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Answer EIGHT questions only. Question ONE carries 16 marks but this is not
compulsory. All other questions carry 12 marks each.
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1. Write short notes on:- ~ : : 4 each
a) Customer satisfaction
b) GiftTax
¢) Partnership Insurance
d) Roleof insurance in Financial Planning.
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2. a) Whatare the several sources through which names can| be obtained? '
b) Explain in detail, what are the other systematic ways to collect names. 8
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a) Whatis price — satisfaction equation? -4

; b) Describe the various steps in a seiling process? 8
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a) What are the reasons for failure of an insurance contract? 6 each
b) - How can a customer be retained? oo
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Fill in the blanks:- - Ifor each blank

a) The basic purpose of marketing is to deliver satisfaction to the
customer by offering a ' which the customer needs at
reasonable __ at a suitable and after

- appropriate . R o
b) _ willprovide dataaboutsegments of customers, not about
* individual customer.

¢) Theunderlying prmclple behind insurance business is .

d) The terms of are hard but the terms of are
easy. ’ A

¢) The salesman-customer relationshipisa______~__ relationship.

f) . isbasically Iookmg for people who could be contacted

for ina
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6. -State whether the followmg statements are true or false.

a)
b)-

<)

Good agents neverloose touch with their pmspects and policy holders

Incaseof sellmg to individuals; prospecting xmphes ﬁndmg the name

of a likely customer and then qualifying that“'n

1-each

Life Insurance agents should practice- sellmg based on human lee o

values.

Insurance Premiums under partnership Insurance are not allowed as
expenses.

Prospecting is the search for the right pcople to whom the salesman
can tell the story of insurance.

“Human Life Value” is the capltahzed value of the antxcxpated eammgs
of an'individual.

Agent is not a Primary underwriter.

Effective and successful salesmanship requires that the salesman
knows the characteristics of the products which he intends to sell.




4 ., CIS -31
i) A very small information about prospect is valueless. :
j) KeyManis a person with special Technical Knowledge.
k) Al farms of insurance alleviate anxiety and replace it with a sense of
security and peace of mind. o
I) Closing is the Process of making the prospect finally take action to
buy. : : :
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Match the following:- ' 1% each
a) Marketing i)  Sources for Names :
b) Inflation ii) Two way relation
¢) Dyadic iii) Valuesatisfaction
d) Selling . iv) Management of Money
. ¢) Nests: v) Sales Volume
f) - Objection vi) Marketing Mix
g) Finance vii) Yes-Butmethod
~ h) Promotion viii) Eroding savings
 Prefifian Wi A QU RiRaT -
a) CLOSE
b) IVRS
¢) AIDA
d) HLV
. ¢) CRP

f) -CRE
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8. Expandthe following abbre;'iations - : 2cach
a) CLOSE . : '
b) IVRS
¢) AIDA
d) HLV
e) CRP
iy CRE : : ‘
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9. a). Inwhatsituation HLV is subject to loss? | 6each
b) Calculate HLV on the basis of following data. :
"Prospect’s age - 30 years
Retirement age - 60 years
Average annual Income - Rs. 6,00,000
Life Insurance Premiump.a. = - - Rs. 25,000
Income Tax : - Rs. 1,00,000
Otherexpenses - Rs. 45,000
Self maintenance expenses - Rs. 30,000

PVT factor for annulty @ 9% for 30 years is 10.274
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10. a) Why anagentis called the primary underwriter?
b) How can an agent show respect to the prospect?
c¢) Explainthe ways of meeting objections.
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