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he lapsation ratios of life insurers, seen over Tthe last few years, indicate progressive 
improvement. While this is indeed gratifying, 
there is just no way the high incidence of this 
detrimental factor can be explained. If the 
insurance needs of the prospect are properly 
analyzed, and a product that suits his or her needs 
is suggested; the policyholder is bound to stay 
with the commitment throughout the contractual 
period. It, however, presupposes the existence of 
openness and transparency at the time of the sale. 
Whether we are able to accomplish such openness 
continues to remain the million dollar question.

There is universal acceptance of the fact that in 
long-term retention of the contracts, the role 
played by the distributor weighs heavily above all 
other factors. If that is so, managements should 
take up proper training of the distributors on an 
on-going basis – in addition to the one which is 
mandatorily prescribed. There should be a 
systematic and proper orientation of the benefits 
of stronger business persistency which will go a 
long way in certainly adding to better retention 
and at the same time serving their own interests as 
well. It is a well-known fact of the Indian insurance 
domain that there is a certain tilt towards chasing 
new business rather than also concentrating in 
retaining the existing clientele. There is no need to 
emphasize that we should be moving away from 
such lopsided priorities. 

A poor backup support in the administrative 
services has also been quoted as a contributory 
factor for low business persistency. Life insurers 
would do well to adopt more modern techniques 
and resort to the use of IT in rendering efficient 
services to the policyholders. In a domain where 
pricing factors do not leave a great margin for 
negotiation, it is the efficiency in service delivery 
that will be the deciding factor in achieving better 
market shares. Insurers should not hesitate to 
learn about the cutting-edge techniques being 
practised by their peers in more advanced 
markets; and adapt them to the Indian industry so 
that we move in tandem. 

‘Lapsation in Life Insurance’ is once again the focus 
of this issue of the Journal. In a domain that has 
been dotted with customer related controversies 
historically, an efficient handling of the customer 
grievances contributes strongly towards the 
players’ eventual success. ‘Grievance Management 
in Insurance’ will be the focus of the next issue of 
the Journal.

From the 
  Publisher

J. Hari Narayan
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rom the editor
f  

- Key to Long-term Success
Improving Business Retention

The very aspect of what creates the largely 
undesirable lapsation of life insurance contracts 
leads to a perennial debate – often ending in 
clueless arguments. Nevertheless, there is at least 
some semblance of consensus to a limited extent 
that mis-selling is the villain of the act. While it is 
not the intention of this column to go all over again 
on the downside of such a practice, it is regrettable 
that despite all the comments emanated from 
different interested parties and the developments 
that have taken subsequently; we are still unable to 
fight this menace effectively. One factor that once 
again has large acceptance is that there is an 
obsession with immediate results rather than a 
sustained development in the long run. 

Every now and then, such a myopic practice being 
adopted by a particular player manages to enter 
the newspaper columns and creates a sensation. 
But nothing much is learnt; and the practice goes 
on unchecked. While such a phenomenon defeats 
rational judgment, it is for the players to ensure 
that such practices are detected and acted against 
strictly – in the broader interests of the industry 
reputation. The average buyer, on the other hand, 
should learn quickly the basics of the business so 
that he is not taken for a ride. 

There is also a general feeling that the top-heavy 
compensation pattern of the distribution 
personnel is the other strong reason for a high 
lapsation. The industry should quickly adopt 
methods of undoing this style of functioning, as 
some players have shown. Although the levels of 
business persistency have been growing over a 
period of time, we are nowhere near what one 
could call a comfort level. More than the need for a 
maintaining a sustainable level of business, it is 
also essential that the insurance industry catches 
up with its more illustrious partners in the area of 
financial services. And for this to happen, there is 
immediate need for setting at rest the allegations 
against mis-selling, vested interests etc.

The focus of this issue of the Journal is once again 
on ‘Lapsation in Life Insurance’. That the debate is 
rather endless is evidenced by the huge response 
from the practitioners and other stakeholders. We 
open the issue with an article by Mr Pawan Verma 
in which he suggests that in a domain that is 
witnessing increasing challenges, freshness of 
approach in dealing with the contentious issue of 
lapsation is the need of the hour. In the next article, 
Ms Shanai Ghosh writes that rather than the huge 
emphasis on proper communication at the time of 
sale alone, there is need to sustain the tempo in 
order to tackle effectively the issue that has been 
bothering the industry. That the problem of high 
lapsation in Life insurance is a global occurrence is 
brought home succinctly by Mr. Rajesh Sud in his 
article that follows. He goes on to suggest a few 
remedial measures to deal with the problem. 

Mr. T.R. Ramachandran emphasizes that there is 
need to design products in such a manner that 
policyholders would be better motivated to keep 
their policies in force rather than giving up half way 
through. In the last article, Mr. V. Sai Kumar takes up 
the case of the paradoxical situation wherein all 
the hard work put in by the players as well as the 
policyholders ends in a fiasco by a meaningless 
lapsation of the contracts. This issue contains the 
first quarter performance of life and non-life 
insurers in addition to the regular monthly 
statistics. 

There is no dearth of grievances in a domain where 
even the basics – not to speak of nuances – of 
insurance are not properly understood; and it is for 
the players to handle these grievances effectively. 
‘Grievance Management in Insurance’ will be the 
focus of the next issue of the Journal.

U. Jawaharlal
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SI
No

Particulars
Premium

June, 2010 June, 2011

Policies

June, 2010 June, 2011

Sum Assured

June, 2010 June, 2011

Non linked*
1  Life 

with profit 289.38 601.11 37452 87573 433.55 830.50
without profit 11.72 11.58 39552 4773 559.39 306.56

2 General Annuity
with profit 0.31 0.34 21 46 0.00 0.00
without profit 249.89 223.55 5994 5210 1.02 0.57

3 Pension
with profit 3.09 6.16 365 599 0.12 0.39
without profit 2.11 12.49 194 337 0.11 0.13

4 Health
with profit 0.00 0.00 0 0 0.00 0.00
without profit 0.49 0.09 1102 60 26.27 2.41

A. Sub total 557.00 855.32 84680 98598 1020.46 1140.56

 Linked*

1  Life 
with profit 0.00 0.00 0 0 0.00 0.00
without profit 2872.85 3009.98 483967 504236 4278.77 4479.33

2 General Annuity
with profit 0.00 0.00 0 0 0.00 0.00
without profit 5.79 0.00 295 0 0.00 0.00

3 Pension
with profit 0.00 0.00 0 0 0.00 0.00
without profit 5018.24 64.92 821030 4092 179.52 0.30

4 Health
with profit 0.00 0.00 0 0 0.00 0.00
without profit 0.00 0.38 0 105 0.00 1.73

B. Sub total 7896.88 3075.28 1305292 508433 4458.29 4481.35

C. Total (A+B) 8453.88 3930.60 1389972 607031 5478.75 5621.92

Riders:
Non linked

1 Health# 0.01 0.00 0 0 -0.01 0.00

2 Accident## 0.01 0.07 1 1 0.55 11.30

3 Term 0.00 0.00 0 0 0.13 0.00

4 Others 1.10 0.97 0 0 3.74 2.86

D. Sub total 1.12 1.04 1 1 4.40 14.16

 Linked

1 Health# 0.00 0.00 0 1 0.17 0.55

2 Accident## 0.03 0.03 58 79 28.81 109.99

3 Term 0.00 0.00 0 0 0.08 0.05

4 Others 0.00 0.00 0 0 0.05 0.38

E. Sub total 0.03 0.04 58 80 29.11 110.96

F. Total (D+E) 1.14 1.08 60 81 33.51 125.12

G. **Grand Total (C+F) 8455.02 3931.68 1389972 607031 5512.25 5747.04

INDIVIDUAL SINGLE PREMIUM (INCLUDING RURAL & SOCIAL)

* Excluding rider figures.
** for policies Grand Total is C.
# All riders related to critical illness benefit, hospitalisation benefit and medical treatment.
## Disability related riders.
The premium  is actual amount received and not annualised premium.

( in Crores)M 

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE QUARTER ENDED JUNE, 2011
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SI
No

Particulars
Premium

June, 2010 June, 2011

Policies

June, 2010 June, 2011

Sum Assured

June, 2010 June, 2011

INDIVIDUAL NON - SINGLE PREMIUM (INCLUDING RURAL & SOCIAL)

* Excluding rider figures.
** for policies Grand Total is C.
# All riders related to critical illness benefit, hospitalisation benefit and medical treatment.
## Disability related riders.
The premium is actual amount received and not annualised premium.

Non linked*
1  Life 

with profit 3904.09 5035.54 4774866 5299961 64712.35 78905.53
without profit 484.34 309.15 1036944 772920 16778.15 25947.81

2 General Annuity
with profit 0.17 0.20 79 41 0.00 0.00
without profit 0.00 0.00 0 0 0.00 0.00

3 Pension
with profit 9.23 42.74 4585 6559 63.03 229.59
without profit 33.98 47.15 6422 6447 2.09 5.58

4 Health
with profit 0.00 0.00 0 0 0.00 0.00
without profit 13.57 22.54 35379 71339 1822.73 410.57

A. Sub total 4445.38 5457.33 5858275 6157267 83378.34 105499.07

 Linked*
1  Life 

with profit 0.00 0.01 0 0 0.00 0.00
without profit 3439.95 1326.15 1309051 333135 28082.43 13943.92

2 General Annuity
with profit 0.00 0.00 0 0 0.00 0.00
without profit 6.05 0.00 811 0 0.00 0.00

3 Pension
with profit 0.00 0.00 0 0 0.00 0.00
without profit 2013.91 94.68 582890 3155 441.47 -2.54

4 Health
with profit 0.00 0.00 0 0 0.00 0.00
without profit 31.60 20.22 17124 13780 724.78 317.80

B. Sub total 5491.52 1441.05 1909876 350070 29248.68 14259.19

C. Total (A+B) 9936.91 6898.38 7768151 6507337 112627.02 119758.27

Riders:
Non linked

1 Health# 0.86 9.14 59 222 212.80 563.65

2 Accident## 1.88 5.19 1016 2417 2235.83 6716.77

3 Term 0.41 1.01 25 127 67.26 233.15

4 Others 0.87 120.66 4 6 534.19 857.49

D. Sub total 4.03 136.00 1104 2773 3050.08 8371.06

 Linked

1 Health# 0.83 0.38 76 26 135.16 76.52

2 Accident## 2.04 0.25 384 166 974.73 539.03

3 Term 0.07 0.08 26 4 900.13 58.42

4 Others 0.23 0.04 9 7 112.28 17.97

E. Sub total 3.17 0.76 495 202 2122.30 691.94

F. Total (D+E) 7.20 136.76 1599 2974 5172.38 9063.00

G. **Grand Total (C+F) 9944.11 7035.14 7768151 6507337 117799.40 128821.27

( in Crores)M 

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE QUARTER ENDED JUNE, 2011

■ 
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GROUP SINGLE PREMIUM (INCLUDING RURAL & SOCIAL) ( in Crores)M 

* Excluding rider figures.
** for no.of schemes & lives covered Grand Total is C.
# All riders related to critical illness benefit, hospitalisation benefit and medical treatment.
## Disability related riders.
The premium  is actual amount received and not annualised premium.

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE QUARTER ENDED JUNE, 2011

SI
No

Particulars
Premium

June, 2010 June, 2011

No. of Schemes

June, 2010 June, 2011

Lives Covered

June, 2010 June, 2011

Sum Assured

June, 2010 June, 2011

Non linked*
1  Life 

a) Group Gratuity Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 1972.37 1985.15 402 498 226971 411648 1218.29 2269.81

b) Group Savings Linked Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 1.27 2.81 113 8 31427 1096 187.48 12.97

c) EDLI
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 1.35 0.79 102 71 177417 324362 1015.74 1782.72

d) Others
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 657.70 653.94 3246 2326 6009205 2769588 41877.59 33767.63

2 General Annuity
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 1000.29 535.58 47 44 1283 1487 0.00 0.00

3 Pension
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 595.18 1092.70 54 199 207088 234040 0.00 25.69

4 Health
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

A. Sub total 4228.17 4270.97 3964 3146 6653391 3742221 44299.10 37858.82

 Linked*
1  Life 

a) Group Gratuity Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 26.63 0.20 6 0 57903 41 6.71 0.00

b) Group Savings 
Linked Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 1.66 16.51 7 0 3755 2058 174.70 76.58

c) EDLI
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

d) Others
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 17 0.00 0.00

2 General Annuity
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

3 Pension
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

4 Health
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

B. Sub total 28.29 16.71 13 0 61658 2116 181.41 76.59

C. Total (A+B) 4256.46 4287.68 3977 3146 6715049 3744337 44480.51 37935.41

Riders:
Non linked

1 Health# 0.08 0.08 5 7 1542 1045 82.65 60.48
2 Accident## 0.13 0.14 18 24 3387 23844 281.89 283.91
3 Term 0.00 0.00 0 0 0 0 0.00 0.00
4 Others 0.00 0.00 0 0 0 0 0.00 0.00
D. Sub total 0.20 0.22 23 31 4929 24889 364.55 344.39

 Linked
1 Health# 0.00 0.00 0 0 0 0 0.00 0.00
2 Accident## 0.01 0.01 0 0 0 0 0.00 0.00
3 Term 0.00 0.00 0 0 0 0 0.00 0.00
4 Others 0.00 0.00 0 0 0 0 0.00 0.00
E. Sub total 0.01 0.01 0 0 0 0 0.00 0.00
F. Total (D+E) 0.21 0.23 23 31 4929 24889 364.55 344.39

G. **Grand Total (C+F) 4256.67 4287.91 3977 3146 6715049 3744337 44845.05 38279.80

■ 



irda journal  september 2011|9

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE QUARTER ENDED JUNE 2011

GROUP NEW BUSINESS-NON-SINGLE PREMIUM (INCLUDING RURAL & SOCIAL) ( in Crores)M 

* Excluding rider figures.
** for no.of schemes & lives covered Grand Total is C.
# All riders related to critical illness benefit, hospitalisation benefit and medical treatment
## Disability related riders.
The premium  is actual amount received and not annualised premium.

SI
No

Particulars
Premium

June, 2010 June, 2011

No. of Schemes

June, 2010 June, 2011

Lives Covered

June, 2010 June, 2011

Sum Assured

June, 2010 June, 2011

Non linked*
1  Life 
a) Group Gratuity Schemes

with profit 25.98 45.52 4 3 29228 50418 2.92 5.04
without profit 32.11 45.23 52 62 85842 163161 735.59 2330.85

b) Group Savings Linked Schemes
with profit 0.00 1.16 0 3 0 1095 0.00 6.65
without profit 19.80 25.06 83 140 51899 90131 335.34 1078.49

c) EDLI
with profit 0.44 0.00 108 0 541867 0 2393.36 0.00
without profit 2.05 5.93 104 160 211136 463524 2213.92 7684.51

d) Others
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 211.20 945.54 905 1690 10710973 4769254 68259.85 58749.28

2 General Annuity
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

3 Pension
with profit 25.48 53.62 2 5 0 640 0.00 0.00
without profit 2051.65 1539.42 1 6 23043 79168 0.00 0.71

4 Health
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 1.88 0 0 0 17783 0.00 342.04

A. Sub total 2368.72 2663.36 1259 2069 11653988 5635174 73940.98 70197.58

 Linked*
1  Life 
a) Group Gratuity Schemes

with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 156.53 190.78 235 95 273374 406484 1868.74 2742.71

b) Group Savings 
Linked Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 17.97 8.63 71 26 24258 52334 565.32 4244.06

c) EDLI
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

d) Others
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 3.15 16.03 2 3 4725 4926 -28.11 10.31

2 General Annuity
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

3 Pension
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 318.52 147.49 70 2 65877 8910 0.00 797.32

4 Health
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 0.00 0 0 0 0 0.00 0.00

B. Sub total 496.17 362.93 378 126 368234 472654 2405.95 7794.40

C. Total (A+B) 2864.89 3026.29 1637 2195 12022222 6107828 76346.93 77991.97

Riders:
Non linked

1 Health# 1.29 1.37 25 30 25144 28774 1343.02 1615.79
2 Accident## 0.19 0.40 11 13 4807 8467 254.09 588.47
3 Term 0.00 0.00 0 0 0 398 0.12 30.65
4 Others 0.03 0.05 5 15 5885 18789 1258.85 3666.65
D. Sub total 1.51 1.82 41 58 35836 56428 2856.07 5901.56

 Linked
1 Health# 0.00 0.00 0 0 0 0 0.00 0.00
2 Accident## 0.00 0.01 0 0 0 0 0.00 0.00
3 Term 0.00 0.00 0 0 0 0 0.00 0.00
4 Others 0.00 0.00 0 0 0 0 0.00 0.00
E. Sub total 0.00 0.01 0 0 0 0 0.00 0.00
F. Total (D+E) 1.51 1.83 41 58 35836 56428 2856.07 5901.56

G. **Grand Total (C+F) 2866.40 3028.12 1637 2195 12022222 6107828 79203.00 83893.54
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CEOs of all Non-life Insurers and Reinsurers
IRDA/ACT/PNTC/GEN/179/08/2011

Re: Asset-Liability management and Stress 
testing

Asset-liability management (ALM) is the 
practice of managing a business so that 
decisions and actions taken with respect to 
assets and liabilities are coordinated. ALM is 
relevant to, and critical for, the sound 
management of the finances of the insurers 
that invests to meet its future cash flow needs 
and capital requirements. 

Stress testing helps insurers to ascertain the 
potential level of vulnerability to different 
scenarios, to manage their risks and maintain 
enough financial resources to manage them. 
Stress tests enable insurers to study the 
quantitative impact of different scenarios and 
its affect on the solvency of an insurer. The 
stresses may be financial, operational, legal, 
liquidity based or be related to any other risk 
that might have an adverse economic impact 
on the insurer. 

As Asset Liability Management and Stress 
testing plays a vital role in the sound 
management of the insurance business, the 
Authority prescribes the following additional 
guideline to the existing framework which is 
already prescribed in the Financial Condition 
Report (FCR). The guidelines shall be applicable 
to all non-life insurers and reinsurers and shall 
come into effect from September 30, 2011.

I. Asset Liability Management:
ALM being the critical area of managing the 
finances of the insurers, Authority vide its 
Circular No:  IRDA/ACT/CIR/MISC/081/05/2010, 
May 13, 2010, has mandated all the non-life 
insurers to provide the details of ALM activities 
u n d e r t a k e n  by  t h e m  S e c t i o n - 1 1  o n  
‘Investments and ALM’ of Financial Condition 
Report (FCR).

On thorough examination of the details of ALM 
activities submitted by the non-life insurers in 
the FCR for the year ended March 31, 2010, it 
appeared that these details are incomplete and 
inconsistent. As the mandate by the Authority 

was very broad, each insurer had adopted their 
own measures in reporting such details in FCR. 
In this regard, the following framework shall be 
put in place by the insurers: 

1. Insurers shall have an ALM policy approved 
by the Board of the insurer and shall be 
submitted to the Authority within 45 days from 
the date of this circular. The Board shall approve 
the insurer’s ALM policy, considering the asset-
liability relationships, the insurer’s overall risk 
tolerance, risk and return requirements, 
solvency position and liquidity requirements. 
The Board shall regularly review such policy at 
the year end or at more frequent intervals, if 
required, and submit to the Authority any 
changes in the ALM policy along with the FCR. 

2. Insurers shall have in place effective 
procedures for monitoring and managing their 
asset-liability positions to ensure that their 
investment activities and asset positions are 
appropriate to their liability, risk profiles and 
their solvency positions. The insurers shall 
confirm compliance to this requirement within 
45 days from the date of this circular.

3. The ALM policy shall, at the minimum, 
enable the insurer to:

3.1understand the risks they are exposed to; 

3.2develop ALM policies to manage them 
effectively; 

3.3apply techniques appropriate for the nature 
of their business, the risks they undertake and 
specific /local market conditions; and 

3.4measure the interest rate risk, in particular, 
faced by the insurers and thereby improving 
the assessment of the asset l iabil ity 
management strategies of the insurers.

4. The insurer shall examine all risks requiring 
the coordination of its assets and liabilities. The 
ALM framework shall cover all the areas 
significant in terms of their potential impact on 
economic value. These may include risks like:

····· ······· ······· ······· ····· ······· ······· ····· ······· ····· ······· ····· ······· ······· ····· ······· ······· ······· ····· ····· ······· ····· ······· ····· ······· ····· ······· ····· ·· ····· ······· 
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4.1Market Risk

4.1.1 interest rate risk (including variations in 
market credit spreads)

4.1.2 equity, real estate and other asset value 
risks

4.1.3 currency risk

4.1.4 related credit risk

4.2Underwriting Risk

4.3Liquidity Risk

5. The insurer shall develop and implement 
controls and reporting procedures for its ALM 
policies that are appropriate for its business 
and the risks to which it is exposed. These shall 
be monitored closely and reviewed regularly.

6. All non-life insurers shall submit the data 
with respect to the assets and liabilities in the 
format, (Table-ALM) as per Annexure-1, on a 
quarterly basis within 21 days from the end of 
each quarter, starting from the quarter ending 
September 30, 2011 onwards. 

7. ‘Table-ALM’ data shall be furnished for:

7.1base discount rate applicable and, with such 
base discount rate increased & decreased by 
1% and 2%. 

7.2impact on duration due to changes in the 
following:

7.2.1 fall of 30% in Equity values, 100 basis 
points fall in yield available on various fixed 
interest securities, adverse deviation of 50% in 
mortality/morbidity/claim rates, expenses, 
cancellation rates, renewal rates and 50% 
(increase and decreasing) in new business 
volumes independently .

7.2.2 fall of 30% p.a. in Equity values, 100 basis 
points p.a. fall in yield available on various fixed 
interest securities, annual adverse deviation of 
25% p.a. in mortality/morbidity/claim rates, 
expenses, cancellation rates, renewal rates and 
25% (increase and decreasing) in new business, 
during three years from the report date 
independently.

8 Table-ALM data should be furnished 
separately for 'Fire', 'Marine', 'Health',  'Motor-
Third party', 'Motor-Own damage', 'WC/ 

Employers', 'Liability', 'Public/Product Liability', 
'Aviation', 'Personal Accident' and ‘Other classes 
of businesses’.

II. Stress testing
9 Stress Testing being critical in the 
management of risks and the financial 
soundness of the insurers, Authority vide 
Circular No:  IRDA/ACT/CIR/MISC/081/05/2010, 
May 13, 2010, has mandated all the non-life 
insurers to conduct stress testing and provide 
the details in Chapter 14 of the Financial 
Condition Report (FCR).

10 O n  t h o ro u g h  e x a m i n a t i o n  o f  t h e  
requirements, it has been felt necessary to 
prescribe minimum requirements for the stress 
testing. In this regard, the insurer shall submit 
Format-ST-NL (Annexure-2 to this circular) as 
per the risk factors described in Annexure-3. 
The amount of deviation in the risk factors may 
be considered as per the risk profile of the 
insurer. However, the insurer shall submit the 
results of stress testing with respect to the 
scenarios based on the following specific risk 
factors as stated below in addition to the 
insurer specific deviations in the risk factors 
described in Annexure-3.

10.1 Fall of 30% in Equity values, 100 basis 
points fall in yield available on various fixed 
interest securities, adverse deviation of 50% in 
mortality/morbidity/claim rates, expenses, 
cancellation rates, renewal rates and 50% 
(increase and decrease) in new business 
volumes independently.

10.2 Fall of 30% p.a. in Equity values, 100 basis 
points p.a. fall in yield available on various fixed 
interest securities Annual adverse deviation of 
25% p.a. in mortality/morbidity/claim rates, 
expenses, withdrawal/lapse rates and 25% 
(increase and decrease) in new business, during 
t h r e e  y e a r s  f r o m  t h e  r e p o r t  d a t e  
independently.

11 Insurer’s Board shall ensure timely review of 
the issues emanating from ‘Table-ALM’ data 
and Format-ST-NL and take such corrective 
action as may be necessary under intimation to 
the Authority.

The circular is issued under Section 14 of IRDA 
Act, 1999.

■ 
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Annexure-1
The amount of assets and liabilities in each of 
the duration buckets as indicated below should 

be furnished. Macaulay duration should be 
used in this regard.

Line of business: As on:

Table-ALM

Under 1 year
1-2 years
2-3 years
 3-5 years
5-7 years
7-10 years
10-15 years
15-20 years
20-25 years
Above 25 years
Total

Macaulay Duration

Base Scenario Assets in Rs. (000) Liabilities in Rs. (000) Net Net, Hedged
(1/2/3/4/5)

Notes: 

1. Discount rate used in arriving at 'Macaulay 
duration' of various classes of assets and 
liabilities shall be furnished separately.

2. Macaulay duration shall be computed as 
below:

For cash flows of C1, C2, ………, Cn at times t1, 
t2,……, tn respectively and with ‘d’ being 
discount rate, Macaulay duration is: 

n
? Ci(1+d)-ti ti
i=1  

n
∑ Ci(1+d)-ti 
i=1

3.'Table-ALM' data shall be signed by 
Chairman of the insurer's Board, Chief 
Executive Officer, Chief Financial Officer and 
Appointed Actuary.

Annexure-2

Format-ST-NL

I

II

Scenario Value of Value of Value of Available Required Solvency
Parameters Assets Liabilities Solvency Solvency Ratio

Margin Margin  

■ 



Annexure-3
List of 'Risk Factors' to be considered in 
projecting financial and capital adequacy 
positions over the one -year period 
immediately following recent March 31.  

1. Mortality/Morbidity/Claim rates: adverse 
deviation in experience 

2. Investment returns 

(a) Yield curve 

(i) Parallel yield curve shift 

(ii) No change for duration less than 5 years, 
parallel shift for duration more than 5 years, 
linear interpolation 

(iii) Parallel shift for duration less than 5 years, 
no change for duration more than 5 years, 
linear interpolation 

(iv) Change in credit spreads 

(b) Equity market 

(i) Equity crash – fall in all market, by market 

(ii) Stock specific event risk - move in each 
individual stock, by stock 

3. Expenses: increase in expenses 

4. Renewal rates: adverse deviation in 
experience 

5. New business: fall in new business 

6.The appointed actuary shall also include 
shock scenarios to company’s experience in the 
next projection year arising from changes in: 

(a) reinsurance ceded; 

(b) reserving basis; 

(c) exercise rate of policy options; 

(d) distribution to shareholders; and 

(e) taxation. 

7. The appointed actuary may also consider any 
other factors that have significant relevance to 
the insurer’s business.

List of 'Risk Factors' to be considered in 
projecting financial and capital adequacy 
positions over the three-year period 
immediately following recent March 31.  

1. Mortality/Morbidity/Claim rates: yearly 
deterioration in experience over the projection 
period 

2. Investment returns 

(a) Yield curve: 

(i) Parallel yearly yield curve shift 

(ii) No change for duration less than 5 years, 
yearly parallel shift for duration more than 5 
years, linear interpolation 

(iii) Yearly parallel shift for duration less than 5 
years, no change for duration more than 5 
years, linear interpolation 

(iv) Change in credit spreads 

(b) Equity market 

(i) Equity dividend yield fall over the projection 
period 

(ii) Equity total returns deteriorate over the 
projection period 

3. Expenses: Yearly deterioration in experience 
over the projection period 

4. Renewal rates: Yearly deterioration in 
experience over the projection period 

5. New business: Yearly fall in new business 
income over the projection period 

6. Where material, the appointed actuary shall 
also include scenarios on deterioration of 
company’s experience over the projection 
period arising from changes in: 

(a) reinsurance ceded; 

(b) reserving basis; 

(c) exercise rate of policy options; 

(d) distribution to shareholders; and 

(e) taxation; 

7. The appointed actuary may also consider any 
other factors that have significant relevance to 
the insurer’s business.

Sd/-
(J. Hari Narayan)

Chairman
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Need for Speed and Skill
- Handling Insurance Grievances

‘At a time when the accent is on keeping the customer as satisfied as is possible, an 
inept handling of customer grievances is bound to adversely affect the 
reputation of the players, as also the industry’ comments  U. Jawaharlal.

a a e oi
v nt g p nt

A prospective client enters into a relationship with a 
service provider with lots of hopes and aspirations. 
With renewed emphasis on better customer service, 
the aspirational levels have gone up steeply. 
Especially in a society that is getting increasingly 
litigious with a remarkable rise in the matter of 
customer rights, it has become a tough job to keep 
the customer satisfied on all counts. Any aspect of 
business that gives rise to a debatable point, if not a 
heartburn, leads to customer grievances. In this 
backdrop, an efficient handling of the customer 
grievances has come to occupy a very important 
place in corporate management.

Add to this, the limited awareness of the average 
citizen in the matter of financial services, the issue is 
bound to lead to a situation that is not desirable. 
Particularly, when it comes to insurance, it is even 
worse with some of the basic elements not being 
understood by even those that have acquired a 
reasonably high level of education. No wonder 
then, that the number of grievances pertaining to 
the insurance industry keeps occupying the highest 
spot. One should concede that such an alarming 
state of affairs is caused not because of a solitary 
factor but a combination of several factors. 

An efficient management of the public grievances 
presupposes the quickness at which they are 

redressed. Accordingly, several regulators have 
indicated the timelines within which they are to be 
achieved. It is also very important to ensure that it is 
not just a nominal handling of the grievance that is 
desired but a true and logical settlement of the 
customer grievance. In the matter of grievance 
redressal in the Indian insurance domain, it is 
gratifying to see that there has been a considerable 
improvement. However, there are still a few pockets 
of operation that come up frequently for comment 
– not only by the press but also by the judiciary 
sometimes. Insurers should specifically concentrate 
on identifying and rectifying such problem areas as 
quickly as possible so that there is no scope for a 
repeated reprimand. 

It has amply been demonstrated that the 
involvement of information technology has greatly 
added to the efficiency at which grievance 
settlement is handled. There must be a systematic 
management of the customer grievances reducing 
the delays at each stage through the adoption of 
computerized solutions, backed up by a team of 
dedicated personnel. It needs no emphasis that the 
methods and systems have to be reviewed from 
time to time; and updated accordingly.

‘Grievance Management in Insurance’ will be the 
focus of the next issue of the Journal.

Grievance Management in Insurance
in the next issue...
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Need for Out-of-the-Box Solutions
- Managing Business Persistency

Pawan Verma emphasizes that in an environment that is changing its 
character rapidly, there is need for finding novel methods of customer delight 
– including business persistency.

ue fiss  ocus
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Persistency, 

being the 

second level 

derivative of the 

New Business 

premium and 

that too with a 

time-lag, had 

been outside the 

radar-zone, 

leading to a 

situation where 

the average 

persistency in 

the industry has 

nose-dived. 

The business environment today is becoming 
more and more dynamic and complex, 
throwing newer challenges by the day. Modern 
businesses therefore, are fast realizing that if 
they continue doing business today with the 
methods of yesterday, they would be out of 
business tomorrow. In the fast-evolving 
business environment, triggered by the ICT 
revolution, the customers are becoming 
savvier and demanding, while the businesses 
are struggling to cope up with their increasing 
expectations.  This harsh reality of today's 
business environment has to be realized by all 
the critical stake-holders – the regulators 
included – and accordingly, they have to 
develop strategies and solutions aligned to the 
realities of the modern business landscape.  

The business of life insurance is no exception to 
this, wherein, among the many challenges, 
management of business persistency is 
becoming a matter of global concern among 
the insurers. In India, post liberalization, the 
insurance industry has been the toast of the 
town, growing at the rate of around 35%. In the 
initial years, the private sector had been largely 
focused on the new business premiums - the 
only yardstick for getting industry recognition. 
Persistency, being the second level derivative 
of the New Business premium and that too with 
a time-lag, had been outside the radar-zone, 
leading to a situation where the average 
persistency in the industry has nose-dived.  In 
recent times, the convergence of the financial 
services has added to the challenges in 

persistency management. Also, the growing 
share of ULIPs in the insurers' portfolio further 
exposes their persistency management 
programs to the vagaries of the stock markets. 

The global economic crisis has forced the 
insurers to have a re-look at their strategies and 
following certain regulatory interventions, this 
area is receiving some critical attention now.

Thinking Out-of-the-Box
Even though the industry has woken up to the 
challenges of managing business persistency, it 
is still pre-occupied with the routine and the 
mundane exercises towards customer 
retention, like sending renewal premium 
notices, customer-calling, etc. While the routine 
and the mundane are essential for survival, they 
can never give the required competitive edge 
to the industry, which is facing renewed 
competition from the competing financial 
services and has to rise up to the expectations 
of today's enlightened customers, who are 
well-exposed to the products and services in 
the developed markets. Hence, there is a need 
to think out of the box in search of new 
solutions, which could address the challenges 
on hand. The process would involve 
challenging some of our established notions 
and busting some of the popular myths about 
insurance. 

This article explores a few concepts, which 
could have some positive impact in the area of 
persistency management and which could also 
be helpful in responding to the broader 
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challenges emerging on the business 
landscape, and hence, they need to be 
examined by the industry with an open mind. 

1. Persistency Discount to Customers
Universally, businesses reward their customers 
for loyalty and provide discount/rewards on 
repeat purchases. The loyalty programs run by 
the super markets/credit card companies or the 
credit given to a regular customer by the 
neighbor-hood store, are just examples of 
rewarding the customers. However, the life 
insurance industry hardly rewards its 
customers for loyalty or persistency. Here, the 
customer has to continue paying the standard 
tabular premium irrespective of the number of 
purchases made by him. At the same time, the 
loyalty bonuses payable under a few products 
fail to motivate him to keep his policy alive till 
maturity in view of the fact that the incidence of 
lapsation is much higher during the early years 
of the policy and such a long distance incentive 
hardly motivates him to keep his policy alive.  

It is therefore suggested that insurers could 
offer a persistency discount to the customers 
on subsequent purchases made by them, if 
their previous policy with the same insurer has 
run for a reasonable period of time, defined by 
the insurer. This will in effect, mean risk-pricing 
to be done taking the customer as a unit 
instead of the current practice of considering 
the policy as a unit.  Of course, this will require a 
re-look at the current legal and regulatory 
frameworks, but if implemented, will certainly 
provide an added incentive to the customers to 
continue paying their premiums and keep their 
policies alive.  

2. Encouraging Pre-authorized Premium 
Payment Channels
Various persistency analyses done by 
professional bodies over a period of time and 
across different geographies have brought 
home the point that policies having a pre-
authorized premium payment methodology – 
e.g. ECS/Direct Debit/Standing Instructions 
(ECS/DD/SI), Salary Deductions, etc. - have a 
much higher survival rate than the ones where 

the customer has to trigger the payment each 
time. This is largely due to the fact that under 
the pre-authorized modes of payment, the 
customer does not have to trigger an action. 
Further, the customer is prevented by his own 
inertia from withdrawing the authorization 
given by him.   

Currently, insurance companies generally 
utilize such platforms for premium payment 
under monthly/Quarterly modes of payment. 
However, it will make a lot of difference in the 
business persistency of a company if the 
customers are encouraged to move on to the 
ECS/DD/SI platform in case of annual and semi-
annual modes of payment as well. This will 
require a consistent effort on the part of the 
company management to promote these 
channels, facilitate their operations and 
incentivize the intermediaries to move over the 
existing as well as the new customers to these 
platforms. At the same time, further 
refinements in the system, like configuring the 
customer's preferred date as the ECS trigger 
date, will make the system more robust and 
effective.

3. Sharing the Cost Benefits  with the 
Customers
Insurance companies today offer varying 
degrees of discounts to the customers in  
premium rates depending upon the frequency 
of payment, like annual, semi-annual etc. There 
is a need to extend this concept if the customer 
makes the payment of renewal premiums 
through a cost-effective channel, using 
electronic payment gateways like, net banking, 
debit cards, ATMs, mobile banking, etc. or 
through other methods like ECS/DD/SI. These 
channels of renewal premium collection are 
comparatively much cheaper than the 
traditional branch-based collection system. 

The customers could be rewarded on using 
these channels for renewal payments. This 
reward could be in the shape of lower 
allocation charges in case of ULIPs or a discount 
on the modular premium in case of traditional 
plans. Such an incentive will create a win-win 

The loyalty 

programs run by 

the super 

markets/credit 

card companies 

or the credit 

given to a 

regular 

customer by the 

neighbor-hood 

store, are just 

examples of 

rewarding the 

customers. 
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In a world where 

the customers 

are becoming 

more sensitive 

and demanding 

and financial 

services across 

the spectrum are 

vying for a larger 

share of the 

customer's 

wallet, such a 

routine 

approach to 

persistency 

proves to be 

highly 

inadequate.

understanding of the customer behavior and 
expectations, which could go a long way in 
retaining them. 

5. Removing the Ban on Rebating
On the face of it, this may sound to be sheer 
blasphemy.  However, a closer look at the legal 
provisions would reveal that they are hardly 
serving any purpose and therefore need to be 
given a go by. First, it is being grossly violated 
behind the closed doors and not much can be 
done to stop this. Secondly, there are 
developed markets, which are actively 
considering doing away with this prohibition in 
the interest of customers. Third, there are 
situations where a veiled violation of the law 
has been an accepted practice in the industry. 
For instance, a cross-subsidization between 
two non-life products sold to the same 
customer practically amounts to "rebating" by 
the insurer in respect of the product which has 
been grossly under-priced. 

Thus, while the ban on rebating is not serving 
any practical purpose, it has prevented the 
insurance companies from engaging the 
customers in any meaningful promotion 
programs as they remain under the constant 
mortal fear that any such program might be 
mistaken as rebating. It is therefore, advisable 
to re-visit the legal provision and do away with 
the same. This will enable the insurers to stand 
up to the challenges emanating from certain 
other sectors of the financial services, which do 
not have similar inhibiting provisions in 
connecting with the customers. For example, if 
freed from these shackles, an insurance 
company, like any other company in the service 
industry, would be in a position to offer a 
discount to the customers, if the premium is 
paid before the due date. Such measures will 
help the insurers connect with the customers 
and understand them better, which will not 
only lead to higher sales but better persistency 
as well. Any institutional misuse can be taken 
care of  through improved corporate 
governance and reinforcing the internal 
controls within the company.  

situation for both the customers and the 
insurers and will be a right step towards 
improving the business persistency. 

4. Customer Engagement and Retention 
Programs
The life insurance industry today suffers from a 
very peculiar problem – it has millions of 
customers but it hardly knows any of them 
beyond the KYC norms,  leave as ide 
understanding them. This is so because 
insurers sell their products mainly through 
intermediaries, who always make conscious 
efforts to insulate the customer from the 
insurer in order to monopolize them. The 
problem is more accentuated in the agency 
channel, where the agent makes a conscious 
effort not to allow the insurer a direct access to 
the customer. In such situations, the insurer 
does not even have the basic details like the 
customers' contact numbers to communicate 
with them directly. 

However, this is only part of the problem. Once 
an insurance sale is closed, the insurance 
companies hardly make any meaningful 
attempt to communicate with the customers 
and try to understand them. While customers 
are pampered at the sales stage, their 
subsequent interactions with the company are 
reduced to transaction-based communications 
for renewal payment in a very old and archaic 
manner.

In a world where the customers are becoming 
more sensitive and demanding and financial 
services across the spectrum are vying for a 
larger share of the customer's wallet, such a 
routine approach to persistency proves to be 
highly inadequate. Insurance companies, 
therefore, need to develop strategies to talk to 
the customers, listen to them on a regular basis 
and try to understand them in order to retain 
them. Such engagements with the customers 
can be done through regular customer meets, 
social media interactions, etc. The companies 
could also capture customer interactions 
through different touch-points, analyze the 
same and thereby improve their own 
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6. Banking on Predictive Business Analytics 
Repeated studies in business persistency 
management have established the fact that 
business persistency is always a product of a 
complex set of inter-related attributes, 
primarily ascribable to the Policyholders, 
Products and the Intermediaries. In the 
absence of any deeper study of these inter-
relationships, insurance companies do not gain 
any insight into the customer behavior and 
therefore, keep on approaching all their 
customers in a uniform manner for collecting 
the renewal premiums. 

Some of these attributes that go into play in 
determining the business persistency are given 
below: 
a. Age
b. Sex
c. Marital Status
d. Distribution Channel
e. Commission structure
f. Service Status
g. Medical vs. Non-medical
h. Rural vs. Urban
i. Product Type
j. Mode of Payment
k. Method of Payment
l. Size of the Policy
m. Duration of the Policy

It is high time insurance companies invest their 
time and resources into developing some 
predictive analytics which will help them in 
understanding these dynamics. Such a 
predictive analysis of customer behavior will 
provide them the insight to focus on the 
weaker areas, re-orient their strategy towards 
these segments and take the necessary 
corrective measures wherever required. While 
the basics remain the same, each company has 
to do its own analysis, depending upon its 
customer and product profiles, business 
model, etc.

7. Monitoring the Critical Business 
Parameter
The industry regulator has already issued 
guidelines on the minimum benchmark in 

business persistency in respect of the Agency 
channel. There is a need to look at business 
persistency across all the business verticals, set 
up industry benchmarks and make it a critical 
business parameter in the performance 
evaluation of the company. Going forward, the 
industry should be able to establish some 
recognition programs for better customer 
relationship management, with persistency 
being one of the critical parameters therein. 
This will definitely help separate the men from 
the boys.

Summing Up
The increasing complexity of business scenario 
today demands the insurers to be more 
analytical and creative to ensure a higher 
business persistency and a sustained cash flow. 
They need to find out ways and means to have a 
total ownership of the quality of business 
procured by them as well as the quality of their 
customer facing processes, so as to have a 
better effort-reward ratio. Similarly, the 
intermediary remuneration patterns and the 
reward and recognition programs have to be 
aimed at promoting long term customer 
relationships. On its part, the industry needs to 
re-examine some of its old beliefs and move 
beyond them if they are no longer serving the 
purposes they were invented for.

The author is COO, Star Union Dai-ichi Life 

Insurance Company Ltd. Views expressed in the 

article are personal. 
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Persistency Challenge
- The Bottoms-up Approach

Shanai Ghosh avers that the focus of the Life insurers is shifting gradually from 
an obsession with New Business premium towards strengthening their 
renewal premium portfolio which augurs well for the industry. She further 
adds that there should be no let up in pursuing a stronger persistency.
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Persistency is the cornerstone of the financials 
of a life insurance company. The renewal 
premium stream is what differentiates life 
insurance from other financial services. Given 
the pricing strategies of most companies, any 
deviation from the assumptions regarding 
persistency made in the product pricing results 
in severe dampening of profitability. While it 
may appear onerous for customers to pay 
premiums year after year, this is the exact 
financial discipline that can yield the best 
results for them. If a policy sold is not renewed, 
both the insurer and the customer stand to 
lose. Then why is it that lapsation of insurance 
policies is becoming such an alarming problem 
in the industry? The essence of the problem lies 
in the lack of customer understanding about 

insurance. If the customer understood and 
appreciated that an insurance policy is a long 
term contract; and that he can benefit from it 

only if he pays the premiums when due for the 

entire term, the story would be very different.

So far, while analyzing the problem regarding 

persistency, most of the focus has been on the 

communication at the time of sale or ensuring 
renewal management process of reminding 

and collecting premium is working fine. While 
mis-selling or misrepresentation of the policy 

can be a significant cause of low persistency 

and all companies should definitely have a 
robust renewal management process and 

system; lack of customer understanding is an 
equally strong contributor. Financial matters, 
anyway, appear complex to the common man 
and insurance that requires the common man 
to confront his fear of mortality might invoke an 
even greater inertia. Until the industry as a 
whole is able to make the customer overcome 
this inertia, we will continue to be plagued with 
this problem. 

Despite the increase in penetration of life 
insurance from below 2% to above 4.5% in the 
last 10 years, insurance is still amongst the least 
understood concepts. The only way of 
exploding the market and increasing 
penetration rate to match those of developed 
markets is to increase overall awareness and 

the need for insurance.

Thus, in addition to all the efforts we make at 

ensuring sales and operations processes are 

aligned to bringing in business that will meet 
the required persistency norms, it may be in 
order to invert our view in tackling the 

persistency challenge and taking a more 

bottoms up approach. Enhancing customer 
awareness is a painfully slow but absolutely 

necessary process if we want to ensure that the 
customer is buying the right product for his 

financial needs. There are no shortcuts on the 

path to better persistency; it takes consistent, 
continuous and disciplined work at the ground 
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level.  The approach towards improving 

persistency needs to be four dimensional in 

nature:

Educating the Target Audience

First as an industry, we have to educate the 

entire target audience. There is a crying need 

for the entire industry to come together and 

launch a comprehensive 360 degree customer 

education programme that informs the 

customer about the need for insurance, how to 

select the right type of product and how to 

benefit from it.  It has to begin with the creating 
awareness about the risks that exist in life and 
the ability of Life insurance to act as a risk 
mitigation plan. These are not very pleasant 
topics and it is understandable for a customer 
to shy away from such a discussion but the 
insurance industry cannot – it has a social 
obligation to educate the customer about 
these risks and how we can help him. Hardly 
any of the insurance advertisements today 
dwell on these risks but it is probably time to 
grab the bull by the horn and tell it like it is. 

Ensure the Customer Understands the 
Policy he Purchases

Second, at every insurer's level, we have to 
undertake a process to improve awareness 

amongst our customers. A few life companies 
have undertaken a 'Know Your Policy Initiative' 
aimed at educating the customer about his 

insurance policy and ensuring he understands 

the benefits. The key thought behind this 
initiative is to use multiple channels to 
communicate with the customer during his 

initial 'on-boarding' process. Towards this end, 

the life insurer may have the following 
communication plan with the customer during 

the initial stage:

Prior to acceptance of the application for 
processing, a customer care executive from a 

branch calls up every customer to confirm the 
details mentioned in the application form, 

l

the product name, policy term and the 

premium payment term.

Only if the customer is ok with all the details, 

the application is accepted into the system 

for further processing

At this stage an automated SMS goes to the 

customer reinforcing the information 

communicated during the call

After the policy is issued, another SMS goes to 

the customer confirm the details of the issued 

policy. 

This is followed up through an SMS telling the 
customer how to log into his policy account 
online

Finally a welcome call goes to the customer 
that again confirms application details and 
educates the customer about the key policy 
features apart from the premium payment 
term and policy term. During this call, if any 
signs of mis-selling are detected, the 
customer is informed of the process that 
needs to be followed to lodge a complaint as 
a written complaint is necessary to initiate 
any action on a policy.

Through this process we are trying to ensure 

that we inform and make the customers 

understand the product that they have 
purchased. The logical progression to this 
initiative would be an ongoing communication 

plan to existing customers educating them on 

the various benefits of insurance. Thus it is 
imperative that the insurer develops a direct 
connect with the customer to be able to 

continue this process of education.

Agent hiring, training and compensation

Third; we have to go through the arduous 
process of hiring the right kind of agents and 

make continuous investment in training them. 
High agent attrition is a direct contributor of 
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low persistency. This high attrition is a result of a 

short-term approach; very often, people who 

have an immediate set of references are 

recruited and licensed as advisors but lesser 

thought is given to whether they will consider 

insurance sales as a long term career option. A 

short-term approach in a 'long-term' focused 

industry is bound to have disastrous results.

 All this right hiring and training has to be 

supported by the age old carrot and stick 

approach wherein the agent gets a reward for 

good persistency and stick for poor persistency. 
T h e  b a s i c  r e w a r d s  a n d  r e c o g n i t i o n  
programmes should have persistency as an 
eligibility criterion. While most insurers have 
already started building persistency into their 
agent compensation programme, there is a 
tendency to make exceptions for large 
producers. Persistency needs to evolve from a 
'need to have' status to a 'non-negotiable' one. 

Continuous Process Improvement

Fourth – Continuous improvement in renewal 
management process and system. Persistency 
management is a dynamic process and should 
be continuously reviewed to evaluate if it is 
keeping up with customer needs and 
expectations. A great example is the number of 
renewal payment options; pre-2000, I don't 

think anyone bothered about renewal 

payment; the ubiquitous agent appeared at the 
right time and collected your renewal. With 
increased agent attrition and mobility of 

customers across geographies, insurers have 

had to increase the number of ways in which a 
customer can pay premium and each year sees 
more innovation. Online payment is passé, 

mobile commerce is the new buzzword and 

insurers have been quick to adapt to it. 
However, this is a process of continuous 

improvement and the insurer has to ensure that 
its systems and processes keep pace with the 

dynamic and continuously evolving external 

environment. Life insurers should be on 

constant look-out for increasing the number of 

options through which the customer can pay 

his renewal premium. At the same time, it 

should be kept in mind that there are 

customers who would prefer someone 

collecting the cheque from them; and for such 

c u s to m e r s ,  i t  i s  p re fe r a b l e  to  h ave  

representatives who offer this check collection 

service.

Best Practices

There are several best practices in developed 

markets which can be deployed in India to give 
us great results:

Keeping in Touch with the Customer 
Research has shown that there is a clear 
difference in the persistency rates for 
customers whose agent visits them at least 
once a quarter. Nippon Life, the largest 

thprivate insurer in Japan and the 7  largest in 
the world, has salaried agents called sales 
representatives. They  initiated a process 
called 'Policy Confirmation Activity' in 2007 
a s  p a r t  o f  w h i c h  a l l  t h e s e  S a l e s  
Representatives are made to call on the 
existing policyholders at least once a year to 
confirm their policies and provide service. 
This is a great example of the insurer pro-

actively getting in touch with the customer. 
This engagement process has worked very 
well for the company both as a platform to 

deliver services on existing policies as well as 

to inform and educate the customer about 
new policies. This initiative was supported by 
advertisements in newspapers and TV.

Realignment of Agents Remuneration and 
Compensation Today, in India, the agent 

works almost entirely on a commission basis. 

In some of the developed markets, there are 
several initiatives to introduce a fixed 

component to the agent's commission basis 

some minimum productivity level and this 
fixed component is linked to activity and not 
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the amount of premium. This ensures that 

process discipline is maintained in sales.  In 

other markets persistency is as important as 

new business and a lot of reward and 

recognition programmes are centered 

around it. You have to convert persistency 

into a hero. For example, one insurer in India 

initiated a 'Retention Champions League' 

that was structured along the lines of a 

cricket league where different teams would 

play matches every day.  Different sales units 

can be various teams and each day's match 

could involve hitting the renewal collection 
target for the day. Two teams can be pitted 
against each other and the one with the 
highest achievement would win the match. 
Technology should be used to generate the 
reports based on which winners would be 
declared everyday and for each stage. This 
programme would generate a huge amount 
of excitement in the company, which in turn 
could be translated into robust renewal 
col lections,  thus creating as much 
excitement around bringing in renewal 
premium as is done in the case of new 
business premium. Such programmes serve 
to align the focus of the sales force towards 
persistency as this is the one language they 
understand.

Orphan Policy Management In a market 

where agent attrition is a reality, a robust 
orphan policy management process can go a 
long way in management of persistency for 

the company. There should be clear rules 

which should be inbuilt into the sales 
management process and IT systems that 
ensure that all customer policies are actively 

managed i.e. establish clear ownership from 

a servicing perspective for every policy and 
there should be well documented guidelines 

about what the ownership of a policy entails. 

It is not enough to have a process; there 
should be control measures, ideally, system 

l

enabled, to check that the discipline is being 

followed. For instance, if there was a 

guideline that the agent has to contact the 

customer at least once a month, there should 

be a facility to update the details of this 

contact, the date and the remarks. This 

should be available to the sales manager 

through a report as well as the detailed 

record should he wish to cross verify. 

Identify Persistency Risks and Proactively 
Manage them: Using business intelligence 

tools such as SAS, it is possible to build a 
model that identifies certain attributes that 
contribute towards a higher risk of lapsation. 
Some of these attributes may be identifiable 
upfront while some would require a certain 
degree of data analysis. These attributes can 
help in identification of customers who have 
a higher propensity to lapse their policies and 
therefore the insurer can be pro-active in 
taking steps to mitigate the risk. Further, the 
insurer may also take the call of trying to 
minimize the percentage of such customers 
in its base and therefore it might educate its 
sales force to identify such customers as 
people looking for alternative financial 
solutions and not a long-term insurance plan. 
Consequently, customers with a long-term 

outlook requiring a long-term insurance plan 
would be dealt with on a priority basis, 
although they pose a lesser risk. On the other 

hand, customers with a short term outlook 

pose a risk and need to be handled 
differently.  

Market Research and Design of Products: 
Using market research and gathering market 
intelligence, it is useful to design products in 

such a manner that customer is induced to 
persist with a product. Recently one Health 

insurance company has filed a health 

product for life. It would be really worthwhile 
to measure the customer response and more 
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so measure the persistency, as on an average 

the product may be more worthwhile for the 

customers in the future. Products could be so 

designed that they not only influence the 

customers to persist; but in an agent driven 

product, the agents are induced to follow up 

and ensure persistency. This calls for 

immense awareness building amongst 

customers and agents, and an intricate 

balancing act. In a purely customer driven 

product such as sale over the net or direct 

sales where there is a disintermediation, the 

influencing factors have to be totally 
weighed towards customers. For other 
products,  tight rope walking is essential 
while designing product features so that 
there is 'something in it' for an agent as well 
as for the customer. This is similar to 
designing good cricket pitches, which offer 
some assistance to both the bowlers and the 
batsmen; so that there is a fair balance. 

Performance Management: Persistency is a 
part of Key Performance Indicators – (KPI) of 
all the key functions of an insurance 
company. Persistency has become a key 
component for determining variable salary, 
performance linked bonus and promotion of 
employees of insurance companies.  
Persistency is a part of KPI of the actuary for 

designing an ideal product, a part of KPI of 

the risk management for initiating risk 
measures to strengthen persistency, a part of 
KPI of the sales force who need to adopt the 

right selling techniques and create adequate 

awareness amongst customers to ensure 
that  the insurance company achieves the 
targeted persistency, KPI of the marketing 

function to create adequate awareness 

amongst the customers persistently, KPI of 
the customer service function which resolves 

the grievances of the customers and 

l

positively influences the customers and most 

importantly a pivotal part of KPI of the 

retention function whose main focus is to 

retain customers.  Thus an insurance 

company and its functionaries are expected 

to think long term and ensure that the 

relationship with customers is a long term 

one. 

In a nutshell

The persistency challenge though ominous has 

a fairly simplistic solution which requires hard-

work, discipline and perseverance at the 
ground level. There is no magic wand. The 
insurers have to focus on educating their 
customers and agents, ensure that their 
systems and processes are aligned to the 
changing needs of customers, creating an 
ongoing engagement platform for customers 
and finally integrate persistency into all 
r e w a r d s ,  r e c o g n i t i o n  a n d  i n c e n t i v e  
programmes; and give it as much of a pride of 
place as is reserved for New Business premium. 
For a market such as India that has witnessed a 
decade of hyper growth in New Business 
premium, the new decade and its new 
challenges of managing growth along with 
profitability and capital efficiency is already 
ensuring that insurers are giving persistency 
the much deserved importance in their day to 

day operations. With growing customer 

awareness, we can hope that Life insurance will 
be bought for the correct reasons and that the 
post sales services will ensure that customers 

continue with their policy.

The author is Senior Vice President,  Reliance Life 

Insurance Company Ltd.
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Introduction: 

Kunal was in a state of shock. He had not yet 
recovered from losing his elder brother, just 35 
years of age, sometime back. Adding to the 
woe, he was wondering how to break the news 
to his sister-in-law that the insurance company 
has turned their request down for the claim as 
his brother has lapsed premium payments. As 
much as he pleaded with the company and the 
agent, who was their family friend, nothing 
could be done. The agent told him, that his 
brother had been sent reminders but they were 
ignored. “I will buy a new insurance policy, if you 
can' t  wai t ,” he  had to ld  the  agent .  
Unfortunately, his brother had no time to buy a 
new insurance. He was unprotected against 

any potential eventuality. The scary part is that 

the family is left to fend for themselves.

The above incident, God forbid, may just 

happen to anyone. As insensitive as it may 
sound, life insurance to protect against life 

eventualities helps one's family to continue 
living in case of demise of the main 

breadwinner. 

With the Indian economy booming, there is 

greater tendency to live for the day. Both in 
terms of spending habits as well as following a 

healthy lifestyle. And that's the area of concern. 

What happens to the family when the main 
earning member is no more? Will they be able 

to lead the same lifestyle they are used to? How 
do you protect them from such sudden 
catastrophe?

In an open economy, there are many financial 
instruments available to feed those needs of 
the consumer. Life insurance is the simplest 
form of securing an individual and/or a family 
from financial difficulties. It is not buying the 
Life insurance that is an issue, but sustaining it 
to gain full advantage of the product that is 
most important. Can you imagine that on an 
average only 15-20% of the policies are active 
by the end of fifth year?  This is bad news for the 
customers, distributors, insurers, shareholders 
and the industry at large.

A global hazard

Lapsation is an issue faced in countries all over 
the globe. A recent conversation with an 
acquaintance living in the US, vindicated the 

fact. After facing some serious problem in their 

business, our acquaintance needed to cut 
down on their expenses. And the first axe to fall 
was on their US$ 700 insurance policy. She said 

that they were in good health and they didn't 

need an insurance cover.

A study by LIMRA among people in the US 

individual life persistency reveals that lapse 

rates have increased from the mid-1990s. In 
2001-02
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The Three-fold Effect
- Life Insurance Lapsation

Rajesh Sud asserts that a strong pro-active stance to be adopted by the Life 
insurers would go a long way in arresting the trends of lapsation; and at the 
same time, help the insurers achieve better profitability.
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The overall lapse rate was 4.9 per cent on a 

policy basis and 7.8 per cent on a face amount 

basis. 

The overall lapse rate for whole life insurance 

plans was 3.9 per cent on a policy basis and 

5.8 per cent on a face amount basis. 

Total lapse rates for term insurance for all 

policy years combined were 10.2 per cent on 

a policy basis and 10.3 per cent on a face 

amount basis. 

The Indian context

In India, IRDA released a report stating the 
number of policies which had lapsed and the 
lapse ratios in respect of non linked business for 
different companies.

For 2006 – 07, the lapse ratios, calculated as a 
ratio of number policies lapsed and forfeited 
during the year to the mean of in force 
policies during the year, varied from 4 per 
cent to 57 per cent 

Out of 15 companies for which the ratios 
were reported, three had lapse ratios less 
than 10 per cent, four had lapse ratios 
between 11 per cent and 20 per cent, five had 
lapse ratios between 21 per cent and 30 per 
cent and three had lapse ratios above 30 per 

cent.

According to a report, the first premium 
lapse ratio of LIC was never below 14 per cent 
except the period 1969-70 where the first 

premium lapsation was 13.92 per cent. On an 

average 18 per cent of first premium 
lapsation is common for LIC. 

However, LIC's experience in the matter of 
lapsation is slightly better than that of the 

leading Indian insurers. 

It has also been observed that the conservation 

ratio of almost all the leading life insurers have 

witnessed a declining trend. The conservation 

ratio (CR) for Bajaj Allianz was 58 per cent in 

FY11 against 69 per cent last year, ICICI Pru was 

62 per cent in FY 11 against 68 per cent in FY10, 

Reliance life Insurance was 56 per cent in FY11 

against 61 per cent in 2010 and Tata AIG was 77 

per cent in FY 11 versus 81 per cent in 2010. Max 

New York Life has maintained a steady 

conservation ratio of above 80 per cent in the 

last five years. 

The fact is that a very high proportion of the 

new business written every year goes off the 

books by way of lapses. 

Reasons for lapsation

Many a time, there are product mis-matches, 
due to wrong selling, mis-selling or forced 
selling by advisors or lack of understanding of 
the product by policyholder. In the Indian Life 
insurance industry, we are still struggling with 
the ULIP three pay issue, where customers who 
have completed three years of their policy, 
need to be convinced to continue with their 
contract, by connecting them to their initial 
reason for buying the policy and re-sell the 
benefits of the long term continuance of the 
policy. 

Another reason for lapsation is that the lack of 

understanding of the true value of life 
insurance i.e. long term savings and protection. 
With a desire to make a quick buck, there is a 

growing tendency to use life insurance as a 

short-term investment instrument which 
invariably results in a disappointment for the 
buyer; and loss of trust and faith for the life 

insurer and the distributor.

In a multi dimensional modern life needs, 
insurance premium is not top of the mind recall 

for the customers and efforts needs to be made 
through various customer touch points to 

reach out proactively to them. In some cases, 

customers face financial problems due to 
financial income challenges, due to which they 

,, 

,, 
■ 



s ue fi s  ocus

irda journal  september 2011| 26

The cash flows 

get impacted 

creating asset 

liability 

mismatch which 

adversely impact 

returns on the 

participation 

policies which in 

turn works 

against the life 

insurer. The 

bottom line is 

that lapsation 

hits profitability. 

are unable to pay the premiums. The effect of 

inflation too leads to crunch on their savings 

and lack of financial planning forces individuals 

to lapse the policies. And that is where the need 

to have systemic lapse prevention and 

reinstatement programs for consumers, 

becomes very relevant. 

Difference between product need and 

product offering

Less financial and product understanding 

of the customer

Unforeseen financial difficulties by 
consumer

Availability of multiple products in the 
market causes confusion to the customer

It is critical to care

At the outset, even though it may look that the 
customer is the main party affected due to 
lapse policy, there are actually three 
stakeholders in all. The customer, the life 
insurance company and the agent. And all 
three are affected directly by lapsation.

Impact on Life Insurer - From the company's 
perspective, each product entails sales costs, 
commissions, underwriting costs etc. Too high 
a lapse rate may affect the ability of the insurer 
to recover these costs, given the projected 

benefits payouts required under these lines of 

insurance. Lapsation would mean loss of 
goodwill, which can cost market share in the 
present day competitive environment. The 

cash flows get impacted creating asset liability 

mismatch which adversely impact returns on 
the participation policies which in turn works 
against the life insurer. The bottom line is that 

lapsation hits profitability. 

Impact on policyholders - For the consumer, 
apart afrom the distressing emotional burden, 

his family suffers monetary loss.The person is 
putting himself at risk with no insurance cover 

Main issues

plus he would also lose the money he has 

invested till then. The low awareness level is 

also regarding the customer's own personal 

risks, such as, loss of health, disability and 

untimely death. He loses on his investment, 

particularly in the early durations when the 

policy has not acquired any value. A new policy 

would cost more, considering the current 

higher age of the customer and other related 

factors. Some insurers consider previous lapses 

as adverse factor while underwriting a new 

proposal. The pay back, which is part of the 

premium paid that cannot be forfeited, will 
never meet the expectations of policyholders. 
Endowment policies yield steady returns only 
in the long run. If there is an early lapsation, 
policyholders receive the blow, in that they may 
not have received any gains, not recovered the 
front end costs and also deprived of the 
advantage of lower costs in the long run. By not 
running the policy for full tenure, the 
policyholder deprives himself of the benefit of 
compounding and habit of regular savings.

Impact on distributors - Lapsation on 
premiums also impacts the advisor who suffers 
loss of renewal commission, loss of client base 
and also loss of opportunity to up-sell and 

cross-sell to existing policyholders. 

Distributors do not get renewal commissions if 
the policy is lapsed. In this case, it is possible 

that the agent may be losing client which is 

more disastrous than losing commission. If 
policyholder is disappointed at the sales 
process, then it is a permanent and irreparable 

loss to the agent and the insurance company. 

Further, insurers may also impose penalties due 
to lapsation, such as denying club membership, 

associated facilities and other benefits. The new 
stregulation applicable from 1  July, 2011, 

prescribes minimum persistency of 50 per cent 

which will be increased to 75 per cent by 2014 
as a pre condition for renewal of license.
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It is extremely 

important that 

the product is 

sold in the right 

manner after 

analysing the 

need of the 

customer. 

Customer's 

financial 

capabilities, 

both current as 

well as projected 

for future must 

be factored in 

before deciding 

on an optimum 

policy size for 

the customer.

Who loses what?

Customer Company Advisor

Loses protection Cash flow gets impacted Loses client

Bad credit reputation Projected benefit payouts Loses renewal commission
get affected

Higher premium payment for Loss of market goodwill Loss of opportunity to
new policy as age factor cross-sell to existing
comes in customers

Focus on Customer Retention - Planning a 

better tomorrow

Customer Education: Conserving persistency 
will remain a major challenge for insurance 
companies. Some factors that influence the 
scenario cannot be controlled, such as market 
downturn. However, organisations can monitor 
external and internal factors carefully and draw 
out a planned approach to control lapsation. A 
targeted communication strategy designed to 
educate the customers on what they will stand 
to lose, is an effective method to tackle the 
situation. 

Need based selling: Advisors and agents 

should be properly trained to be able to 
understand the needs of the customer and sell 
products appropriately. With the industry and 

consumers both increasingly focused on 

retirement income, companies should ensure 
that owners understand the unique feature of 
guaranteed lifetime income inherent in all 

annuities.

It is extremely important that the product is 

sold in the right manner after analysing the 
need of the customer. Customer's financial 

capabilities, both current as well as projected 

By taking a few proactive measures and 
ensuring that premiums are remitted in time, 
not only does the lapsation of life insurance 
policies get arrested but it would go a long way 
in furthering the larger interests of all 
stakeholders. 

for future must be factored in before deciding 

on an optimum policy size for the customer.  

Strengthening of welcome call process, 
enhancing the quality of tele-calling, 
improving customer data quality, initiatives 
launched for capturing customer contact 
details, are also some of the steps that have 
helped customer retention. Welcome calling 
also weeds out the possibility of mis-selling or 
lack of understanding of product feature. 

Product solutions: Flexible products, product 
switch, premium holidays etc will also help to 
reduce lapsation. Sometimes, due to 
unforeseen circumstances and sudden 
financial constraints, customers are unable to 
pay their premiums; increasing the premium 
paying options as well as consumer awareness 
about these options are also other ways of 

improvement. A greater flexibility to overcome 

short-term cash crunch would help in reducing 
lapsation.

Renewal notices in various languages

Non-intrusive intimation (email and sms)

Tele-call to customers and agent advisors

Collection model in the field for agency

Renewal reminders and ease of payment: A 

few insurers have adopted some of these key 
initiatives as a process to reduce lapsation. A 

robust renewal reminder calling process to 

Enablers that support persistency drive 
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Service should 

be made the key 

parameter for 

distribution and 

persistency 

should be one of 

the key 

parameters for 

their 

compensation. 

Collection of 

renewal 

premium should 

be engrained as 

part of 

distributor 

responsibility.
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The author is CEO & Managing Director, Max New 

York Life Insurance. The views expressed in the 

article are personal.

support the customer and distributors to 

ensure timely premium payments are 

developed. 

Firstly, communications on renewals are sent to 

customers in vernacular languages to reach out 

to the large regional base of customers. 

Promotion of self pay options for the policy 

holder like ECS, Direct Debit, and payment thru 

IVR etc has been initiated. 

Distributors' service orientation: Service 

should be made the key parameter for 
distribution and persistency should be one of 
the key parameters for their compensation. 
Collection of renewal premium should be 
engrained as part of distributor responsibility. 
To reduce the impact on all quarters, the Life 
insurer may adopt the 13th month persistency 
mode, in which quarterly linked performance 
linked bonus for distributors with more than 25 
month vintage, can become mandatory. 
Executive Council and CEO Council (Internal 
Distribution Councils) gating can and should 
be introduced with 80 per cent persistency 
criteria, impacting their annual recognition 
criteria.

Direct service model: A high distributor 
attrition rate is one of the key reasons for 
lapsation. To overcome that limitation the Life 

insurer can start a Direct Customer Service for 

customers where relationship managers are 
assigned to 'Orphaned/ Direct' customers for 
servicing and retention. 

Understanding lapsation behaviour, 

proactively: A predictive lapsation model has 

been created with the propensity to pay by the 

customer taken into consideration as 

preventive action while risk-profiling the 

customers on propensity to lapse by some life 

insurers.  This  has been fol lowed by 

implementing less intrusive modes of 

communication like sms, emails, auto-dialler 

etc to remind them and prioritisation of 

renewal efforts making it more efficient. 

To conclude, I would like to reiterate that Life 
insurance companies who are customer centric 
and have a high focus on service quality, across 
the entire customer life cycle from sales, 
issuance, post policy issuance servicing and 
claims, will go a long way in maintaining high 
levels of customer retention and effectively 
prevent lapsation. 
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Tackling the Demon
- Lapsation in Life Insurance

T.R. Ramachandran opines that the element of lapsation is an indicator of bad 
salesmanship upfront; and that the insurer loses both the customer as well as 
the premium.
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Lapsation would 

mean loss of 

goodwill which 

affects the 

embedded value 

of the 

organization 

and has a direct 

bearing on the 

present year's 

profitability.

Life insurance is a long term contract that offers 

protection and helps meet the long term needs 

and aspirations of its customer. A break in the 

regular inflow of premium from the customer 

to the insurer results into a chasm in the 

structure of the policy, the resultant investment 

pattern arising from the premium inflow, the 

benefits accruable to the customer and the 

income pattern to the insurer. Lapsation is 

ananomalous phenomenon in which all the 

stakeholders stand on the losing side.

Company impact:

Lapsation ratio is a strong indicator of sales 

quality and customer focus of the organization 

as well as that of the general performance and 

profitability of an insurer. A lapsed policy results 

in loss of a premium stream to the insurer apart 

from shrinking the assets under management.  

 which 

affects the embedded value of the organization 

and has a direct bearing on the present year's 

profitability. As the franchise value of an 

insurance company is built through the new 

business margins and the embedded value, 

lapsation has a big impact on the valuation of 

the business. Moreover, the company's 

objective of providing prosperity and peace of 

mind is not met. The company loses happy 

customers and inherits a disgruntled one 

Lapsation would mean loss of goodwill

thereby also losing reference opportunities to 

new customers. 

On the contrary, there are the lapse supported 

products which act as a double edged sword.  

While they result in contributing to the bottom-

line of the organization in the short term, they 

lead to reputational risk. There are several 

examples of such products in the US & UK 

which have resulted in a surge in complaints 

with the regulator and claims for compensation 

exposing the conflicting interests of the 

customer and the insurer.

Customer impact:

The customer loses by loss of protection and 

investment, possible forfeiture of entire 

premium or part thereof. In case the customer 

goes in for an alternate solution to fulfill his 

investment or protection needs, the additional 

charges which he pays on the new solution 

adds to his cost. Staying invested benefits the 

customer with wide protection available to the 

customer in the long run at a low cost. The 

customer also benefits from the power of 

compounding if he runs through the term of 

the long term product offering.

Distributor impact:

The intermediary - advisor, agent, bank or 

salesperson who sells the policy to the 
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customer benefits by earning trail commission 

on renewing the product. A lapsed policy 

results in a lost trail income opportunity. A 

parochial view taken by churning the 

customer's portfolio affects the image of the 

advisor and the customer's interests. This leads 

to the loss of an opportunity to manage the 

additional share of the customer's wallet and 

prospective leads in his circle of influence.

Managing Lapsation:

Lapsation remains as one of the most serious 

issues faced by the industry. Hence, the 

opportunities to reduce this should be 

considered and different approaches should be 

adopted that can be effectively deployed to 

manage and alleviate lapsation; and build a 

customer for life time. In order to manage the 

demon of lapsation, an insurance company can 

adopt proactive, reactive as well as predictive 

measures. 

The proactive measures are resorted to, to 

ensure that commitments made at the time of 

sale of the policy are honored. For example: 

designing the right products to begin with; 

selling them appropriately, and to the right 

customer target; increase premium payment 

channels, improve customer contact ability etc 

among others. 

The insurance companies should, at the time of 

sale, also incorporate services like sending 

additional materials such as Key Features 

Document, FAQs etc. explaining the product, 

terms and conditions in simple language for 

the customer to comprehend what he has 

purchased. There still remains the question of 

how many policy holders really take time to 

read their policy document and other 

informative materials provided to them by the 

insurance companies. In this area, on-going 

efforts are required by the insurance 

companies to raise the level of awareness and 

involvement of the customers.

he onus also lies with the distributor who 

should enlighten the applicant on all matters 

pertaining to the contract to ensure that need-

based selling is accomplished. The key to 

business retention is when the distributors put 

at the top of the agenda the prospect's needs 

rather than their own personal commercial 

interests.

Service delivery initiatives that exceed the 

expectation of the policyholders can help 

develop brand loyalty. These can include - 

policyholders availing web services for 

premium payment, document submission, 

receiving cell phone alerts for premium dues, 

payment through SMS, access to the company 

through toll free numbers and IVRS (Interactive 

Voice Response System), online chats and e-

mail notifications about important dates and 

customer service request responses. In 

addition, companies can set up Business 

Conservation Units (BCU) to implement 

corporate asset retention strategies. BCUs can 

help policyholders to access services according 

to the need and assist in continued client 

relationships. Insurance companies should also 

concentrate their efforts on taking up revival 

initiatives to persuade policyholders whose 

policies are in a lapsed condition. 

T

An integrated effort from the insurance 

company in terms of good after sales service 

along with other reactive measures results in 

keeping a customer satisfied and engaged. 

The insurer can use technology to help reduce 

lapsation by taking preventive action to set up 

an advanced analytics model for predicting 

payment and lapse behavior that can be 

instrumental in identifying the customer who is 

most likely to lapse. Also with regular 

There still 

remains the 

question of how 

many policy 

holders really 

take time to read 

their policy 

document and 

other 

informative 

materials 

provided to 

them by the 

insurance 

companies. 
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The reason 

could also be 

product returns 

not meeting the 

expectation of 

policyholder or 

the bonus rates 

may no longer 

be attractive, or 

the policy cash 

value does not 

accumulate at 

the expected 

rate. 

Transparency on
key policy features
at the buying stage

Enhance customer
awareness on

impact of lapsation

Increase premium
payment channels
& use of electronic

modes

Increase customer
contact ability

Partner with
Retention agencies

Reminders through
Letters, SMS,

Emails & tele calling 

Increase
reinstatements

Strong MI

Use data analytics
to identify

customer likely to
lapse initiate

action on them

Engage with
customers at

through out his
life cylce

Use of Net
Promoter Scores to
predict detractors
who are likely to

leave in a year

Proactive Reactive Predictive

engagement, the customer contact platform is 

kept live which bestows customer behavior 

trends. 

Another approach for mitigating lapsation is by 

focusing on 'customer value' rather than 

Also, life insurance companies collect 

data of all withdrawals and analyze their 

experience on regular basis to monitor 

performance, control the sales outlets, carry 

out profitability analysis and for assumptions to 

be used in product pricing and reserving. There 

is also the regulatory push to monitor lapses 

and take action, wherever necessary.

product value – i.e. one can look at replacing 

the product so as not to lose the customer in 

select cases. This will help the company retain 

the customer and build goodwill. An insurer 

should also look at the impact on the brand 

value – whether a lapsing customer will return 

to it in future, and whether he will recommend 

the insurer to others. Activities which 

encourage persistency through customer 

satisfaction can have a positive influence on the 

franchise value, even when they do not 

succeed in keeping the policy in-force.

Policyholders are also equally affected by 
lapsation and it is also the insured customer's 
responsibility to ensure that his policies do not 

lapse. This requires a lot of discipline on the part 

of the policyholder, particularly in modern 
times, with the availability of other investment 
options and the ever increasing demands on 

his resources.

Customer education and financial literacy 
initiatives shall ensure in addressing this issue. 

It is also imperative for the insured to increase 

awareness about the product features and 
ensure timely payment of premium through 

ECS, Credit card auto-pay etc. He needs to be 

proactive in updating latest contact details 

with the insurer to continue receiving alerts 

through post, email or SMS from Insurance 

companies.

One of the reasons of lapsation is a financial 

crunch experienced by the policyholder as a 
result of which he is unable to pay premiums. 

One should consider reviewing the 

insurance contract to change the terms instead 

For example, change of employment or ill 

health may make the premiums unaffordable 
leading to voluntary lapse. The reason could 

also be product returns not meeting the 
expectation of policyholder or the bonus rates 

may no longer be attractive, or the policy cash 

value does not accumulate at the expected 
rate. 
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of letting the policy lapse. For example: 

reducing the sum assured amount thereby 

reducing the premiums too.

India Scenario
India has seen an improvement in the renewal 

process, which plays a significant role in 

reducing lapsation, with the emergence of the 

private sector in the last decade. The role of 

technology is evident across most trends. The 

scope of communication with the customer 

which would be restricted to renewals has 

grown to engagement throughout his life 
cycle. Post, E-mail, telephonic communication, 
automated voice reminders on phone and SMS 
are some of the modes through which 
insurance companies reach out to customers. 

Renewal premiums are now paid at any branch 
of insurance companies. Some companies have 
partnered with banks who accept premium on 
behalf of the insurer. Awareness of virtual 
routes through the internet and through 
telephone (IVR) is also growing by the day. 
Automated modes like ECS or standing 
instructions through a credit card/debit card 
ensure that the customer undertakes limited 
effort and decreases the risk of lapsation for 
both the customer and the insurer.  Use of 
mobile phones for remittance of insurance 

premium is likely to be a reality soon.

Conclusion
To conclude, a policy in force is not only a 

perennial source of income to insurance 
companies, it also provides for continued 

income to agents and maximizes long term 

returns to the policy-holders. The insurance 

sector has entered into a very critical but 

conducive phase when it is desirable to pursue 

not just the new business growth but also to 

ensure its quality and retention. By taking a few 

proactive measures and ensuring that 

premiums are remitted in time, not only does 

the lapsation of life insurance policies get 

arrested but it would go a long way in 

furthering the larger interests of all the parties 

concerned viz., the life insured, the life insurer 

and the agents. Timely steps in this direction 

will pave the way for success to all.

The author is CEO, Aviva Life Insurance Company 

India Ltd.

Automated 

modes like ECS 

or standing 

instructions 

through a credit 

card/debit card 

ensure that the 

customer 
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limited effort 
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customer and 

the insurer.  Use 

of mobile 

phones for 

remittance of 
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to be a reality 

soon.
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Policyholders buy life insurance with great 
hope and aspirations. In India endowment 
products which club savings with life 
protection are the most popular variety thanks 
to Indians' obsession with savings. People 
purchase life insurance to provide for crucial 
long term needs such as kids’ higher education 
and marriages, retirement, house building, life 
style or to leave behind an estate for the heirs. In 
fact, policyholders are known to provide for the 
premiums sacrificing their crucial consumption 
needs of the moment just to ensure a secure 
and bright future for their families. 

Insurers and distributors on their part expend 
huge efforts and resources in the process of 
procuring each policy. Insurers invest huge 
capital to set up the business, open offices, 
appoint distributors,  create servicing 
i n f r a s t r u c t u re  a n d  to  m a n a g e  t h e i r  
establishments. Distributors have to toil hard to 
sell policies especially in view of the resistance 
they face in the market. This has led to the 
maxim – Insurance is more sold than bought.

Thus, both buyers and sellers of life insurance 
have a huge stake in the policies and therefore 
it would be logical and natural to conclude that 
lapse of insurance contracts should be the 
rarest of rare occurrences – possibly caused 
only by a serious change in the policyholder’s 
fortunes or circumstances. However, the 
situation obtaining in real world is at gross 

variance with this understanding. Strange as it 
may sound, as many as 40-50% of life insurance 
policies lapse in the first five years after their 
inception, and more than 20% of policies perish 
in the very first year of their existence! Let us try 
to understand why this menace persists 
despite the concern shown by all stakeholders.

The long term interests of a business lie in 
seeking growth while simultaneously 
ensur ing/improving prof itabi l i ty.  But  
businesses including life insurers, in pursuit of 
higher growth or market share, at times adopt 
aggressive marketing strategies which result in 
sharp selling practices. The sales teams are 
d r i ve n  fo r  " n u m b e r s ",  w h i c h  i s  n o t  
objectionable by itself, but when it results in (as 
it often does) compromise with quality of sales 
at the field level, policyholder would be the 
casualty. Policies are sold without making 
important point-of-sale disclosures that help 
client make an informed purchase. For instance, 
in case of ULIPs the absence of guarantees and 
linkage of returns to stock market performance 
need to be disclosed to policyholders. But it 
was seen that many policyholders were lured 
into buying ULIPs on the promise of attractive 
returns, while disclosures on absence of 
guarantees and linkage of returns to market 
performance were conveniently forgotten. So 
long as the markets performed well there was 
no problem but when they crashed in the year 
2008, policyholders realised that they were 

Promoting Persistency of Life Policies
- Priority for the Industry

V. Sai Kumar opines that top managements can drive better persistency levels 
through structural and cultural interventions rather than run-of-the-mill 
actions.
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Passing 

proposals 

through the 

sieve of a well-

designed 

suitability matrix 

which detects 

potential mis-

match between 

attributes of the 

product and 

profile of the 

client throws up 

an alert for the 

insurer to probe 

into possible 

mis-selling.

Excessively front-loaded commissions and 
incentives do not leave much at stake for 
marketing teams in persistency of policies. It 
has been proven that once they were more 
evenly spread out over the policy-terms, the 
s e l l i n g  p ra c t i ce s  h a d  b e co m e  m o re  
persistency-focussed.

Structured analysis of the needs of the client 
ensures that the client’s crucial financial 
requirements are factored in while suggesting 
the product. It is seen that once the 
policyholder identifies his policy as a provision 
for one or more of his crucial needs, say 
daughter’s marriage, his commitment to the 
policy is much higher than when he buys it as 
just another investment. It helps to create this 
kind of identification among policyholders. 

In these uncertain times, people’s fortunes 
fluctuate quite a bit. Features of Life products 
need to be more flexible and change-friendly 
to be in tune with current requirements. Such 
flexibility would help policyholders to re-tailor 
policies to their changed realities and avoid 
lapsation.

Ease of payment of premiums prevents 
convenience -related defaults.  Modern 
payment modes such as ECS, credit/debit 
cards, online payments, and tele-payments can 
keep a lot of policies in force that would fall into 
default under conventional modes.

Suitability audit is one of the checks adopted in 
some regimes to great effect. Passing proposals 
through the sieve of a well-designed suitability 
matrix which detects potential mis-match 
between attributes of the product and profile 
of the client throws up an alert for the insurer to 
probe into possible mis-selling. The matrix 

needs to cover items such as riskiness of the 
product, amount of cover, term and quantum 
of premium, flexibility of product features 
etcwhich shall then be matched with client’s 
age, gender, income, certainty of earnings, 
existing insurance cover, cover sought in the 
current proposal, assets and liabilities; 
andfamily profile and commitments. The 
suitability forms filled up by the client need to 
be preserved for a minimum period andshall be 
open for verification by regulators in case of 
grievances or high rates of lapsation or during 
inspections. Suitability checks need to be 
mandated especially in case of risky products 
and vulnerable clients such as illiterates, older 
people, women etc. This measure is bound to 
check mis-sale related lapsation.

It is said that rewarded behaviour is repeated. If 
Boards and top managements reward their 
teams for ethical sales based on quality advice, 
insurers shall beget high persistency rates. On 
the other hand, if they turn a blind eye to fly-by-
night kind of sales they will be witness to 
customers walking out of the contracts. 

The author is Officer on Special Duty (Life), IRDA. 

The views expressed in the article are his own.
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GROSS PREMIUM UNDERWRITTEN BY NON-LIFE INSURERS WITHIN INDIA (SEGMENT WISE) :

Fire Marine
Marine
Cargo

Marine
Hull

EngineeringSI.
No.

Insurer Motor

1 Royal Sundaram 17.12 6.65 6.65 0.00 10.24 223.39 169.26 54.14 77.46 0.00 2.11 8.93 11.82 357.73
Previous year 18.78 7.05 7.05 0.00 8.47 161.47 126.46 35.00 47.54 0.00 1.92 8.93 7.56 261.70

2 TATA-AIG 97.80 53.44 53.44 0.00 19.76 154.65 131.17 23.48 36.50 0.00 44.77 35.15 8.44 450.51
Previous year 85.09 42.59 42.59 0.00 15.70 71.56 60.53 11.03 34.49 0.00 38.41 33.55 3.00 324.39

3 Reliance 44.89 21.15 20.88 0.27 32.33 311.54 200.27 111.28 79.03 0.54 10.61 10.33 14.41 524.84
Previous year 41.25 12.79 9.53 3.26 -0.97 229.67 155.27 74.40 66.51 34.07 9.11 24.12 12.77 429.35

4 IFFCO Tokio 110.88 41.88 31.57 10.31 15.71 244.42 160.06 84.36 58.23 5.71 18.54 6.99 29.78 532.15
Previous year 110.31 42.02 24.45 17.57 16.14 205.90 141.37 64.53 33.44 11.59 25.16 5.60 32.48 482.63

5 ICICI Lombard 112.40 66.08 48.90 17.19 52.11 454.74 326.62 128.12 423.54 37.32 38.00 33.51 43.95 1,261.65
Previous year 96.47 49.66 35.06 14.60 48.42 349.49 253.71 95.78 399.96 29.95 34.13 28.55 34.27 1,070.89

6 Bajaj Allianz 87.29 26.36 26.01 0.36 27.72 447.63 327.65 119.98 109.84 6.59 31.91 11.88 46.58 795.81
Previous year 75.97 24.27 21.94 2.33 23.97 411.36 305.65 105.72 89.95 4.68 23.08 13.00 51.79 718.07

7 HDFC ERGO 88.00 20.15 14.74 5.41 24.51 128.07 84.21 43.86 123.40 5.93 28.56 42.76 1.91 463.29
Previous year 59.74 11.60 8.26 3.34 16.89 83.76 60.19 23.58 83.13 11.24 24.17 27.40 1.96 319.89

8 Cholamandalam 27.83 12.01 12.01 0.00 6.55 202.24 140.56 61.68 51.71 0.00 4.30 10.49 6.16 321.29
Previous year 22.61 11.28 11.26 0.01 6.79 140.64 97.74 42.90 42.97 0.00 3.63 8.08 8.63 244.62

9 Future Generali 32.10 13.55 13.55 0.00 7.19 118.98 79.58 39.39 37.30 0.00 6.03 11.14 7.25 233.54
Previous year 24.53 10.41 10.41 0.00 6.97 71.75 51.68 20.07 32.93 0.00 3.18 5.18 4.76 159.72

10 Universal Sompo 18.79 2.60 2.60 0.00 2.77 36.00 28.37 7.63 12.22 0.00 0.82 2.04 10.04 85.29
Previous year 13.22 2.13 2.13 0.00 2.23 42.96 31.75 11.22 7.66 0.00 0.43 1.58 7.65 77.85

11 Shriram 1.85 0.22 0.22 0.00 0.67 229.10 103.92 125.18 0.00 0.00 0.18 0.22 0.20 232.45
Previous year 1.10 0.10 0.10 0.00 0.29 138.05 70.88 67.17 0.00 0.00 0.13 0.20 0.11 139.99

12 Bharti Axa 22.18 8.16 8.16 0.00 3.75 114.14 84.50 29.63 39.19 0.00 1.39 7.96 2.12 198.88
Previous year 18.40 3.97 3.97 0.00 2.35 82.38 64.77 17.61 14.43 0.00 0.66 5.91 0.91 129.00

13 Raheja QBE 0.78 -0.03 -0.03 0.00 0.04 0.06 0.04 0.02 0.00 0.00 2.46 0.14 0.03 3.48
Previous year 0.26 0.00 0.00 0.00 0.00 0.04 0.03 0.01 0.00 0.00 0.92 0.18 0.01 1.42

14 SBI General 25.07 0.21 0.21 0.00 1.95 0.60 0.51 0.09 1.45 4.79 0.00 0.23 1.73 36.03

15 L&T 4.78 1.61 1.61 0.00 1.85 13.96 9.43 4.53 0.10 0.00 0.78 1.52 2.72 27.32

16 New India 390.76 168.36 71.60 96.76 80.71 656.49 354.30 302.19 741.72 20.57 47.71 32.96 176.84 2,316.12
Previous year 372.82 160.20 74.10 86.11 82.95 522.52 299.52 223.00 644.90 12.89 43.01 32.77 125.04 1,997.12

17 National 194.70 90.87 49.43 41.44 65.30 799.14 449.63 349.51 513.16 11.60 24.55 31.06 119.72 1,850.11
Previous year 159.21 68.38 44.69 23.70 46.47 650.99 388.57 262.42 389.54 9.23 18.09 29.95 97.84 1,469.70

18 United India 276.44 158.41 90.21 68.20 125.99 615.56 307.23 308.33 540.60 1.45 27.35 32.33 185.64 1,963.77
Previous year 240.02 148.50 87.71 60.79 99.77 478.53 259.60 218.93 391.44 1.32 24.76 28.75 142.80 1,555.89

19 Oriental 256.33 146.81 73.40 73.41 80.30 493.64 243.69 249.95 322.03 19.29 30.68 32.85 138.08 1,520.00
Previous year 211.98 135.34 60.27 75.07 76.81 426.81 232.71 194.11 300.59 14.42 26.72 35.67 146.69 1,375.03

20 AIC of India 144.50 144.50
Previous year 148.52 148.52

Grand Total 1,810.00 838.52 525.17 313.35 559.45 5,244.35 3,201.03 2,043.32 3,655.49 113.80 320.75 316.73 1,186.73 14,045.83
Previous year 1,551.76 730.30 443.52 286.77 453.23 4,067.88 2,600.43 1,467.45 2,937.73 129.39 277.52 292.72 1,037.54 11,478.07

SPECIALISED INSTITUTIONS

21 ECGC 231.24 231.24
Previous year

22 Star Health & Allied Insurance 406.13 2.56 1.17 409.86
Previous year 316.55 2.27 1.09 319.90

23 Apollo MUNICH 67.73 1.69 2.40 71.83
Previous year 39.38 1.04 1.63 42.05

24 Max BUPA 14.13 0.00 0.00 14.13
Previous year 2.31 0.00 0.00 2.31

# Commenced operations in March, 2010
$ Figures revised by Insurer for March, 2009
Compiled on the basis of data submitted by the Insurance companies

,_ -
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Grand Total

FOR THE PERIOD APRIL - JUNE, 2011 (PROVISIONAL & UNAUDITED)

( in Crores)M 

Motor OD Motor TP Health Aviation Liability Personal
Accident

All Others

1 Royal Sundaram 17.12 6.65 6.65 0.00 10.24 223.39 169.26 54.14 77.46 0.00 2.11 8.93 11.82 357.73
Previous year 18.78 7.05 7.05 0.00 8.47 161.47 126.46 35.00 47.54 0.00 1.92 8.93 7.56 261.70

2 TATA-AIG 97.80 53.44 53.44 0.00 19.76 154.65 131.17 23.48 36.50 0.00 44.77 35.15 8.44 450.51
Previous year 85.09 42.59 42.59 0.00 15.70 71.56 60.53 11.03 34.49 0.00 38.41 33.55 3.00 324.39

3 Reliance 44.89 21.15 20.88 0.27 32.33 311.54 200.27 111.28 79.03 0.54 10.61 10.33 14.41 524.84
Previous year 41.25 12.79 9.53 3.26 -0.97 229.67 155.27 74.40 66.51 34.07 9.11 24.12 12.77 429.35

4 IFFCO Tokio 110.88 41.88 31.57 10.31 15.71 244.42 160.06 84.36 58.23 5.71 18.54 6.99 29.78 532.15
Previous year 110.31 42.02 24.45 17.57 16.14 205.90 141.37 64.53 33.44 11.59 25.16 5.60 32.48 482.63

5 ICICI Lombard 112.40 66.08 48.90 17.19 52.11 454.74 326.62 128.12 423.54 37.32 38.00 33.51 43.95 1,261.65
Previous year 96.47 49.66 35.06 14.60 48.42 349.49 253.71 95.78 399.96 29.95 34.13 28.55 34.27 1,070.89

6 Bajaj Allianz 87.29 26.36 26.01 0.36 27.72 447.63 327.65 119.98 109.84 6.59 31.91 11.88 46.58 795.81
Previous year 75.97 24.27 21.94 2.33 23.97 411.36 305.65 105.72 89.95 4.68 23.08 13.00 51.79 718.07

7 HDFC ERGO 88.00 20.15 14.74 5.41 24.51 128.07 84.21 43.86 123.40 5.93 28.56 42.76 1.91 463.29
Previous year 59.74 11.60 8.26 3.34 16.89 83.76 60.19 23.58 83.13 11.24 24.17 27.40 1.96 319.89

8 Cholamandalam 27.83 12.01 12.01 0.00 6.55 202.24 140.56 61.68 51.71 0.00 4.30 10.49 6.16 321.29
Previous year 22.61 11.28 11.26 0.01 6.79 140.64 97.74 42.90 42.97 0.00 3.63 8.08 8.63 244.62

9 Future Generali 32.10 13.55 13.55 0.00 7.19 118.98 79.58 39.39 37.30 0.00 6.03 11.14 7.25 233.54
Previous year 24.53 10.41 10.41 0.00 6.97 71.75 51.68 20.07 32.93 0.00 3.18 5.18 4.76 159.72

10 Universal Sompo 18.79 2.60 2.60 0.00 2.77 36.00 28.37 7.63 12.22 0.00 0.82 2.04 10.04 85.29
Previous year 13.22 2.13 2.13 0.00 2.23 42.96 31.75 11.22 7.66 0.00 0.43 1.58 7.65 77.85

11 Shriram 1.85 0.22 0.22 0.00 0.67 229.10 103.92 125.18 0.00 0.00 0.18 0.22 0.20 232.45
Previous year 1.10 0.10 0.10 0.00 0.29 138.05 70.88 67.17 0.00 0.00 0.13 0.20 0.11 139.99

12 Bharti Axa 22.18 8.16 8.16 0.00 3.75 114.14 84.50 29.63 39.19 0.00 1.39 7.96 2.12 198.88
Previous year 18.40 3.97 3.97 0.00 2.35 82.38 64.77 17.61 14.43 0.00 0.66 5.91 0.91 129.00

13 Raheja QBE 0.78 -0.03 -0.03 0.00 0.04 0.06 0.04 0.02 0.00 0.00 2.46 0.14 0.03 3.48
Previous year 0.26 0.00 0.00 0.00 0.00 0.04 0.03 0.01 0.00 0.00 0.92 0.18 0.01 1.42

14 SBI General 25.07 0.21 0.21 0.00 1.95 0.60 0.51 0.09 1.45 4.79 0.00 0.23 1.73 36.03

15 L&T 4.78 1.61 1.61 0.00 1.85 13.96 9.43 4.53 0.10 0.00 0.78 1.52 2.72 27.32

16 New India 390.76 168.36 71.60 96.76 80.71 656.49 354.30 302.19 741.72 20.57 47.71 32.96 176.84 2,316.12
Previous year 372.82 160.20 74.10 86.11 82.95 522.52 299.52 223.00 644.90 12.89 43.01 32.77 125.04 1,997.12

17 National 194.70 90.87 49.43 41.44 65.30 799.14 449.63 349.51 513.16 11.60 24.55 31.06 119.72 1,850.11
Previous year 159.21 68.38 44.69 23.70 46.47 650.99 388.57 262.42 389.54 9.23 18.09 29.95 97.84 1,469.70

18 United India 276.44 158.41 90.21 68.20 125.99 615.56 307.23 308.33 540.60 1.45 27.35 32.33 185.64 1,963.77
Previous year 240.02 148.50 87.71 60.79 99.77 478.53 259.60 218.93 391.44 1.32 24.76 28.75 142.80 1,555.89

19 Oriental 256.33 146.81 73.40 73.41 80.30 493.64 243.69 249.95 322.03 19.29 30.68 32.85 138.08 1,520.00
Previous year 211.98 135.34 60.27 75.07 76.81 426.81 232.71 194.11 300.59 14.42 26.72 35.67 146.69 1,375.03

20 AIC of India 144.50 144.50
Previous year 148.52 148.52

Grand Total 1,810.00 838.52 525.17 313.35 559.45 5,244.35 3,201.03 2,043.32 3,655.49 113.80 320.75 316.73 1,186.73 14,045.83
Previous year 1,551.76 730.30 443.52 286.77 453.23 4,067.88 2,600.43 1,467.45 2,937.73 129.39 277.52 292.72 1,037.54 11,478.07

SPECIALISED INSTITUTIONS

21 ECGC 231.24 231.24
Previous year

22 Star Health & Allied Insurance 406.13 2.56 1.17 409.86
Previous year 316.55 2.27 1.09 319.90

23 Apollo MUNICH 67.73 1.69 2.40 71.83
Previous year 39.38 1.04 1.63 42.05

24 Max BUPA 14.13 0.00 0.00 14.13
Previous year 2.31 0.00 0.00 2.31

■ 



Report Card: General
GROSS PREMIUM UNDERWRITTEN FOR  AND UP TO THE  MONTH  OF JULY, 2011

INSURER
JULY APRIL-JULY

2011-12 2010-11* 2010-11*2011-12

GROWTH OVER THE
CORRESPONDING
PREVIOUS YEAR

Note: Compiled on the basis of data submitted by the Insurance companies
*  Figures revised by insurance companies
Private includes 15 General & 3 Standalone Health Insurers
Public includes 4 PSU's, ECGC & AIC

( in Crores)M 

Royal Sundaram 116.33 92.93 474.06 354.63 33.68

Tata-AIG 152.92 115.69 603.38 440.08 37.11

Reliance General 135.58 135.01 660.42 564.35 17.02

IFFCO-Tokio 162.65 158.44 694.80 641.06 8.38

ICICI-lombard 398.09 326.02 1659.74 1396.91 18.82

Bajaj Allianz 290.20 250.38 1086.01 968.45 12.14

HDFC ERGO General 145.25 113.24 608.54 433.12 40.50

Cholamandalam 126.51 81.01 447.80 325.63 37.52

Future Generali 71.09 46.55 304.63 206.28 47.68

Universal Sompo 25.93 26.32 111.22 104.17 6.77

Shriram General 93.22 57.94 325.67 197.92 64.54

Bharti AXA General 64.27 50.81 263.40 179.80 46.50

Raheja QBE 1.14 0.63 4.62 2.05 124.95

SBI General 22.16 5.04 58.19 6.62 779.12

L&T General 11.49 0.00 38.81 0.00

Star Health & Allied Insurance 102.20 208.71 512.06 528.62 -3.13

Apollo MUNICH 30.24 13.93 102.07 55.98 82.31

Max BUPA 5.34 1.70 19.38 4.00 383.99

New India 707.15 598.30 3023.27 2595.42 16.48

National 592.00 467.88 2442.11 1937.58 26.04

United India 639.37 503.67 2603.19 2059.56 26.40

Oriental 484.45 437.48 2004.45 1812.51 10.59

ECGC 78.11 60.06 309.35 268.10 15.39

AIC 144.32 129.88 288.82 278.39 3.75

PRIVATE TOTAL 1954.61 1684.34 7974.81 6409.68 24.42

PUBLIC TOTAL 2645.40 2197.27 10671.19 8951.56 19.21

GRAND TOTAL 4600.01 3881.60 18646.01 15361.24 21.38
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Premium underwritten by non-life insurers 
for the month of July, 2011
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* Compiled on the basis of data submitted by the Insurance companies
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Mr. U. K. Sinha delivering the Convocation address. Others in the picture are (L to R): 
Mr. M. Rama Prasad, Member (Non-life), IRDA; Mr. Vepa Kamesam, Managing Director, IIRM; 

Mr. J. Hari Narayan, Chairman, IRDA; Dr. R. Radhakrishna, Chairman of National Statistical 
Commission; and Mr. Vikram, Chartered Accountant.

The annual function of Institute of Insurance and Risk 
Management (IIRM) to award the International Post Graduate 

thDiplomas to the students of 7  batch regular stream, candidates 
nd rdof Distance Learning mode, students of 2  and 3  Batch of 

Actuarial Science Course; and to welcome the students of the 
thacademic year 2011-12, was held on Friday, the 5  August 2011, 

in Hyderabad. Mr. U. K. Sinha, Chairman, SEBI delivered the 
convocation address and awarded Diplomas to the successful 
students of the IPGD in Insurance and Risk Management and 
Actuarial Sciences programmes.

■ 
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Ms. Megha Mehta, who won the SBI Life prize money of  ̀ 1.00 lakh and gold medal, receiving 
the diploma from Mr. U. K. Sinha. Others in the picture are (L to R): Mr. M. Rama Prasad; 
Mr. Vepa Kamesam and Mr. J. Hari Narayan.

Mr. J. Hari Narayan handing over a memento to Mr. U.K. Sinha 
Looking on is Mr. Vepa Kamesam.

■ 
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Statistical Supplement
(Monthly - June, 2011)



non-life insurance
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

50

Name of the Insurer: Bajaj Allianz General Insurance Company Limited

1983.25 8728.76 35560 101856 99.24 1131.42 25934554.00 106549455.00

1884.01 7597.34 30008 88683 441.69 1627.73 30931963.00 104682390.00

476.62 2600.53 13491 41461 -46.01 406.50 6635780.00 26899335.00

522.63 2194.02 14519 42374 103.55 545.19 9922206.00 50158887.00

5.36 35.90 4 29 -46.41 -196.75 362851.00 761286.00

51.77 232.64 58 129 4.25 39.31 295814.00 2033403.00

481.98 2636.43 13495 41490 -92.42 209.76 6998631.00 27660621.00

574.40 2426.67 14577 42503 107.80 584.51 10218020.00 52192290.00

30.32 658.93 26 95 -30.36 190.63 261103.00 5046876.00

60.68 468.31 20 62 -305.84 -351.63 286677.00 5184209.00

717.02 2772.25 1449 4306 -261.38 375.51 17051106.00 43386206.00

978.40 2396.74 1368 4036 -30.56 -248.27 32679317.00 49476557.00

10919.64 32765.43 316928 995007 838.74 2200.77 786078.00 2399781.00

10080.89 30564.66 329398 984818 1836.70 6002.60 737316.00 2232925.00

4530.79 11997.82 316928 995026 980.97 1426.27

3549.82 10571.54 330198 1003997 201.14 729.40

15450.42 44763.25 316928 995026 1819.72 3627.05 786078.00 2399781.00

13630.71 41136.20 330198 1003997 2037.84 6732.00 737316.00 2232925.00

230.40 813.47 1779 5725 51.45 214.82 40665.00 134270.00

178.95 598.65 1675 5156 24.41 143.77 20833.00 81592.00

8.67 32.17 20 75 2.42 4.09 40049.00 149648.00

6.26 28.08 16 63 1.82 1.33 16646.00 68294.00

69.40 563.18 68 183 -18.92 129.76 73759.00 223653.00

88.32 433.42 55 147 13.78 201.51 48510.00 156907.00

869.57 1782.38 281 902 565.34 534.75 325631.00 807974.00

304.23 1247.64 284 885 -65.47 187.29 202059.00 691960.00

1178.04 3191.20 2148 6885 600.29 883.41 480104.00 1315545.00

577.75 2307.79 2030 6251 -25.46 533.89 288048.00 998753.00

373.24 1188.02 6396 18283 27.59 -111.93 1892562.00 5985256.00

345.65 1299.95 8364 22139 -203.20 -393.51 14812616.00 18451237.00

2602.97 8959.41 64252 179800 -220.19 1886.16 2863906.00 10398467.00

2823.16 7073.25 77671 195890 -352.23 -909.27 2835735.00 7866920.00

664.13 2024.93 49424 164116 49.96 103.09 1387808.00 4216996.00

614.17 1921.84 48513 158703 81.40 177.92 106253.00 224149.00

3267.10 10984.35 113676 343916 -170.23 1989.26 4251714.00 14615463.00

3437.33 8995.09 126184 354593 -270.83 -731.36 2941988.00 8091069.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

131.45 282.41 14 54 6.97 -144.74 999955.00 1615118.00

124.48 427.15 12 49 76.38 231.21 101770.00 851018.00

1372.56 4375.49 58116 148304 224.77 -376.21 1890865.00 7548427.00

1147.80 4751.69 49244 137449 -74.44 354.99 1873520.00 50899678.00

24985.37 79581.08 547808 1660215 2224.18 7774.15 60546672.00 216122748.00

22761.19 71806.93 562005 1659762 1753.39 8339.57 94871235.00 293060126.00

■ 



irda journal september 2011|

No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

51

91.71 364.49 2806 7958 0.00 0.00 0.00 0.00

350.00 678.61 4220 11824 0.00 0.00 0.00 0.00

30.46 87.68 664 1995 0.00 0.00 0.00 0.00

11.00 69.83 544 2074 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

30.46 87.68 664 1995 0.00 0.00 0 0 0 0

11.00 69.83 544 2074 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

29.63 322.00 146 410 0.00 0.00 0.00 0.00

108.00 404.75 221 652 0.00 0.00 0.00 0.00

1510.27 2952.45 29192 62592 0.00 0.00 0.00 0.00

97.39 287.72 2248 7541 0.00 0.00 0.00 0.00

-38.06 1159.01 3689 34284 0.00 0.00 0.00 0.00

1110.61 3408.90 31302 96677 0.00 0.00 0.00 0.00

1472.21 4111.46 29192 62592 0.00 0.00 0 0 0 0

1208.00 3696.62 31302 96677 0.00 0.00 0 0 0 0

39.59 137.04 319 974 0.00 0.00 0.00 0.00

30.40 107.20 304 943 0.00 0.00 0.00 0.00

0.00 0.00 879 2536 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

75.96 205.57 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

2.46 144.36 15 35 0.00 0.00 0.00 0.00

115.55 342.61 1198 3510 0.00 0.00 0 0 0 0

32.86 251.56 319 978 0.00 0.00 0 0 0 0

46.73 140.25 3746 9850 2.41 9.97 5983.00 22176.00

12.43 342.46 907 1548 0.92 1.68 6500.00 9700.00

113.34 295.60 1910 5156 0.00 0.00 0.00 0.00 80498.00 259094.00

73.36 179.82 1246 3635 0.00 0.00 0.00 0.00 95722.00 249851.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00 0.00 0.00

113.34 295.60 1910 5156 0.00 0.00 0 0 80498 259094

73.36 179.82 1246 3635 0.00 0.00 0 0 95722 249851

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

307.10 952.69 11043 27523 0.00 0.00 0.00 0.00

152.93 738.93 13270 37229 0.00 0.00 0.00 0.00

2206.73 6616.78 50705 118994 2.41 9.97 5983 22176 80498 259094

1948.58 6362.58 52029 154617 0.92 1.68 6500 9700 95722 249851

i 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Bharti Axa General Insurance Company Limited

52

118.22 2218.01 1117 3563 118.22 2099.80 144834.79 4641037.49

83.13 1839.88 880 2397 83.13 1756.76 10679279.36 15649668.92

65.66 815.90 192 633 65.66 750.24 118153.11 2098071.98

42.09 397.21 185 473 42.09 355.12 4066184.87 5632516.26

65.66 815.90 192 633 65.66 750.24 118153.11 2098071.98

42.09 397.21 185 473 42.09 355.12 4066184.87 5632516.26

92.26 375.30 142 434 92.26 283.04 54430.29 1116862.29

53.71 235.10 138 368 53.71 181.40 3243828.19 4280179.53

2590.53 8450.50 42728 135613 2590.53 5859.96 153813.50 509091.74

2258.64 6476.53 38138 102409 2258.64 4217.89 1861528.92 2187405.63

1056.56 2963.11 42728 135613 1056.56 1906.55

715.46 1761.08 38138 102409 715.46 1045.63

3647.09 11413.61 42728 135613 3647.09 7766.52 153813.50 509091.74

2974.09 8237.61 38138 102409 2974.09 5263.52 1861528.92 2187405.63

16.96 54 60 176 16.96 36.68 1142.79 9716

5.13 39 65 280 5.13 33.63 34677.77 40347

0.00 0 0.00 0.00

0.00 0 0.00 0.00

0.00 0 0.00 0.00

0.00 0 0.00 0.00

23.85 86 11 44 23.85 61.66 10398.25 26929

5.37 27 5 62 5.37 21.63 52468.41 60758

40.81 139.15 71 220 40.81 98.35 11541.04 36645.14

10.50 65.77 70 342 10.50 55.27 87146.18 101104.86

219.91 795.72 1851 5135 219.91 575.81 508809.33 3352957.82

155.20 590.66 1124 2983 155.20 435.46 16096770.39 19117060.43

1146.82 3918.52 2956 8175 1146.82 2771.70 11130.80 12059.51

402.10 1442.70 1092 2784 402.10 1040.60 42334.77 51852.39

1146.82 3918.52 2956 8175 1146.82 2771.70 11130.80 12059.51

402.10 1442.70 1092 2784 402.10 1040.60 42334.77 51852.39

95.50 211.63 997 3457 95.50 116.13 52979.27 257582.31

38.98 90.63 813 1638 38.98 51.65 791922.46 964085.85

5426.27 19887.84 50054 157230 5426.27 14461.58 1055692.13 12024308.28

3759.80 12899.56 42440 113394 3759.80 9139.76 36868995.14 47983873.86

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

53

11.93 23.76 819 2535

0.13 0.22 13 16

0.12 0.30 2 7

0.12 0.30 2 7 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.46 4.78 2 18

98.26 286.13 2665 6952

40.66 64.74 1067 1945

49.92 128.96 0 0

0.00 11.64 0

148.17 415.08 2665 6952 0.00 0.00 0 0 0 0

40.66 76.39 1067 1945 0.00 0.00 0 0 0 0

0 3

0

0.00 0.23 0 3 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

71.72 106.51 149 336

2.06 25.92 27 52

3.34 17.55 62 197

2.61 3.50 9 12

3.34 17.55 62 197 0.00 0.00 0 0 0 0

2.61 3.50 9 12 0.00 0.00 0 0 0 0

5.27 16.54 723 2591

0.13 1.54 8 72

241.01 584.75 4422 12639 0.00 0.00 0 0 0 0

45.59 107.57 1124 2097 0.00 0.00 0 0 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Cholamandalam Ms General Insurance Company Limited

54

684.7 2,783.1 12,683 38,745 378.5 521.9 2,916,979 9,817,093

306.3 2,261.1 5,176 17,676 (136.5) (649.1) 1,371,655 6,991,205

195.4 1,201.3 717 2,017 (20.4) 74.9 3,115,874 9,731,002

215.8 1,126.4 767 2,549 (75.1) (5.1) 1,582,673 5,732,660

- - - (0.0) (1.1) - 0

0.0 1.1 - - 0.0 (4.3) 4 104

195.4 1,201.3 717 2,017 (20.5) 73.8 3,115,874 9,731,002

215.8 1,127.5 767 2,549 (75.0) (9.4) 1,582,677 5,732,764

- - - - - - -

- - - - - - - -

217.9 654.9 869 2,612 62.1 (23.6) 438,043 1,137,915

155.8 678.5 568 1,787 (10.8) 14.9 487,607 1,111,320

5,067.5 14,055.8 65,676 180,928 1,665.3 4,281.3 270,185 781,782

3,402.1 9,774.5 50,580 144,068 639.8 1,621.3 207,473 590,878

2,223.8 6,168.4 65,883 181,370 730.8 1,878.9 - -

1,493.0 4,289.5 50,661 144,441 607.8 1,790.7 - -

7,291.3 20,224.2 65,883 181,370 2,396.1 6,160.2 270,185 781,782

4,895.2 14,064.0 50,661 144,441 1,247.6 3,412.0 207,473 590,878

(0.2) 141.5 313 1,046 (28.3) 45.7 (1,971) 25,975

28.1 95.8 25 300 (19.4) (35.3) 3,805 15,477

108.2 288.6 91 328 50.7 21.3 25,183 68,532

57.5 267.3 475 1,027 60.1 1.7 39,483 131,690

- - - - - - -

- - - - - - - -

- - - - - - -

- - - - - - - -

108.0 430.1 404 1,374 22.4 67.0 23,212 94,507

85.6 363.1 500 1,327 40.7 (33.6) 43,288 147,167

357.8 1,049.2 2,403 6,352 132.9 241.6 7,166,067 7,833,860

224.9 807.6 1,848 4,654 (13.9) (4.2) 266,723 889,662

1,802.5 5,170.8 2,526 6,064 116.9 874.2 459,903 822,843

1,685.6 4,296.6 2,316 6,345 197.3 (1,407.3) 91,278 210,062

- - - - - - -

- - - - - - - -

1,802.5 5,170.8 2,526 6,064 116.9 874.2 459,903 822,843

1,685.6 4,296.6 2,316 6,345 197.3 (1,407.3) 91,278 210,062

- - - - - - -

- - - - - - - -

- - - - - - -

- - - - - - - -

169.1 615.7 5,715 23,063 (65.1) (247.8) 423,948 1,300,632

234.2 863.5 7,043 26,986 (37.4) (138.5) 571,943 1,744,201

10,826.7 32,129.2 91,200 261,597 3,023.4 7,667.2 14,814,211 31,519,634

7,803.3 24,462.0 68,879 205,765 1,212.0 1,184.9 4,622,644 17,417,259
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

55

1,025.0

- - - - - 160 - -

- - - - - - -

- - - - - - - -

- - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - -

- - - - - 31.4 - -

278.8 735.1 6,571 16,868 - - - -

128.1 395.8 2,663 7,912 - - - -

149.4 349.4 6,601 16,928 - - - -

46.6 143.0 2,667 7,955 - - - -

428.2 1,084.5 6,601 16,928 - - - -

174.7 538.8 2,667 7,955 - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - -

- - - - - - - -

3,282.0 3,282.0 - 858,810.0 2,310,585.0

937.7 2,150.8 - - - - 579,570.0 1,433,802.0

- - - - - - - -

- - - - - - - -

3,282.0 3,282.0 - - - - 858,810.0 2,310,585.0

937.7 2,150.8 - - - - 579,570.0 1,433,802.0

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

30.4 85.6 1,444 4,224 - - -

- - - - - 68.6 - -

3,740.6 4,452.1 8,045 21,152 - - 858,810.0 2,311,610.0 - -

1,112.4 2,689.5 2,667 7,955 - 259.90 579,570.0 1,433,802.0 - -

i 
~ .. 

■ 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

56

Name of the Insurer: Future General India Insurance Company Limited

587.33 3209.93 2088 6169 277.07 756.53 1511501.37 4871001.73

310.26 2453.40 911 2868 133.93 1461.73 438966.33 3177369.07

325.68 1354.81 679 2210 62.78 313.93 462698.07 3048904.84

262.89 1040.88 5036 9739 192.08 720.94 602170.91 2273349.06

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

325.68 1354.81 679 2210 62.78 313.93 462698.07 3048904.84

262.89 1040.88 5036 9739 192.08 720.94 602170.91 2273349.06

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

181.07 718.82 458 1266 -133.65 22.14 112851.04 381499.82

314.72 696.68 253 786 223.43 332.67 129743.48 278437.30

2953.82 7958.32 50479 135609 1181.85 2790.20 270668.35 703200.30

1771.97 5168.12 41571 119655 664.46 2067.92 156046.12 442062.15

1670.51 3939.22 50479 135609 959.18 1931.99

711.33 2007.23 266.89 822.27

4624.33 11897.54 50479 135609 2141.02 4722.19 270668.35 703200.30

2483.30 7175.35 41571 119655 931.35 2890.19 156046.12 442062.15

92.80 308.24 505 1360 38.65 171.07 20133.84 50316.10

54.14 137.16 297 787 31 67 5683.95 13110.80

0.00 0.00

0.00 0.00 0 0 0 -2 0.00 0.00

111.69 295.03 119 345 48.44 114.24 22996.88 56812.68

63.26 180.78 82 260 41 66 19232.58 38316.24

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00

204.49 603.26 624 1705 87.09 285.32 43130.72 107128.79

117.40 317.95 379 1047 72.03 132.10 24916.53 51427.04

245.99 1113.80 3936 10382 109.50 595.35 351114.10 1694898.23

136.49 518.46 3643 6593 90.87 163.79 144173.78 412582.19

913.01 3376.02 1393 3725 358.65 380.49 43130.50 67941.47

554.36 2995.53 1455 2683 -245.88 782.24 7541.55 25032.15

113.57 354.44 6487 21446 20.14 56.50 12587.18 32711.73

93.42 297.94 5220 17785 93.42 297.94 8092.25 24370.17

1026.58 3730.45 7880 25171 378.79 436.98 55717.68 100653.20

647.78 3293.47 6675 20468 -152.46 1080.19 15633.80 49402.32

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

192.38 725.40 2703 7083 34.40 249.48 229337.95 769440.29

157.98 475.92 1420 14498 33.70 35.93 228952.39 867218.01

7387.84 23354.03 68847 189595 2957.00 7381.91 3037019.28 11676727.20

4430.83 15972.11 59888 175654 1524.93 6817.56 1740603.32 7551847.13

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

57

51.39 323.98 193 637

19.47 214.65 65 299

55.45 167.49 51 148

32.96 129.53 871 1158

- - - -

- - - -

55.45 167.49 51 148 0.00 0.00 0 0

32.96 129.53 871 1158 0.00 0.00 0 0

- - - -

- - - -

7.23 50.83 30 97

19.98 46.18 16 57

272.59 761.11 4987 13844

131.59 384.96 3281 11624

178.68 432.83 - -

56.39 159.71 - -

451.27 1,193.94 4987 13844 0.00 0.00 0 0

187.98 544.67 3281 11624 0.00 0.00 0 0

3.79 46.47 35 81

- - - -

- - - -

26.22 33.19 21 54

- 3.46 - 7

- - - -

- - - -

- - - -

3.79 49.93 35 88 0.00 0.00 0 0

26.22 33.19 21 54 0.00 0.00 0 0

16.10 47.72 387 928

10.00 40.25 242 354

25.11 95.85 107 236 1500 4258

10.74 55.68 86 138

5.87 16.72 348 1042

4.37 4.37 249 249

30.98 112.57 455 1278 0.00 0.00 0 0 1500 4258

15.11 60.05 335 387 0.00 0.00 0 0 0 0

- - - -

- - - -

- - - -

- - - -

41.32 110.00 1255 2693

24.29 106.92 547 12144

657.53 2056.46 7393 19713 0.00 0.00 0 0 1500 4258

335.99 1175.44 5378 26077 0.00 0.00 0 0 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: HDFC ERGO General Insurance Company Limited

58

1,257.92 8,799.82 3,763 11,214 443.68 2,825.71 3,869,171 25,072,419

814.24 5,974.11 3,184 7,944 469.77 3,387.49 1,235,625 25,762,368

269.62 1,474.08 184 524 104.10 647.63 723,551 6,477,277

165.52 826.45 168 435 88.23 475.54 195,500 3,141,070

376.60 541.25 83 170 241.58 207.36 54,737 103,725

135.02 333.89 15 148 (49.19) (69.77) 2,861 66,815

646.22 2,015.32 267 694 345.68 854.99 778,288 6,581,003

300.54 1,160.34 183 583 39.04 405.78 198,361 3,207,885

59.08 593.46 3 14 (257.96) (530.10) 13,652 1,360,831

317.04 1,123.56 6 13 207.04 933.11 1,038,062 1,188,698

538.17 2,451.33 410 1,021 247.38 762.75 733,111 1,884,744

290.79 1,688.57 242 607 40.00 1,020.34 581,260 1,911,549

3,180.38 8,421.05 45,824 127,168 924.69 2,402.37 211,982 566,623

2,255.69 6,018.68 34,639 92,945 1,074.48 2,505.25 153,962 404,795

1,749.82 4,385.62 80,579 226,994 902.90 2,027.97

846.92 2,357.65 45,085 125,177 240.34 592.45

4,930.20 12,806.67 80,579 226,994 1,827.59 4,430.34 211,982 566,623

3,102.61 8,376.33 45,085 125,177 1,314.83 3,097.70 153,962 404,795

33.13 138.39 39 159 20.28 83.58 38,844 172,021

12.85 54.80 37 85 4.41 (0.74) 9,352 37,364

11.85 99.50 31 70 (5.44) 64.13 15,354 55,567

17.30 35.36 18 48 13.69 3.00 10,939 35,842

4.06 21.97 4 11 (70.89) (65.86) 2,050 7,283

74.95 87.83 2 9 73.42 80.41 5,235 10,570

412.53 2,595.97 86 319 73.27 357.35 115,574 593,209

339.25 2,238.62 65 208 122.47 458.50 93,874 450,620

461.57 2,855.83 160 559 17.22 439.20 171,822 828,080

444.35 2,416.62 122 350 213.99 541.17 119,401 534,396

1,191.98 4,275.52 93,752 250,040 353.14 1,535.98 200,013 6,993,213

838.84 2,739.54 63,847 168,153 695.69 2,137.53 145,003 378,179

2,829.57 11,972.66 38,991 102,219 735.68 3,879.14 126,276 410,171

2,093.89 8,093.52 27,755 71,381 1,150.35 3,744.92 89,088 282,204

15.82 367.38 798 2,067 (57.95) 147.85 312,056 4,048,740

73.78 219.53 608 1,939 23.61 55.12 1,173,235 3,130,331

2,845.39 12,340.04 39,789 104,286 677.73 4,026.99 438,332 4,458,911

2,167.67 8,313.05 28,363 73,320 1,173.95 3,800.04 1,262,323 3,412,534

- - - - -

- - - - - - - -

- - - - -

- - - - - - - -

62.34 190.89 152 421 (57.70) (5.57) 331,980 1,208,043

120.04 196.46 1,216 3,919 (278.90) (1,472.19) 27,469 93,424

11,992.88 46,328.87 218,875 595,243 3,596.75 14,340.30 6,748,351 48,953,866

8,396.13 31,988.57 142,248 380,066 3,875.41 13,850.96 4,761,464 36,893,828
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

59

59.37 287.48 273 576 - -

26.59 417.36 226 546 - - - -

26.80 58.39 22 60 - -

0.27 45.66 14 37 - - - -

0.51 0.51 1 1 - - -

- - - - - - - -

27.31 58.90 23 61 - - - - - -

0.27 45.66 14 37 - - - - - -

- - - - - -

- - - - - - - -

11.08 78.28 45 114 - -

9.10 41.88 25 69 - - - -

283.09 897.26 4,212 12,774 - -

212.44 508.53 3,433 8,504 - - - -

223.40 514.76 10,082 30,281 - -

105.14 279.69 5,518 14,948 - - - -

506.49 1,412.02 10,082 30,281 - - - - - -

317.58 788.22 5,518 14,948 - - - - - -

0.56 1.70 3 7 - -

0.51 4.88 5 10 - - - -

- - - - - -

0.14 0.14 1 1 - - - -

- - - - - -

- 3.26 - - - - - -

9.16 51.01 4 9 - -

2.19 10.31 1 3 - - - -

9.72 52.71 7 16 - - - - - -

2.84 18.59 7 14 - - - - - -

123.40 339.68 9,629 23,447 - -

85.54 192.30 6,232 13,665 - - - -

120.48 1,203.15 2,401 5,844 - - - 81,730 343,491

69.20 1,213.49 1,464 3,101 13.38 18.17 8,179 13,440 80,242 246,512

1.40 4.13 28 57 - - 11,237 34,726

2.13 3.26 12 42 - - - - 10,793 29,149

121.88 1,207.28 2,429 5,901 - - - - 92,967 378,217

71.33 1,216.75 1,476 3,143 13.38 18.17 8,179 13,440 91,035 275,661

- - - - - -

- - - - - - - -

- - - - - -

- - - - - - - -

5.33 10.21 5 24 - -

3.38 12.26 232 850 - - - -

864.57 3,446.57 22,493 60,420 - - - - 92,967 378,217

516.64 2,733.02 13,730 33,272 13.38 18.17 8,179 13,440 91,035 275,661

i 
~ .. 

■ 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: ICICI Lombard General Insurance Company Limited

60

1,533.29 11,240.41 1,509 6,535 639.95 1,593.75 3,321,298 24,128,846

893.34 9,646.66 2,305 6,628 305.89 (647.89) 4,731,108 21,670,287

912.25 4,889.62 1,107 3,583 112.08 1,383.60 4,776,515 21,072,184

800.18 3,506.02 720 2,379 347.03 437.79 2,764,211 15,021,521

374.20 1,718.61 2 42 (103.41) 258.99 12,742 521,553

477.61 1,459.62 28 157 (694.96) (1,237.98) 12,592 868,652

1286.45 6608.23 1109 3625 8.67 1642.59 4789256.50 21593736.86

1277.78 4965.65 748 2536 -347.93 -800.20 2776803.41 15890172.64

509.51 3,731.56 18 54 (663.89) 736.89 512,201 1,379,043

1,173.40 2,994.67 20 58 290.50 473.29 9,166,693 10,709,990

1,498.50 5,210.72 483 2,009 649.32 368.87 594,728 3,908,542

849.18 4,841.85 542 1,731 (694.09) (848.09) 356,829 4,856,113

10,819.22 32,662.17 400,681 1,199,338 1,949.08 7,291.23 1,429,334 4,378,407

8,870.15 25,370.94 345,583 857,266 2,421.01 4,372.18 1,188,450 3,211,761

4,831.47 12,812.08 407,226 1,220,322 1,377.39 3,234.37

3,454.08 9,577.71 354,510 892,043 (43.05) (110.04)

15650.69 45474.25 407226 1220322 3326.47 10525.60 1429334.13 4378407.06

12324.22 34948.65 354510 892043 2377.96 4262.14 1188450.22 3211761.32

147.73 639.29 506 1,684 55.58 247.48 18,948 101,432

92.15 391.81 395 1,315 26.64 118.71 11,475 64,815

3.16 22.20 9 53 (0.57) (6.26) 5,200 31,360

3.72 28.46 8 53 (2.47) 1.88 - 8,177

41.66 66.58 5 19 19.49 13.01 5,488 9,239

22.17 53.57 5 17 (9.42) (9.82) 6,100 12,722

576.43 3,072.39 111 446 (335.58) 132.87 68,480 351,199

912.01 2,939.52 134 511 527.22 271.86 79,236 398,353

768.97 3800.46 631 2202 -261.07 387.09 98115.77 493230.07

1030.05 3413.37 542 1896 541.97 382.63 96810.36 484067.22

712.12 3,350.67 32,884 118,891 44.81 495.91 854,458 8,423,454

667.31 2,854.76 23,438 53,117 229.34 (431.03) 1,020,022 7,556,785

10,632.31 40,223.12 30,663 82,563 (3,885.46) 2,241.56 560,329 1,762,412

1 4,517.78 37,981.56 23,072 66,524 9,478.24 19,195.19 1,153,104 3,371,136

746.79 2,130.67 51,273 153,022 51.19 115.94 1,349,153 4,069,596

695.60 2,014.73 49,261 133,677 66.51 218.20 1,268,706.78 3,481,731

11379.10 42353.80 81936 235585 -3834.27 2357.50 1909481.28 5832007.81

15213.37 39996.29 72333 200201 9544.75 19413.40 2421811.02 6852866.94

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

144.41 446.58 3 9 29.83 (5.69) 10,007 12,376

114.58 452.27 4 13 (26.30) (288.39) 3,999 16,478

1,075.92 3,948.38 6,200 18,648 421.44 973.80 647,517 2,643,563

654.48 2,974.58 9,308 28,498 (112.43) 347.59 3,377,603 7,899,081

34558.97 126165.07 531999 1607880 361.26 19076.33 14166396.01 72793206.18

34197.71 107088.74 463750 1186721 12109.66 21863.45 25140128.43 79147601.54
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

61

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

0.45 0.72 10 11 - 0.00 - -

0.00 3.58 - 23 0.00 0.00 - -

1040.22 3,185.47 - - - 0.00 - -

1,006.74 2,822.78 - - 0.00 0.00 - -

813.26 2,145.85 28,480 83,846 - 0.00 - -

589.01 1,711.30 32,093 84,418 0.00 0.00 - -

1853.48 5331.32 28480 83846 0.00 0.00 0 0 0 0

1595.75 4534.08 32093 84418 0.00 0.00 0 0 0 0

0.00 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

- 0.00 - - - 0.00 - -

0.00 0.00 - - 0.00 0.00 - -

- 139.98 - - - 0.00 - -

600.00 600.00 - - 0.00 0.00 - -

0.00 139.98 0 0 0.00 0.00 0 0 0 0

600.00 600.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 - - 4 3.75 41,346 41,346

0.00 0.00 - - 0.00 0.00 - -

3321.63 10,362.86 274 812 0.00 109.45 - 47,561 1,667,406 5,785,367

7,952.58 11,685.15 475 1,272 123.19 123.19 64,721 64,721 1,892,443 6,802,322

8.14 23.12 228 646 - 0.00 - - 51,273 153,022

0.00 78.13 - 1,744 0.00 0.00 - - 49,261 133,677

3329.77 10385.98 502 1458 0.00 109.45 0 47561 1718679 5938389

7952.58 11763.27 475 3016 123.19 123.19 64721 64721 1941704 6935999

- - - - - - - -

- - - - - - - -

- - - - - - - -

- - - - - - - -

1 6 17 78 - - - -

0 10 5 215 - - - -

5184.85 15864.07 29009 85393 3.75 113.19 41346 88907 1718679 5938389

10148.65 16911.05 32573 87672 123.19 123.19 64721 64721 1941704 6935999

i 
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non-life insurance
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Iffco Tokio General Insurance Company Limited

62

1301.48 11087.95 7131 20518 125.23 1301.48 1381747.92 11771813.14

1921.26 11030.52 7792 21774 170.01 1921.26 10163347.96 58350690.24

1003.70 3156.87 1049 2468 168.45 1003.70 1547085.31 4865925.02

830.48 2445.18 1144 2783 164.86 830.48 6026547.05 17743996.74

906.46 1031.41 45 104 816.45 906.46 10049650.25 11434919.27

90.03 1757.23 36 116 -46.60 90.03 584203.54 11402754.42

1910.17 4188.28 1094 2572 984.90 1910.17 11596735.55 16300844.29

920.51 4202.40 1180 2899 118.26 920.51 6610750.59 29146751.17

250.86 571.14 43 110 55.85 250.86 1391107.85 3167148.88

352.37 1158.74 37 99 92.19 352.37 2329521.24 7660475.23

603.76 1571.32 556 1260 58.96 603.76 47772.15 124330.19

462.08 1613.74 513 1476 -115.80 462.08 38151.64 133239.77

5904.09 16005.92 310922 918804 11.76 5904.09 35835496.81 97149552.86

5166.17 14136.81 293327 838203 353.70 5166.17 210234.08 575288.82

3014.72 8435.73 3820 15660 345.65 3014.72

2189.12 6453.10 4363 16267 90.14 2189.12

8918.81 24441.65 310922 918804 357.42 8918.81 35835496.81 97149552.86

7355.29 20589.91 293327 838203 443.84 7355.29 210234.08 575288.82

134.79 382.74 1056 2887 2.62 134.79 79114.87 224644.66

86 261 709 2223 11 86.10 5368 16256

68.91 278.82 15 59 15.15 68.91 15631.36 63245.67

30 319 15 77 -20 30.22 143709 1517229

2.92 50.86 14 42 -34.16 2.92 1352.97 23590.35

41 102 4 39 11 40.53 21970 55498

867.99 1141.15 266 691 786.96 867.99 400551.05 526606.04

756 1833 345 827 679 756.24 731454 1773381

1074.61 1853.57 1351 3679 770.58 1074.61 496650.26 838086.72

913.09 2515.65 1073 3166 681.01 913.09 902501.51 3362364.30

307.61 699.43 2419 6636 129.39 307.61 7163470.37 16287967.75

247.45 560.12 3389 10298 88.84 247.45 530522.86 1200889.80

1065.86 5729.74 2588 7665 -283.05 1065.86 7040.01 37844.82

1057.30 3264.96 2367 6981 30.34 1057.30 44614.20 137769.68

30.00 93.68 4671 13105 -8.67 30.00 469585.54 1466276.02

31.63 78.77 3529 8358 3.67 31.63 5262.27 13105.43

1095.87 5823.42 7259 20770 -291.72 1095.87 476625.55 1504120.84

1088.92 3343.72 5896 15339 34.01 1088.92 49876.48 150875.10

1285.52 2978.12 8741 26828 598.57 1285.52 48988675.28 113490081.96

1665.10 3248.09 8761 24076 978.26 1665.10 1236236.26 2411505.65

16748.68 53214.88 339516 1001177 2789.17 16748.68 107378281.74 260633946.64

14926.07 48262.89 321968 917330 2490.62 14926.07 22071142.62 102992080.08

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

63

40.68 89.33 1754 3509

31.84 86.55 832 2245

0.00 0.00 0 0

0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0

10.24 10.58 6 12

2.83 19.29 31 63

599.60 1505.64 24774 63287

663.83 1871.16 42160 109736

210.83 636.71 0 0

319.43 909.03 0 0

810.43 2142.35 24774 63287 0.00 0.00 0 0

983.26 2780.19 42160 109736 0.00 0.00 0 0

1 3 7 13

1 3 27 65

0 0 2 2

0 0 1 3

0 0 0 0

0 0 0 0

0 0 4 12

0 1 12 50

1.54 3.54 13 27 0.00 0.00 0 0

1.29 3.84 40 118 0.00 0.00 0 0

76.88 156.85 553 1360 4.33 8.73 86651 173647

74.24 149.14 1064 3092 5.07 9.79 87086 172938

4.16 2389.51 86 190 0.01 0.01 20 20

1.24 1796.79 26 90

0.00 0.00 0 0

4.16 2389.51 86 190 0.01 0.01 20 20 0 0

1.24 1796.79 26 90 0.00 0.00 0 0 0 0

89.92 212.15 2777 9731 12.06 29.32 790 6818

460.62 566.63 2657 7288 257.76 262.79 37571 40157

1033.85 5004.31 29963 78116 16.40 38.06 87461 180485 0 0

1555.32 5402.43 46810 122632 262.83 272.58 124657 213095 0 0

i 
~ .. 

■ 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: National Insurance Company Limited

64

7488.55 19470.44 48620 145718 2401.89 3549.15 57294716 111597399

5086.66 15921.29 47006 146244 1267.14 3572.82 17599407 54402081

1418.33 4943.04 13103 39182 -40.76 474.34 4952604 25566273

1459.09 4468.70 9309 27378 338.34 699.26 19908431 31059890

3379.01 4144.43 190 505 1525.47 1774.85 127723372 128263589

1853.54 2369.58 138 438 50.41 -84.42 100369827 100977988

4797.34 9087.47 13293 39687 1484.71 2249.19 132675976 153829863

3312.63 6838.28 9447 27816 388.75 614.84 120278258 132037878

579.43 1160.10 16 61 114.78 237.29 2165121 3939816

464.65 922.81 21 101 499.73 -326.03 170759 1987289

1968.23 6529.57 2680 9195 695.89 1882.97 2517515 21084975

1272.34 4646.60 2591 8462 87.30 1000.47 2424691 7931096

14375.10 44963.15 406234 1217083 1150.30 6106.04 583331 1771252

13224.80 38857.11 357596 1068780 941.14 -5281.38 469306 1444099

12035.36 34951.00 602140 1825929 3202.48 8708.84 582079 1768619

8832.88 26242.16 527805 1587443 658.21 -3134.02 468283 1441351

26410.46 79914.15 602140 1825929 4352.78 14814.88 1165409 3539871

22057.68 65099.27 527805 1587443 1599.35 -8415.40 937589 2885449

497.93 1748.04 4705 14206 138.30 497.45 47522 153379

359.63 1250.59 4324 13640 76.01 279.19 25333 96593

5.00 27.44 78 255 1.92 1.78 10 5510

3.08 25.66 94 284 0.05 2.29 10 13035

10.87 97.51 7 42 -3.66 51.18 14170 49483

14.53 46.33 10 33 3.78 -7.36 15080 44885

197.75 581.76 514 1718 -15.29 95.06 134295 413525

213.04 486.70 409 1373 73.61 167.32 70822 337135

711.55 2454.74 5304 16221 121.26 645.46 195997 621896

590.29 1809.28 4837 15330 153.47 441.44 111246 491648

948.04 3106.41 30675 88655 111.99 111.65 3162368 14304464

836.05 2994.76 29842 86818 234.51 658.01 3140218 11279318

14532.85 51075.48 109743 317130 2568.27 12389.76 1287879 5158310

11964.58 38685.72 102192 294018 4604.54 14194.95 705815 12826681

67.78 240.99 2055 7349 -14.42 -27.30 4872 4946

82.20 268.29 2337 8492 0.33 12.36 10 10

14600.64 51316.48 111798 324479 2553.86 12362.47 1292751 5163256

12046.78 38954.01 104529 302510 4604.88 14207.31 705825 12826691

0.00 0.00 0 0 -14.30 -21.96 0 0

14.30 21.96 2 4 14.30 7.55 1500 1975

3661.76 11971.64 83342 239395 771.14 2209.90 5568015 90864159

2890.62 9761.74 85956 261796 636.51 1642.82 2952052 91528609

61166.00 185011.00 897868 2689340 12594.00 38041.00 206037868.06 404945698.84

48572.00 146970.00 812036 2436524 9485.94 13403.83 148321543.93 315372033.79

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

65

364.57 1518.23 7938 22945 370.21 1611.48 0 0

311.89 1495.57 7275 21685 347.23 1704.97 0 0

88.05 236.91 608 1755 112.79 290.18 0 0

51.83 179.98 442 1321 100.96 281.45 0 0

31.67 57.75 45 125 92.55 107.63 0 0

8.61 40.89 51 149 33.03 68.16 0 0

119.73 294.66 653 1880 205.34 397.81 0 0

60.44 220.87 493 1470 134.00 349.61 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

49.75 830.21 359 1202 171.45 944.15 0 0

32.15 587.21 344 1126 80.88 646.31 0 0

1222.95 3604.22 72427 214027 584.48 1771.99 0 0

939.46 2788.37 58097 171361 496.68 1553.17 0 0

1685.25 4632.50 111295 332893 751.27 2093.72 0 0

969.13 2901.60 86975 258829 478.58 1477.89 0 0

2908.19 8236.72 111295 332893 1335.75 3865.71 0 0

1908.60 5689.96 86975 258829 975.26 3031.06 0 0

88.89 218.49 793 2354 53.26 163.69 0 0

56.40 137.11 782 2342 28.72 110.55 0 0

0.00 0.35 1 19 0.14 0.82 0 0

0.02 0.35 2 14 0.00 0.64 0 0

5.82 5.82 1 1 0.00 0.00 0 0

5.82 5.82 1 1 3.71 3.71 0 0

2.18 5.52 17 83 10.46 32.19 0 0

0.69 3.61 17 69 18.19 27.39 0 0

96.89 230.18 812 2457 63.86 196.70 0 0

62.94 146.89 802 2426 50.62 142.29 0 0

70.30 140.52 4978 13295 58.26 298.54 19994 48077 235709 563679

34.32 117.22 4654 12243 52.62 293.21 18776 59041 144235 516622

987.23 2307.15 9491 25562 1574.94 4342.13 30565 89290 300824 865096

1499.25 2699.86 10140 27889 1157.72 4123.09 27742 84281 278188 811013

1.98 7.84 50 229 2079 7479

1.86 9.68 86 301 2426 8696

989.21 2314.99 9541 25791 1579.54 4361.88 30565 89290 302903 872575

1501.10 2709.54 10226 28190 1165.01 4147.98 27742 84281 280614 819709

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

452.00 1286.27 21350 59855 306.62 843.88 10524 24941 43575 177304

656.27 1439.89 22420 69567 473.71 958.32 11408 24719 43400 144988

5050.64 14851.78 156926 460318 4091.03 12520.15 61083.00 162308.00 582187.00 1613558.00

4567.71 12407.15 133189 395536 3279.33 11273.75 57926.00 168041.00 468249.00 1481319.00

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Raheja QBE General Insurance Company Limited

66

15.26 78.10 6 21 15.26 78.10 33595.00 83692.85

12.19 26.34 7 21 12.19 26.34 6219.00 28635.00

-0.09 -2.80 3 3 -0.09 -2.80 191.59 611.32

0.00 0.13 6 0.00 0.13 246.00

-0.09 -2.80 3 3 -0.09 -2.80 191.59 611.32

0.00 0.13 0 6 0.00 0.13 0.00 246.00

3.62 4.34 7 10 3.62 4.34 9188.35 9696.35

0.48 1 0.00 0.48 0.00 864.86

3.83 4.22 29 37 3.83 4.22 470.61 539.95

2.12 3.01 21 35 2.12 3.01 328.22 476.31

0.06 1.50 4 188 0.06 1.50 0.00 0.00

0.17 1.10 0 42 0.17 1.10

3.88 5.72 29 188 3.88 5.72 470.61 539.95

2.29 4.11 21 42 2.29 4.11 328.22 476.31

0.25 2.37 1 5 0.25 2.37 300.00 751.06

0.00 1.95 0 1 0.00 1.95 0.00

0.00 0.70 0 1 0.00 0.70 0 500

0.00 0.71 0 1 0.00 0.71 0 1500

76.36 243.02 27 62 76.36 243.02 39724 108481

22.70 89.74 2 11 22.70 89.74 12692 37715

76.61 246.09 28 68 76.61 246.09 40024.40 109732.06

22.69 92.40 2 13 22.69 92.40 12692.25 39215.25

7.63 13.69 18 26 7.63 13.69 43176.10 47730.10

18.00 10 0.00 18.00 35372.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

2.50 3.03 4 11 2.50 3.03 3653.90 4598.77

0.08 0.87 1 6 0.08 0.87 75.00 402.00

109.41 348.17 95 327 109.41 348.17 130299.95 256601.41

37.24 142.33 31 99 37.24 142.33 19314.47 105211.42

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

67

0.00 0 0 0.00 0.00 0.00 0.00

0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

2.21 2.21 5 5 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0 0 0 0 0 0 0 0

0 0 0 0 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.47 6.99 770 3132

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

2.21 2.21 5 5 0.47 6.99 770 3132

0.00 0.00 0 0 0.00 0.00 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Reliance General Insurance Company Limited

68

613.92 4489.38 4131 10776 -581.69 363.92 999847.32 25069484.41

1195.61 4125.46 4235 10965 350.16 -1581.60 1254983.79 5860092.03

685.47 2088.31 2525 6954 438.48 1135.02 892621.28 4295141.12

246.99 953.28 2159 5768 -20.93 -33.92 450762.90 2558055.66

16.62 26.59 3 3 -104.55 -299.55 750.00 2363.63

121.17 326.13 3 4 -173.40 -47.82 170858.23 176086.59

702.09 2114.89 2528 6957 333.93 835.48 893371.28 4297504.75

368.16 1279.41 2162 5772 -194.33 -81.74 621621.14 2734142.26

0.48 54.26 2 23 -1704.43 -3353.07 100.00 4952.60

1704.91 3407.33 2 17 1666.94 3244.38 2.83 1537.83

354.40 3233.40 386 1286 -181.18 3330.23 129311.29 2617796.35

535.58 -96.83 526 1294 -483.72 -2922.18 286328.97 1751873.38

6613.88 20026.85 145006 435231 953.57 4499.52 429033.28 1279368.94

5660.31 15527.33 131941 240868 -6094.79 -12795.50 354577.58 984141.61

4169.73 11127.56 147770 445176 1373.16 3687.99

2796.57 7439.57 136251 381822 2513.29 -154.46

10783.61 31154.41 147770 445176 2326.73 8187.52 429033.28 1279368.94

8456.88 22966.90 136251 381822 -3581.50 -12949.96 354577.58 984141.61

45.47 195.93 167 593 -16.96 43.72 4143.81 22173.17

62.43 152.21 285 767 -8.10 -56.36 4852.61 15566.75

11.58 52.73 72 275 2.52 3.96 7823.25 37123.49

9.06 48.77 39 125 -4.00 -33.53 4060.51 31117.33

2.89 6.20 3 7 -2.18 -1.63 590.00 2300.00

5.07 7.83 3 6 3.06 1.28 940.00 2090.00

693.95 805.82 583 1459 662.44 103.37 276037.50 305135.00

31.51 702.45 771 1275 20.19 51.30 -6873.56 242744.44

753.89 1060.68 825 2334 645.82 149.42 288594.56 366731.67

108.07 911.26 1098 2173 11.14 -37.31 2979.56 291518.52

261.25 1032.73 2068 8261 45.25 -1379.69 379937.67 2121680.82

216.00 2412.42 2908 15561 14.65 887.86 436077.17 3659868.38

1595.97 6864.30 8568 27293 -223.16 1329.54 70347.49 255297.53

1819.13 5534.76 16109 108641 115.57 508.20 72398.26 190414.77

365.64 1039.09 61296 169191 -8.52 -77.39 2553790.39 7569798.68

374.16 1116.48 65726 186258 68.06 140.47 2120287.82 7173506.45

1961.61 7903.39 69864 196484 -231.68 1252.14 2624137.88 7825096.21

2193.29 6651.24 81835 294899 183.63 648.67 2192686.08 7363921.22

0 0 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0 0 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

329.66 1441.13 5045 14086 -146.82 163.68 825925.92 2476981.59

476.47 1277.45 7154 17847 101.92 -21.14 246223.89 1561924.72

15760.90 52484.27 232619 685383 505.93 9549.61 6570259.21 46059597.33

15254.96 42934.66 236171 730350 -1931.11 -12813.02 5395481.01 24209019.95
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M
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148.36 440.58 523 1451 0.00 0.00 0.00 0.00

10.09 338.63 156 380 0.00 0.00 0.00 0.00

7.93 85.00 225 740 0.00 0.00 0.00 0.00

1.42 17.50 18 54 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

7.93 85.00 225 740 0.00 0.00 0 0 0 0

1.42 17.50 18 54 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

22.15 225.64 57 156 0.00 0.00 0.00 0.00

8.03 65.71 15 72 0.00 0.00 0.00 0.00

671.40 2455.46 14963 48144 0.00 0.00 0.00 0.00

469.78 1323.22 10631 29790 0.00 0.00 0.00 0.00

446.51 1232.38 218 18801 0.00 0.00 0.00 0.00

249.76 693.39 245 947 0.00 0.00 0.00 0.00

1117.91 3687.84 14963 48144 0.00 0.00 0 0 0 0

719.55 2016.62 10631 29790 0.00 0.00 0 0 0 0

1.42 62.93 18 59 0.00 0.00 0.00 0.00

0.15 7.81 3 27 0.00 0.00 0.00 0.00

0.91 6.03 11 26 0.00 0.00 0.00 0.00

0.00 0.51 0 2 0.00 0.00 0.00 0.00

0.00 0.17 0 1 0.00 0.00 0.00 0.00

0.27 0.27 1 1 0.00 0.00 0.00 0.00

1.48 6.91 126 294 0.00 0.00 0.00 0.00

0.17 0.36 17 42 0.00 0.00 0.00 0.00

3.80 76.04 155 380 0.00 0.00 0 0 0 0

0.58 8.95 21 72 0.00 0.00 0 0 0 0

2.10 53.91 120 441 0.00 0.00 0.00 0.00

1.64 18.18 428 2311 0.19 24.54 367.00 202572.00

334.94 581.60 1029 3454 0.00 0.00 0.00 0.00 61662 219856

16.98 1078.09 334 1504 0.00 0.00 0.00 0.00 0 0

31.89 94.93 5873 15950 0.00 0.00 0.00 0.00 13993 41641

19.47 51.82 5568 14157 0.00 0.00 0.00 0.00 0 0

366.83 676.52 6902 19404 0.00 0.00 0 0 75655 261497

36.45 1129.91 5902 15661 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0 0 0 0 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

70.36 455.08 846 2444 8.34 68.69 353.00 186152.00

8.21 35.89 579 1354 7.63 35.85 533.00 5086.00

1739.46 5700.61 23791 73160 8.34 68.69 353 186152 75655 261497

785.97 3631.39 17750 49694 7.82 60.39 900 207658 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Royal Sundaram Alliance Insurance Company Limited

70

294.68 1712.01 2095 6959 -315.01 -166.18 963144.60 3387331.78

609.69 1878.20 3337 8854 398.90 414.62 640946.89 3433378.69

104.94 665.25 2609 7148 -154.91 -39.34 202898.27 1954356.14

259.84 704.60 3337 9310 31.36 136.26 803228.28 1808444.38

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

104.94 665.25 2609 7148 -154.91 -39.34 202898.27 1954356.14

259.84 704.60 3337 9310 31.36 136.26 803228.28 1808444.38

0.00

0.00

270.60 1024.34 124 305 1.59 177.26 31243.24 198423.18

269.00 847.09 85 410 -20.74 -122.17 164013.24 381607.47

5807.80 16925.82 82060 231889 1352.94 4279.37 317000.05 882870.86

4454.86 12646.45 62959 180673 1027.89 2388.60 243582.48 683312.95

2123.83 5413.65 538 1603 866.49 1913.35

1257.34 3500.30 421 1519 179.13 459.28

7931.63 22339.47 82060 231889 2219.43 6192.72 317000.05 882870.86

5712.20 16146.75 62959 180673 1207.01 2847.89 243582.48 683312.95

29.59 79.34 61 149 18.49 18.08 7135.74 9931.19

11.10 61.25 39 130 -13.65 -5.92 695.21 5746.34

42.45 116.03 32 125 6.80 7.92 5066.09 46549.24

35.65 108.11 50 126 26.01 42.64 13369.46 36918.86

6.69 15.36 4 9 -7.40 -7.15 2135.09 7922.49

14.08 22.51 6 10 5.80 5.69 3884.19 6946.17

78.72 210.72 97 283 17.89 18.85 14336.92 64402.92

60.83 191.87 95 266 18.15 42.41 17948.87 49611.36

257.35 892.83 7786 29640 -47.71 0.16 2108901.60 6371967.71

305.06 892.67 6100 19313 96.31 73.09 2256574.85 4885240.31

1424.89 7746.11 21304 60063 -235.26 2992.39 1541801.56 7799301.97

1660.15 4753.72 13026 59150 680.09 1771.48 89676.17 406706.73

1424.89 7746.11 21304 60063 -235.26 2992.39 1541801.56 7799301.97

1660.15 4753.72 13026 59150 680.09 1771.48 89676.17 406706.73

1038.38 1182.10 792 2611 866.92 426.60 280677.82 577257.38

171.46 755.51 35577 82528 -5.60 97.75 828269.74 5101328.96

11401.18 35772.85 116867 338898 2352.94 9602.45 5460004.05 21235911.94

9048.24 26170.40 124516 360504 2405.47 5261.34 5044240.53 16749630.85

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M
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6.55 13.95 224 618

15.23 24.77 507 883

0.00 0.00 0 0

0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.07 0.42 1 6

0.79 1.43 2 4

321.23 1114.76 3557 11736

271.99 597.37 2850 6584

321.23 1114.76 3557 11736 0.00 0.00 0 0

271.99 597.37 2850 6584 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

12.41 45.83 3421 13898 0.38 1.07 1345.00 4005.00

49.34 108.28 36029 64632 0.97 2.46 2448.00 5593.00

1414.81 4979.75 5634 16311 1004.03 1400.18 191868.00 346844.00 307175.00 919563.50

586.32 1026.42 7914 20965 382.83 383.08 112084.00 112425.00 53522.50 155625.50

1414.81 4979.75 5634 16311 1004.03 1400.18 191868 346844 307175 919564

586.32 1026.42 7914 20965 382.83 383.08 112084 112425 53523 155626

189.09 440.54 2767 6398 0.00 0.00 0.00 0.00

174.79 413.87 2435 6208 0.00 0.00 0.00 0.00

1944.16 6595.26 15604 48967 1004.41 1401.25 193213 350849 307175 919564

1098.47 2172.14 49737 99276 383.80 385.54 114532 118018 53523 155626

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: SBI General Insurance Company Limited

72

819.96 2506.86 10074 24776 803.07 2449.15 403830.33 1562025.37

16.89 57.71 18 46 16.89 57.71 32646.91 99126.43

0.28 21.24 1 4 0.28 21.24 0.00 44185.52

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.28 21.24 1 4 0.28 21.24 0.00 44185.52

0.00 0.00 0 0 0.00 0.00 0.00 0.00

12.80 479.42 4 15 0.00 386.13 0.00 51627.64

93.29 93.29 4 4 93.29 93.29 48349.96 48349.96

35.35 194.53 55 139 35.35 194.53 3132.27 139147.70

0.00 0.00 0 0 0.00 0.00 0.00 0.00

34.45 51.26 548 770 34.45 51.26 1400.76 2246.09

0.00 0.00 0 0 0.00 0.00 0.00 0.00

6.05 8.54 0 0 6.05 8.54

0.00 0.00 0 0 0.00 0.00

40.50 59.80 548 770 40.50 59.80 1400.76 2246.09

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

11.73 23.02 4 7 11.73 23.02 0.00 73322.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

14.62 145.32 3 8 14.62 145.32 307.84 3849.71

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

14.62 145.32 3 8 14.62 145.32 307.84 3849.71

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

19.41 172.98 501 875 12.76 166.31 46255.61 1147117.56

6.65 6.67 5 6 6.65 6.67 80460.42 80570.58

954.65 3603.18 11190 26594 918.31 3445.51 454926.81 3023521.59

116.83 157.67 27 56 116.83 157.67 161457.29 228046.97

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M
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165.82 372.93 2204 5948 0.00 0.00 0.00 0.00

6.99 6.99 11 11 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

2.55 9.16 15 39 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

4.68 6.00 91 115 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.92 1.16 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

5.60 7.16 91 115 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00 1578.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0 1578 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

4.07 7.36 90 179 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0.00

178.04 396.61 2400 6281 0.00 0.00 0 0 1578 0

6.99 6.99 11 11 0.00 0.00 0 0 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Shriram General Insurance Company Limited

74

44.53 185.33 162 521 9.09 75.17 36625.29 246971.31

35.44 110.16 135 328 17.82 75.77 31544.33 145407.60

19.07 22.29 106 261 11.01 11.83 198990.57 202737.40

8.06 10.46 58 89 8.06 10.46 9064.98 11128.56

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

19.07 22.29 106 261 11.01 11.83 198990.57 202737.40

8.06 10.46 58 89 8.06 10.46 9064.98 11128.56

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

24.71 66.88 62 169 14.22 38.03 4581.64 27316.24

10.49 28.85 28 62 -0.41 11.71 9103.02 19474.70

3463.18 10392.10 115393 327469 960.68 3303.93 350747.82 1058617.36

2502.50 7088.17 73550 208304 1631.69 4066.96 193910.69 559265.48

4880.89 12518.02 115574 328144 2479.74 5801.52 0.00 0.00

2401.15 6716.50 78295 218219 1481.80 3566.17 0.00 0.00

8344.07 22910.12 115574 328144 3440.42 9105.45 350747.82 1058617.36

4903.65 13804.67 78295 218219 3113.49 7633.13 193910.69 559265.48

7.12 10.30 26 53 1.92 2.81 78.27 137.23

5.20 7.49 4 17 4.87 5.53 6.96 39.17

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.03 7.99 2 25 -0.10 2.31 12.00 5248.41

0.13 5.68 4 20 -0.20 5.23 125.00 4069.31

7.14 18.29 28 78 1.81 5.12 90.27 5385.64

5.33 13.17 8 37 4.67 10.76 131.96 4108.48

7.31 22.11 1113 2682 -1.64 2.07 5069.40 17552.62

8.95 20.04 1421 3282 3.23 6.70 10327.67 28327.09

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

3.31 20.03 122 387 -0.95 8.77 6092.09 60787.84

4.26 11.26 121 389 0.77 1.81 7381.80 16992.91

8450.14 23245.05 117167 332242 3473.96 9246.44 602197.09 1619368.40

4976.18 13998.61 80066 222406 3147.63 7750.34 261464.45 784704.82
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

75

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

204.18 616.05 8300 22102

139.76 413.34 4370 12355 0.00 0.00 0 0

225.88 605.04 8304 22127

108.59 319.22 4407 12515 0.00 0.00 0 0

430.05 1221.09 8304 22127

248.35 732.56 4407 12515 0.00 0.00 0 0

0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

430.05 1221.09 8304 22127 0.00 0.00 0 0 0 0

248.35 732.56 4407 12515 0.00 0.00 0 0 0 0

i 
~ .. 
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non-life insurance
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Tata AIG General Insurance Company Limited

76

1,420 9,780 33,651 44,700 - 11,466,790 40,148,949

912 8,509 9,311 27,683 - - 26,364,007 82,342,602

1,303 5,344 2,440 7,092 - 442,810 1,257,058

979 4,259 1,545 4,969 - - 1,807,674 4,134,469

- - - - - - -

- - - - - - - -

1,303 5,344 2,440 7,092 - - 442,810 1,257,058

979 4,259 1,545 4,969 - - 1,807,674 4,134,469

- - - - - -

- - - - - - - -

239 1,976 94 246 - 1,016,559 2,944,231

169 1,570 85 225 - - 3,245,984 7,054,203

4,408 13,117 117,902 351,752 - 235,659 765,821

2,247 6,053 55,891 153,669 - - 126,344 357,218

818 2,348 117,902 250,013 - -

388 1,103 55,891 153,669 - - - -

5,226 15,465 117,902 351,752 - - 235,659 765,821

2,636 7,156 55,891 153,669 - - 126,344 357,218

90 438 25 87 - 27,083 227,494

25 96 30 76 - - 15,117 114,022

210 805 33 152 - 201,345 2,322,208

187 884 35 177 - - 123,197 539,956

42 218 9 32 - 54,602 508,262

16 126 19 75 - - 3,175,742 6,589,555

608 3,015 549 1,843 - 230,010 893,884

552 2,736 584 1,706 - - 331,806 1,292,543

950 4,477 616 2,114 - - 513,040 3,951,848

780 3,841 668 2,034 - - 3,645,862 8,536,075

1,098 3,515 11,003 31,108 - 1,024,694 2,909,931

1,118 3,355 8,188 27,673 - - 764,218 2,714,822

472 472 - - - - -

- - - - - - - -

910 3,178 47,818 116,518 - 5,435,328 13,771,817

1,205 3,449 29,954 91,688 - - 3,386,899 10,048,425

1,382 3,650 47,818 116,518 - - 5,435,328 13,771,817

1,205 3,449 29,954 91,688 - - 3,386,899 10,048,425

- - - - - - -

- - - - - - - -

- - - - - - -

- - - - - - - -

(1) 844 6,832 22,650 - 4,777 36,582

97 300 1,018 2,493 - - 4,374 10,248

11,616 45,051 220,356 576,180 - - 20,139,657 65,786,236

7,894 32,439 106,660 310,434 - - 39,345,362 115,198,063

■ 



irda journal september 2011|

No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

77

80 839 226 439 - -

447 556 57 223 - - - -

153 781 271 456 - -

258 356 65 145 - - - -

- - - - - -

- - - - - - - -

153 781 271 456 - - - - - -

258 356 65 145 - - - - - -

- - - - - -

- - - - - - - -

9 27 11 17 - -

21 26 4 7 - - - -

934 2,170 28,205 65,647 - -

149 427 4,288 11,720 - - - -

- - - - - -

- - - - - - - -

934 2,170 28,205 65,647 - - - - - -

149 427 4,288 11,720 - - - - - -

0 17 2 7 - -

0 2 - 2 - - - -

93 283 86 203 - -

58 122 15 55 - - - -

- - - - - -

- - - - - - - -

- - - - - -

- - - - - - - -

94 300 88 210 - - - - - -

58 124 15 57 - - - - - -

144 248 3,807 6,427 307 472 331,143 372,245

36 95 678 2,320 0 1 3,696 10,194

- - - - - -

- - - - - - - -

151 476 122 207 - -

287 818 89 291 - - - -

151 476 122 207 - - - - - -

287 818 89 291 - - - - - -

- - - - - -

- - - - - - - -

- - - - - -

- - - - - - - -

121 341 9,502 22,041 - -

34 139 1,069 2,475 - - - -

1,685 5,181 42,232 95,444 307 472 331,143 372,245 - -

1,291 2,541 6,265 17,238 0 1 3,696 10,194 - -

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: The New India Assurance Company Limited

78

7825.16 39076.03 82560 212300 -509.46 1794.32 13796449.98 77649685.48

8334.62 37281.71 63872 243343 224260760.87 307952407.17

1878.87 7160.43 29540 64707 -673.90 -249.16 29657010.99 45517718.63

2552.77 7409.59 29244 77675 127700091.98 158727029.45

6467.26 9675.80 640 1166 455.77 1064.97 8919434.37 10757680.70

6011.49 8610.83 463 2829 9368675.25 14644165.43

8346.13 16836.23 30180 65873 -218.13 815.81 38576445.36 56275399.33

8564.26 16020.42 29707 80504 0.00 0.00 137068767.23 173371194.88

211.90 2057.33 227 357 34.39 767.85 220594.85 43187036.39

177.51 1289.48 63 134 39131.76 954387.09

1413.04 8070.62 7148 17872 -1465.42 -224.41 5219867.03 13932449.18

2878.46 8295.03 3232 19327 25806965.94 56697453.99

12659.30 35430.17 633532 1405812 2638.67 5478.32 12309829.13 15512300.97

10020.63 29951.85 422874 1197275 13096709.38 14395140.17

11374.44 30218.80 472768 1343848 3788.04 7918.50

7586.40 22300.30 456254 1028570

24033.74 65648.97 472768 1343848 6426.71 13396.82 12309829.13 15512300.97

17607.03 52252.15 456254 1028570 0.00 0.00 13096709.38 14395140.17

359.11 1272 1528 12774 -163.57 37.55 740872.09 835872

522.68 1235 9192 19543 1217531.49 1374234

-5.60 25 -32 270 -118.63 -113.34 5647.17 8561

113.03 138 413 845 64422.62 504224

83.64 162 126 133 31.76 -42.64 -60695.81 3106

51.88 205 16 32 21960785.80 22160737

1570.91 3311 12998 21975 954.86 587.81 -815251.17 517213

616.05 2723 -3701 17219 9054391.26 9724292

2008.06 4770.53 14620 35152 704.42 469.38 -129427.72 1364752.12

1303.64 4301.15 5920 37639 0.00 0.00 32297131.17 33763486.49

1556.84 3295.95 61207 143578 490.62 18.92 8022203.18 10710394.01

1066.22 3277.03 39136 141918 7418699.95 20048911.70

21564.95 73854.38 153563 319062 2498.85 9858.78 1500215.04 8165039.28

19066.10 63995.60 93069 275621 240417834.20 251779803.55

107.39 317.97 10618 14041 -30.79 -176.87 -90922.28 55429.18

138.18 494.84 8474 20227 65666114.79 65983235.96

21672.34 74172.35 164181 333103 2468.06 9681.91 1409292.76 8220468.46

19204.28 64490.44 101543 295848 0.00 0.00 306083948.99 317763039.51

0.00 0.00 0 0 0.00 0.00 1095.54 1095.54

0.00 0.00 0 0 0.00 0.00

0.00 0.55 -1 15 0.00 0.03 -275022.23 3.05

0.00 0.52 0 10 -0.10 2.90

6634.62 17683.39 128316 324580 3198.10 5179.65 53585557.13 87915061.93

3436.52 12503.74 71840 293381 1311338651.31 1353089689.28

73701.83 231611.95 961206 2476678 11129.29 31900.28 132736885.01 314768646.46

62572.54 199711.67 771567 2140674 0.00 0.00 2057410766.50 2278035713.18

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

79

918.07 2514.58 3333 19618 251.21 1044.34 0.00

375.06 1337.72 8330 27914 153.98 895.91 0.00 0.00

285.48 634.33 274 2556 85.82 304.17 0.00

60.31 219.04 685 2619 14.95 178.14 0.00 0.00

12.22 19.21 11 30 -3.97 0.77 0.00 0.00

1.27 14.55 28 86 -5.32 39.77 0.00 0.00

297.70 653.54 285 2586 81.85 304.94 0 0

61.58 233.59 713 2705 9.63 217.91 0 0

0.26 12.20 1 1 5.11 5.11 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

153.43 430.84 1566 1568 89.74 248.39 0.00

90.70 287.05 370 1141 78.87 236.50 0.00 0.00

2685.54 5674.88 72590 122966 738.92 2393.48 32983.00 95794.00

658.14 1673.95 18225 119797 534.32 1471.58 1554.00 4124.00

2695.01 5309.14 31744 127604 311.25 2220.06 -33122.00 47750.00

326.94 1121.02 25596 83359 311.91 951.38 3048.00 8298.00

5380.55 10984.02 31744 127604 1050.17 4613.54 -139 143544

985.08 2794.97 25596 83359 846.23 2422.96 4602 12422

108.67 253 234 916 42.11 161 1092.00 6062

65.82 120 204 818 -86.04 56 1920.00 5685

1.65 3 -3 2 2.37 3 0.00 0

0.53 1 6 11 -0.28 11 0.00 0

6.44 6 10 10 0.24 1 0.00 0

0.87 18 3 3 -0.18 25 0.00 0

196.58 456 2505 3658 72.63 125 5142.00 5155

163.79 252 714 1814 22.03 64 1.00 4

313.34 718.93 2746 4586 117.35 289.65 6234 11217

231.01 391.69 927 2646 -64.47 156.08 1921 5689

131.82 293.06 3767 12591 77.83 219.82 101576 163225

53.78 169.65 3742 16351 -39.32 146.28 20764 114743

1204.98 2559.00 775 15644 2219.11 3925.39 803874 2155857 1744859.00 3362192

279.90 1336.86 15897 49758 658.80 1401.51 581318 976151 86434.00 1408703

9.84 24.41 203 1043 2.74 11.76 837 2430 3313.00 6299

28.26 34.05 339 1117 6.65 23.06 -6604 2090 2365.00 6613

1214.82 2583.41 978 16687 2221.85 3937.15 804711 2158287 1748172 3368491

308.16 1370.91 16236 50875 665.45 1424.57 574714 978241 88799 1415316

0.00 0.00 5 5 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

795.17 2361.61 -36039 45278 408.50 1100.26 2944959 2977046

531.16 2192.45 16093 68096 141.45 594.17 16692 54851

9205.16 20552.19 8386 230524 4303.61 11763.20 3857341 5453319

2636.53 8778.03 72007 253087 1791.82 6094.38 618693 1165946

i 
~ .. 

■ 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: The Oriental Insurance Company Limited

80

6157.12 25632.52 45368 136238 2802.09 4434.66 16098825.02 61479885.04

3355.03 21197.86 43908 134778

2225.75 7339.99 14946 43937 319.52 1312.93 6459903.06 23651341.51

1906.23 6027.06 15603 44594

4983.09 7341.12 496 1131 -12.67 -166.08 6217111.29 6963519.56

4995.76 7507.20 461 1096

7208.84 14681.11 15442 45068 306.85 1146.85 12677014.35 30614861.07

6901.99 13534.26 16064 45690

633.18 1929.18 56 126 -564.78 486.87 -674115.90 3372030.19

1197.96 1442.31 40 110

2537.21 8030.09 3140 10519 -179.17 349.46 2062447.48 6462756.51

2716.38 7680.63 3357 10736

8084.02 24369.26 449196 1282623 452.41 1098.49 539600.77 1625963.33

7631.61 23270.77 412883 1246310

9133.79 24995.21 609280 1767144 2730.92 5584.71 0.00 0.00

6402.87 19410.50 571802 1729666

17217.81 49364.47 609280 1767144 3183.33 6683.20 539600.77 1625963.33

14034.48 42681.27 571802 1729666

613.93 1991.01 5487 16646 108.01 269.65 10276.73 30064.63

505.92 1721.36 5172 16331

7.07 44.89 26 137 -1.33 5.21 3556486.33 7835722.91

8.40 39.68 26 137

8.02 104.12 9 31 -6.64 -8.62 47185.17 494345.13

14.66 112.74 11 33

265.85 927.92 2896 8526 19.66 129.67 2613595.09 7532650.44

246.19 798.25 2617 8247

894.87 3067.94 8418 25340 119.70 395.91 6227543.32 15892783.11

775.17 2672.03 7826 24748

1386.74 3284.61 78574 224445 -11.90 -282.39 13569661.20 17136558.07

1398.64 3567.00 87766 233637

8138.56 31945.73 74038 205293 -954.22 2174.16 375914.16 1015846.37

9092.78 29771.57 74525 205780

77.65 256.82 2064 7839 -4.66 -30.56 219982.52 817209.50

82.31 287.38 2244 8019

8216.21 32202.55 76102 213132 -958.88 2143.60 595896.68 1833055.87

9175.09 30058.95 76769 213799

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0

4034.78 13807.89 79341 232555 1575.24 -860.96 5268632.16 27493583.85

2459.54 14668.85 87467 240681

48286.76 152000.36 915721 2654567 6272.48 14497.20 56365505.08 165911477.04

42014.28 137503.16 894999 2633845 0.00 0.00

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

81

375.67 1624.87 8672 24341 0.00 0.00 0 0 0 0

284.37 1533.57 7273 22942 934.31 934.31 0 0 0 0

62.97 219.83 670 2282 0.00 0.00 0 0 0 0

50.13 206.99 566 2178 512.68 512.68 0 0 0 0

21.93 52.56 368 543 0.00 0.00 0 0 0 0

10.36 40.99 298 473 220.87 220.87 0 0 0 0

84.90 272.39 1038 2825 0.00 0.00 0 0 0 0

60.49 247.98 864 2651 733.55 733.55 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

100.29 356.73 470 1363 0.00 0.00 0 0 0 0

92.33 348.77 465 1358 642.72 642.72 0 0 0 0

1514.46 4653.86 81867 236841 0.00 0.00 0 0 0 0

1343.82 4483.22 70316 225290 2228.49 2228.49 0 0 0 0

1925.37 5289.77 116323 341880 0.00 0.00 18373 1446359 6177719 8019847

1217.23 4581.63 99716 325273 1804.78 1804.78 193125 1621111 401235 2243363

3439.83 9943.63 116323 341880 0.00 0.00 18373 1446359 6177719 8019847

2561.05 9064.85 99716 325273 4033.27 4033.27 0 1621111 401235 2243363

84.35 273.80 931 2838 159.73 488.55 3149 3559 4097 5189

57.10 246.55 833 2740 134.21 463.03 816 1226 10362 11454

1.47 1.78 4 7 0.00 0.00 0 0 0 0

1.19 1.50 2 5 0.17 0.17 1 1 2 2

0.50 0.50 1 1 0.00 0.00 0 0 0 0

0.50 0.50 1 1 3.78 3.78 0 0 1 1

28.44 80.91 278 818 0.00 0.00 0 0 0 0

24.49 76.96 287 827 89.62 89.62 139 139 1037 1037

114.76 356.99 1214 3664 159.73 488.55 3149 3559 4097 5189

83.28 325.51 1123 3573 227.78 556.60 956 1366 11402 12494

123.06 363.59 16322 46358 258.10 790.26 27084 195871 43300 257993

91.98 332.51 19337 49373 474.71 1006.87 24782 193569 178209 392902

218.66 699.06 4599 12582 1634.50 5526.58 55110 185773 71350 237411

308.44 788.84 4690 12673 1506.53 5398.61 82172 212835 153309 319370

1.74 10.33 62 305 0.00 0.00 0 0 0 0

1.49 10.08 41 284 20.95 20.95 344 344 2677 2677

220.40 709.39 4661 12887 1634.50 5526.58 55110 185773 71350 237411

309.93 798.92 4731 12957 1527.48 5419.56 82516 213179 155986 322047

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

1022.45 2250.81 26047 78353 985.53 2841.82 140718 510154 943339 1406322

812.64 2041.00 26742 79048 1708.53 3564.82 160687 530123 213441 676424

5481.36 15878.40 174747 511671 3037.86 9647.21 244434 2341716 7239805 9926762

4296.07 14693.11 160251 497175 10282.35 16891.70 268941 2559348 960273 3647230

i 
~ .. 

■ 



non-life insurance
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: United India Insurance Company Limited
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8169.00 27644.00 71915 213995 1107.00 3642.00 13059952 44195044

7062.00 24002.00 65383 207299 1667.00 4665.00 11290168 38444977

2472.00 9021.00 22827 70560 138.00 250.00 5242842 19132556

2334.00 8771.00 21469 77926 787.00 2980.00 4950159 18610346

1305.00 6820.00 1754 5047 243.00 741.00 469424 2453237

1062.00 6079.00 1567 4532 690.00 -131.00 382014 2184365

3777.00 15841.00 24581 75607 381.00 991.00 5712266 21585793

3396.00 14850.00 23036 82458 1477.00 2849.00 5332173 20794711

99.00 145.00 84 247 8.24 12.82 14854 21755

90.76 132.18 78 347 72.55 97.11 13617 19832

5221.00 12599.00 10761 29408 1741.00 2622.00 2250431 5430603

3480.00 9977.00 8923 25339 661.00 2859.00 1500000 4306751

10531.00 30723.00 493510 1378234 1856.00 4763.00 1494293 4359431

8675.00 25960.00 436793 1270935 703.00 1849.00 1230936 3683586

11638.00 30833.00 842330 2394763 4443.00 8940.00 0

7195.00 21893.00 730459 2087643 1081.00 4375.00 0

22169.00 61556.00 842330 2394763 6299.00 13703.00 1494293 4359431

15870.00 47853.00 730459 2087643 1784.00 6224.00 1230936 3683586

496.00 1568.21 6322 19552 18.70 162.85 0

477.30 1405.36 6136 18042 104.61 292.97 0 0

77.10 356.34 538 2637 7.21 52.53 13068 60397

69.89 303.81 448 2149 -7.02 -6.50 11846 55203

42.90 152.04 176 546 3.01 -16.59 8536 30251

39.89 168.63 166 601 10.56 77.33 7937 33554

79.00 658.41 2505 8190 11.41 60.45 24035 200313

67.59 597.96 2195 7989 5.70 17.60 20563 181925

695.00 2735.00 9541 30925 40.33 259.24 45638 290961

654.67 2475.76 8945 28781 113.85 381.40 40346 270682

876.00 3233.00 32320 105861 45.52 357.88 2884425 10645374

830.48 2875.12 30623 107775 288.15 893.78 2734550 9468249

15385.89 51016.53 94607 457022 4807.52 14231.51 2125336 7047187

10578.37 36785.02 88458 375243 3194.37 9988.62 1461247 5081312

684.11 3043.47 5853 36969 4.48 684.49 201268 895402

679.63 2358.98 5589 28381 192.63 726.38 199950 694088

16070.00 54060.00 100460 493991 4812.00 14916.00 2326604 7942589

11258.00 39144.00 94047 403624 3387.00 10715.00 1661197 5775400

0.00 0.00 0 0 0.00 0.00 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0

0.00 0.00 0 0 0.00 0.00 0 0

4895.00 18564.00 201589 601654 1431.92 4284.07 943615 3578603

3463.08 14279.93 170914 501472 -274.55 132.72 667584 2752735

61971.00 196377.00 1787091 5324685 15866.01 40788.01 28732079 98050153

46104.99 155589.00 1569200 4715673 9176.00 28817.00 24470572 85516924

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M
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641.81 2031.36 12621 42959 0.00 0.00 0 0

502.36 1755.58 12590 37594 0.00 0.00 0 0 0 0

51.45 232.21 848 4800 0.00 0.00 0 0

46.91 207.22 1313 4460 0.00 0.00 0 0 0 0

6.25 20.00 157 416 0.00 0.00 0 0

4.35 17.45 153 400 0.00 0.00 0 0 0 0

57.70 252.21 1005 5216 0.00 0.00 0 0

51.26 224.67 1466 4860 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

119.87 397.40 652 2746 0.00 0.00 0 0

116.73 370.00 633 2453 0.00 0.00 0 0 0 0

1106.08 6425.11 50295 197504 0.00 0.00 0 0

944.62 5549.83 50194 177933 0.00 0.00 0 0 0 0

1304.82 6828.26 84346 319446 0.00 0.00 0 0

1162.18 5007.13 78815 280985 0.00 0.00 0 0 0 0

2410.90 13253.37 84346 319446 0.00 0.00 0 0

2106.79 10556.96 78815 280985 0.00 0.00 0 0

28.59 144.84 545 3189 28.99 70.06 39 186

23.03 116.48 536 2651 26.05 58.42 25 158 0 0

4.24 19.25 77 375 0.00 0.00 0 0

2.64 16.60 71 339 0.00 0.00 0 0 0 0

0.00 3.05 0 21 0.00 0.00 0 0

0.00 2.16 0 18 0.00 0.00 0 0 0 0

0.00 41.92 0 707 0.00 7.78 0 0

2.54 37.56 50 643 0.00 0.00 0 0 0 0

32.83 209.06 622 4292 28.99 77.84 39 186

28.21 172.79 657 3651 26.05 58.42 25 158

158.47 1084.65 1363 11961 424.87 720.85 100907 304290

151.78 903.12 1266 9616 335.42 590.14 9791 41648 0 0

526.97 1735.92 9418 40442 443.86 3177.81 7055704 10084970 9205667 13394640

491.82 1375.61 9318 32059 374.08 2448.16 12814 78434 54410 120435

23.15 88.72 304 1580 0.00 0.00 0 109 545 103713

39.42 89.49 356 1436 0.00 5.75 0 362 365 1176

550.12 1824.64 9722 42022 443.86 3177.81 7055704 10085079 9206212 13498353

531.24 1465.10 9674 33495 374.08 2453.91 12814 78796 54775 121611

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

998.63 5814.54 53296 125784 914.41 3297.20 5577 17178

886.34 5103.21 59012 120779 122.92 2125.61 4916 14424 0 0

4970.33 24867.23 213922 751929 1812.13 7273.70 7162227 10406733 9206212 13498353

4374.72 20551.43 214307 671365 858.48 5228.08 27546 135026 54775 121611

i 
~ .. 
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non-life insurance
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Universal Sompo General Insurance Company Limited
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700.96 1879.41 10384 24950 165.73 557.89 948411.38 2620076.38

535.23 1321.52 8692 22396 313.83 451.31 658476.31 1639198.23

51.67 260.02 134 387 -22.99 47.50 511970.15 2268844.79

74.66 212.53 122 281 32.18 107.58 399805.52 1284912.21

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

51.67 260.02 134 387 -22.99 47.50 511970.15 2268844.79

74.66 212.53 122 281 32.18 107.58 399805.52 1284912.21

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

76.67 277.36 87 368 28.16 54.49 105433.76 246515.58

48.51 222.86 95 272 55.66 74.88 31855.88 81096.08

1135.45 2837.36 29670 78142 -202.48 -337.29 52946.94 140662.05

1337.93 3174.66 50707 120277 1075.19 2679.94 123428.19 214560.12

283.87 762.53 0 0 -50.61 -359.13

334.48 1121.65 0 0 310.84 1055.94

1419.32 3599.89 29670 78142 -253.09 -696.42 52946.94 140662.05

1672.41 4296.31 50707 120277 1386.03 3735.88 123428.19 214560.12

15.96 37 95 254 11.34 19.48 1227 4770

4.63 17.21 38 154 1.04 9.25 309.23 1549.92

0.41 5.49 1 9 0.41 1.22 400 3935

0.00 4.27 0 4 -5.39 -1.71 0.00 5900.00

0.08 0.72 1 2 0.08 0.72 3.75 243.75

0.00 0.00 0 0 0.00 0.00 0.00 0.00

2 39 11 39 -2.44 17.55 321 8705

4 22 7 33 1 12 1161 6258

18.30 82.15 108 304 9.39 38.96 1951.80 17653.75

8.92 43.19 45 191 -2.95 19.91 1469.83 13707.52

109.39 203.91 471 1406 16.37 46.32 2049360.35 2567511.00

93.02 157.59 400 1062 111.60 -498.91 867886.20 1179263.54

144.88 1219.14 3285 7455 94.35 452.99 8224.70 64170.25

50.53 766.15 1553 5146 -4.05 227.93 3223.25 52015.30

1.55 2.70 46 92 1.55 2.70 14250.15 28333.93

0.00 0.00 0 0 0.00 0.00 0.00 0.00

146.42 1221.84 3331 7547 95.90 455.70 22474.85 92504.18

50.53 766.15 1553 5146 -4.05 227.93 3223.25 52015.30

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

425.43 1004.22 16139 36131 127.58 239.55 301124.95 737337.56

297.85 764.68 12301 33294 110.19 163.98 184806.04 421131.69

2948.16 8528.80 60324 149235 167.04 743.98 3993674.18 8691105.28

2781.12 7784.82 73915 182919 2002.48 4282.55 2270951.20 4885884.69
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M
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0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0 0 0 0 0 0 0 0

0 0 0 0 0 0 0 0

0 0 0 0 0 0 0 0

0.00 0.00 0 0 0 0 0 0

0.00 0.00 0 0 0 0 0 0

0.00 0.00 0 0 0 0 0 0

0 0 0 0 0 0 0 0

0 0 0 0 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0 0 0 0

0.00 0.00 0 0 0 0 0 0

0.00 0.00 0 0 0 0 0 0

0.00 0.00 0 0 0 0 0 0

173.13 381.42 6195 12780 0 0.00 0 0

113.95 309.67 3956 11737 0 0.00 0 0

173.13 381.42 6195 12780 0.00 0.00 0 0 0 0

113.95 309.67 3956 11737 0.00 0.00 0 0 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Agriculture Insurance Company of India Limited

86

6765.92 14450.19 11419 66931 1559.43 -401.41 206730.09 497788.03

5206.49 14851.60 9992 80760 33.89 1689.67 127912.83 500954.20

6765.92 14450.19 11419 66931 1559.43 -401.41 206730.09 497788.03

5206.49 14851.60 9992 80760 33.89 1689.67 127912.83 500954.20

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

87

6765.92 14450.19 11419 66931 NA NA NA NA 631645 1866379

5206.49 14851.60 9992 80760 NA NA NA NA 442480 2246954

6765.92 14450.19 11419 66931 NA NA NA NA 631645 1866379

5206.49 14851.60 9992 80760 NA NA NA NA 442480 2246954

i 
~ .. 

■ 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Apollo Munich Health Insurance Company Limited

88

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

71.62 169.50 2826 7448 71.62 169.50 40166.50 98156.50

37.67 103.51 2888 6171 37.67 103.51 28759.38 61571.50

1900.50 6608.22 49956 134306 1900.50 6608.22 78666.16 186150.10

979.96 3775.88 34690 88952 979.96 3775.88 49975.35 115414.12

47.01 165.02 3106 9778 47.01 165.02 226327.63 755927.30

42.70 162.59 2261 7513 42.70 162.59 181863.36 564613.23

1947.51 6773.24 53062 144084 1947.51 6773.24 304993.78 942077.40

1022.66 3938.47 36951 96465 1022.66 3938.47 231838.71 680027.34

58.88 240.29 58307 199811 58.88 240.29 291535.00 999055.00

45.36 163.41 44876 136467 45.36 163.41 224380.00 682335.00

2078.02 7183.02 114195 351343 2078.02 7183.02 636695.28 2039288.90

1105.69 4205.39 84715 239103 1105.69 4205.39 484978.08 1423933.84
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

89

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

5.04 12.55 436 2157 0.00 0.08 0 751

0.00 0.25 0 2088 1.34 1.70 906 3072

205.58 551.48 14658 33663 56.32 56.32 14055 14055 117947 349684

190.66 191.83 4958 5400 0.00 1.17 0 442 59007 189382

3106 9778

2735 9096

205.58 551.48 14658 33663 56.32 56.32 14055 14055 121053 359462

190.66 191.83 4958 5400 0.00 1.17 0 442 61742 198478

210.62 564.02 15094 35820 56.32 56.40 14055 14806 121053 359462

190.66 192.08 4958 7488 1.34 2.86 906 3514 61742 198478

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Export Credit Guarantee Corporation of India Limited

90

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

8646 23124 1126 2786 1198 2320 300754 779531

7448 20804 1067 2882 891 1833 387104 899179

8645.84 23123.61 1126 2786 1197.94 2319.59 300754.30 779530.95

7448.00 20804.00 1067 2882 891.00 1833.00 387104.00 899179.00

■ 
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

91

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0 0 0 0 0 0 0 0

0 0 0 0 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

i 
~ .. 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Max Bupa Health Insurance Company Limited

92

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

481.56 1412.98 4231 12330 472.00 1373 13832.4 46656.9

128.21 230.81 1240 2547 124.11 224.27 4682.00 8411.00

481.56 1412.98 4231 12330 472.00 1373.08 13832.40 46656.90

128.21 230.81 1240 2547 124.11 224.27 4682.00 8411.00

481.56 1412.98 4231 12330 472.00 1373.08 13832.40 46656.90

128.21 230.81 1240 2547 124.11 224.27 4682.00 8411.00
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

93

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

0.00 0.00 0 0 0.00 0.00 0 0

6.13 11.05 71 138 2.89 2.89 4 4 9530 25067

0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 2297 3987

6.13 11.05 71 138 2.89 2.89 4 4 9530 25067

0.00 0.00 0 0 0.00 0.00 0 0 2297 3987

6.13 11.05 71 138 2.89 2.89 4 4 9530 25067

0.00 0.00 0 0 0.00 0.00 0 0 2297 3987

i 
~ .. 

■ 
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* Wherever applicable

LINE OF BUSINESS

Fire

Previous year

Marine Cargo

Previous year

Total Premium u/w
Total No. of

Policies Issued
Accretions during

the month (premium)
Sum Assured

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

For the
month

Up to
the month

Marine Hull (Including
Onshore & Offshore oil energy)

Previous year

Marine (Total)

Previous year (Total)

Aviation

Previous year

Engineering

Previous year

Motor Own Damage

Previous year

Motor Third party

Previous year

Motor (Total)

Previous year (Total)

Workmen's compensation /
Employer's liability

Previous year

Public Liability

Previous year

Product Liability

Previous year

Other Liability Covers

Previous year

Liability (Total)

Previous year (Total)

Personal Accident

Previous year

Medical Insurance

Previous year

Overseas Medical Insurance

Previous year

Health (Total)

Previous year (Total)

Crop Insurance

Previous year

Previous year

Credit Guarantee

All Other Miscellaneous

Previous year

Grand Total

Previous year (Total)

BUSINESS FIGURES:

Name of the Insurer: Star Health and Allied Insurance Company Limited

94

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0 0 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0 0

0 0

0 0

0 0

0 0

0 0

0 0

0 0

0.00 0.00 0 0 0.00 0.00 0.00 0.00

0.00 0.00 0 0 0.00 0.00 0.00 0.00

107.23 256.43 10636 28194 31.84 29.09 134537.21 615583.84

75.39 227.34 10066 29803 17.48 106.54 101159.04 363038.31

15099.12 40159.27 81722 217417 5573.43 8906.03 726869.35 10908522.25

9525.69 31253.24 57342 152953 2190.48 9101.74 118049.25 10390247.50

142.20 453.40 4505 14573 14.29 52.01 480906.02 1547199.97

127.91 401.39 4521 13198 37.48 148.30 383368.97 1200931.70

15241.32 40612.67 86227 231990 5587.72 8958.04 1207775.37 12455722.22

9653.60 31654.63 61863 166151 2227.96 9250.04 501418.22 11591179.20

53.90 117.08 19401 42004 12.60 8.58 194010 420040.00

41.30 108.50 14568 38574 11.58 3.57 145680.00 385740.00

15402.45 40986.18 116264 302188 5632.16 8995.71 1536322.58 13491346.06

9770.29 31990.47 86497 234528 2257.02 9360.15 748257.26 12339957.51
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No. of Lives covered
in Social Sector

Amount of Premium
u/w in Social Sector

No. of Policies
in Rural Areas

For the
month

For the
month

For the
month

Up to
the month

For the
month

FOR AND UP TO THE MONTH OF JUNE, 2011

Amount of Premium
u/w in Rural Areas

No. of
Lives covered *

Up to
the month

Up to
the month

Up to
the month

For the
month

Up to
the month

(Premium in Lakhs)M

95

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

0.00 0.00 0 0 0.00 0.00 0 0 0 0

50.88 132.49 4284 12005 13.16 98.88 5991 37486.00

20.09 49.40 4182 13270 23.19 131.74 15502 103329.00

8959.61 23626.01 27744 73727 4004.73 13692.40 21925 6897322.00 101134 22925901.00

665.59 1819.61 19934 52703 8597.62 28855.07 33520 88755.00 72447 24465556.00

28.98 63.55 649 2513 74.79 223.93 2532 7640.00 4505 14557.00

31.12 84.14 707 2055 70.02 158.93 2528 5144.00 4521 13198.00

8988.59 23689.56 28393 76240 4079.52 13916.33 24457 6904962 105639 22940458

696.71 1903.75 20641 54758 8667.64 29014.00 36048 93899 76968 24478754

0.00 0.00 0 0

41.30 108.50 14568 38574

9039.47 23822.05 32677 88245 4092.68 14015.21 30448 6942448 105639 22940458

716.80 1953.15 24823 68028 8732.13 29254.24 66118 235802 76968 24478754

i 
~ .. 
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www.irda.gov.in

visit www.gbic.co.in or www.irda.gov.in

~fmt1t Bemisaat 
--

Remember, behind every insurance policy 

is a person always ready to hear your complaints: 

The Insurance 
Ombudsman. 

A harassed insurance policyholder can fight for his rights. Approach the Insurance 

Ombudsman within 12 months of your claim being rejected. There are 12 insurance 

ombudsmen in 12 cities across India, looking into complaints. 

File a complaint with the Insurance Ombudsman, if you have a grievance against an 

insurer, including if: 

• You have not received your policy 

• There is a dispute regarding premium paid or payable 

• There is delay in claim settlement 

• Your claim is partially or totally rejected 

• There is a dispute regarding the terms and conditions of the policy. 

For more information, please 

• 
JI~ 
Stti;-JEti;z-;,O 

illla 

A public awareness initiative by 

~ filf;p.:i i'-1 cfi 3fu fcl cfiifi ~ 

INSURANCE REGULATORY AND 
DEVELOPMENT AUTHORITY 
Promoting insurance. Protecting insured. 



events

15 Sep 2011 CII 5th Health Insurance Summit 2011
 New Delhi By Confederation of Indian Industry, New Delhi.

15 – 17 Sep 2011 Workshop on Motor TP Claims
 NIA Pune By National Insurance Academy.

19 – 20 Sep 2011 CD Deshmukh Seminar
 NIA Pune By National Insurance Academy.

20 – 21 Sep 2011 Global Insurance Summit 2011
 Mumbai By ASSOCHAM, New Delhi.

22 – 24 Sep 2011 Programme on Aviation Insurance
 NIA Pune By National Insurance Academy.

27 – 28 Sep 2011 5th Middle East Healthcare Insurance Conference
 Abu Dhabi, UAE By Asia Insurance Review, Singapore

13 – 15 Oct 2011 Reinsurance Management
 NIA Pune By National Insurance Academy.

17 – 18 Oct 2011 1st Asian Captives Conference
Kuala Lumpur By Asia Insurance Review, Singapore

19 – 20 Oct 2011 7th Asian Conference on Pensions and Retirement Planning
Kuala Lumpur By Asia Insurance Review, Singapore

31 Oct – 02 Nov 2011 Management of Marine Cargo Insurance
 NIA Pune By National Insurance Academy.

Venue:

Venue:

Venue:

Venue:

Venue:

Venue:

Venue:

Venue: 

Venue: 

Venue:



Effective regulation is not just about setting high standards.  It is also about creating market 
conditions that enable financial institutions to meet the standards.

Mr. Ravi Menon
Managing Director, Monetary Authority of Singapore.

There is no impact on insurer investments in U.S. government and government-related 
securities from the actions recently taken by the rating agencies. Risk-based capital and asset 
valuation reserves are unaffected.

Ms. Susan Voss
NAIC President and Iowa Insurance Commissioner.

Given the present unfavourable economic and financial conditions in Europe and in the US, we 
expect that there would continue to be significant market volatilities going forward.

Mr. Norman T.L. Chan
Chief Executive of the Hong Kong Monetary Authority.

We know that it is pointless to create a zero risk financial system. A zero risk system will have 
zero activity, and therefore generate zero value. 

Mr. Wayne Byres
Executive General Manager, Australian Prudential Regulation Authority.

In addition to making changes to the way in which we all behave and operate, we also need to 
ensure there is clarity of understanding by society and Parliament as to our collective purposes 
and accountability framework. This is important not just for the regulators but also, in my view, 
for the industry. 

Mr. Hector Sants
Chief Executive, FSA, UK.

Disclosures by themselves may not lead to a more robust and efficient industry. But there can 
be little doubt that disclosures will enable a more critical understanding of the insurance 
industry in India; and thereby contribute to the building of a healthy and robust insurance 
sector. 

Mr. J. Hari Narayan
Chairman, Insurance Regulatory and Development Authority, India. 

RNI No: APBIL/2002/9589

view point

If undelivered please return to: 
rdIRDA, Parishram Bhavan, 3  Floor, Basheer Bagh, Hyderabad - 500 004. Ph: +91-40-23381100
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