‘We see 310,000 crore flowing into insurance sector within a year’

aising foreign inviestment
Rc;np 11 INSUrance compa:

nies fom 6% Lo 49% was
imperative for the insurance in-
dustry to grow, according (o
Toarun Chugh, MD & CEQ, PMNEB
MetLife. In on interview with
Anurag Shah, he said after in-
surance Bill around Rs 10.000
crove will flow in insuranee sec-
tor in a year's thime and many
companies would be going for
listing.

What do think about the in-
surance Bill and the expecied
change?

Twobigthings that happened are
FDI clearance and another the
Insurance Regulatory Aathority
aof India becoming more power-
ful. Thiz change i= quite pood,
Firstly, if we look at it from the
FIM perspective, till now foreign
companies could only take 26%
stake howevier now foeign mon-
ey will Now in. Companies ¢an

list. If vou soe, in last 1-2 vears,
insuranee sector grow th was not
mueh. Tao my understanding, this
Bill will pozitively impact the
growth of Insuranee companics,
After passing of the Bill, foreign
monmey will flow in and many in-
surance companics will go for
listing.

Do vou also plan to list PMNB
MetLife? Will vour foreign
partner increase stake?

It's been only 3-4 months and we
are still determining the oppor
tuniiy, Sharcholders are in dis.
cussion., Right now thepe §s noth.
ing on listing front. With FIDI,
Fll=. listing, around Bs 10000
erare will flow in thisseetor ina
yvear, and Ks 40,000-50,000 crore
will flow in the next &-10 vears,
However, this will vary from
gompany to company

Going forwanrd, what changes
are expected in the sector?

Tarun Chugh

MetLife has been around for 150
vears and PNB for 120 years,
Whereas insurance sector has
come up in last 5 vears only in
Teackia anc still in infancy, In my
view, now products, customer
segmaents, new and innnovative
marketing ancd sales technigues

will brimg sector closer to the
customer - all of this will un-
dergo significant change. Glah-
ally, there have been many
changes. For instance, products
are direetly sold online in Ching
and Japan. In Korea, sales bap-
pen through gaming, This type
of imnovative is not yvet available
i Donelian, B oy wiesss, Ehoough FIDI
s whll also learn these new tech-
nigues, online sales will pick up.
In countries lke Japan, Malay-
sia, people buy riders a lot. This
has not even started in India vet.

S0 what are the plans at PNB
MetLife?

We have entered the e-commerce
space pecently We did it a bit dif-
ferently and launched a health
plan, and now we have intro-
duced a term plan. We have done
another research on type of e m
products that customers prefen
In our rescarch in smaller cities
and metros, 91 % people asked for

term insurance that offer flexi
bility as per life stage. The prod-
wet that we have designed is
called MetLife Mo Term Plan.,
Thiz has a lot of Aexibility. In
normal term plan, customers
ko that it"s a term insurance
and in case of any eventual ity
incident thow will pet a lumpsum
amount, In this caze, one peis
lumpsum money which gets
spent, Now customers want op-
tion for lumpsum and option to
get monthly income for 10-15
yvears, Some people asked for
spouse cover option. Some peo-
ple asked for monthly income
option that is linked tochildren's
growth or you can call it a stu-
dent cover, In this case, one gets
cover till the fime vour child at-
tains 21 vear age So, every indi-
widual has his/her own wnigue
réquirement amd eviery individ-
al at his'her at a different Life
stage. Single partner has difter-
ent requirement, nuclear Family

has different needs, This shows
us that every individual has difs
ferent requirement. Consideing
thiz. we have lnunched Mera
Term Plan. We have taken all
these insights from owr customoer
rescarch.

There is a new trend of ban-
casurance in the sector, How
will vou sell?

For bancassurance, we have
many paviners like PRE, J&K
Bank and Karnataka Bank.
About 60% of our business
comes through these banks, Our
agent advisors netwark is quite
strong plus have started divect
online sales. We analysoed that
our existing customers, our pol-
Lo 1o ounex s Timg customer ralio
iz 1:1. Customers have variod
neads like health, children, ete
W arereaching owt 1o our exist-
ing customer base through on-
lime, ealls or through meetings.




