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ULIP Era
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 ULIP became the main regular premium product

 The boom in the Capital Markets helped the cause

 The  Insurers became Investment Bankers

 Essentially , Mutual Fund business at Insurance cost 

 Life insurance penetration grew 2.5% to 4.6%
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Rise of Banca-assurance
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 Banca-assurance became the most efficient channel in many ways

 It also underscores inability of private player to develop an efficient agency channel

 No product differentiation with agency

 Culture of additional marketing support

 Banca-assurance is not a symbiotic relationship 
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Protection growth
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 Sum assured to GDP % of India grew from 45% in 2006 to 70% of GDP in 2017. 

 This is mainly due to constant focus on protection, better and affordable 
pricing

 Premium of 35 year old for 1 Cr. Sum assured has come down 65 % to 70% 

 Group Term and credit term products have also helped



Continuing Dilemma
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 What to sell?

 ULIP Vs traditional  -
 Par or Non Par

 Through whom to sell?

 Banca-assurance Vs Agency.

 How do you make the ‘Insurance Savings’ product more attractive

 Curious case of a reverse subsidy  - 50% Pre emption by Gilts and SDL’s
 Cost of capital of non guarantee ULIP and MF
 Expense of Management 

 Should we adopt the European model?
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Opportunities Continues
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 Changing Demographics

 India will be youngest country of the world by 2020. more than 40 crore young population and at the same time elderly population 
will be over 10 cr.

 Digital Transformation

 Increasing financial savings.

 Who will hit the 48 first?



THANK YOU
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