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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 gn - ~ . . 4each

a) Conceptof positioning

b) Dyadic relationship :

c) Importance of tact in corporate selling
d) Keyman Insurance

2 e s e e o e T g e 5 o el SRR 12
AT IR A AIA AL | ‘

2. Anagentislikea preacher. Explain this statement with reference to various 12
beliefs that emerge out of product knowledge. '
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= ®. 25,000
tﬂé’ranémmﬁa%%v% aﬁatﬁmaﬁg 10.274
3. a) Define Human Life Value. Comment on the five aspects of this concept , 8
b) Calculate HLV on the basis of followm g data. , : 4
» Prospects’s age - 30years EERILRE A
Earning life span . < Upto 60 years of age
Average current annual eammgs - Rs.6,00,000
Expenses : -
- Insurance;premnum . - Rs. 20,000.
- Taxes - Rs.1,15,000
- Other expenses - _Rs. 40,000
- Self maintenance ; - Rs. 25,000

PVI Factor for Annuity @ 9% for 30 years 10.274
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4. a) Describe the characteristics that help a good professional behaviour. 8
b) © What are the attitudes that hinder a good professional behaviour ? ) 4
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5. Distinguish between : , ‘ . 4 each
a) Prospect and proposer L
b) Preapproach for individual and corporate clients. -
c) Written and oral presentation . ~
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Cujections are blessings in disguise. _ 12
Explain this statement with reference to various methods of meeting
objections . '

retfeia 3 91 T - (073 % R 112 31)
ar) o g - w i/ somel i) fafea

) A ii) ot e

F) KW FEA i) e yEEA

¥) geEE : iv) fasra s 3@

3) W e e e /g v) - e e

%) o vi) s

7 de/gE o vii) sev Rl

9)  Qar-geray/E viii) I

Match the following pairs :- ' : 1Y2 each
a) Yes-but method i) Branding '

b) CLOSE ii) Genuine concermn

c) Positioning : iii) Managementof money

d) Oldage iv) End of selling process

e) HL Vapproach v) Dynamicstage

f) Finance : vi) Annuities

g) Approach vii) Ideal method

h) Servicing-call viii) Heubner.
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Fill in the blanks with appropriate words. : 1% each
a) A person who has a need for insurance is ---—---. :

b) - Satisfaction of the customer is the purpose of -------- .

c¢) Notall products are price -------- .

d) Insurance products have -------- .

e) Insurance -------- assets and incomes.

f)  Process of finding prospects among strangers is -------- .

g - clients are tough customers . ) )

h) --eee- gives an impression of lack of knowledge.
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State whether folloWing statements are true or false. - 1% each
a) Agent is called final underwriter. ' -

b) Brand is defined by positioning.

¢) Savings get eroded fast due to inflation.

d) Underlying principle of Insurance is sharing.

e) Life Insurance policy indemnifies the loss.

f)  On completion of sale, customer becomes a prospect.

g) Selling process can be analysed precisely.

h) Patronising attitudes are not weicome.
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"Never forget your customer and never let the customer forget you". 12
Discuss this statement with reference to importance of various aspects of
servicing . C
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