they survive the term of the plan. If
the life insured dies during the tenure of the plan then they will not be entitled to anything.
So in short, this plan offers only maturity beneﬁt in the event of the life insured surviving the entire tenure of
the plan. There is no death cover.

Example
Prashant takes a pure endowment plan from insurance company ABC for a sum insured of Rs. 75 lakhs for 30 years.
The policy document speciﬁes that if Prashant survives the entire policy term of 30 years, the insurance company will
pay Prashant a sum of Rs. 75 lakhs on the maturity of the policy.
However, if Prashant dies during the policy term of 30 years then he will not get any death cover.
Life is very uncertain. People like Prashant will never be able to decide whether a term insurance plan or a
pure endowment plan is appropriate for their needs as they don’t know how long they will survive or when
they will die.

Chapter 5
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So if Prashant takes a term insurance plan for 30 years and survives for the entire duration of the plan, then
at the end of 30 years he will not receive anything. At the same time, if he takes out a pure endowment plan
for 30 years and then unfortunately dies during its term, then again his nominee/beneﬁciary will not get
anything.
Situations like the one mentioned above can confuse people about which insurance plan to choose. In order
to resolve the above situation, life insurance companies have combined the features of the above two plans
and offer them as an endowment insurance plan.

B2D Endowment insurance plan
An endowment insurance plan is basically a combination of a term insurance plan and a pure endowment
plan. It offers death cover if the life insured dies during the term of the policy or survival beneﬁt if the life
insured survives until the maturity of the policy.

Example
Prashant takes out an endowment insurance plan from insurance company ABC for a sum insured of Rs. 75 lakhs
for 30 years. The policy document speciﬁes that if Prashant survives the entire policy term of 30 years, the insurance
company will pay him a sum of Rs. 75 lakhs and the accumulated bonus, if any, on the maturity of the policy. However,
if Prashant dies during the policy term of 30 years and before the maturity of the policy, his nominee/beneﬁciary will get
death cover of Rs. 75 Lakhs and the policy will be closed.
The above plan is a combination of:
t POFQVSFFOEPXNFOUQMBOPG3TMBLITGPSZFBST
So if Prashant dies during the policy tenure, the term insurance plan will pay out, but if he survives the entire policy
tenure of 30 years then the pure endowment plan will pay out.

Beware
Most insurance plans offered by life insurance companies in India are a combination of term insurance and pure
endowment plans.

Consider this…
If you had to choose between a term insurance plan, a pure endowment plan or an endowment insurance plan which
one would you choose and why?
Key points
• Endowment insurance plans pay a speciﬁed amount on maturity of the plan if the life insured survives the
entire term of the plan.
• Death cover: these plans also have a death cover element. If the life insured dies before the maturity of the
plan then the death cover beneﬁt is paid to the nominee/beneﬁciary.
• Savings element: these plans, apart from the death cover, also have a savings element. After deducting
the death cover charges and administration charges from the premium, the remaining amount is invested
by the insurance company on behalf of the life insured. The returns earned are later paid back to the life
insured in the form of bonuses.
• Goal-based investment: these plans can also be bought for accumulating money for speciﬁc plans like a
child’s higher education or marriage etc.
• Some insurance companies also allow partial withdrawal or loans against these policies.
• This plan also comes in different variants. Some plans have a higher death cover than the maturity beneﬁt
and vice versa.
• In some plans the maturity beneﬁt is double the death cover. This type of plan is known as a double
endowment insurance plan.

Question 5.1
Explain the basic elements of a life insurance plan.

Chapter 5
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Participating and non-participating policies
Most endowment policies have a savings element included in the premium. This amount is invested by the insurance
company on behalf of the policyholders and earns a proﬁt on it which is again distributed back to the policyholders in
the form of bonuses.
Such plans where the policyholders are entitled to participate in the proﬁts of the insurance company are known as
‘with-proﬁts’ plans or ‘participating’ plans. Most endowment, money-back and whole life plans are participating plans.
More details on money-back and whole life plans are discussed later in this section.
Plans in which the policyholders are not entitled to participate in the proﬁts of the insurance company are known as
‘without-proﬁts’ plans or ‘non-participating’ plans. Pure term insurance plans are an example of without-proﬁt plans.

Suggested activity
If you have access to the internet, visit the websites of ﬁve insurance companies and study the features of the various
endowment plans offered by them. Make a comparison chart of the features of endowment plans of the ﬁve companies.
Which company do you think is offering the best endowment plan and why?

B2E Whole life insurance plans

Chapter 5

• A term insurance plan with an unspeciﬁed period is called a whole life plan. Some plans also have a
savings element to them. The insurance company declares bonuses for these plans based on the returns
earned on investments.
• As the name of the plan speciﬁes, this plan covers the individual throughout their entire life.
• On the death of the life insured, the nominee/beneﬁciary is paid the sum insured along with the bonuses
accumulated up until that point in time.
• During the individual’s lifetime they can make partial withdrawals to meet emergency requirements. An
individual can also take out loans against the policy.

Example
Insurance Company ABC offers a whole life insurance plan offering protection up to the age of 100.
Death cover
Should the death of the life insured occur during the policy tenure, then the sum insured, along with the accumulated
bonuses up to that date, are paid to the nominee/beneﬁciary.
Survival beneﬁt
If the life insured survives until age 100, then the sum insured, along with the bonuses, is paid to the life insured.

Suggested activity
So far you have studied the features of term plans, endowment plans and whole life plans. List down the scenarios/
situations in which an individual should opt for each of the three plans.

B2F Convertible insurance plans
As the name suggests, this insurance plan can be converted from one type to another. For example, a term
insurance plan can be converted into an endowment plan or a whole life plan or any other plan as allowed by
the insurance company.
A convertible plan is useful when the life insured cannot initially afford to pay a higher premium. They can
therefore start with a term insurance plan with a lower premium and then later convert it into an endowment
plan or a whole life plan with a higher premium. Also, at the time of the plan conversion the life insured is not
required to undergo a medical check-up.
Another advantage of convertible plans is that at the time of conversion there is no further underwriting
decision to be made.

B2G Joint life insurance plans
• Joint life insurance plans offer insurance coverage for two persons under one policy. This plan is ideal for
married couples or partners in a business ﬁrm.
• With some joint life insurance plans the death cover (sum insured) is payable on the death of the ﬁrst
joint policyholder and then again on the death of the surviving policyholder, along with the accumulated
bonuses up to that date, if the death of both the policyholders happens during the tenure of the policy.
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• If both the joint policyholders survive until maturity or one of the joint policyholders survives until the
maturity of the policy, then the maturity beneﬁt along with the bonuses accumulated until that date is paid.
• For some joint life policies the premiums have to be paid until the selected term or premium payment
ceases on the death of the ﬁrst joint policyholder.
• In the case of joint life policies each life will be underwritten separately.

Consider this…
After you marry, would you like to have separate insurance policies for your spouse and yourself or you would like to
have a joint life insurance policy? What are the points that you will consider in making a decision about this?

B2H Annuities
An annuity is a series of regular payments from an annuity provider (insurance company) to an individual
(called the annuitant) in return for a lump sum (purchase price) or instalment premiums for a speciﬁed
number of years.
According to the manner in which the purchase price is paid, annuities can be either:
• an immediate annuity; or
• a deferred annuity.

There are a number of different types of annuity available (such as a joint life, last survivor/life annuity with
return of purchase price/increasing annuity) and we will look at these in detail in chapter 7.

B2I

Group insurance plans

• A group insurance policy provides insurance protection to a group of people who are brought together for
a common objective.
• The group of people can be:
– employees of an organisation;
– customers of a bank;
– members of a trade union;
– members of a professional body like an association of accountants; or
– any other group of people who have come together with a commonality of purpose or are linked to each
other for a common objective.
• In a group insurance policy the insurance company issues one master policy covering all the members of
the group. For example, the insurance company will issue a master policy to an employer covering all the
employees of the company. The employer would be known as the ‘master policyholder’.
• The contract of insurance is between the master policyholder and the insurance company. The employees
are not a direct party to the insurance contract.
• Group insurance schemes are also used by the Government as instruments of social welfare to provide
insurance cover to the masses (people who are below the poverty line).
• In July 2005 the insurance industry regulator (IRDA) issued guidelines on group insurance policies.

Example
Insurance Company ABC offers a group life insurance plan that addresses the insurance requirements of the less
afﬂuent.
The company has speciﬁc eligibility criteria to identify the persons to be covered under the scheme.
Death cover
In the event of the death of a member, a sum insured of Rs. 30,000 is paid to the nominee/beneﬁciary. In case of death
due to an accident Rs. 75,000 is paid to the nominee/beneﬁciary.

Chapter 5

An annuity is the reverse of a life insurance policy. In life insurance the insurance company takes on the risk,
but with an annuity the annuitant takes on the risk that they won’t die in a very short space of time after
paying the purchase price.
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B2J Micro-insurance plans
• In November 2005 the IRDA issued guidelines for micro-insurance through the IRDA (Micro-insurance)
Regulations 2005. Micro-insurance aims at providing insurance cover to low income groups.
• The IRDA has speciﬁed that the life cover provided under micro-insurance products should range from
Rs. 5,000 to Rs. 50,000.
• A life insurer may offer life micro-insurance products as well as general micro-insurance products and vice
versa. (This is only allowed for micro-insurance products, and no other types of general insurance products.)

B2K Unit-linked insurance plans (ULIPs)
Unit-linked policies carry a higher risk than with-proﬁt policies and contain fewer guarantees. However, they
are much more ﬂexible. Unit-linked policies are suited to people prepared to undertake some investment
risk to obtain the beneﬁts of ﬂexibility. Returns are subject to movements in the capital markets where
investments such as equities (shares) are traded (shares will be discussed fully in chapter 6).

Consider this…
If you had to choose between a ULIP and a traditional policy (term/endowment/whole life), which one would you opt
for? What are the points that you would consider in taking a decision on this?

Chapter 5

Key points
• Unit-linked insurance plans (ULIPs) offer the beneﬁts of both life insurance and returns on investment.
• In traditional plans the insurance company takes a decision on the investments to be made on behalf of
the insured. However, in a ULIP the insured has a variety of funds to choose from like equity funds, debt
funds, balanced funds and money market funds etc. for their investments.
• ULIPs give the insured the option to participate in the growth of the capital markets.
• On the death of the insured the sum insured or the market value of the investment (fund value), whichever
is higher, is paid.
• On maturity of the plan the fund value is payable.
• Settlement option: instead of taking a lump sum amount, some plans provide the policyholder with the
option to receive the maturity beneﬁt amount as a structured payout (periodic instalments) over a period
of time (say, 5 years or any time up to 5 years) after maturity. This is known as the settlement option. If
the policyholder wishes to take the settlement option they need to inform the insurance company well in
advance.

Question 5.2
List the features of a group insurance plan.

B2L Child plans
• Child insurance plans help parents to save for their children’s future ﬁnancial needs such as education,
marriage etc.
• Child insurance plans offer the dual beneﬁt of savings along with insurance.
• It is important to note that the child does not have any income of their own. Instead, they are entirely
ﬁnancially dependent on their parents. The parent pays the premium to the insurance company towards
accumulating money for the child’s future ﬁnancial needs.
• The child is the beneﬁciary who is entitled to receive the beneﬁt on the maturity of the policy.
• In these plans, risk on the life of the insured child will begin only when the child reaches a speciﬁed age as
stated in the policy. The time gap between the policy start date and the date of commencement of risk is
called the deferment period.
• The date on which the risk will commence at the end of the deferment period is known as the deferred
date. The deferred date will be a policy anniversary.
• There is no insurance cover during the deferment period.
• When the child reaches the age of majority (18 years old) the title of the policy will be automatically passed
on to the insured child. This process is known as vesting. The date on which the policy title passes to the
child is known as the vesting date.
• After vesting the policy becomes a contract between the insurer and the insured person (the child in
this case).
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• Some child insurance plans come with a built-in ‘waiver of premium’ rider, whereas in the case of other
child insurance plans the parent can opt for the waiver of premium rider for a small additional premium.
In this case if the parent dies during the policy term the insurance company will continue to pay the
premiums on behalf of the parent (until the child reaches the age of majority) and the policy is left intact.
The child receives the beneﬁt at the end of the policy term according to the policy terms and conditions.
More details on riders will be discussed in chapter 7.
• Child insurance plans can be taken out in the form of endowment plans, money-back plans or ULIPs.

B2M Money-back policies
• Money-back policies combine the dual beneﬁts of savings and insurance, and are somewhat similar to
endowment plans in terms of features.
• In an endowment plan, the policyholder receives the maturity beneﬁt at the end of the policy term.
However, in money-back policies ‘partial survival beneﬁts’ are paid to the policyholder during the term of
the policy at speciﬁc intervals.
• The policyholder may receive the survival beneﬁts in ﬁxed proportions or variable proportions during the
policy term as per the terms and conditions of the policy.
• The beneﬁts received by the policyholder at speciﬁc intervals are tax-free according to prevailing tax laws.
• If the policyholder dies during the policy term, the nominee or beneﬁciary receives the entire sum insured
along with the accrued bonus (if any) without the deduction of survival beneﬁts that have already been
paid to the insured.

Chetan Mishra has taken out a 20 year money-back policy from ABC insurance company. The sum insured is
Rs. 20,00,000. He chose to take out a money-back policy as he wanted to enjoy a return on his savings while he is
alive. He has nominated his wife Sumedha to be the beneﬁciary of the policy. Under the money-back policy that he has
taken out he will receive 25% of the survival beneﬁt after 5, 10 and 15 years and the remaining balance of 25% of the
survival beneﬁt will be payable in the 20th year.
However, tragedy strikes the family. Chetan dies in a car accident. Sumedha is a housewife and was ﬁnancially
dependent on Chetan.
Chetan’s death occurred in the 11th year after he took out the policy. He had already received a percentage of the
survival beneﬁt (Rs. 10,00,000) in the 5th and 10th years.
In this case Sumedha will receive the entire Rs. 20,00,000 as the sum insured, even though a percentage
(Rs. 10,00,000) of the sum insured has already been paid to Chetan in the 5th and 10th years of the policy.

B2N Salary saving schemes (SSS)
• Salary saving schemes (SSS) are intended to cater to the needs of the working classes.
• In these schemes the insurance company has an arrangement with the employer, whereby the employer
deducts the premium from the employee’s salary and passes it on to the insurance company every month.
• As the premium is deducted from their salary before it reaches the employee they do not need to worry
about defaulting on the premium.
• The insurance company also beneﬁts as it receives the consolidated premium from the employer for all the
employees who have enrolled on the scheme.

Consider this…
What beneﬁt do you think this might have for the insurance company?
• The employer makes the deduction for the premium from the employee’s salary based on an authority
letter signed by the employee, which is collected with the proposal form and is sent to the employer by the
insurer, when the policy is accepted.
• A demand list containing the list of employees, their designation along with the amount to be deducted is
sent to the organisation periodically by the insurance company.
• A salary saving scheme is not a speciﬁc insurance plan. It is just a convenient arrangement to collect the
premium. It can be used for a term plan, an endowment plan or any other plan as offered by the insurer
under the SSS arrangement.

Chapter 5
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Taxation and inﬂation

C1 Tax implications on insurance products
Life insurance products are eligible for income tax beneﬁts under the Income Tax Act 1961. Insurance
products qualify for income tax beneﬁts at the time of investing as well as at the time of maturity.
(a) Investment stage: the premium paid for life insurance plans qualiﬁes for deduction from taxable income
under section 80C of the Income Tax Act. The Act speciﬁes certain conditions for tax beneﬁts to be
granted. The following condition should be fulﬁlled:
• as per current tax laws the premium paid should be 20%, or less than 20%, of the sum insured; or
• the sum insured should be ﬁve times, or more than ﬁve times, the premium paid.

Example
Prashant buys an ULIP policy for Rs. 4 lakhs cover. To make use of tax beneﬁts on this policy, the premium paid should
be less than 20% of the insurance cover of Rs. 4 lakhs. So in this case the premium paid should be Rs. 80,000 or less
to gain the tax beneﬁts.
If the premium is more than 20% of the sum insured, i.e. if the premium paid is more than Rs. 80,000 (say,
Rs. 100,000), then the income tax deduction will be restricted to 20% of the premium paid. In this case it will be
restricted to Rs. 80,000.

Chapter 5

Now, let’s look at this the other way round:
Prashant wants to invest Rs. 80,000 to obtain a deduction of this amount from his taxable income. So he decides to
purchase a ULIP policy by paying a premium of Rs. 80,000. If he wants to obtain income tax beneﬁts on the entire
amount of Rs. 80,000 then he should make sure that the insurance cover he gets should be at least ﬁve times, or more
than ﬁve times, the premium paid (Rs. 80,000). So in this case Prashant should make sure the insurance cover is at
least Rs. 4 lakhs or above.

Be aware
The current income tax provisions can be reviewed at any point by the Income Tax Department and are subject to change.
A new Direct Tax Code (DTC) has been drafted by the Ministry of Finance and will be implemented with effect from
1 April 2012 and consequently there will be changes to the existing income tax laws at that time.
Under section 80C the maximum tax deduction that can be gained for premium paid is Rs. 1,00,000 in a
ﬁnancial year.
(b) Maturity stage: as per current tax laws the maturity beneﬁt amount received by the life insured or
the death cover amount received by the nominee/beneﬁciary is tax-free under section 10 (10D) of the
Income Tax Act. However, the condition of premium not exceeding 20% of sum insured also applies to
maturity beneﬁts.

Suggested activity
Under section 80C of the Income Tax Act, an individual can beneﬁt from income tax beneﬁts of up to Rs. 1,00,000
by investing in various instruments. Life insurance is one of the investment instruments. Find out about the other
investment instruments and list them.

C2 Inﬂation
Over a period of time, inﬂation can have a big impact on the insurance cover that has been taken out. In
simple words, inﬂation is the rise in the price of goods and services in the economy and means an increase in
the cost of living.

Example
Until a few years ago a litre of petrol used to cost Rs. 40. Today a litre of petrol costs Rs. 60 – that’s a 50% rise in the
price. So until a few years ago a Rs. 100 currency note could buy 2.5 litres of petrol. Today the same Rs. 100 currency
note can buy only 1.67 litres of petrol.
So a Rs. 100 currency note which could buy us a certain amount of goods some years back, buys us a lot less today. If
prices continue to rise in future, the same Rs. 100 currency note will buy even less.
That is the impact of inﬂation: money loses its value.
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Inﬂation has the same impact on insurance cover. Today we have decided that our insurance requirement
is, say, Rs. 50 lakhs and we take out an insurance cover of Rs. 50 lakhs for 30 years. But the same insurance
cover 15–20 years in the future will be worth a lot less because of inﬂation. Insurance cover requirements
also increase with the increase in inﬂation. So clients (and their insurance agents) need to review their
insurance cover from time to time keeping in mind the effect of inﬂation.
There are some insurance plans provided by insurance companies that allow the insured to increase/
decrease insurance cover at ﬁxed/regular intervals.

Example
Some companies allow an increase/decrease in the sum insured by 5–10% every year. In this way with a higher
insurance cover every year, the life insured can protect themselves from inﬂation.

D Prioritising protection needs
D1 Why is it necessary to prioritise needs?
An individual can have various protection needs in life. Let us take the example of Prashant again and
identify his various protection needs:

Figure 5.2

Planning
for
retirement
Prashant's
protection
needs
Protecton
against home &
car loan
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Protection
of his future
income

Protection
for self &
family from
medical/heath
problems

Planning for
Nishant's
education
Planning for
Nishant's
marriage

Does Prashant have enough money to ﬁnance all these needs? If not, how does he decide which ones are
most important?
A person who has adequate ﬁnancial resources at their disposal can provide money for all their protection
needs. But a person who has limited ﬁnancial resources cannot provide money for all their protection needs
at the same time. This is where the concept of prioritising needs comes into consideration.
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D2 How to prioritise needs

Chapter 5

Let‘s assume that Prashant does not have sufﬁcient resources to buy protection for all his needs. So let’s see
how the insurance agent can help him go about prioritising them. Let ‘s consider them one by one.
Protection of future income:

t 5IJTOFFEBTTVNFTTJHOJmDBOUJNQPSUBODFBTQSPWJEJOHmOBODJBMSFTPVSDFT
for all other needs/goals comes from prashant’s income. Therefore Prashant
should prioritise this need and buy protection for it. He can start with a term
insurance plan and later when he has more resources he can opt for savings/
investment plans. The other option can be starting with a convertible term
plan and later converting it into an endowment plan or a whole life plan.

Protection of self and family from
medical/health problems:

t 5IJTOFFEBMTPBTTVNFTTJHOJmDBOUJNQPSUBODFBTNFEJDBMFNFSHFODJFTDBO
occur at any time. Prashant could take out a family health insurance plan. In
the case of many salaried individuals, employers provide health insurance for
their employee as well as their family. In these circumstances the person can
postpone buying health insurance for some time if resources are limited.

Planning for Nishant’s education:

t 5IJTOFFEJTBQSJPSJUZGPSBNBSSJFEQFSTPOXJUIDIJMESFO*OUIJTDBTF1SBTIBOU
can begin with a child insurance plan investing a small amount to start with
and later, when he has adequate resources, he can step up investments for
this goal.

Planning for Nishant’s marriage:

t 5IJTOFFEDBOCFQPTUQPOFEGPSTPNFUJNFGPSUIPTFQFSTPOTXIPBSFVOBCMF
to ﬁnance all their protection needs, whereas people who have adequate
ﬁnancial resources can start investing towards this goal alongside their other
goals.

Protection against home loan and
car loan:

t #VZJOHQSPUFDUJPOGPSUIJTOFFEJTWFSZJNQPSUBOU*GTPNFUIJOHIBQQFOTUP
the family income provider and if the family is not able to pay the EMIs then
the creditors can repossess the asset and sell it to recover their money.
For the home loan the individual can buy a home loan protection insurance
policy from the bank and for the car loan the individual can enhance the term
insurance cover.

Planning for retirement:

t 5IJTJTBOJNQPSUBOUOFFE)PXFWFS BOJOEJWJEVBMXIPEPFTOPUIBWFBEFRVBUF
ﬁnancial resources can start contributing a small amount towards this need
and later step up the investments for this goal as and when they have more
ﬁnancial resources at their disposal. We shall look at pensions in more detail
in the next two chapters.

A prudent approach towards protection needs will be to:

Figure 5.3
Prioritise them and immediately start with protection for critical and
high priority needs.

Start with smaller investments for medium priority needs and increase
investments later.

Postpone the low priority needs for some time and take them up later
when additional financial resources are available.

Suggested activity
List down your own protection needs. After that prioritise them into critical, high, medium and low priority categories.
Let’s now go back to how ‘Prashant’s life took a turn for the worse’ and see how Prashant should have
prioritised his and his family’s needs to provide them with the correct insurance protection.
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Case study: Prashant’s life is back on track
While the ﬁrst half of the case study paints a rosy picture of ‘shining India’, the second half talks about the harsh
reality of life. It highlights how life can surprise you and if you are not prepared it is your family who will bear the
consequences.
We will now analyse how Prashant got his planning wrong and how insurance could have met his needs.
t Term insurance: Prashant is the only earning member of the family, so he should have made sure that the income
that he was going to earn during the remainder of his working years was protected. In short, irrespective of whether
Prashant is there or not, his family should not suffer. Insurance cannot ﬁll the emotional gap left behind by the
absence of a person, but it can at least address the ﬁnancial gap. Prashant should have taken term insurance for
an amount that would have taken into consideration the salary he would have earned until his retirement. Instead
Prashant chose to buy an endowment plan which could not help his family even for a year. Also, Prashant bought
this plan for income tax beneﬁts and not for protection. Had Prashant bought a term insurance plan instead of an
endowment plan, then for the same premium of Rs. 20,000 he would have got a much bigger insurance cover which
would have taken care of the home loan, car loan and some other requirements of his family in his absence.
t Child insurance: Prashant did not have adequate insurance protection for himself. At the same time he was investing
in a mutual fund for Nishant’s education. The moment Prashant died the mutual fund investments stopped and with
that Nishant’s education plans were in jeopardy. Prashant should have chosen a child education plan for Nishant’s
education planning. This plan would have ensured that in the event of Prashant’s death, the insurance company
would have continued to pay the premium and Nishant’s education plans would not have been compromised.

t Retirement plans: Instead of an endowment plan, Prashant should have chosen a term plan with an enhanced cover
which would have diverted the remaining money towards a retirement insurance plan.

Summary
In this chapter we have seen how proper planning and having the right life insurance products in place
can protect a person’s family in the event of their death or disability, and that life can be led without worry
should things ‘take a turn for the worse’.
As a professional life insurance agent you:
• need to know the features of the range of life insurance products available;
• should be able to analyse the protection needs of an individual; and
• should be able to identify how life insurance products can best be used to address those needs.
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t Home loan and car loan: When Prashant’s responsibilities increased, he should have stepped up his term insurance
to cover his additional responsibilities. In this scenario adequate insurance would have made sure that in Prashant’s
absence the insurance money could have been used to clear the car and home loans, and Prashant’s family could
then have retained the car and continued living in the same house.

5/16

IC-33/2011

Life insurance

Key points
The main ideas covered by this chapter can be summarised as follows:
Protection needs
t 5IFWBSJPVTOFFETGPSXIJDIBOJOEJWJEVBMSFRVJSFTQSPUFDUJPODBOCFJODPNFQSPUFDUJPONFEJDBMFYQFOTFTOFFET
children’s education; children’s marriage; loans on various assets; and their family’s survival.
t 'BDUPSTBGGFDUJOHQSPUFDUJPOOFFETJODMVEFBHFEFQFOEBOUTJODPNFBTTFUTBOEMJBCJMJUJFT
Insurance products
t 5IFUXPCBTJDFMFNFOUTPGNPTUMJGFJOTVSBODFQMBOTBSFEFBUIDPWFSBOENBUVSJUZCFOFmU
t "UFSNJOTVSBODFQMBOQSPWJEFTPOMZEFBUIDPWFSJOUIFFWFOUPGUIFEFBUIPGUIFMJGFJOTVSFEEVSJOHUIFUFSNPG
the policy.
t "QVSFFOEPXNFOUQMBOQSPWJEFTNBUVSJUZCFOFmUTVSWJWBMCFOFmUJGUIFMJGFJOTVSFETVSWJWFTUIFFOUJSFUFSNPG
the plan.
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t "OFOEPXNFOUJOTVSBODFQMBOJTBDPNCJOBUJPOPGBUFSNQMBOBOEBQVSFFOEPXNFOUQMBO*UQSPWJEFTUIFOPNJOFF
beneﬁciary with a speciﬁed death cover amount in the event of the death of the life insured during the term of the
policy or provides a maturity beneﬁt/survival beneﬁt to the life insured if the life insured survives the entire tenure of
the plan.
t &OEPXNFOUQMBOTBMTPIBWFBTBWJOHTFMFNFOU*OTVSBODFDPNQBOJFTEFDMBSFCPOVTFTPOUIFSFUVSOTFBSOFEPO
investment.
t "XIPMFMJGFQMBODPWFSTUIFJOEJWJEVBMUISPVHIPVUUIFJSFOUJSFMJGF
t $POWFSUJCMFJOTVSBODFQMBOTBMMPXDPOWFSTJPOGSPNPOFMJGFJOTVSBODFQMBOUPBOPUIFSMJGFJOTVSBODFQMBO
t +PJOUMJGFJOTVSBODFQMBOTPGGFSJOTVSBODFDPWFSGPSUXPQFSTPOTVOEFSPOFQPMJDZ
t "OOVJUJFTBSFSFHVMBSQBZNFOUTSFDFJWFECZBOJOEJWJEVBMGSPNUIFJOTVSBODFDPNQBOZJOSFUVSOGPSBMVNQTVN
(purchase price) or instalment premiums for a speciﬁed number of years.
t (SPVQJOTVSBODFQMBOTQSPWJEFJOTVSBODFQSPUFDUJPOUPBHSPVQPGQFPQMFXIPBSFCSPVHIUUPHFUIFSGPSBDPNNPO
objective.
t .JDSPJOTVSBODFQMBOTQSPWJEFJOTVSBODFDPWFSUPQFPQMFXJUIMPXJODPNFT
t 6OJUMJOLFEJOTVSBODFQMBOT 6-*1T QSPWJEFUIFMJGFJOTVSFEXJUIBOPQQPSUVOJUZUPQBSUJDJQBUFJOUIFHSPXUIPGUIF
capital markets.
t *O6-*1TUIFJOWFTUNFOUSJTLJTCPSOFCZUIFJOTVSFEBOEOPUUIFJOTVSBODFDPNQBOZBTJOUSBEJUJPOBMQMBOT
t $IJMEJOTVSBODFQMBOTIFMQQBSFOUTUPTBWFGPSUIFJSDIJMESFOTGVUVSFmOBODJBMOFFET TVDIBTFEVDBUJPO NBSSJBHF FUD
t *ONPOFZCBDLQPMJDJFTAQBSUJBMTVSWJWBMCFOFmUTBSFQBJEUPUIFQPMJDZIPMEFSEVSJOHUIFUFSNPGUIFQPMJDZBUTQFDJmD
intervals.
t "TBMBSZTBWJOHTDIFNF 444 JTOPUBTQFDJmDJOTVSBODFQMBO*UJTBDPOWFOJFOUBSSBOHFNFOUUPDPMMFDUUIFQSFNJVN
In these schemes the insurance company has an arrangement with the employer, whereby the employer deducts the
premium from the employee’s salary and passes it on to the insurance company every month.
Taxation and inﬂation
t 6OEFSTFDUJPO$PGUIF*ODPNF5BY"DU QSFNJVNQBJEGPSMJGFJOTVSBODFQMBOTRVBMJmFTGPSEFEVDUJPOGSPNUBYBCMF
income up to Rs. 1,00,000 in a ﬁnancial year.
t 'PSJODPNFUBYCFOFmUT UIFQSFNJVNTIPVMEOPUCFNPSFUIBOPGUIFTVNJOTVSFEPSUIFTVNJOTVSFETIPVMECF
at least 5 times the premium or more.
t 6OEFSTFDUJPO % PGUIF*ODPNF5BY"DU UIFNBUVSJUZCFOFmUPSUIFEFBUIDPWFSBNPVOUSFDFJWFEGSPNBMJGF
insurance company is tax-free.
t 5IFFGGFDUTPGJOnBUJPOFSPEFUIFWBMVFPGJOTVSBODFDPWFSPWFSUIFMPOHUFSN
t 4PNFJOTVSBODFDPNQBOJFTPGGFSUIFCFOFmUPGJODSFBTJOHUIFJOTVSBODFDPWFSBUSFHVMBSJOUFSWBMTUPLFFQQBDFXJUI
inﬂation.
t 4PNFJOTVSBODFDPNQBOJFTPGGFSUIFCFOFmUPGEFDSFBTJOHJOTVSBODFDPWFSBUSFHVMBSJOUFSWBMTXIJDIJTVTFGVMJOUIF
case of loans which reduce over a period of time.
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Prioritising protection needs
t 1SJPSJUJTJOHOFFETJTJNQPSUBOUGPSBQFSTPOXIPIBTMJNJUFEmOBODJBMSFTPVSDFTBOEDBOOPUmOBODFBMMUIFJSQSPUFDUJPO
needs at the same time.
t "OJOEJWJEVBMDBOQSJPSJUJTFUIFJSOFFETBTDSJUJDBMIJHIQSJPSJUZNFEJVNQSJPSJUZBOEMPXQSJPSJUZ BOEBMMPDBUF
resources towards them accordingly.
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Question answers
5.1 The two basic elements of most life insurance plans are:


t Death cover – this amount is paid to the nominee/beneﬁciary in the event of the death of the life insured during
the term of the policy.



t Maturity beneﬁt – this amount is paid on the maturity of the policy if the life insured survives through the term
of the policy. Some policies, such as money-back policies, also make periodic payments to the life insured
during the term of the policy before maturity, known as survival beneﬁts.

5.2 The features of a group insurance plan are as follows:


t "HSPVQJOTVSBODFQPMJDZQSPWJEFTJOTVSBODFQSPUFDUJPOUPBHSPVQPGQFPQMFXIPBSFCSPVHIUUPHFUIFSGPSB
common objective.



t 5IFHSPVQPGQFPQMFDBOCF
– employees of an organisation,
– customers of a bank,
– members of a trade union,
– members of a professional body such as an association of accountants, or

Chapter 5

– any other group of people who have come together with a commonality of purpose or are linked to each other
for a common objective.


t 8JUIBHSPVQJOTVSBODFQPMJDZ UIFJOTVSBODFDPNQBOZJTTVFTPOFNBTUFSQPMJDZDPWFSJOHBMMUIFNFNCFST
of the group. For example, the insurance company will issue a master policy to an employer covering all the
employees of the company. The employer is known as the ‘master policyholder’.



t 5IFDPOUSBDUPGJOTVSBODFJTCFUXFFOUIFNBTUFSQPMJDZIPMEFSBOEUIFJOTVSBODFDPNQBOZ5IFFNQMPZFFTBSF
not a direct party to the insurance contract.



t (SPVQJOTVSBODFTDIFNFTBSFBMTPVTFECZUIF(PWFSONFOUBTJOTUSVNFOUTPGTPDJBMXFMGBSF UPQSPWJEF
insurance cover to the masses (people who are below the poverty line).



t *O+VMZUIF3FHVMBUPS *3%" JTTVFEHVJEFMJOFTPOHSPVQJOTVSBODFQPMJDJFT
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Self-test questions
1.

List the various protection needs of an individual.

2.

What are convertible plans? What is their signiﬁcance?

You will ﬁnd the answers on the next page

Chapter 5
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Self-test answers
1.

The various protection needs of an individual include:
t JODPNFQSPUFDUJPO
t NFEJDBMFYQFOTFTOFFET
t DIJMESFOTFEVDBUJPO
t DIJMESFOTNBSSJBHF
t MPBOTPOWBSJPVTBTTFUTBOE
t GBNJMZTNBJOUFOBODF

2.

Convertible insurance plans can be converted from one type to another. For example, a term insurance plan can
be converted into an endowment plan, a whole life plan or any other plan as allowed by the insurance company.
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A convertible plan is useful when the life insured cannot afford to pay a higher premium initially. So they can
start with a term insurance plan with a lower premium and then later convert it into an endowment plan or a
whole life plan with a higher premium. Also, at the time of the plan conversion the life insured is not required to
undergo a medical check-up. Another advantage of convertible plans is that at the time of conversion there is
no further underwriting decision to be made.
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Learning objectives
After studying this chapter, you should be able to:
• identify the need for professional advice on savings products;
• explain the factors that determine the savings needs of individuals;
• describe the main features and beneﬁts of savings products;
• discuss the key savings products available in the market;
• describe the tax and inﬂation implications on savings products;
• describe the implication of interest rates on savings products;
• prioritise the savings needs of individuals and apply savings and investment products to meet those needs.
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Introduction
In the previous chapter we learned about the types of life insurance plans that can meet a client’s protection
needs arising out of death or disability. As we saw in chapter 1, a life insurance agent’s role is not restricted
to advising on and selling just life insurance – you will also be expected to advise your clients on other
ﬁnancial products, including savings products.
In this chapter we will focus our attention on the range of savings products that are available in the market,
from which we shall move on to look at some other ﬁnancial products, such as health insurance and
accidental death products in the next chapter.
Historically the word ‘savings’ was used to describe the process of setting aside small amounts of funds on a
regular basis to accumulate capital. The word ‘investment’ has been used mainly to describe the use of lump
sums of capital or surplus income in certain products with an expectation of good returns. These days the
words ‘savings’ and ‘investment’ are being used almost interchangeably.

Be aware
Most people need the help of a savings/investment plan to achieve their ﬁnancial objectives in life.
There are various savings/investment products that are available in the market for an individual to choose
from: they can choose whether to invest in products by means of a lump sum or by making small periodic
payments. We will look at some of these products and also highlight the important role that professional
advisers have in selecting suitable savings-related products for their clients.

Key terms

Chapter 6

This chapter features explanations of the following terms and concepts:
Asset management
company (AMC)

Compounding

Gratuity

Traditional deposits

Bank deposits

Disposable income

Lock-in period

Savings needs

Bonds

Financial planning analysis
process

Investor’s convenience

Shares

Child plans

Post ofﬁce savings

Mutual funds

Speed of transactions

Cumulative deposits

Fund managers

Interest rates

Taxation and tax planning

A

The need for savings/investment advice

The savings needs of each and every individual are unique. Most individuals do not make wise decisions
in terms of investments as they will often invest in certain products without fully evaluating the product
features and their own ﬁnancial needs. These decisions are often taken at random, based on peer inﬂuence
or even as a last-minute resort to save on taxes.
In this section we will discuss the two major reasons for which professional advice should be taken by
individuals with regards to their savings and investment needs.

A1 Ignorance about the ﬁnancial planning process
Individuals are often unable to identify their own savings and investment needs. They concentrate more
on meeting their short-term needs rather than on their long-term requirement for funds. Also, the tendency
to spend rather than save is greater as the immediate appeal of consumer goods is more apparent and
persuasive than the intangible, future beneﬁts of saving.
Professional insurance agents help individuals by taking them through the ﬁnancial planning process in
which they can identify their present and future ﬁnancial needs. Some of the long-term goals an individual
may have include saving money for their children’s education and marriage, saving money to purchase a
house, or repaying the existing home loan at an earlier date and planning for their retirement.

A2 Ignorance about the full range of ﬁnancial products available
The majority of people are not aware of the various savings and investment products that are available in the
market. As a result they are unable to select suitable products which meet their ﬁnancial needs.
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It is here that the insurance agent can offer assistance by:
• having a good knowledge of the various products that are available;
• matching the products with the individual’s ﬁnancial needs; and
• evaluating the tax efﬁcient returns of the products, taking into account the tax treatment of the products
and the tax eligibility criteria of the individuals.
In summary, agents should guide the prospective investor using their ﬁnancial planning skills to offer quality
advice thereby encouraging saving in a purposeful and needs-based manner, and not necessarily just for
maximising returns.

Suggested activity
Visit an IRDA certiﬁed life insurance agent of any company of your choice. Conduct a personal interview with them to
understand how they identify the ﬁnancial needs of their clients, and discuss how the ﬁnancial planning process works.

B

Factors that determine the savings needs of an
individual

In this section we will look at the various general saving needs an individual might have, and some of the
factors that determine their speciﬁc savings needs.

B1 General savings needs
Individuals can save for their future by investing in various savings products. Individuals with no existing
capital need to accumulate it by saving from income, and individuals with sufﬁcient capital need to invest it
wisely to preserve its value.

The precise savings needs of an individual are unique to them. Many people undertake ﬁnancial planning in a
rather disorganised way by saving for a particular need or goal and not going through a comprehensive ﬁnancial
planning process where they identify all their ﬁnancial needs. As part of the comprehensive ﬁnancial planning
process some of the common savings needs/ﬁnancial goals of an individual may include the following:
• Building a contingency/emergency fund to meet unexpected ﬁnancial difﬁculties owing to a medical
contingency, temporary job loss etc.
• Planning and investing for children’s higher education.
• Planning and investing for children’s marriages.
• Buying a home or a second home (depending on whether the individual already owns one). And repaying
the home loan as early as possible.
• Planning and investing for other goals like buying a car, annual vacations with the family, planning and
investing for children’s primary education, accumulating initial capital for their own business and donating
money to charity etc.
• Planning and setting up a retirement fund to maintain the same standard of living when regular monthly
income stops, without compromising on anything.

Be aware
It is important to remember that ﬁnancial planning is not a one-off activity. The investments needed to achieve these
goals need to be reviewed regularly until the goals are achieved.

B1B Individuals with capital
Individuals who have capital will generally have the following savings needs:
• The need to increase their existing wealth as much as possible for future needs. These may include initial
capital for starting a new business, taking a world tour, making donations to charitable causes and so on.
• The need to ensure that a sufﬁcient amount of capital is left behind as an inheritance for their children.
• The need to ensure that there is sufﬁcient income for maintaining a certain lifestyle once they retire.
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B2 Factors that determine the savings needs of a particular individual
The main factors that determine the precise savings needs of an individual are as follows:

B2A Duration of investment
The duration for which an individual needs to keep the money invested is an important factor that determines
savings needs. The life insurance agent should help individuals to determine the amount they need to save
for their future. Where individuals need to achieve a savings target at the end of speciﬁc number of years,
the length of the savings period determines how much must be invested as a lump sum or as a series of
regular contributions.

Be aware
The savings target depends upon the individual’s income, number of dependants, their assets and liabilities, disposable
income, the expected return on investment and the length of time they wish to keep the money invested.

Case study
Gopal, Deepak and Pavandeep are salaried individuals working for a reputable Multinational Company (MNC) and they
all plan to retire at the age of 60.
Gopal is 30 years old and is married with one child. He has set himself a retirement fund target of Rs. 1 crore.
Deepak is 40 years old and is married with two children. He has also set himself a retirement fund target of Rs. 1 crore.
Pavandeep is 50 years old and has also set himself a retirement target of Rs. 1 crore.
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Gopal has 30 years to achieve his target, Deepak has 20 years and Pavandeep 10. Assuming the return given by their
investments is 12%, the following table shows the monthly investments that all three men will have to make if they are
to achieve their retirement targets.
Individual name

Current
age

Years left
to retire

Retirement fund
target

Annual return
expected

Monthly investment
required

Gopal

30

30

Rs. 1,00,00,000

12%

Rs. 3,277

Deepak

40

20

Rs. 1,00,00,000

12%

Rs. 10,975

Pavandeep

50

10

Rs. 1,00,00,000

12%

Rs. 45,060

As we can see from the above table the more time the individual has to invest, the lower the monthly investment amount
required to reach the target will be. So it is always a good idea to start saving for retirement as early as possible.

Be aware
In the long run the practice of compounding works wonders. In compounding, the returns earned (quarterly, semiannually, annually etc.) are reinvested along with the existing investments to earn higher returns.

B2B Amount of disposable income
The amount of the regular investment also depends upon the surplus amount or the disposable income that
the individual has. This in turn will depend on the individual’s income, the number of dependants they have
and their current liabilities. The surplus amount is the spare amount of money left over after an individual
has paid all their monthly liabilities.
Generally, there will be different times in an individual’s life when the amount of disposable income they
have will vary. For example, an individual who is married with young children would have higher liabilities
and their income would be low compared to an individual who is married with older children. As a result of
this the surplus amount available for investment will be low. As the individual moves into the next life cycle
stage, their income will increase which will result in higher savings and also higher investments.
Therefore you can see that a suitable product which provides considerable ﬂexibility to the individual with
respect to their savings needs should be chosen.

Be aware
Remember that nobody should be encouraged to commit more to savings and investment than they can genuinely
afford.
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B2C Existing assets and liabilities
Professional advisers must also consider the individual’s current assets and liabilities as these affect both
the client’s needs and their ability to ﬁnance them. Individuals can use their assets as security for borrowing
to meet their ﬁnancial needs.

Example
A person can use their assets, like property or gold, as security and take a loan against them in order to ﬁnance paying
off the outstanding balance on a credit card, paying off personal loans or borrowing money to pay for children’s higher
education.
An individual may accumulate liabilities at various life stages, such as taking out a home loan, car loan,
education loan for children, personal loans and credit card debts, and the professional adviser must take
account of a client’s liabilities as part of their savings and investment advice.

Consider this…
What are the savings needs of your family? Prepare a list of the various needs.

C

Features and beneﬁts of savings products

We will now look at the main features and beneﬁts offered by the various savings products and how these
features inﬂuence their suitability to meet a particular individual’s needs.

C1 Capital or income growth

C2 Guarantees
Some products are available with guaranteed returns, some provide variable returns and others provide a
mixture of guaranteed and variable returns. So products should be chosen based on the risk proﬁle of the
individual client.

Example
Insurance Company ABC has launched a guaranteed return insurance product. For this product the company is
guaranteeing the following additions:
t 3TQFSUIPVTBOENBUVSJUZTVNJOTVSFE QFSZFBS GPSBmWFZFBSQPMJDZUFSN
t 3TQFSUIPVTBOENBUVSJUZTVNJOTVSFE QFSZFBS GPSBUFOZFBSQPMJDZUFSN
This effectively means that Insurance Company ABC is guaranteeing returns of 6% and 6.5% for a policy of ﬁve and ten
years respectively.

C3 ‘Lock-in’ period
Most savings products have a stipulated ‘lock-in’ period during which the funds cannot be withdrawn by the
individual. Therefore the client should carefully determine their needs and the length of time for which their
money will be inaccessible before deciding which product to invest in.

Example
Investments made in a tax savings bank ﬁxed deposit have a lock-in period of ﬁve years. So during this period the
investor cannot withdraw their funds from the ﬁxed deposit. Also they cannot take out a loan against this ﬁxed deposit,
which they can normally do in case of other bank deposits.
Investments made in equity-linked savings schemes (tax saving mutual funds) have a lock-in period of three years.
During this period the individual cannot withdraw money from these mutual funds (but they can do in the case of other
mutual funds that do not have a lock-in period).
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Some savings products provide regular income (interest paid by a bank ﬁxed deposit), some provide capital
growth (gold) and others provide a mixture of the two (equity shares). All of these products will be discussed
later in the chapter. Remember that the objective of the individual investor should be matched with the
investment proﬁle of the product.
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C4 Penalties
Penalties are associated with the premature withdrawal of funds from ﬁxed term contracts. This is an
important consideration which needs to be evaluated before investing in such products.

Example
Ajay has opened a two-year recurring deposit account in a bank in which he makes a monthly deposit of Rs. 1,000.
After seven months Ajay is unable to make any further monthly deposits. In fact he also wants to withdraw the deposits
that he made in the previous seven months and close the account. So in this case the bank will charge a penalty to Ajay
for premature withdrawal of his money and closing the account before the scheduled tenure of two years.
Some mutual funds have a lock-in period of, say, six months or one year. If the customer withdraws their money before
the expiry of the lock-in period, the mutual fund deducts an exit load (a charge for early withdrawal within the lock-in
period) and pays the balance amount.

C5 Risk
All savings products carry a level of risk and these can be rated as low risk, medium risk and high risk. Low
risk products offer lower returns compared to high risk products. Hence the products should be carefully
chosen based on the individual’s circumstances and their risk appetite.

Example
The risk appetite of individuals will vary depending on their circumstances:
t "ZPVOHJOEJWJEVBMJOUIFJSFBSMZUXFOUJFTXIPJTKVTUPVUPGDPMMFHFBOEIBTTUBSUFEFBSOJOHNBZIBWFBIJHISJTL
appetite, as their responsibilities would be low.
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t 'PSBOJOEJWJEVBMJOUIFJSNJEUIJSUJFTXIPJTNBSSJFEXJUIDIJMESFOJUJTOPUBEWJTBCMFUPJOWFTUJOIJHISJTLJOWFTUNFOUT
as they have more responsibilities to take care of. Hence the level of risk appetite can be moderate for them.
t 'PSBOJOEJWJEVBMJOUIFJSNJEmGUJFTXIPJTOFBSJOHUIFFOEPGUIFJSXPSLJOHMJGF UIFBQQFUJUFGPSSJTLJTWFSZMPX

C6 Buying and selling mechanisms
Buying and selling mechanisms are important in two ways: convenience to the individual investor and the
speed of the transaction.

Example
Savings products can be purchased through various channels such as individual agents, the internet, call centres,
ATMs, and corporate agents like banks and brokers etc. Procedures for purchasing savings products are normally
straightforward provided the individual submits all the documents promptly. The purchase of savings products via the
internet not only provides convenience to the individual investor but also speeds up the transaction.
An individual can buy and sell shares online through a broker’s website. This is convenient for them and also ensures
immediate execution of the transaction. They do not need to visit the broker’s ofﬁce and they are not required to call up
the broker’s ofﬁce or the call centre.
Similarly, an individual can take out a bank ﬁxed deposit via the bank’s website or through the bank’s call centre even
while they are on holiday as they will not be required to visit the bank branch. This again ensures convenience to the
customer.

C7 Flexibility
Flexibility refers to the ability to switch between different forms of investment, the payment of variable
contributions, and even to temporarily stop making contributions altogether. These features can easily
increase the attractiveness of the product. Flexible products also allow for the partial withdrawal of funds
without affecting the product in force. Generally, the greater the product ﬂexibility, the more suitable it is.
However, features like allowing a temporary break in contributions and partial withdrawals can result in
lower long-term investment returns.

Example
Unit-linked insurance plans (ULIPs) allow policyholders to switch their investments from one fund (equity) to another
fund (debt). They also allow policyholders to take premium holidays (temporarily stop making contributions) and to
make partial withdrawals.
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Consider this…
Companies rate their investment products according to the risk associated with them. These products are rated as high
risk, medium risk and low risk. Which types of clients should invest in each of the investment product categories as
described above?

D Types of savings products
In this section we will outline the following types of savings products:

Figure 6.1
Savings
products

Life
insurance

Bank
deposits

Mutual
funds

Shares

Bonds

Post office
savings

Gold and
silver

D1 Life insurance
Many life insurance products, along with the primary life cover, come with a savings element. The savings
component of the premium is invested by the insurance company on behalf of the policyholders and the
returns earned are shared among policyholders in the form of bonuses.

Besides meeting protection needs, life insurance products are an excellent choice for investors to invest
funds for long-term goals like children’s education and marriage, retirement and others.

D2

Bank deposits

Bank deposits are one of the oldest and most preferred savings products. They are an instrument where
an individual has to invest a lump sum amount with a bank for a ﬁxed tenure at a ﬁxed interest rate. Bank
deposits are commonly known as ﬁxed deposits or term deposits. Bank deposits are considered safer than
many other investment products and they offer decent returns. In a bank deposit the amount, tenure, interest
rate and method of payment of interest are decided at the inception of the deposit.
The investor can choose from three types of deposits:
Traditional deposits

With this type of deposit the bank pays the interest on the depositor’s fund on a monthly/
quarterly/half yearly/yearly basis as chosen by the depositor at the time of making the deposit.

Cumulative deposits

With this type of deposit the bank pays the principal and the total interest at the end of the term.
In a cumulative deposit the interest is normally compounded on a quarterly basis.

Recurring deposits

With this type of deposit the investor deposits a speciﬁed amount every month over a chosen
time horizon. These deposits are ideal for people looking to accumulate money for ﬁnancial
goals like children’s education, marriage, buying a vehicle etc.

The interest rate on these deposits varies with the maturity period. Bank deposits provide returns in the form
of an interest payment. The principal amount deposited with the bank at the time of opening the deposit is
returned back to the depositor on the maturity of the deposit.

D3 Mutual funds
A mutual fund is a fund that brings people with a common objective together. Money collected from these
people is invested on their behalf and the returns are shared back amongst them. Mutual funds are managed
by Asset Management Companies (AMCs). The AMCs invest the money according to the objective of the
scheme in equities, debt instruments, money market etc. The AMCs employ qualiﬁed and experienced fund
managers (also referred to as portfolio managers) who are responsible for investing the funds based on the
type of fund (or scheme) that is chosen by the investor.
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In participating plans like endowment plans and whole life plans the insurance company takes the
investment risk. In ULIPs the investment risk is borne by the policyholder.
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The main advantage of investing in mutual funds is risk diversiﬁcation. The individual’s funds are spread over
different securities to get optimum returns with minimal risk.
Mutual funds provide two types of income:
• regular income in the form of dividends declared by the mutual fund scheme from time to time; and
• capital appreciation where the mutual fund units are sold at a price higher than the price at which they
were bought.
However, there can also be capital loss in mutual fund investments. If the ﬁnancial performance of the
companies in which the mutual fund scheme has invested is poor, it will lead to a fall in the share prices of
those companies. This in turn will reduce the value of the investments of the mutual fund investors who have
invested in the units of that scheme. You can see therefore that the performance of a mutual fund scheme is
based on the performance of the securities in which the scheme has invested.

D4 Shares
Equity shares represent ownership of a company. Whenever a company wants to raise money for its growth,
set up a new production unit, acquire another company, acquire technology, working capital etc. the
company may offer shares (ownership in the company) to the public.

Example
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Let’s assume a company’s total capital of Rs. 10,00,000 consists of 1,00,000 equity shares of Rs. 10. If the owners
(promoters) of the company want to raise money for the company’s expansion by offering 10,000 shares to the public;
then it is said that the owners are diluting 10% of their ownership in favour of the public. If an individual acquires 100
shares from the total 10,000 shares on offer, they are said to have acquired 0.1% (100 shares out of a total 1,00,000
shares) shareholding (ownership) in the company.
Once the shares are offered to the public, the buying and selling of shares takes places through stock
exchanges. Stock exchanges act as intermediaries and offer a trading platform for the buying and selling
of shares between individuals. However, individuals cannot directly buy or sell shares through the stock
exchanges, they have to place their buy and sell orders through stock brokers (members) of the stock
exchanges. The two main stock exchanges in India are the Bombay Stock Exchange (BSE) and the National
Stock Exchange (NSE).
Individuals who purchase shares have the right to receive a share in the company’s proﬁts in the form of
dividends. The proﬁts are distributed in proportion to the number of shares held by the shareholders.
Equity shares provide three types of income to the investor:
Dividend income

The company may share a portion of the proﬁts that have been earned with the shareholders in
the form of a dividend declared from time to time.

Bonus shares

When a company accumulates large cash reserves, it capitalises them by issuing bonus
shares (free shares) instead of distributing them as dividends. Bonus shares are issued in
proportion to the existing equity share capital of the company. The issue of bonus shares
is a vote of conﬁdence from the management to its shareholders about the good ﬁnancial
performance and future prospects of the company.

Capital appreciation

When shares are bought at a lower price and sold at a higher price, the difference between the
two prices is known as the proﬁt or capital appreciation.

Be aware
An investor can also incur a capital loss on equity investments. The returns on equity investments depend on the
ﬁnancial performance of the company. If shares are bought at a higher price and later sold at a lower price due to the
deteriorating ﬁnancial performance of the company, it will result in a capital loss.

D5 Bonds
Bonds are similar to bank ﬁxed deposits in that they provide regular income to the investor in the form
of interest payments. However, bonds can also be traded between buyers and sellers. Apart from banks,
bonds are also issued by the Government, companies and other institutions to raise money from the public.
In simple terms, a bond is a loan provided to the issuer by the investors. Hence in the case of bonds, the
investors are the lenders who receive interest on their loan. At the end of the tenure the original amount
(principal) is returned back to the lender.
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There are different kinds of bonds in which the investor can invest, these include:
• corporate bonds;
• Government securities (G-secs);
• commercial paper; and
• treasury bills.

D6 Post ofﬁce savings
Post ofﬁces in India offer several savings products such as:
• National savings certiﬁcate (NSC).
• Kisan vikas patra (KVP).
• Public provident fund (PPF).
• Post ofﬁce savings account.
• Recurring deposit account.
• Time deposit account.
• Post ofﬁce monthly income scheme (POMIS).
• Senior citizens saving scheme (SCSS).
These are all products in which an individual has to invest a lump sum amount for a ﬁxed period of time
(except for recurring deposits where regular investments are made and savings accounts). The investor earns
a ﬁxed interest rate which is speciﬁed at the time of investment.

D7 Investment in gold and silver

Reasons for investing in gold and silver include:
• good returns;
• portfolio diversiﬁcation;
• hedge (protection) against inﬂation; and
• insurance against uncertainties.

Question 6.1
What is a mutual fund?

E

Tax and inﬂation implications for savings products

An individual’s personal tax position will have considerable inﬂuence on the choice of suitable savings
products.

E1

Tax implications

The last quarter of the ﬁnancial year is the busiest time for insurance agents and other ﬁnancial advisers.
It is during this time of the year that salaried individuals and others are busy tax planning and making
investments in tax saving products to minimise tax deductions from their salaries. In fact it could be said that
many people make investments purely to minimise their tax liabilities.
This is the wrong approach towards savings and investment, as there needs to be a proper ﬁnancial plan in
place before a particular investment product is chosen. In this section we will look at the tax implications for
savings products.
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India is one of the world’s largest importers of gold, and gold and silver are one of the most popular and
oldest savings instruments in India. There are various ways of investing in gold and silver, the most popular
in India being jewellery. Other ways of investing in gold and silver include bars and coins sold by banks
and jewellers. Apart from physical gold, investing in gold in electronic format is also increasing. Gold ETFs
(exchange traded funds) are like mutual funds in which gold units can be traded in electronic format on a
stock exchange, just like shares. In gold ETFs one unit represents one gram or half a gram of gold.
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Income Tax Act 1961

This Act came into effect on 1 April 1962 and has undergone several amendments since then. Every major
amendment is effected through a Finance Act (at the time of the union budget presentation) and other
amending acts. Additionally, the Central Board of Direct Taxes (CBDT) issues circulars clarifying the various
provisions related to income tax.
When working on effective tax planning, it is important to understand the exemptions and deductions
provided by the Government. The investor can take advantage of the following tax deductions under various
sections of the Income Tax Act as per prevailing income tax rules.

E2A Section 80C
Under section 80C a deduction from taxable income is allowed for investments made in the following
products:
• Life insurance premium paid for traditional products.
• Unit-linked insurance plans (ULIPs).
• Pension plans.
• Repayment of the principal component of home loan.
• Employee provident funds (EPFs).
• Equity linked saving schemes (ELSs).
• Tuition fees paid for children.
• Five-year tax saving bank deposits.
• Public provident funds (PPFs).
• National savings certiﬁcates (NSCs).
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• Senior citizen savings schemes (SCSs).
• Stamp duty and registration charges.
• Infrastructure bonds.
• Pension funds.
• Post ofﬁce time deposit – ﬁve years.

Be aware
The above list of the ﬁnancial products is for the Financial Year 2010/11. The list is revised from time to time. The
amount allowed as deduction from taxable income is also subject to review each year.
In the 2010 union budget, section 80CCF has been introduced which allows deductions from taxable income for
investments up to a speciﬁed limit in infrastructure bonds. This deduction is over and above the deduction allowed
under section 80C.

E2B Section 80D
Section 80D allows deductions from taxable income for the premium paid towards health insurance for the
individual, their spouse and children. For premiums paid for health insurance for parents, an additional
deduction is allowed. For premiums paid for senior citizens, a higher deduction from taxable income is
allowed compared to the deduction made for other individuals.
The amount allowed as deduction from taxable income is subject to review from time to time.

E2C Section 80DD
Under this section a deduction from taxable income is allowed for expenditure (up to speciﬁed limits)
incurred on medical treatment/training/rehabilitation for a disabled/handicapped dependant. The expenses
can be for the treatment for disability, disease/ailment (as speciﬁed under this section) of the individual or
a dependent relative. To take advantage of this deduction a certiﬁcate in the prescribed format needs to be
produced by a medical practitioner.

E2D Section 80E
Under section 80E a deduction from taxable income is allowed for the interest paid on an education loan.
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E2E Section 24(b)
Under section 24(b) a deduction from taxable income is allowed on the interest paid (subject to speciﬁed
provisions) on a home loan.

Question 6.2
List ﬁve ﬁnancial products for which an individual can claim a tax deduction under section 80C of the Income Tax
Act 1961.

E3

Inﬂation implications

We looked at the impact of inﬂation on insurance cover in chapter 5. When considering ﬁnancial planning
the investor must make sure that the amount required for meeting future expenses is calculated taking into
consideration the impact of inﬂation on the prices of goods. If inﬂation is running at 5% and you earn 8% on
your investments in a bank ﬁxed deposit, you would have earned a return of 3% net of inﬂation.
Of course, in real life the situation is not quite as simple as this. The inﬂation rate would not be exactly as
predicted. It could be higher or perhaps even lower. It is always a good practice to assume a higher rate of
inﬂation rather than the actual inﬂation rate for the past ﬁve or ten years when producing future calculations.
The returns on investments may also be subject to taxation. Inﬂation and taxation together suppress the real
returns which may turn out to be lower than the anticipated returns.
As a result, an investor has to make sure that the returns on their investments should be sufﬁcient to provide
them with enough income after taking into account inﬂation and tax deductions.

F

Implication of interest rates on savings products

Changes in interest rates will affect those offered by savings and investments products and can, therefore,
have an adverse effect on the investment decisions of an investor.

F1

Increase in interest rates

In the case of an increase in interest rates, the interest rates on deposits and loans go up. The decision
to increase interest rates is made by the Central Bank of the country (Reserve Bank of India) when it is in
the interests of the country’s economy to encourage savings and to discourage people from borrowing for
unnecessary expenditure, and thereby reducing the demand for credit. The effects of an increase in interest
rates are as follows:
• The demand for lending products from banks and ﬁnancial institutions suffer as borrowing becomes
expensive for the individuals and they postpone their purchases.
• On the other hand, bank deposits with higher interest rates become more attractive and people choose
them resulting in an increase in savings. There is also an increase in the purchasing of bonds which have
higher interest rates.
• However, a high interest rate scenario is not good for the stock markets. Borrowing becomes costly
for companies which leads to higher interest payments. This can put pressure on the proﬁtability of
companies which can lead to the selling of shares and subsequently lower share prices.

F2

Decrease in interest rates

In the case of a reduction in interest rates, borrowing becomes cheaper and there is an increase in
investments made by companies. This is done to stimulate the economy so that there are more investments
and an increase in the demand for goods and services in the economy. The effects of a decrease in interest
rates are as follows:
• Low interest rates increase the demand for lending products. Investors take out loans for the purchase of
ﬁnancial assets, which results in increased consumption.
• Investment in other ﬁnancial products (like equities and real estate) is preferred compared to investment
in bank deposits due to the low interest rates offered.
• Investors who have already locked-in their investments at a higher interest rate in bonds and bank
deposits are at an advantage when interest rates fall.
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In this section we will look at the effects of changes to interest rates.
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Question 6.3
Brieﬂy discuss the effects of a reduction to interest rates on savings products.

G Prioritising savings needs
The savings needs of each individual are unique, so it is very difﬁcult to standardise the process of
prioritising savings needs. The life insurance agent has an important role to play in helping the individual to
analyse and prioritise their savings needs.
In this ﬁnal section of this chapter we will discuss some guidelines that serve as a sound basis for prioritising
savings needs.
We start by setting out a list of common savings needs and how, broadly, to prioritise them:

Figure 6.2
The need to have a contingency/emergency fund

The need for insurance

The need to purchase assets such as a house, a car etc.
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The need to save for retirement

The need for tax planning

G1 Contingency/emergency fund
The foremost need for an individual is the easy availability of emergency funds. These funds can be required
for a variety of different purposes, such as meeting unexpected medical expenses due to an illness in the
family, temporary job loss, emergency travel, payment of children’s tuition fees etc. The amount in this fund
should be roughly enough to cover three to six months of expenses.
Individuals should invest the emergency fund money in savings products that offer easy liquidity
(investments that can be easily converted into cash without much loss in value). Bank deposits and debt
mutual funds are the preferred products in this case.

G2 Insurance
Insurance offers ﬁnancial security to an individual and their family in case unexpected situations should
arise. As insurance needs differ among individuals, there is a variety of insurance products which offer
security for these different needs. Some of the needs for which an individual may seek insurance are:
• The need to have sufﬁcient funds to cover the family in case of the unexpected death of the income
provider. This need should be the top priority for any individual. Term insurance should be the preferred
product to address this need. Once an individual has a suitable term insurance plan they can look at
savings products like endowment plans, whole life plans, money-back plans or ULIPs to address their
savings needs.
• The need to have adequate health insurance cover for the entire family to meet any medical emergencies.
Major hospitalisation and treatment expenses paid from the individual’s own pocket can push back the
ﬁnancial planning of an individual by a few years. Hence this need assumes signiﬁcant priority and a family
ﬂoater health insurance plan can address this need.
• The need to provide sufﬁcient funds for children’s higher education and marriage. A child insurance plan
can address this need. An individual can prioritise this need once the income provider has taken out
adequate term insurance for themselves and health insurance for the entire family. Child insurance plans
come in two varieties. Risk averse investors can choose child endowment plans, whereas investors who
are willing to take the risk can choose child ULIPs and allocate their money to an equity fund.
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• The need to have a regular income or an annuity after retirement. Insurance companies provide retirement
plans to address this need. An individual can invest a lump sum amount, or during their working life they
can make regular contributions towards a retirement plan. This amount is invested by the insurance
company on behalf of the policyholder. Initially an individual can start providing for their retirement needs
with a small amount as they have other high priority needs to take care of. Later, as the individual’s income
increases they can step up investments for their retirement fund. These accumulated funds (retirement
funds) are then used to buy an annuity plan. As we saw in chapter 5, in an annuity plan the insurance
company makes regular periodic payments to the annuitant after retirement as per the terms of the plan.
We will discuss annuities in more detail in the next chapter.

G3 Assets
During their lifetime, individuals will need to purchase various assets; however, some individuals may not
have the funds to make a lump sum down payment. To address this need there are several lending products
that are available in the market which can help individuals with the purchasing of these assets. Examples of
some of these assets are as follows:
• Purchase of a home or property.
• Purchase of a car or two-wheeler.
• Purchase of consumer goods such as a refrigerator, television, laptop etc.
The need to buy a house is a priority for many individuals, but considering the huge investment involved an
individual needs to do lot of planning for this. The individual should ﬁrst accumulate funds to pay margin
money and the remaining amount can be ﬁnanced through a home loan. An individual should make sure
that the money paid for the home loan EMIs does not affect their investments for other needs such as having
funds to pay for their children’s education, marriage, and also funds for their own retirement. There has to be
a balance between the money allocated for EMIs and money allocated for meeting other needs. Care should
be taken to ensure that EMIs do not exceed 40% of the monthly take home salary.

The bank does not offer the full amount of the property value as a loan. Only a certain percentage, say 75% or 80%,
of the total value of the property may be offered as a loan by the bank. The rest of the amount has to be paid by the
individual. This money is known as down payment, margin money or home owner’s equity.
The need to purchase a car or a two-wheeler can be placed further down the priority list. An individual can
consider this need once they have provided the ﬁnances for other, higher priority, needs. Consumer goods can
then be bought from regular monthly cash ﬂows or can be ﬁnanced through personal loans or credit cards.

G4 Retirement
The next high priority need is securing funds for the future. Individuals should make sure that they have a
sufﬁcient and regular source of income once they retire. This need depends on the lifestyle that an individual
needs to maintain along with the cost of living during their retirement. Both of these factors determine the
amount that needs to be saved so that they can live comfortably once they have retired. We have already
seen in section G2 that this need can be partly addressed by investing in a retirement or pension plan from
an insurance company at an early age. For working professionals retirement needs are partly addressed
through the retirement beneﬁts that their employer provides on retirement, such as a gratuity, employee
provident fund (EPF) and pension, if applicable. Self-employed people don’t have the luxury of employee
beneﬁts as they are responsible for themselves.
In summary then, an individual can address their retirement needs by investing in mutual funds for the long
term along with retirement plans and employee beneﬁts appropriate to their circumstances.

Be aware
A gratuity is an employee beneﬁt that is paid by the employer to the employee in gratitude for the services rendered by
the employee to the company.
To be eligible for a gratuity the employee needs to have completed ﬁve years of continuous service. The amount of the
gratuity is calculated based on the employee’s number of years of service. The employer keeps making contributions to
the gratuity on behalf of the employee during their employment by the company and it is paid out when they leave the
company, retire or die.
Gratuity eligibility, calculation, payment and its tax treatment are deﬁned by the Payment of Gratuity Act 1972.
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G5 Tax planning
We have seen that the various needs of an individual include the need to make provisions for insurance, and
to provide funds for children’s education, children’s marriage, home and retirement. An individual should
make sure that while investing to fulﬁl these needs they select investment products which make optimum
use of income tax deductions allowed under various sections of the Income Tax Act (as discussed in section
E2 of this chapter).

Be aware
An individual’s investment portfolio should be as tax efﬁcient as possible, but the tax beneﬁts of any savings or
investment product should be considered as an additional beneﬁt rather than the primary beneﬁt.
Therefore, the buying decision should be based on the need and not the tax beneﬁts offered by the product.

Case study
Rakesh Mohan is a software engineer and is married with a two-year-old child. He is the sole income provider in the
family and his wife Radha is a housewife. He has invested in an ULIP product which he purchased in January from
an insurance agent as he wanted to save income tax by gaining the deduction from his taxable income. He pays
Rs. 25,000 annually for the ULIP.
Apart from this he has no other investments. He has earned a good bonus from his company this year and is looking
for some savings products to invest in using this money. He meets his life insurance agent for advice on which savings
products he should invest in. After discussing Rakesh’s income and his current investments, the agent prepares the
following list:
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t *OWFTUNFOUJOB6-*1QSPEVDUJTBHPPEJOWFTUNFOU EFTQJUFUIFNBJOSFBTPOGPSDIPPTJOHUIJTQSPEVDUCFJOHUIF
tax beneﬁts. However, the annual amount invested in the ULIP is quite low and this needs to be increased to meet
Rakesh’s future ﬁnancial needs. Rakesh can keep investing in this ULIP for his retirement.
t 3BLFTIOFFETUPDSFBUFBOFNFSHFODZGVOECZQVUUJOHBTJEFTPNFNPOFZJOBCBOLEFQPTJUPSJOBEFCUGVOE5IF
agent suggests that Rakesh set aside Rs. 1,00,000 as an emergency fund.
t 3BLFTITIPVMEUBLFPVUUFSNJOTVSBODFDPWFSUPQSPUFDUIJTGVUVSFJODPNFBOEMJBCJMJUJFT)FTIPVMEBMTPUBLFPVUB
health insurance policy for his family.
t 3BLFTITIPVMEDPOTJEFSJOWFTUJOHJOBDIJMEJOTVSBODFQMBOUPQSPWJEFGPSIJTDIJMETFEVDBUJPOPSPUIFSmOBODJBM
requirements that may arise in the future.
t 3BLFTIJTDVSSFOUMZTUBZJOHJOBSFOUFEBQBSUNFOU TPUIFBHFOUTVHHFTUTUIBU3BLFTITIPVMEDPOTJEFSQVSDIBTJOHIJT
own house. In order to do this Rakesh should start accumulating money for the margin money payment for a house.
The remaining amount can be ﬁnanced through a home loan. Purchasing a house through a home loan will not just
provide him with his own house, but it will also provide him with the tax beneﬁts that are available on the home loan
principal payment as well as the interest repayment.

G6 The difference between short, medium and long-term needs
We saw in section G1 that clients should have access to funds in an emergency, and a client’s needs can be
categorised into long-term, medium-term and short-term, based on the time duration within which funds
will be required. Based on these needs, suitable investment products should be selected from the range of
products already discussed.
Short-term needs

funds would be required within a period of, say 1-5 years. Short-term needs include saving for
emergencies etc.

Medium-term needs

funds would be required within a period of 5-15 years. Medium-term needs include savings
for children’s education, marriage etc.

Long-term needs

funds would be required after more than 15 years. Long-term needs include retirement
planning.

Suggested activity
Prepare a list of short-term, medium-term and long-term needs for your family. Once the list is prepared, prioritise them.
The needs that are to be addressed foremost should be placed at the top of the list.
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Summary
You will now have an understanding of both life insurance and savings products and how to go about
identifying and prioritising the individual needs of your clients in relation to these types of product, and how
to apply the right products to meet those needs.
Before we move on to looking at what a professional ﬁnancial planning process involves in more detail in
chapters 8 and 9, we shall discuss the other ﬁnancial products that you need to understand in the next
chapter.
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Key points
The main ideas covered by this chapter can be summarised as follows:
The need for savings/investment advice
t 1SPGFTTJPOBMBEWJTFSTDBOIFMQJOEJWJEVBMTHPUISPVHIUIFmOBODJBMQMBOOJOHQSPDFTTJOXIJDIUIFZJEFOUJGZUIFJSGVUVSF
ﬁnancial needs.
t 'JOBODJBMQMBOOFSTDBOIFMQJOEJWJEVBMTJODPOTUSVDUJOHBOJOWFTUNFOUQPSUGPMJPXIFSFSFUVSOTDBOCFNBYJNJTFEXJUI
minimum risks. Financial planners can match the products based on the individual’s ﬁnancial needs.
Factors that determine the savings needs of a client
t *OEJWJEVBMTXJUIOPFYJTUJOHDBQJUBMOFFEUPDPOTJEFSDPNQSFIFOTJWFmOBODJBMQMBOOJOH
t 5IFDPNNPOTBWJOHTOFFETJODMVEF
– building an emergency fund;
– planning and investing for children’s education;
– planning and investing for children’s marriages;
– buying a house;
– planning and investing for other goals like buying a car, annual vacations etc.; and
– planning and investing for retirement.
t *OEJWJEVBMTXJUIDBQJUBMIBWFEJGGFSFOUOFFETMJLFJODSFBTJOHUIFJSFYJTUJOHDBQJUBM MFBWJOHCFIJOEDBQJUBMBTJOIFSJUBODF
for children, being able to live comfortably once they have retired etc.
Features and beneﬁts of savings products
t 4PNFTBWJOHTQSPEVDUTQSPWJEFJODPNFHSPXUI SFHVMBSJODPNF TPNFQSPWJEFDBQJUBMHSPXUIBOEPUIFSTQSPWJEFB
mixture of the two.
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t 4PNFQSPEVDUTBSFBWBJMBCMFXJUIHVBSBOUFFESFUVSOT TPNFQSPWJEFWBSJBCMFSFUVSOTBOEPUIFSTQSPWJEFBNJYUVSF
of both.
t -PXSJTLQSPEVDUTPGGFSMPXFSSFUVSOTDPNQBSFEUPIJHISJTLQSPEVDUT)FODFUIFQSPEVDUTTIPVMECFDIPTFODBSFGVMMZ
and based on the risk appetite of the individual.
Different types of saving products
t .BOZMJGFJOTVSBODFQSPEVDUTDPNFXJUIBTBWJOHTFMFNFOU5IFTBWJOHTDPNQPOFOUPGUIFQSFNJVNJTJOWFTUFECZUIF
insurance company on behalf of the policyholders and the returns earned are shared with the policyholders in the form
of bonuses.
t #BOLEFQPTJUTBSFQSPEVDUTXIFSFBOJOEJWJEVBMIBTUPJOWFTUBMVNQTVNBNPVOUGPSBmYFEUFOVSFBUBmYFESBUFPG
interest decided at the time of making the deposit.
t .VUVBMGVOETBSFTDIFNFTNBOBHFECZ"TTFU.BOBHFNFOU$PNQBOJFT ".$T 
t "NVUVBMGVOEJTBTDIFNFUIBUCSJOHTQFPQMFXJUIBDPNNPOPCKFDUJWFUPHFUIFS.POFZDPMMFDUFEGSPNUIFTFQFPQMFJT
invested on their behalf and the returns are shared back amongst them.
t &RVJUZTIBSFTSFQSFTFOUPXOFSTIJQPGBDPNQBOZ&RVJUZTIBSFTQSPWJEFJODPNFJOUIFGPSNPGEJWJEFOEJODPNF CPOVT
shares and capital appreciation.
t 5IFCVZJOHBOETFMMJOHPGTIBSFTJTEPOFUISPVHICSPLFSBHFIPVTFTPOUIFUXPTUPDLFYDIBOHFTJO*OEJBoUIF#PNCBZ
4UPDL&YDIBOHF #4& BOEUIF/BUJPOBM4UPDL&YDIBOHF /4& 
t #POETBSFEFCUJOTUSVNFOUTUIBUBSFJTTVFECZDPNQBOJFT HPWFSONFOUTBOEPUIFSJOTUJUVUJPOTUPSBJTFNPOFZGSPNUIF
public. Bonds pay regular interest to the investor.
t (PME&5'T FYDIBOHFUSBEFEGVOET BSFMJLFNVUVBMGVOETJOXIJDIHPMEVOJUTDBOCFUSBEFEJOFMFDUSPOJDGPSNBUPOUIF
TUPDLFYDIBOHF KVTUMJLFTIBSFT*OHPME&5'TPOFVOJUSFQSFTFOUTPOFHSBNPSIBMGBHSBNPGHPME
Tax and inﬂation implications for savings products
t #ZJOWFTUJOHJOWBSJPVTTBWJOHTQSPEVDUTUIFJOWFTUPSDBOUBLFBEWBOUBHFPGUIFWBSJPVTUBYEFEVDUJPOTBMMPXFEVOEFS
various sections of the Income Tax Act as per the prevailing Income Tax rules.
Implication of interest rates on savings products
t *OUFSFTUSBUFTBSFJODSFBTFEUPSFEVDFUIFEFNBOEGPSDSFEJUBOEJODSFBTFTBWJOHBNPOHJOEJWJEVBMT
t *OUFSFTUSBUFTBSFSFEVDFEUPJODSFBTFUIFDSFEJUEFNBOE FODPVSBHFDPOTVNFSTUPTQFOENPSFBOEJODSFBTFEFNBOE
for goods and services.
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Prioritising savings needs
t 4BWJOHTOFFETDBOCFCSPBEMZQSJPSJUJTFEBTUIFOFFE
– to have a contingency/emergency fund;
– for insurance;
– to purchase assets like a house, car etc.;
– to save for retirement; and
– for tax planning.
t /FFETDBOCFDBUFHPSJTFEJOUPTIPSU NFEJVNBOEMPOHUFSN
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Question answers
6.1 A mutual fund is a fund that brings people with a common objective together. Money collected from these people
is invested on their behalf and the returns are shared back amongst them. There are qualiﬁed and experienced fund
managers (also referred to as portfolio managers) at the AMCs who are responsible for investing the funds based
on the type of fund (or scheme) that is chosen by an investor.
The biggest advantage with investment in mutual funds is risk diversiﬁcation.
Mutual funds provide two types of income:


t SFHVMBSJODPNFJOUIFGPSNPGEJWJEFOETEFDMBSFECZUIFNGSPNUJNFUPUJNFBOE



t DBQJUBMBQQSFDJBUJPO XIFOUIFNVUVBMGVOEVOJUTBSFTPMEBUBQSJDFIJHIFSUIBOUIFQSJDFBUXIJDIUIFZXFSF
bought.
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6.2 Any ﬁve from the following:


t 1SFNJVNTQBJEGPSUSBEJUJPOBMMJGFJOTVSBODFQMBOT



t 1FOTJPOQMBOT



t 6OJUMJOLFEJOTVSBODFQMBOT 6-*1T 



t 3FQBZNFOUPGQSJODJQBMDPNQPOFOUPGIPNFMPBO



t &NQMPZFFQSPWJEFOUGVOET &1'T 



t 1VCMJDQSPWJEFOUGVOET 11'T 



t /BUJPOBMTBWJOHTDFSUJmDBUFT /4$T 



t 'JWFZFBSUBYTBWJOHCBOLmYFEEFQPTJU



t 4FOJPSDJUJ[FOTBWJOHTTDIFNFT 4$4T 



t &RVJUZMJOLFETBWJOHTTDIFNFT &-4T 

6.3 In the case of a reduction to interest rates, borrowing becomes cheaper and there is an increase in investments
made by companies. This is done to stimulate the economy so that there is an increase in investments and an
increase in the demand for goods and services in the economy. The following points should be noted with regards
to lower interest rates:


t -PXJOUFSFTUSBUFTJODSFBTFUIFEFNBOEGPSMFOEJOHQSPEVDUT*OWFTUPSTUBLFPVUMPBOTGPSUIFQVSDIBTFPG
ﬁnancial assets which results in increased consumption.



t *OWFTUNFOUJOPUIFSmOBODJBMQSPEVDUT TVDIBTFRVJUJFTBOESFBMFTUBUF JTQSFGFSSFEDPNQBSFEUPJOWFTUNFOUJO
bank deposits, due to the low interest rate offered by deposits and bonds.



t 5IFJOWFTUPSTXIPIBWFBMSFBEZMPDLFEJOUIFJSJOWFTUNFOUTBUBIJHIFSJOUFSFTUSBUFJOCPOETBOECBOLEFQPTJUT
are at an advantage if interest rates fall.
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Self-test questions
1.

What are the main reasons for investing in gold and silver?

2.

Under which section of the Income Tax Act can an individual get a deduction from taxable income for the
premium paid towards a health insurance policy?
a) Section 80C.
b) Section 80D.
D 4FDUJPO&
d) Section 80F.

3.

In which of the following bank deposits does the bank pay the principal and interest to the individual at the end
of the term?
a) Savings deposits.
b) Traditional deposits.
c) Cumulative deposits.
d) None of the above.

You will ﬁnd the answers on the next page
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Self-test answers
1.

The main reasons for investing in gold and silver include:
t HPPESFUVSOT
t QPSUGPMJPEJWFSTJmDBUJPO
t IFEHF QSPUFDUJPO BHBJOTUJOnBUJPOBOE
t JOTVSBODFBHBJOTUVODFSUBJOUJFT

2.

b) Section 80D.
Under this section an individual paying a premium for medical insurance for themself, their spouse and their
children is eligible for a deduction from taxable income.
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3.

c) Cumulative deposits.
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Learning objectives
After studying this chapter, you should be able to:

• explain the types of products available and their features and beneﬁts;
• outline the tax implications for ﬁnancial products;
• describe the inﬂation implications for ﬁnancial products;
• prioritise client needs and apply other ﬁnancial products to meet those needs.
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Introduction
In the previous two chapters we have learnt about the various needs of an individual relating to life insurance
and savings/investments and the products that address those needs. In this chapter we will cover the other
ﬁnancial needs an individual might have which are of equal importance as those studied in the previous two
chapters.

Key terms
This chapter features explanations of the following ideas:
Health insurance

Insurance riders

Pension plan

Cashless facility

No-claim bonus

Accumulation phase

Commutation

Individual health insurance
plan

Family ﬂoater

Daily hospitalisation cash
beneﬁt plan

Accidental death beneﬁt
rider

Critical illness rider

Term rider

Waiver of premium rider

Life annuity

Guaranteed period annuity

Increasing annuity

Accumulation phase

Prioritising needs

A

Other ﬁnancial needs

Life expectancy in India is now well above the retirement age of 60 years and is constantly improving thanks
to greater access to healthcare and the rising standards of living. The increased likelihood of a long life,
however, also brings challenges.
We have already seen how insurance companies cover the risk of early death through traditional products
(such as term, endowment, money-back, ULIPs etc.). However, pension/retirement products cover the risk
of living too long by providing retired people with the means to pay for their continued living expenses in
the absence of any regular income. We will learn about retirement pension products offered by insurance
companies in this chapter.
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Our vulnerability to illness and disease also increases as we grow older, and insurance companies offer
healthcare products to meet the medical expenses that arise in these circumstances. We will learn about the
various healthcare products provided by insurance companies in this chapter.
Before we move on, however, let’s consider the following case study.

Case study
Rajesh is retired and enjoys spending time with his grandson. Unfortunately, a year ago Rajesh had an accident and had
to be hospitalised for his injuries. The small amount of money Rajesh had saved for his retirement had to be spent in
paying the hospital bill and wiped out his only source of income, leaving Rajesh dependant on his son for the remainder
of his life.
So how and where did Rajesh get his ﬁnancial planning wrong?
The fundamental point is that Rajesh had not opted for any health insurance cover. Had he bought a health insurance
plan, it would have taken care of the hospitalisation expenses. Also, whatever little money Rajesh had saved for his
retirement was invested in bank ﬁxed deposits rather than a pension plan to ensure a regular monthly income.
In this section we will study the features and beneﬁts of various health insurance plans and retirement plans.

A1 Need for health insurance
As we have already discussed, in the last few years healthcare facilities have much improved in India.
However, this has come at a cost, with medical expenses soaring in recent years. Today the cost of a major
operation or the need for a lengthy period of hospital treatment can be very expensive. Coupled with
improved life expectancy and the corresponding vulnerability to illness and disease, the need for health
insurance is now greater than ever before. A health insurance plan pays the individual and their family for
expenses incurred in the event of hospitalisation. It covers doctors’ fees, room rent, medicines and other
related costs as speciﬁed in the policy terms and conditions.
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Health insurance (also known as medical insurance or mediclaim) is needed for the following reasons:
• Life is very uncertain. A person may not stay healthy and ﬁt throughout their life and so it is prudent to
have health cover at every stage of life.
• The cost of healthcare has risen signiﬁcantly in the last few years. If a major illness like heart failure,
cancer or diabetes is diagnosed and the funds for treatment cannot be immediately arranged then it may
lead to loss of life. If the family resorts to costly personal loans for treatment and the life of the person
cannot be saved then the family could incur huge debts. Having health insurance cover can help to
overcome this problem.
• The age of a person at the time of taking the health cover is relevant; the higher the age, the higher the
premium will be. As these are annually renewable policies the cost will increase as the person gets older,
regardless of the age of the policyholder when the policy commences. It also depends on the claims
experience.

Be aware
Health insurance policies specify what they do and don’t cover. The policy wordings should be read carefully.

Consider this…
Have any of your family members or friends taken out health insurance? Find out the features and beneﬁts of the health
insurance plan that they have bought.

A2 Need for insurance riders
Riders are additional beneﬁts that can be added to insurance policies. A rider is a condition or a clause that is
added to the base plan by paying extra premium, i.e. additional beneﬁt = additional premium. If the base plan
does not have some feature that an individual is looking for then it can be added through a rider (if available).
One way of explaining the concept of riders is by using the example of ice-cream scoops (ﬂavours); the base
insurance plan chosen by the individual acts as a base cone on which the individual can pick the riders they
would like to add, in the same way you might choose different scoops (ﬂavours) of ice-cream on the same cone.
Most insurers specify in product brochures or product features as to which riders are available with each
product. Riders provide ﬂexibility in the customisation of a plan to suit the needs of an individual, rather than
purchasing multiple insurance plans. See section B3 for more detail on riders.

With the steady increase in life expectancy, it is very important for an individual to make savings during their
working years so that they can continue with a similar lifestyle during their retirement, when there will be no
regular monthly income to provide for everyday living expenses.
A retirement plan is essential for anyone wishing to enjoy their post-retirement life in peace and comfort.
During an individual’s working life it is possible to buy a retirement insurance plan to which a small amount
can be contributed on a monthly basis. In this way a lump sum can be accumulated by the time the individual
reaches retirement age, allowing them to buy a pension plan that will provide a monthly income throughout
retirement.

Consider this…
Ask your parents (if retired) or your grandparents about the ﬁnancial products they invested in during their working lives
for their retirement.

B

Types of products, their features and beneﬁts

B1 Types of health plan
There are basically four types of health plan available in the market. Let’s look at each of them in turn:

B1A Individual health insurance plan
As the name speciﬁes this plan covers a single individual and caters for their health requirements.
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Example
Ajay and Tina are a married couple. Prior to their marriage Ajay had taken out an individual health insurance policy
from Company ABC for a cover of Rs. 1,00,000 which caters for his health requirements. Tina also has taken a
separate individual health insurance policy from Company ABC for a cover of Rs. 1,00,000 which caters for her health
requirements.

B1B Family ﬂoater health insurance plan
A family ﬂoater plan is different from an individual health plan. In this type of plan family members can be
covered. An individual can cover themself, their spouse, children and parents. The insurance company may
specify the number of people that can be covered. In this type of plan the insurance cover is shared among
the family members covered in no ﬁxed proportions.

Example
Ajay and Tina are a married couple and they buy a family ﬂoater health insurance plan with a cover of Rs. 2,00,000.
This cover of Rs. 2,00,000 can be shared by Ajay and Tina in no ﬁxed proportion. Regardless of whether either or both
are hospitalised, the maximum payout would always be Rs. 2,00,000.

B1C Group health insurance plan
This health insurance plan provides cover to a group of people who are brought together for a common
objective. For example, a group can be the employees of a company. Many employers provide health cover
for their employees to protect them against medical emergencies and some extend the group health cover to
the families of the employees.

Example
Ajay is working with a private company. The company provides group health insurance cover to its employees and their
family members. So Ajay can also include his wife Tina in the company health insurance plan.
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B1D Daily hospitalisation cash beneﬁt plan
In this type of health plan the insurance company pays the insured a ﬁxed amount on a daily basis in the
event of hospitalisation. The daily amount is ﬁxed at the time of taking out the policy and is paid for the
number of days the insured is hospitalised, irrespective of the actual amount spent on treatment (subject to
the terms and conditions of the policy). The daily amount paid is ﬁxed and may be more or less than the cost
of actual treatment.
The insurance company may pay an additional amount on a daily basis if the insured is admitted to the
Intensive Care Unit (ICU). In the case of critical illness or surgery an additional lump sum amount may be paid
subject to the terms and conditions of the policy. The daily amount paid under this policy can be in addition
to any other medical insurance policy that the insured may have. The policy has a limit on the total number
of days in a year for which the daily hospitalisation cash beneﬁt can be used. This is speciﬁed in the policy
terms and conditions.

Example
Please note: The amounts and ﬁgures mentioned below are just examples, and the actual amounts in the case of daily
hospitalisation cash beneﬁt plans may vary among insurance companies.
Ajay is working with a private company. The company provides group health insurance cover to its employees and
their family members, so Ajay can also include his wife Tina in his company health insurance plan. However, Ajay feels
the cover given by the company is inadequate so he decides to take out a daily hospitalisation cash beneﬁt plan to
supplement the health cover given by his company.
The daily hospitalisation cash beneﬁt plan which Ajay has chosen promises to pay Rs. 2,000 per day in the event of
hospitalisation. The insurance company also speciﬁes that if Ajay is admitted to ICU then an additional payment of
Rs. 2,000 per day will be made. However, the insurance company also speciﬁes that there will be an annual limit of
Rs. 1,20,000 that will apply for the daily hospitalisation beneﬁt amount, and an annual limit of Rs. 1,20,000 that will
apply for the ICU daily beneﬁt amount. This effectively means that in a year Ajay can claim compensation for 60 days.
The insurance company also speciﬁes that if Ajay suffers from a critical illness then a lump sum payment of Rs. 50,000
will be made.
The above ﬁxed payments will be made by the insurance company irrespective of the actual hospitalisation expenses
incurred by Ajay, and are over and above the claim that Ajay can make under the health plan from his company.
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B2 Features and beneﬁts of health plans
Health insurance plans come with various features and beneﬁts. Some of these include:
1. Pricing: the premium for a health insurance plan depends on the individual’s age, ﬁtness, habits and
family medical history. If all other factors remain constant, premiums increase with the age of the
policyholder. So it is always better to take out a health plan as early as possible as the premium paid at
younger ages is not very signiﬁcant but will increase as the policyholder gets older.

Example
Karan has bought a health insurance policy for a cover of Rs. 3,00,000 by paying an annual premium of Rs. 7,000.
Karan suffers a major heart attack and has to undergo an operation. The hospital bill amounts to Rs. 2,50,000 which is
taken care of by the health insurance company. So in this case the premium of Rs. 7,000 is hardly anything compared
to the beneﬁt that Karan has had by buying the policy.
2. Cashless facility: some health plans offer a cashless facility. In these plans the person covered under the
plan is given a photo identity card. The insured needs to inform their health insurance company at the time
of their admission to a network hospital. This is the group of hospitals that have contracted with a health
insurance company to provide healthcare services. On approval the insured does not pay the hospital
deposit amount or the treatment expenses, rather the invoices are settled directly by the insurance
company as per the terms and conditions speciﬁed in the policy.

Be aware
Not all costs will be covered by the insurance company. There may be some expenses that might be excluded from the
cover. These vary from company to company.
In the case of admission to a non-network hospital, the insured has to settle the hospital bill themselves and
is later reimbursed by the insurance company, subject to the submission of required documents and other
terms and conditions of the policy.
3. Medical examinations: most health insurance companies require the proposer to undergo a medical
examination before the policy can be issued and, depending on the age of the proposer, a number of tests
may be carried out. Based on the doctor’s report, the health insurance company decides whether to accept
the proposal and at what price.

5. No-claim bonus: if there is no claim in a year then, at the time of renewal, the insurance company may
offer a no-claim bonus, i.e. the insurance company will give a discount in the premium due next year.
6. Permanent exclusions: health insurance plans have some permanent exclusions which are speciﬁed in the
policy, e.g. misuse of drugs or not following medical advice.
7. Immediate care: treatment is available immediately and at a time convenient to the policyholder. There
will be no waiting for a future appointment whilst the policyholder is suffering from a treatable medical
condition.
8. No need for lump sums from savings or loans: the policyholder does not have to worry about how to
manage when the need for medical payments arise because these will be paid by the insurance company
as a result of the premiums already paid.
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4. Pre-existing illnesses: most health insurance policies cover pre-existing illnesses after a speciﬁed
time period; commonly referred to as a ‘waiting period’. Some insurance companies may exclude some
pre-existing illnesses altogether and this information is speciﬁed in the policy terms and conditions; for
example a pre-existing illness like diabetes may be covered after, say, three or four years. The terms and
conditions relating to treatment of existing illnesses may vary from company to company.
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B3 Riders
As discussed in section A2, riders allow policyholders to customise their insurance cover with additional
beneﬁts. In this section we shall consider some examples of riders.

B3A Accidental death beneﬁt (ADB) rider
In the event of the death of the insured due to an accident, this rider provides for an additional amount over
and above the normal sum insured, as speciﬁed at the time of taking the rider. The death should be a result
of an accident by external, violent, unforeseeable and visible means. The payment made under this rider is
subject to terms and conditions speciﬁed in the policy.
An ADB rider has a high signiﬁcance in India considering the increasing number of deaths due to accidents.
The insurance company speciﬁes the products with which this rider can be taken and also speciﬁes the list of
exclusions under which the beneﬁt of the rider will not be payable.

Example
Mahesh wants to take out a term insurance policy for a cover of Rs. 25,00,000 from ABC Insurance Company. He also
wants to opt for an accidental death beneﬁt (ADB) rider.
ABC Insurance Company has speciﬁed the following terms and conditions for the ADB rider:
Minimum entry age

15 years

Maximum entry age

55 years

Maximum age at maturity

60 years

Minimum sum insured

Rs. 50,000

Maximum sum insured

Rs. 10,00,000 or the base sum insured, whichever is lower

Death must occur within 180 days from the date of the accident
Analysis of the above terms and conditions:
t .BIFTIDBOUBLFPVUUIJTSJEFSPOMZBUUIFBHFPGZFBSTBOEBCPWF CVUOPUBGUFSZFBSTPGBHF
t 0O.BIFTISFBDIJOHZFBSTPGBHF UIFSJEFSXJMMBVUPNBUJDBMMZFYQJSFFWFOUIPVHIUIFCBTFQPMJDZNBZDPOUJOVF
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t .BIFTIDBOOPUPQUGPSUIFSJEFSGPSBTVNJOTVSFEPGMFTTUIBO3T 
t .BIFTIDBOPQUGPSUIJTSJEFSGPSBNBYJNVNTVNJOTVSFEPG3T  PSUIFCBTFTVNJOTVSFE JOUIJTDBTF
Rs. 25,00,000), whichever is lower. So in this case Mahesh can opt for an ADB rider for a maximum sum insured of
Rs. 10,00,000.
t *G.BIFTINFFUTXJUIBOBDDJEFOUXIJDISFTVMUTJOIJTIPTQJUBMJTBUJPOBOEFWFOUVBMEFBUIOJOFNPOUITBGUFSUIF
accident then the insurance company will not pay the nominee the beneﬁt amount under the ADB rider, although the
base policy amount will be paid. For the beneﬁt amount under this rider to be paid the insured person’s death must
occur within 180 days of the accident.
*

Please note that this is just an example of one insurance company and the terms and conditions for an ADB rider may
vary among insurance companies.

B3B Term rider
This rider can be used to enhance the death cover amount in a policy at a nominal cost. If an individual wants
a savings policy like an endowment policy or money-back policy and at the same time wants to increase the
death cover without buying a separate term insurance policy, then they can opt for this rider. The insurance
company speciﬁes the products with which this rider can be taken and also speciﬁes the list of exclusions
under which the beneﬁt of the rider will not be payable.

Question 7.1
List some of the features and beneﬁts of health plans.
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Example
Mahesh wants to take out an endowment plan to accumulate Rs. 25,00,000 for his son’s education in 20 years time.
Mahesh also wants additional term insurance cover of Rs. 10,00,000, but at the same time he does not want a separate
term insurance plan. So in this case Mahesh can opt for an endowment plan with a sum insured of Rs. 25,00,000 as
the base policy and add a term insurance rider with a sum insured of Rs.10,00,000.
The insurance company has speciﬁed the following terms and conditions for the term insurance rider:
Minimum entry age

15 years

Maximum entry age

55 years

Maximum age at maturity

60 years

Minimum sum insured

Rs. 50,000

Maximum sum insured

Equal to the base sum insured

Analysis of the above terms and conditions:
t .BIFTIDBOUBLFPVUUIJTSJEFSPOMZBUUIFBHFPGZFBSTBOEBCPWF CVUOPUBGUFSZFBSTPGBHF
t 0O.BIFTISFBDIJOHZFBSTPGBHFUIFSJEFSXJMMBVUPNBUJDBMMZFYQJSFFWFOUIPVHIUIFCBTFQPMJDZNBZDPOUJOVF
t .BIFTIDBOOPUPQUGPSUIJTSJEFSGPSBTVNJOTVSFEPGMFTTUIBO3T 
t .BIFTIDBOPQUGPSUIJTSJEFSGPSBNBYJNVNBNPVOUFRVJWBMFOUUPUIFCBTFTVNJOTVSFE JOUIJTDBTF
Rs. 25,00,000). So Mahesh can opt for a term rider for a maximum sum insured of Rs. 25,00,000, although his
requirement is only Rs. 10,00,000.
t *G.BIFTIEJFTEVSJOHUIFUFOVSFPGUIFQPMJDZUIFOIJTOPNJOFFCFOFmDJBSZXJMMHFUUIFCBTFQPMJDZTVNJOTVSFEPG3T
25,00,000 and term rider sum insured of Rs. 10,00,000 as per the policy terms and conditions.
Please note that this is just an example of one insurance company and the terms and conditions for term rider may
vary among insurance companies.

B3C Critical illness (CI) rider
This rider provides payment of a speciﬁed amount on the diagnosis of a critical illness (CI). The payment
can be used for any purpose including payment for medical treatment, hospital admissions or assisting with
the loss of income after the diagnosis of a CI. The illness should be covered in the list of CIs speciﬁed by the
insurance company for this rider. The list may differ among insurers.

Kidney
failure
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Insurers specify the minimum entry age, maximum entry age, maximum maturity age and minimum and
maximum sums insured for the rider. These ﬁgures vary among insurers. The insurer may also specify other
terms and conditions pertaining to the rider. The insurance company speciﬁes the products with which this
rider can be taken and also speciﬁes the list of exclusions under which the beneﬁt of the rider will not be
payable.
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Be aware
Insurance companies normally pay a lump sum amount under this rider when the policyholder is diagnosed with the CI
(payable under the rider) and the rider beneﬁt ceases. Hence subsequent claims under this rider will not be allowed by
the insurance company.

Question 7.2
Name ﬁve common CIs covered under a CI rider.

B3D Waiver of premium (WOP) rider
This rider waives future premiums in the event of the disability of the policyholder due to illness or accident
resulting in their inability to work. The insurance company continues paying the premiums on behalf of the
policyholder and the policy continues normally.
This rider is ideal for helping to prevent a policy lapsing due to non-payment of premiums arising from the
disability or death of the policyholder.
In the case of some child plans the WOP rider comes built-in, while for others it is an optional beneﬁt. The
WOP rider ensures that in the event of the death of the premium-paying parent the policy continues normally
and the child’s future does not suffer. In such cases, the premium is waived until the intended beneﬁt, as per
the policy terms, reaches the child.
Insurers specify the minimum entry age, maximum entry age, maximum maturity age and the minimum and
maximum sums insured to which the WOP applies for the rider. These ﬁgures vary among insurers. The
insurer may also specify other terms and conditions pertaining to the rider. The insurance company speciﬁes
the products with which this rider can be taken and also speciﬁes the list of exclusions under which the
beneﬁt of the rider will not be payable.

B3E Other riders offered by insurance companies
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Some other riders offered by insurance companies include:
Surgical care rider

This rider pays the treatment costs for surgery involving the insured’s brain, heart, lungs,
liver etc. subject to the terms and conditions speciﬁed at the time of opting for the rider.

Hospital care rider

This rider pays the treatment costs in the event of hospitalisation of the policyholder, subject
to the terms and conditions speciﬁed at the time of opting for the rider. Under this rider
payment may be made in two ways. An insurance company may pay the actual cost for the
treatment (subject to what is covered in the rider terms) or it may pay a speciﬁed amount
on a per day basis for the number of days the policyholder is hospitalised. The insurance
company may also pay an additional amount on a per day basis if the policyholder is
admitted to ICU. The practice among insurance companies varies. This rider is similar to the
individual policies mentioned in section B1.

Guaranteed insurability
rider

This rider gives the insured the right to increase their cover in response to different life
events, such as marriage, child birth, buying a house etc.

B4 Features and beneﬁts of riders
Features and beneﬁts of riders are listed below:
• Additional cover: by adding riders the insured can purchase extra protection. Riders help to enhance the
quality and scope of cover.
• Nominal cost: riders come at a nominal cost compared to buying a new plan. For example if a person
buying an endowment plan wants to enhance the death cover, then instead of buying a separate term
insurance plan they can add a term rider and enhance the cover at a nominal cost.
• Customisation: riders help in customisation of the health plan according to the preference of the customer.
Insurers also ﬁnd it convenient to have a small number of basic plans with riders as options to help the
client have a number of options to choose from. Each plan can be taken with one or more riders. Five basic
plans and seven riders, effectively provide 35 or more options.
• Flexibility: many riders can be added or removed at the will of the policyholder, thus providing a high
degree of ﬂexibility.
• Tax beneﬁts: premium paid for riders qualiﬁes for deduction from taxable income under relevant sections
of the Income Tax Act.
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IRDA regulations for riders
As per the IRDA regulations issued in April 2002 and amended in October 2002:
• the premium on all riders relating to health or critical illnesses, in case of term or group insurance products
shall not exceed 100% of the premium of the base policy;
• the premium on all the other riders put together should not exceed 30% of the premium on the base
policy; and
• the beneﬁts arising under each of the riders shall not exceed the sum insured under the base policy.
By these regulations the IRDA has put a limit on the number of riders that can be offered with any policy. It is
possible that these limits may be amended from time to time.

B5 Annuities
Annuities are often described as the ‘reverse’ of life insurance; under a life insurance contract the insurer
starts paying upon the death of the insured, but under an annuity contract the insurer usually stops paying
upon the death of the annuitant.
Annuities are bought from life insurance companies. They may be purchased by a single lump sum payment
or by a series of regular contributions spread over, possibly, many years. Payment may be made by the
person who is to be the annuitant or another annuity purchaser such as the annuitant’s employer, other
personal benefactor or a pension scheme.
An annuity is a series of regular payments from an annuity provider to an individual, referred to as the
annuitant.
Annuities can be either immediate or deferred annuities:
• Immediate annuities vest (become payable) immediately after they have been purchased with a lump
sum. The annuity payments commence at the end of the month, quarter, half-year or year as per the
features of the policy/option exercised by the policyholder.
• Deferred annuities are paid for in advance. The annuity purchase price may be a lump sum paid at
commencement before the annuity is due to vest (be paid). Alternatively, deferred annuities may be
bought by paying instalments over a series of years before vesting date.

Example

t "KBZXBOUTUPTUBSUSFDFJWJOHUIFBOOVJUZQBZNFOUTBGUFSIJTSFUJSFNFOU JFBUUIFBHFPG5IFUJNFGSPNXIFOUIF
annuity will become payable is known as vesting.
t 'PSUIFJOCFUXFFOZFBSTUIFJOTVSBODFDPNQBOZXJMMJOWFTUUIFMVNQTVNBNPVOUPOCFIBMGPG"KBZBOEFBSO
returns on it. On Ajay’s retirement the accumulated money will be used to pay a regular annuity to him.
t 5IFSFUJSFNFOUEBUFJTOPSNBMMZUIFWFTUJOHEBUFBTUIFBOOVJUZQBZNFOUTXJMMTUBSUGSPNUIBUEBUF
t "UUIFUJNFPGWFTUJOH"KBZDBOEFDJEFXIFUIFSUPCVZUIFQFOTJPOQMBOGSPNUIFTBNFJOTVSBODFDPNQBOZPSTPNF
other life insurer of his choice. This option to choose the pension provider is known as the open market option.
t "UUIFUJNFPGWFTUJOH"KBZXJMMIBWFUIFDIPJDFPGTFMFDUJOHUIFUZQFPGBOOVJUZQMBOUIBUIFXPVMEMJLFGSPNUIFBOOVJUZ
options available to him.
t 5IFBOOVJUZQBZPVUXJMMEFQFOEPOUIFUZQFPGBOOVJUZDIPTFOBOEUIFSBUFTQSFWBJMJOHBUUIFUJNFPGWFTUJOH
In practice there are many variations available. Here are some examples:

B5A Life annuity
As the name suggests, in this type of annuity the annuitant keeps receiving annuity payments from the
insurance company throughout their lifetime. The annuity payments cease on their death.
For example, if Sanjay buys a life annuity plan then he will keep getting regular annuity payments from the
insurance company until he dies.

Be aware
Life annuities (immediate and deferred) are often bought with money that is tied to pension purchase and which cannot
be used for any other purpose (see section B6 below on pension plans for more detail).
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Vesting
t "UUIFBHFPG"KBZQVSDIBTFTBSFUJSFNFOUQMBOCZQBZJOHBMVNQTVNBNPVOUPG3TMBLITUPUIFJOTVSBODF
company.
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B5B Guaranteed period annuity
In this type of annuity the annuitant can choose to receive the annuity payment for a minimum ﬁxed
number of years such as 5, 10, 15, and 20 or 25 years regardless of whether the annuitant is still alive. If
the annuitant dies during the selected term, annuity instalments for the remaining part of the selected term
will be paid to the beneﬁciaries. If the annuitant is still alive after the guaranteed period has elapsed the
payments are continued until his death.

B5C Joint life, last survivor annuity
In this type of annuity there are usually two annuitants, e.g. husband and wife. After the ﬁrst death,
regardless of who dies ﬁrst, the remaining spouse continues to receive the same level of annuity payment
throughout their lifetime, i.e. 100% of the level paid whilst they were both alive.
Another variant of this type of annuity is when the annuitant gets annuity payments during their lifetime, and
after the death of their spouse (for example) gets annuity payments at a reduced percentage during their
lifetime, e.g. 25%, 50% or 75% of the original amount of annuity. With this type of annuity the payments are
made at the 100% level as long as the ﬁrst named annuitant is still alive. If on their death the ﬁrst named
annuitant’s spouse is still alive, they will receive the reduced percentage, as stated in the policy, until they die.

Example
For example, Sanjay and his wife Sheetal opt for a joint annuity. In this case Sanjay will keep getting regular annuity
payments from the insurance company during his lifetime. On Sanjay’s death, Sheetal will keep getting the reduced
annuity payments during her lifetime. After Sheetal’s death the annuity payments will stop. If Sheetal dies before Sanjay,
then the annuity payments will stop after Sanjay’s death.

B5D Life annuity with return of purchase price
In this type of annuity the annuitant receives regular annuity payments during their lifetime. On their death,
the original purchase price is returned to the nominee/beneﬁciary. The purchase price refers to the value of
the investment at the end of the accumulation phase (with which the annuity was purchased) or the lump
sum amount paid at the time of purchasing the annuity, depending on the circumstances.
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B5E Increasing annuity
With this type of annuity the terms can be similar to any of the above, but the annuity increases every year by
a ﬁxed percentage or in line with an agreed inﬂation index.

B6 Pension plans
Pension plans are savings and investment plans tied to the provision of pension beneﬁts for individuals and
their dependants. Once contributions are paid into a pension scheme they are locked in the scheme until
retirement or earlier death. They cannot be withdrawn to pay debts or buy a new car for example. Pension
plans may be provided by employers or by private individuals (for their own beneﬁt).
A retirement pension plan is, in effect, a life annuity starting at retirement.

Features and beneﬁts of pension plans
Accumulation phase

In a pension plan there are two phases: the accumulation/investment phase and the
regular annuity phase. In the accumulation phase, during their working life the individual
makes regular contributions or a lump sum contribution which is invested by the insurance
company on the client’s behalf.

Regular annuity phase

On retirement the individual can use the fund accumulated during the accumulation phase
to buy an annuity plan from the same insurance company or from another insurance
company. Apart from the accumulated fund the individual can also use the money received
as part of retirement beneﬁts such as provident fund money, gratuity, superannuation etc.
or maturity money received from investments like a Public Provident Fund or from other
investments to buy the annuity scheme. During the regular annuity phase the insurance
company invests the lump sum amount on behalf of the individual and starts making
regular/periodic annuity payments to the individual (annuitant).

Commutation

Before receiving regular/periodic annuity payments the individual can make a lump sum
withdrawal. This is known as commutation. Insurance companies normally permit the
individual to make withdrawals of up to a third of the accumulated fund. The remaining two
thirds must be used to buy the annuity payments for the individual.
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During the accumulation phase the individual can make contributions on a monthly/
quarterly/biannual/annual basis towards the retirement fund. An individual can also make a
single lump sum investment towards the retirement fund. At the time of buying the annuity
the individual can also choose to receive annuity payments monthly/quarterly/biannually/
annually.
Most people choose the monthly annuity mode.

Insurance cover

Annuity plans or pension plans do not provide any insurance cover during the regular
annuity phase, and on the death of the annuitant the payments stop unless there is a
guaranteed period. Refer to section B5B for further information.

Tax implications

As per the prevailing tax laws, annual investments of up to a speciﬁed amount made in
pension plans during the accumulation phase qualify for deduction from taxable income
under the Income Tax Act. A third of the accumulated fund can be withdrawn as a tax-free
lump sum. Regular annuity or pension received by the individual is taxable as per the tax
slab and tax rate applicable to them.

Frequency of payment

An individual can pay the insurance company a lump sum amount or choose to make a
series of payments during the accumulation phase.

Traditional/unit-linked

During the accumulation phase the individual can choose to invest in a traditional pension
plan or a unit-linked pension plan, based on their risk appetite. A traditional pension plan
invests most of the funds in Government securities, whereas in a unit-linked retirement plan
the individual can choose to invest the funds in an equity fund, a debt fund, a balanced fund
or any other fund from the available options.

Type of pay outs

During the regular annuity phase some annuities make ﬁxed payments to the annuitant
while some increase the annuity payments by a certain percentage or amount related to an
inﬂation index.

As per IRDA norms which came into effect from 1 September 2010, all unit-linked pension plans require
insurers to guarantee minimum 4.5% returns (if all premiums are paid), and no partial withdrawals will be
allowed during the accumulation period.

C

Tax and inﬂation implications for ﬁnancial products

Be aware

C1 Tax implications for ﬁnancial products
• Health insurance plans: as per the prevailing tax laws, the premium paid up to a speciﬁed limit for health
insurance plans qualiﬁes for deduction from taxable income under the relevant section of the Income Tax
Act. If the individual is a senior citizen (65 years or above) then the deduction allowed is higher than other
individuals. An individual can pay the premium for themself, their spouse, children and parents and make
use of the tax beneﬁts applicable.
• Riders: premium paid for insurance riders qualiﬁes for deduction from taxable income under relevant
sections of the Income Tax Act.
• Pension plan: the premium paid for pension plans (up to speciﬁed limits) during the accumulation phase
qualiﬁes for deduction from taxable income under the Income Tax Act. During commutation the individual
can withdraw a lump sum amount of up to a third of the accumulated funds tax free. The regular annuity
received by an individual will be deemed as income and is taxable in the hands of the annuitant as per the
tax slabs and tax rates applicable to them.

C2 Inﬂation implications for ﬁnancial products
We have seen in chapters 5 and 6 how inﬂation can have severe implications for insurance and other
ﬁnancial products. Similarly inﬂation has an impact on the costs of healthcare which have risen sharply in the
past few years meaning that the health insurance cover taken out today may not be adequate in a decade’s
time. However, some health insurance plans allow an increase in the health cover and an individual needs
to review their health cover regularly, keeping in mind the effects of inﬂation. Some health plans and life
insurance plans allow the insured to add the critical illness rider. This comes in very useful if the individual is
diagnosed with some form of CI.
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Note that in the Finance Bill 2011 a decision has been taken to implement the new direct tax code (DTC) from 1 April
2012. This may bring in modiﬁcations in the existing tax treatment on all life insurance policies, at which time it will be
necessary to be conversant with such changes before being licensed as an agent.
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Inﬂation has severe implications for the cost of living. During their retirement years an individual does not
have any other source of income to fall back on, so when choosing a retirement plan clients must take into
consideration that their expenses will go up year after year due to inﬂation. Some retirement plans increase
the annuity payment every year by a ﬁxed percentage rate or agreed inﬂation index to allow for the effects of
inﬂation.

Question 7.3
Explain the meaning of commutation.

D Prioritising needs and applying ﬁnancial products to
needs
If a family income provider suffers from a major illness and is hospitalised for a number of days it can affect
the family’s ﬁnancial position in two ways – ﬁrstly, the hospital bill may force the family to divert money
reserved for other ﬁnancial goals, and secondly the income provider’s hospitalisation will result in a loss of
income to the family. In the worst case scenario the family may even have to borrow money in the form of
personal loans to clear the hospital bills. This may leave the family with large debts and no income to repay
them. This is where health insurance plans can come to the rescue in helping the family take care of the
hospital bills, with some health plans also paying the insured a daily amount for loss of income. This is why
health insurance should be a priority for all individuals.
Once the family income provider has taken out personal life insurance they should consider arranging health
insurance for themselves and their entire family. The individual could also add an accidental death beneﬁt
rider and a disability rider to their life insurance plans to enhance the cover, or they can buy a separate
personal accident insurance. When arranging health insurance for their family an individual should consider
buying a family ﬂoater plan rather than individual health plans for all the family members. In a family ﬂoater
all family members can share the cover in no ﬁxed proportions.
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As we have previously stated, many people give more priority to goals like children’s education planning and
children’s marriage planning over retirement planning. A professional life insurance agent should do their
best to encourage their clients to start contributing to a pension plan as soon as possible, even if they start
with a very small amount and gradually increase their contributions over time.

Summary
We have now concluded our study of the range of products that life insurance agents need to know about
and understand. In this chapter we have considered the importance of addressing the needs of old age
as early as possible in order to ensure a comfortable and enjoyable retirement. As a result you will now
understand the role and variety of health plans, riders and annuities available to individuals as they become
more vulnerable to ill health, as well as the ﬁnancial consequences of illness when there is no longer the
security of a regular income.
Before moving on, take some time to revisit chapter 5, section D and chapter 6 section G to see how the
topics we have covered in this chapter ﬁt into the overall picture of the potential needs of clients, and how
you should aim to use this knowledge and understanding to help them identify the life insurance and savings
products that are suitable for their particular circumstances.
In the next chapter we will stay with the topic of prioritising client needs, placing particular emphasis on how
you might achieve this within the context of your client’s current life stage and the various factors that will
inﬂuence the advice you will provide.
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Key points
The main ideas covered by this chapter can be summarised as follows:
Other ﬁnancial needs
t 0UIFSmOBODJBMOFFETPGBOJOEJWJEVBMJODMVEFUIFOFFEGPSIFBMUIJOTVSBODF JOTVSBODFSJEFST SFUJSFNFOUQMBOTFUD
t )FBMUIJOTVSBODFQMBOTQSPUFDUUIFGBNJMZBHBJOTUIPTQJUBMJTBUJPOFYQFOTFTXIJDINBZJODMVEFEPDUPSTGFFT 
medicines, room rent and other medical expenses.
t *OTVSBODFSJEFSTCSJOHBEEJUJPOBMCFOFmUTBUBOPNJOBMDPTU3JEFSTIFMQJOUIFDVTUPNJTBUJPOPGBOJOTVSBODFQPMJDZ
t 3FUJSFNFOUQMBOTIFMQUIFJOEJWJEVBMNBJOUBJOBTJNJMBSMJGFTUZMFQPTUSFUJSFNFOUBTUIFZFOKPZFEQSFSFUJSFNFOU
Features and beneﬁts of other key products
t "TTVNJOHPUIFSGBDUPSTSFNBJODPOTUBOU UIFQSFNJVNJOBIFBMUIJOTVSBODFQMBOJODSFBTFTXJUIBHF
t )FBMUIQMBOTPGGFSDBTIMFTTUSFBUNFOUJOOFUXPSLIPTQJUBMTBOEPOBSFJNCVSTFNFOUCBTJTJOOPOOFUXPSLIPTQJUBMT
t 3JEFSTIFMQFOIBODFUIFRVBMJUZBOEFYUFOUPGDPWFS
t 1FOTJPOQMBOTIBWFUXPQIBTFTUIFBDDVNVMBUJPOQIBTFXIFSFJOUIFJOEJWJEVBMNBLFTSFHVMBSPSMVNQTVN
contributions, and the annuity phase where the insurance company makes regular payments to the annuitant.
t "OJOEJWJEVBMDBODPNNVUFBUIJSEPGUIFBDDVNVMBUFEGVOEUBYGSFFBOENVTUVTFUIFSFNBJOJOHUXPUIJSETUPCVZBO
annuity.
t $POUSJCVUJPOTNBEFJOBSFUJSFNFOUQMBORVBMJGZGPSEFEVDUJPOGSPNUBYBCMFJODPNFVOEFSUIFSFMFWBOUTFDUJPOPGUIF
Income Tax Act. The regular annuity received by the annuitant is taxable.
t "OOVJUJFTDBOCFDMBTTJmFEPOUIFCBTJTPGGSFRVFODZPGQBZNFOU UZQFPGQBZPVUT UJNFUIFQBZPVUTTUBSU UIF
number of people beneﬁtting etc.
Different types of ﬁnancial products
t 5IFSFBSFGPVSNBJOUZQFTPGIFBMUIJOTVSBODFQMBOJOEJWJEVBMIFBMUIQMBOT GBNJMZnPBUFSIFBMUIQMBOT HSPVQIFBMUI
insurance plans, daily hospitalisation cash beneﬁt plans.
t "OBDDJEFOUBMEFBUICFOFmUSJEFSQSPWJEFTFYUSBQBZNFOUPWFSBOEBCPWFUIFOPSNBMTVNJOTVSFEJOUIFFWFOUPGEFBUI
due to an accident.

t "DSJUJDBMJMMOFTTSJEFSDPNFTJOWFSZIBOEZJOUIFFWFOUUIBUUIFJOTVSFEJTEJBHOPTFEXJUIPOFPGUIFDSJUJDBMJMMOFTTFT
covered under the rider.
t "XBJWFSPGQSFNJVNSJEFSXBJWFTUIFQBZNFOUPGGVUVSFQSFNJVNTJOUIFFWFOUPGUIFEJTBCJMJUZPGUIFJOTVSFE
t 7BSJBOUTPGBOBOOVJUZQMBOJODMVEFMJGFBOOVJUZ HVBSBOUFFEQFSJPEBOOVJUZ KPJOUMJGFMBTUTVSWJWPSBOOVJUZ MJGFBOOVJUZ
with return of the balance of the purchase price, increasing annuity.
Tax and inﬂation implications for ﬁnancial products
t 1SFNJVNQBJEVQUPBTQFDJmFEMJNJUGPSIFBMUIJOTVSBODFQMBOTRVBMJmFTGPSEFEVDUJPOGSPNUBYBCMFJODPNFVOEFSUIF
relevant section of the Income Tax Act.
t $POUSJCVUJPOTNBEFUPXBSETBSFUJSFNFOUQMBORVBMJGZGPSUBYCFOFmUTVOEFSUIFSFMFWBOUTFDUJPOPGUIF*ODPNF5BY"DU
However, the regular pension received by an individual is taxable.
t %VFUPJOnBUJPO UIFIFBMUIJOTVSBODFDPWFSXIJDITFFNTBEFRVBUFUPEBZXJMMOPU GPSFYBNQMF CFBEFRVBUFJOB
decade’s time.
Prioritising needs and applying ﬁnancial products to needs
t )FBMUIQMBOTQSPWJEFGPSUIFDPTUTJODVSSFEJOUIFFWFOUPGIPTQJUBMJTBUJPOPGUIFGBNJMZJODPNFQSPWJEFSPSBOZPUIFS
family member.
t &WFOUIPVHISFUJSFNFOUJTGVSUIFSGSPNPUIFSmOBODJBMHPBMT UIFJOEJWJEVBMTIPVMEOPUHJWFMFTTQSJPSJUZUPUIJTHPBM
they can start with a lower amount and increase contributions over a period of time.
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Question answers
7.1 Some of the features and beneﬁts of health plans are:
 t QSJDJOH
 t DBTIMFTTGBDJMJUZ
 t NFEJDBMFYBNJOBUJPO
 t QSFFYJTUJOHJMMOFTTFTDPWFS
 t DPQBZNFOU
 t OPDMBJNCPOVT
 t JNNFEJBUFDBSFBOE
 t OPOFFEGPSMVNQTVNTGSPNTBWJOHTPSMPBOT
7.2 The list of critical illnesses covered may vary among insurers. Some of the critical illnesses covered under critical
illness rider include:
 t IFBSUBUUBDL
 t DBODFS
 t LJEOFZGBJMVSF
 t NBKPSPSHBOUSBOTQMBOU
 t TUSPLF
 t BPSUBTVSHFSZ
 t CMJOEOFTT
 t QBSBQMFHJB
 t DPNBBOE
 t NVMUJQMFTDMFSPTJT
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7.3 Commutation: before receiving regular/periodic annuity payments the individual can make a lump sum withdrawal.
This is known as commutation. Insurance companies normally allow the individual to make withdrawals of up
to a third of the accumulated fund. The remaining two thirds must be used to buy the annuity payments for the
individual.
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Self-test questions
1.

List some of the annuity plans available in the market.

2.

Explain the accidental death beneﬁt rider.

3.

Explain the two phases of an annuity plan.

You will ﬁnd the answers on the next page

Chapter 7
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Self-test question answers
1.

Some of the annuity plans available in the market include:
t MJGFBOOVJUZ
t HVBSBOUFFEQFSJPEBOOVJUZ
t KPJOUMJGF MBTUTVSWJWPSBOOVJUZ
t MJGFBOOVJUZXJUISFUVSOPGUIFCBMBODFPGUIFQVSDIBTFQSJDFBOE
t JODSFBTJOHBOOVJUZ

2.

In the event of death of the insured due to an accident, this rider provides for an additional amount over and
above the normal sum insured, as speciﬁed at the time of taking the rider. The death should be a result of an
accident by external, violent, unforeseeable and visible means. The payment made under this rider is subject to
the terms and conditions speciﬁed in the policy.
The ADB rider is important in India considering the increasing number of deaths due to accidents. The
insurance company speciﬁes the products with which this rider can be taken. The insurance company also
speciﬁes the list of exclusions under which the beneﬁt of the rider will not be payable.

3.

The two phases of an annuity plan include the accumulation phase and the regular annuity phase.
Accumulation phaseJOBQFOTJPOQMBOUIFSFBSFUXPQIBTFTUIFBDDVNVMBUJPOJOWFTUNFOUQIBTFBOEUIF
regular annuity phase. In the accumulation phase, during their working life the individual makes regular
contributions or a lump sum contribution which is invested by the insurance company on their behalf.
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Regular annuity phase: on retirement the individual can use the fund accumulated during the accumulation
phase to buy an annuity plan from the same insurance company or from another insurance company. Apart
from the accumulated fund the individual can also use the money received as part of retirement beneﬁts such
as provident fund money, gratuity, superannuation etc., or maturity money received from investments like a
Public Provident Fund or from other investments to buy the annuity scheme. During the regular annuity phase
the insurance company invests the lump sum amount on behalf of the individual and starts making regular/
periodic annuity payments to the individual (annuitant).
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Learning objectives
After studying this chapter, you should be able to:

• describe the typical life stages of a client;
• describe the factors that affect the life stages of a client and the different client needs by life stages;
• explain the differences between real and perceived needs of a client;
• describe the communication, questioning and listening skills essential for an insurance agent;
• explain the process of prioritising needs;
• discuss the difference between short, medium and long-term needs;
• explain how to conﬁrm assumptions and agree objectives.
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• identify who your prospective clients are;
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Introduction
An individual changes roles several times throughout their lifetime and a man can be a responsible son, a
loving husband and a caring father. The series of roles that an individual plays in their lifetime can be seen
through a lifecycle.
Though each client will have their own unique set of needs, life insurance companies and industry analysts
have identiﬁed some standard needs based on the different life stages, and in this chapter we will study how
an insurance agent can help in fulﬁlling these needs.

Key terms
This chapter features explanations of the following ideas:
Assets

Lifecycle

Prioritisation of needs

Communication skills

Listening skills

Questioning skills

Quantifying needs

Long-term needs

Real needs

Income

Medium-term needs

Short-term needs

Liabilities

Perceived needs

Surplus funds

A

Who is your client?

A1 Prospective clients
As we have seen, an insurance agent’s main task is to understand their client’s needs and then recommend
suitable products. Any individual that an insurance agent comes across and who has any ﬁnancial need is
a prospective client. Prospective clients may have various needs which they themselves may not be aware
of. In such a case it is the duty of the insurance agent to make the prospective client realise their needs and
recommend suitable insurance protection and/or investment products to meet them. As we have established
in the previous three chapters, life insurance companies and other ﬁnancial institutions offer a range of
products which cater for the different needs of an individual. To remind you, some of the most important of
those needs are as follows:
The need to:
• provide sufﬁcient funds for dependants in case of the premature death of the family income provider;
• build a contingency fund to take care of any emergencies that may arise;
• save funds for the children’s education, marriage etc;
• provide protection for family members against home loan and other debts in the absence of the family
income provider;
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• save funds for retirement; and
• address any other requirements that may arise from time to time.
Any individual who has at least one of the above needs is a prospective client for the insurance agent.

A2 Client needs
In this section we will draw together all that has already been said in previous chapters about identifying and
satisfying client needs. We will discuss the overall process and so consolidate your understanding of how
you should go about the process in order to provide a professional service to your clients.
As we have established, it is the responsibility of the insurance agent to determine the legitimate needs of
their clients, prioritise them and then to recommend suitable insurance or savings products. The process
involves the following steps:

Figure 8.1
Identifying needs

Quantifying needs

Prioritising needs

Chapter 8

Identifying client needs

8/3

1. Identifying needs: an insurance agent needs to collect and analyse the following information:
• details of the client in terms of their ﬁnancial assets and liabilities;
• marital status;
• future ﬁnancial goals of the client for themselves and their children;
• number and age of dependants;
• employment status, i.e. their existing grade and scope of promotion within their company;
• income – which includes salary, business income and income from other sources and investments (if any);
• details of health status and heredity medical conditions; and
• existing protection, savings and retirement provision (if any).
2. Quantifying needs: in the ﬁnancial planning process an insurance agent needs to quantify each of the
needs in monetary-terms and then calculate suitable amounts that an individual needs to save and invest
for the future.
3. Prioritising needs: the amount available for investment is the client’s income less their living and other
expenses, i.e. the monthly surplus available. The client’s needs must be prioritised, as their investment
capacity may be limited and the total amount to be spent may be more than the surplus funds available.
The insurance agent should suggest the best product mix, where limited funds can be allocated to
fulﬁll the maximum needs of the client. Prioritising these needs helps the client to determine which
investment(s) can be deferred, and so the needs which are given highest priority in the ranking are the
ones for which investment should be made ﬁrst.
What if the client already has some existing insurance plans?
In this case, the insurance agent needs to ﬁnd out two things:

Figure 8.2
Whether the existing insurance plan takes adequate care of the
client's needs. If yes, is the amount of the insurance sufficient to
fulfill the client's future financial liabilities? If not, a suitable
product (complimentary to the existing product or the same
product with higher cover) should be recommended.
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The agent should analyse the other needs of the client for which
protection is to be considered. If the client has already taken out a
term plan with adequate cover, then the income protection need
is taken care of. But their other needs, such as planning for their
children’s education and marriage and their own retirement
planning etc. might be outstanding. So a suitable product(s)
needs to be suggested to take care of these unfulfilled needs.
If the client is keen to look at investment schemes and has the
appetite to take risk, fully understanding the risks involved in such
products, then a suitable suggestion can be offered by the agent.
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Example
Narendra is a 32-year-old government employee. He is married to Mamta, who is a housewife. The couple have two
children – a son and a daughter. What could Narendra’s different ﬁnancial and protection needs be?
1. To provide for his wife and children in case of his premature death.
2. To provide funds to his family to repay the home loan and the car loan taken out by him, in case of his premature
death.
3. To provide medical protection for the entire family including himself.
4. To save for the children’s education and marriage.
5. To save for his retirement.
Narendra has already taken out a term plan with a cover of Rs. 10,00,000. In this case, the insurance agent needs to
analyse and advise on two things:
1. Whether the insurance cover of Rs. 10,00,000 is sufﬁcient to take care of the liabilities and the family’s needs in case
of Narendra’s premature death. If the answer is no, then another term plan to cover the liabilities and family’s needs
that have not been already provided for, should be recommended.
2. Products for Narendra’s other needs such as house purchase, pension plan, child plan etc. But remember the
decision has to be based on the priorities and investment capacity of the client.
Narendra wants to send his children abroad for higher studies. For this he is ready to make substantial ﬁnancial
sacriﬁces in his leisure activities for the future beneﬁt of his children. For Narendra his children’s education takes priority
over his other needs. In this case the insurance agent should suggest a suitable child plan into which a major share of
his investments can be directed with the remaining amount being directed towards other needs. Later, as Narendra’s
income increases and he has more money at his disposal, he can increase investments to meet his other needs.

Suggested activity
Prepare a list of your own future ﬁnancial goals. Estimate the amount that you will need to invest to achieve these goals.
What investments will you make in order to achieve them?

B

The typical life stages of a client

The life stages of a client can be divided as follows:

Figure 8.3
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Childhood

Young
unmarried

Young married

Young married
with children

Married with
older children

Pre-retirement

Retirement

The life stages listed above are applicable to a person whether they are an employee, self-employed or
business person etc.
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B1 Childhood
Children are very unlikely to have protection needs. Children normally do not have any income of their own
and are almost entirely dependent upon their parents/guardians.
At this stage there are two basic needs for parents/guardians:
• to secure their children’s ﬁnancial position, if they themselves die prematurely; and
• to provide for their children’s future expenses, such as primary and higher education, marriage and other
living expenses.
Investment towards their children’s future is an important need that every parent will want to give top
priority to. There are two things that an insurance agent has to do:

Figure 8.4
Firstly, pre-determine the regular amount of money that will be
needed to be invested today for the children’s future; and

Secondly, suggest suitable investment products, keeping in mind
the client’s investment capacity (which may be limited).

B2 Young unmarried
This stage of the lifecycle can be divided into two categories:
• Young unmarried with no dependants – in this case, the individual’s protection need is low as there are
no dependants. Instead, the need to invest any surplus income and earn high returns gains priority. So
suitable investment plans such as ULIPs – which allow participation in the growth of capital markets along
with tax beneﬁts – should be recommended. The ability to change these when other priorities arise (for
example marriage and dependants) should be considered. The individual may also look forward to saving
money for their marriage, payment toward purchasing a house, providing health insurance for parents (if
not already taken out or the parents are unable to fund it themselves).

Case study
Young unmarried
Ankur Arora is a 24-year-old civil engineer, who works as an assistant manager with a construction company. He draws
Rs. 18,000 as his net monthly salary. Ankur is a ‘young unmarried’ individual and lives with his parents. His father is an
engineer in a thermal power plant. Being unmarried, Ankur does not have any responsibilities or liabilities. Ankur’s father
advises him to save money for the future and invest in some good investment plans.

• Young unmarried with dependants – if an individual is one of the income providers for a family (along with
the parents), then the family will be adversely affected if the young person dies prematurely. Hence the
individual needs to protect their income. The individual should be recommended to take out a suitable life
insurance plan and the sum insured should be sufﬁcient to take care of the family’s ﬁnancial needs after
their death. The remaining money can be invested for long-term wealth accumulation.

B3 Young married
At this life stage the individual gets married. Their ﬁnancial needs change, as they now start thinking about
purchasing a house, starting a family etc. These individuals can be further categorised into two types:
• Double income family – when both the partners work then ﬁnancial dependency on one person is reduced.
Such couples are also commonly known as Double Income No Kids (DINK) couples. In the event of one
of the partner’s premature death, the effect on the family’s ﬁnances will be considerably lower than
compared to a single income family. An individual term life insurance plan for both partners is suitable
at this stage so that the loss of income due to the death of one partner can be compensated for to some
extent. The couple may also look to invest in products that can offer them high returns and help them with
wealth accumulation for the future. Investment in unit-linked insurance plans (ULIPs) is recommended
for such couples as ULIPs have the potential to deliver high returns through participation in the capital
markets along with insurance protection.
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Accordingly Ankur meets with an insurance agent who advises him to invest in a unit-linked insurance plan (ULIP)
which will give him exposure to the equity market for long-term capital growth of his investments.
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• Single income family – if only one partner is earning and the other partner manages the home then
savings are likely to be lower than for the double income family. For such couples the need for income
protection assumes priority over other needs. The income earner should buy a term insurance plan so that
in the event of their premature death, the surviving spouse will receive a sufﬁcient sum from the insurance
company to replace the income provider’s loss of income.

Case study
Young married
Continuing with Ankur’s case study, three years after becoming established with his company, he gets married to
Kavita. She is a teacher in a private school. Ankur and Kavita are now an example of a double income family where both
partners are earning. In the event of the premature death of Ankur, Kavita will not be entirely affected ﬁnancially as she
will still be earning in her own right.
At this stage, Ankur and Kavita’s main need is to protect their income against premature death, disability resulting
from injury or long-term sickness. If one of them dies, the sum insured along with their own income will support the
surviving partner. The couple should buy individual term life insurance plans and look at investing their remaining
surplus cash in mutual funds or unit-linked insurance plans for long-term capital growth of their money.

B4 Young married with children
At this stage the responsibility of an individual increases when children are born. This stage can be further
classiﬁed into two types:
• Double income family – here both the parents are earning, meaning that the effect of the loss of income
due to the premature death of one of the partners will be less. Protection of income is important. A suitable
individual term life insurance plan for both partners should be recommended so that in the event of the
death of one partner an adequate sum is received by the family to replace the loss of income.
As both the partners are earning, the investment capacity of such families will also be higher. Investments
towards their children’s future can be a high priority for these families. A suitable child investment plan
should be recommended after the income protection need has been taken care of. A family ﬂoater health
insurance plan covering the couple and their children is advisable at this stage. The couple should also
start making small contributions towards a retirement plan, which can be stepped up later.

• Single income family – for these families, income protection is very important. A suitable-term life
insurance plan should be recommended as the loss of income of the earning member of the family could
lead to serious ﬁnancial problems. In the event of the earning parent’s death, an adequate sum insured
will help the family to maintain a decent lifestyle, and the children’s education also will not be affected.
Once the income protection need is taken care of, a child investment plan should be given priority. A family
ﬂoater health insurance plan covering the couple and children is advisable at this stage.
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Case study
Young married with children
Ankur and Kavita are blessed with a daughter after two years of marriage. Kavita leaves her job to take care of the child.
At this stage the family’s income is reduced with Kavita no longer working, and at the same time expenses increase
with the birth of the baby. Hence the income protection needs of the family have greatly increased. It is advisable that
Ankur increases the term insurance cover that he already has. He should also start investing in a child investment plan
to provide for his daughter’s education and marriage expenses. Ankur should also buy a family ﬂoater health insurance
plan which covers him, Kavita and their daughter. He should also start making small contributions towards a retirement
plan which can be stepped up later.

Be aware
Child education planning
t 5IFJOTVSBODFBHFOUTIPVMEUBLFJOUPDPOTJEFSBUJPOUIFDPTUPGUIFFEVDBUJPODPVSTFTFMFDUFECZ"OLVS
t 5IFBHFOUTIPVMEBTTVNFBOFEVDBUJPOJOnBUJPOSBUFBOE CBTFEPOUIFEBUFXIFO"OLVSTEBVHIUFSXJMMFOSPMGPS
higher education, work out the amount that will be required at that time.
t 5IFO BTTVNJOHBSFBTPOBCMFSBUFPGSFUVSO UIFBHFOUTIPVMEBSSJWFBUUIFNPOUIMZBNPVOUUPCFJOWFTUFEUP
accumulate the education fund.
t "DDPSEJOHMZ"OLVSTIPVMETUBSUNBLJOHSFHVMBSJOWFTUNFOUTUPXBSETUIFEBVHIUFSTFEVDBUJPOGVOEJOBDIJME
insurance plan.
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B5 Married with older children
This is the stage where the ﬁnancial responsibility of the couple towards their children will be in respect
of their higher education and marriage. The income of the couple is likely to be higher than previously as
they will have gained considerable experience and made progress in their working lives. At this stage the
need to protect children against the premature death of their parents is low compared to previous years as
the parents will have already made signiﬁcant investments towards the children’s future needs. However,
the couple should review their investments to ensure that there will be sufﬁcient funds to cover the cost of
higher education and the marriages of their children.
The need to focus investments towards their retirement fund also gains importance at this stage and as
the couple has already made signiﬁcant investments towards their children’s education and marriage, they
can now step up investments towards their retirement fund. As their age increases, the couple will be more
vulnerable to sickness and disease and should therefore also look at enhancing their health cover.

Case study
Married with older children
Ankur is now aged 48 and his son and daughter have grown up. His daughter has enrolled in a medical college as
she wants to become a dentist and his son has enrolled in an engineering course. Ankur’s father has retired and
receives a pension which is enough to support both him and Ankur’s mother. At this stage, Ankur’s risk appetite has
reduced signiﬁcantly. He has gradually started shifting his investments from high risk ones like equities to low risk
ones like deposits, as there is a need for guaranteed funds for the education and marriages of his children over the next
few years. He is also more focussed towards stepping up investments towards his retirement fund. Ankur has also
enhanced the family ﬂoater health cover.

B6 Pre-retirement
This is the stage when the children will have completed their higher education, be married and will have
become ﬁnancially independant. The income of the individual/couple will still be high as they will be at
the peak of their careers. At this stage the entire focus is shifted towards the retirement fund and health
protection as other needs are mostly taken care of. After retirement, the major area of concern for a couple
would be meeting day to day ﬁnancial expenses, regular health checkup expenses, hospitalisation and other
medical expenses. The individual will see how the investments already made towards the retirement fund are
faring and will consult with his insurance agent on whether there is a need to make any changes. The couple
should also review the health cover and see if it is adequate.

Case study
Pre-retirement
At this stage Ankur’s children have become independant. Ankur’s daughter has become a dentist and now runs her
own clinic. She recently married an eye surgeon and has settled down. Ankur’s son is working with a leading MNC as a
software engineer. He is also married. Ankur’s parents have died and have left their estate to him.

B7 Retirement
This is the stage where the income of an individual/couple is limited to the returns on investments that
they made in the earlier stages of their working life. In the case of salaried employees, their regular monthly
income will have stopped. If the returns from their investments are not sufﬁcient to meet their ﬁnancial
liabilities little can now be done. The individual can use their accumulated retirement fund and their
employee beneﬁts amount from provident fund, gratuity, leave encashment etc. to buy an annuity plan from
an insurance company. This will provide a regular monthly income to take care of living expenses for the
rest of their lives. This is also the age when individuals are most prone to illness and disease. The individual
should review the health cover for themself and their spouse to see if it is adequate to meet the couple’s
healthcare requirements.
In the case of self-employed professionals and businessmen, there is no deﬁned retirement age. If they and
their insurance agent feel that they have accumulated enough money in their retirement fund to take care
of their expenses for their remaining lifespan then they can retire. With the retirement fund they can buy an
annuity plan from an insurance company which will give them enough regular income to meet their expenses.

Chapter 8

At this stage Ankur is concentrating on his retirement fund as most of his other needs have passed. Ankur meets his
agent and discusses the performance of his retirement fund so far and whether any changes are required. The agent
advises him to transfer the remaining small portion of his equity portfolio to low risk investments as he cannot afford
to take any risks at this stage that the retirement fund will fall in value just when it is needed to provide an income for
the rest of his life. Ankur also consults his insurance agent to review the family health cover at this stage to see if it is
adequate.
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But if the individual and their insurance agent feel that the retirement fund is insufﬁcient to sustain the
post-retirement years, then the businessman must continue to work and the self-employed professional
continue with his profession until sufﬁcient money is accumulated. The retirement fund proceeds can then
be used to buy an annuity plan from an insurance company for regular annuity payments to meet retirement
expenses. At this stage the individual should also review the health cover for self and spouse to see if it is
adequate to meet their healthcare requirements.

Case study
Retirement
Ankur and Kavita, with the help of their insurance agent, planned and managed their retirement fund well during their
working lives. As a result they are now receiving sufﬁcient monthly income from the annuity plan they bought that more
than takes care of their living expenses during their retirement years. Even after retirement Ankur and Kavita do not have
to make any compromises in their standard of living. They have also consulted their insurance agent regarding their
health cover to make sure it is enough to cover their healthcare requirements. Having led a successful and responsible
working life, both are now enjoying spending time with their grandchildren.

B8 Summary
We have seen that in a typical lifecycle, all clients have two primary needs – protection and investment.
However, remember that there can be changes in these needs over a person’s lifetime. Below is a summary:

Lifecycle stage

Client needs

Children

Need for parents to:
t mOBODJBMMZTFDVSFUIFDIJMESFOJOUIFFWFOUPGUIFQSFNBUVSFEFBUIPGQBSFOUT
t QSPWJEFGPSUIFJSGVUVSFmOBODJBMSFTQPOTJCJMJUJFT TVDIBTFEVDBUJPO NBSSJBHFFUD

Young unmarried

t 1SPUFDUJPOOFFEoMJGFDPWFSGPSTFMG QSPWJEFGPSGBNJMZJODBTFPGQSFNBUVSFEFBUI EJTBCJMJUZ
etc.
t )FBMUIQSPUFDUJPOGPSEFQFOEFOUQBSFOUT JGOPUBMSFBEZUBLFOPVU 
t 4BWJOHGPSTIPSUUFSNOFFETMJLFNBSSJBHF IPVTFFUDBOEMPOHUFSNOFFETMJLFSFUJSFNFOU

Young married with
children

t 1SPUFDUJPOOFFEoMJGFDPWFSBHBJOTUEFBUIGPSCPUITQPVTFT
t 5PQSPWJEFGPSUIFDIJMESFOTGVUVSFoFEVDBUJPO NBSSJBHFFUD
t "GBNJMZnPBUFSIFBMUIJOTVSBODFQMBODPWFSJOHUIFDPVQMFBOEDIJMESFO
t 4NBMMDPOUSJCVUJPOTUPXBSETBSFUJSFNFOUQMBO XIJDIDBOCFTUFQQFEVQMBUFS

Married with older
children

t 1SPUFDUJPOOFFEomOBODJBMQSPUFDUJPOGPSUIFGBNJMZJOUIFFWFOUPGUIFQSFNBUVSFEFBUIPG
the income provider.
t 5PDPOUJOVFQSPWJEJOHGPSUIFDIJMESFOTGVUVSFoFEVDBUJPO NBSSJBHFFUD
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t 4UFQVQJOWFTUNFOUTUPXBSETSFUJSFNFOUQMBO
t &OIBODFIFBMUIDPWFSXJUIJODSFBTFJOBHF
Pre-retirement

t *OWFTUNFOUGPSSFUJSFNFOU
t *ODPNFQSPUFDUJPOOFFET
t 5PMFBWFJOIFSJUBODFUPDIJMESFO
t 3FWJFXUIFIFBMUIDPWFSBOETFFJGJUJTBEFRVBUF

Retirement

t /FFEUPJOWFTUGVOETXJTFMZUPFOTVSFBOBEFRVBUFSFHVMBSJODPNFEVSJOHSFUJSFNFOU
t 3FWJFXUIFIFBMUIDPWFSBOETFFJGJUJTBEFRVBUF
t &TUBUFJOIFSJUBODFQMBOOJOH

Suggested activity
Visit any two couples who are in the following stages of the lifecycle:
t :PVOHNBSSJFEXJUIPVUDIJMESFO
t :PVOHNBSSJFEXJUIDIJMESFO
Gather information from them and prepare a list of different needs of each couple. Are the needs of the two couples
similar? Consider your ﬁndings.
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Question 8.1
What could be the different needs in a typical lifecycle for the following life stages?
t :PVOHNBSSJFEXJUIDIJMESFO
t .BSSJFEXJUIPMEFSDIJMESFO

C

Factors that affect the life stages

Not every client will go through all the life stages discussed in the last section. The presence of several
factors inﬂuences these life stages signiﬁcantly. The main ones are:

Figure 8.5
Martital status and
dependants

Age

Individual’s income
and expenditure

Employment

Individual’s assets
and liabilities

Health issues

Divorce, separation
and bereavement

C1 Age
The younger the age of an individual, the lower their liabilities will be. As a person grows older they will
complete their higher education and become employed. Their protection needs will increase due to the new
responsibilities they take on such as marriage and a family.

C2 Marital status and dependants
When an individual gets married and starts a family, their responsibilities will increase and they will wish
to provide for their family. They are also likely to be thinking of buying a home, a car and taking annual
vacations etc. These can all result in increased ﬁnancial liabilities. With all the above responsibilities and
increase in liabilities you can see that protection needs become very important for an individual after
marriage.

C3 Employment
An individual’s employment status can inﬂuence their ﬁnancial planning needs and investment capacity. An
individual can be employed as a:
• public sector employee;
• self-employed.
In addition, a person may have a short professional career (such as a professional sportsman) or they may be
unemployed.

C3A Public sector employee
If an individual works in the public sector, then their need for life insurance, pension plans and other medical
related plans will not be high. The reason for this is that the public sector makes contributions towards
provident funds, pension funds and gratuities under retirement beneﬁt schemes for its employees. Public
sector employers also offer beneﬁts such as life insurance for the individual and health insurance for their
family.

C3B Private sector employee
The need for a pension plan, life insurance, health insurance etc. is greater in the case of private sector
employees. While most private sector employers provide beneﬁts such as a gratuity and provident fund,
many of them do not provide any pension beneﬁts. Some companies provide life insurance for the individual
and health insurance for their family, and some give the option to the employee to contribute towards the
premium. However, other companies do not provide any of these beneﬁts and the employee needs to make
their own arrangements.
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• private sector employee; or
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C3C Self-employed
In case of self-employed individuals two important factors need to be considered:
• self-employed individuals may have ﬂuctuating income; and
• they may be the sole income provider for their families.
The need for life insurance is high amongst the self-employed. Once this need is taken care of then the focus
can be shifted towards other needs such as child investment plans and retirement plans.

C3D People with short careers
Some people have a short earning career span. Film or television actors and actresses, sport persons,
professional artists etc. will typically have a short earning career spanning, say, 5, 10 or 15 years. During
these years when they are at the peak of their performance they will make a substantial amount of money in
the form of professional fees. But once this peak earning phase is behind them, their income falls drastically
or even stops completely.
People in this category need to protect their income from premature death or disability during their peak
earning years, and the income earned during these years needs to be invested in such a manner that it will
provide a regular income for the remainder of their career and in their retirement.

C3E Unemployed
Unemployment can occur at any stage of a person’s life. It can happen to a self-employed individual as well
as to salaried individuals and can occur due to ill health or the economic situation.
If someone becomes unemployed their ﬁnancial plans can be severely affected as their priority will shift
towards ensuring they can provide basic amenities for their family such as housing and food. In the case of
prolonged unemployment, the individual will not be in a position to meet the regular premium payments for
any policies or investments they have. This may result in policies being lapsed. In such cases the individual
should try to revive the policy at a later stage when they are employed again or they can convert the policy
into a paid-up policy. Surrendering the policy is another option.
So you can see that this is the stage for which an individual needs to plan in advance. They should have
disability insurance and also have built up an emergency fund that will cover their expenses in the shortterm.

C4 Health issues
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Health risks tend to increase as an individual gets older and their chances of obtaining life and health
protection will be reduced. There can also be instances where a person may suffer from continued bad
health, irrespective of their age.
If insurance companies accept these risks, they may modify the conditions of acceptance and/or charge a
higher premium.

C5 Individual’s income and expenditure
Every individual’s income and expenditure pattern is different based on their lifestyles and habits.
Expenditure includes all outgoings i.e. amount spent on food, clothing, housing and leisure activities. It also
includes the liabilities of an individual such as repayments of a home loan, car loan etc. For ﬁnancial planning
purposes it is essential that an individual has surplus income after meeting all of their expenses.
However, if expenditure exceeds income then this will result in debt and the individual’s capacity to make
investments will be nil.

C6 Individual’s assets and liabilities
Assets are what an individual owns and liabilities are what they owe. Assets can be acquired by an individual
through saving, inheritance or business activity. If an individual’s assets are more than their liabilities, they
will have surplus money available for investment. If their liabilities exceed their assets, then they need to
ensure that all due payments are met on time.
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Example
Raghav Mishra is a doctor and runs his own private clinic. His father was also a doctor and used to run a clinic. After
his death, Raghav’s father left his house, clinic, plot of land and bank ﬁxed deposits worth Rs. 10,00,000 to Raghav.
Raghav is fortunate enough to have a substantial income of his own as well as the assets that he has received from his
inheritance. In the case of individuals like Raghav, who have substantial assets and good cash ﬂows from their regular
income, their investment capacity is high and their ability to take risks is also high.
Any assets which are no longer suitable or are earning fewer returns than expected should be reviewed and
cashed-in for investment into other assets. Similarly an individual’s liabilities, such as a home loan or a car
loan, should be covered by adequate life insurance so that in the event of the income earner’s premature
death, the family can pay off the debts and avoid ﬁnancial troubles with lenders.

C7 Divorce, separation and bereavement
Marital breakups can adversely affect the ﬁnancial planning for individuals. In the case of divorce or
separation, the ﬁnancial objectives of individuals will change and also their investment capacity will decrease
(especially if both spouses are working). As a result, existing investments should be reviewed.
In the case of divorce and separation, ﬁnancial planning for women (housewives) becomes extremely
important as a woman may not have any ﬁnancial arrangements other than those of her husband. So
protection and retirement needs assume even greater importance.
A widowed woman will become the custodian of her husband’s ﬁnancial assets and she will have the
responsibility of providing for her dependent children. Her main concern will be to manage the assets and
enhance or preserve their investment value to provide for her dependent children.

D Client needs: real and perceived
It is important to understand that there are differences between real and perceived needs. Real needs are
the actual needs of a client which should take priority over others, whereas perceived needs are imagined or
thought to be important by the client (for example wanting to buy an expensive car when there is adequate
public transport and the client has insufﬁcient savings or income to buy one).
Real needs are determined by the use of ﬁnancial planning techniques and analysis. Perceived needs can
be understood by analysing an individual’s thoughts and desires. Let’s have a look at some of the problems
faced by agents in advising clients about real and perceived needs:
• As we discussed earlier in this chapter, different ﬁnancial needs occur at different stages of the lifecycle
of an individual. However, when the time comes for ﬁnancial planning, an investor might shy away from
actually making investments. A young man might aspire to have Rs. 10,00,000 ten years from now, but for
this he needs to sacriﬁce some of his leisure activities and save and invest regularly.

• Individuals may not understand their real needs and may fail to prioritise them sensibly. There can be
cases where an individual might choose to invest in child plans ﬁrst, whereas their priority need would be
to provide ﬁnancial protection for their family in the event of their premature death, illness or disability.
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• The second problem is that clients often fail to understand the importance of saving for the future and
do not appreciate the beneﬁts that this will bring. They will want to give priority to their present needs as
opposed to their future intangible needs.
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The job of an insurance agent is to help clients in identifying real needs. The process is as follows:
Identiﬁcation of real needs

t *OTVSBODFBHFOUTTIPVMEIFMQUIFJSDMJFOUTJOVOEFSTUBOEJOHUIFJSSFBMOFFET5IJT
can be done by educating them about the concept and importance of insurance.

Identiﬁcation of current and
future needs

t *OTVSBODFBHFOUTTIPVMEIFMQUIFJSDMJFOUTUPVOEFSTUBOEUIFJSDVSSFOUBOEGVUVSF
needs.

Quantiﬁcation and
prioritisation of needs

t 0ODFUIFOFFETBSFJEFOUJmFE UIFZNVTUCFRVBOUJmFEJOUFSNTPGNPOFUBSZWBMVF
and prioritised.

Financial planning review

t $MJFOUTTIPVMENFFUXJUIUIFJSBHFOUSFHVMBSMZUPSFWJFXXIFUIFSUIFJSmOBODJBM
planning needs have changed over time. If so, then new investments should be
made to suit the changed circumstances.

Example
Real need – I need to save for my retirement.
Quantiﬁcation of real need – I need to make provision to have a continued monthly income of Rs. 20,000.

Question 8.2
Explain in brief how the following factors inﬂuence life stage needs:
i) Health issues.
ii) Income and expenditure.
iii) Assets and liabilities.

E

Communication, questioning and listening skills

For an insurance company an insurance agent is very often the ﬁrst contact point with their prospective
clients. When advising clients the insurance agent must be able to evaluate effectively the information being
provided by them. This can be done by asking focused questions and using good listening skills. Agents may
have to ‘read between the lines’ as clients may be unfamiliar with insurance-terms and jargon and this may
hinder their understanding of their needs.
In this section we will discuss three essential skills that every insurance agent must have – communication
skills, questioning skills and listening skills.
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E1

Communication skills

An insurance agent should have good communication skills so that they are able to establish and retain
a client’s interest and involvement in the ﬁnancial planning process. Effective communication skills are
important right from the start of any meeting with the client and even more so if the client starts to lose
interest in the process at any point.
Good communication skills include:
• a good command of the client’s local language and dialect;
• a friendly approach towards clients and a genuine interest in them. Agents should be able to encourage
clients to speak about their concerns relating to their future and present needs; and
• whenever a client asks a question, or makes a point, the agent should answer the question honestly and
continue to engage the client in a two-way dialogue. This will encourage the client to participate in the
ﬁnancial planning process.

E2

Questioning skills

An insurance agent needs to ask different questions in order to understand clients’ ﬁnancial planning needs.
For this an insurance agent needs to have good questioning techniques. These techniques include:
• using different types of questions; and
• the phrasing of the questions.
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E2A Different types of questions
An agent can ask different types of questions to help understand their clients’ needs. Questions can be
classiﬁed by structure or by purpose:
1.

Classiﬁcation by structure: in this classiﬁcation, questions can be of two types: open-ended and closedended. Both types of questions have different objectives and effects and you should make sure that you
can use them correctly.
a)

Open-ended questions – this type of question encourages the client to talk freely and highlight
issues which are most important to them.

Example
Some examples of open-ended questions are:
t 8IZEPZPVUIJOLUIBU
t 8IFSFEPZPVTFFZPVSTFMGZFBSTGSPNOPX
t )PXEPZPVGFFMBCPVUUIBU 
b) Closed-ended questions – these questions are structured so that the client has to provide short
speciﬁc answers. The client’s response is restricted to ‘yes’, ‘no’, ‘a speciﬁc fact’, or ‘a speciﬁc
amount’.

Example
Some examples of closed-ended questions are:
t "SFZPVDVSSFOUMZFNQMPZFE
t )PXNBOZDIJMESFOEPZPVIBWF
t %PZPVIBWFBOZDVSSFOUJOWFTUNFOUT
t "SFZPVNBSSJFE
2.

Classiﬁcation by purpose – in this classiﬁcation, questions can be either open or closed and include
questions that:
• seek information;
• explore and collect additional information;
• check meaning or understanding;
• conﬁrm points already agreed; and/or
• commit the client to action.

Example
Open-ended questions

Closed-ended questions

Information-seeking questions

Tell me about your children.

How many children do you have?

Questions for collecting additional
information

What plans do you have for your
children’s future?

%PZPVXJTIUPQSPWJEFQSPGFTTJPOBM
education for your children?

Questions to check meaning or
understanding

When you say that you want to
provide professional education,
would you like to send them abroad
for further studies?

When you say you want to provide
medical education, do you mean for
them to be a doctor or pharmacist?

Questions to conﬁrm on points
already agreed

Just refresh my memory as to
how concerned you are about your
children’s education.

:PVEJETBZFBSMJFSUIBUZPVXPVME
like to send your children abroad for
higher studies?

Questions for committing the clients
to action

:PVSFBMMZXBOUUPEPTPNFUIJOH
about your children’s education?

Can I assume that you wish to
purchase a child plan?
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E2B Phrasing of questions
The questions listed above are an illustration to help you to understand the different types of questions that
can be asked. In reality, the above questions will not be asked in such an abrupt manner, and instead, they
need to be phrased more pleasantly and personally. For this:

Figure 8.6
Questions
need to be:

linked to earlier
questions asked.

E3

put in simple terms
that a client will easily
understand.

personalised
according to the
client.

Listening skills

Developing good listening skills is also important for an insurance agent so that they can interpret the
client’s answers correctly.
The agent should concentrate on the client’s answers and the other information that is provided. The agent
should record the client’s answers and their body language should also be studied by the agent, as this will
help in determining their level of interest in ﬁnancial planning.

E4

Handling objections from clients

You should always bear in mind that some prospective clients may be reluctant to purchase a life insurance
policy as they fail to see the importance of life insurance; they may also be uncomfortable in discussing
the timing of their death and what will then happen to their family. An insurance agent must overcome this
situation sensitively before being able to recommend suitable needs-based products to clients.
Once an agent has made their recommendations, some of the common objections that a prospective client
may have are:
1. The product doesn’t meet my need(s).
2. A competitor’s products are offering additional beneﬁts.
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3. I don’t have the funds for investment.
As an insurance agent you must be extremely careful in handling such objections. Whenever clients raise
objections, you should make use of open-ended or closed-ended questions to understand the real reason
behind the objections, and try to overcome them. Good communication and listening skills, as well as asking
appropriate questions are tools that can be extremely useful in this case.
Some ways of handling the above objections include:
The product doesn’t meet my need(s)

t "TLUIFDMJFOUTPNFPQFOFOEFERVFTUJPOTUPVOEFSTUBOEUIFJSDPODFSOT
and provide more information on the product, or else suggest another
product after reviewing the needs of the client again.

A competitor’s products are offering
additional beneﬁts

t 1SFTFOUBDPNQBSBUJWFBOBMZTJTPOTPNFPGUIFSFMBUFEQSPEVDUTBOE
discuss their pros and cons. Then accordingly advise as to why the
particular product is being suggested to them.

I don’t have funds for investment

t 3FWJTJUUIFJNQPSUBODFPGQSPQFSmOBODJBMQMBOOJOHBOEUIFJNQPSUBODFPG
needs-based investment. Explain the importance of a having an insurance
plan and the consequences of not having one.
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Suggested activity
Suppose that you have an appointment with a client for whom you have to analyse their different needs and prepare
a ﬁnancial plan. Prepare a list of open-ended questions and closed-ended questions that you will ask to gather the
necessary information.

Question 8.3
Explain the difference between real and perceived needs in brief.

F

Gathering client information including family
information

As part of the planning process, the insurance agent needs to gather personal (including family) data,
professional data and information related to the client’s ﬁnances using a form called a fact-ﬁnd.

• The personal details section includes the client’s name, age, address, contact details and marital status.
• The family details section will include the number of members in the family and their details such as their
name, age and occupation.
• The agent may also record the address of the client’s family physician and the addresses of some close
friends of the client etc.
• The agent will then note the professional details of the client such as whether they are employed, selfemployed or run a business. Based on the client’s profession the agent will ask more details about it.
• The agent will then ask about the client’s cash ﬂows and their existing investments.
Note: more details on all the sections of the fact-ﬁnd will be discussed in the next chapter when we look at
the ﬁnancial planning process.

G Understanding priorities – a summary
As we have already discussed, an insurance agent should help his clients to understand their real ﬁnancial
and protection needs. These needs can be prioritised based on several factors:
t %JGGFSFOUOFFETBSFQSJPSJUJTFEEFQFOEJOHVQPOUIFEJGGFSFOUTUBHFTPGUIFMJGFDZDMF'PSBO
unmarried young individual, life insurance cover will gain priority over a pension plan.

Existing insurance
policies

t *GUIFDMJFOUBMSFBEZIBTBEFRVBUFUFSNJOTVSBODFDPWFSUIFOUIFQSJPSJUZTIJGUTUPPUIFSOFFET

Amount of surplus
funds available

t 5IFBNPVOUPGTVSQMVTGVOETBWBJMBCMFXJMMBMTPBGGFDUUIFQSJPSJUZSBUJOHHJWFOUPEJGGFSFOU
needs. A client with substantial funds available for investment might purchase different
products based on their diverse needs. However if the surplus funds are limited, then they
should choose ﬁnancial products which can provide cover for their basic needs.

Example
If a young married couple with a small child already has adequate life insurance cover, their priority will shift towards a
child insurance plan and a savings or retirement plan.

H Conﬁrming assumptions and agreeing objectives
A needs analysis should be done by an insurance agent after agreeing the client’s objectives. During
the needs analysis any assumptions made should be conﬁrmed with the client. The agent’s professional
expertise will be important at this stage when evaluating the information gathered from the client.
For the needs analysis, an agent must evaluate all ﬁnancial investments and commitments already made and
the future commitments that will be required in order to ﬁll the remaining gaps.
Similarly the client’s objectives need to be analysed. This is done in order to estimate the amount that will be
required to achieve these objectives. The insurance agent needs to determine if sufﬁcient funds can be put
aside to meet these objectives.
If there is a gap between the amount needed for the future and the amount now available, additional cover
should be suggested to the clients to protect against it.

Chapter 8
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Be aware – the importance of reviewing ﬁnancial plans
In spite of all the ﬁnancial planning techniques available, the exact amount of funds needed in the future cannot be
precisely determined. This amount is subject to various assumptions. Insurance agents will derive only an estimated
amount and not the exact amount. Hence the ﬁnancial plan needs to be reviewed once every 12 months or so to see if
there are any changes in the client’s needs and whether the investments are doing as expected. This is also a good way
for the insurance agent to keep in regular contact with the client to show that he is concerned about the client’s ongoing
ﬁnancial welfare.
Apart from the amount, the other aspect that the insurance agent needs to be concerned with is the duration
of the policy. The exact duration for which a life insurance policy is needed cannot be pre-determined. Once
again this ﬁgure is determined based on certain assumptions.

Example
Rahul Sharma is a 32-year-old civil lawyer. His wife Rekha is a housewife. He has two children aged 1 and 3 years
respectively. Rahul wants to invest in a suitable insurance plan to provide for his children’s education and marriage in
case he dies prematurely.
His major concern is – what should be the duration of the policy? Rahul wants to use the funds for his children’s
education and marriage. But he does not know exactly when his children will get married and will require the funds.
If he takes a policy for 10 years, then he would receive the funds before his children are ready to pursue their higher
education. If he takes a policy for 20 years, then he would receive funds after his children have completed (or almost
completed) their higher studies (children aged between 21 and 23 years) and would be a little early for their marriage.
Therefore Rahul will have to be very prudent in deciding the duration for which he wants to keep the funds invested.

Consider this…
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What are the different factors which an insurance agent and client should use to determine the duration of investments?
What would happen if a client is unable to withdraw their investments at the time of need, as funds invested may be
locked-in for a speciﬁc period?
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Key points
The main ideas covered by this chapter can be summarised as follows:
Who is your client?
t "OZJOEJWJEVBMUIBUBOJOTVSBODFBHFOUNFFUTXIPIBTBOZmOBODJBMOFFEJTBQPUFOUJBMDMJFOU
The typical life stages of a client
t 5IFMJGFTUBHFTPGBDMJFOUDBOCFEJWJEFEJOUPUIFGPMMPXJOHDIJMEIPPE ZPVOHVONBSSJFE ZPVOHNBSSJFE ZPVOH
married with children, married with older children, pre-retirement and retirement.
Factors that affect the life stages
t 5IFQSFTFODFPGTFWFSBMGBDUPSTJOnVFODFTUIFMJGFTUBHFTPGBOJOEJWJEVBM
t "TTFUTDBOCFBDRVJSFECZBOJOEJWJEVBMUISPVHITBWJOH JOIFSJUBODFPSCVTJOFTT*GBOJOEJWJEVBMTBTTFUTBSFNPSF
than their liabilities, then they will have surplus money available for investment.
Client needs: real and perceived
t 3FBMOFFETBSFUIFBDUVBMOFFETPGBOJOEJWJEVBMXIJDITIPVMEHBJOQSJPSJUZPWFSPUIFST
t 1FSDFJWFEOFFETBSFUIPTFJNBHJOFEUPCFJNQPSUBOUCZBDMJFOU
Typical client needs by life stages
t *OBUZQJDBMMJGFDZDMFBMMDMJFOUTIBWFUXPQSJNBSZOFFEToQSPUFDUJPOBOEJOWFTUNFOU)PXFWFS OFFETDBOCFBEEFEPS
deleted over time.
Communication, questioning and listening skills
t &GGFDUJWFDPNNVOJDBUJPOTLJMMTBSFSFRVJSFEBUUIFCFHJOOJOHPGUIFNFFUJOHBOEPSBUUIFQPJOUXIFOUIFDMJFOUTUBSUT
to lose interest in the process.
t "OJOTVSBODFBHFOUOFFETUPBTLEJGGFSFOURVFTUJPOTJOPSEFSUPVOEFSTUBOEUIFJSmOBODJBMQMBOOJOHOFFET'PSUIJTBO
insurance agent needs to have good questioning techniques.
t 0QFOFOEFERVFTUJPOTFODPVSBHFUIFDMJFOUUPUBMLGSFFMZBOEIJHIMJHIUJTTVFTPGJNQPSUBODFGPSUIFN$MPTFEFOEFE
questions are structured in a manner where the client only has to provide short speciﬁc answers.
t %FWFMPQJOHHPPEMJTUFOJOHTLJMMTJTJNQPSUBOUGPSBOJOTVSBODFBHFOUTPUIBUUIFZBSFBCMFUPJOUFSQSFUUIFBOTXFSTPG
the client correctly.
Understanding priorities
t )BWJOHHBUIFSFEDMJFOUJOGPSNBUJPOWJBUIFGBDUmOE EJGGFSFOUOFFETTIPVMECFQSJPSJUJTFEEFQFOEJOHVQPOUIFEJGGFSFOU
stages of the client’s lifecycle.
t *GUIFDMJFOUBMSFBEZIBTBEFRVBUFJOTVSBODFDPWFS UIFOUIFJSQSJPSJUZNPWFTUPPUIFSOFFET

Conﬁrming assumptions and agreeing objectives
t /FFETBOBMZTJTTIPVMECFEPOFCZBOJOTVSBODFBHFOUBGUFSBHSFFJOHPCKFDUJWFTXJUIUIFDMJFOU%VSJOHOFFETBOBMZTJT
the assumptions made should be conﬁrmed with the client.
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Question answers
8.1 Young married with children

t 1SPUFDUJPOOFFEToJODPNFQSPUFDUJPOBHBJOTUJMMOFTTPSBDDJEFOU


t -JGFDPWFSGPSCPUITQPVTFTUPDPNQFOTBUFUIFJODPNFGPSPUIFSJODBTFPGUIFJSEFBUI



t 5PQSPWJEFGPSUIFDIJMESFOTGVUVSFoFEVDBUJPO NBSSJBHFFUD



t *OWFTUNFOUGPSSFUJSFNFOU



Married with older children
t 1SPUFDUJPOOFFETomOBODJBMQSPUFDUJPOPGUIFGBNJMZ



t 5PDPOUJOVFQSPWJEJOHGPSDIJMESFOTGVUVSFoFEVDBUJPO NBSSJBHFFUD



t *OWFTUNFOUGPSSFUJSFNFOU

8.2 Health issues
Health risks increase as an individual gets older. Hence their chances of obtaining health and life protection will be
reduced. There can be instances where an individual may suffer from continued bad health, irrespective of their
age. In such cases, if life insurance companies do accept the risk, they might modify the conditions of acceptance
and/or charge a higher premium as well.
Income and expenditure of an individual
Every individual’s income and expenditure pattern is different based on their lifestyle and habits. Expenditure
includes all outgoings, i.e. the amount spent on food, clothing, housing and leisure activities. It also includes the
liabilities of an individual such as repayment of a home loan, car loan etc. For ﬁnancial planning it is essential that
an individual should have some surplus income after meeting all of their expenses.
If expenditure exceeds income then this will result in debt and no investment capacity.
Assets and liabilities of an individual
Assets are what an individual owns and liabilities are what they owe. Assets can be acquired by an individual
through saving, inheritance or business. If an individual’s assets are more than their liabilities, they will have
surplus money available for investment. If liabilities exceed assets, then the individual needs to ensure that all due
payments are met on time.
Assets which are no longer suitable or are earning fewer returns than expected can be cashed-in for investments
into other assets. Similarly if an individual is in debt for a prolonged time owing to their liabilities, then they need to
have sufﬁcient life insurance cover for themselves and sufﬁcient insurance cover against these liabilities, so that
their debts can be repaid in event of premature death.
8.3 There are differences between real needs and perceived needs. Real needs are the actual needs of an individual
which should gain priority over others. Whereas perceived needs are those imagined or thought to be important by
the client.
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Real needs are determined by the use of ﬁnancial planning techniques and analysis. Perceived needs can be
understood by analysing an individual’s thoughts and desires.
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Self-test questions
1.

Explain the difference between open-ended and closed-ended questions.

2.

Explain how divorce or separation can affect the life stage of an individual.

3.

List the different life stages of a typical lifecycle.

You will ﬁnd the answers on the next page

Chapter 8
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Self-test questions answers
1.

0QFOFOEFERVFTUJPOTFODPVSBHFUIFDMJFOUUPUBMLGSFFMZBOEIJHIMJHIUJTTVFTUIBUIPMEJNQPSUBODFGPSUIFN
Closed-ended questions are structured in a manner where the client has to provide short speciﬁc answers.

2.

Marital breakups can adversely affect the ﬁnancial planning for individuals. In the case of divorce or separation,
ﬁnancial objectives of the individuals change and also their investment capacity decreases (especially if both of
the spouses are working). As a result, existing investments need to be reviewed accordingly.
In the case of divorce and separation, ﬁnancial planning for women who are housewives becomes extremely
important as a woman may not have any ﬁnancial arrangements other than those of her husband. Protection
needs and retirement needs assume even greater importance.
In the case of a widowed woman, she would become the custodian of her husband’s ﬁnancial assets. Her main
concern would be to manage these assets and preserve their investment value.

3.

The life stages of a client can be divided into following stages:
1. Childhood
:PVOHVONBSSJFE
:PVOHNBSSJFE
:PVOHNBSSJFEXJUIDIJMESFO
5. Married with older children
6. Pre-retirement
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7. Retirement
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The fact-ﬁnd and
ﬁnancial planning
Contents

Syllabus learning
outcomes
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Introduction
Key terms
A What is a fact-ﬁnd?

9.1

B Using a fact-ﬁnd

9.2, 9.3, 9.4

C Assessment and analysis

9.4

D Applying product features and beneﬁts to a client situation

9.5

E Making recommendations

9.5

Key points
Question answers
Self-test questions

Learning objectives
After studying this chapter, you should be able to:
• describe the fact-ﬁnding process;
• outline the objectives of fact-ﬁnding;
• use a fact-ﬁnd;
• discuss the various sections of a fact-ﬁnd;
• explain how to do the assessment and analysis of data collected during a fact-ﬁnd;
• explain how to shortlist products for a client;
• describe how to make recommendations to a client;
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• explain the use of beneﬁt illustration documents at the time of making recommendations.
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Introduction
An important part of the ﬁnancial planning process is fact-ﬁnding. In this chapter you will learn how, as an
agent, the fact-ﬁnding process will help you to identify the stage your clients have reached in achieving their
ﬁnancial goals in life. You will also learn how to:
• quantify the amount needed for the client’s various goals;
• establish the provision (if any) already made to achieve those goals;
• determine the amount which still has to be provided;
• provide assistance to help the client to bridge the gap; and
• bring the client back on track in the ﬁnancial planning process.
After looking at the fact-ﬁnding process itself we will discuss how to analyse the information collected and
choose products which most satisfy your client’s needs. We will also look at presenting the recommended
products to your client and completing the ﬁnal formalities of form-ﬁlling and collecting the required
documents.

Key terms
This chapter features explanations of the following ideas:
Fact-ﬁnding

Cash ﬂows

Structured interview

Personal details

Family details

Employment details

Financial details

Assets

Liabilities

Assessment

Analysis

Making recommendations

Needs

Priorities

Beneﬁt illustration

Guaranteed beneﬁts

Non-guaranteed beneﬁts

Know your customer (KYC)

A

What is a fact-ﬁnd?

Fact-ﬁnding is a process that enables the insurance adviser to:
• identify a client’s ﬁnancial planning needs;
• quantify them; and
• prioritise them based on the resources available for investment.
Completing a fact-ﬁnd is the ﬁrst step in the ﬁnancial planning process. As we saw in chapter 8, a fact-ﬁnd
shows the current ﬁnancial position of the person, where they stand today and also any anticipated changes
in the future.
Good fact-ﬁnding is the key to successful ﬁnancial planning. Without good fact-ﬁnding, you will have
no means of knowing whether or not the products you recommend are suitable for your client’s needs.
Fact-ﬁnding consists of obtaining the answers to a series of questions about your client’s proﬁle, status,
ﬁnances and ambitions for the future. Many questions require detailed factual answers; others seek
statements of principle, such as a client’s personal attitudes, feelings and concerns.
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Traditionally, fact-ﬁnding has been carried out during interviews set up for this purpose and most agents
wishing to provide a professional, personalised service still rely on this approach.
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A1 Objectives of fact-ﬁnding
These are as follows:
Identify needs

The prime objective of fact-ﬁnding is to identify what needs, if any, the client has in the areas
of protection, savings, health insurance etc. Good fact-ﬁnding must assemble the information
to enable the adviser to quantify the total amount of each need, the provision that already
exists to meet the need and, therefore, the amount which still has to be provided.
Example
Ram wants to accumulate money for his son’s education. Through the fact-ﬁnding process
the insurance agent, Ravi, can help him to identify this need, the date at which the amount will
be required, quantify the amount required, and based on an assumed rate of return, calculate
how much the monthly investment amount required to achieve the goal will be.
If Ram is already investing a certain amount on a monthly basis, then the agent, Ravi, can help
him assess whether he is investing the appropriate amount and in the right ﬁnancial products.
The agent can help him to identify the shortfall amount (if any) and how to provide for it.

Gathering client data

Such precise identiﬁcation of needs requires knowledge of the personal details of each client,
their dependants, ﬁnances and employment status. This process requires details of existing
health and life insurances and any existing pension provision. It also requires an understanding
of the client’s personal aims, desires and objectives for the future. Good fact-ﬁnding will reveal
not only practical needs, but also those caused by emotional considerations.
Example
If Ravi has to help Ram achieve his goal of accumulating the desired amount for his son’s
education he will need to know more details from Ram such as the number of earning
members in the family, number of dependants, number of children Ram has(including their
current ages), his current salary and his savings.

Analysing client cash
ﬂows

Another important fact-ﬁnding objective is to identify the client’s available contribution to
invest in ﬁnancial planning products. This information is derived from a detailed analysis of
the client’s income from all sources and of the outgoings on which it is spent. It also requires
a detailed review of the client’s existing capital resources and the liabilities that must be
offset against them. In both cases, a positive balance indicates the likely amount available for
ﬁnancial planning purposes. Where no surplus exists, little can be done unless the client is
able to reschedule debts or reduce outgoings on other expenditure.
Example
Through the fact-ﬁnding process Ravi will analyse Ram’s cash ﬂows. He will consider all
his cash inﬂows and cash outﬂows, his current assets and liabilities and arrive at the cash
surplus/deﬁcit. From the surplus available the agent can prepare a plan for Ram to invest for
his son’s education.

Provide for
anticipated changes

Fact-ﬁnding also seeks to uncover any anticipated changes to the client’s circumstances
which will affect their current ﬁnancial position. For example, is the client expecting a pay rise
or an inheritance in the near future; or are they expecting to start a family, to buy a bigger
house or to become unemployed?
Each expected change in ﬁnancial circumstances will have an effect on the contribution the
client can continue paying in the future. This helps to deﬁne the amount to which clients can
afford to commit themselves now.

t XIFUIFSIFQMBOTUPGVSUIFSFYUFOEIJTGBNJMZ
t JGIFQMBOTUPDIBOHFIJTKPCJOUIFOFBSGVUVSF
t XIFUIFSIFJTFYQFDUJOHBTBMBSZJODSFBTFJOIJTDVSSFOUKPCBOE
t JGIFJTQMBOOJOHUPCVZOFXBTTFUTMJLFBIPNF DBSFUD
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Using a fact-ﬁnd

The most common form of fact-ﬁnding record is a structured questionnaire. It is possible for these
questionnaires to be completed without a formal interview with the client (for example by telephone interview
or by corresponding with the client by post). However, we will consider their use in the interview situation.

B1 Structured interview
Typically, the interview structure moves through the following stages:

Figure 9.1
Making the client feel comfortable and relaxed

Explanation of the fact-finding process
and its purpose

The information gathering session

A discussion of priorities and the client’s
personal concerns

An agreement, in principle, of the main problems
to be addressed by the adviser’s report
The fact-ﬁnding interview may take place at the agent’s ofﬁce or at the client’s home. After the interview
the agent may be required to prepare recommendations within a budget ﬁxed by the client or, alternatively,
there may be no cost constraints on recommendations.
After the interview, the agent will carry out a more comprehensive analysis of the information and, if
necessary, seek any specialist guidance required. In this way the agent establishes the client’s quantiﬁed
needs, identiﬁes the appropriate product(s) to meet each need and assesses the costs involved. The agent
uses this information to ﬁnalise recommendations to be put to the client at a subsequent meeting.

Question 9.1
What are the objectives of carrying out a fact-ﬁnd?

B2 Fact-ﬁnding forms
A fact-ﬁnding form is divided into separate sections covering the client’s details. These sections include:
• personal details;
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• family details;
• employment details;
• ﬁnancial details;
• existing insurance and investments;
• monthly income and expenditure analysis;
• ﬁnancial planning objectives and considerations; and
• future changes.

Be aware
Where joint ﬁnancial plans are required for, say, husband and wife or two business partners, the same information will
be required for each person.
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Each section contains a series of questions. However, there are naturally some differences in the way in
which they are used. Some companies also use computerised fact-ﬁnding forms where the agent inputs all
the data into the system at the time of the interview or after the interview. The computer system then prints
out the completed fact-ﬁnd questionnaire, including information such as the client’s priorities, risk proﬁle,
quantiﬁed needs, suitable products and cost-beneﬁt analyses to clients on the screen.
In the following sections we will use the example of an insurance agent, Amit, who is advising his client, Kishore.

B2A Personal details
In this section Amit will record Kishore’s personal details – his full name, address, telephone number and
occupation etc. These details are required for the agent’s own business records. Marital status will also be
important as an indicator of family responsibilities and will point towards later questions on dependants.
The client’s date of birth, place of birth and state of health, including smoking habits and/or drinking habits,
will indicate eligibility for insurance policies and the premium rates to be paid.

B2B Family details
In this section Amit will record Kishore’s family details.
The agent will normally ask for the names, ages, state of health and occupation of the client’s:
t TQPVTF
t DIJMESFO
t QBSFOUTBOE
t PUIFSEFQFOEBOUT
This information prompts questions on the extent to which clients need to provide protection against their
own disability or death for their dependants’ beneﬁt. Also the information on dependants (such as elderly
parents) will help the agent to advise on their health insurance needs. The cost of hospitalisation of elderly
parents due to any illness will fall on Kishore in the absence of health insurance cover for his parents.

B2C Employment details
In the employment details section Amit will ﬁll in details of Kishore’s job and employer. If the client works
for a business or a self-employed professional, the agent will record details accordingly. The client’s job
proﬁle and workplace play an important role in deciding the insurance premium for a life insurance policy.
An insurance company considers a person working in an IT company as low risk and a person working in an
explosives factory as high risk.
The agent will record all the details of a client’s earnings: basic salary, commission, performance bonus and
any other additional beneﬁts or any other sources of income. The agent will take into account this income
and factor in annual growth in income during the remaining working years, and accordingly arrive at the
income that needs to be protected against disability and death.
In the case of self-employed people, earnings from employment will be replaced by the client’s proﬁts and
the amounts drawn from the business for family expenditure.

Be aware

Be aware
An employee provident fund (EPF) is a fund into which the employee and the employer (on behalf of the employee)
contribute regularly a certain portion of the employee’s salary. The fund is managed by the Employees’ Provident Fund
Organisation (EPFO), a trust or is administered by the employer itself.
The EPFO invests the money collected in the fund on behalf of the members. The EPFO declares an annual return
(annual interest rate payable) on the fund. The fund is governed by the rules and regulations of the Employees’
Provident Funds and Miscellaneous Provisions (EPF & MP) Act 1952. The money together with the interest
accumulated is paid to the employees when they leave the job or retire, or to the nominee on the employee’s death.
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The agent will take into consideration the employee beneﬁts that the client is entitled to: provident fund, leave
encashment, gratuity, superannuation, pension, life and health insurance provided by the employer and the amount of
cover provided etc.
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The retirement beneﬁts that Kishore is entitled to, such as the provident fund, leave encashment and gratuity
will form a part of his retirement fund and after deducting this amount, the resulting gap is the amount for
which Kishore now needs to start investing.

B2D Financial details
In this section Amit will record the details of Kishore’s assets and liabilities. The assets section provides
spaces to show the current value of each asset the client owns and the gross income, if any, it provides.
Income from these assets must be added to income from employment to identify the client’s total income
and tax position.

Assets and liabilities
Assets

Liabilities

Main residence

Home loan

Other real estate like residential property, commercial
property, plots of land

Credit card payments outstanding, bank overdrafts and
personal loans

Investments in equity shares and mutual funds

Vehicle loan, educational loan, business loan

Investments, ﬁxed income securities like bank ﬁxed
deposits, government securities, public provident fund,
post ofﬁce deposits and other debt instruments

Any other borrowings

Investments in gold, silver and other precious metals
Any other assets
Where the client has signiﬁcant assets, this may point to a need for investment advice.
Where the client has limited assets, it is necessary to check that they match the client’s needs and the extent
to which they might be available to fund more advantageous ﬁnancial plans. Where the assets have been
bought personally by the client, the type of investments may well indicate the client’s attitude to risk.
With this information, the agent can see what further savings are necessary to achieve the ﬁnancial goals of
clients and their families.
The liabilities section lists the amounts of all the client’s debts. For most clients the major liability will be a
home loan which goes on for 15–20 years in most cases. The other liabilities may include outstanding credit
card payments, personal loans and other loans (if any). For all loans, the client should be asked to show what
protection plans, if any, are in place to pay off the outstanding debt in the event of the client’s death, or to
keep up interest payments during long periods of disability or unemployment. Where such cover exists, there
is no need to deduct the liability from the assets when calculating amounts that are yet to be provided for.
Housing situation: The client’s current housing situation will be a major factor in determining their ﬁnancial
planning needs.
In this section Amit’s discussion with Kishore will include the following areas:
t *TIFDVSSFOUMZTUBZJOHJOSFOUFEBDDPNNPEBUJPO *GTPUIFOUIFNPOUIMZSFOUJTBNBKPSOFDFTTBSZFYQFOTF
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t %PFTIFPXOIJTPXOIPVTF *GTPUIJTXJMMDSFBUFQPUFOUJBMFYQFOTFToFHVUJMJUZCJMMT QSPQFSUZUBY 
repairs etc.
t %PFTIFIBWFBIPNFMPBO 5IJTJTBNBKPSOFDFTTBSZFYQFOTF*TJUQSPUFDUFEBHBJOTUEFBUIPSJMMOFTT
t %PFTIFBTQJSFUPCVZBMBSHFSIPVTFPSFYUFOEUIFDVSSFOUPOF 5IJTNBZJOWPMWFBMBSHFSIPNFMPBO

B2E Existing insurance and investments
In this section Amit will make a note of existing insurance plans and investments that Kishore has made.

Be aware
Existing policies and investments help to reduce the amount of ﬁnancial provision required to meet the client’s ﬁnancial
objectives.
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The agent will record the details of all the client’s personal insurances, including life and health insurance,
endowment policies, ULIPs and other forms of saving plans. For each insurance policy, this section requires
the name of the insurer, the policy type, the nature and amount of the beneﬁt, the premiums payable and
the frequency of the payment. It will also ask for details of who pays the premiums, whose life is insured
against disability or death and who are the beneﬁciaries under the policy. Any expiry or maturity date should
also be noted.

B2F Monthly income and expenditure analysis
The purpose of the insurance agent doing a regular income and expenditure analysis is to identify the funds
the client has available for contribution to ﬁnancial planning products. An additional purpose is to enable
clients to identify where they can best reduce existing expenditure, if this is necessary or desirable.
This section of the questionnaire will ask the client for total monthly income from all sources and, in the case
of two earning members of the family, their joint incomes. The client will then be asked to list the main items
of expenditure each month. Some of the likely expenses are:

Figure 9.2
Pension premiums

Travel costs by public
transport and/or by
private car

Taxes

Spending on
entertainment, leisure
and holidays

Loan repayments

Utilities, such as
water, gas, electricity
or telephone

Some of the
expenses the list
may include are:

Any other forms of
expenditure

Food

Children's education

Monthly rent

B2G Financial planning objectives and considerations
In this section Amit will record Kishore’s ambitions and concerns, both personal and for his family. The
ﬁnancial planning objectives section is one of the most important parts of all fact-ﬁnding questionnaires. The
agent will record the client’s speciﬁc longer-term plans, either personal and/or family.

• life and health cover;
• disability insurance;
• spread of investments;
• level of regular saving; and
• retirement age and projected retirement fund.
A ﬁnal question will ask which, if any, of the answers causes the client concern.
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The existing provision questions will ask how the client feels about the adequacy of their existing:

9/8

IC-33/2011

Life insurance

The other section asks what plans and ambitions the client has for their:
• family;
• children’s education and marriage;
• changing homes in the future;
• career, occupation or business;
• investments and loan ﬁnance;
• retirement; and
• estate on death.
A supplementary question asking for any other aspirations will provide information on any unusual ambitions
outside the standard range.
The objectives and considerations section will also provide space to list the client’s ﬁnancial planning
priorities. Usually, priorities are indicated by a numerical ranking with one as the top priority. In practice,
most people can only assess three or four priorities at a time. An attempt to prioritise a long list of needs is
more likely to confuse than help them.

Be aware
One consideration that helps to determine the right choice of ﬁnancial products to meet the client’s needs is the client’s
ability to accept risk and withstand investment losses. Sometimes questionnaires provide space for the client’s risk
proﬁle to be supplied in the client’s own words. Increasingly, however, questionnaires offer a forced choice across a
range of risk ratings. Typically, the risk rating range runs from zero to ﬁve, where zero represents an inability to take any
risk and ﬁve indicates a willingness to take high risks.
This section will also record whether or not the client has written a will, the main provisions of any existing
will, and any plans already made for tax-efﬁcient disposal of the client’s assets on death.
The objectives and considerations section of the questionnaire is not normally completed until the client and
agent have discussed the purpose of objective-setting, the factors affecting the prioritisation of needs, and
the relationship between investment risks and rewards. Only in this way can the client’s answers be based on
a clear distinction between real and perceived needs.

B2H Future changes
Whilst most of the information in a fact-ﬁnd will be based on the current situation, possible future changes
should not be ignored.
In this section Amit will ask Kishore about the possible future changes. These could include:
t JOIFSJUBODFT FHPOEFBUIPGBQBSFOU 
t CJSUIPGBDIJMEoMFBEJOHUPFEVDBUJPODPTUTBOENBSSJBHFDPTUT
t BOZQMBOTUPDPNQMFUFBQSPGFTTJPOBM GVMMRVBMJmDBUJPOXIJDINBZSFTVMUJOBOJODSFBTFJOJODPNF
t BQPTTJCMFDIBOHFPGDBSFFSBOEPS
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t BOZPUIFSBNCJUJPOT FHGPSFJHOUPVST BDDVNVMBUJOHBGVOEGPSDIBSJUZPSEPOBUJPOT XIJDINJHIUSFRVJSFTVCTUBOUJBM
expenditure.

C

Assessment and analysis

The precise questions asked and the amount of information required varies considerably from one fact-ﬁnd
questionnaire to another. Equally, not all questions on a questionnaire will be relevant to the circumstances
of every client.
In deciding which questions are relevant to any given client, the agent must keep the objectives of factﬁnding clearly in mind. The purpose of seeking the information is to enable the agent to recommend ﬁnancial
products that meet the client’s needs, objectives and personal proﬁle.
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For this purpose, Amit needs to be clear about the main categories of ﬁnancial detail to be collected and summarised
from his client Kishore. These will include:
t BTTFUTBOEMJBCJMJUJFT
t JODPNF FYQFOEJUVSFBOETBWJOHT
t MJGFBOEIFBMUIJOTVSBODF JODMVEJOHEJTBCJMJUZ 
t SFUJSFNFOUQSPWJTJPOBOE
t XJMMTBOEJOIFSJUBODFQMBOT
This information determines how much existing provision there is to meet each major need and what
resources are available to make up for any resulting gaps.

C1 Assessment
The key tasks of the agent include:
• identifying the amount to be provided for the needs of each client in each need area;
• identifying the client’s affordable contribution;
• allocating this contribution to produce the best ﬁnancial planning package currently available; and
• evaluating and reviewing the performance of the ﬁnancial plan on a regular basis with the client.
The precise allocation of the available contribution among the different products will depend on the client’s
personal priorities.

C2 Analysis
To be of value the information on fact-ﬁnding questionnaires must be properly recorded. The diagnosis
and quantiﬁcation of needs requires the application of the agent’s professional knowledge to the facts and
opinions recorded on the questionnaire. At its simplest, needs analysis involves identifying whether or not
the client has made sufﬁcient ﬁnancial provision to meet both predictable and unpredictable needs.

Example
After the fact-ﬁnd has been completed, some of Kishore’s predictable and unpredictable needs for which analysis is
required by Amit include:
t %PFT,JTIPSFIBWFTVGmDJFOUXFBMUIPSJOTVSBODFDPWFSUPQSPWJEFBEFRVBUFJODPNFGPSEFQFOEBOUTJGIFEJFTZPVOH 
t *TQSPWJTJPOOFFEFEGPSBTVSWJWJOHTQPVTF 
t %PFT,JTIPSFIBWFTVGmDJFOUXFBMUI JOTVSBODFDPWFSPSFNQMPZFSQSPWJTJPOUPNBJOUBJOUIFTBNFTUBOEBSEPGMJWJOHJO
the event of long periods of incapacity through illness, injury or even terminal illness?
t %PFT,JTIPSFIBWFBEFRVBUFSFTPVSDFTPOXIJDIUPMJWFBOEUPNBLFJOUFSFTUQBZNFOUTPOMPBOTJOUIFFWFOUPG
unemployment?
t )PXXJMMNFEJDBMUSFBUNFOUCFQBJEGPSJG,JTIPSF PSNFNCFSTPGIJTGBNJMZ OFFEFYQFOTJWFUSFBUNFOU JODMVEJOH
hospitalisation?
t )BT,JTIPSF PSIJTFNQMPZFS NBEFBEFRVBUFQSPWJTJPOGPSIJTSFUJSFNFOUJODPNF 
t 8IBUQFSTPOBMPCKFDUJWFTEPFT,JTIPSFIBWFGPSUIFGVUVSFQSPWJTJPOPGTDIPPMPSVOJWFSTJUZGFFTGPSDIJMESFO 
children’s wedding costs, a new house, a trip round the world, starting his own business and plans for his
retirement?
t *GTP IPXNVDIXJMMUIFBDIJFWFNFOUPGUIFTFQFSTPOBMBNCJUJPOTDPTUBOEXIFOJTUIFNPOFZSFRVJSFE 

Many of the answers are on the fact-ﬁnd form itself. For example, Kishore’s current expenditure is a guide to
the income needed on death, in ill-health and at retirement. A study of the existing insurance policies, assets
and savings plans will show how much, or how little, provision has already been made. However, the fact-ﬁnd
form cannot tell us everything. Its content needs to be supplemented by knowledge of prices of the items the
client wishes to provide or buy in the future, such as educational costs, house prices or travel costs.
Sometimes the duration of the period for which any life insurance will be required may be difﬁcult to
ascertain. The fact-ﬁnd will show the ages of the children but not necessarily the period of their dependency.
Typically, the policy needs to be in force until the youngest child is likely to complete their education.
This age varies from one family to another. The ‘objectives and considerations’ section of the fact-ﬁnd will
indicate the client’s aspirations for their children. It will also indicate whether or not continuing protection is
needed for the surviving spouse after the children have grown up.
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Question 9.2
List the various sections of a fact-ﬁnd form.

D Applying product features and beneﬁts to a client
situation
An additional objective of fact-ﬁnding is to identify products the client will need in the future and plan review
dates to see when these can be funded. Without a full fact-ﬁnd there is no way of knowing precisely what
any individual’s needs are. Even an individual who approaches an agent to buy a speciﬁc product should be
offered a full fact-ﬁnd to see if it is the type of product most suited to their speciﬁc needs. This is because
perceived needs can be very different from real needs.

D1 Product shortlisting process
The process of analysing information and drafting recommendations for the client should be methodical
and include a series of checks. After reviewing the client’s fact-ﬁnd questionnaire, the following stages are
necessary:

Figure 9.3
1. Set out each identified need
in priority order

2. Research information
necessary to prepare a
unified financial
recommendation

3. Carry out calculation(s) of
amount(s) yet to be
provided for

6. Draft a report and
presentation

5. Prepare quotations,
illustrations and cost benefit
analysis

4. Identify suitable products
and eliminate all but the
most suitable

Professional conduct and expertise are required at each of these stages. Even the needs analysis has to
identify the client’s genuine and realistic needs from those that are only unattainable dreams. Each genuine
need must have a sufﬁcient value attached to it. If the value is overstated, the client will be paying for
beneﬁts that are not needed; if the value is understated, the beneﬁt emerging will be insufﬁcient to meet the
need when it arises.
Agents may well have to amass and evaluate considerable volumes of information to ﬁnd the most suitable
solution for each separate need.

Figure 9.4
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The agent’s task
will be twofold:

1. To identify suitable products, their
main features and their tax treatment

2. To check on other external sources
available to meet the identified
needs, including employer provision
and benefits from the client’s
existing investments and insurances

Much of this information is readily available. Indeed, the agent may already have the necessary brochures,
charts and tables at hand to supplement the information on the fact-ﬁnd.
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D2 Product shortlisting for each need
One good method of selecting products for the client is to:

Figure 9.5
List each of the client’s needs.

For each need the agent identifies and records
products that will fulfil the need.

Some of these products will be more expensive
than others; some may provide additional
benefits that the client does not need; some may
provide insurance for longer than the client needs
cover; and others may have a risk profile that
does not match the client’s risk rating.

The agent considers all these factors and
eliminates the products one by one until there is
only one left – the product that is most suitable
for the client in one need area.
This process is repeated for each need area.
In preparing recommendations, agents will need to study quotations and product illustrations for the
beneﬁts their clients require. Where price is an important consideration, they have to locate the lowest
cost product that will satisfy a given need. Only after studying the prices and beneﬁts available is the agent
in a position to select products and allocate the client’s available resources in a balanced way across the
product(s) recommended for each need area. The process is not easy; it requires great attention to detail and
great professional care.
One of the agent’s most difﬁcult problems is what to recommend about the client’s existing investments and
insurances. The agent’s ﬁnal recommendation must certainly take existing provision into account, whether or
not the client has been well-advised.

E

Making recommendations

When all information has been assembled, discussed and analysed, the agent can fulﬁll the ultimate
objective of fact-ﬁnding: to recommend the products or portfolio of products that best meets the client’s
needs for the contribution they can afford to pay now and sustain in the future.
As with fact-ﬁnding, good practice in making product recommendations requires a combination of efﬁcient
procedures and high ethical standards. What are the best solutions to the ﬁnancial planning problems
identiﬁed? Which alternative solutions are most cost-effective and tax efﬁcient?

Presenting recommendations to the client

Only when all the diagnostic work has been completed in a professional manner is the agent in a position
to prepare a report for presentation to the client. Good practice principles apply both to the content of the
presentation and to the skill with which it is delivered.

Be aware
Presentation skills are critical in securing acceptance of recommendations. Presentations need to be a two-way
communication in which the client is fully involved by the agent.
Recommendations to clients are usually presented to the client orally at a meeting arranged especially for
this purpose. During the meeting, the agent explains the proposals, shows the client the beneﬁts and costs
involved and, if the client accepts the proposals or revised proposals, helps the client to complete product
application forms. For the agent to do this clearly and professionally, the presentation interview needs a
structure.
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Recommendations: presentation structure

Once the client and agent have exchanged greetings, the normal structure of a presentation meeting should
be as follows:
• check the client’s commitment to the needs;
• outline the concept behind the detailed recommendations;
• outline the proposals in each need area;
• seek client authority to proceed; and
• complete the product documentation.
Checking the client’s commitment to the needs is a simple but important procedure. It consists of reminding
the client of the needs and priorities agreed, in principle, during fact-ﬁnding. The agent runs through each
major need, in order, and asks the client to conﬁrm that they are still areas of concern. Care needs to be
taken to conﬁne each need to a simple statement. Over-elaborate reminders will merely confuse the client,
imply that changes may be necessary, or lead to another fact-ﬁnding session.
If, for any reason, the client’s situation or concerns have changed, the agent may have to prepare a new
set of proposals. Where, as usually happens, the agent has correctly interpreted the client’s concerns and
wishes, the agent can proceed with the planned presentation. Before explaining the recommendations in
detail, the agent should explain the concept behind the proposals. This concept should be very closely
linked to the client’s needs and expressed concerns. Each item should be linked so that the client will
subsequently appreciate how each detailed proposal ﬁts into a single, coherent, overall plan.

Example
The concept for a family income provider with extensive protection needs and no existing insurance policies might be to
ensure they keep a roof over their family’s head in the event of their death or ill-health.
Or, for clients with large sums of money to invest, the concept might be to provide them with tax efﬁcient income and
capital growth through a balanced portfolio of guaranteed and risk investments.
It is important to conﬁrm that the client agrees that the concept is the right approach before going into
detail. At each stage of the presentation, the agent should show clearly how the detail ﬁts in with the overall
concept of the proposals. In outlining the recommendation for each need, the agent has a duty to see that
the client understands the key features of the product recommended, why it is recommended and what
limitations the product may have for the client.

Be aware
It is a failure of professionalism if the client is not aware of any restrictions or risks that may limit their right to beneﬁts in
the future or may involve them in an investment loss.

E3

Beneﬁt illustration documents
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In some circumstances there will be too much detail for it all to be covered in the main presentation.
However, professional conduct requires that clients should understand the key features of each product
recommended before a sale is completed. Many agents use beneﬁt illustration documents (subject to IRDA
guidelines) to show the client the nature of the product, its beneﬁts and under what circumstances the
beneﬁt will be paid.
The beneﬁt illustration also distinguishes between guaranteed beneﬁts and non-guaranteed beneﬁts. For
non-guaranteed beneﬁts, the beneﬁt illustration shows the annual growth rate assumed (growth at the rate
of 6% and 10% as per guidelines issued by the Life Insurance Council) for each projection and provides
illustrations of investment values over different periods of time.
It is also usual to show the charges levied by the insurance company and the extent to which these
reduce the investment return to the client during the period of the investment. It enables clients to make
comparisons between one product and another.

E4

Know your customer

At the end of the presentation, the agent will sum up the proposals and seek the client’s authority to proceed
and complete the form ﬁlling and know your customer (KYC) formalities.
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Know your customer (KYC)
Along with the completed form, the client needs to submit the premium cheque in the name of the insurance
company and their identiﬁcation documents as per the Know Your Customer (KYC) procedure. These include:
1. photographs;
2. proof of identity – some common documents accepted are a driving licence, passport, voter ID card, ID
card for defence personnel, PAN card, any identiﬁcation card issued by a government body etc; and
3. proof of address – some common documents accepted as proof of address are a driving licence, passport,
electricity bill, telephone bill, premium receipt of any insurance company, ration card, bank passbook etc.
The list of documents accepted as proof of identify and address may vary among insurance companies.
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Key points
The main ideas covered by this chapter can be summarised as follows:
What we need to know and why
t "GBDUmOETIPXTUIFDVSSFOUmOBODJBMQPTJUJPOPGUIFQFSTPO XIFSFUIFZTUBOEUPEBZBOEUIFJSBOUJDJQBUFEGVUVSF
changes.
t "GBDUmOEJEFOUJmFTBDMJFOUTmOBODJBMQMBOOJOHOFFETBOEQPJOUTUPXBSETUIPTFOFFETUIBUBSFUIFUPQQSJPSJUZGPSUIF
client.
t 0CKFDUJWFTPGGBDUmOEJOHJODMVEF
 o JEFOUJGZJOHOFFET
 o HBUIFSJOHDMJFOUEBUB
 o BOBMZTJOHDMJFOUDBTInPXTBOE
 o QSPWJEJOHGPSBOUJDJQBUFEDIBOHFT
Using a fact-ﬁnd
t "GBDUmOEJOHGPSNJTEJWJEFEJOUPTFQBSBUFTFDUJPOTDPWFSJOHUIFDMJFOUTEFUBJMT5IFTFTFDUJPOTJODMVEF
 o QFSTPOBMEFUBJMT
 o GBNJMZEFUBJMT
 o FNQMPZNFOUEFUBJMT
 o mOBODJBMEFUBJMT
 o FYJTUJOHJOTVSBODFBOEJOWFTUNFOUT
 o NPOUIMZJODPNFBOEFYQFOEJUVSFBOBMZTJT
 o mOBODJBMQMBOOJOHPCKFDUJWFTBOEDPOTJEFSBUJPOTBOE
 o GVUVSFDIBOHFT
Assessment and analysis
t /FFETBOBMZTJTJOWPMWFTJEFOUJGZJOHXIFUIFSPSOPUUIFDMJFOUIBTNBEFTVGmDJFOUmOBODJBMQSPWJTJPOUPNFFU
unpredictable and predictable needs.
t %VSJOHUIFBTTFTTNFOUPGBGBDUmOEUIFLFZUBTLTPGUIFBHFOUJODMVEF
 o JEFOUJGZJOHUIFBNPVOUUPCFQSPWJEFEGPSUIFOFFETPGFBDIDMJFOUJOFBDIOFFEBSFB
 o JEFOUJGZJOHUIFDMJFOUTBGGPSEBCMFDPOUSJCVUJPO
 o BMMPDBUJOHUIJTDPOUSJCVUJPOUPQSPEVDFUIFCFTUmOBODJBMQMBOOJOHQBDLBHFDVSSFOUMZBWBJMBCMFBOE
 o FWBMVBUJOHBOESFWJFXJOHUIFQFSGPSNBODFPGUIFmOBODJBMQMBOPOBSFHVMBSCBTJTXJUIUIFDMJFOU
Applying product features and beneﬁts to a client situation.
t "GUFSBOBMZTJOHUIFGBDUmOEJOGPSNBUJPOUIFBHFOUBQQMJFTQSPEVDUGFBUVSFTUPDMJFOUOFFETBOEBDDPSEJOHMZTIPSUMJTUT
products that most suit the client’s requirements.
Making recommendations
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t 8IFOBMMJOGPSNBUJPOIBTCFFOBTTFNCMFE EJTDVTTFEBOEBOBMZTFE UIFBHFOUDBOGVMmMMUIFVMUJNBUFPCKFDUJWFPGGBDU
ﬁnding: to recommend the products or portfolio of products that best meets the client’s needs for the contribution
they can afford to pay now and sustain in the future.
t 0OMZXIFOBMMUIFEJBHOPTUJDXPSLIBTCFFODPNQMFUFEJOBQSPGFTTJPOBMNBOOFSJTUIFBHFOUJOBQPTJUJPOUPQSFQBSFB
report for presentation to the client.
t 5IFQSPEVDUSFDPNNFOEBUJPOQSFTFOUBUJPOTIPVMEIBWFBQSPQFSTUSVDUVSF
t 0ODFUIFSFDPNNFOEBUJPOQSFTFOUBUJPOJTPWFS UIFBHFOUTIPVMETJUXJUIUIFDMJFOUBOEDMBSJGZJGUIFZIBWFBOZEPVCUT
If not the agent should proceed with completing form-ﬁlling formalities.
t 5IFBHFOUDBOVTFUIFCFOFmUJMMVTUSBUJPOEPDVNFOUUPTIPXUIFDMJFOUUIFQSPKFDUFEHSPXUI BUUIFSBUFPGBOE
 PGJOWFTUNFOUT
t "MPOHXJUIUIFEVMZmMMFEGPSNUIFDMJFOUOFFETUPJTTVFBDIFRVFJOUIFOBNFPGUIFJOTVSBODFDPNQBOZBOEUIF,:$
documents.

Chapter 9

The fact-ﬁnd and ﬁnancial planning

9/15

Question answers
9.1 The objectives of a fact-ﬁnd are:


t JEFOUJGZJOHOFFET



t HBUIFSJOHDMJFOUEBUB



t BOBMZTJOHDMJFOUDBTInPXTBOE



t QSPWJEJOHGPSBOUJDJQBUFEDIBOHFT

9.2 A fact-ﬁnd form is divided into separate sections covering the client’s details. These sections include:


t QFSTPOBMEFUBJMT



t GBNJMZEFUBJMT



t FNQMPZNFOUEFUBJMT



t mOBODJBMEFUBJMT



t FYJTUJOHQSPUFDUJPOBOETBWJOHTQMBOT



t NPOUIMZJODPNFBOEFYQFOEJUVSFBOBMZTJT



t mOBODJBMQMBOOJOHPCKFDUJWFTBOEDPOTJEFSBUJPOTBOE



t GVUVSFDIBOHFT

Self-test questions
1.

Explain the overall product shortlisting process.

2.

Explain brieﬂy the structure of a meeting to present and recommend products to a client.

3.

According to Life Insurance Council guidelines, in a beneﬁt illustration document what can be shown as the
annual assumed growth rate for investment values?

You will ﬁnd the answers on the next page

Chapter 9
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Self-test answers
1.

The process of analysing information and drafting recommendations to the client should be methodical
and include a series of checks. After reviewing the client’s fact-ﬁnd questionnaire, the following stages are
necessary:
t TFUPVUFBDIJEFOUJmFEOFFEJOQSJPSJUZPSEFS
t SFTFBSDIUIFJOGPSNBUJPOOFDFTTBSZUPQSFQBSFBVOJmFEmOBODJBMSFDPNNFOEBUJPO
t DBSSZPVUDBMDVMBUJPOTPGUIFBNPVOUTZFUUPCFQSPWJEFEGPS
t JEFOUJGZTVJUBCMFQSPEVDUTBOEFMJNJOBUFBMMCVUUIFNPTUTVJUBCMF
t QSFQBSFRVPUBUJPOT JMMVTUSBUJPOTBOEDPTUCFOFmUBOBMZTFTBOE
t ESBGUBSFQPSUBOEQSFTFOUBUJPO

2.

Once client and agent have exchanged greetings, the normal structure of a presentation meeting should be as
follows:
t DIFDLUIFDPNNJUNFOUUPUIFOFFET
t PVUMJOFUIFDPODFQUCFIJOEUIFEFUBJMFESFDPNNFOEBUJPOT
t PVUMJOFUIFQSPQPTBMTJOFBDIOFFEBSFB
t TFFLDMJFOUBVUIPSJUZUPQSPDFFEBOE
t DPNQMFUFUIFQSPEVDUEPDVNFOUBUJPO

Chapter 9

3.

For non-guaranteed beneﬁts, the beneﬁt illustration shows the annual growth rate assumed (growth at the
SBUFPGBOEBTQFS-JGF*OTVSBODF$PVODJMHVJEFMJOFT GPSFBDIQSPKFDUJPOBOEQSPWJEFTJMMVTUSBUJPOPG
investment values over different periods of time.
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Good client practice
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C Agent remuneration and upfront disclosure methods

10.2

D Recommending suitable policies

10.3, 10.4, 10.5

E The long-term beneﬁts of retaining policies and avoiding short-term cancellations
(persistency)

10.6

F Clients’ rights and complaints procedures

10.7

G Building long-term relationships with clients

10.6

Key points
Question answers
Self-test questions

Learning objectives
After studying this chapter, you should be able to:
• discuss the duties and responsibilities of an agent;
• describe the requirements of clients;
• describe the methods of remuneration for agents;
• explain why it is unethical to advise a client to switch between products or providers, unless it is clearly in
their best interests to do so;
• discuss the need for building long-term relationships with clients.
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Introduction
Insurance agents are some of the most important intermediaries for selling life insurance products. Agents
have a duty to provide the best available product solutions to their clients based on the clients’ needs and
requirements. They also have a duty towards the insurance company to protect it from adverse selection, as
they are in the best position to judge the risk proﬁle of their own clients.
There is an increasing awareness that insurance agents must behave in a professional way towards their
clients at all times. High standards of professional conduct are in the best interests of the insurance industry
itself as well as in the interest of the public it serves.
The major characteristics of all professions are as follows.
Their members:
t BSFDPNNJUUFEUPCFIBWJOHFUIJDBMMZUPXBSETDMJFOUT
t BEIFSFUPBQSPGFTTJPOBMDPEFPGDPOEVDU
t BEIFSFUPNJOJNVNTUBOEBSETPGQSPGFTTJPOBMDPNQFUFODFBOE
t TIPXBDPNNJUNFOUUPDPOUJOVPVTQSPGFTTJPOBMEFWFMPQNFOU
These requirements are as essential for insurance industry professionals as they are for doctors, lawyers and
accountants, and the IRDA has laid down the Code of Conduct to ensure that all agents behave in an ethical
manner towards their clients. We will look at the Code in more detail in chapter 15.
In this chapter we will discuss the duties and responsibilities that an insurance agent has towards his clients
and insurance company. We will also discuss the importance of building long-term relationships with clients.

Key terms
5IJTDIBQUFSGFBUVSFTFYQMBOBUJPOTPGUIFGPMMPXJOHUFSNTBOEDPODFQUT
"HFOUTEVUJFTBOE
SFTQPOTJCJMJUJFT

$MJFOUSFRVJSFNFOUT

"HFOUSFNVOFSBUJPO

%JTDMPTVSFT

3FDPNNFOEBUJPOT

"DDFQUBODFBOESFKFDUJPO
PGBQPMJDZ

$IVSOJOH

4XJUDIJOH

1FSTJTUFODZ

1PMJDZTFSWJDJOH

$MJFOUSJHIUT

-POHUFSNSFMBUJPOTIJQT

%JTDMPTVSFNFUIPET

1SJPSJUJTBUJPOPGOFFET

4VJUBCMFQSPEVDUT

#FOFmUJMMVTUSBUJPO
EPDVNFOUT

A

The duties and responsibilities of an insurance agent

Insurance agents are responsible for selling life insurance products to clients, and agents must obtain a
licence from the IRDA. Section 42 of the Insurance Act 1938 deﬁnes an insurance agent as:
BQFSTPOXIPJTMJDFOTFEVOEFSTFDUJPOPGUIF*OTVSBODF"DU JODPOTJEFSBUJPOPGIJTTPMJDJUJOHPSQSPDVSJOH
JOTVSBODFCVTJOFTT JODMVEJOHCVTJOFTTSFMBUFEUPDPOUJOVBODF SFOFXBMPSSFWJWBMPGQPMJDJFTPGJOTVSBODF
An insurance agent’s duties and responsibilities include establishing the client’s needs and identifying the
most suitable products to meet those needs. However, the agent’s role does not end there. The agent has to
see the policy through from inception until its maturity and/or from when a claim is made until it is settled.

Chapter 10

An insurance agent acts as an intermediary between the insurance company and the client and has the
responsibility of obtaining business for his company. An agent also represents his clients, and therefore he
has to make sure that he does not mislead them in any way and that he always works in their best interests.
The insurance agent is the insurance company’s main contact point with clients, and he has to ensure that he
collects all the necessary information about them that the insurance company will need.
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The main duties and responsibilities of an insurance agent can be summarised as follows:
t 5PJEFOUJGZQSPTQFDUJWFDMJFOUTGPSUIFJOTVSBODFDPNQBOZBOEUPQFSGPSNBOFFETBOBMZTJTUPJEFOUJGZUIFJSEJGGFSFOU
OFFET
t 5PIBWFBOFYDFMMFOULOPXMFEHFPGUIFWBSJPVTJOTVSBODFQSPEVDUTPGGFSFECZUIFJOTVSBODFDPNQBOZBOEUP
VOEFSTUBOEUIFEJGGFSFOUCFOFmUTBOEGFBUVSFTPGGFSFECZFBDIQSPEVDU
t 5PTVHHFTUBQQSPQSJBUFQSPEVDUTUPDMJFOUTCBTFEPOUIFJSOFFETBOEJOWFTUNFOUDBQBDJUZ
t 5PFOTVSFUIBUUIFQSPQPTBMGPSNJTDPSSFDUMZmMMFEJOBOEUIBUBMMUIFJOGPSNBUJPOQSPWJEFECZDMJFOUTJTDPSSFDU
t 5PCFSFTQPOTJCMFGPSDPMMFDUJOHUIFOFDFTTBSZEPDVNFOUTTVDIBTQSPPGPGBHF JEFOUJUZBOEBEESFTT NFEJDBMSFQPSUT
BOEBOZPUIFSEPDVNFOUBUJPOSFRVJSFEGPSVOEFSXSJUJOH
t 5PEJTDMPTFUPDMJFOUTUIFQSFNJVNTBOEWBSJPVTGFFTUIBUXJMMCFDIBSHFEGPSFBDIPGUIFJOTVSBODFQMBOTPGGFSFECZ
UIFJOTVSBODFDPNQBOZ
t 5PEJTDMPTFUIFTDBMFTPGDPNNJTTJPOJOSFTQFDUPGUIFJOTVSBODFQSPEVDUPGGFSFEGPSTBMF JGBTLFEGPSCZUIF
QSPTQFDUJWFDMJFOU
t 5PFOTVSFUIFSFNJUUBODFPGQSFNJVNTCZUIFQPMJDZIPMEFSXJUIJOUIFTUJQVMBUFEUJNFCZHJWJOHOPUJDFCPUIPSBMMZBOEJO
XSJUJOH BOEUPDPMMFDUUIFQSFNJVNTGSPNDMJFOUTJGUIFZBSFBVUIPSJTFEUPEPTPCZUIFSFTQFDUJWFJOTVSFST
t 5PIFMQVOEFSXSJUFSTJOBTTFTTJOHUIFSJTLQSFTFOUFECZUIFQSPQPTFSCZQSPWJEJOHJOGPSNBUJPOBCPVUBOZBEWFSTF
IBCJUT JODPNFJODPOTJTUFODJFTBOEPUIFSNBUFSJBMGBDUTUIBUBSFDPOUBJOFEJOUIFBHFOUTDPOmEFOUJBMSFQPSU
t 5PIFMQDMJFOUTUPNBLFBOZOFDFTTBSZDIBOHFTPOUIFQSPQPTBMGPSNTVDIBTBEESFTT OPNJOBUJPOFUD
t 5PIFMQMFHBMCFOFmDJBSJFTBOEOPNJOFFTXJUIUIFDMBJNTTFUUMFNFOUQSPDFTTXIFOBDMBJNBSJTFT

B

Requirements of the client

We have already seen in chapter 8 that the insurance agent must recommend suitable products for the client,
and that before he does this he should have a clear understanding of the client’s needs and requirements.
The process of identifying and analysing the client’s information and suggesting suitable products should be
methodical and involve a series of checks. After the fact-ﬁnd, the following stages are necessary:

Figure 10.1
Prioritising the needs of the client.

Conducting research to prepare a unified financial recommendation.

Calculating the amounts that need to be provided for or have not yet been provided for.

Indentifying suitable products and eliminating the unsuitable ones.

C

Agent remuneration and upfront disclosure methods

In this section we will discuss agent remuneration and disclosure methods as recommended by the IRDA.

The remuneration of life insurance agents is governed by IRDA regulations. A life insurance agent receives
his remuneration by way of commission. This commission is a certain percentage of the premium that is
collected by the insurance company. The Insurance Act 1938 stipulates the maximum amount that can be
paid to an insurance agent by way of commission or any other form, the details of which are as follows:
• An insurance agent can receive a maximum of 35% of the ﬁrst year’s premium, 7.5% of the second and
third year’s renewal premium, and 5% of the subsequent years’ renewal premium. (This does not apply to
immediate or deferred annuities.)

Chapter 10
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• During the ﬁrst ten years of the insurer’s business, an insurance agent can be paid a maximum of 40% of
the ﬁrst year’s premium, instead of the stipulated 35%.
• Commission on renewal premiums due to the agent must not exceed 4% in any case. The Insurance Act,
section 44, states the following conditions on agents (whose agency has been terminated) for receiving
commission on the renewal premium:
– the agent should have been working with the insurer for more than ﬁve years and policies of not less
than Rs. 50,000 sum insured are in force at least one year before the termination of the agency; or
– the agent should have been working with the insurer for at least ten years and, after ceasing to act as an
agent, are not directly or indirectly soliciting or procuring insurance business for any other person.
In the case of an agent’s death, the commission is payable to his legal heirs.
An insurance company can make payments to its agents within the prescribed limits. Generally, commission
rates for term plans are lower than those for other plans such as whole life plans. Also, polices with shorter
term periods provide less commission compared to policies with longer term periods. Under single premium
plans, annuity and pension plans the commission rates are lower.

C2 Disclosures
An insurance agent must disclose the amount of remuneration and commission he receives as a result of
effecting insurance for a client, on demand.
With effect from 1 July 2010 all insurers have to disclose explicitly in the beneﬁt illustration document, the
commission they pay to their agents for ULIPs. This circular was issued by the IRDA in which it was made
mandatory for the agent to obtain a signed copy of the beneﬁt illustration document together with the
proposal form from the client.
The beneﬁt illustration documents show the details of charges and growth of the fund expected over the
duration of the policy as per the Life Insurance Council’s assumed growth rate of 6% and 10%.
According to the IRDA, disclosure will help in increasing the transparency in the selling of life insurance
products by providing clients with details regarding the exact amount of commission that is being paid to
insurance agents as well as charges applicable on the policy.

Question 10.1
-JTUUISFFEVUJFTPSSFTQPOTJCJMJUJFTPGBOJOTVSBODFBHFOU

D Recommending suitable policies
Once the insurance agent has identiﬁed suitable products for the client’s respective needs, he can
recommend selected policies to them. In this section we will discuss the different issues that may arise on
the recommendation of suitable policies to clients with regard to:

Figure 10.2
checking the client’s commitment to the needs;

Chapter 10

outlining the reasons for the recommendation of a particular policy;

acceptance or rejection of the recommnedation; and

churning and product switching.
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D1 Checking the client’s commitment to their needs
Checking the client’s commitment to their needs is an important procedure. This involves reminding the
client of the needs that were agreed during the fact-ﬁnding process. The agent should go through each need
and ask the client to conﬁrm that they are still areas of concern.
If the client disagrees with the prioritised needs, the agent will have to revise the ﬁnancial plan. If the client
agrees with the set of needs, then the agent can go ahead with the recommendation of suitable products and
policies.

D2 Outlining the reasons for the recommendation of a particular policy
Before explaining the recommendation in detail, the agent must explain the reasons for recommending a
certain policy. The reasons should be closely linked to the client’s needs and concerns as expressed during
the fact-ﬁnd process.
The agent should ensure that the client is able to understand the key features and beneﬁts provided by the
policy. He also needs to present a chart comparing the policy with other available policies so that the client is
able to compare the recommended policy against others.
Client feedback should be taken at each stage of the recommendation. Once a policy has been recommended
and its features and beneﬁts have been explained, the agent should ensure that the client agrees with it.
Where the client is apprehensive or has certain concerns, they must be addressed immediately.

D3 Acceptance or rejection of the recommendation
If the client accepts the recommendation, then the agent should ask the client to ﬁll in the proposal form.
If the client disagrees with the recommendation, the agent must ask further questions to ﬁnd out the reasons
for the refusal. Recommendations can be rejected for the following reasons:

Figure 10.3
The client does not wish to proceed with financial
planning at the moment and wants to take time to
consider their options before making an investment.
In this case the agent can ask to contact the client at
a future date.

The client is not satisfied with the recommended
products. In this case, the products will have to be
reviewed according to needs of the client.

Good questioning techniques (which we looked at in chapter 8) can help agents in ﬁnding out the real
reasons for why a recommendation has been rejected, and may help in resolving the issue thus leading to
the recommendation being accepted. Failing this, the agent must respect the client’s right to decline and
should seek permission to re-approach the client at a future date.
The agent can also ask for some references from the client such as the names and contact details of any
relatives, friends and acquaintances who might be interested in ﬁnancial planning. These references are
important selling opportunities for the insurance agent.

D3A What should an agent do if a client accepts some but not all of their
recommendations?
There can be cases where the client may tell the agent to ignore a large protection need and instead
invest the money available into a savings plan; or the client may reject advice to invest capital in a low risk
investment product and instruct the agent to buy a high risk investment product that is performing well at
the moment (but that may not do so in the future).

The client’s decision to act differently from the agent’s recommendations may emerge at two different stages:
• during the presentation; or
• during the fact-ﬁnding interview;
and the agent needs to address the client’s apprehensions as and when they arise.

Chapter 10

In this case the agent should try to convince the client to follow his recommendation by elaborating on
the reasons as to why that product has been selected. However, if the client still wishes to act against the
agent’s advice, the agent should express his readiness to carry out the client’s instructions, although it
should be made clear that the transaction is not recommended by the agent.
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D4 Churning and product switching
There has been increasing concern in the insurance sector about product switching, though this is now
being brought under control by the proactive efforts of the Regulator (the IRDA) and with the growth of
professionalism among intermediaries.

D4A Churning
Repeatedly encouraging clients to switch policies or investments from one to another is known as churning.
Insurance churning is a practice in which agents recommend that clients surrender their existing policy and
use the funds to purchase a new policy, thereby allowing agents to earn a higher commission on the new
policy. It is an unprofessional and unethical practice that results in clients suffering losses in the form of
surrender charges and reduced long-term beneﬁts if their policies are not kept held until maturity.

Case study
4VOEFS4JOHIJTBZFBSPMETFMGFNQMPZFECVTJOFTTNBO XIPPXOTBOFMFDUSPOJDTTIPQ)JTXJGFJTB
IPNFNBLFSBOEUIFZIBWFUXPTPOT'JWFZFBSTBHPIFQVSDIBTFEBOFOEPXNFOUJOTVSBODFQMBOXJUIBTVNJOTVSFE
PG3T  
0OFEBZIFJTBQQSPBDIFECZBOJOTVSBODFBHFOUXIPSFDPNNFOETUIBUIFTIPVMEJOWFTUJOUIFMBUFTUTBWJOHTJOTVSBODF
QMBOUIBUIBTCFFOMBVODIFECZIJTDPNQBOZ XIJDIQSPWJEFTBHVBSBOUFFESFUVSOBMPOHXJUIMJGFJOTVSBODFDPWFS4VOEFS
EFDMJOFTUIFPGGFSBOEUFMMTUIFBHFOUUIBUIFIBTBMSFBEZJOWFTUFEJOBOFOEPXNFOUJOTVSBODFQMBOXIJDIQSPWJEFTIJN
XJUIJOTVSBODFDPWFS
0OIFBSJOHUIJT UIFBHFOUBTLTGPSNPSFEFUBJMTBCPVU4VOEFSTFYJTUJOHQSPEVDU)FUIFODBSSJFTPVUBOFFETBOBMZTJT
BOEDBMDVMBUFTUIBU4VOEFSTOFFEGPSJOTVSBODFDPWFSJTIJHIFS)FUFMMT4VOEFSUIBUUIFQSPEVDUUIBUIFJTPGGFSJOHJT
BMTPBOFOEPXNFOUJOTVSBODFQMBOXIJDIXJMMQSPWJEFBTVNJOTVSFEPG3T  
5IFBHFOUBEWJTFT4VOEFSUPTVSSFOEFSUIFFYJTUJOHFOEPXNFOUQPMJDZBOEUPVTFUIFGVOETUPJOWFTUJOUIFQPMJDZUIBUIF
IBTSFDPNNFOEFEBTJUXJMMQSPWJEFBIJHIFSTVNJOTVSFE4VOEFSFWFOUVBMMZBHSFFTXJUIUIFBHFOUTSFDPNNFOEBUJPO
BOETVSSFOEFSTIJTFYJTUJOHQPMJDZUPJOWFTUJOUIFOFXPOF
5IJTJTBDBTFPGJOTVSBODFDIVSOJOHXIFSF
t UIFJOTVSBODFBHFOUEJEOPUUFMM4VOEFSUIBUGPSBIJHIFSTVNJOTVSFEIFXPVMECFQBZJOHBIJHIFSQSFNJVNBTXFMM
t 4VOEFSTBHFIBTJODSFBTFETPUIFQSFNJVNGPSUIFTBNFUFSNXJMMCFIJHIFSUIBOCFGPSFBOE
t 4VOEFSXJMMIBWFUPCFBSUIFTVSSFOEFSDIBSHFTGPSTVSSFOEFSJOHUIFFYJTUJOHQPMJDZ
4PJOPSEFSUPBDIJFWFIJTTIPSUUFSNTBMFTUBSHFU UIFJOTVSBODFBHFOUIBTOPUHJWFO4VOEFSHPPEBEWJDFBOEUIJTIBT
SFTVMUFEJO4VOEFSJODVSSJOHMPTTFT

D4B When product switching is suitable

Chapter 10

There will sometimes be situations where clients have been mis-sold policies that do not match their needs.
There will also be times when clients are holding products that are not good value for money, and others
where clients are facing ﬁnancial difﬁculties and may desperately need to reduce expenditure or reschedule
their debts. Unfortunately in these situations clients are often all too willing to cancel existing policies and
they may even volunteer to do so. In such circumstances it may be acceptable, as a last resort, to advise a
client to surrender a product and, possibly, take out a more appropriate one. However, such advice should
only be given where a switch is clearly in the client’s best interest. Even then, no surrender or switch
should ever be recommended until the agent has explained what the client will lose as well as what the client
may gain from the change.
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Case study
0NJ4ISJWBTUBWBJTBZFBSPMEJOEJWJEVBMXPSLJOHGPSBNVMUJOBUJPOBMDPNQBOZ ./$ 0NJJTNBSSJFEBOEIBT
BUISFFZFBSPMEEBVHIUFS %FFQJLBIJTXJGFJTBIPVTFXJGF0NJBOEIJTGBNJMZBSFTUBZJOHJOBSFOUFEBQBSUNFOU
BMUIPVHIIFIBTCFFOQMBOOJOHUPCVZBIPVTFGPSTPNFUJNFOPX)FJTJOUIFQSPDFTTPGBDDVNVMBUJOHNPOFZGPSUIF
EPXOQBZNFOUCVUIBTIBEMJUUMFTVDDFTTTPGBS0NJBMTPXBOUTUPTUBSUJOWFTUJOHGPS%FFQJLBTIJHIFSFEVDBUJPOBOE
NBSSJBHF)FIBTCFFOQMBOOJOHUPEPUIJTGPSTPNFUJNFOPXCVUBHBJOIBTOPUBCMFUPNBLFBIFBETUBSUPOUIJT
0NJJTJOBEJMFNNB)FIBTCFFOXPSLJOHTJODFUIFBHFPGBOEJOUIFQBTUFJHIUZFBSTIFIBTCFFOBQQSPBDIFE
CZTFWFSBMJOTVSBODFBHFOUTBOEVOEFSUIFQSFUFYUPGTBWJOHUBYIFIBTCFFONJTTPMETFWFSBMFOEPXNFOU UFSNBOE
NPOFZCBDLQPMJDJFTXIJDIIFBDUVBMMZEPFTOUOFFE0NJIBTTJYMJGFJOTVSBODFQPMJDJFTGPSXIJDIUIFUPUBMBOOVBM
QSFNJVNJT3T  5IFTFTJYMJGFJOTVSBODFQPMJDJFTUPHFUIFSHJWF0NJBUPUBMDPWFSPGPOMZ3TMBLIT
$POTJEFSJOH0NJTBHF IJTJODPNFQSPUFDUJPOOFFETBOEIJTPUIFSSFTQPOTJCJMJUJFT TVDIBTCVZJOHBIPVTFBOETBWJOH
NPOFZGPS%FFQJLBTFEVDBUJPOBOENBSSJBHF IFOFFETBOJOTVSBODFDPWFSPGBUMFBTU3TDSPSF"MTPUIFUPUBMBOOVBM
QSFNJVNPG3T  JTQVUUJOHUSFNFOEPVTQSFTTVSFPO0NJTDBTInPXTJOUIFGPMMPXJOHXBZT
t 0NJEPFTOUIBWFUIFSFRVJSFEBNPVOUPGQSPUFDUJPODPWFSUIBUIFBDUVBMMZOFFETFWFOBGUFSNBLJOHTVDIBMBSHF
QSFNJVNQBZNFOU
t "UUIFTBNFUJNF UIFMBSHFQSFNJVNQBZNFOUJTEFUFSSJOH0NJGSPNQSPDFFEJOHXJUIIJTPUIFSFTTFOUJBMmOBODJBM
HPBMTMJLFCVZJOHBIPVTFBOEJOWFTUJOHGPS%FFQJLBTFEVDBUJPOBOENBSSJBHF
0OFEBZIFJTBQQSPBDIFECZBOJOTVSBODFBHFOUUPSFWJFXIJTDVSSFOUJOWFTUNFOUBOEQSPUFDUJPOOFFETBOEUPNBLFB
DVTUPNJTFEmOBODJBMQMBOGPSIJN0NJBHSFFTBOEQSPWJEFTBMMOFDFTTBSZJOGPSNBUJPOUPUIFBHFOU5IFJOTVSBODFBHFOU
EPFTBGBDUmOEXJUI0NJBOEBGUFSBQSFMJNJOBSZBOBMZTJTDPODMVEFTUIBUUIFTJYQPMJDJFTUIBU0NJIBTBSFOPUQSPWJEJOH
IJNUIFSFRVJSFEQSPUFDUJPOBOEUIFZBSFBMTPEFUFSSJOHIJNGSPNNFFUJOHIJTJNQPSUBOUmOBODJBMHPBMT
5IFBHFOUBEWJTFT0NJUPEPUIFGPMMPXJOH
t )PMEPOUPUIFUXPNPOFZCBDLQPMJDJFTXIJDIBSFHPJOHUPNBUVSFJOUIFOFYUUXPZFBSTBOEUPDPOUJOVFQBZJOH
QSFNJVNTGPSUIFN)FBMTPBEWJTFTIJNUPVTFUIFNBUVSJUZQSPDFFETPGUIFQPMJDJFTGPSUIFEPXOQBZNFOUPOUIF
IPVTF0ODFUIFQPMJDJFTNBUVSFUIFNPOFZUIBUXJMMCFGSFFEGSPNQSFNJVNQBZNFOUDBOCFVUJMJTFEUPXBSETQBZJOH
UIF&.*GPSUIFIPNFMPBO
t $POUJOVFXJUIUIFUFSNQPMJDZBTOPSNBM5IFBHFOUBEWJTFTIJNUPCVZPOFNPSFUFSNQPMJDZXJUIBDPWFSPGMBLIT
TPUIBUIFDBOIBWFBUPUBMDPWFSPG3TDSPSF
t $POWFSUUIFSFNBJOJOHUISFFFOEPXNFOUQPMJDJFTJOUPQBJEVQQPMJDJFT5IFNPOFZUIBUXJMMCFGSFFEVQGSPNUIF
QSFNJVNQBZNFOUTDBOCFVTFEUPCVZBDIJME6-*1 VOJUMJOLFEJOWFTUNFOUQMBO GPS%FFQJLBTFEVDBUJPOBOE
NBSSJBHF5ISPVHIB6-*10NJDBOHFUFYQPTVSFBOEQBSUJDJQBUFJOUIFHSPXUIPGUIFDBQJUBMNBSLFUTXIJDIDBOHJWF
IJNHPPEDBQJUBMBQQSFDJBUJPOJOUIFMPOHUFSN
5IFJOTVSBODFBHFOUQSFTFOUTBGVMMJMMVTUSBUJPOUP0NJSFHBSEJOHUIFQSPTBOEDPOTPGSFBSSBOHJOHIJTJOWFTUNFOUT)F
BMTPJOGPSNTIJNUIBUIJTFYJTUJOHNPOFZJOUIFUISFFQBJEVQFOEPXNFOUQMBOTXJMMCFMPDLFEJOVOUJMNBUVSJUZCVUBU
UIFTBNFUJNFIFXJMMCFGSFFGSPNUIFPCMJHBUJPOPGIBWJOHUPQBZIJHIQSFNJVNTGPSUIFTFUISFFQMBOT5IFBHFOUBMTP
QSPEVDFTBDPNQBSBUJWFDIBSUPGUIFSFUVSOTUIBU0NJXJMMSFDFJWFBGUFSZFBSTGSPNUIF6-*15IFBHFOUNBLFTB
CFOFmUJMMVTUSBUJPOEPDVNFOUBTQFSUIF-JGF*OTVSBODF$PVODJMHVJEFMJOFTBOEQSFTFOUTJUUP0NJ
0NJSFBMJTFTUIBUIFIBTJOEFFENBEFBXSPOHJOWFTUNFOUDIPJDFCZDIPPTJOHUPNBLFUBYTBWJOHTPWFSIJTPUIFS
JNQPSUBOUOFFET)FEFDJEFTUPHPBIFBEXJUIUIFOFXmOBODJBMQMBONBEFCZUIFJOTVSBODFBHFOUCBTFEPOIJT
QSPUFDUJPOOFFETBOEmOBODJBMHPBMT
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The long-term beneﬁt of retaining policies and
avoiding short-term cancellations (persistency)

Persistency refers to the amount of business that insurance companies are successful in retaining without
lapse or surrender of the policy. It can be calculated as follows:
Persistency =

The number of policies remaining in force at the end of the year
The total number of policies in force at the beginning of the year

Agents play an important role in maintaining a high persistency ratio.
A low persistency ratio affects the whole insurance industry adversely:
• for the insurance company it means that a large number of policies have lapsed or have been surrendered,
resulting in a loss of proﬁts and a reduction in the accumulation of reserves;
• for clients it means fewer beneﬁts than originally expected and a loss of insurance cover; and
• for agents it means the loss of renewal commission.

E1

Beneﬁts of persistency

The insurance company, agent and client all beneﬁt by retaining policies and avoiding early surrenders for
the following reasons:
Helps the client in achieving goals

,FFQJOHUIFQPMJDZJOGPSDFVOUJMNBUVSJUZIFMQTUIFDMJFOUJOBDIJFWJOHUIFVMUJNBUF
HPBMGPSXIJDIUIFQPMJDZXBTCPVHIU TVDIBTNFFUJOHDIJMESFOTFEVDBUJPO
FYQFOTFTPSNBSSJBHFFYQFOTFTPSCVJMEJOHUIFSFRVJSFESFUJSFNFOUGVOE

Increased revenues

)JHIFSQFSTJTUFODZIFMQTUIFJOTVSBODFDPNQBOZJOFBSOJOHIJHIFSSFWFOVFTBOE
NBJOUBJOJOHQSPmUBCJMJUZ

Reduction in costs

"ENJOJTUSBUJWFDPTUTBOEPUIFSFYQFOTFTBSFIJHIJOUIFJOJUJBMZFBSTPGUIFQPMJDZ
GPSUIFJOTVSBODFDPNQBOZ5IFDPNQBOZUSJFTUPTQSFBEUIJTDPTUPWFSUIF
UFSNPGUIFQPMJDZ*GUIFDMJFOUTVSSFOEFSTBQPMJDZJOUIFJOJUJBMZFBST UIFOUIF
JOTVSBODFDPNQBOZXJMMOPUCFBCMFUPSFDPWFSJUTFYQFOTFT)FODFNBJOUBJOJOH
BIJHIQFSTJTUFODZSBUJPIFMQTUIFJOTVSBODFDPNQBOZUPSFEVDFJUTDPTUT

Increased client satisfaction

)JHIFSQFSTJTUFODZSFTVMUTJOJODSFBTFEDMJFOUTBUJTGBDUJPOXIJDIIFMQTUPEFWFMPQ
BQPTJUJWFCSBOEWBMVFGPSUIFDPNQBOZ

E2

What are the different factors that can affect persistency?

Figure 10.4

Product design

Chapter 10

Role of agents

Persistency

Policy servicing

We will discuss each of these factors in turn.

Change in
client's financial
circumstances
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• Product design
If the client is unsatisﬁed with the beneﬁts and returns they are getting from their policy then they might
decide to surrender it. Insurance companies must design products based on the real needs of their clients
to avoid policy lapses and surrenders.
• Change in the ﬁnancial circumstances of the client
There can be a change in ﬁnancial circumstances of the client due to unemployment, disability or healthrelated issues. As a result of this they may not be in a position to pay the premiums on time and so this will
result in a policy lapse.
• Policy servicing
Insurance agents should ensure that they maintain regular contact with clients and remind them when
premium payments are due. In cases where the client is unable to pay the premium on time, then they
should be asked to pay the premium within the grace period. The insurer has to ensure that the beneﬁts
that were promised are actually delivered to the client. If the insurer fails to do so, then the client can
become dissatisﬁed with the service and can choose to surrender the policy.
• Role of agents
Agents play the most important role in maintaining high persistency. Insurance agents should build a good
rapport with their clients and should place emphasis on recommending products that are the most suitable
for their clients’ needs, and not on the basis of the amount of commission they are likely to receive.

E3

What are the different methods for maintaining high persistency?

The different methods that can be used by an insurance company for maintaining high persistency are as
follows:
Flexibility in premium payment

$MJFOUTTIPVMECFQSPWJEFEXJUIUIFDIPJDFPGEJGGFSFOUQSFNJVNQBZNFOUNFUIPET
TVDIBTDIFRVF DBTI EFNBOEESBGU POMJOFUSBOTGFSPGGVOET FMFDUSPOJDDMFBSJOH
TZTUFN &$4 DSFEJUEFCJUDBSE DPMMFDUJPOPGQSFNJVNTCZBVUIPSJTFEJOTVSBODF
BHFOUTBEWJTFST FTFWBDFOUSFTFUD

Constant reminder of due
premium dates

5IJTJTFTQFDJBMMZJNQPSUBOUJOUIFDBTFPGBOBOOVBMQSFNJVNQBZNFOU BTUIF
DMJFOUNBZGPSHFUEVFUPUIFMPOHHBQCFUXFFOUIFQBZNFOUEBUFT$MJFOUTTIPVME
CFSFNJOEFEJOBEWBODFBCPVUUIFJSQSFNJVNEVFEBUFTCZTFOEJOHUIFNFNBJMT 
SFNJOEFSMFUUFSTCZQPTU UFMFQIPOFDBMMT 4.4UFYUNFTTBHFPSBDPNCJOBUJPOPG
UIFTF5IFJOTVSBODFDPNQBOZDBOBMTPQSPWJEFBQJDLVQTFSWJDFCZTFOEJOHJUT
SFQSFTFOUBUJWFUPDPMMFDUUIFQSFNJVNDIFRVFGSPNUIFDMJFOUTIPNFPSPGmDF

Continuous contact with clients

5IFBHFOUTIPVMECFJODPOUJOVPVTDPOUBDUXJUIUIFDMJFOUTCZXBZPGJOGPSNJOH
UIFNPGOFXQSPEVDUTMBVODIFEJOUIFNBSLFUUIBUDPVMECFQVSDIBTFEUPDBUFSGPS
UIFJSEJGGFSFOUOFFET*UJTJNQPSUBOUUIBUUIFBHFOUEFWFMPQTBHPPESFMBUJPOTIJQXJUI
UIFDMJFOUTPUIBUIJHIQFSTJTUFODZDBOCFNBJOUBJOFE

Policy servicing

$POUJOVFEDPNNVOJDBUJPOXJUIUIFDMJFOUTIPVMECFNBJOUBJOFECZXBZPGQPMJDZ
TFSWJDJOHJGUIFDMJFOUOFFETBOZBTTJTUBODF GPSFYBNQMFUPNBLFBDIBOHFUP
UIFOPNJOBUFECFOFmDJBSZ DIBOHJOHUIFDPOUBDUBEESFTT GSFRVFODZPGQSFNJVN
QBZNFOUTFUD

Question 10.2
#SJFnZFYQMBJOXIBUDIVSOJOHNFBOT

F

Clients’ rights and complaints procedures

This is clearly a very important area for insurance companies and their agents, and we will look at it in detail
in chapter 14 when we discuss the issue of customer protection.

Chapter 10

When a client purchases a life insurance plan, they purchase it with the intention of receiving certain beneﬁts
promised by the insurance company at the time of purchase. Where the client does not receive these beneﬁts
during the tenure of the policy or on maturity and is dissatisﬁed with the service, or has a query or problem
which has not been addressed, they have the right to raise a grievance/complaint.
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Question 10.3
8IBUBSFUIFCFOFmUTPGIJHIQFSTJTUFODZ

G Building long-term relationships with clients
Insurance companies should aim to build long-term relationships with their clients instead of focusing on
short-term sales. A satisﬁed client may be the source of other potential clients as they will speak positively
about the agent and the insurance company.
Once recommendations have been made and the relevant transactions carried out, it should not be the end
of the matter for an insurance agent. It is much better to have an ongoing relationship with the client that is
beneﬁcial for both parties. Thus many agents have an ongoing system to review their clients’ ﬁnancial needs
and ﬁnancial planning.
Reviews could be irregular but triggered by relevant events, such as tax or legal changes, the introduction of
a new insurance product or a change in a client’s circumstances.

Figure 10.5
marriage

moving
house

A review
may be
triggered
by events
such as:

birth of
a child

change
of job

These changes could lead to recommendations to:
• take out new protection contracts;
• increase existing levels of protection;
• switch investments; or
• alter existing tax saving plans.

Consider this

Chapter 10

8IBUDIBOHFTJOBDMJFOUTDJSDVNTUBODFTNBZHFOFSBUFUIFOFFEUPSFWJFXUIFJSmOBODJBMQMBOOJOH 8IBU
SFDPNNFOEBUJPOTDBOCFTVHHFTUFEJOSFTQPOTFUPUIFTFDIBOHFEDJSDVNTUBODFT
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Key points
5IFNBJOJEFBTDPWFSFECZUIJTDIBQUFSDBOCFTVNNBSJTFEBTGPMMPXT
Insurance agent’s duties and responsibilities
t "OJOTVSBODFBHFOUTNBJOEVUJFTBOESFTQPOTJCJMJUJFTJODMVEFFTUBCMJTIJOHUIFDMJFOUTOFFETBOEJEFOUJGZJOHUIFNPTU
TVJUBCMFQSPEVDUTUPNFFUUIPTFOFFET"UUIFTBNFUJNFIFTIPVMEFOTVSFUIBUUIFSFJTOPBEWFSTFTFMFDUJPOGPSUIF
JOTVSFS
Requirements of the client
t 0ODFUIFGBDUmOEJOHQSPDFTTGPSUIFDMJFOUJTDPNQMFUF UIFJOTVSBODFBHFOUIBTUPTVHHFTUTVJUBCMFQSPEVDUTUPUIF
DMJFOU*OPSEFSUPEPUIJTIFTIPVMEIBWFBGVMMVOEFSTUBOEJOHPGUIFDMJFOUTOFFETBOESFRVJSFNFOUT
Agent remuneration and disclosure
t 3FNVOFSBUJPOPGMJGFJOTVSBODFBHFOUTJTHPWFSOFECZUIF*OTVSBODF"DUSFHVMBUJPOT
t "MJGFJOTVSBODFBHFOUSFDFJWFTIJTSFNVOFSBUJPOJOUIFGPSNPGDPNNJTTJPO
t "OJOTVSBODFBHFOUNVTUEJTDMPTFUIFBNPVOUPGSFNVOFSBUJPODPNNJTTJPOIFSFDFJWFTBTBSFTVMUPGFGGFDUJOH
JOTVSBODFGPSBDMJFOU POEFNBOE
t 8JUIFGGFDUGSPN+VMZ GPS6-*1T BMMJOTVSFSTIBWFUPEJTDMPTFFYQMJDJUMZUIFDPNNJTTJPOUIFZQBZUPUIFJS
BHFOUTJOUIFCFOFmUJMMVTUSBUJPOEPDVNFOUT
Recommending suitable policies
t #FGPSFSFDPNNFOEJOHQPMJDJFTUPDMJFOUT UIFBHFOUTIPVMEDPOmSNUIFJSMJTUPGOFFETUPDIFDLUIBUUIFZBSFTUJMMBSFBT
PGDPODFSOGPSUIFDMJFOU0ODFUIFOFFETBSFBHSFFEVQPO TVJUBCMFQSPEVDUTBMPOHXJUIUIFJSCFOFmUTTIPVMECF
FYQMBJOFEUPUIFDMJFOU
t 3FQFBUFEMZFODPVSBHJOHBDMJFOUUPTXJUDIQPMJDJFTPSJOWFTUNFOUTJTLOPXOBTDIVSOJOH5IJTJTVOFUIJDBMQSBDUJDF
BOETIPVMECFBWPJEFE
The long-term beneﬁts of retaining policies and avoiding short-term cancellations (persistency)
t 1FSTJTUFODZSFGFSTUPUIFBNPVOUPGCVTJOFTTUIBUJOTVSBODFDPNQBOJFTBSFTVDDFTTGVMJOSFUBJOJOHXJUIPVUQPMJDZ
MBQTFTBOETVSSFOEFST
t )JHIFSQFSTJTUFODZIFMQTUIFDPNQBOZJONBJOUBJOJOHQSPmUBCJMJUZBOESFEVDFTBENJOJTUSBUJWFDPTUT
Clients’ rights and complaints procedures
t $MJFOUTIBWFUIFSJHIUUPSBJTFHSJFWBODFTDPNQMBJOUTBCPVUUIFTFSWJDFUIFZIBWFSFDFJWFEGSPNMJGFJOTVSBODF
DPNQBOJFTBOEUIFJSBHFOUT
Building long-term relationships with clients
t *OTVSBODFDPNQBOJFTTIPVMEBJNUPCVJMEMPOHUFSNSFMBUJPOTIJQTXJUIDMJFOUTJOTUFBEPGGPDVTJOHPOTIPSUUFSNTBMFT
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Question answers
"OZUISFFGSPNUIFGPMMPXJOH


t 5PmOEQSPTQFDUJWFDMJFOUTGPSUIFJOTVSBODFDPNQBOZBOEUPQFSGPSNBOFFETBOBMZTJTUPJEFOUJGZUIFJSEJGGFSFOU
OFFET



t 5PIBWFTVGmDJFOULOPXMFEHFPGUIFWBSJPVTJOTVSBODFQSPEVDUTPGGFSFECZUIFJOTVSBODFDPNQBOZBOEUP
VOEFSTUBOEUIFEJGGFSFOUCFOFmUTBOEGFBUVSFTPGGFSFECZFBDIQSPEVDU



t 5PTVHHFTUBQQSPQSJBUFQSPEVDUTUPDMJFOUTCBTFEPOUIFJSOFFETBOEJOWFTUNFOUDBQBDJUZ



t 5PFOTVSFUIBUUIFQSPQPTBMGPSNJTDPSSFDUMZmMMFEJOBOEBMMUIFJOGPSNBUJPOQSPWJEFECZDMJFOUTJTDPSSFDU



t 5PCFSFTQPOTJCMFGPSDPMMFDUJOHUIFOFDFTTBSZEPDVNFOUTTVDIBTQSPPGPGBHF JEFOUJUZBOEBEESFTT NFEJDBM
SFQPSUTBOEBOZPUIFSEPDVNFOUBUJPOSFRVJSFEGPSVOEFSXSJUJOH



t 5PEJTDMPTFUIFTDBMFTPGDPNNJTTJPOJOSFTQFDUPGUIFJOTVSBODFQSPEVDUPGGFSFEGPSTBMF JGBTLFEGPSCZUIF
QSPTQFDUJWFDMJFOU



t 5PFOTVSFUIFSFNJUUBODFPGQSFNJVNTCZUIFQPMJDZIPMEFSXJUIJOUIFTUJQVMBUFEUJNFCZHJWJOHOPUJDFCPUI
PSBMMZBOEJOXSJUJOH BOEUPDPMMFDUUIFQSFNJVNTGSPNDMJFOUT JGUIFZBSFBVUIPSJTFEUPEPTPCZUIFSFTQFDUJWF
JOTVSFST



t 5PIFMQVOEFSXSJUFSTJOBTTFTTJOHUIFSJTLPGUIFQSPQPTFSCZQSPWJEJOHJOGPSNBUJPOBCPVUBOZBEWFSTFIBCJUT 
JODPNFJODPOTJTUFODZBOEPUIFSNBUFSJBMGBDUTUIBUBSFDPOUBJOFEJOUIFBHFOUTDPOmEFOUJBMSFQPSU



t 5PIFMQUIFDMJFOUTJONBLJOHBOZDIBOHFTJOUIFGPSNTVDIBTBEESFTT OPNJOBUJPOFUD



t 5PIFMQUIFMFHBMCFOFmDJBSJFTBOEOPNJOFFTXJUIUIFDMBJNTFUUMFNFOUQSPDFTTXIFOBDMBJNBSJTFT

3FQFBUFEMZFODPVSBHJOHDMJFOUTUPTXJUDIQPMJDJFTPSJOWFTUNFOUTGSPNPOFUPBOPUIFSJTLOPXOBTDIVSOJOH
*OTVSBODFDIVSOJOHJTBQSBDUJDFGPMMPXFECZBHFOUT JOXIJDIUIFZTVHHFTUUIBUDMJFOUTTVSSFOEFSUIFJSFYJTUJOH
QPMJDZBOEVTFUIFGVOETUPQVSDIBTFBOFXQPMJDZ UIFSFCZBMMPXJOHBHFOUTUPFBSOIJHIFSDPNNJTTJPOPOUIFOFX
QPMJDZ*UJTBOVOQSPGFTTJPOBMBOEVOFUIJDBMQSBDUJDFGPMMPXFECZBHFOUTXJUIUIFSFTVMUUIBUUIFDMJFOUTTVGGFSMPTTFT
JOUIFGPSNPGTVSSFOEFSDIBSHFTBOESFEVDFEMPOHUFSNCFOFmUTJGUIFJSQPMJDJFTBSFOPULFQUJOGPSDFVOUJMNBUVSJUZ

Chapter 10

5IFJOTVSFS BHFOUBOEDMJFOUBMMCFOFmUGSPNSFUBJOJOHQPMJDJFTBOEBWPJEJOHTIPSUUFSNTVSSFOEFST


t H
 elps the client in achieving goals,FFQJOHUIFQPMJDZJOGPSDFVOUJMNBUVSJUZIFMQTUIFDMJFOUUPBDIJFWFUIF
VMUJNBUFHPBMGPSXIJDIUIFQPMJDZXBTCPVHIU TVDIBTNFFUJOHUIFJSDIJMESFOTFEVDBUJPOBOEPSNBSSJBHF
FYQFOTFTPSCVJMEJOHUIFSFRVJSFESFUJSFNFOUGVOE



t Increased revenues)JHIFSQFSTJTUFODZIFMQTUIFJOTVSBODFDPNQBOZJOFBSOJOHIJHIFSSFWFOVFTBOE
NBJOUBJOJOHQSPmUBCJMJUZ



t R
 eduction in costs"ENJOJTUSBUJWFDPTUTBOEPUIFSFYQFOTFTBSFIJHIJOUIFJOJUJBMZFBSTPGBQPMJDZGPSUIF
JOTVSBODFDPNQBOZ5IFDPNQBOZUSJFTUPTQSFBEUIJTDPTUPWFSUIFUFOVSFPGUIFQPMJDZ*GUIFDMJFOUTVSSFOEFST
UIFQPMJDZJOJOJUJBMZFBST UIFOUIFDPNQBOZXJMMOPUCFBCMFUPSFDPWFSJUTFYQFOTFT)FODFNBJOUBJOJOHBIJHI
QFSTJTUFODZSBUJPIFMQTUIFJOTVSBODFDPNQBOZUPSFEVDFJUTDPTUT



t Increased client satisfaction)JHIFSQFSTJTUFODZSFTVMUTJOJODSFBTFEDMJFOUTBUJTGBDUJPOXIJDIIFMQTUPEFWFMPQ
BQPTJUJWFCSBOEWBMVFGPSUIFDPNQBOZ

$IBQUFS (PPEDMJFOUQSBDUJDF
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Self-test questions


-JTUUISFFDIBOHFTUPBDMJFOUTDJSDVNTUBODFTUIBUNBZHFOFSBUFUIFOFFEUPSFWJFXUIFJSmOBODJBMQMBOOJOH



6OEFSXIBUDJSDVNTUBODFTDBOUIFTVSSFOEFSPGBQPMJDZCFSFDPNNFOEFECZBOBHFOU

You will ﬁnd the answers on the next page

Chapter 10
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Self-test question answers


5ISFFGSPN
t NBSSJBHF
t CJSUIPGBDIJME
t DIBOHFPGKPCPS
t NPWJOHIPVTF



5IFDJSDVNTUBODFTXIFSFQPMJDZTVSSFOEFSDBOCFSFDPNNFOEFEBSFBTGPMMPXT
t 5IFSFNBZCFTJUVBUJPOTJOXIJDIDMJFOUTIBWFCFFONJTTPMEQPMJDJFTUIBUEPOPUNBUDIUIFJSOFFET
t 5IFSFNBZCFUJNFTXIFODMJFOUTBSFIPMEJOHQSPEVDUTUIBUBSFOPUHPPEWBMVFGPSNPOFZ

Chapter 10

t 5IFSFNBZCFUJNFTXIFODMJFOUTBSFGBDJOHmOBODJBMEJGmDVMUJFTBOETPUIFZNBZEFTQFSBUFMZOFFEUPSFEVDF
FYQFOEJUVSFPSSFTDIFEVMFUIFJSEFCUT
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Claims
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Key terms
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11.1

B Why a claim may be invalid

11.2

C Duties after death and documentary evidence

11.3, 11.4

D Settling claims

11.5

E Fraudulent claims

11.6, 11.7

F Void and voidable contracts

11.8

Key points
Question answers
Self-test questions

Learning objectives
After studying this chapter, you should be able to:
• deﬁne a claim;
• identify the different types of claims;
• discuss the requirements of a valid claim;
• recognise invalid claims;
• list the documents required to be submitted to settle a death claim;
• describe early death claims;
• explain the process of settling maturity, survival and death claims;
• recall the IRDA guidelines pertaining to the settlement of claims;
• state the consequences of settling a fraudulent claim;
• distinguish between contracts that are void and voidable;
• explain the indisputability clause in life insurance.
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Introduction
When making a decision on buying life insurance, clients will take a number of factors into account. These
include the:
• pricing of the product;
• features of the product;
• likely returns that will be offered by the product compared to other insurance and investment products;
• ﬂexibility offered in terms of plan term, premium payments, liquidity etc.;
• tax beneﬁts offered by the product; and
• level of customer service provided by the company.
All these factors play an important role, but one very important aspect, which few people pay attention
to, is how the insurance company handles and settles claims. What good is an insurance product during
the lifetime of a policyholder, if the nominee/beneﬁciary/assignee is not able to receive the claim from
the insurance company in a reasonable time and with ease? The real test of an insurance company and an
insurance policy comes when the policy becomes a claim. People take out insurance because they worry
about the possibility of misfortune. Ultimately, the ‘value’ of insurance will be judged, by most individuals,
on the way in which their claim is handled.
While the IRDA has laid down broad guidelines for claims settlement, it depends on individual companies
and their claims handling staff how quickly and efﬁciently they respond to a claim when it arises and how
soon they settle it. The claims settlement ratio (how many claims are settled to every 100 claims arising)
is also one of the benchmarks on which an insurance company is judged. So claims handling and settling
assumes a great deal of signiﬁcance.
In this chapter you will learn all about claims, their types and their settlement. You will learn about valid and
invalid claims and what you should do when one of your clients’ policies becomes a claim.

Key terms
This chapter features explanations of the following terms and concepts:
Claims

Maturity claims

Survival beneﬁt payments

Death claims

Valid claims

Policy not in force

Breach of policy condition

Fraudulent claims

Claim documents

Early death claims

Presumption of death

Void contracts

Voidable contracts

Indisputable contracts

Claimant’s statement

Rider beneﬁts

Return of premium (ROP)

Terminal bonus

A

Requirements for a valid claim

Before discussing the requirements for a valid claim let’s look at what a claim is and what the different types
of claims are.

A1 What is a claim?
A claim is a demand that the insurer redeem the promise made in the contract. The insurer then has
to perform its part of the contract, i.e. settle the claim, after satisfying itself that all the conditions and
requirements for the settlement of the claim have been complied with.
We will look at three main types of claim in this section – maturity claims, death claims and rider beneﬁts.

A2 Maturity claims

Chapter 11

Some life insurance plans, such as endowment plans and whole life plans, promise to pay the insured a
speciﬁc amount at the end of the plan, if they survive for the plan’s entire term. This amount is known as the
maturity beneﬁt amount or the maturity claim amount. The amount payable on maturity is the sum insured
plus any accumulated bonuses, minus any outstanding premiums and interest thereon.
In some cases the premiums paid over the tenure of the plan are returned on maturity. These plans are
termed as ‘return of premium’ (ROP) plans by some insurers.
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Example
Ajay has bought a participating endowment plan with a sum insured of Rs. 25 lakhs that will run for 30 years. Under the
terms of this plan, if Ajay survives until the end of the 30 years, and has paid all the premiums, the insurance company
will pay him the maturity beneﬁt amount or maturity claim of Rs. 25 lakhs along with the accumulated bonuses (if any).
On maturity the insurance company may also pay Ajay a one-time terminal bonus in addition to the accumulated
bonuses that are declared year after year. This bonus is paid to encourage policyholders to continue with the policy for
the full term and to pay the premiums regularly on time.
The terminal bonus is also known as the ﬁnal additional bonus (FAB) or loyalty or persistency bonus. It may be ﬁxed by
some insurance companies at the beginning of the policy, or alternatively it will depend on the ﬁnancial performance of
the insurance company over the life of the policy. It is paid provided the premiums have been paid for a speciﬁed period
(usually at least 15 years).
In the case of ULIPs, the insurance company pays the fund value (or in some cases the fund value and sum
insured) as the maturity claim, at the end of the plan’s term or, in the case of a money-back policy, minus the
survival beneﬁts received during the term of the policy.

A2A Survival beneﬁt payments
For money-back policies the insurance company makes speciﬁc payments to the policyholder at speciﬁc
times during the term of the policy. These payments are known as survival beneﬁts.

Example
Ajay has bought a money-back policy with a sum insured of Rs. 20 lakhs for 20 years, which promises to pay 25% of
the sum insured every ﬁve years as survival beneﬁt. In this case the insurance company will pay Ajay Rs. 5 lakhs at
the end of the 5th, 10th, 15th and 20th years, as a survival beneﬁt. If the policy is a participating policy, the insurance
company will also pay the accumulated bonuses along with the last payment at the end of the 20th year.

Consider this…
How is a survival claim different from a maturity claim? Think of some examples of the types of policies in which the
two claims arise.

A2B Reduced sum insured (paid-up value)
Sometimes during the tenure of a policy the policyholder may face ﬁnancial problems and may not be
in a position to continue paying the premiums. During such times rather than surrendering the policy,
the policyholder has the option to convert it into a paid-up policy. On the maturity of such policies, the
proportionate reduced sum insured is paid out by the insurance company.

A2C Discounted claims
Discounted claims are those options which are exercised by the policyholder within one year of the maturity
date of the policy.

A2D Commutation of instalments
For annuity plans, before receiving regular/periodic annuity payments, the individual can make a lump sum
withdrawal. This is known as commutation. Insurance companies normally allow the individual to make
withdrawals of up to a third of the accumulated fund. The remaining two thirds must be used to buy the
annuity payments for the individual.

A2E Annuity payments at the time of vesting
In the case of annuities, on vesting, the regular annuity payments start to be made by the insurance company
to the annuitant. The payments may be made to the annuitant on a monthly, quarterly, semi-annual or
annual basis depending on the plan’s terms and conditions.
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A3 Death claim
A death claim is where the life insurance company pays the sum insured to the nominee/ beneﬁciary on
the death of the insured during the term of the plan. For whole life policies, the beneﬁt is paid on death,
regardless of when this occurs, i.e. there is no ﬁxed term. If the policy is a participating policy, the insurance
company will also pay the bonuses accumulated until then. If the policyholder had taken out any loans, then
the outstanding amount of the loan, the interest and any outstanding premium and interest thereon will be
deducted before the ﬁnal amount is paid.

Example
Ajay has bought a term insurance plan with a sum insured of Rs. 25 lakhs for 25 years. He dies in the 13th year of the
policy. In this case the insurance company will pay Ajay’s nominee/beneﬁciary Rs. 25 lakhs as a death claim.

Be aware
In the case of an ULIP, should the insured die, the insurance company pays the higher of the sum insured or the fund
value (or, in the case of some insurance companies, both the fund value and the sum insured is paid).
There are certain policies where the beneﬁt is not paid on death but on a speciﬁed date as chosen by the life
insured when taking out the policy. For example, for a policy where the objective is to provide for a lump sum
amount for a daughter’s marriage or a son’s higher education, the amount is not paid on the death of the life
insured but becomes payable on the date speciﬁed, for example:
• when the son/daughter reaches the age of 18 or 21.
This is, of course, as per the terms and conditions of the policy and the option exercised by the proposer.

A4 Rider beneﬁt
A payment under a rider is made by the insurance company on the occurrence of a speciﬁed event according
to the rider terms and conditions. For example:
• under an accidental death beneﬁt (ADB) rider, in the event of the death of the insured, the additional sum
insured under this rider is paid;
• under a critical illness (CI) rider in the event of diagnosis of a critical illness, a speciﬁed amount is paid
as per the rider terms and conditions. The illness should be covered in the list of CIs speciﬁed by the
insurance company (the list may differ among insurers);
• under a ‘hospital care’ rider the insurance company pays the treatment costs in the event of
hospitalisation of the insured, subject to the terms and conditions of the rider.
To refresh your knowledge of riders, refer back to chapter 7, section B3.

A5 Valid claim
Once an insurance company receives notiﬁcation of a claim it will want to be sure that the claim is valid
before it makes a payment. It will do this by checking the following:
t 8BTUIFJOTVSBODFQPMJDZJOGPSDFXIFOUIFFWFOUPDDVSSFE
t )BTUIFJOTVSFEFWFOUUBLFOQMBDF
t )BWFUIFPSJHJOBMQPMJDZEPDVNFOU BDPNQMFUFEDMBJNGPSNBOEBMMUIFPUIFSSFRVJSFEEPDVNFOUTCFFOTVCNJUUFE
t )BTUIFQPMJDZIPMEFSQFSGPSNFEUIFJSQBSUXJUISFHBSETUPBHFBENJTTJPOBOEUIFEJTDMPTVSFPGNBUFSJBMGBDUTSFMFWBOU
to the policy? These will be investigated by the insurance company as part of its claim settlement process.

Example
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The insurance company will investigate whether the policyholder declared their correct age and supported it with
valid age proof documents. If it is an early claim (death happening within 2 to 3 years of buying the policy or revival
of the policy) the insurance company will investigate whether the insured suppressed any material facts (for example
something related to their health or about a pre-existing illness) in order to get insurance on better terms. (If you want to
refresh your knowledge of material facts, we discussed these in chapter 3, part 1.)

Chapter 11

Claims

11/5

t %JEUIFDMBJNEFNBOEDPNFGSPNUIFSJHIUQFSTPO T JFUIFQFSTPO T XIPJTFOUJUMFEUPSFDFJWFUIFDMBJNBNPVOU 
This can be the nominee, the legal heir or the assignee etc.
t )BWFBMMUIFPUIFSGPSNBMJUJFTUIBUBSFSFRVJSFEGPSBDMBJNUPCFWBMJECFFOGVMmMMFE

Suggested activity
Find out from your family or friends if any of them has ever made a claim on a life insurance company. Ask them about
UIFDMBJNTQSPDFEVSFBOEUIFEPDVNFOUTUIBUUIFZXFSFSFRVJSFEUPTVCNJUUPTFUUMFUIFDMBJN

Question 11.1
8IBUBSFUIFUISFFNBJOUZQFTPGDMBJN

B

Why a claim may be invalid

Once an insurance company has completed its investigations it may conclude that it does not need to make a
claim payment because the claim is invalid. There are three main circumstances in which this may arise:
The policy is not in force:

If the policy was not in force when
the event occurred, the insurance
company will reject the claim.

Example: Ajay has taken out a term plan for
20 years. He pays the annual premium on
the 1st of April every year. In the 3rd year he
suffers a severe heart attack. Due to ﬁnancial
problems because of huge hospital bills, Ajay
is not able to pay the premiums on time. His
ﬁnancial problems continue for a longer time
than expected and he is not able to pay the
premium even during the grace period. At the
same time Ajay’s health deteriorates and he
dies on 15th May.
Ajay’s nominee ﬁles a claim with the insurance
company but the company rejects the claim as
the policy was not in force due to premiums
not being paid, even during the grace period.

Excluded conditions apply:

If the death is caused by something
excluded from cover under the policy,
the claim will not be met.

Example: Insurance policies exclude death
due to suicide in the ﬁrst year of the policy,
therefore the death claim for a policyholder who
commits suicide during that ﬁrst year, will be
rejected by the insurance company.

The claim is fraudulent:

If, during its investigations, the
insurance company ﬁnds out that
a material fact was deliberately
suppressed by the insured then it will
reject the claim.

Example: If the insurer ﬁnds out that the age
declared by the insured at the time of taking
out the policy was wrong or the insured
was suffering from some illness that was
deliberately not disclosed, then the insurer
can reject the claim on the grounds of
misrepresentation.

Suggested activity
Search the internet and ﬁnd out about some life insurance cases where the insurance company rejected the claim
because it was of the opinion that the claims were invalid due to various reasons. Study those cases.
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Duties after death and documentary evidence

Clearly, unless the insurance company knows about the death, it will not pay out the sum insured. Therefore
the ﬁrst thing that must happen, after the death of the life insured, is for the insurance company to be
advised that the death has taken place. The notiﬁcation may be sent by the nominee, assignee, relative,
the individual’s employer or the insurance agent. However, notiﬁcation of the death is not enough – the
insurance company will need proof, not just that the death actually took place, but that the life was insured
by the company. Therefore, the next duty for the claimant is to ensure that the insurance company receives
the following documents:
t 5IFQPMJDZEPDVNFOU TFFTFDUJPO&POMPTUQPMJDJFT 
t %FFETPGBTTJHONFOUTSFBTTJHONFOUTJGUIFQPMJDZIBTCFFOBTTJHOFE UIFOUIFJOTVSBODFDPNQBOZOFFETUPLOPX
this so that it can make the payment to the correct person. (See chapter 3, part 2, section H4B to refresh your
knowledge of assignment.)
t 1SPPGPGBHF JGBHFJTOPUBMSFBEZBENJUUFE
t 5IFEFBUIDFSUJmDBUF QSPPGPGEFBUI 
t 5IFDMBJNBOUTTUBUFNFOU
t -FHBMFWJEFODFPGUJUMF JGUIFQPMJDZJTOPUBTTJHOFEPSOPNJOBUFE
t 5IFEJTDIBSHFGPSN TFOUCZUIFJOTVSBODFDPNQBOZ NVTUCFFYFDVUFEBOEXJUOFTTFEBOESFUVSOFEUPUIFJOTVSBODF
company.

C1 Early death claims
If the claim occurs within three years from the date of risk, or from its revival, insurance companies normally
classify it as an early death claim. In such cases insurance companies will carry out a detailed investigation.
Additional documents may be called for in order to make certain that material facts were not suppressed at
the time of proposal/revival. These documents include:
t BTUBUFNFOUGSPNUIFMBTUNFEJDBMBUUFOEBOUUPBUUFOEUIFEFDFBTFECFGPSFEFBUI HJWJOHEFUBJMTPGUIFJSMBTUJMMOFTTBOE
the treatment given;
t BTUBUFNFOUGSPNUIFIPTQJUBM JGUIFEFDFBTFEIBECFFOBENJUUFEUPBIPTQJUBM
t BTUBUFNFOUGSPNUIFQFSTPOXIPBUUFOEFEUIFMBTUSJUFTBOEIBETFFOUIFEFBECPEZBOEPS
t BTUBUFNFOUGSPNUIFFNQMPZFS JGUIFEFDFBTFEXBTFNQMPZFE TIPXJOHEFUBJMTPGMFBWFUBLFO
If the life insured had an unnatural death, such as an accident, by suicide or by an unknown cause, the
following will also be looked into:
• Police ﬁrst information report (FIR);
• panchanama (inquest);
• forensic report;
• post mortem report; and
• Coroner’s report.
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Depending on the initial evidence, a special inquiry may be ordered.
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Example
Ajay has bought an endowment insurance plan with a cover of Rs. 25,00,000 for a term of 25 years. Let’s see how the
claim will be handled in various scenarios:
a) Ajay dies within the ﬁrst three years of buying the policy. His death is treated as an early death claim by the life
insurance company. The insurance company carries out a more detailed investigation than usual before settling the
DMBJN*OBEEJUJPOUPTFFJOHUIFVTVBMSFRVJSFEEPDVNFOUTBOEUIFDPNQMFUFEDMBJNGPSN JOPSEFSUPTFUUMFUIFDMBJNJU
may ask for information from the last doctor who treated Ajay before his death.
b) Ajay pays all the premiums regularly on time and he dies in the 7th year of the policy. The life insurance company
XJMMUSFBUIJTEFBUIBTBOPSNBMDMBJN"KBZTOPNJOFFMFHBMCFOFmDJBSZXJMMCFSFRVJSFEUPTVCNJUUIFSFHVMBSTFUPG
documents along with the completed claim form. The insurance company will settle the claim in a reasonable period
of time without going into a detailed investigation, provided the claim is valid.
c) Ajay is unable to pay the premium in the 5th year of the policy and the policy lapses. He revives the policy in the 6th
year and dies in the 7th year. The treatment of the claim will be different from a normal death claim. Even though
death has happened in the 7th year of the policy, the life insurance company will still treat the claim as an early death
claim as death happened one year after the policy’s revival. The insurance company will carry out a more detailed
investigation than normal before settling the claim as in scenario a).

D Settling claims
In section A we looked at maturity and death claims and in this section we will look at how these are settled
in more detail. Before we do so, however, we will consider the guidelines laid down by the IRDA about how
all claims should be handled, as these provide the framework.

D1 IRDA guidelines for claim settlement
In the introduction to this chapter we stated that the IRDA has laid down guidelines for the settlement of claims.
These are included in the IRDA (Protection of Policyholders’ Interests) Regulations 2002 and are as follows:
Claims procedures in respect of a life insurance policy
"MJGFJOTVSBODFQPMJDZTIBMMTUBUFUIFQSJNBSZEPDVNFOUTXIJDIBSFOPSNBMMZSFRVJSFEUPCFTVCNJUUFECZBDMBJNBOU
in support of a claim.
"MJGFJOTVSBODFDPNQBOZ VQPOSFDFJWJOHBDMBJN TIBMMQSPDFTTUIFDMBJNXJUIPVUEFMBZ"OZRVFSJFTPSSFRVJSFNFOU
of additional documents, to the extent possible, shall be raised all at once and not in a piecemeal manner, within a
period of 15 days of the receipt of the claim.
3. A claim under a life policy shall be paid or be disputed giving all the relevant reasons, within 30 days from the date
PGSFDFJQUPGBMMSFMFWBOUQBQFSTBOEDMBSJmDBUJPOTSFRVJSFE8IFSFJOUIFPQJOJPOPGUIFJOTVSBODFDPNQBOZUIF
circumstances of a claim warrant an investigation, it shall initiate and complete such investigation at the earliest, in
any case not later than 6 months from the time of lodging the claim.
4. Subject to the provisions of section 47 of the Act, where a claim is ready for payment but the payment cannot be
made due to any reasons of a proper identiﬁcation of the payee, the life insurer shall hold the amount for the beneﬁt
of the payee and such an amount shall earn interest at the rate applicable to a savings bank account with a scheduled
bank (effective from 30 days following the submission of all papers and information).
8IFSFUIFSFJTBEFMBZPOUIFQBSUPGUIFJOTVSFSJOQSPDFTTJOHBDMBJNGPSBSFBTPOPUIFSUIBOUIFPOFDPWFSFECZ
sub-regulation (4), the life insurance company shall pay interest on the claim amount at a rate which is 2% above the
bank rate prevalent at the beginning of the ﬁnancial year in which the claim is reviewed by it.
Now that we have established the framework within which all claims must be handled, we can go on to
consider the individual types of claim.
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Question 11.2
8IBUEPDVNFOUTBSFSFRVJSFEJOTVQQPSUPGBEFBUIDMBJN

D2 Maturity claim
Action on maturity claims is normally initiated by the insurance company itself. It will know from its records
which policies will mature each month and will normally send an advance notiﬁcation to the person insured.
The insured will then take the steps described in section C. Then, before making the payment, the insurer will
satisfy itself that:

Figure 11.1
The original
policy has
been
handed in

The identity
of the
policyholder
has been
proved

The
discharge
form has
been duly
completed

The correct
age was
admitted and
a supporting
age proof
document
supplied

All the
premiums
have been
paid and are
up to date

There are no
assignments

The insurer is expected to make the payment on the maturity date. Post-dated cheques are usually sent a few
days in advance of the maturity date, provided a signed discharge form has been received.
If the policy is reported lost, then the insurer may settle on the basis of indemnity (see section E). This is
possible because no further obligations remain under the policy.
Assigned policies

Be aware
In the case of an absolute assignment, the claim payment will be made to the assignee.
If the assignment is conditional, reverting to the policyholder on maturity, the insurance company can
make the payment to the policyholder. It will be prudent, however, to ﬁrst check that the assignee has no
outstanding claims.

Be aware
Settlement option: Some maturity claims (for example in case of ULIPs) may be payable, not on the date of maturity as
chosen by the policyholder, but later and in instalments, not as a lump sum. This is known as the settlement option. The
QPMJDZIPMEFSOFFETUPFYFSDJTFTVDIBOPQUJPOJOBEWBODFCFGPSFUIFQPMJDZNBUVSFTGPSQBZNFOU8IJMFUIFEFDJTJPOUP
settle may be taken before the maturity date, the settlement process will continue for a few years after the maturity date.

D3 Survival beneﬁt payments
When it comes to making survival beneﬁt payments, the procedure is similar to the payment of maturity
claims. Action will be initiated by the insurer and post-dated cheques will be sent in advance.
If the policy is reported to be lost, a duplicate policy may be provided on which an endorsement will be made
regarding the settlement of the survival beneﬁts. See also section E below on fraudulent claims.

D4 Death claims
Unlike the ﬁrst two types of claim, the process here is started by the claimant, who will advise the
insurance company of the death of the life insured. The insurance company will then wait for the relevant
documentation (see section C), check it, and carry out any further investigations that it deems necessary.
Once it is satisﬁed that the claim is a valid one, it will send the sum insured to the nominee or beneﬁciary
within a reasonable timeframe, i.e. it will settle the claim.

Question 11.3
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According to IRDA guidelines, how long does an insurance company have to complete its investigation of a claim?
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Fraudulent claims

Insurance fraud is a deliberate attempt to use insurance for unjustiﬁed ﬁnancial gain. Insurance fraud
includes bogus claims and the misrepresentation of facts.

Be aware
Loss of policy
Insurance companies take the utmost care when settling maturity claims. Sometimes the original policy is reported as
lost. Caution must be exercised to ensure that there is no attempt to defraud, for example it could have been pledged
elsewhere for a loan. But if the loss of policy is genuine, it is possible to settle the claim on the basis of an indemnity
accompanied, as a precaution, by an advertisement in the newspapers.
The indemnity is in the form of a statement, signed by the claimant, stating that should the original policy come to light
and evidence of ownership by another party is provided, then the claimant will reimburse the insurance company for
any claim payments made to them.

E1

Consequences of fraud

If fraud is not detected and a fraudulent claim is paid, there are direct consequences for the insurer, their
insureds and on the fraudulent claimant, as follows:
Consequences of fraud
from the insurer

t *OEJWJEVBMJOTVSFSTUIBUEPOPUUBLFUIFEFUFDUJPOBOEQSFWFOUJPOPGGSBVETFSJPVTMZXJMM
see the result of this in a fall in their proﬁts. Their claims costs will rise and this will
have an impact on premiums, making them less competitive in the market.
t *OBEEJUJPO CZXPSEPGNPVUIJUNBZCFDPNFLOPXOBNPOHGSBVETUFSTXIJDIJOTVSFST
EPOPUDBSSZPVUBEFRVBUFDIFDLTCFGPSFQBZJOHDMBJNT MFBEJOHUPFWFONPSFDMBJNT
of this sort.

Consequences of fraud for
the insured

t *OTVSFEQFPQMFXIPEPOPUBDUGSBVEVMFOUMZXJMMBMTPTVGGFSBTBSFTVMUPGGSBVEVMFOU
claims being paid.
t 5IJTIBQQFOTCFDBVTFUIFJODSFBTFJOQSFNJVNTXJMMBGGFDUBMMQPMJDZIPMEFST OPUKVTU
those who have made fraudulent claims. You will remember that the insurer tries to
make sure that each insured person brings a fair premium to the pool for the risk
presented. This will be distorted by fraudulent claims.

Consequences of fraud for
the fraudulent claimant

E2

t 5IFDPOTFRVFODFPOUIFDMBJNBOUPGBGSBVEVMFOUDMBJNCFJOHQBJEJTDMFBS*GUIF
claimant has succeeded in receiving monies in respect of a fraudulent claim, there will
be a temptation to continue this practice in future.

Caution points at the time of handling death claims

Death claims are where most fraud occurs, and therefore insurers tend to be more cautious when handling
them. The following are some indications that a death claim may be fraudulent:
• If the notiﬁcation of death is received from a stranger, there is reason to ask: ‘Why has it not come from a
family member or a relative?’
• Too many enquiries about progress in the settlement of the claim should raise doubts.
• If the notiﬁcation of death is received three years after the date of death, there is reason to be suspicious.
In such a scenario, investigation in the same way as for an early death claim would be desirable in all
cases, to rule out the possibility of a fraud. If the reasons for the delay in making the claim are not fully
satisfactory, the plea that the claim is ‘time barred’ can be made.
While insurers, as a matter of good faith, should expedite claims settlement, as a trustee of the
policyholder’s premiums and their company’s ﬁnances they should always act to prevent fraud. This balance
has to be maintained.

E3

Presumption of death

Proof of death is essential for a claim to be settled. However, sometimes a person is reported missing
without any information about their whereabouts. What happens to the life insurance of such an individual –
can a claim be made or would an insurance company be suspicious that all such claims were fraudulent?
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Sections 107 and 108 of the Indian Evidence Act 1872 deal with presumption of death; under this Act if an
individual has not been heard of for seven years they are presumed to be dead. This has the following effect
on the actions of the life insurance company:
• If the nominee or heirs claim that the life insured is missing and must be presumed to be dead, insurers
insist on a decree from a competent court.
• However, the insurer may also act on its own, without a decree of the court, if reasonably strong
circumstantial evidence exists to show that the life insured could not have survived a fatal accident or hazard.
• It is necessary that the premiums should be paid until the court decrees presumption of death; although
insurers may, as a concession, waive the premiums during the seven year period. This is at the discretion
of the individual insurance company.

F

Void and voidable contracts

One reason why a claim may be rejected by an insurance company is because the original contract of
insurance has been found to be invalid, or void, or has become voidable and the insurance company chooses
to set it aside for some reason. We will describe what these two terms mean, and the difference between
them, in this section.
A contract may not be valid or fully valid in law for a number of reasons. A void contract has no binding effect
on either party because a void contract is no contract at all (the expression is really a contradiction in terms).
Circumstances that will render a policy void include the following:
Mistake

If there is a fundamental mistake that goes
to the root of the contract, there has been
no meeting of minds and, therefore, no
valid contract exists.

Example: A life insurance contract entered
into with a drunken person or person
who is not of sound mind at the time of
entering into the contract, will not be valid
as the person is not in a state of mind
to understand the contract’s terms and
conditions.

Illegitimate/unlawful
circumstances

If the insurance has been taken out in
support of some illegitimate (unlawful)
activity, it will be void.

Example: A person taking out life insurance
with the intention of committing suicide
or a husband taking life insurance on his
wife’s life with the intention of killing her
and claiming the money from the insurance
company.

Lack of insurable interest

If there is no insurable interest attaching to
a policy, it would be declared null and void.

A voidable contract is binding unless and until one of the parties chooses to set it aside. Insurance contracts
may be voidable on a number of different grounds. Examples are:
• Breach of good faith – misrepresentation or non-disclosure will allow the insurer to treat the policy as void.
• Breach of warranty – this will entitle the insurer to treat the policy as void.
However, in Indian law there is an exception to the insurance company’s right to declare a policy void on the
grounds of misrepresentation or non-disclosure. This is important, so we will consider it now.

F1

Indisputable contracts

As we have just seen, if the proposer has made any untrue or incorrect statements at the time of proposal,
either in the proposal form or in the personal statement, or they have not disclosed some material
information, the policy contract becomes void ab initio. This means that all the beneﬁts under the policy
cease and all monies paid in premiums are forfeited.

Be aware
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Ab initio is a Latin term which means ‘from the beginning’. A policy contract which is declared void ab initio means
that the policy was null and void from the beginning and since the contract is not legally enforceable, the insurer is not
SFRVJSFEUPQBZUIFDMBJN
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However, this penalty is subject to section 45 of the Insurance Act 1938. Under this section, a policy which
has been in force for two years cannot be disputed on the grounds of incorrect or false statements in the
proposal and other documents, unless it is shown to be on a material matter and was fraudulently made.
This provision is meant to protect policyholders from suffering for minor inaccuracies on stated facts.

Section 45
/PQPMJDZPGMJGFJOTVSBODFTIBMMBGUFSUIFFYQJSZPGUXPZFBSTGSPNUIFEBUFPOXIJDIJUXBTFGGFDUFECFDBMMFEJORVFTUJPO
by an insurer on the ground that statement made in the proposal or in any report of a medical ofﬁcer, or referee, or friend
of the insured, or in any other document leading to the issue of the policy, was inaccurate or false, unless the insurer
shows that such statement was on a material matter or suppressed facts which it was material to disclose and that it
was fraudulently made by the policyholder and that the policyholder knew at the time of making it that the statement was
false or that it suppressed facts which it was material to disclose.
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Key points
The main ideas covered by this chapter can be summarised as follows:
Requirements for a valid claim
t "DMBJNJTUIFEFNBOEUIBUUIFJOTVSFSTIPVMESFEFFNUIFQSPNJTFNBEFJOUIFDPOUSBDU
t "NBUVSJUZDMBJNJTUIFTVNJOTVSFE QMVTBOZBDDVNVMBUFECPOVTFT*UJTQBJEUPUIFJOTVSFEPSUIFQSPQPTFS JGUIF
proposal is on the life of another person, say, key man insurance, partnership insurance etc.) or the assignee if the
policy was assigned absolutely for valuable consideration, at the end/maturity of the plan, if they survive the entire
term of the plan.
t "UFSNJOBMPSmOBMBEEJUJPOBMCPOVTNBZCFQBJE
t *ONPOFZCBDLQPMJDJFTUIFJOTVSBODFDPNQBOZNBLFTTQFDJmDQBZNFOUTUPUIFQPMJDZIPMEFSBUTQFDJmDQFSJPET
during the term of the policy. These payments are known as survival beneﬁts.
t 5IFTVNJOTVSFEQBJECZBMJGFJOTVSBODFDPNQBOZUPUIFOPNJOFFCFOFmDJBSZBTTJHOFFJOUIFFWFOUPGUIFEFBUIPG
the insured during the term of the plan, is known as death claim.
Why a claim may be invalid
t "OJOTVSFSNBZSFGVTFUPQBZUIFDMBJNCFDBVTF
– the policy is not in force;
– an exclusion condition applies; or
– the claim is found to be fraudulent.
Duties after loss and documentary advice
t 5IFDMBJNBOUOFFETUPJOGPSNUIFMJGFJOTVSBODFDPNQBOZPGUIFEFBUIPGUIFMJGFJOTVSFEBOETVCNJUUIFOFDFTTBSZ
documents to settle the claim.
t *OUIFDBTFPGBOFBSMZEFBUIDMBJN BEEJUJPOBMEPDVNFOUTBSFSFRVJSFEPWFSBOEBCPWFUIFEPDVNFOUTVTVBMMZSFRVJSFE
for a normal death claim.
Settling claims
t 'PSNBUVSJUZDMBJNTUIFQSPDFTTJTJOJUJBUFECZUIFJOTVSBODFDPNQBOZXFMMJOBEWBODFPGUIFNBUVSJUZEBUF
t *ODBTFTPGBCTPMVUFBTTJHONFOUUIFQBZNFOUJTNBEFUPUIFBTTJHOFF
t 'PSTVSWJWBMCFOFmUQBZNFOUTUIFBDUJPOJTJOJUJBUFECZUIFJOTVSBODFDPNQBOZBOEQPTUEBUFEDIFRVFTBSFTFOUUPUIF
policyholder well in advance.
t 5IF*3%"IBTMBJEEPXOHVJEFMJOFTGPSUIFTFUUMFNFOUPGDMBJNTJOIRDA (Protection of Policyholders’ Interests)
Regulations 2002.
Fraudulent claims
t *OTVSBODFGSBVEJTBEFMJCFSBUFBUUFNQUUPVTFJOTVSBODFGPSVOKVTUJmFEmOBODJBMHBJO
t *GGSBVEJTOPUEFUFDUFEBOEUIFGSBVEVMFOUDMBJNJTQBJE UIFSFBSFEJSFDUDPOTFRVFODFTGPSUIFJOTVSFS UIFJSJOTVSFET
and the fraudulent claimant.
Void and voidable contracts
t "WPJEDPOUSBDUIBTOPCJOEJOHFGGFDUPOFJUIFSQBSUZ
t $JSDVNTUBODFTUIBUXJMMSFOEFSBQPMJDZWPJEJODMVEFUIFGPMMPXJOH
– a mistake;
– illegitimate/unlawful circumstances; or
– a lack of insurable interest.
t "WPJEBCMFDPOUSBDUJTCJOEJOHVOUJMPOFPGUIFQBSUJFTDIPPTFTUPTFUJUBTJEF
t 6OEFSTFDUJPOPGUIFInsurance Act 1938, a policy which has been in force for two years cannot be disputed
on the ground of incorrect or false statements in the proposal and other documents, unless it is shown to be on a
material matter and was fraudulently made.
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Question answers
11.1 Claims can be of three main types:


t NBUVSJUZDMBJNT



t EFBUIDMBJNTBOE



t SJEFSCFOFmUT

5IFEPDVNFOUTSFRVJSFEJOTVQQPSUPGBEFBUIDMBJNJODMVEFUIFGPMMPXJOH


t 5IFQPMJDZEPDVNFOU



t %FFETPGBTTJHONFOUTSFBTTJHONFOUT



t 1SPPGPGBHF JGBHFJTOPUBMSFBEZBENJUUFE



t 5IFEFBUIDFSUJmDBUF



t $MBJNBOUTTUBUFNFOU



t -FHBMFWJEFODFPGUJUMF JGUIFQPMJDZJTOPUBTTJHOFEPSOPNJOBUFE



t 5IFEJTDIBSHFGPSN TFOUCZUIFJOTVSBODFDPNQBOZ NVTUCFFYFDVUFEBOEXJUOFTTFEBOESFUVSOFEUPUIF
insurance company.
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11.3 According to IRDA guidelines, an insurance company must complete its investigation of a claim no later than six
months from the time the claim was lodged.
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Self-test questions
1.

8IBUBSFUIFSFRVJSFNFOUTPGBWBMJEEFBUIDMBJN

2.

8IBUBSFUIFDJSDVNTUBODFTJOXIJDIUIFJOTVSFSNBZSFGVTFUPQBZUIFDMBJN

3.

8IBUBSFUIFDJSDVNTUBODFTUIBUDBOSFOEFSBQPMJDZWPJE

4.

#SJFnZFYQMBJOUIFDPOTFRVFODFTPGQBZJOHBGSBVEVMFOUDMBJN

You will ﬁnd the answers on the next page
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Self-test answers
1.

5IFSFRVJSFNFOUTGPSBWBMJEEFBUIDMBJNBSF
t BOJOTVSFEFWFOUUPPLQMBDF
t UIFQPMJDZXBTJOGPSDFXIFOUIFJOTVSFEFWFOUPDDVSSFE
t BMMUIFOFDFTTBSZEPDVNFOUBUJPOIBTCFFOQSPWJEFE JODMVEJOHUIFPSJHJOBMQPMJDZ BDPNQMFUFEDMBJNGPSN
and a death certiﬁcate etc.;
t UIFQPMJDZIPMEFSIBEQSPWJEFEQSPPGPGBHFBOEEJTDMPTFEBMMNBUFSJBMGBDUTSFMFWBOUUPUIFQPMJDZ
t UIFDMBJNIBTDPNFGSPNUIFJOEJWJEVBMFOUJUMFEUPSFDFJWFUIFDMBJNBNPVOUBOE
t BMMPUIFSGPSNBMJUJFTSFRVJSFEIBWFCFFODPNQMFUFE

2.

An insurer may refuse to pay the claim because:
t UIFQPMJDZXBTOPUJOGPSDFXIFOUIFFWFOUPDDVSSFE
t BOFYDMVEFEDPOEJUJPOBQQMJFEUPUIFMPTTPS
t UIFDMBJNXBTGSBVEVMFOU

3.

Circumstances that will render a policy void include the following:
t Mistake – if there is a fundamental mistake that goes to the root of the contract, there has been no meeting
of minds and, therefore, no valid contract exists.
t Illegal/unlawful circumstances – if the insurance has been affected in support of some illegal/unlawful
activity, it will be void.
t Lack of insurable interest – if there is no insurable interest attaching to a policy, it would be declared null
and void.

4.

*GGSBVEJTOPUEFUFDUFEBOEUIFGSBVEVMFOUDMBJNJTQBJE UIFSFBSFEJSFDUDPOTFRVFODFTPOUIFJOTVSFS UIFJS
insureds and on the fraudulent claimant.
a) Consequences of fraud on the insurer
Individual insurers that do not take seriously the detection and prevention of fraud will see their proﬁts
affected. Their claims costs will rise and this will have an impact on premiums, making them less
competitive in the market. In addition, they will gain a reputation for not carrying out thorough checks when
paying claims, making them vulnerable to more fraudulent claims.
b) Consequences of fraud on the insureds
The premiums will rise for everyone, not just for those making the fraudulent claims, as the insurer’s ability
to ensure that each insured brings a fair premium to the pool will be distorted.

Chapter 11

c) Consequences of fraud on the fraudulent claimant
 5IFDPOTFRVFODFPOUIFDMBJNBOUPGBGSBVEVMFOUDMBJNCFJOHQBJEJTDMFBS*GUIFDMBJNBOUIBTTVDDFFEFEJO
receiving monies in respect of a fraudulent claim, there will be a temptation to continue this practice in future.

Legislation and client advice
Contents

Syllabus learning
outcomes

Learning objectives
Introduction
Key terms
A Insurance Act 1938

12.1, 12.2

B Indian Life Assurance Companies Act 1912

12.1, 12.2

C Life Insurance Corporation Act 1956

12.1, 12.2

D Insurance Regulatory and Development Authority (IRDA) Act 1999

12.1, 12.2

E Prevention of Money Laundering Act (PMLA) 2002

12.1, 12.2

F Married Women’s Property (MWP) Act 1874

12.1, 12.2

G Other key legislation

12.1, 12.2

Key points
Question answers
Self-test questions

Learning objectives
After studying this chapter, you should be able to:
• explain the provisions of key legislation relevant to life insurance agents in providing client advice.

Chapter 12

12

Chapter 12

12/2

IC-33/2011

Life insurance

Introduction
At this point in your studies you will have a good understanding of:
• how insurance works;
• the range and detail of the products that you will be advising on and selling;
• how best to provide a professional service to your clients; and
• what happens in the event of a claim.
The ﬁnal section of the course is concerned with explaining the legal and regulatory measures that exist,
focusing on the impact they have on your role as a life insurance agent in providing client advice.
In this chapter we will consider key legislation, starting with the Insurance Act 1938, and focusing on the
provisions that have an impact on agents.

Key terms
This chapter features explanations of the following terms and concepts:
Remuneration

Prohibition of rebates

Licensing of
insurance agents

Beneﬁciary

Solvency

Money laundering

Financial Intelligence
Unit (FIU)

High and low risk
customers

Trust

Trustor

Trustee

Know your customer (KYC)

A

Insurance Act 1938

This is the most important legislation passed in India relating to insurance business and, as stated in chapter 1,
it came into effect from 1 July 1939. The Act consolidates the law relating to the business of insurance and it was
the ﬁrst piece of legislation to govern all forms of insurance, providing state control over insurance business.
The original 1938 Act was amended in 1950, 1956, 1968, 1972, and also in 1999 and 2002 following the
establishment of the IRDA (see section D). The Act broadly contains provisions relating to the:
• registration of insurers and renewal of registration;
• manner of investment of premium;
• maintenance of insurers’ solvency levels (see ‘Be aware’ below);
• appointment of staff;
• amalgamation and transfer of insurance business;
• assignment or transfer of policies and nominations;
• rural and social sector;
• control over management;
• licensing of agents and their commission;
• prohibition of rebates;
• power of investigation and inspection by the regulatory authority;
• protection of policyholders’ interests; and
• constitution of the Insurance Association and Insurance Councils.

Be aware
In this context, solvency – in simple terms – means whether the insurer has sufﬁcient resources to satisfy the IRDA that
they are able to pay all claims at any point in time.
Until 1999 the Controller of Insurance (a person appointed by the Central Government to exercise all the
powers, discharge the functions and perform the duties of the Authority) was responsible for administration
of the Insurance Act 1938. The Controller was replaced by the IRDA.

Legislation and client advice

A1 Provisions with speciﬁc relevance to agents
The following sections of the Act are particularly important for agents to understand, as they lay down the
guidelines that must be followed regarding the:
• licensing of agents;
• commission payable to them; and
• prohibition of rebates.

A1A Section 40(1) – Prohibition of payment by way of commission or otherwise for
procuring business.
Section 40(1) of the Insurance Act 1938 prohibits any form of remuneration for soliciting or procuring
insurance business in India to any person other than a licensed insurance agent or an insurance
intermediary.

Section 40(1)
No person shall after the expiry of six months from the commencement of this Act, pay or contract to pay any
remuneration or reward whether by way of commission or otherwise for soliciting or procuring insurance business in
India to any person except an insurance agent or an intermediary or insurance intermediary.

Example
Prashant has appeared for the prescribed pre-recruitment examination in life insurance, but has failed to score the
minimum required mark to pass the examination and therefore is still not certiﬁed and still not licensed by the IRDA to
solicit or procure life insurance business. So Prashant cannot be paid for soliciting or procuring insurance business as
he is neither a licensed insurance agent nor an insurance intermediary. In fact, Prashant is not authorised to solicit or
procure any life insurance business for any life insurance company until he is awarded the licence to do so from the
Authority.
Section 40A(1) stipulates the limits on the remuneration or reward by way of commission or otherwise that
can be paid to an insurance agent, the details of which have already been discussed in chapter 10.
Section 40B(1) also prescribes limits for expenses of management of life insurance business. All insurers
have to comply with this and provide statements in the prescribed format, certiﬁed by an actuary, within a
given time limit.

A1B Section 41(1) – Prohibition of rebates
Section 41(1) of the Insurance Act 1938 prohibits any insurance agent/intermediary from offering any
commission/premium rebate as an inducement to any person to take out or renew or continue a policy of
insurance. The section also prohibits any person from accepting any such rebates offered for taking out
insurance.

Section 41(1)
No person shall allow or offer to allow, either directly or indirectly, as an inducement to any person to take or renew
or continue an insurance in respect of any kind of risk relating to lives or property in India, any rebate of the whole or
part of the commission payable or any rebate of the premium shown on the policy, nor shall any person taking out
or renewing or continuing a policy accept any rebate, except such rebate as may be allowed in accordance with the
published prospectuses or tables of the insurer.

Example
Santosh is a licensed life insurance agent with ABC Insurance Company. Santosh approaches Karan to buy life
insurance based on his lifecycle needs. Similarly Karan has been approached by agents of other life insurance
companies to consider their products.
In this case, as per section 41 of the Insurance Act 1938, Santosh cannot offer any rebates from the commissions he
will receive from ABC Insurance Company to Karan as an inducement to buy life insurance from him and ignore the
products of other companies.
Similarly Karan cannot ask for any rebates from the agents of any company as an inducement to buy life insurance from
them.
Any person not complying with the provisions of this section shall be punishable with a ﬁne up to Rs. 500.
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A1C Section 42 – Licensing of insurance agents
Section 42 of the Insurance Act 1938 stipulates the conditions for issuing a licence to a person or company to
act as an insurance agent for soliciting or procuring insurance business. The section covers the following:

Figure 12.1

The qualification
criteria for
becoming an agent.
The fee
payable with
the maximum
limit.

Pass in
specified test.

The licence is
valid for three
years, after
which it needs
to be renewed.

Undergoing
specific training.
Section 42:
Licensing of agents

The renewal
application and fee
should reach the
IRDA at least 30 days
before the licence
expiry date.

Disqualification.

Any person who
acts as an insurance
agent without holding
a licence shall be
punishable by a fine.

A fee applies for
duplicate licences
issued when the
original has been
lost, damaged or
destroyed.

The speciﬁc details of the procedure for issuing a licence to agents will be discussed in chapter 13.

A1D Section 44 – Prohibition of cessation of payments of commission
As we saw in chapter 10, under section 44 of the Insurance Act 1938, no insurance agent can be refused
payment of renewal commission due to him on renewal premium, in respect of life insurance business
conducted in India under the agreement. Even after the termination of agency the renewal commission is
payable, except for fraud, provided that:
(a) the insurance agent has served the insurer continually and exclusively in respect of life insurance
business for at least ﬁve years, and policies insuring a total sum of not less than Rs. 50,000 effected
through him for the insurer were in force for one year before his ceasing to act as an agent for the
insurer, and that the commission on renewal premiums due to him does not exceed 4%;
or
(b) the agent has served the insurer continually and exclusively for at least ten years and after his ceasing
to act as an agent he does not directly or indirectly solicit or procure insurance business for any other
person.

Be aware
In the event of the death of an agent, any commission payable to him under the above points (a) and (b), is payable to
his heirs for so long as such commission would have been payable had he been alive.

B
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Indian Life Assurance Companies Act 1912

The ﬁrst statutory measure in India to regulate life insurance business was introduced in 1912 when the
Indian Life Assurance Companies Act was passed. Prior to 1912, there had been no legislation to regulate
insurance business in India.
As we saw in chapter 1, India’s life insurance business in its present form owes its origins to other countries,
in particular England, and the ﬁrst insurance company established in India was the Oriental Life Insurance
Company in Kolkata in 1818.
However, all the insurance companies established at this time catered to the needs of the European
community and Indians were charged a higher premium than other policyholders. The Indian Life Assurance
Companies Act 1912 stipulated for the ﬁrst time in India that premium rate tables and periodical valuations
of companies had to be certiﬁed by an actuary. However the Act discriminated between foreign and Indian
companies in many areas, putting the Indian companies at a disadvantage.

C

Life Insurance Corporation Act 1956

The Life Insurance Corporation Act 1956 was passed on 19 June 1956 and subsequently the Life Insurance
Corporation (LIC) was formed on 1 September 1956.
The Life Insurance Corporation Act 1956 was passed to:

Figure 12.2

Provide for the nationalisation of the
insurance business in India by transferring
all such business to the LIC of India.

Regulate and control the business of
the LIC and other connected matters.

Be aware
The Life Insurance Corporation of India was formed in 1956 with the merger of 245 Indian and foreign insurers in total
(154 Indian, 16 non-Indian and 75 provident societies).
The LIC Act was passed with the objective of nationalising life insurance business in India and also to provide
for the regulation and control of the business of the LIC and for all connected matters.
Section 30 of the Act gave the LIC an exclusive privilege to transact life insurance business in India. In 1999
this exclusive privilege was revoked by way of an amendment to the Act as part of the Government’s policy of
economic reforms.

D Insurance Regulatory and Development Authority
(IRDA) Act 1999
The Insurance Regulatory and Development Authority (IRDA) Act 1999 was passed by Parliament in
December 1999. The Act provided for the establishment of the IRDA as a corporate body:
• to protect the interest of holders of insurance policies;
• to regulate, promote and ensure orderly growth of the insurance industry; and
• for other related matters.
As mentioned in section A, the IRDA Act 1999 led to amendments in the Insurance Act 1938, the Life
Insurance Corporation Act 1956, and also the General Insurance Business (Nationalisation) Act 1972.
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Question 12.1
List the section 42 provisions related to the licensing of insurance agents.
As we have seen, the IRDA replaced the ‘Controller of Insurance’ in administering the provisions of the
Insurance Act including registration, licensing and laying down regulations for the proper conduct of the
business and the protection of the interests of policyholders.

Be aware
Section 4 of the IRDA Act 1999 speciﬁes the composition of the IRDA. It consists of a Chairperson, not more than ﬁve
whole-time members and not more than four part-time members. All the members are appointed by the Government of
India. Section 14 of the Act lays down the duties, powers and functions of the IRDA.

E

Prevention of Money Laundering Act (PMLA) 2002

Before we explain the provisions of this important piece of legislation and the impact it has on life insurance
agents, we shall explain what money laundering actually means.
Money laundering is the process of bringing illegal money into the ﬁnancial system by hiding its illegal
origin so that it appears to be legally acquired. Money laundering is the term used to describe the process of
turning dirty money into clean money. Illegal or ‘dirty’ money is put through a cycle of transactions so that it
comes out ‘washed’ at the other end as ‘legal’ or ‘clean’ money.
There are three common stages of money laundering:

Figure 9.3

Placement: involves the
physical placing of cash
obtained from illegal
sources

Layering: separating illicit
proceeds from their source
by creating complex layers
of financial transactions

Integration: creating the
impression of an apparent
legitimate explanation for
the illegal proceeds

The Prevention of Money Laundering Act (PMLA) 2002 came into effect from 1 July 2005 to control money
laundering activities as well as to combat the ﬁnancing of terrorism. Guidelines on anti-money laundering (AML)
for insurance companies were issued on 31 March 2006 which require all insurers to establish an anti-money
laundering program. Each company is required to have an AML policy and accordingly ﬁle a copy with the IRDA.
Insurance companies offer a variety of products through trained agents and other intermediaries. Hence
these guidelines are of importance to insurance agents to the extent indicated in the guidelines.
Compliance with the PMLA is applicable to all ﬁnancial institutions regulated by the Reserve Bank of India
(RBI) – the banking regulator, the Securities Exchange Board of India (SEBI) – the capital markets regulator,
and the Insurance Regulatory Development Authority (IRDA) – the insurance regulator and all other ﬁnancial
intermediaries.
The IRDA made it mandatory for all life insurance companies to follow the AML guidelines from 1 August
2006. The guidelines require every insurer to have an AML program which at a minimum should include:
• internal policies, procedures and controls;
• the appointment of a principal compliance ofﬁcer;
• recruitment and training of insurance agents/employees on AML measures; and
• internal audit/control.

Legislation and client advice

Be aware
You should be aware that the following must be adhered to in respect of the AML guidelines while conducting your
business.
Know your customer (KYC)
Insurers need to determine the true identity of their customers, and agents have a major role to play in this.
Agents should make sure that their clients submit the necessary identity and address proofs. KYC needs to
be carried out at all stages – issue of policy, top-ups and at the time of claim payment.
Information on customers must be collected from all sources including insurance agents, and agents need
to educate their clients on the importance of adhering to KYC requirements. The IRDA has provided an
indicative list of documents that can be obtained from the customer for customer identiﬁcation, residence
proof and income proof. See chapter 9, section E4 for more details.
Risk proﬁle of the customer
Individuals whose identity and source of funds can be easily identiﬁed are categorised as low-risk
customers. However, even in such cases, if the customer proﬁle is inconsistent with the policies/investments
taken out, proper diligence is to be conducted through enquiry and by obtaining all the necessary
documents.
High net worth individuals (HNIs), politically exposed persons (PEPs), Non-Governmental Organisations
(NGOs), Non-resident Indians (NRIs) are all categorised as high-risk customers.
Insurance agents must be very careful while dealing with high-risk customers. Agents need to make sure
proper screening of such people is carried out and that all KYC and AML requirements have been adhered to
while dealing with these clients.

Example
Low-risk customers include:
t TBMBSJFEFNQMPZFFTBOE
t (PWFSONFOUFNQMPZFFT
Other high-risk customers apart from the ones mentioned above include:
t NPOFZDIBOHFST
t BSNTBOEFYQMPTJWFTEFBMFST
t mMNQFSTPOBMJUJFT
t QFSTPOTEFBMJOHXJUISFBMFTUBUFBOE
t BOUJRVFEFBMFST
Sources of funds
The customer’s source of funds (from which the premium is being paid) and their estimated net worth needs
to be veriﬁed and properly documented. Insurance agents must obtain suitable income proofs to establish
the customer’s need for insurance cover. If the customer is paying a single premium, which is of a substantial
amount, insurance agents need to obtain suitable documents to establish the source of funds.
Threshold for payment of premium in cash
To ensure that the premiums are being paid out of a legitimate source of funds, payment of premiums by
cash cannot exceed Rs. 50,000. Premiums of Rs 50,000 and above can be paid only by cheque, demand draft,
credit card or any other banking channels.
Insurance agents therefore need to educate their clients about AML provisions.

Be aware
t 5IFTFSWJDFTPGEFGBVMUJOHBHFOUTXIPFYQPTFJOTVSFSTUP".-SFMBUFESJTLTPONVMUJQMFPDDBTJPOTTIPVMECF
terminated and details are to be reported to the IRDA for further action.
t *GGBDFEXJUIBOPODPNQMJBOUBHFOU UIFJOTVSBODFDPNQBOZNVTUUBLFBMMOFDFTTBSZBDUJPOTUPTFDVSFDPNQMJBODF
This can include termination of the business relationship with the agent.
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Married Women’s Property (MWP) Act 1874

Section 6 of the Married Women’s Property (MWP) Act 1874 provides that a life insurance policy that has
been taken out by a married man on his own life, for the beneﬁt of his wife and children, shall be deemed to
be a trust and will be outside the control of the life insured, his creditors, court attachments etc.

Be aware
A trust is a legal agreement, which has three parties associated with it – a trustor, a trustee and a beneﬁciary.
t 5IFUSVTUPS PSBVUIPSPGUIFUSVTU JTUIFQFSTPOXIPGPSNTUIFUSVTU
t 5IFUSVTUFFDBOFJUIFSCFBQFSTPOPSBOFOUJUZ XIPXIJDIJTSFTQPOTJCMFGPSNBOBHJOHUIFBTTFUT UIFPXOFSTIJQPG
which is entrusted to them as a ‘trust’ by the trustor.
t 5IFCFOFmDJBSZJTBOJOEJWJEVBMFOUJUZXIPSFDFJWFTUIFCFOFmUTGSPNUIFUSVTU
The proposer can appoint:
t BQFSTPO PSGBJMJOHIJN BOPUIFSQFSTPO BTBUSVTUFF
t UXPPSNPSFQFSTPOT PSTVSWJWPS T PGUIFN BTUSVTUFFTPS
t BDPSQPSBUFUSVTUFF TVDIBTBCBOLUSBOTBDUJOHUSVTUFFCVTJOFTT
A trustee must be a major (18 years and above) and their consent to act as a trustee should be taken and added to the
policy as an endorsement. If a trustee is not appointed or not existing, Ofﬁcial Trustees will be appointed by a competent
Government Authority.
The beneﬁciaries of a life insurance policy affected by the MWP Act can be:
• the wife alone;
• one or more children; or
• the wife and one or more children jointly.
The main features of this Act are listed below:
• The proposer should be a married, divorced or widowed man. Only his wife and children can be
beneﬁciaries. Children include sons and daughters. In the case of Hindus, adopted sons and daughters are
also included.
• The policy must be on his own life.
• Each policy will remain a separate trust.
• The policy is insured as a trust. Either his wife or child (if over the age of 18) can be appointed as a trustee.
The individual has the choice of revoking the trustee(s) and appointing new ones at any time.
• Two or more trustees can be appointed.
• Insurance under the MWP Act is free from court attachments, tax attachments, and creditors, and even the
life insured does not have any right to deal with the policy.
• When a claim arises, the policy monies will be paid to the trustees according to the policy. The trustees
hold the policy money for the beneﬁciaries.
• The policy cannot be amended or surrendered.
• It should not have been formed to defraud creditors.
• Nomination and assignment are not allowed.
Mohammedan Law
A non-Mohammedan proposer can specify equal shares or unequal shares for the beneﬁciaries and
provide that the beneﬁt should go to them jointly or the survivors or survivor of them and can specify the
beneﬁciaries by class.
In the case of Mohammedan proposers, the beneﬁciaries have to be named as it is ‘Persona Designata’. The
name of the wife and children as beneﬁciaries should be stated in the policy and they must be existing at
the time the policy is taken out. In circumstances where there are more than two beneﬁciaries, the proposer
needs to mention the respective share for each beneﬁciary.

Question 12.2
What are the key aspects of the AML guidelines that are relevant to an agent?

Legislation and client advice

G Other key legislation
We will look at other key pieces of legislation and regulations that have an impact on your role as an
insurance agent in this section.

G1 Redressal of Public Grievance Rules 1998
The Governing Body of Insurance Council (GBIC) was established under the Redressal of Public Grievances
Rules 1998 (RPG rules 1998) to set up and facilitate the Institution of Insurance Ombudsman in India.

Be aware
The GBIC consists of one representative each from all insurance companies. The representative should be either the
Chairman or Managing Director or a Director of the company.
The RPG rules contain provisions regarding:
• the appointment and ofﬁce term for the Insurance Ombudsman;
• stipulations in respect of stafﬁng and administration of the Ombudsman centre;
• the powers of the Ombudsman; and
• the manner of lodging complaints and disposing of complaints by the Ombudsman either by way of
‘recommendation’ or ‘award’.
We shall return to the role of the Insurance Ombudsman in protecting customers’ interests and how this
impacts on the role of an agent in chapter 14.

G2 Insurance Regulatory and Development Authority (Insurance
Advertisement and Disclosure) Regulations 2000
The IRDA (Insurance Advertisement and Disclosures) Regulations 2000 deﬁne ‘insurance advertisement’ as:
any communication directly or indirectly related to a policy and intended to result in the eventual sale or
solicitation of a policy from members of the public. It includes all forms of printed and published materials or any
material using the print and/or electronic medium for public communication.
Unfair or misleading advertisement includes any advertisements that:
• fail to be identiﬁed as an insurance product;
• make claims beyond the ability of the policy; or
• describe such beneﬁts that do not match policy provisions.
Advertisement by insurance agents
An advertisement by an insurance agent that affects an insurer must, before it is issued, be prior approved
by the insurer in writing. The insurer needs to ensure that the advertisement is not deceptive or misleading
before granting such approval.
An agent is not required to obtain the prior approval of the insurer before placing an advertisement if the
advertisement:
• has been developed by the insurer itself and is provided to its agents;
• is generic and information is limited to the agent’s name, logo, address and phone number; or
• contains only statements that mention the experience, service and qualiﬁcations of the agent and makes
no reference to speciﬁc policies, beneﬁts or costs.

G3 Insurance Regulatory and Development Authority (Manner of Receipt
of Premium) Regulations 2002
These Regulations deﬁne the manner in which premium can be paid by a policyholder for purchasing an
insurance policy as follows:
• cash;
• any negotiable instrument such as cheques, demand draft, pay orders, bankers cheque drawn on any
scheduled bank in India;
• postal money orders;
• credit or debit card held in the policyholder’s name;
• bank guarantee or cash deposits;
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• internet;
• E-transfer;
• direct credit, via standing instructions of the proposer or the policyholder or the life insured through bank
transfers; and
• any other method of payment as may be approved by the IRDA from time to time.
The insurer has the option to recover the collection charges of the payment instrument from the proposer.

Be aware
Except where the premium has been paid in cash, the risk will commence only after receipt of the premium by the
insurer.

G4 Insurance Regulatory and Development Authority (Licensing of
Corporate Agents) Regulations 2002
In October 2002 the IRDA issued a notiﬁcation under the IRDA (Licensing of Corporate Agents) Regulations
2002. The Regulations deal with the issue of licensing and other matters related to corporate agents such as
companies, ﬁrms, banks, co-operative societies etc. who are not individuals and can still become agents.

G5 Foreign Exchange Management (Insurance) Regulations 2000
These Regulations, notiﬁed by the Reserve Bank of India, prohibit resident Indians from taking out life/
general insurance policies issued by an insurer outside India.
The Foreign Exchange Management (Insurance) (Amendment) Regulations 2002 subsequently added the
following: ‘Provided further that the prohibition against taking a general insurance policy issued by an
insurer outside India shall not apply to a unit located in Special Economic Zone’.

G6 Foreign Exchange Management (Insurance) Regulations 2000 – Life
Insurance Memorandum (LIM)
This sets out exchange control regulations that govern issues relating to the issue of life insurance policies in
Rupees and in foreign currencies to non-residents, collection of premium and settlement of claims and other
related matters.
• Issue of policy and collection of premium – in the case of resident individuals with Indian nationality,
life insurance policies can be issued in foreign currency, provided that the premium is being paid out of
remittances from foreign currency funds held by them abroad, or from their resident foreign currency
accounts with authorised dealers in India.
In the case of non-residents, life insurance policies denominated in foreign currency by insurers, through
their ofﬁces, either in India or abroad, provided that the premium is collected in foreign currency from
abroad or out of NRE/FCNR accounts of the insured or their family members held in India.
• Claim settlement – in cases where the claimant is a resident outside India, for rupee life insurance policies,
payment in foreign currency will only be in proportion to the amount of premium paid in foreign currency.
In the case of non-resident beneﬁciaries, settlement in foreign currency can be made in their NRE/FCNR
account.
• Commission to overseas agents – commission by insurance companies can be paid to their agents who
are permanently resident outside India, notwithstanding that the part of the business booked by them has
been for resident Indians with premiums paid in rupees in India.

G7 Consumer Protection Act (COPA) 1986
• Under this Act, a consumer, as an individual, can approach the various forums prescribed under the Act for
redressal if they are not satisﬁed with the goods or service provided.
• COPA applies to the insurance industry as well.
• Policyholders have the right to seek redress against unfair trade practices or unsatisfactory service from
insurers and from agents.
• The majority of disputes relating to insurance arise out of repudiation and delays in claims.
Consumer dispute redressal forums are established in each district and for each State. The forum at the
district level will hear complaints up to the value of Rs. 20,00,000, and the forum at the State level will hear
complaints up to the value of Rs. 1,00,00,000. The National Commission will attend to matters beyond the
jurisdiction of the State forums and also appeals against the decisions of a State forum.

Legislation and client advice

The following are basic consumer rights:
• Right to Protection against marketing Goods & services.
• Right to Information.
• Right to be Safe.
• Right to Choose.
• Right to be Heard.
• Right to Seek Redressal.
• Right to Consumer Education.
The complaint should be ﬁled within two years from the date on which the cause of action has arisen, unless
otherwise condoned by the competent consumer Forum.
There are various other measures taken by all insurance industry stakeholders, including the IRDA, for the
protection of policyholders. We will look at these measures in more detail in chapter 14.
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Key points
The main ideas covered by this chapter can be summarised as follows:
t 5IF*OTVSBODF"DUJTUIFNPTUJNQPSUBOUJOTVSBODFMFHJTMBUJPOQBTTFEJO*OEJB
t 4FDUJPO  PGUIF*OTVSBODF"DUQSPIJCJUTUIFQBZNFOUPGBOZSFNVOFSBUJPOGPSQSPDVSJOHJOTVSBODFCVTJOFTT
to any person other than a licensed insurance agent.
t 4FDUJPO  PGUIF*OTVSBODF"DUQSPIJCJUTBOZJOTVSBODFBHFOUGSPNPGGFSJOHBOZSFCBUFBTBOJOEVDFNFOUUP
buy insurance. The section also prohibits any person from accepting any such rebates offered for taking insurance.
t 4FDUJPOPGUIF*OTVSBODF"DUTUJQVMBUFTUIFDPOEJUJPOTGPSJTTVJOHBMJDFODFUPBQFSTPOPSDPNQBOZUPBDUBT
an insurance agent for soliciting insurance business.
t 4VCKFDUUPDFSUBJODPOEJUJPOT VOEFSTFDUJPOPGUIF*OTVSBODF"DU OPJOTVSBODFBHFOUDBOCFSFGVTFE
payment of renewal commission due to him in respect of life insurance business conducted in India.
t 5IFmSTUTUBUVUPSZNFBTVSFUPSFHVMBUFMJGFJOTVSBODFCVTJOFTTJO*OEJBXBTUIF*OEJBO-JGF"TTVSBODF$PNQBOJFT
Act 1912.
t 5IF-*$"DUXBTQBTTFEUPQSPWJEFGPSUIFOBUJPOBMJTBUJPOPGMJGFJOTVSBODFCVTJOFTTJO*OEJBCZUSBOTGFSSJOHBMM
life insurance business to the LIC.
t 5IF-*$XBTGPSNFEXJUIUIFNFSHFSPGNPSFUIBOMJGFJOTVSBODFDPNQBOJFTBOEQSPWJEFOUTPDJFUJFT
t 5IF*3%""DUXBTQBTTFEUPSFHVMBUF QSPNPUFBOEFOTVSFPSEFSMZHSPXUIPGUIFJOTVSBODFJOEVTUSZ
t 5IF*3%"SFQMBDFEUIFA$POUSPMMFSPG*OTVSBODFJOUIFSFHJTUSBUJPO MJDFOTJOHBOEMBZJOHEPXOPGSFHVMBUJPOTGPSUIF
proper conduct of the business and the protection of interests of policyholders.
t .POFZMBVOEFSJOHJTUIFQSPDFTTPGJMMFHBMMZCSJOHJOHNPOFZJOUPUIFmOBODJBMTZTUFNCZIJEJOHJUTPSJHJOTPUIBUJU
BQQFBSTUPCFMFHBMMZBDRVJSFE5IFSFBSFUISFFTUBHFTQMBDFNFOUMBZFSJOHBOEJOUFHSBUJPO
t "MMJOTVSFSTNVTUIBWFBO".-QSPHSBNJOQMBDFBOEXIJDINVTUCFBEIFSFEUPCZBMMBHFOUTJOUIFDPVSTFPGUIFJS
business.
t 4FDUJPOPGUIF.81"DUQSPWJEFTUIBUBMJGFJOTVSBODFQPMJDZUIBUIBTCFFOUBLFOPVUCZBNBSSJFENBOPOIJT
own life, for the beneﬁt of his wife and children, shall be deemed to be a trust and will be outside the control of the life
insured, his creditors, court attachments etc.
t 5IFCFOFmDJBSJFTPGUIFMJGFJOTVSBODFQPMJDZDBOCFUIFXJGFBMPOF POFNPSFDIJMESFOBMPOF PSUIFXJGFBOEPOFNPSF
children jointly.
Other legislation:
t 5IF(PWFSOJOH#PEZPG*OTVSBODF$PVODJM (#*$ XBTFTUBCMJTIFEVOEFSUIF3FESFTTBMPG1VCMJD(SJFWBODFT3VMFT
1998 (RPG rules 1998) to set up and facilitate the Institution of Insurance Ombudsman in India.
t 5IF*OTVSBODF3FHVMBUPSZBOE%FWFMPQNFOU"VUIPSJUZ *OTVSBODF"EWFSUJTFNFOUBOE%JTDMPTVSFT 3FHVMBUJPOT
govern issues related to unfair advertisements and advertisements by insurance companies and insurance agents.
t 5IF*OTVSBODF3FHVMBUPSZBOE%FWFMPQNFOU"VUIPSJUZ .BOOFSPG3FDFJQUPG1SFNJVN 3FHVMBUJPOTEFmOFUIF
manner in which premium can be paid by a policyholder for purchasing an insurance policy.
t 5IF*OTVSBODF3FHVMBUPSZBOE%FWFMPQNFOU"VUIPSJUZ -JDFOTJOHPG$PSQPSBUF"HFOUT 3FHVMBUJPOTEFBMXJUIUIF
issue of licences and other matters related to corporate agents who are not individuals and can still become agents.
t 5IF'PSFJHO&YDIBOHF.BOBHFNFOU *OTVSBODF 3FHVMBUJPOTQSPIJCJUSFTJEFOU*OEJBOTGSPNUBLJOHPVUMJGF
general insurance policies issued by an insurer outside India.
t 5IF'PSFJHO&YDIBOHF.BOBHFNFOU *OTVSBODF 3FHVMBUJPOTo-JGF*OTVSBODF.FNPSBOEVN -*. TFUPVU
exchange control regulations that govern issues relating to the issue of life insurance policies in rupees and in foreign
currencies to non-residents, the settlement of claims and other matters.
t 6OEFSUIF$POTVNFS1SPUFDUJPO"DU $01" BOJOEJWJEVBMDBOBQQSPBDIWBSJPVTGPSVNTGPSSFESFTTBMJGUIFZBSF
not satisﬁed with the goods or services provided to them. Accordingly policyholders have the right to seek redress
against unfair trade practices or unsatisfactory service from insurers and their agents.
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Question answers
12.1 Section 42 of the Insurance Act 1938 stipulates the conditions for issuing a licence to a person or company to act
as an insurance agent for soliciting or procuring insurance business. It covers the following points:


t 5IFRVBMJmDBUJPODSJUFSJBGPSCFDPNJOHBOBHFOU



t 5IFGFFQBZBCMFXJUIUIFNBYJNVNMJNJU



t 5IFWBMJEJUZPGUIFMJDFODFGPSUISFFZFBST BGUFSXIJDIJUOFFETUPCFSFOFXFE



t 5IFBQQMJDBUJPOGPSSFOFXBMBMPOHXJUIUIFSFOFXBMGFFTIPVMESFBDIUIFBVUIPSJUZBUMFBTUEBZTCFGPSFUIF
expiry date of the licence.



t *GBMJDFODFJTMPTU EBNBHFEPSEFTUSPZFEBEVQMJDBUFMJDFODFNBZCFJTTVFEPOQBZNFOUPGUIFQSFTDSJCFEGFF



t "OZQFSTPOXIPBDUTBTBOJOTVSBODFBHFOUXJUIPVUIPMEJOHBMJDFODFTIBMMCFQVOJTIFEXJUIBmOF



t %JTRVBMJmDBUJPO



t 4QFDJmFEUSBJOJOH



t 1BTTJOTQFDJmFEUFTU
The section also lays down the guidelines for registration, regulation of principal agents, chief agents and special
agents.

12.2 The key aspects of the AML guidelines that are relevant to an agent are the need to:


t FOTVSFUIBUUIFJSDMJFOUTTVCNJUUIFOFDFTTBSZJEFOUJUZBOEBEESFTTQSPPGTBUBMMTUBHFT FHJTTVFPGQPMJDZ 
UPQVQTBOEBUUIFUJNFPGDMBJNQBZNFOU 



t FTUBCMJTIUIFSJTLQSPmMFPGUIFJSDMJFOUTBOEFOTVSFUIBUJUJTDPOTJTUFOUXJUIUIFJSJOWFTUNFOU



t PCUBJOTVJUBCMFJODPNFQSPPGTUPFTUBCMJTIUIFOFFEGPSJOTVSBODFDPWFSBOE



t FTUBCMJTIUIFTPVSDFPGGVOETBOEUPPOMZBDDFQUQBZNFOUPGQSFNJVNTPG3T PSBCPWFCZDIFRVF 
demand draft, credit card or any other banking channels.

Legislation and client advice

Self-test questions
1.

What are the objectives of the IRDA Act 1999?

2.

To whom is the PMLA 2002 applicable?

3.

Under the MWP Act 1874 who can be the beneﬁciaries of a life insurance policy?

You will ﬁnd the answers on the next page
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Self-test answers
1.

The objectives of the IRDA Act 1999 are:
t UPQSPUFDUUIFJOUFSFTUPGIPMEFSTPGJOTVSBODFQPMJDJFT
t UPSFHVMBUF QSPNPUFBOEFOTVSFPSEFSMZHSPXUIPGUIFJOTVSBODFJOEVTUSZBOE
t GPSPUIFSSFMBUFENBUUFST

2.

Compliance with the PMLA is applicable to all ﬁnancial institutions coming under the:
t 3FTFSWF#BOLPG*OEJB 3#* oUIFCBOLJOHSFHVMBUPS
t 4FDVSJUJFT&YDIBOHF#PBSEPG*OEJB 4&#* oUIFDBQJUBMNBSLFUTSFHVMBUPS
t *OTVSBODF3FHVMBUPSZ%FWFMPQNFOU"VUIPSJUZ *3%" oUIFJOTVSBODFSFHVMBUPSBOE
t BMMPUIFSmOBODJBMJOUFSNFEJBSJFT

3.

For a policy under the MWP Act the beneﬁciaries can be:
t UIFXJGFBMPOF
t POFPSNPSFDIJMESFOPS
t UIFXJGFBOEPOFPSNPSFDIJMESFOKPJOUMZ
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Learning objectives
After studying this chapter, you should be able to:
• describe the role played by the Indian Government in promoting the growth of the insurance industry;
• outline the role of various Indian and international insurance bodies in the insurance industry;
• explain the duties, powers and functions of the IRDA as the insurance regulator;
• describe the key features of the IRDA (Licensing of Insurance Agents) Regulations 2000.

Chapter 13

13

13/2

IC-33/2011

Life insurance

Chapter 13

Introduction
We have discussed the Insurance Regulatory and Development Authority (IRDA) already in the course of
our studies, and in the previous chapter we were reminded about how it was established by the Insurance
Regulatory and Development Authority (IRDA) Act 1999. We know that the IRDA is the insurance regulator in
India and that it was formed with a mission to protect the interests of policyholders and to regulate, promote
and ensure the orderly growth of the insurance industry. In this chapter we will study the duties, functions
and powers conferred upon the IRDA to accomplish this mission. This chapter will also make you aware of
the provisions of the IRDA (Licensing of Insurance Agents) Regulations 2000, which cover the issue and
renewal of licences to insurance agents.
We will start by learning about the role played by the Indian Government and various other key bodies in the
promotion and penetration of insurance in India.

Key terms
This chapter features explanations of the following terms and concepts:
Insurance Regulatory and
Development Authority
(IRDA)

Foreign direct
investment (FDI)

Life Insurance Council
(LI Council)

Institute of Actuaries of
India (IAI)

Insurance Brokers
Association of India (IBAI)

Insurance Institute
of India (III)

Tariff Advisory
Committee (TAC)

De-tarriﬁcation

IRDA (Licensing of
Insurance Agents)
Regulations 2000

Cancellation of licence

Practical training

Issue of licence

Code of conduct

Duplicate licence

A

The role of Government

As the ultimate source of law, the Government has a key role to play in the regulation of the insurance
industry in India. It has powers to act to ensure that the industry is properly regulated and takes action from
time to time to promote the spread of insurance throughout India.

A1 Power of the Central Government to supersede the IRDA
The IRDA Act 1999 gives the Central Government of India the power to supersede the IRDA by issuing
a notiﬁcation. The Government may exercise this power if it is of the opinion that the IRDA is unable to
discharge its functions or duties (for reasons beyond the control of the IRDA), or that it has persistently
defaulted on its duties and responsibilities, or where circumstances exist which render action necessary in
the public interest.

A2 Relationship of the Central Government with the IRDA
The IRDA Act speciﬁes the role that the Central Government has in relation to the IRDA. We can sum this up
as follows:
• To issue grants to the IRDA after due appropriation made by Parliament by law, for the IRDA to use for the
purpose of the Act.
• The annual statement of accounts of the IRDA must be audited and certiﬁed by the Comptroller and
Auditor-General of India and then forwarded to the Central Government. These account statements will
then be presented before each House of Parliament by the Central Government.
• The Central Government can issue directions to the IRDA on questions of policy, other than those relating
to technical and administrative matters. The Central Government may give these directions in writing from
time to time and the IRDA is bound by them.
• The IRDA should supply returns, statements and other particulars regarding any proposed or existing
programme for the promotion and development of the insurance industry to the Central Government
as required.
• The Central Government has the power to make rules for carrying out the provisions of the Act, and may do
this by issuing a notiﬁcation.
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Figure 13.1: Relationship between the IRDA and Central Government
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A3 Role of the Government in the growth of the industry
The Central Government introduces various provisions from time to time to promote the growth of the
insurance industry. One of the major provisions that Central Government has made is to allow foreign
investment in the insurance sector. This is known as foreign direct investment (FDI).

A3A Foreign direct investment (FDI)
Prior to 2000 the Life Insurance Corporation (LIC) had the exclusive privilege of transacting life insurance
business in India.
Insurance is a very capital intensive business with long break-even periods and requires a great deal of
expertise. When the Government wanted to open up the insurance industry to private participation, the
prospective participants had neither the technical expertise nor the required capital for insurance business.
Therefore, to facilitate the smooth opening up of the insurance market to private participation, and to ensure
the industry’s orderly growth, the Government allowed 26% foreign direct investment (FDI) in the insurance
sector.

Be aware
Under prevailing FDI laws for insurance at the time of writing, domestic private companies are allowed to form joint
ventures (JVs) with foreign partners, in which the foreign partner can hold a 26% stake.
Since the opening up of the insurance sector to private participation in 2000, the penetration of insurance
has much improved in the country. Customers have beneﬁtted greatly in terms of the availability of
innovative and customised products which cater to their requirements and are offered at competitive
premiums. In order to sustain this growth, the Government proposes to increase the FDI limit in the insurance
sector to 49%. At the time of writing the Bill for this is pending approval in Parliament. Once this is approved,
the foreign partners will be able to increase their ownership to 49% in the joint ventures with the private
domestic players. You are encouraged to keep up to date with developments in this area.

Suggested activity
Make a list of any ﬁve private life insurance companies and from the internet or company product brochures ﬁnd out
about the shareholding pattern of these companies. Find out how much is owned by the domestic partner(s) and how
much by the foreign partner.

A3B Income tax incentives
We have seen in earlier chapters how the Government offers various tax incentives to encourage individuals
to invest in life insurance. This has helped the take-up and spread of life insurance in India.
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Question 13.1
What can the Central Government do if it is of the opinion that the IRDA is failing to carry out its functions?

B

Key Indian and international insurance bodies

In this section we will look at some of the key bodies that play a role in the Indian insurance industry.

B1 Insurance Regulatory and Development Authority (IRDA)
We saw in chapter 1 that in 1999 the Insurance Regulatory and Development Authority (IRDA) was
constituted as an autonomous body to regulate and develop the insurance industry following the
recommendations of the Malhotra Committee report. The key objectives of the IRDA include promoting
competition, so as to enhance customer satisfaction through increased consumer choice and competitive
premiums, while ensuring the ﬁnancial security of the insurance market. The IRDA has the duty to regulate,
promote and ensure the orderly growth of insurance and reinsurance business in India.

Be aware
The IRDA was incorporated as a statutory body in April 2000.
We will look at the duties, powers and functions of the IRDA later in this chapter.

B2 Life Insurance Council (LI Council)
The Life Insurance Council was constituted under section 64A of the Insurance Act 1938. It functions through
the Executive Committee and several sub-committees, and includes all life insurance companies in India. It
develops and coordinates all discussions on behalf of the industry with the Government, the IRDA and the
public. In short, it is the face of the life insurance industry.
The objective of the Life Insurance Council is to play a signiﬁcant and complementary role in transforming
India’s life insurance industry into a vibrant, trustworthy and proﬁtable service that helps people in their
journey to prosperity.
The functions of the Life Insurance Council are as follows:
t .BJOUBJOJOHIJHITUBOEBSETPGFUIJDTBOEHPWFSOBODF
t $SFBUJOHBQPTJUJWFJNBHFPGUIFJOEVTUSZBOEFOIBODJOHDPOTVNFSDPOmEFODF
t 1SPNPUJOHBXBSFOFTTPGUIFSPMFBOECFOFmUTPGMJGFJOTVSBODF
t 0SHBOJTJOHTUSVDUVSFEBOEQSPBDUJWFEJTDVTTJPOTXJUIUIF(PWFSONFOU MBXNBLFSTBOESFHVMBUPST
t $POEVDUJOHSFTFBSDIJOMJGFJOTVSBODFBOEDPOUSJCVUJOHUPUIFEFWFMPQNFOUPGUIFTFDUPS
t "DUJOHBTBGPSVNPGJOUFSBDUJPOXJUIPUIFSPSHBOJTBUJPOTXJUIJOUIFmOBODJBMTFSWJDFTTFDUPS
t 1MBZJOHBMFBEJOHSPMFJOJOTVSBODFFEVDBUJPO USBJOJOHBOEDPOGFSFODFT
t 1SPWJEJOHIFMQBOEHVJEBODFUPNFNCFSTXIFOOFDFTTBSZ
t 5PCFBOBDUJWFMJOLCFUXFFOUIF*OEJBOMJGFJOTVSBODFJOEVTUSZBOEUIFHMPCBMNBSLFUT

B3 General Insurance Council (GI Council)
The General Insurance Council represents the collective interests of the general (non-life) insurance
companies in India. The Council speaks out on issues of common interest, participates in discussions related
to policy formation, and acts as an advocate for high standards of customer service in the insurance industry.

B4 Insurance Brokers Association of India (IBAI)
The Insurance Brokers Association of India (IBAI) is the IRDA recognised apex body for all licensed insurance
brokers in India. Insurance brokers have been introduced into the Indian market by the IRDA as professionals
who represent and service the interests of insurance buyers. The insurance broker represents the insurance
buyer and not the insurance company, although the broker is remunerated by the insurance company.
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Be aware
There is no additional cost to the policyholder for placing business through an insurance broker.

The Institute of Actuaries of India (IAI) (formally the Actuarial Society of India – ASI) was formed in 1944 and
was registered as a member of the International Actuarial Association in 1979.

Be aware
An actuary is an expert who applies mathematical and statistical methods for assessing the risk associated with
certain events in insurance. For example, in chapter 4 we saw how actuaries prepared the mortality tables used by life
insurance companies. An actuary should be a fellow of the Institute of Actuaries of India (IAI).

The IAI was started with the objectives of:
t BEWBODJOHUIFBDUVBSJBMQSPGFTTJPOJO*OEJB
t QSPWJEJOHPQQPSUVOJUJFTGPSJOUFSBDUJPOBNPOHNFNCFSTPGUIFQSPGFTTJPO
t GBDJMJUBUJOHSFTFBSDIBOEBSSBOHJOHMFDUVSFTPOSFMFWBOUTVCKFDUTBOE
t QSPWJEJOHGBDJMJUJFTBOEHVJEBODFUPUIPTFTUVEZJOHGPSUIFBDUVBSJBMFYBNT

B6 Tariff Advisory Committee (TAC)
The Tariff Advisory Committee (TAC) was established by section 64U of the Insurance Act 1938 to control
and regulate the rates, advantages, terms and conditions offered by insurers in respect of general insurance
business. Consequently, in the past the pricing of many insurance products was based on rates prescribed by
the TAC. The TAC has been designated by the IRDA as the data repository for the non-life insurance industry.
The IRDA is in the process of implementing, in a phased manner, the de-tarifﬁcation of rates; this has been
completed for some classes of non-life insurance but not yet for others.

Be aware
De-tarifﬁcation is the process of freeing the pricing of insurance so that insurers can price their products on the basis
of their risk assessment and as driven by the market, rather than having a price imposed upon them.
While the pricing of insurance products is no longer dictated by the TAC, the standard policy wordings framed
by the TAC are still being used by insurers.

B7 Insurance Institute of India (III)
The Insurance Institute of India (III) was formed in 1955 as the Federation of Insurance Institutes, becoming
the III in 1987. Its purpose is to promote insurance education and training in India, and it is closely
associated with all the segments of the insurance industry, including the IRDA and both public and private
sector insurance companies.
The institute conducts examinations at various levels and works with other international insurance bodies in
Canada, the USA and the UK, including the Chartered Insurance Institute (see section B9).

B8 National Insurance Academy (NIA), Pune
The NIA was set up in 1980 by the Government with support from the LI Council, GI Council and the four PSU
general insurers. The main objective of NIA, Pune is to design, implement and operate an insurance training
architecture that will engage the participating executives, faculty and staff in assisted learning, research,
management and communications. It is an apex institution for research, training, education, consultancy,
publication and leadership development in insurance and risk management. The NIA has produced numerous
competent insurance executive practitioners through cognitive development programmes.

Chapter 13
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B9 Chartered Insurance Institute (CII)
The Chartered Insurance Institute (CII) was formed in the UK by Royal Charter in 1912 and, with over 95,000
members in more than 150 countries and is the largest insurance and ﬁnancial services professional body in
the world. The CII is committed to the adoption of consistent professional global standards and works with
local regulators, educational partners and industry organisations to improve the professionalism, skills and
behaviour of insurance and ﬁnancial service staff and agents working in their local markets.

B10 Institute of Insurance and Risk Management (IIRM), Hyderabad
The Institute of Insurance and Risk Management (IIRM) is an international education and research
organisation. The Institute was set up jointly by the IRDA and the State Government of Andhra Pradesh in
2002, as per the provisions of section 14(f) of the IRDA Act 1999 for the promotion of International Post
Graduate Diploma Courses in insurance and risk management (regular and distance learning courses).
The IIRM aims to serve the learning and development needs of emerging markets in the context of their
contemporary challenges in the insurance sector.

Question 13.2
What are the functions of the Life Insurance Council?

C

Duties, powers and functions of the IRDA and other
regulators

C1 IRDA
The duties, powers and functions of the IRDA are laid down by section 14 of the IRDA Act 1999. The IRDA Act
gives the IRDA the power to:
a)

issue to applicants (companies) a certiﬁcate of registration and renew, modify, withdraw, suspend or cancel
TVDISFHJTUSBUJPO

b)

protect the interests of policyholders in matters concerning the assigning of the policy, nomination by
policyholders, insurable interest, settlement of insurance claims, the surrender value of the policy and other
UFSNTBOEDPOEJUJPOTPGDPOUSBDUTPGJOTVSBODF

c)

TQFDJGZUIFSFRVJTJUFRVBMJmDBUJPOT DPEFPGDPOEVDUBOEQSBDUJDBMUSBJOJOHGPSJOUFSNFEJBSJFTBOEBHFOUT

d)

TQFDJGZBDPEFPGDPOEVDUGPSTVSWFZPSTBOEMPTTBTTFTTPST

e)

QSPNPUFFGmDJFODZJOUIFDPOEVDUPGJOTVSBODFCVTJOFTT

f)

QSPNPUFBOESFHVMBUFQSPGFTTJPOBMPSHBOJTBUJPOTDPOOFDUFEXJUIUIFJOTVSBODFBOESFJOTVSBODFCVTJOFTT

g)

specify the percentage of premium income to come from insurance companies to ﬁnance schemes for
QSPNPUJOHBOESFHVMBUJOHUIFQSPGFTTJPOBMPSHBOJTBUJPOTSFGFSSFEUPJODMBVTF G 

h)

MFWZGFFTBOEPUIFSDIBSHFTGPSDBSSZJOHPVUUIFQVSQPTFTPGUIJTBDU

i)

call for information from, undertake the inspection of, conduct enquiries in, investigate and audit insurance
DPNQBOJFT JOUFSNFEJBSJFTBOEPUIFSPSHBOJTBUJPOTDPOOFDUFEXJUIUIFJOTVSBODFCVTJOFTT

j)

control and regulate the rates, advantages, terms and conditions that may be offered by insurers in respect of
general insurance business that is not controlled and regulated by the Tariff Advisory Committee (TAC) under
TFDUJPO6PGUIF*OTVSBODF"DU TFFTFDUJPO# 

k)

specify the form and manner in which books of accounts are to be maintained and the statement of accounts
BSFUPCFSFOEFSFECZJOTVSBODFDPNQBOJFTBOEJOUFSNFEJBSJFT

l)

SFHVMBUFUIFJOWFTUNFOUPGGVOETCZJOTVSBODFDPNQBOJFT

m)

regulate the maintenance of the margin of solvency the law requires of each insurance company (note: the
NBSHJOPGTPMWFODZJTUIFBNPVOUCZXIJDIBOJOTVSBODFDPNQBOZTBTTFUTNVTUFYDFFEJUTMJBCJMJUJFT 

n)

BEKVEJDBUFJOEJTQVUFTCFUXFFOJOTVSBODFDPNQBOJFTBOEJOUFSNFEJBSJFT
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TVQFSWJTFUIFGVODUJPOJOHPGUIF5BSJGG"EWJTPSZ$PNNJUUFF 5"$  TFFTFDUJPO# 

p)

specify the percentage of life insurance business and general insurance business to be undertaken by the
JOTVSBODFDPNQBOZJOUIFSVSBMPSTPDJBMTFDUPSBOE

q)

exercise such other powers as may be prescribed.

C2 Reserve Bank of India (RBI)
The Reserve Bank of India is the Central Bank of India and was set up on 1 April 1935 in accordance with the
provisions of the Reserve Bank of India Act 1934. The RBI is the regulator, supervisor and monetary authority
of the ﬁnancial system in India. It provides guidelines for banking operations within which the country’s
banking and ﬁnancial systems operate. The RBI formulates, implements and monitors the monetary policy of
the country and ensures that price stability is maintained.

C3 Securities and Exchange Board of India (SEBI)
The SEBI was established on 12 April 1992 in accordance with the provision of Securities and Exchange
Board of India Act 1992. The SEBI is the regulator for the securities market in India and protects the interests
of all investors in the securities market. It is also responsible for promoting the development of the securities
market through appropriate measures as required from time to time.

Question 13.3
What are the key objectives of the IRDA?

D IRDA (Licensing of Insurance Agents) Regulations 2000
In July 2000 the IRDA issued the Insurance Regulatory and Development Authority (Licensing of Insurance
Agents) Regulations. This is a key piece of legislation for you to know about as it relates to the issue and
renewal of licences for insurance agents.

D1 Becoming an agent
There are a number of steps that you as an individual need to take, and a number of criteria that you will
need to fulﬁl, if you wish to become a life insurance agent.

Figure 13.2
Becoming an agent

Application form (Regulation 3) & fee (Regulation 7)

Qualification (Regulation 4)

Practical Training (Regulation 5)

Examination (Regulation 6)

Licensed Agent

D1A Application
Firstly, a person who wishes to obtain a licence to act as an insurance agent must make an application, in the
required format, to a designated person as speciﬁed in Regulation 3. The application must be accompanied
by the fee of Rs. 250, payable to the authority as speciﬁed in Regulation 7.
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D1B Qualiﬁcation
Chapter 13

The applicant must possess the necessary qualiﬁcation, as speciﬁed under Regulation 4, as follows.
An applicant living in a place that has a population of
5,000 or more as per the last census:

An applicant living anywhere else:

t BNJOJNVNUITUBOEBSEQBTTPS

t BNJOJNVNUITUBOEBSEQBTTPS

t BOFRVJWBMFOUFYBNJOBUJPOQSPWJEFECZBOZSFDPHOJTFE
board or institution.

t BOFRVJWBMFOUFYBNJOBUJPOQSPWJEFECZBOZSFDPHOJTFE
board or institution.

D1C Practical training
The applicant needs to receive practical training, as speciﬁed under Regulation 5. When seeking a licence
for the ﬁrst time, the applicant needs to have completed at least 50 hours (75 hours in case of a composite
agency) of practical training in the life insurance business by an approved institution. However, the
requirement for practical training is relaxed somewhat where the applicant has additional educational
qualiﬁcations (as speciﬁed under sub-regulation (1)).

D1D Examination
An applicant also needs to pass the pre-recruitment examination in life insurance business as speciﬁed
under Regulation 6. The examination may be conducted by the Insurance Institute of India (III) or any other
approved examination body.

D1E Issue of licence
The designated person may grant the licence on being satisﬁed that the applicant:
• is in compliance with Regulation 4 (is properly qualiﬁed);
• is in compliance with Regulation 5 (has had practical training);
• is in compliance with Regulation 6 (has passed the necessary examination);
• has supplied an application, complete in all respects;
• has the knowledge necessary to be able to seek and gain insurance business; and
• is capable of providing the necessary service to policyholders.

D1F Renewal of licence
Before seeking a renewal of their licence to act as an insurance agent, the applicant needs to have completed
at least 25 hours of practical training in life insurance business from an approved institution as speciﬁed in
Regulation 5(3).

D1G Cancellation of licence
The designated person may cancel the licence of an insurance agent if the agent suffers from any of the
disqualiﬁcations mentioned in sub-section (4) of section 42 of the Act.
The disqualiﬁcations mentioned in this sub-section that are applicable to an individual agent are as follows:
• The individual is a minor.
• The individual is found to be of unsound mind by a court of competent jurisdiction.
• The individual is found guilty of criminal misappropriation, breach of trust, cheating, forgery, or of abetting
or attempting to commit such an offence by a court of competent jurisdiction.
– However, if at least ﬁve years have passed since the completion of the sentence imposed for such an
offence, ordinarily the conviction ceases to operate as a disqualiﬁcation.
• The individual is found guilty of, or is found to have knowingly participated in any fraud, dishonesty or
misrepresentation against an insurer or an insured.
• The individual does not possess the necessary qualiﬁcations or has not undergone the necessary training
for a period not exceeding twelve months as speciﬁed by the Regulations.
• The individual has violated the Code of Conduct (see section D2).

Question 13.4
How many hours of practical training does a new life insurance agent need to undergo?
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D1H Issue of duplicate licence

D1I

Operating without a licence

An individual who acts as an insurance agent without holding a licence will be ﬁned up to Rs. 500.

D2 Agent Code of Conduct
Along with the licence regulations, the Regulator has also laid down a code of conduct that is to be followed
by every insurance agent. We will discuss the Code of Conduct in Chapter 15.

Question 13.5
What steps do you need to take to become an insurance agent?

Chapter 13

The authority may issue a duplicate licence to replace a licence lost, destroyed, or mutilated on payment of a
fee of Rs. 50.
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Key points
The main ideas covered by this chapter can be summarised as follows:
The role of the Government
t 5IF*3%""DUHJWFTUIF$FOUSBM(PWFSONFOUPG*OEJBUIFQPXFSUPTVQFSTFEFUIF*3%"CZJTTVJOHBOPUJmDBUJPO
t 5IF"DUHJWFTQPXFSUPUIF$FOUSBM(PWFSONFOUUPJTTVFEJSFDUJPOT JOXSJUJOHGSPNUJNFUPUJNF UPUIF*3%"PO
questions of policy, other than those relating to technical and administrative matters.
t 6OEFSQSFWBJMJOHMBXTUIF(PWFSONFOUBMMPXT'%*JOUIFJOTVSBODFTFDUPS
t 5IF(PWFSONFOUPGGFSTWBSJPVTUBYJODFOUJWFTUPFODPVSBHFQFPQMFUPJOWFTUJOJOTVSBODF
Key Indian bodies
t 5IF-JGF*OTVSBODF$PVODJM -*$PVODJM EFWFMPQTBOEDPPSEJOBUFTBMMEJTDVTTJPOTCFUXFFOUIF(PWFSONFOU UIF*3%"
and the public. It is the face of the life insurance industry.
t 5IF*OTVSBODF#SPLFST"TTPDJBUJPOPG*OEJB *#"* JTUIF*3%"SFDPHOJTFEBQFYCPEZGPSBMMMJDFOTFEJOTVSBODFCSPLFST
in India.
t 5IF*OTUJUVUFPG"DUVBSJFTPG*OEJB *"* BJNTUPBEWBODFUIFBDUVBSJBMQSPGFTTJPOJO*OEJB
t 5IF5BSJGG"EWJTPSZ$PNNJUUFF 5"$ XBTFTUBCMJTIFEUPDPOUSPMBOESFHVMBUFUIFSBUFT BEWBOUBHFT UFSNTBOE
conditions that may be offered by insurers in respect of general insurance business.
t 5IF*OEJBO*OTVSBODF*OTUJUVUF *** XBTFTUBCMJTIFEUPQSPNPUFJOTVSBODFFEVDBUJPOBOEUSBJOJOHJO*OEJB
t 5IF$IBSUFSFE*OTVSBODF*OTUJUVUF $** XPSLTXJUIMPDBMSFHVMBUPST FEVDBUJPOBMQBSUOFSTBOEJOEVTUSZPSHBOJTBUJPOTUP
improve the professionalism, skills and behaviour of insurance and ﬁnancial service staff and agents working in their
local markets.
Duties, powers and functions of the IRDA and other regulators
t 5IF*3%"XBTDPOTUJUVUFEBTBOBVUPOPNPVTCPEZUPSFHVMBUFBOEEFWFMPQUIFJOTVSBODFJOEVTUSZ
t 4FDUJPOPGUIF*3%""DU MBZTEPXOUIFEVUJFT QPXFST BOEGVODUJPOTPGUIF*3%"
t 5IF*3%"IBTUIFEVUZUPSFHVMBUF QSPNPUFBOEFOTVSFUIFPSEFSMZHSPXUIPGJOTVSBODFBOESFJOTVSBODFCVTJOFTT
IRDA (Licensing of Insurance Agents) Regulations 2000.
t *O+VMZUIF"VUIPSJUZJTTVFEUIF*3%" -JDFOTJOHPG*OTVSBODF"HFOUT 3FHVMBUJPOTSFMBUJOHUPUIFJTTVFBOE
renewal of licences for insurance agents.
t 5PCFDPNFBOBHFOUUIFBQQMJDBOUOFFETUPTVCNJUUIFEVMZmMMFEBQQMJDBUJPOGPSNBOEGFFUPBEFTJHOBUFEQFSTPO
They need to be appropriately qualiﬁed, undergo the required training and pass the examination before the licence will
be issued.
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Question answers

13.2 The functions of the Life Insurance Council are as follows:
1. Maintaining high standards of ethics and governance.
2. Creating a positive image of the industry and enhancing consumer conﬁdence.
3. Promoting awareness of the role and beneﬁts of life insurance.


0SHBOJTJOHTUSVDUVSFEBOEQSPBDUJWFEJTDVTTJPOTXJUIUIF(PWFSONFOU MBXNBLFSTBOESFHVMBUPST
5. Conducting research in life insurance and contributing to the development of the sector.
6. Acting as a forum of interaction with other organisations in the ﬁnancial services sector.
7. Playing a leading role in insurance education, training and conferences.
8. Providing help and guidance to members when necessary.
9. Acting as a link between the Indian life insurance industry and the global markets.

13.3 The key objectives of the IRDA include promoting of competition so as to enhance customer satisfaction through
increased consumer choice and lower premiums, while ensuring the ﬁnancial security of the insurance market.
13.4 A new life insurance agent needs to undergo 50 hours of training, though this is relaxed somewhat if they have
additional educational qualiﬁcations.
13.5 There are a number of steps and a number of criteria to fulﬁl if you wish to become a life insurance agent.
1. You need to make an application in the required format to a designated person (Regulation 3), enclosing a fee of
Rs. 250. (Regulation 7).
2. You must possess the necessary qualiﬁcation: minimum 12th standard pass or equivalent if you live in a place
with a population of 5,000 or more, or a minimum 10th standard pass or equivalent if you live anywhere else
(Regulation 4).
3. You must undergo the 50 hours of practical training (less if you have additional educational qualiﬁcations)
(Regulation 5).
4. You must pass the pre-recruitment examination in life insurance business (Regulation 6).
You will be issued with your licence if you have fulﬁlled all the above and are deemed to have the necessary
knowledge and skill to seek and gain insurance business and provide the necessary service to policyholders.

Self-test questions
1.

What is the minimum qualiﬁcation of an insurance agent?

2.

List seven powers and functions of the IRDA.

3.

What is the role of Central Government as speciﬁed by the IRDA Act 1999?

4.

How much is the current FDI allowed in insurance in India?

You will ﬁnd the answers on the next page

Chapter 13

13.1 The Central Government has the power to supersede the IRDA if it is of the opinion that the IRDA is failing to carry
out its functions, either through reasons beyond its control or because it has persistently defaulted on its duties and
responsibilities. It can do this by issuing a notiﬁcation.
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Self-test question answers
1.

The applicant needs to possess the necessary qualiﬁcation, as speciﬁed under Regulation 4. If the applicant
lives in a place with a population of 5,000 or more (as per the last census), then they need a minimum 12th
standard pass or equivalent examination provided by any recognised Board or Institution. If they live anywhere
else, the minimum requirement is a 10th standard pass or equivalent examination provided by any recognised
Board or Institution.

2.

Your answer should contain seven of the following.
The powers and functions of the IRDA are to:
a)

issue applicants with a certiﬁcate of registration and renew, modify, withdraw, suspend or cancel such
SFHJTUSBUJPO

b)

protect the interests of policyholders in matters concerning the assigning of the policy, nomination by
policyholders, insurable interest, settlement of insurance claims, the surrender value of the policy and
PUIFSUFSNTBOEDPOEJUJPOTPGDPOUSBDUTPGJOTVSBODF

D  TQFDJGZUIFSFRVJTJUFRVBMJmDBUJPOT DPEFPGDPOEVDUBOEQSBDUJDBMUSBJOJOHGPSJOUFSNFEJBSJFTBOEBHFOUT
E  TQFDJGZBDPEFPGDPOEVDUGPSTVSWFZPSTBOEMPTTBTTFTTPST
F  QSPNPUFFGmDJFODZJOUIFDPOEVDUPGJOTVSBODFCVTJOFTT
G

QSPNPUFBOESFHVMBUFQSPGFTTJPOBMPSHBOJTBUJPOTDPOOFDUFEXJUIUIFJOTVSBODFBOESFJOTVSBODFCVTJOFTT

g)

specify the percentage of premium income to come from insurance companies to ﬁnance schemes for
QSPNPUJOHBOESFHVMBUJOHUIFQSPGFTTJPOBMPSHBOJTBUJPOTSFGFSSFEUPJODMBVTF G 

I  MFWZGFFTBOEPUIFSDIBSHFTGPSDBSSZJOHPVUUIFQVSQPTFTPGUIJTBDU
i)

call for information from, undertake the inspection of, conduct enquiries in, investigate and audit insurance
DPNQBOJFT JOUFSNFEJBSJFTBOEPUIFSPSHBOJTBUJPOTDPOOFDUFEXJUIUIFJOTVSBODFCVTJOFTT

j)

control and regulate the rates, advantages, terms and conditions that may be offered by insurers in respect
of general insurance business that is not controlled and regulated by the Tariff Advisory Committee (TAC)
VOEFSTFDUJPO6PGUIF*OTVSBODF"DU

k)

specify the form and manner in which books of accounts are to be maintained and statements of accounts
BSFUPCFSFOEFSFECZJOTVSBODFDPNQBOJFTBOEPUIFSJOTVSBODFJOUFSNFEJBSJFT

M

SFHVMBUFUIFJOWFTUNFOUPGGVOETCZJOTVSBODFDPNQBOJFT

N  SFHVMBUFUIFNBJOUFOBODFPGUIFNBSHJOPGTPMWFODZ
O  BEKVEJDBUFJOEJTQVUFTCFUXFFOJOTVSFSTBOEJOUFSNFEJBSJFT
P  TVQFSWJTFUIFGVODUJPOJOHPGUIF5BSJGG"EWJTPSZ$PNNJUUFF 5"$ 

3.

p)

specify the percentage of life insurance business and general insurance business to be undertaken by the
JOTVSFSJOUIFSVSBMPSTPDJBMTFDUPSBOE

q)

exercise such other powers as may be prescribed.

The IRDA Act speciﬁes the role of the Central Government which can be summed up as follows:
t 5PJTTVFHSBOUTUPUIF*3%"BGUFSEVFBQQSPQSJBUJPONBEFCZ1BSMJBNFOUXIJDITIPVMECFVUJMJTFEGPSUIF
purpose of the Act.
t 5IFBOOVBMTUBUFNFOUPGBDDPVOUTPGUIF*3%"TIBMMCFBVEJUFEBOEDFSUJmFECZUIF$PNQUSPMMFSBOE
Auditor-General of India and shall be forwarded annually to the Central Government. These account
statements will then be presented before each House of Parliament by the Central Government.
t 5IF"DUBMTPQSPWJEFTQPXFSUPUIF$FOUSBM(PWFSONFOUUPJTTVFEJSFDUJPOTUPUIF*3%"PORVFTUJPOTPG
policy, other than those relating to technical and administrative matters. The Central Government may give
these directions in writing from time to time and the IRDA shall be bound by these directions.
t 5IF*3%"OFFETUPGVSOJTISFUVSOT TUBUFNFOUTBOEPUIFSQBSUJDVMBSTJOSFHBSEUPBOZQSPQPTFEPSFYJTUJOH
programme for the promotion and development of the insurance industry as required by the Central
Government from time to time.
t 5IF"DUQSPWJEFTUIF$FOUSBM(PWFSONFOUXJUIUIFQPXFSUPNBLFSVMFTGPSDBSSZJOHPVUUIFQSPWJTJPOTPGUIJT
Act. The Central Government may do so by issuing a notiﬁcation.

4.

The Government currently allows 26% foreign direct investment (FDI) in the insurance sector. Domestic private
companies were allowed to form joint ventures (JVs) with foreign partners in which the foreign partner can
have up to a 26% share.
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Learning objectives
After studying this chapter, you should be able to:
• recognise the importance of customer protection;
• discuss the IRDA (Protection of Policyholders’ Interests) Regulations issued by the IRDA in 2002;
• outline the matters to be included in a life insurance policy;
• discuss the internal grievance redressal mechanism of insurance companies;
• discuss the role of the Insurance Ombudsman in settling insurance disputes;
• describe the ways in which complaints received by the Ombudsman are handled;
• describe the typical complaints made against insurers and insurance agents;
• discuss the various measures taken by the IRDA to handle customer complaints effectively;
• describe the Grievance Redressal Cell of the IRDA;
• state the circumstances in which the IRDA can renew an agent’s licence.
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Chapter 14

As with any business, insurance companies aim to make a proﬁt. However, there is an increasing awareness
within all types of businesses that proﬁts should not be made at the expense of customers’ interests and
that a business has a responsibility to take the interests of all its stakeholders (including its customers) into
consideration when making decisions about how it operates. This includes communicating clearly and in a
manner that will be easily understood by customers.
In the ﬁeld of ﬁnancial services, and insurance in particular, the more ﬁnancially literate a customer is, the
easier it will be to protect their interests. In many parts of India this is not the case and all stakeholders,
including life insurance agents, have a responsibility to ensure that their dealings with customers are as
transparent as possible; providing relevant information as accurately and concisely as possible.
In support of this, various measures have been taken by key industry stakeholders (IRDA, insurers, insurance
councils etc.) on an ongoing basis to provide insurance customers with the best service possible and to
ensure that their interests are protected. We shall discuss the following key measures in this chapter:
• regulations issued by the IRDA for the protection of policyholders’ interests;
• insurers’ internal grievance redress cells;
• the Insurance Ombudsman;
• the role of the Consumer Affairs Department of the IRDA;
• the IRDA’s Grievance Redress Cell; and
• other measures taken to protect the policyholder.

Key terms
This chapter features explanations of the following ideas:
Customer protection

Prospectus

Proposal for insurance

Grievance redressal
procedure

Claim procedure

Policyholders’ servicing

Insurance Ombudsman

Settlement

Award

Recommendation

Typical complaints

Grievance management
system

Grievance Redressal Cell of
the IRDA

Key features document

Consumer Affairs
Department

Renewal of licence

A

The importance of customer protection

Customer protection in the insurance industry is of great signiﬁcance for a number of reasons. As mentioned
in the introduction, in some parts of India ﬁnancial literacy levels are still low compared to many other
countries. As a result, customer protection measures play an important role in safeguarding customers’
interests should they have a problem with an agent or insurance company at any stage; during the selling
process, at renewal or at the point of making a claim, for example.

Be aware
Many people still do not appreciate the importance of having insurance cover and prefer to live with the risk rather than
transferring it to an insurance company. This explains the low penetration of life insurance in India which is still less than
10% of the population. Of these, many do not have the adequate level of protection they should ideally have.
Of those who do have insurance cover, many have complaints about claims settlement, premiums, policy
servicing, policy terms and conditions; a signiﬁcant proportion of which result in legal disputes. This trend is
detrimental to customers, individual agents and insurers alike, in addition to the overall growth of the insurance
industry. Therefore, it is important for agents and insurance companies to focus on satisfying their customers
and placing their interests at the heart of how they perform their roles and carry out their operations.

Be aware
An informed and satisﬁed customer is a brand ambassador for the industry. Therefore, it is it is in the interests of all
industry stakeholders to protect the customer.
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The agent should make sure that he gives all possible product information and makes proper disclosures
to the potential client at the time of fact-ﬁnding so that there is no scope for potential future grievances.
However if, after buying a policy, a customer still has a grievance then the agent should guide the customer
in a proper manner through the appropriate channel. The agent, as an intermediary between the customer
and the insurance company, should try to get the issue resolved as quickly as possible. This would add a
personal touch to the process and help considerably in mitigating customer dissatisfaction.

B

In October 2002 the IRDA, in consultation with the Insurance Advisory Committee, issued the following
Regulations for the protection of policyholders’ interests.

B1 Point of sale
1. A prospectus of any insurance product will clearly state:
• the scope of beneﬁts;
• the extent of insurance cover;
• the exceptions and conditions of the insurance cover in a straightforward manner;
• whether the product is participating (with-proﬁts) or non-participating (without-proﬁts);
• the premium on all the riders relating to health or critical illness, in the case of term or group products,
shall not exceed 100% of the premium of the main policy;
• that the allowable rider or riders on the product will be clearly spelt out with regard to their scope of
beneﬁts, and under no circumstance will the premium relatable to all the other riders put together
exceed 30% of the premium of the main product; and
• the beneﬁts arising under each of the riders shall not exceed the sum insured under the basic product.
2. An insurer or its agent or other intermediary shall provide all material information in respect of a proposed
cover to the potential client to enable them to decide on the most appropriate cover for them.
3. Where the potential client is reliant upon the advice of the insurer or an agent or an insurance
intermediary, such a person must recommend product(s) based on the need(s) of the prospective client.
4. Where, for any reason, the proposal and other connected papers are not completed by the potential
client, a certiﬁcate may be incorporated at the end of the proposal form that the contents of the form and
documents have been fully explained to them and that they have fully understood the signiﬁcance of the
proposed contract.

Be aware
In the process of a sale, the insurer or its agent or any intermediary shall act according to the code of conduct
prescribed by:
t UIF"VUIPSJUZ
t UIF-JGF*OTVSBODF$PVODJMBOE
t UIFSFDPHOJTFEQSPGFTTJPOBMCPEZPSBTTPDJBUJPOPGXIJDIUIFBHFOUPSJOUFSNFEJBSZPSJOTVSBODFJOUFSNFEJBSZJTB
member.

Chapter 14

IRDA (Protection of Policyholders’ Interests)
Regulations 2002

14/4

IC-33/2011

Life insurance

B2 Proposal for insurance
Figure 14.1

Chapter 14

A proposal for grant of cover must be evidenced by a written document. It is the duty of an insurer to provide
the insured with a complimentary copy of the proposal form within 30 days of the acceptance of a proposal.

Forms and documents used in the grant of cover may, depending upon the circumstances of each case,
be made available in languages recognised under the Constitution of India.

Where a proposal form is not used, the insurer will record the information obtained orally or in writing,
confirm it within a period of 15 days thereof with the proposer and incorporate the information in its
cover note or policy. The onus of proof rests with the insurer in respect of any information not recorded,
where the insurer claims that the proposer suppressed any material information or provided misleading
or false information on any matter material to the grant of a cover.

Wherever the benefit of nomination is available to the proposer, the insurer will draw the attention of the
proposer to the terms of the Insurance Act 1938, or the conditions of the policy, and encourage the potential
client to utilise the nomination facility.

Proposals will be processed by the insurer with speed and efficiency and all decisions thereof shall be
communicated in writing within a reasonable period not exceeding 15 days from receipt of proposals by
the insurer.

Be aware
In ﬁlling out the proposal form, the potential client is to be guided by the provisions of section 45 (Indisputability Clause)
of the Insurance Act 1938. Any proposal form seeking information for the grant of life cover may prominently state
therein the requirements of section 45 of the Act.

B3 Grievance redressal procedure
Every insurer must have proper procedures in place to address the complaints and grievances of
policyholders efﬁciently and with speed. This also applies to the information in respect of the Insurance
Ombudsman which will be communicated as necessary to the policyholder along with the policy document.

Be aware
The internal grievance redress mechanism to be followed by every insurer and the role of the Insurance Ombudsman
will be discussed in detail in section E of this chapter.

B4 Matters to be stated in a life insurance policy
1. A life insurance policy will clearly state the following:
• the name of the plan governing the policy, including its terms and conditions;
• whether it is participating in proﬁts or not;
• the basis of participation in proﬁts such as cash bonus, deferred bonus, simple or compound
reversionary bonus;
• the beneﬁts payable and the contingencies upon which these are payable and the other terms and
conditions of the insurance contract;
• the details of the riders attached to the main policy;
• the date of commencement of risk and the date of maturity or date(s) on which the beneﬁts are payable;
• the premiums payable, period of payment or grace period allowed for payment of the premium, the date
of the ﬁnal instalment of premium, the implications of discontinuing the payment of an instalment(s) of
premium and also the provisions of a guaranteed surrender value;
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• the age at entry and whether this has been admitted;
• the policy requirements for:
(i) conversion of the policy into a paid-up policy,
(ii) surrender,
(iii) non-forfeiture, and
(iv) revival of lapsed policies;
• contingencies excluded from the scope of the cover, both in respect of the main policy and the riders;

• any special clauses or conditions, such as ﬁrst pregnancy clause, suicide clause etc.;
• the address of the insurer to which all communications in respect of the policy shall be sent;
• the documents that are normally required to be submitted by a claimant in support of a claim under the
policy; and
• along with the policy document the insurer should also include information on how to contact the
Insurance Ombudsman. In the event that the policyholder is not satisﬁed with the insurer in any aspect
and the insurer has not resolved the issue within a reasonable timeframe, the policyholder can approach
the Insurance Ombudsman with their grievance.

Suggested activity
Ask your family members or friends if any of them have bought a life insurance policy. If yes, then compare the policy
with the above mentioned points and see how these points are mentioned in the policy.
2. In accordance with Regulation 6(1) of the above referred Regulations, in forwarding the policy to the
insured, the insurer will inform the policyholder by letter that they have a period of 15 days from the date
of receipt of the policy document to review the terms and conditions of the policy. Where the insured
disagrees with any of the terms or conditions of the policy, they have the option to return the policy stating
the reasons for their objection. The policyholder is entitled to a refund of the premium paid, subject only to
a deduction of a proportionate risk premium for the period on cover, the expenses incurred by the insurer
on medical examination of the proposer and stamp duty charges. This 15 day period is also known as the
free-look period or the cooling off period.
3. In respect of a unit-linked policy, in addition to the deductions under sub-regulation (2) of this Regulation,
the insurer shall also be entitled to repurchase the unit at the price of the units on the date of cancellation.
4. In respect of cover, where premium charged is dependent on age, the insurer will ensure that the client’s
age is admitted as early as possible before the policy document is issued. If their age has not been provided
by the time the policy is issued, the insurer will make efforts to obtain proof of age as soon as possible.

Question 14.1
What details should the prospectus of an insurance product clearly state?

B5 Claims procedure
In the Protection of Policyholders’ Regulations the IRDA has also laid down various procedures to be followed
pertaining to settling life insurance claims. We have already studied these guidelines in chapter 11 where we
discussed claims in detail.
Each insurer will periodically inform the insured of their own responsibilities (with regards to policy terms
and procedures) when lodging a claim throughout the claims process. This is in order for the insurer to
streamline the process and settle the claim promptly.

Chapter 14

• the provisions for nomination, assignment and loans on security of the policy and a statement that the
rate of interest payable on such loan amount shall be as prescribed by the insurer at the time of taking
the loan;
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B6 Servicing of policyholders
Figure 14.2
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providing
guidance on the
procedure for
registering a
claim and early
settlement thereof
noting an
assignment
on the policy

non receipt of policy
band; non receipt of
renewal premium receipt,
age admission, alterations
in policy, revival of policy,
foreclosure, payment of
premiums – various
options

issuing a
duplicate
policy

issuing an endorsement
under the policy; noting
a change of interest ,
sum assured or perils
insured, financial
interest of a bank and
other interests.

An insurer carrying out
life insurance business
must respond within
10 days of the receipt
of any communication
from its policyholders
in all matters, such as:

noting a new
nomination or
change of
nomination
under a policy

processing
papers and
dispersal of a
loan on security
of policy

providing information
on the current status
of a policy indicating
matters such as
accrued bonus,
surrender value and
entitlement to a loan

recording
a change
of address

Suggested activity
Ask your family or friends if they have ever had to contact their life insurer for any of the above points. If yes, ask them
how the company went about addressing their request and how quick and friendly the company’s service was.

B7 What does this mean for life insurance agents?
Insurance agents are the face of the insurance company to its policyholders and they interact directly with
the policyholders. Therefore, it is the duty of an insurance agent to serve the customer in the best possible
manner, as outlined below:
• Good customer service enables you to promote yourself to your customers as an insurance agent who is
going to work for them.
• Lack of transparency and disclosures would lead the customer to conclude that you do not care about
them and their needs. As a result, they would not give you repeat business or references.
• This would deprive you of ‘word of mouth’ publicity, a reliable form of marketing which will help to make
your career successful.
• There is also a possibility that customers would not want to continue their policies. This, while depriving
you of a continuous income stream, may also impact upon your conﬁdence.
Therefore, as an agent you should always place your customers’ interests above everything else and serve
your customers in the best possible manner.

C

Typical complaints

In this section we will look at some of the typical complaints lodged by policyholders. The intention of this
section is to make you aware of these complaints so that as an agent you don’t falter on your commitments
and can help these complaints be avoided.
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Analysis of complaints indicates that a common complaint associated with agents is that of not disclosing all
facts to the client and, at times, overstating the beneﬁts of a product in their anxiety to close the deal. Not
making extensive enquiries about a potential client and recording incorrect responses on the proposal form
can lead to the rejection of a claim at a later stage which is likely to result in a complaint from the customer.
Another associated concern is the effectiveness of an after-sales service. This is an important feature of the
Indian insurance market and is something that the customer expects. Consequently, agents need to ensure
that they are constantly in touch with their customers, providing them with the much needed conﬁdence that
they are at their service when required.

C1 Complaints against insurance companies
Some of the most common complaints registered against insurers are:
Claim-related complaints

t SFQVEJBUJPOPGUIFDMBJN
t TVSWJWBMCFOFmUOPUCFJOHQBJE
t OPOTFUUMFNFOUPGNBUVSJUZQBZNFOU
t OPOQBZNFOUPGBOOVJUJFT
t DMBJNBNPVOUOPUDPSSFDUBOE
t QFOBMJOUFSFTUOPUCFJOHQBJE

Policy servicing-related
complaints

t OPOSFDFJQUPGQPMJDZCPOE
t DBODFMMBUJPOPGQPMJDZ
t FSSPSJOQPMJDZTDIFEVMF
t JTTVFPGEVQMJDBUFQPMJDZ
t BMUFSBUJPOTJOQPMJDZ
t OPNJOBUJPOBTTJHONFOUPGQPMJDJFT
t QBSUJBMXJUIESBXBMSFMBUFE
t OPOSFDFJQUPGTUBUFNFOUPGBDDPVOUCPOVT
t /"7SFMBUFEJODBTFPG6-*1TBOE
t GSFFMPPLSFGVOE

Policy lapse-related complaints

t SFWJWBMPGMBQTFEQPMJDJFT
t OPOQBZNFOUPGTVSSFOEFSWBMVF
t DPSSFDUTVSSFOEFSWBMVFOPUCFJOHQBJEBOE
t UIFDPOTFRVFODFPGOPOQBZNFOUPGJOUFSFTUPOMPBOTJOBMBQTFEQPMJDZ
causing foreclosure of a policy.

C2 Complaints against agents
Some of the common complaints registered against agents include the following:

Figure 14.3
the premium paying
tenure is much longer
than they had been told

the charges were not
fully disclosed to them

they have been sold a
product that does not
match their requirements

Common
policyholder
complaints
against agents
include:

all the pros and cons of
the product were not
fully explained to them
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Be aware
As a new agent you should pay careful attention to your client’s needs and requirements to be sure of the policy’s
suitability before you sell it to them. Look back at sections B and D of chapter 10 to remind yourself of how to go about
recommending the correct policy for a client’s needs.
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D Handling customer complaints effectively
In this section we will look at some of the initiatives taken by the IRDA to protect the interests of
policyholders and the grievance redressal mechanisms available to the policyholder. As an agent you will
need to understand the obligations set out in the regulations and guidelines and position your behaviour and
conduct appropriately.
Whilst an agent must make their clients aware of their rights and the processes involved in making a
complaint, they are also responsible for alerting their clients to their own obligations. These include making
honest disclosures about their health, habits, personal information, history etc., all of which are crucial for
acceptance of the risk.
The IRDA has established the Consumer Affairs Department to make sure that customer complaints are
handled effectively.

D1 Consumer Affairs Department
Be aware
The objectives of the Consumer Affairs Department are to:
t HJWFBTQFDJBMGPDVTUPBOEPWFSTFFUIFDPNQMJBODFCZJOTVSFSTPGUIF*3%"3FHVMBUJPOTGPS1SPUFDUJPOPG
1PMJDZIPMEFST*OUFSFTUTBOE
t FNQPXFSDPOTVNFSTCZFEVDBUJOHUIFNBCPVUUIFEFUBJMTPGUIFQSPDFEVSFTBOENFDIBOJTNTUIBUBSFBWBJMBCMFGPS
redressing grievances.
Policyholders must be provided with inexpensive and speedy mechanisms for complaints disposal. The
IRDA (Protection of Policyholders Interests) Regulations 2002 require insurance companies to have effective
internal grievance redressal mechanisms in place. The IRDA has also issued Guidelines for Grievance
Redressal, which lay down speciﬁc timeframes and turnaround times (TATs) for response, resolution, etc.,
and will further strengthen the redressal systems insurers already have in place.

D2 Integrated Grievance Management System (IGMS)
The effectiveness of the grievance redressal mechanism needs to be monitored by the Regulator. To enable
the creation of a central repository of industry-wide insurance grievance data, the IRDA is on the verge of
implementing the Integrated Grievance Management System (IGMS).
IGMS will create a gateway for policyholders to register complaints with insurance companies ﬁrst and, if
needs be, to escalate them to the IRDA Grievance Cell. IGMS is a comprehensive solution which not only has
the ability to provide centralised and online access to the policyholder, but also complete access and control
to the IRDA for monitoring market conduct issues of which policyholder grievances are the main indicators.
IGMS will have the ability to classify different complaint types based on pre-deﬁned rules. The system will be
able to assign, store and track unique complaint IDs and notify various stakeholders as required within the
workﬂow. The system will enable deﬁning of target turn around times (TATs) and measure the actual TATs on
all complaints. The system will set up alerts for pending tasks nearing the planned turn around time and will
therefore automatically trigger activities at the appropriate time through rule-based workﬂows.
A complaint registered through IGMS will ﬂow simultaneously to the insurer’s system as well as the IRDA
repository. Status update by the insurers would automatically be mirrored in the IRDA system. IGMS will be
able to generate reports on all criteria such as status, nature of complaint and any other parameter that is
deﬁned. Thus, IGMS will provide a standard platform to all insurers to resolve policyholder grievances and
will provide the IRDA with a tool to monitor the effectiveness of insurers’ own grievance redressal systems.
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D3 Internal grievance redressal cell of the insurer
As per the guidelines provided by the IRDA under the Regulations for Protection of Policyholders’ Interests,
every insurance company will have a grievance redressal system to address the complaints of clients. An
internal grievance redressal system helps to provide a speedy resolution to clients. On 28 July 2010 the IRDA
issued detailed guidelines on the grievance redressal procedures to be adopted by all insurance companies.
Insurers’ grievance redressal systems normally involve the following two-tier system.

D3A Grievance registration mechanism

Most insurance companies normally provide the helpline number and grievance redressal contact email
address on their website, proposal forms, product brochures and policy documents. The insurance company
has to acknowledge receipt of the complaint within three working days and has to provide a resolution
in a speciﬁed number of days. Turn around time for resolution is normally stated by the company during
registration of the complaint.

D3B Grievance redressal ofﬁcer
If the customer is dissatisﬁed with the reply/explanation or solution provided by the customer care cell, or
if the customer care cell fails to resolve the grievance in the speciﬁed turn around time the customer can
escalate the complaint to the next level. In such cases the customer can approach the grievance redressal
ofﬁcer named by the insurance company at the branch location/divisional, regional or zonal area/central or
corporate ofﬁce to address the complaint. This grievance redressal ofﬁcer is also called a nodal ofﬁcer by
some insurance companies.
If the customer is still not satisﬁed or the grievance redressal ofﬁcer is unable to provide a resolution, they
can approach the next highest ofﬁcer in the hierarchy named by the insurance company who may be called
as the appellate authority (or the person responsible for appealing to a higher authority) for redressal of their
complaint.
This hierarchy is company-speciﬁc and details of it can be found on the insurance company’s website.

Be aware
The IRDA has stipulated the turn around time for speciﬁc grievances such as:
t UIFDMJFOUIBTBTLFEGPSUIFDBODFMMBUJPOPGUIFQPMJDZ CVUUIFJOTVSBODFDPNQBOZIBTGBJMFEUPEPTPBOE
t UIFDMJFOUIBTQBJEBOBEEJUJPOBMQSFNJVNGPSBEEJUJPOBMDPWFS CVUUIFJOTVSBODFDPNQBOZEJEOPUJTTVF
endorsements.
In both the above cases, the insurance company must respond within 10 working days of the complaint being
registered.

Be aware
If the insurance company rejects a complaint, it needs to provide a valid reason for doing so.
Each insurance company must advise the client/claimant, particularly in the case of death claims, that they
can approach the Insurance Ombudsman, by stating the address, contact number, email address etc. of the
Ombudsman, if they are not satisﬁed with the decision of the insurer.

D4 Other initiatives by the IRDA to protect policyholders
A number of initiatives have been taken by the IRDA recently to protect the interests of policyholders. These
initiatives include:

D4A Key features document
One of the recent initiatives of the IRDA, to ensure that clear information regarding products is given to the
policyholder in a way they can understand, is the proposal to introduce a key features document in simple
language. The test of a key features document is whether or not the target customer for a particular product
understands its main features and is able to take a decision as to whether the product is suitable for them. A key
features document would also ensure disclosure by insurers of other important information such as premium
details, payment modes, various charges, risks involved and what happens in the event of discontinuance etc.
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Customers can register their complaint with the insurance company either by calling up its customer care
department, writing an email to the company’s helpdesk , or by registering a complaint with the ofﬁcer at a
branch ofﬁce.
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D4B Needs analysis or suitability
Needs analysis or suitability is another initiative identiﬁed by the IRDA as a step in curbing inaccurate advice
and mis-selling. An exposure draft on the subject has been issued. The Authority is currently working on
putting a system in place to ensure that proposals go through a prospect product matrix before the sale is
actually effected. This is to ensure that mis-selling does not take place.
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D4C Guidelines for direct marketing
The guidelines addressing issues relating to distance marketing are proposed to focus on new challenges
of mis-selling that have occurred with the advancement of technology. While the beneﬁts of having new and
faster channels need to be reaped, the gaps created by them also need plugging.

Be aware
The IRDA as a regulator takes various initiatives from time to time to protect the interests of policyholders. However, the
IRDA is not vested with the power of adjudication. It can only facilitate the resolution of grievances by taking them up
with the insurance companies concerned.

E

The role of the Insurance Ombudsman

E1

The Insurance Ombudsman’s objective

The Institution of Insurance Ombudsman was created by the Government of India Notiﬁcation dated 11
November 1998 with the purpose of resolving insured customers’ grievances quickly and to mitigate the
problems involved in redressing these grievances. This Institution is of great importance and relevance for
protecting policyholders’ interests and also in building conﬁdence in the system. The Institution has helped
to generate and sustain conﬁdence amongst both customers and insurers.
The main objective of the Ombudsman’s ofﬁce is to resolve complaints relating to claims, disputes with
regard to terms of policy or premium paid, and the non-issue of policy documents in a cost-effective,
impartial and efﬁcient manner. With regards to a complaint, if any client is dissatisﬁed with the action taken
by the insurance company in the mentioned areas, they can approach the Insurance Ombudsman.

E2

Territorial jurisdiction of ombudsmen

The governing body has set up twelve ombudsmen ofﬁces across the country. Each ombudsman ofﬁce has
been allotted a different geographical area as their area of jurisdiction and they may hold sittings at various
places within their area of jurisdiction in order to expedite the disposal of complaints.

Figure 14.4
Ahmedabad

Kolkata

Chennai

Mumbai

Cochin

New Delhi

The offices of
the twelve
insurance
ombudsmen
are located at:

Bhubaneswar

Chandigarh

Lucknow

Guwahati

Bhopal

Hyderabad
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Functions of the Ombudsman

The Insurance Ombudsman has two types of function to perform:
• conciliation; and
• making awards.
The Insurance Ombudsman is empowered to receive and consider complaints in respect of personal lines of
insurance from any person who has a grievance against an insurer. The nature of the complaint may relate to
any grievance against the insurer. Examples include:

• any dispute with regard to premium paid or payable in terms of the policy;
• any dispute on the legal construction of the policy wording in the case that such a dispute relates to claims;
• a delay in settlement of claims; and
• non-issue of any insurance document to customers after receipt of premium.
Insurance companies are required to honour the awards passed by the Insurance Ombudsman (which must
be made within three months) within 15 days.

Be aware
The Ombudsman’s powers are restricted to insurance contracts of value not exceeding Rs. 20 lakhs.

E4

Manner of lodging a complaint

The aggrieved person’s complaint must be in writing and addressed to the relevant Insurance Ombudsman in
the jurisdiction under which the ofﬁce of the insurer falls. The complaint can also be lodged through the legal
heirs of the insured.
Before lodging a complaint:
• the complainant should have made a representation to the insurer named in the complaint and the insurer
has either rejected the complaint, failed to respond within a period of one month, or the customer is
dissatisﬁed with the insurer’s response; and
• the same subject of complaint should not be pending before any court, consumer forum or arbitrator.
The complaint must be made within one year of the insurer’s response.

E5

Complaints resolution process

The complaints received by the Ombudsman are dealt with in the following manner:
Withdrawal/
settlement

t *UJTUIFEVUZPGUIF0NCVETNBOUPQSPNPUFBTFUUMFNFOUCZBHSFFNFOUCFUXFFOUIF
complainant and the insurance company through mediation or conciliation. To achieve this, the
Ombudsman may follow such procedures as it considers appropriate. If there is an agreement
between the two parties and the issue is settled, the two parties may go ahead with it and the
case may be withdrawn.

Recommendation

t *GUIFSFJTOPBHSFFNFOUPSTFUUMFNFOUCFUXFFOUIFUXPQBSUJFTXJUIJOXIBUUIF0NCVETNBO
feels to be an appropriate timeframe, then the Ombudsman may make a recommendation to
what is, in his opinion, fair to both the parties.
t 4VDIBSFDPNNFOEBUJPOTIBMMCFNBEFOPMBUFSUIBOPOFNPOUIGPMMPXJOHSFDFJQUGSPN
the complainant and copies will be sent to the complainant and the insurance company
concerned. The recommendation is binding on the complainant if they accept all terms of
the recommendation in full and ﬁnal settlement of the complaint. If the complainant accepts
the recommendation they will send a communication in writing within 15 days of the date
of receipt acknowledging their acceptance. If the recommendation is accepted by the
complainant, then it will be binding on the insurer and it will have to fulﬁl its obligation.

Chapter 14

• any partial or total repudiation of claims by the insurance companies;
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Award

t *GUIFSFJTOPBHSFFNFOUPSTFUUMFNFOUBOEUIFSFDPNNFOEBUJPOJTBMTPOPUBDDFQUBCMFUPUIF
complainant, then in this case the Ombudsman will grant an award. This award will be granted
within a period of three months from the receipt of the complaint. The award is binding upon
the insurance company (if it is acceptable to the complainant).

Chapter 14

t *GUIFQPMJDZIPMEFSJTOPUTBUJTmFEXJUIUIFBXBSEPGUIF0NCVETNBOUIFZDBOBQQSPBDIPUIFS
venues such as Consumer Forums and Courts of law for redressal of their grievances.
t 5IFTUFBEZJODSFBTFJOUIFOVNCFSPGDPNQMBJOUTSFDFJWFECZWBSJPVTPNCVETNBOPGmDFT
shows that the policyholders are placing their conﬁdence in the Institution of Insurance
Ombudsman.
Non-acceptable/
not maintainable
complaints

t $PNQMBJOUTSFDFJWFEXIJDIUIF0NCVETNBOGFFMTBSFXJUIPVUTVGmDJFOUDBVTFPSXIFSFUIFSF
is no loss or damage or inconvenience suffered by the complainant may be classiﬁed as nonacceptable or non-maintainable and dismissed by the Ombudsman.
t 5IF0NCVETNBOTQPXFSTBSFSFTUSJDUFEUPJOTVSBODFDPOUSBDUTPGWBMVFOPUFYDFFEJOH
Rs. 20 lakhs.
t $PNQMBJOUTXJMMCFEJTNJTTFECZUIF0NCVETNBOJOUIFGPMMPXJOHDBTFT
– if the complainant approaches the Ombudsman directly without ﬁrst approaching the insurer
and giving the insurer an opportunity to hear their complaint and attempt to resolve their
grievance.
– If the same complaint on the subject is pending before any court, consumer forum or
arbitrator.
– If the complaint is not within the jurisdiction of the Ombudsman.

Be aware
As per the Policyholders’ Protection Regulations, when sending the policyholder’s documentation each insurer must
provide information of how to contact the Insurance Ombudsman pertaining to their region, in the event that they wish to
lodge a complaint against their insurer.

F

Grievance Redressal Cell of the IRDA

The IRDA has recently introduced the IRDA Grievance Call Centre (IGCC). The IGCC provides an additional
channel for policyholders to lodge their grievances and also check the status of their complaint over the
phone/email.

Be aware
A complaint can be lodged by calling up the IGCC on the toll-free number 155255 or by sending an email to the IRDA at
complaints@irda.gov.in
The call centre environment will interface with IGMS, once it is implemented (see section D2). The IGCC
has enabled policyholders to have easy access to the Grievance Redressal Cell of the IRDA both through
telephone and email, apart from providing details of the redressal systems of insurance companies whenever
policyholders require them. The call centre ﬁlls out grievance registration forms on the basis of the call. The
IGCC also provides a channel for tracking grievances.
The IGCC also educates policyholders about the role of the Insurance Ombudsman.
With a view to going beyond the facilitation of complaints resolution, the IRDA has begun to look into details of
complaints to identify instances of violation/non-compliance of various provisions of the applicable regulations
through enquiries and inspections. Wherever it is required, regulatory action is initiated by the IRDA.
The Institution of Insurance Ombudsman is also being reviewed for possible changes and expansion of
jurisdiction to ensure that grievances that are not resolved by insurers and which are escalated to the
Regulator and/or Ombudsman are resolved conclusively, except where they would fall necessarily within the
ambit of the courts.
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G A typical complaint
While each complaint is individual, the following diagram illustrates the path a typical complaint might follow
if a claim is disputed by the insurance company, and highlights the role and input that might be expected of
the agent at each stage in supporting their client in the process.

Figure 14.5

Amar advises Anjali to lodge a complaint with the
internal grievance redressal cell of the insurance
company.

Amar advises Anjali to escalate the complaint to
the nodal officer.

At this stage the insurance agent Amar tells
Anjali that she has three grievance redressal
options:
1. approach the Insurance Ombudsman;
2. approach a District Forum under the
Consumer Protection Act; or
3. approach the IRDA Grievance Redressal Cell.
The agent, Amar, guides her on how to go
about filing her grievance with the Insurance
Ombudsman.

Claim submitted
Anjali, mother of Ketan, files a death claim of
Rs.10 lakhs with a life insurance company. In her
claim Anjali mentioned that her son, Ketan, died a
natural death.

Life insurance company
The insurance company completed its internal
investigation and rejected the claim saying that
Ketan’s death claim was not a natural death claim.

Life insurance company’s internal grievance
redressal cell
The grievance cell acknowledged the complaint
but gave the reply that the claim has been rightly
rejected by the company.

Insurance company’s nodal officer
The nodal officer said the insurance company in
its internal investigation established that Ketan
was an alcoholic. He did not disclose this fact to
the insurance company at the time of taking out
the policy, and so the company was right in
rejecting the claim on grounds of suppression of
a material fact.
After advice from her agent, Anjali decides to
approach the Insurance Ombudsman

The Insurance Ombudsman
After consulting the two parties and doing its
own investigation, the Insurance Ombudsman
comes to the conclusion that Ketan had died a
natural death and the insurance company’s
explanation to reject the claim has no grounds.
The Ombudsman tries to promote a settlement
between Anjali and the insurance company
through mediation or conciliation but there is no
agreement or settlement between the two parties.

Outcome
The Ombudsman granted an award directing the
insurance company to pay Anjali Rs.10 lakhs and
settle the claim.

Question 14.2
Make a list of the different ways in which the complaints are handled/resolved by the Insurance Ombudsman.
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Role/input of agent
The insurance agent, Amar, helps Anjali fill the
required claim settlement form and submit it to
the insurance company office along with all the
supporting documents.
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H Renewal of licence

Chapter 14

Now that you are nearing the end of this study text, you will have a very good understanding of how you
should go about your dealings with your clients to ensure that their interests are at the forefront of your
mind, and how that will contribute to your success as an agent in the longer term. If clients are satisﬁed they
will generally renew their policies if they are ﬁnancially able to do so.
As a ﬁnal measure to protect customers the IRDA has drawn up guidelines that propose that the licence of
an insurance agent will not be renewed if less than a speciﬁed percentage of the policies sold by them are
renewed annually, as this indicates that an agent has not met the needs of his clients effectively and may be
guilty of mis-selling.
In section G of chapter 15 we will return to how the IRDA goes about evaluating, monitoring and disciplining
agents and insurance companies where practices have fallen short of requirements and expectations.

Question 14.3
How can a customer lodge a complaint against their insurer through the IRDA Grievance Redressal Cell?

Summary
It will now be clear to you from what has been discussed in this and earlier chapters that it is the behaviour
and practices of all those engaged in the business of insurance which underpin, shape and deﬁne the
industry in which you have chosen to work.
In the ﬁnal chapter of this course we shall conclude by explaining the role that ethics plays in this process.
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Key points
The main ideas covered by this chapter can be summarised as follows:
Importance of customer protection
Customer protection in the insurance industry is very important due to low ﬁnancial literacy levels and because
insurance is still not well understood by the masses in India.

Transparency in transactions during the entire life of the policy ensures fair treatment to the customers.
IRDA (Protection of Policyholders’ Interests) Regulations 2002
In October 2002 the IRDA, in consultation with the Insurance Advisory Committee, issued the regulations for protection
of policyholders’ interests.
The Regulations clearly specify what the prospectus of an insurance product should state.
The Regulations specify that every insurer shall have in place proper procedures and effective mechanisms to address
the complaints and grievances of policyholders efﬁciently.
The Regulations specify exactly what should be clearly stated in the policy.
The Regulations lay down the procedures to be followed pertaining to the settlement of life insurance claims.
The Regulations specify the matters in which the insurer has to respond to the policyholder within 10 days of the receipt
of any communication from its policyholders.
Role of the Insurance Ombudsman
The main objective of the Ombudsman’s ofﬁce is to resolve complaints relating to claims, disputes with regard to terms
of policy or premium paid, and non-issue of policy documents in a cost-effective, impartial and efﬁcient manner.
The governing body has appointed twelve Ombudsmen across the country, allotting them different geographical areas
as their areas of jurisdiction.
The complaints received by the Ombudsman are handled in the following manner: withdrawal/settlement,
recommendation, award, and non-acceptable complaints.
Typical complaints
Typical complaints against insurers include complaints relating to claims, policy servicing, premiums and policy lapse
claims etc.
Typical complaints against insurance advisers are related to inappropriate plans being allotted, wrong term allotted and
charges not being disclosed.
Handling customer complaints effectively
The Consumer Affairs Department of the IRDA oversees the compliance by insurers of the IRDA Regulations for
Protection of Policyholders’ Interests and aims to empower consumers by educating them about grievance redressal
procedures.
To enable the effectiveness of the grievance redressal mechanisms of insurers as well as to create a central repository
of industry-wide insurance grievance data, the IRDA is on the verge of implementing the Integrated Grievance
Management System (IGMS).
An internal grievance redressal system of an insurer involves the following two-tier system: ﬁrst registering a complaint
with the helpline or the insurer’s ofﬁce and secondly escalating it to the nodal ofﬁcer/appellate authority.
Grievance Redressal Cell of IRDA
A complaint can be lodged with the IRDA by calling up the IGCC on the toll free number 155255 or by sending an email
to the IRDA at complaints@irda.gov.in
Renewal of licence
As a ﬁnal measure to protect customers, the IRDA has drawn up guidelines to increase the persistency ratio of
insurance agents.
The IRDA has proposed that the licence of an insurance agent be cancelled if less than a speciﬁed percentage of the
policies sold by the agent are renewed annually.
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Low customer protection leads to high levels of dissatisfaction which is detrimental to the growth of the entire insurance
industry as a whole.
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Question answers
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14.1. A prospectus of any insurance product should clearly state:


t UIFTDPQFPGCFOFmUT



t UIFFYUFOUPGJOTVSBODFDPWFS



t UIFXBSSBOUJFT FYDFQUJPOTBOEDPOEJUJPOTPGUIFJOTVSBODFDPWFS



t JOGPSNBUJPOJOBOFYQMJDJUNBOOFS



t XIFUIFSUIFQSPEVDUJTQBSUJDJQBUJOH XJUIQSPmUT PSOPOQBSUJDJQBUJOH XJUIPVUQSPmUT 



t UIFQSFNJVNPOBMMUIFSJEFSTSFMBUJOHUPIFBMUIPSDSJUJDBMJMMOFTT JOUIFDBTFPGUFSNPSHSPVQQSPEVDUT TIBMM
OPUFYDFFEPGUIFQSFNJVNPGUIFNBJOQPMJDZ



t UIBUUIFBMMPXBCMFSJEFSPSSJEFSTPOUIFQSPEVDUXJMMCFDMFBSMZTQFMUPVUXJUISFHBSEUPUIFJSTDPQFPGCFOFmUT 
and under no circumstance will the premium relatable to all the other riders put together exceed 30% of the
QSFNJVNPGUIFNBJOQSPEVDUBOE



t UIFCFOFmUTBSJTJOHVOEFSFBDIPGUIFSJEFSTTIBMMOPUFYDFFEUIFTVNJOTVSFEVOEFSUIFCBTJDQSPEVDU

14.2. The complaints received by the Ombudsman are dealt with in the following manner:


XJUIESBXBMTFUUMFNFOU



SFDPNNFOEBUJPO



BXBSEBOE
4. non-acceptable/not maintainable.

14.3. A person can lodge a complaint against the insurer with the IRDA Grievance Redressal Cell by calling up the
IGCC on the toll free number 155255, or by sending an email to IRDA at complaints@irda.gov.in.

Chapter 14

Customer protection

14/17

Self-test questions
1.

As per the IRDA (Protection of Policyholders’ Interest) Regulations what should all life insurance policies clearly
state?

2.

List the cities in which the ofﬁces of the Insurance Ombudsman are located.

You will ﬁnd the answers on the next page

Chapter 14
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Self-test question answers
1.

A life insurance policy shall clearly state the following:
B UIFOBNFPGUIFQMBOHPWFSOJOHUIFQPMJDZ JUTUFSNTBOEDPOEJUJPOT

Chapter 14

C XIFUIFSJUJTQBSUJDJQBUJOHJOQSPmUTPSOPU
c.

the basis of participation in proﬁts such as cash bonus, deferred bonus, simple or compound reversionary
CPOVT

d.

the beneﬁts payable and the contingencies upon which these are payable and the other terms and
DPOEJUJPOTPGUIFJOTVSBODFDPOUSBDU

F UIFEFUBJMTPGUIFSJEFSTBUUBDIFEUPUIFNBJOQPMJDZ
G

UIFEBUFPGDPNNFODFNFOUPGSJTLBOEUIFEBUFPGNBUVSJUZPSEBUF T POXIJDIUIFCFOFmUTBSFQBZBCMF

g.

the premiums payable, period of payment, grace period allowed for payment of the premium, the date
of the last instalment of premium, the implication of discontinuing the payment of an instalment(s) of
QSFNJVNBOEBMTPUIFQSPWJTJPOTPGBHVBSBOUFFETVSSFOEFSWBMVF

I UIFBHFBUFOUSZBOEXIFUIFSJUIBTCFFOEJTDMPTFE
i.

the policy requirements for (i) conversion of the policy into a paid-up policy, (ii) surrender (iii) nonGPSGFJUVSFBOE JW SFWJWBMPGMBQTFEQPMJDJFT

K

DPOUJOHFODJFTFYDMVEFEGSPNUIFTDPQFPGUIFDPWFS CPUIJOSFTQFDUPGUIFNBJOQPMJDZBOEUIFSJEFST

k.

the provisions for nomination, assignment, and loans on security of the policy and a statement that the
rate of interest payable on such loan amount shall be as prescribed by the insurer at the time of taking the
MPBO

M

BOZTQFDJBMDMBVTFTPSDPOEJUJPOT TVDIBTmSTUQSFHOBODZDMBVTF TVJDJEFDMBVTFFUD

N UIFBEESFTTPGUIFJOTVSFSUPXIJDIBMMDPNNVOJDBUJPOTJOSFTQFDUPGUIFQPMJDZTIBMMCFTFOUBOE
n.

the documents that are normally required to be submitted by a claimant in support of a claim under the
policy.

Along with the policy document the insurer should also include information on the Insurance Ombudsman.
2.

The ofﬁces of the twelve Insurance Ombudsmen are located at:
t "INFEBCBE
t #IPQB
t #IVCBOFTXBS
t $IBOEJHBSI
t $IFOOBJ
t $PDIJO
t (VXBIBUJ
t )ZEFSBCBE
t ,PMLBUB
t -VDLOPX
t .VNCBJBOE
t /FX%FMIJ

15

Ethics and code of conduct
Contents

Syllabus learning
outcomes
Chapter 15

Learning objectives
Introduction
Key terms
A What do we mean by ethics?

15.4

B Typical unethical behaviour

15.5

C The business beneﬁts of ethics

15.4

D Typical ethical behaviour

15.3

E Ethical frameworks including ethical codes

15.1, 15.2

F Underpinning professional responsibilities

15.2

G Evaluation, monitoring and discipline

15.4

H Code of Conduct prescribed by the IRDA

15.1

Key points
Question answers
Self-test questions

Learning objectives
After studying this chapter, you should be able to:
• discuss the meaning of ethics;
• analyse the dangers of unethical behaviour;
• discuss the importance of ethics for individuals and insurers;
• analyse typical ethical behaviour;
• explain the elements of an ethical framework;
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Introduction
As we discussed in chapter 10 it is important that insurance agents behave in a professional and ethical
manner towards their clients at all times. But what do we mean by ‘ethics’?
The word ’ethics’ comes from the Greek word ‘ethikos’ which relates to a person’s character. Ethics in
insurance pertain to certain standards or principles that are followed by insurance agents and insurers in the
course of their business, while maintaining the proﬁtability of the business.
In simple terms, sales targets aside, the main concern for an insurance company should be the policyholder’s
needs and requirements and in providing assistance to them and their family at the time of a claims
situation, should the need arise. Unethical practices may result in short-term proﬁts, but in the long run, they
will tarnish the image of the company. A negative image can result in a loss of business – both existing and
new business.

Chapter 15

In this chapter we will highlight the importance of following ethical practices in insurance business and we
will also highlight the adverse effects of following unethical practices.
Finally, we will discuss the Code of Conduct that has been prescribed by the IRDA to monitor and discipline
the conduct of insurance agents.

Key terms
This chapter features explanations of the following terms and concepts:
Ethics

Churning

Discipline

Unethical behaviour

Delay in claims settlement

Ethical codes

Underpinning professional
responsibilities

Overselling of insurance
policies

Positive image

Evaluation and monitoring

Underselling of insurance
policies

Embedding ethics

A

What do we mean by ethics?

Considering the many instances of mis-selling that have been reported in the recent past, one of the biggest
concerns and issues of debate for the insurance industry in India is the need for a high standard of ethical
behaviour when selling insurance.
Ethics can be deﬁned as:
t UIPTFWBMVFTXFDPNNPOMZIPMEUPCFAHPPEBOEASJHIU
t CFIBWJPVSUIBUJTCBTFEVQPOUIFNPSBMKVEHNFOUTPGBOJOEJWJEVBMBOE
t BTUVEZPGXIBUNBLFTPOFTPXOBDUJPOTSJHIUBOEXSPOH
Ethical standards depend upon the actions – whether they are right or wrong – practised by all those involved
in the process of advising on, selling and servicing insurance products. This includes the insurance agents
themselves and the ofﬁcers and managers of insurance companies.
The ethical standards of an insurance agent will be demonstrated by the actions he takes to achieve his
desired end result, i.e. his sales target. For example, behaving in an ethical manner means not suggesting
products to clients that will help the agent earn a high amount of commission, irrespective of the fact that the
product might not be suitable for the client.

Be aware
5IFBHFOUIBTBSFTQPOTJCJMJUZUPFOTVSFUIBUIFPOMZSFDPNNFOETTVJUBCMFOFFETCBTFEQSPEVDUTUPIJTDMJFOUT*GUIF
agent uses unethical conduct to sell an insurance product to his client then he has failed in his duty to provide his client
XJUIUIFCFTUTFSWJDF

5IFPCKFDUJWFTPGFUIJDTJOUIFJOTVSBODFJOEVTUSZDBOCFEFTDSJCFEBTGPMMPXT
t 5PFTUBCMJTINPSBMTUBOEBSETGPSJOTVSBODFBHFOUTJOTVSFSTJOJOTVSBODFTFMMJOH
t 5PEFmOFAEPTBOEAEPOUTJOJOTVSBODFTFMMJOH
t 5PBEESFTTUIFFUIJDBMBOEVOFUIJDBMDPOEVDUPGJOTVSFST
t 5PHJWFHVJEBODFPOUIFDPSSFDUBQQSPQSJBUFCFIBWJPVSGPSBOJOTVSBODFBHFOUUPGPMMPXJOBTQFDJmDTJUVBUJPO
t 5PSFHVMBUFUIFXSPOHBOEJOBQQSPQSJBUFQSBDUJDFTGPMMPXFECZJOTVSFSTBOEJOUFSNFEJBSJFT
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Case study
4VTIJM.FIUBJTBOFXMZBQQPJOUFEMJGFJOTVSBODFBHFOU#FJOHOFXMZSFDSVJUFE IFEPFTOUIBWFNVDIFYQFSJFODFJOUIF
CVTJOFTTBOEIFXJMMTUSVHHMFJOJUJBMMZUPDSFBUFBOBNFGPSIJNTFMG)FIBTCFFOBTLFEUPTFMMBUMFBTUUISFFJOTVSBODF
QPMJDJFTFBDINPOUI
*UTUIFFOEPGUIFNPOUIBOE4VTIJMIBTOPUCFFOBCMFUPTFMMFWFOPOFQPMJDZ)FJTVOEFSUSFNFOEPVTQSFTTVSFUP
QFSGPSNBOEBDIJFWFIJTNPOUIMZUBSHFU)FIBTCFFOQSFQBSJOHBQSFTFOUBUJPOPOmOBODJBMQMBOOJOHGPSmWFQSPTQFDUJWF
DMJFOUTXIPNIFJTTDIFEVMFEUPNFFUJOUIFOFYUUISFFEBZT
Sushil decides to modify his presentation and suggest a newly launched product by the insurance company to all his
QSPTQFDUJWFDMJFOUT JSSFTQFDUJWFPGXIFUIFSUIFZSFRVJSFUIBUQSPEVDUPSOPU
In his meetings with the clients he highlights only some of the good beneﬁts about the product and hides certain
DIBSHFT FYDMVTJPOT UFSNTBOEDPOEJUJPOTGSPNUIFN)FEPFTUIJTCFDBVTFIFGFBSTJUXJMMSFTVMUJOSFGVTBMGSPNUIF
DMJFOUTUPCVZUIFQSPEVDU)FJTBCMFUPDPOWJODFUXPPGIJTDMJFOUTUPQVSDIBTFUIFQSPEVDUFWFOUIPVHIJUJTOPUUIF
NPTUTVJUBCMFQSPEVDUGPSUIFNCBTFEPOUIFJSOFFET

No, it is not – Sushil has resorted to unethical behaviour by focusing on meeting his sales target rather than meeting the
OFFETPGIJTDMJFOUT
*OTVSBODFBHFOUTTIPVMEOFWFSSFTPSUUPTVDIVOGBJSBOEVOFUIJDBMQSBDUJDFT5IFZTIPVMEBMXBZTQVUUIFDMJFOUTOFFET
BIFBEPGUIFJSPXOJOUFSFTUT

Consider this…
*OZPVSPQJOJPO XIBUTIPVMECFUIFSPMFPGUIFJOTVSBODFDPNQBOZJOUIFBCPWFDBTFTUVEZ 8IBUTUFQTDBOUIF
JOTVSBODFDPNQBOZUBLFUPBWPJETVDIJOTUBODFTGSPNPDDVSSJOH

B

Typical unethical behaviour

In the past a common statement made about the insurance industry was ‘Life insurance is seldom bought;
rather it is sold to clients’. This statement still holds good today and underlines the importance of insurers
and agents avoiding unethical practices in the course of their dealings with customers.
Some of the common forms of unethical behaviour in the Indian insurance market have been as follows:
• Projecting exorbitant beneﬁts under the plan (for example promising that the amount invested would
double in three to ﬁve years).
• Passing off a regular premium payment policy as a single premium payment policy or limited premium
payment policy.
• Not making complete and true disclosures about the product and its features.
• Not obtaining complete information about the prospective client.
• Offering a rebate or inducement in return for purchasing a policy.
• Selling a policy saying that the client does not have to pay premiums for the full term while the actual
features of the product do not substantiate this statement.

B1 Dangers of unethical behaviour
Unethical behaviour such as that outlined above has consequences for the whole insurance industry. In this
section we will discuss the consequences of the following unethical practices:
• The overselling of insurance policies. An overambitious insurance agent can mislead clients and sell them
more insurance cover than they actually require or can afford. The overselling of insurance policies can
result in lapsed policies if the policyholder is not able to pay the premiums.

Example
5IFTBMFPGBUFSNJOTVSBODFQPMJDZBOEBOVOJUMJOLFEJOTVSBODFQMBO 6-*1 UPBOVONBSSJFEJOEJWJEVBMJTBOFYBNQMFPG
PWFSTFMMJOH"OVONBSSJFEZPVOHJOEJWJEVBMNBZOPUOFFEBUFSNJOTVSBODFQPMJDZJGUIFZEPOPUIBWFBOZEFQFOEBOUT
5IFCBTJDOFFEPGBOVONBSSJFEJOEJWJEVBMJTUPJOWFTUUIFJSTVSQMVTNPOFZBOEUPJODSFBTFUIFJSPWFSBMMXFBMUI'PSTVDI
BOJOEJWJEVBMB6-*1XPVMECFTVGmDJFOUBTJUXPVMEUBLFDBSFPGUIFJSQSPUFDUJPOOFFETBOEXPVMEBMTPJODSFBTFUIFJS
JOWFTUNFOUTBUUIFTBNFUJNF
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• The underselling of insurance policies. In order to achieve their sales targets, insurance agents may
compromise on the insurance cover and suggest a lower sum insured to clients. This is done because
an insurance policy with a lower cover and hence a lower premium is more attractive to the client and
enables a higher success rate for the agent. Suggesting a high premium amount can sometimes result in
a loss of business for the agent due to the client’s ﬁnancial limitations. In such cases the consequences of
underinsurance will have to be borne by the family in the event of the premature death of the policyholder,
as the insurance cover would not be enough to meet the family’s ﬁnancial liabilities.

Chapter 15

• Churning. Churning (refer back to chapter 10, section D4A for an explanation) should only be
recommended in very rare cases; however, it is often used for the purposes of mis-selling products
by insurance agents. Some agents recommend certain policies to clients with the advice that they
can surrender the policy after a certain period of time and withdraw their funds. Churning is often
recommended to clients by insurance agents with the purpose of withdrawing invested funds and
reinvesting them in a new insurance plan launched by the company for which they have to meet a certain
sales target.
In this unethical process of churning, the policyholder is the biggest loser. They may incur a loss on their
investments and they may not even recover the original investment amount. The insurance company also
suffers a loss in this case as the policy is closed ahead of its normal tenure.

Be aware
One of the biggest concerns in the insurance industry is the unethical practice followed by some insurance agents in the
TFMMJOHPGQSPEVDUTXIJDIQSPWJEFUIFNXJUIIJHIBNPVOUTPGDPNNJTTJPO
• Delay/refusal to make a claim payment during the claim settlement process. If the policy has been sold on
unethical grounds (such as suggesting beneﬁts to the client for which they might not be eligible), this can
result in a delay/refusal in making a claim settlement payment. Due to mis-selling, an individual may not
be able to get the beneﬁts falsely promised by the agent and this can result in both a loss of money to the
individual and also a loss of faith in the insurance company. Unnecessary delay in making a claim payment
during the claim settlement process can also result in negative publicity for the company and should be
avoided. The claim settlement period is a difﬁcult time for families and the insurer should help them in the
best possible way during this time.
It is these types of unethical practice which have resulted in creating a poor public image for insurance
agents and the companies they represent which in turn results in a loss of trust for the whole insurance
industry. As a result of this, a priority of the IRDA has been to encourage the industry to be proactive in
adopting ethical standards with the hope that these unethical practices will no longer take place.

C

The business beneﬁts of ethics

If an insurance company follows ethical practices in the selling of its insurance products and in the claim
settlement process, this will help build a good long-term reputation for the company. But the use of
inappropriate practices by a company and its agents to achieve sales targets will tarnish the company’s
image which in turn harms the business of the insurance company and, in the long run, the whole industry.

C1 The importance of ethics for individuals and the insurance company
Ethical standards will help to increase business for the company. Ethical selling of insurance products not
only beneﬁts the company itself but also helps to build a good reputation for the individual insurance agent.
More importantly, if the insurance company and agent have been ethical in selling an insurance policy to an
individual and an appropriate policy has been sold, it will help to save the client from a huge ﬁnancial burden
should an unfortunate event occur and a claim need to be made.
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The importance of ethics for individual agents and their insurance companies can be summed up as follows:
If an insurance company adopts a high standard of ethical practice this will help
UPCVJMEUSVTUBOEDPOmEFODFBNPOHUIFQVCMJD"QPTJUJWFJNBHFJTBOJOEJDBUPS
PGTVDDFTTGPSUIFDPNQBOZJOUIFMPOHUFSN4FMMJOHUIFJOTVSBODFQSPEVDUTPGB
SFQVUBCMFDPNQBOZNBLFTUIFQSPDFTTPGTFMMJOHJOTVSBODFDPNQBSBUJWFMZFBTZ
GPSBOJOTVSBODFBHFOU

Goodwill

&UIJDBMQSBDUJDFTIFMQUPEFWFMPQUIFHPPEXJMMPGUIFDPNQBOZ0ODFQVCMJD
TVQQPSUJTPCUBJOFE JUXJMMIBWFBEJSFDUFGGFDUPOUIFTBMFTBOEUIFQSPmUBCJMJUZ
PGUIFDPNQBOZ1PTJUJWFXPSEPGNPVUIQVCMJDJUZBCPVUUIFDPNQBOZBOEJUT
insurance agents helps in establishing long-term trust with clients who in turn will
SFGFSOFXDVTUPNFSTUPUIFDPNQBOZ

Protection by both sides

)JHIFUIJDBMTUBOEBSETBSFPGCFOFmUCPUIUPUIFDPNQBOZBOEBMTPJOEJWJEVBMT
Insurance selling on ethical grounds also helps the insurance company to
FYQFEJUFUIFQSPDFTTPGDMBJNTTFUUMFNFOU3FDFJWJOHUIFDMBJNQBZNFOUPOUJNF
DBOBMTPIFMQGBNJMZNFNCFSTJOEFBMJOHXJUIUIFFNPUJPOBMBOEmOBODJBMMPTTFT

Model for others

"OJOTVSBODFDPNQBOZUIBUGPMMPXTIJHITUBOEBSETPGFUIJDBMQSBDUJDFTMFBETCZ
FYBNQMFGPSPUIFSDPNQBOJFTUPGPMMPX JOUFSNTPGJUTCVTJOFTTTVDDFTTBOEUIF
MPZBMDMJFOUFMFJUXJMMCVJMEVQPWFSBQFSJPEPGUJNF

Conﬁdentiality

%VSJOHUIFGBDUmOEJOHQSPDFTTBDMJFOUSFWFBMTBMMQFSTPOBM QSPGFTTJPOBMBOE
GBNJMZJOGPSNBUJPOBCPVUUIFNTFMGUPUIFBHFOU*OUFSNTPGFUIJDBMDPOEVDUUIF
BHFOUTIPVMENBLFTVSFBMMDMJFOUJOGPSNBUJPOJTBMXBZTLFQUDPOmEFOUJBMBOEUIBU
UIFSFJTOPNJTVTFPGUIJTJOGPSNBUJPOJOBOZXBZ

Question 15.1
8IBUDBOCFUIFJNQBDUPOUIFMJGFJOTVSFETGBNJMZNFNCFSTJOUIFDBTFPGJOTVSBODFVOEFSTFMMJOH

D Typical ethical behaviour
When advising a client, in order to be sure he is behaving ethically, an agent should always work through the
following steps:

Figure 15.1
Recommend a suitable needs-based insurance policy to the client.

Fully explain the product benefits including the conditions that have to be met for the policy benefits to be
received, as well as any exclusions that may apply.

Recommend an adequate sum insured amount.

Recommend an appropriate method of payment based on the client’s needs.

Explain the terms and conditions as per the client’s needs.

Chapter 15
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Case study
.BEBO.PIBOJTBKVOJPSFOHJOFFSXJUIBUFMFDPNTDPNQBOZ)FIBTBUISFFZFBSPMETPO 3PIBO.BEBOXBOUTUP
JOWFTUGPS3PIBOTFEVDBUJPOBOENBSSJBHF)FUFMFQIPOFTUIFDVTUPNFSDBSFEJWJTJPOPGBOJOTVSBODFDPNQBOZBOE
FORVJSFTBCPVUJUTDIJMEQMBOT)FBTLTUIFDVTUPNFSDBSFFYFDVUJWFUPTFOEBOJOTVSBODFBHFOUUPIJTIPNFTPUIBUIF
DBOUBMLUPIJNJONPSFEFUBJMBCPVUUIFDPNQBOZTDIJMEQMBOT
3BIVM(VQUFJTBOFXMZBQQPJOUFEJOTVSBODFBHFOUXIPWJTJUT.BEBOTIPNF3BIVMTUBSUTFYQMBJOJOHIJTDPNQBOZT
DIJMEQMBOTUP.BEBO8IJMFUBMLJOHUPIJN IFSFBMJTFTUIBU.BEBOJTWFSZBXBSFPGUIFWBSJPVTJOTVSBODFQMBOTUIBU
BSFBWBJMBCMFJOUIFNBSLFU)FMFBSOTUIBU.BEBOIBTBMSFBEZJOWFTUFEJOBUFSNQMBOGPSJODPNFQSPUFDUJPOBOEIBTB
6-*1UPJODSFBTFIJTGVOET3BIVMBMTPSFBMJTFTUIBU.BEBOIBTEPOFRVJUFBCJUPGSFTFBSDIBCPVUDIJMEQMBOTBTIFIBT
TQPLFOXJUIGSJFOETBOEDPMMFBHVFTBOEIBTBMTPSFBEUIFWBSJPVTQVCMJTIFENBUFSJBMTUIBUBSFBWBJMBCMF
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.BEBOUIFOBTLT3BIVMBCPVUUIFWBSJPVTUFSNJOPMPHJFTVTFEJOBDIJMEQMBOMJLFUIFAEFGFSNFOUQFSJPE UIFAWFTUJOHEBUF
BOEUIFASJTLDPNNFODFNFOUEBUFPGUIFQPMJDZ"T3BIVMJTBOFXMZBQQPJOUFEBHFOUIFJTVOTVSFBCPVUUIFQBSUJDVMBS
JOGPSNBUJPOUIBUIBTCFFOSFRVFTUFECZ.BEBO3BIVMMPPLTUISPVHIUIFWBSJPVTQBNQIMFUTIJTNBOBHFSIBTQSPWJEFE
IJNXJUICVUIFDBOUmOEUIFSFMFWBOUJOGPSNBUJPOIFOFFETUPBOTXFS.BEBOTRVFTUJPOT
*OTVDIBTDFOBSJPXIBUXPVMECFUIFFUIJDBMMZBQQSPQSJBUFXBZPGQSPDFFEJOHGPS3BIVM 
4IPVME3BIVMUSZUPEJWFSUUIFBUUFOUJPOPGIJTDMJFOUUPPUIFSGFBUVSFTPGUIFQSPEVDUTVDIBTQSJDJOH XIJDI3BIVMJT
well aware of?
4IPVME3BIVMUBMLBCPVUUIFNBUVSJUZBNPVOUUIBUXJMMCFBWBJMBCMFUP.BEBOBGUFSZFBSTGPSIJTDIJMETFEVDBUJPO
BT.BEBOJTBMSFBEZXFMMJOGPSNFEBCPVUDIJMEQMBOT
4IPVME3BIVMDBMMVQPOIJTTBMFTNBOBHFSXIPJTNPSFFYQFSJFODFEBOELOPXMFEHFBCMFBOEXJMMCFBCMFUPBOTXFS
.BEBOTRVFSJFT
5IFBOTXFSJTOVNCFS&UIJDBMMZ JUXPVMECFNPSFBQQSPQSJBUFGPS3BIVMUPDBMMVQPOIJTTBMFTNBOBHFSXIPJTNPSF
FYQFSJFODFEBOELOPXMFEHFBCMFUPBOTXFS.BEBOTRVFTUJPOTTPUIBU.BEBOJTQSPWJEFEXJUIBMMUIFDPSSFDUJOGPSNBUJPO
SFHBSEJOHUIFQPMJDZDPOEJUJPOTBTUPXIFOUIFSJTLXJMMDPNNFODF UIFEFGFSNFOUQFSJPEBOEUIFJNQPSUBODFPGWFTUJOH
You can see then that it is very important that the insurance agent and the insurance company provide
complete information to the client to help them understand a policy’s features and the various conditions
associated with it. Nothing should be hidden. The fact that a client may be more aware about child plans than
the insurance agent does not change that.

E

Ethical frameworks including ethical codes

It is very important to embed an ethical culture within an organisation. This can be done by developing a
coherent framework with the following elements:
• Ethical codes.
• Structures and processes to embed ethics.

E1

Ethical codes

Ethical codes are critical to an insurance company. They are developed to establish accountability among
employees and board members with regards to their conduct. Everyone within an insurance company, from
the CEO to directors to employees, is expected to comply with these ethical codes. The board members and
employees have a duty to avoid situations that could lead to violations of these codes.
Insurance companies can deﬁne their own standard ethical code which is unique to their company, or they
can adopt industry-speciﬁc codes.
It is important to note that behaving ethically will depend on an individual’s judgment of right and wrong in
a given set of circumstances, but an insurance agent cannot follow a deﬁned checklist for each and every
situation. However, general checklists and codes can be an important means for providing guidance to the
insurer as well as the insurance agent for monitoring and evaluating ethical conduct.

Be aware
*O*OEJBUIFJOTVSBODFSFHVMBUPS UIF*3%" IBTQSFTDSJCFEUIF$PEFPG$POEVDUGPSJOTVSBODFBHFOUTJOUIF*3%"
-JDFOTJOHPG*OTVSBODF"HFOUT 3FHVMBUJPOT 4FFTFDUJPO)GPSUIF*3%"$PEFPG$POEVDU
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Embedding ethics

Embedding means ensuring that ethics are practised at all levels of a business, coherently and consistently
in all situations. All employees should be aware of the ethical codes followed by their company and should
apply good judgments to ensure that these codes are adhered to. In order to do this, companies need to
be able to demonstrate the values that underpin an ethical code. This may involve staff practising ethical
decision-making in roleplay situations.

Be aware
Insurance companies have a responsibility towards their customers to:
t BWPJEUIFVTFPGNJTMFBEJOHQSPNPUJPOTBOEFOTVSFBQQSPQSJBUFQSPEVDUTBSFTPME
t QSPWJEFDPNQMFUFJOGPSNBUJPOBCPVUUIFUFSNTBOEDPOEJUJPOTPGUIFQPMJDZ
t SFDPNNFOEBOEQSPWJEFBOBEFRVBUFBNPVOUPGJOTVSBODFDPWFSUPDMJFOUTBOE

*GBOJOTVSBODFDPNQBOZGBJMTUPQSPWJEFUIFBCPWFTFSWJDFTUPJUTDMJFOUT UIFOUIFFUIJDBMDPOEVDUPGUIBUJOTVSBODF
DPNQBOZDBOCFRVFTUJPOFE

F

Underpinning professional responsibilities

The IRDA and the Life Insurance Council have a responsibility to outline the underpinning professional
responsibilities of insurers and insurance agents. In this section we will outline the objectives of the IRDA
and the Life Insurance Council.

F1

Objectives of the IRDA

The main objectives of the IRDA are as follows:

Figure 15.2
To protect the interests of policyholders. The Regulator issued the IRDA (Protection of Policyholders’
Interests) Regulations 2002 for the protection of policyholders’ interest (as discussed in chapter 14).

To regulate, promote and ensure the orderly growth of the insurance industry (as discussed in chapter 13).

To ensure that insurance business is conducted by all stakeholders in the most ethical manner. To ensure this
objective is met, the IRDA has issued a Code of Conduct that must be followed by all insurance agents (we willl
discuss the Code of Conduct in section H of this chapter).
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t NBLFUIFTQFDJmFEBNPVOUPGDMBJNQBZNFOUTUPDMJFOUTBOEBWPJEVOOFDFTTBSZEFMBZTJONBLJOHUIFQBZNFOUPGB
DMBJN
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Objectives of the Life Insurance Council

The main objective of the Life Insurance Council is to play a signiﬁcant and complementary role in
transforming India’s life insurance industry into a vibrant, trustworthy and proﬁtable service, helping people
in their journey to prosperity. The other objectives of the Life Insurance Council include the following:

Figure 15.3
To function as an active forum to aid, advise and assist insurers in maintaining high standards of conduct
and service to policyholders.
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To interact with the Government and other bodies on policy matters.

To actively participate in spreading insurance awareness in India.

To take steps to develop education and research in insurance.

The Life Insurance Council also has a responsibility to establish, enforce and monitor the highest standards
of ethical responsibility among insurers and their agents.

Suggested activity
4FMFDUBOZUISFFBEWFSUJTFNFOUTGSPNMFBEJOHJOTVSFST"OBMZTFUIFJOGPSNBUJPOCFJOHDPNNVOJDBUFEJOFBDIQSPNPUJPO
%PZPVmOEBOZPGUIFJOGPSNBUJPOCFJOHQSPWJEFENJTMFBEJOHJOBOZXBZ *GUIFJOGPSNBUJPOJTNJTMFBEJOH IPXXPVME
you amend it?

G Evaluation, monitoring and discipline
It is not an easy task to monitor and evaluate the ethical practices followed by insurers and insurance agents.
Data can be collected regarding the number of complaints registered against the company’s products and
services such as premium collection, claims settlement etc. which can provide an insight into a company’s
practices.

G1 Evaluation and monitoring
G1A Lapses/cancellations/free look-in period
Lapsed and cancelled policies can be either the result of a client’s inability to pay premiums or a sign of
dissatisfaction with the company’s services. Both of these situations can be as a result of unethical practices
followed by agents in selling policies to meet sales targets. If a policy has lapsed or been cancelled due to
the client’s inability to pay the premium, then this can be an indicator that the ﬁnancial assets and liabilities
of the client were not assessed properly. This is a failure on the part of the agent which can result in ﬁnancial
losses to the client as well as to the insurance company itself.
To protect the policyholder against unethical agents, the IRDA allows policyholders a free look-in period of
15 days after receiving the policy. During this period the policyholder can review their decision with respect
to the policy purchased.
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If the policyholder feels that:
• the policy does not meet their requirement; or
• the terms and conditions of the policy are not in accordance with what the agent has told them at the time
of selling the policy; or
• they are dissatisﬁed with the service of the insurance company; then
they can return the insurance policy within 15 days and ask for a refund of the premium they have paid.
If the policy has lapsed or has been surrendered due to dissatisfaction with the service provided by the
insurance company (for example, lack of effective and timely after-sale service provided by the agent), this
raises doubts about the efﬁciency of the company in discharging its responsibilities in a timely and efﬁcient
manner.
Therefore, the higher the number of policy lapses, surrenders and returns of policies during the free look-in
period, the higher will be the doubts raised about the ethical practices followed by an insurance company
and its agents.

Repeated complaints regarding a certain product or service provided by an insurer are a good indicator that
persistent problems exist. An analysis of the issues raised in the complaints will in turn lead to the insurance
company being able to decide on appropriate action to address the issue(s). If a company is receiving a high
level of complaints across many of its products and services, then this is likely to suggest that there are
serious underlying issues which may well include problems with the ethical standards and the behaviour of
its staff during the sales, premium collection and claims settlement processes.

G1C Analysis of products being offered
Insurance companies and their agents must sell products suitable to their clients’ needs. Therefore products
should be analysed in the context of whether the beneﬁts being offered to clients are actually being
delivered, and if not, then the reasons for why this might be. Based on these reasons, products may need to
be redesigned to meet clients’ needs.

G2 Discipline
Insurance companies may have internal guidelines in place for agents with regards to ethical conduct and the
disciplinary procedures to be followed, in addition to the IRDA Code of Conduct which all agents are expected
to adhere to. They may have an internal process in place where corrective action is taken against any erring
insurance agent. An insurance agent who breaches internal company guidelines or is held for any misconduct
in a manner that can be detrimental for the insurance company can be penalised. Once the insurance
company has analysed the complaint or issue of misconduct by an insurance agent then, if appropriate,
disciplinary action should be taken.
In certain cases further enquiries on the matter and remedial action may be required. In these situations an
insurance company may take following the steps:
Revamping internal systems
and procedures

*OTVSFSTOFFEUPDSFBUFBGSBNFXPSLXIJDIQSPNPUFTFUIJDTXJUIJOUIFJSPSHBOJTBUJPO
BOEHFOFSBMMZIBWFBDIFDLMJTUPGAEPTBOEEPOUTGPSUIFFUIJDBMDPOEVDUPG
JOTVSBODFBHFOUT5PJNQSPWFGVUVSFTUBOEBSETPGFUIJDBMCFIBWJPVS SFNFEJBMBDUJPO
TIPVMEJODMVEFSFWJFXJOHBOESFXSJUJOHFUIJDBMCFIBWJPVSHVJEFMJOFTBOEDIFDLMJTUT
BOEBNFOEJOHJOUFSOBMTZTUFNTBOEQSPDFEVSFT

Disciplinary action against
the offenders

8JUIIPMEJOHJODFOUJWFTFJUIFSQFSNBOFOUMZPSGPSBTQFDJmDQFSJPE EFNPUJPO 
suspension or permanent dismissal are some of the disciplinary actions that can be
UBLFOCZBDPNQBOZBHBJOTUBOVOFUIJDBMPSFSSJOHJOTVSBODFBHFOU

Question 15.2
-JTUTPNFUZQJDBMFYBNQMFTPGHPPEFUIJDBMCFIBWJPVS

H Code of Conduct prescribed by the IRDA
The IRDA (Licensing of Insurance Agents) Regulations, 2000 prescribes a Code of Conduct for insurance
agents. Every person holding a licence shall adhere to the Code of Conduct as mentioned in the regulations.
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The Code of Conduct is speciﬁed below:
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J  &WFSZJOTVSBODFBHFOUTIBMM


B  JEFOUJGZIJNTFMGBOEUIFJOTVSBODFDPNQBOZPGXIPNIFJTBOJOTVSBODFBHFOU



C  EJTDMPTFIJTMJDFODFUPUIFQSPTQFDUPOEFNBOE



D  E JTTFNJOBUFUIFSFRVJTJUFJOGPSNBUJPOJOSFTQFDUPGJOTVSBODFQSPEVDUTPGGFSFEGPSTBMFCZIJTJOTVSFSBOEUBLF
JOUPBDDPVOUUIFOFFETPGUIFQSPTQFDUXIJMFSFDPNNFOEJOHBTQFDJmDJOTVSBODFQMBO



E  E JTDMPTFUIFTDBMFTPGDPNNJTTJPOJOSFTQFDUPGUIFJOTVSBODFQSPEVDUPGGFSFEGPSTBMF JGBTLFECZUIF
QSPTQFDU



F  JOEJDBUFUIFQSFNJVNUPCFDIBSHFECZUIFJOTVSFSGPSUIFJOTVSBODFQSPEVDUPGGFSFEGPSTBMF



G  F YQMBJOUPUIFQSPTQFDUUIFOBUVSFPGJOGPSNBUJPOSFRVJSFEJOUIFQSPQPTBMGPSNCZUIFJOTVSFS BOEBMTPUIF
JNQPSUBODFPGEJTDMPTVSFPGNBUFSJBMJOGPSNBUJPOJOUIFQVSDIBTFPGBOJOTVSBODFDPOUSBDU



H  C SJOHUPUIFOPUJDFPGUIFJOTVSFSBOZBEWFSTFIBCJUTPSJODPNFJODPOTJTUFODZPGUIFQSPTQFDU JOUIFGPSNPGB
SFQPSU DBMMFEA*OTVSBODF"HFOUT$POmEFOUJBM3FQPSU BMPOHXJUIFWFSZQSPQPTBMTVCNJUUFEUPUIFJOTVSFS BOE
any material fact that may adversely affect the underwriting decision of the insurer as regards acceptance of
UIFQSPQPTBM CZNBLJOHBMMSFBTPOBCMFFORVJSJFTBCPVUUIFQSPTQFDU



I  JOGPSNQSPNQUMZUIFQSPTQFDUBCPVUUIFBDDFQUBODFPSSFKFDUJPOPGUIFQSPQPTBMCZUIFJOTVSFS



J  P CUBJOUIFSFRVJTJUFEPDVNFOUTBUUIFUJNFPGmMJOHUIFQSPQPTBMGPSNXJUIUIFJOTVSFSBOEPUIFSEPDVNFOUT
TVCTFRVFOUMZBTLFEGPSCZUIFJOTVSFSGPSDPNQMFUJPOPGUIFQSPQPTBM



K  S FOEFSOFDFTTBSZBTTJTUBODFUPUIFQPMJDZIPMEFSTPSDMBJNBOUTPSCFOFmDJBSJFTJODPNQMZJOHXJUIUIF
SFRVJSFNFOUTGPSTFUUMFNFOUPGDMBJNTCZUIFJOTVSFS



L  B EWJTFFWFSZJOEJWJEVBMQPMJDZIPMEFSUPFGGFDUOPNJOBUJPOPSBTTJHONFOUPSDIBOHFPGBEESFTTPSFYFSDJTFPG
PQUJPOT BTUIFDBTFNBZCF BOEPGGFSOFDFTTBSZBTTJTUBODFJOUIJTCFIBMG XIFSFWFSOFDFTTBSZ
JJ  /PJOTVSBODFBHFOUTIBMM



B  TPMJDJUPSQSPDVSFJOTVSBODFCVTJOFTTXJUIPVUIPMEJOHBWBMJEMJDFODF



C  JOEVDFUIFQSPTQFDUUPPNJUBOZNBUFSJBMJOGPSNBUJPOJOUIFQSPQPTBMGPSN



D  JOEVDFUIFQSPTQFDUUPTVCNJUXSPOHJOGPSNBUJPOJOUIFQSPQPTBMGPSNPSEPDVNFOUTTVCNJUUFEUPUIFJOTVSFS
GPSBDDFQUBODFPGUIFQSPQPTBM



E  CFIBWFJOBEJTDPVSUFPVTNBOOFSXJUIUIFQSPTQFDU



F  JOUFSGFSFXJUIBOZQSPQPTBMJOUSPEVDFECZBOZPUIFSJOTVSBODFBHFOU



G  PGGFSEJGGFSFOUSBUFT BEWBOUBHFT UFSNTBOEDPOEJUJPOTPUIFSUIBOUIPTFPGGFSFECZIJTJOTVSFS



H  EFNBOEPSSFDFJWFBTIBSFPGQSPDFFETGSPNUIFCFOFmDJBSZVOEFSBOJOTVSBODFDPOUSBDU



I  GPSDFBQPMJDZIPMEFSUPUFSNJOBUFUIFFYJTUJOHQPMJDZBOEUPFGGFDUBOFXQSPQPTBMGSPNIJNXJUIJOUISFFZFBST
GSPNUIFEBUFPGTVDIUFSNJOBUJPO



J  I BWF JODBTFPGBDPSQPSBUFBHFOU BQPSUGPMJPPGJOTVSBODFCVTJOFTTVOEFSXIJDIUIFQSFNJVNJTJOFYDFTT
PGmGUZQFSDFOUPGUPUBMQSFNJVNQSPDVSFE JOBOZZFBS GSPNPOFQFSTPO XIPJTOPUBOJOEJWJEVBM PSPOF
PSHBOJTBUJPOPSPOFHSPVQPGPSHBOJTBUJPOT



K  B QQMZGPSGSFTIMJDFODFUPBDUBTBOJOTVSBODFBHFOU JGIJTMJDFODFXBTFBSMJFSDBODFMMFECZUIFEFTJHOBUFE
QFSTPO BOEBQFSJPEPGmWFZFBSTIBTOPUFMBQTFEGSPNUIFEBUFPGTVDIDBODFMMBUJPO



L  CFDPNFPSSFNBJOBEJSFDUPSPGBOZJOTVSBODFDPNQBOZ
JJJ  &WFSZJOTVSBODFBHFOUTIBMM XJUIBWJFXUPDPOTFSWFUIFJOTVSBODFCVTJOFTTBMSFBEZQSPDVSFEUISPVHIIJN NBLF
FWFSZBUUFNQUUPFOTVSFSFNJUUBODFPGUIFQSFNJVNTCZUIFQPMJDZIPMEFSTXJUIJOUIFTUJQVMBUFEUJNF CZHJWJOHOPUJDF
UPUIFQPMJDZIPMEFSPSBMMZBOEJOXSJUJOH

H1 Non-adherence to the Code of Conduct
Every person holding an insurance agent licence shall adhere to the Code of Conduct as mentioned in the
Regulations. Section 42 (4) (g) of the Insurance Act 1938 states that any violation of the Code of Conduct as
may be speciﬁed by the Regulations made by the Authority, may lead to the disqualiﬁcation of the agent.
Section 42 (4) (c) states that if an agent has been found guilty of criminal misappropriation, criminal breach
of trust, cheating, forgery or an abetment of or attempt to commit any such offence by a court of competent
jurisdiction, then it may lead to disqualiﬁcation.
Apart from the above causes that may lead to disqualiﬁcation of the agent by the Authority, if an insurance
company ﬁnds any agent guilty of any wrongdoing or misconduct which is detrimental to the interests of
the insurance company or its policyholders, then the company may initiate internal proceedings against the
insurance agent (as discussed earlier in section G2 of this chapter).
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Key points
The main ideas covered by this chapter can be summarised as follows:
What do we mean by ethics?
Ethics can be deﬁned as:
t UIPTFWBMVFTXFDPNNPOMZIPMEUPCFAHPPEBOEASJHIU
t CFIBWJPVSUIBUJTCBTFEVQPOUIFNPSBMKVEHFNFOUTPGBOJOEJWJEVBMBOE
t BTUVEZPGXIBUNBLFTPOFTBDUJPOTSJHIUPSXSPOH
The dangers of unethical behaviour
t 6OFUIJDBMQSBDUJDFTSFTVMUJODSFBUJOHBOFHBUJWFJNBHFGPSBOJOTVSBODFBHFOUBOEBMTPUIFDPNQBOZXIJDIIF
SFQSFTFOUT
The business beneﬁts of ethics

t "OJOTVSBODFDPNQBOZUIBUGPMMPXTBIJHITUBOEBSEPGFUIJDBMQSBDUJDFTDBOMFBECZFYBNQMFGPSPUIFSDPNQBOJFTUP
GPMMPX
Typical ethical behaviours
Typical ethical behaviours include the following:
t 3FDPNNFOEJOHBTVJUBCMFOFFETCBTFEJOTVSBODFQPMJDZUPUIFDMJFOU
t 'VMMZFYQMBJOJOHUIFQSPEVDUCFOFmUT JODMVEJOHUIFDPOEJUJPOTUIBUIBWFUPCFNFUGPSUIFQPMJDZCFOFmUTUPCF
SFDFJWFE BTXFMMBTBOZFYDMVTJPOTUIBUNBZBQQMZ
t 3FDPNNFOEJOHBOBEFRVBUFTVNJOTVSFEBNPVOU
t 3FDPNNFOEJOHBOBQQSPQSJBUFNFUIPEPGQBZNFOUCBTFEPOUIFDMJFOUTOFFET
t &YQMBJOJOHUIFUFSNTBOEDPOEJUJPOTBTQFSUIFDMJFOUTOFFET
Ethical frameworks including ethical codes
t &UIJDBMDPEFTBSFEFmOFEUPFTUBCMJTITUBOEBSETPGDPOEVDUBOEBDDPVOUBCJMJUZBNPOHFNQMPZFFTBOECPBSE
NFNCFSTXJUISFHBSETUPUIFJSDPOEVDU
t *OTVSBODFDPNQBOJFTDBOEFmOFUIFJSPXOTUBOEBSEFUIJDBMDPEFXIJDIJTVOJRVFUPUIFJSDPNQBOZ PSUIFZDBO
CPSSPXJOEVTUSZTQFDJmDDPEFT
t &UIJDTOFFEUPCFFNCFEEFEXJUIJOUIFDPNQBOZ XIJDINFBOTUIBUFUIJDTBSFQSBDUJTFEBUBMMMFWFMTPGBCVTJOFTT
DPIFSFOUMZBOEDPOTJTUFOUMZCFUXFFOTJUVBUJPOT
The underpinning professional responsibilities
5IF*3%"BOE-*$PCKFDUJWFTBSFUP
t QSPUFDUUIFJOUFSFTUPGQPMJDZIPMEFST
t QSPNPUFUIFHSPXUIPGUIFJOTVSBODFJOEVTUSZ
t FTUBCMJTI FOGPSDFBOENPOJUPSUIFIJHIFTUTUBOEBSETPGFUIJDBMSFTQPOTJCJMJUZBNPOHJOTVSFSTBOEUIFJSBHFOUTBOE
t SFHVMBUFUIFJOTVSBODFJOEVTUSZBOEFOTVSFUIBUBMMUIFUSBOTBDUJPOTJOUIFJOTVSBODFTFDUPSBSFGBJSUPXBSET
QPMJDZIPMEFST
Evaluation, monitoring and discipline
t 5IFQSPDFTTPGFWBMVBUJPOBOENPOJUPSJOHPGFUIJDBMQSBDUJDFTPGJOTVSFSTDBOCFEPOFCZBOBMZTJOHEBUBSFHBSEJOH
UIFOVNCFSPGDPNQMBJOUTSFHJTUFSFEBHBJOTUBDPNQBOZTQSPEVDUTBOETFSWJDFTTVDIBTQSFNJVNDPMMFDUJPOBOE
DMBJNTTFUUMFNFOU
t 5PJNQSPWFBEIFSFODFUPFUIJDBMTUBOEBSETBOEUIF$PEFPG$POEVDUBOJOTVSBODFDPNQBOZNBZSFWBNQJOUFSOBM
TZTUFNTBOEQSPDFEVSFTBOEBMTPUBLFQFOBMBDUJPOBHBJOTUPGGFOEFST
IRDA Code of conduct
t 5IF*3%"QSFTDSJCFTB$PEFPG$POEVDUGPSJOTVSBODFBHFOUTXIJDIFWFSZQFSTPOIPMEJOHBMJGFJOTVSBODFMJDFODF
NVTUBEIFSFUP'BJMVSFUPEPTPDBOMFBEUPEJTRVBMJmDBUJPO
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Question answers
 *OTVSBODFVOEFSTFMMJOHJTXIFSFJOTVSBODFDPWFSGPSBMPXFSTVNJOTVSFEJTTVHHFTUFEUPUIFDMJFOUFWFOUIPVHI
UIFDMJFOUSFRVJSFTBQPMJDZXJUIBIJHIFSTVNJOTVSFE*ODBTFTXIFSFBOJOEJWJEVBMEJFTQSFNBUVSFMZ UIF
DPOTFRVFODFTPGVOEFSJOTVSBODFXJMMIBWFUPCFCPSOFCZGBNJMZNFNCFST BTUIFJOTVSBODFDMBJNXJMMOPUCF
FOPVHIUPNFFUUIFJSmOBODJBMMJBCJMJUJFTBOEOFFET
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 &UIJDBMCFIBWJPVSJODMVEFT


t 3FDPNNFOEJOHBTVJUBCMFOFFETCBTFEJOTVSBODFQPMJDZUPUIFDMJFOU



t 'VMMZFYQMBJOJOHUIFQSPEVDUCFOFmUT JODMVEJOHFYQMBJOJOHUIFDPOEJUJPOTGPSUIFQPMJDZCFOFmUTUPCFSFDFJWFE 
BTXFMMBTBOZFYDMVTJPOTUIBUNBZBQQMZ



t 3FDPNNFOEJOHBOBEFRVBUFTVNJOTVSFEBNPVOU



t 3FDPNNFOEJOHBOBQQSPQSJBUFNFUIPEPGQBZNFOUCBTFEPOUIFDMJFOUTOFFET



t &YQMBJOJOHUIFUFSNTBOEDPOEJUJPOTBTQFSUIFDMJFOUTOFFET
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Self-test questions


8IBUJTJOTVSBODFPWFSTFMMJOH



#SJFnZEFTDSJCFXIBUJTNFBOUCZFUIJDBMDPEFT



)PXDBOFUIJDBMQSBDUJDFTIFMQBDPNQBOZUPDSFBUFBQPTJUJWFJNBHFGPSJUTFMG

You will ﬁnd the answers on the next page
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Self-test question answers


"OPWFSBNCJUJPVTJOTVSBODFBHFOUDBONJTMFBEDMJFOUTJOUPQVSDIBTJOHJOTVSBODFDPWFSGPSNPSFUIBOUIFZ
SFRVJSF5IJTJTLOPXOBTJOTVSBODFPWFSTFMMJOH5IFPWFSTFMMJOHPGJOTVSBODFQPMJDJFTDBOSFTVMUJOMBQTFE
QPMJDJFTXIFSFUIFDVTUPNFSJTOPUBCMFUPQBZUIFQSFNJVNT



&UIJDBMDPEFTBSFDSJUJDBMUPBOJOTVSBODFDPNQBOZ5IFZBSFEFmOFEUPFTUBCMJTIBDDPVOUBCJMJUZBNPOHUIF
FNQMPZFFTBOECPBSENFNCFSTUPXBSETUIFJSDPOEVDU&WFSZPOFXJUIJOUIFDPNQBOZJTFYQFDUFEUPDPNQMZ
XJUIUIFTFFUIJDBMDPEFT5IFCPBSENFNCFSTBOEFNQMPZFFTIBWFBEVUZUPBWPJETVDITJUVBUJPOTUIBUDPVME
MFBEUPWJPMBUJPOTPGUIFTFDPEFT



)JHITUBOEBSETPGFUIJDBMQSBDUJDFGPMMPXFECZBOJOTVSBODFDPNQBOZDBOIFMQUPCVJMEQVCMJDUSVTUBOE
DPOmEFODFJOUIFDPNQBOZ5IJTUSVTUBOEDPOmEFODFSFTVMUTJODMJFOUTTQFBLJOHQPTJUJWFMZBCPVUUIFDPNQBOZ
XIJDIIFMQTUPDSFBUFBQPTJUJWFJNBHFGPSUIFDPNQBOZ
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life insurance plans, 5B1
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settling of claims, 11D3
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underselling insurance policies, 15B1
underwriters, 1E2
underwriting
ﬁnancial, 4D1
information required for, 4B
medical, 4D2
non-medical, 4D3
process of, 4A
unemployment, 8C3E
unethical behaviour, 15B
dangers of 15B1
unit-linked insurance plans (ULIPs), 1C, 1G2,
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utmost good faith, 3C
deﬁnition of, 3C2
importance of, 3C1

V
valid claims, 11A5
valid cover, relevance of, 3I
voidable claims, 11F

W
waiver of premium (WOP) riders, 7B3D
whole life insurance plans, 1G2, 5B2E
without-proﬁt policies, 5B2D
with-proﬁt policies, 4H, 5B2D

Y
young
unmarried, 8B2
married, 8B3
married with children, 8B4
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