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There are several vital functions that insurers have
to complete with a great deal of efficiency and skill if
they are to succeed in insurance business.

Investments, for example, is an area which has to
be handled with lot of expertise and a deep sense
of understanding of the financial market. However,

the most vital function that ultimately makes or mars
the business of insurance is 'Underwriting'. It may
be possible for an insurer to absorb the losses of a

few 'bad' investment decisions; but a few
underwriting decisions that go wrong could spell
disaster for the insurers.

The eventual success of the function of underwriting
is heavily dependent on a free and fair flow of

information between the parties. In a market that is
still nascent in its development, there could be a
great deal of asymmetry of information flow,

especially when it comes to the prospect disclosing
information. This makes the job of the underwriters
crucial in ensuring that the information provided is

as wholesome as is possible. There is need for a
better understanding of the contractual roles by the

parties to the contract so that the ills arising out of
such 'asymmetry' of information are minimized.

The underwriting role has been greatly structured
in a market that is under tariff; as the leverage given
to the underwriter itself is limited. With de-tariffing

of the non-life market round the corner, it would
throw innumerable challenges to the underwriters.
It is easy to get carried away by the unending

'opportunities'; but the wisdom of dealing with the
risks sensibly would eventually decide the winners.
While I am confident of the maturity of the players in

this area, I would not lose any opportunity to exhort
them of the need for caution.

With just more than a couple of months separating

us from a 'free' market, the emphasis would
naturally be on the readiness of the players in
various areas. Accordingly, the focus of the next issue

of the Journal would be on 'Detariffing', in all its
hues.

rom the PublisherF

C.S. Rao
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It has been said, time and again, that underwriting forms the crux of insurance business. While the
statement itself would sound vague for the uninitiated, would it not be reasonable to say that the
assessment of various risks being assumed by an insurer should be done objectively? In life insurance
business, for example, if two persons in different age groups good enough to being father and son are
charged the same premium; the insurer is bound to run into rough weather; and eventually will have to
close business. The example itself might look too simplistic, but then does it not lay the foundation for the
objectivity; or 'equitability' in insurance parlance?

Accomplishing equitability among the risks is the prime objective for an insurer; and in order that insurers
are successful in achieving this, underwriters play a crucial role. Even before achieving equitability in the
assessment of risks by charging a premium commensurate with the risk; underwriters sometimes have
the onerous responsibility of having to reject some business opportunities - an extension of the same
logic. The corporate strategies of the insurance companies would define and delineate the boundaries
within which the underwriters have to fulfill their role diligently.

The challenges of underwriting in different classes of insurance vary from each other. In the life arena, the
underwriter has to keep himself abreast of the developments in medical technology; research with regard
to diseases etc. He has to make use of these developments in association with the basic mortality/
morbidity statistics if he were to be very objective. Similarly, in the non-life class also, unless the underwriter
takes into account the latest developments in associated areas; he would fail in his role. In a tariff regime,
this role had to be played within the parameters previously assigned; but with detariffing of the market on
the anvil, there is altogether a new set of challenges for the underwriter. It is these challenges in different
areas of operation that form the focus of this issue of the Journal.

Coming to the contents of the issue, we open with an article by Mr. K.K. Srinivasan in which he deals in
detail the role of the regulator in a changing paradigm. Motor insurance, as a class, has always remained
an enigma in the Indian context; Mr. B.G. Patki throws light on the new challenges in this class.
Life insurance underwriting has been undergoing a great deal of progressive metamorphosis,
tele-underwriting being the latest technique. We have Mr. T.S. Ramakrishna Rao explaining the concept.
Mr. G.V. Rao deals with the likely challenges of the detariffed environment in detail.

How cross-subsidization, an inherent component in the tariff regime, would behave in the new environment,
is explained by Ms. Meena Nair. Mr. D.V.S. Ramesh talks about the importance of undoing adverse selection
for a life insurer. In the end, we have the second part of the Research Paper on Health Insurance for the
poor, by Mr. Debasis Bagchi. Besides, we have the statistics of the quarterly performance of the insurers;
apart from the usual monthly business figures.

The roadmap for a detariffed market has been drawn up fifteen months in advance, in September 2005 to
be precise. It was considered good enough time for the insurers to gear up themselves for the ensuing
challenge; and the feedback about the readiness of the market is quite satisfactory. The next issue of the
Journal would be focusing on various aspects pertaining to 'Detariffing'; and we are looking forward to a
wonderful collection of articles.

Here is wishing all our readers a great festive season.

.U. Jawaharlal

Underwriting - The Eternal Challenge!

FROM THE EDITOR
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Report Card:LIFE

'First Year Premium Underwritten by Life Insurers for the Period Ended August, 2006

SlSlSlSlSl InsurerInsurerInsurerInsurerInsurer Premium u/w Premium u/w Premium u/w Premium u/w Premium u/w (Rs. In Lakhs) No. of Policies / ScheNo. of Policies / ScheNo. of Policies / ScheNo. of Policies / ScheNo. of Policies / Schemesmesmesmesmes                 No. of lives covered under Group                No. of lives covered under Group                No. of lives covered under Group                No. of lives covered under Group                No. of lives covered under Group

No.No.No.No.No.

Premiums Rise 160.56% over August, 2005
Individual premium:
The life insurance industry underwrote Individual Single Premium of
Rs.1006304.98 lakh during the period ended August, 2006, of which
the private insurers garnered Rs.78855.88 lakh and LIC garnered
Rs.927449.10 lakh.  The corresponding figures for the previous
year were Rs.276989.74 lakh for the industry, with private insurers
underwriting Rs.33180.53 lakh and LIC Rs.243809.21 lakh.  The
Individual Non-Single Premium underwritten during April-August, 2006
was Rs.1051634.72 lakh of which the private insurers underwrote
Rs.367186.09 lakh and LIC Rs.684448.63 lakh.  The corresponding
figures for the previous year were Rs.496284.12 lakh, Rs.160225.63
lakh and Rs.336058.49 lakh respectively.

Group premium:

The industry underwrote Group Single Premium of Rs.266671.08
lakh of which the private insurers underwrote Rs.20448.23 lakh and
LIC Rs.246222.85 lakh; the lives covered being 5982289, 340793
and 5641496 respectively.   The corresponding numbers for the

previous year were Rs.117911.79 lakh with private insurers underwriting
Rs.9819.78 lakh and LIC Rs.108092.01 lakh; and the lives covered
being 2546506, 293858 and 2252648 respectively.   The Group Non-
Single Premium underwritten during April-August, 2006 was
Rs.31995.70 lakh which was underwritten entirely by the private
insurers, covering 1607598 lives.  The corresponding numbers for
the previous year were Rs. 13244.74 lakh and covering 795816 lives.

Segment-wise segregation:
A further segregation of the premium underwritten during the period
indicates that Life, Annuity, Pension and Health contributed
Rs.1401719.48 lakh (59.52%), Rs.56986.11 lakh (2.42%),
Rs.895686.40 lakh (38.03%) and Rs.557.59 lakh (0.02%) respectively.
In respect of LIC, the break up of life, annuity and pension categories
was Rs.955409.04 lakh (51.42%), Rs.54691.97 lakh (2.94%) and
Rs.848019.57 lakh (45.64%) respectively.  In case of the private
insurers, Rs.446310.44 lakh (89.83%), Rs.2294.14 lakh (0.46%),

Rs.47666.83 lakh (9.59%) and Rs.557.59 lakh (0.11%) respectively
was underwritten in the four segments.

Unit linked and conventional premium:

Analysis of the statistics in terms of linked and non-linked premium
indicates that 42.74% of the business was underwritten in the non-
linked category, and 57.26% in the linked category, i.e.,
Rs.1006516.53 lakh and Rs.1348433.04 lakh respectively.  In case
of LIC, the linked and non-linked premium was 49.17% and 50.83%
respectively, as against which for the private insurers taken together,
this stood at 87.51% and 12.49% respectively.  During the
corresponding period of the previous year, linked and non-linked
premium indicates that 57.96% of the business was underwritten in
the non-linked category, and 42.04% in the linked category, i.e.,
Rs.523553.08 lakh and Rs.379742.86 lakh respectively.  In case of
LIC, the linked and non-linked premium was 31.77% and 68.23%
respectively, as against which for the private insurers taken together
this stood at 74.84% and 25.16% respectively.

August, 06 Up to August, 06 Up to August, 05 August, 06 Up to August, 06 Up to August, 05 August, 06 Up to August, 06 Up to August, 05

11111 BajaBajaBajaBajaBajaj Allianzj Allianzj Allianzj Allianzj Allianz
Individual Single Premium 4540.84 40794.76 15694.37 4032 18043 18777
Individual Non-Single Premium 12464.87 58696.95 26261.02 81044 353326 129407
Group Single Premium 73.49 246.90 0.00 0 1 0 132 913 0
Group Non-Single Premium 159.76 894.12 961.04 16 77 106 13187 237937 71329

22222 ING VysyaING VysyaING VysyaING VysyaING Vysya
Individual Single Premium 236.75 1505.95 2.38 182 1037 349
Individual Non-Single Premium 1385.41 14451.40 4390.06 11074 70893 28789
Group Single Premium 0.00 203.41 375.62 0 0 0 0 477 1026
Group Non-Single Premium 119.45 346.20 142.14 1 21 29 317 6712 9451

33333 Reliance LifeReliance LifeReliance LifeReliance LifeReliance Life
Individual Single Premium 444.53 5603.21 2703.05 683 8710 4403
Individual Non-Single Premium 2520.84 14856.43 1121.51 15143 81114 16452
Group Single Premium 39.18 753.27 60.69 2 11 0 0 7880 0
Group Non-Single Premium 64.80 319.95 244.29 8 53 41 21003 77551 37311

44444 SBI LifeSBI LifeSBI LifeSBI LifeSBI Life
Individual Single Premium 3035.98 10436.60 1595.41 3352 13985 2415
Individual Non-Single Premium 4600.58 27924.09 3901.24 25055 118435 56273
Group Single Premium 2126.26 7435.81 6429.52 0 2 2 12287 47027 87422
Group Non-Single Premium 358.45 5092.46 1289.46 40 178 620 111698 392966 193249

55555 Tata AIGTata AIGTata AIGTata AIGTata AIG
Individual Single Premium 21.06 230.13 180.85 0 0 0
Individual Non-Single Premium 3697.64 18432.54 13302.77 29701 142523 110205
Group Single Premium 564.81 2109.43 693.06 0 3 0 31754 115665 60482
Group Non-Single Premium 168.36 803.96 874.39 4 49 132 14615 113713 226735
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Note: Cumulative premium up to the month is net of cancellation which may occur during the free look period.Note: Cumulative premium up to the month is net of cancellation which may occur during the free look period.Note: Cumulative premium up to the month is net of cancellation which may occur during the free look period.Note: Cumulative premium up to the month is net of cancellation which may occur during the free look period.Note: Cumulative premium up to the month is net of cancellation which may occur during the free look period.
* Commenced operations in August, 2006

STATISTICS - LIFE INSURANCE
66666 HDFC StandardHDFC StandardHDFC StandardHDFC StandardHDFC Standard

Individual Single Premium 722.28 4965.36 4057.83 18057 30166 22895
Individual Non-Single Premium 6416.99 33747.22 19801.77 16288 89227 79670
Group Single Premium 789.79 3297.60 1768.89 10 48 47 10460 102752 43005
Group Non-Single Premium 359.59 1793.46 1356.57 4 7 14 422 1486 8106

77777 ICICI PrudentialICICI PrudentialICICI PrudentialICICI PrudentialICICI Prudential
Individual Single Premium 1822.73 10130.86 2343.53 2823 16110 7494
Individual Non-Single Premium 20427.61 111384.07 52778.41 108688 509582 208989
Group Single Premium 1578.64 5630.79 171.02 -5 69 46 -23214 51360 96273
Group Non-Single Premium 2722.00 15170.70 7172.52 39 167 52 53173 157437 30041

88888 Birla SunlifeBirla SunlifeBirla SunlifeBirla SunlifeBirla Sunlife
Individual Single Premium 170.31 1194.52 435.47 2937 6499 17607
Individual Non-Single Premium 3749.37 21196.82 14334.82 15156 71804 48246
Group Single Premium 81.34 450.08 217.03 0 0 0 444 2639 1993
Group Non-Single Premium 665.87 3449.69 558.16 5 25 17 4078 18860 4582

99999 AvivaAvivaAvivaAvivaAviva
Individual Single Premium 145.65 1054.74 145.21 188 810 973
Individual Non-Single Premium 3845.51 22073.77 9423.96 18879 90759 35102
Group Single Premium 38.05 120.07 57.58 0 1 0 188 699 369
Group Non-Single Premium 378.17 1415.95 113.25 4 30 4 32455 124500 74539

1 01 01 01 01 0 Kotak Mahindra Old MutualKotak Mahindra Old MutualKotak Mahindra Old MutualKotak Mahindra Old MutualKotak Mahindra Old Mutual
Individual Single Premium 337.98 1721.13 587.44 229 1797 894
Individual Non-Single Premium 2771.20 11050.51 5502.93 7953 33248 24163
Group Single Premium 71.20 200.87 46.17 1 2 1 3178 11381 3088
Group Non-Single Premium 552.38 1742.08 246.54 18 55 20 55468 93303 24538

1 11 11 11 11 1 Max New YorkMax New YorkMax New YorkMax New YorkMax New York
Individual Single Premium 14.23 35.70 63.60 28 82 84
Individual Non-Single Premium 4623.58 24899.48 11418.88 40581 186955 123662
Group Single Premium 0.00 0.00 0.00 0 0 0 0 0 0
Group Non-Single Premium 16.36 143.20 58.00 3 24 29 4202 21193 22681

1 21 21 21 21 2 Met LifeMet LifeMet LifeMet LifeMet Life
Individual Single Premium 38.84 196.82 197.62 94 394 379
Individual Non-Single Premium 1439.19 6828.93 2899.61 6554 29046 27405
Group Single Premium 0.00 0.00 0.00 0 0 0 0 0 0
Group Non-Single Premium 90.07 730.16 228.38 17 113 83 33045 258809 95307

1 31 31 31 31 3 Sahara LifeSahara LifeSahara LifeSahara LifeSahara Life
Individual Single Premium 84.10 557.52 18.95 217 1419 56
Individual Non-Single Premium 30.12 159.81 243.48 1098 4787 10744
Group Single Premium 0.00 0.00 0.20 0 0 3 0 0 200
Group Non-Single Premium 0.00 93.76 0.00 0 2 0 0 103131 0

1 41 41 41 41 4 Shriram LifeShriram LifeShriram LifeShriram LifeShriram Life
Individual Single Premium 416.03 428.57 938 966
Individual Non-Single Premium 443.65 1399.27 5451 21214
Group Single Premium 0.00 0.00 0 0 0 0
Group Non-Single Premium 0.00 0.00 0 0 0 0

1 51 51 51 51 5 Bharti Axa Life*Bharti Axa Life*Bharti Axa Life*Bharti Axa Life*Bharti Axa Life*
Individual Single Premium 0.00 0.00 0 0
Individual Non-Single Premium 84.81 84.81 72 72
Group Single Premium 0.00 0.00 0 0 0 0
Group Non-Single Premium 0.00 0.00 0 0 0 0
Private Total
Individual Single Premium 12031.32 78855.88 28025.70 33760 100018 76326
Individual Non-Single Premium 68501.38 367186.09 165380.46 382737 1802985 899107
Group Single Premium 5362.76 20448.23 9819.78 8 137 99 35229 340793 293858
Group Non-Single Premium 5655.28 31995.70 13244.74 159 801 1147 343663 1607598 797869

1 61 61 61 61 6 LICLICLICLICLIC
Individual Single Premium 155759.21 927449.10 243809.21 497625 2142152 698616
Individual Non-Single Premium 225435.86 684448.63 336058.49 1506572 5683280 7163478
Group Single Premium 74176.34 246222.85 108092.01 1586 6426 5662 3172908 5641496 2252648
Group Non-Single Premium 0.00 0.00 0.00 0 0 0 0 0 0
Grand TotalGrand TotalGrand TotalGrand TotalGrand Total
Individual Single Premium 167790.53 1006304.98 271834.91 531385 2242170
Individual Non-Single Premium 293937.24 1051634.72 501438.95 1889309 7486265
Group Single Premium 79539.10 266671.08 117911.79 1594 6563 3208137 5982289 2546506
Group Non-Single Premium 5655.28 31995.70 13244.74 159 801 343663 1607598 797869
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STATISTICS - LIFE INSURANCE

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE FIRST QUARTER ENDED JUNE, 2006

INDIVIDUAL NEW BUSINESS - SINGLE PREMIUM (INCLUDING RURAL & SOCIAL)
(Rs lakh)

Sl No. PARTICULARS PREMIUM POLICIES SUM ASSURED

June 2005 June 2006 June 2005 June 2006 June 2005 June 2006

Non linked*
1  Life

with profit 4,793.73 3,242.65 6,346 4,321 7,260.26 4,908.09
without profit 10,273.93 26,433.93 29,359 46,866 60,421.19 83,941.02

2 General Annuity
with profit 685.31 0.00 1,059 0 6.22 0.00
without profit 2,197.34 36.28 850 28 0.00 0.00

3 Pension
with profit 292.10 3,002.85 270 1,601 47.69 53.74
without profit 36.50 76.18 12 21 36.50 45.71

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

A .A .A .A .A . Sub totalSub totalSub totalSub totalSub total 18,278.9218,278.9218,278.9218,278.9218,278.92 32,791.9032,791.9032,791.9032,791.9032,791.90 37,89637,89637,89637,89637,896 52,83752,83752,83752,83752,837 67,771.8567,771.8567,771.8567,771.8567,771.85 88,948.5688,948.5688,948.5688,948.5688,948.56
 Linked*

1  Life
with profit 0.95 -0.25 2 0 0.76 0.00
without profit 15,959.17 121,240.35 25,150 125,903 20,630.00 123,447.49

2 General Annuity
with profit 0.00 0.00 0 0 0.00 0.00
without profit 0.00 -50.00 0 0 0.00 0.00

3 Pension
with profit 0.00 0.15 0 0 0.00 0.00
without profit 82,411.74 577,313.72 274,962 1,242,406 151.42 130.24

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

B .B .B .B .B . Sub totalSub totalSub totalSub totalSub total 98,371.8698,371.8698,371.8698,371.8698,371.86 698,503.97698,503.97698,503.97698,503.97698,503.97 300,1300,1300,1300,1300,11414141414 1,368,3091,368,3091,368,3091,368,3091,368,309 20,782.1720,782.1720,782.1720,782.1720,782.17 123,577.73123,577.73123,577.73123,577.73123,577.73
C .C .C .C .C . TTTTTotal (A+B)otal (A+B)otal (A+B)otal (A+B)otal (A+B) 1111116,650.7716,650.7716,650.7716,650.7716,650.77 731,295.87731,295.87731,295.87731,295.87731,295.87 338,010338,010338,010338,010338,010 1,421,1461,421,1461,421,1461,421,1461,421,146 88,554.0388,554.0388,554.0388,554.0388,554.03 212,526.30212,526.30212,526.30212,526.30212,526.30

Riders:
Non linked

1 Health# 0.76 0.00 4 13 20.00 20.41
2 Accident## 4.49 0.61 374 190 301.69 218.94
3 Term 0.81 0.06 36 3 23.11 1.85
4 Others 0.00 0.00 0 0 0.00 0.00
D .D .D .D .D . Sub totalSub totalSub totalSub totalSub total 6 .056.056.056.056.05 0.670.670.670.670.67 414414414414414 206206206206206 344.80344.80344.80344.80344.80 241.20241.20241.20241.20241.20

 Linked
1 Health# 0.05 0.83 1 17 1.00 18.95
2 Accident## 0.14 1.60 7 64 8.50 131.15
3 Term 0.00 0.19 0 3 0.00 7.25
4 Others 0.00 0.00 0 0 0.00 0.00
E .E .E .E .E . Sub totalSub totalSub totalSub totalSub total 0 .190.190.190.190.19 2.622.622.622.622.62 88888 8 48 48 48 48 4 9.509.509.509.509.50 157.35157.35157.35157.35157.35
FFFFF..... TTTTTotal (D+E)otal (D+E)otal (D+E)otal (D+E)otal (D+E) 6.246.246.246.246.24 3.303.303.303.303.30 422422422422422 290290290290290 354.30354.30354.30354.30354.30 398.55398.55398.55398.55398.55

G.G.G.G.G. **Grand **Grand **Grand **Grand **Grand TTTTTotaotaotaotaota l (C+l (C+l (C+l (C+l (C+F)F)F)F)F) 1111116,657.0116,657.0116,657.0116,657.0116,657.01 731,299.16731,299.16731,299.16731,299.16731,299.16 338,010338,010338,010338,010338,010 1,421,1461,421,1461,421,1461,421,1461,421,146 88,908.3388,908.3388,908.3388,908.3388,908.33 212,924.85212,924.85212,924.85212,924.85212,924.85

* 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.
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STATISTICS - LIFE INSURANCE

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE FIRST QUARTER ENDED JUNE, 2006

INDIVIDUAL NEW BUSINESS - NON-SINGLE PREMIUM (INCLUDING RURAL & SOCIAL)
(Rs lakh)

Sl No. PARTICULARS PREMIUM POLICIES SUM ASSURED

June 2005 June 2006 June 2005 June 2006 June 2005 June 2006

Non linked*
1  Life

with profit 177,813.88 258,786.33 3,123,170 2,819,288 2,652,958.79 2,478,493.73
without profit 9,181.95 5,809.91 185,055 175,617 297,728.99 328,610.75

2 General Annuity
with profit 37.88 5.43 407 51 780.77 82.81
without profit 0.00 0.00 0 0 0.00 0.00

3 Pension
with profit 1,948.65 895.05 15,935 4,261 7,974.45 4,375.50
without profit 0.00 145.24 0 819 0.00 0.00

4 Health
with profit 0.00 0.00 0 0 0.00 0.00
without profit 92.58 308.25 3,771 22,129 6,759.81 94,339.26

A .A .A .A .A . Sub totalSub totalSub totalSub totalSub total 189,074.93189,074.93189,074.93189,074.93189,074.93 265,950.22265,950.22265,950.22265,950.22265,950.22 3,328,3383,328,3383,328,3383,328,3383,328,338 3,022,1653,022,1653,022,1653,022,1653,022,165 2,966,202.812,966,202.812,966,202.812,966,202.812,966,202.81 2,905,902.052,905,902.052,905,902.052,905,902.052,905,902.05
 Linked*

1  Life
with profit 33.53 6.06 117 24 231.94 66.05
without profit 57,894.94 206,712.80 178,926 750,587 557,135.35 1,794,572.90

2 General Annuity
with profit 0.00 0.00 0 0 0.00 0.00
without profit 1,291.27 3,801.93 10,289 20,092 3,673.89 6,947.25

3 Pension
with profit 8.97 2.68 23 3 0.00 0.00
without profit 4,451.72 18,301.03 22,567 58,277 905.46 1,377.17

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

B .B .B .B .B . Sub totalSub totalSub totalSub totalSub total 63,680.4463,680.4463,680.4463,680.4463,680.44 228,824.50228,824.50228,824.50228,824.50228,824.50 21212121211,9221,9221,9221,9221,922 828,983828,983828,983828,983828,983 561,946.64561,946.64561,946.64561,946.64561,946.64 1,802,963.371,802,963.371,802,963.371,802,963.371,802,963.37
C .C .C .C .C . TTTTTotal (A+B)otal (A+B)otal (A+B)otal (A+B)otal (A+B) 252,755.37252,755.37252,755.37252,755.37252,755.37 494,774.72494,774.72494,774.72494,774.72494,774.72 3,540,2603,540,2603,540,2603,540,2603,540,260 3,851,1483,851,1483,851,1483,851,1483,851,148 3,528,149.453,528,149.453,528,149.453,528,149.453,528,149.45 4,708,865.434,708,865.434,708,865.434,708,865.434,708,865.43

Riders:
Non linked

1 Health# 81.71 78.09 7,242 4,628 8,821.42 6,341.79
2 Accident## 274.57 141.84 86,309 85,251 128,640.46 252,994.90
3 Term 25.33 11.35 8,065 1,825 3,890.64 2,072.11
4 Others 93.54 438.72 2,836 1,009 7,152.12 43,535.78
D .D .D .D .D . Sub totalSub totalSub totalSub totalSub total 475.16475.16475.16475.16475.16 670.00670.00670.00670.00670.00 104,452104,452104,452104,452104,452 92,71392,71392,71392,71392,713 148,504.63148,504.63148,504.63148,504.63148,504.63 304,944.58304,944.58304,944.58304,944.58304,944.58

 Linked
1 Health# 55.70 113.19 1,789 2,466 12,980.81 24,226.69
2 Accident## 48.37 113.34 8,635 20,619 15,979.01 37,555.88
3 Term 14.20 17.88 1,331 1,721 2,667.92 3,541.00
4 Others 14.33 20.88 2,925 4,045 310.67 426.06
E .E .E .E .E . Sub totalSub totalSub totalSub totalSub total 132.60132.60132.60132.60132.60 265.29265.29265.29265.29265.29 14,68014,68014,68014,68014,680 28,85128,85128,85128,85128,851 31,938.4231,938.4231,938.4231,938.4231,938.42 65,749.6265,749.6265,749.6265,749.6265,749.62
FFFFF ..... TTTTTotal (D+E)otal (D+E)otal (D+E)otal (D+E)otal (D+E) 607.76607.76607.76607.76607.76 935.29935.29935.29935.29935.29 1111119,13219,13219,13219,13219,132 121,564121,564121,564121,564121,564 180,443.05180,443.05180,443.05180,443.05180,443.05 370,694.20370,694.20370,694.20370,694.20370,694.20

G.G.G.G.G. **Grand **Grand **Grand **Grand **Grand TTTTTotaotaotaotaota l (C+l (C+l (C+l (C+l (C+F)F)F)F)F) 253,363.13253,363.13253,363.13253,363.13253,363.13 495,710.01495,710.01495,710.01495,710.01495,710.01 3,540,2603,540,2603,540,2603,540,2603,540,260 3,851,1483,851,1483,851,1483,851,1483,851,148 3,708,592.503,708,592.503,708,592.503,708,592.503,708,592.50 5,079,559.635,079,559.635,079,559.635,079,559.635,079,559.63

* 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.
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STATISTICS - LIFE INSURANCE

(Rs lakh)
Sl No. PARTICULARS PREMIUM NO. OF SCHEMES LIVES COVERED SUM ASSURED

June June June June June June June June
2005 2006 2005 2006 2005 2006 2005 2006

Non linked*
1  Life
a) Group Gratuity Schemes

with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 9,681.43 22,800.39 249 321 54,377 114,751 24,408.21 132,693.12

b) Group Savings Linked Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 56.61 1,057.87 123 166 25,294 29,756 16,926.98 43,869.98

c) EDLI
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 175.69 69.67 165 190 117,435 163,203 53,272.71 50,782.22

d) Others
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 9,940.82 42,201.76 2,225 2,537 851,837 1,444,605 432,828.29 844,101.03

2 General Annuity
with profit 0.00 17,489.61 0 0 0 725 0.00 0.00
without profit 13,727.19 13,493.42 3 10 2,409 1,926 0.00 0.00

3 Pension
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 30,671.89 27,005.92 16 35 10,863 51,311 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

A .A .A .A .A . Sub totalSub totalSub totalSub totalSub total 64 ,253 .6364 ,253 .6364 ,253 .6364 ,253 .6364 ,253 .63 124,1124,1124,1124,1124,118 .6418.6418.6418.6418.64 2 ,7812 ,7812 ,7812 ,7812 ,781 3 ,2593 ,2593 ,2593 ,2593 ,259 1 ,062 ,2151 ,062 ,2151 ,062 ,2151 ,062 ,2151 ,062 ,215 1 ,806 ,2771 ,806 ,2771 ,806 ,2771 ,806 ,2771 ,806 ,277 527 ,436 .19527 ,436 .19527 ,436 .19527 ,436 .19527 ,436 .19 1 ,071 ,446 .351 ,071 ,446 .351 ,071 ,446 .351 ,071 ,446 .351 ,071 ,446 .35
 Linked*

1  Life
a) Group Gratuity Schemes

with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 581.23 1,209.43 1 4 1,086 24,801 10.86 174.02

b) Group Savings Linked Schemes
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

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 183.00 0.00 0 0 0 0 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 24.72 414.91 0 7 0 4,633 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 .B .B .B .B . Sub totalSub totalSub totalSub totalSub total 788.95788.95788.95788.95788.95 1 ,624 .341 ,624 .341 ,624 .341 ,624 .341 ,624 .34 11111 1111111111 1 ,0861 ,0861 ,0861 ,0861 ,086 29,43429,43429,43429,43429,434 10 .8610 .8610 .8610 .8610 .86 174.02174.02174.02174.02174.02
C .C .C .C .C . TTTTTotal (A+B)otal (A+B)otal (A+B)otal (A+B)otal (A+B) 65 ,042 .5865 ,042 .5865 ,042 .5865 ,042 .5865 ,042 .58 125 ,742 .97125 ,742 .97125 ,742 .97125 ,742 .97125 ,742 .97 2 ,7822 ,7822 ,7822 ,7822 ,782 3 ,2703 ,2703 ,2703 ,2703 ,270 1 ,063 ,3011 ,063 ,3011 ,063 ,3011 ,063 ,3011 ,063 ,301 1 ,835 ,711 ,835 ,711 ,835 ,711 ,835 ,711 ,835 ,7111111 527,447 .05527 ,447 .05527 ,447 .05527 ,447 .05527 ,447 .05 1 ,071 ,620 .371 ,071 ,620 .371 ,071 ,620 .371 ,071 ,620 .371 ,071 ,620 .37

Riders:
Non linked

1 Health# 5.38 9.90 8 5 4,309 2,416 5,573.44 4,669.54
2 Accident## 11.98 14.94 11 10 3,268 5,972 31,428.12 34,409.60
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 .D .D .D .D . Sub totalSub totalSub totalSub totalSub total 17 .3617 .3617 .3617 .3617 .36 24 .8524 .8524 .8524 .8524 .85 1 91 91 91 91 9 1 51 51 51 51 5 7 ,5777 ,5777 ,5777 ,5777 ,577 8 ,3888 ,3888 ,3888 ,3888 ,388 37 ,001 .5637 ,001 .5637 ,001 .5637 ,001 .5637 ,001 .56 39 ,079 .1539 ,079 .1539 ,079 .1539 ,079 .1539 ,079 .15

 Linked
1 Health# 0.00 0.00 0 0 0 0 0.00 0.00
2 Accident## 0.00 0.00 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 .E .E .E .E . Sub totalSub totalSub totalSub totalSub total 0 .000 .000 .000 .000 .00 0 .000 .000 .000 .000 .00 00000 00000 00000 00000 0 .000 .000 .000 .000 .00 0 .000 .000 .000 .000 .00
FFFFF ..... TTTTTotal (D+E)otal (D+E)otal (D+E)otal (D+E)otal (D+E) 17 .3617 .3617 .3617 .3617 .36 24 .8524 .8524 .8524 .8524 .85 1 91 91 91 91 9 1 51 51 51 51 5 7 ,5777 ,5777 ,5777 ,5777 ,577 8 ,3888 ,3888 ,3888 ,3888 ,388 37 ,001 .5637 ,001 .5637 ,001 .5637 ,001 .5637 ,001 .56 39 ,079 .1539 ,079 .1539 ,079 .1539 ,079 .1539 ,079 .15

G .G .G .G .G . **Grand **Grand **Grand **Grand **Grand TTTTTotal (C+F)otal (C+F)otal (C+F)otal (C+F)otal (C+F) 65 ,059 .9465 ,059 .9465 ,059 .9465 ,059 .9465 ,059 .94 125 ,767 .82125 ,767 .82125 ,767 .82125 ,767 .82125 ,767 .82 2 ,7822 ,7822 ,7822 ,7822 ,782 3 ,2703 ,2703 ,2703 ,2703 ,270 1 ,063 ,3011 ,063 ,3011 ,063 ,3011 ,063 ,3011 ,063 ,301 1 ,835 ,711 ,835 ,711 ,835 ,711 ,835 ,711 ,835 ,7111111 564,448 .60564 ,448 .60564 ,448 .60564 ,448 .60564 ,448 .60 1 ,11 ,11 ,11 ,11 ,110,699.5210,699.5210,699.5210,699.5210,699.52

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE FIRST QUARTER ENDED JUNE, 2006

* 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.

GROUP NEW BUSINESS -- SINGLE PREMIUM (INCLUDING RURAL & SOCIAL)
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STATISTICS - LIFE INSURANCE

(Rs lakh)
Sl No. PARTICULARS PREMIUM NO. OF SCHEMES LIVES COVERED SUM ASSURED

June June June June June June June June
2005 2006 2005 2006 2005 2006 2005 2006

Non linked*
1  Life
a) Group Gratuity Schemes

with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 238.03 3,819.04 5 7 2,488 16,438 7,867.61 11,565.67

b) Group Savings Linked Schemes
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 0.00 204.94 0 0 0 38,915 0.00 82,292.00

c) EDLI
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 240.14 196.45 66 81 136,144 170,668 66,689.33 126,687.98

d) Others
with profit 9.15 0.00 2 0 1,020 0 7,510.95 0.00
without profit 1,137.09 1,487.88 491 258 253,375 533,677 665,810.23 1,320,848.89

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 31.08 16.49 0 2 680 36 186.50 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

A .A .A .A .A . SSSSSub totalub totalub totalub totalub total 1 ,655 .481 ,655 .481 ,655 .481 ,655 .481 ,655 .48 5 ,724 .805 ,724 .805 ,724 .805 ,724 .805 ,724 .80 564564564564564 348348348348348 393,707393,707393,707393,707393,707 759,734759,734759,734759,734759,734 748,064.63748,064.63748,064.63748,064.63748,064.63 1,541,394.541,541,394.541,541,394.541,541,394.541,541,394.54
 Linked*

1  Life
a) Group Gratuity Schemes

with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 1,842.93 7,830.32 30 88 16,102 102,974 1,304.33 139,372.27

b) Group Savings Linked Schemes
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

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 149.75 163.54 1 4 12 73 23.04 6.99

2 General Annuity
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 157.90 1,317.74 3 2 29 348 157.90 1,317.74

3 Pension
with profit 0.00 0.00 0 0 0 0 0.00 0.00
without profit 4,844.45 5,904.49 37 57 1,550 7,875 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 .B .B .B .B . Sub totalSub totalSub totalSub totalSub total 6 ,995 .046 ,995 .046 ,995 .046 ,995 .046 ,995 .04 15,216 .0915,216 .0915,216 .0915,216 .0915,216 .09 7 17 17 17 17 1 151151151151151 17,69317,69317,69317,69317,693 11111111111,2701,2701,2701,2701,270 1 ,485 .281 ,485 .281 ,485 .281 ,485 .281 ,485 .28 140,697.00140,697.00140,697.00140,697.00140,697.00
C .C .C .C .C . TTTTTotal (A+B)otal (A+B)otal (A+B)otal (A+B)otal (A+B) 8 ,650 .518 ,650 .518 ,650 .518 ,650 .518 ,650 .51 20,940 .8920,940 .8920,940 .8920,940 .8920,940 .89 635635635635635 499499499499499 41414141411,4001,4001,4001,4001,400 871,004871,004871,004871,004871,004 749,549.90749,549.90749,549.90749,549.90749,549.90 1,682,091.541,682,091.541,682,091.541,682,091.541,682,091.54

Riders:
Non linked

1 Health# 11.02 3.59 1 1 767 776 12,595.53 2,689.98
2 Accident## 2.28 2.83 6 6 11,117 3,042 38,163.68 3,810.57
3 Term 0.02 0.02 0 0 0 18 0.00 27.00
4 Others 0.02 0.02 0 0 2 0 309.00 0.00
D .D .D .D .D . Sub totalSub totalSub totalSub totalSub total 13 .3413.3413.3413.3413.34 6 .466 .466 .466 .466 .46 77777 77777 111111,8861,8861,8861,8861,886 3,8363,8363,8363,8363,836 51,068.2151,068 .2151,068 .2151,068 .2151,068 .21 6 ,527 .556 ,527 .556 ,527 .556 ,527 .556 ,527 .55

 Linked
1 Health# 0.00 0.00 0 0 0 0 0.00 0.00
2 Accident## 0.00 16.06 0 9 0 8,528 0.00 65,630.01
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 .E .E .E .E . Sub totalSub totalSub totalSub totalSub total 0 .000 .000 .000 .000 .00 16.0616.0616.0616.0616.06 00000 99999 00000 8,5288,5288,5288,5288,528 0 .000 .000 .000 .000 .00 65,630 .0165,630 .0165,630 .0165,630 .0165,630 .01
FFFFF ..... TTTTTotal (D+E)otal (D+E)otal (D+E)otal (D+E)otal (D+E) 13.3413.3413.3413.3413.34 22.5122.5122.5122.5122.51 77777 1 61 61 61 61 6 111111,8861,8861,8861,8861,886 12,36412,36412,36412,36412,364 51,068.2151,068 .2151,068 .2151,068 .2151,068 .21 72,157 .5672,157 .5672,157 .5672,157 .5672,157 .56
G .G .G .G .G . **Grand **Grand **Grand **Grand **Grand TTTTTotal (C+F)otal (C+F)otal (C+F)otal (C+F)otal (C+F) 8 ,663 .868 ,663 .868 ,663 .868 ,663 .868 ,663 .86 20,963 .4020,963 .4020,963 .4020,963 .4020,963 .40 635635635635635 499499499499499 41414141411 ,4001 ,4001 ,4001 ,4001 ,400 871 ,004871 ,004871 ,004871 ,004871 ,004 800,618.1800,618.1800,618.1800,618.1800,618.111111 1,754,249.11 ,754,249.11 ,754,249.11 ,754,249.11 ,754,249.111111

FIRST YEAR PREMIUM OF LIFE INSURERS FOR THE FIRST QUARTER ENDED JUNE, 2006

* 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.

GROUP NEW BUSINESS -- NON-SINGLE PREMIUM (INCLUDING RURAL & SOCIAL)
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VANTAGE POINT

Achieving Total Freedom …
''De-tariffing, while breaking the shackles, would be a huge challenge; and insurers should exhibit

maturity in dealing with the risks in order to emerge successful' writes U. Jawaharlal.

Insurance industry in India has drawn a

full circle - from being a private enterprise

to government control; and then being

opened up to private participation again.

The circumstances prevailing at the

respective times demanded the change.

When it was in the hands of private

players prior to nationalization, several

unethical developments took place and

some insurers blatantly abused the

resources at their disposal purely for

personal gains. This led to the

nationalization of the life insurance

industry in 1956; and then the non-life

sector in the year 1971. The immediate

emphasis then was on arresting the

fraudulent trends and on bringing in total

discipline in the management of

policyholders' funds.

The insurance industry in government

control performed very well and achieved

all that was envisaged. Insurance

companies mainly made a great

contribution towards nation-building

activities. It was; however, felt in due

course that the market potential was not

being totally tapped by the industry and

more than that, the thrust of competition

was conspicuously missing. All this and

the winds of change blowing across the

globe - those of globalization and

liberalization - led to the reforms in the

insurance industry and the eventual

privatization. In order to ensure that the

market does not end in a 'free-for-all', a

major part of the non-life arena was tariff-

driven.

The goals of privatization have been

more than accomplished; and the

performance of the players far exceeded

what was anticipated originally. The

public sector incumbents were equal to

the task of competition and

consolidated their positions

progressively. However, it was always felt

that the real benefits of competition were

still not coming to the fore because of

the existence of a tariff regime. It has

been argued that the existence of tariff

is stifling the freedom of the players.

Watching the progress that the market

has made and the experiences gained

by the players over the years, a roadmap

has been drawn in Sep. 2005 for

withdrawal of the tariff control with effect

from 1st Jan. 2007. It marks a very

significant event in the insurance history

of the country.

It is going to be a great challenge and

competition among the players is going

to be fierce. It has to be realized that

market behaviour could seriously affect

the solvency margins. Insurers should

be guided by these possible pitfalls

while pricing the products which should

be based on sound technical

considerations. It imposes a huge task

on the actuaries and the underwriters

who should act in unison to accomplish

the right balance. Similarly, the

marketing personnel should avoid

getting carried away by the initial lures

and consider all the aspects of the risks

comprehensively. It boils down to the

fact that there is need for further

educating and training the marketing

personnel; and insurers should spare

no efforts in ensuring that.

All the efforts to monitor the progress

being achieved on this front have

indicated that we are progressing

towards readiness for the monumental

task. But considering its enormity, it

would make good sense to ensure that

everything is in its place, even at the

cost of repetition.

'Detariffing' and the various challenges

associated with it would be the focus of

the next issue of the Journal. We are

looking forward to a collection of

interesting articles in different areas of

this important development.

i - ta eedo 

e- a i - 51 
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IN THE AIR

To,

CEOs of All the Life Insurance Companies/Life Insurance Council

Dear Sir/Madam,

Further to our circular no. 043/IRDA/LIFE/AML/MAR-06 dt. 31/03/06,

and No. 013/IRDA/LIFE/ JUL-06 dt. 27th July 2006 on "Guidelines on

Anti-Money Laundering Programme for Insurers". The following

clarifications/relaxations are being issued in response to the concerns

raised by the insurers.

1. Documentation for identity and proof of residence:

Doubts have been raised by insurers regarding the documents

to be collected as valid identity/residence proof apart from

what has been given in Annexure I to the guidelines. It is

clarified that the list of documents provided in Annexure I of

the guidelines for establishment of identity and residence proof

may be deemed as illustrative. However while providing this

flexibility to insurers on satisfactory documentation for this

purpose; the Authority would reiterate that there should be no

dilution of the requirement. Documents which are easily obtained

in any name like birth certificates, an identity card issued by

the employer of the applicant even if bearing a photograph,

credit cards, business cards, driving licenses (not bearing a

photograph), provisional driving licenses and student union

card should not be accepted mechanically and adequate

safeguards should be in place to satisfy its acceptance. In

other words, any other document that is accepted by the

insurer to establish the identity and proof of residence as

required under Rule 9 of the PMLA rules should be such that it

would satisfy competent authorities (regulatory/enforcement

authorities), if need be at a future date, that due diligence was

in fact observed by the insurer in compliance with the guidelines

and the Act.

C I R C U L A R
Circular No. 019/IRDA/LIFE/ SEP-06                                                                                                                                    26th September, 2006

Re: Guidelines on Anti Money Laundering programme for Insurers

2. Requirement of recent photograph /address proof under

PMLA Rules:

a. We observe that documentation of permanent address

and current address is mandatory for all the new

contracts as required by Rule 9 of the PMLA rules.

With the enlargement of the list of documents for

establishment of identity as at para 2 above, the

obtaining of appropriate documents for establishing

the proof of residence would not be a major constraint

and insurance companies are advised to comply fully

with this statutory requirement in all cases.

b. There were requests to do away with the mandatory

collection of the photograph in case of individual clients

as required under Rule 9 of the PMLA Rules 2005. The

issue was represented to FIU-IND for which they have

clarified that the requirement of submitting a copy of

the recent photograph by an individual client is justified

and cannot be relaxed. Mandatory requirement of a

recent photograph of the client would be taken up

again with FIU-IND in view of the representation

received from the industry. In the interim, insurers are

advised to comply with the PMLA Rules until the issues

are resolved by FIU-IND.

3. We have examined other suggestions/requests

received from Life Insurance Companies and advise

that the other requirements listed in the circular dated

31st March 2006 should remain unchanged. Insurers

are advised to take note of the above modifications

and ensure compliance with the framework in entirety.

Yours faithfully,

(C. R. Muralidharan)
Member
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THINKING CAP

Regulators will need to acquire
capabilities to address the issues
thrown up by the large size and

scales of operations of
conglomerates to ensure systemic

stability and the resilience
of the market.

Changes in the Insurance Markets Globally

 (This is an article based on the Keynote address by Mr. K.K. Srinivasan, Member, IRDA; at the APRIA Conference, Tokyo on 31.8.06)

Insurance markets world over are undergoing rapid changes. If the insurance

regulator cannot stay ahead of the changes, he at least needs to keep pace with the rapid changes.

This paper attempts to identify some of the key areas of change that require the regulator's urgent attention.

- Regulator's Perspective

1. Globalization and the
Regulator

lobalization in the financial

services sector has led to strong

international linkages. The process of

linkages and convergence across

sectors and borders creates risks by

which financial markets, financial

institutions and consumers in one

jurisdiction can be adversely affected by

a disturbance in another market. The

resulting contagion effect has wide

ramifications across jurisdictions. This

has made the need for international

cooperation and co-ordination amongst

regulators an imperative.

Consequently, an urgent need for all

regulators to make regulatory

environment fall in line with international

benchmarks has emerged.  While a

regulator has to be supportive of industry

development he has at the same time to

play a positive role in enhancing

international competitiveness and

sustainability of the players within the

jurisdiction. New regulatory approaches

would also be required in coordination

with regulators in other jurisdictions to

monitor transnational and trans-sectoral

business practices arising from

convergence of industries across

boundaries.

2. Regulation of Conglomerates

Corporates seeking global reach and

economies of scale through

investments; mergers and acquisitions

etc. has led to the emergence of large

financial conglomerates operating

across sectors and across jurisdictions,

hastening the need for instituting

necessary regulatory approaches to

supervise such organizations in a

comprehensive manner; and at the

same time rigorously look at their

sectoral integrity through the respective

prudential sectoral standards.

Issues arise as to how to asses their

capital adequacy; and the fit of their

systems and controls that spans many

jurisdictions and financial sectors.

Regulators will need to acquire

capabilities to address the issues

thrown up by the large size and scales

of operations of conglomerates to

ensure systemic stability and the

resilience of the market. Also financial

convergence increases the need for

cross-sectoral coordination.

3. Products & the Regulator

Very often, insurers follow the practice

of   "deal now, detail later". The coverage

dispute between insurers, brokers and

reinsurers in the World Trade Center

disaster has brought the need to ensure

contract certainty to the front burner. The

regulator has to ensure the policy terms

are clear and unambiguous. This could

mean tightening the product fil ing

requirements.

The transformation of financial products

where life insurance policies offer

investment opportunities and compete

with mutual funds, and reinsurance

policies which bridge the insurance

market with capital markets etc., are

blurring the traditional distinct nature of

insurance products. Regulators need to

keep in mind these changes to

understand the impact on the solvency

position of companies and on the long

term impact of the nature of assumed

risks as well as the attendant market

and management risks.

There is thus a need to re-examine the

ways in which regulations are organized

and their relationships with

counterparts in other sectors so that

there are no regulatory gaps or

unnecessary overlaps.

4. E-Commerce & the Regulator

The internet is having an increasingly

larger impact on the financial services

markets. It seeks to make financial

transactions a borderless business.

This exposes the business to many

potentially unknown risks. All regulators

are concerned with finding ways to

protect the consumer and prevent the

risks inherent in this volatile area by

examining ways to implement

surveillance approaches and cross-

border cooperation.

G
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Consumer education is a critical
challenge, especially in countries
with low consumer awareness, to
ensure that consumers have the

necessary capability to make
well informed choices.

Apart from the consumer end of the e-

business, e-commerce has great impact

on almost all other production areas

such as outsourcing of individual

functions including policy

administration, claims management,

and investment within or outside

national borders. In such a scenario, the

regulator will find it difficult to determine

where the risk carrying activities reside

and which function is the subject matter

of regulations. Some regulators have

attempted to tackle this issue by

proscribing outsourcing of 'core'

functions. How far this approach will

work remains to be seen.

E-business also helps outsiders to

enter the insurance industry without the

load of legacy systems, often in

competition with other established

channels. Regulators will need to deal

with such unorthodox entrants and

determine to what extent they need to

be regulated and how customer

interests are to be safeguarded.

5. Regulator and Consumer
Confidence

Regulator has to play an increasing role

in guiding insurers to meet heightened

expectations of the consumers and the

society. Enforcement of adherence to

regulatory requirements is a key factor

in consumer confidence. The consumer

has become aware that the regulator is

expected to keep vigil against various

risks such as:

� Technical Risks: Risk of insufficient

rates, Deviation risk, Evaluation risk,

Reinsurance risk, Operational

Expense risk, Growth risk.

�  Investment Risk: Depreciation risk,

Liquidity risk, Matching risk, Interest

rate risk, Derivatives risk,  Market risk,

Credit risk

� Non-Technical risk: Management risk,

Operational risk, Business risk

The idea of regulation as a risk

management tool operates at three

different levels - (1) Off and on-site

supervision by the regulator to enforce

regulations (2) Self-regulatory

approaches including setting industry

level standards and benchmarking by

industry associations and (3) Effective

implementation of corporate governance

norms by individual insurers.

6. Consumer Protection and
Market Conduct

Consumer protection is a dominant

theme in insurance market in view of the

intangibility of the product and

prospective nature of claims. Therefore,

market conduct regulation involving best

sales and marketing practices,

guidelines on unfair practices,

policyholder protection methods -

including product disclosure and

transparency guidelines - are to be in

place.

Consumer education is a critical

challenge, especially in countries with

low consumer awareness, to ensure

that consumers have the necessary

capability to make well informed

choices. Such consumer awareness

also fosters market discipline and

efficient allocation of resources by forcing

insurers and intermediaries to keep

costs low and service standards high.

7. Channel Proliferation

Many new channels are pouring into the

insurance sector either as standalone

intermediaries or as alliance partners

with independent clout. The

methodologies of intermediation

include:

� Agents, brokers, banks, shops

� Mail, telephone, internet

� Companies, employers, unions,

associations

� Buying groups and on-line auctions

Market expansion; and consumer

preferences and convenience drive

innovations in the distribution area. This

makes it imperative that there is

regulatory vigil to ensure fit and proper

capabilities on the part of the

intermediaries so that there is no mis-

selling; and the customer is properly

advised and assisted. New regulatory

approaches in areas such as corporate

agency, referral, bankassurance and

internet selling are required to ensure

that the core values of insurance

transactions are not lost sight of while

encouraging new channels.

8. Corporate governance.

Enforcement of corporate governance

has become a necessary requirement

in most jurisdictions so as to meet

stakeholder expectations more

appropriately and effectively.

Companies are required to implement

various measures regarding the level

of transparency, integrity and

professionalism. The IAIS principles on

corporate governance are clear that the

supervisor should set the requirements

with respect to the roles and

responsibilities of the board of

directors and managements of

insurance entities.

The duties of the board are manifold. It

is expected to act independently in the
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It is recognized that insurance

is a complex business

and assessing the financial

strength of insurers is

far from easy.

interests of all stakeholders. It should

participate actively in shaping the

strategic objectives and provide the

overall prudential oversight and

leadership in the running of the

business. It must set clearly

accountability and responsibility within

the hierarchy with adequate checks and

balances.

Another key aspect of corporate

governance is promoting transparency

and disclosure. It is recognized that

insurance is a complex business and

assessing the financial strength of

insurers is far from easy. Apart from the

shareholders funds, a substantial

portion of the insurance funds belong

to the policyholders who are also entitled

to know how their funds are put to use.

Regulator therefore has the duty to set

norms for transparency and disclosure.

Sound accounting and transparent

financial information is a fundamental

pillar of any business, including

insurance business.

Transparency and disclosure is equally

important in the case of intermediaries.

The regulator has to ensure that the

intermediary's duty to the client is not

compromised by his relationship with

the insurer. There is a need to have an

optimal blend of formal regulation and

self-regulation.

9. Market liberalization.

Deregulation of markets to meet

customer aspirations on merit pricing

and the need for competitiveness

based on risk based parameters, has

made it necessary to phase out rule-

based systems such as tariffs. Such

steps in deregulation have brought risk

based supervision systems which is a

structured process aimed at identifying

the critical risks faced by each insurer.

The regulator in such a system intends

to assess the company's management

of those risks and the vulnerability faced

in doing so. This new model includes

supervisory review of company policies,

internal governance practices, the audit

and control system it has, and the

whether the industry standards are

being adhered to.

In order to ensure a smooth transition

to a risk based regulatory environment,

suitable road maps have to be laid

down to enable the industry to roll over

with confidence having taken care to

build robust internal systems with

necessary technological inputs to

capture data; develop risk based rating

practices; internal guidelines and

controls; and initiate suitable training

and R&D.

10. Socio-economic and
Developmental Challenges.

Insurers are called on to play an

increasingly larger role in the financial

protection of the economy at all levels.

This includes areas such as healthcare

and insurance for the rural and social

sectors. To meet the increasing

demand for healthcare financing,

regulators need to look at putting in

place necessary guidelines in favour of

customers where needed; and creating

specialized institutions such as

standalone health insurers and third

party administrators so that these

volatile portfolios adhere to prudential

norms while actively promoting their

development..

Similarly, in the area of rural insurance,

penetration and ensuring reach of

insurance to those in the social margins

are important responsibilities cast on

regulators. In such cases the regulator

needs to monitor the rural and social

obligations of insurers and consider

ways to reach micro-insurances to the

poor through innovative intermediary

channels by way of appropriate

guidelines. Similarly, facilitation in

servicing far-flung and marginal

customers needs to be taken care of

through efficient networking so that in

times of distress, the claims filed by the

small claimants are promptly attended to.

11. RBC and the Regulator

The world wide trend to adopt Risk

Based Capital norms poses its own

regulatory challenges. The conventional

solvency system provides regulatory

convenience since, a) it is simple b) it

does not require micro-management

and c) uniform formula avoids disputes

in computation. Some experts consider

that the RBC standard scores over the

conventional solvency system for the

following reasons,

i) It accurately represents the financial

strength of an insurer since RBC

system is based on statutory financial

statements, taking into account asset

risks, credit risks, underwriting and

pricing risks; and the risk that the

return from assets is not aligned with

the requirements of the company's

liabilities and general business risk.

ii) It is the industry benchmark across

jurisdictions.

iii)The information needed to calculate

the RBC ratio is readily available in

the annual statutory financial

statements.
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Insurance industry world wide

is getting technology driven.

The regulator cannot afford

to be left behind.

However RBC to be implementable

needs regulatory action with respect to:

� The components that make up the

RBC charge;

� The data used to assign values to the

various components, and the

reliability of the data;

� The rationale behind any judgmental

adjustments to values derived from

the data;

� The details of any other judgmental

factors like loadings or discounts for

factors such as 'management

competence'; and

� The way in which the various

components are combined to arrive

at the RBC charge.

The regulator shall also need to

examine the valuation methods used to

calculate the value of insurers' assets

and outstanding liabilities; though the

regulator should expect them to be the

same as for the solvency tests including,

normally, opinion of an actuary. This can

be a worrisome area. For example as it

happened in a recent case, given an

equalization reserve of 150%, the

solvency factor of 260 got reduced to 60

with wrong asset securitization. Also the

last word on the choice of RBC formula

(S&P, NAIC etc.) is yet to be pronounced.

Experts consider that in different ranges

different methods give different results.

12. Integrating Technology

Insurance industry world wide is getting

technology driven. The regulator cannot

afford to be left behind. Regulators need

to integrate technology in their

supervision functions like integrating

internet in market conduct surveillance

and enforcement for violations such as

illegal solicitations and unlicensed

operations. Paper and documents will

have to be gradually replaced by

electronic reporting wherever possible.
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While freedom in any field is
always welcome and hence should
be a matter of joy and happiness

to every one concerned, the
industry watchers are observing

that the detariffed phase is being
received by the market

constituents with mixed feelings,
to say the least.

Underwriting in Detariffed Era

'Some sections of the insuring community of motor are very much worried that, in future,

they will be made to shell out more cash every year in buying Motor insurance

to fully cover themselves' opines B.G. Patki.

 - Issues in "Motor"

t long last, non-life insurance
market will go into a different

underwriting pattern with effect from 1-
1-07 when the industry enters the
detariffed era. Tariff has always meant a
highly regulated and restricted
underwriting of the Motor insurance
business. Detariffing means or rather
should mean a total freedom to the
underwriters to transact the business as
per their perception based on their own
individual exposure/experience. While
freedom in any field is always welcome
and hence should be a matter of joy and
happiness to every one concerned, the
industry watchers are observing that the
detariffed phase is being received by the
market constituents with mixed feelings,
to say the least.

Before we go into the details, it is
essential to have a look at what
underwriting is all about? In practice this
word 'Underwriting' is normally
associated to only the routine work of
accepting or for that matter declining the
proposal and issue the document if the
proposal is accepted. This
understanding at the level of insurance
officials may have developed because
of the restricted or regulated market that
has been in vogue for a long long time.

Underwriting generally means entire
product management. Even today when
it is said that a particular company has
made underwriting profit or underwriting
loss, along with the income generated
through premium, the outgo arising from
the claims is also included. Therefore, it
will have to be borne in mind that the
underwriting will comprise of both the
abovementioned aspects. After all, risk
acceptance, premium income

generation and the subsequent
resultant claims outgo are all
interrelated factors quite dependent on
one another.

Product design i.e. perils to be covered,
add-on covers etc., exclusions, setting
up of the various terms and conditions
of the contract, and then the pricing of
the product are the most important basic
aspect of underwriting. The second

aspect, equally important, if not more
important, is the resultant factor of the
sold product i.e. claims management.

For a long long time, in the tariff regime;
the designing of the product as well as
the pricing i.e. the premium rate
structure was not left to insurance
companies. The manufacturing of the
product and its pricing was centrally
administered by Tariff Advisory
Committee (TAC). Only the trading of the
manufactured product with the
stipulated pricing was left to the
insurance companies, which were thus
only the traders of this highly regulated
product. However, the claims

management was still left to the
insurance companies.

Detariffing the product or Free Market
era would have normally meant leaving
the designing of the product as well as
the pricing to the underwriters. It is here
that the motor market became jittery and
apprehensive; and in a few cases even
diffident to enter into such a totally free
market phase.

As experienced earlier, when some
products were detariffed, the market did
face a chaotic situation. Hence the
current thinking of entering the Free
Market era in a phased manner is,
perhaps, the most appropriate step. Till
such time i.e. up to 31-3-08 at least, the
current product i.e. perils covered,
exclusions, add-ons, terms &
conditions etc. will continue to remain
the same as per the existing tariff and
will remain regulated. However, the
underwriters can do the pricing i.e.
premium rate structure as per their
individual perception of the risk,
exposure/experience etc. albeit after
getting the nod for their premium rate
structure from the regulator. This very
important leeway now given to
insurance companies at least will
eliminate one excuse rampantly given
by the companies for their higher
claims ratios resulting into underwriting
losses.

Some sections of the insuring
community of motor are very much
worried that, in future, they will be made
to shell out more cash every year in
buying Motor insurance to fully cover
themselves. Insurance premium is a
regular recurring expense account for
motor vehicle owners.

A
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The companies, which will have a
professional claims management,

will emerge winners in the
underwriting of the motor

insurance at reasonably low
premium price which in turn

will give them a larger
customer base.

That the current premium structure is
lopsided is not disputed. Because of
unscientific rating for some very high risk
models of various makes, many
manufacturers, their dealers, owners of
such vehicles etc. have enjoyed the
benefits at the cost and chagrin of the
underwriters for all these years. In case
the companies really adopt a real risk
assessment pattern of each make and
model which they must; and fix the
premium accordingly, the customers i.e.
owners of such makes and models of
vehicles will certainly be required to pay
more than the other owners of the other
models of vehicles. Following example
will illustrate the point:

The premium rate structure should take
into account the manufacturers' spare part
cost of their models; the labour charges
that their dealers will be charging for the
accident repairing jobs; their paint
technology and its cost involved as well
as the design of their models in
positioning of certain vehicle components
which may become more accidentally
damage prone. In case of accident, these
factors will determine the claims cost vis-
à-vis the claims outgo.

Naturally the models of vehicles found
cost-prohibitive to the underwriter will
attract higher premium for such vehicles
to make them cost-effective. The owners
of such vehicles, therefore, will be
required to incur higher recurring
expenses for buying the insurance cover
for their vehicles.

In such a scenario, in future, the cost
conscious automobile customers may
decide not to opt for buying such vehicles
but may choose vehicles which might be
available for much lower insurance
premium because it is quite certain that
for cost-effective vehicle models, the
premium rates may even be lower than
the current ones. Such a difference in
the recurring expenses will be one of the
various essential points that the
customers will have at the back of their
mind. Manufacturers of such vehicles,
who hitherto enjoyed the benefits of the
current Tariff rate pattern, may have to
rethink about their marketing strategies
in the pricing of spare parts [especially
the accident prone parts], labour charges
etc. This is expected to be the real effect of
underwriting in free-market era.

On the other hand, since each company
will have a different premium rate
structure, the vehicle owners will have a
wide range of choice to choose their
underwriter.

Initially to start with, there may be turmoil
in the market. But this will only be a
teething trouble phase. Ultimately the
market will stabilize. However, this article
will be incomplete without mentioning
the second important aspect of the
underwriting which is claims
management. That there is a leakage
and inflated claims both in own damage
and liability sections is not disputed.
With proper, scientific, methodical risk
management approach, leakage and
excess outgo can be effectively curbed and
eliminated making the claims outgo realistic
and much lower than the current one.

This will be the need of the hour. Such a
situation will certainly give edge to the

underwriter to fix quite competitive
premium rates and be aggressive in
marketing; and still will manage to make
the portfolio profitable. For this they will
have to adopt professional, controlled
claims management process to stay
ahead of their competitors. Detariffed
era will witness quite a fierce
competition in the market. The
companies, which will have a
professional claims management, will
emerge winners in the underwriting of
the motor insurance at reasonably low
premium price which in turn will give
them a larger customer base. It will be a
win-win situation both for the insuring
public as well as to the underwriters and
the health of the motor insurance
underwriting will improve making the
product quite viable both in the Liability

as well as in the Own Damage
segments.

It is a known fact that the Motor market
is also quite a volatile market. There are
many types of risks underwriters, as per
their perception, may not like to
underwrite and hence they may decline
the same or may underwrite with a very
high premium. This is expected to cause
hardships to the insuring public in
certain cases. Government has evolved
a solution for such situations so that no
individual finds himself or herself in a
precarious condition of no underwriter
being ready to cover the proposed risk.
For such cases, a pool is being formed
in the name of India Motor Insurance
Pool. This pool where all the insurance
companies in the Indian domestic
market are the members, will
underwrite such declined risks in motor
on behalf of the pool. This will mean
that no one will be left high and dry
without Motor Insurance. While all the
companies in both public sector and
private sector will underwrite on behalf
of the pool, such declined risks and
manage the same; GIC has been given
the responsibility of the coordinator as
a Pool Manager. This move of IRDA to
form a pool for such risks is appreciated
by the market. Even though these will
be declined risks, they will be managed
with a professional approach to
endeavor to make the portfolio viable.
GIC, as a Pool Manager, will have to see
that this project becomes a success. I
am quite confident that GIC with the
experience of all the pool members and
their cooperation will achieve this
success.

The success in the management of
underwriting of such risks will pave the
way for a much healthier Motor
Insurance Market in India and as such
this arrangement of Pool management
will be observed by the Industry
watchers with keen interest and
enthusiasm.

As they say "LET US WAIT AND WATCH".

The author is motor risk management and
automobile accident technology
consultant. He can be reached at

 bgpatki1824@rediffmail.com
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ife is less ephemeral today than
what it was a few decades ago.

Life spans and life expectancies across
the globe are increasing. Age is arterial,
not chronologic. During the terminal
stages of life, there is no wealth greater
than health. Though old age is said to
be the golden age; it is however, loaded
with diseases. The terminal diseases
are aptly called ABCD. The four letters
stand for Arthritis, Blood Pressure,
Cancer & Diabetes.

The insurance industry in India has
been under-serving health.  The country
has high health spending. The health
care system is primarily private and
therefore the cost to individuals
becomes a major economic burden.
The primary use of micro loans to the
poor in India, it is gathered, is to pay
medical bills.

UNDERWRITING:
Underwriting is the lifeblood of
insurance business .The global
insurance underwriting industry is
estimated to be about $1,600 billion. It
continues to grow unabated. The IT
spending of the insurance industry is
in the region of 2.5 per cent now and is
projected to grow to about 3.5 per cent
shortly thereby indicating a positive
trend. Many big insurance companies
continue to rely on legacy systems.
Gradually even these laggards are in
the process of modernizing their
infrastructure and IT enabling a good
part of their services.

Knowledgeable underwriting is the key
to a gainful future for an insurance
company. Underwriting profits are
directly proportional to the skill level of

the underwriters. The old systems of
underwriting were quite slow and
expensive. The exercise used to take
an hour or more involving culling out
medical information from the prospect
and completing the application. The
number of questions was in the region
of hundred or more.

A risk which cannot be quantified cannot
be underwritten; is the golden rule of
insurance. Underwriting is the process
of selecting and classifying exposures.
Unless the underwriter selects from

among its applicants, the result to be
expected will be unfavorable to the
insurance company.

In the more advanced markets, under
traditional underwriting, life insurance
agents are responsible for gathering
medical information from the prospects.
ECGs, X-rays, inspections and
physician reports are the underwriting
tools that are used. Medical records are
tediously slow and detested. The
acronym MRODS (Medical Records
Over Dependency Syndrome) became
popular due to the overdependence of
traditional underwriters on it. Traditional
underwriting makes sales difficult and
the issue of policy expensive. It is

cost-effective only for big size policies.
The requirement for Attending Physician
Statements (APS), paramedical exams,
or fluids further slows down the
evaluation process.

Underwriters are often criticized as the
sales prevention department by angry
advisors. The total time taken is
sometimes of the order of 6 weeks.
There is a growing need to upgrade
underwriting skills in tune with the
improvement in mortality.

TIME TO SHIFT GEAR
The three primary focus areas for any
insurance company are cost of sales,
underwriting and servicing the
customers. Faster, cheaper and better
delivery is the mantra. The process of
underwriting can be streamlined by
mechanizing most of the decisions.
The reduction of human intervention in
the underwriting process will reduce
subjectivity and also enhance the risk
management practices of the insurance
company. This also aids to even out the
processing load which shows high
variations in the life insurance business.

A few other tools that can speed up the
underwriting process and issue of
insurance policies include electronic
applications / signatures and also the
use of the Medical Information Bureau
(MIB), which makes its information
available on the World Wide Web.
Another fast-emerging, powerful tool for
speedy underwriting is the Motor vehicle
record (MVR). Besides technology
advancements, a new way in which this
endeavor can be achieved is through
the magic wand of teleunderwriting.

The reduction of human

intervention in the underwriting

process will reduce subjectivity

and also enhance the risk

management practices of the

insurance company.

Tele-Underwriting in Life Insurance

'Knowledgeable underwriting is the key to a gainful future for

an insurance company' avers T.S. Ramakrishna Rao.

- Is it time yet?

L
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The mandate is to elicit risk-

salient information with the least

possible questions. The better the

questions, the superior is the

protective information.

Many insurance companies are gearing
up to adopt teleunderwriting. The move
would help them lower acquisition cost,
speed up application process, maintain
the mortality goals and of course help
customer friendliness. It reduces paper
work thereby helping the field staff to sell
more without digressions. It totally
transforms the underwriting functions.

TELEUNDERWRITING
"Teleunderwriting" had its origin in the
early nineties. The modus operandi is;
the call center professionals conduct
telephonic interviews with insurance
applicants with the exclusive aim of
ordering medical records. Thereby this
leads to both cost and time saving for
the insurance companies.  A great idea,
it has the potential for substantial
savings. It helps the insurance
companies to obtain applications and
medical history through interviews on
telephone. Facilitating speed in
turnaround time and the least possible
personal contact with the applicant, it
cuts through the need for APS, General
Practitioner reports, medical
examination / reports, blood tests, etc.
Teleunderwriting insists on chest x-rays,
ECG, and Medical examination only if
required.

Many insurance companies are already
applying this process with positive
results. It is a step in the right direction
and is a big benefit to the advisor. It
reduces for the agent the burden of
taking a personal history or asking an
applicant medical questions.  Thus it
would allow them more time to
concentrate on selling. It is a win-win
situation. The client is benefited. Even
the insurance company reaps benefits
as it is able to obtain quality underwriting
information. The reasons are not far to
seek - the personnel asking the
questions are experienced underwriters.

Reflexive (drill-down) medical questions
are used to get an accurate picture of
applicants. This neutral third-party
interview is much superior to an agent
or an underwriter interview in terms of
the quality of information obtained.
Teleunderwriting leads to a significant

drop in the cycle time i.e. the intervening
period between the submission of an
application and the time the policy is
issued. The figures touted are 30% to 50%.
Some say it could be as much as 300%.

The decentralization of the underwriting
process reduces processing time to ten
to eleven days. The actual interview may
last from less than ten minutes to as
long as fifteen to twenty minutes,
depending on how many questions are
asked and, of course, the length of the
answers. If the interview is confined to
the risk-related questions on the
application, it takes lesser time than the
one which has to use the drilldown
questions for certain answers.

THE ADD ON- DRILLDOWN
A teleunderwriting interview becomes
more comprehensive if some questions
are answered in a certain manner. The

idea is called "drilldown questions".
These questions are used when the
insurance prospect acknowledges the
presence of an impairment or situation
which is of significance to underwriting.
The tele-underwriter is prompted by a
pop up to ask additional "drill-down"
questions on a particular condition. For
example, if one is a diabetic, a screen
will pop up to ask further questions
about diabetes. This process helps the
specialist underwriters to assess more
complex cases.

To exemplify let us say that an applicant
states that she/he is a diabetic. Once
the teleinterviewer comes to know this
he uses a drop-down list of questions
designed to amplify aspects of diabetes
and have a bearing on underwriting:

� When was it diagnosed?

� What type of treatment is taken?

� Is there any problem with the

prospect's vision or kidneys?

� Have there been any complications?

� What is his/her recent blood sugar

reading?

� Is urine checked for sugar regularly?

Is the test usually negative or

positive?

� What does his/her physician say

about the control of blood sugar?

and so on.

These questions are the basis for risk

assessments. They are triggered to

clarify the situation. They help elicit

protective information that may allow the

underwriter to make a decision without

ordering for more requirements. The

specialist underwriter helps designing

the drilldown questions. The mandate

is to elicit risk-salient information with

the least possible questions. The

better the questions, the superior is the

protective information.

ADVANTAGES OF
TELEUNDERWRITING
Teleunderwriting has turned out to be a

win-win win situation for all the

participants in the business process:

Applicant, agent, and the insurance

company. The benefits, by participants,

are:

Applicant

� The applicant need not reveal

sensitive medical information to the

advisor. A trained professional asks

the prospect questions over the

phone.

� The cover can be obtained in half

the time or less than that with a

conventional or traditional

underwriting process.

� It is a "once-and-done" method and

therefore very easy for the applicant.

All information is obtained from the

applicant in a solitary phone call. It

is no longer a long drawn process
with multiple contacts.
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Though teleunderwriting has

certain drawbacks like higher

startup costs and the cost of

retraining the staff, its advantages

are far too many.

Agent/Advisor
� The percentage of cases placed

when teleunderwriting is used is
higher than the percentage of cases
placed when the traditional process
is used.

� The above increase in volumes
translates to higher overall
commissions for advisors which is
definitely a major motivating point for
the field staff.

� The commissions are received
faster, due to the shorter process
time.

� The agents also save valuable sales
time, because the point of sale
paperwork is minimal- a small
worksheet, rather than the traditional
unending list of medical questions.

Insurance Company
� The enhanced medical information

acquired from the tele-interview
results in reduced need for
physicians' records. To put it
succinctly excellent information is
procured at a significantly lower
overall cost.

� Higher volumes definitely lead to
more revenue.

� The improved information and
reduced non-disclosure translates
to better claims experience.

� Most assurers experience huge
delays due to incomplete
applications. With properly designed
teleunderwriting this problem
should stop.

� The insurer enjoys faster, easier
processing with fewer errors.

Brokers and Advisors have widely
accepted teleunderwriting. What about
the reinsurers? How do they take it? Do
they contest its efficacy? Like direct
writers even reinsurers are very
particular about getting the best risk
information. The telephone interview
has relatively more value than the MD
report. Though teleunderwriting has
certain drawbacks like higher startup
costs and the cost of retraining the staff,
its advantages are far too many.
Therefore, many reinsurers are today
advocates of teleunderwriting.

TO OUTSOURCE OR NOT
The million dollar question is what
should be our approach to
teleunderwriting. Should it be
outsourced or should it be done by the
insurance company's employees?
Could it be better handled by pleasant
female voices or trained underwriters?
Whatever be the method adopted, the
need for developing the best template
for a tele-interview cannot be ruled out.

One stark reality about life and health
underwriting is the shortage of well-
trained and experienced underwriters.
Both in-house and outsourcing
approaches have pros and cons. The
in-house approach offers a certain
satisfaction at the insurance company
level but it has some major drawbacks
like higher start up costs, training of
personnel and of course, to cap it all,

high risk. Outsourcing avoids all these,
and if proper arrangements are arrived
at with the external suppliers the issues
of control and performance can definitely
be sorted out. In both the routes the
quality of planning and implementation
is vital.

Since distance is no longer a barrier to
engage the best talent a few insurance
companies have taken to the concept
of outsourced underwriting. They have
gone to the extent of engaging offshore
firms for assessing risk. The method
leverages internet technologies to
engage the talent of experienced
underwriters anywhere in the world in
conducting telephone interviews with
applicants.

There can be significant benefits from
global outsourcing of simple initial

underwriting, new business
administration and risk assessment to
cite a few. A new term has been added
to the lexicon to identify the idea of
offshore tele-underwriting. It is called
Delhi-underwriting.

THE ROAD AHEAD
The mindset required for the current
century (21st) is very different to what
was followed in the twentieth century. It
is indeed strange that in this age of
nanotechnology, broadband, wireless,
real time gross settlements, Straight
Through Processing (STP) solutions
and any time any where banking etc.;
insurance underwriting continues at a
snail's pace with its total dependence
on APS, PHI etc.

Is it not time to shed the antiquated age
old methods, draw a cue from the other
financial services sectors and make the
policy processing and selling process
faster, speedier and quick? An
unavoidable need is there to discover
processes that curb delay, speed up the
underwriting delivery process and
cause utmost customer satisfaction.

With the convergence in the financial
service sector; and the marriage
between banking, insurance and
investments; insurance agents and
brokers are rapidly evolving from
product- specific salespeople to
personal financial advisors.
Teleunderwriting makes this possible
by freeing the advisors from tedious
paperwork.

The writing on the wall is clear -
traditional underwriting,
teleunderwriting and…………real time
underwriting. With bated breath we look
forward to the writing of a new chapter
in the history of the insurance industry.

The author is Associate Dean, ICFAI
University; and Consulting Editor,
Insurance Chronicle.
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he article seeks to highlight a few

aspects on underwriting risk

acceptances that are important in a

detariffed scenario. If il l-trained or

inadequately trained underwriters were

put on the job, both the consumers and

insurers would suffer from serious but

avoidable problems. Any amount of

homework may be found not enough for

the problems that consumers and

brokers may pose.

This article would also analyze how even

in the sale of non-tariff covers like the

Mediclaim insurance, insurers have

probably misread the data available with

them; and are going after consumers

that may not be responsible for their

major losses. It is hoped that detariffing

would confer benefits on consumers as

well and it would not merely result, as a

weapon to fight competition.

Tariffs & Underwriting:

Till now underwriting, as it is commonly

understood in free markets, of

acceptance of risks and pricing them

adequately, has been the basic statutory

function of the Tariff Advisory Committee

Preparing Underwriters

'The underwriter should be able to visualize the risk even if he did not visit it, from the reports

given and from the detailed proposal form furnished' states G V RAO.

The tariffs are prescriptive both in
cover wordings and the minimum

prices to be charged by insurers. It
is a sort of cartel of insurers; and

punishments are meted out to
those insurers that breach them.

- In a Detariffed Scenario

in the segments of fire, engineering,

motor and workmen's compensation

portfolios that control over 70 percent of

the market premium. The tariffs are

prescriptive both in cover wordings and

the minimum prices to be charged by

insurers. It is a sort of cartel of insurers;

and punishments are meted out to

those insurers that breach them. It has

imposed strict disciplinary standards on

the insurers rather than on the

consumers, who had no choice but to

submit to the requirements demanded

by insurers. The saving grace in the

entire process, for the consumers has

been that the minimum tariff rates also

became, in reality, the maximum rates

that got charged. Indian market has seen

tariff structured rates for the last five

decades or more.

With liberalization of the market and the

entry of foreign players through joint

ventures, the logical extension of freeing

the last of the controls on doing

business is now sought to be removed.

Market forces of supply and demand of

products and services would fix the

pricing and cover mechanisms. The

IRDA has announced a road map to take

effect from 1st January 2007 and the

details are getting fine-tuned.

Role of an Underwriter:

What is the role of an Underwriter in a

free market? How would he be guided

to set rates and cover provisions and its

limitations? What knowledge, skills and

expertise should he possess to

discharge his functions and

responsibilities, in a fair manner, both

to his employer and to the consumers?

What are the insurers currently doing to

get ready and be battle trim to face

competition, not only based on elements

of customer service, post-sales; but

also before even a product gets sold on

T
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pricing and cover issues? How would

consumer buying behavior profiles

change? What roles should the

distribution channels play?

These questions need answers and a

broad consensus has to be developed

on how all the stakeholders to this single

objective should play their respective

roles. Should it eventually turn out that

each stakeholder would only play for his

selfish financial ends, market chaos

might ensue that would not be beneficial

to anyone.

What a good underwriter

needs:

� An Underwriter needs to know the

risk features and factors of every risk

offered for acceptance. His risk

analysis must determine the serious

physical hazards inherent in the

particular risk and the steps taken

by an insured to minimize them. He

should be able to visualize the risk

even if he did not visit it, from the

reports given and from the detailed

proposal form furnished. The above

pre-supposes that the insurer

provides him with the expertise

needed in respect of each industry

that he is asked to underwrite.

� An Underwriter should be aware of

the minimum risk management

steps to impose by insurers in

respect of each risk. He should

evaluate the risk management steps

a proposer on his own has

implemented: such as safety audit

measures; staff drills to fight fires

and breakdowns; investigations and

remedial steps taken to prevent

recurrence of fires and breakdowns

etc.

� The moral hazard of the proposer in

respect of house-keeping, staff

relations, compliance with legal

enactments, the effectiveness of

corporate governance and past

claims experience; and steps taken

to avoid recurrence of accidents.

� The environmental issues of a

proposer such as his competition,

peculiarities of his particular trade or

business and its vagaries must also

be evaluated.

� The Underwriter should be exposed

to the claim occurrences of the risks

that he usually accepts.

� A report of an insurer quoted that:

whereas they issued one crore

polices in the year 2005/06, the

claims reported in the year were

about six lakhs. This shows that the

claims frequency in India is a very

low 6 percent, unlike in international

markets. If losses are incurred, it is

entirely due to the severity of losses

that need more investigation to

reduce their impact.

� If there are consumers to the tune

of 94 lakhs that do not put in claims,

they should not be equated with

others, by charging them more; as

a part of solving the issue of poor

risk exposures in case of 6 lakh

customers.

� IT familiarity to extract data and

information, and analytical skills to

reduce problems to their bare

bones is another skill that is

needed.

Medi-claim underwriting:

Medi-claim insurance cover is one of

the fastest growing portfolios, at an

annual growth rate of 38 percent. The

business is entirely consumer driven.

It deserves a special mention in this

article, as it is the third largest portfolio

of insurers after motor and fire. It began

to be transacted only in 1987.

� One insurer has reported, in the

annual financial statements for

2005/06, that they had covered 32

lakh persons under this class of

business in the year under review.

The claims reported in the year are

1.2 lakhs. The frequency of claims

reporting thus is 3.8 percent that is

even lower than the company's

overall frequency reporting of 6

percent. Yet the claims experience

of the insurer is over 120 percent.

The frequency of claims reporting
thus is 3.8 percent that is even

lower than the company's overall
frequency reporting of 6 percent.
Yet the claims experience of the

insurer is over 120 percent.
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� Should medi-claim premiums be

raised for over 30 lakh insured that

did not report any claims for the sake

of 1.2 lakh claimants? There is a need

to analyze and categorize the

claimants: are they from metros? Or

are they from corporate and group

insured?

� Remedial action has to be taken after

analyzing the pattern of claims lodged

by this select group of 1.2 lakhs.

This example is quoted to show that one

of the basic functionalities of an

underwriter should be that he should not

merely be led by the overall claims

experience of the insurer that may be bad;

but who and what is causing them and

whether the issue can be tackled by

categorizing the claimants and dealing

with that particular category, rather than

penalize the entire medi-claim insured

community. There is thus a need for an

underwriter to make a choice of what

solution would offer to keep good

customers with the insurer and how to

weed out those that have caused regular

or high losses, as can be seen from their

track record of claims.

Here, developing customer profiles

would go a long way in terms of retention

of those customers that are asked to

leave the fold of insurers either because

there is no information on customer

loyalty in terms of length of relationship

or profitability that one has given due to

no claims having been lodged.

The lumping of loyal and good

customers with those that are claimants

of high severity resulting in rate raising

for all would be a self-defeating

proposition, in the absence of

segregating customer data and profiles.

Final word:

The role of an underwriter is at the heart

of business acceptance. Public sector

with their highly decentralized set up has

given liberal underwriting authority to

lower formations. Technical mastery is

centralized at the Head Offices. How can

they match these two aspects in a

competitive environment? With lack of

customer profiles and with audit and

other restrictions, what assurances

could one give the underwriters?

Like all issues, the detariff situation

eventually would find its own levels

sooner or later. But in the interim,

insurers would have to deal with

unexpected situations that, with the best

of preparations, is difficult to visualize. If

this leads to occasional loss of

business, one can hit the panic button.

Since non-life products are due for

renewal every year, there is a chance to

regain lost business. But basic

fundamentals of underwriting should be

ingrained to sustain insurers over the

long haul.

1 Claims frequency here is defined to

mean Number of claims per policy

exposed during the period under

consideration.

2 Average claims severity means

Amount of claims incurred divided by

number of claims during the period in

consideration.

The author is retired CMD, The Oriental
Insurance Company Ltd. He may be
contacted at gvrao70@gmail.com

The lumping of loyal and good
customers with those that are

claimants of high severity resulting
in rate raising for all would be a
self-defeating proposition, in the
absence of segregating customer

data and profiles.

--** *--
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Underwriting is the expertise
required by the insurer in

acceptance of a risk, weighing all
the pros and cons in analyzing the

risk. The terms, conditions,
deductible etc. would need to be
well analyzed for arriving at the
premium rate chargeable and the

risk accepted by the insurer.

Underwriting in a Detariffed Market

'Underwriting requires a kind of discipline which can exist only if all the insurers work collectively

towards a common interest - that of a healthy bottom-line' writes Meena Nair.

 -  Impact on the Cross-Subsidization Phenomenon

ntroduction

There is an often-heard debate in the
insurance industry. Is underwriting a
science or an art?  While there is no
conclusive answer to this, the fact that it
is heavily reliant upon statistics and data,
tilts the scales towards it being a
science. While the collecting of data and
analyzing it is a science, the art of
applying this analyzed information into
insurance underwriting is an art. In this
article,  we go on to discuss whether it is
getting its due care i.e. is underwriting
being done after studying the risk, and
more specifically what impact de-tariffing
would have on the phenomenon of cross
subsidization  .

What is underwriting?

Underwriting is the expertise required by
the insurer in acceptance of a risk,
weighing all the pros and cons in
analyzing the risk. The terms, conditions,
deductible etc. would need to be well
analyzed for arriving at the premium rate
chargeable and the risk accepted by the
insurer.

What is the present state of
underwriting?

Underwriting generally works in cycles
of hard (where demand exceeds supply)
and soft (vice versa) markets. For
instance, following the 9/11 tragedy, the
terrorism market had hardened and the
number of insurers willing to accept the
risk of terrorism was on a decline. The
terrorism market is now soft.

Underwriting requires a kind of
discipline which can exist only if all the
insurers work collectively towards a

common interest - that of a healthy
bottom-line. In a newly 'opened-up'
market like India, discipline would
naturally take second position to top-line
(premium) growth till the players
establish themselves and reach a stage
of maturity. As a result, the market has
seen various hues of underwriting
discipline at various stages - starting

from an 'at-any-cost' scramble for large,
attractive corporate risks; to a cooling
off and re-alignment towards more
profitable lines and retail markets by
some insurers.

One of the more interesting phenomena
of underwriting in a liberalized yet tariffed
market has been the concept of cross
subsidization.

What is Cross-Subsidization?

Every risk has a 'pure-risk' rate of
premium that an underwriter basically
recommends as a sound and viable
rate. Commercial considerations may
then prevail (for instance, the marketing
team's eagerness to retain an important
client); and the final rate charged may

be far lower than the "pure-risk" rate. In
a tariffed market, this reduction could
only have been extended to Non-Tariff
products like Health, Accident, Marine,
Miscellaneous etc.

Cross subsidization is basically the
acceptance of a Non-Tariff risk at less
than the "Risk-Rate" recommended
(read: accepting a loss portfolio)
because it is being offset by a
significant volume of Tariff Premium
from the same customer. In effect, the
"profitable" tariff lines are subsidizing
the "unprofitable" non-tariff lines -
leading to a cross-subsidy across
product lines.

During recent years, we have all heard
cases of Marine being quoted at
nominal rates (almost as a free add-
on cover) and Group Health policies
getting renewed at as low as 50-60%
of average claims paid over the last 2-3
years. These are clearly examples of
commercial considerations over-ruling
underwriting principles.

On a macro level, if you ignored the fact
that a particular line was doomed for
consistent underwriting losses, cross
subsidization was a Win-Win proposal
for both the insurer and the customer.
Thanks to a high-priced and rigid Tariff
rate, the insurer was making an
'obscene' profit from around 60-80% of
the customer's premium portfolio.
Companies with sound risk
management practices and favourable
loss records felt, perhaps justifiably, that
they deserved commensurate benefit
somewhere else. Insurers, on their
part, were naturally eager to oblige in

I
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Corporates with sound risk-
management practices stand to
benefit in the long run; and all
medium and large companies

would be well-advised to focus on
this aspect of their operations

instead of merely negotiating a
short-term price advantage.

the non-tariff area, so long as the overall
customer portfolio was profit-making (in
effect, the insurer was collecting a
'higher than pure risk' rate on the Tariff
component and a corresponding 'lower
than pure risk' rate on the Non-tariff
component.

Impact of De-tariffing on Cross
Subsidisation
Most insurers have different goals. While
one may want top line growth, the other
may yearn for underwriting profits. Yet
another may be aggressive only in
particular lines of business; and another
may try his best to balance both, the top
line and bottom line. Until now, with 70%
of the market falling under the tariff, there
was no sufficient reason to suspect that
there would be an imbalance in the
acceptance of risks in the industry. There
is a possibility that in the market post
Jan 1st, 2007; this balance could be in
jeopardy, at least initially. It would be only
a price game with almost all the insurers
keen on volumes. Consequently, there
could be a sharp drop of about 20-25%
in the prices of hitherto "tariffed" lines.
In the areas of Fire, followed by
Engineering, being considered as the
more 'profitable' businesses; all insurers
would vie to have the icing on the cake
at any cost. With the IRDA opening the
door only for freedom in pricing (freedom
to negotiate clauses, terms and
conditions etc will be allowed only in
2008), a price war is a near-certainty.

What then will happen to the above-
mentioned Non-Tariff products? Will they
continue to enjoy any subsidies at all?

The commonly-held belief is that Cross
Subsidies will slowly but surely come
down. With the progressive drop in prices
of Fire and Engineering covers as
outlined above, insurers will have to start
pricing their Health & Marine portfolios
more realistically and follow the
underwriters' guidelines.

In effect, companies which enjoyed
ridiculously low Marine rates and Group
Health renewal prices; will be well-
advised to prepare for a hike in their

outflow. At the same time, customers
with large Tariff premiums (eg: large well-
managed manufacturing & construction
companies) are expected to have a net
benefit (with a drop in tariff and hike in
non-tariff premium). Others like IT &
services Companies (where health &
marine premium dominate) are
expected to suffer a net increase in
premium pay-outs.

An intermediary's role in a
detariffed regime
A de-tariffed market would certainly
enhance the role of the broker. Both, the
insurer as well as the customer would
need the services of a professional
broker.

The brokers would not merely participate
in the price war but would need to give
quality submissions to the insurers
conveying all the material and non

material aspects of the risk to be
covered. He would be the catalyst
between the customer and the insurer
and assist in guiding the competition
along healthy lines and ensure the
sustenance of the parties involved. He
will play the role of a consultant in the
true sense; and risk management in the
true sense would require to be advised.

To get the best rate from the insurer he
would need to

o Have knowledge of individual risk
peculiarities and the industry as a
whole.

o Be able to assess as to what could
be the maximum potential losses
that the risk & a peril could produce.

o Estimate the customer's
capabilities for prevention and
minimization of losses.

o Suggest the indicative rates, terms,
and conditions and deductibles.

o Assess the moral hazard relating
to the customer.

The quality of the homework done by the
Broker; and the data on losses and
quality of risk collected and submitted
by him will go a long way in pricing the
risk scientifically. Where non-tariff
premium is shooting up, the Broker can
advise on loss control mechanisms to
avoid a steep increase (eg: analysis of
Health claims and designing a more
cost-effective coverage for employees
and dependants).

Conclusion
All indications point to a price war for
Tariff lines to begin with, with a gradual
cooling off over a year or two. As the
market stabilizes, and insurers move
from "top-line" to "bottom-line" focus,
underwriting practices are expected to
improve.

The effect of all this on Cross Subsidies
remains to be seen - large, well-
managed companies will continue to
ask for a portfolio-based, and not a line-
wise, pricing model. And insurers will
continue to oblige. Corporates with
sound risk-management practices
stand to benefit in the long run; and all
medium and large companies would be
well-advised to focus on this aspect of
their operations instead of merely
negotiating a short-term price
advantage.

As India Inc. moves towards improved
corporate governance in other areas, it
is hoped that de-tariffing and the
consequent improvement in
underwriting practices, will provide the
much-needed impetus for corporates to
adopt better risk management practices.

The author is Vice President, India Insure
Risk Management Services P Ltd.
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If all the individuals that are
joining the group to take life

policies happen to be below par
(sub-standard in underwriting
parlance) lives, it affects the

interests of the genuine joiners
of the group due to draining
away of the funds by way of

death claims.

Undoing Adverse Selection

'Continuous analysis of the data relating to life insurance and pension business is one of the key drivers

of sustained growth of the industry' says D.V.S. Ramesh.

 - Life Insurance Underwriting

f all those operational functions of
an insurer, it may be accepted that

underwriting is truly a technical subject.

The underwriting policy of an insurance

company is rarely designed by itself

without the involvement of its nearest

stakeholder - the active role of an outside

entity that claims its stake in its strategy

namely the reinsurer, who has an equal

stake in the designing of a prudent

underwriting policy.

Underwriting in its simple meaning is

acceptance of insurance business.

Unlike in other areas of business; in

insurance, not everybody who is to willing

to pay a price will be sold a life insurance

product, unless he qualifies to be a

suitable individual to buy insurance

commensurate with his individual

needs.  Hence, the need to assess an

individual's requirement, his paying

capacity, his categorization to determine

the quantum of price etc. forms the entire

picture. A comparison of buyer and seller

in normal businesses assessing each

other's products and prices with that of

insurance product may reveal an

interesting way of dealing. In case of

tangible products, say a television, the

buyer assesses the types of products

he chooses to purchase and once the

decision of opting for a particular product

is reached the role of seller is limited to

complete the sale and it is the buyer who

assesses the quality of the product he

is taking during the process of sale. But

in an intangible service product like life

insurance, the buyer's role will be limited

to analyzing the product he chooses to

take during the pre- sale process and

once a decision is taken to opt for a

particular product, he cannot claim to be

the owner of that product as the seller

will step in to prudently exercise his

choice of selecting the buyer.

Is underwriting essential?
Before entering into the intricacies of

underwriting, it may be worthwhile to

place the rationale behind the

underwriting operations of a life insurer.

Business of life insurance is embedded

with an element of social responsibility

with its origin in a co-operative

endeavour of 'one for all and all for one'.

It is expected that the group of

policyholders who have taken insurance

policies on their respective lives are

supposed to have come forward to

share the burden of compensating the

monetary loss of deceased individuals'

dependants to mitigate their monetary

strains. Hence, every individual who is

taking a policy of life insurance has a

stake on the lives of others who are

joining to take such life policies.

If all the individuals that are joining the
group to take life policies happen to be
below par (sub-standard in
underwriting parlance) lives, it affects
the interests of the genuine joiners of
the group due to draining away of the
funds by way of death claims. This is
referred to as 'adverse selection' in
insurance parlance.  Here comes the
role of the insurer who manages the
life funds as part of his responsibility of
protecting the interests of genuine
policyholders. Besides, the life insurer
holds the social responsibility of
extending the life insurance coverage
at a fairly reasonable price to all
sections of the society. This can be
ensured if only healthy lives select the
insurer and constitute his portfolio.
Hence, the need for selection of lives
by assessing and classifying the
prospects through a process called
underwriting for a viable life insurance
business.

The manner in which a life insurer
designs the underwriting policy
depends on various factors like the
experience of the life insurer, the ability
to retain the risk and the type of products
offered etc.  The underwriting of an
individual life is done in two stages. The
life insurance advisor/agent screens
the particulars of the life to be assured
before canvassing the policy. In view of
the nature of the business, the life
insurer depends on the agent/advisor
to ensure that the particulars revealed
by the life to be assured are true and
fair. Hence, an insurance intermediary
is hailed as a first line underwriter.

O
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It is praiseworthy to note that no
Indian life insurer did ever
discriminate at the time of

underwriting a prospect's life on
factors that do not influence the
risk, though there is no statute

that prohibits the life
insurers in doing so.

Once the application is submitted, the

underwriter of the life insurer assesses

and classifies the risk to be assumed.

For this function, an underwriter relies

on various documents submitted by the

prospect like proposal form, proofs of

income, identity etc. Based on the

disclosures in the proposal form, an

underwriter may exercise his discretion

of calling for a medical report or any

further diagnostic reports.  Owing to the

fact that these are the documents that

determine whether or not the prospect

is entitled for a life policy and if so at

what premium; it is necessary for the

insurer to collect as much information

as possible; and the proposal form is

designed accordingly. Based on the

disclosures made by the prospect, the

underwriter determines if it is required

to call for any further information. Hence,

the proposal form should contain such

questions and in such a manner as to

draw the attention of the prospect to the

importance of revealing all the

information.

During the pre-nationalisation phase,

some insurance companies used to

classify all the Indian prospects as

substandard lives. Some Indian

insurance companies, however, started

rating the eligible Indians as standard

lives, not just based on the nationality of

the applicants. It is apt to mention here

that as per Section 2606 of insurance

law of New York, there shall be no

discrimination because of race, colour,

creed or nationality. Also as per Section

2607 of the same Act, there shall be no

discrimination because of sex or marital

status. It is praiseworthy to note that no

Indian life insurer did ever discriminate

at the time of underwriting a prospect's

life on factors that do not influence the

risk, though there is no statute that

prohibits the life insurers in doing so.

This indicates the true professionalism

of the life insurers' method of selecting

the lives from the very beginning of their

operations.

Underwriting is done by the life insurer

in two stages - the financial underwriting

and the medical underwriting. Financial

underwriting deals with determining the

eligible total amount of life assurance

coverage while medical underwriting

determines the types of the medical/

diagnostic reports to be called for based

on the type of product applied for and the

disclosures made in the application

form.

Despite having a prudent underwriting

policy, the life insurers still may face

certain areas of concerns while

accepting the lives. Existing life

insurance coverage on the life of a

prospect is one of the core issues that

affect the underwriting decision of a life

insurer. Even in the post-nationalisation

period, this has been a critical issue as

it was very difficult to track if a prospect

takes a multiple number of policies from

various operational offices of the life

insurer. The absence of a developed

technology to track the number of policies

based on the name and date of birth of

the prospect was also an issue.

Absence of an industry level information

sharing system at least at the time of

settling  early death claims may vitiate

the objectives of having in place a

prudent underwriting policy. Application

preferred by the sub-standard lives

whose policies were declined by other

life insurers is another area of concern.

To counter these problems the industry

should resort to developing a robust

system to avoid a possible adverse

selection against life insurers.  Internally,

every insurer should have a close

monitoring of the cases of early death

claims, and should check if any issues

in its underwriting policy are to be

plugged. Modifying the policies based

on one's own experiences will go a long

way in shaping a prudent underwriting

policy.

There are certain other issues that are

closely associated with the subject of

underwriting.

Mortality and Morbidity
Investigation Bureau (MMIB):
Continuous analysis of the data relating

to life insurance and pension business

is one of the key drivers of sustained

growth of the industry. The cost of

insurance and the annuity rates will not

remain unchanged. The developments

in the medical field, changing life styles

and advancement of medical technology

are a few factors that are to be studied

to monitor whether or not the mortality

and morbidity tables in use are in tune

with present day requirement. Studies

of this bureau, which was constituted

jointly by Life Insurance Council and

Actuarial Society of India, will help the

insurers tune their underwriting policies

for determining the extra mortality rates

for sub-standard lives and to ensure the

fair price to the standard lives.

Underwriting - A profession (?):
Though, it is widely accepted that

underwriting in insurance industry is one

of the technical areas, the underwriting

profession has neither evolved nor been

nurtured on professional lines. Absence

of an exclusive professional course

catering to the needs of the industry

could be one of the contributing factors.

In some of the advanced markets there

are such certificate courses (CLU -

Certified Life Underwriter & CPCU -

Certified Property and Casualty

Underwriter in USA) in underwriting for

both life; and property and casualty (non

life insurance) segments. Prescribing
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Post liberalisation,

the industry is gradually

tapping the services of the

qualified medical professions

for their underwriting divisions.

a manual-driven underwriting decision
may impair the objective assessment
of individual cases based on the
disclosures made in the proposal form.
Just as at times it requires lifting the
corporate veil to look in to the
management practices of the
companies; an underwriter could go
beyond the disclosures of the proposal
forms, especially in cases where moral
hazard is involved, for which technical
expertise in the specific area is
paramount. Post liberalisation, the
industry is gradually tapping the
services of the qualified medical
professions for their underwriting
divisions. Doctors being aware of the
consequences of various impairments
disclosed both in the personal and
family history will be in a position to
gauge the risk more meticulously. In
light of the developments taking place
in the industry, developing an exclusive
course may be largely beneficial to the
underwriters for furtherance of their
technical skills.

Need to educate the
intermediaries: Despite the
emergence of the other alternate
channels, a one-to-one interaction with
a prospect will be intact in the near future;
hence the role of an intermediary
remains pivotal in ensuring the prudent
underwriting policy of the life insurers.
With the introduction of mandatory
training requirements, though this need
would have been successfully met, with
the emergence of special classes of
businesses like micro insurance and
health insurance, there may be felt a
need to impart the fundamental
knowledge (surface level) of
underwriting issues of these classes,
say about the covariate risk in case of
micro insurance etc.

Effects of development in
medical technology: Progressive
development in the medical technology
is a boon to the human race. It is not
only reducing the pains of the suffering
individuals but also enabling them to

avoid a possible recurrence through
timely diagnostic services. Some of
these tests, like genetic tests, indicate
the probability of an individual's
exposure to the risk. While the fears of
insurance industry using these
advanced developments in rating the
individual's lives are making the rounds,
there is a possibility of prospects using
these tests leading to adverse selection.
Some markets placed a voluntary
moratorium against seeking information
pertaining to the genetic tests undergone
for clinical reasons, as the prospects
could be under the notion that this
information could eventually affect the
insurance decisions pertaining to their
near relatives. However, this issue has
no immediate significance in our country
due to unavailability of these tests.

Changing paradigms in
lifestyles - Affects on
underwriting decisions:
With increased urbanisation, most of the
habitats in urban areas are choked with
contagious problems like air pollution,
increased presence of carbon monoxide
due to increased vehicular traffic etc.
Lack of proper assessment of these
lives could lead to an indirect cross
subsidisation of the premium rates.
Assessing these factors based on
supporting data by institutions like MMIB
may ensure fair pricing in the long run
based on the life styles of individuals. In
the detariffed regime, a motor car would
be having a determinable rate based on
various factors that may affect its safety;

similarly, long term life insurance
coverage does deserve to consider the
related issues of the individuals for
charging a fair price. Occupation is
considered as one of the key elements
affecting the longevity of the lives in life
insurance. Stressful occupations may
be termed as additionally deleterious
to the current generation. While their job
itself is subject to stress, the biological
factors will further contribute to health
hazards.   Researches have revealed
that stress will have serious adverse
effects like increased risk to cardio
vascular diseases, gastro-intestinal
problems, depression, sleeplessness
and more a dreaded disease like
cancer.   Gauging the levels of stress
by a mere cursory look at the
occupations is next to impossible.
Continuous monitoring of the data
relating to various occupational matters
by the institutions like the one that is
referred above will enable the insurance
companies to devise suitable
underwriting policies. It is reported by
the World Health Organisation that
50% of world heart attacks will be from
India by the year 2012; and the
proneness of young Indians is likely to
be 12 - 15 times higher when compared
to other ethnic groups in the world.
(Source - Times of India 24.09.2006)

Though the concept of underwriting has
undergone a sea change over the last
few decades (like introduction of non
medical underwriting for high sum
assured, calling for mandatory special
diagnostic reports like Elisa tests for
high sum assured cases etc.), it is sure
to witness more developments in the
years ahead especially in the light of
the above referred issues to ensure a
fair price to the genuine policy holders.

The author is a Senior Asst. Director (Life),
IRDA. The opinions expressed in the
article are his own.

--***--
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A Model for Health Insurance for the Poor in India - Part II

Debasis Bagchi asserts that a likely viable model for providing the poor an effective health

insurance must include building up awareness; and providing initial and

basic health service and referral activities as service provider.

- (Continued from the previous issue)

Lack of health care services and
infrastructure, high illiteracy,

lack of trust on the health
insurance schemes stand out to
be most important factors that

impede the acceptance of health
insurance by the poor people.

ection VI - A Viable Model
The analysis given earlier points to

some basic reasons for failure. First,
the severe hindrances faced by the poor
in the access of quality health care
services coupled with failure of the
government to build up an affordable
health care infrastructure, stand out to
be big impediments in the way of
providing an acceptable level of health
care services to the poor. Second, a
large section of the poor would simply
avoid treatment due to their extreme
poverty, as they are unable to bear the
cost of treatment and although they
appreciate and feel the need for
alternate source of fund for meeting the
medical expenses, yet they are not
inclined to take cover under health
insurance. Even they reject the idea of
involving NGOs or reputed social
service organization to help them in this
regard.  Under such conditions, a likely
viable model for providing the poor an
effective health insurance must include
building up awareness and providing
initial and basic health service and
referral activities as service provider.

As the circumstances suggest, the
insurers are required to be intimately
associated with the insured to provide
services at their doorsteps. Otherwise
lack of infrastructure and the basic
health care services would render
these people to reject the insurance
coverage since no benefit will accrue
to them at the time of their need. The
insurer at the start is required to adopt
a specific geographical area,
conveniently a village, for induction of
the scheme and gradually develop it.

Accordingly, the model envisages a two
dimensional approach, viz., the model
should be people centric and

community based. The scheme should
be simple, easily understandable and
least problematic for processing of the
claim. The model should ensure that
once medical treatment becomes
necessary for the insured, the service
provider should arrange for it. In such
cases therefore, service provider should
be a qualified allopathic doctor
employed for the purpose. He is
required to perform a dual role, (1) act
as a representative of the insurer and
(2) advise medical treatment of the
insured including referral advice. For the

proper administration of the scheme the
model involves the village elective

council to play a major role.
Diagrammatically, the model can be
represented as below:

Conclusion
The health insurance for the poor could
be an effective alternate mechanism for
providing much needed health security
to the most neglected section of the
society. However, the government's effort
to introduce a universal health insurance
with a very low premium for the poor
meets with a complete market failure. In
order to find out the economic,
environmental and psychological factors
that are responsible for the failure, we
carry out a pilot survey of one hundred
households, predominantly belonging to
the poorest section of the society.
Analysis reveals several interesting
facts. Lack of health care services and
infrastructure, high illiteracy, lack of trust
on the health insurance schemes stand
out to be most important factors that
impede the acceptance of health
insurance by the poor people. The poor
servicing and incomprehensibility of the
health insurance by the poor people are
also partly responsible for the failure.
These factors finally culminated in the
ultimate rejection of the product by the
targeted mass. After assessing the finer
points of failure, a viable model for the
scheme is suggested that is developed
on a two dimensional approach, viz.,
employment of a service provider, who
should be a doctor and also involvement
of the village council to help in the
administration of the services to be
rendered. The coverage should be
specific and payment of claim should
either be cashless or be prompt.   This
people centric and community based
approach is expected to yield the desired
results.
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       Cluster Combined Coefficients Stage Cluster Next
First Appears Stage

Stage Cluster 1 Cluster 2 Cluster 1 Cluster 2
1 97 98 .000 0 0 2
2 87 97 .000 0 1 5
3 93 95 .000 0 0 96
4 92 94 .000 0 0 5
5 87 92 .000 2 4 7
6 88 90 .000 0 0 90
7 87 89 .000 5 0 91
8 85 86 .000 0 0 9
9 2 85 .000 0 8 11

10 83 84 .000 0 0 11
11 2 83 .000 9 10 13
12 81 82 .000 0 0 13
13 2 81 .000 11 12 15
14 79 80 .000 0 0 15
15 2 79 .000 13 14 20
16 41 78 .000 0 0 50
17 74 77 .000 0 0 20
18 75 76 .000 0 0 19
19 1 75 .000 0 18 23
20 2 74 .000 15 17 29
21 71 73 .000 0 0 23
22 69 72 .000 0 0 25
23 1 71 .000 19 21 26
24 68 70 .000 0 0 26
25 31 69 .000 0 22 31
26 1 68 .000 23 24 47
27 44 67 .000 0 0 47
28 64 65 .000 0 0 29
29 2 64 .000 20 28 42
30 61 62 .000 0 0 31
31 31 61 .000 25 30 33
32 59 60 .000 0 0 33
33 31 59 .000 31 32 36
34 36 58 .000 0 0 55
35 56 57 .000 0 0 36
36 31 56 .000 33 35 43
37 49 55 .000 0 0 43
38 50 54 .000 0 0 42
39 52 53 .000 0 0 40
40 13 52 .000 0 39 48
41 43 51 .000 0 0 48
42 2 50 .000 29 38 44
43 31 49 .000 36 37 51
44 2 48 .000 42 0 72
45 40 47 .000 0 0 51
46 9 45 .000 0 0 65
47 1 44 .000 26 27 54
48 13 43 .000 40 41 64

49 16 42 .000 0 0 67
50 4 41 .000 0 16 56
51 31 40 .000 43 45 53
52 38 39 .000 0 0 53
53 31 38 .000 51 52 58
54 1 37 .000 47 0 83
55 29 36 .000 0 34 63
56 4 35 .000 50 0 67
57 33 34 .000 0 0 58
58 31 33 .000 53 57 59
59 31 32 .000 58 0 88
60 7 8 3.000 0 0 76
61 3 22 5.000 0 0 62
62 3 21 5.500 61 0 72
63 24 29 7.000 0 55 86
64 13 14 9.000 48 0 68
65 6 9 11.000 0 46 71
66 11 12 13.000 0 0 73
67 4 16 14.000 56 49 69
68 10 13 15.167 0 64 69
69 4 10 16.857 67 68 71
70 19 20 18.000 0 0 79
71 4 6 18.564 69 65 73
72 2 3 19.667 44 62 76
73 4 11 22.063 71 66 75
74 27 28 24.000 0 0 77
75 4 15 25.389 73 0 80
76 2 7 25.711 72 60 87
77 26 27 26.000 0 74 79
78 25 30 27.000 0 0 84
79 19 26 34.333 70 77 81
80 4 63 35.895 75 0 83
81 19 23 36.200 79 0 85
82 5 17 37.000 0 0 84
83 1 4 45.100 54 80 85
84 5 25 46.500 82 78 86
85 1 19 48.756 83 81 87
86 5 24 55.625 84 63 89
87 1 2 57.718 85 76 92
88 31 46 60.000 59 0 93
89 5 99 73.625 86 0 92
90 18 88 75.000 0 6 95
91 87 91 78.000 7 0 93
92 1 5 80.503 87 89 95
93 31 87 87.090 88 91 94
94 31 96 104.885 93 0 96
95 1 18 110.020 92 90 97
96 31 93 112.519 94 3 97
97 1 31 129.460 95 96 0

       ClusterCombined Coefficients Stage Cluster Next
First Appears Stage

Stage Cluster 1 Cluster 2 Cluster 1 Cluster 2

Table - I  :
AGGLOMERATION SCHEDULE



31

irda  Journal, October 2006 Journal, October 2006 Journal, October 2006 Journal, October 2006 Journal, October 2006

RESEARCH  PAPER

Table - II  :
INITIAL CLUSTER CENTERS

Table - IV :
DISTANCES BETWEEN FINAL
CLUSTER CENTERS

 Cluster

1 2 3 4 5

Attribute  1 1.00 5.00 5.00 1.00 1.00

Attribute 2 4.00 4.00 5.00 5.00 5.00

Attribute 3 3.00 5.00 3.00 1.00 3.00

Attribute 4 5.00 5.00 5.00 5.00 5.00

Attribute 5 5.00 3.00 5.00 5.00 5.00

Attribute 6 3.00 5.00 5.00 1.00 1.00

Attribute 7 5.00 1.00 5.00 5.00 5.00

Attribute 8 5.00 1.00 5.00 5.00 5.00

Attribute 9 5.00 2.00 5.00 5.00 5.00

Attribute 10 1.00 1.00 5.00 1.00 1.00

Attribute 11 1.00 5.00 5.00 1.00 1.00

Attribute 12 1.00 1.00 5.00 1.00 1.00

Attribute 13 2.00 4.00 5.00 1.00 5.00

Attribute 14 2.00 5.00 5.00 1.00 5.00

Attribute 15 5.00 1.00 5.00 5.00 5.00

Attribute 16 1.00 2.00 5.00 4.00 1.00

Attribute 17 4.00 5.00 5.00 3.00 5.00

Attribute 18 1.00 5.00 5.00 5.00 1.00

Attribute 19 1.00 5.00 5.00 5.00 1.00

Attribute 20 1.00 5.00 5.00 5.00 1.00

Attribute 21 4.00 5.00 5.00 3.00 1.00

Attribute 22 1.00 4.00 5.00 5.00 5.00

Attribute 23 1.00 1.00 5.00 5.00 5.00

Attribute 24 3.00 1.00 5.00 1.00 3.00

Attribute 25 3.00 5.00 5.00 1.00 3.00

Attribute 26 5.00 4.00 5.00 1.00 5.00

Attribute 27 1.00 5.00 5.00 1.00 5.00

Attribute 28 1.00 5.00 5.00 1.00 5.00

 Cluster 1 2 3 4 5

1 0.000 9.398 8.668 7.253 9.559

2 9.398 0.000 6.265 7.757 12.697

3 8.668 6.265 0.000 7.512 10.177

4 7.253 7.757 7.512 0.000 11.553

5 9.559 12.697 10.177 11.553 0.000

 Cluster Error F Sig.
Mean df Mean df

Square Square

Attribute 1 26.681 4 .492 93 54.209 .000

Attribute 2 6.988 4 1.250 93 5.592 .000

Attribute 3 11.217 4 1.114 93 10.070 .000

Attribute 4 5.631 4 1.385 93 4.065 .004

Attribute 5 3.957 4 1.142 93 3.466 .011

Attribute 6 17.987 4 .418 93 43.041 .000

Attribute 7 44.320 4 .594 93 74.640 .000

Attribute 8 52.750 4 .627 93 84.125 .000

Attribute 9 11.488 4 .911 93 12.607 .000

Attribute 10 3.227 4 .415 93 7.768 .000

Attribute 11 62.905 4 .504 93 124.897 .000

Attribute 12 9.561 4 .576 93 16.588 .000

Attribute 13 34.008 4 .407 93 83.474 .000

Attribute 14 22.451 4 .557 93 40.283 .000

Attribute 15 33.445 4 .854 93 39.167 .000

Attribute 16 18.109 4 1.352 93 13.390 .000

Attribute 17 5.498 4 .897 93 6.131 .000

Attribute 18 55.696 4   7.715E-02 93 721.932 .000

Attribute 19 22.946 4 .554 93 41.450 .000

Attribute 20 22.798 4 .502 93 45.446 .000

Attribute 21 4.657 4 .837 93 5.565 .000

Attribute 22 6.226 4 .700 93 8.889 .000

Attribute 23 26.643 4 1.553 93 17.159 .000

Attribute 24 3.878 4 1.221 93 3.177 .017

Attribute 25 8.621 4 .636 93 13.546 .000

Attribute 26 2.373 4 .318 93 7.451 .000

Attribute 27 19.917 4 .447 93 44.519 .000

Attribute 28 19.199 4 .792 93 24.230 .000

ANALYSIS OF VARIANCE

The F tests are used only for descriptive purposes because

the clusters have been chosen to maximize the differences

among cases in different clusters. The observed significance

levels are not corrected for this and thus cannot be interpreted

as tests of the hypothesis that the cluster means are equal.
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Appendix - I
Questionnaire

Name: Age: Sex:

Occupation: Income: No of dependent family members:
Education:

1. Strongly agree

2. Agree

3. Can't decide

4. Disagree

5. Strongly disagree

Sl no Questions (Attributes) 1 2 3 4 5

1 If you are sick you will go to the nearest town for treatment(3)

2 If you are sick you will go to the rural health center for treatment(2)

3 If you are sick you will go to rural private practitioner for treatment(1)

4 If you are sick you will depend on alternate medical treatment,

like homeopathy, which costs much less than allopathic treatment

5 If you are sick you will go to quacks for treatment(6)

6 You can bear your medical expenses comfortably(7)

7 You need to take loan for your catastrophic medical expenses(8)

8 You need to sell assets for your catastrophic medical expenses(9)

9 You will need charitable monetary help from your relatives or

acquaintances in case of catastrophic medical expenses(10)

10  You feel that the health center of your village is not well equipped and/or

that rural practitioners lack knowledge and experience(5)

11 You want private nursing homes for your treatment

12 You want alternative sources of money to meet your medical expenses

13 You would like to join a health insurance scheme where you may be paid

up to Rs 30,000 for hospitalization

14 You would like to pay Rs 165 annual premium for this purpose

15 You are not able to pay even Rs.165 at a time

16 You are able to pay the premium but the scheme has no credibility

17 You would like to consult an informed person/family friend before you

decide to join such scheme

18 You don't like to join any health insurance scheme because you perceive

poor servicing from the agent of the insurance company

19 You don't like to join any health insurance scheme because you perceive

lot of hassles during settlement of claim

20 You don't like to join any insurance scheme because in the past fraud

or misfeasance occurred in some other schemes

21 You don't like to join any health insurance scheme because you would

then have to visit urban branches or urban nursing homes which you

cannot because of your own inconvenience

22 You would like to take community initiative to health insure the poor people

of your locality for their economic upliftment



33

irda  Journal, October 2006 Journal, October 2006 Journal, October 2006 Journal, October 2006 Journal, October 2006

RESEARCH  PAPER

23 You would like to take initiative to health insure the poor people of your lo

cality, if you are given remuneration for this

24 You want others to take initiative to enroll you in universal health

insurance scheme

25 You want the government to take initiative, like opening up rural branch of

insurance companies or appointment of rural agents to enroll you

in the scheme

26 You want very famed charitable non profit organizations like, Ramakrishna

Mission, Bharat Sevashram Sangha etc. and other NGOs to enroll

you in the health insurance scheme

27 You would be more interested in the schemes if you get some additional

benefits (like, out-patient expenses) from the scheme

28 You would be more interested in the schemes if you get some

cash refund in case of no claim

The author is Secretary, The Institute
of Cost and Works Accountants of
India. He can be reached at
dbagchi2002@yahoo.co.in.
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¤ÉÒ¨ÉÉ±ÉäJÉxÉ ½þÒ ½èþ* ¤ÉÒ¨ÉÉEòkÉÉÇ Eäò Ê±ÉB ªÉ½þ ºÉÆ¦É´É ½þÉä ºÉEòiÉÉ ½èþ ÊEò

´É½þ EÖòUô ¤ÉÖ®äú ÊxÉ´Éä¶É ÊxÉhÉÇªÉÉå EòÉä +´É¶ÉÉäÊ¹ÉiÉ EòÉ ºÉEäò ±ÉäÊEòxÉ EÖòUô

¤ÉÖ®äú ¤ÉÒ¨ÉÉ±ÉäJÉxÉ ÊxÉhÉÇªÉ ¤ÉÒ¨ÉÉEòiÉÉÇ Eäò Ê±ÉB Ê¤É{ÉnùÉ EòÒ ÎºlÉÊiÉ =i{ÉzÉ

Eò®ú ºÉEòiÉä ½éþ*

{ÉIÉÉä Eåò ¤ÉÒSÉ º´ÉiÉxjÉ iÉlÉÉ =ÊSÉiÉ ºÉÚSÉxÉÉ EòÉ +ÉnùÉxÉ |ÉnùÉxÉ ½þÒ

¤ÉÒ¨ÉÉ ±ÉäJÉxÉ ÊEò ºÉ¡ò±ÉiÉÉ EòÉä ºÉÖÊxÉ¶ÉÊSÉiÉ Eò®úiÉÉ ½èþ* BEò BäºÉÉ

¤ÉÉVÉÉ®ú VÉÉä +{ÉxÉä Ê´ÉEòÉºÉ Eäò ¶Éè¶É´É EòÉ±É ¨Éä ½èþ* ºÉÚSÉxÉÉ |É´ÉÉ½þ Eäò

Ê±ÉB +ÉvÉÉ®ú¦ÉÚiÉ +É´É¶ªÉEòiÉÉ ½þÉäMÉÒ Ê´É¶Éä¹É °ü{É ºÉä VÉ¤É ¦ÉÉ´ÉÒ

ºÉÚSÉxÉÉ Eäò |ÉEò]õÒEò®úhÉ EòÒ ¤ÉÉiÉ ½þÉä* ªÉ½þ ¤ÉÒ¨ÉÉ±ÉäJÉEòÉå Eäò EòÉªÉÇ EòÉä

+ÊvÉEò ̈ É½þk´É{ÉÚhÉÇ <ºÉ oùÎ¹]õ ºÉä ¤ÉxÉÉiÉÉ ½èþ ÊEò |ÉnùÉxÉ EòÒ MÉ<Ç ºÉÚSÉxÉÉ

+ÊvÉEò ºÉä +ÊvÉEò ºÉ¨{ÉÚhÉÇiÉÉ ¨Éå ½þÉäxÉÉ SÉÉÊ½þªÉä* ºÉ¨ÉZÉÉäiÉä Eäò {ÉIÉÉä ¨Éå

¤Éä½þiÉ®ú iÉÉ±É¨Éä±É ½þÉäxÉÉ SÉÉÊ½þªÉä ÊVÉºÉºÉä ºÉ¨ÉZÉiÉÉå ºÉä =i{ÉzÉ ½þÉäxÉä ́ ÉÉ±ÉÒ

+´ÉèvÉiÉÉ EòÉä Eò¨É ºÉä Eò¨É ÊEòªÉÉ VÉÉ ºÉEäò*

¤ÉÒ¨ÉÉ±ÉäJÉxÉ EòÒ ¦ÉÚÊ¨ÉEòÉ |ÉÉ¶ÉÖ±Eò Eäò ¤ÉÉVÉÉ®ú ¨Éå ¨ÉÖJªÉ °ü{É ºÉä

ºÉÆMÉÊ`öiÉ ½þÒ ½þÉäiÉÒ ½èþ, CªÉÉäÊEò ÊnùªÉÉ MÉªÉÉ ÊxÉªÉÆjÉhÉ EòÉ¡òÒ ºÉÒÊ¨ÉiÉ

½þÉäiÉÉ ½èþ* ºÉÉvÉÉ®úhÉ ¤ÉÒ¨ÉÉ IÉäjÉ ̈ Éå |ÉÉ¶ÉÖ±Eò ̈ ÉÖÊHò ºÉÉ¨ÉxÉä JÉc÷Ò ½èþ ªÉ½þ

¤ÉÒ¨ÉÉEòkÉ+Éå Eäò Ê±ÉB ¤Éb÷Ò SÉÖxÉÉèiÉÒ ½èþ* ªÉ½þ ¤É½ÖþiÉ ºÉ®ú±É ½èþ ÊEò

{ÉÚ´ÉÉÇÊvÉEòÉ®ú +´ÉºÉ®úÉå Eäò ºÉÉlÉ ¤É½þ VÉÉªÉä ±ÉäÊEòxÉ VÉÉäÊJÉ¨É ºÉä

ºÉǼ ÉänùxÉ¶ÉÒ±ÉiÉÉ ºÉä ́ ªÉ´É½þÉ®ú Eò®úxÉä Eäò Ê±ÉB ̈ É½þi´É{ÉÚhÉÇ ½èþ ÊEò Ê´É´ÉäEò

EòÉ |ÉªÉÉäMÉ Eò®úxÉä ́ ÉÉ±ÉÉ ½þÒ Ê´ÉVÉäiÉÉ ½þÉäMÉÉ* ̈ ÉÖZÉä <ºÉ IÉäjÉ ̈ Éå ́ ªÉ´ÉºÉÉÊªÉªÉÉå

EòÒ {ÉÊ®ú{ÉC´ÉiÉÉ {É®ú Ê´É·ÉÉºÉ ½èþ ±ÉäÊEòxÉ ¨Éå EòÉä<Ç +´ÉºÉ®ú xÉ½þÒ

UôÉäbÖ÷MÉÉÆ VÉ½þÉÄ =x½åþ ºÉÉ´ÉvÉÉxÉ xÉ ÊEòªÉÉ VÉÉB*

½þ¨É JÉÖ±Éä ¤ÉÉVÉÉ®ú ºÉä EÖòUô ½þÒ ¨ÉÉ½þ nÚù®ú ½éþ |ÉEÞòÊiÉEò °ü{É ºÉä nù¤ÉÉ´É

Ê´ÉÊ¦ÉzÉ IÉäjÉÉå Eäò ´ªÉ´ÉºÉÉÊªÉªÉÉå EòÒ iÉèªÉÉ®úÒ {É®ú ½þÉäMÉÉ* iÉnùÉxÉÖºÉÉ®ú

VÉxÉÇ±É Eäò +MÉ±Éä +ÆEò EòÉ Eäòxpù Ê¤ÉxnÖù +{ÉxÉä {ÉÚhÉÇ MÉÖÆVÉxÉ Eäò ºÉÉlÉ

|ÉÉ¶ÉÖ±Eò ̈ ÉÖÊHò ½þÉäMÉÉ*

I 
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ÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æ

ºÉÆªÉÖHò °ü{É ºÉä VÉÉäÊJÉ¨É  Eäò ̈ ÉÚ±ªÉÉÆEòxÉ iÉlÉÉ |ÉÉ®Æú¦É ½þÉäxÉä EòÉä ±ÉäEò®ú ¤ÉÒ¨ÉÉEòkÉÉÇ iÉlÉÉ OÉÉ½þEò EòÉ BEò ºÉÉZÉÉ ½þÒiÉ ½èþ iÉlÉÉ <ºÉÊ±ÉB

ªÉ½þ VÉÉäÊJÉ¨É Eäò ¨ÉÉxÉÊSÉjÉ EòÉä iÉèªÉÉ®ú Eò®úxÉä Eäò Ê±ÉB ºÉ½þ¨ÉiÉ ½þÉäiÉä ½éþ*“
¸ÉÒ {ÉäÊ]ÅõEò nùÒ ±ÉÉ ¨ÉÉèÊ®úÊxÉ®úÒ, +vªÉIÉ,

¨ÉèÊ®úxÉ ¤ÉÒ¨ÉÉ EòÉ +xiÉÇ®úÉ¹]ÅõÒªÉ ºÉÆMÉ`öxÉ (+É<ÇªÉÚB¨É+É<Ç)

“

BEò |É¦ÉÉ´É¶ÉÉ±ÉÒ Ê´ÉÊxÉªÉÉ¨ÉEò EòÉä ¦ÉÚÉÆb÷±ÉÒªÉ +lÉḈ ªÉ´ÉºlÉÉ iÉlÉÉ Ê´ÉÊkÉªÉ ¤ÉÉVÉÉ®ú Eäò BEòÒEò®úhÉ Eäò ºÉÉlÉ ºÉÉ¨ÉÆVÉºªÉ ¤ÉxÉÉªÉä ®úJÉxÉÉ

SÉÉÊ½þªÉä* +ÉÌlÉEò ́ ÉÞÊrù iÉlÉÉ JÉÖ±Éä ¤ÉVÉÉ®ú EòÉä ¤ÉføÉ´ÉÉ näùxÉä Eäò Ê±ÉB {ÉªÉḈ ÉäIÉEò EòÉä BEò ºÉÖnùfø iÉlÉÉ |É¦ÉÉ´É¶ÉÉ±ÉÒ Ê´ÉxÉÉªÉ¨ÉEò iÉÆjÉ

ÊEò +É´É¶ªÉEòiÉÉ ½þÉäiÉÒ ½èþ*

“
¸ÉÒ +Ê±ÉºÉèx]ÅõÉä <ªÉÚ{ÉÉ, +vªÉIÉ,

xÉè¶ÉxÉ±É BäºÉÉäÊºÉªÉä¶ÉxÉ +É¡ò <Æ¶ÉÚ®äúxºÉ EòÊ¨É¶ÉxÉ®ú (BxÉB+É<ÇºÉÒ)

“

½þ¨É ¤ÉÉVÉÉ®ú EòÒ +ÊxÉÎ¶SÉiÉiÉÉ iÉlÉÉ °üEòÉ´É]õÉå EòÉä <ºÉºÉä {É½þ±Éä ÊEò ½þ¨É ]õÒ+É®ú+É<ÇB EòÉªÉÇGò¨É ÊEò MÉiÉÉ´ÉÊvÉ iÉEò {É½ÚþSÉå +SUôÒ

ÊxÉÊiÉªÉÉÄ ¤ÉxÉÉ Eò®ú <ºÉä nÚù®ú Eò®úxÉÉ SÉÉÊ½þªÉä*“

“

¸ÉÒ ½þÉ´ÉÇb÷ ¨ÉÉ<Ç±ºÉ

- xªÉÚªÉÉÇEò ¤ÉÒ¨ÉÉ Ê´É¦ÉÉMÉ Eäò {ÉªÉḈ ÉäIÉEò

Ê´É·É ¦É®ú ̈ Éå |ÉÉ¶ÉÚ±Eò ̈ ÉÖÊHò Eònù̈ É ºÉä Eònù̈ É Ê¨É±ÉÉxÉä ÊEò |ÉÊGòªÉÉ ½èþ* ½þ¨É ¤ÉÒ¨ÉÉEòkÉÉ+Éå ºÉä Eò½þ ®ú½äþ ÊEò ́ ÉiÉÇ̈ ÉÉxÉ |ÉÉ¶ÉÖ±Eò ¶ÉiÉÉæ

EòÉä +¦ÉÒ VÉÉ®úÒ ®úJÉå, CªÉÉåÊEò EòÉä<Ç ¦ÉÒ {ÉÊ®ú´ÉiÉÇxÉ ¤ÉÉVÉÉ®ú ¨Éå §É¨É ½þÒ {ÉènùÉ Eò®äúMÉÉ*“ “

¸ÉÒ ºÉÒ.BºÉ. ®úÉ´É, +vªÉIÉ,

¤ÉÒ¨ÉÉ Ê´ÉÊxÉªÉÉ¨ÉEò Ê´ÉEòÉºÉ |ÉÉÊvÉEò®úhÉ, ¦ÉÉ®úiÉ

+É{ÉEòÉ  Ê´ÉºiÉÞiÉ iÉlÉÉ Ê´É¶Éä¹ÉYÉ: YÉÉxÉ +É{ÉEòÉä ªÉ½þ ºÉÖÊ´ÉvÉÉ näùiÉÉ ½èþ ÊEò +É{É £ÉÒ¨ÉÉ Eäò |ÉÊiÉ +ÊvÉEò ́ ªÉÉ{ÉEò oùÎ¹]õEòÉähÉ +{ÉxÉÉ

ºÉEåò* +É{ÉEäò ¦ÉÚiÉEòÉ±É  EòÒ ºÉ¨ÉZÉ iÉlÉÉ ´ÉiÉÇ̈ ÉÉxÉ Eäò YÉÉxÉ  Eäò +ÉvÉÉ®ú {É®ú +É{É ¦ÉÊ´É¹ªÉ Eäò Ê±ÉB BEò oùÎ¹]õ Ê´ÉEòÊºÉiÉ Eò®ú

ºÉEòiÉä ½éþ*

“ “

¸ÉÒ {ÉÒ]õ®ú B±É Ê¨É±É®ú,

+¨ÉäÊ®úEòxÉ <ÆÎº]õªÉÖ]õ Eäò +vªÉIÉ iÉlÉÉ ¨ÉÖJªÉEòÉªÉÇ{ÉÉ±ÉEò, ºÉÒ{ÉÒºÉÒªÉÚ EòÉä ºÉ¨£ÉÉäÊvÉiÉ Eò®úiÉä ½ÖþB*

½þ¨ÉÉ®úÒ ®úIÉÉ ºÉä́ ÉÉ+Éå Eäò EòÉÌ¨ÉEòÉå EòÒ Ê´ÉÊkÉªÉ ºÉÖ®úIÉÉ Eäò Ê±ÉB |ÉÉlÉÇxÉÉ Eò®úiÉä ½éþ =xÉºÉä  ®úÉVªÉ  ¤ÉÒ¨ÉÉ EòÉ +ÉÊvÉEòÉ®úÒ ́ ÉSÉxÉ¤ÉrùiÉÉ

EòÉä ¤ÉÉ]ìõiÉä ½éþ, ®úIÉÉ ºÉä́ ÉÉ+Éå Eäò EòÉÌ¨ÉEòÉå Eäò Ê±ÉB =SSÉ nùVÉê EòÉ ={É¦ÉÉäMÉiÉÉ ºÉÆ®úIÉhÉ ½þÉäxÉÉ SÉÉÊ½þªÉä*“

“

¸ÉÒ +Ê±ÉºÉèx]ÅõÉä <ªÉÚ{ÉÉ, +vªÉIÉ,

xÉè¶ÉxÉ±É BäºÉÉäÊºÉªÉä¶ÉxÉ +É¡ò <Æ¶ÉÚ®äúxºÉ EòÊ¨É¶ÉxÉ®ú  (BxÉB+É<ÇºÉÒ)

.
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 dsUnzh; eqÌs

Dçvçájçiç jmlççíiççÇ vçí çÆuçKçç nÌ çÆkçÀ çÆJçiçlç cçW ÃÁáÁ∫m yççÇcççkçÀlçç&DççW Üçjç MçáukçÀ kçÀìçÌlççÇ kçíÀ mççLç çÆkçÀ³çí iç³çí Dçv³ç Òç³ççmç
pçnçB SkçÀ Dççíj kçÀìá DçvçáYçJç çÆmç× ná³çí nÌ~ JçnçR oÓmçjçÇ Dççíj nj çÆkçÀmççÇ kçíÀ çÆuç³çí kçáÀs mççÇKçvçí ³ççíi³ç

Jçlç&cççvç yçínlçj cççnçÌuç DççMçbkçÀçDççW kçíÀ mççLç GccççÇoW YççÇ pçiççlçç nÌ~

- yççÇcççkçÀlçç&DççW kçíÀ çÆuç³çí ®çávççÌlççÇyççÇcççkçÀlçç&DççW kçíÀ çÆuç³çí ®çávççÌlççÇyççÇcççkçÀlçç&DççW kçíÀ çÆuç³çí ®çávççÌlççÇyççÇcççkçÀlçç&DççW kçíÀ çÆuç³çí ®çávççÌlççÇyççÇcççkçÀlçç&DççW kçíÀ çÆuç³çí ®çávççÌlççÇ

içÌj pççÇJçvç yççÇcçç GÐççíiç cçW MçáukçÀ çÆvçOçç&jCç kçíÀ yççjí cçW
yçnálç kçáÀs kçÀnç DççÌj çÆuçKçç pçç ®çákçÀç nÌ~ pçvçJçjçÇ
2007 cçW MçáukçÀ kçÀìçÌlççÇ kçÀjvçí kçíÀ çÆuç³çí DççF&Dççj[çÇS
Üçjç lçÌ³ççj kçÀçÇ içF& kçÀç³ç& ³ççípçvçç mçí Fmç cçáÎí Hçj
J³ççHçkçÀ yçnmç çÆsæ[çÇ náF& nÌ~ GÐççíiç kçÀçí Dçyç cçç$ç FmçkçíÀ
vçlççÇpçí kçÀç Fblçpççj DççÌj cçmçuççW kçÀçí mçáuçPççvçí kçíÀ Òç³ççmç
çÆkçÀ³çí pçç jní nQ~ nçuççbçÆkçÀ ³çn DçYççÇ lçkçÀ kçÀçíF& YççÇ vçnçÇ
pççvç Hçç³çç nÌ çÆkçÀ MçáukçÀ kçÀìçÌlççÇ kçíÀ yçço GÐççíiç mçí
çÆkçÀmç ÒçkçÀçj kçÀçÇ ÒççÆlççÆçÀ³çç DççSiççÇ~ MçáukçÀ kçÀìçÌlççÇkçíÀ
yççjí cçW YççjlççÇ³ç yççpççj kçÀç DçvçáYçJç cçç$ç 1994 cçW
Dçç³çç nÌ, pçyç cçjçÇvç kçÀçiççx yççÇcçç kçíÀ yççjí cçW MçáukçÀ
kçÀìçÌlççÇ kçÀçÇ içF& LççÇ~ DççÆOçkçÀçbMç uççíiççW kçÀç cççvçvçç nÌ çÆkçÀ
Fmç yççj kçÀç DçvçáYçJç çÆHçsæ[çÇ yççj kçÀçÇ lçjn kçÀ[Jçç vçnçÇ
nçíiçç~ DççMçbkçÀçDççW kçíÀ mççLç GccççÇoçW mçí Yçjç ³çn mçcç³ç
nj çÆkçÀmççÇ kçíÀ çÆuç³çí kçáÀs mççÇKçvçí uçç³çkçÀ nçíiçç~ Fmç uçíKç
cçW cçÌvçW içÌj çÆvç³çcçvç #çí$ç kçíÀ MçáukçÀ çÆvçOçç&jkçÀçW kçÀçÇ mçcçm³ççDççW
Hçj çÆJç®ççj kçÀjvçí kçíÀ DçuççJçç MçáukçÀ çÆvçOçç&jCç J³çJçmLçç
kçÀçÇ J³ççJçnççÆjkçÀ mçcçm³ççDççW Hçj ®ç®çç& kçÀjvçí kçÀç Òç³ççmç
çÆkçÀ³çç nÌ~

MçáukçÀ çÆvçOçç&jCç mçççÆnl³ç cçW MçáukçÀ çÆvçOçç&jCç kçÀçÇ çÆJççÆYçVç
Hç×çÆlç³ççW kçíÀ DçuJçç MçáukçÀ çÆvçOçç&jCç mçí mçbyçbçÆOçlç çÆJççÆYçVç
cçáÎí MçççÆcçuç nQ~ DççÆOçkçÀ mçí DççÆOçkçÀ ncç Fvç Hç×çÆlç³ççW
lçLçç MçáukçÀ çÆvçOçç&jCç cçW mçbyçbçÆOçlç uççíiççW kçÀç³ççX kçíÀ yççjí
cçW ®ç®çç& kçÀj mçkçÀlçí nQ Fmçmçí DççÆOçkçÀ kçáÀs vçnçÇ~ cçáPçí
çÆJçéççmç nÌ çÆkçÀ pçyç lçkçÀ ncççjí Hççmç içáCçJçÊççHçÓJç&kçÀ
lçL³çç ([çìç) DççÌj lçL³ççW kçÀçí pçáìçvçí kçíÀ çÆuç³çí çÆvçoçx<ç
Hç×çÆlç vçnçÇ nçí, lçyç lçkçÀ ncçW mçHçÀuçlçç vçnçÇ çÆcçuç
mçkçÀlççÇ~ FmççÇ kçÀçjCç Fmç uçíKç kçÀç cçnlJçHçÓCç& DçbMç
MçáukçÀ uççiçÓ nçívçí mçí HçÓJç& Gmçmçí mçbyçbçÆOçlç mçcçm³ççDççW
SJçB lçL³ççW ([çìç) kçíÀ çÆuç³çí mçcççÆHç&lç çÆkçÀ³çç iç³çç nÌ~

lçL³ç ([çìç)ë

çÆkçÀmççÇ YççÇ yççÇcçç kçbÀHçvççÇ kçÀçí yçínlçj MçáukçÀ jCçvççÇçÆlç
DçHçvççvçí kçíÀ çÆuç³çí HçnuççÇ DççJçM³çkçÀlçç lçL³ççW kçÀçÇ GHçuçyOçlçç
nÌ~ J³ççHçkçÀ mçbyç× SJçB çÆJçéçmçvççÇ³ç lçL³ç, pççí DççJçM³çkçÀ
HçnuçáDççW mçí ³çákçwlç nçí, MçáukçÀ DçcçuççJçjçÇ kçÀçÇ mççLç&kçÀ
ÒççÆçÀ³çç kçíÀ çÆuç³çí DççJçM³çkçÀ nçílçí nQ~ MçáukçÀ çÆvçOçç&jCç kçíÀ
çÆuç³çí kçÀçÌvç mçí lçL³ç cçnlJçHçÓCç& nQ Fmç yççlç kçÀç çÆvçOçç&jCç
kçÀjvçç DççÆvçJçç³ç& nçílçç nÌ~ Dççpç ncç pççí lçL³ç pçáìçvçí
kçÀç çÆvçCç&³ç uçílçí nQ, Jçn 3-4 Jç<ç& yçço GHç³ççíiç cçW
Dççlçç nÌ~ FmççÇ kçÀçjCç Fmç cççcçuçí Hçj yççjçÇkçÀçÇ mçí O³ççvç
uçiççvçí kçíÀ mççLç nçÇ YççÆJç<³ç kçíÀ lçL³ççW kçÀçÇ DççJçM³çkçÀlçç
HçÓCç& kçÀjvçí kçíÀ çÆuç³çí YççÇ Gmç Hçj içbYççÇjlçç mçí çÆJç®ççj
kçÀjvçç nçílçç nÌ~

� ³çn lçL³ç oçí ®çjCççí bHçj pçáìç³çí pçç mçkçÀlçí nQ- oçJçç
®çjCç DççÌj jnm³ççíodIççìdvç MçççÆcçuç nÌ~

� jnm³ççíodIççìvç ®çjCçë jnm³ççíodIççìvç kçíÀ lçL³ç yççÇcçç
kçÀjç³çí pççvçí kçíÀ mçcç³ç kçíÀ DçuççJçç Òçl³çíkçÀ Hçç@çÆuçmççÇ
mçí mçbyçbçÆOçlç mçcç³ç cçW pçáìç³çç pççvçç DççJçM³çkçÀ
nçílçç nÌ~ GoçnjCç kçíÀ lççÌj Hçj Òçl³çíkçÀ Hçç@çÆuçmççÇ mçí
çÆvçcvççÆuççÆKçlç lçL³ç pçáìç³çí pçç mçkçÀlçí nQ~

yççÇcçç mçáj#çç kçÀçÇ çÆlççÆLç³ççB DçLçç&lçd yççÇcçç Hçç@çÆuçmççÇ kçÀçÇ
MçáªDççlç DççÌj mçcçççqHlç kçÀçÇ çÆvççÆOç³ççB~

mçYççÇ jnm³ççlcçkçÀ yççlççW kçíÀ GodIççìvç kçíÀ cççvçob[ FmçkçíÀ
lçnlç DççÆOçkçÀçbMçlçë mçbHççÆÊç yççÇcçç mçbyçbOççÇ jççÆMç kçÀçí çÆuç³çç
pçç mçkçÀlçç nÌ uçíçÆkçÀvç GÊçjoççÆ³çlJç SJçB mJççmL³ç pçÌmççÇ
Dçv³ç ÞçíçÆCç³ççW cçW ³çn kçáÀs çÆYçVç nçí mçkçÀlçí nQ~

Dçvçájçiç jmlççíiççÇ, JççÆjÿ ÒçyçbOçkçÀ (yççÇcçç MçáukçÀ çÆvçOçç&jCç)
yçpççpç Dçuçç³çbmç pçvçjuç FbM³ççíjWmç kçbÀHçvççÇ çÆuç. HçáCçí~

mçyçbçÆOçlç mçYççÇ HçnuçáDççW mçí mçbyçb× çÆJçJçjCç- cçç$ç Jçlç&cççvç
jíçÆìbiç HçnuçáDççW kçíÀ çÆJçJçjCç nçÇ vçnçÇ, yççÆukçÀ YççÆJç<³ç cçW
[çìçyçímç lçÌ³ççj kçÀjvçí kçíÀ çÆuç³çí GHç³ççíiç cçW Dççvçí JççuççÇ
mçYççÇ mçbYçççÆJçlç jíçÆìbiç HçnuçáDççW kçÀç mçcççJçíMç FmçcçW nçílçç nÌ~

GoçnjCç kçíÀ lççÌj Hçj Jççnvç yççÇcçç cçW ®ççuçkçÀ kçÀçÇ Dçç³çá
Dççpç jíçÆìbiç kçÀç cçáÎdç vçnçÇ nÌ~ uçíçÆkçÀvç ³ççÆo ncç GmçkçÀç
GHç³ççíiç jíçÆìbiç kçíÀ cçáÎí kçíÀ ªHç cçW kçÀjvçç ®ççnlçí nQ, lççí
ncçí mçYççÇ Hçç@çÆuççÆmç³ççW cçW ®ççuçkçÀ kçÀçÇ Dçç³çá opç& kçÀjvççÇ
nçíiççÇ lçççÆkçÀ ncç jíçÆìbiç cçáÎí kçíÀ ªHç cçW çÆvçOçç&jCç kçíÀ çÆuç³çí
Hç³çç&Hlç DççbkçÀ[W GHçuçyOç nçí pçç³çí~

JçmçÓuçí pççvçí Jççuçí ÒççÇçÆcç³çcç kçíÀ çÆJçJçjCçë ³ççÆo Hçç@çÆuçmççÇ,
HçÌkçíÀpç Hçç@çÆuçmççÇ nçí, lççí Jçn Kçb[ kçíÀ Dçvçámççj GHçuçyOç
nçívççÇ ®çççÆn³çí~ ³ççÆo Hçç@çÆuçmççÇ kçíÀ oç³çjí cçW SkçÀ mççLç Dççvçí
Jççuçí mçbkçÀìçW kçÀçí YççÇ çÆuç³çç iç³çç nçí, çÆpçmçcçW mçbkçÀìçW kçíÀ
MçççÆcçuç kçÀjvçí DçLçJçç nìçvçí kçÀçÇ içábpççFMç nçí, lççí Jçn
SkçÀ mççLç Dççvçí Jççuçí mçbkçÀìçW mçbyçbOççÇ lçL³ç Kçb[ kçíÀ
Dçvçámççj pçáìçvçí kçÀç yçínlçj cççOçd³çcç çÆmç× nçí mçkçÀlçç nÌ
lçççÆkçÀ pçyç YççÇ pçªjlç cçnmçÓmç nçí, mçbkçÀìçW kçíÀ mçcçÓn kçíÀ
Dçvçámççj ÒççÇçÆcç³çcç kçíÀ çÆJçMuçí<çCç pçáìç³çí pçç mçkçíÀ~

GHçjçíkçwlç çÆJçMuçí<çCç kçíÀ Dçvçámççj ³çn mHçä nçílçç nÌ çÆkçÀ
jnm³ççíodIççìdvç kçíÀ [çìç cçW MçáukçÀ çÆvçOçç&jCç kçíÀ çÆuç³çí
v³çÓvçlçcç DççJçM³çkçÀlçç³çW mçcçç³ççÇ nçívççÇ ®çççÆn³çí~ JççmlççÆJçkçÀ
HççÆjÒçí#³ç cçW yççÇcççkçÀlçç& kçíÀ Hççmç çÆJççÆYçVç cçáÎçí bHçj DççOçççÆjlç
[çìç nçívçç ®çççÆn³çí lçççÆkçÀ Jçn yççÇcçç mçbyçbOççÇ DçHçvçí
kçÀç³çç&uç³ç, Hçç@çÆuççÆmç³ççW kçÀçÇ mçbK³çç, çÆyççÀçÇ kçÀjvçí Jççuçí
cçO³çmLç, kçÀcççÇMçvç oj, vç³çí J³çJçmçç³ç, mçn yççÇcçç,
Hçávçyççacçç, yççÇcçç kçíÀ oç³çjí cçW Dççvçí Jççuçí cçáÎí, Hçç@çÆuçmççÇ
pççjçÇ çÆkçÀ³çí pççvçí kçÀçÇ çÆlççÆLç, ÒççÇçÆcç³çcç mçbûçnCç, kçÀJçj
çÆìHHçCççÇ, ÒçkçÀçuHççÆvçkçÀ çÆmLççÆlç DççÌj Dçv³ç iççÆlççÆJççÆOç³ççW
kçÀç mçb®ççuçvç kçÀj mçkçíÀ~

oçJçç ®çjCçë YççÆJç<³ç kçíÀ MçáukçÀ çÆvçOçç&jCç kçíÀ çÆuç³çí oçJçç
®çjCç Hçj [çìç SkçÀçÆ$çlç kçÀjvçí kçíÀ çÆuç³çí oçJçç çÆvçOçç&jkçÀçW
kçÀçÇ YçÓçÆcçkçÀç cçnlJçHçÓCç& nçílççÇ nÌ~ kçw³ççWçÆkçÀ MçáukçÀ çÆvçOçç&jCç
YççÆJç<³ç cçW oçJççW kçÀçÇ nçívçí JççuççÇ mçbK³çç DççÌj pççíçÆKçcççW
kçíÀ mJçªHç mçbbyçbOççÇ kçÀ[í ªKç Hçj çÆvçYç&j nçílçç nÌ~ SkçÀ
mçbkçíÀlç kçíÀ Dçvçámççj kçÀçíF& YççÇ [çìç pçáìçvçí kçíÀ çÆuç³çí
çÆvçcvççÆuççÆKçlç yççlççW Hçj O³ççvç oívçç DççJçM³çkçÀ nÌ~

� oçJçí kçÀçÇ çÆlççÆLç

� mçÓ®çvçç oívçí / oçJçç pçcçç kçÀjvçí kçÀçÇ çÆlççÆLç

� Yçáiçlççvç kçÀçÇ içF& jççÆMç DççÌj çÆlççÆLç³ççW kçÀç çÆJçJçjCç

� kçáÀuç jççÆMç kçÀç Dçvçácççvç

� MçççÆcçuç Hçç@çÆuççÆmç³ççW kçÀçÇ mçÓ®ççÇ~

� oçJçí kçÀç mJçªHç (mJçb³ç kçÀç vçákçÀmççvç DçLçJçç Jççnvç
yççÇcçç cçW lççÇmçjí Hç#ç kçÀçí HçnáB®çç vçákçÀmççvç)

� mçbkçÀìçW kçÀç mJçªHç (Dççqivç oáOç&ìvçç yççÇcçç cçW Dçv³ç
HççÆjCççcç)

FmçkçíÀ DçuçJçç GHçjçíkçwlç #çí$ççW mçbyçbOççÇ [çìç pçáìçvçí mçcç³ç
yççÇcççkçÀlçç& JççmlççÆJçkçÀ ªHç mçí v³çÓvçlçcç DççJçM³çkçÀlçç
kçíÀ yçpçç³çí Dçv³ç kçÀF& cççcçuçí mçí mçbyçbçÆOçlç çÆJçJçjCç YççÇ
SkçÀçÆ$çlç kçÀjvçç Hçæ[lçç nÌ lçççÆkçÀ DçHçvçí J³çJçmçç³ç kçÀç
mçcçáçÆ®çlç ªHç mçí mçb®ççuçvç çÆkçÀ³çç pçç mçkçíÀ~ SkçÀ yççj
³çn lçL³ç çÆkçÀ³çç pçç³çí çÆkçÀ çÆkçÀmç ÒçkçÀçj kçÀç [çìç
pçáìçvçç nÌ, lççí ÒçmlççJç jKçvçí kçíÀ çÆuç³çí DçJçM³ç [çìç
SkçÀçÆ$çlç kçÀjvçí kçíÀ çÆuç³çí mçYççÇ mlçjçW Hçj mçcççÆHç&lç YççJç
kçíÀ mççLç kçÀç³ç& DççJçM³çkçÀ nçílçç nÌ~ DççÌj yçço cçW kçbÀHçvççÇ
kçíÀ kçbÀH³çÓìj cçW mçnçÇ cçç³çvçí opç& kçÀjvçç DççJçM³çkçÀ nçílçç
nÌ~ kçÀF& yççj [çìç pçáìçlçí mçcç³ç DççJçM³çkçÀ mççJçOçççÆvç³ççb
yçjlçvçí DççÌj çÆvçOçç&jCç kçÀç³ç& ³ççípçvçç kçíÀ Dçvçámççj kçÀç³ç& kçÀjvçí
kçíÀ yççJçpçÓo DçHçíçÆ#çlç içáCçJçÊçç vçnçÇ Dçç HççlççÇ~ ³çn
çÆvçcvççÆuççÆKçlç SkçÀ DçLçJçç kçÀF& kçÀçjCççí bmçí mçbYçJç nÌ-

ÃÁáÁ∫m §y™Á ∆Ï¡N˛ úu∫ƒo|å

cçáPçí çÆJçéççmç nÌ çÆkçÀ pçyç lçkçÀ ncççjí
Hççmç içáCçJçÊççHçÓJç&kçÀ lçL³çç ([çìç)
DççÌj lçL³ççW kçÀçí pçáìçvçí kçíÀ çÆuç³çí
çÆvçoçx<ç Hç×çÆlç vçnçÇ nçí, lçyç lçkçÀ
ncçW mçHçÀuçlçç vçnçÇ çÆcçuç mçkçÀlççÇ~
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� ÒçmlççJç HçÀçcç& cçW DççJçM³çkçÀ çÆJççÆYçVç #çí$ççW mçbyçOççÇ
pççvçkçÀçjçÇ kçíÀ cçnlJç kçíÀ cçnlJç kçíÀ cçÓu³ççbkçÀvç kçÀç
DçYççJç yçæ[ç uç#³ç nççÆmçuç kçÀjvçí kçÀç oyççJç DççÌj
yççÇcçç kçíÀ ÒççÆlç mççcççv³ç Hçç@ç ÆuçmççÇ OççjkçÀçW kçÀçÇ
GoçmçvççÇvçlçç ÒçmlççJç HçÀç@cç& HçÓjçÇ lçjn mçí vçnçÇ Yçjç
pççvçç DççÌj kçbÀH³çÓìj cçW Hçç@çÆuçmççÇ mçbyçbOççÇ pççvçkçÀçjçÇ,
mçájçÆ#çlç kçÀj ÒççÇçÆcç³çcç kçÀçÇ içCçvçç kçíÀ çÆuç³çí DççJçM³çkçÀ
mçÓ®çvçç GHçuçyOç vçç nçívçç~ HççÆjCççcç mJçªHç ÒçmlççJç
mJççÇkç=ÀçÆlç kçíÀ çÆuç³çí ÒçmlçálçkçÀlçç& Üçjç DçvçáHçuçyOç pççvçkçÀçjçÇ
kçíÀ mLççvç Hçj kçáÀs içuçlç mçÓ®çvçç³çW oçÇ pççlççÇ nQ~
HçnuççÇ mçcçm³çç mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç kçÀç
GHç³ççíiç kçÀj mçáuçPçç³çí pçç mçkçÀlççÇ nÌ, çÆpçmçcçW DççJçM³çkçÀ
pççvçkçÀçjçÇ GHçuçyOç ná³çí çÆyçvçç Dççiçí vçnçÇ yçæ{ç pçç
mçkçÀlçç~ uçíçÆkçÀvç oÓmçjçÇ mçcçm³çç, pççí yççÇcçç GÐççíiç
cçW yçæ[í HçÌcççvçí Hçj HçÀuç HçÓÀuç ®çákçÀçÇ nÌ, mçí çÆvçpççlç
Hççvçç kçÀçHçÀçÇ kçÀçÆþvç nÌ, DççÌj GmçkçÀç mçcççOççvç kçÀjvçí
kçíÀ çÆuç³çí kçbÀHçvççÇ ÒçyçbOçvç kçÀçí mçcççÆHç&lç YççJçvçç mçí
kçÀç³ç& kçÀjvçí kçíÀ DçuççJçç [çìç pçáìçvçí kçíÀ cççcçuçí cçW
içáCçJçÊçç kçíÀ mççLç çÆkçÀmççÇ YççÇ ÒçkçÀçj kçÀç mçcçPççÌlçç
vçnçÇ kçÀjvçç ®çççÆn³çí DççÌj DçûçHçbçqkçwlç kçíÀ DçHçvçí
kçÀcç&®çççÆj³ççW kçíÀ mççLç nçÇ ÒçmlçálçkçÀlçç&DççW DççÌj çÆyççÀçÇ
cçO³çmLççW kçÀçí DççJçM³çkçÀ ÒççÆMç#çCç oívçç ®çççÆn³çí~

� ³ççÆo ÒçmlççJç HçÀçcç& cçW DççJçM³çkçÀ pççvçkçÀçjçÇ GHçuçyOç
kçÀçÇ pççvçí kçíÀ yççJçpçÓo Gmçí opç& kçÀjvçí Jççuçí kçÀcç&®ççjçÇ
GmçkçÀç cçnlJç vçnçÇ pççvç Hçç³çí, lççí Jçn çÆJççÆYçVç
cçnlJçHçÓCç& #çí$ççW mçbyçbOççÇ DççJçM³çkçÀ pççvçkçÀçjçÇ kçíÀ
cççcçuçí içbYççÇj mçççÆyçlç nçí mçkçÀlçç nÌ~ ³çn çÆHçÀj
kçbÀHçvççÇ kçíÀ mçcçHç&Cç YççJç DççÌj kçÀcç&®çççÆj³ççW kçÀçí
GÊçjoççÆ³çlJç mçbyçbOççÇ ÒççÆMç#çCç kçíÀ DçuççJçç [çìç
opç& kçÀjvçí Jççuçí kçÀcç&®çççÆj³ççW kçíÀ kçÀç³ç& kçíÀ cçÓu³ççbkçÀvç
mçí pçá[ç cççcçuçç nÌ~

� içáCçJçÊççnçÇvç [çìç kçíÀ çÆuç³çí çÆpçccçíoçj lççÇmçjç kçÀçjCç
mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmçdLçç mçí mçbyçbçÆOçlç nÌ~ mçÓ®çvçç
ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç opç& çÆkçÀ³çí pççvçí Jççuçí [çìç
kçÀçÇ mçcçáçÆ®çlç pççB®ç kçÀjvçí cçW mç#çcç nçívçç ®çççÆn³çí~
GoçnjCç kçíÀ lççÌj Hçj kçÀF& cççcçuççíb cçW ncç lçyç
HçmççíHçíMç cçW Hçæ[ pççlçí nQ~ pçyç Jççnvç yççÇcçç mçbyçbOççÇ
Hçç@çÆuçmççÇ Jççnvç KçjçÇoçÇ / HçbpççÇkçÀjCç çÆlççÆLç ÒçmlççJç
çÆlççÆLç kçíÀ yçço YççÇ nçílççÇ nÌ DçLçJçç pççÇJçvç yççÇcçç kçíÀ
cççcçuçí cçW Hç]çÆuçmççÇOççjkçÀ kçÀçÇ pçvcççÆlççÆLç yççÇcççHçç@çÆuçmççÇ
kçÀçÇ ÒçmlççJç çÆlççÆLç kçíÀ yçço kçÀçÇ nçílççÇ nÌ~ Fmç ÒçkçÀçj
kçÀçÇ içuççÆlç³ççB mççcççv³ç uççHçjJççnçÇ kçíÀ kçÀçjCç nçílççÇ
nÌ DççÌj FvnW cççvçkçÀ mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç kçÀç
çÆvçcçç&Cç kçÀj oÓj çÆkçÀ³çç pçç mçkçÀlçç nÌ~ SkçÀ Dçv³ç
cçáÎç çÆJççÆYçVç #çí$ççW mçbyçbOççÇ cçÓuçHççþ opç& kçÀjvçí kçÀç
nÌ, çÆpçmçcçW çÆJççÆYçVç ÒçkçÀçj kçÀç [çìç opç& kçÀjvçí Jççuçí
uççíiç DçHçvçí Òçl³ç#ç %ççvçyççíOç SJçB mçÓPç yçÓPç kçíÀ
DççOççj Hçj DçvççJçM³çkçÀ [çìç mçbyçbOççÇ mççbçqK³çkçÀçÇ³ç
çÆJçMuçí<çCç kçÀjlçí nQ~

mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLççSB, [çìç Yçb[çj

SJçB [çìç cççFçÆvçbiçë

yçæ[í HçÌcççvçí Hçj [çìç mçbûçnCç kçÀjlçí mçcç³ç ³ççÆo cçpçyçÓlç
mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç GHçuçyOç vçç nçí, lççí GmçkçÀç
mçcçáçÆ®çlç GHç³ççíiç vçnçÇ çÆkçÀ³çç pçç mçkçÀlçç~ [çìç mçbûçnCç
kçÀç³ç& Mçáª kçÀjvçí mçí HçÓJç& nçÇ mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç
kçÀçÇ mLççHçvçç kçÀçÇ pççvççÇ ®çççÆn³çí~ içlç kçáÀs mçcç³ç lçkçÀ

DççcçlççÌj Hçj ³çn OççjCç jnç kçÀjlççÇ LççÇ çÆkçÀ DççÆOçkçÀçbMç
[çìç kçíÀ cçÓu³ççbkçÀvç kçíÀ çÆuç³çí SkçÀ yçínlçj Dçç@çÆHçÀmç Òççí[kçwMçvç
çÆmçmìcç kçÀçHçÀçÇ nÌ, pççí DçblççÆvç&çÆnlç cçÓu³ççbkçÀvç mççOçvççW kçÀçÇ
GHçuçyOçlçç YççÇ kçÀj mçkçÀlçç nÌ~ ³çn kçáÀs vç³ççÇ kçbÀHççÆvç³ççW
kçíÀ çÆuç³çí ³çLççLç& YççÇ mçççÆyçlç náDçç, pçyç GvçkçÀç [çìç
mççÇçÆcçlç Lçç DççÌj GvçkçíÀ GHç³ççíiçkçÀlçç& YççÇ çÆiçvçí ®çávçí Lçí~
nçuççbçÆkçÀ yçouçlçí mçcç³ç kçíÀ Dçvçámççj DççÌj GHç³ççíiçkçÀlçç&
kçÀçÇ yçæ{lççÇ mçbK³çç kçíÀ çÀcç cçW SkçÀuç GlHççovç mçn
çÆJçMuçí<çCççlcçkçÀ mçç@HçwìJçí³çj çÆmçmìcç lçÌ³ççj kçÀjvçí kçíÀ
çÆuç³çí kçÀ[í Òç³ççmç çÆkçÀ³çí pçç jní nQ~ çÆpçmçmçí [çìç Sbdì^çÇ kçíÀ
mççLç Gmçí Skçwmçímç kçÀjvçí DççÌj GmçkçÀç çÆJçMuçí<çCç kçÀjí kçíÀ
çÆuç³çí kçÀcç mçcç³ç uçiçíiçç~ nçuççbçÆkçÀ [çìç mçbûçnCç SJçB
Hç=LçkçÀ çÆJçMuçí<çCççlcç mçç@HçwìíJçí³çj kçÀçÇ pçªjlç cçnmçÓmç nçí
jnçÇ nÌ~ lçççÆkçÀ [çìç GlHççovç çÆmçmìcç mçí çÆvçkçÀçuçkçÀj
Gmçí þçÇkçÀ çÆkçÀ³çç pçç mçkçíÀ DççÌj [çìç Jçí³çj nçGmç cçW
GmçkçÀç mçbûçnCç çÆkçÀ³çç pçç mçkçíÀ~ FmçkçíÀ yçço Símçí [çìç
kçÀç GHç³ççíiç mçcçáçÆ®çlç [çìç cççFçÆvçbiç mçç@HçwìJçí³çj DçLçJçç
DççÆOçkçÀ mçáçÆvççÆ½çlç GÎíM³ç, MçáukçÀ çÆvçOçç&jCç, çÆjpççÆJç¥iç
DçLçJçç cçç@[çÆuçbiç mçç@HçwìJçí³çj kçíÀ pççÆj³çí çÆJçMuçí<çCç DçLçJçç
J³çJçnçj kçáÀMçuçlçç kçíÀ çÆuç³çí çÆkçÀ³çç pçç mçkçíÀ~

MçáukçÀ çÆvçOçç&jCç- çÆkçÀmççÇ YççÇ yççÇcçç kçíÀ yççjí cçW MçáukçÀ
çÆvçOçç&jCç kçÀjvçí kçíÀ HççÇsí Símçç MçáukçÀ cçánÌ³çç kçÀjvçí kçÀç

uç#³ç nçílçç nÌ, pççí mçYççÇ ÒçkçÀçj kçíÀ oçJççW kçÀç cçÓu³ç Dçoç
kçÀjvçí kçíÀ çÆuç³çí Hç³çç&Hlç nçí mçkçíÀ~ FmççÇ MçáukçÀ kçÀçí (Mçá×
ÒççÇçÆcç³çcç) kçíÀ ªHç cçW pççvçç pççlçç nÌ~ Mçá× ÒççÇçÆcç³çcç cçW
çÆkçÀmççÇ YççÇ ÒçkçÀçj kçÀç oçJçç mçcçç³ççípçvçç çÆvçHçìçjç Kç®ç&
DççÌj yççÇcççkçÀlçç& kçÀç ÒçyçbOçvç Kç®ç& MçççÆcçuç vçnçÇ jnlçç~
Jçn lççí cçç$ç cçánÌ³çç kçÀçÇ pççvçí JççuççÇ yççÇcçç mçáj#çç kçíÀ
çÆuç³çí mçáj#çç kçíÀ çÆuç³çí J³çJçmçç³ç kçíÀ çÆJççÆMçä cççvçkçÀçW kçíÀ
Dçvçámççj JçmçÓuççÇ pççvçí JççuççÇ mçbYçççÆJçlç oçJçç Yçáiçlççvç
jççÆMç nçílççÇ nÌ, çÆpçmçkçíÀ çÆuç³çí MçáukçÀ kçÀç çÆvçOçç&jCç çÆkçÀ³çç
pççlçç nÌ~

³çnçB Dçyç ncç yççÇcçç mçáj#çç cçánÌ³çç çÆkçÀ³çí pççvçí Jççuçí
YççÆJç<³ç kçíÀ oçJççW kçíÀ Dçvçácççvç Hçj çÆJç®ççj kçÀjWiçí~ ³çn
çÆvçcvççÆuççÆKçlç yççlççW kçíÀ DççOççj Hçj mçáuçYç nçí mçkçÀlçç nÌ-

� çÆJçiçlç oçJççW mçbyçbOççÇ [çìç Hçj DçO³ç³çvç
� pççíçÆKçcççW kçíÀ mJçªHç kçíÀ Dçvçámççj GHç³çákçwlç jCçvççÇçÆlç

kçÀç mJççÇkçÀçj
� oçJççW kçÀçÇ yççjcyçççÆjlçç SJçB cçpçyçÓlç ÒçmlçáçÆlçkçÀjCç

kçíÀ çÆuç³çí ³ççíi³ç çÆJçlçjCç lçLçç

� mçcççvç oçJççW kçÀçÇ yççjcyçççÆjlçç DççÌj YççÆJç<³ç kçíÀ çÆuç³çí
DççÌmçlç oçJçç cçpçyçÓlççÇ kçÀç Dçvçácççvç nçuççbçÆkçÀ ³çn
kçÀçHçÀçÇ Dççmççvçç nÌ~

uçíçÆkçÀvç Dçyç ³çn oíKçlçí nÌ çÆkçÀ kçw³çç içuçlç nçí mçkçÀlçç nÌ~

çÆJçiçlç cçW náF& çÆkçÀmççÇ yçæ[çÇ Içìvçç kçíÀ DçvçáYçJççW kçíÀ DççOççj
Hçj YççÆJç<³ç kçíÀ çÆuç³çí DççÆlççÆjkçwlç GHçç³ççW kçÀçÇ lçÌ³ççjçÇ~
uçíçÆkçÀvç ncç pçÌmçç mççí®çlçí nQ, JçÌmçç nçÇ YççÆJç<³ç cçW nçíiçç
Símçç vçnçÇ~ çÆvçcvççÆuççÆKçlç kçÀçjkçÀ YççÆJç<³ç cçW oçJççW kçíÀ
Dççvçí Jççuçí DçvçáYçJççW kçÀç mççcçvçç kçÀjvçí kçíÀ çÆuç³çí mçnç³çkçÀ
çÆmç× nçí mçkçÀlçí nQ~

1. YççÆJç<³ç kçÀçÇ DçvçácçççÆvçlç DçççÆLç&kçÀ çÆmLççÆlç yççÇlçí
mçcç³ç kçÀçÇ DçççÆLç&kçÀ çÆmLççÆlç kçíÀ mçcççvç vçnçÇ nçí
mçkçÀlççÇ~ Símçí cççcçuççW cçW YççÆJç<³ç kçíÀ oçJççW kçÀçÇ
DçvçácçççÆvçlç jççÆMç GHçuçyOç [çìç kçíÀ Dçvçámççj DççbkçÀuçvç
kçÀçÇ içF& jççÆMç mçí DççÆOçkçÀ nçí mçkçÀlççÇ nÌ~

2. SímççÇ YççÇ SkçÀ ÒçJç=çÆÊç GYçj mçkçÀlççÇ nÌ, pççí oçJççW
kçÀçÇ yççjcyçççÆjlçç SJçB DçLçJçç oçJççW kçíÀ cçpçyçÓlç
ÒçmlçáçÆlçkçÀjCç kçíÀ cççcçuçí cçW DçççÆLç&kçÀ çÆmLççÆlç mçí
mçbyçbOç jKçlççÇ nçí~ GoçnjCç kçíÀ çÆuç³çí kçáÀs ÒççªHççW
kçíÀ oçJççW kçÀçÇ yççjcyçççÆjlçç cçW yçæ{çílçjçÇ kçÀç ªHç
nçí, lççí GmçkçÀçÇ Hçn®ççvç kçÀjvçç pçªjçÇ nÌ DççÌj
GmçkçíÀ DççOççj Hçj YççÆJç<³ç kçíÀ oçJççW kçÀçÇ yççjcyçççÆjlçç
kçÀç Dçvçácççvç uçiçç³çç pççvçç ®çççÆn³çí~ Dçv³çLçç ncççjí
Hççmç YççÆJç<³ç kçíÀ oçJççW kçÀçÇ yççjcyçççÆjlçç DççÌj
GvçkçÀçÇ cçpçyçÓlççÇ kçíÀ yççjí cçW içuçlç Dçvçácççvç jnWiçí~

3. J³çJçmçç³ç kçÀç lçjçÇkçÀç mçcç³ç kçíÀ Dçvçámççj yçouç
çÆo³çç pççvçç ®çççÆn³çí~ Fmçmçí yççjcyçççÆjlçç DççÌj
mçKlç ÒçmlçáçÆlçkçÀjCç Hçj ÒçYççJç Hçæ[ mçkçÀlçç nÌ~
Yçuçí nçÇ oçJççW kçÀç çÆJçMuçí<çCç pççíçÆKçcççW kçíÀ Òçl³çíkçÀ
mçcçÓn Üçjç Hç=LçkçÀ ªHç mçí çÆkçÀ³çç iç³çç, lççí YççÇ
[çìç kçÀçÇ içáCçJçÊçç SJçB çÆJçéçmçvççÇ³çlçç kçíÀ çÆuç³çí
kçáÀs Dçv³ç yççlççW kçÀçÇ pçªjlç nçílççÇ nÌ~ GoçnjCç
kçíÀ lççÌj Hçj oáHççÆn³çç JççnvççW kçÀçÇ mçYççÇ ÒçkçÀçj kçÀçÇ
pççíçÆKçcçW kçáÀs kçÀçjCççW mçí GYçjlççÇ nQ~ KççmçlççÌj Hçj
mkçÓÀìj SJçB cççíìjmççFçÆkçÀuç Kçb[ SkçÀ oÓmçjí mçí
kçÀçHçÀçÇ çÆYçVçlçç jKçlçí nQ~ DççÆOçkçÀ içnjçF& mçí çÆJç®ççj
kçÀjvçí Hçj kçÀnç pçç mçkçÀlçç nÌ çÆkçÀ Òçl³çíkçÀ Kçb[ kçÀçí
Fbpçvç #çcçlçç, YççÌiççíçÆuçkçÀ #çí$ç SJçB cçççÆuçkçÀ lçLçç
®ççuçkçÀ kçÀçÇ Dçç³çá kçíÀ DççOççj Hçj ÞçíCççÇyç× çÆkçÀ³çç
pçç mçkçÀlçç nÌ~ Fvç mçYççÇ Kçb[çW kçíÀ oçJççW kçÀç
mJçªHç YççÇ çÆYçVç nçílçç nÌ~ ³ççÆo Fvç çÆYçVç pççíçÆKçcç
Kçb[çW cçW J³çJçmçç³ç jCçvççÇçÆlç yçouççÇ içF& lççí oçJççW
kçÀçÇ yççjcyççjlçç DççÌj cçpçyçÓlççÇ DçvçácçççÆvçlç mçbK³çç
mçí çÆYçVç nçí mçkçÀlççÇ nÌ~

4. mçcççÇ#ççOççÇvç DçJççÆOç cçW Hçç@çÆuçmççÇ kçÀçÇ MçlçX / çÆmLççÆlç³ççB
HççÆjJççÆlç&lç nçí mçkçÀlççÇ nÌ, çÆpçmçmçí oçJççW kçÀçÇ DçvçácçççÆvçlç
yççjcyççjlçç DççÌj mçKlççÇ cçW YççÇ HççÆjJçlç&vç Dçç
mçkçÀlçç nÌ~ GoçnjCç kçíÀ lççÌj Hçj pçáuççF& 2002
mçí mçYççÇ ÒçkçÀçj kçÀçÇ çÆvçpççÇ kçÀçj Hçç@çÆuççÆmç³ççW cçW
kçÀìçÌlççÇ uççiçÓ çÆkçÀ³çí pççvçí kçíÀ yçço oçJççW kçÀçÇ
mçbK³çç DççÌj cçpçyçÓlççÇ cçW YççjçÇ Dçblçj vçpçj Dçç³çç~

5. oçJçç ÒçyçbOçvç ÒççÆçÀ³çç cçW HççÆjJçlç&vç mçí YççÇ oçJççW
kçÀçÇ yççjcyççjlçç DççÌj mçKlççÇ cçW HççÆjJçlç&vç Dçç
mçkçÀlçç nÌ~ pçÌmçí YççjlççÇ³ç yççpççj cçW mçYççÇ mJççmL³ç
yççÇcçç oçJçí ÒççÆlçHçÓçÆlç& kçíÀ DççOççj Hçj çÆvçHçìç³çí

yçæ[í HçÌcççvçí Hçj [çìç mçbûçnCç kçÀjlçí
mçcç³ç ³ççÆo cçpçyçÓlç mçÓ®çvçç

ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç GHçuçyOç vçç
nçí, lççí GmçkçÀç mçcçáçÆ®çlç GHç³ççíiç
vçnçÇ çÆkçÀ³çç pçç mçkçÀlçç~ [çìç

mçbûçnCç kçÀç³ç& Mçáª kçÀjvçí mçí HçÓJç&
nçÇ mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ J³çJçmLçç kçÀçÇ

mLççHçvçç kçÀçÇ pççvççÇ ®çççÆn³çí~
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pççlçí nQ~ lççÇmçjí Hç#ç cçW ÒçyçbOçvç kçÀçÇ ÒçmlçáçÆlç kçíÀ
yçço ³çn jççÆMç çÆJçjçÆnlç DççOççj Hçj çÆvçHçìç³çí pçç
jní nQ~ FmçkçÀç YççÇ mJççmL³ç yççÇcçç mçbyçbOççÇ oçJççW
kçÀçÇ yççjcyççjlçç Hçj Dçmçj nçíiçç~

6. çÆvç³çcçvç lçLçç kçÀçvçÓvç mçbyçbOççÇ yçouççJç YççÇ oçJççW
kçÀçÇ yççjcyççjlçç DçLçJçç yççÇcçç kçÀçÇ çÆvççÆ½çlç ÞçíçÆCç³ççW
kçÀçÇ mçKlççÇ Hçj Dçmçj nçí mçkçÀlççÇ nÌ~ GoçnjCç kçíÀ
lççÌj Hçj ³çn O³ççvç jkçÀvçí ³ççíi³ç nÌ çÆkçÀ içÌj pççÇJçvç
GÐççíiç kçÀçÇ F®sçvçámççj YççjlççÇ³ç mçbmçbo vçí cççíìj
Jççnvç DççÆOççÆvç³çcç 1988 cçW mçbMççíOçvç kçÀjlçí ná³çí
cççíìj Jççnvç mçbyçbOççÇ lççÇmçjí Hç#ç kçíÀ yççÇcçç cçW
çÆvçpççÇ ®ççíì DçLçJçç cççÌlç mçbyçbOççÇ GÊçjoççÆ³çlJç
Kçlcç kçÀjvçí kçíÀ mççLç cçáDççJçpçí kçíÀ ªHç cçW 7.5
uççKç ªHç³çí oívçí kçÀç ÒççJçOççvç YççÇ Klçcç çÆkçÀ³çç~
Fmçmçí cççíìj Jççnvç mçbyçbOççÇ lççÇmçkçíÀ Hç#ç kçíÀ yççÇcçç
Kçb[ cçW çÆkçÀ³çí pççvçí Jççuçí oçJççW kçÀçÇ DççÌmçlç cçW
YççjçÇ HççÆjJçlç&vç Dçç³çíiçç~

³çn cçç$ç kçáÀs lçL³ç nQ, pççí oçJççW kçíÀ çÆvçHçìçjí mçí
vçpçoçÇkçÀçÇ mçbyçbOç jKçlçí nQ DççÌj YççÆJç<³ç kçíÀ oçJççW kçÀçÇ
yççjcyççjlçç DççÌj cçpçyçÓlççÇ kçÀçí O³ççvç cçW jKçlçí ná³çí
Dçvçácççvç uçiççvçí kçíÀ çÆuç³çí FvnW kçÀçjkçÀ yçvçç³çç pççvçç
®çççÆn³çí~

DççF& yççÇ Svç Dççj kçíÀ cççcçuçí

pçyç ncçvçí oçJççW kçíÀ yççjí cçW yççlç kçÀçÇ, GmçcçW çÆJçiçlç
mçcççÇ#ççOççÇvç DçJççÆOç kçíÀ oçÌjçvç oçJççW kçÀçÇ çÆpçccçíoçjçÇ mJçb³ç
Hçj uçívçí mçbyçbOççÇ çÆJç®ççj çÆkçÀ³çç iç³çç Lçç~ ³çn oçJççW
mçbyçbOççÇ çÆkçÀ³çí iç³çí Yçáiçlççvç mçí çÆYçVç nÌ, DççÌj FmçcçW
mçcççÇ#ççOççÇvç DçJççÆOç kçíÀ oçÌjçvç çÆjpçJç& jKçí iç³çí oçJçí YççÇ
MçççÆcçuç jnlçí nQ~

oáYçç&i³ç mçí DçYççÇ lçkçÀ YççjlççÇ³ç içÌj pççÇJçvç yççÇcçç yççpççj
cçW DççF& yççÇ Svç Dççj kçÀçí GmçkçÀçÇ ÒççÆlçHçÓçÆlç& nççÆmçuç vçnçÇ
náF& nÌ DççÌj kçÀF& uççíiç Dççpç YççÇ Fmç GÐççíiç cçW içbYççÇj
vçnçÇ nÌ~ DççF&yççÇSvçDççj kçíÀ cçáKlç³çë oçí ªHç nçíílçí nQ-

� DççÆmlçlJç cçW jnvçí kçíÀ yççJçpçÓo çÆpçmçkçíÀ yççjí cçW
mçÓ®çvçç ÒççHlç náF& nçí (DççF&yççÇSvçJççF&Dççj)

� DççÆmlçlJç cçW jnvçí kçíÀ yççJçpçÓo Hç³çç&Hlç mçÓ®çvçç vçnçÇ
çÆcçuççÇ nçí, (DççF&yççÇSvçF&Dççj) ³çn SkçÀ lçkçÀvççÇkçÀçÇ
Mçyo nÌ çÆpçmçkçíÀ yççjí cçW ÒççJçOççvç çÆkçÀ³çç pçç jnç nÌ~

HççjcHççÆjkçÀ lççÌj Hçj mççJç&pççÆvçkçÀ #çí$ç kçÀçÇ yççÇcçç kçbÀHççÆvç³ççW
Üçjç DççF&yççÇSvçDççj kçÀçÇ içCçvçç Fmç ÒçkçÀçj kçÀçÇ pççlççÇ LççÇ~

� cççíìj lçLçç DççÆYç³ççbçÆ$çkçÀçÇ mçbyçbOççÇ DççjçÆ#çlç oçJççW
kçíÀ .1005 ÒççÆlçMçlç

� Dçv³ç #çí$ç mçbyçbOççÇ J³ççHççj kçíÀ çÆuç³çí DççjçÆ#çlç oçJççW
kçíÀ 5.5 ÒççÆlçMçlç

Jç<ç& 2002 mçí DççF&yççÇSvçDççj kçÀçÇ içCçvçç cçW yççÇcççkçÀlçç&DççW
vçí kçáÀs cççvçkçÀçW kçÀç GHç³ççíiç kçÀjvçç Mçáª çÆkçÀ³çç~ FmççÇ
ÞçbKçuçç cçW Jç<ç& 2003 cçW SkçÀ DçbmççjçÇ Üçjç çÆkçÀ³çí iç³çí
mçJçx#çCç cçW yçlçç³çç iç³çç nÌ çÆkçÀ Jç<ç& 2001 kçÀçÇ lçáuçvçç
cçW cççíìj Jççnvç Kçb[ mçyçbOççÇ lççÇmçjí Hç#ç kçíÀ yççÇcçç kçíÀ
oçJççW kçÀç DççF&yççÇSvçDççj 38 ÒççÆlçMçlç lçkçÀ yçæ{ iç³çç
nÌ~ Dççpç pçyç cçç®ç& 2006 kçíÀ Dçb®ç cçW cççíìj Jççnvç
mçbyçbOççÇ lççÇmçjí Hç#ç kçíÀ yççÇcçç oçJççW kçÀç oç³çjç 15000

oáYçç&i³ç mçí DçYççÇ lçkçÀ YççjlççÇ³ç içÌj
pççÇJçvç yççÇcçç yççpççj cçW DççF& yççÇ Svç
Dççj kçÀçí GmçkçÀçÇ ÒççÆlçHçÓçÆlç& nççÆmçuç vçnçÇ
náF& nÌ DççÌj kçÀF& uççíiç Dççpç YççÇ Fmç

GÐççíiç cçW içbYççÇj vçnçÇ nÌ~

kçÀjçíæ[ ªHç³çí lçkçÀ nçívçí kçÀç Dçvçácççvç uçiçç³çç pççlçç nÌ,
lçYççÇ DççF&yççÇSvçDççj kçÀç cçnlJç cçç$ç mççcççv³ç içCçvçç mçí
DççbkçÀç pçç mçkçÀlçç nÌ~ FmçcçW kçáÀuç 1500 kçÀjçíæ[ lçkçÀ
kçÀçÇ jççÆMç mçbyçbOççÇ Dçvçácççvç cçW (-) 10 ÒççÆlçMçlç lçkçÀ kçÀç
nçÇ Dçblçj uççvçí kçÀçÇ çÆoMçç cçW ÒççJçOççvç çÆkçÀ³çí pçç jní nQ~

Fmçmçí GÐççíiç kçÀçÇ uççYçkçÀççÆjlçç cçW 1500 kçÀjçíæ[ ªHç³çí
lçkçÀ çÆJçmlççj uçç³çç pçç mçkçíÀiçç~ oÓmçjí MçyoçW cçW kç=ÀçÆ$çcç
ªHç mçí çÆJçmlçççÆjlç uççYççbmç kçÀç Yçáiçlççvç cçççÆuçkçÀçW kçÀçí
nçílçç nÌ DççÌj kçÀj kçÀç Yçáiçlççvç mçjkçÀçj kçÀçí nçílçç nÌ~
MçáukçÀ çÆvçOçç&jCç cçW pçyç mçí DççF&yççÇSvçDççj oçJçç MçáukçÀ
kçÀç DçblççÆvç&çÆnlç çÆnmmçç yçvç iç³çç nÌ, lçyç mçí ³çn çÆJçiçlç
cçW çÆkçÀ³çí iç³çí oçJççW kçÀçÇ jççÆMç kçÀçÇ pççvçkçÀçjçÇ oíkçÀj YççÆJç<³ç
kçíÀ oçJççW mçbyçbOççÇ DçvçácçççÆvçlç jççÆMç kçÀçí Òçmlçálç kçÀjvçí cçW
cçnlJçHçÓCç& çÆmç× nçí jnç nÌ~ FmçkçÀç uççYç MçáukçÀ çÆvçOçç&jCç
cçW nçí Hçç³çíiçç~ DççÌj ³çn vçç YçÓuçW çÆkçÀ ncç ³çnçB cçç$ç
cççíìj Jççnvç kçíÀ lççÇmçjí Hç#ç yççÇcçç Kçb[ kçíÀ yççjí cçW nçÇ
mççí®ç jní nQ~ ³ççÆo DççF&yççÇSvçDççj kçíÀ çÆuç³çí ÒççJçOççvç kçíÀ
ÒçYççJç kçÀç çÆJç®ççj mçbHçÓCç& içÌj pççÇJçvç yççÇcçç #çí$ç kçíÀ  çÆuç³çí
çÆkçÀ³çç pçç³çí, lççí kçÀçHçÀçÇ yç[ç nçíiçç DççÌj Gmçmçí içÌj

pççÇJçvç yççÇcçç #çí$ç kçíÀ MçáukçÀ çÆvçOçç&jCç SJçB uççYçkçÀççÆjlçç
cçW kçÀF& lçjn kçÀçÇ mçcçm³ççSB GlHçVç nçíiççÇ~

Fmç lçjn çÆJçiçlç cçW yççÇçÆcçlç Hçç@çÆuççÆmç³ççW kçíÀ oçJççW kçíÀ yççjí
cçW jççÆMç kçÀç Dçvçácççvç uçiççvçí kçíÀ çÆuç³çí DççF&yççÇSvçDççj
kçÀçÇ mçnçÇ içCçvçç kçÀjvçç cçnlJçHçÓCç& kçÀç³ç& nÌ DççF&yççÇSvçDççj
kçÀçÇ içCçvçç kçÀjvçí kçíÀ kçÀF& cççvçkçÀ lçjçÇkçíÀ nQ~ uçíçÆkçÀvç mçYççÇ
cçW [çìç kçÀçÇ içáCçJçÊçç kçíÀ Dçvçámççj DççF&yççÇSvçDççj çÆYçVç
nçílçç nÌ~ Òçl³çíkçÀ lçjçÇkçíÀ kçíÀ DçHçvççÇ çÆJçMçí<çlççSB DççÌj
KçççÆcç³ççB nçílççÇ nÌ~ J³çJççnççÆjkçÀ lççÌj Hçj Òçl³çíkçÀ yççÇcççkçÀlçç&
çÆJççÆYçVç lçjçÇkçÀçW kçÀç GHç³ççíiç kçÀjlçí ná³çí DççF&yççÇSvçDççj
kçÀçÇ içCçvçç kçÀjlçç nÌ DççÌj Gmçmçí ÒççHlç nçívçí Jççuçí vçlççÇpçí
kçíÀ DççOççj Hçj nçÇ v³çç³çmçbiçlç SJçB çÆJçJçíkçÀHçÓCç& DççbkçÀ[ç
çÆvççÆ½çlç kçÀjlçç nÌ~

Kçb[ çÆvçOçç&jCçë

ncçvçí pççíçÆKçcççW kçíÀ mJçªHç kçíÀ yççjí cçW çÆJç®ççj çÆkçÀ³çç nÌ~
³çn mJçªHç Kççmç lççÌj mçcççvç DçLçJçç J³ççK³ççHçÓJç& pççíçÆKçcç
³çç oçJççW kçíÀ mJçªHç mçcçÓn nçílçç nÌ~ DççÆOçkçÀ Kçb[
çÆvçOçç&jCç, YççÆJç<³ç kçíÀ mçìçÇkçÀ DççÆvçcççvç DççÌj yçínlçj
çÆmLççÆlç kçíÀ çÆuç³çí MçáukçÀ çÆvçOçç&jCç DççJçM³çkçÀ nÌ~ çÆpçmçmçí
Òçl³çíkçÀ Jçiç& kçÀçÇ pççíçÆKçcççW kçÀç mçnçÇ Hçlçç ®çuç®çç nÌ~

uçíçÆkçÀvç MçáukçÀ {çB®çí kçÀçÇ Mçá×lçç DççÌj HçÀuçoççÆ³çlçç cçW
DççHçmççÇ mççcçbpçm³ç kçÀç DçYççJç jnlçç nÌ~ oÓmçjç cçnlJçHçÓCç&
cçáÎç [çìç kçÀç DççkçÀçj jnç nÌ~ Jç=nod [çìç nçívçí kçíÀ
yççJçpçÓo Dçl³ççÆOçkçÀ Kçb[ çÆvçOçç&jCç kçÀjvçí mçí Òçl³çíkçÀ
Kçb[ kçíÀ DççkçÀçj cçW YççjçÇ kçÀcççÇ Dçç³çíiççÇ~ Fmçmçí YççÆJç<³ç
kçÀçÇ HççÆj³ççípçvççDççW kçíÀ çÆuç³çí [çìç kçÀçÇ GHçYççíçÆiçlçç DççÌj
çÆJçéçmçvççÇ³çlçç kçíÀ yççjí cçW kçÀF& lçjn kçíÀ mçJççuç GYçjWiçW~

çÆJççÆMçä ÒçkçÀçj kçíÀ Hççíì&HçÀçíçÆuç³ççW kçÀçÇ Hçn®ççvç kçÀjvçí kçÀçÇ
oçí Hç×çÆlç³ççB nÌ~ SkçÀ Hç×çÆlç HçÓJç& kçíÀ DçvçáYçJççW kçíÀ
DççOççj Hçj OçÌ³ç& pçáìçvçí Hçj çÆvçYç&j nÌ, ³çn Hç×çÆlç kçÀçHçÀçÇ
DççÆOçkçÀ çÆJç<ç³ç JçççÆolçç kçíÀ pççÆj³çí GlmççnJçOç&kçÀ vçlççÇpçí
oí mçkçÀlççÇ nQ~ Smçí çÆJççÆMçä mJçªHç kçíÀ pççíçÆKçcççW kçíÀ
mçcçÓn lçÌ³ççj kçÀjvçí kçíÀ çÆuç³çí mçcçÓn çÆJçMuçí<çCç Hç×çÆlç
pçÌmççÇ mççbçqK³çkçÀçÇ³ç Hç×çÆlç³ççW kçÀç GHç³ççíiç çÆkçÀ³çç pçç
mçkçÀlçç nÌ~ çÆpçmçcçW oçJççW kçÀç [çìç HçÓJç& HççÆjYçççÆ<çlç
cççvçob[ kçíÀ Dçvçámççj çÆvçOçç&çÆjlç çÆkçÀ³çç iç³çç nçí~ yççÇçÆcçlç
uççíiççW kçíÀ HçÓJçç&vçáYçJççW DççÌj oçJçç ÒçyçbOçkçÀçW kçÀç GHç³ççíiç
³çnçB Kçb[ kçÀçí mçcçáçÆ®çlç ªHç oívçí kçíÀ çÆuç³çí çÆkçÀ³çç pçç
mçkçÀlçç nÌ~ mçÓ$çyç× Kçb[ çÆJçMuçí<çCç DççÌj oçJçç ÒçyçbOçkçÀ
SJçB MçáukçÀ çÆYçVçlçç Hçç@çÆuçmççÇOççjkçÀçW kçíÀ uççYçkçÀçjçÇ Kçb[çW
kçÀçí DççkçÀçÆ<ç&lç kçÀjvçí DççÌj GvnW DçHçvçí DççÆOçkçÀçj cçW jKçvçí
kçíÀ DçuççJçç uççYçkçÀççÆjlçç kçíÀ mççLç çÆJçkçÀçmç yçvçç³çí jKçvçí
kçíÀ çÆuç³çí çÆJçHçCçvç Òç³ççmççW kçÀçí GYççjvçí cçW cçnlJçHçÓCç&
cççO³çcç çÆmç× nçí mçkçÀlçí nQ~

MçáukçÀ çÆvçOçç&jCç cçW jíçÆìbiç IçìkçÀçW kçíÀ mççHçíçÆ#çkçÀ

cçnlJç

SkçÀ yççj oçJççW kçíÀ DçbçÆlçcç MçáukçÀ kçÀç Dçvçácççvç uçiçç³çç
pççlçç nÌ, lççí Dçiçuçç kçÀocç çÆkçÀmççÇ GlHçço kçíÀ MçáukçÀ
çÆvçOçç&jCç kçíÀ çÆuç³çí GHç³ççíiç cçW uçç³çí pççvçí Jççuçí çÆJççÆYçVç
jíçÆìbiç IçìkçÀçW kçíÀ mççHçíçÆ#çkçÀ cçnlJç kçÀçÇ Hçn®ççvç kçÀjlçç
nçílçç nÌ~ nçuççbçÆkçÀ GlHçço kçíÀ kçáÀuç MçáukçÀ kçÀçí çÆvçOçç&jCç
kçÀjvçí mçí HçÓJç& Gvç çÆJççÆYçVç IçìkçÀçW kçÀçÇ YççÇ Hçn®ççvç kçÀçÇ
pççvççÇ ®çççÆn³çí, pççí oçJççW Hçj cçnlJçHçÓCç& ÒçYççJç [çuçlçí
nQ DççÌj çÆpçvçkçÀç GHç³ççíiç jíçÆìbiç IçìkçÀ kçíÀ ªHç cçW YççÇ
çÆkçÀ³çç pçç mçkçÀlçç nÌ~ ³çn Hçn®ççvç DççcçlççÌj Hçj
mççcççv³ççÇkç=Àlç uççFvçj cççç@[çÆuçbiç lçkçÀvççÇkçÀçW kçÀç GHç³ççíiç
kçÀj kçÀçÇ pçç mçkçÀlççÇ nÌ~ pçyç MçáukçÀ çÆJççÆYçVç jíçÆìbiç
IçìkçÀçW Hçj çÆvçYç&j nçílçç nÌ, lçyç DçbçÆlçcç MçáukçÀ cçç$ç
Òçl³çíkçÀ IçìkçÀ kçíÀ Hç=LçkçÀ MçáukçÀ kçÀç içáCçvç vçnçÇ nçí
mçkçÀlçç kçw³ççWçÆkçÀ çÆJççÆYçVç níçÆìbiç IçìkçÀ SkçÀ oÓmçjí mçí
mçn mçbyçbçÆOçlç nçí mçkçÀlçí nQ~

ncç MçáukçÀ çÆvçOçç&jCç kçíÀ çÆuç³çí mççcççv³ç cçç@[çÆuçbiç lçkçÀvççÇkçÀ
kçÀç mçáuçYçlçcç ªHç kçw³çç kçÀj mçkçÀlçç nÌ, Jçn mçcçPçvçí
kçíÀ çÆuç³çí SkçÀ GoçnjCç oíKçlçí nQ~ çÆvçcvççÆuççÆKçlç lçççÆuçkçÀç
Hçáª<ç SJçB cççÆnuçç ®ççuçkçÀçW kçíÀ çÆuç³çí SkçÀ lçjHçÀç oçJçç
yççjcyçççÆjlçç kçÀçí oMçç&lççÇ nÌ-

®ççuçkçÀ kçíÀ çÆuçbiç DççOçççÆjlç oçJçí

JççnvççW oçJçç mçbyçbçÆOçlç
kçÀçÇ mçbK³çç yççjcyçççÆjlçç yççjcyççjlçç

Hçáª<ç 1100 0.39 1.46

cççÆnuçç 1100 0.15 0.54

mçb³çákçwlç 2200 0.27 1.00
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çÆìHHçCççÇë mçbyçbçÆOçlç yççjcyççjlçç Òçl³çíkçÀ Jçiç& kçÀçÇ yççjcyçççÆjlçç kçÀçí mçb³çákçwlç yççjcyçççÆjlçç mçí çÆJçYçççÆpçlç kçÀj nççÆmçuç kçÀçÇ pçç mçkçÀlççÇ nÌ~

Fmç lçççÆuçkçÀç mçí ³çn mHçä nçílçç nÌ çÆkçÀ ³ççÆo mçb³çákçwlç DçvçáYçJç kçíÀ DççOççj Hçj içCçvçç kçÀçÇ pçç³çí, lççí Hçá©<ç ®ççuçkçÀçW kçÀçí ÒççÇçÆcç³çcç Hçj 46 ÒççÆlçMçlç kçÀç yççíPç [çuçkçÀj cççÆnuçç ®ççuçkçÀ
kçÀçí 46 ÒççÆlçMçlç kçÀçÇ çÆj³çç³çlç oçÇ pçç mçkçÀlççÇ nQ~

oÓmçjí MçyoçW cçW ncç ³çn kçÀn mçkçÀlçí nQ çÆkçÀ cççÆnuçç ®ççuçkçÀçW kçÀçÇ lçáuçvçç cçW HçáªHç ®ççuçkçÀçW mçí 1.46 / 0.54 içávçç DççÆOçkçÀ ÒççÇçÆcç³çcç JçmçÓuçç pçç mçkçÀlçç nÌ~

Dçyç ncç SkçÀ Dçv³ç SkçÀ lçjHçÀç oçJçç yççjcyçççÆjlçç lçççÆuçkçÀç Hçj çÆJç®ççj kçÀjWiçW, pççí oçí çÆJççÆYçVç YççÌiççíçÆuçkçÀ #çí$ççW mçí
mçbyçbçÆOçlç nÌ-

Fmç lçççÆuçkçÀç mçí mHçä nçílçç nÌ çÆkçÀ #çí$ç S kçíÀ ®ççuçkçÀçW kçÀçÇ ÒççÇçÆcç³çcç jççÆMç #çí$ç yççÇ kçíÀ ®ççuçkçÀçW kçíÀ ÒççÇçÆcç³çcç kçÀçÇ lçáuçvçç
cçW 1.39 / 0.61 içávçç DççÆOçkçÀ DçLçç&lçd 2.28 içávçç nçívççÇ ®çççÆn³çí~ Dçyç ³ççÆo ncçvçí ®ççuçkçÀçW kçíÀ çÆuçbiç SJçB #çí$ç kçíÀ jíçÆìbiç
IçìkçÀçW kçÀçí çÆcçuçç oW, lççí ³çn kçÀnç pçç mçkçÀlçç nÌ çÆkçÀ #çí$ç S kçíÀ Hçáª<ç ®ççuçkçÀçW kçÀçí #çí$ç yççÇ kçÀçÇ cççÆnuçç ®ççuçkçÀçW kçÀçÇ
2.69 X 2.28  DçLçç&lçd 6.12 içávçç DççÆOçkçÀ ÒççÇçÆcç³çcç jççÆMç kçÀç Yçáiçlççvç kçÀjvçç ®çççÆn³çí~ Dçyç oçí lçjHçÀç oçJçç yççjcyçççÆjlçç
lçççÆuçkçÀç Hçj vçpçj [çuçWiçí-

#çí$ç SJçB çÆuçbiç DççOçççÆjlç oçí lçjHçÀç oçJçç yççjcyççjlçç lçççÆuçkçÀç
JççnvççW kçÀçÇ mçbK³çç oçJçç yççjcyçççÆjlçç #çí$ç yççÇ kçÀçÇ cççÆnuççDççW mçí

mçbyçbçÆOçlç yççjcyççjlçç
Hçáª<ç cççÆnuçç mçYççÇ Hçáª<ç cççÆnuçç mçYççÇ Hçáª<ç cççÆnuçç

#çí$ç S 1000 100 1100 0.40 0.10 0.37 2.67 0.67

#çí$ç yççÇ 100 1000 1100 0.30 0.15 0.16 2.00 1.00

kçáÀuç 1100 1100 2200 0.39 0.15 0.27

GP = kçáÀuç ÒççÇçÆcç³çcç
CF = mçbYçççÆJçlç oçJçç yççjcyçççÆjlçç
CA = mçbYçççÆJçlç DççÌmçlç oçJçç MçáukçÀ
c = kçÀcççÇMçvç ÒççÆlçMçlç
f = çÆmLçj Kç®ç&, kçáÀuç ÒççÇçÆcç³çcç kçÀç ÒççÆlçMçlç
v = Dçv³ç DççÆmLçj Kç®ç&, kçáÀuç Kç®ç& kçÀç ÒççÆlçMçlç
VE = Dçv³ç Hçç@çÆuçmççÇ DççÆmLçj Kç®ç&
h = uççYç SJçB mçbYçççÆJçlç Kçlç&, kçáÀuç ÒççÇçÆcç³çcç kçÀç

ÒççÆlçMçlç
r = Hçávçyççacçç ÒççÇçÆcç³çcç
i = cçççÆmçkçÀ çÆvçJçíMç Dçç³ç oj
³çn mçyçmçí Dççmççvçç mçÓ$ç vçcçÓvçç nÌ DççÌj çÆo³çí iç³çí
mHçäçÇkçÀjCç kçíÀ Dçvçámççj FmçkçíÀ çÆuç³çí vççlççí çÆJççÆYçVç jççÆMç
kçÀçÇ DççJçM³çkçÀlçç nÌ DççÌj vçç nçÇ jíçÆìbiç / IçìkçÀçW kçíÀ
GHç³ççíiç kçÀçÇ pçªjlç nÌ~ nçuççbçÆkçÀ Fvç IçìkçÀçW kçÀç GHç³ççíiç
DççJçM³çkçÀlçç kçíÀ Dçvçámççj çÆkçÀ³çç pçç mçkçÀlçç nÌ~

HçM®ç MçáukçÀ çÆvçOçç&jCç

MçáukçÀ çÆvçOçç&jCç kçáÀs SkçÀ nçÇ Òç³ççmç cçW nçívçí Jççuçç
kçÀç³ç& vçnçÇ nÌ~ ÒççLççÆcçkçÀ lççÌj Hçj mççcçvçí Dççvçí Jççuçí
MçáukçÀ kçÀçí vçJççÇvçlçcç DçvçáYçJççW kçíÀ DççOççj Hçj çÆvççÆ½çlç
ªHç çÆo³çç pççvçç ®çççÆn³çí~ çÆvç³ççÆcçlç Hççíì& HçÀçíçÆuç³ççí çÆJçMuçí<çCç,
Kçb[ çÆJçMuçí<çCç, ÒçJççn çÆJçMuçí<çCç, ÒççÆlçmHçOçça kçÀç
çÆJçMuçí<çCç, uççYç HçjçÇ#çCç SJçB mçcçáçÆ®çlç lçLçç mçnçÇ
mçcç³ç Hçj Gþç³çí pççvçí Jççuçí kçÀocççW mçí kçbÀHçvççÇ Hçç@çÆuçmççÇ
OççjkçÀçW kçíÀ çÆuç³çí uççYç ³ççíi³ç çÆJçHçCçvç Òç³ççmççW kçÀçí
cçpçyçÓlççÇ mçí mççcçvçí jKçvçí kçíÀ DçuççJçç mçMçkçwlç MçáukçÀ
çÆvçOçç&jCç jCçvççÇçÆlç kçÀç çÆJççÆJçOçlçç kçíÀ mççLç GHç³ççíiç kçÀj

oçí lçjHçÀç lçççÆuçkçÀç çÆJçMuçí<çCç kçíÀ Dçvçámççj #çí$ç yççÇ kçÀçÇ
cççÆnuçç ®ççuçkçÀçW kçÀçÇ lçáuçvçç cçW 2.67 içáCçç DççÆOçkçÀ
ÒççÇçÆcç³çcç Dçoç kçÀjvçç ®çççÆn³çí, pççí oçí mçcçÓnçW mçí JçÓuçí
pççvçí Jççuçí ÒççÇçÆcç³çcç kçÀç mçnçÇ cççiç& nÌ~ JççmlççÆJçkçÀ
pççÇJçvç kçíÀ HççÆjÒçí#³ç cçW kçÀF& mçbyçb× IçìkçÀ jnWiçí~

mççcççv³ççÇkç=Àlç uççFvçj cçç@[íçÆuçbiç cçÓu³ç çÆvçOçç&jCç cçW çÆJççÆYçVç
jíçÆìbiç IçìkçÀçW kçíÀ cçnlJç kçÀçÇ mLççHçvçç kçÀjvçí cçí cçoo
kçÀjlçç nÌ DççÌj yçço cçW cçuìçÇuçíJçuç çÆjûçíMçvç SvçççÆuççÆmçmç
kçíÀ cççO³çcç mçí pççíçÆKçcç kçíÀ kçáÀuç MçáukçÀ kçíÀ Òçl³çíkçÀ Kçb[ cçW
mçbyçb× mççHçíçÆ#çkçÀ cçnlJç kçÀçÇ Hçn®ççvç kçÀjlçç nÌ~

kçÀç³çç&uç³ç ÒççÇç Æcç³çcçë

Dçyç lçkçÀ ncçvçí Mçá× ÒççÇçÆcç³çcç DçLçJçç pççíçÆKçcç ÒççÇçÆcç³çcç
#çí$ç kçíÀ yççjí cçW çÆJç®ççj çÆkçÀ³çç, pççí cçç$ç oçJççW kçíÀ cçÓu³ç
HçÓçÆlç& kçÀjvçí kçíÀ çÆuç³çí Hç³çç&Hlç nÌ, DççÌj GmçcçW Kç®ç&, uççYç,
Hçávçyççacçç DçççÆo kçíÀ çÆuç³çí GHç³ççíiç cçW uçívçí ³ççíi³ç kçÀmççÇ YççÇ
ÒçkçÀçj kçÀçÇ jççÆMç MçççÆcçuç vçnçÇ jnlççÇ~ oÓmçjçÇ DççÌj kçÀç³çç&uç³ç
ÒççÇçÆcç³çcç cçW çÆvçcvççÆuççÆKçlç cçáÎí çÆvççÆnlç jnlçí nQ-

� oçJçç çÆvçHçìçjç J³ç³ç
� kçÀcççÇMçvç SJçB Òççíkçw³çáDçjcçWì J³ç³ç
� ÒçMççmççÆvçkçÀ J³ç³ç
� Hçávçyççacçç
� Dçv³ç cççcçuçí

Fmç kçÀç³çç&uç³ç ÒççÇçÆcç³çcç cçW mçbYççJçlç çÆvçJçíMç uççYç kçíÀ
lçnlç çÆj³çç³çlç oívçç DççJçM³çkçÀ nÌ~ Kç®ç& mçí çÆvçHçìvçí kçíÀ
kçÀF& jçmlçí nQ~ mçyçmçí Dççmççvçç jçmlçç mçYççÇ ÒçkçÀçj kçíÀ Kç®ç&
kçÀç O³ççvç jKçvçí kçíÀ çÆuç³çí SkçÀuç HçjmçWìípç uççiçÓ çÆkçÀ³çç
pççvçç ®çççÆn³çí~ DççÆOçkçÀ çÆJçmlç=lç DççÌj mçnçÇ Hç×çÆlç Òçl³çíkçÀ
lçjn kçÀç Kç®ç& çÆmLçj, DçOç&çÆmLçj SJçB DççÆmLçj IçìkçÀçW kçÀçÇ
cççbiç Kçlcç kçÀjvçç nÌ~ ÒççÇçÆcç³çcç kçÀçÇ içCçvçç kçÀjvçí kçÀç
Dççmççvçç mçÓ$ç vççÇ®çí çÆo³çç iç³çç nÌ~

mçkçÀlçç nÌ~ çÆvç½çlç nçÇ FmçkçíÀ çÆuç³çí [çìç içáCçJçÊçç cçW
mçáOççj kçíÀ uçiççlççj Òç³ççmç kçÀjvçí kçíÀ mççLç GYçjlççÇ pçªjlççW
kçíÀ Dçvçámççj [çìç pçáìçvçí kçíÀ vç³çí #çí$ççW kçÀçÇ Hçn®ççvç kçÀjvçç
DççJçM³çkçÀ nÌ~ Hç½ç MçáukçÀ çÆvçOçç&jCç cçW yççÇcççkçÀlçç&DççW kçíÀ
Hççmç oçí çÆJçkçÀuHç nçílçí nQ~ Hçnuçç DççÌj Dççmççvç çÆJçkçÀuHç
Kçb[çí bkçíÀ çÆuç³çí mçbYççJçvçç kçÀçÇ lçuççMç lçLçç oÓmçjç SJçB
kçáÀLç cçáçqMkçÀuç çÆJçkçÀuHç uççYçkçÀççÆjlçç kçíÀ HçLç Hçj yçæ{vçí kçíÀ
mççLç MçáukçÀ yççÇcçç kçÀjvçç SJçB [çìç içáCçJçÊçç cçW mçáçÆvç³ççípçvç
yçvçç³çí jKçvçç nÌ~ yççÇcçç GÐççíiç cçW Símçí kçÀF& GoçnjCç nÌb
çÆpçvçcçW çÆJçkçÀçmç DçJççÆOç cçW kçbÀHçvççÇ kçÀçÇ uççYçkçÀççÆjlçç ÒçYçççÆJçlç
náF& nÌ DççÌj GmççÇ DçJççÆOç cçW Dçv³ç kçbÀHççÆvç³ççB uççYç cçW jnçÇ
nQ~ Fmçmçí mçYççÇ kçbÀHççÆvç³ççW kçíÀ ÒçyçbOçvççW kçÀçí mçyçkçÀ uçívçç
®çççÆn³çí~ ³çn YççÇ kçbÀHççÆvç³ççí bkçíÀ ÒçyçbOçvççW kçíÀ çÆuç³çí SkçÀ
®çávççÌlççÇ nÌ DççÌj Dçyç ³çn Gvç Hçj çÆvçYç&j nÌ çÆkçÀ Jçí HçM®ç
MçáukçÀ çÆJççÆvç³çcçvç kçíÀ çÆuç³çí kçÀçÌvç mçç cççiç& DçHçvççlçí nQ~

mçboYç&ë

1. DçY³ççmç mççcçûççÇ MçáukçÀ çÆvçOçç&jkçÀ mçbmLççvç, uçbovç kçÀçÇ nÌ~

uçíKçkçÀ yçpççpç Dçuçç³çbpç pçvçjuç FbM³ççíjWmç kçbÀHçvççÇ
çÆuççÆcçìí[, HçáCçí kçíÀ JççÆjÿ ÒçyçbOçkçÀ (yççÇcçç MçáukçÀ
çÆvçOçç&jCç) nÌ~ uçíKç cçW Òçmlçálç çÆJç®ççj uçíKçkçÀ kçíÀ
DçHçvçí nQ DççÌj ³çn pçªjçÇ vçnçÇ nÌ çÆkçÀ Jçn kçbÀHçvççÇ
kçíÀ çÆJç®ççjçW kçÀçí GoIçççÆìlç kçÀjlçí nçW çÆpçmçcçW uçíKçkçÀ
kçÀç³ç&jlç nQ~

JççnvççW kçÀçÇ oçJçç mçbyçbçÆOçlç
mçbK³çç yççjcyçççÆjlçç yççjcyççjlçç

#çí$ç S 1100 0.37 1.39

#çí$ç yççÇ 1100 0.16 0.61

mçb³çákçwlç 2200 0.27 1.00

#çí$ç mçáOççj oçJçí

---** * __ _ 
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kçÀcç kçÀçÇcçlç çÆvçOçç&jCç kçÀç cçlçuçyç
nçíiçç J³çJçmçç³ç cçW Iççìç lçLçç

HççÆjCççcçlçë J³çJçmçç³ççÇ kçÀçÇ HçÓbpççÇ kçÀç
Fmlçícççuç DççÌj DççÆOçkçÀ kçÀçÇcçlç

çÆvçOçç&jCç kçÀjvçç cçlçuçyç ÒççÆlçÜbçÆo³ççW
kçÀçí DççcçbçÆ$çlç kçÀjvçç~

 dsUnzh; eqÌs

`T{∫∆Ï¡N y̨N˛∫m' N y̨ EƒÀsÁ ™ı ™Ó¡Æ uåáÁ|∫
- Dççiçí mçcç³ç ®çávççÌlççÇHçÓCç& nÌ

³ç%ççÆÒç³ç Yçjlç kçÀnlçí nQ SímççÇ HççÆjçÆmLççÆlç cçW pçyççÆkçÀ yççÇcçç kçÀçÇcçlççW kçÀç çÆvç³çcçvç nçílçç nÌ, ÒççÇçÆcç³çcç kçÀçÇ oj kçÀç çÆvçOçç&jCç kçÀçíF& yçæ[çÇ mçcçm³çç
vçnçÇ nÌ~ çÆvç³çcçvç vç nçívçí kçÀçÇ çÆmLççÆlç cçW, oj çÆvçOçç&jCç ³çç kçÀçÇcçlç çÆvçOçç&jCç çÆJç®ççjCççÇ³ç nçí mçkçÀlçç nÌ~

`®çÓbçÆkçÀ Dçyç Jççí Jçkçwlç vçnçÇ jnç pçyç J³ççHçççÆj³ççW kçÀçÇ ³çn
mççí®ç LççÇ, Fvç oçívççW #çí$ççW cçW DççÌj çÆJçoíMççW cçW YççÇ, çÆkçÀ
pçyç YççÇ Jçí kçÀçíF& yçæ[ç mççÌoç kçÀjlçí Lçí (çÆJçMçí<çlçë mçÓoÓjJçlçça
#çí$ççW cçW), lççí Jçí DçHçvçí cççuç, çÆyç¬çÀçÇ ³ççíi³ç JçmlçáDççW,
pçnçpççW DççÌj J³ççHçççÆjkçÀ mççcççvççW kçÀçÇ mçáj#çç mçáçÆvççÆ½çlçlçç
nílçá kçáÀs J³ççqkçwlç³ççW (pççí kçÀçÇ kçÀçHçÀçÇ mçbK³çç cçW nçílçí Lçí)
kçÀçí Fmç ÒçkçÀçj DççÌj Fmç oj Hçj kçáÀs jkçÀcç oí oílçí Lçí pççí
çÆkçÀ yççÇcçkçÀ DççÌj yççÇcççkçÀlçç& oçívççW Hç#ççW kçÀçí cççv³ç nçí -
DççÌj ³çn ÒççÆ¬çÀ³çç mççcççv³çlçë yççÇcçç Hçç@çÆuçmççÇ kçÀnuççlççÇ
LççÇ~ Fmç ÒçkçÀçj kçÀçÇ yççÇcçç Hçç@çÆuçmççÇ mçí, pçnçpç kçíÀ [Óyç
pççvçí ³çç cççuç kçÀçÇ #ççÆlç kçÀçÇ çÆmLççÆlç cçW nççÆvç kçÀç Jçnvç
çÆkçÀmççÇ SkçÀ J³ççqkçwlç Üçjç vçnçÇ çÆkçÀ³çç pççlçç Lçç, yççÆukçÀ
nççÆvç kçÀç Yççj kçáÀs J³ççqkçwlç³ççW Üçjç YççjçÇ cçç$çç cçW Jçnvç
kçÀjvçí kçíÀ yçpçç³çí yçnálç mççjí J³ççqkçwlç³ççW Üçjç Lççíæ[çÇ Lççíæ[çÇ
cçç$çç cçW Jçnvç kçÀjvçí mçí nukçÀç nçí pççlçç Lçç~ DççÌj
J³ççHççj mçí pçáæ[í J³ççqkçwlç³ççW kçíÀ yçpçç³çí J³ççHççj mçí Dçmçbuiçvç
J³ççqkçwlç³ççW Hçj nççÆvç kçÀç Yççj DççÆOçkçÀ Hçæ[lçç Lçç~ Símçí cçW
mçYççÇ J³ççHççjçÇ, çÆJçMçí<çlçë ³çáJçç Jçiç& Símçí J³ççHççj mçí
DçHçí#ççkç=Àlç DççÆOçkçÀ F®sç kçíÀ mççLç lçLçç DççÆOçkçÀ ªHç cçW
DççkçÀçÆ<ç&lç nçílçí Lçí~'

mçvçd 1601 cçW ³çÓkçíÀ cçW HçççÆjlç mçbçÆJçOççvç kçíÀ DççÆOççÆvç³çcç
kçÀçÇ ³çn ÒçmlççJçvçç vç çÆmçHç&À Hç³çç&Hlç ªHç mçí yççÇcçç kçíÀ
GÎíM³ç kçÀç JçCç&vç kçÀjlççÇ nÌ, yççÆukçÀ yççÇcçç kçÀçÇ kçÀç³ç&çÆJççÆOç
kçÀçÇ YççÇ mçcççvç ªHç mçí J³ççK³çç kçÀjlççÇ nÌ~ pçnçB `kçáÀs
uççíiççW Üçjç DççÆOçkçÀ cçç$çç cçW nççÆvç Jçnvç kçÀjvçí kçíÀ yçpçç³ç
DççÆOçkçÀ uççíiççW Üçjç kçÀcç cçç$çç cçW nççÆvç kçÀç Jçnvç' DçHçvçí
DççHç cçW yççÇcçç kçÀç SkçÀ DççJçM³çkçÀ uç#çCç nÌ JçnçÇb `jkçÀcç
(ÒççÇçÆcç³çcç) cçW çÆj³çç³çlç', `SímççÇ oj mçí' lçLçç `Fmç
ÒçkçÀçj' yççÇcçç kçÀçÇ kçÀç³ç&çÆJççÆOç nílçá DççJçM³çkçÀ nÌ~ yççÇcçç
DççÌmçlç kçíÀ kçÀçvçÓvç DçLçJçç DççÆOçkçÀ mçbkçwîçç kçíÀ kçÀçvçÓvç Hçj
DççOçççÆjlç nÌ~ SkçÀ yççÇcççkçÀlçç& GçÆ®çlç ÒççÇçÆcç³çcç Hçj mçájçÆ#çlç
yççÇcçç ®ççnlçç nÌ lçLçç FmçkçíÀ çÆuç³çí DççÆOçkçÀ mçbK³çç kçíÀ
kçÀçvçÓvç kçíÀ Dçvçámççj Gmçí Hç³çç&Hlç uçívçoívç kçÀjvçí nçWiçí~
GçÆ®çlç ÒççÇçÆcç³çcç kçíÀ çÆvçOçç&jCç nílçá yççÇcççkçÀlçç& kçÀçí kçÀçÇcçlç
çÆvçOçç&jCç ÒççÆ¬çÀ³çç mçí içápçjvçç nçíiçç~ kçÀçÇcçlç çÆvçOçç&jCç Jçn
ÒççÆ¬çÀ³çç nÌ pççí çÆkçÀ kçÀçÇcçlç lçLçç ÒççÇçÆcç³çcç çÆvçOçç&jCç cçW
Òç³çákçwlç nçílççÇ nÌ~ kçÀçÇcçlç mçí lççl³çHç³ç& nÌ- SkçwmçHççípçj

(pçÌmçí ÒççÆlçMçlç, ÒççÆlç cççFuç) kçÀç ÒççÆlç F&kçÀçF& cçÓu³çîç
SkçwmçHççípçj kçÀçÇ F&kçÀçF&, yççÇcççkçÀlçç& kçÀçÇ nççÆvç kçíÀ SkçwmçHççípçj
kçíÀ DççkçÀçj kçÀç HçÌcççvçç nÌ~ ÒççÇçÆcç³çcç, oj lçLçç SkçwmçHççípçj
kçÀç içáCçvçHçÀuç nçílçç nÌ~

SímççÇ HççÆjçÆmLççÆlç cçW, pçnçB çÆkçÀ yççÇcçç kçÀçÇcçlç kçÀç çÆJççÆvç³çcçvç
nçílçç nÌ, ÒççÇçÆcç³çcç oj kçÀç çÆvçOçç&jCç kçÀçíF& yçæ[çÇ mçcçm³çç
vçnçÇ nÌ~ çÆJççÆvç³çcçvç vç nçívçí kçÀçÇ çÆmLççÆlç cçW ÒççÇçÆcç³çcç ³çç
kçÀçÇcçlç çÆvçOçç&jCç kçáÀs cçáçqMkçÀuç nçí mçkçÀlçç nÌ~ kçÀcç
kçÀçÇcçlç çÆvçOçç&jCç kçÀç cçlçuçyç nçíiçç J³çJçmçç³ç cçW Iççìç
lçLçç HççÆjCççcçlçë J³çJçmçç³ççÇ kçÀçÇ HçÓbpççÇ kçÀç Fmlçícççuç
DççÌj DççÆOçkçÀ kçÀçÇcçlç çÆvçOçç&jCç kçÀjvçç cçlçuçyç ÒççÆlçÜbçÆo³ççW

kçÀçí DççcçbçÆ$çlç kçÀjvçç çÆkçÀ Jçí kçÀçÇcçlçW kçÀcç jKçW DççÌj
J³ççHççj næ[Hç uçW~ yççÇcççkçÀlçç& kçÀçÇ $çÝCç Yçáiçlççvç kçÀçÇ
mç#çcçlçç yççÇçÆcçlç J³ççqkçwlç kçíÀ çÆuç³çí mçJçç&çÆOçkçÀ cçnlJçHçÓCç&
nçílççÇ nÌ~ pçyç kçÀçíF& yççÇcççkçÀlçç& çÆvçjblçj kçÀcç cçÓu³ç jKçlçç
nÌ lçyç SímççÇ çÆmLççÆlç cçW GmçkçíÀ çÆoJçççÆuç³çç nçí pççvçí kçÀç
yçnálç pççíçÆKçcç jnlçç nÌ~ pçyççÆkçÀ kçÀçíF& yççÇçÆcçlç Gmçmçí
YççjçÇ npçç&vçí kçÀç oçJçç kçÀjlçç nÌ DççÌj DçHçvçí yççÇcçç Üçjç
Òçoí³ç mçáj#çç kçÀç uççYç Gþçvçç ®ççnlçç nÌ~ FmççÇ ÒçkçÀçj
YççjçÇ ÒççÇçÆcç³çcç Yçáiçlççvç YççÇ yççÇçÆcçlç kçíÀ çÆuç³çí çÆnlçkçÀj
vçnçÇ nçílçç nÌ~

kçÀçÇcçlç çÆvçOçç&jCç kçÀjlçí Jçkçwlç yççÇcççkçÀlçç& kçíÀ mçcç#ç çÆJççÆYçVç
J³ççJçmçççÆ³çlçkçÀ çÆJç®ççj nçí mçkçÀlçí nQ~ Hçjblçá Gvçmçí nçÇ
çÆ®çHçkçíÀ jnvçí kçÀçÇ yçpçç³ç yççÇcççkçÀlçç& kçÀçí Fmç ÒçkçÀçj mçí
kçÀçÇcçlç çÆvçOçç&jCç kçÀjvçç ®çççÆn³çí pççí çÆkçÀ çÆmLçj nçí lçLçç

mççLç nçÇ nççÆvç SkçwmçHççípçj cçW HççÆjJçlç&vç mççHçí#ç YççÇ nçí~
yççÇcççkçÀlçç& kçÀçí ³çn lççí mçáçÆvççÆ½çlç kçÀjvçç nçÇ nçíiçç çÆkçÀ
GmçkçíÀ Üçjç çÆvçOçç&çÆjlç kçÀçÇcçlçW GçÆ®çlç nQ~ mçjuçlçë kçÀnW,
lççí yççÇcççkçÀlçç& kçíÀ çÆuç³çí ³çn oçí kçÀçjkçÀçW kçíÀ çÆvçOçç&jCç kçÀç
ÒçMvç nÌ- `Oçvç kçÀç Dççvçç (ÒççÇçÆcç³çcç lçLçç çÆvçJçíMç Dçç³ç)'
DççÌj `Oçvç kçÀç pççvçç (nççÆvç DçLçJçç oçJçí, J³ç³ç lçLçç
uççYç)'~ ³çÐççÆHç GçÆ®çlç oj çÆvçOçç&jCç kçÀçÇ mçcçm³çç kçÀç
mçcççOççvç yçnálç Dççmççvç vçnçÇ nçílçç nÌ~ pçyç HççÆjçÆmLççÆlç³ççB
YççÌçÆlçkçÀ ªHç cçW HççÆjJççÆlç&lç nçílççÇ nçW, SímççÇ çÆmLççÆlç kçÀçí
sçíæ[kçÀj ³çn mçl³ç nÌ çÆkçÀ HçÓJç& DçvçáYçJççW kçíÀ mççbçqK³çkçÀçÇ
DççOççj kçÀçí yçæ{çvçí kçÀçÇ yçpçç³ç ³çn DçHçí#ççkç=Àlç Dççmççvç
nçíiçç çÆkçÀ mçYçççÆJçlç YççÆJç<³ç kçíÀ oçJççW kçÀçÇ kçÀçÇcçlççW kçÀçí
O³ççvç cçW jKçç pçç³çí~ Fmç ÒçkçÀçj, mççbçqK³çkçÀ kçíÀ kçáÀs
DççOççjçW DçLçJçç DçvçáYçJççW. çÆpçvçkçíÀ DççOççj Hçj oj kçÀçÇ
içCçvçç kçÀçÇ pççlççÇ nÌ, kçÀçÇ DçvçáHççÆmLççÆlç cçW yççÇcçç kçÀç
mçájçÆ#çlç J³çJçmçç³ç vçnçÇ nçí mçkçÀlçç nÌ~ FmççÇ lçjn, ³çn
YççÇ DççÆvçJçç³ç& nÌ çÆkçÀ yççÇcççkçÀlçç& çÆpçmç [çìçyçímç Hçj
çÆvçYç&j kçÀjlçç nÌ Jçn çÆJçéçmçvççÇ³ç nçí~

kçÀçÇcçlç çÆvçOçç&jCç kçíÀ çÆmçÜçblççí Hçj SkçÀ vçpçj [çuçvçç
GHç³ççíiççÇ nçíiççë

� kçÀçÇcçlç, YççÆJç<³ç kçÀçÇ uççiçlç kçÀçí DçHçíçÆ#çlç cçÓu³ç kçÀç
Dçvçácççvç nÌ~ kçÀçÇcçlç kçíÀ mççcççv³çlçë Gþç³ççÇ iç³ççÇ
nççÆvç, çÆJççÆvçOçççÆvçlç oçJççW kçíÀ J³ç³ç, içÌj çÆJççÆvçIçççÆvçlç
oçJççW kçíÀ J³ç³ç (pççí çÆkçÀ çÆkçÀmççÇ çÆJçMçí<ç oçJççW kçíÀ
çÆuç³çí Òçl³ç#çlçë vçnçÇ çÆvçOçç&çÆjlç nçílçí nQ), kçÀcççÇMçvç
DççÌj ouççuççÇ Kç®çX mççqccççÆuçlç nçílçí nQ~

� mçcçmlç uççiçlççW kçíÀ çÆuç³çí ÒççJçOçççÆvçlç kçÀçÇcçlç cçW
pççíçÆKçcç mLççvççblçjCç YççÇ mççqccççÆuçlç nçílçç nÌ~ yççÇçÆcçlççW
cçW çÆvç<Hç#çlçç yçjkçÀjçj jKçvçí nílçá, kçÀçÇcçlç çÆvçOçç&jCç
kçíÀ J³ççqkçwlçiçlç pççíçÆKçcç kçÀçÇ uççiçlç kçÀç ÒççJçOççvç
nçívçç ®çççÆn³çí~ pçyç çÆkçÀmççÇ J³ççqkçwlçiçlç pççíçÆKçcç kçÀç
DçvçáYçJç Fvç DçvçácçççÆvçlç uççiçlççW kçíÀ çÆuç³çíí çÆJçéçmçvççÇ³ç
DççOççj vçnçÇ Òçoçvç kçÀjlçç nÌ, lçyç Fmç ÒçkçÀçj kçíÀ
pççíçÆKçcççí bkçíÀ DççÌmçlç DçvçáYçJç kçÀçí O³ççvç cçW jKçvçç
®çççÆn³çí~
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kçÀçÇcçlç çÆvçOçç&jCç, cçÓu³ççbkçÀvç DççÌj
Hç=ÿçbkçÀvç Hçj içÌj-pççÇJçvç yççÇcçç
GÐççíiç cçW Dççpç Hçnuçí mçí kçÀnçR
DççÆOçkçÀ ®ç®çç& kçÀçÇ pçç jnçÇ nÌ~

 dsUnzh; eqÌs

� kçÀçÇcçlç GçÆ®çlç nçívççÇ ®çççÆnS (vç yçnálç p³ççoç / vç
yçnálç kçÀcç) DççÌj Hç#çHççlçHçÓCç& vçnçÇ nçívççÇ ®çççÆn³çí~

yççÇcççbkçÀkçÀçW Üçjç kçÀçÇcçlç çÆvçOçç&jCç kçÀçÇ kçÀF& çÆJççÆOç³ççB GHç³ççíiç cçW
uçç³ççÇ pççlççÇ nÌ~ kçÀçíF& YççÇ çÆJççÆOç Òç³ççíiç cçW uçç³ççÇ pçç³çí, ³çn
cçnlJçHçÓCç& nÌ çÆkçÀ lçL³ççW kçÀçÇ OççjCçç / Dçvçácççvç kçÀç omlççJçípççÇkçÀjCç
nçí lçLçç Jçí ÒçkçÀìçÇkçÀjCç kçíÀ çÆuç³çí GHçuçyOç nçí~

kçÀç Çcçlç çÆvçOçç &jCç nílç á mççcççv³çlçë O³ççvç cçW jKççÇ
pççvçí JççuççÇ yççlçW çÆvçcvççÆuççÆKçlç nQë

SkçwmçHççípçj FkçÀçF&ë SkçÀ GçÆ®çlç SkçwmçHççípçj F&kçÀçF&
³çç ÒççÇçÆcç³çj DççOççj kçÀç çÆvçCç&³ç DççÆvçJçç³ç& nÌ~

DççOççj mççcçûçç Ç ([çìç)ë Síç Ælçnçç ÆmçkçÀ Òçç Çç Æcç³çcç,
SkçwmçHççípçj, nççÆvç DççÌj Kç®ççX kçíÀ DççbkçÀ[W DççJçM³çkçÀ nQ~

[çìç mçbiçþvçë ®ççní Jçn kçÌÀuçW[j Jç<ç&, SkçwmççÇ[Wì
Jç<ç&, çÆjHççíì& Jç<ç& ³çç Hçç@çÆuçmççÇ Jç<ç& Hçj DççOçççÆjlç nçí~

mçc ç Ón ç W k ç À ç J çi ç ç a k ç ÀjCç ³ç ç Þ ç í C ç ç Ç k ç ÀjCçë pçy ç
DçvçáYçJççW kçÀçí pççíçÆKçcç kçÀçÇ mçcççvçlçç kçíÀ DççOççj Hçj
GHççÆJçYççpçlç kçÀj çÆo³çç pççlçç nÌ lçyç kçÀçÇcçlç çÆvçOçç&jCç
kçÀçÇ mçìçÇkçÀlçç yçæ{pççlççÇ nÌ~

Dçç b k ç À[ç W kç À ç Ç ç Æ J çéçmçv ç ç Ç ³ çl ç çë SkçÀ mçcç Ón kç À ç í
mççbçqK³çkçÀçÇ³ç ªHç mçí çÆJçéçmçvççÇ³ç nçívçí nílçá Hç³çç&Hlç ªHç mçí
yçæ[ç nçívçç ®çççÆn³çí~

Òçl³çççÆMçlç nççÆvç kçÀç çÆvçOçç&jCçë oçJççW kçÀç DçvçácçççÆvçlç
cçÓu³ç lçLçç oçJççW kçÀçÇ uççiçlç~

ÒççÇçÆcç³çcç lçLçç oçJççW kçÀçÇ ÒçJç=çÆÊçë ÒççÇçÆcç³çcç cçW mçbYçççÆJçlç
HççÆjJçlç&vç lçLçç oçJççW kçÀçí O³ççvç cçW jKçç pççlçç nÌ~

DççkçÀçqmcçkçÀ çÆJçHççÆÊç kçÀç ÒçYççJçë FmçkçÀç O³ççvç jKçç pççvçç
®çççÆn³çí~

Hçávçyççacççë Hçávçyççacçç kçíÀ ÒçYççJççW kçÀçí O³ççvç cçW jKçvçç
®çççÆn³çí~

Fmç ÒçkçÀçj, ÒççÆlç³ççíçÆiçlçç kçÀçÇ çÆmLççÆlç cçW pççíçÆKçcç mçáj#çç
nílçá yççÇcççkçÀlçç& SímççÇ oj ®ççnlçç nÌ çÆpçmçcçW çÆkçÀ uççYç kçÀç
DçbMç YççÇ nçí, Dççvçí Jççuçí oçJççW kçÀçÇ uççiçlç YççÇ MçççÆcçuç
nçí lçLçç DççJçM³çkçÀ Kç®ççX kçÀçÇ uççiçlç YççÇ mçcçççÆnlç nçí
pçnçB ³çn çÆkçÀmççÇ çÆJçMçí<ç ÒçkçÀçj kçíÀ J³çJçmçç³ç kçÀçí DççkçÀçÆ<ç&lç
kçÀjvçí kçÀçÇ F®sç nÌ, çÆ[mkçÀçGbìdmç kçÀç ÒçuççíYçvç çÆo³çç pçç
mçkçÀlçç nÌ~ oÓmçjçÇ lçjHçÀ, kçáÀs yççÇcççDççW kçÀçÇ kçÀçÇcçlç Jç=çÆ×
nçí mçkçÀlççÇ nÌ kçw³ççWçÆkçÀ Jçí DçJççbçÆslç uç#çCç Òçmlçálç kçÀjlççÇ
nÌ~ DçYççÇ, Yççjlç cçW MçáukçÀ kçíÀ lçnlç DççÆOçkçÀçbMç pççíçÆLçcç
mçbHççÆÊç pççíçÆKçcç nÌ~ içÌjMçáukçÀçÇkçÀjCç kçíÀ lçnlç Hç=ÿçbkçÀvç
mçcçÓn / içÌj pççÇJçvç yççÇcçç kçbÀHççÆvç³ççW kçíÀ çÆJçYççiç kçÀçí Fmç
DççkçÀ<ç&kçÀ kçÀç³ç& cçW DçJçM³ç MçççÆcçuç nçívçç ®çççÆn³çí~ çÆpçmçcçW
çÆkçÀ içÌjMçáukçÀçÇkç=Àlç JççlççJçjCç cçW kçÀç³ç& kçÀjvçí kçÀçÇ ®çávççÌçÆlç³ççB
mJççÇkçÀçjvçí nílçá lçÌ³ççjçÇ kçÀçÇ pççlççÇ nÌ~ kçbÀHççÆvç³ççW kçÀçí DçHçvçí

Hç=ÿçbkçÀvç çÆoMçç çÆvçoxMççW kçÀç Jç=nod mHçäçÇkçÀjCç kçÀjvçç
®çççÆn³çí~ DççÌj ®ççní DçHçvçí DççblççÆjkçÀ çÆvçoxçÆMçlç cçÓu³ççW kçÀçÇ
³ççípçvçç Hçj kçÀç³ç& kçÀjvçç nçí, ³çç pççí mçbYçJçlçë nçí ®çákçíÀ nçW
Gvç Hçj kçÀjvçç nçí- Gvç Hçj {={jnvçç ®çççÆn³çí~ kçÀçÇcçlç
çÆvçOçç&jCç ÒççÆ¬çÀ³çç cçW kçÀçÇcçlç çÆvçOçç&jCç kçíÀ DçuççJçç DççÌj YççÇ
kçÀF& yççlçW O³ççvç cçW jKççÇ pççlççÇ nÌ pçÌmçí- çÆJçHçCçvç uç#³ç,
ÒççÆlç³ççíçÆiçlçç, kçÀçvçÓvççÇ ÒççÆlçyçbOç DçççÆo~

`Hç=ÿçbkçÀvç' lçLçç `cçÓu³ççbkçÀvç' kçÀç içÌjMçáukçÀçÇkçÀjCç çÆmLççÆlç
cçW Dçl³çblç cçnlJç nçílçç nÌ~ yççÇcçç kçíÀ ³çí oçí DççOççjYçÓlç
kçÀç³ç& mççLç mççLç ®çuçlçí nQ~ mç®®çí DçLççX cçW Hç=ÿçbkçÀvç kçÀç
kçbÀHççÆvç³ççW cçW Dççiçcçvç içÌjMçáukçÀçÇkçÀjCç kçÀç nçÇ HççÆjCççcç nÌ~
Hç=ÿçbkçÀvç kçÀçÇ ÒççÆ¬çÀ³çç, mçáj#çç nílçá DççOççjYçÓlç oj kçÀç
çÆvçOçç&jCç kçÀjlççÇ nÌ~ ÒççÇçÆcç³çcç kçÀçÇ içCçvçç cçW cçÓdu³ç DççOççj
mçí cçÓu³ççbkçÀvç lçlJççW kçÀçÇ ÞçbKçuçç kçÀç GHç³ççíiç nçílçç nÌ~
cçÓu³ççbkçÀvç lçlJç Símçí lçlJç nQ pççí çÆkçÀ DççOççj cçÓu³ç kçÀçí
HççÆjJççÆlç&lç kçÀj oílçí nQ~ kçw³ççWçÆkçÀ yççÇcççkçÀlçç& kçÀç ³çn {={çÆJçéççmç
nçílçç nÌ çÆkçÀ ³çn lçlJç pççíçÆKçcç cçW Dçblçj kçÀçí ÒçoçÆMç&lç
kçÀjlçç nÌ~ cçÓu³ççbkçÀvç lçlJç pççíçÆKçcç cçW Dçblçj kçÀçí ÒçoçÆMç&lç

kçÀjlçç nÌ~ cçÓu³ççbkçÀvç lçlJç cçÓu³ç kçÀçí yçæ{ç mçkçÀlçç nÌ
(DççÆOçYççj) ³çç Içìç mçkçÀlçç nÌ (sÓì)~

lççÇvç cçáK³ç J³çJçmçç³ç, pççí çÆkçÀ içÌjMçáukçÀçÇkç=Àlç nçívçí Jççuçí
nQ- Dççqivç, cççíìj lçLçç FbpççÇçÆvç³ççÆjbiç yççÇcçç~ Dççqivç yççÇcçç
nílçá, cçÓu³ç çÆvçOçç&jCç kçÀjlçí Jçkçwlç SkçÀ Hç=ÿçbkçÀkçÀ, mçbyçbçÆOçlç
pççíçÆKçcç kçÀçÇ ÞçíCççÇ çÆvçOçç&jCç kçíÀ çÆuç³çí HçÓJç& nççÆvç³ççW kçíÀ
DççbkçÀ[çW mçí çÆvçoxçÆMçlç nçílçç nÌ~ Jçn lçyç ³çn oíKçlçç nÌ
çÆkçÀ kçw³çç yççÇcçç nílçá ÒçmlçççÆJçlç mçbHççÆÊç DçHçvçí Jçiç& kçÀç
GÊçcç pççíçÆKçcç nÌ DçLçJçç vçnçÇ~ kçáÀs yççlçW pççí çÆkçÀ çÆkçÀmççÇ
Hç=ÿçbkçÀkçÀ kçÀçí DçJçM³ç O³ççvç cçW jKçvççÇ ®çççÆn³çí- kçw³çç
yççÇçÆcçlç HççÆjmçj cçW Dççiç uçiçvçí kçÀçÇ mçbYççJçvçç nÌ? kçw³çç
HççÆjmçj cçW içcçça, jçíMçvççÇ DççÌj mçÓKçç nÌ? Fvç ÒççÆ¬çÀ³ççDççW
nílçá kçw³çç lçjçÇkçíÀ DçHçvçç³çí pçç jní nQ? kçw³çç mìç@kçÀ
pJçuçvçMççÇuç nÌ? ³ççÆo Dççiç uçiç pççlççÇ nÌ, lççí kçw³çç Jçn
pçuoçÇ mçí HçÌÀuç mçkçÀlççÇ nÌ? Fcççjlç kçÀçÇ T®ççF& kçÀçÇ
çÆkçÀlçvççÇ nÌ? kçw³çç JçnçB çÆvççÆcç&lç mçÓKçç Dççiç kçÀçÇ Yç³çbkçÀjlçç
kçÀç kçÀçjCç nçí mçkçÀlçç nÌ? kçw³çç Fmç ÒçkçÀçj kçÀçÇ Fcççjlç cçW

DççqivçMçcçvç kçÀcç&®çççÆj³ççW kçÀçí Dççqivç çÆvç³çb$çCç cçW HçjíMççvççÇ
nçí mçkçÀlççÇ nÌ? kçw³çç JçnçB KçlçjvççkçÀ kçÀç³ç& çÆkçÀ³çí pçç jní
nQ? kçw³çç JçnçB HçÌì^çíçÆuç³çcç nÌ?-  Fvç ÒçMvççW kçíÌÀ GÊçj
DççOççj cçÓu³ç kçÀçí Içìç ³çç yçæ{ç mçkçÀlçí nQ~ kçáÀs Dç®sí
kçÀçjkçÀçW Hçj kçÀçÇcçlççW cçW kçÀcççÇ ÒçmlçççÆJçlç kçÀçÇ pçç mçkçÀlççÇ
nÌ pçÌmçí çÆkçÀ DççqivçjçíOçkçÀ GHçkçÀjCççW nílçá~ G®®ç pççíçÆKçcç
HççÆjçÆmLççÆlç³ççW cçW G®®ç ÒççÇçÆcç³çcç pçç³çpç nÌ~ YççÌçÆlçkçÀ
pççíçÆKçcççW kçíÀ DççÆlççÆjkçwlç, kçÀç³çç&uç³ç ÒçyçbOçvç kçÀçÇ içáCçJçÊçç
kçÀç YççÇ ÒçYççJç Hçæ[lçç nÌ~ Dç®sç ÒçyçbOçvç sÓì kçÀç YççiççÇ
nçílçç nÌ pçyççÆkçÀ Kçjçyç ÒçyçbOçvç G®®ç oj kçíÀ çÆuç³çí
çÆpçccçíoçj nçílçç nÌ~ Dçlçë kçÀçÇcçlç çÆvçOçç&jCç ÒççÆ¬çÀ³çç cçW
pççíçÆKçcç kçíÀ mçcçmlç kçÀçjkçÀ çÆJç®ççjCççÇ³ç nçílçí nQ~

pçyç cççíìj Jççnvç #ççÆlç kçíÀ yççÇcçç kçÀçÇ yççlç nçílççÇ nÌ,
lçyç ÒççÇçÆcç³çcç kçÀç çÆvçOçç&jCö Jççnvç kçíÀ ÒçkçÀçj, GmçkçíÀ
GHç³ççíiç kçÀç YççÌiççíçÆuçkçÀ #çí$ç, Jççnvç kçÀçÇ S®çHççÇ DçLçJçç
mççÇmççÇ #çcçlçç, Jççnvç kçÀçÇ Gcç´ , Jççnvç cçW yçÌþvçí kçÀçÇ
mçbK³çç kçÀçÇ #çcçlçç (³ççÆo ³çn SkçÀ ³çç$ççÇ Jççnvç), Jççnvç
kçÀçÇ kçÀçÇcçlç DçççÆo Hçj çÆvçYç&j kçÀjlççÇ nÌ~

mççcççv³ç cçÓu³ççbkçÀvç kçÀjlçí Jçkçwlç Fvç mçyç lçL³ççW kçÀçí
O³ççvç cçW jKçvçç ®çççÆn³çí~ Mçç³ço yççÇcççkçÀlçç& kçáÀs çÆJçMçí<ç
yççlççW kçÀçí YççÇ O³ççvç cçW jKç mçkçÀlçç nÌ pçÌmçí çÆkçÀ Kçjçyç
oáIç&ìvçç çÆjkçÀç[&, yçnálç ³çáJçç ®ççuçkçÀ pççí çÆkçÀ DçvçáYçJçnçÇvç
³çç uççHçjJççn nçí, kçáÀs çÆJçMçí<ç J³çJçmçç³ç (pçÌmçí cççíìj
mHççíì&mç&) pççí çÆkçÀ G®®çlçj pççíçÆKçcç Jççuçí nçW, iççæ[çÇ kçíÀ
Símçí cçç@[uç pççí çÆkçÀ yçnálç lçípç iççÆlç Jççuçí nçW, ³çç
SímççÇ iççæ[çÇ çÆpçvçkçÀçÇ cçjccçlç cçnbiççÇ nçí ³çç pççí çÆkçÀ
yçnálç Kçjçyç çÆmLççÆlç cçW nçí HçájçvççÇ nçívçí kçÀçÇ Jçpçn mçí
DçççÆo~ lç=lççÇ³ç Hç#ç kçíÀ cççíìj yççÇcçç pççíçÆKçcç kçÀç cçÓu³ççbkçÀvç
vç çÆmçHç&À mçbyçbçÆOçlç Òç®ççÆuçlç kçÀçvçÓvççW Hçj çÆvçYç&j kçÀjlçç nÌ
yççÆukçÀ yççÇcççkçÀlçç& kçíÀ DçvçáYçJç Hçj YççÇ çÆvçYç&j kçÀjlçç nÌ~

FbpççÇçÆvç³ççÆjbiç pççíçÆKçcç cçW- çÆJççÆYçvvç ÒçkçÀçj kçÀçÇ cçMççÇvççW
kçíÀ yçbo nçí pççvçí, yçç³çuçj çÆJçmHçÀçíì pçÌmçí pççíçÆKçcççW kçíÀ
mççLç nçÇ pççÆìuç çÆJçOçálççÇ³ç GHçkçÀjCç lçLçç mçbj®çvçç pççíçÆKçcç
YççÇ MçççÆcçuç nÌ~ sÓì ³çç DççÆOçYççj çÆvççÆ½çlç kçÀjvçí mçí HçÓJç&
³çn DçO³ç³çvç DççJçM³çkçÀ nÌ çÆkçÀ Òçl³çíkçÀ cçMççÇvçjçÇ ³çç
mçbj®çvçç pççíçÆKçcç kçíÀ Dç®sí DççÌj yçájí uç#çCç nçílçí nQ~

çÆvç<kçÀ<ç&lçë kçÀçÇcçlç çÆvçOçç&jCç, cçÓu³ççbkçÀvç DççÌj Hç=ÿçbkçÀvç
Hçj içÌj-pççÇJçvç yççÇcçç GÐççíiç cçW Dççpç Hçnuçí mçí kçÀnçR
DççÆOçkçÀ ®ç®çç& kçÀçÇ pçç jnçÇ nÌ~ içÌj - pççÇJçvç yççÇcçç GÐççíiç
kçíÀ mçcç#ç ®çávççÌlççÇHçÓCç& lçLçç DççkçÀ<ç&kçÀ mçcç³ç mççcçvçí nÌ~

¬zQN˛ EÁF|EÁ∫gyL ™ı N˛ÁÆE|∫o “¯@
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August Growth is 16.8  percent.

G. V. Rao

PREMIUM 2006-07 PREMIUM 2005-06 GROWTH OVER THE
INSURER FOR THE UP  TO THE FOR THE UP  TO THE CORRESPONDING  PERIOD

MONTH MONTH MONTH MONTH OF PREVIOUS YEAR

(Rs.in lakhs)

'GROSS PREMIUM UNDERWRITTEN FOR  AND UP TO THE  MONTH  OF AUGUST,  2006

here is a slight deceleration in

the  premium growth momentum

in the month of August 2006, compared

to the high growth rates recorded in the

previous months of the fiscal. The

premium growth in August 2006,

nevertheless, is an impressive 16.8

percent with a premium accretion of

Rs.264 crore. But this lowered growth

rate, however, has brought the overall

growth rate, at the end of August 2006,

down to 20.3 percent.

The reason for the slight deceleration in

the growth rate is due to a lowered

growth rate, recorded by the established

players, of 5.9 percent. The new players

have recorded a growth rate of 43

percent, but lower than the usual: in

excess of the 50 percent growth rates of

earlier months.

There is an uneven scale of accretions

recorded among the established players

and the new players too, pointing out

that, with competition getting tougher, all

the players' marketing efforts seem to

be driven by strategies quite

independent of each other.

Report Card: GENERAL

STATISTICS - NON-LIFE INSURANCE

T

Royal Sundaram 4479.30 24511.28 3900.00 19020.00 28.87

Tata-AIG 6236.67 34348.93 5030.99 25330.37 35.60

Reliance General 5933.74 27353.55 886.25 6609.82 313.83

IFFCO-Tokio 8224.13 57086.03 7518.48 48424.39 17.89

ICICI-lombard 24805.59 128452.44 13044.91 70454.83 82.32

Bajaj Allianz 12540.91 71356.78 12572.38 53863.69 32.48

HDFC CHUBB 1573.92 7651.63 1785.04 7765.68 -1.47

Cholamandalam 2377.78 12808.05 1612.44 10708.12 19.61

New India 36311.00 209307.00 36539.00 186958.00 11.95

National 27259.00 154231.00 25781.00 149465.00 3.19

United India 25993.00 148882.00 24367.00 138899.00 7.19

Oriental 28199.00 166744.00 24588.00 149378.00 11.63

SPECIALISED INSTITUTIONS:

ECGC 4721.99 23830.22 4145.43 21941.44 8.61

Star Health & Allied

Insurance* 34.06 89.55 0.00 0.00

* Commenced operations on 18th May, 2006
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ICICI- Lombard with an accretion of

Rs.118 crore, Reliance with Rs.50 crore

and Oriental with Rs.36 crore lead the

premium league (77 percent of total

accretion) in August 2006. Surprisingly,

New India has dropped its renewal

premium by Rs.2 crore and Bajaj-Allianz

by a few lakhs.  HDFC-Chubb too has

dropped its premium by Rs.2 crore.

Another feature of the August monthly

showings is that the premium of ICICI-

Lombard of Rs.248 crore is about 95

percent of the United India's of Rs.260

crore and 91 percent of the National

Insurance. The gap between the

established players and one new player

at least is fast closing. The gap between

ICICI -Lombard and the next ranked

Bajaj-Allianz is also widening to the point

that the premium of the former at the end

of August is twice the size of the latter.

Reliance is sprinting, fast catching up

with others for the earlier lost time. The

August month has shown it has recorded

Rs.50 crore in its accretion on its meager

Rs.9 crore renewal premium.

Up to August 2006:
At the end of August 2006, the non-life

market has recorded an accretion of

Rs.1760 crore at a growth rate of 20.3

percent. The overall market premium at

the end of August has crossed Rs.10,429

crore against the corresponding Rs.8670

crore. The established players have

achieved a growth rate of 8.7 percent and

an accretion of Rs.543 crore. The new

players have recorded an accretion of

Rs.1216 crore at a growth rate of 50.2

percent.

Among the private players, ICICI-

Lombard leads in premium accretion

The author is retired CMD, The Oriental
Insurance Company Ltd. He may be
contacted at gvrao70@gmail.com

with Rs.580 crore accretion. New India

with an accretion of Rs.223 crore comes

next. Reliance with Rs.208 crore, Bajaj-

Allianz with Rs.175 crore and Oriental

with Rs.173 crore follow. These five

players together account for Rs.1359

crore of the total accretion achieved of

Rs.1759 crore.

The market share of the new players

continues to remain at 35 percent as in

the previous months.

Final word:
In the absence of the portfolio increase

analysis, one cannot gauge and

comment on the key drivers in the

market. But the premium growth of over

20 percent is quite impressive. With

detariffing scenario likely to emerge in

the next four months, it would be

interesting to observe if the premium

levels of each player would change.

Reliance has shown a market

aggressiveness not seen in recent

times.

The drop in the growth rate of the

established players in the month of

August 2006 to 5.9 percent is not a

particularly welcome sign. The run up to

the detariffing stage must show more

signs of activity on the part of the market

players, as a whole. With current rates in

fire, engineering and motor likely to drop,

as expected, there should be more

vigorous signs of persuading the fence

sitters among the consumers to take the

insurance plunge. More premiums in the

kitty mean more investment income.

Would the market see a new

effervescence in the marketing efforts in

the next four months? Market logic would

seem to suggest so; but the reality check

of inertia may call in a different tune. There

are bound to be interesting times ahead,

whatever happens.

STATISTICS - NON-LIFE INSURANCE

--** *--
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STATISTICS - NON-LIFE INSURANCE

Note: In case of public sector insurance companies, the segment wise data submitted may vary from the flash Nos filed with
the Authority.  As such, the industry totals may vary from the flash figures published for the month of June, 2006

*Pertains to Credit Insurance.

** Pertains to Health Insurance.  Commenced operations in May, 2006

GROSS PREMIUM UNDERWRITTEN BY NON-LIFE INSURERS WITHIN INDIA

Rs. in Lakhs

Sl No. Insurer Fire Marine Marine Marine Engineer- Motor Motor OD

Cargo Hull ing

1 Royal Sundaram 4,544.96 687.82 687.82 0.00 924.91 6,335.58 5,686.82

Previous year 3,552.00 494.00 486.00 8.00 645.00 5,184.00 4,624.00

2 TATA-AIG 6,445.42 1,890.25 1,890.25 0.00 998.25 7,132.91 6,544.43

Previous year 5,144.89 1,319.34 1,319.34 0.00 573.79 5,209.95 4,761.26

3 Reliance 7,244.94 486.06 423.24 62.82 1,648.60 3,346.70 3,341.98

Previous year 1,496.24 1,213.94 319.38 894.56 580.28 424.74 413.51

4 IFFCO Tokio 15,042.78 4,000.99 1,262.21 2,738.78 2,093.42 11,227.74 9,283.74

Previous year 11,565.73 978.46 861.08 117.38 1,729.02 6,305.07 5,504.92

5 ICICI Lombard 17,051.99 4,372.75 1,486.43 2,886.33 4,772.29 23,373.30 20,948.08

Previous year 12,941.57 3,904.34 1,346.91 2,557.44 2,909.86 8,179.41 7,140.87

6 Bajaj Allianz 14,080.11 2,044.13 1,845.05 199.08 5,204.53 15,583.65 11,969.76

Previous year 9,544.79 1,528.86 1,051.47 477.39 3,459.99 11,309.50 7,539.67

7 HDFC Chubb 278.50 57.66 57.66 0.00 85.78 3,098.23 2,935.99

Previous year 106.19 14.65 14.65 0.00 69.29 3,168.68 2,998.92

8 Cholamandalam 3,200.15 625.56 608.37 17.20 747.62 1,562.40 1,440.22

Previous year 3,040.53 393.39 370.56 22.83 604.93 1,572.46 1,391.53

9 New India 30,829.73 7,359.26 3,839.19 3,520.07 5,755.42 52,990.00 35,300.60

Previous year 28,223.34 6,395.64 3,987.18 2,408.46 3,920.53 47,735.93 32,194.78

10 National 19,318.28 5,137.39 3,279.23 1,858.16 3,028.94 46,053.04 31,626.66

Previous year 16,945.21 4,570.79 3,702.72 868.07 3,059.83 47,614.25 33,225.59

11 United India 25,016.65 10,279.83 3,806.01 6,473.82 5,264.68 28,597.18 19,267.38

Previous year 24,618.95 9,519.98 3,518.08 6,001.90 4,442.12 27,834.14 17,279.89

12 Oriental 20,231.99 8,561.22 4,694.49 3,866.73 5,343.78 39,816.28 27,703.29

Previous year 19,610.47 7,303.74 3,181.56 4,122.18 5,398.94 35,598.10 25,434.08

Grand Total 163,285.51 45,502.93 23,879.95 21,622.98 35,868.21 239,117.01 176,048.94

Previous year 136,789.91 37,637.13 20,158.93 17,478.21 27,393.58 200,136.24 142,509.03

SPECIALISED INSTITUTIONS

13 ECGC *

Previous year

14 Star Health & Allied Insurance**

Previous year

The Quarterly segment-wise business figures are being given in the Journal for the first time.



45

irda  Journal, October 2006 Journal, October 2006 Journal, October 2006 Journal, October 2006 Journal, October 2006

STATISTICS - NON-LIFE INSURANCE

(SEGMENT WISE) : FIRST QUARTER ENDED JUNE, 2006

Motor TP Health Aviation Liability Personal All Others Grand Total

Accident

648.76 1,905.68 0.00 345.01 603.81 180.38 15,528.15

560.00 1,161.00 0.00 287.00 581.00 131.00 12,035.00

588.48 1,142.39 0.00 1,996.70 1,971.11 639.47 22,216.51

448.69 963.43 2.22 2,000.97 1,390.59 291.45 16,896.64

4.72 1,665.30 187.04 230.80 463.94 1,145.72 16,419.10

11.23 187.41 174.77 97.53 186.61 412.08 4,773.60

1,944.00 1,452.34 39.64 361.18 357.33 1,876.25 36,451.67

800.15 1,091.66 0.00 327.53 272.30 1,358.62 23,628.39

2,425.22 17,212.37 606.08 4,101.34 2,806.30 7,077.54 81,373.96

1,038.54 5,420.86 1,213.00 2,771.77 2,079.83 2,918.40 42,339.04

3,613.89 3,856.05 57.76 890.86 653.09 2,595.97 44,966.16

3,769.83 2,658.83 78.16 489.46 320.99 2,513.73 31,904.31

162.24 217.43 0.00 111.56 275.46 313.70 4,438.33

169.76 93.07 0.00 30.20 256.96 503.28 4,242.32

122.18 752.76 0.00 313.74 229.61 536.04 7,967.87

180.93 501.68 0.00 247.18 303.54 502.56 7,166.27

17,689.40 19,660.28 2,050.60 1,755.17 2,237.19 13,764.94 136,402.59

15,541.15 15,680.04 542.26 1,673.49 1,997.01 11,738.68 117,906.92

14,426.38 9,614.74 1,517.32 996.70 1,567.18 9,775.42 97,009.01

14,388.66 8,474.54 1,119.10 1,079.41 1,431.19 9,892.58 94,186.90

9,329.80 10,149.12 31.37 1,850.52 1,567.58 14,358.80 97,115.73

10,554.25 8,094.66 73.80 1,485.45 1,463.25 12,159.50 89,691.85

12,112.99 11,202.57 2,382.66 1,476.54 2,008.06 11,988.61 103,011.71

10,164.02 9,201.06 3,947.62 1,131.11 1,754.29 9,367.75 93,313.08

63,068.07 78,831.04 6,872.47 14,430.12 14,740.65 64,252.84 662,900.78

57,627.21 53,528.24 7,150.94 11,621.09 12,037.56 51,789.62 538,084.32

13,710.24 13,710.24

13,435.87 13,435.87

16.82 16.82

0.00 0.00

We will be publishing Quarterly business figures henceforth as a regular feature.
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ROUND UP

INSURANCE REGULATORY AND DEVELOPMENT AUTHORITY (IRDA) ORGANIZED

'IAIS-CGAP MEETING ON MICRO INSURANCE' ON 30TH AUG.

AND 1ST SEP. 2006 AT HYDERABAD.

Photograph shows (from L to R):

Ms. Martina Weidmaier-Pfister, GTZ, Germany; Mr. C.S. Rao, Chairman,

IRDA (India); and Mr. Arup Chatterjee, Member of Secretariat, IAIS, Basel, Switzerland.

Delegates from various countries

who attended the meeting.

I • 
I I I 
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ROUND UP

INSURANCE BROKERS ASSOCIATION OF INDIA (IBAI) ORGANIZED

THE THIRD ANNUAL CONFERENCE ON 19TH SEPTEMBER

AT MUMBAI. BOOKS AUTHORED BY SOME OF

THE MEMBERS WERE RELEASED ON THIS OCCASION.

Photograph shows the release of two books authored by Mr. S.K.Jain viz.

Compilation of Legal Decisions in (1) Life Insurance and (2) General Insurance.

Photograph shows (L to R) Mr. Sohanlal Khadel, Director & VP, IBAI; Mr. S.K.Jain;

Mr.C.S. Rao, Chairman, IRDA; Mr. Bharat J.Boda, President, IBAI; Mr. Hari Padmanabhan,

Dy.MD, 3i Infotech Ltd.; Mr. Anirudh Prabhakar, COO, 3i Infotech; Mr. Nitin Dossa, Director & Treasurer, IBAI.

Chairman, IRDA releasing the book

'Best Guide to buy Health Insurance'

by Mr. Suresh K. Sethi.
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09-10 Oct 2006

Venue: Mumbai

Tenth Insurance Summit

By Confederation of Indian Industry

09-11 Oct 2006

Venue: Pune

Workshop on Reinsurance

By NIA Pune

12 Oct 2006

Venue: Mumbai

Risk Summit 2006

By Asia Insurance Post

12-13 Oct 2006

Venue: Hainan Island, China

7th China Rendezvous

By Asia Insurance Review, Singapore

16-18 Oct 2006

Venue: Pune

Insurance Management of Energy Risk

By NIA Pune

30 Oct - 04 Nov 2006

Venue: : Pune

Integrated Management

Program for Line Managers

By NIA Pune

01 Nov - 02 Nov 2006

Venue: New Delhi

Developing Pro-Poor Health Insurance in India

By FICCI

06 Nov - 11 Nov 2006

Venue: Pune

Reinsurance Management

By NIA Pune

20 Nov - 21 Nov 2006

Venue: Pune

Seminar on Incidence Response Management

By NIA Pune

20 Nov - 21 Nov 2006

Venue: Shanghai

4th Asian Conference on Claims Management

By Asia Insurance Review, Singapore

23 Nov - 24 Nov 2006

Venue: Shanghai

3rd Asian Conference on

Pensions & Retirement Planning

By Asia Insurance Review, Singapore

r 
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-  Mr Patrick de la Morinerie, President,

International Union of Marine Insurance (IUMI).

“ Insurers and customers have one common interest - to jointly contribute to the

assessment and evolution of risks; and thus agree on the mapping of risks.

“

VIEW POINT

- Mr. Alessandro Iuppa, President,

National Association of Insurance Commissioners (NAIC)

“An effective regulator must keep up with the increasingly rapid pace of the integration

of global economies and financial markets. To sustain economic growth and promote

open markets, supervisors must require a sound, strong and efficient regulatory

framework

“

- Mr. Howard Mills

Superintendent of the New York Insurance Department.

“ We can avoid market uncertainty and disruption by developing good policy before we

get too close to the expiration of the existing TRIA (Terrorism Risk Insurance Act)

program.

“
- Mr. C.S. Rao, Chairman,

Insurance Regulatory and Development Authority, India

“ The world over, detariffing is a step-by step process. We have been telling insurers to

continue the existing tariff conditions at present, as any alteration will add to the

confusion in the market.

“

- Mr. Peter L Miller, American Institute President & CEO,

addressing CPCU' 2006 class.

“ Your broad base of specialized knowledge allows you a more holistic view of the

insurance industry. By assimilating your understanding of the past and your knowledge

of the present, you can develop a vision for the future.

“

- Mr. Alessandro Iuppa,

NAIC President

“ State insurance officials share the commitment to combat those who prey on the

financial security of our military personnel; and to provide the men and women in the

armed forces with the highest level of consumer protection.

“

◄ ► 

r 7 


