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Any major event brings with it an air of expectation
as to its consequences. Detariffing, the most
significant development after the opening up of the
industry, is no exception and all the interested
stakeholders - the players themselves, the insuring
public, the corporate world and above all the
authorities associated with the industry - are looking
forward to this milestone with a great deal of
optimism.

The industry was opened up for private participation
around six years ago in order to bring in the benefits
of competition as also expose the market to the
flavour of global products. The experience of the
post-liberalization period of the industry has been
largely satisfactory; and the market has achieved
an overall growth that compares favourably with that
of many of the emerging markets. However, it has
been recognized for some time now that in the
absence of freedom from tariff, the real purpose of
having a competitive environment was not being
served.

Considering the steady growth of the industry, and
also taking into account the sentiment of the market;

a decision has been taken to go for detariffing the
non-life market, a major percentage of which is
presently controlled. While deciding this huge
transformation, several aspects of the market viz.
the maturity of the players, the progressive growth
and customer satisfaction were all taken into
consideration. A total freedom would not by any
means indicate a 'free-for-all'; and it is hoped that
players would show a high level of maturity. It should,
at the end, be realized that constant growth and
improved customer satisfaction are the ultimate
goals of this major milestone. 'De-tariffing' forms
the focus of this issue of the Journal.

Distribution plays a very vital role in the success of
a product; and in the domain of insurance,
particularly in a nascent market; the distributor holds
the key for the market emerging successful.
'Distribution Channels' forms the focus of the next
issue of the Journal.

rom the PublisherF

C.S. Rao
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Detariffing the non-life arena of the market has been the most talked-about development in the

post-liberalization period of the Indian insurance industry. From the time that it has been opened up for
private participation, the market has been reacting to the sensitive issue in different ways - there was a
feeling in a certain section that tariff is stifling the freedom of the players, despite the liberalization; yet

others felt that it is still early days for the Indian market as it is replete with a huge risk, considering the
nascent stage of its development.

Analysing the conflicting opinions carefully and also taking stock of the development of the market over the

years, a conscious decision has been taken to go for total freedom of the non-life sector. It does not need
to be emphasized that it is a decision of monumental dimension and the future of the insurance industry
depends on how it reacts to this historical development. Leveraging the freedom in pricing the products,

the players could suddenly surge ahead and make rapid strides of progress. At the same time, a word of
caution would not be out of place to mention that pitfalls could be equally disastrous; and in the urge to
scale new heights, some avaricious trends could put the players in very sensitive spots. Controlled and

systematic growth is the need of the hour.

The roadmap for such a significant development has been drawn fifteen months ago; and thus sufficient
time was given to the players to acclimatize and attune themselves to the new environment. Sufficient

measures have been taken to study the trends of the players in getting ready for the challenge; and no
major hiccups have been noticed during such follow-up measures. It is hoped sincerely that the confidence
that has been reposed in the players would be proved absolutely right.

De-tariffing of the Indian insurance industry is the focus of this issue of the Journal. There are various
articles that throw light on the different facets of this major change. To start with, Mr. Arup Chatterjee
emphasizes that discipline and profitability should be the mantras in the new domain; and further adds

that consistency, customer service and cost control would be the factors that would ensure underwriting
success. Mr. H.Ansari comments about the strength of various relationships that would be important for
success in the detariffed regime.

Mr. Antony Jacob looks at the evolution as a natural development; and hopes that the Indian market would
achieve global standards. In the end, the risks that are associated with transformation from a tariff regime
to a free market are brought home vividly by Mr. P.C. James. We also have an article on the importance of

audit of the insurance companies by Mr. H.O. Sonig. Apart from the usual monthly business statistics of
the players, we have for you the details of the investment statistics of life and non-life insurers for the year
ended March '06.

A very important tool in the growth of insurance business, especially in markets that are sales-driven;
is the distribution channel. 'Distribution' forms the focus of the next issue of the Journal.

A Monumental Development …

FROM THE EDITOR

U. Jawaharlal

I -= 
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Report Card:LIFE

First Year Premium Underwritten by Life Insurers for the Half Year Ended September, 2006

SlSlSlSlSl InsurerInsurerInsurerInsurerInsurer Premium u/w Premium u/w Premium u/w Premium u/w Premium u/w (Rs. In Lakhs) No. of Policies / ScheNo. of Policies / ScheNo. of Policies / ScheNo. of Policies / ScheNo. of Policies / Schemesmesmesmesmes                 No. of lives covered under Group                No. of lives covered under Group                No. of lives covered under Group                No. of lives covered under Group                No. of lives covered under Group

No.No.No.No.No.

Premiums Rise 161.98%  over September, 2005
Individual premium:
The life insurance industry underwrote Individual Single Premium of
Rs.1172327.21 lakh for the half year ended September, 2006 of
which the private insurers garnered Rs.101081.91 lakh and LIC
garnered Rs.1071245.30 lakh.  The corresponding figures for the
previous year were Rs.365768.79 lakh for the industry; with private
insurers underwriting Rs.49827.19 lakh and LIC Rs.315941.608 lakh.
The Individual Non-Single Premium underwritten during April-
September, 2006 was Rs.1391414.94 lakh of which the private
insurers underwrote Rs.455314.20 lakh and LIC Rs.936100.74 lakh.
The corresponding figures for the previous year were Rs.619172.26
lakh, Rs.212691.82 lakh and Rs.406480.44 lakh respectively.

Group premium:

The industry underwrote Group Single Premium of Rs.361275.56
lakh of which the private insurers underwrote Rs.25113.47 lakh and
LIC Rs.336162.09 lakh.  The lives covered being 6799925, 402551
and 6397374 respectively.   The corresponding figures for the

previous year were Rs.131857.43 lakh with private insurers
underwriting Rs.13369.84 lakh and LIC Rs.118487.59 lakh and the
lives covered being 3160873, 343811 and 2817062 respectively.
The Group Non-Single Premium underwritten during April-September,
2006 was Rs.41446.48 lakh which was underwritten entirely by the
private insurers, covering 1934462 lives.  The corresponding figures for
the previous year were Rs. 15514.27 lakh and covering 1025917 lives.

Segment-wise segregation:

A further segregation of the premium underwritten during the period
indicates that Life, Annuity, Pension and Health contributed
Rs.1845672.42 lakh (62.26%), Rs.64658.25 lakh (2.18%),
Rs.1053381.33 lakh (35.53%) and Rs.694.68 lakh (0.02%)
respectively.  In respect of LIC, the break up of life, annuity and
pension categories was Rs.1290456.96 lakh (55.07%), Rs.61776.45
lakh (2.64%) and Rs.991274.72 lakh (42.30%) respectively.  In
case of the private insurers, Rs.555215.46 lakh (89.42%), Rs.2881.80

lakh (0.46%), Rs.62106.61 lakh (10.00%) and Rs.694.68 lakh (0.11%)
respectively was underwritten in the four segments.

Unit linked and conventional premium:

Analysis of the statistics in terms of linked and non-linked premium
indicates that 46.30% of the business was underwritten in the non-
linked category, and 53.70% in the linked category, i.e.,
Rs.1372560.39 lakh and Rs.1591846.29 lakh respectively.  In case
of LIC, the linked and non-linked premium was 44.92% and 55.08%
respectively, as against which for the private insurers taken together
this stood at 86.82% and 13.18% respectively.  During the
corresponding period of the previous year, linked and non-linked
premium indicates that 55.20% of the business was underwritten in
the non-linked category, and 44.80% in the linked category, i.e.,
Rs.624234.27 lakh and Rs.506705.58 lakh respectively.  In case of
LIC, the linked and non-linked premium was 33.87% and 66.13%
respectively, as against which for the private insurers taken together
this stood at 76.25% and 23.75% respectively.

Sept, 06 Up to Sept, 06 Up to Sept, 05 Sept, 06 Up to Sept, 06 Up to Sept, 05 Sept, 06 Up to Sept, 06 Up to Sept, 05

11111 BajaBajaBajaBajaBajaj Allianzj Allianzj Allianzj Allianzj Allianz
Individual Single Premium 12212.75 53007.51 33470.54 5638 23476 28469
Individual Non-Single Premium 17694.73 76391.68 29691.17 115274 467484 173862
Group Single Premium 42.85 289.76 0.00 0 1 0 146 1059 0
Group Non-Single Premium 97.23 991.35 1197.54 20 97 117 35256 273193 105031

22222 ING VysyaING VysyaING VysyaING VysyaING Vysya
Individual Single Premium 142.61 1648.56 2.38 119 1156 349
Individual Non-Single Premium 2014.03 16465.43 6117.29 13356 84249 39411
Group Single Premium 28.06 231.47 490.72 0 0 0 40 517 1311
Group Non-Single Premium 23.89 370.09 148.60 3 24 33 340 7052 10247

33333 Reliance LifeReliance LifeReliance LifeReliance LifeReliance Life
Individual Single Premium 312.66 5915.87 3817.45 544 9254 6048
Individual Non-Single Premium 2665.57 17522.00 1374.86 28573 109619 19350
Group Single Premium 13.32 766.59 68.80 2 13 0 432 8312 0
Group Non-Single Premium 57.38 377.33 280.65 19 72 55 11571 89122 45359

44444 SBI LifeSBI LifeSBI LifeSBI LifeSBI Life
Individual Single Premium 3876.59 14313.19 1930.87 6687 20672 3104
Individual Non-Single Premium 5656.40 33580.49 5011.77 34728 153163 71577
Group Single Premium 1708.41 9144.22 8377.57 0 2 2 10150 57177 101629
Group Non-Single Premium 4353.47 9445.93 1560.91 37 215 844 172331 565297 274024

55555 Tata AIGTata AIGTata AIGTata AIGTata AIG
Individual Single Premium 65.53 295.66 215.51 77 77 0
Individual Non-Single Premium 4092.08 22524.62 16574.00 33540 176063 131737
Group Single Premium 421.72 2531.15 929.00 1 4 0 20881 136546 74163
Group Non-Single Premium 1750.86 2554.82 1206.28 6 55 149 14004 127717 277130
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Note: Note: Note: Note: Note: Cumulative premium upto the month is net of cancellation which may occur during the free look period.
* The insurer has revised its Nos. for the period April, 06 to August, 06 in terms of No. of schemes (-5) and No. of lives covered (-7126) under GNSP.  Accordingly, the cumulations upto September, 2006 stand modified.

STATISTICS - LIFE INSURANCE

Group Non-Single Premium 1750.86 2554.82 1206.28 6 55 149 14004 127717 277130

66666 HDFC StandardHDFC StandardHDFC StandardHDFC StandardHDFC Standard
Individual Single Premium 791.53 5756.89 4948.50 17170 47336 26283
Individual Non-Single Premium 9304.83 43052.05 26026.47 25486 114713 100313
Group Single Premium 503.94 3801.60 2522.85 8 56 53 14110 116862 48509
Group Non-Single Premium 345.93 2139.38 1717.15 1 8 15 50 1536 8230

77777 ICICI PrudentialICICI PrudentialICICI PrudentialICICI PrudentialICICI Prudential
Individual Single Premium 3083.96 13214.82 3003.35 4468 20578 13886
Individual Non-Single Premium 25457.99 136842.03 70429.62 128277 637859 267108
Group Single Premium 1750.40 7381.20 556.62 16 85 47 11972 63332 110764
Group Non-Single Premium 1908.61 17079.32 7985.48 19 181 59 10097 160408 28010

88888 Birla SunlifeBirla SunlifeBirla SunlifeBirla SunlifeBirla Sunlife
Individual Single Premium 254.44 1448.96 753.13 7364 13852 26119
Individual Non-Single Premium 4746.39 25943.21 19039.61 19465 91092 63442
Group Single Premium 75.16 525.25 297.00 0 0 0 442 3081 2526
Group Non-Single Premium 570.47 4020.16 704.15 36 61 20 7188 26048 5235

99999 AvivaAvivaAvivaAvivaAviva
Individual Single Premium 282.07 1336.80 258.11 356 1166 1516
Individual Non-Single Premium 5138.74 27212.51 12359.19 25064 115823 47384
Group Single Premium 34.26 154.33 65.64 0 1 0 163 862 421
Group Non-Single Premium 86.95 1502.91 127.06 7 37 8 29222 153722 95701

1 01 01 01 01 0 Kotak Mahindra Old MutualKotak Mahindra Old MutualKotak Mahindra Old MutualKotak Mahindra Old MutualKotak Mahindra Old Mutual
Individual Single Premium 191.47 1912.60 860.05 203 2000 1280
Individual Non-Single Premium 3219.45 14269.96 7025.54 11498 44746 31090
Group Single Premium 87.02 287.90 61.15 1 3 2 3422 14803 3999
Group Non-Single Premium 146.34 1888.42 265.76 10 65 32 11511 104814 31290

1 11 11 11 11 1 Max New YorkMax New YorkMax New YorkMax New YorkMax New York
Individual Single Premium 153.99 189.69 82.07 236 318 109
Individual Non-Single Premium 5933.86 30833.34 14942.85 48897 235852 170837
Group Single Premium 0.00 0.00 0.00 0 0 0 0 0 0
Group Non-Single Premium 19.19 162.39 59.52 6 28 32 15667 36860 22804

1 21 21 21 21 2 Met LifeMet LifeMet LifeMet LifeMet Life
Individual Single Premium 58.75 255.57 259.78 118 512 522
Individual Non-Single Premium 1757.59 8586.52 3811.11 7651 36697 35449
Group Single Premium 0.00 0.00 0.00 0 0 0 0 0 0
Group Non-Single Premium 90.45 820.61 261.18 28 141 94 26753 285562 122856

1 31 31 31 31 3 Sahara LifeSahara LifeSahara LifeSahara LifeSahara Life
Individual Single Premium 83.10 640.62 225.45 220 1639 609
Individual Non-Single Premium 38.92 198.74 288.35 1042 5829 12340
Group Single Premium 0.00 0.00 0.49 0 0 6 0 0 489
Group Non-Single Premium 0.00 93.76 0.00 0 2 0 0 103131 0

1 41 41 41 41 4 Shriram LifeShriram LifeShriram LifeShriram LifeShriram Life
Individual Single Premium 716.59 1145.16 1568 2534
Individual Non-Single Premium 398.34 1797.61 4264 25478
Group Single Premium 0.00 0.00 0 0 0 0
Group Non-Single Premium 0.00 0.00 0 0 0 0

1 51 51 51 51 5 Bharti Axa Life*Bharti Axa Life*Bharti Axa Life*Bharti Axa Life*Bharti Axa Life*
Individual Single Premium 0.00 0.00 0 0
Individual Non-Single Premium 9.22 94.03 131 203
Group Single Premium 0.00 0.00 0 0 0 0
Group Non-Single Premium 0.00 0.00 0 0 0 0
Private TotalPrivate TotalPrivate TotalPrivate TotalPrivate Total
Individual Single PremiumIndividual Single PremiumIndividual Single PremiumIndividual Single PremiumIndividual Single Premium 22226 .0422226 .0422226 .0422226 .0422226 .04 101081 .91101081 .91101081 .91101081 .91101081 .91 49827 .1949827 .1949827 .1949827 .1949827 .19 4 4 7 6 84 4 7 6 84 4 7 6 84 4 7 6 84 4 7 6 8 1 4 4 5 7 01 4 4 5 7 01 4 4 5 7 01 4 4 5 7 01 4 4 5 7 0 1 0 8 2 9 41 0 8 2 9 41 0 8 2 9 41 0 8 2 9 41 0 8 2 9 4
Individual Non-Single PremiumIndividual Non-Single PremiumIndividual Non-Single PremiumIndividual Non-Single PremiumIndividual Non-Single Premium 88128 .1488128 .1488128 .1488128 .1488128 .14 455314 .20455314 .20455314 .20455314 .20455314 .20 212691 .82212691 .82212691 .82212691 .82212691 .82 4 9 7 2 4 64 9 7 2 4 64 9 7 2 4 64 9 7 2 4 64 9 7 2 4 6 2 2 9 8 8 7 02 2 9 8 8 7 02 2 9 8 8 7 02 2 9 8 8 7 02 2 9 8 8 7 0 1 1 6 3 9 0 01 1 6 3 9 0 01 1 6 3 9 0 01 1 6 3 9 0 01 1 6 3 9 0 0
Group Single PremiumGroup Single PremiumGroup Single PremiumGroup Single PremiumGroup Single Premium 4665 .164665 .164665 .164665 .164665 .16 25113 .4725113 .4725113 .4725113 .4725113 .47 13369 .8413369 .8413369 .8413369 .8413369 .84 2 82 82 82 82 8 1 6 51 6 51 6 51 6 51 6 5 1 1 01 1 01 1 01 1 01 1 0 6 1 7 5 86 1 7 5 86 1 7 5 86 1 7 5 86 1 7 5 8 4 0 2 5 5 14 0 2 5 5 14 0 2 5 5 14 0 2 5 5 14 0 2 5 5 1 3 4 3 8 1 13 4 3 8 1 13 4 3 8 1 13 4 3 8 1 13 4 3 8 1 1
Group Non-Single PremiumGroup Non-Single PremiumGroup Non-Single PremiumGroup Non-Single PremiumGroup Non-Single Premium 9450 .779450 .779450 .779450 .779450 .77 41446 .4841446 .4841446 .4841446 .4841446 .48 15514 .2715514 .2715514 .2715514 .2715514 .27 1 9 21 9 21 9 21 9 21 9 2 9 8 69 8 69 8 69 8 69 8 6 1 4 5 81 4 5 81 4 5 81 4 5 81 4 5 8 3 3 3 9 9 03 3 3 9 9 03 3 3 9 9 03 3 3 9 9 03 3 3 9 9 0 1 9 3 4 4 6 21 9 3 4 4 6 21 9 3 4 4 6 21 9 3 4 4 6 21 9 3 4 4 6 2 1 0 2 5 9 1 71 0 2 5 9 1 71 0 2 5 9 1 71 0 2 5 9 1 71 0 2 5 9 1 7

1 61 61 61 61 6 LICLICLICLICLIC
Individual Single Premium 143796.20 1071245.30 315941.60 475949 2618101 894936
Individual Non-Single Premium 251652.11 936100.74 406480.44 1526291 7209571 8727602
Group Single Premium 89939.24 336162.09 118487.59 1737 8163 6955 755878 6397374 2817062
Group Non-Single Premium 0.00 0.00 0.00 0 0 0 0 0 0
Grand TotalGrand TotalGrand TotalGrand TotalGrand Total
Individual Single PremiumIndividual Single PremiumIndividual Single PremiumIndividual Single PremiumIndividual Single Premium 166022 .24166022 .24166022 .24166022 .24166022 .24 1172327 .211172327 .211172327 .211172327 .211172327 .21 365768 .79365768 .79365768 .79365768 .79365768 .79 5 2 0 7 1 75 2 0 7 1 75 2 0 7 1 75 2 0 7 1 75 2 0 7 1 7 2 7 6 2 6 7 12 7 6 2 6 7 12 7 6 2 6 7 12 7 6 2 6 7 12 7 6 2 6 7 1 1 0 0 3 2 3 01 0 0 3 2 3 01 0 0 3 2 3 01 0 0 3 2 3 01 0 0 3 2 3 0
Individual Non-Single PremiumIndividual Non-Single PremiumIndividual Non-Single PremiumIndividual Non-Single PremiumIndividual Non-Single Premium 339780 .25339780 .25339780 .25339780 .25339780 .25 1391414 .941391414 .941391414 .941391414 .941391414 .94 619172 .26619172 .26619172 .26619172 .26619172 .26 2 0 2 3 5 3 72 0 2 3 5 3 72 0 2 3 5 3 72 0 2 3 5 3 72 0 2 3 5 3 7 9 5 0 8 4 4 19 5 0 8 4 4 19 5 0 8 4 4 19 5 0 8 4 4 19 5 0 8 4 4 1 9 8 9 1 5 0 29 8 9 1 5 0 29 8 9 1 5 0 29 8 9 1 5 0 29 8 9 1 5 0 2
Group Single PremiumGroup Single PremiumGroup Single PremiumGroup Single PremiumGroup Single Premium 94604 .4094604 .4094604 .4094604 .4094604 .40 361275 .56361275 .56361275 .56361275 .56361275 .56 131857 .43131857 .43131857 .43131857 .43131857 .43 1 7 6 51 7 6 51 7 6 51 7 6 51 7 6 5 8 3 2 88 3 2 88 3 2 88 3 2 88 3 2 8 7 0 6 57 0 6 57 0 6 57 0 6 57 0 6 5 8 1 7 6 3 68 1 7 6 3 68 1 7 6 3 68 1 7 6 3 68 1 7 6 3 6 6 7 9 9 9 2 56 7 9 9 9 2 56 7 9 9 9 2 56 7 9 9 9 2 56 7 9 9 9 2 5 3 1 6 0 8 7 33 1 6 0 8 7 33 1 6 0 8 7 33 1 6 0 8 7 33 1 6 0 8 7 3
Group Group Group Group Group Non-Single PremiumNon-Single PremiumNon-Single PremiumNon-Single PremiumNon-Single Premium 9450 .779450 .779450 .779450 .779450 .77 41446 .4841446 .4841446 .4841446 .4841446 .48 15514 .2715514 .2715514 .2715514 .2715514 .27 1 9 21 9 21 9 21 9 21 9 2 9 8 69 8 69 8 69 8 69 8 6 1 4 5 81 4 5 81 4 5 81 4 5 81 4 5 8 3 3 3 9 9 03 3 3 9 9 03 3 3 9 9 03 3 3 9 9 03 3 3 9 9 0 1 9 3 4 4 6 21 9 3 4 4 6 21 9 3 4 4 6 21 9 3 4 4 6 21 9 3 4 4 6 2 1 0 2 5 9 1 71 0 2 5 9 1 71 0 2 5 9 1 71 0 2 5 9 1 71 0 2 5 9 1 7
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STATISTICS - INVESTMENTS

Note: The figures are based on provisional Returns filed with IRDA

egulation 3 of the IRDA

(Investment) Regulations 2000

deals with the investment pattern of life

insurers of their controlled fund, their

funds relating to pension and general

annuity business and funds relating to

unit linked life insurance business. Bulk

of funds is to be invested in Govt.

securities of not less than 50 percent.

Life insurers' contribution:
The life insurance industry had total

invested funds of Rs.487,151 crore at the

end of March 2006. The funds have

grown in 2005/06 by Rs.58,700 crore

representing an increase of 13.7 percent.

About Rs.296,000 crore (61 percent) are

invested in Govt. securities, as at March

2006.

LIC's dominant contribution:
The Life Insurance Corporation of India

(LIC) continues to be the biggest

contributor to it, with its total invested

funds of Rs.463,711 crore representing

95.2 percent of the total invested funds

of the industry. The new players,

numbering fourteen, have contributed

Rs.23,380 crore.

The LIC has added Rs.45,482 crore to

its total invested funds' position. The

growth rate in its funds accretion is

about 11 percent. The share of the LIC

in the total invested funds that was

about 97.6 percent has slightly dropped

in 2005/06 to 95.2 percent

Contribution by new players:
The contribution of the new players is

significant, as their total invested funds

Investment Statistics of Life Insurers
- End of March 2006

INSURERINSURERINSURERINSURERINSURER CENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVT
SECURITIESSECURITIESSECURITIESSECURITIESSECURITIES

STATE GOVTSTATE GOVTSTATE GOVTSTATE GOVTSTATE GOVT
SECURITIES ANDSECURITIES ANDSECURITIES ANDSECURITIES ANDSECURITIES AND
OTHER APPROVEDOTHER APPROVEDOTHER APPROVEDOTHER APPROVEDOTHER APPROVED

SECURITIESSECURITIESSECURITIESSECURITIESSECURITIES
INCLUDING CENTRALINCLUDING CENTRALINCLUDING CENTRALINCLUDING CENTRALINCLUDING CENTRAL

GOVT SECURITIESGOVT SECURITIESGOVT SECURITIESGOVT SECURITIESGOVT SECURITIES

INFRASTRUCTUREINFRASTRUCTUREINFRASTRUCTUREINFRASTRUCTUREINFRASTRUCTURE
/ SOCIAL/ SOCIAL/ SOCIAL/ SOCIAL/ SOCIAL
SECTORSECTORSECTORSECTORSECTOR

INVESTMENTINVESTMENTINVESTMENTINVESTMENTINVESTMENT
SUBJECT TOSUBJECT TOSUBJECT TOSUBJECT TOSUBJECT TO
EXPOSUREEXPOSUREEXPOSUREEXPOSUREEXPOSURE

NORMSNORMSNORMSNORMSNORMS
(INCL. OTAI)(INCL. OTAI)(INCL. OTAI)(INCL. OTAI)(INCL. OTAI)

'OTHER THAN'OTHER THAN'OTHER THAN'OTHER THAN'OTHER THAN
APPROVEDAPPROVEDAPPROVEDAPPROVEDAPPROVED

INVESTMENTSINVESTMENTSINVESTMENTSINVESTMENTSINVESTMENTS
(OTAI)(OTAI)(OTAI)(OTAI)(OTAI)

 TOTAL TOTAL TOTAL TOTAL TOTAL
(LIFE FUND)(LIFE FUND)(LIFE FUND)(LIFE FUND)(LIFE FUND)

CENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVT
SECURITIESSECURITIESSECURITIESSECURITIESSECURITIES

STATE GOVT SECURITIESSTATE GOVT SECURITIESSTATE GOVT SECURITIESSTATE GOVT SECURITIESSTATE GOVT SECURITIES
AND OTHER APPROVEDAND OTHER APPROVEDAND OTHER APPROVEDAND OTHER APPROVEDAND OTHER APPROVED
SECURITIES INCLUDINGSECURITIES INCLUDINGSECURITIES INCLUDINGSECURITIES INCLUDINGSECURITIES INCLUDING

CENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVT
SECURITIESSECURITIESSECURITIESSECURITIESSECURITIES

LIFE FUND (Rs.Crores)LIFE FUND (Rs.Crores)LIFE FUND (Rs.Crores)LIFE FUND (Rs.Crores)LIFE FUND (Rs.Crores) PENSION AND GENERAL ANNUITY PENSION AND GENERAL ANNUITY PENSION AND GENERAL ANNUITY PENSION AND GENERAL ANNUITY PENSION AND GENERAL ANNUITY                                                                                                                                                  

SECTORAL INVESTMENT BY LIFE INSURERS AS AT MARCH 31, 2006

PUBLIC SECTORPUBLIC SECTORPUBLIC SECTORPUBLIC SECTORPUBLIC SECTOR 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06

LICL ICL ICL ICL IC 1,67,718.86 1,97,419.39 2,06,906.87 2,41,103.52 44,660.40 48,182.22 1,09,861.60 1,00,161.78 26,111.98 26,286.06 3,61,428.87 3,89,447.52 5,650.77 18,987.86 9,083.36 28,881.26

TOTAL (A)TOTAL (A)TOTAL (A)TOTAL (A)TOTAL (A) 1,67,718.861,67,718.861,67,718.861,67,718.861,67,718.86 1,97,419.391,97,419.391,97,419.391,97,419.391,97,419.39 2,06,906.872,06,906.872,06,906.872,06,906.872,06,906.87 2,41,103.522,41,103.522,41,103.522,41,103.522,41,103.52 44,660.4044,660.4044,660.4044,660.4044,660.40 48,182.2248,182.2248,182.2248,182.2248,182.22 1,09,861.601,09,861.601,09,861.601,09,861.601,09,861.60 1,00,161.781,00,161.781,00,161.781,00,161.781,00,161.78 26,111.9826,111.9826,111.9826,111.9826,111.98 26,286.0626,286.0626,286.0626,286.0626,286.06 3,61,428.873,61,428.873,61,428.873,61,428.873,61,428.87 3,89,447.523,89,447.523,89,447.523,89,447.523,89,447.52 5,650.775,650.775,650.775,650.775,650.77 18,987.8618,987.8618,987.8618,987.8618,987.86 9,083.369,083.369,083.369,083.369,083.36 28,881.2628,881.2628,881.2628,881.2628,881.26

PRIVATE SECTORPRIVATE SECTORPRIVATE SECTORPRIVATE SECTORPRIVATE SECTOR

HDFC STDHDFC STDHDFC STDHDFC STDHDFC STD 286.29 463.82 286.29 463.82 85.80 213.28 108.67 233.43 19.68 14.82 480.77 910.53 117.37 215.39 117.37 215.39

M A X - N Y LM A X - N Y LM A X - N Y LM A X - N Y LM A X - N Y L 109.09 505.97 315.67 505.97 89.08 130.90 31.62 57.03 15.06 29.80 436.37 693.90 2.81 14.79 12.90 14.79

ICICI  PRUCICI  PRUCICI  PRUCICI  PRUCICI  PRU 552.82 683.64 552.82 683.64 159.04 226.11 258.77 404.34 75.82 67.37 970.63 1314.09 121.87 184.53 121.87 184.53

BIRLA SUNBIRLA SUNBIRLA SUNBIRLA SUNBIRLA SUN 84.73 141.95 110.75 141.95 31.74 41.97 27.58 68.72 9.56 7.25 170.06 252.64 0.06 0.15 0.06 0.15

TATA-AIG LIFETATA-AIG LIFETATA-AIG LIFETATA-AIG LIFETATA-AIG LIFE 311.91 511.43 311.91 511.43 64.66 121.50 16.19 91.37 1.33 4.69 392.76 724.30 58.25 72.93 58.25 72.93

OM KOTAKOM KOTAKOM KOTAKOM KOTAKOM KOTAK 108.11 128.97 113.10 180.53 46.92 59.99 40.64 98.02 0.73 1.98 200.67 338.54 8.23 9.12 8.23 11.12

SBI LIFESBI LIFESBI LIFESBI LIFESBI LIFE 587.78 758.38 592.78 780.18 155.26 264.96 212.86 500.76 88.46 167.70 960.89 1545.91 55.36 90.86 60.37 117.26

ALLIANZ BAJAJALLIANZ BAJAJALLIANZ BAJAJALLIANZ BAJAJALLIANZ BAJAJ 235.67 403.04 235.67 403.04 74.02 141.91 72.59 178.15 20.89 30.94 382.28 723.10 7.13 18.12 7.13 18.12

M E T L I F EM E T L I F EM E T L I F EM E T L I F EM E T L I F E 101.51 127.20 101.51 127.20 30.05 43.87 25.63 37.60 13.34 17.69 157.18 208.67 0.21 0.36 0.21 0.36

REL IANCE  L IFEREL IANCE  L IFEREL IANCE  L IFEREL IANCE  L IFEREL IANCE  L IFE 63.54 95.80 65.30 95.80 22.94 34.34 22.47 33.84 6.58 6.00 110.71 163.98 27.87 50.38 27.87 50.38

ING VYSYAING VYSYAING VYSYAING VYSYAING VYSYA 132.91 196.16 132.91 196.16 46.63 75.93 61.69 99.64 14.30 49.01 241.22 371.73 0.00 37.85 0.00 37.85

AVIVA LIFEAVIVA LIFEAVIVA LIFEAVIVA LIFEAVIVA LIFE 79.70 128.91 79.70 128.91 30.21 38.15 35.04 51.24 0.00 4.94 144.95 218.29 0.00 0.00 0.00 0.00

SAHARA L IFESAHARA L IFESAHARA L IFESAHARA L IFESAHARA L IFE 60.47 48.42 102.90 90.52 24.27 28.37 15.32 26.80 0.01 2.71 142.48 145.69 0.06 0.32 0.06 0.32

SHRIRAM L IFESHRIRAM L IFESHRIRAM L IFESHRIRAM L IFESHRIRAM L IFE 65.25 65.25 34.95 29.55 7.59 129.75 0.00 0.00

TOTAL (B)TOTAL (B)TOTAL (B)TOTAL (B)TOTAL (B) 2,714.532,714.532,714.532,714.532,714.53 4,258.934,258.934,258.934,258.934,258.93 3,001.313,001.313,001.313,001.313,001.31 4,374.414,374.414,374.414,374.414,374.41 860.61860.61860.61860.61860.61 1,456.231,456.231,456.231,456.231,456.23 929.07929.07929.07929.07929.07 1,910.491,910.491,910.491,910.491,910.49 265.75265.75265.75265.75265.75 412.50412.50412.50412.50412.50 4,790.984,790.984,790.984,790.984,790.98 7,741.137,741.137,741.137,741.137,741.13 399.22399.22399.22399.22399.22 694.79694.79694.79694.79694.79 414.32414.32414.32414.32414.32 723.18723.18723.18723.18723.18

TOTAL (A+B)TOTAL (A+B)TOTAL (A+B)TOTAL (A+B)TOTAL (A+B) 1,70,433.391,70,433.391,70,433.391,70,433.391,70,433.39 2,01,678.322,01,678.322,01,678.322,01,678.322,01,678.32 2,09,908.182,09,908.182,09,908.182,09,908.182,09,908.18 2,45,477.932,45,477.932,45,477.932,45,477.932,45,477.93 45,521.0145,521.0145,521.0145,521.0145,521.01 49,638.4549,638.4549,638.4549,638.4549,638.45 1,10,790.661,10,790.661,10,790.661,10,790.661,10,790.66 1,02,072.271,02,072.271,02,072.271,02,072.271,02,072.27 26,377.7326,377.7326,377.7326,377.7326,377.73 26,698.5626,698.5626,698.5626,698.5626,698.56 3,66,219.853,66,219.853,66,219.853,66,219.853,66,219.85 3,97,188.653,97,188.653,97,188.653,97,188.653,97,188.65 6,049.996,049.996,049.996,049.996,049.99 19,682.6519,682.6519,682.6519,682.6519,682.65 9,497.689,497.689,497.689,497.689,497.68 29,604.4429,604.4429,604.4429,604.4429,604.44

'The role of the life insurance industry needs to be better appreciated

by the public at large' avers G V RAO.

R
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STATISTICS - INVESTMENTS

have gone up from Rs.10,162 crore in

2004/05 to Rs.23,380 crore in 2005/06,

an impressive accretion of Rs.13,318

crore. Their share of invested fund has

improved from 2.4 percent in 2004/05 to

4.8 percent in 2005/06.

Among the new players, ICICI-Pru,

Allianz-Bajaj, HDFC Standard, Birla

SunLife and SBI Life have had

impressive increases to their invested

funds.

Pattern of funds deployment:
The Life Fund is the biggest source of

invested funds. It stood at Rs.397,189

crore at the end of March 2006 with an

accretion of Rs.30,969 crore. The

INVESTMENTINVESTMENTINVESTMENTINVESTMENTINVESTMENT
SUBJECT TOSUBJECT TOSUBJECT TOSUBJECT TOSUBJECT TO
EXPOSUREEXPOSUREEXPOSUREEXPOSUREEXPOSURE

NORMSNORMSNORMSNORMSNORMS

 TOTAL TOTAL TOTAL TOTAL TOTAL
(PENSION FUND)(PENSION FUND)(PENSION FUND)(PENSION FUND)(PENSION FUND)

CENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVTCENTRAL GOVT
SECURITIESSECURITIESSECURITIESSECURITIESSECURITIES

STATE GOVTSTATE GOVTSTATE GOVTSTATE GOVTSTATE GOVT
SECURITIES ANDSECURITIES ANDSECURITIES ANDSECURITIES ANDSECURITIES AND
OTHER APPROVEDOTHER APPROVEDOTHER APPROVEDOTHER APPROVEDOTHER APPROVED

SECURITIESSECURITIESSECURITIESSECURITIESSECURITIES
INCLUDING CENTRALINCLUDING CENTRALINCLUDING CENTRALINCLUDING CENTRALINCLUDING CENTRAL

GOVT SECURITIESGOVT SECURITIESGOVT SECURITIESGOVT SECURITIESGOVT SECURITIES

INVESTMENTINVESTMENTINVESTMENTINVESTMENTINVESTMENT
SUBJECT TOSUBJECT TOSUBJECT TOSUBJECT TOSUBJECT TO
EXPOSUREEXPOSUREEXPOSUREEXPOSUREEXPOSURE

NORMSNORMSNORMSNORMSNORMS

TOTALTOTALTOTALTOTALTOTAL
(GROUP FUND)(GROUP FUND)(GROUP FUND)(GROUP FUND)(GROUP FUND)

'OTHER'OTHER'OTHER'OTHER'OTHER
APPROVEDAPPROVEDAPPROVEDAPPROVEDAPPROVED

INVESTMENTSINVESTMENTSINVESTMENTSINVESTMENTSINVESTMENTS

OTHER THANOTHER THANOTHER THANOTHER THANOTHER THAN
APPROVEDAPPROVEDAPPROVEDAPPROVEDAPPROVED

INVESTMENTSINVESTMENTSINVESTMENTSINVESTMENTSINVESTMENTS

 TOTAL (UNIT TOTAL (UNIT TOTAL (UNIT TOTAL (UNIT TOTAL (UNIT
LINKDED FUND)LINKDED FUND)LINKDED FUND)LINKDED FUND)LINKDED FUND)

TOTAL (ALL FUNDS)TOTAL (ALL FUNDS)TOTAL (ALL FUNDS)TOTAL (ALL FUNDS)TOTAL (ALL FUNDS)
(Rs. Crores)(Rs. Crores)(Rs. Crores)(Rs. Crores)(Rs. Crores)

                                                                                                                                                                          FUND (Rs. Crores)FUND (Rs. Crores)FUND (Rs. Crores)FUND (Rs. Crores)FUND (Rs. Crores) GROUP EXCLUDING GROUP PENSION AND ANNUITY FUND (Rs. Crores)GROUP EXCLUDING GROUP PENSION AND ANNUITY FUND (Rs. Crores)GROUP EXCLUDING GROUP PENSION AND ANNUITY FUND (Rs. Crores)GROUP EXCLUDING GROUP PENSION AND ANNUITY FUND (Rs. Crores)GROUP EXCLUDING GROUP PENSION AND ANNUITY FUND (Rs. Crores) UNIT LINKED FUND (Rs. Crores)UNIT LINKED FUND (Rs. Crores)UNIT LINKED FUND (Rs. Crores)UNIT LINKED FUND (Rs. Crores)UNIT LINKED FUND (Rs. Crores)

The author is retired CMD, The Oriental
Insurance Company Ltd. He may be
contacted at gvrao70@gmail.com

31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06 31/3/0531/3/0531/3/0531/3/0531/3/05 31/3/0631/3/0631/3/0631/3/0631/3/06

2,378.66 7,276.38 11,462.03 36,157.64 25,039.54 16,665.46 33,297.31 21,231.45 9,342.11 5,506.08 42,639.42 26,737.53 2,547.87 10,269.86 210.80 1,158.59 2,758.67 11,428.45 4,18,288.99 4,63,771.14

2,378.662,378.662,378.662,378.662,378.66 7,276.387,276.387,276.387,276.387,276.38 11,462.0311,462.0311,462.0311,462.0311,462.03 36,157.6436,157.6436,157.6436,157.6436,157.64 25,039.5425,039.5425,039.5425,039.5425,039.54 16,665.4616,665.4616,665.4616,665.4616,665.46 33,297.3133,297.3133,297.3133,297.3133,297.31 21,231.4521,231.4521,231.4521,231.4521,231.45 9,342.119,342.119,342.119,342.119,342.11 5,506.085,506.085,506.085,506.085,506.08 42,639.4242,639.4242,639.4242,639.4242,639.42 26,737.5326,737.5326,737.5326,737.5326,737.53 2,547.872,547.872,547.872,547.872,547.87 10,269.8610,269.8610,269.8610,269.8610,269.86 210.80210.80210.80210.80210.80 1,158.591,158.591,158.591,158.591,158.59 2,758.672,758.672,758.672,758.672,758.67 11,428.4511,428.4511,428.4511,428.4511,428.45 4,18,288.994,18,288.994,18,288.994,18,288.994,18,288.99 4,63,771.144,63,771.144,63,771.144,63,771.144,63,771.14

34.54 52.24 151.91 267.63 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 280.17 1396.26 10.49 21.86 290.67 1418.13 923.35 2596.29

1.13 1.06 14.03 15.85 1.45 3.76 6.81 3.76 0.44 1.16 7.25 4.92 20.11 142.33 0.33 28.85 20.44 171.18 478.09 885.85

44.77 60.02 166.64 244.55 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 1896.27 5270.23 440.89 656.63 2337.16 5926.86 3474.43 7485.50

0.00 0.00 0.06 0.16 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 1047.34 1862.92 78.38 235.13 1125.72 2098.05 1295.85 2350.85

18.53 23.69 76.78 96.62 14.70 40.69 14.70 40.69 0.00 0.00 14.70 40.69 76.00 325.79 4.81 34.95 80.81 360.74 565.05 1222.35

5.13 9.56 13.36 20.68 2.05 3.52 2.05 3.52 0.00 0.48 2.05 4.00 304.75 750.35 3.57 10.26 308.33 760.61 524.40 1123.82

18.60 160.49 78.97 277.75 4.20 0.00 4.20 0.00 6.57 0.00 10.77 0.00 3.46 193.27 0.08 18.06 3.54 211.33 1054.17 2034.98

2.15 0.00 9.28 18.12 1.27 8.00 1.27 8.00 0.00 5.82 1.27 13.82 336.14 2325.67 33.10 243.65 369.24 2569.32 762.07 3324.36

0.00 0.08 0.21 0.44 2.52 5.76 2.52 5.76 0.00 0.53 2.52 6.29 1.62 50.52 0.12 0.00 1.74 50.52 161.66 265.92

22.58 39.21 50.45 89.58 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 21.40 93.25 0.00 6.09 21.40 99.34 182.56 352.90

0.00 37.11 0.00 74.96 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 73.70 214.12 4.91 31.56 78.61 245.68 319.83 692.36

0.00 0.00 0.00 0.00 0.76 0.76 2.06 1.54 0.80 0.77 2.85 2.32 122.95 490.87 8.18 41.27 131.13 532.15 278.93 752.76

0.00 0.00 0.06 0.32 0.02 0.06 0.02 0.06 0.00 0.00 0.02 0.06 0.00 15.57 0.00 0.21 0.00 15.79 142.56 161.86

0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 0.00 129.75

147.43147.43147.43147.43147.43 383.46383.46383.46383.46383.46 561.75561.75561.75561.75561.75 1,106.651,106.651,106.651,106.651,106.65 26.9726.9726.9726.9726.97 62.5562.5562.5562.5562.55 33.6333.6333.6333.6333.63 63.3363.3363.3363.3363.33 7.817.817.817.817.81 8.778.778.778.778.77 41.4341.4341.4341.4341.43 72.0972.0972.0972.0972.09 4,183.914,183.914,183.914,183.914,183.91 13,131.1513,131.1513,131.1513,131.1513,131.15 584.86584.86584.86584.86584.86 1,328.531,328.531,328.531,328.531,328.53 4,768.774,768.774,768.774,768.774,768.77 14,459.6814,459.6814,459.6814,459.6814,459.68 10,162.9410,162.9410,162.9410,162.9410,162.94 23,379.5523,379.5523,379.5523,379.5523,379.55

2,526.092,526.092,526.092,526.092,526.09 7,659.847,659.847,659.847,659.847,659.84 12,023.7812,023.7812,023.7812,023.7812,023.78 37,264.2937,264.2937,264.2937,264.2937,264.29 25,066.5225,066.5225,066.5225,066.5225,066.52 16,728.0116,728.0116,728.0116,728.0116,728.01 33,330.9333,330.9333,330.9333,330.9333,330.93 21,294.7821,294.7821,294.7821,294.7821,294.78 9,349.929,349.929,349.929,349.929,349.92 5,514.855,514.855,514.855,514.855,514.85 42,680.8542,680.8542,680.8542,680.8542,680.85 26,809.6226,809.6226,809.6226,809.6226,809.62 6,731.786,731.786,731.786,731.786,731.78 23,401.0123,401.0123,401.0123,401.0123,401.01 795.66795.66795.66795.66795.66 2,487.122,487.122,487.122,487.122,487.12 7,527.457,527.457,527.457,527.457,527.45 25,888.1325,888.1325,888.1325,888.1325,888.13 4,28,451.934,28,451.934,28,451.934,28,451.934,28,451.93 4,87,150.694,87,150.694,87,150.694,87,150.694,87,150.69

pension and general annuity fund stood

at Rs.37,264 crore. The annual accretion

was quite impressive as it showed a

growth of Rs.25,241 crore.

The Group (excluding the group pension

and annuity fund) showed a downward

trend. The funds dropped from

Rs.42,680 crore to Rs.26, 810 crore at

the end of March 2006. The new players

have added Rs.9691 crore, while the LIC

has added only Rs.8669 crore.

About 65 percent of the invested funds of

LIC were in Govt. Securities as against

the minimum norm of not less than 50

percent. In the case of the new players

their invested funds in Govt. securities

was 58 percent.

Final word:
Considering the important economic role

these invested funds of the life insurers

play in the national economy, and the

increasingly important role the new

players have begun to play by raising their

rate of accretion to their invested fund

pool; the role of the life insurance industry

needs to be better appreciated by the

public at large.

--** *--
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VANTAGE POINT

Need for a Well-trained Distribution Channel
'Insurance business in India is still very dependent on the distributor's skills.

For a long-term sustenance of the business, the distributor needs to be thoroughly trained' writes U. Jawaharlal.

For any product to be visible in the

market, the role of the distributor holds

the key. Particularly in areas where the

product is intangible, the prospect may

need to be educated about its merits

before an actual sale results. Going

further; in an area like insurance,

especially in an emerging market; the

role of the distributor is immense.

Although we have made a tremendous

progress as regards the growth of the

market, the fact still remains that there

is a great onus on the distributor's role

in the culmination of a contract. One

speaks of the indispensability of the

'eye-ball contact' for an insurance deal

to materialize.

The vitalness of the distributor's role is

that he is the first-line representative and

assumes a huge responsibility as the

preliminary underwriter of the insurer.

In most cases, he or she is directly in

contact with the prospect - perhaps for

several years - and as such, is given to

know the first hand information. A proper

use of this knowledge would obviate the

problem of asymmetry of information to

a great extent. This would preclude the

incidence of adverse selection against

insurers, which can play havoc with their

business interests. Besides, the

distributor would be perfectly placed to

understand the needs of the proponent;

and accordingly recommend the product

that suits his or her needs. This would

ensure that the business retention ratios

would improve in both life and non-life

areas, in addition to avoidance of

business migration between different

players.

In order that the distributor is

well-equipped in the need-identification

of the client, it is essential that he or she

is well-trained. Towards ensuring this,

certain norms have been stipulated

about the basic requirements of training

for distribution personnel or agencies.

These requirements should be adopted

by the players in their spirit and not

merely fulfilled on paper.

The training needs of the distribution

channels are assuming new challenges.

In the life insurance domain, with the huge

success of the market-related products,

the distributor has got to be updated with

the latest developments so that there is a

proper match between the needs and

service delivery. Similarly, in the non-life

arena, especially in the ensuing detariffed

regime, the challenges of the distributor

would be numerous; with arriving at a

proper, judicious price assuming a new

importance. All this pre-supposes that the

distributor - whether he is the tied agent,

broker, corporate agent or any other

channel - needs to be a master at the job.

'Distribution' forms the focus of the next

issue of the Journal. We would be

bringing for you incisive articles in the

domain contributed by experts in the field.
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IN THE AIR

020/NL/IRDA/06                                                                                                                                                                                15th Sep `06.

To

CEOs of All Insurance Companies &

The Principal Officers of All Broking Companies

GUIDELINES ON INSURANCE AND
REINSURANCE OF GENERAL INSURANCE RISKS

   ith the abolition of tariffs in the near

future, competition will extend not only

to service matters but also to pricing of

products. In order to ensure that the business

is transacted along proper lines, it is important

to set out the rules of conduct that should be

followed by both insurers and brokers in the

matter of insurance and reinsurance of general

insurance risks, especially those with high

sums insured.

Insurers are advised to ensure that the

procedures as set out in these guidelines note

are followed in their competition for business.

Attention of all licensed brokers is invited to

the Code of Conduct specified in Schedule III

of the IRDA (Insurance Brokers) Regulations

2002 and in particular, para 1 of the Code of

Conduct. All brokers are hereby required to

ensure strict adherence to the practice stated

in this guidelines note and in the Code of

Conduct. Prior approval of IRDA should be

obtained by application supported by valid

reasons for any variations from the practice

stated here.

1. Where a client invites more than one
broker to submit terms for its
insurance requirement:

(a) A broker shall not block capacity with

one or more insurers in anticipation of

being invited to quote terms for insurance

requirements of a client, where the client

has not yet decided as to which brokers

should be invited to quote terms.

(b) Once the client has selected the

brokers who should be invited to quote

terms, all other brokers should withdraw

from the market. They should also

immediately advise any insurers with

whom they have been in touch to propose

terms, about their not being invited to

quote terms.

(c) Brokers who are invited to quote

terms should obtain a written appointment

letter to develop terms. Where the client

has given oral instructions to quote, the

broker should record the fact of its being

invited to quote terms, in a letter to the

client. (Refer paras 2(f) and 2(h) of Code

of Conduct).

(d) Every broker invited to quote terms

should fully comply with para 4 of the

Code of Conduct. The broker should

clearly distinguish between information

provided by the client and information

provided by the broker based on its own

study of the risk.

(e) Where the client has specified the

terms of the insurance cover required

by it, the broker shall develop terms on

the basis specified by the client and not

any other basis (which may be patched

up without the knowledge of the client)

to provide the required cover. However,

it is open to the broker to discuss with

the client and agree with the client to

develop terms on any other basis.

(f) It is open to the broker to ask more

than one insurer to quote terms. The

broker shall furnish full information on a

common basis to all the insurers. This

does not prevent the broker from

providing supplementary information to

an insurer in response to questions

raised by that insurer.

(g) Where an insurer is asked to quote

terms by more than one broker in respect

of the same risk, the insurer shall quote

the same terms to all the brokers.

However, if a broker seeks quotes from

the insurer on a different basis, the

insurer shall be free to quote terms on

the basis requested by that broker

without having to advise those terms to

all the other brokers.

(h) Where an insurer is approached by a

broker to quote terms for a particular

account, the insurer should not approach

the client directly to quote terms and

eliminate the broker.

(i) Where a client has also asked an

insurer to quote terms directly to it, the

insurer may quote terms directly to the

client and if any broker approaches it for

terms, the insurer should inform the

broker that it is quoting directly to the

client.

(j) Where terms are developed on a “net

rate” basis, the broker shall advise the

client the full facts, namely, the net rate

and the addition made for brokerage.

(k) Where the insurer needs to develop

terms from the reinsurance markets

before quoting its terms to the client, the

insurer shall be free to use the services

of any reinsurance broker of its choice.

(l) A composite broker shall not go to the

reinsurance markets to develop terms in

respect of cases referred to in (k) above,

without the written prior authorization of

the insurer invited to quote terms for the

insurance. Paras 2(i) and 2(j) of the Code

of Conduct are relevant in this

connection. It is important to emphasise

that placement of reinsurance is entirely

within the purview of the insurer and

neither the direct broker nor the client

can direct the insurer where to place

reinsurance and how much to reinsure.

This does not prevent the client or the

broker from enquiring about the insurer’s

own retention on the risk and the

reinsurances that it will place and the

security rating of reinsurers to be used,

as a part of its examination whether to

accept the insurer for its insurance

requirements.

(m) Where reinsurance terms are

developed as part of the process of

quoting terms for direct insurance, the

broker who is instructed to develop terms

shall truthfully communicate to the insurer

W
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on whose behalf the reinsurance terms

are developed, the basis of the quotation,

the rates and terms and the list of

reinsurers with written lines and the

extent of likely support at those terms.

(n) A composite broker or reinsurance

broker shall not put conditions of minimum

percentage of reinsurance placement as

part of the quotation or allow such terms

to be put in by the client or foreign co-

broker or reinsurers. This does not

prevent a lead reinsurer quoting terms

subject to his being offered a minimum

stated line on the risk. It shall be open to

the insurer to instruct the broker not to

offer the risk to a particular reinsurer or

to specified reinsurersor specified

markets .

(o) A broker shall not put up terms

developed within its own office (desk

quotes) but not received from an insurer,

as insurance premium terms. If a broker

is responding to an enquiry about the

likely insurance cost, it should make it

clear when indicating the premium cost

that it is not a quotation but only a non-

binding indication of the likely cost.

2. Where a client retains one broker
to develop terms from several
insurers:

(a) The broker shall select the insurers

to be invited to quote terms, entirely from

the point of view of the client and in the

best interests of the client.

(b) The broker shall provide information

on a common basis to all insurers invited

to quote. However, it may provide further

clarifications or additional information in

response to queries of an insurer that is

invited to quote.

(c) The broker shall not first develop terms

from foreign markets and then go round

locating insurers willing to front the

business at those terms.

(d) The broker shall not go round looking

for insurers to be invited to quote terms,

on the basis of a minimum reinsurance

order as a condition of giving an

opportunity to the insurer to write a share

of the risk.

(e) The terms put up to the client by the

broker should include the original letters

of quotation from the insurers and the

recommendation of the broker should be

properly documented with reasons in

support of the recommendation.

3. Documentation and post-insurance
servicing of the direct insurance
client:

(a) Once the direct insurance client gives

orders to bind the cover, the broker

should obtain a letter of cover or cover

note or insurance policy from the insurer

or insurers concerned and submit them

to the client before commencement of

risk.

(b) The broker should ensure payment

of premium in a timely manner in

compliance with Sec 64VB of the

Insurance Act. The broker should explain

to the client, the importance of

compliance with policy conditions and

warranties by the client during the policy

period. Where the insurer issues only a

cover note or letter of cover, the broker

should follow up for issue of the formal

policy document without delay. The

broker should scrutinize all these

documents to ensure that they are in

conformity with the terms and conditions

quoted and accepted by the client.

Likewise, the broker should ensure timely

payment of reinsurance premium on any

reinsurance placed through it and follow

up for the formal reinsurance document

in a timely manner.

4. Placement of facultative
reinsurance:

(a) A composite insurance broker or

reinsurance broker shall not enter the

reinsurance markets either to develop

terms for reinsurance cover or to place

reinsurance on any risk without the

specific written authorization of the

insurer insuring the risk or insurer who

has been asked to quote terms for the

risk.

(b) A reinsurance broker or a composite

broker shall not block reinsurance

capacity in anticipation of securing an

order to place reinsurance.

(c) The broker shall provide to the insurer,

a true and complete copy of the

reinsurance placement slip to be used,

before entering the market. The broker

shall incorporate any modifications or

corrections proposed by the insurer in

the placement slip.

(d) The broker shall put up to the insurer,

all the terms (including the reinsurance

commission and brokerage allowed)

obtained by it from various reinsurers

and indicate the share the lead reinsurer

is willing to write at those terms and the

expectation of the broker about

placement of the required reinsurance

at the terms quoted, with acceptable

reinsurance security.

(e) The broker shall furnish to the insurer,

a true copy of the placement slip signed

by the lead reinsurer quoting terms,

indicating thereon, the signed line of the

reinsurer.

(f) Where reinsurance on a risk is

proposed to be placed with different

reinsurers at different terms, the fact

that terms for all reinsurers are not

uniform, shall be disclosed to reinsurers

suitably.

(g) Once the insurer has accepted the

reinsurance terms quoted, the broker

shall place the required reinsurance

cover and shall keep the insurer

informed about the progress of

placement from time to time. In selecting

the reinsurers to whom the risk is

offered, the broker shall be mindful of

the need to use only such reinsurers

who are rated BBB or higher by a

recognized credit rating agency, as

required by Regulation 3(7) of IRDA

(General insurance – reinsurance)

Regulations 2000. Where the

reinsurance is over-placed, the signing

down shall be done in consultation with

the insurer in a manner consistent with

good market practice. The ceding insurer

shall have the right to tell the broker not

to use a specific market or reinsurer or

reinsurers.

(h) Immediately after completion of

placement of reinsurance, the broker

shall issue a broker’s cover note giving

the terms of cover and the names of

reinsurers and the shares placed with
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each of them. The cover note shall contain
a listing of all important clauses and
conditions applicable to the reinsurance
and where the wordings of clauses are
not market standard, the wordings to be
used in the reinsurance contract shall be
attached to the broker’s cover note.

(i) The broker shall follow up the cover
note by a formal signed reinsurance
policy document or other acceptable
evidence of the reinsurance contract
signed by the reinsurers concerned,
within one month of receipt of reinsurance
premium.

(j) The broker shall have a security
screening procedure in-house or follow
credit ratings given by recognized credit
rating agencies and answer without any
delay, any questions raised by the insurer
about the credit rating of one or more
reinsurers. Where the insurer declines
to accept a particular reinsurer for
whatever reason and asks the broker to
replace the security before
commencement of risk, the broker shall
do so promptly and advise the insurer of
the new reinsurer brought on the cover.

5. Placement of Treaty or Excess of
Loss Reinsurance:

(a) A composite insurance broker or
reinsurance broker invited to place a
proportional treaty shall prepare the treaty
offer slip and supporting information with
the cooperation of the insurer and secure
the insurer’s concurrence to the slip and
information before entering the market.

(b) Where a reinsurance treaty is placed
at different terms with different
reinsurers, the fact that such is the
practice shall be made known to all the
reinsurers suitably.

(c) Where a reinsurer accepts a share in
a treaty subject to any condition, the
conditions shall be made known to the
ceding insurer and its agreement obtained
before binding the placement.

(d) The broker shall advise the progress
of placement of the treaty from time to
time. Immediately after completion of
placement, the broker shall issue a cover
note setting out the treaty terms and
conditions and list of reinsurers with their
shares. Where a treaty is over-placed,
the broker shall sign down the shares in
consultation with the insurer in a manner
consistent with good market practice.

(e) The broker shall secure signature of
formal treaty wordings or other formal
reinsurance contract documentation
within three months of completion of
placement.

(f) The broker shall have a security
screening procedure in-house or follow
credit ratings given by recognized credit
rating agencies and answer without any
delay, any questions raised by the ceding
insurer about the credit rating of one or
more reinsurers. Where the insurer
declines to accept a particular reinsurer
for whatever reason and asks the broker
to replace the security before
commencement of the reinsurance
period, the broker shall do so promptly
and advise the insurer of the new
reinsurer brought on the cover.

6. Handling of reinsurance monies:

Every broker shall abide by the provisions
of Regulation 23 of the IRDA (Insurance
Brokers) Regulations 2002.

7. Co-broking:

(a) It is open to a client to appoint more
than one broker to jointly handle the
broking of its insurance requirements
depending on the skills that the brokers
may bring to the activity and to decide
the manner in which the brokerage
payable on the business may be shared
among them. However, it is not permitted
for one broker to appoint another broker
to handle the broking of an account that
has been given to that broker to handle
by the client.

(b) Each of the direct insurance co-
brokers shall be brokers who are
licensed to broke the class of business
concerned and each co-broker shall be
responsible to ensure that these
guidelines are complied with.

(c) The manner in which the brokerage
is shared among the co-brokers shall be
disclosed to the insurer on request. The
insurer will be guided by the instructions
of the client with regard to payment of
brokerage to each co-broker for his
share or to the lead co-broker who will
then be responsible to pay the other co-
brokers.

(d) Each of the co-brokers on a
reinsurance placement shall also be
responsible to ensure that these
guidelines are complied with by

themselves and any foreign brokers
used by them.

(e) Where a reinsurance placement is
co-broked with a foreign reinsurance
broker, the licensed broker in India shall
only use reinsurance co-brokers who
agree to comply with the requirements
of these guidelines and shall be
responsible to secure compliance with
these guidelines to the extent applicable,
by the foreign reinsurance co-broker.
The name and other particulars of the
foreign reinsurance co-broker shall be
disclosed to the insurer.

8. Reinsurance brokerage:

(a) Where the brokerage charged for a
particular case exceeds the normal level
of brokerage for such transaction, the
fact should be disclosed to the insurer
before binding cover. For this purpose,
the normal level of brokerage shall be
taken to be 2.5% on reciprocal
proportional treaties, 5% on non-
reciprocal proportional treaties, 10% on
excess of loss covers and 5% on
facultative placements.

(b) For the purpose of sub-para (a)
above, payments of all nature in respect
of the particular account, such as risk
inspection fees or risk management fees
or administration charges, etc., shall be
aggregated.

9. Insurer’s right to develop business
directly:

Nothing contained in these guidelines
shall be interpreted as prohibiting an
insurer from approaching a client directly
to service its insurance requirements.
However, an insurer shall not go to a
client who has already decided to use a
broker for its insurance placement and
has appointed a broker and such broker
has approached the insurer for terms.

10. Effective date

These guidelines shall come into effect
from 01st October 2006 and shall apply
to any insurances where the process
of placing insurance or negotiating terms
of insurance is initiated after that date,
including renewals in respect of
insurances expiring after that date.

(C.S. Rao)
Chairman



12

irda  Journal, November 2006 Journal, November 2006 Journal, November 2006 Journal, November 2006 Journal, November 2006

IN THE AIR

021/IRDA/F&U/SEP-06                                                                                                                                                         28th September, 2006

To

All Non Life Insurers

GUIDELINES ON “FILE AND USE” REQUIREMENTS
FOR GENERAL INSURANCE PRODUCTS

he guidelines on file and use

requirements for general insurance

products have been reviewed based on the

experience gained so far and taking into

account the feedback received. The present

guidelines issued in view of the proposed

detariffing of all classes of non-life insurance

business, supersede guidelines issued earlier

by the Authority and are being issued under

the provisions of Section 14 (2) (i) of the IRDA

Act 1999. These guidelines apply to all general

insurance products whether governed by tariff

now or not. These guidelines should be placed

before the Board of Directors and a copy

should be provided to all persons concerned.

Applicability

1. For the purpose of these guidelines an

insurance product also includes a plan of

insurance designed to meet the

requirements of a client or class of clients.

These guidelines shall come into effect on

01st November 2006. Rates proposed to

be charged in respect of products which

are currently under tariff, after the tariffs

are removed, shall be filed under these

guidelines after 01st November 2006.

However, these changes can only be

implemented after the tariffs are removed.

Prohibition on variations in tariff

coverages, wordings, endorsements and

warranties

2. Insurers shall not vary the coverage, terms

and conditions, wordings, warranties,

clauses and endorsements in respect of

covers that are currently under tariffs till

31st March 2008. Insurers may file their

proposals for changes in cover, terms,

wordings, etc for such products from a

date to be notified by the Authority, but to

be given effect to after 31 March 2008. In

respect of products currently governed

by tariffs, deductibles other than the

deductibles set out in the tariffs can be

offered only after 31 March 2008..

Insurance on first loss basis or partial

insurances unless permitted under current

tariffs shall not be permitted before 31-

03-2008. Covers not permitted under

tariffs should not be granted by way of

‘difference in conditions’ in insurance till

31.3.2008.

Marine hull insurance business shall

continue to be governed by the Authority’s

circular No.IRDA/CIR/Mrn-Hull/086/Mar-05

dated 23rd March 2005 till further notice.

IRDA requirements for consideration and

review of products

3. While filing the products, insurers are

advised to take into account the

requirements of IRDA relating to design

and rating of insurance products. They

are further advised to do an internal

verification of the products before filing

them with IRDA so as to avoid queries

from IRDA.

The requirements of IRDA are as follows:

(i) Design and rating of products must

always be on sound and prudent

underwriting basis. The contingencies

insured under the product should be clear

and provide transparent cover which is

of value to the insured.

(ii) All literature relating to the product

should be in simple language and easily

understandable to the public at large. As

far as possible, a similar sequence of

presentation may be followed. All

technical terms should be clarified in

simple language for the benefit of the

insured.

(iii) The product should be a genuine

insurance product of an insurable risk

with a real risk transfer. “Alternate risk

transfer” or “financial guarantee”

business in any form will not be

accepted.

(iv) The insurance product should comply

with all the requirements of the Protection

of Policyholders’ Interests Regulations 2002.

(v) Insurers should use as far as

possible, similar wordings for describing

the same cover or the same requirement

across all their products. For example

clauses on renewal of insurance, basis

of insurance, due diligence, cancellation,

arbitration etc., should have similar

wordings across all products.

(vi) The pricing of products should be

based on appropriate data and with

technical justification.

(vii) The terms and conditions of cover

shall be fair between the insurer and the

insured.

(viii) Margins built into rates shall be

consistent with the experience of the

insurer in respect of commission,

management expenses, contingencies

and profit.

(ix) Insurer should take necessary steps

in ensuring that competition will not lead

to unprincipled rate cutting and other

improper underwriting practices.

T
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Filing of products

4. Important: Filing of products will be

accepted only after the insurer has filed

the Underwriting Policy as approved by

its Board and satisfied any queries raised

by IRDA thereon.

Once an insurance product has been filed

and IRDA has no queries on the product,

the insurer is expected not to make

frequent changes in that product. IRDA

may allow changes in the product only on

sufficient technical justification. Any

proposals for changes within 6 months of

first introduction of a product will be

subject to strict scrutiny for ascertaining

the need for such a change.

5. In normal circumstances the insurer

should provide at least 15 days notice for

cancellation of cover. Policies that are

long-term in nature and annual policies that

are regularly being renewed or where

there is a reasonable expectation of being

renewed, should not be refused renewal

or be cancelled without providing

sufficient justification.

6. Where any product is governed by rates,

terms and conditions that are required by

agreement to be followed by all insurers

such as for insurance of terrorism risks, the

insurers shall be collectively responsible for

securing compliance with these guidelines

by the entity that sets the rates, terms and

conditions of cover or from the insurer that

manages the pooling of that business (for

example, the General Insurance Corp. of

India) as the case may be.

7. Till the tariffs are in force, it will not be

necessary for any insurer to file

information on any product that complies

with tariff rates, terms and conditions. In

respect of products that package

insurance covers that are governed by

tariffs, with those that are not, the insurer

should file such products and confirm that

the section governed by tariffs complies

with tariff rates, terms and conditions for

the portion that is governed by tariffs, as

long as tariffs remain in force.

8. Products, which were filed under the

earlier file and use guidelines, need not

be re-filed under the present guidelines

unless the insurer has made any changes

in the rates, terms or conditions of cover

of such products. If an insurer has

packaged a product with several different

covers, any change in terms and

conditions of the package such as deletion

of some of the covers or the premium

reduction for such deletion, will require to

be filed under this procedure unless the

insurer has filed with the original file and

use filing, the option to delete some of the

packaged covers and indicated the

premium reduction for such deletion and

there are no subsisting queries.. The

revised filing should draw clear reference

to the earlier filing.

9. In case of a product which is a package

of insurance covers already filed with

IRDA individually and where IRDA has no

subsisting queries, it is sufficient to file a

short statement giving the trade name of

the said product and the components of

that product with a cross reference to

the earlier filings of the individual products.

However, if any changes are made in any

individual cover that is part of the package,

then such amended package product

should be filed. Package policies can be

covered by a single policy document so

long as the terms and conditions for each

component of the package are clearly set

out therein.

10. Any non-tariff insurances issued in the

past on the basis of “individually rated

risks” based on individual experience and

risk evaluation without reference to a

class product design or rate, and which

were not filed with IRDA earlier under the

earlier file and use guidelines, shall now

be filed with IRDA under these guidelines

as stated in para 26 below, before being

sold whether as a new insurance or as

renewal. This requirement shall also apply

to a package where some of the covers

in the package are rated by internal tariff

and some are individually rated. For this

purpose, individual rating does not refer

to changes in premium to reflect hazard

factors that follow a pre-defined rating

basis as stated in para 19(i) below.

File and Use requirement

11. No general insurance product may be sold

to any person unless the requirements of

these guidelines have been complied with

in respect of that product. Where individual

particulars of the product are required to

be filed with IRDA, such product shall not

be sold unless the required particulars

have been filed with IRDA and IRDA has

no queries in respect of rates, terms and

conditions or the accompanying

documents of that product within a period

of thirty days from the date of receipt of

the filing in its office. Where IRDA raises

any query in relation to a product within

the stipulated period of thirty days, the

insurer shall not offer that product for sale

until all queries have been satisfactorily

resolved and IRDA confirms in writing that

it has no further queries in respect of that

product. Where an insurer provides

clarifications in response to queries raised

by IRDA, IRDA can be expected to respond

within 15 days from the date of receipt of

the insurer’s observations. If IRDA raises

no further queries or observations, the

product may be used thereafter. It should

be the joint effort of both the insurer and

IRDA to ensure that the entire procedure

is accomplished within 60 days. To this
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end, the initial letter from IRDA seeking

clarifications will be as complete as

possible. Likewise, the insurer should

respond to any queries by IRDA as quickly

as possible. This requirement will apply

mutatis mutandis in cases where the

underwriting policy under which the

products are designed, need to be filed

instead of filing of particulars of individual

product. In respect of a product that has

been filed earlier and no queries subsist

in respect of such product, if the insurer

changes the premium rates or deductibles

but not the terms and conditions and policy

wording of the cover, the insurer need

not obtain a fresh certification by a lawyer

under para 25(iv) below. Where the

wordings alone are changed and the

change is minor and is clarificatory in

nature, the insurer may file the certificate

of the lawyer with a covering letter

explaining the changes proposed and

IRDA may waive the full filing requirement

as stated in para 25 in such a case.

IRDA’s right to question terms and

/ or issue directions

12. If, at any time it appears to IRDA that a

product being sold by an insurer is not

appropriate for any reason or does not

carry rates, terms and conditions that are

fair between the parties or the documents

used with the product are in any way

unsatisfactory, notwithstanding the fact

that IRDA may have had no subsisting

queries in respect of that product when it

was originally filed, it may express its

concerns and call upon the insurer to

answer the concerns of IRDA with regard

to that product, within the time specified

by IRDA. If the insurer is not able to satisfy

the IRDA in the matter, the IRDA may

require the insurer to suspend the sale of

that product until it is modified in a manner

acceptable to IRDA or withdraw the

product from the market. Where a product

is withdrawn from the market under this

provision, the insurer shall not use the

same trade name for any other product.

13. IRDA may require an insurer to justify the

rates, terms and conditions of insurance

offered to a particular client or to a class

of clients or for a particular product, within

the time specified by IRDA. A mere

statement that the risk is rated “on merits”

will not be acceptable unless the

quantification of the merits can be

objectively demonstrated satisfactorily.

After hearing the insurer, IRDA may issue

such directions as appropriate in relation

to that insurance or that product, as the

case may be.

Board approval of underwriting

policy

14. The underwriting policy of the insurer

shall be placed before the Board of

Directors (and not merely a committee or

sub-committee of the Board) for their

approval. Product design, rating, terms

and conditions of cover and underwriting

activity shall be consistent with the

approved underwriting policy of the

Board. A copy of the underwriting policy

paper as approved by the Board shall be

filed with IRDA without delay. Subsequent

changes if any, made from time to time

with the approval of the Board, shall also

be filed with the IRDA without delay. Even

where the Board delegates the authority

to define and execute the underwriting

policy to the management, it should only

be done on the basis of a clearly defined

statement of underwriting policy

approved by the Board and the

management should work within the

scope of such policy. Design and filing of

products under paragraphs 25 and 26

shall only be done in conformity with the

underwriting policy approved by the

Board.

15. The underwriting policy placed before

the Board inter alia shall cover:

a) The underwriting philosophy of the

company in the matter of the underwriting

profit expectation;

b) Whether each product should stand

on its own or cross-subsidy among

products sold to one client will be

acceptable. [It is important for the Board

to note that even though a client’s total

portfolio may be profitable overall on

gross basis, the position on net of

reinsurance basis can be a loss because

different percentages are reinsured in

different classes of business];

c) Whether the insurer will underwrite

any business on a planned underwriting

loss basis and if so, how the Board will

control the effect of such underwriting

on the insurer’s solvency margin and the

aggregate exposure to such losses; the

Board should be conscious of the likely

need to further strengthen the capital of

the insurer following underwriting

losses;

d) The margins that will be built into the

rates to cover acquisition costs,

promotional expenses, expenses of

management, catastrophe reserve and

profit margin and the credit that will be

taken for investment income in the design

of rates, terms and conditions of cover,

and how they will be modified based on

the actual operating ratios of the insurer;

e) The list of products that will fall into

each of the 5 sub-categories listed in

para 19 below; it is recognized that this

list may change from time to time, in which

case, whenever a product is placed in a

category or transferred to a different

category, such modification should be
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reported to the Board with a copy of the

note for Board and the Board’s decision

being filed with IRDA;

f) The delegation of authority to various

levels of management for quoting rates

and terms and for underwriting in each of

the above mentioned 5 sub-categories of

products; In particular, the Board should

appoint the Appointed Actuary or Financial

Adviser or the Chief Financial Officer or

any other top management executive who

does not have any responsibility for

business development, to act as the

moderator of rates and terms that are

quoted on individually rated risks that fall

under para 19(v) below;

g) The role and extent of involvement of

the Appointed Actuary in review of

statistics to determine rates, terms and

conditions of cover in respect of internal

tariff rated risks and products designed

for a class of clients;

h) The internal audit machinery that will be

put in place for ensuring quality in

underwriting and compliance with the

corporate underwriting policy; and

i) The procedure for reporting to the Board

on the performance of the management in

underwriting the business, including the

forms and frequency of such reports.

Responsibility for compliance

16. All the documents to be filed with IRDA

under these guidelines shall be signed by

the Chief Executive Officer or any other

senior officer designated by the insurer.

However, if the filing is done by the senior

officer so designated, he shall be

responsible to keep the Chief Executive

Officer informed fully in all the matters.

Where, an insurer delegates the authority

to design products and set the rates, terms

and conditions of cover to any subordinate

office of that insurer, the Chief Executive

Officer will still be responsible for

complying with these guidelines in respect

of such products.

17. Each insurer shall appoint a senior officer

as “Compliance Officer” to ensure

compliance with the requirements of these

guidelines by the insurer. The Compliance

Officer shall not be an officer who is also

holding responsibility for underwriting. The

Compliance Officer shall be responsible:

(1) to monitor the business activities of

the insurer and ensure that all products

being sold by the insurer are in compliance

with the underwriting policy as approved

by the Board and also with these

guidelines;

(2) shall file a complete list of all products

falling under categories (i) and (ii) of para

19 below, being sold by the insurer as on

01st Nov 2006;

(3) shall also file with IRDA at the end of

every calendar quarter, a list of all new

products falling in categories (i) and (ii) of

para 19 below, introduced by the insurer

during the quarter just ended and dates

on which the rates, terms and conditions

of those products were filed with IRDA

and the dates of confirmation by IRDA that

it has no subsisting queries in respect of

those products; and

(4) shall also file a list of risks

underwritten under Para 19(v) in a form

to be prescribed by IRDA, during each

month within 7 days of close of the month.

This requirement may be withdrawn after

an initial period of monitoring.

18. Where a risk is co-insured, the primary

responsibility to comply with these

guidelines will rest with the leading co-

insurer. However, all other co-insurers will

remain responsible to satisfy themselves

by enquiry that the guidelines have been

complied with. The leading co-insurer shall

confirm to all other co-insurers as soon

as the terms are agreed and in any case,

immediately upon attachment of risk that

the File and Use guidelines have been

complied with.

Classification of products

19. For the purpose of these guidelines, the

products shall be classified into two broad

classifications, namely class rated

products and individual rated products.

These may be further classified into the

following 5 sub-categories:

A – Class rated products

i) Internal tariff rated products: These are

standard products that can be sold by

any of the offices of the insurer with the

rates, terms and conditions of cover,

including choice of deductible where

applicable, as set out in an internal guide

tariff. If the internal guide tariff visualizes

variations from the listed rates for factors

either linked to experience or based on

hazard features or size of sum insured

or size of deductible or to meet competition,

such variations should also be properly

documented following the same rules and

procedures. In other words, these are

“rule based” underwriting products.

ii) Packaged or customized Products:

These are products specially designed

for an individual client or class of clients,

in terms of scope of cover, basis of

insurance, deductibles, rates and terms

and conditions of cover.

B. Individual rated products

iii) Individual experience rated products:

These are products where the rates,

terms and conditions of cover are

determined by reference to the

requirements of and the actual claims

experience of the insured concerned.

These will typically be insurances with a
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high frequency but low intensity of loss

occurrence.

iv) Exposure rated products: These are

products where the rates, terms and

conditions of cover are determined by an

evaluation of the exposure to loss in

respect of the risk concerned,

independent of the actual claims

experience of that risk. Typically, these

will be risks where the occurrence of a

loss is an uncommon event or where there

are very few risks of that class to develop

a statistically supported rating basis. The

exposure rating may derive from rates

for similar risks in other markets or be

based on hazard evaluation done for other

reasons such as for risk management.

v) Insurances of large risks: For the

purpose of these guidelines, large risks

are:

(1) insurances for total sum insured of

Rs.2,500 crores or more at one location

for property insurance, material damage

and business interruption combined;

(2) Rs.100 crores or more per event for

liability insurances.

These are typically insurances that are

designed for individual large clients and

where the rates, terms and conditions of

cover may be determined by reference to

the international markets. It is not

permissible to place a product under this

category by merely referring to a reinsurer

for the rates and terms. It should genuinely

relate to risks that are not within the

underwriting or rating capability of Indian

insurers. Merely because an insurer

places facultative reinsurance on a policy

will not make it a large risk. It is expected

that in respect of such products, the

insurer will quote terms in line with the

terms quoted by reinsurers including the

extent of cover and deductibles or claims

conditions. If the insurer varies the terms

quoted by the reinsurers while quoting

the terms to the proposer, such variation

of terms and any increased retention that

results from it, shall be consistent with

the underwriting policy and reinsurance

policy approved by the Board for

underwriting of business and also for

retention and reinsurance. The insurer

shall charge an additional premium over

the rates secured from the international

market that is commensurate with the

additional risk carried by it. Such additional

premium charged should have the

concurrence of the officer designated by

the Board under para 15(f) above. Full

particulars of such cases where the

insurer varies the terms from those

quoted by the reinsurer shall be filed with

IRDA as soon as the terms are quoted

and where considered appropriate, IRDA

may raise queries about the terms and

the premium quoted.

Data support and role of Appointed

Actuary

20. The Appointed Actuary, in consultation

with the underwriters of the insurer, shall

determine the requirements for

compilation and analysis of data of sums

insured, premiums and claims at the stage

of product design itself and ensure that

such data is captured at the stage of

effecting insurance, on claims intimation

and on all claims payments. In respect of

long-term insurance products, the

Appointed Actuary should also state the

basis on which the reserve for unexpired

risk will be calculated.

21. The Appointed Actuary, in consultation

with the underwriters of the insurer,

should compile various first loss rating

schedules and schedules of discounts

for higher deductibles or franchise, for

different products based on statistical

data. Such schedules shall form the basis

for rating risks on first loss basis or

without condition of average in respect

of those classes of business that are

normally underwritten on full sum insured

basis and where condition of average

applies and also for allowing discounts

for higher deductibles or franchise.

22. Analysis of data referred to in para 20

above should enable review of rates,

loadings and discounts for every rating

factor used in the determination of

premium rates and for rating risks on first

loss basis. While filing the product a

certificate by the Appointed Actuary

should accompany every product stating

the rating factors for which data will be

captured and that adequate capacities

and capabilities have been put in place

for collection, compilation and analysis

of such data.

23. The periodicity of review of emerging

claims experience to determine any

changes needed in rates, terms and

conditions of cover should also be stated

in the certificate of the Appointed Actuary.

24. Where an insurer designs or quotes for

new products without reference to

adequate statistical data support for the

rates, terms and conditions, the basis of

rating such products shall be recorded

in detail and such basis shall be based

on sound and prudent considerations. In

such cases, the Appointed Actuary or

the officer designated by the Board

under para 15(f) above, will review the

product design and rates and terms from

the point of view of logic and

reasonableness.

Documents required to be filed

25. The documents to be filed in respect of

every new product or revision of an

existing product in respect of products

classified under categories (i) and (ii) of

para 19 above shall be as follows:
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i) Statement filing particulars of the product

in Form A;

ii) Certificate by the Chief Executive

Officer in Form B;

iii) Certificate by Appointed Actuary in Form C;

iv) Certificate by the company’s lawyer

in Form D;

v) Copies of Prospectus and other sales

literature relating to the product;

vi) Copy of Proposal Form;

vii) Copy of Policy Form and copies of the

standard endorsements to be used with

the policy; and

viii) Copy of the Underwriter’s Manual in

respect of the product along with the list

of declined risks, if any.

Important: While issuing the certificates

under paras (ii), (iii) and (iv) above,

persons responsible for issuing such

certificates should carefully go through

all the required aspects and apply due

diligence. Serious view may be taken in

case of any deficiencies.

26. In respect of products classified under

categories (iii), (iv) and (v) of para 19

above, the insurer should file a statement

of underwriting policy as approved by

the Board and should provide the

information in Form A in relation to the

category of insurance concerned as a

part of the underwriting policy statement.

Any changes in such underwriting policy

should also be filed whenever changes

are made to the underwriting policy. The

insurer should be able to satisfy the

concerns of IRDA with regard to the

products classified under these

categories and the statement of

underwriting policy so filed. Use of

general words that cannot be objectively

substantiated such as “merits of the

case” or “underwriter’s judgment” or

“commercial considerations” should be

avoided. However, notwithstanding what

is stated above, every plan of insurance

in respect of Health insurance (other than

employees group health insurance

policies) or Motor vehicle insurance shall

be subject to the filing requirements of

para 25 above.

27. In respect of a class of business that is

currently regulated by tariff and which

will continue to be rated as per an internal

guide tariff after the tariffs are removed,

the insurer should also file a statement

highlighting the extent of variations from

tariff provisions and rates and the basis

of the variations. The insurer shall also

provide the basis on which the rates and

terms proposed to be charged are derived

and statistical evidence to justify the

proposed rates, and terms and

conditions.

28. As already stated in para 2 above, if the

insurer wishes to make any changes to

the policy or endorsement wordings of

products currently governed by tariffs,

regardless of the categories listed in para

19 (i) to (iv) above, the insurer shall file

full details of the proposed changes in

wordings relating to the terms and

conditions of cover or policy wording with

justification in support. Such changes in

policy or endorsement wordings will be

effective only after they are reviewed

by IRDA and IRDA has confirmed that it

has no queries in respect of such

changes. In any case, such changes shall

not be permitted prior to 31-03-2008.

29. In respect of products designed for

individual clients, whether or not the

present rates, terms and conditions are

governed by tariffs, as stated in para 26

above, the insurer should file a document

setting out the basis on which rates and

terms will be determined in such cases

consistent with the underwriting policy

approved by the Board. It will not then be

necessary to file every case that is

quoted so long as the design of the cover

and its rates and terms follow the policy

laid out in this document. The insurer

should be able to demonstrate that the

rates and terms in any particular case

are determined in conformity with such

basis. Moreover, in respect of insurances

of large risks as defined in para 19(v)

above, where the insurer quotes terms

to the client that are different from those

obtained from the international markets,

the rates, terms and conditions of cover

quoted to the client shall have the

concurrence of the officer designated by

the Board under para 15(f) above.

Likewise, any premium rates that are less

than 0.1 per mille on sum insured, should

be discussed with the officer designated

by the Board under para 15(f) above and

his concurrence obtained to such rate

based on sound technical reasons. In

such cases, the said officer is expected

to play the role of moderator to ensure

that the terms are determined on a sound

technical basis and not merely to meet

competition in pricing regardless of logic.

Subject to this condition being complied

with, the insurer may quote rates, terms

and conditions in such cases without

having to file Forms A to D and wait for

IRDA’s response.

30. The maximum permissible rates of

commission or brokerage shall be as

notified by the Authority from time to time.

However, it is open to insurers to design

products with rates of commission or

brokerage being less than the maximum

permitted.

31. Every insurer shall constitute a Technical

Audit Department that will be charged with

the responsibility to ensure that all

underwriting is done in compliance with

these guidelines. Such audit should be

done at least once every quarter during

the year 2007. The reports of the

Technical Audit shall be placed before the

Board of Directors.

(C.S. Rao)

Chairman
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Form A

FILING OF GENERAL
INSURANCE PRODUCT

Name of insurer:

Date of filing:

1. Product

1.1 Class of insurance:

1.2 Name of product:

1.3 New or revision of existing product:

1.4 If revision, name of earlier product:

1.5 Nature of revision made:

2. Product features

2.1 What are the contingencies covered?

2.2 Is cover provided on:

2.2.1. Benefit payment basis;

2.2.2 Indemnity basis with deduction

for depreciation;

2.2.3. “New for Old” basis;

2.2.3 Reinstatement value basis;

2.2.4 First Loss basis or layered

basis.

2.3 Does insurer have right of recovery

under subrogation?

2.4 What are the excluded perils?

2.5 What are the declined risks?

2.6 Does the product have any special

features?

3 Marketing

3.1 Target market for product?

3.2 Sales channels planned to sell

product:

3.3 Plans and budget for sales promotion:

3.4 Acquisition cost to be incurred

including commission or brokerage:

(This can be lower than the maximum

permitted by the law or regulations)

4 Underwriting and Claims

4.1 What will be the delegation of

authority for underwriting and for

quoting rates and terms?

4.2 What will be the delegation of

authority for processing and

settlement of claims?

4.3 Are there any reinsurance

arrangements specific to this

product?

Do they require consultation with

reinsurers for underwriting or for

settlement of claims?

4.4 Please attach the Underwriting Manual

and Claims processing Manual

provided to staff in respect of this

product:

5 Actuarial support

5.1 Name of Appointed Actuary:

5.2 Risk factors used for rating:

5.3 Margins built into the rates and terms

for acquisition cost, expenses of

management, catastrophe reserve,

other contingencies and profit margin:

5.4 Whether the IT system will provide

data on each of the risk factors in

respect of premiums and claims:

5.5 Periodicity of compilation and analysis

of data for review of the rates and

terms:

5.6 Basis of reserving for unexpired risks

In respect of long-term products

6 Rates and terms

6.1 Where the rates and terms are in the

form of an internal tariff:

6.1.1 Please attach a copy of such

tariff.

6.1.2 Where the rates and terms

quoted to individual clients can vary

from the tariff rates and terms, please

provide details of the criteria and

extent of such variation.

6.1.3 Where the tariff is used only as

a guide and the underwriter has

authority to depart from the tariff,

please state the level of management

at which such departure can be made

and the permitted extent of such

variation and the circumstances in

which such variation is permitted.

6.1.4 Where the insurance is to be

provided on first loss basis or with

deletion of the condition of average, in

a class that is normally insured on full

sum insured basis and subject to

condition of average, please state the

basis of the first loss rating scale or

the basis to dispense with the

condition of average.

6.1.5 Where the insurance is to be

provided with a higher than normal

deductible or franchise, please state

the basis on which premium

reduction will be allowed for the

higher  deductible or franchise.

6.2 Where the product is a “package”

product designed for a specific

client or class of clients:

6.2.1 What are the elements of

insurance put together in the

package?

6.2.2 Is the package rate derived

by adding together the rates for

individual elements of insurance?

If not, please state how it is rated:

6.2.3 In the former case, how is

each elementof insurance rated?

6.2.4 Is there an internal guide

tariff or is each risk rated

individually?

6.2.5 If each risk is rated

individually, at what management

level are rates and terms quoted

and what is the basis for deriving

the premium rates?

6.3 Where the product is experience

rated:

6.3.1 What is the target claims

ratio? 6.3.2 At what management

level are rates and terms quoted?

6.3.3 At what level of

management can the insurer

decide to ignore the experience in

quoting for the insurance?

6.3.4 How are the statistics used

for experience collected and

analysed?

6.4 Where rates and terms are

determined by reinsurers or other

underwriters:

6.4.1 At what level of

management is a decision made

regarding acceptance of the rates

and terms quoted?

6.4.2 Does the insurer have a

clearly defined policy with regard

to the acceptance of changed

policy wordings and the minimum
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rates and terms required for

acceptance?

6.4.3 Confirmation that the terms

quoted to the client will be the

same as those quoted by the

reinsurer or other underwriter.

7 Documents

7.1 Please attach copies of the

following

Documents for class rated products :

a) Prospectus

b) Sales literature

c) Proposal Form

d) Policy wording

e) Wordings of various

     endorsements

f)   Claims Form

g) Underwriting Manual

7.2 Please attach the following

Certificates:

a) Certificate by the Principal

Officer or the Designated Officer

in Form B

b) Certificate by the Appointed

Actuary in Form C

c) Certificate by the lawyer of the

insurer in Form D

8 Supplementary information

If there is any information other than that

provided in this form and its enclosures which

should be taken into account in examining the

filing of this product please provide it here.

Place

Date

Signature of Principal

Officer or Designated Officer

Name and designation:

Form B

FILING OF GENERAL INSURANCE
PRODUCT

Name of insurer :

Date of filing :

Class of insurance :

Name of product :

Certificate by Principal Officer
Or Designated Officer

This is to confirm that:

1. The rates, terms and conditions of the

above-mentioned product filed with this

certificate have been determined in

compliance with the IRDA Act, 1999,

Insurance Act, 1938, and the Regulations

and guidelines issued thereunder, including

the File and Use guidelines.

2. The prospectus, sales literature, policy and

endorsement documents, and the rates,

terms and conditions of the product have

been prepared on a technically sound basis

and on terms that are fair between the

insurer and the client and are set out in

language that is clear and unambiguous.

3. These documents are also fully in

compliance with the underwriting and rating

policy approved by the Board of Directors

of the insurer.

4. The statements made in the filing Form A

are true and correct.

5. The requirements of the revised File and

Use guidelines have been fully complied with

in respect of this product.

Date:

Place:

Signature of Principal

Officer or Designated Officer

Name and designation

Form C

FILING OF GENERAL
INSURANCE PRODUCT

Name of insurer :

Date of filing :

Class of insurance :

Name of product :

Certificate by Appointed Actuary

This is to confirm that:

1. I have carefully studied the requirements

of the File and Use Guidelines in relation to

the design and rating of insurance

products.

2. The rates, terms and conditions of the

above-mentioned product are determined

on a technically sound basis and are

sustainable on the basis of information and

claims experience available in the records

of the insurer.

3. An adequate system has been put in place

for collection of data on premiums and

claims based on every rating factor that

will enable review of the rates and terms

of cover from time to time. It is planned to

review the rates, terms and conditions of

cover based on emerging experience

(enter periodicity of review).

4. The requirements of the revised File and

Use guidelines have been fully complied

with in respect of this product.

Date:

Place:

Signature of Appointed Actuary

Name and designation

Form D

FILING OF GENERAL
INSURANCE PRODUCT

Name of insurer :

Date of filing :

Class of insurance :

Name of product :

Certificate by the Lawyer
of the insurer

This is to confirm that:

1. I have carefully studied the prospectus,

sales literature, policy wordings and

endorsement wordings relating to the

above-mentioned product in the light of the

IRDA (Protection of Policyholders’ Interests)

Regulations 2002, and the File and Use

Guidelines.

2. The above mentioned documents are

written in clear unambiguous language, and

properly explain the nature and scope of

cover, the exceptions and limitations, the

duties and obligations of the insured and

the effect of non-disclosure of material

facts.

3. These documents are in compliance with

the Policyholders’ Protection Regulations

and Insurance Advertisements and

Disclosure Regulations.

Date:

Place:

Signature of Lawyer

Name and address
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In lines like motor insurance with
highly credible ratemaking data,

actuarial 'science' simply cannot be
ignored. In a softening market,

one of the most common mistakes
is to ignore this truism and apply

undeserved credits.

Discipline and Profitability

'To be successful in the detariffed regime, underwriters need to have the courage and

conviction to determine their "walk-away" price' says Arup Chatterjee.

 - The Mantras of the New Dawn

he last decade has witnessed a
slow and non-monotonic

expansion of competitive rating in many
insurance markets around the world.
That has included the substantial
deregulation of property and casualty
insurance rates; and policy forms
(i.e., contract terms and language) for
'large' commercial buyers. With the
dismantling of the tariff regime in India
in the coming days, the market structure
and ease of entry would be highly
conducive to vigorous competition in
most types of property and casualty
insurance segments.

Expectations are that the property and
casualty roller coaster is headed south,
with the depth and duration of the decline;
and the implications to insurer
profitability and financial integrity a
growing concern. The focus on
'underwriting discipline' and
'underwriting profitability' is omnipresent.
As commercial insurance pricing gets
getting more competitive, the new
mantra for success of virtually every
insurer and reinsurer shall be
'underwriting discipline' and
'underwriting profitability'.

Underwriting discipline
So what will 'underwriting discipline'
mean to insurers? There are three critical
components to the underwriting process:
Pricing, Risk Selection, and Terms &
Conditions. Let's consider each:

Pricing: To most insurers 'underwriting
discipline' means pricing integrity. In a
hardening market, as the saying goes,
'a rising tide lifts all boats.' In a softening
market, achieving adequate prices on
individual accounts and books of
business is far more challenging.

Success requires a fine balance
between the judgmental 'art' and
actuarial 'science' in each commercial
line. Simply stated, manual rates matter!
In lines like motor insurance with highly
credible ratemaking data, actuarial
'science' simply cannot be ignored. In a
softening market, one of the most
common mistakes is to ignore this
truism and apply undeserved credits.

Another important balance to achieve is
the use of exposure versus experience
rating on individual accounts. Only larger

accounts with credible and predictive
loss experience merit full experience
rating. To be successful, underwriters
need to have the courage and conviction
to determine their 'walk-away' price. All
too often, underwriters try to limit their
exposure to under-pricing by simply
limiting their participation on a given
account. This is particularly true of
subscription policies and layered
excess. The lesson to remember here
is that a small line on a bad deal is still
a bad deal.

Risk selection: Pricing is based mainly
on the actuarial assumption that the
past will be predictive of the future.
Successful risk selection embraces the
future. Risk selection asks not where a
book of business or individual
commercial account has been but
where it is headed. To be successful,
underwriters need to understand the
business trends of their customers and
even of their customer's customers
frequently. This is particularly true of
lines inherently exposed to possible
moral hazard (e.g. D&O insurance).
Also, underwriters need to try to
understand the values and culture of
their customers. In a softening market,
the important truism to remember is
that "a good risk at a bad price is a bad
risk." As commercial package
underwriters have discovered many
times, even under-priced package
policies can produce disastrous
losses.

Profitable participation in the market
requires not only sound risk
assessment but above all optimal
business processes. This includes
thorough risk evaluation and effective
claims management. Evaluating
whether and on which conditions a risk
can be accepted is a particularly difficult
task, constituting a major challenge to
underwriters.

Terms & conditions: The
customisation of terms and conditions
is as critical to underwriting discipline
as pricing or risk selection. Regardless
of market cycles, a coverage added to
a policy that can produce a loss requires
some additional premium. Programme
structures also need to make sense for

T
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Reinsurance remains the most
dynamic, responsive and cost-

effective form of capital available
to an insurer to facilitate

underwriting opportunities as it
must meet many diverse

policyholders' needs.

both the insured and the insurer.
Deductibles that exceed the reasonable
financial capabilities of the insured are
a prescription for trouble. Specific and
aggregate excess attachment points
need to be reflective of the frequency and
severity expectations of each account.
Some of the worst umbrella losses have
been the result of exhausted primary
aggregate limits for which not a rupee of
premium had been charged.

Regardless of market conditions, the
essence of great underwriting is
managing the balance of these three
critical competencies on every account,
in every underwriting decision. To
achieve this goal, underwriters need all
the assistance possible from their
claims, loss prevention, legal and
information technology colleagues.

Reinsurance: Reinsurance remains the
most dynamic, responsive and cost-
effective form of capital available to an
insurer to facilitate underwriting
opportunities as it must meet many
diverse policyholders' needs. The
reinsurance programme must meld to
an insurer; and must be so designed to
address and complement the unique
exposures, culture and underwriting
discipline of each insurer. A balance of
premier global reinsurance security will
further provide maximum stability to
absorb inevitable large losses, whether
they emanate from named or natural
perils. A clear understanding and
appreciation of each party's underwriting
discipline and integrity is essential to
create and maintain an enduring
reinsurance relationship. Only through
appropriate illustration of the unique
quantitative and qualitative aspects of
the underwriting portfolio can an insurer
be differentiated from its peers. As there
is a distinct and recurring pattern to the
cycles in different markets, the
international experience of reinsurers
can also provide valuable impulses for
optimising control of business and risks.

Also in question would be the use of
contracts which create little or no risk
transfer (finite reinsurance) - the usual
yardstick for judging a contract to be
insurance. The use of 'finite reinsurance,'
arrangements between insurers and

their reinsurers is intended to remove
volatility from insurance company
balance sheets. The supervisory
community says such deals amount to
financial engineering that dupes
investors.  Indian insurers would have
to resist the temptation of introduction
of such practices which have helped
insurers in other parts of the world to
weather the storms of financial losses.

Contract certainty: The willingness of
the insurers to assume significant
exposure in the absence of a signed
contract in the wake of completion is
something which cannot be discounted.
In this context contract certainty
assumes great significance. It is
essential in order to minimise risk. This
risk hits underwriters and brokers:
underwriters because they have
uncertainty around their exposure,
brokers because they have E&O risk

when wordings are unclear or non-
existent. Uncertainty over exposure for
underwriters leads not only to reserving
risk but also to an inability properly to
understand business performance and
therefore pricing. Inability to calculate
exposure properly leads to capital
misallocation. Lack of contract certainty
leads to protracted negotiations, legal
disputes and inevitably a legal
plutocracy. This also means that the
policyholders do not have clarity of
coverage, or documentation of it, when
they purchase coverage which is
becoming increasingly intolerable in
today's corporate governance
environment.

An agreed definition of contract certainty
is needed from the outset. This does

not suggest certainty over the outcome
of claims or the content of contracts; and
should include:

� certainty over underwriting exposures
for insurers

� certainty of terms of coverage for
insured

� wording agreed at or prior to inception
of cover and policies issued promptly
thereafter

� policies which comply with local
requirements (fiscal, regulatory)

� recording of what has been disclosed
during policy negotiation

The key to ensuring contract certainty
lies in:

� standardisation of process delivered
by technology

� standardisation of behaviour
delivered by management,
measurement and incentives

� a record and audit trail of disclosures
by insured

� customers acting as drivers for
change

To achieve contract certainty, everyone
needs to change. All - including brokers,
underwriters and policyholders - should
resist the temptation to compress the
period of negotiation in the hope of
getting better terms and conditions, or
temptation to tolerate ambiguity
because it may prove advantageous at
the point of a claim. Those behaviours
are obstacles to the achievement of
contract certainty.

Transparency: The general question of
transparency is one which causes
concern among many consumers.
Transparency both about the
relationship between brokers and the
companies they represent; and
transparency about the terms of
policies; and, in particular, policy
exclusion. A second related area is
suitability. And, of course, pressure-
selling of cover which is redundant or
duplicative. Then, there is the issue of
fraud and negligence. This works in
both directions. Fraud against
insurance companies pushes up
business costs and hence prices to
consumers. The insurance industry has
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In the post-liberalisation

business environment, customers

need responsive insurers with a

pan Indian presence that

matches their own.

encountered cases of intermediaries
taking premium but failing to place cover
in the market, or placing cover
negligently, so claims are subsequently
denied by the underwriter.

The industry will also be under the
scanner for some of its practices like
broker remuneration. There are issues
of conflict of interest when
intermediaries accept volume-related
payments from insurers. Guidelines for
minimum disclosure of payments to
brokers are essential to address this
problem. Transparency of broker
remuneration is essential to re-
establish a relationship of trust between
brokers and commercial insurance
buyers, and one needs to be consistent
in the way it is accomplished.

And of course insurance brokers also
have to come to grips with the
implications for their business in the
changed competitive environment. They
have to see themselves as risk
managers, in a broader context than they
have previously done. That will cause
some to develop new operating models
in search of competitive advantage.

Three C's to Underwriting
'Success'

Insurers need to focus on three
additional critical success factors which
are the three C's to underwriting
'Success'.

Consistency: A disciplined insurance
company needs to present a consistent
underwriting presence for the benefit of
all customers and producers. In a
softening market, the greatest danger
to consistency is loss of confidence
within individual underwriters. No one
wants to lose a valued customer or an
attractive new business opportunity.
This will be a particularly important issue
now with new underwriters. At the same
time, over-confidence during hard
market cycles can be a real problem,
alienating customers and undermining
long term relationships. Confidence
requires discipline on the part of each
underwriter, relentlessly reinforced by
management to create, nurture and live.

A hallmark of a successful insurance
company shall be to produce

consistency in all of its underwriting
practices and decisions. There are many
"tiles" in building this consistency
"mosaic" of an insurer.  The best
practices include:

� a clear set of written underwriting
authorities ensuring optimal
empowerment at a local
underwriting level

� underwriting authority statements
need to trigger collaboration with
multiple disciples or senior
management as unique and unusual
decisions arise

� quick and easy underwriter access
to clear, definitive and up-to-date
position statements on the
"emerging" and "already emerged"
issues

� a strong commitment to constant
professional development at all
underwriting levels

� formal 'post mortem' assessments
on lost opportunities or renewals

defining what underwriting actions,
if any, could have produced the
desired results

� easy access to senior underwriting
professionals and internal or
external legal, financial, and claims
experts

� regular progress reporting of all key
quantitative goals including effective
rate changes; accident year and
calendar year results; and
compliance with customer service
standards

� timely, objective underwriting
business unit self-audits and
corporate underwriting audits ideally

conducted by diverse multi-
disciplined teams with constructive
reporting and rigorous follow-up on
all recommendations

� detailed reviews by independent
internal audit teams of compliance
with all formal control and
documentation processes
validating the effectiveness of these
processes

� regular actuarial reviews of
business unit and line of business
profitability on an accident and
policy year basis, incorporating
insights from underwriting audits

The cement that shall hold the
consistency mosaic together will be
collaboration.

Customer Service: This critical area
is often ignored within the context of
underwriting discipline. By customer
service, one implies every discipline
within the company that directly or even
indirectly touches the customers
including claims, risk control, financial,
and underwriting. Regardless of the
state of the insurance market, the best
customers tend to stay with insurers
who provide truly superior customer
service. The best antidote to lower
prices from the competition is a market
leading reputation for unsurpassed
customer service.

In distinguishing the short term 'price'
of insurance from the intangible, long
term possible 'cost' of an alternative
market, an incumbent insurer's best
advantage is the opportunity to
distinguish their total service
capabilities. Benchmarking and
monitoring of aggressive customer
service standards is as important as
rate monitoring.

Both are critical to an insurer's short
and long-term success.

In the post-liberalisation business
environment, customers need
responsive insurers with a pan Indian
presence that matches their own.  It is
more than just scale, it is the way
insurers exploit it. They must listen to
their customers and put them at the
centre of everything they do, to provide
even better and more professional
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Giving due consideration to the

sometimes highly complex

regulations during the product

design process requires great

know-how, especially with regard

to the underwriting risks involved.

services. Service is becoming
increasingly important for incumbent
insurers. This in itself shall force
insurers to improve service standards
and sharpen their pencils on pricing.

Cost Control: It is important for the long-
term health of the general insurance
industry, and its clients, that there is
some strengthening of the industry's
capital base, and that is bound to require
some increases in premium rates.
However, given the sizeable impact of
these rises on the profitability of
industrial and commercial customers in
particular; the industry will clearly need
to be able to satisfy those customers
that it is doing what it can to control its
own costs. This pressure on costs, and
the need to show stronger capital
backing, may attract more capital or drive
further consolidation. But that would be
the result of commercial decisions
which are not a matter for the supervisor.

Enterprise wide cost control is one of
the 'best friends' of both underwriting
profitability and underwriting discipline.
Many factors will ultimately determine the
loss ratio, but the expense ratio is the
critical component of the combined ratio
that can be aggressively managed and
improved. Rigorous cost controls are
important in all market cycles, but
especially in softening phases.
Operational success is the sum of
prudent behaviour in all expense issues:
Everything matters. Defining more
efficient approaches should be a part of
everyone's job. Commissions and
salaries need to be fair but competitive.
Underwriter incentives and rewards
should consider both short and long-
term accomplishments. Equally
important, insurers need to achieve real
and sustainable productivity
enhancements from considerable
investments in information technology.

Role of regulator
It is noteworthy that the IAIS Core
Principles do not include mention of
controls on products or premium rates.
This is one of the most significant shifts
in supervisory philosophy which has
taken place in recent years. The Third

Life and Non-Life Directives of the
European Union, has also abolished
prior controls of products and premium
rates in the EU. Although there are still
many countries which do have controls
of this sort, there seems little doubt that
the trend is moving away from such
controls. A consequence of this is an
increased emphasis on monitoring
financial strength as a key pillar of
supervision.

The development currently taking place
in India is something that other
countries went through years ago, albeit
in a slightly different form. The regulator
needs to examine closely the
processes that have taken place in
other countries to familiarise with the
cycles and special features of various
lines of insurance business. The status
quo and the pace of new trends can
differ significantly from country to

country. Giving due consideration to the
sometimes highly complex regulations
during the product design process
requires great know-how, especially
with regard to the underwriting risks
involved. The results of statistical
analyses permit conclusions to be
drawn on risk-adequate underwriting or
on the wording of insurance conditions,
differentiated on the basis of risk groups.
This will certainly have a positive
influence on loss experience. This
know-how shall enable in identifying
and analysing trends at an early stage
and also sharing this experience with
the insurers. Transfer of knowledge
shall continue to be one of the key tasks,
as it is the only way of guaranteeing a

supply of adequate products tailored to
individual market customs and
practices.

The regulator must secure the
appropriate degree of protection for
consumers, but bearing in mind the
general principle that they should take
responsibility for their own decisions.
Although one needs to bear in mind the
consumers' experience and skill, their
legitimate needs for information and
advice, and the degree of risk they incur.
The players and the regulator must
promote public understanding of the
financial system. This means they
should be working to ensure that
financial markets are as transparent as
possible and, in particular, that retail
consumers are given clear information
which allows them to understand the
decisions they are making. Without that
it is not reasonable to require them to
take responsibility for those decisions.

In our post-liberalised phase, with the
general insurance industry clearly
approaching another crossroad, the
challenges and the opportunities have
never been greater. The insurance
market in the future will continue to be
heavily influenced by strong dynamics
in terms of demand, products and loss
experience in all phases of the market
cycle. In determining the underwriting
approach the insurance market players
must maintain market confidence. Given
the numerous imponderables, the
regulator must see it both as a
challenge and an obligation to support
insurers in their risk assessment along
the entire value chain. The regulator's
role in facilitating the development of
innovative products shall remain one of
the main challenges in the
transformation of the insurance market.
It has to draw on the experience
available in the insurance industry to
achieve this task, so as to enable the
insurers to offer its customers the best-
possible products to optimise the
market opportunities available.

The author is Principal Administrator,
International Association of Insurance
Supervisors, Basel, Switzerland.
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In today's marketing

scenario in insurance, we

need to move from selling

insurance to marketing an

essential financial product.

Marketing Opportunities and Challenges

H Ansari emphasizes that organizations, in order to be successful, would need

strong teamwork with customers, intermediaries and joint venture partners;

and also between managers and employees within the company itself.

 - In a Detariffed Market

"If you cannot smile,
do not open a shop"

- An old Chinese proverb.

s the world advances in the 21st

century, the paradigm of change is

affecting all and sundry.  Not only is

change hastening, one is often baffled

at the pace of change.   Companies are

failing to recognize that market is

changing every few years resulting in an

organization's winning strategy of the

past becoming today's losing strategy.

One is witnessing two types of

organizations in the country - those who

regroup and rediscover themselves,

whilst others who are slow to respond

and just wither away.

The four powerful forces of technology,

globalization, value of intangible assets

and individual talent; are reshaping and

redefining boundaries in which

organizations need to function and

manage their relationship with

individuals and teams, and with other

organizations.  It is also forcing the

companies to become more open and

accountable to their stakeholders on one

hand and to the society at large on the

other.

In order, therefore, to succeed in the

market place; organizations would need

strong teamwork with customers,

intermediaries and joint venture partners

and also between managers and

employees within the company itself.

What then are the formulae that promise

marketing success in a service industry?

� Win through exceeding customer

expectations - 'Under promise and

over deliver' should be the motto.

� Win through product innovation and

continuous product improvement.

� Win through better and speedy

service and problem solving.

� Win through competitive pricing but

do not sacrifice on value added

service.

� Win through adaptation and

customization.

� Win through entering niche markets.

� Win through market share - the three

I's - Institutions, Instruments and

Intermediaries are going to be

relevant.

Companies will be required to not only

do better at all times; they will also need

a strong and robust strategy which

would be operationally more effective

then that of their competitors.

Whether companies go for mass

marketing, target marketing or customer

level marketing; the marketing

management process needs to be

followed at all times.  A product will have

to be initially researched; its

segmentation, targeting and

positioning (STP) determined; the

Marketing Mix (MM) and the four P's of

marketing to be established

conclusively. This will be followed by

implementation (I) and finally control (C)

where the organization needs to

evaluate feedback and results; and

revise its strategy for future success of

the product in the market.

In today's marketing scenario in

insurance, we need to move from

selling insurance to marketing an

essential financial product.  The

distributors will have to become trusted

financial advisors for the clients and

trusted business associates for the

insurance companies.

In the Indian insurance market, the

challenge to the insurers currently is

two pronged:-

A
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Ever since the market was
liberalized, the issue of

Detariffing has been debated.
Liberalization and Tariffs are

anti-thesis of one another. You
cannot have free competition

and yet control rates.

a. Build an abiding faith for the company

in the client's mind

And

b. Build personal credibility with the

client.

More than 70% of the General Insurance

business in the country is under Tariffs -

Fire, Motor, Workman's Compensation,

and Engineering, to name a few. Even in

Hull insurance which was detariffed in

early 2005, the market has been asked

to follow the existing terms and

conditions.

Tariff is a bench-mark rate.   You cannot

quote lower then the stipulated tariff rate.

But depending upon the individual risk

profile of the insured, you can always

quote higher than the tariff. It is a different

thing that Indian insurers have seldom

quoted higher rates despite

unfavourable experience with the client.

Ever since the market was liberalized,

the issue of Detariffing has been

debated.  Liberalization and Tariffs are

anti-thesis of one another. You cannot

have free competition and yet control

rates.

Removal of tariffs is a natural way for

any market to develop and grow, diversify

and innovate.   Hence it was natural on

the part of IRDA to come up with a

roadmap for Detariffing on 23rd of

September  2005 comprising all lines of

business barring Motor (in view of its very

large volume) effective from 01-01-2007.

The Regulator has also laid down a time

schedule with target completion dates

to be implemented in a time bound

manner by all insurers; also including

observance of Corporate Governance

norms and periodic reporting to the

Board of the companies at least once

every half year.

The Motor exclusion has since been

removed and Detariffing will now be

applicable for all Non-Life Insurance

Business effective 01-01-2007.

Detariffing is not rate cutting, it is

adequate pricing.  Each product is to be

priced depending upon collection of

data, its collation and analysis and

adoption of "Pure Risk" rate to which

insurers will add his expenses plus

margin for profit before introducing the

product.

Insurers will have to return to "Basics"

and focus on underwriting for profit.

Tangible steps need to be taken by all

non-life insurers without exception.

As an insurer operating in the market,

he would be required to keep the

following corporate financial objectives

in mind:-

a. Operational objectives such as

market share, market position and

profits.

b. Security objectives which include

reserves, reinsurance, investment

and solvency.

There is a complex inter-relationship

between operational objectives and

security objectives; and these together

constitute the strategic objectives of the

insurer.  They include policy design,

method of distribution, underwriting,

pricing and claims management.

In pricing, we will first have to establish:-

a. Sound rates.

b. Decide the rate to be actually

charged.

The sound rates are required to meet

the long term objectives of the insurer.

They are based on sound insurance

principles and also keep in mind the

portfolio being underwritten by the

insurer as also the changing social,

economic, legislative and technological

environment.  The prices charged take

into account the company's market

share objectives and its competitive

environment.  They can vary from time to

time with the state of the market, and

the expectation of the management and

shareholders.

In a detariffed market, insurers will

charge premiums which would be

sufficient to meet the cost of claims plus

reasonable operating expenses and a

suitable margin of profit.

In rating the products, the insurer can

adopt either

a.  Standard rates.

b.  Non standard rates.

c.  Experience rating.

The premium rating will take into

account three assumptions namely,

a. Exposure

b. Claim frequency/ expected number

of claims

c. Average claim size

The assumptions will be based on

Quantitative (numeric and statistical)

and Qualitative data.  Part of it relates to

the risk in question, part to other similar

risk and part to general environment.
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The author is a former Member (Non-Life)
of IRDA.

What are the key challenges facing the

Market?

I. Liberalization

II. Multi-channel distribution system

III. High marketing cost

IV. Unethical practices

V. Investor unfriendly and customer

unfriendly attitude

VI. Volumes as yardstick of success

not quality

VII. Stakeholders pressure to perform

and improve

VIII. Distribution channel being

unfriendly

IX. Product oriented and inward

looking

X. Greater emphasis on value driven

leadership

XI. Outdated organizational structure

What are the opportunities?

I. Offer "seamless service"

II. "Lead" not "Manage"

III. Be "profit oriented" rather than

"growth oriented"

IV. Company's assets at all times

must remain more than liabilities

V. Risk management practices to

become the underwriting

philosophy of the company

VI. Insurance is selling a concept -

the concept of security. Rehearse

it in your mind.

VII. Make extra efforts to understand

your customers

VIII. Insurers are in the business of

paying claims; hence they must

guarantee their ability to pay

claims.

IX. Maintain confidence of policy

holders

X. Also maintain investors'

confidence.

In a Detariffed scenario effective from

01-01-2007, the role of Regulator will

be crucial.  Even though the policy terms

and conditions of tariff products shall not

be altered for a period of 15 months as

per guidelines, i.e. not before 01-04-

2008, the IRDA will have its hands full

and needs to be fully aware of the

'goings' and 'happenings' in the market.

The following aspects need careful

consideration:-

I. 'Step by step' liberalization to

minimize impact on the industry.

II. Less control of pricing detail but

more focus to overall financial

status.

III. Induce a fair competition by

continuous monitoring of new

products and price change.

IV. Gradual change of solvency

regulation into RBC system.

V. Obligation for insurers to file

various statistics and claims

data.

VI. More emphasis on 'Protection of

Policy holders'.

Detariffing in Non-Life insurance will

be both a challenge and an opportunity.

Insurers will follow the 'File and Use'

system and adopt risk-based decision

making in order to spread insurance

consciousness in the country and

improve the lot of their customers. This

will require diligence, determination

and cooperation of all concerned.

--** *--
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 he Indian insurance industry has

demonstrated robust growth ever

since the liberalization of the sector.  With

privatization of the sector, insurance

penetration (in the non-life arena) has

moved up to around 0.7 per cent over

last six years.  And now with the removal

of tariff, a new chapter is set to

commence for the insurance industry on

January 1, 2007. We believe that, after

licensing of private players in 2000-01,

de-tariffing is the next big event in the

Indian non-life insurance space.

Detariffing has the potential to transform

and liberalize the insurance market

further.

Need to Detariff

The removal of tariff is a natural way for

any market to develop and grow. Tariffs

have been done away with in most

markets around the world and India is

today the only country where such a high

proportion of the market is still under

Government control.

A tariffed market robs the market of the

fundamental component of liberalization

i.e. free market and open competition.

As a result premium rates have remained

artificially high for fire insurance while

the motor portfolio is not adequately

priced leading to huge losses for

insurers.

While the need for dismantling of tariffs

has been acknowledged and supported

by all stakeholders, IRDA has chosen to

tread cautiously here. It has waited a full

six years after liberalization to open up

the market - as it feels the players now

have the maturity and capacity. Also, it

has chosen to open up in stages - initially

it will only be free pricing with existing

policy terms and conditions. Flexi-

wordings are being proposed for a year

later.

Implications of Detariffing

Detariffing will definitely lead to the Indian

market achieving global standards in

underwriting and risk management

besides encouraging innovation.

We expect two prominent trends in the

tariff-free market. Firstly, there will be a

transition from administered pricing to

risk based pricing. We would therefore

see increased participation from

customers in rating a risk. As in the

developed markets, the information

provided by the customer will play a key

role in deciding the pricing. In the case

of motor insurance what this means is

that the premium rating will be based

on the features of the vehicle and the

person driving it. A combination of a host

of factors including the make, model,

location, driver's age & experience,

security features of the car and usage

will all have an impact on the final

premium that the customer will pay.

Another major development will be in

'Product Differentiation', which will

probably represent the second phase

of the detariffing process. Insurers will

be able to provide products packaged

to meet a customer's unique

requirements, and price them

depending on customer profile and

product features.

Customer benefits

Detariffing will result in higher

insurance penetration in the country.

Customer will stand to benefit from a

much wider choice of products. It would

Maturing Progressively

'The removal of tariff is a natural way for any market to develop and grow' says Antony Jacob.

He further adds that India is today the only country where such a high proportion

of the market is still under Government control.

 - Indian Insurance Industry

Detariffing will definitely lead
to the Indian market achieving

global standards in
underwriting and risk
management besides

encouraging innovation.

T
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The brokers would not merely
participate in the price war but

would need to make quality
submissions to the insurers

conveying all the material and
non-material aspects of the risk

to be covered.

be convenient for them to get a tailor-

made product very specific to their

requirements and based on the actual

risks that customers face, rather than

any price set by government. But it also

places huge demands on insurance

companies to listen closely to

customers and underwrite risks well.

We are convinced that we have the skills

and the underwriting discipline to rise

to this challenge.

In a tariff market, customers who invest

in risk management practices and have

a healthy historical loss record are often

at a disadvantage in view of the tariff

which gives a uniform rate for each risk

regardless of quality of risk

management within an occupancy.

Risk management will get a boost if

there is sufficient reduction in premium

for investing in controls such as fire

protection systems. In international

markets, pricing models ensure that a

customer is not only saved from a

disaster but factor in a payback period

for investments in risk management

mechanisms and processes by way of

premium discounts.

Personal insurance customers will

benefit by the removal of tariff. For

example, in the motor segment in a tariff

free market, most customers are likely

to gain. In the corporate segment, health

and marine premiums would go up, but

fire premiums would come down. More

importantly, insurers will now be able to

develop and provide pertinent, world

class and customised products to suit

the needs of the corporate customer.

Way Ahead

The stage is set to witness international

best practices in risk assessment and

underwriting in the coming years.

There are apprehensions that, at least

initially, premium (topline) growth would

dominate at the cost of viability or 'risk

rating' - which can affect solvency

margins. Insurance rating being a

function of the probability theory would

require the insurers to keep themselves

equipped with sufficient data before

taking the plunge. Each proposal will

therefore need to be studied and rated

on sound technical grounds. Internal

monitoring mechanisms would need to

become more stringent and actuaries

may soon turn into underwriters.

In a de-tariffed market, both the insurer

as well as the customer would need the

services of a professional broker. The

brokers would not merely participate in

the price war but would need to make

quality submissions to the insurers

conveying all the material and non-

material aspects of the risk to be

covered. The broker will play the role of

a consultant in its true sense with risk

management responsibilities.

The author is Managing Director, Royal
Sundaram Alliance Insurance Company
Limited.

As the Indian insurance industry

readies for the free market environment,

its focus on providing value-added

features, good quality service will also

increase considerably. I expect better

risk management practices will be put

in place. More players and specialist

mono-lines companies will emerge. At

the same time well-managed

insurance companies will grow from

strength to strength based on their risk

and compliance framework. The

current focus on revenue will be

replaced by value.

Thus, tariff abolishment will benefit

Indian customers and the economy in

more than one way. The industry's

technical resources will improve,

capital will be augmented to offset the

possible pressure on solvency margins

due to price reductions and job creation

will follow as insurers are able to

expand their offering.

--** *--
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Transforming Industry Practices
'The transition from tariff to non-tariff regime can be fraught with

risk for the industry and every player needs to proceed with

strategic intent and great foresight' opines P.C.James.

- Detariffing Insurance

The tariffs had merely allowed
interpretational approaches to
issues of rating with little scope
for innovation or flexibility in
the dynamic environments that
organisations and individuals

face today.

he subject of detariffing is currently

uppermost in the minds of the non-

life sector players and their customers.

The impact of the changes it can create

can be either disruptive or

transformational.  The intention to detariff

is no doubt developmental and in the

best interest of consumers and industry

players. Therefore de-tariffing should be

ushering in best global benchmarks

and adhering to codes of insurance

practices that are best in class. It is thus

expected that detariffing will transform

the non-life industry landscape and

usher in an era of sustainable growth

and enhanced customer satisfaction.

Detariffing can be seen as freeing

insurers and their customers from rule

based systems and procedures for

determining rates, terms and conditions

of cover; and enabling them to look at

risks on the basis of need based

requirements in terms of coverage, and

competitive merit pricing in fixing rates.

The tariffs had merely allowed

interpretational approaches to issues of

rating with little scope for innovation or

flexibility in the dynamic environments

that organisations and individuals face

today.  An insured acting as if uninsured

as per the insurance dictum would like

to be assessed on real time terms of

exposure and/or experience and be

given due credit for risk betterment.

This enables them to face risks and

prioritise their risk management

objectives in such a way that there is

genuine protection at least cost. A tariff

is not suited for ready innovation or

individualisation in an expanding and

dynamic risk environment.

The benefits that detariffing can bring to

the consumer and to the industry can

be really felt only after the detariffing has

been set in motion and on the basis of

how the market behaves in the

aftermath. There are considerable

expectations that prices will fall in some

areas and go up in other areas; and that

the pricing asymmetries seen in the

tariffed market will disappear over time.

In addition, there will be considerable

experimentation and diversification in

product features in due course both in

mass marketed policies as well as

individualised policies. This can give

rise to customer satisfaction owing to

the wide availability of need based

features in covers which will motivate

customers to avoid the malaise of

underinsurance and non-insurance that

can leave them high and dry in case of

unexpected losses. The players in the

market will also get an increasing

confidence in themselves as they keep

acquiring considerable risk

assessment and underwriting

capabilities from the grass root upwards

as the prop of tariffs will disappear as a

reference point. This will enable all

insurance players to venture more

confidently into the mass as well as

speciality markets with more appealing

and responsive policies that can

considerably widen and deepen

insurance penetration in the country.

Therefore a more rapid growth is seen

on the basis of merit pricing in our under-

penetrated market. Insurers and

insurance intermediaries will have a

clear playing field to target more

aggressively the earlier non-responsive

markets on the basis of their capabilities

or specialisations; and offer superior

differentiated products that can sell more

convincingly than the current tariff

oriented products do. In addition the level

of customer satisfaction is expected to

go up as there will be wider choices and

service options for customers as keen

competition will keep all the players in

tune with market needs and service

requirements. A virtuous cycle of growth

T
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and customer satisfaction would be the

desired and ideal outcome of detariffing.

However, this will happen only if the

concerned players bring into

consideration serious moderation and

discipline in moving to full detariffing in

a measured manner in this transitional

period as is required, to give everyone

time to understand and test the changes

that can affect the long term health of

the market. The free market approach

has to be rational and prudential, as the

focus of competition is to be on risk

discovery and risk assessment in sync

with the variations in individual insured's

physical and moral hazard, and the

pricing of the risk to cover all costs. In

the area of assessing pure premium or

burning costs, no insurer is expected to

play with the assessed costs of the risk,

and a margin can be allowed for

reduction in prices only on the basis of

genuine risk reduction as will be

decided by trained underwriters on the

basis of analysis of facts and figures.

In the areas of other costs, there could

be imaginative approaches to offer

value. In a competitive market there will

be competition to bring down claim

costs by incentivising the insured in

myriad ways, and this coupled with the

expected rapid growth of the market will

bring in economies of scale to offer

attractive value to customers.

In this scenario of expectations

regarding right pricing, the concern will

be to ensure that competition will not

degenerate into a rate cutting exercise

that threatens the policyholder fund and

affects the solvency margin of the

insurer. Secondly in the process of

seeking to select and underwrite good

risks, persons who have been covered

till now will not be arbitrarily cut off from

the terms they enjoyed earlier, and valid

reasons will be given where rates and

terms will appear to be penal or arbitrary.

There must be ready availability of

coverage on terms that are not

excessive, inadequate or unfairly

discriminatory; that is insurance covers

must be available to consumers on fair

terms.

Therefore the question that will be

uppermost in the minds of insureds will

be how the rates will be offered in a

detariffed market. It is expected that rates

will be aligned around two poles. The

first is class rates where risks having

similar risk factors with little or no

individual variations will be rated under

class risks where rates will be quoted

based on technical (risk based)

analysis. The other is individual rates

where each risk has significant variation

in risk factors, and the financial

magnitude justifies individual rating. On

the basis of these two platforms of rates

there could be loadings and discounts

for various risk factors.

The basis of rating will be the actual or

potential claims cost for each class or

sub-class of risks. Data will have to be

compiled in this regard on the frequency

and severity of the losses, as also

analysis of losses by their causes as

well as the size of losses. In the larger

format; data capturing will be by class

of risk, scope of cover, risk factors, the

sums insured, cause of loss and the

amount of claim. The cost of claims is

not only claims actually paid, but also

intimated and to be paid. The total of

both the amounts is called claims

incurred. In addition there has to be a

suitable margin for claims that are

incurred but not yet reported (IBNR) for

various reasons by customers. All claim

related costs like surveyors fees also

form part of the claims cost.

Other important costs that affect rating

are management expenses of the

insurer, the commission cost paid to

the intermediaries, a margin for

catastrophic claims and finally a margin

for reasonable profit. It is essential for

the survival of the business that all

costs including a reasonable profit is

to be built into the rates so that

insurance business which is business

relating to future contingencies is

adequately funded and sustained in

policyholder interest. Statutes and

regulations have imposed limits on

management and intermediary costs

so that the cost of insuring is not

unnecessarily inflated on account of

non-claim costs.

The transition from tariff to non-tariff

regime can be fraught with risk for the

industry and every player needs to

proceed with strategic intent and great

foresight coupled with careful detailed

preparation at all levels of the

organisation. The Board of the company

needs to take a lead in this and debate

on the underwriting philosophy of the

company and lay down the underwriting

There must be ready availability
of coverage on terms that are not
excessive, inadequate or unfairly
discriminatory; that is insurance

covers must be available to
consumers on fair terms.
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policy for the management to follow. They

also need to understand the reporting

formats through which they will be kept

informed of the developments and

results. They will also need to spell out

the delegation of authority for

underwriting down the ranks. The

roadmap to de-tariffing at company level

is to be Board-driven as it has long term

implications.

The top management will formulate and

approve an underwriting manual with

internal guide tariffs for each class of

business and this will form the basis for

underwriting. The internal guide tariffs

will instruct operating offices as to the

detailed rates that need to be applied

when selling mass sold policies.

Delegation of authority will specify as to

who can exercise discretion in what area

and to what manner and how the same

is to be reported so that the corporate

management and the Board as may be

required is kept appraised of the

individualised decisions.

The discretion to take individualised

decision has to be done with sufficient

caution and justification. Justification

normally comes from the assessment

of the risk by way of having the requisite

claims experience or by analysing the

exposure elements of the risk in a

rational and cogent manner. Here

experience and training form the two

pillars of underwriting capability.

Organisational learning and record

keeping coupled with individual insights

in taking proper underwriting decisions

based on superior knowledge and field

experience  will distinguish between

good and bad underwriting.

In order to ensure organisational

capability in the matter of underwriting,

considerable training of underwriters is

required. There is a vast field for general

learning as also for specialised

instruction in one or other area on

account of the complexities of individual

class or sub-class. In the matter of

underwriting judgement, the final

decision must be the underwriters and

not the person dealing with marketing

as the underwriter will have the

necessary training and skills needed to

apply the tests of data analysis or where

data is not available, a test of logic based

analysis of the exposures that are

manifest in the risk.

Organisations listening to the voice of

marketing tend to encourage increasing

of market-share by cash-flow

underwriting, which can, when not

rigorously analysed by underwriters and

arrested immediately, result in

increasing premium deficiency that

again may get camouflaged by under

provisioning of claims. These are the

two main areas of insurer failure in a

free market. Therefore there is great

need to judiciously look at the

promptings and priorities of those in

marketing in the context of generating a

bottom-line which is essential for the

sustainability and success of the

organisation.

It is for this reason that data support and

the role of the Appointed Actuary

becomes essential. The Appointed

Actuary will assist in determining the

requirements for compilation and

analysis of data of both premium and

claims. This requirement becomes even

more important as the market goes into

areas of complex underwriting such as

long term policies, first loss policies,

partial insurances and so on. Actuaries

can also develop models which can

assist underwriters in understanding

the likely exposures in difficult to

determine areas such as health

insurance which deals with

complexities of morbidity and medical

inflation. There has to be sufficient

statistical data support for rates, terms

and conditions and the basis of rating

should be recorded in detail.

Managing the profitability of each line of

business in a free pricing regime is a

difficult task. The uncertainty of expected

loss costs; the use of multi-dimensional

rating structures and advanced

statistical techniques; and the

constantly changing coverage terms and

conditions, deductibles and exclusions,

make it difficult to maintain prices at

adequate levels. In order to meet these

challenges adequate price monitoring

systems need to be place to ensure

accountability, provide early warning on

deviations from pricing sufficiency

objectives and to generally mange

pricing risks. Systems need to be

established for measuring the impact

of rate changes by line of business,

There is a vast field for general

learning as also for specialised

instruction in one or other area

on account of the complexities of

individual class or sub-class.
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across various segments and territorial

units. Tracking the aggregate impact of

premium adjustments such as claim

free discounts and recognition of loss

cost trends also needs close attention

as part of price monitoring. It also needs

to be understood that when effecting

portfolio underwriting review or

appointing new agencies or a change

in the business mix, underwriting quality

can be impacted and create pricing

deficiencies. Thus price monitoring

becomes a key requirement to avoid

adverse underwriting results.

Apart from creating statistical and

analytical systems and procedures to

validate and update rating and

underwriting decisions, implementing

an underwriting audit system in the

company is an important tool of

management control for soundness of

operations and profitability of

underwriting. Management audit is a tool

to discover systemic failures that can

result in the organisation bleeding

silently due to undercharging of

premiums or improper classification of

risks and other non-manifest bad

underwriting practices. In audit, the team

will examine the compliance of

regulatory requirements, the carrying out

of the objectives laid down by the Board

and the Chief Underwriter, adherence to

actuarial requirements, implementation

of proper systems of underwriting all

classes of business as per the company

philosophy and underwriting manual,

and the observance and checking of

reports being filed as to whether the

same is properly sourced and reported.

They will also raise the flag for unusual

features seen in offices that are peculiar

and needs further attention of the top

management team.

Today's world is a world of risk, and there

is an emerging risk economy that looks

to insurance solutions that are rightly

tailored and priced to meet the

increasing requirements of all citizens

and organisations. Insurers manage

the non-business, i.e. the pure risks of

their insureds, and convert it into their

business risk. It is the function of

underwriting to analyse and accept

these risks and make a profitable

proposition out of them. It means having

the knowledge and skills, the necessary

technology and capabilities to capture

the requisite data and knowledge

regarding insurable risk peculiarities,

whether on individual and class basis,

and how they can produce losses, on

both frequency and severity levels.

Detariffing is thus expected to bring in a

beneficial paradigm shift in the approach

to risks and customer needs in the area

of insurance coverage. The skill of

underwriting and rate making backed by

scientific and technology based

approaches becomes paramount in the

schemes of the insurer. Risk

assessment through inspections,

gathering and analysis of industry and

insurer data, careful reading of

insureds' disclosures and

declarations in proposals, competitive

benchmarking of industry best

practices, training and motivation of

intermediary channels and control of

costs all become paramount in the

detariffed era to offer value and

differentiation to customers.

Detariffing is thus going to test the skills

of all the professionals working in the

industry. The myriad factors that go into

the making of terms and rates will

challenge the capabilities of people

and organisations. Anticipating and

meeting the turbulence of change in a

methodical and sound manner and

with adequate preparation at all levels

of the organisation has been the intent

of the regulator. There have been

consultations, exchanges and reviews

at various levels to examine and

evaluate the changes that need to be

effected as proposed in the roadmap

so that the transition is smooth and

beneficial to all. It is expected that all

the players are keyed in with the

required knowledge, skills and

systems to meet this changeover with

confidence so as to face an expectant

market with sound and beneficial

protection products and services.

The skill of underwriting and
rate making backed by scientific

and technology based
approaches becomes paramount

in the schemes of the insurer.
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udit, to me, is what a health

checkup is to an individual. It is

certainly not a process of fault-finding. It

might reveal some omissions and

commissions which, if rectified in time,

may result into effective business

operations of the audited company. The

Regulator has addressed these

processes very effectively. IRDA's

guidelines on Auditors' Report of

insurance companies are quite

comprehensive.

As per section 12 of the Insurance Act

1938, all insurances companies are to

be audited annually by the auditors.

Regulation 3(4) of IRDA (Preparation of

Financial Statements and Auditor's report

of insurance companies) Regulation

2000 provides that the Authority may, from

time to time, issue separate guidelines

in the matter of appointment,

continuance or removal of auditors of an

insurer or re-insurer as the case be; and

such guidelines may include

qualification and experience of auditors,

their rotation, period of appointment, etc

as deemed necessary by IRDA.

Accordingly, IRDA started compiling a

panel of Chartered Accountants with

parameters and norms for

empanelment. But since the insurance

Insurance Company Audit

'The audit of an insurance company is not a mission to find faults. It is more of an exercise to oversee the

operations and suggest methods for improvement, wherever possible' writes H.O. Sonig.

Since the insurance industry

is so unique, it cannot be

audited in a general way

when specialization is the

order of the day.

- A Regulatory Perspective

industry is so unique, it cannot be

audited in a general way when

specialization is the order of the day.

The insurer through its Board can best

judge this and selection of auditors can

be made by them. Also it can be argued

that when the statutory auditor of a

company is accountable to

shareholders of the company,

reasonably they should be the

appointing authority. It has often been

argued why the regulator who is primarily

the custodian of the policyholders,

should have anything to do with the

selection process of Auditors. The

argument has merit. Probably as a

favorable response to such sentiments,

IRDA's circular date 31st March 2006,

states that it will not maintain such panel

in future. Vide its earlier circular date 25/

7/05, IRDA prescribed the requirements

to be satisfied in the appointment of CAs

as auditors. These requirements are

detailed in the circular. Insurers,

accordingly, are responsible for such

selection of audit firms which will submit

to insurance companies, information in

prescribed forms with a certificate that

no disciplinary cases are pending

against the audit firms. These circulars

are there on the website of IRDA.

The insurance companies will have to

be satisfied with the eligibility conditions.

Any change in the condition of the audit

company will be intimated to the

insurance company concerned. Insurers

will intimate to the IRDA names,

addresses etc of such firms. If the

appointment is not on the lines of norms,

IRDA can cancel such appointments.

These guidelines have come into effect

from 01/04/2006.

The Regulator may conduct inspections

like the RBI does to banks on routine

basis with terms of reference to protect

policyholders' interests. The auditors

will now have a much wider range with

emphasis on objectivity. The profession

will be known for its responsible record

.The perspective, now, will be wider and

task better defined.

A



34

irda  Journal, November 2006 Journal, November 2006 Journal, November 2006 Journal, November 2006 Journal, November 2006

KNOW YOUR REGULATIONS

While considering various inputs to

improve the quality of training for

auditors, the Institute of Chartered

Accountants of India (ICAI) may consider

the concept of 'Good Governance' while

formalizing training plans. Changes in

accounting practice and policies,

compliance of accounting standards, etc

should be reviewed regularly by ICAI.

IRDA has emphasized that the

accounting standards issued by ICAI will

be applicable to insurance companies.

For practical purposes, IRDA has not

detailed norms for this which has been

left to the discretion of the ICAI. If it is

observed that the insurance companies

are lacking in compliance of the terms

of the regulatory aspects of any particular

Accounting Standard (AS) and do what

is convenient to them, the Regulator will

certainly intervene at that stage.

In AS 17 (Segment Reporting), it may be

treated as extended sectorally also like

Social/Rural sectors so that proper

disclosures are revealed with utmost

transparency. Gradually IRDA may insist

on a separate set of AS for insurance.

This can be achieved through a review

committee of ICAI and IRDA.

IRDA has issued Regulation on

Preparation of Financial Statements and

Auditors Report; in the year 2000.

However there was a felt need for

streamlining the same. Accordingly, the

Regulation was modified and notified in

2002. Again, IRDA reviewed the Role of

Auditors as the custodians to prevent

fraud and also to comment on prudential

management practices. 'Peer Review'

was also examined and the ICAI has

reportedly put in place Peer Review

Board to carry out the exercise of

checking the accuracy of the audit work,

as per my information.

It is also reported that the committee

which was constituted in the year 1999

to suggest drafts of accounting

regulations, was re-constituted as a

two-member committee. The issues re-

visited were reportedly as under:

1. Norms for recognition of income,

provisioning and asset classification

for Insurance Company.

2.  Requirement of Qly/Hly Reporting by

the insurers and the proforma of

reports.

3. Investment in derivatives including

the accounting aspects.

4. Accounting and disclosure issues.

It is also gathered that a group appointed

by ICAI on audit of insurance companies

is also examining the guidance notes.

Guidance notes of investment functions

of the insurance companies are also

being examined by the Committee of the

ICAI on insurance issues. The aim is to

ensure that the Guidance Notes serve

as a ready reckoner for inspection /audit

teams. The above initiative will facilitate

the process of offsite inspections for

IRDA. This will also ensure that the

insurer complies with various

regulatory requirements to maintain its

solvency at all times.

A few other regulatory perspectives are

as under:

1. As per Actuarial Report and Abstract

Regulation 2000, issues relating to

valuation, preparation of actuarial

report and returns on assets,

distribution of surplus, negative

reserves, guaranteed surrender

value deficiency reserves, linked

business and non-linked business

are to be examined by auditors.

2. Business done as per rural and

social sector regulation is to be

audited.

3. Valuation of assets, liabilities and

solvency margin regulation is to be

thoroughly examined.

4. Various aspects of investment

regulations are to be checked.

5. As per IRDA regulation, life business

audit is to be as per schedule 'A'.

Some of the aspects are as under:

� Premium

� Acquisition costs

� Claims costs

� Actuarial valuation.

� Value of investment

determination

� Loans

� Linked Business

� Disclosures forming part of

Financial Statement

� Accounting policies are to be in

terms of accounting standards

issued by ICAI

� Any departure is to be disclosed

with reasons.

Changes in accounting practice

and policies, compliance of

accounting standards, etc

should be reviewed regularly

by ICAI.
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6. General instructions are in part III of

the Regulation.

7. Contents of the Management Report

are in part IV as below for comments:-

a. Validity of registration granted

b. Dues payable to statutory

authorities

c. Shareholding pattern

d. Investment outside India: As per

section 27(C) of the Insurance Act,

no insurer shall directly or

indirectly invest outside India the

funds of the policyholders.

e. Solvency margins maintenance

to be confirmed.

f. Value of assets of the company to

be assessed.

g. Risk exposure strategies adopted

to mitigate the same

h. Time-lag of claims statements

i. Quality of assets

j. Maintenance of Accounting

Standards as per Insurance Act

1938 and Companies Act 1956 for

safeguarding the assets of the

company

k. Whether the management has

prepared statements on the basis

of guidelines

l. Whether the internal audit system

is effectively operating; looking at

the size and nature of business

8. How the Financial statements are to

be prepared is broadly given in part V

including the following: -

� Various forms of statements

including schedules of premium,

commission expenses, operating

expenses, benefits paid, share

capital, pattern of shareholding,

reserves, surpluses, borrowings,

investments of shareholder's

funds, investment of

policyholder's funds etc.

� Schedules of loans, cash and

bank balance, advances, current

liabilities, provisions,

miscellaneous expenditure, etc

To conclude, audit should clearly reflect

on the following regulatory perspectives: -

� Whether proper books are

maintained.

� Whether proper returns, audited

and unaudited, were received

from branches and other offices

and whether the same were

adequate.

� Whether the balance sheet,

Revenue account, Profit and

Loss Account are in agreement

with the books of accounts

maintained by the company and

reflect the true picture of state of

affairs of the company.

� Whether actuarial valuation of

liabilities as certified by the The author is a former Member (Life) of
IRDA.

Audit should also certify that no part

of assets of the policyholders' funds

has been in contravention of the

Insurance Act 1938 provisions

relating to the investment of

policyholders' funds.

Actuary is in accordance with the

guidelines and norms issued by

IRDA and Actuarial Society of India

� Whether the accounting policies

followed by the insurance

company are appropriate and in

compliance with the Accounting

Standards and norms of IRDA

� Whether financial statements are

free of material misstatement

� Whether there is any violation of

Companies Act.

� Whether the terms and conditions

of Registration of the Company

by IRDA have been complied with

fully. Any deviation has to be

properly reported upon.

Audit should also certify that no part of

assets of the policyholders' funds has

been in contravention of the Insurance

Act 1938 provisions relating to the

investment of policyholders' funds.

The above are only to suggest that the

audit should follow the norms to protect

the interests of Policyholder,

Shareholder, and Regulator; and

present the true image of the insurance

company in the interest of all.
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EòÉä<Ç ¦ÉÒ ¤Éc÷Ò PÉ]õxÉÉ +{ÉxÉä ºÉÉlÉ {ÉÊ®úhÉÉº´É°ü{É BEò ¤Éb÷É +¶ÉSÉªÉÇ

¦ÉÒ JÉc÷É Eò®ú näùiÉÒ ½èþ*  =tÉäMÉ EòÉä JÉÉä±Éä VÉÉxÉä Eäò ¤ÉÉnù ºÉ¤ÉºÉä

¨É½þi´É{ÉÚhÉÇ °ü{É{ÉÊ®ú´ÉiÉÇxÉ |ÉÉ¶ÉÖ±Eò ¨ÉÖÊHò Eäò °ü{É ¨Éå ½Öþ+É ½èþ* ºÉ¦ÉÒ

{ÉIÉ SÉÉ½äþ ´É½þ ¤ÉÒ¨ÉÉEòkÉÉÇ º´ÉªÉÆ ½þÉä, ¤ÉÒÊ¨ÉiÉ VÉxÉiÉÉ ½þÉä, ÊxÉMÉÊ¨ÉiÉ

ºÉÆºÉÉ®ú ½þÉä +lÉ´ÉÉ =tÉäMÉ ºÉä ºÉ¨¤ÉvÉ |ÉÉÊvÉEò®úhÉ ½þÉä ºÉ¦ÉÒ <ºÉ ¨ÉÒ±É

Eäò {ÉilÉ®ú EòÉä EòÉ¡òÒ +É¶ÉÉ Eäò ºÉÉlÉ näùJÉ ®ú½äþ ½èþ*

±ÉMÉ¦ÉMÉ Uô: ́ É¹ÉÇ {É½þ±Éä =tÉäMÉ EòÉä ÊxÉÊVÉ |ÉÊiÉ¦ÉÉÊMÉiÉÉ Eäò Ê±ÉB JÉÉä±ÉÉ

MÉªÉÉ lÉÉ ÊVÉºÉºÉä |ÉÊiÉº{ÉvÉÉÇ Eäò ±ÉÉ¦É iÉlÉÉ ¦ÉÚ̈ ÉÆb÷±É Eäò =i{ÉÉnù ºÉ¦ÉÒ

iÉEò {É½ÖÄþSÉ ºÉEåò* =nùÉÊ®úEò®úhÉ Eäò ¤ÉÉnù =tÉäMÉ Eäò +xÉÖ¦É´É ̈ ÉÖJªÉ °ü{É

ºÉä ºÉÆiÉÖÎ¹]õnùÉªÉEò ½þÒ ®ú½äþ ½éþ iÉlÉÉ ¤ÉÉVÉÉ®ú xÉä ºÉ´ÉÉÇÊMÉhÉ ́ ÉÞÊuù nùVÉÇ EòÒ ½èþ

ÊVÉºÉEòÉ ̈ ÉÖEòÉ¤É±ÉÉ Eò<Ç xÉªÉä =¦É®úiÉä ½ÖþB ¤ÉÉVÉÉ®úÉå ºÉä ÊEòªÉÉ VÉÉ ºÉEòiÉÉ

½èþ* Ê¡ò®ú ¦ÉÒ EÖòUô iÉi´ÉÉå uùÉ®úÉ BäºÉÉ ¨É½þºÉÖºÉ ÊEòªÉÉ MÉªÉÉ ½èþ ÊEò ¨ÉÖHò

¤ÉÉVÉÉ®ú EòÒ +xÉÖ{ÉÎºlÉÊiÉ ¨Éå {ÉÊ®úº{ÉvÉÉÇ Eäò ´ÉÉiÉÉ´É®úhÉ EòÉ ¨ÉÖJªÉ

|ÉªÉÉäVÉxÉ ½þ±É xÉ½þÓ ½þÉä ºÉEòÉ ½èþ* ªÉ½þ ºÉÖZÉÉ´É ºÉnùÉ ½þÒ ÊnùªÉÉ VÉÉiÉÉ ½èþ

ÊEò |ÉÉ¶ÉÖ±Eò Eäò ={ÉÎºlÉiÉ ®ú½þxÉä ºÉä ¤ÉÒ¨ÉÉEòkÉÉ+Éå EòÒ +ÉVÉÉnùÒ EòÉä

ä̀öºÉ {É½ÖþSÉÄiÉÒ ½èþ*

=tÉäMÉ EòÒ ÎºlÉ®ú ´ÉÞÊrù EòÉä PªÉÉxÉ ¨Éå ®úJÉiÉä ½ÖþB iÉlÉÉ ¤ÉÉVÉÉ®ú ÊEò

¦ÉÉ´ÉxÉÉ EòÉ ±ÉäJÉÉVÉÉäJÉÉ ®úJÉiÉä ½ÖþB BEò ÊxÉhÉªÉÇ Ê±ÉªÉÉ MÉªÉÉ ½èþ MÉè®ú

VÉÒ´ÉxÉ ¤ÉÉVÉÉ®ú ̈ Éå |ÉÉ¶ÉÖ±Eò ̈ ÉÖÊHò EòÒ VÉÉB <ºÉEäò +xiÉMÉÇiÉ +ÊvÉEòÉ¶ÉÆ

|ÉÊiÉ¶ÉiÉ ÊxÉªÉxjÉÒiÉ ºÉkÉÉ ¨Éå lÉÉ* <ºÉ ¤Écä÷ {ÉÊ®ú´ÉÇiÉxÉ {É®ú ÊxÉhÉªÉÇ

Eò®úiÉä ½ÖþB ¤ÉÉVÉÉ®ú Eäò Ê´ÉÊ¦ÉzÉ {ÉIÉ VÉèºÉä +ÊvÉEòÉÆ¶É ¤ÉÒ¨ÉÉEòkÉÉÇ,

|ÉMÉÊiÉ¶ÉÒ±É ´ÉÞÊrù iÉlÉÉ OÉÉ½þEò ºÉÆiÉÖÎ¹]õ <iªÉÊnù EòÒ MÉhÉxÉÉ EòÒ VÉÉiÉÒ

½èþ* ºÉ¨{ÉÚhÉÇ +ÉVÉÉnùÒ EòÉ +lÉÇ ºÉ¦ÉÒ Eäò Ê±ÉB º{´ÉUÆônùiÉÉ xÉ½þÓ ½þÉä

ºÉEòiÉÉ +Éè®ú ªÉ½þ +É¶ÉÉ ÊEò VÉÉiÉÒ EòÒ ¤ÉÒ¨ÉÉEòkÉÉÇ =ºÉÒ ºiÉ®ú EòÒ

{ÉÊ®ú{ÉC´ÉiÉÉ EòÉä ¤ÉiÉÉiÉä ®ú½äþMÉå* +xiÉ ¨Éå ªÉ½þ +xÉÖ¦É´É ÊEòªÉÉ MÉªÉÉ ½èþ

ÊEò ºÉiÉiÉ ´ÉÞÊrù iÉlÉÉ OÉÉ½þEò ºÉÆiÉÖÎ¹]õ EòÒ =SSÉ ºÉÆiÉÖÎ¹]õ ¨ÉÒ±É EòÉ

{ÉilÉ®ú ½éþ +xiÉiÉ: ±ÉIªÉ |ÉÉÎ{iÉ Eäò Ê±ÉB* |ÉÉ¶ÉÖ±Eò ¨ÉÖÊHò <ºÉ +ÆEò

¨Éå VÉxÉÇ±É EòÉ Eäòxpù Ê¤ÉxnÖù ½èþ*

Ê´ÉiÉ®úhÉ =i{ÉÉnù EòÒ ºÉ¡ò±ÉiÉÉ Eäò Ê±ÉB ¨É½þi´É{ÉÚhÉÇ ¦ÉÚÊ¨ÉEòÉ +nùÉ

Eò®úiÉÉ ½èþ +Éè®ú ªÉ½þ ¤ÉÒ¨ÉÉ Eäò +ÊvÉEòÉ®ú IÉäjÉ ¨Éå ½èþ Ê´É¶Éä¹ÉiÉ: VÉ¤É

¤ÉÉVÉÉ®ú ¶Éè¶É´É +´ÉºlÉÉ ¨Éå ½þÉäiÉÉ ½èþ* Ê´ÉiÉ®úhÉ =¦É®úiÉä ½ÖþB ¤ÉÉVÉÉ®ú

EòÒ ºÉ¡ò±ÉiÉÉ Eäò Ê±ÉB ºÉ¡ò±ÉiÉÉ EòÒ EÖÆòVÉÒ ½èþ* Ê´ÉiÉ®úhÉ SÉèxÉ±É

VÉxÉÇ±É Eäò +MÉ±Éä +ÆEò ¨Éå EäòxpùÊ¤ÉxnÖù ¨Éå ®ú½äþMÉå*

I 
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¤ÉÒ¨ÉÉ EòÉä Ê¤ÉxÉÉ ºÉ¨ÉÖÊSÉiÉ nù®ú-ºÉÆ®úSÉxÉÉ iÉlÉÉ ¤ÉÒ¨ÉÉ±ÉäJÉxÉ EòÉè¶É±É Eäò +OÉäxÉÒiÉ xÉ½þÓ ÊEòªÉÉ VÉÉ ºÉEòiÉÉ +lÉ´ÉÉ ºÉÉÆJªÉEòÒ +ÉvÉÉ®ú

VÉÉäÊEò =i{ÉÉnù Eäò ¨ÉÚ±ªÉÉEÆòxÉ EòÉ +ÉvÉÉ®ú ½þÉäiÉÉ ½èþ*“
¸ÉÒ ºÉÒ.BºÉ. ®úÉ´É, +vªÉIÉ,

¤ÉÒ¨ÉÉ Ê´ÉÊxÉªÉÉ¨ÉEò +Éè®ú Ê´ÉEòÉºÉ |ÉÉÊvÉEò®úhÉ (¦ÉÉ®úiÉ)

“

BEò |É¦ÉÉ´É¶ÉÉ±ÉÒ Ê´ÉÊxÉªÉÉ¨ÉEò EòÉä ¦ÉÚ̈ ÉÆb÷±ÉÒªÉ +lÉḈ ªÉ´ÉºlÉÉ iÉlÉÉ Ê´ÉÊkÉªÉ ¤ÉÉVÉÉ®ú Eäò ºÉÉlÉ ºÉiÉiÉÂ MÉÊiÉÊ¶É±ÉiÉÉ ¤ÉxÉÉªÉä ®úJÉÒ ®ú½þxÉÒ

SÉÉÊ½þªÉä ÊVÉºÉºÉä +ÉÌlÉEò ́ ÉÞÊrù iÉlÉÉ JÉÖ±Éä ¤ÉÉVÉÉ®ú EòÉä |ÉÉä½þiºÉÉ½þxÉ ÊnùªÉÉ VÉÉiÉÉ ®ú½äþ, BEò {ÉªÉḈ ÉäIÉEò EòÉä ¤É±É¶ÉÉ±ÉÒ, ̈ ÉVÉ¤ÉÚiÉ iÉlÉÉ

|É¦ÉÉ´É¶ÉÉ±ÉÒ føÉÄSÉä EòÒ +É´É¶ªÉEòiÉÉ ½þÉäiÉÒ ½èþ*

“
+Ê±ÉºÉÆbÅ÷Éä <ªÉÚ{ÉÉ, +vªÉIÉ,

xÉè¶ÉxÉ±É BºÉÉäÊºÉªÉä¶ÉxÉ +É¡ò <Æ¶ÉÖ®äúxºÉ EòÊ¨É¶ÉxÉ®ú

“

näùªÉ Eäò +ÉvÉÉ®ú {É®ú BEò ¤ÉÒ¨ÉÉ {ÉÉ±ÉºÉÒ ¦ÉÊ´É¹ªÉ ¨Éå ½þÉäxÉä ´ÉÉ±Éä +ÊxÉÎ¶SÉiÉ PÉ]õxÉÉ+Éå {É®ú +ÉvÉÉÊ®úiÉ ½èþ, IÉÊiÉ{ÉÚÌiÉ EòÒ ®úÉÊ¶É EòÒ

¦ÉÊ´É¹ªÉ´ÉÉhÉÒ Eò®úxÉÉ ºÉÆ¦É´É xÉ½þÓ ½èþ +Éè®ú <ºÉEòÉ ¤ÉÒ¨ÉÉ Ê|ÉÊ¨ÉªÉ¨É ºÉä EòÉä<Ç ºÉÆ¤ÉxvÉ xÉ½þÒ ½èþ* ªÉ½þ <º±ÉÉÊ¨ÉEò Ê´ÉÊvÉ Eäò +xÉÖºÉÉ®ú

Ê´ÉÊkÉªÉ =i{ÉÉnùÉå EòÉä  +½ÇþiÉÉ-|ÉÉ{iÉ Eò®úxÉä xÉ½þÓ näùiÉÉ*

“ “

¸ÉÒ ]õÒ¨ÉÉä®ú ¤ÉÉäªÉÖEòÒ´É, ={ÉÉvªÉIÉ,

¨ÉÉäb÷Ò <Æ]õ®úxÉä¶ÉxÉ±É ®äúÊ]õMÉ BäVÉåºÉÒ*

VÉ¤É <ºÉ |ÉEòÉ®ú EòÉ oùÎ¹]õEòÉähÉ ½þÉä ÊEò SÉÉ±ÉÚ nù®ú =ÊSÉiÉ ±ÉÉ¦É |ÉnùÉxÉ Eò®úiÉÒ ½èþ, {ÉÊ®úº{ÉvÉÉÇ EòÒ ¶ÉÊHòªÉÉÄ Ê|ÉÊ¨ÉªÉ¨É EòÉä Eò¨É Eò®äúMÉÒ*

Ê¡ò®ú ¦ÉÒ <ºÉä º´ÉÒEòÉ®ú Eò®úxÉÉ EòÒ Ê|ÉÊ¨ÉªÉ¨É iÉäVÉÒ ºÉä ÊMÉ®äúMÉÉ ªÉÖÊHòªÉÖHò xÉ½þÓ ½þÉäMÉÉ*“ “

¸ÉÒ ºÉÒ.BºÉ. ®úÉ´É, +vªÉIÉ,

¤ÉÒ¨ÉÉ Ê´ÉÊxÉªÉÉ¨ÉEò +Éè®ú Ê´ÉEòÉºÉ |ÉÉÊvÉEò®úhÉ (¦ÉÉ®úiÉ)

SÉÒxÉ EòÉ ¤ÉÒ¨ÉÉ Ê´ÉÊxÉªÉÉ¨ÉEò EòÊ¨É¶ÉxÉ ®úÉVªÉ Ê´Énäù¶ÉÒ Ê´ÉÊxÉ¨ÉªÉ |É¶ÉÉºÉxÉ (ºÉä¡ò) Eäò ºÉÉlÉ ¤ÉÒ¨ÉÉ EÆò{ÉÊxÉªÉÉå Eäò Ê±ÉB ¤ÉÉ½þªÉ ÊxÉ´Éä¶É

Eäò Ê´ÉEòÉºÉ Eäò Ê±ÉB EòÉªÉÇ Eò®äúMÉÉ ÊVÉºÉºÉä ¤ÉÒ¨ÉÉ ÊxÉÊvÉ Eäò Ê±ÉB ÊxÉ´Éä¶É Ê´ÉEò±{É ¤ÉgøÉªÉä VÉÉ ºÉEåò*“

“

¸ÉÒ ±ÉÒ ÊEò¨ÉÚ, ={ÉÉvªÉIÉ,

ºÉÒ+É<Ç+É®úºÉÒ

ºÉÉ´ÉÇVÉÊxÉEò xÉäiÉÉ+Éå iÉlÉÉ ¤ÉÒ¨ÉÉEòkÉÉ+Éå EòÉä +{ÉxÉä EòÉªÉÇGò¨ÉÉå EòÉä Êb÷VÉÉ<xÉ ÊxÉvÉÉÇÊ®úiÉ Eò®úxÉÉ ½þÉäMÉÉ, xÉ Eäò´É±É ÊxÉÊvÉ Eäò ¤ÉÒSÉ

+xiÉ®ú EòÉä {ÉÉ]õxÉä Eäò Ê±ÉB ´É®úxÉÂ ºÉÆ®úSÉxÉÉi¨ÉEò Ê´ÉEòÉºÉ Eäò Ê±ÉB ÊxÉVÉÒ IÉäjÉ EòÉä ºÉÖÊ´ÉvÉÉ iÉlÉÉ ¨ÉÖJªÉ »ÉÉäiÉ ¤ÉxÉÉxÉä Eäò Ê±ÉB*“

“

¸ÉÒ ±ÉÒ SÉÖ́ ÉÉMÉ, ]äõEò,

EòÉªÉÇ{ÉÉ±ÉEò ÊxÉnäù¶ÉEò, ÊºÉMÉÉÆ{ÉÖ®ú EòÉ ¨ÉÖpùÉ |ÉÉÊvÉEò®úhÉ*

ÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æÎëçcÅU ·¤ô‡æ
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dsUnzh; eqÌs

`Hç=ÿçbkçÀvç nílçá SkçÀ ÒçkçÀçj kçíÀ DçvçáMççmçvç kçÀçÇ DççJçM³çkçÀlçç nçílççÇ nÌ, DççÌj Símçç lçYççÇ nçí mçkçÀlçç nÌ pçyççÆkçÀ mçcçmlç yççÇcççkçÀlçç& SkçÀ mçcççvç çÆnlççW
kçÀçÇ ÒçççqHlç nílçá mççqccççÆuçlç ªHç mçí kçÀç³ç& kçÀjW- pççí çÆkçÀ SkçÀ mJçmLç DççOççj jíKçç nÌ' -cççÇvçç vçç³çj~

- Dçvlçj mçnç³çlçç lçuçvç Hçj ÒçYççJç

ÒçmlççJçvççë

yççÇcçç GOççíiç cçW ³çn SkçÀ Dççcç yçnmç kçÀç cçáÎç nÌ-

Hç=ÿçbkçÀvç SkçÀ çÆJç%ççvç nÌ DçLçJçç kçÀuçç? nçuççbçÆkçÀ

FmçkçÀç kçÀçíF& mçJç&mçccçlç GÊçj vçnçÇ nÌ, ³çn lçL³ç çÆkçÀ

³çn mççbçqK³çkçÀçÇ lçLçç DççbkçÀ[çW Hçj mçMçkçwlç ªHç mçí

DççOçççÆjlç nÌ- FmçkçíÀ çÆJç%ççvç nçívçí kçÀç DççÆOçkçÀ mçcçLç&vç

kçÀjlçí nQ~ pçnçB DççbkçÀ[çW kçÀç mçbûçnCç lçLçç çÆJçMuçí<çCç

Fmçí çÆJç%ççvç yçvççlçç nÌ, Gvç çÆJçMuçíçÆ<çlç mçÓ®çvççDççW kçÀç

yççÇcçç Hç=ÿçbkçÀvç cçW GHç³ççíiç SkçÀ kçÀuçç nÌ~ Òçmlçálç

uçíKç cçW, ncç Fmç lçL³ç Hçj çÆJç®ççj kçÀjWiçí çÆkçÀ kçw³çç

FmçkçíÀ çÆuç³çí DççJçM³çkçÀ mççJçOçççÆvç³ççB yçjlççÇ pçç jnçÇ

nÌ- GoçnjCççLç& kçw³çç Hç=ÿçbkçÀvç nílçá pççíçÆKçcç kçÀç

mçcçáçÆ®çlç DççbkçÀuçvç çÆkçÀ³çç pççlçç nÌ DççÌj çÆJçMçí<çlçë

Dçvlçj mçnç³çlçç kçíÀ ®çuçvç içÌj MçáukçÀçÇkçÀjCç kçíÀ

ÒçYççJç Hçj çÆJç®ççj kçÀjWiçí~

Hç=ÿçbkçÀvç kçw³çç nÌ?

pççíçÆKçcç kçíÀ DççbkçÀuçvç cçW nj Hçnuçá kçÀçí O³ççvç cçW

jKçlçí ná³çí, Hç=ÿçbkçÀvç yççÇcççkçÀlçç& kçÀçÇ çÆJçMçí<ç%çlçç

nçílççÇ nÌ~ ÒççÇçÆcç³çcç oj çÆvçOçç&jCç lçLçç yççÇcççkçÀlçç& Üçjç

mJççÇkçÀç³ç& pççíçÆKçcç lç³ç kçÀjvçí cçW çÆvç³çcç MçlçX kçÀìçÌlççÇ

DçççÆo kçÀç mçcçáçÆ®çlç çÆJçMuçí<çCç DççJçM³çkçÀ nçílçç nÌ~

Hç=ÿçbkçÀvç kçÀçÇ Jçlç&cççvç çÆmLççÆlç kçw³çç nÌ?

Mççcççv³çlçë Hç=ÿçbkçÀvç Gûç (pçnçB cççbiç HçÓçÆlç& mçí DççÆOçkçÀ

nçí) lçLçç vçjcç (çÆJçHççÆjlç HççÆjmLççÆlç) yççpççj kçíÀ ®ç¬çÀ

cçW kçÀç³ç& kçÀjlçç nÌ~ GoçnjCç kçíÀ çÆuç³çí 9/11 kçíÀ

nçomçí kçíÀ Hç½ççlç, DççlçbkçÀJçço kçÀç yççpççj Gûç Lçç

lçLçç DççlçbkçÀJçço kçíÀ pççíçÆKçcç kçÀçí mJççÇkçÀçj kçÀjvçí Jççuçí

yççÇcççkçÀlçç&DççW kçÀçÇ mçbK³çç kçÀçHçÀçÇ kçÀcç nçí iç³ççÇ LççÇ~

DççlçbkçÀJçço kçÀç yççpççj DçYççÇ vçjcç nÌ~

Hç=ÿçbkçÀvç nílçá SkçÀ ÒçkçÀçj kçíÀ DçvçáMççmçvç kçÀçÇ DççJçM³çkçÀlçç

nçílççÇ nÌ, DççÌj Símçç lçYççÇ nçí mçkçÀlçç nÌ pçyççÆkçÀ mçcçmlç

yççÇcççkçÀlçç& SkçÀ mçcççvç çÆnlççW kçÀçÇ ÒçççqHlç nílçá mççqccççÆuçlç

Òç³ççmç kçÀjW- ³çn SkçÀ mJçmLç DççOççj jíKçç nÌ~ Yççjlç

pçÌmçí SkçÀ vçJççÇvç `Kçáuçí yççpççj' cçW, G®®ç jíKçç

(ÒççÇçÆcç³çcç) çÆJçkçÀçmç kçíÀ çÆuç³çí DçvçáMççmçvç mJçlçë nçÇ

çÆÜlççÇ³ç mLççvç Hçj nçíiçç, pçyç lçkçÀ çÆkçÀ çÆKçuççæ[çÇ

DçHçvçí DççHç kçÀçí mçámLçççÆHçlç vç kçÀj uçW lçLçç HççÆjHçkçwJçlçç

kçÀçÇ DçJçmLçç lçkçÀ vç HçnáB®çí~ HççÆjCççcçlçë çÆJççÆYçVç ®çjCççW

cçW yççpççj vçí Hç=ÿçbkçÀvç DçvçáMççmçvç kçíÀ çÆJççÆYçVç jbiç

oíKçí nQ- Jç=nod DççkçÀ<ç&kçÀ çÆvçiççÆcçlç pççíçÆKçcççW kçÀçÇ

kçÀçÆþvç ÒççÆlç³ççíçÆiçlçç nílçá `çÆkçÀmççÇ YççÇ kçÀçÇcçlç Hçj' kçÀçÇ

MçáªDççlççÇ çÆmLççÆlç mçí uçíkçÀj DçHçí#ççkç=Àlç DççÆOçkçÀ uççYçÒço

çÆmLççÆlç lçLçç Kçáojç yççpççj kçÀçÇ lçjHçÀ ªKç kçÀjlçí ná³çí

yççÇcççkçÀlçç&DççW lçkçÀ~

GoçjçÇkç=Àlç lçLçççÆHç MçáukçÀçÇkç=Àlç yççpççj cçW Hç=ÿçbkçÀvç

kçÀç SkçÀ Dçv³ç jçí®çkçÀ ®çuçvç Dçvlçj mçnç³çlçç kçÀç

cçáÎç yçvçç náDçç nÌ~

Dçvlçj mçnç³çlçç kçw³çç nÌ?

Òçl³çíkçÀ pççíçÆKçcç cçW SkçÀ `Mçá× pççíçÆKçcç' ÒççÇçÆcç³çcç

oj nçílççÇ nÌ pççí çÆkçÀ SkçÀ Hç=ÿçbkçÀvçkçÀlçç& SkçÀ mç#çcç

lçLçç J³çJçnç³ç& oj kçíÀ ªHç cçW cçÓuçlçë DçvçáMçbmçç

kçÀjlçç nÌ~ JçççÆCççqp³çkçÀ çÆuçnçpç mçí FmçcçW HççÆjJçlç&vç

nçí mçkçÀlçç nÌ (pçÌmçí çÆkçÀ çÆJçHçCçvç ìçÇcç kçÀçÇ çÆkçÀmççÇ

cçnlJçHçÓCç& ûççnkçÀ kçÀçí yçvçç³çí jKçvçí kçÀçÇ lççÇJç´ F®sç),

lçLçç DçbçÆlçcç ªHç mçí uççiçÓ oj `Mçá× pççíçÆKçcç' kçíÀ

cçákçÀçyçuçí kçÀçHçÀçÇ kçÀcç nçí mçkçÀlççÇ nÌ~ SkçÀ MçáukçÀçÇkç=Àlç

yççpççj cçW, ³çn kçÀìçÌlççÇ çÆmçHç&À içÌj-MçáukçÀ GlHççoçW

pçÌmçí mJççmL³ç, oáIç&ìvçç, vççÌJçnvç, çÆJççÆJçOç Fl³çççÆo cçW

nçÇ uççiçÓ nçí mçkçÀlççÇ nÌ~

Dçvlçj mçnç³çlçç cçÓuçlçë içÌj MçáukçÀ pççíçÆKçcç kçíÀ

DçvçáMççbçÆmçlç ̀ pççíçÆKçcç oj' mçí kçÀcç nçívçí kçÀçÇ mJççÇkçÀç³ç&lçç

nÌ~ kçw³ççWçÆkçÀ ³çn GmççÇ ûççnkçÀ Üçjç MçáukçÀ ÒççÇçÆcç³çcç

kçíÀ Hç³çç&Hlç Yççiç Üçjç DçvçácççíçÆolç nçí ®çákçÀçÇ nçílççÇ nÌ~

HççÆjCççcçmJçªHç uççYçÒço MçáukçÀ jíKççSB, DçuççYçÒço

içÌj MçáukçÀ jíKççDççW kçÀçÇ mçnç³çlçç kçÀjlççÇ nÌ- lçççÆkçÀ

GlHçço jíKççDççW kçÀçí Dçvçlçmç&nç³çlçç ÒççHlç nçí mçkçíÀ~

nçuç kçíÀ Jç<ççxb cçW ncç mçyç vçí vççÌJçvç kçíÀ cççcçuççW kçíÀ

yççjí cçW mçávçç nÌ pççí çÆkçÀ v³çÓcçlçcç oj Hçj (Òçç³çë cçáHçwlç

mçáj#çç kçíÀ ªHç cçW) kçÀçíì çÆkçÀ³çí pççlçí nQ lçLçç mJççmLç

mçcçÓn Hçç@çÆuççÆmç³ççB FlçvççÇ kçÀcç Hçj vçJççÇvççÇkç=Àlç kçÀçÇ

içÌj-MçáukçÀçÇkç=Àlç yççpççj cçW Hç=<þçbkçÀvç

Hç=ÿçbkçÀvç nílçá SkçÀ ÒçkçÀçj kçíÀ
DçvçáMççmçvç kçÀçÇ DççJçM³çkçÀlçç nçílççÇ
nÌ, DççÌj Símçç lçYççÇ nçí mçkçÀlçç nÌ
pçyççÆkçÀ mçcçmlç yççÇcççkçÀlçç& SkçÀ
mçcççvç çÆnlççW kçÀçÇ ÒçççqHlç nílçá
mççqccççÆuçlç Òç³ççmç kçÀjW~



39

irda  Journal, November 2006 Journal, November 2006 Journal, November 2006 Journal, November 2006 Journal, November 2006

 dsUnzh; eqÌs

pççlççÇ nÌ pççí çÆkçÀ çÆHçsuçí 2-3 Jç<ççX cçW DççÌmçlçvç oí³ç

oçJççW kçíÀ 50-60 ÒççÆlçMçlç kçíÀ mçcççvç nÌ~ JçççÆCççqp³çkçÀ

çÆuçnçpççW Üçjç Hç=ÿçbkçÀvç çÆmçÜçblççW cçW çÆkçÀ³çí iç³çí yçoçJççW kçíÀ~

Jç=nod mlçj Hçj ³ççÆo DççHçÀ Fmç lçL³ç çÆkçÀ DçvçoíKççÇ

kçÀjlçí nQ çÆkçÀ SkçÀ çÆvççÆo&ä uççFvç kçÀç DçHççÆjJçlç&vçMççÇuç

Hç=ÿçbkçÀvç nççÆvç nílçá Kççlcçç çÆkçÀ³çç pçç jnç nÌ- Dçvlçj

mçnç³çlçç SkçÀ yçnálç nçÇ uççYçÒço ÒçmlççJç nÌ, yççÇcççkçÀlçç&

lçLçç ûççnkçÀ oçívççW kçíÀ çÆuç³çí nçÇ~ G®®ç cçÓu³ç Jççuçí

ûççnkçÀ oçívççW kçíÀ çÆuç³çí nçÇ~ G®®ç cçÓu³ç Jççuçí lçLçç

çÆmLçj MçáukçÀ oj kçíÀ kçÀçjCç yççÇcççkçÀlçç& ûççnkçÀ kçíÀ

ÒççÇçÆcç³çcç çÆnmmçí cçW mçí 60-80 ÒççÆlçMçlç lçkçÀ DçvçáçÆ®çlç

uççYç kçÀcçç jní nQ~ mç#çcç pççíçÆKçcç ÒçyçbOçvç lçLçç

çÆnlçkçÀj nççÆvç çÆjkçÀç[& JççuççÇ kçbÀHççÆvç³ççB cçnmçÓmç kçÀjlççÇ

nQ, Mçç³ço JçççÆpçyç YççÇ nÌ, çÆkçÀ Jçí kçÀnçR DççÌj mçí

DççvçáHçççÆlçkçÀ uççYççW kçÀçÇ nkçÀoçj nÌ~ yççÇcççkçÀlçç&, Jçí YççÇ

çÆvçëmçboín içÌj MçáukçÀ #çí$ç cçW uççYçççqvJçlç nçívçí kçíÀ çÆuç³çí

uççuçççÆ³çlç nÌ, pçyç lçkçÀ çÆkçÀ ûççnkçÀ Hççíì&HçÀçíçÆuç³ççí

mçbHçÓCç& ªHç mçí uççYçoç³çkçÀ nÌ~ HççÆjCççcçlçë yççÇcççkçÀlçç&

Mçá× pççíçÆKçcç mçí G®®çlçj oj MçáukçÀ ÒççHlç kçÀj jnç

nÌ~ içÌj MçáukçÀ #çí$ç Mçá× pççíçÆKçcç mçí kçÀcç oj ÒççHlç

kçÀj jnç nÌ~

Dçvlçj mçnç³çlçç Hçj içÌj MçáukçÀçÇkçÀjCç kçÀç

ÒçYççJç

DççÆOçkçÀçbMç yççÇcççkçÀlçç&DççW kçíÀ Dçuçiç Dçuçiç GÎíM³ç

nçílçí nQ~ pçnçB kçÀçíF& SkçÀ G®®ç çÆJçkçÀçmç jíKçç ®ççnlçç

nÌ, lççí Dçv³ç Hç=ÿçbkçÀvç uççYççW kçÀçÇ kçÀçcçvçç kçÀjlçç nÌ~

pçnçB kçÀçíF& J³çJçmçç³ç kçÀçÇ çÆkçÀmççÇ çÆJçMçí<ç uççFvç cçW nçÇ

ÒçiççÆlç kçÀjvçç ®ççnlçç nÌ, lççí kçÀçíF& Dçv³ç ìç@Hç uççFvç

lçLçç yçç@ìcç uççFvç oçívççW cçW mçblçáuçvç yçvçç³çí jKçvçí kçÀçÇ

YçjHçÓj kçÀçíçÆMçMç kçÀjlçç nÌ~ DçYççÇ lçkçÀ, yççpççj kçíÀ 70

ÒççÆlçMçlç çÆnmmçí kçíÀ MçáukçÀ kçíÀ lçnlç Dççvçí lçkçÀ, Fmç

mçboín kçíÀ Hç³çç&Hlç kçÀçjCç vçnçÇ nÌ çÆkçÀ GÐççíiç cçW

pççíçÆKçcç mJççÇkçÀç³ç&lçç cçW Dçbmçlçáuçvç nçí mçkçÀlçç nÌ~ Fmç

yççlç kçÀçÇ mçbYççJçvç nÌ çÆkçÀ yççpççj cçW 1 pçvçJçjçÇ

2007 mçí HçÓJç& lçkçÀ ³çn mçblçáuçvç Kçlçjí cçW nÌ, kçÀcç

mçí kçÀcç MçáªDççlççÇ DçJçmLçç cçW uçiçYçiç mçcçmlç

yççÇcççkçÀlçç&DççW Üçjç cçç$çç Hçj DççÆOçkçÀ O³ççvç oívçí mçí

³çn çÆmçHç&À SkçÀ ÒççFmç içícç jn pçç³çíiçç~ FmççÇ ÒçkçÀçj

Dçyç lçkçÀ kçÀçÇ MçáukçÀçÇkç=Àlç uççFvmç kçíÀ cçÓu³ççW cçW

uçiçYçiç 20-25 ÒççÆlçMçlç kçÀçÇ lççÇJç´ çÆiçjçJçì Dçç

mçkçÀlççÇ nÌ~ Dççqivç kçíÀ #çí$ç, mççLç nçÇ FbpççÇçÆvç³ççÆjbiç kçíÀ

#çí$ç YççÇ, DççÆOçkçÀ uççYçoç³çkçÀ J³çJçmçç³ç cççvçí pççlçí Lçí

Dçlçë mçYççÇ yççÇcççkçÀlçç& çÆkçÀmççÇ YççÇ kçÀçÇcçlç Hçj Fvç #çí$ççW

mçí ̀ cçuççF&' ÒççHlç kçÀjvçí kçÀçí uçççÆuç³çlç Lçí~ DççF&Dççj[çÇS

Üçjç çÆmçHç&À kçÀçÇcçlç çÆvçOç&çjCç mJçlçb$çlçç kçíÀ Üçj Kççíuç

oívçí Hçj (OççjçDççW, MçlççX, GHçyçbOççW DçççÆo kçíÀ uçívç-oívç

cçW mJçlçb$çlçç kçÀçÇ çÆmçHç&À 2008 cçW DçvçácççÆlç nÌ)- ÒççFmç

Jççj çÆvççÆ½çlç nÌ~

Lçyç GHçjçíkçwlç içÌj-MçáukçÀ GlHççoçW kçÀç kçw³çç

nçíiçç? kçw³çç Jçí mçnç³çlçç kçÀç GHçYççíiç

kçÀjvçç pççjçÇ jKçWiçí?

Dççcç çÆJçéççmç nÌ çÆkçÀ Dçblçj mçnç³çlçç OççÇjí OççÇjí,

uçíçÆkçÀvç çÆvççÆ½çlç ªHç mçí Dçç³çíiççÇ~ GHçjçíkçwlç JççÆCç&lç

Dççqivç lçLçç FbpççÇçÆvç³ççÆjbiç mçáj#çç kçíÀ cçÓu³ççW cçW lççÇJç´

çÆiçjçJçì kçíÀ mççLç, yççÇcççkçÀlçç&DççW kçÀçí DçHçvçí mJççmL³ç

SJçB mçcçáêçÇ Hççíì&HçÀçíçÆuç³ççí kçíÀ kçÀçÇcçlç çÆvçOçç&jCç kçÀçí

DççÆOçkçÀ JççmlççÆJçkçÀ yçvççvçç nçíiçç lçLçç Hç=ÿçbkçÀvçkçÀlçç&

kçíÀ çÆoMçç çÆvçoxMççW kçÀç Hççuçvç kçÀjvçç nçíiçç~

DççÆOçkçÀçbMç yççÇcççkçÀlçç&DççW kçíÀ Dçuçiç
Dçuçiç GÎíM³ç nçílçí nQ~ pçnçB kçÀçíF&
SkçÀ G®®ç çÆJçkçÀçmç jíKçç ®ççnlçç nÌ,

lççí Dçv³ç Hç=ÿçbkçÀvç uççYççW kçÀçÇ
kçÀçcçvçç kçÀjlçç nÌ~

HççÆjCççcçmJçªHç pççí kçbÀHççÆvç³ççB çÆvçcvç mçcçáêçÇ ojW lçLçç

mçcçÓn mJççmL³ç kçÀçÇ vçJççÇvççÇkç=Àlç kçÀçÇcçlççW kçÀç DçvçáçÆ®çlç

ªHç mçí HçÀç³çoç Gþç jnçÇ LççÇ, GvnW DçHçvçí vçákçÀmççvççW

kçÀçí yçæ{vçí kçíÀ çÆuç³çí mçuççn oçÇ pççlççÇ nÌ~ FmççÇ lçjn

Jç=no MçáukçÀ ÒççÇçÆcç³çcç Jççuçí ûççnkçÀçW (pçÌmçí Jç=no

mçáÒçyçbçÆOçlç GlHççokçÀ lçLçç çÆvçcçç&CçkçÀçjçÇ kçbÀHççÆvç³ççB) kçíÀ

Mçá× uççYççW kçíÀ yçæ{vçí kçÀçÇ mçbYççJçvçç nÌ (MçáukçÀ cçW

çÆiçjçJçì lçLçç içÌj-MçáukçÀ ÒççÇçÆcç³çcç cçW Jç=çÆ× kçíÀ mççLç)~

DççF&ìçÇ SJçB mçíJçç kçbÀHççÆvç³ççB pçÌmçí Dçv³ç (pçnçB mJççmL³ç

SJçB mçcçáêçÇ ÒççÇçÆcç³çcç DççÆOçkçÀ nçJççÇ jnlçí nQ) Üçjç

oí³ç ÒççÇçÆcç³çcç cçW Mçá× Jç=çÆ× mçí JçbçÆ®çlç jnvçí kçÀçÇ

mçbYççJçvçç nÌ~

içÌj MçáukçÀçÇkç=Àlç #çí$ç cçW çÆyç®ççÌçÆuç³çí kçÀçÇ

YçÓçÆcçkçÀç

SkçÀ içÌj MçáukçÀçÇkç=Àlç yççpççj cçW çÆyç®ççÌçÆuç³çí kçÀçÇ YçÓçÆcçkçÀç

çÆvçëmçboín yçæ{ pçç³çíiççÇ~ yççÇcççkçÀlçç& lçLçç mççLç nçÇ

ûççnkçÀ YççÇ- oçívççW kçÀç nçÇ SkçÀ J³ççJçmçççÆ³çkçÀ cçO³çmLç

kçÀçÇ DççJçM³çkçÀlçç nçíiççÇ~

cçO³çmLç çÆmçHç&À ÒççFmç Jççj cçW nçÇ çÆnmmçç vçnçÇ uçWiçí,

yççqukçÀ GvnW yççÇcççkçÀlçç&DççW kçÀçí içáCçJçlçç&HçÓCç& mçÓ®çvçç³çW

cçánÌ³çç kçÀjçvççÇ nçíiççÇ, pççíçÆKçcç kçÀçÇ mçáj#çç nílçá DççJçM³çkçÀ

mçYççÇ sçíìçÇ yçæ[çÇ pççvçkçÀçjçÇ GHçuçyOç kçÀjçvççÇ nçíiççÇ~

çÆyç®ççÌçÆuç³çí kçÀçÇ YçÓçÆcçkçÀç yççÇcççkçÀlçç& lçLçç ûççnkçÀ kçíÀ

cçO³ç GlÒçíjkçÀ kçÀçÇ nçíiççÇ~ Gmçí mJçmLç ÒççÆlçmHçOçç& cçW

mçn³ççíiç oívçç Hçæ[íiçç lçLçç mçbyçbçÆOçlç Hç#ççW kçíÀ çÆnlççW kçÀçí

mçáçÆvççÆ½çlç kçÀjvçç nçíiçç~ JççmlççÆJçkçÀ ªHç cçW çÆyç®ççÌçÆuç³çí

mçuççnkçÀçj kçÀçÇ YçÓçÆcçkçÀç çÆvçYçç³çWiçí~ pççíçÆKçcç ÒçyçbOçvç

nkçÀçÇkçÀlç cçW mçuççn kçÀç DççkçÀçb#ççÇ nçíiçç~

yççÇcççkçÀlçç& mçí mçJççxÊçcç oj ÒççHlç kçÀjvçí nílçá

çÆyç®ççÌçÆuç³çí kçíÀ çÆuç³çí DççJçM³çkçÀ nçíiçç -

� Gmçí J³ççqkçwlçiçlç pççíçÆKçcç çÆJççÆMçälçç lçLçç mççLç

nçÇ GÐççíiç kçÀçÇ mçbHçÓCç& ªHç pççvçkçÀçjçÇ nçívççÇ

®çççÆn³çí
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� SkçÀ pççíçÆKçcç lçLçç DççHçoç Üçjç GlHçVç DççÆOçkçÀlçcç

mçbYçççÆJçlç nççÆvç kçw³çç nçí mçkçÀlççÇ nÌ- kçÀç DççbkçÀuçvç

kçÀjvçí cçW mç#çcç nçívçç ®çççÆn³çí

� nççÆvç kçÀçí v³çÓvçlçcç kçÀjvçí lçLçç Gmçmçí yç®ççJç

kçÀjvçí kçÀçÇ ûççnkçÀ kçÀçÇ mç#çcçlçç kçÀç Dçvçácççvç

uçiççvçç

� HççÆj®çç³çkçÀ ojçW, çÆvç³çcççW SJçB MçlççX lçLçç kçÀìçÌçÆlç³ççW

kçÀç mçáPççJç

� ûççnkçÀ mçí mçyçbçÆOçlç vçÌçÆlçkçÀ KçlçjçW kçÀç DççbkçÀuçvç

çÆyç®ççÌçÆuç³çí Üçjç çÆkçÀ³çí iç³çí iç=nkçÀç³ç& kçÀçÇ içáCçJçÊçç lçLçç

nççÆvç kçíÀ DççbkçÀ[í DççÌj GmçkçíÀ Üçjç mçbûççÆnlç pççíçÆKçcç

kçíÀ DççbkçÀ[çW kçÀçÇ içáCçJçÊçç - pççíçÆKçcç kçíÀ JçÌ%çççÆvçkçÀ

cçÓu³ççbkçÀvç cçW yçnálç cçnlJçHçÓCç& nçílççÇ nÌ~ pçnçB içÌj

MçáukçÀ ÒççÇçÆcç³çcç lççÇJç´ iççÆlç mçí yçæ{jnç nÌ, cçO³çmLç

nççÆvç çÆvç³çb$çCç lçkçÀvççÇkçÀ kçíÀ yççjí cçW mçáPççJç oí mçkçÀlçç

nÌ lçççÆkçÀ lççÇJç´ Jç=çÆ× kçÀçí jçíkçÀç pçç mçkçíÀ (pçÌmçí mJççmL³ç

oçJççW kçÀç çÆJçMuçí<çCç DççÌj kçÀçcçiççjçW SJçB DçççÆÞçlççW nílçá

DççÆOçkçÀ cçÓu³ç ÒçYççJççÇ mçáj#çç kçÀç çÆvçcçç&Cç)

çÆvç<kçÀ<ç&

MçáukçÀ uççFmçWmç kçíÀ ÒççjbçÆYçkçÀ oçÌj cçW mçYççÇ mçbYççJçvçç³çW

ÒççFmç Jççj kçÀçÇ DççÌj FMççjç kçÀjlççÇ nQ, SkçÀ oçí Jç<ççX

kçíÀ HçM®ççlç OççÇjí OççÇjí kçÀcççÇ kçíÀ mççLç~ pçÌmçí nçÇ yççpççj

cçW çÆmLçjlçç DççSiççÇ lçLçç yççÇcççkçÀlçç& `ìç@Hç uççFvç' mçí

`yçç@ìcç uççFvç' kçÀçÇ lçjHçÀ cç§[Wiçí, Hç=ÿçbkçÀvç J³çJçnçj

kçíÀ yçæ{vçí kçÀçÇ mçbYççJçvçç nÌ~

Fvç mçyçkçÀç Dçblçj mçnç³çlçç Hçj ÒçYççJç oíKçvçç yççkçÀçÇ

nÌ- yçæ[çÇ, mçáÒçyçbçÆOçlç kçbÀHççÆvç³ççB çÆJçYççiç DççOçççÆjlç vç

çÆkçÀ uççFvç DççOçççÆjlç, kçÀçÇcçlç çÆvçOçç&jCç cçç@[uç pççjçÇ

jKçíiççÇ lçLçç yççÇcççkçÀlçç& DççYççjçÇ nçívçç pççjçÇ jKçíiçí~

mç#çcç pççíçÆKçcç ÒçyçbOçvç Jççuçí çÆvçiçcç oçÇIç&kçÀçuç cçW

uççYçççqvJçlç nçWiçí lçLçç mçcçmlç cçO³çcç SJçB yçæ[çÇ

kçbÀHççÆvç³ççW kçÀçí mçuççn oçÇ pççlççÇ nÌ çÆkçÀ DçHçvçí HççÆj®ççuçvç

cçW Fmç lçL³ç Hçj O³ççvç kçWÀçÆêlç kçÀjW, yçpçç³ç

DçuHçkçÀççÆuçkçÀ cçÓu³ç uççYççW kçíÀ uçívç-oívç kçíÀ~

pçÌmçí Yççjlç Dçv³ç #çí$ççW cçW yçínlçj çÆvçiççÆcçlç çÆvç³çb$çCç

kçÀçÇ Dççíj yçæ{jnç nÌ, ³çn GccççÇo kçÀçÇ pççlççÇ nÌ çÆkçÀ

içÌj-MçáukçÀçÇkçÀjCç lçLçç FmçkçíÀ HçÀuçmJçªHç Hç=ÿçbkçÀvç

ÒççÆ¬çÀ³çç cçW nçívçí JççuççÇ yçínlçjçÇ, çÆvçiçcççW kçÀçí yçná-

DççkçÀçb#ççÇ Òççílmççnvç Òçoçvç kçÀjíiççÇ lçççÆkçÀ Jçí yçínlçj

pççíçÆKçcç ÒçyçbOçvç ÒççÆ¬çÀ³ççSB DçHçvçç mçkçWÀ~

pççÇJçvç yççÇcçç cçW ìíuççÇ yççÇcçç kçw³çç DçYççÇ mçbYçJç nÌ?

- Dççiçí mçcç³ç ®çávççÌlççÇHçÓCç& nÌ

ìçÇ Smç jçcçkç=À<CçjçJç kçÀç cççvçvçç nÌ çÆkçÀ çÆkçÀmççÇ YççÇ yççÇcçç kçbÀHçvççÇ kçíÀ
GppçJçuç YççÆJç<³ç kçíÀ çÆuç³çí yççíOçiçc³ç yççÇcçç kçÀjvçç DççÆvçJçç³ç& nÌ~

çÆHçsuçí kçáÀs oMçkçÀçíb kçÀçÇ lçáuçvçç cçW Dççpç pççÇJçvç

MçÌuççÇ cçW kçÀçHçÀçÇ yçouççJç Dçç³çç nÌ~ çÆJçéçYçj cçW pççÇJçvç

kçíÀ çÆJççÆYçVç #çí$ççW kçÀç çÆJçmlççj nçívçí kçíÀ mççLç nçÇ

DçHçí#ççDççW cçW YççÇ Jç=çÆ× nçí jnçÇ nÌ~ Jçlç&cççvç oçÌj

FçÆlçJç=ÊççcçkçÀ vçnçÇ nÌ~ pççÇJçvç kçíÀ cçnlJçHçÓCç& Hçæ[çJççW

Hçj mJççmL³ç mçí cçÓu³çJççvç Dçv³ç kçÀçíF& YççÇ mçbHççÆÊç vçnçÇ

nÌ~ Yçuçí nçÇ Hçájçvçí ³çáiç kçÀçí mJçCç&³çáiç kçÀnç pççlçç nçí,

uçíçÆkçÀvç Gmç mçcç³ç kçÀF& lçjn kçÀçÇ yççÇcçççÆj³ççW kçÀç

mççcç´çp³ç Lçç~ FmççÇ kçÀçí oíKçlçí ná³çí oçÇIçç&JççÆOç kçÀçÇ

yççÇcçççÆj³ççW kçÀçí SyççÇmççÇ[çÇ kçÀnç pççlçç nÌ~ ³çn ®ççj

Dç#çj cçáK³ç ªHç mçí DçLç&jçFçÆìmç, yuç[ÒçíMçj, kçQÀmçj

DççÌj [çFyççÇìçÇmç kçÀç ÒççÆlççÆvççÆOçlJç kçÀjlçí nQ~

Yççjlç cçW yççÇcçç GÐççíiç kçíÀ cççO³çcç mçí mJççmL³ç cçánÌ³çç

kçÀçÇ pççlççÇ nÌ~ oíKçç pçç³çí lççí oíMçYçj cçW mJççmL³ç

oíKçYççuç Hçj uççíiççW kçÀçí yç][í HçÌcççvçí Hçj Kç®ç& kçÀjvçç

Hçæ[lçç nÌ~ FmçkçÀç cçáK³ç kçÀçjCç mJççmL³ç oíKçYççuç

kçíÀ #çí$ç cçW çÆvçpççÇ #çí$ç kçÀçÇ ÒçOççvçlçç nÌ~ FmççÇ kçÀçjCç

DççcçuççíiççW kçÀçí mJççmL³ç oíKçYççuç Hçj nçívçí Jççuçç

Kç®ç& yççíPç cçnmçÓmç nçílçç nÌ~ Yççjlç cçW DççÆOçkçÀçbMç

içjçÇyç uççíiççW kçÀçí çÆ®ççÆkçÀlmçç MçáukçÀ kçÀç Yçáiçlççvç kçÀjvçí

kçíÀ çÆuç³çí sçíìí $çÝCç uçívçí Hçj cçpçyçÓj nçívçç Hçæ[lçç nÌ~

yççÇcçç kçÀjçvççë

yççÇcçç J³çJçmçç³ç kçÀç cçnlJçHçÓCç& kçÀç³ç& yççÇcçç kçÀjçvçç nÌ~

çÆJçéçYçj cçW yççÇcçç J³çJçmçç³ç uçiçYçiç 600 çÆyççÆuç³çvç

uçíKçkçÀ, FbçÆ[³çç FbM³ççíj çÆjmkçÀ cçÌvçípçcçWì mççÆJç&mçípç

Òçç. çÆuç. kçíÀ GHççO³ç#ç nQ~
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 dsUnzh; eqÌs

[ç@uçj kçÀç nÌ~ Fmç J³çJçmçç³ç kçÀçÇ uçiççlççj Jç=çÆ× YççÇ

nçí jnçÇ nÌ~ yççÇcçç J³çJçmçç³ç cçW mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ Hçj

uçiçYçiç 2.5 ÒççÆlçMçlç lçkçÀ Kç®ç& nçílçç nÌ, pçyççÆkçÀ

mçkçÀçjçlcçkçÀ HççÆjJçlç&vççW kçíÀ cçÎívçpçj ³çn çÆvçkçÀì YççÆJç<³ç

cçW 3.5 ÒççÆlçMçlç lçkçÀ HçnáB®çvçí kçÀçÇ mçbYççJçvçç nÌ~ kçÀF&

yçæ[çÇ yççÇcçç kçbÀHççÆvç³ççB Dçkçwmçj HçÌlç=kçÀ mçbHççÆÊç Hçj çÆvçYç&j

jnlççÇ nÌ~ nçuççbçÆkçÀ ³çn kçbÀHççÆvç³ççB DçYççÇ lçkçÀ

DççOçáçÆvçkçÀçÇkçÀjCç kçíÀ oçÌj mçí içápçj jnçÇ nÌ, yççJçpçÓo

FmçkçíÀ FvçkçÀç cçÓuçYçÓlç {çB®çç SJçB mçÓ®çvçç ÒççÌÐççíçÆiçkçÀçÇ

kçÀç GHç³ççíiç GvçkçÀçÇ mçíJççDççW kçÀç SkçÀ ÒçcçáKç Dçbiç nÌ~

çÆkçÀmççÇ YççÇ yççÇcçç kçbÀHçvççÇ kçíÀ mçHçÀuç YççÆJç<³ç kçíÀ çÆuç³çí

yççíOçiçc³ç yççÇcçç cçnlJçHçÓCç& nçílçç nÌ~ yççÇcçç kçÀjçvçí mçí

nçívçí Jççuçí uççYç kçÀç mççÇOçç mçbyçbOç yççÇcççkçÀlçç& kçíÀ

çÆvçHçáCçlçç mlçj kçíÀ mççLç jnlçç nÌ~ yççÇcçç kçÀjçvçí kçÀçÇ

HçájçvççÇ Hç×çÆlç³ççB kçÀçHçÀçÇ OççÇcççÇ DççÌj Kç®ççauççÇ LççÇ~ Fmç

ÒççÆ¬çÀ³çç cçW DççJçíokçÀ kçÀçÇ J³ççHçkçÀ çÆ®ççÆkçÀlmçkçÀçÇ³ç pççvçkçÀçjçÇ

opç& kçÀjvçí DççÌj DççJçíovç Hç$ç HçÓjçÇ lçjn Yçjvçí kçíÀ çÆuç³çí

SkçÀ Içbìí mçí YççÇ DççÆOçkçÀ kçÀç mçcç³ç yççÇlç pççlçç Lçç~
DççJçíovç Hç$ç kçíÀ mççLç DççJçíokçÀ kçÀçí 100 ³çç Gmçmçí

YççÇ DççÆOçkçÀ mçJççuççW kçíÀ pçJççyç oívçí nçílçí Lçí~ yççÇcçç

kçÀjçvçç SkçÀ Jçn ÒççÆ¬çÀ³çç nÌ, çÆpçmçcçW çÆmLççÆlç kçÀç ®ç³çvç

SJçB JçiççakçÀjCç çÆkçÀ³çç pççlçç nÌ~ ³ççÆo yççÇcççkçÀlçç&

DççJçíovçkçÀlçç&DççW cçW mçí GçÆ®çlç uççíiççW kçÀç ®ç³çvç vçnçÇ

kçÀjlçç nÌ, lççí GmçkçÀç çÆJçHçjçÇlç HççÆjCççcç kçbÀHçvççÇ kçÀçí

Yçáiçlçvçç Hçæ[lçç nÌ~ Dççpç kçíÀ DççOçáçÆvçkçÀ yççpççj cçW

HççjbHççÆjkçÀ yççÇcçç Hç×çÆlç kçíÀ lçnlç mçbYçççÆJçlç ûççnkçÀçW kçíÀ

yççjí cçW çÆ®ççÆkçÀlmçç mçbyçbOççÇ pççvçkçÀçjçÇ SkçÀçÆ$çlç kçÀjvçí kçÀçÇ

çÆpçccçíoçjçÇ DççÆYçkçÀlçç&DççW Hçj nçílççÇ nÌ~ yççÇcçç kçÀjçvçí mçí

HçÓJç& F&mççÇpççÇ, Skçwmç-jí HçjçÇ#çCç SJçB çÆ®ççÆkçÀlmçkçÀçW kçÀçÇ

çÆjHççíì& ÒçcçáKç DççOççj kçíÀ ªHç cçW GHç³ççíiç cçW uçç³çí

pççlçí jní nQ~ çÆ®ççÆkçÀlmçkçÀçÇ³ç omlççJçípç kçÀçHçÀçÇ GyççG

SJçB Iç=çÆCçlç nçílçí nQ~ yççÇcçç kçÀjçvçí kçÀçÇ HççjcHççÆjkçÀ

Hç×çÆlç mçí cçáçqkçwlç Hççvçí kçíÀ çÆuç³çí ScçDççjDççípççÇSmç

(cçíçÆ[kçÀuç çÆjkçÀç[dmç& DççíJçj çÆ[Hçív[WmççÇ çÆmçv[̂çícç) kçÀçHçÀçÇ

uççíkçÀçÆÒç³ç yçvçç~ yççÇcçç kçÀjçvçí kçÀçÇ HççjcHççÆjkçÀ Hç×çÆlç

mçí yççÇcçç Hçç@çÆuççÆmç³ççW kçÀçÇ çÆyç¬çÀçÇ ÒçYçççÆJçlç nçílççÇ nÌ DççÌj

Hçç@çÆuçmççÇ mçbyçbOççÇ cççcçuçí kçÀçHçÀçÇ Kç®ççauçí nçí pççlçí nQ~

³çn Hç×çÆlç cçç$ç Jç=no DççkçÀçj JççuççÇ Hçç@çÆuççÆmç³ççW kçíÀ

çÆuç³çí nçÇ ³ççíi³ç mçççÆyçlç nçílççÇ nÌ~

SìWçÆ[biç çÆHçÀpççÇçÆMç³çvç mìíìcçívìmç (SHççÇSmç), HçÌjç

cçíçÆ[kçÀuç HççÆj#ççDççW lçLçç DççÆmLçj çÆmLççÆlç³ççW mçí cçu³ççbkçÀvç

ÒççÆ¬çÀ³çç YççÇ OççÇcççÇ nçí pççlççÇ nÌ~ kçáÀs mçuççnkçÀçjçW Üçjç

çÆyç¬çÀçÇ ÒççÆlçyçbOç çÆJçYççiç kçÀçÇ lçjn yççÇcççkçÀlçç&DççW kçÀçÇ

Dçkçwmçj Dççuççí®çvçç kçÀçÇ pççlççÇ jnçÇ nÌ~ kçÀYççÇ kçÀYççÇ HçÓjçÇ

ÒççÆ¬çÀ³çç kçíÀ çÆuç³çí 6 mçHlççn kçÀç mçcç³ç uçiçlçç nÌ~

Dççpç yççÇcçç kçÀjçvçí kçÀçÇ Hç×çÆlç³ççW cçW mçáOççj uççvçí kçÀçÇ

DççJçM³çkçÀlçç uçiççlççj yçæ{jnçÇ nÌ~

vç³çí cçáÎçW Hçj O³ççvç kçWÀçÆêlç kçÀjvçí kçÀç mçnçÇ

mçcç³ç

çÆkçÀmççÇ YççÇ yççÇcçç kçbÀHçvççÇ kçíÀ çÆuç³çí DççÆOçkçÀ O³ççvç oívçí

³ççíi³ç lççÇvç cçáÎí nÌ, çÆyç¬çÀçÇ cçÓu³ç, yççÇcçç kçÀjçvçç DççÌj

ûççnkçÀçW kçÀçí mçíJçç Òçoçvç kçÀjvçç~ mçHçÀuçlçç kçÀç cçb$ç

MççÇIç´ mçmlçí cçW DççÌj yçínlçj mçíJçç nÌ~ yççÇcçç kçÀjçvçí kçÀçÇ

ÒççÆ¬çÀ³çç DççÆOçkçÀçbMç çÆvçCç&³ççW kçÀç cçMççÇvççÇkçÀjCç kçÀj

mçjuç yçvççF& pçç mçkçÀlççÇ nÌ~ yççÇcçç kçÀjçvçí kçÀçÇ ÒççÆ¬çÀ³çç

cçW cççvçJççÇ³ç yççOçç kçÀjvçí cçW çÆJç<ç³ççÆJçlçlçç cçW kçÀcççÇ nçívçí

kçíÀ mççLç nçÇ yççÇcçç kçÀHçbvççÇ kçíÀ pççíçÆKçcç ÒçyçbOçvç cçW mçáOççj

nçí mçkçÀlçç nÌ~ Fmçmçí pççÇJçvç yççÇcçç J³çJçmçç³ç cçW

Dçl³ççÆOçkçÀ HççÆjJçlç&vç çÆoKççvçí Jççuçç ÒççÆ¬çÀ³çç yççíPç YççÇ

kçÀcç nçí mçkçÀlçç nÌ~

yççÇcçç kçÀjçvçí kçÀçÇ ÒççÆ¬çÀ³çç kçÀçí lçípç kçÀjvçí DççÌj yççÇcçç

Hçç@çÆuççÆmç³ççB pççjçÇ kçÀjvçí kçíÀ mççLç nçÇ Fuçkçwì^ççÆvçkçÀ

DççJçíovç Hç$ç, nmlçç#çj DçççÆo kçÀç GHç³ççíiç yçæ{çvçí kçíÀ

çÆuç³çí kçáÀs Dçv³ç Hç×çÆlç³ççW kçÀç GHç³ççíiç çÆkçÀ³çç pçç

mçkçÀlçç nÌ~ FmçkçíÀ DçuççJçç cçíçÆ[kçÀuç FvHçÀçíjcçxMçvç

y³çÓHççí (ScçDççF&yççÇ) kçÀçÇ YççÇ mçíJçç³çW uççÇ pçç mçkçÀlççÇ

nÌ~ pççí DçHçvççÇ mçíJçç³çW Fbìjvçíì kçÀçÇ JçíyçmççFì Hçj

GHçuçyOç kçÀjçlççÇ nÌ~ MççÇIç´ yççÇcçç kçÀjçvçí kçíÀ çÆuç³çí

GHç³ççíiç cçW uçç³ççÇ pçç jnçÇ SkçÀ Dçv³ç Hç×çÆlç cççíìj

çqJnkçÀuç çÆjkçÀç[& (ScçJççÇDççj) nÌ~ DççOçáçÆvçkçÀ lçkçÀvççÇkçÀçÇ

kçíÀ yççJçpçÓo ³çn GÎíM³ç ìíuççÇHçÀçívç kçíÀ pççÆj³çí yççÇcçç

kçÀjçkçÀj mççO³ç çÆkçÀ³çç pçç mçkçÀlçç nÌ~

kçÀF& yççÇcçç kçbÀHççÆvç³ççB ìíuççÇHçÀçívç kçíÀ pççÆj³çí yççÇcçç

kçÀjçvçí kçÀçÇ Hç×çÆlç DçHçvçç jnçÇ nÌ~ Fmçmçí GvçkçíÀ Kç®ç&

cçW kçÀvççÇ kçíÀ mççLç nçÇ DççJçíovç ÒççÆ¬çÀ³çç MççÇIç´ iççÆlç mçí

HçÓCç& kçÀjvçí DççÌj ûççnkçÀçW kçíÀ mççLç yçÌnlçj mçbyçbOç

mLçççÆHçlç kçÀjvçí cçW cçoo çÆcçuçlççÇ nÌ~ Fmçmçí kçÀçiçpççÇ

omlççJçípççW kçÀç kçÀcç nçívçí kçíÀ DçuççJçç yççnjçÇ #çí$ç cçW

kçÀç³ç& kçÀjvçí Jççuçí kçÀcç&®çççÆj³ççW kçÀçí GlHççoçW kçÀçÇ

DççmççvççÇ mçí çÆyç¬çÀçÇ kçÀjvçí cçW YççÇ cçoo çÆcçuçlççÇ nÌ~

Fmçmçí yççÇcçç kçÀjçvçí kçÀçÇ mçcçÓ®ççÇ ÒççÆ¬çÀ³çç YççÇ HççjoMçça

nçílççÇ nÌ~

ìíuççÇ Dçb[jjçFçÆìbiç

ìíuççÇ Dçb[jjçFçÆìbiç (ìíuççÇHçÀçívç kçíÀ pççÆj³çí yççÇcçç)

mçbkçÀuHçvçç vçyyçí kçíÀ oMçkçÀ kçíÀ ÒççjbYç cçW mççcçvçí

Dçç³ççÇ~ Fmç ÒççÆ¬çÀ³çç kçíÀ lçnlç kçÀç@uç mçWìj kçíÀ Dçç@Hçjíìj

ìíuççÇHçÀçívç kçíÀ pççÆj³çí nçÇ yççÇcçç DççJçíokçÀçW kçíÀ mççLç

yççlç®ççÇlç kçÀjlçí nQ DççÌj çÆ®ççÆkçÀlmçkçÀçÇ³ç omlççJçípççW kçíÀ

yççjí cçW cçnlJçHçÓCç& pççvçkçÀçjçÇ SkçÀçÆ$çlç kçÀjlçí nQ~

Fmçmçí vç kçíÀJçuç Kç®ç& cçW kçÀcççÇ DççlççÇ nÌ yççÆukçÀ mçcç³ç

kçÀçÇ YççÇ yç®çlç nçílççÇ nÌ~ FmççÇ kçÀçjCç ³çn Hç×çÆlç

yççÇcçç kçbÀHççÆvç³ççW kçíÀ çÆuç³çí yç®çlç kçÀjvçí kçíÀ mççLç

DççJçíovçkçÀ mçí lçájblç çÆvçpççÇ mçbHçkç&À mLçççÆHçlç kçÀjvçí kçíÀ

çÆuç³çí ³çn Hç×çÆlç ÒçYççJççÇ nÌ mççLç nçÇ Fmçmçí SHççÇSmç,

pçvçjuç ÒçÌçqkçwìmçvmç çÆjHççíì& DççÌj çÆ®ççÆkçÀlmçkçÀçÇ³ç HçjçÇ#çCç

çÆjHççíì& DçLçJçç jkçwlç pççB®ç kçÀçÇ çÆjHççíì& DçççÆo kçÀçÇ YççÇ

DççJçM³çkçÀlçç vçnçÇ jnlççÇ~ ìíuççÇ Dçb[jjçFçÆìbiç cçW DççJçM³çkçÀlçç

Hçæ[vçí Hçj Skçwmç-jí, F&mççÇpççÇ DççÌj çÆ®ççÆkçÀlmçkçÀçÇ³ç HçjçÇ#çCç

kçÀçí MçççÆcçuç çÆkçÀ³çç pçç mçkçÀlçç nÌ~

³ççÆo yççÇcççkçÀlçç& DççJçíovçkçÀlçç&DççW
cçW mçí GçÆ®çlç uççíiççW kçÀç
®ç³çvç vçnçÇ kçÀjlçç nÌ, lççí
GmçkçÀç çÆJçHçjçÇlç HççÆjCççcç

kçbÀHçvççÇ kçÀçí Yçáiçlçvçç Hçæ[lçç nÌ~
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KççmçlççÌj Hçj çÆkçÀmççÇ DççJçíovç pçcçç
kçÀjvçí DççÌj pççjçÇ kçÀjvçí kçíÀ mçcç³ç kçíÀ

yççÇ®ç DççJçíovçkçÀlçç& kçíÀ mççLç
mçç#ççlkçÀçj kçÀjvçí kçÀç mçcç³ç yç®ç

pççlçç nÌ~

kçÀF& yççÇcçç kçbÀHççÆvç³ççB Hçnuçí mçí nçÇ ³çn Hç×çÆlç

DçHçvççkçÀj GmçkçíÀ mçkçÀçjçlcçkçÀ HççÆjCççcç YççÇ nççÆmçuç

kçÀj ®çákçÀçÇ nÌ~ ³çn SkçÀ mçnçÇ kçÀocç nÌ DççÌj Fmçmçí

mçuççnkçÀçjçW kçÀçí YççÇ YççjçÇ uççYç HçnáB®çlçç nÌ~ Fmçmçí

DççÆYçkçÀlçç&DççW kçÀçí DççJçíokçÀçW mçí GvçkçíÀ çÆ®ççÆkçÀlmçkçÀçÇ³ç

FçÆlçnçmç DççÌj çÆvçpççÇ pççvçkçÀçjçÇ kçíÀ yççjí cçW ÒçMvç HçÓsvçí

kçÀçÇ pçªjlç vçnçÇ jnlççÇ~ vçlççÇpçlçvç GvçkçÀç yççíPç

nukçÀç nçílçç nÌ~ Fmç ÒçkçÀçj Jçn GlHççoçW kçÀçÇ çÆyç¬çÀçÇ

Hçj DççÆOçkçÀ O³ççvç oívçí cçW mçcç³ç kçÀç GHç³ççíiç kçÀj

mçkçÀlçí nQ~ mççLç nçÇ Fmç Hç×çÆlç mçí ûççnkçÀçW kçÀçí YççÇ

uççYç HçnáB®çlçç nÌ~ ³çnçB lçkçÀ kçÀçÇ yççÇcçç kçbÀHççÆvç³ççB YççÇ

içáCçJçÊççHçÓCç& pççvçkçÀçjçÇ nççÆmçuç kçÀj uççYçççqvJçlç nçí

mçkçÀlççÇ nÌ~ DççJçíovç kçíÀ mçnçÇ HççÆj¢M³ç kçÀçÇ pççvçkçÀçjçÇ

nççÆmçuç kçÀjvçí kçíÀ çÆuç³çí DçvçÌçq®skçÀ çÆ®ççÆkçÀlmçkçÀçÇ³ç

ÒçMvç HçÓsí pççlçí nQ~ DççJçíovç kçíÀ yççjí cçW cçnlJçHçÓCç&

pççvçkçÀçjçÇ pçáìçvçí kçíÀ çÆuç³çí çÆvç<Hç#ç lççÇmçjí Hç#ç kçíÀ

J³ççqkçwlç kçíÀ mççLç yççlç®ççÇlç DççÆYçkçÀlçç& DçLçJçç yççÇcççkçÀlçç&

kçíÀ çÆuç³çí cçnlJçHçÓCç& çÆmç× nçí mçkçÀlççÇ nÌ~ FmçcçW

Hçç@çÆuçmççÇ kçíÀ ÒççÆ¬çÀ³çç mçcç³ç cçW yç®çlç cçW YççÇ YççjçÇ yç®çlç

nçílççÇ nÌ~ KççmçlççÌj Hçj çÆkçÀmççÇ DççJçíovç pçcçç kçÀjvçí

DççÌj pççjçÇ kçÀjvçí kçíÀ mçcç³ç kçíÀ yççÇ®ç DççJçíovçkçÀlçç& kçíÀ

mççLç mçç#ççlkçÀçj kçÀjvçí kçÀç mçcç³ç yç®ç pççlçç nÌ~ ³çn

mçç#ççlkçÀçj mçcç³ç 30 mçí 50 ÒççÆlçMçlç lçkçÀ yç®çlçç

nÌ~ kçáÀs uççíiççW kçÀç cççvçvçç nÌ çÆkçÀ Fmç Hç×çÆlç mçí

uçiçYçiç 300 ÒççÆlçMçlç lçkçÀ mçcç³ç kçÀçÇ yç®çlç nçílççÇ

nÌ~

mçcç³ç kçÀçÇ yç®çlç kçíÀ çÆuç³çí kçáÀs DççJçM³çkçÀ

yççlçW

ìíuççÇHçÀçívç Hçj yççÇcçç kçÀjçvçí kçÀçÇ ÒççÆ¬çÀ³çç kçíÀ lçnlç

DççJçíokçÀ kçíÀ mçç#ççlkçÀçj lçyç DççÌj DççÆOçkçÀ ÒçYççJççÇ nçí

mçkçÀlçç nÌ pçyç kçáÀs ÒçMvç çÆvççÆ½çlç {biç mçí HçÓsí pçç³çW~

FmççÇ Hç×çÆlç `çÆ[^uç [çGvç kçwJçí½çvmç' kçíÀ ªHç cçW

mçbyçbçÆOçkçÀ çÆkçÀ³çç pçç mçkçÀlççÇ nÌ~ Fmç ÒçkçÀçj kçíÀ ÒçMvççW

kçÀç GHç³ççíiç Kççmç lççÌj Hçj lçyç çÆkçÀ³çç pççlçç nÌ pçyç

yççÇcç ÒçmlççJç cçW kçÀçíF& SímççÇ çÆmLççÆlç nçílççÇ nÌ pççí yççÇcçç

kçÀjçvçí kçíÀ cççcçuçí Hçj ÒçYççJç [çuçlççÇ nÌ~ Símçí mçcç³ç

Hçj ìíuççÇHçÀçívç Hçj yççÇcçç kçÀjçvçí Jççuçç çÆkçÀmççÇ çÆvççÆ½çlç

çÆmLççÆlç kçíÀ yççjí cçW kçáÀs Dçv³ç mçJççuç HçÓslçç nÌ~

GoçnjCç kçíÀ lççÌj Hçj ³ççÆo yççÇcçç DççHçíÀokçÀ cçOçácçín

mçí HççÇæçÆ[lç nçí lççí yççÇcççkçÀlçç& cçOçácçín mçí mçbyçbçÆOçlç

mçJççuç HçÓs mçkçÀlçç nÌ~ ³çn Hç×çÆlç çÆJçMçí<ç%ç yççÇcççkçÀlçç&DççW

kçÀçí pççÆìuç cççcçuççW Hçj çÆJç®ççj kçÀjvçí kçíÀ çÆuç³çí

mçnç³çkçÀ nçílççÇ nÌ~ GoçnjCç kçíÀ lççÌj Hçj ³ççÆo

DççJçíokçÀ vçí çÆo³çç Jçn cçOçácçín mçí HççÇæçÆ[lç nÌ lççí

ìíuççÇHçÀçívç Hçj HçÓslççs kçÀjvçí Jççuçç cçOçácçín mçbyçbOççÇ

mçcçm³çç mçí pçá[í Dçv³ç mçJççuç HçÓslçç nÌ pççí Dçv³ç

kçÀF& HçnuçáDççW kçÀçí mHçä kçÀjlçí nQ~ Fvç mçJççuççW cçW

çÆvçcvççÆuççÆKçlç MçççÆcçuç jnlçí nQë

� GmçkçÀç çÆvçoçvç kçÀyç çÆkçÀ³çç iç³çç?

� çÆkçÀmç ÒçkçÀçj kçÀç GHç®ççj çÆkçÀ³çç iç³çç?

� kçw³çç cçOçácçín mçí vçpçj DçLçJçç içáox Hçj ÒçYççJç náDçç nÌ?

� kçw³çç cçOçácçín mçí çÆkçÀmççÇ ÒçkçÀçj kçÀçÇ Dçv³ç mçcçm³ççSB nQ?

� çÆHçÀuçnçuç jkçwlç cçW MçkçwkçÀj kçÀçÇ cçç$çç çÆkçÀlçvççÇ nÌ?

� kçw³çç MçkçwkçÀj kçÀçÇ cçç$çç kçÀçÇ pççB®ç kçíÀ çÆuç³çí cçÓ$ç

HçjçÇ#çCç çÆvç³ççÆcçlç ªHç mçí çÆkçÀ³çç pççlçç nÌ? ³ççÆo

nçB, lççí kçw³çç GmçkçÀçÇ çÆjHççíì& DççcçlççÌj Hçj mçkçÀçjçlcçkçÀ

³çç çÆHçÀj vçkçÀçjçlcçkçÀ jnlççÇ nÌ?

� jkçwlç cçW MçkçwkçÀj kçÀçÇ cçç$çç kçíÀ çÆvç³çb$çCç kçíÀ yççjí

cçW çÆ®ççÆkçÀlmçkçÀ kçÀçÇ kçw³çç jç³ç nÌ?

DçççÆo

³çn mçJççuç pççíçÆKçcç cçÓu³ççbkçÀvç kçíÀ cçÓuççOççj nçílçí nQ,

FvçkçÀç uç#³ç JççmlççÆJçkçÀlçç kçÀçí mHçä kçÀjvçç nçílçç nÌ~

Fvçmçí yççÇcççkçÀlçç& kçÀçí Dçv³ç DççJçM³çkçÀlççDççW kçíÀ çÆyçvçç

yççÇcçç kçÀjçvçí DçLçJçç þákçÀjçvçí mçbyçbOççÇ çÆvçCç&³ç uçívçí cçW

mçáçÆJçOçç nçílççÇ nÌ~ Flçvçç nçÇ vçnçÇ çÆJçMçí<ç%ç yççÇcççkçÀlçç&

kçÀçí ÒçMvç mçÓ®ççÇ lçÌ³ççj kçÀjvçí cçW YççÇ mçáçÆJçOçç nçílççÇ nÌ~

³çLçç mçbYçJç ÒçMvççW kçíÀ cççO³çcç mçí pççíçÆKçcç kçíÀ çÆuç³çí

DççJçM³çkçÀ pççvçkçÀçjçÇ pçáìçvçç nçÇ Fvç ÒçMvççW kçÀç

uç#³ç nçílçç nÌ~ DççÌj yçínlçj mçJççuç mçáj#çç ³ççíi³ç

pççvçkçÀçjçÇ pçáìçvçí kçíÀ çÆuç³çí cçnlJçHçÓCç& nçílçí nQ~

ìíuççÇ Dçb[jjçFçÆìbiç kçíÀ uççYç

Fmç ÒççÆ¬çÀ³çç cçW DççJçíokçÀçW, DççÆYçkçÀlçç&DççW lçLçç yççÇcçç

kçbÀHçvççÇ mççÆnlç mçYççÇ mçnYçççÆiç³ççW kçíÀ çÆuç³çí Dçmçjoçj

çÆmç× náF& nÌ~ Fmç Hç×çÆlç kçíÀ uççYç çÆvçcvççÆuççÆKçlç

nQ-

DççJçíokçÀ

� DççJçíokçÀ kçÀçí DçHçvççÇ mçbJçíovçMççÇuç çÆ®ççÆkçÀlmçkçÀçÇ³ç

pççvçkçÀçjçÇ mçuççnkçÀçj kçÀçí oívçí kçÀçÇ DççJçM³çkçÀlçç

vçnçÇ nçílççÇ~ ÒççÆMççÆ#çlç J³çJçmçç³ççÇ mçbYçççÆJçlç mçJççuç

HçÀçívç Hçj nçÇ HçÓslçç nÌ~

� HççjbHççÆjkçÀ yççÇcçç ÒççÆ¬çÀ³çç kçÀçÇ lçáuçvçç cçW DççOçí mçí YççÇ

kçÀcç mçcç³ç cçW yççÇcçç mçáj#çç nççÆmçuç kçÀçÇ pçç

mçkçÀlççÇ nÌ~

� ³çn SkçÀ nçÇ mçcç³ç cçW HçÓCç& nçívçí JççuççÇ ÒççÆ¬çÀ³çç

nÌ DççÌj FmççÇçÆuç³çí DççJçíovç kçÀjvçí kçíÀ çÆuç³çí

kçÀçHçÀçÇ Dççmççvç nÌ~ DççJçíokçÀ mçí mçbHçÓCç& pççvçkçÀçjçÇ

cçç$ç SkçÀ HçÀçívç kçÀç@uç W nçÇ ÒççHlç kçÀçÇ pçç mçkçÀlççÇ

nÌ~ ³çn kçÀF& yççj mçbHçkç&À kçÀj uçbyçí mçcç³ç cçW HçÓCç&

nçívçí JççuççÇ ÒççÆ¬çÀ³çç vçnçÇ nÌ~

DççÆYçkçÀlçç& / mçuççnkçÀçj

� HççjcHççÆjkçÀ yççÇcçç ÒççÆ¬çÀ³çç kçÀçÇ lçáuçvçç cçW ìíuççÇ

Dçb[jjçFçÆìbiç kçíÀ pççÆj³çí çÆkçÀ³çí pççvçí Jççuçí yççÇcçç

cççcçuççW kçÀçÇ mçbK³çç DççÆOçkçÀ nÌ~

� GHçjçíkçwlç yçæ{lç mçí mçuççnkçÀçjçW kçíÀ kçÀcççÇMçvç cçW

YççjçÇ Jç=çÆ× oíKçvçí kçÀçí çÆcçuççÇ nÌ, pççí yççnjçÇ #çí$ç

cçW kçÀç³ç& kçÀjvçí Jççuçí mçYççÇ kçÀcç&®çççÆj³ççW kçíÀ

Òççílmççnvç kçíÀ çÆuçnçpç mçí cçnlJçHçÓCç& nÌ~
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³çn mçcç³ç HçájçvççÇ Hç×çÆlç³ççW kçÀçí
kçÀçímçvçí kçÀç vçnçÇ yççÆukçÀ Dçv³ç

çÆJçÊççÇ³ç mçíJççb kçíÀ #çí$ççW kçÀç mçn³ççíiç
uçívçí kçíÀ mççLç nçÇ vççÇçÆlç ÒççÆ¬çÀ³çç SJçB
çÆyç¬çÀçÇ ÒççÆ¬çÀ³çç kçÀçí lçípç kçÀjvçí kçÀç nÌ~

� mçcçÓ®ççÇ ÒççÆ¬çÀ³çç lçípççÇ mçí HçÓCç& nçívçí kçíÀ kçÀçjCç

kçÀcççÇMçvç kçÀçÇ jççÆMç YççÇ DçuHççJççÆOç cçW ÒççHlç nçí

pççlççÇ nÌ~

� DççÆYçkçÀlçç&DççW kçíÀ yçnácçáu³ç mçcç³ç kçÀçÇ yç®çlç nçílççÇ

nÌ, kçw³ççWçÆkçÀ çÆyç¬çÀçÇ mçbyçbOççÇ kçÀçiçpççÇ omlççJçípççW kçÀçÇ

ÒççÆ¬çÀ³çç HççjcHççÆjkçÀ Hç×çÆlç kçÀçÇ lçáuçvçç cçW kçÀçHçÀçÇ

DçuHç nçílççÇ nÌ~

yççÇcçç kçbÀHçvççÇ

� ìíuççÇHçÀçívç kçíÀ pççÆj³çí yççlç®ççÇlç kçÀj çÆ®ççÆkçÀmlççmç

FçÆlçnçmç kçíÀ yççjí cçW cçnlJçHçÓCç& pççvçkçÀçjçÇ nççÆmçuç

kçÀjvçí mçí çÆ®ççÆkçÀlmçkçÀ kçíÀ omlççJçípç lçÌ³ççj kçÀjvçí mçí

mçcç³ç kçÀçÇ yç®çlç nçílççÇ nÌ~ ³çn mçbHçÓCç& pççvçkçÀçjçÇ

kçÀçHçÀçÇ kçÀcç Kç®ç& cçW mçájçÆ#çlç jKççÇ pçç mçkçÀlççÇ nÌ~

� yççÇcçç Hçç@çÆuççÆmç³ççW kçÀçÇ mçbK³çç DççÆOçkçÀ nçívçí kçíÀ

kçÀçjCç jçpçmJç cçW YççÇ yçæ{çílçjçÇ nçílççÇ nÌ~

� yçínlçj pççvçkçÀçjçÇ DççÌj jnm³ççíodIççìvç kçÀçÇ mçbYççJçvçç

kçÀcç nçívçí mçí oçJççW kçÀçí yçínlçj çÆvçHçìçjí kçÀç

DçvçáYçJç nçílçç nÌ~

� DççÆOçkçÀçbMç yççÇcççkçÀlçç& mçcçáçÆ®çlç ªHç mçí lçÌ³ççj kçÀçÇ

içF& Hç×çÆlç kçÀç Òç³ççíiç kçÀj DçHçÓCç& DççJçíovççW kçíÀ

kçÀçjCç mçcç³ç kçÀçÇ nçívçíJççuççÇ yçyçç&oçÇ jçíkçÀ mçkçÀlçí nQ~

� yççÇcççkçÀlçç& v³çÓvçlçcç yççOççDççW kçíÀ mççLç lçípççÇ mçí

SJçB ÒçYççJççÇ yççÇcçç ÒççÆ¬çÀ³çç kçÀç DçvçáYçJç kçÀj

mçkçÀlçç nÌ~

ouççuççW DççÌj mçuççnkçÀçjçW vçí Fmç Hç×çÆlç kçÀçí KçáuçkçÀj

DçHçvçç³çç nÌ~ uçíçÆkçÀvç Hçávç&yççÇcççkçÀlçç&DççW kçíÀ yççjí cçW kçw³çç

nÌ- Jçí Fmçí kçÌÀmçí DçHçvçç mçkçÀlçç nÌ- kçw³çç Jçí FmçkçÀçÇ

ÒçYççJçMççÇuçlçç kçÀç cçákçÀçyçuçç kçÀj mçkçÀlçí nQ- Dççcç

yççÇcççkçÀlçç& kçÀçÇ lçjn Hçávç&yççÇcççkçÀlçç& YççÇ pççíçÆKçcç mçbyçbOççÇ

yçínlçj pççvçkçÀçjçÇ kçÀçÇ ³ççíi³çlçç jKçlçç nÌ~ ìíuççÇHçÀçívç

kçíÀ pççÆj³çí kçÀçÇ pççvçí JççuççÇ yççlç®ççÇlç çÆkçÀmççÇ Scç[çÇ kçÀçÇ

çÆjHççíì& mçí DççÆOçkçÀ cçnlJçHçÓCç& nçílççÇ nÌ~ Yçuçí nçÇ ìíuççÇ

Dçb[jjçFçÆìbiç kçíÀ G®®ç MçáªDççlççÇ MçáukçÀ lçLçç kçÀcç&®çççÆj³ççW

kçíÀ ÒççÆMç#çCç Hçj nçívçí Jççuçí Kç®ç& pçÌmçí kçáÀs oçí<ç nQ,

uçíçÆkçÀvç FmçkçíÀ kçÀF& HçÀç³çoí YççÇ nQ~ FmççÇ kçÀçjCç kçÀF&

HçávçyççacççkçÀlçç& YççÇ Fmç Hç×çÆlç kçÀçí DçHçvçç jní nQ~

DççGìmççímç& çÆkçÀ³çç pçç³çí DçLçJçç vçnçÇ

mçyçmçí cçnlJçHçÓCç& mçJççuç ³çn nÌ çÆkçÀ ìíuççÇHçÀçívç kçíÀ

pççÆj³çí yççÇcçç kçÀjçvçí kçíÀ çÆuç³çí ncççjçÇ Hç×çÆlç çÆkçÀmç

ÒçkçÀçj kçÀçÇ nçívççÇ ®çççÆn³çí~ kçw³çç FmçkçíÀ çÆuç³çí yççnjçÇ

mçíJçç³çW uççÇ pççvççÇ ®çççÆn³çí DçLçJçç yççÇcçç kçbÀHçvççÇ kçíÀ

kçÀcç&®çççÆj³ççW kçíÀ pççÆj³çí nçÇ Fmçí HçÓCç& çÆkçÀ³çç pççvçç

®çççÆn³çí~ kçw³çç FmçkçíÀ çÆuç³çí cççÆnuççDççW kçÀçÇ cçOçáj

DççJççpç kçÀç GHç³ççíiç çÆkçÀ³çç pçç³çí~ ®ççní pççí Hç×çÆlç

DçHçvççF& pçç³çí, ìíuççÇHçÀçívç Hçj HçÓslççs kçíÀ çÆuç³çí

mçJççxkç=Àlç J³çJçmLçç kçÀçÇ mLççHçvçç kçÀjvçí kçÀçÇ DççJçM³çkçÀlçç

kçÀçí Pçáþuçç³çç vçnçÇ pçç mçkçÀlçç~

pççÇJçvç DççÌj mJççmL³ç yççÇcçç kçíÀ yççjí cçW kçÀ[ç mçl³ç ³çn

nÌ çÆkçÀ oçívççW lçjn kçíÀ yççÇcççkçÀlçç&DççW kçÀçí yççÇcçç kçÀjçvçí

Jççuçí yçínlçj {biç mçí ÒççÆMççÆ#çlç SJçB DçvçáYçJççÇ uççíiççW

kçÀçÇ kçÀcççÇ cçnmçÓmç nçílççÇ nÌ~ DççGìmççíçÆmç¥iç DççÌj

kçÀç³çç&uç³ç kçíÀ YççÇlçj kçÀcç&®çççÆj³ççW kçÀçÇ mçíJçç³çW cçW uççYç

DççÌj vçákçÀmççvç kçÀçÇ mçcççvç mçbYççJçvçç yçvççÇ jnlççÇ nÌ~

kçÀç³çç&uç³ç kçíÀ YççÇlçj kçÀcç&®çççÆj³ççW kçÀçÇ mçíJçç³çí buçívçí cçW

yççÇcççkçÀlçç& kçbÀHçvççÇ kçÀçí mçblçáçÆä lççí çÆcçuç mçkçÀlççÇ nÌ

uçíçÆkçÀvç FmçkçÀç oá<HççÆjCççcç DççÆOçkçÀ Kç®ç&, kçÀcç&®çççÆj³ççW

kçíÀ çÆuç³çí ÒççÆMç#çCç ÒçyçbOç DççÌj DççÆOçkçÀ pççíçÆKçcç pçÌmçí

Kçlçjí YççÇ Gþçvçí Hçæ[lçí nQ~ DççGìmççíçÆmç¥iç cçW Fvç

KçlçjçW mçí çÆvçpççlç lççí HççF& pçç mçkçÀlççÇ nÌ, uçíçÆkçÀvç

yçínlçj uççYç kçíÀ çÆuç³çí mçcçáçÆ®çlç J³çJçmLçç kçÀjvçç

DççÆvçJçç³ç& nçílçç nÌ~ Símçç kçÀjvçí Hçj yççnjçÇ DççHçÓçÆlç&kçÀlçç&DççW,

çÆvç³çb$çCç cççcçuççW lçLçç ÒçoMç&vç mçbyçbOççÇ çÆvççÆ½çlç nçÇ

mçkçÀçjçlcçkçÀ HççÆjCççcç çÆcçuç mçkçÀlçí nQ~ oçívççW Hç×çÆlç³ççW

cçW çÆvç³ççípçvç DççÌj DçcçuççJçjçÇ çÆkçÀ içáCçJçÊçç Kççmç

cçç³çvçí jKçlççÇ nÌ~

ÒççÆlçYççJççvç DçvçáYçJççÇ uççíiççW kçÀçÇ mçíJçç³çW uçívçç YççÇ mçbYçJç nçí

iç³çç nÌ DççÌj çÆJçéçYçj cçW kçÀnçÇb YççÇ DççJçíokçÀçW mçí ìíuççÇHçÀçívç

kçíÀ pççÆj³çí yççlç®ççÇlç kçÀjvçç Dççmççvç nçí iç³ççÇ nÌ~

HçLç çÆvçkçÀì nÌ

20JççÇ. mçoçÇ cçW pççí YççÇ Dçç®çjCç çÆkçÀ³çç iç³çç, GmçkçÀçÇ

lçáuçvçç cçW 20JççR mçoçÇ kçíÀ çÆuç³çí çÆYçVç çÆJç®ççjçW kçÀçÇ

DççJçM³çkçÀlçç nÌ~ ³çn çÆvççÆ½çlç nçÇ Dçç½ç³ç&pçvçkçÀ nÌ

çÆkçÀ Jçlç&cççvç ³çáiç cçW çÆj³çuç ìçFcç ûççmç mçíìcçuçcçWì,

mìíì LçÓ́ ÒççímçíçÆmçbiç mççíu³çÓMçvç DççÌj SvççÇ ìçFcç SvççÇ

Jníj yçQçÆjiç DçççÆo kçíÀ yççÇ®ç yççÇcçç ÒççÆ¬çÀ³çç mJçlçb$ç ªHç

mçí IççWIçí kçÀçÇ ®ççuç mçí Dççiçí yçæ{jnçÇ nÌ<ç

³çn mçcç³ç HçájçvççÇ Hç×çÆlç³ççW kçÀçí kçÀçímçvçí kçÀç vçnçÇ

yççÆukçÀ Dçv³ç çÆJçÊççÇ³ç mçíJççb kçíÀ #çí$ççW kçÀç mçn³ççíiç uçívçí

kçíÀ mççLç nçÇ vççÇçÆlç ÒççÆ¬çÀ³çç SJçB çÆyç¬çÀçÇ ÒççÆ¬çÀ³çç kçÀçí lçípç

kçÀjvçí kçÀç nÌ~ çÆJçÊççÇ³ç mçíJçç #çí$ç cçW ªHççblçjCç SJçB

yçQçÆkçbÀiç, yççÇcçç lçLçç pçcçç mçíJççDççW kçÀçí SkçÀ oÓmçjí kçíÀ

mççLç pççíæ[ç pççvçç ®çççÆn³çí~ ìíuççÇ Dçb[jjçFçÆìbiç yççíçÆPçuç

kçÀçiçpççÇ omlççJçípççW kçíÀ kçÀçcçkçÀçpç mçí sáìkçÀçjç çÆouççkçÀj

Fmçí mçHçÀuç yçvççvçí cçW cçoo kçÀjlççÇ nÌ~

³çn yççlç GlçvççÇ nçÇ mç®ç nÌ çÆkçÀ HççjcHççÆjkçÀ yççÇcçç

Hç×çÆlç HçÀçívç kçíÀ pççÆj³çí yççÇcçç kçÀjçvçç DççÌj Jçlç&cççvç

mçcç³ç kçÀç yççÇcçç~ Dçyç ncç yççÇcçç GÐççíiç kçíÀ FçÆlçnçmç

cçW SkçÀ vç³çç DçO³çç³ç pçá[vçí kçÀçÇ Dççíj oíKç jní nQ~

uçíKçkçÀ DççF&mççÇSHçÀSDççF& çÆJçéççÆJçÐççuç³ç kçíÀ mçnç³çkçÀ

[çÇvç lçLçç FbM³ççíjWmç ¬çÀçíçÆvçkçÀuç kçíÀ HçjçcçMç&oçlçç

mçbHççokçÀ nQ~

- ** *-
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STATISTICS - NON-LIFE INSURANCE

September Growth is a remarkable 25.8 percent.

G. V. Rao

PREMIUM 2006-07 PREMIUM 2005-06 GROWTH OVER THE
INSURER FOR THE UP  TO THE FOR THE UP  TO THE CORRESPONDING  PERIOD

MONTH MONTH MONTH MONTH OF PREVIOUS YEAR

(Rs.in lakhs)

GROSS PREMIUM UNDERWRITTEN FOR  AND UP TO THE  MONTH  OF SEPTEMBER,  2006

he non-life industry has
completed a premium income of

Rs.1949 crore in September 2006.
The monthly premium has grown by
Rs.400 crore over September 2005.This
has pushed up the monthly growth rate
to a remarkable 25.8 percent. The new
players have added an accretion of
Rs.305 crore, and the established
players Rs.95 crore to the total accretion
of Rs.400 crore.

While all the new players together have
contributed Rs.706 crore to the total

monthly premium of Rs.1949 crore, the
four established players have added
Rs.1243 crore. Among the players that
have shaped the premium accretion of
Rs.400 crore in September 2006 are:
ICICI-Lombard with Rs.123 crore,
Reliance with Rs.94 crore, United India
with Rs.52 crore, Bajaj-Allianz with Rs.44
crore and Oriental with Rs.39 crore.
These five insurers together have
recorded Rs.352 crore accretion.

The market share of the new players
continues to stay above 35 percent each

month in the current fiscal: an
improvement of 10 percent over last year.
ICICI-Lombard with a premium
completion of Rs.241 crore in
September 2006 leads the new player
league, with Bajaj-Allianz coming in next
with Rs.133 crore, followed by Reliance
with Rs.104 crore.

The established players have a growth
rate of 8.3 percent, an improvement over
the one in August 2006 of 5.9 percent.
United India with an accretion of Rs.52
crore and Oriental with Rs.39 crore are

Report Card: GENERAL

T

Royal Sundaram 4,401.50 28,912.78 3,493.57 22,513.57 28.42

Tata-AIG 5,708.41 40,057.33 3,966.31 29,296.67 36.73

Reliance General 10,400.25 37,753.80 1,000.01 7,609.83 396.12

IFFCO-Tokio 8,565.55 65,651.59 7,768.52 42,806.09 53.37

ICICI-lombard 24,064.54 152,516.97 11,836.39 82,291.22 85.34

Bajaj Allianz 13,267.69 84,624.47 8,902.80 62,766.49 34.82

HDFC CHUBB 1,475.76 9,127.39 1,513.59 9,279.27 -1.64

Cholamandalam 2,604.35 15,412.40 1,578.47 12,286.60 25.44

New India 35,404.00 244,725.00 36,063.00 222,521.00 9.98

National 29,014.00 183,245.00 27,886.00 177,519.00 3.23

United India 29,128.00 178,010.00 23,890.00 162,789.00 9.35

Oriental 30,811.00 197,739.00 26,858.00 176,236.00 12.20

SPECIALISED INSTITUTIONS:

ECGC 5,472.22 29,302.44 5,466.27 27,407.71 6.91

Star Health & Allied

Insurance 124.45 214.00 0.00 0.00
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STATISTICS - NON-LIFE INSURANCE

the two with major contributions to the
accretion of Rs.95 crore.

With the new players playing a
significantly more dominant role, in the
current fiscal, in terms of expanding
premium income; it is expected that the
non-life industry would continue to grow
at the current rates of 20 percent plus,
till the market comes under a price-
negotiating regime in respect of all
portfolios. The industry never had it so
good, as now, with premium incomes
growing so fast.

Performance up to September 2006:

End of September 2006 coincides with
the closure of the first half of the current
fiscal. The non-life industry has
completed a premium generation of
Rs.12,376 crore at the end of
September 2006, an increase of
Rs.2297 crore at a growth rate of 22.8
percent.  The established players have
completed a premium generation of
Rs.8038 crore and the new players
Rs.4338 crore. Their respective
contributions to the total accretion of
Rs.2297 crore up to end of September
2006 are: Rs.648 crore and Rs.1649
crore.

The players that have significantly
added to the accretion of Rs.2297 crore
for the first-half of the fiscal are: ICICI-
Lombard with Rs.702 crore, Reliance
with Rs.301 crore, IFFCO-Tokio with
Rs.238 crore, New India with Rs.222
crore and Bajaj-Allianz with Rs.218
crore. These five players together have
added Rs.1680 crore to the market
growth.

The wide disparity in the quantum
premium increases of each player is
perhaps indicative of the premium
growth strategies of each before
detariffing of rates sets in. The hunger
for relentless market expansion by all
the players is something that is a
significant and a definite gain of
liberalizing the insurance market.

The market share of the new players is
currently 35 percent up from 26.6
percent last year.

All-round growth:
The published figures of the numbers,
for the first-quarter, portfolio-wise show
that the principal market drivers of
premium income cannot be easily

The author is retired CMD, The Oriental
Insurance Company Ltd. He may be
contacted at gvrao70@gmail.com

singled out. This indeed is a welcome
development.

Out of a total market increase in premium
of Rs.1250 crore, for the first quarter of
2006/07, the Fire business grew by
Rs.265 crore, Marine by Rs.88 crore,
Engineering by Rs.84 crore, Motor by
Rs.390 crore; and Health by Rs.260 crore.

A comment on the health segment:

For the highest growth rate, however, the
health insurance business tops at 45
percent, for the first quarter of 2006/07,
overshadowing the growth rates of all
other portfolios. The published figures
of a couple of leading players for medi-
claim policies, for 2005/06, incidentally
show that the frequency of claims
reporting is less than 4 percent of the
total number of lives covered that are a
few lakhs.

It is indeed remarkable that 96 percent
of the lives covered only pay premiums,
without reporting any claims at all. But it
is this section of 4 percent of claimants
that is highjacking the claims ratio of
insurers in excess of 100 percent of the
total health premium collection by the
insurer.

This disclosure in the financial
statements by insurers themselves
needs a more thorough analysis by them
of the claims incidence in the health
segment. Since the frequency of claims
reporting is a low 4 percent, can these
claims reported be better controlled and

managed to contain or reduce the
premium levels to the other segment of
96 percent of the premium-paying
insured that do not report claims? It is a
challenge and an opportunity for
reducing losses and perhaps reducing
the current premium levels for the vast
96 percent in this fast-growing segment.

This point is made to alert the insurers
that a portfolio like the health, that is the
fastest growing one, needs a more
detailed analysis of claims' occurrences,
their reporting and settlement; and
whether these claimants are mostly from
urban or semi-urban or small towns; and
if the claims ratios have worsened due
to these claimants having preferred
taking treatments in expensive hospitals
in metros.

If this health insurance segment,
considering its importance to the growth
portfolios, were organized in a way that
there are more uninsured entrants into
this segment, at economic rates to both,
the industry growth rates would perhaps
rise even higher.

- ** *-
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STATISTICS - INVESTMENTS

31-Mar-05 31-Mar-06 31-Mar-05 31-Mar-06 31-Mar-05 31-Mar-06

GIC OF INDIA 2,744 2,789 3,849 3,973 927 1,012

NEW INDIA 2,398 2,826 3,658 4,166 495 617

NATIONAL 1,083 1,346 1,596 1,942 385 486

UNITED INDIA 1,585 1,654 2,645 2,856 321 392

ORIENTAL INSURANCE CO 1,395 1,692 1,977 2,214 308 280

PUBLIC SECTOR (A) 9,205 10,307 13,725 15,151 2,435 2,787

RELIANCE 97 75 97 75 13 15

ROYAL SUNDARAM 89 132 99 147 36 45

IFFCO TOKIO 128 245 128 245 21 41

TATA AIG GENERAL 207 198 207 238 26 41

BAJAJ ALLIANZ 257 294 257 294 55 74

ICICI LOMBARD 160 210 227 382 30 64

CHOLAMANDALAM 140 133 140 133 16 26

HDFC CHUBB 80 75 80 75 15 15

PRIVATE SECTOR (B) 1,158 1,364 1,235 1,590 212 320

 TOTAL (A+B) 10,362 11,670 14,960 16,740 2,647 3,107

NAME OF THE INSURER CENTRAL
GOVT SECURITIES

STATE GOVT SECURITIES
AND OTHER APPROVED
SECURITIES INCLUDING

CENTRAL GOVT SECURITIES

LOANS TO HOUSING &
FIRE FIGHTING

EQUIPMENTS

NON-LIFE INSURERS INVESTMENT STATISTICS FOR THE PERIOD ENDED MARCH 2005 AND MARCH 2006

Investment Statistics of General Insurers
- End March 2006

Note: 1) Investments of Agricultural Insurance Corporation of India have not been included
2) The above figures are based on Provisional Returns filed with IRDA.

‘As operating incomes of insurers are under squeeze, their ability to manage their funds to generate

higher investment incomes has become a major challenge’ mentions G.V. Rao.

he manner in which the
investments of the total assets of

the General Insurers should be deployed
is prescribed under Regulation 4 of the
IRDA (Investment) Regulations, 2000.

Regulatory prescription:
It details that not less than 30 percent of
the total assets should be invested in
State and Central Government Securities
and other Guaranteed Securities;
Housing, and Loans to State Government
for housing and fire fighting equipment
investments to be not less than 5 percent
of the total assets. Investments, in
specified approved investments in
infrastructure and social sectors should
be not less than 10 percent. Other
approved market investments, subject to
exposure norms prescribed, should not
be more than 55 percent.

The General Insurers, including the
General Insurance Corporation of India

(GIC), had total assets at the end of
March 2006 of Rs.42,332 crore, up from
Rs.37,412 crore last year. The increase
in the total assets in the financial year
2005/06 was Rs.4920 crore. The total
assets grew by 13.2 percent.

Dominant role of GIC:
The GIC, with about Rs.12,530 crore of
total assets, forming about 30 percent of
the total assets of the non-life industry of
Rs 42,332 crore, leads the industry on
this aspect. The four established players
had total assets of Rs.25,990 crore at
the end of 2005/06, up from Rs.23,977
crore in the previous year. The increase
in their total assets was Rs.2,013 crore.
The eight new players that had total
assets of Rs.3,813 crore at the end of
2005/06 have recorded an increase in
their total assets by Rs.1,258 crore
during the year.

Percentage Shares of total
assets:

The investments of all the non-life
insurers grew by Rs 4,920 crores in
2005/06 to Rs.42,332 crore. The total
assets that were deployed by the
industry in the Govt. securities was to
the extent of 40 percent (against the
minimum of 30 percent); in the housing
and loan sector to the State Govts, it was
about 7 percent (against the minimum
of 5 percent); in the infrastructure and
social sectors, the invested assets
formed about 12 percent (against the
minimum of 10 percent); and in the
market and other approved securities, it
was about 41 percent (against the
stipulation that it should not be more
than 55 percent). This was also the
broad pattern of investments in 2004/05.

T
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31-Mar-05 31-Mar-06 31-Mar-05 31-Mar-06 31-Mar-05 31-Mar-06 31-Mar-05 31-Mar-06

1,199 1,275 4,905 6,269 1,456 1,584 10,880 12,530

1,050 1,206 3,201 3,415 771 611 8,404 9,404

600 720 1,725 1,537 460 410 4,306 4,685

691 685 2,553 2,720 706 734 6,211 6,652

460 527 2,312 2,228 540 592 5,056 5,249

4,001 4,413 14,695 16,169 3,932 3,930 34,857 38,520

26 30 57 99 12 35 193 219

67 110 70 79 17 14 271 381

45 77 117 245 0 0 310 607

41 60 38 94 1 3 312 433

78 87 223 342 35 26 613 797

79 136 133 377 11 49 469 959

27 41 16 16 10 5 198 216

26 26 55 70 6 16 177 187

387 567 709 1,323 92 148 2,542 3,799

4,388 4,980 15,404 17,492 4,024 4,079 37,399 42,319

INFRASTRUCTURE  &
 SOCIAL SECTOR

INVESTMENT SUBJECT TO
EXPOSURE

NORMS (INCL. OTAI)
 TOTAL INVESTMENTS

The author is retired CMD, The Oriental
Insurance Company Ltd. He may be
contacted at gvrao70@gmail.com

OTHER THAN APPROVED
INVESTMENTS (OTAI)

 (Rs. Crores)

Why were insurers, except
GIC, hesitant to invest in open
market?
The hesitancy of insurers to invest in
'market and other approved securities'-
at a time, when the Indian stock market
was on the rise, during the whole year
2005/06-a percentage amount less than
that permitted by the regulations, could
be ascribed to many factors. Investment
and management of funds needs
expertise, skill and a deep knowledge of
market sentiment and a sixth sense of
discerning the future market behaviour.
The regulations are also strict in not
permitting the insurers to outsource the
function of fund management. While
expert investment advice could be sought,
the decision- making of insurers is to be
made according to the decisions of the
investment committee of the Board, and
in accordance with a prior approved plan
of investment policy and its annual plan.

Need to make more out of
assets for income generation:
As operating incomes of insurers are
under squeeze, their ability to manage
their funds to generate higher investment
incomes has become a major challenge.
Till date, the financial statements do not
specifically indicate if this market
investment expertise required is being
developed internally.  But the size of
annual investment income earnings of
all insurers is on the rise. It is hoped that
there is a specific plan to harness the

investment expertise to the best
advantage of the insurers themselves.
Seeking specialist external investment
advice limits it to acting on the advice so
given; but it does not ensure growing the
expertise within. This is an issue that
insurers and others have to discuss to
develop a plan to harness the full
potential of a growing stock market.

It is interesting to observe that while the
four established players had an increase
of Rs.2,013 crore in their total assets of
over Rs.23,977 crore during 2005/06; the
new players have registered an increase
of Rs.1,268 crore on the base total
assets of Rs.2555 crore in the previous
year. That is remarkable.

Differing strategies of
established players:
All the four established players have over
42 percent of their total assets invested
in Govt. securities. New India and
National have 36 percent and 33 percent
in market securities. United India and
Oriental have more than 40 percent in
market securities. The GIC has 50
percent of its assets in market securities
and 32 percent on Govt. securities.

A few new players have 40 percent of
their total assets invested in market
securities. The investment strategies of
each insurer from within the segment to
which they belong seem to vary. The
stability of earnings, at a time when
competition is fierce, would swing more

and more on how funds are invested and
how investment incomes are generated.

Future opportunities:
With detariffing of the market likely to
happen soon, fund management by
insurers would become a specialist
portfolio of even greater importance. It is
hoped that, from a long-term point of
view; insurers would recognize this
source, as the more important one to
generate future incomes that would
compensate significantly for the likely rise
in the operating losses. Insurers need
to develop and harmonize their
underwriting skills in a detariffed
scenario, with the expert knowledge and
expertise to be acquired to play the
game-- as investors of funds, their own
and that of their policyholders--as
sophisticated market investors and
insurance service providers.

The opportunity for insurers to measure
up to these twin challenges of
developing two sources of income,
operating and investment; would have
an important effect on their corporate
performances. Hopefully, the benefits
would also accrue to the consumers in
the form of lower premium rates.

--** *--
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Spread the Word . . .
The above advertisement is issued by IRDA in the public interest.

Those wishing to publish it for spreading consumer awareness of insurance

may use this artwork for reproduction.
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20 Nov - 21 Nov 2006

Venue: Pune

Seminar on Incidence Response Management

By NIA Pune

20 Nov - 21 Nov 2006

Venue: Kuala Lumpur

Risk Management Conference

By Asian Strategy and Leadership Institute

20 Nov - 21 Nov 2006

Venue: Shanghai

4th Asian Conference on Claims Management

By Asia Insurance Review, Singapore

20 Nov - 25 Nov 2006

Venue: Pune

Advanced Program on Claims Management

By NIA Pune

22 Nov - 23 Nov 2006

Venue: Kuala Lumpur

International Convention on Takaful & Retakaful

By Malayasian Takaful Association

22 Nov - 25 Nov 2006

Venue: Pune

Program on Cyber Liability

By NIA Pune

23 Nov - 24 Nov 2006

Venue: Shanghai

3rd Asian Conference on Pensions &

Retirement Planning

By Asia Insurance Review, Singapore

04 Dec - 05 Dec 2006

Venue: Pune

Seminar on 'Underwriting the Future

with Past Experience'

By NIA Pune

11 Dec - 16 Dec 2006

Venue: Pune

Service Differentiation & Relationship

Management

By NIA Pune

18 Dec - 23 Dec 2006

Venue: Pune

Lateral Thinking & Decision Making

By NIA Pune

I --
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- Mr. C.S. Rao, Chairman,

Insurance Regulatory & Development Authority (India).

“ Insurance cannot be carried on properly without the appropriate rating and underwriting

skills; or the statistical base that is really the core for product pricing.

“

VIEW POINT

- Alessandro Iuppa, President,

National Association of Insurance Commissioners (NAIC).

“An effective regulator must keep up with the increasingly rapid pace of the integration

of global economies and financial markets. To sustain economic growth and promote

open markets, supervisors must require a sound, strong and efficient regulatory

framework.

“

- Mr Timour Boudkeev, Vice-President,

Moody's International Rating Agency.

“ As the payoff from an insurance policy is dependent on occurrence of uncertain events

in the future, the amount of compensation has no predictable relationship with the

insurance premium, which disqualifies conventional insurance as an acceptable

financial product under Islamic law.

“

- Mr. C.S. Rao, Chairman,

Insurance Regulatory & Development Authority (India).

“Wherever there is a perception that the current pricing provides substantial profits, the

forces of competition will bring the premium down. However, to expect premiums to

crash will not be reasonable.

“

- Mr Li Kemu, Vice Chairman,

CIRC.

“China Insurance Regulatory Commission (CIRC) will work with the State Administration

of Foreign Exchange (SAFE) to develop new rules for insurance companies conducting

offshore investments in order to increase the number of investment vehicles for

insurance funds.

“

- Mr Lee Chuan Teck, Executive Director,

Monetary Authority of Singapore.

“ Public lenders and insurers will have to design their programs, not just to meet funding

gaps, but also to catalyze and facilitate private sector participation in infrastructure

development.

“

◄ ► 


