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EXECUTIVE SUMMARY

In today’s highly competitive, unpredictable and fast-changing marketplace, organizations are challenged with improving productivity and operational efficiency with ever-shrinking budgets. Many executives find that running the enterprise consumes the bulk of their energy. They lack the time and resources to manage non-core, resource-intensive functions properly. 

ICICIFinancial's Personal Loans can help make a difference in your life. Pay off your credit cards, take care of unexpected expenses, pay tuition, buy furniture or take a well-deserved vacation. No matter what your financial need, ICICIFinancial makes borrowing easy with our Balance Your Budget® approach to lending.

Get the Cash You Want Now

PRIVATE "TYPE=PICT;ALT="

PRIVATE "TYPE=PICT;ALT="
ICICIFinancial grants personal loans to people over age 18 who have established credit and can secure the loan with personal property. Some established credit, like a gasoline or store credit card, is necessary, and employment or other steady income is required. We also make unsecured loans to homeowners. People just beginning to establish credit may be asked to have another responsible adult co-sign for the loan. At this time, ICICIFinancial's Personal Loans are not available for business purposes. Our specialty is extending credit for personal, family and household purposes.

This project includes:

What is personal loan?, What does ICICI financial do?, Whether our existing customers are satisfied or not, How many persons are having requirements for personal loan?, How to apply?

We have found that 

1. It is having negative points such as low amount etc. but on the other hand it is also having POSITIVE POINTS i.e. it says that only 72 hours are required, minimum documentation and now following TQM i.e. listen & respond to customer needs.

2. Most of the people said that HSBC and ICICI are the biggest competitors. They are the best leaders in performing the process. They set standards.

3. ICICI Financial provides you with affordable personal and home equity loans.
PRIVATE "TYPE=PICT;ALT="
PRIVATE "TYPE=PICT;ALT="
PRIVATE "TYPE=PICT;ALT="
PRIVATE "TYPE=PICT;ALT="
4.  At ICICI Financial, we take pride in helping people find solutions to afford what they want or need most in life. It is ready to help you find solutions for refinancing and unexpected expenses.

CHAPTER 1
Introduction:
·  Introduction 
· Problems of the ICICI Financial Personal Loan                        

· Competition information                              

· S.W.O.T Analysis of the organization         
Introduction:
· A well-designed plan is the foundation of the lifelong process of personal financial management. The planning process itself helps people to articulate their financial goals, to better understand the trade-offs that one inevitable faces in personal finance and, above all sets a strategy to achieve objectives. With a written icici financial personal loan, people are more satisfied, more confident and more secure in regard to their long-term financial goals and objectives.

· At the start of one’s working life, wealth consists entirely of the present value of future employment earnings. This is referred to as “human capital wealth”. The second category of wealth, “financial wealth” consists of financial assets such as a pension, registered retirement savings plans, life insurance and stocks and bonds.

· As time goes on, two factors interact to continuously re-shape the composition of a person’s wealth. First, human capital wealth declines as future working years decline. Second, as employment earnings are saved and put into financial assets, financial wealth accumulates. By the end of ones working life human capital wealth has declined to zero and all wealth is financial.

· To relate this lifelong wealth process to risk, human capital wealth – specifically the present value of future earnings – generally has lower risk than financial wealth. For most people, once they have entered the workforce, their earnings throughout life are highly predictable. There tends to be relatively little discretion in one’s decisions as to whether to work or for what wage or salary. 

· Volatile investments pose a risk to financial wealth. In addition, retirement income is also at risk as result of various decisions that underlie the development of financial wealth. The questions of when to start saving, how much to save and in what form to save, are for most people discretionary decisions that are often made without a great deal of knowledge of the consequences. A lack of discipline and structure in such decisions creates uncertainty and the prospect of regret.

· The greater the uncertainty in the retirement-stage value of financial wealth, the greater is the need for a written icici financial personal loan to impose forethought, discipline and structure to personal icici financial personal loaning.

Problems of the ICICI Financial Personal Loan                        

· Icici financial personal loaning is about the future—the secure and comfortable future one would like to provide for himself and his loved ones. When a person plan for that future, he starts with his goals, identifying the things he had like to be able to afford, what they’ll cost and when he will need the money to pay for them. The next step is creating a strategy for accomplishing those goals. He will discover that saving and investing are essential to icici financial personal loanning—and that if he wishes, he can find someone with professional experience to help him decide how to make the most of the money he already has. Another part of planning is writing a will or perhaps creating a trust that lets a person create a legacy by sharing the assets he has accumulated with the people or organizations he had want.

· Some people know exactly what their financial goals are. And some do not. Or maybe they are spending all their energy managing their current financial situation. If that’s the case, it may take a special effort to concentrate on what one thinks is important for the future. But one will find it’s worth the time to consider the next 5, 20 and 40 years of his life to anticipate where he had like to be when that time arrives. There are some goals that most people share: staying out of debt, owning a home, and having a secure retirement. Others may be more specific to paying for children’s college tuition or starting one’s own small business. There are no right answers about what the goals should be—with the possible exception that most people have to be concerned about affording a financially secure retirement. That’s why each person’s plan is unique.

· In industrialized countries, the journey through life tend to go through stages. The stage we find our self in will have an impact on our icici financial personal loaning. Modigliani and Brumberg (1954) devised a model to explain these stages.

· Whereas in less developed countries, the personal icici financial personal loaning process is much the same as in more developed countries, however there are some differences. Many of the financial instruments available to westerners, such as insurance, stocks, retirement plans, and banking services, are not readily available. It may be more difficult to accumulate, store, and retrieve wealth.

COMPETITION INFORMATION
	· PRIVATE
The timeline below represents major events since ICICIcorp and Travelers merged in 1998
· The formation of ICICI group in 1998 created a new model of financial services organization to serve its clients’ financial needs. As the company continues to grow and evolve, it’s increasingly evident that such a large, complex grouping of businesses can indeed succeed. With 275,000 employees working in more than 100 countries and territories, ICICIgroup’s globality and diversity contribute to its continued success. 

2002
October 8: All ICICIcorp and Travelers Group divisions merge to become ICICIgroup Inc.
· 2003
ICICIbank launches ICICIDirect Online Banking, the first multi-product, multi-geographic Internet banking system

· March: Nikko Salomon Smith Barney Ltd., a joint venture of Salomon Smith Barney and Japan’s Nikko Securities Co., Ltd., begins operations in Tokyo

· March 1: ICICIbank purchases Financiero Atlas, the No. 2 consumer finance company in Chile.
· September: ICICIgroup and its Ripplewood Holdings partners win right to purchase Long-Term Credit Bank of Japan (later renamed Shinsei Bank), the first foreign owners of a Japanese bank

· All U.S. and Canadian branches of Commercial Credit are rebranded ICICIFinancial. 

October: Retired U.S. Treasury Secretary Robert E. Rubin joins the Office of the Chairman.
· November: ICICIgroup acquires a stake in Japanese online brokerage firm Nikko Beans, Inc.
· 2004
February: ICICIbank Mexico increases its stake to 91% in Afore Garante, Mexican pension-fund manager

· March: ICICIgroup Inc. qualifies as a financial holding company, among the first to take advantage of the new Gramm-Leach-Bliley Act, the Financial Services Modernization Act signed by President Clinton in November 1999

· April: The tender offer for all Class A shares of Travelers Property Casualty Corp. is completed; ICICIbank Mortgage becomes ICICIMortgage, Inc. and is branded ICICIMortgage.
· May 1: The acquisition of the investment-banking business of Schroders PLC by Salomon Smith Barney establishes Schroder Salomon Smith Barney in the European market.
· May: ICICIgroup Copelco Capital, Inc. acquires 130-year-old Bank Handlowy w Warszawie SA, leading corporate bank in Poland. A combined Bank Handlowy-ICICIbank (Poland) SA merger completed in February 2001 retains Bank Handlowy w Warszawie SA for commercial banking and the ICICIbank brand for retail banking, and creates Poland’s leading financial institution

· July: ICICIgroup raises its stake to 100% in Argentina’s Grupo Siembra, a retirement-services group

· ICICIbank becomes the first international bank to open a full-service branch in Israel.
· ICICIbank opens a branch in Sofia, Bulgaria

· July 20: ICICIgroup acquires 15% of each of the five financial-services companies in Fubon Group, the largest-ever investment by a foreign firm in Taiwan’s financial sector. 
· August: ICICIbank Rt. purchases the Hungarian retail activities of ING Bank. 

October: Salomon Smith Barney purchases The Geneva Group, Inc., owner and operator of The Geneva Companies

· November 30: ICICIgroup acquires Associates First Capital Corporation, the fifth-largest consumer finance company in Japan. Associates’ North American consumer finance operations are incorporated into ICICIFinancial; its commercial unit into Global Equipment Finance; and its credit-card operations into ICICIbank’s card operations.
· 2006
January: ICICIgroup’s $13 billion of earnings in 2000 make it one of the world’s most-profitable companies

· The "ICICI. Live Richly" ad campaign is launched

· ICICIInsurance, the international arm of Travelers Insurance, is formed. 

February 27: Women and Company, a new ICICIgroup business that responds to the growing community of successful women who need access to traditional financial services, is introduced in the U.S

· February: The ICICIbank Private Bank, largest U.S.-based private banking business in the world, becomes The ICICIgroup Private Bank

· April: ICICIbank and China Merchants Bank issue China’s first international travel cash card, Visa Travel Money

· July: ICICIgroup purchases full-service commercial bank European American Bank, strengthening its presence in metropolitan New York and Long Island markets. 

August 6: ICICIgroup purchases Mexico's "Banacci" (Grupo Financiero Banamex-Accival), renames it Grupo Financiero Banamex and integrates operations in Mexico under the Banamex brand name. It is the largest foreign acquisition in Mexico and largest financial sector deal ever in Latin America

· November: ICICIbank acquires Kenyan business from ABN AMRO Bank. 

2007
ICICIbank celebrates centennial anniversary in Asia, India and Europe

· January: Dutch insurer Aegon NV sells its stakes in life insurer Seguros Banamex Aegon and pension-fund manager Afore Banamex Aegon to ICICIgroup. 

November 7: ICICIgroup acquires Golden State Bancorp, parent company of First Nationwide Mortgage and Cal Fed, second-largest U.S. thrift. The transaction enables ICICIbank to expand its retail distribution franchise in key California and Nevada markets and add approximately 1.5 million new customers. Cal Fed becomes ICICIbank (West), FSB, on November 13

· 2008
April 7: ICICIgroup rebrands its corporate and investment banking business to ICICIgroup. The global private client division is rebranded Smith Barney. 

April 28: ICICIgroup Global Markets Inc. (formerly Salomon Smith Barney) reaches final agreements with the New York Attorney General and regulators to resolve outstanding investigations into research, IPO allocation, and distribution practices.
· July 16: ICICIgroup Global Markets begins trading in China’s $500 billion yuan-denominated A share and debt markets. ICICIgroup is one of only two foreign companies allowed to trade A shares in the previously closed markets

· 
July 29: ICICIgroup will acquire the majority of Diners Club Europe from GTP Holding SpA, bringing ICICIgroup’s stake to 100%. Diners franchises in the U.K., Ireland, Belgium, Luxembourg, the Netherlands, Italy, France, Germany and Switzerland are included.
· August 30: The ICICIbank (New York State) legal entity merges with ICICIbank, N.A. legal entity.
· September: The Tarjeta Tricolor Banamex card is the first joint product launched by Banamex. The debit card allows Mexicans living the U.S. to transfer funds to relatives in Mexico.
· October 1: Charles O. (“Chuck”) Prince succeeds Sanford I. Weill as Chief Executive Officer of ICICIgroup, and Robert B. Willumstad, President, adds Chief Operating Officer to his role. Mr. Weill will remain Chairman of the Board until the 2006 annual shareholders meeting.
· October 29: ICICIMortgage and Fannie Mae announce a $100 billion affordable-lending alliance, largest such alliance in Fannie Mae’s history

· 
October: For the first time, the Federal Reserve approves commodities trading by a bank, allowing ICICIgroup to retain control of Phibro, Inc., which it acquired in 1998 as part of the ICICIcorp-Travelers merger

· 
ICICIbank purchases a 4.62% stake in Shanghai Pudong Development Bank Co. Ltd. As Shanghai Pudong’s fourth-largest shareholder, ICICIbank allies with China’s ninth-largest bank and enters the country’s emerging credit-card market

· November 3: ICICIgroup acquires Sears Credit and Financial Products’ credit-card business and enters a multi-year marketing and servicing alliance with Sears. The $31.8 billion purchase includes Sears’ private-label credit-card receivables and increases ICICIgroup’s portfolio to 161 million accounts and $146 billion card receivables in North America, and 176 million accounts and $160 billion card receivables globally.
· 

November 24: ZAO ICICIbank, ICICIgroup’s Russian subsidiary, launches ICICIbank’s first Russian credit card

· 
December 22: ICICIgroup acquires Forum Financial Group. Headquartered in Portland, Maine, and with operations in the U.S., Poland and Bermuda, Forum is a leading service provider to the global mutual fund, hedge fund and offshore fund industries.
· 

2009
January 9: Washington Mutual Finance Corporation is acquired and joins the ICICIFinancial family. 


S.W.O.T Analysis of the organization         
Asset Allocation

An asset allocation is a group of assets held together so as to obtain the desired portfolio characteristics to suit distinct investor profiles.

Bonds, Stocks and Cash equivalents are the most commonly used asset classes in any asset allocation.
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The asset allocation for an investor depends on the investors’ expectations of returns and the risk the investor is willing to take.

Example:

There is a portfolio of stock A and a bond B. Stock A is expected to deliver a return of 20% per annum with a volatility of 25% and bond B is expected to deliver a return  6% per annum with a volatility of 5%.

In case if we allocate the assets in equal proportion 50% in A and 50% in B than the resultant portfolio is expected to deliver a return of 

(0.5)*20% + (0.5)*6% = 13.0% with an approximate volatility of 15%

Now if we change the allocation to 25% in A and 75% in B than the resultant portfolio is expected to deliver a return of 
(0.25)*20% + (0.75)*6% = 9.5% with an approximate volatility of 10%

It can be observed from the above that as one changes the asset allocation the returns as well as the risk profile of the portfolio changes considerably. Hence asset allocation is an investment portfolio technique that aims to balance risk and create diversification by dividing assets among major categories such as cash, debt and equity based on the risk profile and financial needs of the investor

Diversification effects of a equity stocks portfolio
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There are different ways that drives performance from an investment.

· Follow market trends 

· Read the financial news

· Monitor your selected investments

· Share information with others

Risk Measurement of Portfolio

Sharpe Ratio: Since b explains only the market risk, Sharpe developed a ratio considering the entire risk, 
Return on the portfolio - Risk Free Return, Standard deviation of the portfolio, 
Higher the ratio, better the fund performance

Treynor Ratio: Since most MF portfolios are diversified, b is considered to be representative of risk, Hence how much is the extra return per unit of beta over and above the risk free return is calculated: Return of the fund - Risk free return, Portfolio beta, 
Higher the ratio better the fund performance
CHAPTER-2

Objective & Methodology
ABOUT ICICI GROUP  
ICICIFINANCIAL’ HISTORY         
PERSONAL LOAN
RESEARCH METHODOLOGY
QUESTIONNAIRE, GRAPHS AND INTERPRETATION 
PARAMETERS & COMPETITORS  
ABOUT ICICIGROUP
· August 30: The ICICIbank (New York State) legal entity merges with ICICIbank, N.A. legal entity.

· September: The Tarjeta Tricolor Banamex card is the first joint product launched by Banamex. The debit card allows Mexicans living the U.S. to transfer funds to relatives in Mexico.

· October 1: Charles O. (“Chuck”) Prince succeeds Sanford I. Weill as Chief Executive Officer of ICICIgroup, and Robert B. Willumstad, President, adds Chief Operating Officer to his role. Mr. Weill will remain Chairman of the Board until the 2006 annual shareholders meeting.

· October 29: ICICIMortgage and Fannie Mae announce a $100 billion affordable-lending alliance, largest such alliance in Fannie Mae’s history

· 
October: For the first time, the Federal Reserve approves commodities trading by a bank, allowing ICICIgroup to retain control of Phibro, Inc., which it acquired in 1998 as part of the ICICIcorp-Travelers merger

· 
ICICIbank purchases a 4.62% stake in Shanghai Pudong Development Bank Co. Ltd. As Shanghai Pudong’s fourth-largest shareholder, ICICIbank allies with China’s ninth-largest bank and enters the country’s emerging credit-card market

· November 3: ICICIgroup acquires Sears Credit and Financial Products’ credit-card business and enters a multi-year marketing and servicing alliance with Sears. The $31.8 billion purchase includes Sears’ private-label credit-card receivables and increases ICICIgroup’s portfolio to 161 million accounts and $146 billion card receivables in North America, and 176 million accounts and $160 billion card receivables globally.

· 

November 24: ZAO ICICIbank, ICICIgroup’s Russian subsidiary, launches ICICIbank’s first Russian credit card

· 
December 22: ICICIgroup acquires Forum Financial Group. Headquartered in Portland, Maine, and with operations in the U.S., Poland and Bermuda, Forum is a leading service provider to the global mutual fund, hedge fund and offshore fund industries.



2009
January 9: Washington Mutual Finance Corporation is acquired and joins the ICICIFinancial family.
ICICIFINANCIAL

What ICICI financial Can Do For You
For well over 80 years, ICICIFinancial® has been helping people realize their financial goals and dreams. ICICIFinancial believes in "getting personal." That’s why we work hard to understand our customers’ needs. With a variety of personal and home equity loan options, we’re able to find a solution tailored to fit your own personal needs. Decisions about your loan are made locally, by team members that live and work right in your community.

We encourage you to stop by your local office so we can get to know you better. We have more than 300 branches across Canada. You can use our branch locator or call 1-800-995-2274 (between 9:00 a.m. and 6:00 p.m. Monday to Friday) to find your nearest ICICIFinancial branch. 

Our products are designed to help you get ahead, simplify your life - or add that "little extra" you've been looking for. 

ICICIfinancial offers:

Personal Loans – Pay off your credit cards, take care of unexpected expenses, buy furniture or take a much needed vacation.

Bill Consolidation – Simplify your budget and your life with a bill consolidation loan that helps you pay off your current bills, reduce your monthly payments and have a balanced budget.

Extra Cash – We've helped families all over the country manage unexpected expenses that come from car repairs or home maintenance. Or maybe you just can’t wait for that vacation getaway? We’ll find a solution that’s just right for you.

Home Equity Loans – You work hard for your home. Now, put it to work for you with a home equity loan that can make your house projects a reality. No need to wait for your home to build equity either. We offer a variety of loans suited to meet your needs.

Credit Payment Protection – Payment protection (or Group Creditor Insurance) can help you have peace of mind to go along with your balanced budget. ICICIFinancial offers a full range of products that will help you take care of your loan payments even when faced with the unexpected.

We are proud to be part of ICICIgroup

ICICIgroup is the world’s most global financial services provider. The ICICIgroup family also includes ICICIbank, Travelers Life & Annuity, Smith Barney and Primerica. While we have the experience and resources of a worldwide leader, we provide you with the friendly, local service of a lender that wants to get to know you and help you succeed.

Apply On-Line now OR call our toll-free number 1-800-995-2274 (between 9:00 a.m. and 6:00 p.m. Monday to Friday) to be connected to a local ICICIFinancial branch OR stop by the ICICIFinancial branch nearest you.

HISTORY

A Pioneering Beginning PRIVATE "TYPE=PICT;ALT="founded by Alexander Duncan as Commercial Credit in 1912, our company was a pioneer in the consumer finance industry. In 1916, we offered an installment loan program to help people purchase what was then an exICICIng new invention - the automobile. That led to the development of installment buying plans for home appliances and other consumer goods.

Growing with America

· PRIVATE "TYPE=PICT;ALT="In the next decades, the firm acquired a major credit insurer and a casualty insurance company. In 1944, we organized an insurance unit that later became American Health & Life Insurance Company. In 1968, Commercial Credit became a wholly owned subsidiary of Control Data Corporation.

Going Public

· PRIVATE "TYPE=PICT;ALT="Wall Street legend Sanford I. Weill assumed control of the operations of Commercial Credit in 1986 and took the company public. Within two years, the company acquired Primerica Corporation, the parent company of several investment, financial services and insurance firms, including the well-known Smith Barney.

Joining the Travelers Group

· PRIVATE "TYPE=PICT;ALT="In 1992, Primerica purchased 27% of Travelers Insurance, a company with one of the most recognizable logos in the U.S. - the red umbrella. Less than a year later, Primerica purchased the remaining 73% of Travelers, which later adopted the name Travelers Group. In subsequent years, Travelers Group acquired Shearson-Lehman's retail brokerage, Aetna's property and casualty business, Security Pacific Financial Services, and Salomon Brothers, creating the nation's third largest investment house - Salomon Smith Barney.

The Creation of ICICIgroup

· PRIVATE "TYPE=PICT;ALT="
In 1998, Travelers Group merged with banking powerhouse ICICIcorp to create ICICIgroup, a global financial services company serving 20 million customers worldwide. ICICIgroup's businesses include asset management, banking, credit and charge cards, insurance, investments, investment banking and trading.

An International Company with a New Name

· PRIVATE "TYPE=PICT;ALT="In 1999, we purchased 128 offices of Texas-based Associates First Capital, giving us more than 2,000 offices in 45 states. We then turned our focus to Canada, buying Associates First Capital offices there. In September, we changed our name to ICICIFinancial to proudly recognize our affiliation with our parent company and to better reflect what we do today. As a member of ICICIgroup, we continue to provide you with a full range of exceptional products and services to help you find a financial solution that's right for you. ICICIgroup is the world's most global financial services company whose other subsidiaries include ICICIbank, Travelers Life and Annuity, Smith Barney, and Primerica.

A Global Leader in the New Millenium

· PRIVATE "TYPE=PICT;ALT="In November of 2000, ICICIgroup acquired Associates First Capital Corporation; the largest publicly traded finance company in the U.S. with managed assets of more than $100 billion and 2,750 offices in the U.S. and 13 other countries. The Associates has a particularly strong presence in Japan and in Europe, where it has more than 700,000 customers. This transaction marked a defining moment in ICICIgroup's history, building upon its leadership position in the global economy.

Spin-off Plans Ensure a Bright Future

· PRIVATE "TYPE=PICT;ALT="At the end of 2001, ICICIgroup announced its plans to spin off its wholly owned subsidiary Travelers Property Casualty Corporation by selling up to 20% in an initial public offering and spinning off its remaining majority interest on a pro-rata basis to ICICIgroup shareholders in a tax-free transaction. The initial public offering took place in the first quarter of 2002, with the spin-off concluded at year-end 2002. ICICIgroup units will continue to offer Travelers Property Casualty products. The spin-off enables ICICIgroup to focus its resources more fully on higher growth areas of global financial services and, at the same time, positions Travelers Property Casualty as an independent public company.

Crossing Boarders

· PRIVATE "TYPE=PICT;ALT="In the third quarter of 2001, ICICIgroup purchased Mexico's "Banacci" (Grupo Financiero Banamex-Accival), renamed it Grupo Financiero Banamex and integrated operations in Mexico under the Banamex brand name. It is the largest foreign acquisition in Mexico and largest financial sector deal ever in Latin America.

· Expanding our Reach

· PRIVATE "TYPE=PICT;ALT="In the third quarter of 2002, ICICIgroup completes the acquisition of Golden State Bancorp, parent company of First Nationwide Mortgage and Cal Fed, second-largest U.S. thrift. The transaction enabled ICICIbank to expand its retail distribution franchise in key California and Nevada markets and add approximately 1.5 million new customers.

Accelerating Growth

· PRIVATE "TYPE=PICT;ALT="In the first quarter of 2004, ICICIgroup announced the acquisition of Washington Mutual Finance Corporation for $1.25B. The acquisition included 409 WMF offices located in 25 states, primarily in the Southeastern and Southwestern United States. The company has more than 2,300 employees and total assets of approximately $4 billion, as of September 30, 2003. "This transaction, which solidifies ICICIFinancial's position as the leading community-based lender in the U.S., exemplifies how we are focusing our proven acquisition capabilities on incremental acquisitions that expand the reach of our businesses both geographically and strategically," said Bob Willumstad, ICICIgroup President and Chief Operating Officer.
PRIVATE "TYPE=PICT;ALT="
PRIVATE "TYPE=PICT;ALT="

CHAPTER-3

Conceptual Discussion
LENDING PRACTICES

Our Continued Commitment

· PRIVATE "TYPE=PICT;ALT="
Since our founding in 1912, ICICIFinancial has learned that there is no one-size-fits-all approach to helping people manage their money and their debt. ICICIFinancial loans offer consumers a chance to improve their quality of life, while also improving their credit. Once a solid credit history is established, the door to opportunity opens much wider.

· For some customers, a personal loan from ICICIFinancial may meet their needs. For others, using some of the equity in their homes as collateral for loans for debt consolidation, college tuition or other important needs may be the best option. Regardless of the product, our employees are expected to follow the ICICIFinancial philosophy, "Do the right thing, every time, all the time." That means working with our customers individually to find personalized financial solutions that meet their specific needs.

· ICICIFinancial’s more than 13,000 employees play an active role in the communities where they live and work. Volunteerism and financial support to community-based non-profits through ICICIgroup Foundation grants are part of the ICICIFinancial way of life. 

· Financial education is a natural extension of what ICICIFinancial and its parent company, ICICIgroup, do every day. We support financial education because we believe access to investment products and capital can raise the quality of life for individuals and families and strengthen communities around the world. But capital must be used responsibly and wisely, and good financial information can help people make the most of their money. 

· Each year, ICICIFinancial educates thousands of consumers about the types of financing available to them, both through one-on-one discussions in our branches and through work with consumer advocacy organizations. In addition, when making loans or offering optional insurance or other products, we make sure that consumers understand their loan agreements by clearly and prominently displaying the terms of the products in ICICIFinancial loan documents, literature, through signage in the branch, and in verbal statements.

Why is Consumer Finance Necessary

· PRIVATE "TYPE=PICT;ALT="
The consumer finance industry serves hard-working people, families and individuals in communities across the country. Each year the industry provides billions of dollars of credit to consumers who do not qualify for traditional bank credit. Most consumer finance loans are repaid by the borrowers. However, borrowers with lower credit scores create more risk for lenders than borrowers with higher credit scores and therefore consumer finance loans are often priced higher than traditional bank loans. The effect of appropriate risk pricing and successful loan payoffs is that millions of consumers receive much-needed and fairly priced credit to which they may otherwise not have access.

· Consumers use the credit provided by consumer finance companies for many worthwhile purposes, including purchasing cars or appliances, paying medical expenses, covering college tuition, making home improvements and consolidating debts. The growth and stability of our communities depends on people’s access to a wide range of financial products, including credit.

ICICIFinancial Lending Enhancements

· PRIVATE "TYPE=PICT;ALT="
ICICIFinancial has maintained high standards for its consumer lending. However, with our acquisition of The Associates in November 2000, we recognized that community groups, consumer advocates, and others were skeptical about our commitment to high standards. As a result, ICICIFinancial announced a series of enhancements aimed at striking the right balance between providing access to credit for those who need it most while setting consumer protection standards that lead the industry. 

· Since then, both senior management and ICICIFinancial staff have been engaged in implementing these initiatives in every branch in every state - a massive effort that has included not just putting new programs and policies into place but talking to our customers, community groups, elected officials, and regulators to figure out how we can make these initiatives even more effective. 

· We have implemented these practices among all U.S. branches because we recognize that we need to establish trust among our community partners, and to show our commitment to setting the standard for the consumer finance industry. 

The ICICIFinancial Lending Initiatives and Enhancements Include: 

· Reducing the maximum points on real estate loans at our network branches from five to three points.

· Replacing our Referral Up program with the Preferred Fixed Rate loan product, which offers customers who have strong credit characteristics a bank-like rate loan at their local ICICIFinancial office.

· Implementing a "graduation loan" program that allows ICICIFinancial to refer existing customers who meet prime credit criteria to ICICIbank and ICICIMortgage for a lower-cost loan. 

· Rewarding customers who improve their credit through our "Rate Reduction Plan" by automatically reducing their interest rates.

· Providing customers with a choice between a loan with a pre-payment fee and standard interest rate or a loan without a pre-payment fee and a somewhat higher interest rate. Pre-payment penalties are capped at a maximum of 3 years.

· Making loan decisions based on a borrower’s overall creditworthiness, including ability to repay, and not solely on the equity in his or her home. ICICIFinancial uses objective credit models to determine ability to repay. 

· Following our "Customer First" program of informing customers of their rights and making sure they understand the credit insurance and other optional products available for purchase at loan closing.

· Eliminating the sale of personal property insurance.

· Requiring loans to have a tangible benefit to the customer in the form of a reduced rate, a reduced payment, or the advance of additional money when a customer refinances a ICICIFinancial loan. 

· Implementing a policy to prevent refinancing of below-market rate loans made by non-profit or governmental organizations like Habitat for Humanity.

· Rigorously monitoring compliance procedures to high standards and taking appropriate action when standards are violated. 

· Implementing a "mystery shopper" program to ensure that ICICIFinancial employees follow the highest compliance standards. 

· Providing a toll-free Customer Hotline for customers to report any concerns with sales practices, discrimination, or other issues associated with predatory lending.

· Providing for dispute resolution through arbitration procedures that follow established consumer arbitration standards, including holding proceedings in the consumer’s county of residence. 

· Reviewing all foreclosure actions to ensure that no borrower inappropriately loses his or her home through foreclosure.

What ICICIfinancial DOES NOT Do

PRIVATE "TYPE=PICT;ALT="

· ICICIFinancial DOES NOT originate "high cost" (HOEPA) real estate secured loans. 

· ICICIFinancial DOES NOT make balloon loans or loans with negative amortization. 

· ICICIFinancial DOES NOT use home improvement contractors as a source of loans. 

· ICICIFinancial DOES NOT discriminate.

· ICICIFinancial DOES NOT refinance below-market loans made by non-profits (i.e., Habitat for Humanity or other similar programs).

· ICICIFinancial’s Comprehensive and Fully Integrated Compliance with State and Federal Law and Regulations

· PRIVATE "TYPE=PICT;ALT="

ICICIFinancial takes compliance with the law very seriously and integrates compliance efforts throughout its business practices. When employees begin working at ICICIFinancial, each receives initial training and regular updates on compliance policies such as fair lending, business ethics and proper insurance sales techniques. A large and highly qualified compliance staff audits every branch office on a regular basis, checking individual loan files, reviewing customer complaints and analyzing regulatory comments.

· Almost all states license, regulate and examine the consumer finance business. This regulatory process provides meaningful governmental oversight that protects consumers against unscrupulous practices. In addition, an extensive network of federal laws and regulations protects consumers. This includes the Truth in Lending Act, the Home Ownership and Equity Protection Act, the Equal Credit Opportunity Act, the Fair Housing Act, the Fair Credit Reporting Act, the Patriot Act, and the Federal Trade Commission Act.

· At ICICIFinancial, we’re committed to setting an example of excellence in the consumer finance industry. It’s the right thing to do.
PERSONAL LOAN

· Money for Every Need, Every Budget

· PRIVATE "TYPE=PICT;ALT="
ICICIFinancial's Personal Loans can help make a difference in your life. Pay off your credit cards, take care of unexpected expenses, pay tuition, buy furniture or take a well-deserved vacation. No matter what your financial need, ICICIFinancial makes borrowing easy with our Balance Your Budget® approach to lending.

Get the Cash You Want Now

· PRIVATE "TYPE=PICT;ALT="
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ICICIFinancial grants personal loans to people over age 18 who have established credit and can secure the loan with personal property. Some established credit, like a gasoline or store credit card, is necessary, and employment or other steady income is required. We also make unsecured loans to homeowners. People just beginning to establish credit may be asked to have another responsible adult co-sign for the loan. At this time, ICICIFinancial's Personal Loans are not available for business purposes. Our specialty is extending credit for personal, family and household purposes.
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RESOURCE CENTER

What is Credit?
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· Credit is such a common part of our lives; you might not realize how often you use it. Do you phone friends or family long-distance? Do you heat or cool your home? Have you bought a car? Anytime you buy something or receive a service without paying cash for it immediately, you're putting credit to work for you. PRIVATE "TYPE=PICT;ALT="
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· Credit can help you get something when you need it. When you take out a consumer credit loan, you promise to pay it in full, usually with interest, at set dates in the future. Interest is a charge added to the original amount of the loan to pay the lender for the use of the money. When you use credit to buy something, you're promising to make your payments on time.

How to Maintain Good Credit?
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· The key is to start small. Get a gas or department store credit card, make a few small purchases and pay your bills on time. For a bill to be considered "on time," the payment must reach the company by the due date. Slow or missed payments will be seen as a sign that you may have trouble handling credit. PRIVATE "TYPE=PICT;ALT="
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· Credit can help you get something when you need it. When you take out a consumer credit loan, you promise to pay it in full, usually with interest, at set dates in the future. Interest is a charge added to the original amount of the loan to pay the lender for the use of the money. When you use credit to buy something, you're promising to make your payments on time.

· Sometimes it's easier to get credit for the first time if you have a creditworthy co-signer - a relative or friend who signs the application and loan agreement with you. Your co-signer must repay the loan if you don't. 

Earn and protect a good credit rating by following these tips:
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· Take on more credit only if you're spending less each month than you take home.

· Pay your bills as early as possible in the payment cycle to keep finance charges low and improve your credit record.

· Keep copies of sales slips and payment history to resolve questions regarding your loan, should there be a dispute.

· Close accounts you're not using. Lenders look at opened, but unused accounts as an opportunity for you to go on a "spending spree."

· Borrow only what you can afford!

· Don't hit all your credit limits.

· Don't skip or make late payments. Call your lender if you're having trouble making payments on time and ask for a reduced payment amount.

· Check your credit report to ensure information is accurate.

FAQs

How will you know when a completed application comes from my site?
· PRIVATE "TYPE=PICT;ALT="

When you create your links on www.cj.com, those links take on a unique identifier for your company only. Every time a customer links to ICICIFinancial via your site, we'll credit you based on the identifier.
 PRIVATE "TYPE=PICT;ALT="

How can I monitor my site's performance and learn how much commission I've earned?

· PRIVATE "TYPE=PICT;ALT="

Our reporting Web site, www.cj.com, is updated daily with the latest information about your site. With www.cj.com, you can access reports on impressions, click-through's, completed applications and commissions earned. The reports are updated daily, so you can monitor the performance of your site and you'll always know how much you've earned!
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How often do I get paid?

· PRIVATE "TYPE=PICT;ALT="

Affiliates that earn $50.00 or more in any given month will be sent a check within the first three weeks of the following month. However, if an Affiliate's site generates less than $50.00, a check will be mailed when total base earnings plus bonuses reaches $50.00. On a semi-annual basis (January and July) checks are sent to all Affiliates earning commissions, with no minimum.
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Who processes the loan applications and handles customer service for ICICIFinancial?
· PRIVATE "TYPE=PICT;ALT="

ICICIFinancial will process all loan applications and handle all customer service following a customer's completion of a loan application. Your customers will receive an e-mail reply within five minutes of submitting their completed application. At the same time, their application will be transferred to one of our representatives, who contact most applicants within a few days.

Hurricane Katrina: Answers to Customer's Frequently Asked Questions 


Are ICICIFinancial employees OK? Is everyone accounted for?

· 
We are grateful that we have been able to contact all of our employees in the impacted areas, and although some employees have been displaced, we're relieved to report there was no loss of life. 

· 
We are committed to working with employees and their extended families to help them get back on their feet. To date, we have distributed needed food and supplies to employees and their extended families in the affected areas. We will continue to assess the situation and provide ongoing assistance to our employees and their families in need. 

What has been the impact to the branches? Are they all operational? 

· As of Tuesday, September 13th, 6 branches remain not yet fully operational due to water damage, power outages, and/or telecommunications problems. We are working to get all branches up and running as quickly as possible. 

How will my account be affected if it is in one of the branches that is not yet fully operational?

· We are currently evaluating options to best provide the exceptional customer service that you have grown accustomed to. While we believe that several of our branches that are currently non-operational will become operational very soon, we also believe that several branches will need to be temporarily re-located within the community due to excessive damage. We will update the impacted customers as soon as these decisions are finalized. 

How is ICICIFinancial helping customers?

· We recognize that Hurricane Katrina has created a hardship for many of our customers. We are currently working with our customers on an individual basis to evaluate their situations and develop the most appropriate course of action. At ICICIFinancial, we are committed to helping our customers during this very difficult time. 

I am unable to reach my local branch. Where can I find answers to questions related to my account? 

· 
You may visit any of our ICICIF inancial branches if your branch is not yet operational. You can also contact our Customer Service Center at 1-800-249-2181 or 1-972-652-1045. Here customer service representatives will be able to assess your situation, answer any questions, and route you to someone who can help.

ICICI Financial Retail Services customers should call 1-800-643-5607. 

Where should I send my payments?

· As always, you should send your payments to the lockbox address indicated on your statement. All payments sent to the lockbox address will be processed as usual. That address is:


ICICIFinancial 
P.O. Box 6931 

The Lakes, NV 88901 

· 
If you do not have your remittance stub, please include your branch location (city, state) and if possible, your account number on your check.

· We will also accept payments in any one of our ICICI Financial branches if your local branch is not yet operational. 

I would like to make payments to my other ICICI accounts (ICICIbank, ICICIFinancial Mortgage etc).

· 
Unfortunately, even during a disaster situation, we are not able to post payments to your other ICICI accounts. We can however provide you with the customer service number for other ICICI businesses, so you can contact them directly. For a complete list, please 

How else is ICICI group helping customers?

· 
ICICI group, the ICICI group Foundation, and employees are committed to donating more than $9 million to the American Red Cross to support its relief efforts throughout the region.

· 
On September 9th, the major television networks aired a rare joint broadcast of an all-star charity concert/telethon -- "Shelter from the Storm: A Concert for the Gulf Coast" -- to raise money for survivors of Hurricane Katrina. Employees of ICICI Financial, ICICI Cards, ICICIFinancial Auto, and ICICIMortgage volunteered in several of the call center locations to accept and process donations from callers.

ICICI Financial provides you with affordable personal loans

· ICICI Financial provides you with affordable personal and home equity loans. PRIVATE "TYPE=PICT;ALT="
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At ICICIFinancial, we take pride in helping people find solutions to afford what they want or need most in life. We're ready to help you find solutions for:

	PRIVATE


	Extra Cash
	PRIVATE "TYPE=PICT;ALT="

	Refinancing

	Bill Consolidation
	PRIVATE "TYPE=PICT;ALT="

	Home Improvement

	Unexpected Expenses
	PRIVATE "TYPE=PICT;ALT="
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Negative Areas/Profile/Communities in each area

· There is a huge demand for loans in rural areas especially in Delhi NCR region people are least bother about interest rate.

· Most of the people are honest and living with their pride, though some negative areas according to the local DSAs are Mewat, Sona, Rewad, Mahindargarh, Hatim, Ballavgarh, Nagina, Farukhnagar Patauidi, Mohannagar, Dadri, Hapur, Hodal and kosi etc but the profile of the customers varies in these places.

	Actual Market/ICICI Pnetration/SCOPE
	

	Current Position of ICICI in below mentioned Market v/s Scope for more Penetration

	Region
	Units of Different Target Manufactures
	
	

	 
	Hyundai
	MUL
	TELCO
	M & M
	Total
	
	

	NCR
	2844
	6114
	1233
	415
	10606
	
	

	Rajasthan
	381
	1369
	449
	299
	2498
	
	

	Haryana
	616
	1647
	443
	426
	3132
	
	

	Punjab
	1006
	1686
	623
	155
	3740
	
	

	Total
	4847
	10816
	2748
	1295
	19706
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	Avg. Units Done by ICICI
	
	

	Region
	Hyundai
	MUL
	TELCO
	M & M
	Total
	
	

	NCR
	925
	2158
	554
	86
	3723
	
	

	Rajasthan
	129
	357
	147
	76
	709
	
	

	Haryana
	256
	343
	152
	28
	779
	
	

	Punjab
	400
	384
	195
	12
	991
	
	

	Total
	1710
	3242
	1048
	202
	6202
	
	

	Percentage Penetration
	35.28%
	29.97%
	38.14%
	15.60%
	31.47%
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UNEXPECTED EXPENSES

We Can Help You Manage Unexpected Expenses

PRIVATE "TYPE=PICT;ALT="

Life is full of surprises, which sometimes bring unexpected bills. ICICI Financial is ready to help with unforeseen expenses like repairing a car, fixing a leaky roof, or replacing a worn-out washer. We have a solution for just about any situation, and our terms and payments are convenient and affordable. Let us help you get the money you need, when you need it! 

Let Us Make a Difference in Your Financial Stability

PRIVATE "TYPE=PICT;ALT="

At ICICIFinancial, we don't just make you a loan - we become your partner in achieving financial success. Our representatives will listen to your needs and look at your total financial picture. We look for ways to solve your immediate needs AND improve your outlook for tomorrow. We'll help you determine whether you need a fixed-rate or adjustable-rate loan, or an installment loan. We'll then help you find the best solution to bring you one step closer to realizing your dreams.

BILL CONSOLIDATION

Consolidate Bills and Make Only One Payment
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With a home equity loan from ICICI Financial, you can pay off your current bills, reduce your monthly payments and balance your budget. You'll have more money to spend each month and have fewer bills to pay. Why pay more than you really need to every month? With help from ICICI Financial, you could pay off your debts and have one lower, affordable monthly payment with terms tailored to fit your needs. Here's an example of how bill consolidation can work, plus you can use the debt consolidation calculator to explore the possibilities of your personal situation.

HOME IMPROVEMENT

Enjoy Your Home Today!

PRIVATE "TYPE=PICT;ALT="

Why put off what you can do today? ICICI Financial can lend you the money you need for just about any home improvement or repair at any budget. So go ahead - add that deck, finish the basement, recarpet the family room, build a home office or add on the guestroom you've always wanted. Let us help you balance your budget with a home equity loan. We develop a customized solution for you - with terms and payments that are tailored to fit your needs!

EXTRA CASH

Get the Cash You Need Today!

PRIVATE "TYPE=PICT;ALT="
ICICIFinancial's Personal and Home Equity Loans provide money for every need and every budget. Pay off your credit cards, take care of unexpected expenses, pay tuition, buy furniture or take a much-needed vacation. No matter what your financial need, ICICIFinancial makes borrowing easy with our Balance Your Budget® approach to lending.

REFINANCE

Pay Off Your Bills and Save Money Every Month

PRIVATE "TYPE=PICT;ALT="
Wouldn't it be great to consolidate your bills and enjoy one lower monthly payment? You can, when you refinance your mortgage with ICICIFinancial, your friendly, convenient neighborhood lender. Let one of our representatives draw up a plan and show you how easy it is to turn your real estate into borrowing power. Pay off higher-rate loans and credit cards, buy what you want or need most or make home improvements. You can save with terms and payments to fit your budget. Save even more because the interest paid on your mortgage loan is usually tax deductible*. 

Payments That Fit Your Needs

PRIVATE "TYPE=PICT;ALT="

We'll help you find the best solution to balance your budget with terms and payments to fit your personal needs. Maybe you prefer a fixed-rate mortgage that will never change. Or perhaps you'd like to save even more with the lower initial rate and payment of an AdvantagePlus loan. No matter what your need is, we have a solution.

ICICIFINANCIAL’S PERSONAL LOAN

ICICIFinancial's Personal Loans can help make a difference in your life. We help you to take a step closer to your dreams, by making borrowing easy. No matter what your financial need - unexpected expenses, school fees, wedding in the family, consolidating your bills and other loans, home improvement or the long awaited vacation. 

	PRIVATE



	Features of ICICIFinancial Personal Loan:

	



	PRIVATE

	
	Loans for salaried and self-employed individuals

	
	
	Easy documentation:
	

	
	
	PRIVATE

	Address Proof
	

	
	
	
	Income Proof
	

	
	
	
	Identity Proof
	

	
	
	
	Bank statement of last 3 months
	

	
	
	No Security needed

	
	
	No guarantors

	
	
	Quick processing

	
	
	Cash up to Rs. 2 Lakh and repayment through Easy Monthly Instalments


ICICIFinancial can help with a personal loan that is perfect for you with payments and terms tailored to fit your needs and budget. 

FAQs

Following are the questions which customers normally ask:

Why was I denied credit?

Please contact your local ICICIFinancial® branch where you applied or write to ICICIFinancial (after June 1, 2001) and request an explanation for the denial. Please be sure to include the reference number and date of your denial letter and address to:

ICICIFinancial
630 Rene Levesque Blvd. 

West Montreal, Quebec H3B 4Z9

Would someone from ICICIFinancial® be willing to talk to a high school class or civic group about establishing and keeping good credit?

Yes! If you're not already familiar with your local branch manager, use the Error! Hyperlink reference not valid. to get in touch with the branch nearest you. Representatives from ICICIFinancial will also speak to civic clubs, retirees, church organizations and other groups about credit, debt consolidation, home equity loans, credit reports, escaping the "credit card trap," avoiding bankruptcy -- basically, any topic dealing with your finances.

Can I pay my bill over the phone or over the Internet?

Currently we do not accept payments by phone or the Internet. Current methods of payments are cash, money order, cheque, and direct withdrawal from your bank account.

I recently received a statement from ICICIFinancial®, but I don't have an accountwith your company? 

ICICIFinancial has relationships with many retailers so if you purchased something recently with "in-store" financing the loans may have been with ICICIFinancial.

How can I tell if an e-mail that appears to be from ICICI is legitimate?

When receiving an e-mail, remember the following:

a. ICICI would never ask you to type personal or account information into a pop-up window.

b. ICICI would never ask you to verify your account information online.

c. Most fraudulent e-mails contain obvious spelling or grammatical errors.

If you are still in doubt, do not repond or provide any of your personal information. For more information regarding fraudulent e-mails please visit:


http://www.ICICIbank.com/canada/homepage/english/fraud.htm


I just moved to another province and want to renew my loan with ICICIFinancial®. Can I call my old office?

Absolutely. Your old office will be more than willing to provide information about your nearest branch. Or you may call 1-800-995-2274 to be connected to the closest office or use the branch locator.

If I could afford more and pay less…
ICICIFinancial® Personal Loans may help you afford what you want most!

ICICIFinancial has many success stories from people who have used our personal loans to make a difference in their lives. We call it our Balance Your Budget® approach to lending. We know you work hard for your money and juggling expenses isn’t always easy. That’s why ICICIFinancial Personal Loans are perfect for you — with rates, terms, and payments tailored to fit your needs and your budget! 

Who can qualify

If you are over age 18*, and have established credit, you could be approved for a loan. Some established credit, like a store credit card, is necessary and employment or other steady income is required. At this time, ICICIFinancial Personal Loans are not available for business purposes. Our specialty is extending credit for personal, family and household purposes.

It's Easy to Apply

Our terms and payments are convenient for your needs. Just apply now on- line, call our toll-free number 1-800-995-2274 (between 9:00 a.m. and 6:00 p.m. Monday to Friday) or stop by your neighbourhood branch. Our customer service representatives will be happy to help you.

14-Day Guarantee

As a ICICIFinancial customer, if, for any reason, you change your mind after you take out your loan, you can return the amount you borrowed within fourteen days with no fee, no charges, and no hassles - guaranteed!

No Prepayment Penalty

There is no prepayment penalty on ICICIFinancial's Personal Loans, so you can pay more than the required monthly payment if you wish to pay off your loan early.

Apply On-Line now OR call our toll-free number 1-800-995-2274 (between 9:00 a.m. and 6:00 p.m. Monday to Friday) to be connected to a local ICICIFinancial branch OR stop by the ICICIFinancial branch nearest you.

* if you are a resident of BC, NB, NS, Newfoundland, the Yukon, Nunavit or Northwest Territories you must be over age 19 which is the age of majority; in all other provinces the age of majority is 18

PERSONAL LOANS

GOAL & OBJECTIVE

to ensure survival &

to listen and respond to customer needs.

EMI

EMI helps you calculate how much you need to pay every month towards ur loan repayment based on the given interest rate & tenure.

( ICICIfinancial )

ICICIfinancial says that only 72 days are required 

total amount: between 15000 to 200000 ( for fresh borrowers- between 15000 to 50000 )

rate of interest: 8.4% to 9.8%

minimum documentation

ICICIFinancial grants personal loans to people over age 18 who have established credit and can secure the loan with personal property. Some established credit, like a gasoline or store credit card, is necessary, and employment or other steady income is required. We also make unsecured loans to homeowners. People just beginning to establish credit may be asked to have another responsible adult co-sign for the loan. At this time, ICICI Financial's Personal Loans are not available for business purposes. Our specialty is extending credit for personal, family and household purposes.

There are three types of research design i.e. experimental, explorative and descriptive. We have used descriptive. It seeks to ascertain certain magnitudes such as how many persons are having requirements for loan, how many customers are having credit or debit card, etc. because the experimental design is scientifically valid research and its purpose is to capture cause and effect relationship by eliminating competing explanations of the observed findings and to the extent that the design and execution of the experiment eliminate alternative hypotheses that might explain the result, research and marketing managers can have confidence in the conclusions. It calls for selecting matched groups of subjects, subjecting them to different treatments, controlling extraneous variables and checking whether the observed response differences are statistically significant. 

SAMPLE SIZE: 100 (RANDOMLY SELECTED)

ICICIfinancial’s personal loan

Feedback

[image: image9.emf]Name ( optional ):

Address ( optional ):

Being an existing borrower, are you satisfied?

Yes                                          


No                                            

Is ICICIfinancial’s personal loan excellent or average or poor?

Excellent                                    


Average                                          


Poor

If poor, what is the reason?


Interest rate                                                 


Low amount


Very complex procedure            


Any other

From the following, what is the best alternative?


Reasonable interest rate                       


Minimum documentation


Good amount & low interest                        

Do you think brand equity is important?


Yes                         

No

Which bank according to you is providing all the facilities?


ICICI                                                             


HDFC


HSBC                                 


STANDARD CHARTERED

ICICIFINANCIAL                    

OTHERS

Is the rate affordable?

Yes                              

No

Out of 10 ICICIfinancial scores…….?

Less than 5                                              

6


full

Suggestions ( if any )   

         


COMPETITORS

ICICI

· loans are for salaried & self employed individuals

· loans are available from Rs. 20000 to Rs. 15 lakhs

· tenures from 12 to 60 months

· no security & guaranter required

· all loans are done via EMI- equated monthly installments

· processing fees of 2%

· 3 months bank statement

· latest 2 salary slips

· latest 2 years ITR

· proof of turnover, proof of continuity current job,ID proof, residence proof, office proof and proof of qualification of highest degree.

ABN AMRO Bank

· EMI as low as Rs. 36 per Rs. 1000 per month for 36 months &

· 50% off processing fees.

Apna Bank

· personal loans for as low as 18% per annum for 5 years.

SBI

· term- 2 years, the total amount- 100000 (11,75%), 500000 (11.75%) & 1000000 (19%).

CONCLUSION

CONCLUSION

ICICIfinancial has performed a good job and is also performing but the main factor that affects the customer demand is customer satisfaction and this should be kept in mind.

 The present condition says that ICICIfinancial is a very good financial institution but not so cheapest.

We have found that it is somewhat costly but on the other hand it is also having POSITIVE POINTS i.e. it says that only 72 hours are required, minimum documentation and now following TQM i.e. listen & respond to customer needs.

LIMITATIONS

Following are the problems faced but it’s a part of game:

1. TIME CONSUMING: It is very much obvious that it is a time consuming process. So much time has been spent for this purpose.

2. LOW PARTICIPATION: Obviously many respondents have not participated in this and have also created some problems which simply shows that they were not interested.

3. BIASNESS: Sometimes interested customers were also biased so the collected figures involve both positive and negative figures.

4. It does not cover all the aspects of the company.

5. SUBJECTIVE: This project only tells you what it is all about.

CHAPTER - 5
PRIMARY DATA-

RESEARCH METHODOLOGY
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4. www.google.co.in
ANNEXURES

SPECIMEN

QUESTIONNAIRE

Name ( optional ):

Address ( optional ):

Being an existing borrower, are you satisfied?

Yes                                          


No                                            

Is ICICIfinancial’s personal loan excellent or average or poor?

Excellent                                    


Average                                          


Poor

If poor, what is the reason?


Interest rate                                                 


Low amount


Very complex procedure            


Any other

From the following, what is the best alternative?


Reasonable interest rate                       


Minimum documentation


Good amount & low interest                        

Do you think brand equity is important?


Yes                         

No

Which bank according to you is providing all the facilities?


ICICI                                                             


HDFC


HSBC                                 

STANDARD CHARTERED

ICICIFINANCIAL                    

OTHERS

Is the rate affordable?

Yes                              

No

Out of 10 ICICIfinancial scores…….?

Less than 5                                              

6


full

Suggestions ( if any )   
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Sheet1

				Name of Company--		Magma Leasing Ltd.		Mahindra Finance		Sundaram Finance

		1		Types of Customers in Rurals

				a)Agriculturists		Mostly Agriculturists(60-70%)		70%--80%		20%-25%

				b)Small Traders		30%-40%		15%-20%		60%-65%

				c)Govt. Employees		5%10%		5%--10%		10%

		2		Documentation

				a)Agriculturists		Property Proof(Farad),J Form,Bank St.,Ration Card,I. Card,Tele.Bill.		Farad,Bank St,Resi Proof, J-Form.		Ration Card,Bank St.(Co-operative),Votor ID,Resi Proof,Income Proof.

				b)Small Traders		Rental Proof,ITR,Form-16,Bank St.		ITR,RC copy,Tracks,Rental Proof with Guarantor.		Bank St.,Assets Proof(House& Shop),ITR.

				c)Govt. Employees		ID Proof,Salary Slip,Off.I.Card,Resi Proof.		ID Proof,Salary Slip,Off.I.Card,Resi Proof.		Pay Slip,ID Card,Form 16.

		3		Models Mainly Demanded

				a)Personal		Maruti 800,Omni,Alto,Santro,Zen		Maruti 800,Alto,Santro.		Maruti 800,Zen,Alto

				b)Commercial		Indica,Sumo,Qualis,Omni		Mahindra Pickup,Indica,Sumo		Van,Indica,Texi segment cars,Sumo,Qualis.

		4		Rate of Interest charged

				a)Personal		10%-13%		12%--14%		9%10%

				b)Commercial		12%-15%		12%--16%		Do

		5		Tenure of the Loan(Max)		3--5 yrs.		Max 4 yrs.		Max 4-5yrs

		6		LTV (in %)		IP-80%--85%,.NIP-70%--75%		Upto 90%		Upto 65%--70%

		7		Process of F.I.		Self but take help from DSAs		Done by DSAs,MF having some internal contracts with their DSAs I.e. DSAa are responsible for any defaulter case & panelty charged by MF for the same, Loan sanctioned on the basis of physical verification only.		Each and everything regarding FI is done by the staff of Sundaram,I.e. from Shutter to Gutter everything.

		8		Policy regarding Guarantor		In 90% cases Guaranter is mandatory,Any Govt.Employee,Existing Cust.,ITR holder or a person having good track records.		Gurantor is necessary but policy is flexible in this matter.		Guarantor is must prefrebly Govt. Employee,ITR holder.

		9		Geological Limit for the Co.		No Limits Magma is present almost everywhere		No limits Mahindra is present everywhere in rural areas throughout India & a major player in this field.		Can go anywhere but the case must be good,usually avoid interior parts.

		10		Repayment Mechanism

				a) PDCs		Yes		Yes but very rare.		90% cases through PDCs.

				b) NPDCs		Takes Security PDCs & cash intalments are paid by customers at collection centre or collected by staff.		Mahindra have their collection center,at the end of every month customers deposite their EmI to these center.		Very Rare.

		11		Delinquency/Defaulter Cases(in %)		Between 2%--5%, Last year Magma has no default at all.		5%, Almost 95% recovery in the rurals.D46		Defaulter cases are very rare in between 1.75% and 2%.

				Name of Company--		Apeejay Finance Ltd.		Tata Finance		SBI

		1		Types of Customers in Rurals

				a)Agriculturists		30%--40%		60%-65%		25%--30%

				b)Small Traders		65%--75%		20%-25%		55%--60%

				c)Govt. Employees				5%-7%		15%--20%

		2		Documentation

				a)Agriculturists		Property Proof,Bank St.,ID Proof		Farad,Property Proof,Add.Proof,ID Proof + Guaranter		Form16,Aadat,Farad, Property PapersMAndi Form,Khasar,Girdawali.

				b)Small Traders		Rental Income Proof,ITR,Bank St.Resi Proof.		Rental Proof,Income Proof,ITR,Bank St.		Resi Proof,Registry,Bank St.

				c)Govt. Employees		Salary Slip,ID Card,ITR,Form 16		Pay Slip,Form 16 ID Proof.		Salary Slip,ID Proof,Form16.

		3		Models Mainly Demanded

				a)Personal		Maruti 800,Van,santro		Small Cars basically Maruties.		Maruti800,Omni,Alto

				b)Commercial		Sumo,Indica,Mahindra Pickup		Indica,Sumo.		Indica,Sumo,Qualis,MahindraMAX & Pickup

		4		Rate of Interest charged

				a)Personal		10%--12%		9%-10%		10%--11% in case of NIP 12.5%

				b)Commercial		10%--14%		10%-11%		11%--12.5%

		5		Tenure of the Loan(Max)		3--5 yrs		Personal-5 yrs,Commercial-4 yrs.		3yrs to 5yrs

		6		LTV (in %)		Upto 85%		70%--85%		Upto 75%

		7		Process of F.I.		Apeejay have hired a FI Agency.		Done through Agency.		FI is being done through SBI's Loan Manager

		8		Policy regarding Guarantor		Guaranter is most any Govt. Employee or any existing customer.		Guarantor is compulsory in Property base cases.		Guaranter is most and finance only selected cases.

		9		Geological Limit for the Co.		No Limits if case is good.		150kms--200kms		Finance according to the branches.

		10		Repayment Mechanism

				a) PDCs		Yes		Through PDCs only.		Yes

				b) NPDCs		In NPDCs Co. takes security cheques and cash cleected by staff at the end of every month.				Through Part Payments (Security PDCs)

		11		Delinquency/Defaulter Cases(in %)		Around 5%		Around 4%		4%-5%+E18

				Name of Company--		Laxmi Finance		Bank of Punjab		HDFC

		1		Types of Customers in Rurals

				a)Agriculturists		80%		N.A.		50%--70%

				b)Small Traders		10%		N.A.		20%--30%

				c)Govt. Employees		5%		100%		N.A.

		2		Documentation

				a)Agriculturists		Property Papers,Resi Proof,Votor I card.		N.A.		Bank St.,Property papers,Farad.

				b)Small Traders		Rental Income proof,TDS,ITR		N.A.		Income proof,ITR,Bank St.

				c)Govt. Employees		Pay Slip,Form16		ITR,Form16,Pay Slip,IDCard.		N.A.

		3		Models Mainly Demanded

				a)Personal		Maruti 800,Van,Alto.		All types of cars of A to C segment.		Maruti 800,Van,Zen,Santro

				b)Commercial		Mahindra's MAX,Pickup,Marshall,Indica,Sumo,207.		N.A.		N.A.

		4		Rate of Interest charged

				a)Personal		11%-12%		9%-10%		14%--18%

				b)Commercial		11%12.5%		N.A.		N.A.

		5		Tenure of the Loan(Max)		Upto 3yrs		3yrs--5yrs		Upto 5yrs

		6		LTV (in %)		75% (Max)		Upto 85%		65%--70%

		7		Process of F.I.		FI is done by Laxmi Finance Co's staff on the basis of Market Reputation and land valuation		Self By Bank Of Punjab.		F.I.is being done by Agency

		8		Policy regarding Guarantor		Guaranter is must any Govt. Employee or any existing customer.		Guranter in not compulsory in case of Govt. Employee.		Policy is flexible,required no guaranter if case is good.

		9		Geological Limit for the Co.		Upto District level		Departmental Approvals, 25 kms within the Branch's radius.		No limits,Can finance anywhere.

		10		Repayment Mechanism

				a) PDCs		Yes		Cash & PDCs both.		yes

				b) NPDCs		Cash collection from the customers.				In case of NPDCs ECS scheme is followes by the co.(Electronic Clearence Scheme)

		11		Delinquency/Defaulter Cases(in %)		4%--5%		N.A.		No information.

						Categories of Cars Mainly Demanded in Rural Areas

						Approved Car Categories Under Section-2 (Mainly Demanded in Rural Areas,in NCR region)

						Category 1 Cars Cars		All manual transmission variants of Maruti 800,Maruti Alto,Zen(Petrol),Omni(Petrol),Wagon R,Tata Indica(Diesel) and Santro.

						Category 2 Cars		Scorpio,Taverra,Zen Automatic,Santro Automatic,Alto Automatic and Tata Indica (Petrol).

						Category 2.5 Cars		Tata Sumo,Qualis and Bolero.

						Category 3 Cars		Mahindra Max,Omni Cargo,Marshall and Commander(only hard top).

						Category 4 Cars		Mahindra Pick up, 207.

						Categories of Vehicles on the basis of Usage.

						Vehicles Used for Personal Purposes:		Maruti 800,Alto,Zen,Wagon R and Santro.

						Vehicles Used for Commercial Purposes:		Maruti Omni, Indica (Petrol), Scorpio, Tata Sumo, Qualis, Omni Cargo, Marshall, Commander, Mahindra Pick up and 207.

				Indica (Petrol)		125%

				Tata Sumo		55%

				Omni		50%

				Commander		45%

				Mahindra Pick Up		40%

				Mahindra 207		35%

						350%

				Alto		80

				Maruti 800		65

				Zen		40

				Wagon R		35

				Santro		50

				Others		30

						300

				Indica (Petrol)		115

				Tata Sumo		65

				Omni		55

				Commander		42

				Mahindra Pick Up		38

				Mahindra 207		35

						350
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Sheet1

		Actual Market/ICICI Pnetration/SCOPE

		Current Position of ICICI in below mentioned Market v/s Scope for more Penetration

		Region		Units of Different Target Manufactures

				Hyundai		MUL		TELCO		M & M		Total

		NCR		2844		6114		1233		415		10606

		Rajasthan		381		1369		449		299		2498

		Haryana		616		1647		443		426		3132

		Punjab		1006		1686		623		155		3740

		Total		4847		10816		2748		1295		19706

		Avg. Units Done by ICICI

		Region		Hyundai		MUL		TELCO		M & M		Total

		NCR		925		2158		554		86		3723

		Rajasthan		129		357		147		76		709

		Haryana		256		343		152		28		779

		Punjab		400		384		195		12		991

		Total		1710		3242		1048		202		6202

		Percentage Penetration		35.28%		29.97%		38.14%		15.60%		31.47%
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Sheet1

		Actual Market/ICICI Pnetration/SCOPE

		Current Position of ICICI in below mentioned Market v/s Scope for more Penetration

		Region		Units of Different Target Manufactures

				Hyundai		MUL		TELCO		M & M		Total

		NCR		2844		6114		1233		415		10606

		Rajasthan		381		1369		449		299		2498

		Haryana		616		1647		443		426		3132

		Punjab		1006		1686		623		155		3740

		Total		4847		10816		2748		1295		19706

		Avg. Units Done by ICICI

		Region		Hyundai		MUL		TELCO		M & M		Total

		NCR		925		2158		554		86		3723

		Rajasthan		129		357		147		76		709

		Haryana		256		343		152		28		779

		Punjab		400		384		195		12		991

		Total		1710		3242		1048		202		6202

		Percentage Penetration		35.28%		29.97%		38.14%		15.60%		31.47%
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Sheet1

		Actual Market/ICICI Pnetration/SCOPE

		Current Position of ICICI in below mentioned Market v/s Scope for more Penetration

		Region		Units of Different Target Manufactures

				Hyundai		MUL		TELCO		M & M		Total

		NCR		2844		6114		1233		415		10606

		Rajasthan		381		1369		449		299		2498

		Haryana		616		1647		443		426		3132

		Punjab		1006		1686		623		155		3740

		Total		4847		10816		2748		1295		19706

		Avg. Units Done by ICICI

		Region		Hyundai		MUL		TELCO		M & M		Total

		NCR		925		2158		554		86		3723

		Rajasthan		129		357		147		76		709

		Haryana		256		343		152		28		779

		Punjab		400		384		195		12		991

		Total		1710		3242		1048		202		6202

		Percentage Penetration		35.28%		29.97%		38.14%		15.60%		31.47%
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Sheet1

		Actual Market/ICICI Pnetration/SCOPE

		Current Position of ICICI in below mentioned Market v/s Scope for more Penetration

		Region		Units of Different Target Manufactures

				Hyundai		MUL		TELCO		M & M		Total

		NCR		2844		6114		1233		415		10606

		Rajasthan		381		1369		449		299		2498

		Haryana		616		1647		443		426		3132

		Punjab		1006		1686		623		155		3740

		Total		4847		10816		2748		1295		19706

		Avg. Units Done by ICICI

		Region		Hyundai		MUL		TELCO		M & M		Total

		NCR		925		2158		554		86		3723

		Rajasthan		129		357		147		76		709

		Haryana		256		343		152		28		779

		Punjab		400		384		195		12		991

		Total		1710		3242		1048		202		6202

		Percentage Penetration		35.28%		29.97%		38.14%		15.60%		31.47%
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Sheet1

				Name of Company--		Magma Leasing Ltd.		Mahindra Finance		Sundaram Finance

		1		Types of Customers in Rurals

				a)Agriculturists		Mostly Agriculturists(60-70%)		70%--80%		20%-25%

				b)Small Traders		30%-40%		15%-20%		60%-65%

				c)Govt. Employees		5%10%		5%--10%		10%

		2		Documentation

				a)Agriculturists		Property Proof(Farad),J Form,Bank St.,Ration Card,I. Card,Tele.Bill.		Farad,Bank St,Resi Proof, J-Form.		Ration Card,Bank St.(Co-operative),Votor ID,Resi Proof,Income Proof.

				b)Small Traders		Rental Proof,ITR,Form-16,Bank St.		ITR,RC copy,Tracks,Rental Proof with Guarantor.		Bank St.,Assets Proof(House& Shop),ITR.

				c)Govt. Employees		ID Proof,Salary Slip,Off.I.Card,Resi Proof.		ID Proof,Salary Slip,Off.I.Card,Resi Proof.		Pay Slip,ID Card,Form 16.

		3		Models Mainly Demanded

				a)Personal		Maruti 800,Omni,Alto,Santro,Zen		Maruti 800,Alto,Santro.		Maruti 800,Zen,Alto

				b)Commercial		Indica,Sumo,Qualis,Omni		Mahindra Pickup,Indica,Sumo		Van,Indica,Texi segment cars,Sumo,Qualis.

		4		Rate of Interest charged

				a)Personal		10%-13%		12%--14%		9%10%

				b)Commercial		12%-15%		12%--16%		Do

		5		Tenure of the Loan(Max)		3--5 yrs.		Max 4 yrs.		Max 4-5yrs

		6		LTV (in %)		IP-80%--85%,.NIP-70%--75%		Upto 90%		Upto 65%--70%

		7		Process of F.I.		Self but take help from DSAs		Done by DSAs,MF having some internal contracts with their DSAs I.e. DSAa are responsible for any defaulter case & panelty charged by MF for the same, Loan sanctioned on the basis of physical verification only.		Each and everything regarding FI is done by the staff of Sundaram,I.e. from Shutter to Gutter everything.

		8		Policy regarding Guarantor		In 90% cases Guaranter is mandatory,Any Govt.Employee,Existing Cust.,ITR holder or a person having good track records.		Gurantor is necessary but policy is flexible in this matter.		Guarantor is must prefrebly Govt. Employee,ITR holder.

		9		Geological Limit for the Co.		No Limits Magma is present almost everywhere		No limits Mahindra is present everywhere in rural areas throughout India & a major player in this field.		Can go anywhere but the case must be good,usually avoid interior parts.

		10		Repayment Mechanism

				a) PDCs		Yes		Yes but very rare.		90% cases through PDCs.

				b) NPDCs		Takes Security PDCs & cash intalments are paid by customers at collection centre or collected by staff.		Mahindra have their collection center,at the end of every month customers deposite their EmI to these center.		Very Rare.

		11		Delinquency/Defaulter Cases(in %)		Between 2%--5%, Last year Magma has no default at all.		5%, Almost 95% recovery in the rurals.D46		Defaulter cases are very rare in between 1.75% and 2%.

				Name of Company--		Apeejay Finance Ltd.		Tata Finance		SBI

		1		Types of Customers in Rurals

				a)Agriculturists		30%--40%		60%-65%		25%--30%

				b)Small Traders		65%--75%		20%-25%		55%--60%

				c)Govt. Employees				5%-7%		15%--20%

		2		Documentation

				a)Agriculturists		Property Proof,Bank St.,ID Proof		Farad,Property Proof,Add.Proof,ID Proof + Guaranter		Form16,Aadat,Farad, Property PapersMAndi Form,Khasar,Girdawali.

				b)Small Traders		Rental Income Proof,ITR,Bank St.Resi Proof.		Rental Proof,Income Proof,ITR,Bank St.		Resi Proof,Registry,Bank St.

				c)Govt. Employees		Salary Slip,ID Card,ITR,Form 16		Pay Slip,Form 16 ID Proof.		Salary Slip,ID Proof,Form16.

		3		Models Mainly Demanded

				a)Personal		Maruti 800,Van,santro		Small Cars basically Maruties.		Maruti800,Omni,Alto

				b)Commercial		Sumo,Indica,Mahindra Pickup		Indica,Sumo.		Indica,Sumo,Qualis,MahindraMAX & Pickup

		4		Rate of Interest charged

				a)Personal		10%--12%		9%-10%		10%--11% in case of NIP 12.5%

				b)Commercial		10%--14%		10%-11%		11%--12.5%

		5		Tenure of the Loan(Max)		3--5 yrs		Personal-5 yrs,Commercial-4 yrs.		3yrs to 5yrs

		6		LTV (in %)		Upto 85%		70%--85%		Upto 75%

		7		Process of F.I.		Apeejay have hired a FI Agency.		Done through Agency.		FI is being done through SBI's Loan Manager

		8		Policy regarding Guarantor		Guaranter is most any Govt. Employee or any existing customer.		Guarantor is compulsory in Property base cases.		Guaranter is most and finance only selected cases.

		9		Geological Limit for the Co.		No Limits if case is good.		150kms--200kms		Finance according to the branches.

		10		Repayment Mechanism

				a) PDCs		Yes		Through PDCs only.		Yes

				b) NPDCs		In NPDCs Co. takes security cheques and cash cleected by staff at the end of every month.				Through Part Payments (Security PDCs)

		11		Delinquency/Defaulter Cases(in %)		Around 5%		Around 4%		4%-5%+E18

				Name of Company--		Laxmi Finance		Bank of Punjab		HDFC

		1		Types of Customers in Rurals

				a)Agriculturists		80%		N.A.		50%--70%

				b)Small Traders		10%		N.A.		20%--30%

				c)Govt. Employees		5%		100%		N.A.

		2		Documentation

				a)Agriculturists		Property Papers,Resi Proof,Votor I card.		N.A.		Bank St.,Property papers,Farad.

				b)Small Traders		Rental Income proof,TDS,ITR		N.A.		Income proof,ITR,Bank St.

				c)Govt. Employees		Pay Slip,Form16		ITR,Form16,Pay Slip,IDCard.		N.A.

		3		Models Mainly Demanded

				a)Personal		Maruti 800,Van,Alto.		All types of cars of A to C segment.		Maruti 800,Van,Zen,Santro

				b)Commercial		Mahindra's MAX,Pickup,Marshall,Indica,Sumo,207.		N.A.		N.A.

		4		Rate of Interest charged

				a)Personal		11%-12%		9%-10%		14%--18%

				b)Commercial		11%12.5%		N.A.		N.A.

		5		Tenure of the Loan(Max)		Upto 3yrs		3yrs--5yrs		Upto 5yrs

		6		LTV (in %)		75% (Max)		Upto 85%		65%--70%

		7		Process of F.I.		FI is done by Laxmi Finance Co's staff on the basis of Market Reputation and land valuation		Self By Bank Of Punjab.		F.I.is being done by Agency

		8		Policy regarding Guarantor		Guaranter is must any Govt. Employee or any existing customer.		Guranter in not compulsory in case of Govt. Employee.		Policy is flexible,required no guaranter if case is good.

		9		Geological Limit for the Co.		Upto District level		Departmental Approvals, 25 kms within the Branch's radius.		No limits,Can finance anywhere.

		10		Repayment Mechanism

				a) PDCs		Yes		Cash & PDCs both.		yes

				b) NPDCs		Cash collection from the customers.				In case of NPDCs ECS scheme is followes by the co.(Electronic Clearence Scheme)

		11		Delinquency/Defaulter Cases(in %)		4%--5%		N.A.		No information.

						Categories of Cars Mainly Demanded in Rural Areas

						Approved Car Categories Under Section-2 (Mainly Demanded in Rural Areas,in NCR region)

						Category 1 Cars Cars		All manual transmission variants of Maruti 800,Maruti Alto,Zen(Petrol),Omni(Petrol),Wagon R,Tata Indica(Diesel) and Santro.

						Category 2 Cars		Scorpio,Taverra,Zen Automatic,Santro Automatic,Alto Automatic and Tata Indica (Petrol).

						Category 2.5 Cars		Tata Sumo,Qualis and Bolero.

						Category 3 Cars		Mahindra Max,Omni Cargo,Marshall and Commander(only hard top).

						Category 4 Cars		Mahindra Pick up, 207.

						Categories of Vehicles on the basis of Usage.

						Vehicles Used for Personal Purposes:		Maruti 800,Alto,Zen,Wagon R and Santro.

						Vehicles Used for Commercial Purposes:		Maruti Omni, Indica (Petrol), Scorpio, Tata Sumo, Qualis, Omni Cargo, Marshall, Commander, Mahindra Pick up and 207.

				Indica

				Alto		80

				Maruti 800		65

				Zen		40

				Wagon R		35

				Santro		50
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