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EXECUTIVE SUMMARY


This Project Report has been completed in Partial fulfillment of my management Program, MASTER OF BUSINESS ADMINISTRATION (MBA) in the company HDFC STANDARD LIFE INSURANCE. The objective of my project was “TO CREATE AWARENESS ABOUT HDFC STANDARD LIFE INSURANCE PRODUCT IN PUBLIC”.   

HDFC STANDARD LIFE is the name which is working as one of the best private insurance company in insurance sector.

With such a large population and the untapped market of population Insurance happens to be a very big opportunity in India. Today it stands as a business growing at the rate of 15-20 per cent annually. Together with banking services, it adds about 7 per Cent to the country’s GDP .In spite of all this growth the statistics of the penetration of the insurance in the country is very poor. Nearly 80% of Indian populations are without Life insurance cover and the Health insurance. This is an indicator that growth potential for the insurance sector is immense in India.
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INTRODUCTION

HDFC STANDARD LIFE is the name which is working as one of the best private insurance company in insurance sector. HDFC Standard Life Insurance Company Ltd was incorporated on 14th August 2000.It got the certificate of registration on 23rd October.
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INTRODUCTION

With such a large population and the untapped market of population Insurance happens to be a very big opportunity in India. Today it stands as a business growing at the rate of 15-20 per cent annually. Together with banking services, it adds about 7 per Cent to the country’s GDP .In spite of all this growth the statistics of the penetration of the insurance in the country is very poor. Nearly 80% of Indian populations are without Life insurance cover and the Health insurance. This is an indicator that growth potential for the insurance sector is immense in India. 

A BRIEF HISTORY

The insurance came to India from UK; with the establishment of the Oriental Life Insurance Corporation in 1818.The Indian life insurance company act 1912 was the first statutory body that started to regulate the life insurance business in India. By 1956 about 154 Indian, 16 foreign and 75 provident firms were been established in India. Then the Central government took over these companies and as a result the LIC was formed. Since then LIC has worked towards spreading life insurance and building a wide network

Across the length and the breath of the country. After the liberalization the entrance of foreign players have added to the competition in the market.

3. INSURANCE SECTOR REFORMS

Prior to liberalization of Insurance industry, Life insurance was monopoly of LIC. In 1993, Malhotra Committee, headed by former Finance Secretary and RBI Governor Was formed to evaluate the Indian insurance industry and give its recommendations. The Committee came up with the following major provisions

• Private Companies with a minimum paid up capital of Rs.1bn should be allowed to enter the industry.

• Foreign companies may be allowed to enter the industry in collaboration with the domestic companies.

• Only one State Level Life Insurance Company should be allowed to operate in each state.

It was after this committee came into effect the regulatory body of insurance sector was formed with the name of IRDA.

IRDA: The IRDA since its incorporation as a statutory body has been framing

Regulations and registering the private sector insurance companies. IRDA being an independent statutory body has put a framework of globally compatible regulations.

IMPACT OF LIBERALIZATION

The introduction of private players in the industry has added to the colors in the dull Industry. The initiatives taken by the private players are very competitive and have given Immense competition to the on time monopoly of the market LIC. Since the advent of the Private players in the market the industry has seen new and innovative steps taken by the players in this sector. The new players have improved the service quality of the Insurance. As a result LIC down the years have seen the declining phase in its career. The market share was distributed among the private players. Though LIC still holds the 75%of the insurance sector but the upcoming natures of these private players are enough to give more competition to LIC in the near future. LIC market share has decreased from 95% (2002-03) to 81 %( 2004-05).The following companies has the rest of the market share of the insurance industry.

	NAME OF THE PLAYER                
	MARKET SHARE (%)

	LIC
	82.3

	ICICI PRUDENTIAL
	5.63

	BIRLA SUN LIFE
	2.56

	ING VYSYA
	0.37

	BAJAJ ALLIANZ
	2.03

	SBI LIFE
	1.80

	HDFC STANDARD LIFE
	1.36

	TATA AIG
	1.29

	MAX NEW YORK LIFE
	0.9

	AVIVA
	0.79

	AMP SANMAR
	0.26

	MET LIFE
	0.21


CURRENT SCENARIO OF THE INDUSTRY
INSURANCE MARKET IN INDIA

India with about 200 million middle class household shows a huge untapped potential for players in the insurance industry. Saturation of markets in many developed economies Has made the Indian market even more attractive for global insurance majors. The insurance sector in India has come to a position of very high potential and competitiveness in the market. 

Innovative products and aggressive distribution have become the say of the day. Indians, have always seen life insurance as a tax saving device, are now suddenly turning to the private sector that are providing them new products and variety for their choice.

Life insurance industry is waiting for a big growth as many Indian and foreign companies Are waiting in the line for the green signal to start their operations. The Indian consumer Should be ready now because the market is going to give them an array of products, Different in price, features and benefits. How the customer is going to make his choice Will determine the future of the industry
CUSTOMER SERVICE
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Consumers remain the most important centre of the insurance sector. After the entry of the foreign players the industry is seeing a lot of competition and thus improvement of The customer service in the industry. Computerization of operations and updating of Technology has become imperative in the current scenario. Foreign players are bringing in international best practices in service through use of latest technologies. The one time Monopoly of the LIC and its agents are now going through a through revision and Training programmes to catch up with the other private players. Though lot is being done For the increased customer service and adding technology to it but there is a long way to go and various customer surveys indicate that the standards are still below customer expectation levels.

DISTRIBUTION CHANNELS

Till date insurance agents still remain the main source through which insurance products Are sold. The concept is very well established in the country like India but still the Increasing use of other sources is imperative. It therefore makes sense to look at well-Balanced, alternative channels of distribution.

LIC has already well established and have an extensive distribution channel and Presence. New players may find it expensive and time consuming to bring up a

Distribution network to such standards. Therefore they are looking to the diverse areas Distribution channel to have an advantage. At present the distribution channels that are

Available in the market are:

• Direct selling/Retail

• Corporate agents

• Group selling

• Brokers and cooperative societies

• Bancassurance

DIRECT SELLING/RETAIL

Direct selling or retail business is carried out by Agents of the company. This  is  the  main  distribution  channel  due  to  the  complexity  of  most  insurance  products (Endowment, Whole of Life, Unit Linked). This tends to be the focus of most companies due to its past success as well as its ability to deliver the right advice. However, this channel can be expensive and it is a time consuming sales process.  However, the channel will remain the largest for many years to come. An agent is the public face of an Insurance company. Most of the clients of Insurance Company never get to see any one besides the agent. Hence it is important that this face is always smiling and presentable and the facts and figures at his/ her command are updated and correct. Some of the expectations from the agent by the Insurer are: 

1. Contact prospects for life insurance, study their insurance needs and persuade them to buy.

2. Complete  all  formalities  for  proposal  of  new  insurance  including  filling  up  proposal forms,  collecting  premium,  arranging  medical  examination,  collecting proofs (of  age or income), reports and information required by the underwriter.  

3. COMPLETING a policy is not the end of the job of an agent but just the beginning of a new relationship.  Having sold a new insurance policy, s/he has to ensure that the Policy continues in the books of the Insurance Company and its proposed benefits are in no way compromised.  

For this purpose an agent has to: 

· Keep in touch with the policyholder to make sure that renewal premiums are paid in time.

· ensure  that  nominations  are  made  or  changed,  if  necessary,  as  and  when it is required.

· assist  in  collecting  the  claim  amounts  as  and  when  they  become  due  by helping the claimants to complete all documents and evidences.

· Apart  from these  routine  procedures,  at  times  an insured  may  need  a  loan  against his  policy.  The  details  of  various  situations  for  which  a  loan  can  be  given  and  its terms have to be explained to the policyholder. These go a long way in strengthening the bond between policyholder and the agent.  

 BANCASSURANCE

· Banc assurance is the distribution of insurance products through the bank's distribution channel. It is a phenomenon wherein insurance products are offered through the distribution channels of the banking services along with a complete range of banking and investment products and services. To put it simply, Bancassurance, tries to exploit synergies between both the insurance companies and banks.

Advantages to banks 

· Productivity of the employees increases.

· By providing customers with both the services under one roof, they can improve overall customer satisfaction resulting in higher customer retention levels. 

· Increase in return on assets by building fee income through the sale of insurance products. 

· Can leverage on face-to-face contacts and awareness about the financial conditions of customers to sell insurance products. 

· Banks can cross sell insurance products Eg: Term insurance products with loans. 

Advantages to insurers 

· Insurers can exploit the banks' wide network of branches for distribution of products. The penetration of banks' branches into the rural areas can be utilized to sell products in those areas.

· Customer database like customers' financial standing, spending habits, investment and purchase capability can be used to customize products and sell accordingly.

· Since banks have already established relationship with customers, conversion ratio of leads to sales is likely to be high. Further service aspect can also be tackled easily. 

Advantages to consumers 

· Comprehensive financial advisory services under one roof. i.e., insurance services along with other financial services such as banking, mutual funds, personal loans etc.

· Enhanced convenience on the part of the insured

· Easy accesses for claims, as banks are a regular go.

· Innovative and better product ranges

Bancassurance in India 

Bancassurance in India is a very new concept, but is fast gaining ground. In India, the banking and insurance sectors are regulated by two different entities (banking by RBI and insurance by IRDA) and bancassurance being the combinations of two sectors comes under the purview of both the regulators. Each of the regulators has given out detailed guidelines for banks getting into insurance sector. Highlights of the guidelines are reproduced below:

RBI guideline for banks entering into insurance sector provides three options for banks. They are:

· Joint ventures will be allowed for financially strong banks wishing to undertake insurance business with risk participation;

· For banks which are not eligible for this joint-venture option, an investment option of up to 10% of the net worth of the bank or Rs.50 corers, whichever is lower, is available;

· Finally, any commercial bank will be allowed to undertake insurance business as agent of insurance companies. This will be on a fee basis with no-risk participation. 

The Insurance Regulatory and Development Authority (IRDA) guidelines for the bancassurance are:

· Each bank that sells insurance must have a chief insurance executive to handle all the insurance activities.

· All the people involved in selling should under-go mandatory training at an institute accredited by IRDA and pass the examination conducted by the authority.

· Commercial banks, including cooperative banks and regional rural banks, may become corporate agents for one insurance company.

· Banks cannot become insurance brokers

CORPORATE PROFILE

(The Joint Venture HDFC Standard Life)
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Be granted license by the IRDA to operate in life insurance sector. Each of the JV HDFC Standard Life Insurance Company Limited was one of the first companies to player is highly rated and been conferred with many awards. HDFC is rated 'AAA' by both CRISIL and ICRA. Similarly, Standard Life is rated 'AAA' both by Moody's and Standard and Poors. These reflect the efficiency with which HDFC and Standard Life manage their asset base of Rs. 15,000 Cr and Rs. 600,000 Cr respectively.

HDFC Standard Life Insurance Company Ltd was incorporated on 14th August 2000. HDFC is the majority stakeholder in the insurance JV with 81.4 % stake and Standard Life has a stake of 18.6%. Mr. Deepak Satwalekar is the MD and CEO of the venture.

The Partnership:

HDFC and Standard Life first came together for a possible joint venture, to enter the Life Insurance market, in January 1995. It was clear from the outset that both companies shared similar values and beliefs and a strong relationship quickly formed. In October 1995 the companies signed a 3 year joint venture agreement.

Around this time Standard Life purchased a 5% stake in HDFC, further strengthening the relationship.

The next three years were filled with uncertainty, due to changes in government and ongoing delays in getting the IRDA (Insurance Regulatory and Development authority) Act passed in parliament. Despite this both companies remained firmly committed to the venture.

In October 1998, the joint venture agreement was renewed and additional resource made available. Around this time Standard Life purchased 2% of Infrastructure Development Finance Company Ltd. (IDFC). Standard Life also started to use the services of the HDFC Treasury department to advise them upon their investments in India.

Towards the end of 1999, the opening of the market looked very promising and both companies agreed the time was right to move the operation to the next level. Therefore, in January 2000 an expert team from the UK joined a hand picked team from HDFC to form the core project team, based in Mumbai. 

Around this time Standard Life purchased a further 5% stake in HDFC and a 5% stake in HDFC Bank.

In a further development Standard Life agreed to participate in the Asset Management Company promoted by HDFC to enter the mutual fund market. The Mutual Fund was launched on 20th July 2000.

Incorporation of HDFC Standard Life Insurance Company Limited:

The company was incorporated on 14th August 2000 under the name of HDFC Standard Life Insurance Company Limited.


Company’s ambition from as far back as October 1995, was to be the first private company to re-enter the life insurance market in India. On the 23rd of October 2000, this ambition was realized when HDFC Standard Life was the only life company to be granted a certificate of registration. 

HDFC and Standard Life have a long and close relationship built upon shared values and trust. The ambition of HDFC Standard Life is to mirror the success of the parent companies and be the yardstick by which all other insurance company's in India are measured.

Company’s Mission:

To be the top new life insurance company in the market.This does not just mean being the largest or the most productive company in the market; rather it is a combination of several things like-

· Customer service of the highest order 

· Value for money for customers 

· Professionalism in carrying out business 

· Innovative products to cater to different needs of different customers 

· Use of technology to improve service standards 

· Increasing market share 

Company’s Values:

· SECURITY: Providing long term financial security to our policy holders will be our constant endeavor. This is done by offering life insurance and pension products. 

· TRUST: Company appreciates the trust placed by our policy holders in us. Hence, company will aim to manage their investments very carefully and live up to this trust. 

· INNOVATION: Recognizing the different needs of our customers, company will be offering a range of innovative products to meet these needs. 

Company’s mission is to be the best new life insurance company in India and these are the values that will guide us in this. 

AWARDS AND ACCOLADES

· India’s best managed company by Asia money magazine - 1995 and 1996

· Most competitive Indian company by Euro money - 1997

· One of the 5 best Indian Boards by Business Today -1997

· Best presented accounts 1994-95 and 1996-97 (3rd place) - in the SAARC region by the South Asian Federation of Accounts in the financial sector category

· Rated as one of the best companies in India for strategy & management and investor relations by Asia money - 1998

· Excellence in service industry by the Indian Institute of Marketing Management & Top Management Club (Pune) -1998

· Shield for the best presented accounts for banks and financial institutions - over 11 times (8 years in a row)

· 1999 IMC Ramakrishna Bajaj National Quality Award in the service category

· CII-EXIM Bank Commendation Certificate for commitment to Total Quality Management - 2000

· Asia money declared HDFC as the second best managed company in India - 2001

· Euro money identified HDFC as one of Asia’s top 10 best managed companies in  the finance sector - 2001

· Rated as the Best Non-Banking Financial Company in Asia by Institutional Investor Research Group.
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Incorporated in 1977 with a share capital of Rs. 10 crores, HDFC has since emerged as the largest residential mortgage finance institution in the country. The corporation has had a series of share issues raising its capital to Rs. 119 crores. The net worth of the corporation as on March 31, 2000 stood at Rs. 2,096 crores.

HDFC operates through 75 locations throughout the country with its Corporate Headquarters in Mumbai, India. HDFC also has an international office in Dubai, U.A.E., with service associates in Kuwait, Oman and Qatar. 

HDFC is a highly diversified group. Its group Companies are:

HDFC Limited

HDFC was incorporated in 1977 with the primary objective of meeting a social need - that of promoting home ownership by providing long-term finance to households for their housing needs. HDFC was promoted with an initial share capital of Rs. 100 million.

HDFC Bank Limited

The Housing Development Finance Corporation Limited (HDFC) was amongst the first to receive approval from the Reserve Bank of India to set up a bank in the private sector. The bank was incorporated in August 1994 in the name of HDFC Bank Limited, with its registered office in Mumbai.

HDFC Securities Limited

HDFC Securities Ltd was promoted by the HDFC Bank & HDFC with the objective of providing the diverse customer base of the HDFC Group and other investors, a capability to transact in the Stock Exchanges & other financial market transactions.

HDFC securities, provides you with the necessary tools to allocate, select and manage your investments wisely, and also support it with the highest standards of service, convenience and hassle-free trading tools.

HDFC Asset Management Company Limited

HDFC Fund is a dominant player in the Indian mutual fund space, recognized for its high levels of ethical and professional conduct and a commitment towards enhancing investor interests.

HDFC Realty Limited
HDFC Realty is a new, organized electronic marketplace for properties. HDFC realty provides the entire gamut of real estate services, bringing together the "clicks world" and the "bricks world" in a revolutionary and user-friendly way. Making available the best guidance, and the most professional, transparent, efficient service to the real estate customer.

HDFC Standard Life Insurance

 HDFC STANDARD LIFE is the name which is working as one of the best private insurance company in insurance sector. HDFC Standard Life Insurance Company Ltd was incorporated on 14th August 2000.It got the certificate of registration on 23rd October.

HDFC Chubb General Insurance Company Limited

With over one century of experience in the field of non-life insurance from Chubb and HDFC’s expertise from the financial segment, HDFC Chubb General Insurance Company Limited has the consumer insight to make its product range world class and comprehensive.

Standard Life

Standard Life is Europe's largest mutual life assurance company. Standard Life, which has been in the life insurance business for the past 175 years, is a modern company surviving quite a few changes since selling its first policy in 1825. The company expanded in the 19th century from its original Edinburgh premises, opening offices in other towns and acquiring other similar businesses.

Standard Life currently has assets exceeding over £70 billion under its management and has the distinction of being accorded "AAA" rating consequently for the past six years by Standard & Poor. 

Some Facts about the Company

· Founded in 1825

· Mutual Life Insurance Company since 1925

· Largest mutual life insurance company in Europe

· Assets under management  over Rs 707836 crores (£ 89.2 bn) Total assets under management : Rs. 707836 Crores

· New premium income 2003 :Rs. 76277 Crores

· AA2 rated by Standard & Poor’s and Moody’s 

Financial Security

Standard Life has the financial strength to remain secure and competitive. Company aims to offer products that provide competitive returns to their customers while maintaining an adequate level of financial strength to ensure their security. Standard Life places a great deal of importance on getting customers money to work hard for them; that's why they believe customer can have confidence in them.

Awards and Recognition

           Year
                                    Award

2003



Company of the Year

2002



Company of the Year

2001  



Best Personal Pension Provider

2000         


Company of the Year

1999       


Company of the Decade

1996-99


Company of the year

1995



4 star service award

1992-94


Overall best company                                                    

1991



3 star service award

Standard Life has been awarded the "Raising Standards" quality mark. This shows that the Company:

· uses clear language to describe their products on key documents, 

· have appropriate products and 

· Provide a quality service for the customers. 

Money Marketing Awards

· Company of the Year every year from 1999 to 2005 

· Best Pension Provider 2004 and 2005 

· Best Group Pension Provider every year from 1998 to 2003 

· Best Personal Pension Provider every year since 1998 to 2003 

· Best Life Investment Product Provider 2003 and 2004 

· Gold Award in the Poster Campaign Category (Advertising) 2004 

Money facts Investment, Life & Pensions Awards

· Best Pension Product 2003, 2004 and 2005 

· Best Pension Service 2003, 2004 and 2005

Bank hall Achievement Awards

· Pension Provider of the Year 2003 and 2004

Financial Adviser Provider Awards 

· Overall Winner in 1999, 2000, 2001 and 2002 

· Pensions Provider of the Year 1999, 2000, 2001, 2002 and 2003 

· Pensions Company of the Year 2004 

· Individual Pensions Company of the Year 2005 

· Group Pensions Provider of the Year 2005 

· Health Insurance Company of the Year 2006

Financial Adviser Service Awards

· Company of the Year every year from 1997 to 2001 

· 5 Star Life and Pensions Provider every year from 1996 to 2004 

· 5 Star Investment Provider every year from 1996 to 2002 and 2005

Pensions Management Administration and Service Awards

· Overall Winner - Personal Pensions 2003 

· Overall Winner - Stakeholder Pensions 2002 and 2003 

· Overall Winner - Group Personal Pensions 2002 and 2005 

· Member Communications - Personal Pensions, Group Personal Pensions & Stakeholder Pensions 2003 

· Backup (branch office) - Personal Pensions 2003 

· Backup (head office technical support) - Personal Pensions & Stakeholder Pensions 2003

Pensions Management Technology Awards

· Best extranet accessibility 2004 

Guardian & Observer Consumer Finance Awards

· Overall Winner in Personal & Stakeholder Pension Provider 2003

Professional Adviser Awards

· Best Product Provider Website (adviser zone) 2005 

Online Finance Awards

· Best online Product Provider (ifazone) 2003 

· Best online Financial Adviser (ifazone) 2002

Worldwide Operations and Presence

Head Office - Edinburgh, Scotland (UK)

United Kingdom:
 31   branches 

Canada
 11         "

Ireland
  7 
 "

Germany
  1 
 "

Austria
  1   sales office

Spain
  31   branches

Hong Kong
  1   representative office

China
  2 representative office

12 insurance plans: A comparative study


January 19, 2006 13:47 IST


Term plans are the purest form of life insurance. They provide a high sum assured at a relatively low cost (i.e. premium). But somehow, individuals have continued to ignore term plans at the risk of being under insured. 

The table given below provide information on term plans across various parameters, which will help individuals in arriving at an informed decision. 

Comparative Premium Chart (Sum Assured: Rs 1,000,000)
	Life Insurer
	Age
(Yrs)
	Tenure (Yrs)

	
	
	5
	10
	15
	20
	25
	30
	35
	40

	HDFC STANDARD LIFE
(TERM ASSURANCE)
	25
	2,570
	2,620
	2,670
	2,720
	2,770
	2,820
	NA
	NA

	
	30
	2,770
	2,820
	2,870
	2,920
	3,050
	3,430
	NA
	NA

	
	35
	3,000
	3,050
	3,160
	3,580
	4,120
	4,750
	NA
	NA

	
	40
	3,710
	3,840
	4,380
	5,110
	5,970
	NA
	NA
	NA

	
	45
	5,000
	5,520
	6,460
	7,620
	NA
	NA
	NA
	NA

	
	50
	7,430
	8,320
	9,830
	NA
	NA
	NA
	NA
	NA

	
	55
	10,960
	12,600
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	16,540
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	ICICI PRUDENTIAL
(LIFEGUARD)
	25
	2,933
	2,933
	2,933
	2,933
	2,933
	3,064
	NA
	NA

	
	30
	3,032
	3,032
	3,032
	3,032
	3,334
	3,905
	NA
	NA

	
	35
	3,172
	3,172
	3,248
	3,798
	4,067
	4,564
	NA
	NA

	
	40
	4,317
	4,317
	4,738
	5,525
	6,681
	NA
	NA
	NA

	
	45
	5,267
	5,807
	6,875
	8,258
	NA
	NA
	NA
	NA

	
	50
	7,739
	8,776
	10,439
	NA
	NA
	NA
	NA
	NA

	
	55
	11,423
	13,258
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	LIC
(ANMOL JEEVAN I)
	25
	2,356
	2,356
	2,356
	2,544
	2,861
	NA
	NA
	NA

	
	30
	2,564
	2,564
	2,812
	3,227
	3,821
	NA
	NA
	NA

	
	35
	3,128
	3,277
	3,841
	4,613
	5,534
	NA
	NA
	NA

	
	40
	4,287
	4,703
	5,752
	6,940
	8,306
	NA
	NA
	NA

	
	45
	6,247
	7,247
	8,860
	10,623
	NA
	NA
	NA
	NA

	
	50
	9,860
	11,335
	13,741
	NA
	NA
	NA
	NA
	NA

	
	55
	15,068
	17,384
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	SBI LIFE
(SHIELD)
	25
	1,954
	1,954
	1,954
	1,954
	2,180
	NA
	NA
	NA

	
	30
	2,043
	2,043
	2,150
	2,454
	2,964
	NA
	NA
	NA

	
	35
	2,454
	2,552
	2,895
	3,542
	4,375
	NA
	NA
	NA

	
	40
	3,189
	3,542
	4,346
	5,384
	6,649
	NA
	NA
	NA

	
	45
	4,561
	5,541
	6,796
	8,354
	NA
	NA
	NA
	NA

	
	50
	7,344
	8,814
	10,657
	NA
	NA
	NA
	NA
	NA

	
	55
	11,215
	13,538
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	17,037
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	KOTAK MAHINDRA OLD MUTUAL
(PREFERRED TERM PLAN)
	25
	NA
	2,424
	2,424
	2,424
	2,535
	2,755
	NA
	NA

	
	30
	NA
	2,645
	2,645
	2,755
	3,086
	3,416
	NA
	NA

	
	35
	NA
	3,196
	3,306
	3,747
	4,188
	4,739
	NA
	NA

	
	40
	NA
	4,298
	4,739
	5,400
	6,187
	6,960
	NA
	NA

	
	45
	NA
	6,077
	6,761
	7,797
	8,970
	NA
	NA
	NA

	
	50
	NA
	9,180
	10,351
	11,988
	NA
	NA
	NA
	NA

	
	55
	NA
	13,593
	15,679
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	21,668
	NA
	NA
	NA
	NA
	NA
	NA

	MAX NEW YORK LIFE
	25
	2,100
	2,110
	2,120
	2,210
	2,410
	NA
	2,670
	NA

	
	30
	2,160
	2,280
	2,430
	2,700
	3,050
	3,220
	NA
	NA

	
	35
	2,570
	2,910
	3,270
	3,770
	4,330
	NA
	NA
	NA

	
	40
	3,480
	4,150
	4,840
	5,650
	NA
	NA
	NA
	NA

	
	45
	5,040
	6,360
	7,450
	NA
	NA
	NA
	NA
	NA

	
	50
	7,940
	9,990
	NA
	NA
	NA
	NA
	NA
	NA

	
	55
	12,140
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	AVIVA LIFE INSURANCE
(LIFESHIELD)
	25
	2,580
	2,580
	2,600
	2,690
	2,880
	3,190
	3,610
	4,100

	
	30
	2,650
	2,660
	2,890
	3,120
	3,530
	4,060
	4,700
	NA

	
	35
	3,110
	3,240
	3,620
	4,120
	4,800
	5,620
	NA
	NA

	
	40
	3,940
	4,220
	4,980
	5,840
	6,880
	NA
	NA
	NA

	
	45
	5,170
	6,010
	7,280
	8,620
	NA
	NA
	NA
	NA

	
	50
	7,840
	9,230
	11,140
	NA
	NA
	NA
	NA
	NA

	
	55
	11,910
	14,110
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	TATA-AIG LIFE
(ASSURE LIFELINE)
	25
	3,100
	3,160
	3,340
	3,640
	4,080
	NA
	5,040
	NA

	
	30
	3,480
	3,510
	3,970
	4,550
	5,280
	6,130
	NA
	NA

	
	35
	4,650
	4,670
	5,520
	6,580
	7,820
	NA
	NA
	NA

	
	40
	6,830
	6,870
	8,400
	10,200
	NA
	NA
	NA
	NA

	
	45
	9,880
	10,190
	13,380
	NA
	NA
	NA
	NA
	NA

	
	50
	15,800
	16,240
	NA
	NA
	NA
	NA
	NA
	NA

	
	55
	24,320
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	METLIFE
(SURAKSHA- TERM ASSURANCE)
	25
	2,600
	2,500
	2,500
	2,700
	2,700
	NA
	3,200
	NA

	
	30
	2,700
	2,600
	2,800
	3,100
	3,300
	3,600
	NA
	NA

	
	35
	3,300
	3,200
	3,600
	4,000
	4,400
	NA
	NA
	NA

	
	40
	4,500
	4,300
	5,000
	5,700
	6,300
	NA
	NA
	NA

	
	45
	6,600
	6,400
	7,400
	8,400
	NA
	NA
	NA
	NA

	
	50
	9,900
	9,700
	11,200
	NA
	NA
	NA
	NA
	NA

	
	55
	15,000
	14,700
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	21,000
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	BIRLA SUN LIFE
(TERM PLAN)
	25
	2,890
	2,890
	2,890
	2,890
	2,890
	NA
	NA
	NA

	
	30
	2,950
	2,950
	2,950
	3,010
	3,160
	NA
	NA
	NA

	
	35
	3,290
	3,310
	3,510
	3,720
	4,030
	NA
	NA
	NA

	
	40
	4,080
	4,310
	4,690
	5,150
	5,860
	NA
	NA
	NA

	
	45
	5,380
	5,990
	6,720
	7,670
	8,930
	NA
	NA
	NA

	
	50
	7,710
	8,790
	10,180
	11,960
	NA
	NA
	NA
	NA

	
	55
	11,080
	13,100
	15,680
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	AMP SANMAR
(RAKSHA SHREE)
	25
	2,180
	2,180
	2,180
	2,180
	2,350
	2,700
	NA
	NA

	
	30
	2,230
	2,230
	2,290
	2,600
	3,070
	3,640
	NA
	NA

	
	35
	2,580
	2,640
	3,020
	3,630
	4,380
	5,260
	NA
	NA

	
	40
	3,350
	3,650
	4,420
	5,400
	6,540
	NA
	NA
	NA

	
	45
	4,680
	5,520
	6,750
	8,220
	NA
	NA
	NA
	NA

	
	50
	7,200
	8,550
	10,400
	NA
	NA
	NA
	NA
	NA

	
	55
	10,900
	13,050
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	16,580
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	BAJAJ ALLIANZ
(RISK CARE)
	25
	3,140
	3,200
	3,420
	3,820
	4,490
	5,560
	7,090
	9,320

	
	30
	3,260
	3,560
	4,050
	4,830
	6,050
	7,750
	10,200
	NA

	
	35
	3,850
	4,450
	5,350
	6,750
	8,650
	11,350
	NA
	NA

	
	40
	5,040
	6,100
	7,710
	9,850
	12,850
	NA
	NA
	NA

	
	45
	7,160
	9,050
	11,460
	14,810
	NA
	NA
	NA
	NA

	
	50
	10,940
	13,610
	17,360
	NA
	NA
	NA
	NA
	NA

	
	55
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA

	
	60
	NA
	NA
	NA
	NA
	NA
	NA
	NA
	NA


The premiums amounts in the table above are for a healthy, non-smoking male for a sum assured of Rs 1,000,000. 


The information in the tables is sourced from company websites. Individuals are advised to contact the respective life insurance company for further details. Taxes as applicable may be levied on some premium quotes given above. Companies reserve the right to change their policies anytime in the future.
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MARKET OVERVIEW

Equity Markets: Indian markets continued to extend their gains and key market indices Posted all time high levels in March 2006. Frontline indices as well as MidCap stocks Gained during the month and quarter ended March 2006. The Sensex and Nifty ended March 2006 at 11,279.96 and 3,402.55 respectively, gaining 8.8% and 10.7% in March.

The CNX MidCap Index kept pace with the Sensex and gained 8.9% during the month. However, MidCap(s) have been experiencing higher volatility in general compared to Large cap stocks. Key global equity indices also posted gains for the month and quarter. The comparative Returns of select domestic and global indices as on March 31, 2006 can be seen in the Table below.

1 month 3 months FY 2005-06

(%) (%) (%)

BSE Sensex 8.77% 20.03% 73.73%

CNX Nifty 10.66% 19.95% 67.15%

CNX MidCap 8.90% 18.77% 63.56%

DJIA 1.06% 3.65% 5.76%

NASDAQ 2.56% 6.10% 17.03%

FTSE 2.99% 6.15% 21.87%

(Returns as on 31st March, 2006)

March witnessed high liquidity flows into the equity market. FII(s) and Mutual Funds Together were net buyers of over Rs. 10,500 crores in the equity market. Net FII inflows In March stood at $ 1.5 billion (Rs. 6,530 crores), taking the net inflow for the last quarterClose to $ 4 billion. Net FII inflows for FY 2005-06 exceeded the $ 10 billion mark and Stood at $ 10.9 billion (~ Rs. 48,000 crores).

Mutual Funds too were net buyers for Rs. 4,400 crores during the month, after being net Sellers for three previous months. For FY 2005-06, Mutual Funds were net buyers for Rs. 14,300  crores (~ $ 3.25 billion).

Debt Markets: The quarter ended March 2006 witnessed a significant rise in yields in Short term money market as well in medium and long maturity bonds. Three factors have Contributed to this rise – the liquidity tightness caused by the Rs. 33,000 crores India Millennium Deposits (IMD) redemption, credit off take continuing to outpace deposit Growth and the RBI’s January policy action of raising Reverse Repo rates and outlining Its concerns on inflation and liquidity.

The yield on the benchmark 10-year Government Security increased 0.16% over the Month and 0.42% over the quarter. Over FY 2005-06, the 10-year benchmark has Moved up by 0.86% while at the shorter end, 364-day Treasury Bill rates have also Moved up by 0.76%.

March 2008
The movements of yields, spreads and some other key variables for the period ending March 31, 2008 is as follows.

31-Mar-08 28-Feb-08 31-Dec-07 31-Mar-07 Q-o-Q Y-o-Y

Present 1 month ago 3 months ago 1 year ago change change

10-year benchmark GoI yield 7.53% 7.37% 7.11% 6.67% 0.42% 0.86%

364 day T-Bill auction yield 6.42% 6.80% 6.17% 5.66% 0.25% 0.76%

1-10 year GoI yield spread 1.13% 0.60% 0.88% 1.10% 0.25% 0.03%

AAA Corp. debt over Go - 5 years 0.94% 1.07% 0.66% 0.74% 0.28% 0.20%

WPI inflation 4.06% 4.34% 4.62% 5.11% -0.56% -1.05%

Forex rate (INR per USD) 44.62 44.38 45.05 43.74 0.43 -0.88

Liquidity in the system during the last quarter has shown a significant decline compared To the earlier quarters. Overnight lending rates have remained in the 6.75% - 7.25% Range over the past month and stood at 6.81% on March 31, 2006. In response, banks And other participants have been availing of RBI’s overnight Repo facility for borrowing Funds at an increased frequency.

As the government’s borrowing for the new fiscal year gets underway in April, liquidity Could get further affected. WPI inflation has shown a declining trend this year, but the RBI has articulated the possibility of a rise in inflation in the coming quarters.
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	Historical Unit Prices
	
	
	

	
	 
	
	
	

	
	Product(s): HDFC Unit Linked Endowment Plan, 
HDFC Unit Linked Young Star Plan 
HDFC Group Unit Linked Plan - Option A & B (Gratuity, Leave Encashment or other Non-Superannuation Benefits) $ 
	
	
	

	
	 
	
	
	

	
	Unit Prices as on 12/05/2006
	
	
	

	
	
	
	
	

	
	Fund Name

Offer Prices (Rs)

Bid Price (Rs)

Liquid Fund

22.2409

22.2409

Secure Managed Fund

21.0807

21.0807

Defensive Managed Fund

27.0054

27.0054

Balanced Managed Fund

34.3370

34.3370

Equity Managed Fund

41.6022

41.6022

Growth Fund

52.7968

52.7968

 

 

 

 
	
	
	

	
	
	
	
	

	
	Next Valuation End of Day; 15/05/2006
	
	
	

	
	 
	
	
	

	
	$ For policies issued on or after 29/03/2006
	
	
	

	
	 
	
	
	

	
	Product(s): HDFC Unit Linked Pension Plan, 
HDFC Group Unit Linked Plan - for Defined Contribution Superannuation Schemes#
HDFC Group Unit Linked Plan - Option A & B (Superannuation Benefits) $ 
	
	
	

	
	 
	
	
	

	
	Unit Prices as on 12/05/2006
	
	
	

	
	
	
	
	

	
	Fund Name

Offer Prices (Rs)

Bid Price (Rs)

Liquid Fund 

22.2375

22.2375

Secure Managed Fund 

20.8397

20.8397

Defensive Managed Fund

24.7542

24.7542

Balanced Managed Fund 

31.9563

31.9563

Equity Managed Fund

39.9495

39.9495

Growth Fund 

51.2664

51.2664

 

 

 

 
	
	
	

	
	
	
	
	

	
	Next Valuation End of Day; 15/05/2006
	
	
	

	
	 
	
	
	

	
	# For policies issued on or before 28/03/2006
$ For policies issued on or after 29/03/2006
	
	
	

	
	 
	
	
	

	
	Product(s): HDFC Leave Encashment Plan#,
HDFC Group Unit Linked Plan - for Gratuity Schemes#
	
	
	

	
	 
	
	
	

	
	Unit Prices as on 12/05/2006
	
	
	

	
	
	
	
	

	
	Fund Name

Offer Prices (Rs)

Bid Price (Rs)

Liquid Fund 

23.9173

22.7214

Secure Managed Fund 

23.0662

21.9129

Defensive Managed Fund

32.8901

31.2456

Balanced Managed Fund 

45.4622

43.1891

Growth Fund 

83.4208

79.2498

 

 

 
	
	
	

	
	
	
	
	

	
	Next Valuation End of Day; 15/05/2006
	
	
	

	
	 
	
	
	

	
	# For policies issued on or before 28/03/2006
	
	
	

	
	 
	
	
	

	
	Product(s): HDFC Group Unit Linked Plan - for Defined Benefit Superannuation Schemes#
	
	
	

	
	 
	
	
	

	
	Unit Prices as on 12/05/2006
	
	
	

	
	
	
	
	

	
	Fund Name

Offer Prices (Rs)

Bid Price (Rs)

Liquid Fund 

22.2437

21.1315

Secure Managed Fund 

22.2618

21.1487

Defensive Managed Fund

26.2751

24.9613

Balanced Managed Fund 

30.7316

29.1950
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	Our Balanced Managed Fund is our mid-range fund. It offers attractive long-term growth. The percentage of Equities in this fund is always in the range of 30% - 60%. Around 50% is currently invested in Equities. The returns are variable depending on when you invested. We have substantially and consistently out-performed the Index on average by 4% p.a. Over time this out-performance will help you to build larger fund.
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	Our Growth Fund offers the opportunity for substantial growth in the long term. Our performance is excellent, beating the BSE 100 over all the time periods. As you would expect, the performance achieved, over a period as short as 1 year, depends on when you made the investment. We have achieved returns varying from just under 10% p.a. for an investment made in mid Jan '04 to a high of over 86% p.a. for an investment made in end Mar '05. On average we have out-performed the Index by 12% p.a.
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Our Growth Fund offers the opportunity for substantial growth in the long term. Our performance is excellent, beating the BSE 100 over all the time periods. As you would expect, the performance achieved, over a period as short as 1 year, depends on when you made the investment. We have achieved returns varying from just under 10% p.a. for an investment made in mid Jan '04 to a high of over 86% p.a. for an investment made in end Mar '05. On average we have out-performed the Index by 12% p.a.
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Fig: Map showing different location of HDFC Std Life Insurance

KEY TERMS
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	Accident Benefit 

	
	

	 
	An add-on with a life policy. It compensates a policyholder in the event of death or injury by accident
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	Annuity

	 
	An investment option that makes a series of regular payments to an individual in exchange for a premium or a series of premia.
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	Appreciate

	 
	To grow in value
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	Asset

	 
	Everything owned or due to a person
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	Asset allocation

	 
	How your investments are spread across various asset classes
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	Bond

	 
	It is like an IOU. By buying a bond you loan money to a company, a municipality, state or the Central Government
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	Bonus

	 
	The amount paid as return in a ‘with-profit’ policy. The bonus, expressed as a percentage of the sum assured, is generally declared every year. The amount is linked to the profits earned by the insurer. Depending on the time of withdrawal, there are two kinds of bonuses – reversionary and cash. A reversionary bonus can be encashed only on maturity of the policy; a cash bonus can be withdrawn when declared
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	Budget

	 
	It is a tool used to monitor and control expenditures and purchases.

	 
	 

	[image: image25.png]



	Capital gains

	 
	Profit earned from the sale of stocks, mutual fund units and real estate. Long-term capital gains arise from assets owned for more than a year while short-term capital gains are made from assets owned for less than a year.
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	Compound Interest

	 
	Interest computed on principal plus interest accrued during the previous periods of the investment
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	Corpus

	 
	The amount of money available with a scheme for investing. If already invested, the corpus is the current value of the scheme’s portfolio.
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	Cost averaging

	 
	A strategy that involves investing a fixed amount of money in an asset class like equity, so that the average cost of acquiring the asset in the long-term is much lower than that in the short-term.
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	Cover

	 
	Another word for insurance; it also refers to the amount of insurance.
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	Critical illness rider

	 
	A rider that provides a policyholder financial protection in the event of a critical illness.
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	Death benefit

	 
	The amount payable to the nominee on death of the policyholder. The amount paid is the sum assured plus benefits applicable (if any) less outstanding loans.
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	Declining term cover

	 
	A type of pure life protection insurance policy where the premia remain the same while the life coverage keeps declining. They are typically used to cover the life of a person with a pending loan repayment, like home loan.
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	Deferred annuity

	 
	An annuity plan where the first annuity payment becomes payable after a chosen period that exceeds one year.
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	Discretionary expenses

	 
	These are expenses like entertainment, dining out and non-compulsory travel that you can reduce at will.
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	Disability / dismemberment benefit rider

	 
	A rider that provides for additional cover in the event of disability, or dismemberment, of the policy holder due to an accident
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	Dividends

	 
	Payments made by companies and mutual funds to shareholders and unit-holders, respectively, from the income generated by it.
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	Down payment

	 
	The money that a home buyer has to contribute, often at least 15 per cent of the value of the house, when he is taking a home loan.
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	Dividend yield

	 
	The percentage of dividend paid on a share to the value of the share.
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	Emergency fund

	 
	The money, in the form of liquid investments in bank savings accounts, two-in-one accounts and liquid funds, you need, to take care of emergencies like a job loss that your insurance policies wouldn’t cover.
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	Endowment plans

	 
	An insurance plan that provides a policyholder risk cover and some return on investment. Usually suitable for the risk-averse
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	Effective rate of interest

	 
	The true rate as against the nominal rate, which may be incorrect.
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	Estate

	 
	All assets of a person, both financial-like stocks, bonds, mutual funds and fixed deposits and physical-like a house and gold that can be passed on to his heirs.
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	Estate planning

	 
	A financial plan to ensure the transfer of all your assets-both financial, such as fixed deposits and stocks and physical, such as home, after your death to your heirs without any delay or loss.
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	Exclusions

	 
	Risks and circumstances not covered by a policy. No claim will be entertained in case of losses arising out of such situations
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	ELSS (equity-linked savings schemes)

	 
	Diversified equity funds that additionally offer a tax deduction under Section 80C on investments up to Rs.1 lakh.
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	EMI (equated monthly installment)

	 
	A borrower must make this payment each month towards repayment of interest and principal of a loan taken by him.
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	Equity

	 
	The actual ownership interest in a specific asset or group of assets
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	Financial planning

	 
	It covers the essential elements of a person’s financial affairs and is aimed at achieving a person’s financial goals.
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	Fixed deposit

	 
	Funds placed on deposit in a bank, company or post office at a fixed rate of interest.
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	Fixed-income investment

	 
	Any investment that provides a stated percentage of value, say 6 per cent, on the invested amount.
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	Fixed rate loan

	 
	Interest rate charged on a loan that remains fixed during the tenure of the loan
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	Floating rate loan

	 
	Interest rate charged on a loan benchmarked to a particular lending rate. The rate gets adjusted during the tenure of the loan as the benchmark interest rate changes.
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	Group Insurance

	 
	An insurance policy taken out by employers to provide life cover to their employees. Usually the cheapest form of insurance.
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	Guaranteed additions

	 
	The amount paid as returns in assured-return insurance plans. Guaranteed additions are expressed as a percentage of the sum assured, with the amount payable being stated by the insurer at the outset.
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	Hospital cash benefit rider

	 
	A rider that provides cover for hospitalization
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	Immediate annuity

	 
	An annuity that starts payments immediately after, or soon after, the first premium is paid
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	Index fund

	 
	A scheme whose portfolio mirrors the progress of a particular index, both in terms of composition and individual stock weight ages. It’s a passive investment option, as a fund’s performance will mimic the index concerned, barring a minor tracking error.
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	Insured

	 
	The policyholder
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	Insurer

	 
	The insurance company
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	Investments

	 
	Assets like fixed deposits, post office savings, bonds and stocks that are acquired for the purpose of earning a return
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	Investment risks

	 
	The risks that your investments face. These include the risk of interest rate fluctuations impacting your debt investments or the prices of equities going down.
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	Level term cover rider

	 
	A rider that increases the life cover in non-term plans, up to a maximum of the sum assured on the base policy. The rider offers death benefit along, and serves the need for extra protection for a specified time period.
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	Liabilities

	 
	Monies owed, debt and other financial obligations of a person
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	Life annuity

	 
	An annuity that makes regular income payments till the policyholder is alive. On the policyholder’s death, all income payments cease and there are no beneficiary benefits.
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	Liquidity

	 
	The quality of assets that can be easily and quickly converted into cash without any, or significant, loss in value.
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	Loyalty additions

	 
	Additional benefits (other than guaranteed additions/bonus) paid to policyholders on maturity of certain investment-based insurance plans for staying on through its term. Loyalty additions are paid as a percentage of the sum assured, with the amount depending on the insurer’s financial performance.
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	Lock-in period

	 
	The period of time for which investments made in an investment option cannot be withdrawn.
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	Marginal tax rate

	 
	The highest tax rate applicable to a person for paying income tax.
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	Market value

	 
	The monetary value an asset will fetch if sold in the market today.

	 
	 

	[image: image71.png]



	Maturity date

	 
	The date on which a policy term or fixed-income investment like fixed deposit or bond comes to an end.
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	Money-back plans

	 
	A variant of endowment plans in which survival benefits are disbursed through the policy term, rather than in a lump sum at the end.
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	Net asset value (NAV)

	 
	The simplest measure of how a scheme is performing, it tells how much each unit of it is worth at any point in time. A scheme’s NAV is its net assets (the market value of the financial securities it owns minus whatever it owes) divided by the number of units it has issued.
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	Nominee

	 
	The person(s) nominated by the policyholder to receive the policy benefits in the event of his death.
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	Participative plans

	 
	See ‘with-profit’ policy
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	Pension Plan

	 
	Investment products offered by insurance companies and mutual funds that required the investor to make defined contributions over regular periods, mostly every year. The contributions are invested according to a pre-decided investment plan. At retirement, the accumulation is paid out through regular pay-out options.

	 
	 

	[image: image77.png]



	Periodic payment investments

	 
	Investment options that have payouts in fixed intervals. For example, money-back life insurance policies.
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	Permanent partial disability

	 
	Permanent loss of any body part, one eye, one limb or one finger or a toe, or injuries that render the insured in capable of earning an income from the date of the accident onwards from any work, occupation or profession. While the loss of the body part may be permanent , its effects on the insured’s life are partial.
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	Permanent total disability

	 
	Permanent loss of use of any two limbs, or permanent and complete loss of sight in both eyes or any other injury that renders the insured incapable of earning an income. Cover this risk to secure your wealth.

	 
	 

	[image: image80.png]



	Policy

	 
	The legal document issued by an insurance company to a policyholder that states the terms and conditions of an insurance contract.
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	Policyholder

	 
	The person who buys an insurance policy. Also referred to as the ‘insured’.
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	Policy term

	 
	The period for which an insurance policy provides cover
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	Post office schemes

	 
	Also known as Small Savings schemes, they are offered at post offices and carry the highest returns among fixed income instruments. Government backing makes these instruments like Public Provident Fund (PPF), National Savings Certificate (NSC), Kisan Vikas Patra (KVP) and Post Office Monthly Income Scheme (POMIS) risk-free
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	Pre-payment

	 
	Partial or full repayment of the loan before the end of the tenure.
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	Premium

	 
	The amount paid by the insured to the insurer to buy cover
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	Recurring deposit

	 
	This is offered both in post office and banks where you are required to contribute a fixed amount ever month. It is a great tool for making small and regular savings.
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	Rest

	 
	The frequency at which interest is calculated on the outstanding loan balance. The more regularly the interest is calculated on the outstanding loan amount, the lesser the interest costs and cheaper the loan. For example, monthly rests would make a loan with the same rate cheaper than a quarterly rest.
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	Revolving credit

	 
	A pre-established credit line, typically in a credit card, against which a person may borrow to make purchases.
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	Riders

	 
	Additional covers that can be added to a life policy, for a cost
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	Small savings

	 
	See post office schemes
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	Sum assured

	 
	The amount of cover taken under a life insurance policy, it is the minimum amount that will be paid on death of the policyholder during the policy term.
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	Surrender value

	 
	The amount payable by the insurer to the owner of an investment-based plan in case he opts to terminate the policy after three years (the mandatory lock-in period) but before its maturity date. The surrender value will be the premia paid till date minus surrender charges and any outstanding loans due.
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	Survival benefits

	 
	The amount payable to a policyholder under an investment-based plan if he survives the policy term. Typically, it is the sum assured plus returns (guaranteed additions / bonus) accrued.
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	Temporary total disability

	 
	An injury that results from an accident and renders a person immobile or affects his earning capacity temporarily. For instance, a fracture in the arm or leg that keeps you from work: you may be mobile but the injury may prevent you from working.
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	Term plans

	 
	A plan that provides life cover for a specified period of time, but no return on the premia paid
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	Terminal bonus

	 
	A one-time bonus paid on maturity of a with-profit plan
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	Vesting date

	 
	Generally used in the context of pension plans and children’s plans offered by life insurance companies. It is a date signifying a milestone in a policy. In pension plans, it is the date from which the policyholder starts receiving pension. In children’s plans, it is the date from which a child becomes the owner of a policy taken out in his name (generally, around his 18th birthday).
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	Waiver of premium rider

	 
	A rider that waives the premia payable on the base policy and other riders in certain circumstances mostly related to death, disability or injury. An important feature especially for investment products such as children’s policies.
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	Wealth

	 
	The difference between the value of what you own (assets) and what you owe (liabilities).
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	Will

	 
	A document that designates the assets of a person-both financial and physical- to various family members and other heirs.
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	With-profit policy

	 
	An insurance plan in which the policyholder gets a share of the insurer’s profits ( in the form of guaranteed additions / bonus). Along with the sum assured.
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	Without-profit policy

	 
	An insurance plan in which the policyholder does not get any share of the insurer’s profits
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	Whole-life plans

	 
	Class of life insurance policies that provide cover through your lifetime. 


Competitors

In presently there are 16 life insurance corporation companies are working and performing in India. So definitely HDFC Standard life has good competition with other. The main competitors are as following.

· LIFE Insurance Corporation.

· ICICI Prudential Life Insurance.

· BAJAJ Allianz.

· SBI Life Insurance.

· BIRLA Sun Life.

· AVIVA.

· TATA AIG. 

· MET LIFE.

Product Of HDFC SLIC
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Term Assurance Plan

If you have a family that you care for, you should consider what would happen in case of
your unfortunate death. The emotional void cannot be filled, but financial insecurity can
be avoided. By taking this affordable life insurance plan, you can provide for the well-
being of your family in case of your unfortunate death. This plan comes to you at a
minimal cost and is well-suited for the value-conscious customer.

Under this plan, a sum assured is payable in case of death of the life assured during the
term of the contract. One can choose the lump sum that would replace the income lost to
one's family in the unfortunate event of one's death. Since this non-participating (without
profits) plan is a pure risk cover plan. no benefits are payable on survival to the end of the
term of the policy.

Term Assurance Plan
> A protection plan to secure higher protection needed for your family at
economical rates.
> Optional riders for enhanced protection
> Unique joint life option to cover your spouse under the same plan
> Single / regular premium payment options

Optional benefits

You can add the following optional benefit to customise your policy to suit your
needs

. Critical Tliness (CT) Benefit provides an amount, equal to the sum assured chosen
under this optional benefit, on diagnosis of any one of the 6 common critical
illnesses(1). The sum assured is payable if you survive for 30 days after the date
of notification of the claim. Once such a claim has been met, no further Critical
Iilness Benefit is payable. However, your basic policy continues even after we
pay a claim on this benefit.

. Accidental Death Benefit (ADB) provides an additional amount, equal to the sum
assured chosen under this optional benefit, in case of your unfortunate death:
Due to an accident, and
Within 90 days of the accident.

. Accelerated Sum Assured (ASA) Benefit provides. on diagnosis of any one of
the 6 common critical illnesses (1), an amount equal o the basic sum assured on
the Term Assurance Plan.

As soon as we accept your claim:

“We pay out the sum assured.

~Your basic policy immediately terminates without value.

The benefit accelerates or advances the date on which the policy benefit would
be payable by addition of the rider. It becomes payable on death or critical
illness, whichever oceurs earlier. Once a claim has been met, either on death or
critical illness. no further benefit is payable on your policy.
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Prohibition Of Rebates —

Section 41 of the Insurance Act, 1938 states

. No person shall allow or offer to allow, either directly or indirectly. as an inducement
to any person to take out 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.

. Auy person making default in complying with the provisions of this section shall be
punishable with fine which may extend to five hundred rupees.




UNIT LINKED YOUNG STAR PLAN
	Invest in your child’s dreams, and secure your self-respect.

	As a parent, your priority is your children’s future and being able to meet their dreams and aspirations. Today, providing a good education, establishing a professional career or even a modest wedding is expensive. Costs are increasing fast. Just imagine how much you will need when your children take these important steps in life. 

	Plan today to ensure a bright future for your children. Start building savings today with the HDFC Unit Linked Young Star Plan. So that your child is able to lead a life of respect and dignity with a secured financial future.

	HDFC UNIT LINKED YOUNG STAR PLAN

 

The HDFC Unit Linked Young Star Plan gives you:
 

An outstanding investment opportunity by providing a choice of thoroughly researched and selected investments
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Valuable protection in case of the insured parent’s unfortunate demise
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Very flexible benefit combinations and payment options
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Flexible additional benefit options such as critical illness cover

 

You can choose your premium and the investment fund or funds. We will then invest your premium, net of charges in your chosen funds in the proportion you specify. At the end of the policy term, you will receive the accumulated value of your funds. 

In case of your unfortunate demise during the policy term, HDFC Standard Life will continue the policy AND continue to pay the original premiums you had chosen. Your family will receive the Sum Assured you had chosen* plus the fund built up by your and HDFC Standard Life’s contributions. **

* Payable at the time of death 
**Payable at the end of the policy term
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Use HDFC Standard Life’s excellent investment options to maximise your savings and maximise your child’s achievements. We will provide security for your child and make those savings on your behalf, in your absence.
 

4 EASY STEPS TO YOUR OWN PLAN
 

Step 1 
Choose the premium you wish to invest.

Step 2 
Choose the amount of Protection (Sum Assured) you desire.

Step 3 
Choose the additional benefit options you desire.

Step 4 
Choose the investment fund or funds you desire.




	              Tax Benefits

		

	

	

	INCOME TAX SECTION
GROSS ANNUAL SALARY
HOW MUCH TAX CAN YOU SAVE?
HDFC STANDARD LIFE PLANS
Sec. 80C

Across All income Slabs. 

Upto Rs. 33,660 saved on investment of 
Rs. 1,00,000. 

All the life insurance plans. 

Sec. 80 CCC

Across all income slabs.

Upto Rs. 33,660 saved on Investment of
Rs.1,00,000.

All the pension plans.

Sec. 80 D*

Across all income slabs.

Upto Rs. 3,366 saved on Investment of 
Rs. 10,000.

All the health insurance riders available with the conventional plans.

TOTAL SAVINGS POSSIBLE **

Rs. 37,026
Rs. 33,660 under Sec. 80C and under Sec. 80 CCC , Rs.3,366 under Sec. 80 D, calculated for a male with gross annual income not exceeding Rs. 10,00,000. 

Sec. 10 (10)D 

Under Sec. 10(10D), the benefits you receive are completely tax-free, subject to the conditions laid down therein. 

* Applicable to premiums paid for Critical Illness Benefit, Accelerated Sum Assured and Waiver of Premium Benefit.
** These calculations are illustrative and based on our understanding of current tax legislations.
Please contact your tax consultant for exact calculation of your tax liabilities.



	
	

	 
	 


	 

	Money Back Plan

	

	Secure your financial independence. Live life on your own terms.

	You have always believed in living life on your own terms. So why let the changing realities of everyday life overwhelm you and make your aspirations take a back seat? You can plan now to ensure that you have the necessary funds to meet your future financial needs. 

	

	 

The table below will help you identify and classify some of your financial goals. You can prioritise these goals and set your objectives accordingly (see indicative table given below).
LONG-TERM GOALS
SHORT TERM GOALS
Provide adequate cover for Life, Critical Illness or disability.

Buying a car

Saving for big-ticket assets like your house.

Saving for your marriage

Saving for your children’s education

Vacation abroad

Having a regular system for savings 

 

 

HDFC MONEY BACK PLAN
 

     The HDFC Money Back Plan is a ‘With Profit’ Plan that gives you:
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A proportion of the basic Sum Assured as cash lump sums at regular 5-year intervals within the policy term (see the table given below) – an ideal way to secure your long- term as well as short-term financial goals
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A lump sum payment on survival up to maturity date
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Valuable protection to your family by way of lump sum payment in case of your unfortunate death within the policy term. This is over and above any earlier payouts

Making the right kind of investment will enable you to achieve your objectives – be it your immediate expenses or else securing your future financial needs. Our Money Back Plan gives you a wide range of terms and cash benefit schedule to choose from. A summary of Key Benefits including the cash lump sum payments, expressed as a percentage of Sum Assured is shown below.
 

Key Benefits 
Total Policy Term

Survival Benefit
Death Benefit

 

5 Yrs.

10 Yrs.

15 Yrs.

20 Yrs.

25 Yrs.

30 Yrs.

Within Policy Term

10

40%

60% + Attaching Bonuses

-

-

-

-

100% Sum Assured + attaching bonuses (Over and above the earlier payouts). 

15

30%

30%

40% + Attaching Bonuses

-

-

-

20

25%

25%

25%

25% + Attaching Bonuses

-

-

25

20%

20%

20%

20%

20% + Attaching Bonuses
-

30

15%

15%

15%

15%

15%

25% + Attaching Bonuses
 

Maturity Value

 

On maturity you receive survival benefit due at that point of time along with attaching bonuses for the full Sum Assured calculated for the full term.
You can ensure your financial independence. And be able to live life on your own terms. Always.

 

 

3 EASY STEPS TO YOUR OWN PLAN
 

Step 1 
Choose the amount of targeted savings and policy term using our Financial Planning Tool.

Step 2 
Choose from any one of the 4 additional optional benefits as per your requirement.

Step 3 
Work out the premium payable and Sum Assured with our Financial Consultant.

 

 

 

 




	 

	Single Premium Whole of Life Plan

	

	Single Premium Whole Of Life Insurance Plan is well suited to meet your long term investment needs. This participating (with profits) plan offers you the following benefits:
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Whole of life plan aimed at providing long term real growth of your money
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Single premium investment plan
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Predetermined exit options occurring throughout your life time
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In case of unfortunate demise during the policy term, this participating (‘With Profits’) insurance plan will pay your family the Sum Assured and compound Reversionary Bonuses, which are usually added annually. An additional Terminal Bonus may be paid depending on the performance of the underlying investments
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On exercising exit option we will pay the Sum Assured and compound Reversionary Bonuses, which are usually added annually. An additional Terminal Bonus may be paid depending on the performance of the underlying investments

 

 



	

	 




	UNIT LINKED ENDOWMENT

	

	Invest in financial security and self-respect for you and your family.

	You have given your family the very best. And there is no reason why they should not get the very best in the future too. With HDFC Unit Linked Endowment, you can ensure that your family remains financially independent, even if you are not around. You can ensure that they live a life of respect and dignity. Always. 

	HDFC Unit Linked Endowment

 

The HDFC Unit Linked Endowment Plan gives you:
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An outstanding investment opportunity by providing a choice of thoroughly researched and selected investments
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Valuable protection to your family in case you are not around
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Flexible benefit combinations and payment options
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Flexible additional benefit options such as critical illness cover
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Access to your accumulated fund before maturity

You can choose your premium and the investment fund or funds. We will then invest your premium, net of premium allocation charges in your chosen funds in the proportion you specify. At the end of the policy term, you will receive the accumulated value of your funds.

In case of your unfortunate demise during the policy term, we will pay the greater of your Sum Assured (less any withdrawals you have made in the two years before your claim) and your total fund value to your family.

Use HDFC Standard Life’s excellent investment options to maximise your savings & secure your and your family’s future. We will provide financial security for your family in your absence.

 

All Unit Linked Life insurance plans are different from traditional insurance plans and are subject to different risk factors.
HDFC Standard Life is the name of our Insurance Company and HDFC Unit Linked Endowment is the name of this plan. The name of our company and the name of our plan do not, in any way, indicate the quality of the plan, its future prospects or returns.
 

4 EASY STEPS TO YOUR OWN PLAN
 

Step 1 
Choose the premium you wish to invest.

Step 2 
Choose the amount of protection (Sum Assured) you desire.

Step 3 
Choose the additional plan benefits you desire.

Step 4 
Choose the investment fund or funds you desire.

 

 




THE SELLING PROCESS

The people in the sales field must know the various activities inherent in the selling process. This is a pre-requisite for their successful operations. Various ingredients of selling process are as follows:

1. Prospecting

2. Preparation

3. Presentation

4. Handling objections

5. Closing

6. Follow up. Careful attention must be paid to each step in the selling process.

1. Prospecting:

Prospecting is the first step in the selling process. Prospecting means qualified potential buyers. Except in case of retailing where customer comes to the salesperson in all other cases, the salesperson has to seek potential buyers. Two major activities are involved in prospecting i.e., identifying potential customers and qualifying them in order to determine a valid prospect.

Identifying the Prospect:
Locating the prospective buyers is not an easy task. It is in most of the cases a frustrating job. There are a number of sources to find out the prospects, such as present customers,friend and acquaintances, other salespeople, previous customers, supplier's sales employees and social and professional contacts, directories, mailing list, advertising etc.

Qualifying Prospects:

Once a sales representative has identified the prospect, the next activity in prospecting is to qualify a genuine potential buyer. The sales person cannot qualify every person who comes into contact as a prospective buyer. He should ignore such peopte who cannot or will not purchase the product or service. In qualifying a prospect (or suspect as is generally known), three main points are to be considered by a sales person: These are money, authority and need (known as NAM).

2. Preparation:

After a prospect is identified and qualified, the next step is preparation for sales. The two major activities are involved pre-approach or fact finding, and calf planning.

(A)Pre-approach or fact rinding

 Under this step, the sales per has to gather additional information about the prospect and his need that a suitable strategy may be designed for sales calls. The salesperson must qualify the real persons who is decision maker and also who influencers. The salesperson must also recognise the needs of the prospect so that he may demonstrate the product and may know whether product will satisfy those needs.

(b) Call Planning: 

After obtaining the preliminary facts about the prospect and his needs, the salesperson plans his call. He defines the objectives of the call, develop a strategy or course of action to achieve that objective and make an appointment with the prospect, most often in advances to be sure that the prospect shall be available.

3. Presentation
The Presentation consists of several inter-related activities. It begins with approach and ends with an order. In presentation, there are three steps

(a) Approach:

It is an opening step i.e./ to have a contact with the prospect. He introduces himself to the prospect and for this purpose, his first impression counts much for the success of sales call. The poor first impression may have a chance of losing the sales call. To make a favourable first impression the sales representative must look and act like professional. He must look smart and active. These techniques are asking question related to the business, offering a service complementing the prospect, and giving something of value.
(b) Convincing the Prospect:

The next crux of the problem is to convince the prospect about the quality of the product and the need service. He should, therefore, define the major features, advantages of the product. The salesperson should seek the agreement on some key points. The prospect should be assured that his needs will be satisfied by the product. The salesperson  should demonstrate, the use of the product if the prospect desires or the technicalities so warrant.

(c) Presentation Techniques:

The various presentation techniques:

i. Exhibits

ii. Testimonials

iii. Examples

iv. Guarantees of the benefit

v. Demonstration of the product

But it should be well planned for Handling Objections

Usually the prospect exhibits some. resistance through some activities or statements by a prospect that postpone hinder or prevent the completion of sale. Such resistance may be in the form of an obstacle or objection. An Obstacle may be real or unreal. Obstacle is not an objection. If a prospect says that he is short of to make a purchase/ it is an obstacle and not an objection. An objection on the other hand, means a grievance to the prospect. It may be due to improper presentation. The salesperson should identify objection and handle them properly.

Types of objections:

Objections may be of three types: timing, price, and concentration

I, Timing Objections: It means objections to gain time and generally involve money problems. The salesperson should find out reason of objection and convince the prospect for making immediate decision.

II, Price Objections: It arises when the prospect either has topical constraint or thinks that the prices are higher than those charged, by the competitors. The first objection can be met by suggesting the prospect financial resources. The second type of objection may be handled by painting him out the quality and features the product and make sure that the higher prices are the result of better quality product:

III, Competition objections: They are relating to dealers already dealing with the prospect and he is quite unwilling to snap relations them. The sales person should convince the buyer about superior

quality of the product.

Controlling the objections: There are two techniques of handling objections:

Asking questions 

Responding to the objections.

Salesperson must ask question/ to identify the objection and them respond it immediately. The following techniques of responding may be adopted:

(a) The yes - but method.

(b) Boomrang method.

(c) The comparison method.

(d) The compensations method.

(e) The case history method.

5. Closing

It is the final part of the selling process. It means request for getting, an order dosing, should be at proper, time -not too early and not too late, In both the cases, the seller may lose the prospect. Buying signals important which may be verbal or non-verbal. Verbal signals are comments and suggestion, or questions. Non-verbal signals are facial expression and physical actions known as body language. Such signals may positive or negative. An experienced sales person may recognise such expressions whether they are positive or negative.

Trial dose: 

The salesperson must use trial close even when he convinced that the prospect is ready to buy. The prospects opinion should be tested.

Closing Techniques: There are number of techniques generally used for closing. Such are:

(i)     Alternate proposal close.

(ii)    The assumptive close.

(iii)     The gift.

(iv)    The action close.

(v) The balance sheet close.

Many other techniques may be used by the salesperson.

6. Follow-up

Follow up or after sale activities are not the less important for the seller. Effective sales follow-up reduces the buyer's dissonance or doubt and it improves the chance that buyer will purchase again if satisfied with producer's service and the product. The seller should check whether the customer is satisfied with the purchase and should remove any source of discontent. Follow-up actions are also necessary to maintain good seller-customer relations. Several specific policies should be followed to satisfy the customers.

SWOT ANALYSIS OF HDFC SL

STRENGTHS:

HDFC SL’s strengths are many, to mention a few:

a) Global Presence: 

Its collaborations and joint ventures with international companies such as Standard life, and partnership with chub, enable it to bring the best service available world wide to its consumers.

b) Fast paced and flexible work culture which provides its employees autonomy to accomplish the task without much pressure from the higher authorities. Thus, employees are motivated to give their best to the organization. The core strength of Hdfc sl is the talent and innovativeness of its people which enables it to provide the “right solution at the right time.”

c) The mass markets handled through a chain of financial consultants usage closer to the individual. It has very strong distribution network.

d) Its pool of competencies : mutual funds, sum assured,etc 

e) Ability to understand customer's business and offer right technology.

f) Long standing relationship with customers.

g) Pan India support & service infrastructure.

h) Best-value-for-money offerings.

WEAKNESSES:

a) HDFC SL Could not able to match LIC in remote area services. 

b) Always emphasizes on numbers and fast results. 

c) After sales service.

d) Less promotional campaigns.

OPPORTUNITIES:

a) Insurance industry booming at a rate of 45% every year.

b) Increasing consumer awareness about Insurance and its use.

c) Tremendous untapped potential of Insurance products in India.

d) Increasing competition.

e) Tie ups with various MNCs enable to extract their core competencies.

THREATS:

a) Local assemblers are biggest menace for the company.

b) Entry of MNCs giving direct competition.

c) Govt. instability has a long term repercussions affecting company’s policies & its growth.

Concluding the S.W.O.T. analysis in words that prosperity lies ahead for HDFC SL. In order to retain its position as India’s No. 1 Insurance conglomerate, it has to come out with the state of art as well as futuristic services to its consumers well before time.

SUGGESTIONS AND RECOMMENDATIONS
· HDFC SL is having large number of channel partners but it is not supporting & taking care all of them equally which results in increasing discontentment among new channel partners because its not possible for company to support all of them equally. Company should take some positive action against it.

· Company executive should visit customer on regular basis.

· They should pay proper attention towards checking of various components of insurance before end user delivery. Otherwise it tends towards defame of brand name in comparison to rivals.

· Need to expend customer care center as the consumer base of Hdfc sl is increasing with tremendously fast pace.

· Proper attention should be paid for advertisement planning otherwise it may lead to problem for customer as well as for company.

· Company should tie up with some event management company to organize various promotional activities like canopy, Carnival.

· Company should make policy for fixed end user price for all customers so that fair game will be played & customer would not to compromise on their margin.
Conclusion
It was great opportunity for me to do my internship from HDFC SL LIFE. 

· I got a project which gave me the opportunity to meet the various people in the corporate world. I could understand the working culture of corporate as well as government offices. Before this I never visited such big organizations. 

· Making plan for the next day and finding the concern department and person allowed me to increase my communication ability, written as well as verbal. 

· My confidence to meet people has tremendously gone up. Today I have that much confidence that I can meet to any big person in any organization. 

· My boss also helped me very much to learn about corporate world. How to prepare the proposals and how to give the company offer all I learnt from my boss.

· I also attended the customer demonstration which gave me the knowledge about how the customer can be convinced, how there queries are handled. 

· I also learnt very small-small things in the organization which is very necessary in any flat organization like photocopying; Fax the document which I never know before.













� INCLUDEPICTURE "http://www.hdfcinsurance.com/images/funddetails/charts/ulep-ulys/growth_fund.gif" \* MERGEFORMATINET ���





� INCLUDEPICTURE "http://www.hdfcinsurance.com/images/funddetails/charts/ulep-ulys/growth_fund.gif" \* MERGEFORMATINET ���





� INCLUDEPICTURE "http://mapsofindia.com/insurance/standard_life_insurance.jpg" \* MERGEFORMATINET ���








