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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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Write short notes on:-
a) Branding

b)  Cashflow planning
c) Sharing

d) Persuasion
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a) How insurance customer is very different from the customer in most other
business transactions ?
b)  When the customer feel satisfied ?
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Expand the following abbreviations : 1%2each
a) IRDA b) LPAI
c) MWPA d) AIDA

e) CLOSE ff) CRP
g IVRS h) HUF
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a) Whatis prospecting ? 4
b) Explain in detail the systematic ways to collect the names of the prospects.. 8
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Fill in the blanks :- 1 for each blank
a) indemnifies assets and income . '
b) Anagentisa underwriter
¢) The4 P’ of Marketing mix are :
) .
d) The process of finding prospects among strangers is ......... peerenens .
begins with collecting names.
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f)  If money is paid towards life insurance premium the liability
1S e,

g) The concept of HL V was suggested by

h)  Marketing focuses on
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Match the following;:-
Column ‘A’ Column ‘B’

a) Finance Seller - initiated effort

b) Perception i)  Search for right people

¢)  Salesmanship iii)  Attention interest desire action
d) Prospecting iv) Management of money

e) AIDA Source for name

f)  Nests i)  impressions created by ourselves
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State whether the following statements are true or false :-

a) The customer is a person who has a need for insurance .

b) Insurance Agent is not Financial Advisor .

¢) Market research is the process by which one comes to know of the
behaviour styles or preferences of the customers.

d) Agood salesman is always satisfied in selling once to a customer.

e) Purchase of insurance involves the management of one's assets and of
future.
Prospecting begins with collecting names.
The benefits of insurance are related to the heart.
The decision about place and time of meeting prospect will be made during
pre-approach planning stage.
The selling process can be analysed with precision.
Closing is the process of making the prospect finally take action to buy.
If any prospect is too ready to buy then it may be a bad risk.
In case of corporate bodies, the approach stage can be quite prolonged .

Mg SiaA qod @ g 33T @ 2 (YT F 6 3F)
frafefiad stfhsi & MU’ W AFd Shed qed st 0T SR -

i e &l Y - 3oy

gar fafa &t o - go @

mﬁaﬁ%ﬁ 3 - &, §,00,000

Sitee ot Sifim ufg aiffles - ®. 30,000

HEI & - . ,00,000

HY g - . ¥o,000

za?:i-;:i(g{msqq - 30,000

et & o o of o d Q% W W 30 9 F faw 2

20.39%




5
8. a) WhenHuman Life value is subject to loss ?
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 premium p. a. Rs.30,000/-
Income Tax Rs.1,00,000/-
Other expenses Rs.40,000/-
Self maintenance expenses Rs.30,000/-

PVIfactor for Annuity @ 9% for 30 years is 10.274
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a)  Whatis key man insurance ?
b) Why there is aneed for partnership insurance ?
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. a) "Never forget your customer and never let the customer forget you".
Discuss this statement with reference to various aspects of servicing .
b) Explain the role of Insurance Financial Planning .




