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Answer EIGHT questions only. Question number TEN carries 16 marks but thlS isnot
compulsory. All other questions carry 12 marks each.
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1. Write short notes on (any three) 4 each
a) Underwriter
-b)  Concept of professionalism
¢) Importance of Record keeping
d) Principle of Dyadic Relationship
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2. a) Whattypes of objections are generally raised by the prospects in selling 6 each
process? How to overcome such objections?
b) Whatis the service call? How would it help in getting more prospects -
More business?
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a) Why is an agent called Primary underwriter"?
b) How can a customer be retained?
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Expand tﬁe following abbreviations

a) HUF b) KYC ¢) MHR
e) IRDA fy CBDT g ULIP
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Distinguish between:

a) Keyman Insurance & Partnership Insurance
b) Life Insurance & Non Life Insurance

¢) Pre-Approach & Approach

) HFE SfaA I @ o F ST @ uie =7 A @ 2

CIS-31
(IH & 6 3F)

6 each

(T & 1V2 )
7 ACR
%) RTI

12 each
d) ACR
h) RTI

(TF & 4 3()

4 ea'ch

(TRH & 6 )

) ﬁwﬁfﬁgﬁmé‘aﬂwmwaﬁaﬂ@aﬁmm

@ R &t g
Har frgfr it oy
site @ oy
Sfte AT wfere
3T T

I Y

g W =g

. . aea@9%3oaa°a\a1%q1oz74é '|

30 a9

60 o

®. 69
. 30,000

&. 1,00,000

&®. 50,000
&. 30,000



6.

7.

3 CIS-31

a) Whatare the 5 steps involved in calculating HLV?

~ b) Calculate HLV on the basis of the following data

Prospect's Age - ‘ 30 years
Retirement Age - 60 years
Average Annual Income - Rs. 6 Lakhs
Life Insurance Premium per annum - Rs. 30,000/-
Income Tax - Rs. 1,00,000/-
Other Expenses - Rs. 50,000/-
Self maintenance Expenses - Rs. 30,000/-
P.V. Factor for annuity @ 9% for 30 years is 10.274
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Give one word for :

a) When a person buys he becomes.

b) Amount payable at the time of death.

c) Agreementenforceable by law.

d) Evidence of an insurance contract.

e) The ability to understand the needs of a customer.
f)  Anexpression of the resistance to the effort to sell.
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Fill in the blanks 1 for each blank
a) The word market refers to the aggregate of customers both
and .
b) Theneeds are and all the time.
¢) There is a common belief that to benefit act of insurance there must be
or .
d) "Cold canvassing is the process of finding among
to whom one has no introduction and about whom there is no prior
knowledge."
e) In case of Life Insurance need and satisfaction are in the realm of
and .
f) will provide data about segments of customers
not about individual customers.
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Match the following : 2 each
a) Prospecting 1)  InsurancePrinciple
b) Marketing Mix i)  Search for right people
¢) Primaryunderwriter i) Four'P's
d) Sharing iv) Agent
e) Basis of Insurance Contract v) Premium
) Cons1derat10nAmountmInsurance vi) Proposal
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a) What are the several sources through which names can be obtained? 8 each
b) Which are the attitudes that help and hinder professional behaviour?



