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Abstract

This is a report which is based on 3.5 month internship project at Reliance life
insurance in Nepal. This internship is a part of my BBA program entitled "Cooperative
Educational Report” under the supervision of Siam University. My involvement during
mternship period was at Reliance life insurance limited which is promoted by one ol the A
graded bank in Nepal i.e. Siddhartha bank limited. The main objective of this study is to know
about the sales and marketing work at an insurance company as there is a pure sales activities
held in an insurance company. During my 3.5 months project | got an opportunity to work with
an energetic and work enthusiast team facing different challenges. and learning of many things
about life msurance in Nepal context. However, the 3.5 months became a less time to grow the
knowledge in every sector in the company but | got an opportunity to excel many things about
life insurance and help me to build confidence to present about the product to the client. This
had helped nie to gain idea about how to convince customer by attracting them with the benefits
ol the product you have. As the company is new in the market, | got benefit of learning from
the bottom to top along with company itself)

This experience has helped me build my knowledge on sales strategies as well as made

eood impact on building my relation and network with everyone which will be helpful in the

corporate world. M
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Chapter 1: Introduction
1.1  Company profile

Reliance Life Insurance Limited is one of the renowned life insurance company in
Nepal which is able to succeed to be well known in short period of time, since its
operation from 17" November 2017 (1% of Mangsir, 2074 of Nepali date).
Reliance life insurance got opportunities to grow in the market in short period of
time because of its support from well-known and renowned companies in Nepal.
It is promoted by Siddhartha Bank Limited which is among the A graded banks
in Nepal and other renowned Business Houses like Kedia organization which is a
conglomerate company, Agni incorporated which is an authorized dealers of
Mahindra vehicles, Sunrise Nepal Foods and Beverages which is a FMCG
company in Nepal, etc.

According to the law of Nepal Insurance Board, every life insurance company
should have total capital of 200 billion where Reliance life Insurance company is
being operated with issued Capital of NPR 2.10 billion in which the paid up
Capital ofthe company is NPR 1.47 billion and the gap of NPR 63 billion will be
met by public issue (IPO) in due course of time.

Reliance life insurance operates focusing on the core philosophy of customer
centricity. It offers long term savings and protection products to meet different
life stage requirements of its customers by analyzing their needs and demands.
They develop various initiatives to provide cost-effective products, superior
quality services, and a hassle-free claim settlement experience to our
customers.(Reliance Life Insurance, 2018)

1.1.1. Mission and Vision of the company

Mission
To be the trusted life insurance provider by helping clients manage their wealth,
protecting their future and loved ones & meeting stakeholders’ expectations.

Vision
To be a leading life insurance company with due solemnity and Corporate Social
Responsibility (CSR).

1.1.2. Functions of the company

Helping clients manage their wealth & taking care of their loved ones.
Helping clients bear children’s marital and educational expenses.
Encouraging people to save for future including retirement.

Meet multifarious needs and ensure the welfare of individual & family.

APwbdE
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1.1.3.

1.2

Creation of job opportunities for skilled labor.
Protecting from eventuality.
Giving clients peace of mind to live life fully.

Values of the company

Digitization — Digitizing every possible activities including business
sourcing

Responsive — Responsive to our clients and stakeholders

Service — Service excellence with defined turnaround times for each
services rendered

Integrity — Maintain high level of professional Integrity standards
Collaboration — Follow collaborative approach. Encourage open door
policy & respect feedback

Humility — Willing to adopt to change and maintain open attitude towards
learning

Organizational structure

Reliance life insurance being one of the leading insurance company in Nepal has
a dignified and good working environment culture in the company. Despite
having a work pressure for everyone to sell maximum number of policies in the
company, everyone in the company work together in a team to achieve a strategic
goal of selling maximum number of insurance policies to maximum number of
clients fulfilling their needs and demands by providing financial security against
risks and protect their family in their absence.

According to HR head of the company, the current organizational structure is as
follows which may get change anytime.
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1.3  Statement of the report

Selling insurance in the market is not an easy job as there will not be physical or
touchable product while approaching for a client. In context of Nepal, there is less
number of people who are insured and are aware about the Life insurance policies
and benefits. Many of them don’t even know about existence of insurance
benefits for them. However, some of them are not even interested in having life
insurance benefits despite of knowing its benefits. So, it would not be an easier
job to convince those people in Nepal’s market.

However, people who are interested and aware about life insurance tend to buy
lots and lots of different company’s policies. So, it would be more difficult for
them to sell the policies as it is fact that, they will compare benefits with the
policies that they already have, before buying new policies.

Similarly, there is other kind of clients who actually thinks that they should buy
some life insurance policies, thinking of their dependent members in the family



after his unpleasant happenings. Whereas, some people tend to get life insurance
policies to reduce tax % that he has to pay from his salary.

Therefore, there are lots of people have different perspectives in buying life
insurance policies in Nepal. And, as we all know that, Life insurance policies is
not a physical or touchable products to be taken in front of clients, hence, the
sellers should have greater knowledge and good communications skills to
convince clients to buy life insurance policies, by explaining them about different
benefits that they get after maturity period or benefits that the beneficiary gets if
his/her unpleasant happenings. The sellers should also have knowledge about
consulting the life insurance to the clients analyzing their behavior on what he is
planning for the future basis. This will help client to motivate and make them take
to point of sales.

Therefore, the purpose of this study is to analyze the sales and marketing of Life
insurance in Nepal context. The aim of this study is to get knowledge on how
sales and marketing of life insurance is done effectively by one of the life
insurance Company in Nepal and also to expand knowledge on knowing customer
behavior and selling the products accordingly.

1.4  Objectives of the study

The main objectives of the study is to analyze and enhance/ apply my theoretical
knowledge into practical by working in an organization and also to know about
the organization culture inside Reliance Life insurance and about the works done
there.

The specific objectives of my study in this report are as follows:

1. To know the Life insurance policies in context of Nepal.

2. To explore the trend of premium collection, investment pattern and return of
Reliance Life insurance LTD.

3. To know the types of life insurance policies that Reliance Life insurance
provides to its clients.

4. To analyze the needs and behavior of the clients regarding insurance policies
in Nepal.

5. To analyze the work of an insurance company by tying up with different
banks.

6. To know more about sales of life insurance policies in context of Nepal.

7. To enhance my skills regarding sales and marketing of insurance in Nepal as
sales of insurance is more difficult than any products sales.

8. To know about the position of the Reliance life insurance in the market.

9. To enhance and develop my communication skill.



1.5  Expected outcomes

1. Knowledge on effective sales strategy.

Working as an intern in an organization leads to find out and experience much
knowledge about organization culture and work operation of an organization.
That too, interning in a life insurance company in Nepal helps to figure out how
the sales and marketing of insurance is done by the company. Sales of an
insurance policy is very tough than that of sales of other physical product, one
cannot approach in front of clients with physical product in hand while going for a
insurance sell. Therefore, one of the main gains that | would get by working at
Reliance Life Insurance would be technique to convince customers while selling
insurance and take them in point of purchase. This will surely build my
communication skill first and secondly, it would be easier for me to sell any
physical product in the future.

2. Knowledge on insurance policies schemes of the company.

Internship opportunities help one to gain significant knowledge about various
sectors inside the organization. Therefore, | would be gaining more knowledge
regarding insurance policy in Nepal and how it will benefit to the clients, apart
from the sales of insurance policies.

3. Knowledge on recruiting agents and how to motivate them.

I would also be getting knowledge about how the agents are made by the
company and how they train them to work efficiently. Similarly, | would also gain
knowledge regarding how the company measures performance of the agency and
employees and how they motivate them with different attractive contests.

4. Knowledge on bancassurance work in life insurance company

Insurance policies are not only sold through agents but also through the different
banks, it is called as bancassurance. Therefore, | would be getting knowledge
about how the company tie up with different banks in Nepal and get knowledge
about bancassurance work.

5. Knowledge on customer behavior regarding purchasing policies

I could also analyze the client’s behavior regarding insurance policies in Nepal
context. | could also analyze what number of clients purchases what kind of
policies as per their ages, needs etc. | could also be aware about their behavior
regarding insurance purchase.



6. Knowledge on how to develop leadership and motivational skills.

Moreover, bringing and recruiting new agents in the company will definitely
make my leadership and motivational skills strong. I could easily inspire and
motivate anyone to work efficient in the coming future with the help of
experience | am getting through this internship opportunity.

7. Knowledge on developing competitive advantage

Similarly, there are many tough competitors of Life Insurance in Nepalese
market. Reliance life Insurance is one of the new leading company which also has
the highest capital in the Nepalese market. Being the new entrant in the Nepalese
market, | could learn from every steps that it takes and everything that it does to
perform well and gain competitive advantages in the Nepalesemarket. This will
help me to learn how to work when doing own startups and get knowledge about
how to gain competitive advantages.

1.6 Limitation of the study

This study aims at getting knowledge about organization culture and enhances the
theoretical skills into practical. It aims at experiencing the working environment
in an organization and finding the fact and working pattern in an organization and
also the depth knowledge regarding Life insurance in Nepal. However, there are
some limitations of the study. They are as follows:

1. This report is completely based upon the experience and knowledge gained
during 3.5 months internship period at Reliance life Insurance, Nepal.

2. So, as the internship period is just 3 and half months so, | did not get enough
time for all research under all the expected topics.

3. This study implies to Reliance Life Insurance, Nepal and not for other
insurance companies.

4. This study is based on secondary data collected by Reliance Life insurance
Co.LTD

5. This study covers the information about Life insurance policies at Reliance
life insurance

6. Some of the information regarding the company is confidential so less
information regarding those contexts is given by the company.

The company was delayed in launching many other insurance benefits in the

market, due to slow agreement made by National insurance Board, Nepal which
impacted on my knowledge on those insurance policies.



Chapter2: Literature review

Literature review is the most important part in any report. It is way to get
information and knowledge about various topics and points stated in the report
which are covered and uncovered in the report that leads to help in avoiding the
confusion of the readers and avoid investigating the problems. This chapter covers
the literature regarding the topics, definitions, types and its explanations, study of
work operation in an organization, etc. The literature review helps to find out
one’s studies that have been conducted or experienced during internship period.
Therefore, in this section, we discuss about Main theory and concept applied
alongside with the given job descriptions.

2.1 Terminologies
Insurance: Protection against economic consequences of loss.
Insured: Person whose life is insured.

Applicant: Person who applies for insurance and seeks to purchase coverage (If a
person is applying for self, then insured and applicant is same person).

Payer: Person who pays premium
Insurer: Company that covers risk of insured.

Sum insured/ sum assured/ Face amount: Amount payable under life insurance
policy.

Bonus: At reliance life insurance, present rate of Bonus is 60 per 1000. This
bonus rate can be increase as per time changes.

Premium: Specified amount of money that insurer received in exchange for its
promise to provide a policy benefit.

Beneficiary: Person who receive the policy benefit after the insured person death.

Insurance agent: A person authorized by the company to represent company to
sell its policy.

Bancassurance: Bancassurance is the process of selling life insurance products
through the company’s tied up banks to its clients.



2.2 Meaning of Insurance

It is difficult to define insurance in term of every viewpoint of peoples regarding
insurance. However, Insurance is an arrangement in which you pay money to
a company, and they pay money to you if something unpleasant happens to you,
for example if your property is stolen or damaged, or if
you get a seriousillness(Collinsdictionary). Insurance is a plan by which large no
of people associated themselves and transfer to the shoulder of all risk that attach
to individual(Magee, 1959).

2.3 Types of insurance

Insurance plays an important role in people’s lives as it covers the risk in their
lives and it is the most effective and strongest tools to save their property as well
as their life financial save and secure. There are two types of insurance. They are:

I)  Life insurance

Life insurance policy is a contract between you (the policy owner/Insured) and an
insurance company (the insurer). Under the terms of a life insurance contract, the
insurer promises to pay a certain amount of money (death or maturity benefits) to
someone you choose (beneficiary) when you die or to you at the end of the
contract (term) period, in exchange for your premium (fee) payments. Life
insurance is the insurance of human being.

I1)  Non life insurance

Basically, non life insurance is the insurance of person’s properties like, building,
automobiles, machineries, etc. sometimes people may have to face huge
properties loss due to destruction of physical things. Thus they can recover it by
doing non life insurance policies.

2.4 Importance of life insurance
1.  Excellent saving

Life insurance plays vital role in helping a person make them a habit of saving
their income which helps them in future. When doing life insurance, people can
easily save little money always out from their salary or income to get a big
amount of life insurance, so that it could help themselves or their beneficiary if
any unbearable loss. Even a people who have less income sources can get a big
amount of life insurance by saving some amount of money every month.


https://www.collinsdictionary.com/dictionary/english/arrangement
https://www.collinsdictionary.com/dictionary/english/pay
https://www.collinsdictionary.com/dictionary/english/money
https://www.collinsdictionary.com/dictionary/english/company
https://www.collinsdictionary.com/dictionary/english/unpleasant
https://www.collinsdictionary.com/dictionary/english/happen
https://www.collinsdictionary.com/dictionary/english/example
https://www.collinsdictionary.com/dictionary/english/steal
https://www.collinsdictionary.com/dictionary/english/get
https://www.collinsdictionary.com/dictionary/english/serious
https://www.collinsdictionary.com/dictionary/english/serious

2. Compulsory saving

Insurance premium should be paid continuously after the policies are bought. An
insurance company bears losses only if the premiums are paid continuously by
someone. And, for continuous payments of the premium, one should compulsory
save money to pay the policy’s premiums to an insurance company.

3.  Free from loan burden

Nowadays, everyone tend to take loans from banks for many purposes. If
someone dies who has huge amounts of loans to be paid back then his /her
families have to face the difficulties to pay back for those loans. But, if he/she has
done any life insurance while taking those loans then after his/her death, there will
not be any difficulties for their families to pay back those loans because the
insurance company will pay back to those parties on behalf of the dead persons.

4.  Welfare of dependents

If any uncertain or unbearable things happen like death of the person who earns
for his/her family, then their families have to face many economical difficulties.
Hence, Life insurance play vital role in helping in these types of situations by
providing economical supports to their family. So, there is necessary to get life
insurance policies to help his/her family in absence of them.

5. Elimination of dependency

Many people need money or any source of income when they are retired from
their job. They need money to spend their beautiful retired life by spending all the
money that was saved in the past by doing life insurances. To spend their lavish
and beautiful life in those days they don’t have to depend upon anyone if they
have done any life insurance on past. So, with that money provided by the
insurance company after the maturity, they can enjoy and fulfill their needs and
demands on their retired old age life.

6.  Fulfill the needs of a person in the future

Life insurance plays vital role in fulfilling the needs of a person in the future also.
People can get their money back with bonus which is near to its double, after the
maturity or after each 5 years if they have bought a money back policies. That
money they get can be utilized to fulfill their needs in the future. Moreover,
saving little amount of money leads to create a huge amount of money which
helps every person to fulfill their needs.



7. Support for Government in Fund collection

Life insurance also plays an important role in supporting government in collecting
fund. Every insurance company collect huge amount of money in term of
collecting policy premiums. Those amounts can be properly utilized inside the
country to make its economical status good and also government gets support by
the money that are paid by the company as Tax.

2. Reduction in social evils

Life insurance plays very important role in reducing social evils in every society
as the insurance policy buyers has to pay insurance premium continuously which
reduces unnecessary costs like consumption of alcohol, drugs and smoking habits,
and the reduction of these unnecessary costs leads to reduce the social evils in the
society.

3. Protection of financial loss

Sometimes many uncertain or unbearable losses like death of a person who earns
money for the fulfillment of basic needs of their families may hold. This may
leads to face economical difficulties in their family. Therefore, life insurance
gives financial support to them in these types of situations.

4. Creation of employment opportunities

Insurance company also plays vital role in creating employment opportunities in
the society, many people in the society are getting job in many insurance
companies in Nepal. Also, many people who are unemployed can join the
company as insurance agents which have helped them in creating earning sources
for themselves. Moreover, the continuous payment of the premium motivates the
buyer to get source of income to continue their life insurance protection.

5. Motivate employees

Many organizations has helped their employees in buying a life insurance policies
for themselves, this situation let every employees and labor thinks that their life
and economic situation are safe, this leads to motivate those employees and labor
in working even better in an organizations.

6. Education for children

Every parent wishes their children to get a quality and high level educations. Due
to uncertain losses those wishes or dreams might not come true. They will not be
able to get a good quality education if uncertain loss happens. So, life insurance
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also helps those children to get a quality education as per their parent thought or
wished by providing them an education fare to complete their educations.

7. Tax benefits

Everyone has to pay equal amount of tax out from their income earned at any
organizations. Life insurance helps everyone in getting charged for least amount
of tax payment from their income. In Nepal context, the government has set the
rule that a person having a life insurance policy gets to save 20,000 from their
income per year while paying tax. For exampleif a person has 300,000 income per
year, then he has to pay income tax of just 2, 80,000. Hence, life insurance
provides tax benefits to a person.

2.5 Insurance regulatory authority of Nepal (National insurance board)

Beema Samiti (National insurance board) is the Insurance regulatory authority of
Nepal. Here, the word ‘Beema’ means ‘insurance’ in Nepalese language whereas
‘samiti’ denotes as ‘Board’. Beema samiti (national insurance board) is a firm that
systematizes, regularize, develop and regulate the every insurance corporate
within Nepal under insurance Act, 1992 of Nepal. Beema samiti (National
insurance board) of Nepal controls all the works that are related in insurance field
inside Nepal. Its main motive is to develop healthy insurance market in Nepal.

It controls and looks after every change in insurance environment in Nepal and
meets the requirement of those changes in the market. Basically its motive or goal
is to develop the insurance market of Nepal by controlling or looking after every
insurance company in Nepal. According to its law, every life insurance company
should have the total capital of minimum 200 billion to establish in Nepal’s
market. Similarly, every agent’s code is only given by National Insurance board
and agent’s license should be registered in National insurance board to work as an
agent in any insurance company in Nepal. Moreover, every insurance company
should pay the Royalty to Beema Samiti (National Insurance Board) as per their
sales of policy to theclients. Therefore, these laws and rules are only created by
the national insurance board so as to develop the professional and healthy
insurance market in Nepal. (Insurance Regulatory Autorithy Of Nepal, 2018)

2.6Competitors of Reliance life insurance in Nepal’s market

American life insurance company limited (ALICO)
Asian life insurance company

Gurans life insurance company limited

Life insurance corporation (Nepal) limited
National life insurance company limited

Nepal life insurance company limited

ocarwNE
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7. Prime life insurance company limited

8.  Rastriya Beema Sansthan

9.  Surya life Insurance company limited

10. L.M.E life insurance company limited

11. Jyoti life insurance company limited

12.  Union life Insurance Company limited

13.  Sun Nepal life Insurance Company limited
14. Reliable Nepal Life Insurance limited
(Sahayogee, 2018)

2.7 Policy product at Reliance Life Insurance
I)  Reliance Endowment Assurance Plan

Reliance endowment assurance plan is a product which is basically for those who
saves their money regularly for future. This product helps one to fulfill their basic
need and give financial support to them in their retired days. Besides all these
survival benefits, in a bad eventuality or during uncertain/ unbearable losses, this
products protects the loved ones of an insured person by financially and
economically support them to fulfill their needs.

During bad eventuality of an insured person before the maturity date of the policy,
the insurance company provides the sum assured money, chosen by the insured
person when buying the policy in the past, to the beneficiary. They are also
provided bonuses of sum assured money.

(Reliance Life Insurance, 2018)

Features of this product:

1. It has reasonable premium rates so that every single individual can
purchase this policy for their benefits.

2. 11-14 age groups of children can also have this policy plan and take the
benefits that the company provides.

3. An insured person get their sum assured money plus its bonus at the
maturity period.

4. In situations like death of an insured person, the sum assured money plus
its bonuses are paid to the beneficiary.

Eligibility of this product

Minimum Sum assured NPR. 25,000
Maximum Sum assured No limit, only depends on income
Minimum entry age 11 years
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Maximum entry age 65 years

Minimum policy term 5 years

Maximum policy term 59 years

Maximum maturity age 70 years
[Hustration

End of Policy Term

Sum Assured = Rs. 10 Lakhs
Age = 40Years

]
|
I Sum "
Plan = Endowment Assurance | Assured Bonus Total
"UStration Term = 15Years I 10Lakhs = 9Lakhs 19 Lakhs
( = Re'60 et =
I Bonus (Assumed) Rs. 60 per 1000 |
I LAY
Annual Premium of Rs. 68,200 for 15 Years | ,,‘{ - N
212z zs22azz21f0 . & BN
L2 2222222232 X % b.F +.‘,F‘-? X
NN E NN NN NN N el [
‘The borus amount may differ as per bonus rate Amount You Receive at Maturity

Source: (Reliance Life Insurance, 2018)
Figure 1 Reliance Endowment Assurance Plan

Here in illustration, we can see that person who is 40 years of age, choosing sum
assured of 1million with term of 15 years. So, for 15 years the annual premium
rate for his policy will be Rs. 68,200. Where, after the maturity period, he is going
to get his sum assured money i.e. Imillion with 900,000 bonus (present bonus rate
is calculated as Rs 60 per 1000). So at the maturity date he is going to get
altogether 19 million.

(Bonus calculation= 1,000,000/1000= 1000*60*15 years i.e. Rs. 9, 00,000)
1) Reliance Moneyback Assurance Plan (15years & 20years)

Reliance money back assurance plan is a product to those who regularly save their
money for future use. Basically this product is for those clients who saves their
money but also needs money after some intervals for its use. Therefore, this
products plan pays back the part of the sum assured to the clients at certain
intervals during the term of the policy and remaining one are paid with bonus
after the maturity date, so that all of the clients can utilize those money for their
basic needs. This plan helps the client to make their own plan for future and cover
those expenses and fulfill those plans. Apart from survival benefit, it also protects/
support financially to family in case of uncertain or unbearable loss. While
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choosing this product, one can also choose the term for this plan, i.e. there are
terms for 15years or 20 years.

By regularly saving little amount of money from the income, one can fulfill their
needs according to their plan for the future, the plans can be of admitting his/her
child to good schools or colleges, need of money for child further education in
abroad studies which will cost expensive and also for own basic needs.

(Reliance Life Insurance, 2018)

During bad eventuality like death of an insured person before maturity of policy,
an insurance company will provide full sum assured money+ bonus to the
beneficiary of an insured person.

Features of this product:
1. Clients will already be able to know the time and amount of money they
are getting back at the beginning of the policy itself.
2. Clients can choose the mode of payment according to their wish and the
mode of payments can be done on annually, semi annually or quarterly.
3. The partial payment given on certain intervals to the clients are calculated
in a percentage of the total sum assured. It is calculated as follows:

Table 1 Partial payment of money back plan

Cash Back
Terms
5years | 10 years 15 years 20 years
15 years 25% 25% 50% with Bonus -
20 years (1) 25% 25% 25% 25% with Bonus
20 years (1) 25% 25% 25% 50% with Bonus

Here, if a person select 15 years term on money back policy, then at 5" year he is
going to get 25% of his sum assured money. Similarly, he will get 25% of sum
assured money in another 10" year. Whereas, on maturity year that is on 15th
year he is going to get remaining money i.e. 50% with its bonus.

Whereas, if he choose 20 years option (1) term, then at 5", 10" and 15" year, he is
going to get 25% of his sum assured money, whereas during maturity year i.e. on
20" year, he is again going to get just 25% of sum assured with its bonus.

But, if he is choose 20 years option (1) term on money back policy, then he is
going to get same percentage rate of his sum assured money i.e. 25% on 5", 10%"
and 15" year but at the maturity year that is on 20" year he is going to get 50% of
his sum assured money with bonus. The only different about two options in
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money back 20years is the percentage rate on maturity year. In option (I), client’s
just gets 100% of his sum assured till maturity year, whereas, in option (lII),
clients will get benefit of extra 25% i.e. the percentage rate till the maturity year
will be 125%. The premium rate of money back 20 year (I1) will be little higher
than, money back 20 year (1), as the clients will get 125% till maturity year.

Eligibility of this product

Minimum sum assured NPR. 50,000
Maximum sum assured No limit, depends on income of a person
Minimum entry age 11 years
Maximum entry age 55 years for 15 years plan and 50 years for 20
years plan
Policy term 15 years and 20 years
Maximum maturity age 70 years
[lustration
. End of Policy Term
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Annual Premium of | Annual Premium of I Annual Premium of | Slakhs  9lakhs | 14 Lakhs
R 81,690.00 for Rs.81,690.00 for Rs. 81,690.00 for <
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“The borus amount may differ as per bonus rate Amount You Receive at Maturity

Source: (Reliance Life Insurance, 2018)
Figure 2 Reliance Moneyback 15 years Assurance Plan

We can clearly see that, suppose a person having age of 40 years wish to do 15
years money back with sum assured of 1 million then, the annual premium rate
for 15 years will be Rs 81,690, where he/she will get the 25% of 1 million i.e.
250,000 on 5" year and 10" year whereas, on the maturity year i.e. on 15" year
he/she is going to get 50% of sum assured money i.e. 500,000 with bonus
9,00,000, altogether he/she will get 14,00,000.

(Bonus calculation= 1,000,000/1000= 1000*60*15 years i.e. Rs. 9, 00,000)



1)  Reliance Endowment Assurance with Whole life Plan

Reliance endowment assurance with whole life plan is basically the combined
plans of endowment and whole life, to the clients. This product is suitable for
those clients who mainly think for their beneficiary or family after his/her death.
And, also for those who wants to enjoy spending good time in their retirement
days with the money they are paid by the insurance company after their maturity
of policy.

The most attractive benefit of this product is that the insured will get the life time
coverage/ life time protection even after getting the whole money back i.e. sum
assured plus bonus, after the maturity of their policy which means, even after the
maturity of the policy, if any eventuality occurs like the death of an insured
person, his/her beneficiary will again be provided with financial support i.e. sum
assured money but not its bonus. But if an insured person dies before the maturity
date, the beneficiary will be provided with sum assured money plus its bonus.

But, if an insured person lives for 100 years of age, even after the maturity date of
their policy,then he/she is again provided sum assured money by the company.

Features of this product:

1. Helps clients to save their money for their future and also helps support
their loved ones in case of bad eventuality.

2. Even after the maturity of the policy, the beneficiary will get the financial
support by the company in the bad eventuality situations like the death of
an insured person. Hence, the premium rate of this policy is slightly
higher than that of endowment plan.

3. Clients can choose the mode of payment according to their wish and the
mode of payments can be done on annually, semi annually or quarterly.

Eligibility of this product

Minimum sum assured NPR. 100,000

Maximum sum assured No limits, depends on a person income
Minimum entry age 11 years

Maximum entry age 65 years

Minimum policy term 5 years

Maximum policy term 59 years

Maximum maturity age 70 years
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Ilustration
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Source: (Reliance Life Insurance, 2018)
Figure 3 Reliance Endowment Assurance with Whole life Plan

In the above illustration, we can see that if a person of 40 years of age wants to
have a whole life plan of sum assured 10, 00,000, with term 15 years, then he has
to pay premium rate of Rs. 87,700 annually for 15 years. Then, after the maturity
date, he is going to get his sum assured amount i.e. 10, 00,000 plus bonus
900,000, i.e. 19, 00,000. Even after getting this total amount of money after the
maturity of the policy, his life protection will be continued in this plan. If any
eventuality like death of that insured person occurs then, his beneficiary will
again get the sum assured money i.e. 10, 00,000. In case of eventuality before
maturity date, sum assured amount plus bonus, total 19, 00,000will be paid to his
beneficiary.

(Bonus calculation= 1,000,000/1000= 1000*60*15 years i.e. Rs. 9, 00,000)
IV)  Reliance Term Plan

Reliance term plan is for those clients who are really worried about their loved
ones. This product is basically for the client’s family after his/her death; there will
not be any benefit like profit making after maturity date. The most attractiveness
of this product is that it covers high risk in low premium rate, which means with
low premium rate, this plans provide full financial support to the loved ones in
case of bad eventuality of an insured person. This product has no maturity payouts
as this is for the insured dependents ones and not for them.

Features of this product:
1. This product covers any types of death like natural, accidental or sickness.
2. In low premium rates, this product covers high risk of an insured person.
3. Other riders’ benefits like Accidental Death Benefits (ADB), Total
Permanent Disabilities (TPD), Premium Wavier Benefit (PWB) can be
taken up to 30, 00,000.

Eligibility of this product
17



Minimum Face amount 2,50,000

Maximum Face amount No limit, depends on a person income
Minimum entry age 16 years

Maximum entry age 55 years

Minimum policy term 5 years

Maximum policy term 25 years

Maximum maturity age 70 years

[Hustration

Benefit lllustration :

-

B s
¥

Coverage - NPR. 50 Lakhs Daily Premium: NPR. 48.00
Age - 40 Years Monthly Premium: NPR. 1,440.00 —
Term - 5 Years Yearly Premium: NPR. 17,280.00

Save a cup of coffee a Day.

Figure 4 Reliance Term Plan

Here in above illustration, we can see that, person with 40 years of age wants to
have 50, 00,000 coverage term plan for term 5 years. Therefore, for this plan he
has to daily premium of NPR 48, monthly premium of NPR 1,440 and yearly
premium of NPR 17,280. Anyone can get this policy for their dependents or
beloved ones, just by saving expenses of cup of coffee every day. So, this policy
is that reasonable to invest in purpose of your dependent ones after your
eventuality.

V) Reliance Child Assurance Plan

Reliance child Assurance plan is actually the product for child. Basically, this
product is for those who really care and thinks for their child. This product helps
in saving the client’s money for their child as well as this products gives
protection to both child and the proposer. Therefore, the attractive feature of this
product is that, it covers life of both the proposer and the child. This product is
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actually made to protect and financially support the child if any uncertain or bad
eventuality occurs.
(Reliance Life Insurance, 2018)

Features of this product:
1. Both the child and proposer life is covered in the same plan.
2. 1 month to 15 years of age child can apply this plan.

Benefit of this product

1. On the death of the proposer before the maturity of the policy.

In this situation, full sum assured will be paid without any delay to the child
itself to support them financially. After the death of the proposer, there will
be difficult to pay the premium rates of child policy plan in the company, so
there is benefit that those premiums under the policy will be waived by the
company itself. Hence, the child policy will be continued till the maturity
date or death of the assured child before maturity period. Similarly, the
attractive benefits like the child will get 1% of sum assured as an income
every month till the maturity of the policy. And again, at the policy
maturity, if the child survives he/she will again get the sum assured money
as well as its bonus.

2. On total permanent disability to proposer before the maturity of the policy
due to accident or sickness.
In this situation, the policy will be continued till the maturity date or the
death of the child before the policy term expires. The company itself waived
the premium rate of that policy and makes it continue till maturity or till the
child lives. Similarly, the company also provides 1% of sum assured as a
monthly income to the child as the financial support. And after the maturity
period, the child will again get full sum assured amount plus bonus, if they
live till maturity date.

3. On death of the child before the maturity of the policy.

In this situation, the policy will be concluded but the financial support/
benefit to the family or proposer is given by the company. If the death of the
child is occurred at greater than 1 month of age and less than or equals to 2
years, then 40% of the sum assured and bonus is paid to the proposer.
Similarly, if the child dies at greater than 2 years of age but less than or
equal to 4 years, then 60% of sum assured amount plus bonus will be paid to
the proposer. And, if the child dies at greater than 4 years of age but less
than or equal to 6 years, then 80% of the sum assured amount plus bonus is
paid to the proposer. But, if the child dies at greater than 6 years of age, then
full sum assured with bonus is paid to the proposer.
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4. Benefits at maturity of the policy
If both the child and proposer survive till the maturity of the policy then, the
company provides full sum assured plus its bonus to the proposer.

(Reliance Life Insurance, 2018)

Eligibility of this product

Minimum Face amount 50,000
Maximum Face amount No limits, depends on income of
person
Minimum entry age (Child) 1 months
Maximum entry age (Child) 15 years
Minimum entry age (proposer) 21 years
Maximum entry age (proposer) 55 years
Minimum policy term 10 years
Maximum policy term 25 years
Maximum maturity age (Child) 25 years
Maximum maturity age (Proposer) 65 years
[lustration
lllustration 5; Benefits Raceived in case of End of Pl°"°Y Term
Plan = Child Plan Death of the Proposer during policy term Sum :
Sum Assured = NPR 25 Lakh | Sum Assured e bl R
um Assu e Annual | o) aen | 25 Lakhs |30 Lakhs] 55 Laihs
Child Age =5 Years Premium of
Rs.1,72,750 | 1% of Sum Assured i.e. Rs. 25,000 is paid every |
Proposer Age = 40 Years month till the end of policy term and all future

Term = 20 Years I Premiums are waived. é
B CTPREARKI g s A AAAAAAAAANAMARSS é@}

Amount You Receive at Maturity

*The bonus amount may differ as per bonus rate

Figure 5 Reliance Child Assurance Plan

In the above illustration, we can see that, a person who is 40 years of age wants to
get child plan for his child who is of 5 years. His sum assured is NPR 25, 00,000
where term is for 20 years. So, for 20 years he has to pay annual premium of Rs 1,
72,750. If both the proposer and child survives till the maturity of policy then, the
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proposer will get full sum assured i.e. 25,00,000 along with bonus 30,00,000
altogether 55,00,000. But if the unfortunate events occurs like the death of the
proposer before maturity of that policy then, full sum assured i.e. 25, 00,000 is
paid to the child as well as 1% of that sum assured amount is paid as an monthly
income to financially support that child till the maturity of the policy, whereas his
policy will be continued till the maturity of the policy and the premium rates will
be paid by the company itself.

2.8 Premium calculation by company

To calculate premium rate of every clients according to the product they choose,
Reliance life insurance use to log book table as well as calculate via excel
software made by themselves. However, the excel software is used mainly by the
company’s staff due to its ease and convenient way. The excel software that
company use can be seen below,

Premium CaLcuLator Developed By

Pratish Maleku
Extras Rate

Life Extra
Rider-1 Extra
|Tota| (Vearly)

Special Thanks
Bishal Shrestha

Criteria Premium

Minimum Maximum

11Years

Plan Endowment
Age (Insured) 40|

65 years

30 Years
No Limit

5Years
25,000.00

Term 15
Sum Assured (5A) 1,000,000.00

Mode of Payment

Yearly

Y/H/O/M

Clear

Rider - 1 (Optional)

ADB/PTD/PWE ~

Available

[Rider - 1 Term (ADB/PTD/PWB)

15

[Rider -1 5 (ADB/PTD/PWR)

1,000,000.00

Discount

Without Discount]

| Net Basic Premium

64,876.00

68,200.00

1,003,140.00

Rider - 1 Premium

Total Yearly Premium

2,000.00

3,320.00

3,320.00

Money Back 20 Yrs (i)
Money Back 20 Yrs (i)

Rider -1

ADB

ADB/PTD
ADB/PTD/PWB
MiB

PWB

25% 3t Maturity
50% at Maturity

Accidental Death Benefit
ADB with Permanent Total Disahility
ADB/PTD with Premium Waiver Benefit
Monthly Income Benefit
Premium Waiver Benefit

Figure 6 Premium calculating software

The premium rates are different in every product and the rate is also different for
different clients in the same products because of the age, term and sum assured
factor.

2.9 Mode of payment

Clients have benefits of choosing mode of premium payment to an insurance
company. There are 3 options for clients to choose payment mode. They can
choose whether annually, semi annually or quarterly.

2.10 Target Insurance market

Basically, according to the company, there are not specific target markets for
insurance because purchase of the policy is done by the clients themselves
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according to their wants and needs. However, in my view there is target market in
every product as per the different age groups. It can be mentioned as below:

I.  Reliance endowment assurance plan: It may be targeted for young age
group people from 20 years to middle age people 40 years, who think
saving for the future is most important with low premium rates.

ii.  Reliance money back assurance plan (15 and 20 years): It may be targeted
for the employed people as well as young to middle level people who
wants to save their money as well as need money in certain intervals to
cover their expenses and also utilize the remaining money back with
bonus in the future.

iii.  Reliance endowment assurance with whole life plan: Basically this
product may be targeted to middle age people to old age group from (35
to 53 age) who thinks for their family after their death and also who would
like to save money for their retired days.

iv.  Reliance term plan: This product is surely targeted for people from 40 to
55 years group who thinks and care more for their dependent beloved
ones.

v.  Reliance child assurance plan: This product name is child product, but this
product may be targeted for people from 30 to 50 years of age group who
really cares about their child and thinks and wish for some financial
support to their child after their unfortunate events.

2.11 Rider’s benefits provided by the company

Getting insurance policy helps to cover the life risk of the clients and get several
types of benefits in different types of products. Besides those benefits, they can
also get the additional benefits that are provided together to the client in the same
policy; those benefits are known as Rider benefits. When buying the insurance
policy, a client can add up those rider benefits which will cost them extra charges
on their premium rate. Those rider benefits and its importance can be described
below:

1. Accidental Death Benefit (ADB)

Peoples life is too uncertain, people can die whether naturally, or because of
illness or due to an accident. So, accidental death benefit is that benefit which
helps the beneficiary of an insured person to get additional amounts equals to sum
assured or Rs. 30, 00,000 whichever is lower, if the person dies due to an
accident. For example, if sum insured is NPR 10, 00,000 and if a person dies due
to an accident, then the beneficiary will be provided with additional 10, 00,000
with same sum assured amount which will be NPR 20, 00,000. But if the insured
had not taken this benefit earlier while doing this insurance, then his/her
beneficiary will just be provided with the sum assured money i.e. 10, 00,000 plus
its bonus, even if his death is due to an accident.
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2. Total Permanent Disability (TPD)

If accident occurs, then there will always be probabilities of death or a permanent
disability. This benefits plays role by giving benefits if an insured person is
permanently disabled because of an accident. This helps an insured person by
financially supporting him and his family by providing his sum assured money in
120 monthly installment basis i.e. 10 years. For example, if his sum assured is of
10, 00,000, he will get Rs. 8333 every month till 10 years. But in cases like
remaining maturity is less than 10 years, then monthly installment will be paid till
the maturity of the policy and the another remaining installments will be paid with
full sum assured money plus bonuses at the end of the policy. Therefore, in this
case at the end of the policy, an insured person will get remaining monthly
installment amount + sum assured money + bonus. For example, if the person has
20 years term and if he is disabled on 15" years then he is paid Rs. 8333 every
months till 5 years whereas remaining monthly installment of another 5 years (i.e.
60 months) is paid at the maturity of policy with sum assured money and bonus.
To take all these benefits the premium should be paid regularly to the company.

3. Premium Waiver Benefit (PWB)

Premium wavier benefit (PWB) is also one of the important benefits in insurance.
To get the above mention benefit of TPD, a premium rate should be paid regularly
and fairly till the maturity of the policy, but there will be difficulties to pay those
premium rates if the person is permanently disabled. So, by choosing and getting
this product in additional charges in premium rate while doing insurance, an
insured person doesn’t have to pay their premium to the company from their date
of their disability because the company itself pays their premium on their behalf.

4. Monthly Income Benefit (MIB)

This benefit is just for child plan only. In child plan, both the proposer and child
risk is protected. In case of death of the proposer during the policy or before the
end of the policy, the company provides 1% of sum assured money to the child as
a monthly income to support the child financially. The company provides this
benefit till the child become the age of 16 years, after 16 years of age the facility
will be concluded. But after the maturity date, the child will be paid sum assured
money plus its bonus, however the premium should be paid regularly to the
company to continue the child plan.

Here, the benefits like ADB, TPD, and PWB can be given for all the clients in
every product according to their need of these benefits, except in child plan
product. However, the benefit MIB is given in child plan product to the child if
any uncertain loss occurs like the death of the proposer.
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2.12 Selection of insurable life

The main objectives of Life Insurance Company are to provide insurance risk
coverage to as many people as possible. Since life insurance is also a business,
company appraise the risks, classify them, and charge appropriate premiums. So
precautions have to take while accepting and going through proposal form.
Hence, following things has to be taken in to consideration while proposing for
filling up proposer form:

1.

2.

3

Medical risk factors: person’s build (height, weight and distribution of
weight), personal medical history, family medical history, tobacco use,
alcohol and substance abuse

Personal risk factors: occupation, moral hazard, avocation and hobbies,
aviation activities, international residence, driving history

Financial risk factors: insurable interest.

While doing insurance a clients has to give every details that are asked by the
company in the policy forms. All those details are taken by the company because
the company has to cover all the risk of every client. Those details are as follows:

1.

Personal health details: The insurance company needs the details about the
health condition of the people who wants to do insurance. The insurance
company check the health condition of the person whether they have any
disease or not. The checkups have to done according to the information
given by the clients before doing a life insurance.

Family health details: The insurance company need the family heath details
also before doing the life insurance because they need to know whether
there is any hereditary disease in the family or not.

Source of income: Before selling the insurance policies to the clients, an
insurance company also asks for the related information about the income
source of the clients to check whether they are capable of paying premium
or not to continue the policy. They are aware if in case of financial loss of
the insured person, is as per the sum insured or not, normally person can buy
insurance policy maximum up to his yearly income.

Character: The insurance companies also ask the information related to the
character of the person for knowing whether they have the habit of
consuming more alcohol smoking a lot, etc.

Nature of business: They also need the information regarding work/
business of the person, exact daily duties of the person before doing an
insurance to check the risk factors.

Age: the person should give an exact age of his during buying an insurance
policy because higher the age nearer the death. So, premium rate is
according to age of the applicant to cover their risk by an insurance
company.
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10.

Gender: The average living age of male and female is different. Likewise,
gender wise the risk is also different. So insurance company need this
information while selling the insurance policy.

Residence: To cover the risk of the person by the company, they should
know the detail about their residence where they live to make sure that it is
worth to cover their risk or not.

Mental status: The insurance company makes sure about the healthy mental
status of a person before selling their product to the client.

Medical/ non medical case: Depending on age, sum assured, physical
condition, other risk related factors and company policy, proposed insured/
applicant may have to undergo medical checkup by company authorized
doctors.

2.13 Related information needed while filling the proposal form

Normally there are two parts in proposal forms. They are:

1)

Vi.

Vii.

2)

Personal details

Full name- Full name of the person should be given in correct spelling

Date of birth- Correct and actual date of birth should be given as of
submitted official documents.

Address- Permanent/residence/ business, the address should be complete
and clear enough to enable any correspondence by person or mail. An
insured person should inform the company in any change in address in the
future.

Nature of business- Usual exact duties performed during working day
should be mentioned. Persons should clearly mention whether duties are
confined to office or extended to supervision or manual duties.

Annual income- Total earning per annum over the last year should be
mentioned by the applicant. It may include tips, bonuses etc.

Beneficiary- Applicant has to state their beneficiary names and their details
so that it will be easier if the claim situation arises.

Other insurance details- they should also mention whether they’ve got any
other life insurance policies or not. They have to mention the details
regarding amount, types of product, premium rates, etc of that policy of
different company.

Health related details

Smoking- Applicant should mention his or her habit on smoking. They
should mention no. of cigarette consumption on daily basis.

. Alcoholism or drug habit- Applicant should also mention if he consume

alcohol or not, if he consume it, then he have to state it according to their
consumption.
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iii. Hazardous occupation/ hobbies/ recreation activities- They have to mention
that whether they have hobbies of recreation activities or hazardous
occupation like aviation crew, etc or not. They have to mention this
information about past/present and future regarding this.

iv. Past/ present diseases or hospitalization cases- they have to mention
everything about their past suffered disease or if any treatment got regarding
it or hospitalization cases.

The actual policy form which contains the every needed documents or details of
the clients that should be filled by them can be seen in Annex 1.

2.14 Life insurance claim procedure

Claims are the amounts that should be paid by the insurance company to an
insured after the maturity period or to the beneficiary in case of death of insured.
While claiming for insurance, there are some requirements of documents like:

1.  Complete premium paid

2. Policy document

3. Other documents

a. Death claim requirement
The beneficiary should give the notification about the death of an insured, if the
beneficiary is minor (child) then the other surviving parent on behalf of child
beneficiary should give the notification about the death of an insured person
including full name of the insured person, policy number, date of death, cause of
death, and other information related like names of hospital or doctors. While
claiming the required documents like mentioned below is needed:
i.  Death certificate of insured

ii.  Proof of relation of insured and beneficiary

iii.  Medical attendant’s reports if any

iv.  Copy of citizenship of beneficiary

v. ldentification statement by some responsible person who should not be of

own relatives or one interested in claim.

vi.  In case of death due to an accident, post mortem report and police report is
required.
vii.  Claimant form should filled by beneficiary or other parent in case of child
beneficiary.
viii.  Any other documents required by insurance board.

After receiving every related document by the insurance company from
beneficiary, the insurance company further investigates before claiming and may
ask for other documents too, and only provide claims after all the examination.
The actual death claim form and required medical attendant certificate can be seen
in Annex 2
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b. Maturity/ partial maturity claim

Insurance company issue discharge voucher along with other required documents
in the name of insured person, after 15 days of payment of his/her last installment
of premium. Then, the insured people have to submit the documents with policy
documents, and then the payments are made just after 7 days of the maturity of
the policy.

c. Disability claim

In case of disability notifications should be given to the insurance company by the
insured people or any relatives along with the following document or details:

i. Claim forms ( insurance company provide the related form to the hospital

where both the doctors and insured person should sign that form)

ii.  All treatment reports like X-rays, CT scans, MRI, lab test ad reports should
be provided to the company.

iii. Medical report and the date of a accident which occur disability and also
disability part should be mentioned by the doctors.

iv. Police reports is needed as well

v. Original bills of hospital treatment as well as relevant reports are needed.

2.15 Agent’s data
The agent data given to me by Reliance Life insurance LTD, Nepal is as follows,

Total Agent — 600

Active Agent - 300

Inactive Agent — 300

As it is a new entrant life insurance company in the market which did its
operation from 171" November, 2017, its has just 600 total number of agents all
together for present and they are going to add more agent in the future. From total
number of agent i.e. 600, the active agent are of 300 who work for the betterment
of the company and sell the policy of the company, whereas, other 300 agents are
the inactive agents who are not capable of bring much policy business for the
company. These are the license holder agents but are inactive because of not
bringing the sales of policy to the company. However, for adding up more agent
in the company and develop the sales of the policy, the company is providing
training for the interested one and selecting them for an agent.

2.16 Sales of the policy

As per the sales data provided by Reliance life insurance to me, the data is made
accordingly on the table and chart below
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Table 2 Sales data table

SN | No. of policies Premium plan Ratio
1 400 9,500,000 Endowment 45%
2 110 4,500,000 15 years money back 12%
3 20 520,000 20 years money back 2%
4 250 12,000,000 Whole life plan 28%
5 15 120,000 Term plan 2%
6 100 3,500,000 Child plan 11%
total 895 30,140,000 100%

According to the table data above, being the newly operated company, Reliance
life insurance is able to sale its total policy of 895 where they collected NPR
30,140,000 of premium rate altogether by selling 400 endowment policies with
9,500,000 premium rate, 110 money back plan of 15 years by collecting
4,500,000 premium rate, selling 20 money back plan of 20 years by collecting
520,000 premium rate, 250 whole life plan with 12,000,000, 15 term plan with
120,000 premium rate and finally by selling 100 child plan by collecting
3,500,000 premium rate.
By using the ratio calculated in every product, we can input the data in following

pie chart:

Ratio
= Endowment m 15 Years Money Back = 20 Years Money Back
Whole Life = Term Plan = Chlid Plan

Figure 7Pie chart showing product sales
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Chapter3: Methodology

3.1 Roles and responsibility assigned by the company

Having an internship experience in banking sector as well as in FMCG Company
as a sales and brand management intern in the past. Now, for final semester |
chose to work at Reliance Life insurance to know more about Life insurance in
Nepal and its marketing and sales process as we all know that it is very tough to
sell insurance policies to the clients being no physical product in the hand.
Therefore, | decided to choose life insurance based company to work better there
as an intern and help them with my good effort and moreover to get a good
knowledge in sales and marketing field for myself for the upcoming future, was
my interest. It was a whole new direction for me to know about major things at
first. It took four to five days for me to know about the product detail, work
operation, etc. | worked under the following organizational hierarchy.

Head Agency

Agency
Distribution
Manager

Corporate Branch

Branch Manager

Agency Business Salesand
execufives marketing Intern

Figure 1 My work under hierarchy chart of an organization
Following are the duties to me, that were assigned by the company,
1. Provided 3 days training
At first, 1 was given 3 days training along with other new recruits by my

supervisor about major things in insurance like types, competitors, and way of
approaching to the clients and other basic things, so that it could help us to bring
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business for the company. Working in Reliance life insurance Ltd, helped me to
grow my knowledge about marketing and selling life insurance in Nepal.

2. Market the policies of the company

The company provided me 3 days training to expand my sales knowledge in
insurance company. They made me learn about how to approach new different
clients, how to bring an interested agents and how to motivate them to work better
for bringing businesses to the company. Then, they assigned me a job to market
the policies that company provides to its clients for bringing business to the
company. For that, | had to go to many corporate and business houses to talk to
the known as well as unknown person/staffs and also owners there and give them
presentations about the company and a its policies, to make them aware about the
benefit of doing Life insurance and benefit to choose our products.

3. Aware people about the agent job and bring the interested candidates.

The company had also assigned me to bring an interested person who would like
to be an agent to bring sales of insurance policies for the company. | was assigned
to bring them for the company and make them take trainings about knowledge of
insurances and how to approach new clients, so that they work effectively.

4. Involve in Bancassurance work.

Moreover, | was also given an opportunity to work in Bancassurance department,
where | have to visit different tied up banks with Reliance Life Insurance to
search for the leads who are interested in buying policies.

5. Make the leads to buy the policy

| was also given work to make contact and talk to the leads (new clients) refer by
the banks, give the presentations about importance of life insurance policy and
make them aware about our products.
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Chapter 4: Results and Discussion

4.1  Contributions of student made during the internship

| got an opportunity to work as one of the team member at reliance life insurance
Itd though it was just an internship. 1 was giving a work same as for junior
assistant and financial planning consultant. | was given opportunities to go in a
market and get some sales of an insurance policy of the company and bring
business to the company.

Though, we all know it is very difficult to sell life insurance policies to the client
as there would not be any physical or touchable products to show to them while
approaching them and presenting about the product, besides this difficulty | was
gaining an opportunities to improvise my communication and convincing skills by
approaching different types of clients and make them by our products. Talking
about the contribution that | made for a company, | was able to make business of
exact amount i.e.5, 90,817 premiums for the company during my 3 and half
months internship period.

Besides my contribution by creating new clients in the company, | also had to do
a banc assurance works where I and one of the company’s staff had to go for
search of the clients that are made by the company’s tied up banks itself, who are
more likely to buy an insurance policies. We had to go to different tied up banks
and had to talk to the managers there who are supposed to search for the leads for
our company, they used to gives the details about those clients and contacts
details and we have to go to present them about our product. By the effective
presentation about our product and consulting the product to them according to
their need, | was also able to bring many clients from the bank referrals itself.

Similarly, there should be a good agent in every sells of an insurance company.
Every sale staff in the company recruits an effective agent under them to bring the
business for the company. The company had also assigned me to bring the good
agent and make them take training to work well and get some knowledge about
insurance. | also contributed by bringing effective agents who are interested in
doing agents job and work effectively to bring more business and clients for the
company. | basically have to guide them and motivate them to bring the business
and also follow up them. I even used to visit many clients who they refer and give
presentation about the products to them.

Moreover, sometimes | also had to go at National insurance board, Nepal to issue
the licenses of new agents, as the new agents should be accepted by Nepal
insurance Board, and their license should be issued by Nepal insurance Board
itself. Similarly, after their new license is received by the company | also called
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many agents to come and take their agents license to bring new business as soon
as possible.

So, working as an intern at Reliance life insurance was too informative and
satisfied for me and these were the contribution | made for the company.

4.2 Details of related learning process and new knowledge student have
received

Working on a well renowned new company, | got an opportunity to work as a
team though | was just an intern there. | got an opportunity to visit market and
talk to the person to make them client for a company. Here are some knowledge
and skills that I achieve, along with my contributions to the organizations:

1. Knowledge about the Life insurance policies in context of Nepal.

| got to learn numerous things about insurance policies by working in a life
insurance company. Before interning in this company I didn’t know that
National insurance Board direct every insurance companies in Nepal and
every life insurance companies should have a capital investment of 200
billion. Moreover, | got to know about everyone who is recruited as an agent,
first of all their agents license should be issued from National insurance
Board. Hence, | got knowledge about these processes while running insurance
company in Nepal. Besides these internal requirements, | got to know about
different types of life insurance policies and its benefits to the clients. As, |
was assigned to go and visit different clients and give them presentations
about it.

2. Understanding of Trend of premium collection, investment pattern and return
of Reliance Life insurance LTD.

In this case, as | got knowledge about the insurance policies of Reliance life
insurance, | am also able to get knowledge about the trend of premium
collection by the company, how the clients invest their money on life
insurance policy for which time period, etc and how much the company return
the money after the maturity of the policy. | have to mention or let the clients
know about the cost of the premium and the money that they get back after the
maturity of the policy, during the meet up for selling of an insurance policy.
Hence, by this way, | got to know and understand about the trend of premium
collection, investment pattern and return.

3. Knowledge on policies product of Reliance Life insurance.

First of all, 1 was provided with the 3 days training to let know about the
company and its product that are provided to the client. | learned and
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understand about the policy very little, but when | got opportunities to
approach clients then slowly and gradually | got to know about policies
product of the company very clearly and also it build my confidence while
presenting about those products in front of the client. I got to know about all
the information of different types of policy product that company provides
and all of their benefits.

Development of ability to analyze the needs and behavior of the clients
regarding insurance policies in Nepal.

| got to know about the way of analyzing the customer thinking on the basis of
the question they are asking to me. It build my knowledge to analyze their
needs and wants and convincing them to buy the policy. Also, | used to
convince the clients by consulting them the insurance policy by myself
according to their ages by presenting about the benefit of the policy I refer to
them. | also learned how to consult new clients suggesting them suitable
policies according to their wants and analyzing their behavior. Hence, this has
developed my ability to analyze the needs and behavior of the clients.

Development of my knowledge on bancassurance work at insurance company.

Working in Life Insurance Company helped me to know about bancassurance
work also. Company’s insurance policies are not only sold through agents.
The policies are also sold through banks. Therefore, the insurance company in
Nepal tends to tie up with different banks in Nepal so that those banks can
refer their clients to insurance policies. This contributions made by the banks
to insurance company in finding new clients and sales of their policy is known
as bancassurance work. It is also known as the banks vital role in company
selling its policies to as many clients. As an intern there, | got knowledge
about how bancassurance works, as | also had to go to many clients which
banks refers and bring business to the company.

Development of my knowledge on sales of life insurance policies in context of
Nepal.

When approaching clients, | had to deal with different clients with different
natures. Some of them were a people who don’t believe an insurance
company. | had to deal with those clients and convince them to buy a policy,
explaining them about importance of the life insurance. By repeating this task
every day, each day | experience new ways to convince the clients and make
them jump into point of purchase the policy. As because | was sales and
marketing intern at Reliance Life insurance, | got develop my sales knowledge
by approaching different clients every day.
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7.

10.

Enhanced my skills regarding sales and marketing of insurance in Nepal.

We all know that a sale of insurance is more difficult than any physical
products sales, as there will not be any physical or touchable products while
selling insurance. All we have to do is present the clients in a good way by
giving them information about the importance and benefits of the life
insurance. Hence, as my daily work is to present the product to the clients and
bring clients to the company,l got knowledge about sales strategy and
marketing strategy and develop my selling skill by selling non touchable or
non physical product that is not easy to sell in the market. And, these made me
believe that | can convince people and can sell any physical products in the
market in coming future.

Learned about the position of the Reliance life insurance in the market.

Being the intern at Reliance Life insurance and working there as one of the
staff, 1 got to know the position of the Reliance life insurance in the Nepal’s
market. Among the many entrants in the Nepalese life insurance
market,Reliance Life Insurance was able to keep good position in the market
and also able to stand on the profitable business with profit reaching to Nrs
100 million. I visited many clients and sold many policies to them. Hence,
mysmall contribution has also aggregated to the company’s Nrs 100 million
successes since their operation.

Enhanced and developed my communication skill.

| also learned how to handle different types of clients, as | had to deal with
different clients with different natures. Some of them were a people who don’t
believe an insurance company. | had to deal with those clients and convince
them to buy them a policy, explaining them about importance of the life
insurance. Hence, these made me develop my communication skills as well as
improvise my confident while talking and presenting the products to the new
clients.

Learned to work in a team

Similarly, 1 also get to learn about how insurance company’s staffs work in a
team. At Reliance life insurance, everyone works in a team effectively.
Everyone work on their own to bring business for the company and also has
their own agents under them so that if they bring businesses for the company,
it helps to reach the monthly target of an individual staff. Everyone used to
motivate and inspire and follow back their agents to work better which also
helped me to learn on how to motivate and inspire one to work better for us. |
also learned that following back helps to work done properly.
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Chapter 5: Conclusions

51 Self-assessment as future professional

This internship was extremely prolific for me as the learning | acquired during
these 3.5 months of internship developed various skills in me. As a future
professional, self-evaluation of mine can be done as follow:

1. Develop my knowledge on Life insurance policies in context of Nepal.

| got to learn several things about insurance policies by working in a life
insurance company. Before interning in this company, | had no knowledge on
insurance sectors and insurance product and also the internal
procedures/requirements while operating insurance company in Nepal. This
helps me to explore about the life insurance knowledge in Nepalese market, if
| have to join in an insurance company in the upcoming future.

2. Evaluate the trend of premium collection, investment pattern and return of
Reliance Life insurance LTD.

| am now able to analyze the premium collection, investment pattern at life
insurance Company in Nepal. Moreover, | also got knowledge about the
return of money after the maturity of the policy which would be benefit for me
in the upcoming future to analyze which insurance company to choose to
invest so that it could give me a good return and also to refer to others.
Working in life insurance company has develop my skills regarding analyzing
the insurance company and the benefit of all the types of insurance policies.

3. Understanding of policy product of Reliance Life insurance.

| was provided with the 3 days training at first to make me know about the
basic procedures required in the company and mainly for the product that the
company provides to the client. Later, when | got the opportunities to
approach clients by myself, I got to know more about policies product of the
company and other related insurance aspects, very clearly. It has built my
confidence while presenting about those products in front of the client. | got to
know more about all the information of different types of policy product that
company provides and all of their benefits. In the upcoming future, If | have to
join that company again then, it will be easier for me to recommend a good
and suitable product to my clients.
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4. Suggesting insurance policy to clients by applying consumer behavior concept
analyzing the needs and behavior of the clients regarding insurance policies in
Nepal.

When selling the insurances to the new clients | got a chance to apply my
consumer behavior theories by analyzing their behavior and wants and needs
and suggesting policies to them accordingly. | have now gained great
confidence for the professional world. Moreover, | got knowledge about
change in behavior of the every consumer and the way to react to it
accordingly, which means by analyzing their behavior I can convince them to
buy the product they want.

5. Exposure on bancassurance work.

As an intern at Reliance life insurance Company, | got knowledge about what
does the bancassurance means and how does it works. Policy products of the
company are not only sold through agents but it is also sold through the banks.
Therefore, the insurance company in Nepal tends to tie up with different
banks in Nepal so that those banks can refer their clients to insurance policies.
By this way the bancassurance works. Knowing about bancassurance work
and visiting bank for this purpose has helped me build my confidence while
talking to the bank’s representative to ask for the referrals and to talk to the
clients that bank refers to us.

6. Build my sales and marketing knowledge of life insurance policies in context
of Nepal.

During my internship days, | had to visit many clients and talk to them about
our product and its benefits for the purpose of sales of a policy. While doing
this work, | got a chance to implement the marketing and sales theories that |
learnt in my college days, due to which my marketing and sales knowledge
and skills has been enhanced and this benefit will surely help me in upcoming
future.

7. Analyzing the position of the insurance company in the market.

Working as a staff in the company helped me to get knowledge about the
position of the company and its competitor position too. Among the many
entrants in the Nepalese life insurance market, Reliance Life Insurance was
able to keep itself in a good position in the market and also have gained a
more profits than its competitors. This has helped me to get knowledge about
how to analyze the company with its competitors and how to work effectively
to gain competitive advantages. Knowledge about how to gain the competitive
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advantage will surely help me in the coming future when | work being an
entrepreneur.

8. Build my confident and develop my communication skills while convince or
presenting a client about product

Sales of an insurance which is a non physical products, made me confident
about | can sustain and sell any physical products in the market with my effort
and presentation to the clients. | am really satisfied that | learnt many things
about life insurance policies and its types. | can now confidently give details
and importance about life insurance to any one and suggest which insurance
policies can be better for people according to their ages and needs too. This
will help me to work as a professional in insurance field in upcoming future.

So through this internship experience, | have developed a professional behavior,
improved my communication and speaking skills, learned how to work in a team
and punctuality. | really got to mainly improve my presentation skills and also
made me to confidently talk in front of every people and also explore my
capabilities and my weaknesses as a professional worker, and through this
knowledge or information | can strengthen out my capabilities even more and
work on my weaknesses to be a successful professional.

5.2  Comparison of practical learning VS theory

We as a final semester student got a chance to work for 3 and half months as an
intern at different corporate houses. As we work in different companies we got an
opportunity to grow our practical knowledge in marketing, besides the knowledge
that is provided to us inside the four wall of our classroom. We also got to apply
more information that we used to get as a theory at college while working as an
intern at different corporate houses.

As we worked at corporate houses so as to get a practical learningand get
knowledge about working environment practically. We came to know that theory
just teaches us why and how to do work efficiently, what kind of strategy to use.
It is teaches all based on other’s experiment and examples of their success and
failure. Whereas, practical learning just teaches us to use or apply those
theoretical learning into practical. It teaches us techniques on how to work
effectively and build an effective strategy to work practically. In practical
knowledge we get to learn and experience more by our own, it helps us to
experience and face the reality be it success or failure.

Learning practically makes us to understand well and deeper than that of learning
theoretically, as we have to apply and experience in practically learning. Practical
learning is done in a day to day basis trying to get a better result which helps to
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expand the concept in deeper way than that of theoretical learning. It makes one
choose an exact right path to work in because of their experience in it, but
theoretical learning only gives its definitions or details. For example, if theoretical
learning only gives definitions about the life insurance and its types and also gives
theory knowledge on how to effectively use the strategy to sell the insurance
policy to the clients, then practical learning helps to go and face in front of the
client and give them details about insurance benefits and importance practically
and use those theory knowledge on how to effectively sell policies to them, not
only this but they will also get basic to vast knowledge about life insurance if they
get practical learning. It helps to expand and experience better learning than the
theoretical learning.

Hence, both the learning is important but there should be given more priority to
practical learning as one can experience than just getting theory knowledge and
one can also get much more details in practical learning than in theoretical
learning.
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A ol m,"wimmi'WRuwm
No. Date Name of s), addrass and reason for test results, treatment and current condition

AT ST wrfit ST / For Company Endorsement only (it any):
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»L‘"ﬁ"ﬁ“ﬁ"ﬁﬂﬂmﬂmmﬂﬂnﬂmmmmHI—H—I o 8
v wwetE
s doat A (Owner with e

dre faaom, aft W (nsurance Detail, if any):

() % a0 T T S ¢ A i T R e s g e 6 T e e R e st s e St o fonn o) s
mmwmmmmWﬁmmeMQ\mﬂﬁmk'
(I hereby dectare that | and my member for are In good health and agree that there shall be no contract of insurance unless full first premium
sctually paid thereon provided on change shall have occurred in the Insurability of the proposed insured(s) since completion of this application,)
m:.mﬂhwmwmmﬁmm ool weinren five w3 fren 7 s g T w1 sadee S and o
A E |
owmmummmhmmmﬂn—hmmw or are full, and
true and bind all parties in nterest under the policy harein appliod
mwiwqummm“mww’«;&mm ey qliwwAE W T, e Aney a e e, dar ¢ v
ﬁdlmvaﬁva#IMWﬁMﬁiﬂﬁﬁﬂ;ﬁqhdwwmmm
T A T A T AT ) B W Gl S T SRR R e A ) i &)
owMmmwmmwﬂmwnmudmmwumummwmum-r/

of the or of any policy, ..,,,,olluwur p mwmmbumquuwmh

not notice to or knowledge of the Company # o it)
mhtuﬁgﬂqiuﬂmﬂum wmﬂummwmnhhtquswmmmnd

FETAE] AT A ﬂmmmwmnm-ﬂ ar wfrews wAw ST @8 oA g

omummum‘“ ! other priviiage of ownanship may | -—L -‘*h- of ::-...—4 this ap

shall be a ratification of any umm space entitied "For Company Endorsement”.
mniﬁmﬁkﬂuhﬂmﬁﬁh%mxﬁmtﬂﬁhwmmﬁ mmqu-nu“tm

w4 uf are, s, dw S a a dert  R S g fieeeTd SRl T a AT A g2 W T 0 g e

wanmm

{1 heroby any physicsan and/or Hospital and/or Clinic has any d

members proposad for insuzance (f eny) mmmmmwmwu—hm»mmmmwmu
lllnnminnlmnu mmmmm ummwumwmuumwmwnmw
treaiment , disease and /or ailment.)
m:mmmmmmﬁq&*m iy i 7 e s A e sl R ara s ao el sfae
VAT T | W S TR A G G W |
«mmmmmwmﬂhwmummmmwmmmmmm

as well as information refated lhq.A of this authorization shall be as valid as the original)
m-ammmxh#mmmm wikary W g o
(1 aso dectare that, | have gone through/read the tex! of thy and fully its conts putting my signature )

Comds AT 7 PR (Village/Town & District)

HRATEHE AFA FERT G0 A
(Full Narme of Appiicant in Own Handwriting)

weTies d0fi W S WOHT ST i AT T e
(Name and Signature of Owner If other than Proposed Insured)

AW WT (Full Name):
wfwaie! W (Agent's Signaturn): WE 4. (Code No.j
EATHA 9 . (Licence No.): IR v (B \gency)
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afty wify Feer g e B C v cenae F ge i STRTS! AT A W o1 Fre WA 91 S Y SO g S A O O SR i
w51 eras ffed mivdn g, g ffe ke s S oo a8 e Ay ol W A T wE i w aii afed B
ST v v oY ;

If the above answers are given by a person who cannot of or who is illitarate or who cannot read and write due to some other reasons, a dectaration
mnumn.wmanmmn-mmmmnuw who read, explained andior filled up application form:
nmmmhhmmuwmmmmumwmata-m‘:mmmmm“wmm
| dectare that | have well exp tho subjes and all answors have boon recorded comectly and the Applicant has affixed the thumb print after having been
well understood,

1 (Place).
Fafir (Dato):
WA T AFRF AW, 9T (Full Name)

-rqmwyzmmm-tmmz -nw

rwﬁwmwﬁ ﬂﬁ

awMWUWNm&w-ﬁmu
Belora signing this declaration pleasa check that the answers given in this applcation are complete and cormect. A act or incomplete may the policy and
the invalidated policy will not make the Company hmmhmumum
-mhm%ﬂwmm ) e wenfe SifvEna G ofvetT wow A A fabm T o s 3 S SR
i afwa ) ofy wn i ‘q;ﬁwm-mdu vmmmmu«mmmmm-ﬁm
Mﬂdmwwvﬁmw § = :
mmmmu_\muumwunwﬂnmmmnmn-m-'d—u and before the

of first pramium receipt, be ne to . Fallure to such notification will invaiidate the policy and the invasidated policy will not make Company kable
1o pay any future claim or refund of premium.
'mw‘immwmmmm«ymmam

The prarnium pald after approval of agplication shall not be refunded under any circumstances except undor the provisions of the poiicy.
annmmmhwmmmmmmmwwmm-nmmmmmmmm
T A |

mmmmmwwmuum-mm-munmmmwmmum

WMﬁMwﬂmMmﬂ«mnMﬁm

In case of payment cheque, only mhnmdhm bM
.«mm:::rpm MMWMWMW
Mm»hwlwmnhmtmmnhwmmnmuumm
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Annex 2: Death Claim Form

DEATH CLAIM FORM RELYANCELIFE

INSURANCE
RELIANCE LIFE INSURANCE
Fegn o 10377064/085
" 3 PO. Box: 782, Wrahna T Nays Baneshwor Rammanoy Neps!
POLICY NO.: Telie 977.'.47'?;2@:: | 4BT7-1.4786381
PART | CLAIMANT'S STATEMENT
1. Insured's Information
8) Name of Deceased ... ... Yoars ¢) Sex Dnun DMMDW-
d) Date of Birth... siseaissinenesss fPrOOT Of Date of Birth,.

LAMPM  b) Place of Death,..

d) Place of Burial....
Piease choose the below detail refated to above mentioned cause
DUE TO SICKNESS DUE TO ACCIDENT | | DUE TO SuICIDE |6 ] |
Narfe of Diseass Dascrita the Symptoms before death?
What was the symploms?
Piease mention the date of with What was ths possibie cause of seath?
Date Name of Dogtor Hospital B R R B
Consultation History for Last lliness and 3 years peor thereto Was the incident reporied 10 police? Was the mcident reported to Police?
NameofDoctor  Addvess  Date Foason [Jves [Jne [ves e
1. 4 et e b ssienseiises | Y08 pléase provide, It Yes, ploase provide.
W o Name Of PONCE OMIGE 1..1ocevvniicsceiinscininrsinannrerrins | NS Of POUCH OMIR: .. .....o..ie0scppsmmesmssseimisns
3. Address: Address;
3. Detail of other insurance and Famity
Company Policy No Date of Insurance Amount
Family Physician Date of Consultation Reasan for Consuliation Diagnosis
4, Clairnant's Information

2) The undersigned hereby makes claim to said insurance and agrees that the wrilten statements and affidavits of all the physicians who attended or treated the

insured and all other papers calied for by the here on, shall and are hereby made a par of these Proof of Death, and further agrees that
the furnishing of this form or any ather farms supplement thereto, by the y, shall not nor be an by it that thare was any
Insurance in force on the iife in question, ror & waiver of its rights or defenses.

b) The igned hereby all phy p clinics, pf i and any institution or any other person to disclose
1o Reliance Life Insurance Ltd, any and all Information with respect 1o medical history P or and coples of all hospitals or

mmumm.AwmdmmmwmumuMm.

g of Claimant. Dats,

PART Il WITNESS (By Notary Public/Gazettad Officer/VDC Chalrman or Sacretary/Ward Chairman/Sacretary of Municipality/Principal of Secondary School/Bank Manager)
The above information are true, 10 the best of my knowledge and baliaf, and nothing therain is false,

Name of Witness Signature of WINess..................

Figure 2 Death Claim Form
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Annex 3: Medical Attendant Certificate

MEDICAL ATTENDANT'S CERTIFICATE

RELYANCELIFE

INSURANCE
RELIANCE LIFE INSURANCE
Flogn ¥o.. 1037064/065
PO Box 782 Krshna Towe Nays Saneshwor Karrmande Napsl
Tel: « 977-1-4787224, Fax : 4377-1-4786381

TO BE COMPLETED BY THE MEDICAL ATTENDANT OF THE DECEASED

BB s srerriversossrsspersesssiss
UL OO CEORORME: ... ..o verrs s rerasvons (PPhons swbIpRRRRIITEORERNI (oY o » coss oo W SR E OPIT Yot tisys o 44 HOPIPB RS e i3 4o 44003 4(dnbishaspa6 ) 1 an ik bpamstdidindss
RESI08N08 At GBAIN. ....iiiiiiiinis e niiniaianissresimmmssimessins s stiamss snion oo deaeines PI30E 0f death(if Hospital or Instrtutions,give name)

T RO S - Kb

Cause of death: Inferval between onset and death

Due 10(a) .\ oooinininiinn £ (@)

Antecedent causes.(Morbid conditions, if any, giving rise 10 the above cause

(a) stating the underlying cause last),

Due 10 (D) .iuvrsrrieaas (b}

Due 10 (C) cvniivnnis (c}

Date of first diagnosed:

Past Medical History (f any): ... Date of Diagnosis

Other significant conditions :{ Contributing 1o the death but not related to the disease of condition causing death)

Date of First n Date of Last in .
Last fliness . Last lliness
It death was due 1o accident, sulcide or homicide, specity which and describe briefly | Was an inquest heid? 7] Yes [ No
Waere there any identilication marks on the body? [ ves [Ine Was an autopsy performed [ Yes [T] No
I *Yes' give paniculars If s, by whom and with what finding?
Have you treatad or advised the deceased during the iast 5 years. prior 1o last iiness? []Yes [INo
Did the d. 10 your dge, receive during the last 5 years physician from any other or in any Hospital or institution? [ ] Yes [_|No
M Yes 1o either question, please fumish the following:
Name Address
Nature of #iness or Injury Dates
THESE STATMENTS ARE TRUE AND COMPLETE TO THE BEST OF MY KNOWLEDGE AND BELIEF.

PTO

Figure 3Medical Attendant's Certificate
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