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FOREWORD

The Insurance industry in India has undergone transformational changes over the last
14 years. Opening up of the sector has led to the entry of some of the largest
insurance companies in the world. The industry has witnessed phases of rapid growth
along with spans of growth moderation.

The need of the hour is to equip the Life Insurance agents with thorough knowledge of
concepts of Life Insurance, its evolution, the way Life Insurance reduces burden of
the family in case of loss of income by the bread winner, how the Insurance premium
benefits the society and how insurance acts as a tool to manage risk in a family.

The 1C-33 course material which is being published by Insurance Institute of India
contains all the knowledge that a Life Insurance Agent needs to be equipped with in
order to build strong relationship with customer and empower the customer to take
an informed decision and thereby complete a successful sale. The book is also
expected to make the agents well conversant with the operational procedures that
are required to provide efficient after sale service. The knowledge packed into this
course material will definitely help the agents to acquire the latest knowledge about
Life Insurance and thereby become professional life insurance advisors.

| find that this course material has been composed in a professional manner and |
congratulate all the professionals in the Insurance Institute of India involved in this
task, | am sure that the course material will be sought after by everyone in the Life
Insurance Industry in India.

T.S. Vijayan
Chairman
Insurance Regulatory and Development Authority of India



PREFACE

The life insurance industry has the onerous task of providing financial protection
against various life contingencies like mortality, morbidity and longevity. Life
Insurance product is an intangible product and the customer must be enabled to
understand what its features are, what it can do and how it can serve the customer’s
unique needs. To achieve this task effectively, the life insurance industry needs to
have a force of competent sales professionals who have a sound understanding of the
fundamentals of the business, can connect with prospective customers and build
relationships of trust and assurance with them, and above all, follow a rigorous code
of conduct and ethical practice.

Accordingly, Insurance Institute of India has developed this course material for the
pre recruitment test for life insurance agents in consultation with the industry. The
course material has been prepared based on the syllabus provided by the IRDA. In the
context of the multiplicity of products and practices among life insurers, the study
course has adopted a generic approach.

The course has been divided into twenty chapters, each of which has equal
significance. It covers the fundamental principles of life insurance, elements of
personal financial planning, product pricing and valuation, features of various types of
life insurance products, documentation at the proposal and policy stage, contract and
policy provisions, underwriting and claims, regulatory aspects of life insurance
business including agents regulations, the selling process, customer service and the
prospects and requirements of an agency career. Self-examination questions have
been provided at the end of each chapter to enable the learner to evaluate himself.

We hope that the study course would be useful in developing a higher level of
knowledge and competence among life insurance agents.

We thank the IRDA for entrusting the work to Insurance Institute of India and also
place on record our thanks to the life insurance council and member companies for
their various suggestions which have helped to improve the course contents.

Insurance Institute of India
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CHAPTER 1

INTRODUCTION TO INSURANCE

| Chapter Introduction

We live in a world of uncertainty and face risks in our everyday life. These risks are
unpredictable. If we can anticipate and predict them, we can prepare for them. Insurance is
the best risk-transfer mechanism and is a process by which the losses of a few, who are
unfortunate to suffer such losses, are shared amongst those exposed to similar uncertain
events / situations. We have life and non-life insurance as the pillars of insurance.

In India, the principle of life insurance has been reflected in the institution of the joint-family
system in India, which was one of the best forms of life insurance down the ages. Sorrows and
losses were shared by various family members in the event of the unfortunate demise of a
member, as a result of which each member of the family continued to feel secure.

The break-up of the joint family system and emergence of the nuclear family in the modern
era, coupled with the stress of daily life has made it necessary to evolve alternative systems
for security. This highlights the importance of life insurance to an individual.

The Insurance Act 1938 was the first legislation enacted to regulate the conduct of insurance
companies in India. This Act, as amended from time to time continues to be in force. The
Controller of Insurance was appointed by the Government under the provisions of the
Insurance Act.

Life insurance business was nationalised on 1st September 1956 and the Life Insurance
Corporation of India (LIC) was formed. From 1956 to 1999, the LIC held exclusive rights to do
life insurance business in India.

The passing of the Insurance Regulatory& Development Act, 1999(IRDA) led to the formation
of Insurance Regulatory and Development Authority (IRDA) in April 2000 as a statutory
regulatory body both for life and non-life insurance industry.

Insurance activity is advantageous as it facilitates economic growth by investing the premium

funds, by protecting individuals, industry and commerce and the nation from the economic
impact of losses, removing anxiety of losses and promotes investment.
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| Cases

1.

3.

Mr Sunil Mohanty maintains regular habits, does not smoke or drink exercises regularly,
eats moderately and avoids junk food. He maintains he does not need health insurance
because of his good health. Do you agree?

Mr Ashok Shrivastava has purchased a Santro car and purchased motor insurance for his
car. But he has no insurance on his own life. What would you advise him in such a
scenario?

Mrs Priyanka Kapoor owns a retail showroom displaying expensive electronic products. She
has not insured them since she feels the premium is too high. How can she handle the risk
of their destruction?

Answers

1. No, | do not agree. Health insurance also covers hospitalization due to accident. One
cannot predict ill-health. Good health reduces the incidence of falling ill but does not
eliminate disease or disability in one’s life.

2. He has covered the risk on his car, but has not covered the risks on his most important
asset- his life. His car may be repaired or replaced, but there can be no substitute for
a human life. Only the income generated by him can be replaced by sufficient life
insurance to take care of the needs of his dependants.

3. The electronic goods carry a relatively high rate because of higher probability of loss
or damage. She can follow safe housekeeping practice and have a service maintenance
contract. But it would be advisable to insure them.
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\ Question

1. Explain the probability of risk and narrate how it affects premium in life insurance.
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CHAPTER 2

WHAT LIFE INSURANCE INVOLVES

| Chapter Introduction

The business of commercial Insurance involves four aspects

e An asset
e The risk insured against
e The principle of pooling
e The contract

The Asset:

An asset is a kind of property that yields value or a return. In life insurance, we use a concept
called Human life value [HLV] which considers human life as a kind of property or asset that
earns an income. It thus measures the value of human life based on an individual’s expected
net future earnings HLV indicates the economic loss a family would suffer if the wage earner
were to die prematurely

The Risk:

Life insurance provides protection against those risk events that can destroy or diminish the
value of human life as an asset. There are three kinds of situations where such loss can occur
- they are the risk of dying too early, living too long and living with disability or impairment
unlike other kinds of risks, the risk of death increases with age and premiums would become
prohibitive at higher ages. Hence life insurers charge a level premium that is fixed such that
it does not increase with age but remains constant throughout the contract period. Level
premiums also mean, life insurance contracts are typically long term insurance contracts that
run for 10, 20 or many more years. Premiums collected in early years of the contract are held
in trust by the insurance company for the benefit of its policyholders. The amount so
collected is called a “Reserve”. An insurance company keeps this reserve to meet the future
obligations of the insurer. The excess amount also creates a fund known as the “Life Fund”.
Life insurers invest this fund and earn an interest

Mutuality or Risk Pooling

Is one of the important ways to reduce risk in financial markets, the other being
diversification. The pooling principle plays two specific kinds of roles: That of providing
protection against the economic loss arising as a result of one’s untimely death; and providing
security of investment through pooling and evening out of financial risk as well

The Life Insurance Contract:

The amount of insurance cover is contractually guaranteed, making life insurance a vehicle of
financial security. The element of guarantee in a life insurance contract implies that life
insurance is subject to stringent regulation and strict supervision.

A key question, often debated is whether the benefits provided to policyholders are
adequate, compared to other financial instruments. Indeed life insurance as a financial asset
offers certain advantages to its holders (1) It is a safe and secure investment; (2) it provides
the discipline that savers require. (3) It takes care of investment management; (4) It provides
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liquidity and income tax advantages; and finally (5) It may be safe from creditors’ claims.
Possible disadvantages can arise from lower rates of returns for guaranteed policies and
corroding effects of inflation.
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| Cases

Mr Rajan wants to take a life insurance policy and wants to know how much insurance
he should take. He also wants to know how this amount is arrived at. How would you
advise him?

Mr Santosh wants to know whether the risk covered by the life insurance policy that he
has been asked to purchase is similar to that covered by his motor insurance policy.
How would you respond to his query?

Mr George has been told that a life insurance is a good vehicle of protection and wants
to know more. How would you advise him?

Mrs. Majumdar is not very comfortable with the idea of taking a long term contract
and wants to know why she needs to pay a level premium. What is your answer?

A housewife wants to know whether the life insurance policy that she has been asked
to buy is different from the local community pool where she makes a contribution
each month. How would you advise her?

| Answers

1.

3.

Mr Rajan needs to take an amount that would be depending on his expected net future
earnings. This could be about eight to ten times his annual income. The principle that
is applied to determine this amount is the concept of Human Life Value.

Mr Santosh’s motor insurance contract is a contract of indemnity while a life insurance
contract is one of assurance. The amount of insurance is specified at the beginning.
Again, while a motor accident may happen or not happen, in case of death, the event
is certain, only the timing is uncertain. What is more, even the likelihood of death
increases with age.

The life insurance policy provides protection in two ways: it protects the assured
against the economic loss arising as a result of one’s untimely death; and it provides
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security of investment through pooling and evening out financial risk. The principle
which enables a life insurance policy to perform these roles is that of Mutuality or risk
pooling.

4. Mrs. Majumdar needs to be advised that unlike other risks, mortality is a risk that
increases with age and hence premiums would become prohibitive at higher ages.
Hence life insurers cannot have policies with only one year term, which have to be
renewed every year with highrer premiums for each age. Instead they typically have
policies with a longer term and charge a level premium that is fixed such that it does
not increase with age but remains constant throughout the contract period.

5. The life insurance policy that she has been offered by a life insurance company is a

contract which would guarantee the amount of insurance. The local community pool is
not a contract and cannot be guaranteed by law.
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\ Question

1. What does life insurance involve?
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CHAPTER 3

LEGAL PRINCIPLES OF LIFE INSURANCE

| Chapter Introduction

Insurance involves a contractual agreement in which the insurer agrees to provide financial
protection against certain specified risks for a price or consideration known as the premium.
The contractual agreement takes the form of an insurance policy.

A contract is an agreement between parties, enforceable at law. The provisions of the Indian
Contract Act, 1872 govern all contracts in India, including insurance contracts.

An insurance policy is a contract entered into between two parties, viz., the company, called
the insurer, and the policy holder, called the insured and fulfils the requirements enshrined in
the Indian Contract Act, 1872.

The elements of a valid contract are:

i. Offer and acceptance

When one person signifies to another his willingness to do or to abstain from doing anything
with a view to obtaining the assent of the other to such act, he is said to make an offer or
proposal. Usually, the offer is made by the proposer, and acceptance made by the insurer.

When a person to whom the offer is made signifies his assent thereto, this is deemed to be an
acceptance. Hence, when a proposal is accepted, it becomes a promise.

The acceptance needs to be communicated to the proposer which results in the formation of
a contract.

When a proposer accepts the terms of the insurance plan and signifies his assent by paying
the deposit amount, which, on acceptance of the proposal, gets converted to the first
premium, the proposal becomes a policy.

The policy bond becomes the evidence of the contract.

ii. Consideration:

This means that the contract must contain some mutual benefit for the parties. The premium
is the consideration from the insured, and the promise to indemnify, is the consideration from
the insurers.

iii. Agreement between the parties:

Both the parties should agree to the same thing in the same sense. In other words, there
should be “consensus ad-idem” between both parties. Both the insurance company and the
policyholder must agree on the same thing in the same sense.

iv. Free consent:

There should be free consent while entering into a contract.
Consent is said to be free when it is not caused by
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Coercion

Undue influence
Fraud
Misrepresentation
Mistake

When consent to an agreement is caused by coercion, fraud or misrepresentation, the
agreement is voidable.

v. Capacity of the parties:

Both the parties to the contract must be legally competent to enter into the contract. The
policyholder must have attained the age of majority at the time of signing the proposal and
should be of sound mind and not disqualified under law. For example, minors cannot enter
into insurance contracts.

vi. Legality:

The object of the contract must be legal, for example, no insurance can be had for illegal
acts. Every agreement of which the object or consideration is unlawful is void. The object of
an insurance contract is a lawful object.
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| Cases

1.

Mr Kaushik Chatterjee has taken a life insurance policy and has mentioned Ashok
Singh, his close friend, as the nominee. Explain whether there is presence of insurable
interest on the part of the nominee.

Mr Mohan Joshi is a chronic alcoholic and suffers from blood pressure and diabetes. He
does not disclose this while taking a life insurance policy. What do Mr Sharma’s actions
suggest?

Miss Roopa Sen was drunk and drove rashly. She lacked control and her car crashed
against a tree causing instant death. What was the proximate cause?

| Answers

1.

Ashok cannot be a nominee because he does not have an insurable interest on
Kaushik’s life. Insurable interest being essentially a monetary interest which one
should have on the continuing existence of the object of insurance, Ashok being a
friend could well misuse the position of nominee. Kaushik would be advised to insure
his class 1 legal heirs.

He has not maintained good faith while taking life insurance. He has probably opted
for insurance to defraud the company. And since an insurance policy is one of utmost
good faith; he has suppressed material facts which could result in his death claim
being declined in the eventuality of occurrence.

As per post-mortem reports, alcohol resulted in unstable driving resulting in death.
Hence cause of death was due to accident as a result of drunken driving.
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\ Question

1. Define a contract. Discuss the essentials of a valid contract.

3. A contract of insurance is one of uberimma fides. Explain how innocent
misrepresentation, mistake and fraud affect a contract of insurance.
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CHAPTER 4
FINANCIAL PLANNING

| Chapter Introduction

Financial planning is a process of:

Identifying one’s life’s goals, translating these identified goals into financial goals and
managing one’s finances in ways that will help one to achieve those goals. Through this
process, one can thus chart a roadmap to meet expected and unforeseen needs in one’s life.
These needs and goals can be short term, medium term or long term. Individuals have a life
cycle with seven stages - namely that of Learner; Earner; Partner; Parent; Provider; Empty
Nester and finally the twilight years when one is retired. Each stage brings with it
corresponding responsibilities and liabilities.

Based on the individual life cycle three types of financial products are needed. These help in:
e Enabling future transactions,
¢ Meeting contingencies and
e Wealth accumulation

Corresponding to the above needs there are three types of products - transactional;
contingency and wealth accumulation products.

An individual’s financial plan may also be influenced by his or her risk profile and investment
style.

The need for financial planning is further increased by the changing societal dynamics like
disintegration of the joint family, multiple investment choices that are available today and
changing lifestyles etc.

The best time to start financial planning is right after one receives the first salary.

Financial planning advisory services include:

Cash planning: to manage income and expenditure flows and to create surplus cash for
capital investment.

Investment planning: to accumulate capital in an optimal way to meet future goals insurance
planning, to provide insurance protection against various types of risks

Retirement planning: to meet the needs of income and make provision for various expenses
after one’s retirement

Estate planning: to ensure smooth devolution and transfer of one’s estate after one’s demise.

Tax planning: to determine how to gain maximum tax benefit from existing tax laws and for
planning of income, expenses and investments taking full advantage of the tax breaks.
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| Cases

. Mr Soham has been approached by a financial consultant and wants a second opinion

about what personal financial planning is all about. How would you explain to him in a
nutshell?

Mr Thomas is a young man who wants to spend all his money and wants to know why
he should save at all. How would you advise him?

Mr. Bhagwan, who is in his fifties and runs a business, wants to know what he should
plan for. Advise him.

Mrs Narasimhan who is in her late fifties has been advised that she should invest in a
very high return equity fund which also carries high risk. She is unsure about what to
do. How would you advise her?

Mr Rajesh likes the idea that one needs to save and invest for the future. He however
does not know how to find money for the purpose. Advise him.

\ Answers

1.

Financial planning is the process through which Mr Soham’s life’s dreams and goals can
be identified and translated into clear financial goals and his finances could be
managed in ways that will help him to achieve these goals. It would thus help him to
chart a roadmap to meet his expected and unforeseen needs in future.

. Mr Thomas needs to be advised that he is a young earner now but may be going

through various stages in his life when he would play different roles like that of
partner, parent and provider. He would need to meet various transactions and
contingencies in future and must also accumulate wealth for making future provision.
Above all, he must be advised about the power of compounding - when one starts
saving and investing early, one can accumulate much more wealth and enjoy the
benefits that wealth would bring. Savings and investing is a way of making your money
work for you.
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3. Mr Bhagwan must be advised that in his fifties, he needs to plan for retirement and
ensuring that his business is taken good care of, after him. He should thus think
seriously about retirement planning and having an income so that he does not have to
depend on his sons. He must also think about planning for certain contingencies of old
age, like health impairment and meeting the high costs of health care. He should also
engage in estate planning to ensure that his business and property would devolve to
his family after him. Finally, he may need to take care of taxes through tax planning.

4. Mrs Narsimhan is in her late fifties. This is the age when one needs to consolidate
one’s investments and adopt a more prudent and conservative approach. Investing in a
high risk equity fund would be not in her interests.

5. Mr Rajesh needs to understand how to engage in cash planning. He must firstly prepare
a budget and perform an analysis of current income and expenditure flows. He should
categorise his expenses into different types and identify fixed and variable expenses.
The latter are often discretionary and can be reduced. Then, while predicting and
planning for the cash flows that may arise, he must also systematically create and
maintain a surplus of cash for capital investment
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\ Question

1.

What are the basic types of financial products?

Insurance Institute of India
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CHAPTER 5

LIFE INSURANCE PRODUCTS - |

| Chapter Introduction

In popular terms a product is considered same as a commodity- a good brought and sold in the
marketplace. From a marketing standpoint, a product is a bundle of attributes.

Products may be tangible or intangible. Life insurance is a product that is intangible. A life
insurance agent has the responsibility to enable the customer to understand the features of a
particular life insurance product, what it can do and how it can serve the customer’s unique
needs.

Life insurance products offer protection against the loss of economic value of an individual’s
productive abilities, which is available to his dependents or to the self. A life insurance
policy, at its core, provides peace of mind and protection to the near and dear ones of the
individual in case something unfortunate happens to him.

The other role of life insurance has been as a vehicle for saving and wealth accumulation. In
this sense, it offers safety and security of investment and also a certain rate of return.

Life insurance companies also offer a number of riders to enhance the value of their
offerings. A rider is a provision typically added through an endorsement, which then becomes
part of the contract.

Term insurance provides valid insurance cover only during a certain time period that has been
specified in the contract. These plans are renewable at the same premiums that are fixed at
the same annual rate for the whole duration of their term. The other feature of the plan is
convertibility, which allows a policyholder to change or convert a term insurance policy into a
permanent plan like “Whole Life” without providing fresh evidence of insurability.

Term assurance plans are of different varieties - some of them are Decreasing Term
Assurance, Increasing Term Assurance and Term Assurance with return of premiums.

The unique selling proposition (USP) of term assurance is its low price, enabling one to buy
relatively large amounts of life insurance on a limited budget.

While term assurance policies are examples of temporary assurance, where protection is
available for a temporary period of time, whole life insurance is an example of a permanent
life insurance policy. In other words there is no fixed term of cover but the insurer offers to
pay the agreed upon death benefit when the insured dies, no matter whenever the death
might occur.

A whole life policy is a good plan for one who is the main income earner of the family and
wishes to protect the loved ones from any financial insecurity in case of premature death. At
the same time he wishes to use the cash value as savings for making provision in later years of
life.
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An endowment assurance contract is actually a combination of two plans:

A term assurance plan which pays the full sum assured in case of death of the insured during
the term

A pure endowment plan which pays this amount if the insured survives at the end of the
term

The product thus has both a death and a survival benefit component. From an economic point
of view, the contract is a combination of decreasing term insurance and an increasing
investment element. Shorter the policy term, larger the investment element.

Endowment is primarily a savings programme, backed by insurance protection against death.
It also serves as a safe and compulsory avenue of savings. People buy endowment plans as a
sure method of providing against old age or for meeting specific purposes like having an
education fund or a fund for meeting marriage expenses.

A Money Back Plan is an endowment plan with the provision for return of a part of the sum
assured in periodic instalments during the term and balance of sum assured at the end of the
term

Life insurance plans may be participating or non - participating plans. The term “Par” implies

policies which are participating in the profits of the life insurer. “Non - Par” on the other
hand represent policies which do not participate in the profits.
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| Cases

Mr. Pawar is not prepared to buy life insurance because he believes that he will not
get anything unless he dies and then it will be anyway of no use to him. How would
you respond as a life insurance agent?

Mr. Nitin is not sure about whether he wants to take a life insurance policy or not. He
is very concerned that his family should have security in the event that he were to
dies suddenly. However he is not very interested in putting large sum of money into
life insurance, as he feels he could invest it more efficiently elsewhere. How would
you advise him?

Mr. Rahul Pahwa has two daughters and is very concerned about making adequate
provision for their marriage. He is also concerned that in as something happens to him,
his daughters must not suffer for want of adequate funds. Advise him.

Mr Gandhi is interested in saving some money through insurance. But he is not ready to
wait till the end of the term to see the benefits. He would like to have some more
coming to him from time to time. What would be the best way to meet his needs?

Mr Ali is considering whether he should put money in buying an Endowment policy or
invest it for buying equities in the stock market. Someone has advised him that stock
market is much more attractive than life insurance. What would you suggest to him?

| Answers

1.

A life insurance policy is an intangible product. Unlike a car or a kilo of mangoes, one
cannot derive immediate value from consuming it. What one derives is peace of mind
and the satisfaction of having played a role and fulfilled one’s responsibility as the
bread winner of the family. Life insurance is also a means by which one can plan and
make adequate provision for meeting future needs. It brings an element of certainty
to the savings process. As an agent you need to get Mr Pawar to see the merit of the
above points.

If Mr Nitin may not be disposed to buy a savings policy like Endowment, he could be
encouraged to buy a Term Insurance policy for the period when he would like to have
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full protection for his family. He must be advised that if he wants such protection for
a long period of time, he could also consider a Whole life policy. The premiums would
be higher than Term Assurance but not as high as for Endowment and he would also
ensure security to his family to the end of his life.

3. Mr Rahul Pahwa may consider taking an Endowment Policy which should mature
around the time he expects to have his daughters reaching marriageable age. The
term insurance component of the policy would ensure that even in the unfortunate
event of his death, the full amount of insurance would be available for his daughters.

4. A good option for Mr Gandhi would be to have a Money Back Policy in which a part of
the sum assured would be paid before the end of the term in the form of periodical
payments. For instance he may buy a twenty year Money Back Policy under which he
may get 20% of the sum assured after every five years and the balance 40% at the end
of the twentieth year. In case of his death anytime during the period, he would get
the full sum assured.

5. Mr Ali must be advised that there is no free lunch in the financial market. If returns to
investment in the stock market are high, so also are the risks. Indeed, the higher
return must be seen as a price for taking higher risk. Mr Ali may be advised that he
should carefully consider whether he understands the market sufficiently enough and
is ready to track the trends therein regularly. He must be made aware about the risks
he may have to take. If he would be more comfortable, having the life insurer bear
the investment risks, he could consider a suitable savings plan.
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\ Question

1. How would you describe a product from a marketing perspective?
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CHAPTER 6

LIFE INSURANCE PRODUCTS |l

| Chapter Introduction

Traditional life insurance products have been found to have a number of limitations. The
savings or cash value component in such policies has not been well defined but determined by
assumptions about mortality, interest rates, expenses and other parameters that are
arbitrary. The rate of return is not easy to determine. Surrender values have been
determined quite arbitrarily. They were also limited in the issue of giving a rate of return
comparable to other assets in the financial marketplace.

A number of shifts took place in life insurance product profiles as a result. These include :
¢ Unbundling, or separation of the protection and savings elements

¢ Investment linkage which implied linking the benefits to policyholders with an index of
investment performance

e Transparency, or visibility in the rate of return and in the charges made by the
companies for their services

¢ Emergence of Non - standard Products as a result of shift from rigid to flexible product
structures

The major sources of appeal of the new products were:
e Direct linkage with the investment gains:
¢ Inflation beating returns
e Flexibility or choice given to customers with regard to structure of premiums and
benefits as well as choice of investment
e Facility to withdraw at a nominal surrender charge

Some of the non - traditional plans are given below

Universal life insurance: a form of permanent life insurance characterised by its flexible
premiums, flexible face amount and death benefit amounts, and the unbundling of its pricing
factors.

Variable life insurance: a kind of “Whole Life” policy where death benefit and cash value of
the policy fluctuates according to the investment performance of a special investment
account into which premiums are credited.

Unit linked insurance plans: also known as ULIP’s, which emerged as one of the most popular
and significant products, supplanting traditional plans in many markets. These plans provide
the means for directly and immediately cashing on the benefits of a life insurer’s investment
performance.
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| Cases

1.

2.

3.

4.

You have been given a chance to speak for a few minutes at a professional convention
where the organisers want to know about the new non-traditional policies that have
been introduced into the Indian market. How would you address it?

A client would like to know whether there are any plans of life insurance which offers
you a choice of discontinuing premium payments for some time and resuming them
later. How would you answer him?

Mr. Balgovind who has joined a software company as a systems analyst would like to
buy life insurance only if he can get a good return on his investments. He is critical
about the Endowment policies his father had purchased many years ago. What is your
recommendation?

Mr Chandrasekar had never purchased a life insurance policy because he was not
happy about its liquidity features. How would you address his problem?

| Answers

1.

2.

3.

The convention may be addressed, giving an insight into the major features of the non
-traditional policies, like investment linked and inflation beating returns, flexible
structures and liberal surrender values.

A life insurance plan which offers flexibility to the customer with respect to premium
payments is Universal Life Insurance. It has been one of the popular plans in the US
and other western markets. In India, as per the IRDA rules, universal policies may be
known as variable policies. If your company has such a plan, you may recommend it to
the client.

Mr Balgovind may be advised to consider buying a Variable Insurance plan or a Unit
linked Insurance product that would provide returns that are directly linked with
market value of investments. However he must know that such a product also carries
risks of a fall in returns if the value of the underlying investments are reduced. His
father’s policies may have not been able to give returns directly linked with the
market but they could provide reasonable returns that were consistent, regardless of
the ups and downs of the market.
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4. Mr Chandrasekar may be informed that under the new investment linked insurance
plans like ULIPs, the policyholder may be able to withdraw the fund in his policy after
a minimum lock in period that has been prescribed, after deduction of a small
surrender charge. Thus, if he suddenly wanted to have funds at hand after say seven

or eight years, he could withdraw from his unit linked insurance policy after paying
the surrender charge.
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\ Question

1. What is meant by the term ‘Unbundling’?

4. Which kind of life insurance plan gives you a death or cash value benefit which varies
with the investment performance of the policy?
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CHAPTER 7

PENSION AND ANNUITIES

| Chapter Introduction

The basic objective of any pension is to provide individuals, who have been working and
earning an income during the productive years of their life time, with an income during their
old age when they are retired and no longer at work. The need to protect and provide for
people when they are old and no longer able to work and earn, has been well recognised by
the State and civil society.

Types of pension schemes

There are three types of pension schemes in existence today
Public pensions

Occupational pensions

Personal pensions

a) Public pensions are provided by the State. The basic purpose of these pensions is to
fulfill the State’s responsibility to ensure that all citizens receive a minimum level of
income in retirement.

b) Occupational pensions have been set up by employers for their employees, with
contributions from both employers and employees. They are normally sponsored by
employers and form part of the employees’ benefit package.

c) Personal pensions are typically offered and purchased in the form of an annuity
contract between the insurance company or other pension provider and an annuitant.

Annuities

Individual annuity plans provided by various life insurance companies are a variant of personal
pension plans
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| Cases

1.

2.

3.

Mr Rohit Jha practises independently as a lawyer. He has no provident fund nor any
savings to fall back upon once he stops practice. He can continue practice for another
20 years. What pension scheme is suitable for him?

Mrs Kareena Handa will retire from a government job in seven years time and shall get
pension. Her two children would still not have been married off by the time she would
have retired. What other pensionary provision must she make to supplement her
government pension?

Manish Prasad has just retired from service in a private firm. He has received a
lumpsum amount as his terminal benefits. What should he invest in so as to get an
immediate and regular flow of income?

Answers

1.

2.

In case he is interested in a continuous flow of income, he should purchase a pension
plan offered by a life insurance company with a deferment period as per his choice
and subsequently get pension as per his future age.

To supplement her pension to meet her liabilities post-retirement, she could go for a
pension plan offered by any life insurance company with the option to get pension in
the form of an annuity following her retirement.

If he wants a regular flow of income, he should go for an immediate annuity among
other options.
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\ Question

1. Distinguish between pension and life insurance products.
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CHAPTER 8

Health INSURANCE

| Chapter Introduction

Health insurance is a contract between the insurer and the insured wherein the insurer agrees
to pay hospitalisation expenses to the extent of an agreed sum insured in the event of any
medical treatment arising out of an illness or an injury.

Healthcare in India has assumed great importance in recent times. Increased income, health
consciousness, price liberalisation and the introduction of private healthcare financing is
bringing the change.

Understanding health insurance policies

Insurance companies offer a wide variety of policies under health insurance. These range
from policies that cover the cost of doctors and hospitals to those that meet a specific need,
such as paying for long term care or specific illness like cancer or critical illness.

Several life insurance companies have of late entered into the health segment, which till
recently was dominated by general insurance companies. Some stand-alone health insurance
companies have also been set up to tap the vast potential of the health insurance in India.

A health insurance policy generally covers the basic costs in case of hospitalisation due to any
accidents/diseases/ illnesses which do not form a part of the permanent exclusions of the
policy.

The expenses covered under health insurance usually include:
Cost of room / bed

Boarding expenses

Nursing expenses

Doctor’s fees

Diagnostic tests

Operation theatre charges and

Expenses related to surgical appliances and the like

As a part of the standard plan, coverage for pre and post-hospitalisation expenses and
specified day-care procedures, are also listed in the specific policies.

Domiciliary hospitalisation
Certain insurance products offer domiciliary hospitalisation benefits. This generally refers to
medical treatment for a period exceeding three days for such illness/ injury which in the

normal course would require treatment at the hospital/ nursing home, but was actually taken
whilst confined at home in India under any of the following circumstances namely:
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Family floater policies

Family floater policy is another version of a health insurance policy. Here, the sum insured
floats among the family members. Family floaters usually cover husband, wife and two
children.

Health Insurance policy can be obtained by an individual for himself, his/her family, or by a
group. The eligibility as per the age factor varies from insurer to insurer, from as young as 3
months to 80 years and above.

The rules keep changing from time to time and would apply differently for different policies

and insured groups. Agents need to be clear about the tax incentives available for the policies
they sell and be familiar with the tax incentives available for other products in the market.
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| Cases

1.

3.

Mr Raghu Bharadhwaj has taken a family floater policy. His family consists of his wife,
children and parents. Who can be covered under this policy?

. Mr Paul Gheverghese is a retired man without any pension. He had an accident and

was hospitalised. His savings were spent in paying for his hospital expenses. He
subsequently became dependent on his son for the rest of his life. Where did Paul’s
planning go wrong? What should he have done to protect his savings?

Mukesh purchases a health insurance plan for Rs 500,000 with an annual premium of
Rs. 15,000. He suffers from a serious cardiac ailment and has to be operated. The
hospital bill is over Rs 4 lakhs. Who takes care of the bill? Do you feel Mukesh gets any
benefit by paying the premium of Rs.15,000 ?

| Answers

1.

2.

3.

Family floater policies usually cover husband, wife and two children. Some policies
cover more than two children, parents and parents-in-law as well.

He should have taken a health insurance plan since ailments generally aggravate with
advancing age. Having no health insurance has forced him to fall back on his savings,
which would eventually get depleted if he fell ill regularly and required treatment and
hospitalisation. To protect his savings, he should go for health insurance.

The health insurance policy takes care of the treatment expenses. He has paid only
Rs.15,000 but his expenses are Rs.4 lakhs. Obviously the benefit received by him is
much more than what he has paid as premium.
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\ Question

1. Discuss with your friends whether they have any health insurance plan. What are the
benefits available?

3. As per IRDA regulations 2013, what information should all health insurance policies
contain?
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CHAPTER 9

APPLICATIONS OF LIFE INSURANCE

| Chapter Introduction

Life insurance can be applied to the creation of trusts with resultant insurance benefits; it
can be applied for creating a policy covering key personnel of industries and also for
redeeming mortgages.

Applications of life insurance:

Married Women’s Property Act

Section 6 of the Married Women'’s Property Act, 1874 provides for security of benefits under a
life insurance policy to the wife and children. Section 6 of the Married Women’s Property Act,
1874 also provides for creation of a Trust.

Features of a policy under the MWP Act
e Each policy will remain a separate Trust. Either the wife or child (over 18 years of age)
can be a trustee.

e The policy shall be beyond the control of court attachments, creditors and even the
life assured.

e The claim money shall be paid to the trustees.
e The policy cannot be surrendered and neither nomination nor assignment is allowed.

e If the policyholder does not appoint a special trustee to receive and administer the
benefits under the policy, the sum secured under the policy becomes payable to the
official trustee of the State in which the office at which the insurance was effected is
situated.

Key man Insurance

Key man insurance is a life insurance that is used for business protection purposes. These
policies are usually owned by the business and the aim is to compensate the business for
losses incurred with the loss of a key income generator and facilitate business continuity. The
sum assured is linked to the profitability of the company rather than the key person’s own
income. The premium is paid by the company. This is tax efficient as the entire premium is
treated as business expense. In case the key person dies, the benefit is paid to the company.
Unlike individual insurance policies, the death benefit in key man insurance is taxed as
income.

Mortgage Redemption Insurance (MRI)

It is an insurance policy that provides financial protection for home loan borrowers. It is
basically a decreasing term life insurance policy taken by a mortgagor to repay the balance on
a mortgage loan if he/she dies before its full repayment.
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| Cases

1.

3.

Mr Vishnu lyer has purchased a policy under MWP Act. He has incurred several debts
and dies without repaying them. What will be the fate of his policy after his death?
Who shall receive the claim?

Mr Hari Shankar Modi is an actuary in XYZ insurance company. He suddenly expires due
to a heart attack. What losses shall the company incur and what precautions can save
the company from loss?

Mr Haroon Rashid Khan has taken a housing loan for constructing a house. He wants to
take an insurance policy that provides life cover with low premium and shall repay the
balance outstanding loan in case of his death. Which plan is suitable for him and why?

| Answers

1.

3.

The claim money shall be paid to the trustees and shall be beyond the reach of his
creditors.

In the eventuality of his unfortunate death, the company can incur losses related to
the period of his absence, to provide temporary personnel and to provide a
replacement and loss of profits.

A mortgage redemption insurance plan shall be suitable to him since it would repay
the balance on his housing loan were he to die before it’s full repayment.
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\ Question

1. Describe the features of a life insurance policy under MWP Act.
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CHAPTER 10

PRICING AND VALUATION IN LIFE INSURANCE

| Chapter Introduction

In ordinary language, the term premium denotes the price that is paid by an insured for
purchasing an insurance policy. It is normally expressed as a Tabular rate of premium per
thousand rupees of sum assured. Life Insurers also offer rebates on the tabular rate for sum
assured and for mode of premium. Sometimes an extra may be charged on the tabular
premium if the life assured is substandard, or prone to certain hazards that may pose an extra
risk. An insurer may also offer certain extra benefits under a policy, which are available on
payment of an extra premium. Examples of such benefits are Double Accident Benefit and
Permanent Disability Benefit.

The process of setting the premium for life insurance policies involves consideration of
mortality, interests, expense management and reserves.

Mortality is determined by using a “Mortality Table.” It gives us an estimate of the rate of
mortality for different ages. By using the table we can get the cost of claims that are
expected to be payable over the entire period of term of the insurance contract.

By using Interest, which is a rate of discount that we assume, we can arrive at the present
value of future claims to be paid.

The discounted present value, as determined above, gives the “Net Single Premium”. From
the net single premium, we can get the “Net Level Annual Premium”. It is the net single
premium which is levelled out so as to be payable over the premium paying term.

Gross premium is the net premium plus an amount called loading. Three considerations guide
loading. They are Adequacy, Equity and Competitiveness.

The first component of loading is for expenses and reserves. Expenses are incurred as New
Business and Renewal Expenses. . The former can often be substantial, giving rise to New
Business Strain.

An insurer also has to make provision for lapses and withdrawals. A lapse means that the
policyholder discontinues payment of premiums. In case of withdrawals, the policyholder
surrenders the policy and receives an amount from the policy’s acquired cash value.

Many life insurance policies are With Profits policies which participate in the gains or profits
made by of the insurer. These gains may be shared with participating policy holders in the
form of a Bonus or Dividend.

In life insurance, we use the term ‘Surplus’ to denote such gains or profits. Such surplus is

determined in the course of a periodic valuation that a life insurance company is expected to
undertake of its assets and liabilities.
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Surplus is the excess of value of assets over value of liabilities. If it is negative, it is known as
a strain. Surplus arises as a result of the life insurer’s actual experience being better than
what it had assumed.

The Surplus that is determined has to be allocated. This allocation is made towards three
ends:

o for maintaining solvency requirements

e increasing free assets

e Paid as bonus to policyholders.

Bonus is an addition to the basic benefit payable under a life insurance contract.

The most common form of bonus is the reversionary bonus. There are four types of
reversionary bonuses:

e Simple Reversionary Bonus

e Compound Bonus and Super Compound Bonus

e Terminal Bonus

Another method of distributing surplus is the Contribution Method, which has been adopted in
North America.

Unit linked policies involve a different approach to the design of products and follow a
different set of principles. These policies have certain distinct features.

Firstly they adopt the principle of Unitizing. Benefits are determined by the value of units
credited to the policyholder’s individual account.

Transparent structure: The charges for insurance protection and expenses component of a
unit linked product are clearly specified. The value of units is defined by a rule or formula,
which is outlined in advance.

Premium is divided into three parts - the policy allocation charge; mortality charge and the
balanced of premium which is allocated towards purchase of units.
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| Cases

. Mr Krishnan wants to know why the premium he has been asked to pay is different

from the tabular premium. How would you answer him?

. Mr Rajesh Nambiar has been informed that as per a mortality table the cost of meeting

his claim if he were to die suddenly at his current age of 30 would be only Rs.2 per
thousand. He wants to know why he has to pay a much higher premium per thousand
for a term policy for fifteen years. How would you respond?

The Net Premium of an endowment policy is Rs 27.60. If the total loading forms 40% of
the Gross Premium, what is the Gross premium?

Mr Rmmohan has been promised that he would get a bonus on his policy but would like
to learn a little more about it. How would you enlighten him?

Mr Surindernath would like to know if life insurance companies earn profits the same
way as other companies. How would you address his query?

| Answers

1.

The tabular premium would be reduced through rebates for sum assured and mode of
premium. It may also be loaded with an extra charge if certain additional benefits like
Double Accident Benefit and Permanent Disability Benefit are added, or if a critical
illness rider is attached. Finally, there may be certain extras which may be charged in
case of a substandard life or for certain hazardous occupations. So it is not necessary
that the tabular premium should always be what is finally charged.

Mr Nambiar must be advised that the amount of Rs.2 per thousand is only the pure
cost of meeting the claim if he were to die suddenly between age thirty and thirty
one. The actual premium he has to pay is a tabular or gross premium which includes
the above cost of claim [which forms part of net premium] as well as a loading
component for expenses, reserves and other contingencies. Further, the tabular
premium he is charged is not the premium for only one year but a level annual
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premium which is leveled over a whole term of fifteen years. So it is more than the
one pure term premium for age 30.

3. The formula for getting the gross premium is GP = NP + K (GP). In the above example
we thus have GP = 27.60 + 0.4 x GP; which gives us the following result: GP = 27.6 /
0.6 = 46. The Gross premium is Rs.46.

4. Many life insurance policies are With Profits policies which participate in the gains or
profits made by of the insurer. These gains may be shared with participating policy
holders in the form of a Bonus or Dividend. The bonus is determined by the life insurer
every year in the course of a valuation of assets and liabilities. Mr. Rammohan may be
advised about how this bonus will be payable to him in the form of reversionary and
terminal bonuses.

5. A life insurance company’s surplus is quite different from the profit earned by an
ordinary firm. In case of the latter, profit is the difference between revenue and
expenses as reflected in the profit and loss account of the firm. In case of a life
insurance company, the insurer’s gains are reflected by the term ‘surplus’ which is the
excess of assets over liabilities of the insurer, where the liabilities are determined by
the assumptions made by the insurer. Mr.Surindernath may be advised accordingly.
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\ Question

1. What is meant by rebate?
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CHAPTER 11

DOCUMENTATION - PROPOSAL STAGE

| Chapter Introduction

The various documents that are involved at the proposal stage and their significance include:
Prospectus

Proposal form

Agent’s report

Medical examiner’s report

Moral hazard report

Age proof

Know Your Customer (KYC) documents

Proposal stage documentation

Prospectus:

A prospectus is a formal legal document used by insurance companies that provides details
about the product.

The prospectus used by a life insurance company should state the following, under each of its
plans of insurance:
e The terms and conditions
Scope of benefits - guaranteed and non-guaranteed
The entitlements
The exceptions
Whether the plan is participative or non-participative

The prospectus is like an introductory document which helps the prospective policyholder to
get familiar with the company’s products.

Proposal form:

The insurance policy is a legal contract between insurer and the policyholder. As is required
for any contract, it has a proposal and its acceptance. The application document used for
making the proposal is commonly known as the ‘proposal form’. All the facts stated in the
proposal form become binding on both the parties and failure to appreciate its contents can
lead to adverse consequences in the event of claim settlement.

The proposal form carries detailed instructions not only for the proposer and the proposed life
insured but also to the intermediary who solicits the policy and assists in filling up the form.

Agent’s report:

The agent is the primary underwriter. All material facts and particulars about the
policyholder, relevant to risk assessment, need to be revealed by the agent in his / her
report. Matters of health, habits, occupation, income and family details need to be
mentioned in the report.

Insurance Institute of India Page | 41



Medical examiner’s report:

In many cases, the life to be insured has to be medically examined by a doctor who is
empaneled by the insurance company. Details pertaining to physical features like height,
weight, blood pressure, cardiac status etc. are recorded and mentioned by the doctor in his
report called the medical examiner’s report.

Moral hazard report:
Moral hazard is the likelihood that a client's behaviour might change as a result of purchasing
a life insurance policy and such a change would increase the chance of a loss.

Age Proof:

Risk of mortality in life insurance increases with age. Hence age is a factor that insurance
companies use to determine the risk profile of the life to be insured. Accordingly a premium
is charged for each age group. Verification of correct age by examination of an appropriate
document of evidence of age thus assumes significance in life insurance.

Anti-Money Laundering (AML):

Money laundering is the process of bringing illegal money into an economy by hiding its illegal
origin so that it appears to be legally acquired. The Government of India launched the
Prevention of Money Laundering Act, 2002 to rein in money-laundering activities.

Each insurer is required to have an AML policy and accordingly file a copy with IRDA.
Know Your Customer (KYC):
Know your customer is the process used by a business to verify the identity of their

clients.Banks and insurers are increasingly demanding their customers provide detailed
information to prevent identity theft, financial fraud and money laundering.
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| Cases

1.

3.

Mr Ajit Kutty wants to take a life insurance policy. Kishore, an agent shows him the
prospectus of ABC insurance company. What information will Ajit obtain from the
prospectus?

Mr Raj Kumar has to fill up a proposal firm. What information is contained in the
proposal form?

Mr Rajshekar Hegde is a life insurance agent. Why is it necessary for him to submit an
agent’s report with each proposal?

| Answers

1.

2.

The prospectus contains all facts necessary to enable him to take a decision regarding
purchase of a policy. He can know the terms and conditions, benefits, entitlements
and exceptions.

The proposal form is the application document which contains facts which are binding
on both the insurer and insured.

He should know that an agent is the primary underwriter. All material facts about the
policyholder need to be mentioned by him to facilitate assessment of risk.
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\ Question

1. What are the requirements for fulfilling KYC norms by a client?
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CHAPTER 12

DOCUMENTATION - POLICY STAGE

| Chapter Introduction

Policy stage documentation

First Premium Receipt:
An insurance contract commences when the life insurance company issues a first premium
receipt (FPR). The FPR is the evidence that the policy contract has begun.

After the issue of the FPR, the insurance company will issue subsequent premium receipts
when it receives further premiums from the proposer. These receipts are known as renewal
premium receipts (RPR). The RPRs act as proof of payment in the event of any disputes
related to premium payment.

Policy Document:
It is evidence of the contract between the assured and the insurance company. The policy
document has to be signed by a competent authority and should be stamped according to the
Indian Stamp Act.

The standard policy document typically has three parts:

a) Policy Schedule
The policy schedule forms the first part. It is usually found on the face page of the policy.
The schedules of life insurance contracts would be generally similar.

b) Standard Provisions
The second component of the policy document is made up of standard policy provisions,
which are normally present in all life insurance contracts, unless specifically excluded.

c) Specific Policy Provisions

The third part of the policy document consists of specific policy provisions that are specific to
the individual policy contract. These may be printed on the face of the document or inserted
separately in the form of an attachment.
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| Cases

Mr Seema Hazarika has paid the initial deposit towards the first premium against her
life insurance policy. What shall convince her that the policy contract has commenced?

Mr Deva Ramaiah has received his policy document. What is the legal importance of
such a document?

Ranjan Patnaik wants to know details of his policy like premium, nominee, sum
assured, policy number etc. In which part of the policy document are these
information available?

| Answers

1.

2.

When she receives the first premium receipt, it indicates her policy has commenced.

The policy document is the evidence of the contract between the insured and insurer.
If lost, it does not affect the contract if lost.

He shall find these in the policy schedule which is the first part of the policy
document.
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\ Question

1. What are the various parts of a standard policy document?
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CHAPTER 13

DOCUMENTATION - POLICY CONDITIONS - li

| Chapter Introduction

The grace period clause grants the policyholder an additional period of time to pay the
premium after it has become due. The standard length of the grace period is one month or 31
days. The provision enables a policy that would otherwise have lapsed for non-payment of
premium, to continue in force during the grace period.

If the premium is not paid within the grace period the policy gets lapsed. The polli8cy can
however be reinstated. Reinstatement or revival is the process by which a life insurance
company puts back into force a policy that has either been terminated because of non-
payment of premiums or has been continued under one of the non-forfeiture provisions. An
important condition is that the life insurer may require evidence of insurability from the
policy holder at the time of reinstatement,

One of the important provisions made by law is that if premiums have been paid for at least
three consecutive years there shall be a guaranteed surrender value. If the policy has not
been surrendered it shall subsist as a policy with a reduced paid up value. The policy
provisions usually provide for a more liberal surrender value than that required by law

Life insurance policies that accumulate a cash value also have a provision to grant a loan to
the policyholder. A policy loan is different from an ordinary commercial loan in two respects,
firstly the policy owner is not legally obligated to repay the loan and the insurer need not
perform a credit check on the insured.

Nomination is where the life assured proposes the name of the person(s) to which the sum
assured should be paid by the insurance company after their death. Nomination does not
confer title to the policy proceeds. Nominees are only entitled to give a valid discharge for
money received and have to hold the money as a trustee on behalf of those entitled to it.

The assignment of a life insurance policy implies the act of transferring the rights right, title
and interest in the policy (as property) from one person to another. The person who transfers
the rights is called assignor and the person to whom property is transferred is called assignee.
Assignment may be of two types - conditional and absolute.

A life insurance policy document is only an evidence of a promise. Loss or destruction of the
policy document and does not in any way absolve the company of its liability under the
contract. Life Insurance companies may, after due procedure, issue a duplicate policy to the
policy holder in lieu of the old one.

Alteration is subject to consent of both the insurer and assured. Normally alterations may not
be permitted during the first year of the policy, except for some simple ones. The alterations
that are allowed generally do not involve an increase in the risk. Alterations that have the
effect of lowering the premium may not be allowed
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| Cases

. A client of yours took a life insurance policy about six years ago and had not paid his

latest due premium. The premium was due on 20th August and he died on 7h of
September of that year. His brother who is helping his wife to get the claim suddenly
realises that the premium has not been paid and is very worried and anxious that the
company would not pay the claim. How would you reassure him?

Another of your clients had paid the premiums for about fifteen years for his twenty
year Endowment policy but has thereafter been unable to continue paying them
because he was transferred out of station. He is under the impression that he has lost
all his money. How would you address his concern?

Mrs. Ismael has an Endowment policy which has been in force for about twenty two
years. She is in urgent need of about fifty thousand rupees and seeks your help to get
some loan where she does not have to offer any collateral as security. How could you
advise her

Mr Sainath is anxious that only his wife should inherit his wealth after his death. He
believes that since he has nominated his wife in his life insurance policy, he has
ensured that no one else can enjoy its proceeds. Is he right?

Mr Sridharan has misplaced his policy document and is unable to trace it after many
attempts. He is terrified that he would forfeit all his money in the policy since he has
no document to show as proof that he is the policy holder. Are his fears justified?

| Answers

1.

2.

The client’s brother and the claimant may be assured that the policy has not lapsed
since the grace period would end only on September 20th. The full amount of claim
may be paid after deducting the due premium

Your client may be advised that under the non - forfeiture provisions, once a policy
has been in force for at least three years, with premiums having been paid, it is
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eligible for a minimum paid up value, which may be available at the end of the term,
or a surrender value which may be available in case of withdrawal. So your client may
be assured that he has not lost his money entirely.

3. Mrs. Ismael can be advised to consider taking a loan on her Endowent life insurance
policy, whereby she may get about 90% of its surrender value. She does not need to
have any collateral to take this loan as it is her own accumulated cash value she is
drawing from.

4. Mr Sainath must be advised that a nomination only provides the nominee with the right
to give a valid discharge for having received claim paymenjt from the insurer. It would
not give his wife title to his policy. He may be advised that the best course of action
for him may be to write a will, clearly outlining what his wife would receive on his
death, including the life insurance policy proceeds.

5. Mr Sridharan may be ressured that his fears are not justified. His life insurance policy
document is only the evidence of a contract and not the contract itself. He may apply
for a duplicate policy after fulfilling the necessary formalities and would be eligible to
receive the claim.
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\ Question

1. What is meant by Grace Period?
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CHAPTER 14

UNDERWRITING

| Chapter Introduction

Underwriting has two purposes
i.  To prevent anti-selection or selection against the insurer
ii.  To classify risks and ensure equity among risks

Anti-selection is the tendency of people, who suspect or know that their chance of
experiencing a loss is high, to seek out insurance eagerly and to gain in the process.

The term “Equity” means that applicants who are exposed to similar degrees of risk must be
placed in the same premium class.

To usher equity, the underwriter engages in a process known as risk classification i.e.
individual lives are categorised and assigned to different risk classes depending on the degree
of risks they pose. There are four such risk classes.

Declined lives

Substandard lives

Standard Lives

Preferred Lives.

Underwriting or the selection process may be said to take place at two levels:
o At field level
e At underwriting department level

Field level or primary underwriting includes information gathering by an agent or company
representative to decide whether an applicant is suitable for granting insurance coverage.

Underwriting at the department or office level involves specialists and other underwriting
executives who carefully consider all the facts before taking a decision to select or not and on
what terms.

There are two methods of underwriting.

The first is called Judgment underwriting.

Under this method subjective judgment is used, often relying on the expert opinion of a
medical professional known as the Medical referee, especially when deciding on a case that is
complex.

The second method is called Numerical Rating.

Here underwriters assign positive rating or debit points for all negative or adverse factors and
negative rating or credit points for favourable characteristics of the life being selected.
Numerical method of underwriting is widely used for underwriting insurance proposals.

Underwriting decisions made by underwriters may be of different kinds. They include
acceptance of standard risks at standard rates or charging an extra for sub-standard risks.
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Sometimes there is acceptance with lien on sum assured or acceptance is based on restrictive
clauses. Where the risk is large the proposal is declined or postponed.

A large number of life insurance proposals may typically get selected for insurance without
conducting a medical examination to check the insurability of a life being insured. Such cases
are termed as non-medical proposals.. Such cases are entertained subject to certain limits
being imposed on age at entry, sum assured, plan of insurance and class of lives.

Rating factors refer to various aspects related to financial situation, life style, habits, family
history, personal history of health and other personal circumstances in the prospective
insured’s life that may pose a hazard and increase the risk. Underwriting involves identifying
these hazards and their likely impact and classifying the risk accordingly

Some of the rating factors for non-medical underwriting include
Age and gender

Large sum assured

Habits and life styles

Moral hazard etc.

Some of the factors considered in medical underwriting include
e Family history including Heredity,
e Personal history of disease
e Personal Characteristics.
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| Cases

Mr Siddeshwar wants to know why his policy cannot be sold immediately across the
counter as in case of other commodities where you pay and take delivery instantly.
How would you answer him?

Mr. Bharadwaj is told that there is a lien on his policy as he has just recovered from a
bout of Tuberculosis and wants to know what it means. How would you enlighten him?

Mrs. Pramila who has just discovered that she is pregnant wants to take a life
insurance policy and is apprehensive that she may not be able to take it. How would
you advise her?

Umakant, a circus acrobat has been given a life insurance policy with an occupation
extra of Rs.4 per thousand and wants to know about it. Advise him.

George, who is fairly overweight, is a little upset because he has been asked to appear
before a medic al examiner, while his friend has been given life insurance without
such medical examination. How would you set his mind at rest?

| Answers

1.

A life insurance policy is a contract of insurance wherein the insurer agrees to grant
cover to the insured against certain risks in exchange for a consideration or premium.
The insurer needs to be careful when selecting these risks as otherwise it may be
selected against. It must also ensure that each person who is being given insurance
cover pays in proportion to the degree of risk he or she presents. Since this process,
known as underwriting cannot be done instantly but requires some investigation, it is
not easy for the insurance company to deliver the policy across the counter Mr
Siddeshwar needs to be apprised of this process and reassured that it is in his own
interest. If underwriting was not properly done, somebody else may profit at his
expense.

Mr Bharadwaj should be advised that since he has just recently recovered from TB, the
insurance company would like to guard against the possibility of a relapse which could
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be fatal. Hence he is given a policy wherein if he dies from TB during the next two to
three years, the full sum assured may not be payable, there being a lien or a claim of
the insurer on a part of the sum assured.

3. Mrs Pramila may be advised that since she is in the early stages of pregnancy and is
likely to take good care of herself including availing proper medical treatment during
the delivery, she may be granted insurance subject to a pregnancy clause that may
restrict insurance in case of death as a result of pregnancy within immediate three
months after delivery

4. Umakant, as a circus acrobat, is engaged in a hazardous occupation and poses an extra
mortality risk. He is being charged the occupational extra as a charge for this extra
risk

5. George, being found to be overweight, needs to undergo a medical examination since
he may be prone to certain health impairments like High BP which are associated with
extra weight. His friend is allowed insurance under non - medical [without requiring a
medical examination] because he probably does not have any such medical condition
that warrants a medical examination. George needs to be made aware about how non-
medical is allowed only subject to certain conditions being fulfilled.
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\ Question

1.

Why is underwriting [or selection] done?
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CHAPTER 15

PAYMENTS UNDER A LIFE INSURANCE POLICY

| Chapter Introduction

The following payments may occur during the policy term:

Survival Benefit Payments

Periodical payments are made by the insurer to the insured at specified times during the term
of the policy. The policy bond is returned to the policyholder bearing an endorsement of
payments made after each survival benefit instalment.

Surrender of Policy

The policyholder opts for a premature closure of his policy. This is a voluntary termination of
the policy contract. A policy can be surrendered only if it has acquired paid-up value. The
amount payable to the insured is the surrender value which is usually a percentage of the
premiums paid

Rider Benefit
A payment under a rider is made by an insurance company on the occurrence of a specified
event according to the terms and conditions.

Under a critical illness rider, in the event of diagnosis of a critical illness, a specified amount
is paid as per terms. The illness should have been covered in the list of critical illnesses
specified by the insurance company.

Under hospital care rider, the insurer pays the treatment costs in the event of hospitalisation
of the insured, subject to terms and conditions.

The policy contract continues even after the rider payments are made.

The following claim payments are made at the end of the policy term specified in the
insurance contract.

Maturity Claim
In such claims, the insurer promises to pay the insured a specified amount at the end of the
term, if the insured survives the plan’s entire term. This is known as a maturity claim.

The insurance contact terminates after the claim is paid.

Death Claim

If the insured expires during the term of his / her policy, accidentally or otherwise, the
insurer pays the sum assured plus accumulated bonuses, if participating, less dues like
outstanding policy loan and premia plus interest there on respectively. This is the death
claim, which is paid to the nominee or assignee or legal whatever the situation may be. A
death claim marks the end of the contract as a result of death.
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A death claim may be:
e Early (less than three years policy duration) or
e Non-early (more than three years)

The nominee or assignee or legal heir has to intimate the insurer of the cause, date and place
of death.

Repudiation of death claim

The death claim may be paid or repudiated. While processing the claim, if it is detected by
the insurer that the proposer had made any incorrect statements or had suppressed material
facts relevant to the policy, the contract becomes void. All benefits under the policy are
forfeited.

However this penalty is subject to Section 45 of the Insurance Act, 1938.

Section 45: Indisputability Clause:

No policy of life insurance shall after the expiry of two years from the date on which it was
effected be called in question by an insurer on the ground that the statement made in the
proposal or in any report of a medical officer, or referee, or friend of the insured, or in any
other document leading to the issue of the policy, was inaccurate or false, unless the insurer
shows that such statement was on a material matter or suppressed facts which it was
material to disclose and that it was fraudulently made by the policyholder and that the
policyholder knew at the time of making it that the statement was false or that it suppressed
facts which it was material to disclose.

Presumption of Death

Sometimes a person is reported missing without any information about his wherabouts. The
Indian Evidence Act provides for presumption of death in such cases, if he has not been heard
of for seven years. If the nominee or heirs claim that the life insured is missing and must be
presumed to be dead, insurers insist on a decree from a competent court.
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| Cases

1. Mr Bimal Roy had a policy less than a year old. He passed away in a road accident.
What requirements are to be submitted by his nominee for settlement of the death
claim and accident benefit claim?

2. Mr Akshay Kumar died in a road accident, while in a vehicle driven by a driver, within
three months of taking a policy of Rs.20 lakhs. He was also suffering from cancer, but
had not disclosed this while taking the policy. Is the death claim payable?

3. Mr Sanjay Tiwari while attempting to murder Anil Singh was killed by Anil in self -
defence. Is the death claim on Sanjay’s life payable? Give reasons.

4. Mrs Renu Chauhan has a money-back policy of Rs.10 lakhs. What procedure is adopted
for a survival benefit payment to her?

| Answers

1. His nominee needs to submit claimant’s form, certificate of cremation or burial,
treating physician’s certificate, hospital certificate, employer’s certificate, death
certificate, policy document and certified court copies of FIR, PIR, PMR and PFR

2. Since the vehicle was driven by someone else, the proximate cause of cancer leading
to instability and causing accident does not arise. Hence the suppressed fact, though
unethical on the part of the insured, has not resulted in his death. As such, claim is
payable.

3. Sanjay’s nominee would get the basic sum assured. Accident benefit shall not be
payable since Sanjay’s death was due to breach of law.

4. She needs to submit her policy document along with a discharge voucher. The policy

document shall be stamped with an endorsement showing payment made, and shall be
returned to her along with the survival benefit amount.

Insurance Institute of India Page | 59



\ Question

1. When is a death claim repudiated?
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CHAPTER 16
REGULATORY ASPECTS

| Chapter Introduction

An insurance agent should always bear in mind that she is selling a promise that the insurance
company will pay a certain amount of money if a misfortune occurs.

The prime purpose of insurance regulations is to protect the policyholder. The Regulations
made by IRDA seek to ensure that insurance companies should exist as financially sound
organisations to honour the contracts that they have entered into. IRDA regulates companies
from their registration onwards and monitors all their major activities like investments,
accounting etc.

Insurance Act, 1938, and Insurance Regulatory and Development Authority Act, 1999 form the
basic framework of insurance regulation. The Insurance Act 1938 has provisions for monitoring
and control of operations of insurance companies. The act deals with various aspects like
registration of insurers, capital adequacy and solvency requirements, investment norms,
statutory returns to be filed by insurers, rural and social obligations of insurers and
regulations regarding agents and other intermediaries.

Insurance Regulatory and Development Authority (IRDA) was established in 2000 as an
independent authority to regulate and develop the insurance industry. IRDA has prescribed
regulations for protecting the interests of policyholders stipulating obligations on both
insurers as well as intermediaries.

An agent can be an individual agent or a corporate agent.

To become an agent the prospect should possess minimum prescribed educational
qualification, should undergo prescribed practical training, pay the prescribed fees and
undertake the prescribed examination.

IRDA regulations stipulate that every person holding a licence as an insurance agent shall
adhere to the specified code of conduct. The code of conduct clearly specifies what an agent
will do and not do, the act also prohibits an agent from offering a rebate as inducement to
anyone to take an insurance policy.
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| Cases

Mr. Joseph wants to know why insurance regulations are needed in a free and
democratic society. Howe would you respond to him?

Mr. Rahim has an enquiry about which are the bodies that fall under the purview of
insurance regulations in India. Can you advise him?

Mr. Kailas, who has an agency with a life insurance company, is approached for taking
an agency by an officer of a general insurance company, but is not sure he will be
allowed to do so under the law. Advise him

Mrs. Chandilal has a lot of time at hand and wants to be an insurance agent. She has
just passed her fifth standard. Can the agency be offered to her?

Mr. Abhilash has lost his agency license and is very worried that he would not be able
to continue with his agency. Can you reassure him?

| Answers

1.

2.

Mr. Joseph needs to be advised that the prime purpose of having insurance regulations
is to protect the policyholder who has paid the money and bought the insurance
policy. The government of a country is duty bound to protect all its citizens and
entities in the country through its legal and judicial systems. Regulations are made to
ensure that insurance companies should exist as financially sound organizations to
honour the contracts that they have entered into.

The bodies falling under the purview of regulations and the IRDA are Insurance
companies; insurance intermediaries like agents, brokers and corporate agents;
surveyors and third party administrators.

Mr Kailas may be advised that an agent can be issued a licence for doing ‘life’ or
‘general’ insurance or both. Insurance agents who hold licence to act as agent for both
a life insurer and a general insurer are called composite insurance agents. So he can
take up the general insurance licence.
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4. Mrs. Chandilal must be informed that the minimum qualification required for becoming
an insurance agent is 10" standard pass from a recognised institution and hence she is
not qualified to be an agent.

5. Mr Abhilash need not worry as he can approach the competent authority for issue of a

duplicate licence to replace any licence that has been lost, destroyed, or mutilated on
payment of a fee of rupees fifty.
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\ Question

1.

What are the training requirements for a twelfth standard pass candidate to qualify
for being an insurance agent?

of AIC?
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CHAPTER 17
LIFE INSURANCE AGENCY AS A CAREER

| Chapter Introduction

As per the Insurance Act, an agent is one who is licensed under Section 42 of the Act,
authorised to be a salesman for insurance, and is paid commissions for soliciting, procuring
and continuance of the business.

Apart from individual agency, other insurance channels include:
Corporate agency

e Brokers

e Bancassurance

e Direct marketing

Through an agency career, apart from the scope to earn high incomes, an insurance agent can
also attain a tremendous amount of job satisfaction and social respect if one’s job is done in
an ethical and professional manner. The work - life balance that one can achieve when one is
working as per his own career ambitions is also a plus point

The Qualities that would contribute to success in the career as an insurance agent or advisor
include:

Having fire in the belly and an entrepreneurial spirit

e Possessing a Positive self-image

e Being a self-starter with an inside - out approach

e Ability to relate and communicate with people

A study on “What makes a good salesman,” published in Harvard Business Review, suggests
that a good salesman should have two basic qualities: empathy and ego drive

Four major areas of unethical behaviour have been identified in the insurance sector:
e Misrepresentation : stating one thing as another
e lllustrations : presenting only one scenario and suggest that the illustrated one will be
correct
e Replacement : or modification in an old policy in whole or part with a new policy
e Advice: giving any legal or tax advice if one is not an attorney or a CA.

The IRDA has prescribed a code of ethics and market conduct for agents. It has laid down the
regulations for recruitment, training and licensing of insurance agents.

Effective September 2012, a standard proposal form has been adopted by all life insurers for
all individual policies. This is based on the draft exposure guidelines issued by IRDA in June
2012.

The Agency Function consists of two distinctive tasks:
¢ Building a relation with the customer - which inspires trust and confidence
e Providing expert financial advice to the customer - which enables the latter to meet
his or her needs for insurance in the most appropriate manner

Insurance Institute of India Page | 65



| Cases

. You have become a successful agent and a friend of yours wants to know what it takes

to make a great career in agency sales. What would your answer be?

Mr Janardhanan has been sold an Endowment policy after being advised by his agent to
surrender his existing Endowment policy and use the proceeds of surrender value to
pay for purchase of the new policy. Has his agent done the right thing?

Mr Balachandran is very unhappy because he was sold a ULIP policy with information
that he could definitely expect at least twelve percent returns, but now he finds that
the amount he has redeemed is less than what he paid as premium? Is he justified in
being angry?

Mr Pratap is being invited by an agency manager / development officer to be a life
insurance agent under him. What are the advantages of being an agent?

Mr Jayant kumar believes that the only competition he would have as an agent is other
agents like him. Is he right?

\ Answers

1.

2.

3.

Though there may be many elements in creating success in sales, we can identify four
elements that make a great agent - namely, fire in the belly and an entrepreneurial
spirit, a Positive self-image, ability to be a self-starter with an inside - out approach
and ability to relate and communicate with people

The agent is guilty of unethical behaviour by way of replacement - modifying an old
policy in full or part with a new policy.

Mr Balchandran is justified in feeling angry because his agent has presented a wrong
kind of illustration - presenting only a positive scenario and not informing him that
there could be other scenarios where his client could even have a loss. Given that
many people have associated life insurance products with financial security and
guaranteed returns, it is quite likely that Mr Balchandran may have been given to
believe the same.
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4. Some of the principal advantages of being an agent are (i) the scope to earn high
incomes; (ii) possibility to have a tremendous amount of job satisfaction and social
respect if one conducts oneself in an ethical and professional manner. (iii) finally, as
one is master of one’s life, there may be better scope for building work - life balance

5. Mr Jayant kumar is not right because there are other channels for marketing insurance

- like brokers; bancassurance and direct marketing in addition to other members in the
agency channel. His competition thus goes beyond fellow agents.
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\ Question

1. What are the two tasks in an agency function?
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CHAPTER 18

LIFE INSURANCE SELLING PROCESS

| Chapter Introduction

Selling as a profession refers to the act of inducing a commercial transaction through inducing
the purchase of a product or service, such act being carried out with the intent of earning
remuneration. Insurance agents are sales persons who seek to induce members of the
community to buy insurance contacts written by the insurance company that they represent.

Selling is both an art and a science. It is an art in the sense that every sales person brings his
own distinct style in the way he communicates, builds rapport and relations with prospective
customers, engages in fact finding and presents solutions. It is also a science in the sense that
it involves a systematic and consistent process with clearly sequenced steps, which is sure to
lead to success over the longer run.

The sales process involves the following steps

Identifying and building a list of prospects

Developing by qualifying the list of prospects

Approaching to get interview appointments with these people
Gathering information and unearthing the needs

Capturing the priority needs with the help of ‘dreams and aspirations’
Presenting the solutions effectively

Closing the sale, meeting objections if any

Conducting sales follow through

Delivering the policy

Committing to post sales service

Prospecting is the process of gathering names of people who can be approached for a sales
interview. The Target markets for prospecting can be tapped through:

Targeting the Immediate group

Targeting one’s Natural market

Finding Centres of influence

Getting References, introductions and testimonials

Getting support from other service providers

Conducting seminars and events.

Sending communications to prospects on a mass scale via emails, newsletters, personal
website or blog, social networking websites etc.

"Qualified" prospects are those people:

who can pay for insurance,

who can pass the company underwriting requirements,
who have one or more needs for insurance products, and
who can be approached on a favourable basis
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During a sales interview with the prospect; the agent should do a need - gap analysis. In need
gap analysis we engage in a process of gathering detailed information about the prospect’s
insurance requirements, to identify and determine the appropriate insurance solutions to be
offered.

After completing the sales interview successfully, the agent should design a solution based on
the prospect’s need and present the solution.

The agent may handle client objections using the LAPAC (Listen, Acknowledge, Probe, Answer
and Confirm) approach.

Closing a sale involves persuading the prospect to buy now. While closing the agent may use
the ‘implied consent’ method or offer alternatives to the prospect.

Once the sale is closed, the agent should do a sale follow-through and deliver the policy

Service on the part of the agent is an integral element of the sales cycle. Essential to a
commitment to service is a structured program for maintaining contact with our clients.
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| Cases

1.

Srijit has been approached to take an agency but is not sure whether he will succeed.
He thinks that he may not have all the skills needed to make a sale. How would you
allay his fears?

A high profile agent opens his Temporary Premium receipt book and asks his prospect
to which name should he make out the receipt. Which method of closing of sale is he
adopting?

Mr Raman has just taken an agency and is hesitant about how to take his first steps.
What would you suggest?

Mr Ranjit singh believes that once his sale is made, it is the job of the office to take
care of the customer and he need not have anything to do with that person again. Is
he right?

| Answers

1.

2.

3.

Srijit needs to realise that selling is both an art and a science. It is an art in the sense
that every sales person brings his own distinct style in the way he builds relations with
customers, communicates to them and builds a sale. But it is also a science in the
sense that it involves a systematic and consistent process, which if followed with
commitment and persistence, is sure to lead to success in the longer run. Srijit just
needs to be open and ready to engage in consistent practice and continuous learning
from that practice. He also needs to follow the sales process rigorously. He will find
that the law of averages would come to his aid and in time, he would find success
knocking at his doorsteps.

The high profile agent is using a well - known technique of closing known as ‘implied
consent’. When he opens the Temporary premium Receipt Book, it is an indication to
the prospect that he has already agreed to the sale. If the latter has not, he has to
convey his hesitation to buy, which would lead to more of the cycle of persuation.

The first step for Mr Raman is of course to draw up a list of prospects he would
approach for soliciting insurance and building a relationship with. There are a number
of sources from or through which such a list can be made like immediate group, one’s
natural market, centers of influence etc.
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4. Mr Ranjit Singh needs to know that an agent’s success and credibility depends on his or
her ability to build trust and relationships with his or her clients. It is true that the
insurance company may be responsible for doing the policy servicing functions but the
customer would still be looking at his agent for support. Service on the part of the
agent is indeed an integral element of the sales cycle and an agent can ignore this fact
only to his or her peril.

| Question

1. Name a method for meeting objections.

Insurance Institute of India Page | 72



CHAPTER 19

CUSTOMER SERVICE

| Chapter Introduction

Customers provide the bread and butter of a business and no enterprise can afford to treat
them indifferently. The role of customer service and relationships is far more critical in the
case of insurance than in other products. This is because insurance is a service and very
different from real goods.

Insurance agent’s role in providing great customer service:
Some of the milestones in a contract and the role played at each step agent:

Point of sale - Best advice:
The first point for service is the point of sale. One of the critical issues involved in purchase
of life insurance is to determine the amount of coverage (sum assured) to be bought.

The agent really begins to earn her commission when he/she renders best advice on the
matter. The agent should be able to understand customers’ needs and suggest products whose
benefit features are most appropriate for meeting these needs.

The agent’s role is to relate to the customer as a coach and partner who would help him to
manage his life contingent risk more effectively.

Proposal stage:
The agent has to support the customer in filling out the proposal for life insurance. The
insured is required to take responsibility for the statements made therein.

Sometimes there may be additional information that may be required to complete the policy.
In such cases the company may inform the customer directly or through the agent / advisor.
In either case, it becomes necessary to help the customer complete all the required
formalities and even explain to him or her why these are necessary.

Acceptance stage:

First premium receipt (FPR):

It is the agent’s responsibility to ensure that the FPR is issued by the company to the insured.
Promptness in this regard communicates to the client that his interests are safe in the hands
of the agent and the company.

Delivery of the policy document:

Delivery of the policy is another major opportunity that an agent gets to make contact with
the customer. If company rules permit a policy document being delivered in person, it may be
a good idea to collect it and present the document to the customer.

Premium payment

The agent has to be in touch with the client to remind him / her of the premium payable so
that the policy does not lapse.
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Claims settlement

The agent has a crucial role to play at the time of claim settlement. It is her /his task to
ensure that the details of claim are immediately informed to the insurer and any claim
investigation that may be necessary are supported to expedite the process.

Other services

The agent, by maintaining regular touch with her / his policyholders, can render other
services to the policyholder such as arranging for prompt issue of duplicate policy, policy loan
payment, change in homination, assighment and facilitating revival of lapsed policies.

Grievance redressal

The time for high priority action is when the customer has a complaint.

A complaint is a crucial “moment of truth” in the customer relationship; if the company gets
it right there is a potential to actually improve customer loyalty. The human touch is critical
in this; customers want to feel that they are valued.

The idea is that a customer should stay for life and refer other potential customers to the
agent for solving their life insurance needs.
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| Cases

. Mr Shashi Narang’s policy has lapsed. He contacts his agent, Rakesh Sinha.What should

Rakesh do now?

Hema Parthasarathy lost her accident in an accident. She was the nominee in her
husband’s life insurance policy. Hrithik was her husband’s agent who came to offer
condolences.What should Hrithik do at this stage?

Ishant, an insurance agent, met Mr Manubhai Keswani who is a wealthy businessman,
aged 53 years with two children, both of whom are married. Mr Desai wants to buy an
insurance policy.What should Ishant do initially ?

Answers

1.

Rakesh should examine the status of the policy regarding number of premiums paid
and advise the client to revive the policy. Rakesh could obtain the necessary forms
and assist in the revival process.

Hrithik should enquire about the deceased’s life insurance policies and assist Hema in
filling the various claim forms, help in getting the death certificate and follow-up with
the insurer for quick claim settlement.

Ishant should try a need -analysis and convince the prospect to go for life insurance as
per his requirement and affordability.
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\ Question

1. Why is it important is it for a life insurance agent to provide service?
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CHAPTER 20
GRIEVANCE REDRESSAL MECHANISM

| Chapter Introduction

Insurance industry is essentially a service industry where customer expectations are
constantly rising and dissatisfaction with the standard of services rendered is ever present.
Alive to this situation the Government and the regulator have taken a number of initiatives.

GRIEVANCE REDRESSAL MECHANISM

Integrated Grievance Management System (IGMS):

IRDA has launched an Integrated Grievance Management System (IGMS) which acts as a
central repository of insurance grievance data and as a tool for monitoring grievance redress
in the industry.

Policyholders can register on this system with their policy details and lodge their complaints.
Complaints are then forwarded to the respective insurance companies.

IGMS tracks complaints and the time taken for their redressal.

The Consumer Protection Act, 1986:

This Act was passed “to provide for better protection of the interest of consumers and to
make provision for the establishment of consumer councils and other authorities for the
settlement of consumer’s disputes”.

Consumer disputes redressal agencies:
“Consumer disputes redressal agencies” are established in each district and state and at
national level.

District Forum:
e The forum has jurisdiction to entertain complaints, where value of the goods or
services and the compensation claimed is up to Rs.20 lakhs.

State Commission:
e It entertains appeals from the District Forum.
e It also has original jurisdiction to entertain complaints where the value of
goods/service and compensation, if any claimed exceeds Rs. 20 lakhs but does not
exceed Rs. 100 lakhs.

National Commission:

e The final authority established under the Act is the National Commission.

e It has original, appellate as well as supervisory jurisdiction.

e |t can hear the appeals from the order passed by the State Commission and in its
original jurisdiction it will entertain disputes, where goods/services and the
compensation claimed exceeds Rs.100 lakhs.

e |t has supervisory jurisdiction over State Commission.
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Nature of complaints:
The majority of consumer disputes with the three forums fall in the following main categories
as far as insurance business are concerned
¢ Delay in settlement of claims
Non-settlement of claims
Repudiation of claims
Quantum of loss
Policy terms, conditions etc.

The Insurance Ombudsman is another important grievance redressal mechanism.
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| Cases

1.

Mr Mahesh Bhonsle died while having a life insurance policy of Rs 55 lakhs. The claim
was rejected by the insurer. Which forum should his nominee approach for relief? In
case the complainant loses, to which forum should appeal be made?

Mr Pulakesh Barua’s nominee was denied the death claim on his policy amounting to Rs
20 lakhs. She has been advised to file a complaint both in the consumer forum and
with the ombudsman. What would you advise her? Why?

Mr Dharanidhar Panigrahi lost his complaint before the insurance ombudsman. What do
you think is his claim amount? To whom should he appeal?

| Answers

1.

The nominee should file a complaint in the State forum, which is the trial court. In
case of adverse judgement, she should appeal to the National forum.

The nominee should file a complaint either in the district consumer forum or with the
ombudsman subject to territorial jurisdiction. A complaint cannot be filed
simultaneously in both forums.

His claim amount cannot be more than Rs 20 lakhs which is the compensation limit of
the ombudsman. He should appeal before the High Court.
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\ Question

1. What are the various types of complaints filed by policyholders in consumer forums?
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PROPOSAL FOR INSURANCE ON OWN LIFE

To b&filled in by Proposer himself.
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(All answers to be filled in legibly. Answers must be given in words. Strokes of the pen or dots or dashes will not be accepted as replies)

1. <iqol ia (AT werw) i e SR @ AN grefivar g ﬁWW?%?L?
TR AW (F A9 %) T war Rrrd v R s | & wwe ?

) . - Object of Insurance
Full name (Surname first) and address to which communications are to be sent.

L 1L

LI I [ [ T T T T 1]
|
|
|

| |
| |
| |
I |

| l l I l Place of Birth
L L] L]
L [ 1] LTI R / Sex
| | i | | | I I 1 l | I 5 / PIN Nationality M/F
el B (THEISY uftd) / Telephone Nos. (With STD Code)
R / Res. Py [ Office

o | TR TEOAET TR (IR ) VIRl T (R T A

TRIA ST BT Y

Residential address, if different from above .
Nature of age-proof submitted

LI [ [ [ 1]
LI T T [ [r»

9% / e-mall

fipem afie R gy |5
Age (nearer birthday) Date of Birth

[ [ [ |
[ [ | e W= faE qui 99 | SR
| [ [ ]
[ [ [ ]

Years

<iféra A9 / <féra F™ / Short name o Wyt 9 (s wom) [ R F1 R AW ($STE 99E) / Father's full name (Surname first)

R afk (GHMR) S A (srema W) a @
Mg af &1 g1 W (FEIH wE) @& e

Nominee’s full name (Surname first) and address

Tl SOS N

;T | TERI
Relationship to yourself

kR

2B.

AR (Rl afi) e 3T @Y o IR (IMEER) W Am g T | 99 | SRR A Feseul el A gee W@
IR T @fd e &, o Faea &1 @ T | g I | e afta & W Rean | weafy & wow 3§ Pgw afa & swmer
If nominee is a minor, appointee's full name and address Age | Relationship to nominee | Signature of Appointee as token of consent

WS TR HRIGATS e | I8 W9 SRS gRT W1 94 | [

Note : It is in the interest of the proposer to avail the facility of nomination. 1



4A

4B

8A.

8B.

FES MM Yod | weafde waew | Al afoRew wafe |9k emoR wwarfaa JAET o g | difese @ Rt frafta
REHT (YIS AN |FFH (AETqH I | 3 H1 ? FGITET A BT ? TFEH
T St sty | Sl 3y afRaa S aftn iR Rerd S | wn g Reaow | af Wi @1 www Bt | e aif
(3mawTes € ) (emaes 2 ) B} aegear & ? | e Rl @ umd # 1
Plan & term Sum proposed Term rider sum proposed |Critical iliness sum Is accident benefit | If Policy is to be dated back,] Amount
(if required) proposed (if required) required? indicate date deposited
= T B9 woR? (aifde, werd), R, R far 3.3.a)) g ARIRS FeR (I 99 RmmdY) | fam @, T apmat 9.3.
grar R (affs, sefis, e, aRe @ a.a.9) YA MRSRT 4. o w. &7 T A.55.
Mode (Yearly, Half-yearly, Quarterly. Monthly or under SSS) Paying authority code Deptt. No. Badge or S.R. No.

eATET FIUA / I TIHI / Present occupation

arqarar ¥ w6y / R B TRl W99/ Exact nature of duties

}
!

SeATeA] HreshTd i / I IR BT A / Name of present employer

T GG BIoar) / SHP AR Aal @ @1afd / Length of service with him

N\

Nerfores arrern / e greran

Educational qualification

it mity %./af¥e amr .

Annual Income Rs.

IR WM / T S A1

Sources of Income E

WA FHT ?
SIRIHR T & ?
re you an Income Tax Assessee ?

IMYOT AT MBI AN [SIS wifee) =n /

F %‘ ar Eaul 1 &1 Seog W / If you are employed in the Armed Forces, please note:

drites g LRk WA $oso ol FER)
AT 9T WAl amerd IR ARy wlen % 9

I o i e sy e @ waren aRem &) foelt | waren Soh

Wing to which you belong i Date of last Medical Medical category after

Examination

Medical Examination

-1 Yen B qia G HO1 B F1?
A FRI?
w3 BN AN T1 B TR R W &
afe g o Ba?

Were you ever below A-1 category? If so, when?

TEHSEA B FEEs a1 s Pvrerdl SNeRTHS WS e SrgerE
JTECHIE 3ol JMIUTHGT TSfIoT 3R S ? a¥ Ivedr, i i @y
w1 $ 5N sratey 31 a1 s B deR 31 anft s e SR 5 B aear@ g3 a1 3Mqs Sa| S

Sharadies fan wifesdt

S

qifesTt & qde A Fafr g areleT s fban e @ ? anR A A w2 |

Is your life now being proposed for another assurance or an application for revival of a policy on your iife or any
other proposal under consideration in any office of the corporation or to any other insurer? If yes, give details.

FEFISHTA FIUATE [ Ha¥ies fbar 31 S dReRieS oo et s st srrEr o

it g1 T avaEE 3.

wﬁw%ﬁ%mﬁw&aﬁmmﬁnﬁéﬁmaﬁm@aﬁmm%vﬁwéﬁ%ﬂémwm
e St difes g’wﬁi'@? A v aﬁémaimqa Eﬁ‘*ﬁ/ Has a proposal (or an application for revival of a

policy) on your life made to any office of the corporation or to any other insurer ever been.

B fba T | R e el
WU S T/ | audie ayafe Saw
SR E @A | CF Edgm

i fRRR Raxo fofoR

Answer 'Yes' or 'No' | If yes give details

3. Pig Gvard e, ASfa swoara st far wfiia sxvara siret w17 siRaga Fevard et BRI?

T < fosan, T, wifa an s foban € 2
Withdrawn, Deferred, Dropped or Declined.

4. e T a9 a1 aron o7 WeRe B ?

AR 1 Yo a1 Te & Ay Wi b 7w € ? / Accepted with extra Premium or Lien ?

b.

weeTiass eriimar e s widiay Weret or ? / s vl & sfRe s vt W g

fa T &7 | Accepted on terms otherwise than those proposed ?

Il FRPREY T W SR oMo Wrfte Ud gutd Biod) el R
AEHSHIAT TR YIB! 3Med BT ? SR 99 3RS 9= T qURRs 2T,

MY RaGRIED T8 39 BRU A A 9 TF a9 § S Ui S Fm @y g

Wil f & T ? R @ 41 Swe @Rt R |

Have you during past one year returned any policy of the corporation as the same

was not acceptable to you ? If so give details:

2




9. | muem amffen fmuidt miftd en. (Vew N9 avla wwfia/ve SSeayzen Wil o)
I Wit Reed difsdal &1 Y e R (Res 3w a6t § w@fia W@ sors died &1 afdla 539)
Please give details of your previous Insurance: (including policies surrendered/lapsed during last 3 years)
it o o driee | oee | e Iy TR WO |fw (wmm | el | ool R | Tees
T andre WSy ¥k | anft | Plew | aRRew | ooR | smer® =iy et E TS| T
FOSTI IR WA T | qed wide | wafda | afiRes | ormdt | o s PN mswﬂl
anfor o RAfe | R fafa SCs ] IO Rerita b
ITE H?
PN FHH | @ XFEH wea ?| o
i o [Few? A
=
ol L L % |
T/ Riftea | T afg i @
w W Pay | T IRE
IEfy e TR awe? g‘::[m
Policy | ) s ? N arwrdor
ber nsurance Companies =
num from where the previous | 150 & Whether .
policy/policies have term Sum Term Critical Amount | Month accepted | Medical | Whether | ffnotgive
‘ been purchased with assured | assurance | iliness of & as or in force due date
: address on rider rider accident | Yearof |proposed | non- for full of last
' : main Sum Sum benefit issue at ordinary | medical | sym premium
od . paid
) plan Assured | Assur taken rates, i not Assured | or date of
| give details| surrender
1
10. | SR sfoer / mRaRe sf@a / Family history
rga / ffa / Living 94 / Dead
Figfe shem / wRERs siigg ELE wpfoH | e R g TR 9 [ §g & | TG BROT | TG FT FROI
Family history Age State of health |G A / Age at death Cause of death
s / fia / Father
S / AT [ Mother
W/'lﬂg / Brothers
forda / fafa| / Living..
A/ A [/ Dead......cccoovvonerivcneneninns
afolt / g4 / Sisters
forda / R / Living....oeoeeeeececee
A [/ A [ Dead.......ccoovveveeccrcenns
SRIBT / FRT [ Gl / GH ] Wite / Husband
‘13 / S8 / Children o
ISECRASICE AT 1 T
TA [ A/ Dead....ciicrcnceccieceiscen
1. | dafoms sfiga / Jufds sfga / Personal history B s Ay SR IR B ST WUl Seter e
s g meaEr ARfg| AR swR e F @ O g R Risg
Answers ‘Yes’ or ‘No’ If ‘Yes', please give full details
@ [ sreasint sfe Rew STAR STAwES SO TR SRR e
Tua YT JTH Feol Uaol B B 2 @ oW fiws ifg @l & diew fRd
RN S F ol Rl ¢ vaE VA ae WY 96 SR B sEvEwar <8 9,
et Reicas ¥ wwet @ & ? / During the fast five years did you consult a
Medical Practitioner for any ailment requiring treatment for more than a week ?
®) | frRemr, STER sFR TRIfRAETS YU TETEn wTONGA fhar sy
IRGG 6 B HI? | T AU HH W G, IO, IwER Al e
TER F ey fafrew & fau fFf s @ QarE A aee R mn
2? | Have you ever been admitted to any hospital or nursing home for general
check up, observation, treatment or operation ?
(© | voRrem FroTaET Yo ar quid o FEt FHEST AREOR Aieer Sl B ? [ Hb
oy fiea dfT avt & IRF WReA F MR W o 1 § IR W & ? / Have you
remained absent from place of work on grounds of health during the last 5 years ?
3




(@

@

12.

13A

13B

13C

B fbar W SR F1? ) H AW TG, e, g, FH, T, AR T FRHIES
a5 I A w0 M9 ® € @ 39w GRa £/ Are you suffering from or
have you ever suffered from ailments pertaining to Liver, Stomach, Heart, Lungs,
Kidney, Brain or Nervous system ?

e, &9, AfG/FW AN, FARNI, PHY, RS, JIURES, TERNT a1 SR DO
T SIAOT ST B fbar e Swerq B1 P/ @ ong WydE, &, ved W N e
T, &, fel, sl Sove, o w ARl o A Gfe @ £ @ 5w W
fafsa & ? / Are you suffering from or have you ever suffered from Diabetes,
Tuberculosis, High Blood Pressure, Low Blood Pressure, Cancer, Epilepsy, Hernia,
Hydrocele, Leprosy or any other disease ?

IO Gl RN I A @ R w1 ? /) w aed NS aae § B R
71 2 & ? / Did you ever have any bodily defect or deformity ?

o Hdl e /o S B B ? Iy W gednra g0 € W AE H@e
wf § ? / Did you ever have any accident or injury ?

JTYUT IYART BRA IET I1 MYV FEN ST BN ? / Y ITNT FIQ & T I BN
Sy fa & ? Did you use or you ever used ?

() WEH | WE9H / Alchoholic drinks

(i) TmERS et / TS wert / Narcotics

(i) ST BRI AGE A / I P AGH §A / Any other drugs

(v) IR FuRie davy / G @ v § 9955 / Tobacco in any form

TR A TSR F A7/ WG % e o Rk SR @ @ 2

What has been your usual state of health ?

BN F1? a1 W= Mm@ MR FTER U IE FIY

T ATH FN A G W U F Wy § Rifvere 9 wewl, sveR @ etk
TR DI AEATERA TS R, W TN F 3 g GRAT b e SuaR o @ R

Have you ever required or at present availing/undergoing, medigal‘advice.
treatment or tests in connection with Hepatitis B or AIDS related eondition:

SRy dew auetiEe (Redeeta) @ @) ouifed) @ ¢
f-fafbem wmed & grn W Jwg 9 Hew @09 gom, R i TR (R o)

TEANREE FEE g S9l
A8, 7 I / Height

ToH FISARTE G0 9GS ot
5% | a9 | Weight

In non-medical cases, please state exaet'Heightsfi Cms."@nd Weight in Kgs.
(without shoes)

=g Wi / < Sl / FOR FEMALE PROPONENT

e iy

STIY] FeAT RIS
g Hi ? aa &
a7 g e @ ? sifem e fafr

Are you pregnant now ?

Date of last delivery

amaer et AT e yorara swest B & ? R R
S A P17 I TN o1/ F1 AP B Ti9rE T
mivTa o R gen o ? AR & &Y Ravor RSA |

Have you had any abortion or miscarriage or

Ceasarian section ? If so, give details

Y1 SracT ARG
S AR =
oo wiRe o 3 [y
fafad

Date of last Menstruation

aferr Tﬁ T ) ofy @ QX A / Husband's full name

i I [ SR a9 [ His occupation

| aIffes v | 9@ aiffe 3 / His annual income

Teiten famaren quelte / 99 4 W wwafAa RAawo SR1 / Details of Husband's Insurance

@ A W (SR e wifewi teema st R
. FgA UG IS TR R/ sRtedE T )
uifesel < frm & srfea @1 am

Insurance companies from where the previous

policy/policies have been purchased with address
Policy number

e veen | R B 9 qaa
Cii e aIfeset T Im@fy
Sum Assured Table & Term

aifereii= wwerfRerdt

Hifesst @t e Rty

Present status of the policy




14, | smuor 9% sRea srwosem T Avoen wd 3l @ fEm smueeT quivo) et JmRd @1 ?
T B T IR T Ao & e aen o 3 gufa: www 6 € R ?
Have you understood fully the terms & conditions of the plan you propose to take ?

15. | PR dremrear ot anfor ot saoTe Toies WS wifiae e @ ? ]y [ &
TR Sifdeal 3 ! sefad Aot f ud wHgrh & = ? o [ &
Whether the terms & conditions of the proposed plan have been explained to you by the Agent ? Yes / No

16. | s Ife wTTET dar FRUATarS! Huar géer AR [HE BN [ SnUw) e a1 2 ¥ TN WERAd B 39 forg 8 e Seer® @9 @ pur R

Please provide the following information to help us to serve you better.

o TreuTaT qudier [ TS §9% WIS @1 fAawor | Bank Account details |
a) WIETET ¥R [ WY B w9 [ Type of Account : &r&ra [ =Te / Saving / Current
b) SIS WY TP | IS W BT AT | Your Account No.
c) R I THIRNSIR [ =Y serarer THSTIASIR [ 9 Digits MICR :

d) 3nUS A AT T U | AYF T BT R I 9ar [ Name & address of your bank.

17. | & JUTEER 7§ Foie A% W Biehd SieT | % (3 5 eee 5 ue vRn - 59 59 yuw & W S |

Attach a photocopy or cancelled cheque with form

; %ARATION BY THE PROPOSER

the person whose life is herein being proposed to be assured, do hereby declare that the foregoing
statements and ansers have been given by me after fully understanding the questions and the same are true ans complete in every particular and that | have not withheld any
information and | do hereby agree and declare tat these statements and this declaration shall be the basis of the contract of assurance between me and that if any untrue
averment be contained therein the said contract shall be absolutely null and void and all moneys which shall have been paid in respect thereof shall stand forfeited to the company.

Notwithstanding the provision of any law, usage, custom or convention for the time being in force prohibiting any doctor, hospital and/or employer from divulging any knowledge
or information about me concerning my health or employment on the grounds of secrecy. |, my heirs, executors, administrators and assignees or any other person or persons,
having interest of any kind whatsoever in the policy contract issued to me, hereby agree that such authority, having such knowledge or information, shall at any time be at liberty
to divulge any such knowledge or information to thed Company

And | further agree that if after the date of submission of the proposal but before the issue of First Premium Receipt (i) any change in my occupation or any adverse circumstances
connected with my financial position or the general health of myself or that of any members of my family occurs or (ii) if a proposal for assurance or an application for revival
of a policy on my life made to any office of thed Company 1as been withdrawn or dropped, deferred or accepted at an increased premium or subject to a lien or on terms other
than as proposed | shall forthwith intimate the same to the Corporation in writing to reconsider the terms of acceptance of assurance. Any omission on my part to do so shall
render this assurance invalid and all moneys which shall have been paid in respect thereof shall stand forfeited to the corporation.

Dated at &I / onthe day of / 9§ 20

wieflerT W& / el & gwer / Signature of witness

g / AF [ Name Tl A SoRTguTE A w8 fhar siesman s

€971 / @a¥™ / Occupation iﬁﬁﬂsﬁmmﬁamﬁa%mﬂ‘\rmmﬁm
Signature or Thumb impression of the person whose life is

O / 9l / Address proposed to be assured.

4. U9 WO SAfd ENUYS (SR AUSie Widen ) “f & 3 BT Byat ot N adie Wl T REEETe! QUiTe JREH S smea
T SR T2 WSS IS a1 @ FH 3o @« T TRAEHEM AR I W Aiee e
muﬁmﬁm&;maﬁwm(maﬁmﬁw» ¥ gagErT 9T Fval § 5 89 sRaas B SuRe wed weria s fad € silv
ST Wret # wow qoi fm & a wvee b @ o - S5 51 24 T SRl @ wd W fer #

Declaration by the person filling in the form (in case form is filled “I hereby declare that | have fully explained the above questions to the proposer and {
up/signed in a language different from that of the proposal form) have truthfully recorded the answers given by the proposer”

Yol i 9 991 / S9ohal B 919 g 9l / Declarant's Name & Address

Terl/E¥aR/ Signature




1 A wse 6 geoal o A/ MEd (ria, g&1, =EW™) T 8 YU qeT SRINGSId ferderel! A8k
aa1 qufad gaerEget s anfor & gwaifya swke w@d gfkom @ w@EspA dda anda.

4 g8 gaiforg S & & st/ shmch (7™, ug, ¥a9™) I g9 9UF a7 SXAE@S 7 & ™ I
qF quf v} wamig @ @i gxaifaa HIR & @) gRonm 43 @Ew Ao @
I certify that the contents of the form and documents have been fully explained to me by (Name, Designation, Occupation) Mr./Mrs. and | have

understood the significance of the proposed contract.

Rregrared) gearfya ey waresy a1 forear singar su1 / @91 & o uwarda cagd) BT FEAIER a1 89 & U3 &1 e

Signature or thumb impression of the person whose life is proposed to be assured

2. R TEd FRER oS TR IHIadTal SRSl oW, S iee A g o A wRa B R RS ge i qorgy WA / g

WES 9CW YUI St HERis@r Efte e s wiifta afkm wieifya ) aflm e _ wiNd qoivor o Wit s s @rdie Jeg]
P TR T ¥ Eemes @ @RS $O T ~ JuiO AR T ey Afda el siTeeren oW1 SHefeT I
If wwES TS ® @) gwaEs Bt s e, A 0 afasdia 8 TaggTa 9fYa @war € R 3 wearas sivyar Smdi S saee § g sl
= g1 RTat ggam avear ¥ 8 Wt @ sk o e @ <Eia ) s agereRi __ wrar % qoRr: e & € ik wemas / Sl
9 8, T @t S 98T e 9 g% uwon f el Tt | %G%wi?r:% AN & 918 § TAEUF W U SR e e # o

In case the proposer is illiterate, his/her thumb impression should be “I hereby declare that | have fully explained the above questions and contents of
attested by a person of standing whose identity can easily be established, the proposal form to the proposer in language & that the proposer
but unconnected with the corporation and this declaration should be } has affixed the thumb impression above after fully understanding the contents
made by him. thereof.

oG qid 9 91 / SNeIREt &1 A 9 qar

Name & Address of the declarant

wnerdl/awmeR/ Signature
fm sifeform 193¢ T 3resiet vy w1 aRier / St BT 193¢ B ISITE vy BT ARIY /| SUMMARY OF SECTION_45 OF INSURANCE ACT, 1938

it wia Rt @ sraga 39 9T 95, R e @1 Sivian sEaTerta aen uRer, 94 7 B Rl e @ s T JrEerett ATt & AEwaget
Rareh dddia ame a1 SgEfia B0t savas SeaTTsl sreft A T Squaia el My @ wd fRAveRM diwt SAER IO IS e g dobt
ferterren wd #rEch 819 B Q awe @R s | kR it WY ST SR T Safeh Bl @ &fid JTCATeR 2 aui=a] SuRIfeeaa
HTTETId fearelt real gatet ar @d) smed o witH i darem Fiorere diferdtean ariiar et I ATE |

ST ATl T T8 frarar 8 39 S uvara 3 a1 el srearer § waren wRes @1 oy a1 NERg
HEaql e & Heefta & a1 32 9ifa 3 smavas B gu o 99 9o @1 | r T R g
W ST o B g7 T4 o1 & AT WUl ST il Sol STvge & S aea B iy v gifhes
T AT SIS o U1 HEHR dHTR ! Shast a1HT & fpet diferedt o arfte wWded gem
feaoft: weeayet” @1 stef o @1 S Re SO ¥ fiHiET YA ) g HEu v
No potlicy of life insurance shall, after the expiry of two years from the date ol Chyit
proposal for insurance or in any report of a medical officer, or referee iend o

unless the insurer shows that such statement was on a materiat ma
and that the policyholder knew at the time of making it that t|

31 [T AT 3T BIs axarael 4 & gl THE Ry a7
y e A e o SR AT wRTe 3 99 SNER % aF
Tl TeTerH 3 & 2 9 T1e § SuRIe BrICe ™ feur T e

asieffegted, be called in question by an insurer on the ground that a statement made in the
elinsured, or in any other document leading to the issue of the policy, was inaccurate or false,
ed facts which it was material to disclose and that it was fraudulently made by the policyholder
e or that it suppressed facts which it was material to disclose.

L
to collect my policy bond bearing no.

Name: Life Assured / Proposer’s signature

B st aq3¢ = F&H ywa sad / SR BIgH 1938 @Y MIRT w9 @1 WRIW / INSURANCE ACT 1938 UNDER SECTION 41

1) SN i Fond FfFaer YRaide duer e =eEadte FuenE sheriten derta w901 o @ 9dieRe SR fFar & e
IO IS TOINA UM el 91 IegaRen € quia: a1 _sivra: arer fdar gifeday 3RSen swaimyE ye vk Arél fhar sefid afy
g W A B, 7@ A1 oy T 9§, P arw af B e & ok |, i Feen, @Y e a1 aRa § fhdlt o 9 A9 6 e )

géﬁaﬁmw*mﬁmmwwmmmwmwﬁﬁmwwwéﬁaﬁmﬁgIqﬂﬁﬂﬁmﬁaaﬁzﬁm
, ST TN B AT Giferdl) B oirdd & forg &% Mt ge A & srafd 8, Riarg g ge & S dieal & waIlE faavfore @ arfermial
¥ avd Wi & | v dw sfiedl aRT o & oftaT TR P e Siad S SRl IR R FEE @Y, 39 99 URT % oiata, N § we a8

T SEW afe 99 diferft & wiEfa % <R, g8 Imw 3y @Y Sredl & qurl dwr sl & e d witE B @ |

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 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. Provided that acceptance by an.insurance agent of commission in connection with a policy of life insurance taken out by
himself on his own life shall not be deemed to be acceptance of a rebate or premium within the meaning of this sub-section if at the time of such acceptance the
insurance agent satisfies the prescribed conditions establishing that he is a bonafide insurance agent employed by the insurer.
2) T FOATET TGSl W AT 91 qroA | BeAN B, UiHY W € 81 Ih.
F1$ N AR Sl 39 WS F wrdl F AP ¥ THAl | 98 Yoo YA qF F AT W gvH B |

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

AT @R} fFar siteaTal Sul/UaEe % ER<IAN A IS BT fARIVI/ Signature or thumb impression of the proposer

Has dTBH JUUE o st / Fae w@ea gden Wt 4 & I / FOR MEDICAL CASES ONLY
“H 3 yifdg FRAl B, WEE JUM-AM U TS U9 H. 90 9 o g yeeidl SR el @t TS ardeard! dgelt a9 Hawa wren
w@&ﬂaﬂﬁwgg/mmwﬁmm.)”/“ﬁ!mﬁmmiﬁsmﬁwwmﬁswmmmqowmmﬁmm
T SR aE-ad v § ek ?ITngﬁ I EAER ﬁFQ/SN‘-TI 3]'{131 e o 17/ A certify that the Life Assured has signed/put his/her thumb

impression in my presence after admitting that all the answers to the Questions Nos. 10 onwards of this form have correctly recorded.”

S e IavmaEr @t w8 fhar siearEn swydn 6 v wanfag afda Juiy quracl HRON-AE A / ARy qed b EdER
TSR AT @1 ¥ / Signature or thumb impression of the proposer Signature of the Medical Examiner

fas / fdw / N.B.: @& fFar siroarar sw Juafia qurel svraren SuiRida RO e AR, / SWIER BRAT AT IF[El R S w@rea
Tdiers 3 SRR F & B MRY | / Signature or thumb impression should be affixed in presence of Medical Examiner.

6



vsieen MU= 3fEa / Afde s\

3garet

sl B Mo Ra / A shfaw Rad
AGENTS CONFIDENTIAL REPORT / MORAL HAZARD REPORT

Xgency“ggcfie;s' / ¥ 3 Sﬂiﬁe’r\'
Toied /b G359 Aia 3T g/ sifiehal/ us o 3. 1 1 &R g/ A . | I dem
Agents / FSE’s Name & Address Licence No.
ATt faie / Wi ffy
Date of Expiry
R TapH [ yRafad Wi
Sum Proposed :
SRATEET 19 / JRIGE BT AW / Name of Proposer 9 | 91 [ Age
1) (1) 3maor yeEresTen HHIT S ? / fhaet sraeh & Ay wReaTad B WS § ?

How long do you know the life Proposed ?

(@) smavr el / Rreareh AT W aiETa &1 2/ 9 oY 9uF | SHe ReER @ ? af &« Rawo Sy / q
Are you related to him/her ? If so, give details
(%) WAl AR Al v o o ? / s @ Hefdrs v FmE ? ) e
What is the educational qualifications of the life proposed ? P
2) () T ST afe S qudle @ / ot amed a1 R ¥ | \ TR @i / weRa | 9w/ R
Give details of Annual Income from \ poser e / Life proposed Remarks
(37) =9 AB® / FBA ¥ / Employment
(9) 91, J[ER / ANR, JIER / Business, Profession \“
. . -
(@) fgafvemgda/ figsfmigga/ HUF \\
(3) o AR (awdid =) / o= & ( (specify details)

Tt [ el [ TOTAL

2) (i

IR IR DRI [/ I B ? [ R T W I S IR I D
gd S forRm ? / What proof of income is verified by you in respect of Income stated above ?

(=)

& A B e Rad Wi v ) @ 3 3 9, Goe € ? @ Raea gR1 Ran gon
T & ? / Whether it is salary sheet or certificate issued by the employer ?

S ey Rad T 0 T AR B ? ey IVeRT Ko wi @R 9% 37 IR ? F/
A IRANE SR R gon S T ¥ ? SReY R ¥ R g ol ok <iga <ien w £
Whether it is certificate issued by the C.A.? What is the Permanent A/c. No. alloted by I.T.
authorities?

(®)

IEY Raver YR W qURe ARG B ? WH W G R IR 7/ MG} [0 5 6

Sifg Ft & @ ? e o wba W @1 § ?/ Whether copies of income tax retums verified ?
What is the PAN ?

(®)

WAl afemn o Rfaed aoor afRe: e SER & aeE NaE IR SR
@7 W I W AR W waEs e B (e Red $ e ¥ wgE ¥ 2 @ o e

WA F1 39 MR &% & ? / Are you personally satisfied with the financial standing of the
proposer / life assured and justify the current proposal.

®

STYAT TTED AL &1/ v HIaRvT R ATTaeiss YA SRRITad Urerd el AT 1 ? o . ara W [
At ARt &Y swara o e & 7 & ? Whether KYC/AML norms are fulfilled for the proposer ?

(w)

TR AT TR R STy HIOTeEY SeTaTd) Twadiielt a1 el waftra e T SiavT wTRSHn
T el AR BI? | FT TP AT AT A g brg ) iward F wodk 5 78 ¥ ? 3k Seaam

“\’i@% 2?2 Are you satisfied that the proposed and/or proposer is not connected with any terrorist activities ?

3) (1)

TR I IRERY T S SNE P ReId e B WRY wRed g $9 & ?
What is the general state of health of the life proposed.

@)

1?7 TSl TG el ¥ W d g A oK fel ¥ s e w1 weRe Rem A
@15 I®1 & ? / Does he/she have any physical deformity, impaired sight or hearing, Physical
impairment or Mental retardation ?

7




3)araﬁa

®)

TER IR, 9@ ™ a1 ver waida B oy quel wear sraui Wil A $1 7
A 3B N TN | & 9% ved B RAS 1 9 3 ORa ¥ 1 S 9 arvem g ® P W1 oRwaa ¥ Wl
I 7 a7 TN W gé & ? / Do you have any knowledge of his/her having suffered from any iliness or injury or
undergone any operation or medical investigation ?

4) wwEs o walla aff g anfer dioien wefdema au e T9t SN o 31 anf Fem AW anfd
ToEl YRl ot gciell e SNl SNUe WM S SR FT P/ w1 NN GWES § A WA ofed W
TR R & av # RawRed B ok o o dge @ B o A oRerd fisd 9 ol § R Tk (o
& §§‘ £ 1/ Did you discuss with the Proposer/Life Proposed the status of Previous Policies and are you satlsﬁed that no
policy has lapsed within the last three Years ?

5) & waERR 3= Bo@rel yerE ([ diforiren giiaar wdE) Jiaiey e, AR, el el yiidd
IR 3R YN AR Sl Il YUY Heq e &1 P/ T NS RS $ BIS A WRaE (T uifoRh &
TReH) %aﬁﬁm%aﬁm AP, T BS A T, T IR F I I T N Wgad R WA/
Are you aware of any Proposal (or revival of any policy) of the life proposed having been deferred declined dropped or
accepted at terms other than those proposed ?

6) WRaAd RN aEaRe e Far aie Rt @ / = SofRe 9o Fa o e R S
SR S T G IO G S BT 2/ W G TG $ AEH, ARG A G Rl $ aR
ﬁﬁﬁﬂﬂ%@mﬁﬁﬁﬁ@mm = &Y A T @1 T § OFRy SR 98 9T | [ Are you aware of anything
in the occupation, financial or social position of the life proposed, his/her personal habits or any other cirumstances which
might be likely to add to the risk ?

7) & AneEn 96 IS I FEw S s i Wi Geigd Rew smd &1 7/ 39 Ao S 9 I o W
I TEE B Q8 a8 WS & R N ? / Have you explained fully the terms and conditions of the plan to the

proposer ?

8) fi Jefda vawvid aa (oW Wit = / R Seed S ¥ o, AW IMERY RRIT | Under Non-Medical cases only, give :-
(9) ShoEvart Qo1 / TEaH $ FEF / Marks of identification

(3) R M5 1Y / & 9V 7Y / Exact Physical Measurements

Sil o e yrdesa] dierH iR ESEipI] x4 YT U9 BIdET B
S Weight T F1 O_1 A T& f: R1 WA 6 EoBRELER
Height Girth of Abdomen at Navel Level iration Gi hest at Nipple Level On Inspiration
A4, /Cm. 5.9 / Kg. \ A, /Cm. 3.4, /Cm.
# T o Wi R @) At R A T ) oty aaR oA, / 4 T s e & Ry Rivor 48 T iR

ﬁmasmwmsﬁwﬂél/lherebyde

foregoing statements are true and correct to the best of my knowledge and betief.

Ramor @\

at

On the

uE &

20

day of

20

Toics ¥EiEr / Sfhal BT EwIeR / Signature of the Agent

(famrr B qui @)

T aferen ed fawdt AEh st gt ame anfdr ft < s derem

Fpeften s R G wwar B a Ry A aRdgar s
T afdr aRIaR anrea.

(e iRt gr1 wof fen )

ﬁagwmmﬁéﬁaﬁnéwﬁwwqﬂaﬁwﬁ@

Tg Bl yifeetf@s faRor

IR w7 §

(To be completed by the Agency Manager)

| am satisfied with the identity of the party and on the basis of my indepen-
dent enquiries, | hereby declare that the foregoing statements are true and
correct to the best of my knowledge and belief.

f&ToT / AT / dated at &41% / Onthe
Afg T / 9’ & / day of 20
g 37fer gEr / Swd (duf|) / AW IR we

I
W SER AR e & IR W

Name & Designation / Standing (No. of Years)

(@eny. / eny. / 4.9nu J gof @won

1 aferen edl Ry AR @l ged e e W Ao daen
Apeian auR W B Bval B e fum A aRdgeR
foearr R @¥ anfor aReR sRa.

(G309 / ey / 4.y gR ot fam sme)

# 9 gRT WaT BY ¥ B T (BT F IR W ST B IEEE 9 AGE § AR
K@lﬁgﬂémg%gﬁ%@a R ¥ Twer sk Ream § R W@

(To be completed by Branch Manager)

| am satisfied with the identity of the party and on the basis of my indepen-
dent enquiries, | hereby declare that the foregoing statements are true and
correct to the best of my knowledge and belief.

f&P10T / UM / dated at &7 / Onthe
Hfgar / "8 ¥ / day of 20
/g enfer ger / S (3u) / AW R wE

Name & Designation / Standing (No. of Years)

e} / BER / Signature

Yanerd / BRER / Signature




7 Ti%T 951 FORM OF NOMINATION

(TS TS/ STaaes e &¢/For Minor Nominee)

a ' ' & dileriETeie S

TR Sy e/ At/ AR/ et , ™ ay

SO ST I

aﬁmmmmmﬁr@ﬁh%ﬂmﬁmﬁ?ﬁmﬁmﬁmﬁawﬁammﬁmm——m

Ty i S T

I AR T TRATEAT HEHSI W e e 2 divdierad et e e v FEw B o,

L o ’ 7 il & IR SRR

A/ AT (Fee) ; Rraa ™

Lt S ' o aur g

%,ﬁwmwﬁs%mﬁmﬁamiﬁrﬁﬁﬁmﬁwqﬁwﬁ%maﬁaawasrgnamﬁmmnaﬂ?ﬁ
g

i Rt gar—

%ﬁmaﬁﬁ%mﬁﬁgmmgmmﬁaaﬁwﬁﬁﬁﬁﬁﬁaﬁ \‘M-‘vﬁaaﬁamzﬁr
gﬂﬁﬂﬁmmi

L ~ _the Life ssu@derthe within Policy, hereby nominate
my (relationship) named _aged

years and whose address is »
as the person to whom the moneys se
and | hereby appdint

s Policy shall be paid in the event of my death.
years and whose address is
as the person to recenve the moneys secured by this Policy in the

event of my death during tl’% ominee .
famor/zeeita ®=iM/Singed @l _ RAiwthis____ #RI/WE day of , 20___
TieTER /ael/Wintess: .
e /Ewer/Signature
qof e/ A/ Full Name
. T safe @@
|/ Occupation ‘ , TER Tl TR
G1/qel/Address : Signature of Life Assured
L ' —gdiw Frgfeen Wl Sule e oR.
IS AW HH (Praes =afth) TAERT IO TuRies Fafe @t weafer 3 § |
|, the above named ' =
(Appointee) do hereby endorse my consent to my appointment aforesaid.
HietrETe /|l /Witness ;
e EENer /Signature _
ot Fia/qa A/Full Name
. g st @t
18/ Occupation _ | | © P afe @ R

9H1/9d1/Address o Signature of Appointee




g
S ECH

INSTRUCTION

TR ISR A S SR O S wifee R P B 9.
g afte @ Tt Haw 98 BT Gl § R @ & Sied W uieRll & @1 e $ae SReR g |

An Appointment of Appointee canbe made only by the holderof a Policy onhis ownlife, i.e. only by Life Assured.

mmﬁwmmmmsmmmmmwmwﬁ
AT A FEE.
ﬁgﬁﬁaﬁsﬁﬁqﬁs%mﬁwmwgﬁamﬂmﬁmwﬁzﬁmﬁ% me%m

i foera &1 @R |
After filling up the blanks as may be necessary in the Form of Appomtm .n e prlnted on the reverse

. the Lite Assured should copy out on the back of the Pohcy

The Life Assured must affix his signature to the end ntment of Appointee in the presence of a witness. If
the Life Assured be not conversant with Engh n'the endorsement before an English knowing witness and if
he be illiterate, he must affix his thumb impftes on ndorsement before a Magistrate or a Gazetted Officer.

mmWa@ﬁa@%ﬁxmwwmmmsﬁ

mwﬁmﬂﬁamﬁmm a@rﬁwﬁﬁmmm@ﬁaa@/ﬁiﬁw&ﬁ/w@ﬁﬂgﬂm&ﬁm 4

mﬁmﬁmm%ﬁsﬁwwﬁﬁa&ﬁgﬁwaﬁﬁ%méﬁmeﬂ

ﬁmmﬁtaﬁa@wﬁmﬁmw%aﬂ?wﬁaﬁmﬁmmﬁﬁ%aﬁﬂ%mmmﬁmﬂﬁm/
I H I @ E

"Certified that the contents of the Appointment of Appointee have been explained by me to the Life Assured

Shri/Smt.__ in vernacular and that he affixed his Signature/
thumb impression thereon in my presence, after thoroughly understanding the same."




SR BT | TdER @1 99 / CLAIMANT'S STATEMENT
(uiferireaT TehieR HRICYIR TEifiied SRFT Sfdka WROY)
 (3unfie w9 iRl 9 UM % §heR AfdRT gRT HRT SIQ)
(To be filled in by the person legally entitled to the Policy moneys)
(W TR RIS AT, ST i S, eregviven fig fbar Yo7 W SR AE.) _
(T IR e ford o | SR wrsal A R 9T RY | e 6 FeTH, g I TR ITR 9 F PR T A 1 qapeh)

(All answers to be filled in legibly. Answers must be given in words. Strokes of the pen or dots or dashes cannot be accepted as replies)

T SR <. 91 gifordt

(erral i 17) '

. = .

w | % fge R o | <. 31
(F<tep o1 1 -1 fora) : :

e Y diferdy AT F g b T H |

In connection with claim under policy No. .  for,

on the life of : . 7

(Insert full name o

A R iferRA TTeflet TR e e e,

1, as the claimant under the policy make the follo

1) TSR AR - TAER ¥ vy § %‘ am r$ regarding the claimant :

i) aréamﬁma/aﬁawmqrq

i) @/ g Age iii) gxeafy 3. Tel. No.
iv) o1 / 9e Address |

e Cla|mant

v) qa it sfeeeh T |
A dRER | I \

Relationship to the deceased life assured
vi) diferdrean Yedasier aficaren spR / T : i, wegeRih, e, v, e e ffaures

e &1 R o siertar aiferedt i o forg e sper faan e, sreifa-Amifener, snvrdt, e, e, =i ar

feafte » '

Nature of Title under which the claim for policy money is submitted viz : Nominee, Assignee, Executor, Administrator,

Trustee or Beneficiary , :

2) Ta dffa afeaiEd queia
7 dMER & fawe & fdaver Particulars regarding the deceased life assured.
£/ Shri/Smt.
i) e i gog= e
- 9ER &) g # AE

Place of death of the life assured

(PTO)



i) g faeies / geg fafer / Date of death

T [fArd 9% [ 5eg @1 81 WRg Exact time of death

|/g/31 AT 9T AIRE: AM /P M.

i) e A R 9
7o & G dHER @ g

Age of life assured at death

iv) SR ASTRYCITET Jad
3t~ G ) srafdy

Duration of last illness

V) I Ao HROT
Y BN BT TIHIITD BIROT

Immediate cause of death

Last occupation of the life assured

[ |
vi) QO kT SRR \{
THER @1 iy Sy .
7~

vii) Qe aferean sra”=n o= : U
ISR BT 3ifew T
Last address of the life assured A

viii) gerebred] afere ot A G\N\

3)

4)

i b AT &1 /1 AW
Full name of decease %
7 =R o Y R e 35 e R o SRR 35 fer ¥ e

Particulars regarding tF er Policies on the life of deceased : ‘
' oY o/ e o= S0 s o R srdve
SRR 3. S e | pEiAR AE / TR AR A | 9w R o R B ?
gferrs. | dmisfy T T [T AR HT AW | IRY A Ay e gele, GTWafW X
Policy No. Sum Assured Name of issuing Office Date of SRRl e Dl
g . . Whether with Double Accident
& Servicing Branch Commencement

or Extended Disability Benefits

a) T Sl TICHGESTA] PR Tl SATRTT HH gl el Bt 2
T 7 TR I 7 B ) T Ig R e At o ?
When did the deceased first'complain
of being not in usual good health?

b) TS TR Feredl ATRIVY TFeT
I T 5 TR 1 TR Y Rreprera g8 |

Nature of illness then complained

5)

i~ SR & T9T e = arell & 919 |

The names of medical attendants during the last iliness.




6. o1 I auTd ATl Hoell e, 379 A Juey Rifheaanial A nfdr 1R, s Rifdheietean aTge Feel Skl TR
el A ast & sreR goes = o et & qRiwet fora srerar Riftrea a1 21, S9F 7MW &Ik 0 F21 TS & T Rierad
Tt forg o geret ek St fofer ar fafdrt sem |
Names and addresses of the doctors consulted during the last three years stating against each name the complaint for
which he was consulted and the date or dates thereof: ‘

ool Hiefelel feAiss fAfretep / Fvomerd A =i oy o=t THRY T
I o ) fafey o Ryferat RifrTent a1 IRTA & AF AR T e &
Date or Dates of consultation Name of the Doctor or Hospital Nature of complaint
and address
1.
2.
3.
A F— & ore St A=A/
B TR Ferel I T T TR 3.
# TAIGERT SN e/ HRa
o SR ford &% U @ o) el & SR I eRE Qe B ;
I a do hereby declare
that the statements made herein above are true in each and esp
M= RO (@ AfRidaR STaR HId S &1 S ST TN dee i a1 Sy
ST FiTelcl & AT 3G PP e IS e (A e, gNuRT, Qe fhar qead id) TS Aeid 9 8 a9
7q AfRTER STAR Feled! I TF TIRTAGP DA 1 SeHife g sfeRTea deiie JeuRie Aifed) o Hemewrdl
iRl ORISR a7 FoR et FRifhgdt/3 N ST el Il A AeMe® ) BEeR] T BRIGYR AR fhar
aﬁvﬁéi:qmmaimaém ?

VaTt o mm%wwwmﬁ%gqﬁﬂ%ﬁﬁﬁswmwaﬁmﬁw%mm
R i = o {03 géwm@mwaaﬁ%%qaﬁamﬁﬁﬁmmw%%ﬂmmwaﬁw
SR 5ot SR Y e SRy A R o forg ifen a1 ST i, St e € b ke & s & fawy & Sl f et 21 e
Wﬁwmﬁ%@a@ﬁﬁwﬁ%%@fmmﬁﬁﬁrﬁ 78 i, S pRierl iR Ry JemeeRt a1 i W =rae™ @
e g & |

Notwithstanding the provisions of any law, usége, custom or convention for the time being in force prohibiting any physician or
Hospital from divulging any knowtedge or information acquired by him/them in attending upon or examining a person on the ground of
secrecy. | hereby authorise the physician or Hospital who has attended upon or examined or treated the aforesaid deceased life assured
for any ailment or iliness to divulge any knowledge or information regarding the deceased state of health which he/they may have acquired
whether before or after the Policy was issued by -the: Company , to the Company ; its offices and legal advisors or in court of law.

, - Hfg ag -'20 WIS e

e | R A 20 W O

Declare at this : dayof 20 before me.

' ' SRERRN TIERy / sFTeErar e
EIAER P E¥er / 3 & e

: ’ Signature / Thumb impression of the claimant

fepror / <o feiew - g @AM

Declare at __ this____ , - Full Name

afesr - g§20 - WEATIHE - gEr/ 9 Designation _

LI 20 F 9% guel 9iftg 9= / o Address

Dated at — : this —

Day of 20 before me

B T . Tel. No

liERE e / el & FEm | ' - (PTO)

Signature of Witness



LA

NOTE: This form must be completed before (1) An Advocate (2) a Bank Manager, (3) a Block Development Officer, (5) a
Commissioner of Oaths, (6) a Doctor, (7) a Gazetted Officerm (8) a Head Master of High School, (9) a Head Post Master or
Department Sub-Post Master (but not a Branch Post Master) (10) a Magistate, (11) President of a Villager Panchayat or Local Board

SR ENOTEHEE @ E / m%w@ﬁ@ammmmmmwwwm
SEENETIRIES

7f2 eoeat 5 TTRRE WIS ¥ EXAIaR HRAl & A S b1 P SR & A el Py Ao eliom av o gReer HRe
i

IF THE DECLARANT SIGNS IN VERNACULAR OR AFFIXES THUMB IMPRESSION, THE WITNESS SHOULD ALSO
SIGN THE FOLLOWING DECLARATION.

YT THRUATE AT M B & T AGET STt Reifep W SO QU et Sy s/ o e/ R e/
ST ST 81 AR Lo FHSeTOR et/ IHCae 3.

T R SiTer & 5 5% B 3 RIeeT Shyved Y Swh GIRT WA O atel T H e fora R SR S faaRor bt et it
R O & a1 & T IR I ERler 6 & / st st e e |

CERTIFIED THAT THE CONTENTS OF THIS FORM WERE EXPLAINED TO THE D %ANT OF VERNACULAR

AND HE / SHE HAS AFFIXED HIS /HER SIGNATURE / THUMB IMPRESSION HERE TO ULLY UNDERSTANDING
THE SAME.

ey / ETER Signature

o7 919 / 9R1 M Full Name

g1/ 9g Designation

A
47/ 941 Address AN\
ZReg | UMW Tel. No. %‘




	proposal.pdf
	Page 1
	Page 2
	Page 3
	Page 4
	Page 5
	Page 6
	Page 7
	Page 8
	main page.pdf
	Page 1


	Nomination new.pdf
	Page 1
	Page 2
	Nomination last page.pdf
	Page 2


	Calim.pdf
	Page 1
	Page 2
	Page 3
	Page 4

	proposal.pdf
	Page 1
	Page 2
	Page 3
	Page 4
	Page 5
	Page 6
	Page 7
	Page 8

	Nomination.pdf
	Page 1

	Nomination last page.pdf
	Page 2

	Calim.pdf
	Page 1
	Page 2
	Page 3
	Page 4




