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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
b) Perception
¢) Sharing
d) Prospecting Attitude
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2. Expand the following abbreviations. 1% each
a) CIFP b) KYC c¢) CRE
d) ACR e) CPA ) MHR

g ULIP h) CBDT
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Give one word for : 2 each

a) One whobuys what is being offered.

. b) Anexpression of resistance to the effort to sell

¢) The arrangement for Protection of Assets

d) The process of making the prospect finally take action to buy.

€) The willingness to attend to the needs of the customer.

f) - The capitalized value of the net future earnings of an individual after
deducting appropriate cost for self maintenance.
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. a) Whatare the characteristics of good professionals? 6 each
b) What are the Attitudes that hinder professional behaviors?
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State whether the following statements are true or false. 1 each

a) Marketing focuses on customer's needs.

b) Insurance indemnifies assets and income.

¢) The product which an insurance agent tries to sell is related to the finance
of the prospect.

d) InInsurance the customer is the only person who makes the decision to
buy.

e) Before a person decides to buy he is only a prospect.

f)  The process of selling enters a dynamic stage during 'Approach’.

2 Thenames obtained from various sources does not need to be qualified
before they can be included in the list of Prospects.

h)  The selling process can be analysed with precision.

)  Incase of insurance people normally do not feel need. -

J)  Incase of individual insurance the buying decision is made by one person.

k)  Anobjection is an expression of the resistance to the effort to sell.

D Thehuman life should not be recognized as the creater of substantially all

property values.
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a)  What are the five steps involved in calculating human life value? 5
b) Calculate HLV on the basis of following data. 7

Prospect's age - 30yrs.

Retirement age - 60yrs.

Average annual income - Rs. 5,00,000

Life Insurance Premium p. a. - Rs.25,000

Income Tax - Rs. 1,00,000

Other expenses - Rs. 40,000

Self maintenance expenses - Rs.35,000

P. V. factor @ 9% for 30 yrs is 10.274
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Fill in the blanks. 1v2each for each blank
a) Different Plans of Life Insurance plans cover different................. .

b) The Salesman - Customer relationshipisa............... relationship.

c) Beforeapersondecidestobuyheisonlya................

d) Thevalueof................ (o] SR property is easily determmable

e) Theunderlying principle behind the insurance business is ................

D 1s the process of making the ................ finally decide to buy
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a) What are the reasons for failure of an insurance contract? 8
b) How can a customer be retained? 4
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What are the principles to be followed in closing stage? 6 each
What are the three essential principles to be observed while dealing
with objections?
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a)
b)

What is Key-man Insurance? ‘ 6 each
Why there is need for Partnership Insurance? o



