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                                                                      SALES
A new life insurance company has got license to do business in India. Prepare a set up plan for the organization in your state. The plan should include following:-
a) Sales structure of the organization and proposed hierarchy.
b) Channels to be employed.
c) Competition analysis of top three insurance companies in your state on the business done in the last one year, no. of branches & employees.
d) One day training programme for sales force of a local branch – including: Sales management tools to be deployed in the organization- reporting formats, motivation & incentive tools, competition & performance review mechanism.

Note: Your presentation should include factual information from the industry & visit report/questionnaire to three top insurance companies in your city.
a. Sales structure of a life insurance company and proposed hierarchy-
Following will be the administration hierarchy of the life insurance company:




















Chairman cum managing director  
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  General Manager


Deputy General Manager


Chief Manager

Manager


Deputy manager


Assistant manager

Administrative officer

The office hierarchy will be as follows:

                                                                         Head office          


 Regional office

Divisional office


  Branch office

b. Channels to be employed in a life insurance company are as follows:

· Distribution channel is the life blood of insurance business. Insurance distribution is strewn

            with opportunities and challenges .To make most of the opportunities in growing market like

           India we have to overcome challenges while encashing opportunities.

· Traditional distribution channel of agency still rules the roost in life insurance in India.  Alternate

            distribution channels which came up after the opening up of the sector six years back have

            huge potential which needs to be tapped. The graph below is indicative of the  influence of

            alternative channel in life insurance distribution.
Following are included in the life insurance channel:

· INDEPENDENT AGENTS

The presence of professional insurance brokers and independent financial advisors, who

represents the interest of the client, is a major motivating factor for insurance to raise efficiency

and to give better value to policyholders.

· CORPORATE AGENTS

In order to spread awareness about insurance and to increase the coverage of a large section

of population who have remained outside the radius of insurance coverage all these years,

the IRDA introduced a variety of intermediaries as “distribution” is key to insurance penetration.

Corporate Agents (CAs) are corporate entities (NBFCs) that source policies for the Insurance

Company with whom they have a tie-up. They are authorized to source policies for one

insurance company only. The difference between CA and Bancassurance arrangement is

that the former trains its own employees to sell the policies while in case of Bancassurance

arrangement, the employees of the insurance company (FSCs) source the business.

· BANCASSURANCE

Bancassurance channel was introduced in India when insurance industry was opened up for

private players. 

Bancassurance is not just selling insurance products to bank customer but

exploits the true synergies and respective strength of bank and insurer.

There are three types of models for bancassurance:

1. Corporate agency

         Bank acts as corporate agent without risk participation. Enters into service level

  Agreement

2. Referral arrangement

    Referral is not permitted to banks acting as agents, it is used for sharing bank database,

    providing physical infrastructure and displaying of publicity material.

3. Joint venture between bank and insurance company

Retail channels are as follows:
BROKERS

The broker acts as an intermediary between the companies and insurers and represents

insurance buyer. Insurance brokers differ from agents who represent the insurance carrier and not the client. There are three types of licensing for brokers-Direct (life and non-life and

excluding reinsurance), Composite (direct and reinsurance) and Reinsurance.

Financial planners and advisors:

In India, number of financial advisors and planners are growing, benefits of selling insurance

product through financial planner are as follows:

· Complex product can be sold through this channel.

· They have experience in selling financial product.

· Expert knowledge will lead to need-based selling and a pull strategy rather than a push

            strategy in selling insurance products.

· Customer has faith and trust on financial advisor as new customer is introduced to

             advisor from existing customer, accountants or other experts.

· IFA matches product with customer needs. Therefore lapsation ratio would be minimum

            sin this channel
Work site marketing
Worksite marketing is the process of distributing individual or group insurance products to

people at their place of work on a voluntary, payroll-deduction basis. Under a worksite

marketing arrangement, an insurer approaches an employer about offering its employees the

opportunity to buy insurance coverage at work.
The advantages of worksite marketing:-

1.Captive customer base

2.Potential to sell individual insurance and group insurance

3.Potential to sell individual insurance and group insurance

4.High hit ratio for intermediaries

5.Usually employees perceive this as a facility provided to them by the employer for

   their welfare and this creates goodwill.

6.High persistency.

(c ) Competitive analysis:

The top 3 insurance companies are:

· LIC- LIFE INSURANCE CORPORATION INDIA

· BAJAJ ALLIANZ GENERAL INSURANCE

· ICICI LIFE INSURANCE

1. Business done 2010-2011
· Life Insurance Corporation regained market share with a 23% jump in premium collections to Rs 86,444 crore for the financial year 2010-11.
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· But Life Insurance Corporation (LIC) managed to beat the trend due to three factors; firstly, its economies of scale allow it to sell single premium policies. Secondly, it has a strong base of traditional products (non unitlinked plans) which were unaffected by the guidelines; and thirdly, its group retirement products have done very well.

· Following the sharp growth in new business premium, LIC’s market share in premium from new policies has jumped four percentage points from 64.86% in March 2010 to 68.7% in March 2011. The other companies among the top five in terms of market share include:

ICICI Pru Life (6.25%)

SBI Life (6.01%),

HDFC Life (3.23%) and

Bajaj Allianz (2.75%)
2. No. of branches:
LIC of India:

· Headquartered in Mumbai, financial and commercial capital of India 

· The Life Insurance Corporation of India currently has 8 zonal Offices and 113 divisional offices located in different parts of India, 

· Around 3500 servicing offices including 2048 branches, 

· 54 Customer Zones, 

· 25 Metro Area Service Hubs and a number of Satellite Offices located in different cities and towns of India and has a network of 13,37,064 individual agents, 

· 242 Corporate Agents, 

· 79 Referral Agents, 

· 98 Brokers and 

· 42 Banks (as on 31.3.2011) for soliciting life insurance business from the public.

Bajaj Allianz general insurance:

· There are around 1200 branches of bajaj Allianz in india.

ICICI life insurance:

· The Bank has a network of 2,546 branches and 7,440 ATMs in India, and has a presence in 19 countries, including India.
3. Employees:

LIC of India:

      The no. of employees at LIC of India are 115966 (2010)
      Bajaj Allianz general insurance:

      The number of employees on roll is 2540.
      ICICI life insurance:

      The number of employees has increased to 43000 in June 2010.

(D) Training program for the sales force:
 The training program include the following:

· Provide information about the product like the policies and plans of the company
· The description of the company including the objective and the business.

· Enhance their selling ways and techniques

· enhance their attitude towards work

· also include the tests taken during the training period in order to judge their skill and knowledge abou the product and the company

Motivational and incentive tools:

Flexible Benefits
A flexible benefits scheme is essentially a system which provides staff choice over the mix and level of cash and benefits received. 
These choices can include traditional benefits such as pension contributions or the more lifestyle-orientated benefits such as additional holiday or gym membership. 

The employer can again also save money through reduced or capped benefits savings and enhanced tax and National Insurance efficiency. 

Childcare Vouchers

The childcare voucher scheme is a Government-backed initiative, introduced to help working parents cope with the spiraling cost of childcare. The scheme allows businesses to provide employees with up to £55 worth of vouchers per week (£243 a month or £2,916 a year), which can be used to pay for any type of registered or approved childcare for youngsters up to 16 years old. 

These vouchers are advantageous for working parents because they are free of tax and National Insurance Contributions (NIC), and can save each parent up to £1,195 per annum. Meanwhile, employers running childcare voucher schemes also reap the benefits, saving up to 12.8 per cent (£373 per employee, per annum), in NIC savings alone. 

Investors in People

The achievement of the Investors in People standard is a signal to potential employees that the company takes its commitment to its people seriously.

Shares

Giving employees a stake in the company's future growth by offering a share scheme / share option plan is often a good way of linking the interests of your business and your employees. Implemented effectively, they can be an effective long-term staff motivational and retention tool. 

Intangible benefits:

Often the intangible benefits of a workplace can be equally important such as the general atmosphere. Take time out to recognise company successes, to socialise together, and actively encourage a culture where people can be themselves. Managers must develop an open culture where feedback is constructive, whether it is positive or negative, and this can build trust between a team - an important but undervalued factor in team and individual motivation.

Incentive trips:

The companies may also provide incentive trips as one of the motivational tool.

The competition and performance review program:
The competition review program include the feedback from the sales force on the prevailing market conditions

and the competitors available in the market.

Whereas the performance review program include the performance of the sales person in field. Therefore it is 

reviewed on the basis of the 

· sales made by the sales person, 

· number of customers converted and 

· number of customers drawn and 

· the level of sales target achieved.

