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A Word with You

Dear Learner,

Welcome to the course "Diploma in Insurance Services".

I am glad that you have chosen this vocational course.

Many young people are choosing Insurance as a career with well-paying jobs. In this context, our goal is to

give learners a fundamental understanding of the Insurance Sector. Additionally, this course shall make you

aware of the employment and business opportunities available in this sector, allowing you to focus your time

and energy on activities that will produce results.

This one year programme provides individuals with specialized knowledge and skills related to the insur-

ance industry. This course provides basic knowledge of Life, General and Health insurance that enable

learners to understand and appreciate their professional career in the right perspective. Inputs that you

receive in this course will assist you in comprehending how and why you could decide to pursue it as a

career since Insurance Sector is one of the most demanding careers in today's market.

This course has five modules, namely Skill India and BFSI Introduction to Insurance, Life Insurance, Non-

Life Insurance, Health Insurance and Regulatory Aspects in Insurance. Each module has been designed

keeping in view the requirements of self-motivated learners like you. The texts are written in simple lan-

guage, supplemented by pictures and figures to lend clarity to the content. You will find the lessons interest-

ing and will be able to apply your knowledge in real-life situations. So, read all these lessons carefully and

prepare well for the examinations. You ultimately have to enter the competitive world and your success at

the place of work will depend on how skillfully you have performed your assigned job.

As this is a vocational course which is skill based so master your skills, practical training is must. So, we

request you to kindly attend the Personal Contact Programme (PCP) at your allotted Accredited Voca-

tional Institutes (AVIs).

I hope this study material will be very helpful to the learners who have registered for this course. Our sincere

thanks go to the experts of the course writing and editing team (list given elsewhere in this booklet) who

worked very hard in revising this self instructional material, particularly to Dr. Sunil Kadyan and his team,

who had excellently revised the Qualification Packs (QPs) as per the BFSI Sector Skill Council.

In case you have any difficulty in your studies, do not hesitate to write to us at dirvoc@nios.ac.in

Wishing you good luck and success!

Ms. Anitha Nair
Deputy Director

National Institute of  Open Schooling  (NIOS)
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Congratulations! You have accepted the challenge to be a self-learner. It means, you have to organize your
study, learn regularly, keep up your motivation and achieve your goal. Here it is solely you, who is responsible
for your learning. NIOS is with you at every step. It has developed the material in Diploma in Insurance Services
keeping only you in mind. A format supporting independent learning has been followed. You can take the best
out of this material if you follow the instructions given below.

How to use the Learning Material

Title: will give a clear indication of the contents within. Do read it.

Introduction: This will introduce you to the lesson linking it to the previous one.

Objectives: These are statements that explain what you are expected to learn from the
lesson. The objectives will also help you to check what you have learnt after you have gone
through the lesson. Do read them.

Notes: Each page carries empty space in the side margins, for you to write important points
or make notes.

Intext Questions: Very short answer self check questions are asked after every section,
the answers to which are given at the end of the lesson. These will help you to check your
progress. Do solve them. Successful completion will allow you to decide whether to pro-
ceed further or go back and learn again.

What You Have Learnt: This is the summary of the main points of the lesson. It will help in
recapitulation and revision. You are welcome to add your own points to it also.

Terminal Questions: These are long and short questions that provide an opportunity to
practice for a clear understanding of the whole topic.

Answers To Intext Questions : These will help you to know how correctly you have
answered the questions.

Learning Outcomes: This box provides additional information. The text in boxes is impor-
tant and must be given attention. It is not meant for evaluation, but only to improve your
general knowledge.

Activities: Certain activities have been suggested for better understanding of the
concept.

www  Web site: These websites provide extended learning. Necessary information has
been included in the content and you may refer to these for more information.
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"RISK MANAGEMENT ROLE-PLAY:
THE IMPORTANCE OF INSURANCE"

Objective: This activity aims to demonstrate the necessity of insurance in managing

risks and protecting against financial losses.

Duration: 1-2 hours

Materials Needed:

Scenario Cards: Prepare scenario cards outlining different situations where

insurance could be beneficial (e.g., car accidents, medical emergencies, property

damage, liability claims).

Role-Play Props: Optional props or visual aids to enhance the realism of the

scenarios.

Whiteboard or Flipchart: For recording key points and facilitating discussions.

Pens and Paper: For note-taking and group discussions.

Introduction:

Briefly introduce the concept of insurance and its various types (e.g., auto

insurance, health insurance, property insurance, liability insurance).

Explain the purpose of the activity which is to illustrate the importance of insurance

in managing risks and protecting against unforeseen events.

Emphasize on the need of insurancethat aims to provide a safety-net that helps

individuals and businesses recover financially from unexpected losses.
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Scenario Selection:

Choose a selection of scenario cards covering a range of potential risks and

situations.

Ensure scenarios are diverse and relatable to the participants' lives and

experiences.

Customize scenarios based on the demographics and interests of the participants

(e.g., young adults, families, small business owners).

Group Formation:

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.

Assign each individual/group a scenario card and instruct them to read and

familiarize themselves with the details.

Role-Play Preparation:

Encourageindividuals/groups to discuss and assign roles for each participant

based on the characters or stakeholders in the scenario.

Prompt the participants to consider the emotions, motivations, and challenges

faced by the characters in their scenario.

Role-Play Performance:

Allow each individual/group time to perform their role-play in front of the other

participants.

Encourage individual/groupto enact the scenario realistically, portraying the

consequences of both having and lacking insurance coverage.

Facilitate engagement by encouraging audience participation and reactions during

the role-play performances.

Discussion and Analysis:

After each role-play, facilitate a group discussion by asking open-ended questions:

What risks or losses were depicted in the scenario?

How did insurance (or the lack thereof) impact the outcome for the characters?

What are the potential financial consequences of not having insurance coverage

in similar situations?
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How does insurance contribute to financial security and peace of mind?

Are there any misconceptions or concerns about insurance that arose during the

activity?

Conclusion and Reflection:

Summarize the key insights and takeaways from the role-play activity.

Reinforce the importance of insurance as a risk management tool and financial

safeguard.

Encourage participants to reflect on their own insurance needs and explore

options for obtaining appropriate coverage.

Example:

Title: Car Accident Scenario Card

Scenario Description:

You and your friend are driving to a concert in a nearby city. As you approach an

intersection, another driver jumps a red light and crashes into your car/vehicle. Both

vehicles sustain significant damage, and you and your friend suffer minor injuries. The

other driver admits fault at the scene, but they do not have insurance coverage. Your

car is your primary mode of transportation, and you rely on it for commuting to work

and other essential activities.

Roles:

You (Primary Driver)

Your Friend (Passenger)

Other Driver

Key Points for Discussion:

Immediate actions to take after a car accident (e.g., checking for injuries,

exchanging information, contacting authorities).

The importance of insurance coverage in covering vehicle repairs, medical

expenses, and liability in accidents.

Potential financial implications of not having insurance coverage, both for the at-

fault driver and the victims.
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You may also discuss the implications in the given scenario if the at-fault driver

has insurance for his/her vehicle.

The Outcome of the Activity:

By conducting this role-play activity, participants can gain a deeper understanding of

the practical importance of insurance in protecting against financial risks and

uncertainties. Through realistic scenarios and interactive discussions, they can appreciate

the value of insurance as a vital component of risk management.
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Learner's Observations: -
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FLOWCHART EXPLAINING THE
CLASSIFICATION OF INSURANCE

Objective:

To understand the various types of insurance and their classification criteria.

To analyse the purpose and coverage of different insurance types.

Duration: 1-2 hours

Materials Needed:

Whiteboard or chalkboard

Markers or chalk

Handouts or access to internet for research

Activity Steps:

Introduction (10 minutes):

Briefly introduce the concept of insurance and its importance in managing risk.

Explain that insurance can be classified into different types based on various

criteria.

Group Formation (5 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.
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Research (15 minutes):

Provide each group with handouts or direct them to online resources to research

different types of insurance.

Instruct them to identify at least five types of insurance and classify them based

on any relevant criteria such as coverage, purpose, or risk mitigation.

Classification (20 minutes):

Ask each group to create a classification chart(flowchart) or diagram on the

whiteboard, in notebook.

Each group should present their classification criteria and explain how they

categorized the types of insurance.

Discussion (15 minutes):

Facilitate a discussion on the classifications proposed by each group.

Encourage students to compare and contrast the different classifications and

discuss the advantages and limitations of each approach.

Wrap-Up (5 minutes):

Summarize the main points discussed during the activity.

Emphasize the importance of understanding the classification of insurance for

making informed decisions regarding risk management.

The Outcome of the Activity:

This activity encourages collaboration, critical thinking, and research skills while

deepening students' understanding of insurance and its classification.
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"UNDERSTANDING CUSTOMER
NEEDS IN THE INSURANCE

SECTOR"

Objective:

To explore and understand the diverse needs and expectations of customers in

the insurance sector.

To analyse how insurance products and services can be tailored to meet customer

needs effectively.

Duration: 1-2 hours

Materials Needed:

Whiteboard or flip chart

Markers

Handouts with case studies or scenarios related to insurance

Pen and paper for participants

Introduction (10 minutes):

Explain that understanding and meeting customer needs is crucial for the success

of insurance companies.

Provide participants with cases or scenarios depicting various situations where

individuals or businesses might require insurance coverage.

Encourage them to identify the key needs and expectations of the customers

portrayed in each scenario.
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 Group Discussion (20 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.

Assign each individual/group one or more cases/scenarios to analyze.

Instruct them to discuss and identify the specific insurance needs and expectations

presented in the cases.

Encourage participants to consider factors such as demographics, lifestyle,

occupation, risk exposure, and financial circumstances.

Presentation (15 minutes):

Ask each group to present their analysis of the cases.

Encourage participants to share their insights and observations about the identified

needs and expectations.

Brainstorming Session (15 minutes):

Facilitate a brainstorming session where participants can identify the common

needs and expectations of insurance customers based on the given cases.

Example:

Scenario: Anjali recently purchased a new house in a flood-prone area. She's

concerned about potential damage to her property during the rainy season.

Needs:Anjali requires homeowner's insurance to protect her house and belongings

against risks such as floodsand any other natural disasters.

Cases:

Rahul runs a small business with a team of employees. One of his employees,

Sunita, has left the organization due to her serious illness, which effected the

business of the organization.

Neha commutes to work daily using her car. She's worried about the safety of

her car.

Rajesh owns an online retail business. His website stores sensitive customer

data.
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Note: - Instructor may identify more cases, if required.

The Outcome of the Activity:

This activity will help the learners in identifying the needs of the customers and their

expectation towards insurance.
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"BRIDGING THE GAP: AN
INTERACTIVE EXPLORATION OF

CUSTOMER SERVICE IN
INSURANCE"

Objective: To understand the GAP model in the context of insurance services and

develop strategies for improving customer satisfaction and service delivery.

Duration: 60-90 minutes

Materials Needed:

Scenario cards outlining different insurance service scenarios

Whiteboard/markers or a flip chart

Evaluation forms for participants

Introduction to the GAP Model (10 minutes):

Begin with a brief presentation or discussion introducing the GAP model in the

insurance sector. Explain the concept of the GAP between customer expectations

and service delivery.

Provide examples to illustrate how the GAP model applies to insurance services.

Gap analysis (30 minutes):

Ask each student to identify the Gap (1-5) for each scenario mentioned below

Scenario 1

Management Perception: The management team at XYZ Insurance Company

believes that customers prioritize fast claims processing and easy access to customer

service representatives. They have set service quality specifications to ensure claims

are processed within a specific timeframe, and customer inquiries are addressed

promptly.
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Service Quality Specifications: XYZ Insurance Company has established internal

processes and protocols for claims processing, including timelines for claim assessment,

approval, and payment. They have also trained customer service representatives to

handle inquiries efficiently and provide accurate information to policyholders.

Discrepancy: Despite management's belief and established service quality

specifications, customers may experience delays in claims processing and difficulty

reaching customer service representatives. For example, a policyholder may submit a

claim and expect it to be processed within a week, but it takes longer due to

administrative errors or inefficiencies in the claims handling process.

Answer: GAP____

Scenario 2

Service Quality Specifications: XYZ Insurance Company has established service

quality specifications that include claims processing within 5 business days, responding

to customer inquiries within 24 hours, and providing clear and accurate policy

information to customers.

Actual Service Delivery: Despite these service quality specifications, some customers

experience delays in claims processing, receive inconsistent responses from customer

service representatives, and encounter difficulties understanding their policy terms and

coverage.

Discrepancy: Customers who file insurance claims with XYZ Insurance Company

may find that their claims take longer to process than the company's specified turnaround

time. They may also receive conflicting information from different customer service

representatives or struggle to understand the details of their insurance policies, leading

to frustration and dissatisfaction.

Answer: GAP____

Scenario 3

Customer Expectation: Sarah, a policyholder with ABC Insurance Company, expects

timely and personalized communication regarding her policy coverage, claims status,

and premium payments. She values transparency and accessibility when interacting

with her insurance provider.

Management Perception: The management team at ABC Insurance Company

believes they are meeting customer expectations by providing standard communication

channels, such as email notifications and phone support. They assume that customers

are satisfied with the level of service provided.
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Discrepancy: Despite the management's perception, Sarah feels frustrated by the

lack of personalized communication and difficulty in reaching customer service

representatives when she has questions about her policy or claims. She perceives

ABC Insurance's communication as impersonal and insufficient, leading to dissatisfaction

with her overall experience.

Answer: GAP____

Scenario 4

Communication of Service Promises: XYZ Insurance Company promotes its

insurance policies through various marketing channels, highlighting features such as

"24/7 claims assistance," "dedicated customer support," and "fast claims processing

within 48 hours."

Actual Service Delivery: Despite these promises, some customers who file insurance

claims with XYZ Insurance may experience delays in claims processing, encounter

difficulties reaching customer service representatives, or find limitations in coverage

that were not clearly communicated in the marketing materials.

Discrepancy: Customers who purchase insurance policies from XYZ Insurance based

on the company's promises may have certain expectations regarding the level of service

they will receive. However, when they encounter challenges or discrepancies between

the promised service and the actual service delivered, their expectations are not met,

leading to dissatisfaction and distrust.

Answer: GAP____

Scenario 5:

Service Delivery: ABC Insurance Company has established efficient claims

processing procedures, responsive customer service channels, and comprehensive

coverage options for policyholders. However, due to administrative errors or system

glitches, some customers may experience delays in claims processing or encounter

difficulties accessing support.

Communication of Service Promises: Despite these service delivery capabilities,

ABC Insurance may overpromise or miscommunication service guarantees to customers

in marketing materials, policy documents, or customer interactions. For example, the

company may advertise "24/7 claims support" but fail to deliver timely assistance in

practice.
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Discrepancy: Customers who purchase insurance policies from ABC Insurance

Company may have certain expectations based on the company's marketing messages

or policy terms. However, when they experience delays or challenges during claims

processing or customer service interactions, these expectations are not met, leading to

dissatisfaction and mistrust.

Answer: GAP____

Conclusion (5 minutes):

Summarize key insights gained from the activity.

Ask participants to reflect individually or in small groups on one takeaway or

strategy they plan to apply in their future interactions with customers in the

insurance sector.

Discussion:

After the activity, facilitate a debriefing session where participants can discuss:

The customer's expectations and needs during the claims process.

Strategies for improving customer service and minimizing the GAP in similar

insurance claim scenarios.

The Outcome of the Activity :

This activity engages participants in experiential learning, allowing them to apply

theoretical concepts of the GAP model to practical situations in the insurance sector. It

fosters critical thinking, communication skills, and a deeper understanding of customer

service dynamics in insurance services.
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OPTIMIZING MARKETING MIX
STRATEGIES FOR AN INSURANCE

COMPANY

ABC Insurance Company, a prominent player in the insurance industry, faces increasing

competition in the market. Despite its reputation for reliability and customer service,

the company struggles to attract and retain customers amidst evolving consumer

preferences and heightened competition. After realising that the marketing of insurance

products and servicing is not an easy task and recognizing the need for strategic

marketing initiatives, ABC Insurance aims to revamp its approach by optimizing the

marketing mix strategies.

Objectives of ABC Insurance Company:

Enhance market share and brand recognition.

Improve customer acquisition and retention rates.

Enhance the overall efficiency and effectiveness of marketing efforts.

Challenges Faced:

Fierce competition from both traditional insurers and emerging InsurTech firms.

Changing customer expectations, particularly among younger demographics.

Limited marketing resources compared to larger competitors.

ABC Insurance conducted an in-depth market research to identify gaps in its product

offerings and customer preferences. Based on insights gathered, the company introduces

innovative insurance products tailored to address evolving customer needs. These

products may include customizable coverage options, bundled packages, and value-

added services such as digital risk management tools.The company analyses competitor

pricing strategies and customer price sensitivity to establish competitive yet profitable
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pricing for its insurance products. Additionally, ABC Insurance explores usage-based

or pay-as-you-go pricing models to attract cost-conscious customers while ensuring

sustainable profitability.

ABC Insurance adopts a multi-channel distribution approach to reach customers through

various touchpoints. This includes traditional channels such as independent agents and

brokers, as well as digital channels like the company website, mobile apps, and online

aggregators. Emphasis is placed on leveraging technology to streamline the purchasing

process and enhance the overall customer experience.

To elevate brand awareness and engage potential customers, ABC Insurance

implements an integrated promotional strategy. This encompasses targeted advertising

campaigns across digital and traditional media platforms, content marketing initiatives

to educate consumers about insurance products and risks, and participation in

community events and sponsorships. The company leverages social media and influencer

partnerships to connect with younger demographics.

ABC Insurance invests in training and development programs to empower its workforce

with the knowledge and skills necessary to deliver exceptional customer experiences.

By fostering a customer-centric culture, the company aims to enhance employee

engagement and satisfaction, ultimately leading to improved customer interactions and

loyalty.The company streamlines its internal processes to optimize efficiency and

responsiveness. This includes digitizing administrative tasks, implementing agile project

management methodologies, and enhancing communication channels between different

departments. By improving operational processes, ABC Insurance can deliver faster

service and better meet customer needs.

ABC Insurance focuses on enhancing physical evidence to instil trust and credibility

among customers. This involves redesigning office spaces to create a welcoming and

professional environment, standardizing documentation and branding materials, and

investing in technology to improve the presentation of insurance products and services

both online and offline.

Questions

1. Why do you think marketing of insurance products and services is a difficult

task for the marketers?

2. Categorise the efforts of ABC Insurance into the important elements of the

Marketing Mix.
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3. What additional efforts in marketing mix can help ABC Insurance achieve

significant improvements in market share, customer acquisition, and brand

recognition?

The outcome of the Activity:

This case study will help the learners understand how the marketing mix elements can

contribute to the success and competitiveness of an insurance company in today's

dynamic marketplace.
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APPLICATION OF LIFE
INSURANCE PRINCIPLES

Objective: To explore the application and significance of Life insurance principles.

Introduction:

Life insurance is a crucial financial tool that provides protection against the financial

risks that arise from the uncertainties of life. The fundamental principle of insurance,

which is to spread the risk of loss among a large number of individuals, plays a pivotal

role in the functioning of life insurance policies. There are various principles which are

applied in insurance. They are principle of utmost good faith, insurable interest,

indemnity, contribution, subrogation and proximate cause. This case study explores

how the principle of insurance operates in the context of life insurance through a

hypothetical scenario.

Scenario:

Rajesh, a 35-year-old software engineer, is the sole breadwinner of his family, which

includes his wife, Sara (age 32 years), one younger brother and senior citizen parents.

He has a salary package of Rs 20 lakhs per annum. Recognizing the importance of

securing his family's financial future, Rajesh decides to purchase a life insurance policy

for his brother. His brother is recently diagnosed with tuberculosis.He approached

one insurance company but the company denied to issue a life insurance policy for his

brother on various grounds.

Rajesh then decided to hide this fact to avoid rejection of the proposal form by other

insurers. After conducting thorough research, he identified anonline term life insurance

policy with a coverage amount of Rs 1 crore for a term of 20 years.
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Questions-

1. Do you think Rajesh can buy this policy for his brother? If not, highlight the

relevant issues in the given case.

2. Name the principles of insurance that are relevant in the identified issues.

The Outcome of the Activity-

The student will be able to understand the principles of insurance and its application.
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ROLE PLAY- INSURANCE
CONSULTATION

Objective:To understand the importance of life insurance and to explore suitable

policy options for different individuals' needs.

Instructions:

Divide the participants into pairs, with one person assuming the role of Ram and

the other as the insurance agent.

Provide the given content to the learners playing the role of Ram.

Instruct the learners playing the role of insurance agents to suggest two suitable

life insurance policies for Ram and his family, considering their specific

circumstances.

Encourage the learners to justify their recommendations based on the provided

information and general principles of insurance.

Roles:

Ram: A 25-year-old individual working in the IT industry, earning Rs 8 lakhs per

annum. He has a family consisting of his homemaker wife and a four-year-old daughter.

He has taken a 15-year home loan of 20 lakhs with an EMI of Rs 22,000.

Insurance Agent: Represents a Life Insurance company and advises Ram on suitable

life insurance policies for himself and his family.

Content for Ram:

"Hello, I'm Ram. I'm 25 years old, working in the IT industry, and earning Rs 8 lakhs

per annum. My family consists of my wife, who is a homemaker, and our four-year-
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old daughter. I've recently taken a 15-year home loan of 20 lakhs, for which I pay an

EMI of Rs 22,000. None of us have any insurance policies yet, and I'm looking for

suggestions from you as an insurance agent regarding life insurance policies for myself

and my family."

Role-playing Guidelines:

Ram: Express your concerns about securing your family's financial future and inquire

about the features and benefits of the recommended policies. Provide feedback on

whether the suggestions align with your needs and financial capabilities.

Insurance Agent: Present the suggested policies clearly, highlighting their key features,

benefits, and suitability for Ram's specific situation. Address any queries or doubts

raised by Ram and adapt your recommendations accordingly.

Discussion and Reflection:

Ask the participants to suggest two life insurance policies for Ram after analysing

his situation.

Individual participants can share their recommendations in the form of presentation

in the class.

Facilitate a discussion on how these recommendations are significant in fulfilling

the insurance needs of Ram.

Summarize key takeaways, emphasizing the role of insurance agents in guiding

clients towards informed decisions for their financial well-being.

Outcomes-

This role play will help the learners to understand the importance of life insurance and

the significance of selecting appropriate policies based on individual needs.
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CASE STUDY ON FINANCIAL
PLANNING

Objective: To identify the need of a Financial Planner and describe his/her role.

Case Study:

Ajay and Shankar, former college buddies, unexpectedly met at a friend's wedding

after pursuing different careers driven by their aspirations for success. Due to their

busy lives, they were not in touch from a long time.

During their reunion, they discussed about the good things that happened during their

college days. Shankar was happy to learn that Ajay is working in the media industry,

while Ajay was surprised to know that Shankar is working as an independent financial

planner which was unexpected.

Ajay informed Shanker that being in the media industry, he had come across many

financial advisors and consultants. Shankar clarified the distinction between financial

planners and advisors. He explained that while they share similar concepts, their

approaches differ. Financial advisors typically offer products from a specific range,

emphasizing why their offerings are superior, while planners tailor advice to clients'

needs before selecting suitable products. In simple words, financial advisors offer the

product from the specific products in their basket whereas financial planners suggest

products which can be bought from anywhere.

Ajay questioned the necessity of financial planning, to which Shankar highlighted the

growing complexity of personal finance amid rising incomes, costs, and reliance on

experts. He stressed that financial decisions have long-term consequences, requiring

discipline and foresight.
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When Ajay asked if individuals could handle their financial planning, Shankar

acknowledged the availability of resources but cautioned against inadequate expertise,

time constraints, or uncertainty about the approach.

Shankar emphasized the benefits of engaging an independent planner, who charges

transparent fees and prioritizes clients' interests. Independence enables clients to make

informed decisions and ensures alignment with their goals.

Ajay wondered if his profession only includes managing investments. Shankar clarified

that financial planning also includes various aspects such as goal-setting, retirement

strategies, and debt management.

Shankar also explained that financial planning is a dynamic process and it needs to be

updated regularly to accommodate changes in the circumstances of the client.

Reflecting on their conversation, Ajay recognized the similarities between Shankar's

role and his own as a media planner, ultimately appreciating the value of having a

dedicated financial planner.

Questions

1. Why does one need a financial planner when he can manage his money on his

own? Give reasons in support of your answer.

2. What is the role of an independent planner in helping its client?

The outcome of the Activity:

This case study will help the learners understand the need and role of a financial planner.
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COMPARATIVE ANALYSIS OF
INVESTMENT OPTIONS

Objective: To familiarize learners with various investment options and their key

parameters for comparison.

Duration: Approximately 1.5 - 2 hours

Materials Needed:

Information sheets or handouts detailing different investment options (Equity

Shares, Preference Shares,bonds, debentures, Government securities, mutual

funds, derivatives, PPF, NPS, Bank FD, Insurance, real estate, etc.).

Worksheets or templates for creating comparative tables.

Pens, pencils, and highlighters.

Whiteboard and markers.

Computer and Internet

Introduction to Investment Options (15 minutes)

Brief overview of different investment vehicles(Equity Shares, Preference

Shares,bonds, debentures, Government securities, mutual funds, derivatives,

PPF, NPS, Bank FD, Insurance, real estate, etc.).

Explanation of the importance of considering various parameters when evaluating

investment options.

Parameters for Comparison (20 minutes)

Discussion on key parameters for comparing investment options, such as:
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Return Potential

Risk

Liquidity

Investment time horizon

Tax implications

Convenience

Initial investment requirement

Provide examples and explanations for each parameter.

Group Activity: Creating Comparative Tables (40 minutes)

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.

Assign each individual/group one or two investment options to analyse.

Provide worksheets or templates for creating comparative tables.

Instruct individuals/groups to research and fill out the comparative tables, including

the parameters discussed earlier.

Encourage participants to discuss and debate their findings within their groups.

Presentation and Discussion (30 minutes)

Each individual/group presents their comparative analysis to the rest of the

participants.

Ï Facilitate a discussion on the strengths and weaknesses of each investment option

based on the parameters analysed.

Encourage questions and comments from participants.

Conclusion and Reflection (15 minutes)

Summarize the key takeaways from the activity.

Encourage participants to reflect on which investment options align best with

their financial goals, risk tolerance, and investment preferences.

Provide additional resources or reading materials for further exploration of

investment options.



 COMPARATIVE ANALYSIS OF INVESTMENT OPTIONS Module - 2
Life Insurance

Notes

 33Diploma in Insurance Services  33

Practical Manual

The outcome of the Activity:

This activity provides participants with a hands-on opportunity to explore different

investment options and develop their analytical skills in evaluating investment

opportunities. By creating comparative tables and engaging in group discussions, learners

gain practical insights into the diverse landscape of investment vehicles and the factors

to consider when making investment decisions.

INFORMATION SHEET 1

To be prepared by each Individual/Group

Investment Option:

Return Potential

Liquidity

Investment time horizon

Tax implications

Convenience

Initial investment requirement
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INFORMATION SHEET 2

(Comparative Table to be prepared by all learners at the End or during the
presentation and discussion)

Investment Return Liquidity Investment Tax Convenience Initial

Option Potential time implications investment

horizon requirement

Equity

Shares

Preference

Shares

Bonds

Debentures

Government

securities

Mutual

funds

Derivatives

PPF

NPS

Bank FD

Insurance

Real estate

Invigilator's Sign
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LIFE INSURANCE PROPOSAL
FORM COMPLETION

Objective: To familiarize learners with the process of completing a Life Insurance

Proposal Form, thereby enhancing their understanding of the information required for

applying for life insurance coverage.

Materials Needed:

Sample Life Insurance Proposal Form

Pens or pencils

Marker & Board

Introduction (10 minutes):

Begin by explaining the importance of life insurance and the role of a Life Insurance

Proposal Form in the insurance application process.

Provide an overview of the activity and what learners can expect to gain from

participating.

Form Explanation (10 minutes):

Walk through each section of the form, explaining the purpose and significance

of the information requested.

Highlight any specific requirements or documentation needed for the life insurance

application.

Group Formation (5 minutes):

Assign the activity to individual learners or divide the learners into small groups,

ensuring a mix of backgrounds and experiences if possible.



LIFE INSURANCE PROPOSAL FORM COMPLETIONModule - 2
Life Insurance

Notes

Open Vocational Educational Programme 36 36

Practical Manual

Form Completion (30 minutes):

Instruct the individuals or groups in collaboration to fill out the Life Insurance

Proposal Form.

Encourage them to discuss and deliberate on the information to ensure accuracy

and completeness.

Emphasize the importance of providing truthful information and disclosing relevant

details about the proposed insured.

Peer Review (10 minutes):

After completing the forms, instruct each group to exchange their filled-out form

with another group.

Ask the groups to review the form they received, checking for accuracy,

completeness, and adherence to instructions.

Feedback and Discussion (15 minutes):

Facilitate a discussion on the experience of completing and reviewing the forms.

Encourage groups to share any challenges faced during the activity and how

they addressed them.

Discuss common mistakes or areas of confusion identified during the peer review

process.

Q&A Session (10 minutes):

Open the floor for questions from the learners regarding any aspect of the Life

Insurance Proposal Form or life insurance application process.

Provide clarifications and additional explanations as needed.

Conclusion (5 minutes):

Summarize the key learnings from the activity, emphasizing the importance of

accuracy and thoroughness in completing life insurance proposal forms.

Reinforce the significance of understanding the information required for applying

for life insurance coverage.
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Additional Tips:

Encourage active participation and collaboration within the groups.

Be available to provide guidance and clarification throughout the activity.

The outcome of the Activity:

By engaging in this activity, learners will not only gain practical experience in completing

life insurance proposal forms but also develop an understanding of the procedures

involved in applying for life insurance coverage.
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MEDICAL AND NON-MEDICAL LIFE
INSURANCE UNDERWRITING

FACTORS

Objective: The objective of this activity is to help learners distinguish between medical

and non-medical underwriting factors in life insurance. By engaging in this activity,

learners will develop a deeper understanding of the various elements considered by

insurance underwriters when assessing risk.

Materials Needed:

Handouts or slides listing common medical and non-medical underwriting factors.

Whiteboard or flip chart.

Markers.

Pen and paper for notetaking.

Sample Life Insurance Proposal form.

Duration:

Approximately 30-45 minutes.

Activity Steps:

Introduction to the activity (5 minutes):

Start by explaining the concept of underwriting in life insurance and its significance

in determining premiums and coverage.

Briefly introduce the distinction between medical and non-medical underwriting

factors, emphasizing their relevance in risk assessment.
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Group Brainstorming (15 minutes):

Assign the activity to individual learners or divide the learners into small groups,

ensuring a mix of backgrounds and experiences if possible.

Provide each individual/group with a list of common underwriting factors,

including both medical (e.g., health history, pre-existing conditions) and non-

medical (e.g., occupation, lifestyle) factors.

Instruct the individuals/groups to categorize the listed factors as either medical

or non-medical and using the sample life insurance proposal form and write

down both the factors on separate sections of a whiteboard or flip chart.

Encourage the individuals/groups to discuss their rationale for categorizing each

factor and to collaborate to ensure accuracy.

Presentation and Discussion (15 minutes):

After the brainstorming session, ask each individual/group to present their

categorized list of underwriting factors to the rest of the class.

As each group presents, facilitate a discussion to clarify any misconceptions

and reinforce understanding.

Encourage participants to ask questions and provide additional insights into the

significance of each factor in underwriting decisions.

Case Study Analysis (10 minutes):

Distribute a case study to each group, presenting a fictional scenario involving a

potential life insurance applicant. You can use sample life insurance proposal

form for this purpose.

Instruct the groups to analyze the case study and identify the relevant medical

and non-medical underwriting factors that would influence the underwriting

decision.

Encourage the groups to discuss the potential impact of each factor on the

applicant's insurability and the determination of premiums.

Discussion (5 minutes):

Summarize the key points covered during the activity, emphasizing the importance

of understanding both medical and non-medical underwriting factors in life

insurance.
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Encourage participants to continue exploring the topic independently and to

apply their knowledge in real-life insurance scenarios.

The Outcome of the Activity:

This activity provides learners with a hands-on opportunity to differentiate between

medical and non-medical underwriting factors, fostering a deeper understanding of the

underwriting process in life insurance. Through collaboration and discussion, participants

can enhance their ability to assess risk and make informed underwriting decisions.
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ROLE OF AN INSURANCE AGENT IN
LIFE INSURANCE CLAIM

SETTLEMENT

Objective: The objective of this activity is to familiarize learners with the role of an

insurance agent in life insurance claim settlement and the essential documents required

for the process. By engaging in this activity, learners will gain a practical understanding

of the responsibilities of an insurance agent in facilitating smooth claim settlements.

Materials Needed:

Handouts or slides detailing the role of an insurance agent in claim settlement.

Sample claim settlement documents.

Pen and paper for notetaking.

Duration:

Approximately 30-45 minutes.

Activity Steps:

Instructions for instructor (5 minutes):

Begin by introducing the topic of life insurance claim settlement and the crucial

role played by insurance agents in the process.

Explain the importance of efficient claim settlement in maintaining customer

satisfaction and trust in the insurance industry.

Role Play (15 minutes):

Divide the learners into pairs, designating one as the insurance agent and the

other as the policyholder filing a claim.
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Provide each pair with a scenario involving a life insurance claim (e.g., the death

of the insured).

Instruct the insurance agent to guide the policyholder through the claim settlement

process, addressing their concerns and providing necessary assistance.

Encourage the learners to enact the roles realistically, focusing on effective

communication and problem-solving.

Group Discussion (15 minutes):

After the role play, gather the learners for a group discussion.

Ask the participants to reflect on their experiences during the role play and

share insights into the challenges faced by insurance agents in claim settlement.

Facilitate a discussion on the key responsibilities of insurance agents during

claim settlement, such as verifying policy details, collecting required documents,

and liaising with the insurance company.

Provide additional information and clarification as needed, reinforcing the

importance of professionalism and empathy in assisting policyholders during

difficult times.

Document Analysis (10 minutes):

Distribute sample claim settlement documents of life insurance to the learners

like Claim form, Death certificate, Discharge voucher, Original policy document,

etc.

Instruct them to review the documents carefully, identifying the essential

information and verifying its accuracy.

Encourage the learners to discuss the significance of each document in the claim

settlement process and its relevance to the role of an insurance agent.

Discussion (5 minutes):

Summarize the key points covered during the activity, emphasizing the critical

role of insurance agents in ensuring smooth and timely claim settlements.

Encourage the learners to continue exploring the topic further and to seek

clarification on any doubts they may have.
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The outcome of the Activity:

This activity provides learners with a hands-on understanding of the role of insurance

agents in life insurance claim settlement, allowing them to develop practical skills and

insights applicable to real-world scenarios.Invigilator's Sign
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UNDERSTANDING THE
IMPORTANCE OF GENERAL

INSURANCE

Objective: To explore the significance of general insurance and its various types in

managing risk and protecting assets.

Duration: Approximately 1 hour

Materials Needed:

Whiteboard / Projector

Markers

Handouts with information about different types of general insurance (optional)

Computer and Internet

Introduction to General Insurance (10 minutes)

Begin with a brief explanation of what general insurance is and its importance in

protecting against unforeseen risks.

Highlight the difference between general insurance and life insurance.

Brainstorming Session: Identifying Risks (15 minutes)

Engage participants in a brainstorming session to identify various types of risks

individuals or businesses may face.

Encourage participants to think broadly, considering risks related to property,

health, liability, travel, etc.
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Matching Risks with Insurance Types (20 minutes)

Provide participants with a list of common types of general insurance (e.g.,

property insurance, health insurance, liability insurance, travel insurance).

Instruct participants to match each identified risk from the brainstorming session

with the corresponding type of general insurance.

Facilitate discussions on why each type of insurance is important for mitigating

specific risks.

Case Study Analysis: Real-Life Scenarios (20 minutes)

Present participants with real-life scenarios or case studies where individuals or

businesses faced unexpected losses or liabilities.

In small groups or pairs, ask participants to discuss which type(s) of general

insurance could have helped mitigate the risks or losses described in the scenarios.

Encourage participants to consider both tangible assets (such as property or

vehicles) and intangible risks (such as legal liabilities or medical expenses).

Reflection and Discussion (15 minutes)

Facilitate a group discussion on the insights gained from the activity.

Encourage participants to reflect on the importance of having appropriate general

insurance coverage based on their individual circumstances or business needs.

Address any questions or concerns raised by participants regarding general

insurance and its relevance.

The outcome of the Activity:

Through this activity, participants will gain a deeper understanding of the importance

of general insurance and its role in mitigating various types of risks. By exploring real-

life scenarios and matching risks with appropriate insurance types, participants develop

a practical awareness of the necessity of having adequate insurance coverage to protect

their assets and financial well-being.
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MOTOR INSURANCE PROPOSAL
FORM COMPLETION

Objective: To familiarize learners with the process of completing a Motor Proposal

Form for both Private Car and Two-Wheeler insurance, thereby enhancing their

understanding of the information required for motor insurance policies.

Materials Needed:

Sample Motor Proposal Forms for Private Car and Two-Wheeler

Sample Registration Certificate (RC)

Pens or pencils

Whiteboard / Projector

Markers

Introduction (10 minutes):

Begin by explaining the importance of motor insurance and the role of a Proposal

Form in the insurance process.

Provide an overview of the activity objectives and what learners can expect to

gain from participating.

Form Explanation (10 minutes):

Walk through each section of the forms, explaining the purpose and significance

of the information requested.
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Group Formation (5 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.

Assign each group either the Private Car or Two-Wheeler form to work on.

Form Completion (20 minutes):

Instruct the individuals/ groups to collaboratively fill out the assigned Motor

Proposal Form.

Encourage them to discuss and deliberate on the information to ensure accuracy

and completeness.

Peer Review (Optional) (10 minutes):

Instructor can review the completed forms or can get it peer reviewed.

For Peer Review, after completing the forms, instruct each group to exchange

their filled-out form with another group.

Ask the groups to review the form they received, checking for accuracy,

completeness, and adherence to instructions.

Discussion (15 minutes):

Facilitate a discussion on the experience of completing and reviewing the forms.

Encourage groups to share any challenges faced during the activity and how

they addressed them.

Discuss common mistakes or areas of confusion identified during the peer review

process.

Question &Answer Session (10 minutes):

Open the floor for questions from the learners regarding any aspect of the Motor

Proposal Form or motor insurance in general.

Provide clarifications and additional explanations as needed.

Conclusion (5 minutes):

Summarize the key learnings from the activity, emphasizing the importance of

accuracy and thoroughness in completing insurance forms.

Reinforce the significance of understanding the information required for motor

insurance policies.
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Additional Tips:

Encourage active participation and collaboration within the groups.

Be available to provide guidance and clarification throughout the activity.

The outcome of the Activity:

By engaging in this activity, learners will not only gain practical experience in completing

insurance forms but also develop a deeper understanding of the complexities involved

in motor insurance processes.
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ONLINE MOTOR INSURANCE
POLICY RESEARCH AND

COMPARISON

Objective: To enable learners to utilize internet resources effectively for researching

and comparing Motor insurance policies, thereby facilitating informed decision-making

in selecting the most suitable policy.

Materials Needed:

Access to computers or mobile devices with internet connectivity

List of reputable Motor insurance company websites or insurance comparison

websites

Pens or pencils

Introduction to the activity (10 minutes):

Explain the importance of thorough research and comparison when selecting a

Motor insurance policy.

Emphasize the role of the internet in accessing a wide range of Motor insurance

options and gathering relevant information.

Policy Research (30 minutes):

Instruct learners to use their computers or mobile devices to research Motor

insurance policies online.

Provide a list of reputable Motor insurance company websites or direct learners

to insurance comparison websites where they can explore different Motor

insurance policies.
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Encourage learners to browse through Motor insurance policies of different

insurers (to understand their features, coverage options, premiums, exclusions

and additional benefits.

Comparison Exercise (40 minutes):

Ask learners to select two or three Motor insurance policies.

Instruct them to compare the selected Motor insurance policies based on key

factors such as insured declared value (sum insured), coverage, limits, waiting

period, no claim bonus, premiums, deductibles, exclusions, riders and other

terms and conditions.

Encourage learners to take notes or use online comparison tools to facilitate the

comparison process.

Group Discussion (20 minutes):

Divide learners into small groups and facilitate a discussion on their findings

from the Motor insurance policy comparison.

Encourage groups to share their insights, discuss the strengths and weaknesses

of each policy, and debate the factors that influenced their decision-making

process.

Emphasize the importance of considering individual needs and preferences when

selecting aMotor insurance policy.

Recommendation and Presentation (40 minutes):

After the group discussion, ask each group to select and recommend the best

Motor insurance policy based on their collective analysis and discussions.

Have each group prepare a short presentation summarizing their recommended

Motor policy and the rationale behind their choice.

Encourage groups to use visuals or online resources to support their presentations.

Discussion (10 minutes):

Summarize the key learnings from the activity, highlighting the value of utilizing

internet resources for motor insurance policy research and comparison.

Emphasize the importance of informed decision-making and the role of individual

preferences in selecting the most suitable motor insurance policy.
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The Outcome of the activity:

Through this activity, learners will develop essential digital literacy skills while gaining

practical experience in researching and comparing insurance policies online, ultimately

empowering them to make informed decisions when selecting motor insurance policy.
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UNDERSTANDING HEALTH
INSURANCE TERMINOLOGY IN

DOCUMENTATION

Objective: To familiarize participants with common health insurance terminology used

in documentation.

To reinforce understanding of terminology through interactive activities.

To facilitate discussion and clarify any misconceptions about health insurance

terminology.

Duration: 60-90 minutes

Materials Needed:

Whiteboard or flip chart

Markers

Handouts with lists of health insurance terminology

Index cards or sticky notes

Pens or pencils

Activity Steps:

Introduction (5 minutes):

Begin by explaining the importance of health insurance and why understanding

its terminology is crucial for vehicle owners.

Outline the objectives of the activity.
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Brainstorm (10 minutes):

The activity needs to be conducted individually.

Task the students with brainstorming as many health insurance-related terms as

they can think of within a time limit (e.g., 5 minutes).

Encourage creativity and emphasize that no term is too basic or too complex.

Glossary Matching (15 minutes):

Ask students to read the case mentioned in the class activity.

Instruct students to write each term against its correct definition.

Allow sufficient time for students to complete the task independently.

Review and Discussion (10 minutes):

Review the correct matches, allowing students to verify their answers.

Discuss any terms or definitions that were challenging or unclear.

Encourage students to ask questions and seek clarification on any concepts

they're unsure about.

Application Exercise (15 minutes):

Optionally, provide sample health insurance policy documents to the students.

Encourage students to discuss how understanding these terms would impact

their interpretation of the policy and their decisions as policyholders.

Conclusion (5 minutes):

Summarize the key points covered during the activity.

Emphasize the importance of understanding health insurance terminology for

making informed decisions as vehicle owners.

Case Study:

Sarah is a 35-year-old marketing manager who recently enrolled in a new health

insurance plan through her employer. While Sarah has some understanding of health

insurance concepts, she wants to deepen her knowledge to make informed decisions

about her healthcare coverage. To enhance her understanding, Sarah decides to delve

into a case study focusing on health insurance terminology.
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Sarah schedules a routine visit to her primary care physician for a check-up.Sarah

pays a Rs 300copayment at the time of her appointment with specialist. Her insurance

plan covers the remaining cost of the visit. Since this is a routine check-up, the cost of

the visit does not count towards her deductibleof Rs. 1500 afterwards, Sarah undergoes

surgery to address a chronic health condition, which costs Rs10,000.Her insurance

company covers 80% of the surgery cost, leaving Sarah responsible for the remaining

20% coinsurance. Sarah pays $2,000 (20% of $10,000) out of pocket for the surgery.

Since the total cost of the surgery exceeds her out-of-pocket maximum of Rs 5,000,

Sarah's insurance company covers the remaining Rs 3,500 in covered expenses. Also,

Sarah needs to refill her prescription medication for a chronic condition.Sarah checks

her plan's formulary to ensure that her medication is covered. She pays a copayment

of Rs 20 for the prescription refill, as specified in her plan's coverage details.

In reference to the above case, write down the health insurance terms (mentioned in

the case) against each statement below:

1. The amount individuals must pay out-of-pocket for covered medical services

before their insurance company begins to pay_____________.

2. A fixed amount individuals pay for covered medical services at the time of service.

These are predetermined by the insurance company and may vary depending

on the type of service (e.g., doctor visit, prescription drugs)_____________.

3. The percentage of covered medical expenses individuals are responsible for

paying after meeting their deductible_____________.

4. The maximum amount individuals are required to pay for covered medical

expenses within a specified period (e.g., a year)_____________.

5. A list of all the drugs covered by a health insurance plan_____________.

Wrap-Up and Conclusion (5 minutes):

Summarize key points discussed during the activity.

Encourage participants to continue expanding their knowledge of health insurance

terminology.

Extension ideas:

Tailor the terminology lists and examples to the specific audience's level of

expertise (e.g., beginner, intermediate, advanced).

Keep the atmosphere light and interactive to encourage participation and

engagement.
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Provide opportunities for participants to ask questions and seek clarification on

any terms they find confusing.

Offer resources or references for further learning, such as glossaries or online

resources related to health insurance terminology.

The Outcome of the Activity :

By following this outline, participants should gain a better understanding of common

health insurance terminology used in documentation and how it applies in real-world

healthcare settings.
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UNDERSTANDING MOTOR
INSURANCE TERMINOLOGY IN

DOCUMENTATION

Objective: To familiarize students with key terms and concepts related to motor

insurance, enabling them to understand policies and make informed decisions when it

comes to insuring their vehicles.

Materials Needed:

Whiteboard or flip chart

Markers

Handouts with glossary of motor insurance terms

Sample motor insurance policy documents (optional)

Duration: 60 minutes

Activity Steps:

Introduction (5 minutes):

Begin by explaining the importance of motor insurance and why understanding

its terminology is crucial for vehicle owners.

Outline the objectives of the activity.

Brainstorm (10 minutes):

The activity needs to be conducted individually.

Task the students with brainstorming as many motor insurance-related terms as

they can think of within a time limit (e.g., 5 minutes).

Encourage creativity and emphasize that no term is too basic or too complex.
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Glossary Matching (15 minutes):

Ask students to read the case mentioned in the class activity.

Instruct students to write each term against its correct definition.

Allow sufficient time for students to complete the task independently.

Review and Discussion (10 minutes):

Review the correct matches, allowing students to verify their answers.

Discuss any terms or definitions that were challenging or unclear.

Encourage students to ask questions and seek clarification on any concepts

they're unsure about.

Application Exercise (15 minutes):

Optionally, provide sample motor insurance policy documents to the students.

Encourage students to discuss how understanding these terms would impact

their interpretation of the policy and their decisions as policyholders.

Conclusion (5 minutes):

Summarize the key points covered during the activity.

Emphasize the importance of understanding motor insurance terminology for

making informed decisions as vehicle owners.

Case Study:

Maria is a 30-year-old graphic designer who recently experienced a car accident

while driving to work. Her vehicle sustained significant damage, and she incurred

minor injuries. Maria is a policyholder of a Motor Insurance Policy. Maria is now

navigating the motor insurance claims process and needs to understand key insurance

terminologies to ensure a smooth resolution. Maria read the policy document terms

and conditions through which she learnt that she need to bear the deductible amount

from her own pocket. Also, she was fortunate enough that she renewed the policy

only one week before by paying required amount of premium. Maria did not incur any

claim in past 3 years, therefore she also got no claim bonus and her premium amount

was reduced. Maria promptly contacted her insurance company to report the accident

and initiate the claims settlement process for collision coverage.
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In reference to the above case, write down the motor insurance terms (mentioned in

the case) against each statement below:

1. The amount of money paid by the insured (Maria) to the insurance company for

coverage. It's typically paid on a monthly, quarterly, or annual basis.________

2. The portion of a claim that the insured (Maria) must pay before the insurance

company covers the remaining costs.________

3. Insurance that pays for damages to Maria's vehicle in case of a collision with

another vehicle or object, regardless of fault.________

4. Maria, as the owner of the insurance policy, is the policyholder. She is entitled

to coverage as outlined in the policy terms.________

5. A discount offered by insurance companies to policyholders who have not made

any claims during a specified period.________

6. It is a legal contract between the insured and the insurance company, outlining

the terms and conditions of coverage. It includes details such as coverage limits,

deductibles, premium payment schedule, and exclusions.________

7. In this process, the insurance company will determine the reimbursement amount

for the repairs to Maria's vehicle. The amount may be subject to deductibles

and coverage limits specified in Maria's insurance policy.________

8. The process of extending your existing insurance policy beyond its expiration

date, allowing you to maintain uninterrupted protection against potential risks

and financial losses.________

The Outcome of the Activity:

By engaging students in this interactive activity, they will gain a better understanding of

motor insurance terminology and feel more confident in navigating insurance policies

and related documents.
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ONLINE HEALTH INSURANCE
POLICY RESEARCH AND

COMPARISON

Objective: To enable learners to utilize internet resources effectively for researching

and comparing Health insurance policies, thereby facilitating informed decision-making

in selecting the most suitable policy.

Materials Needed:

Access to computers or mobile devices with internet connectivity

List of reputable Health insurance company websites or insurance comparison

websites

Pens or pencils

Introduction to the activity (10 minutes):

Explain the importance of thorough research and comparison when selecting

aHealth insurance policy.

Emphasize the role of the internet in accessing a wide range of Health insurance

options and gathering relevant information.

Policy Research (30 minutes):

Instruct learners to use their computers or mobile devices to research Health

insurance policies online.

Provide a list of reputable Health insurance company websites or direct learners

to insurance comparison websites where they can explore different Health

insurance policies.
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Encourage learners to browse through Health insurance policies of different

insurers (to understand their features, coverage options, premiums, exclusions

and additional benefits).

Comparison Exercise (40 minutes):

Ask learners to select two or three Health insurance policies.

Instruct them to compare the selected Health insurance policies based on key

factors such as coverage, limits, waiting period, cumulative bonus, premiums,

deductibles, exclusions, and other terms and conditions.

Encourage learners to take notes or use online comparison tools to facilitate the

comparison process.

Group Discussion (20 minutes):

Divide learners into small groups and facilitate a discussion on their findings

from the health insurance policy comparison.

Encourage groups to share their insights, discuss the strengths and weaknesses

of each policy, and debate the factors that influenced their decision-making

process.

Emphasize the importance of considering individual needs and preferences when

selecting aHealth insurance policy.

Recommendation and Presentation (40 minutes):

After the group discussion, ask each group to select and recommend the best

Health insurance policy based on their collective analysis and discussions.

Have each group prepare a short presentation summarizing their recommended

Health policy and the rationale behind their choice.

Encourage groups to use visuals or online resources to support their presentations.

Discussion (10 minutes):

Summarize the key learnings from the activity, highlighting the value of utilizing

internet resources for insurance policy research and comparison.

Emphasize the importance of informed decision-making and the role of individual

preferences in selecting the most suitable insurance policy.



ONLINE HEALTH INSURANCE POLICY RESEARCH AND COMPARISONModule - 4
Health Insurance

Notes

Open Vocational Educational Programme 78 78

Practical Manual

The Outcome of the activity:

Through this activity, learners will develop essential digital literacy skills while gaining

practical experience in researching and comparing health insurance policies online,

ultimately empowering them to make informed decisions when selecting health insurance

coverage.
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COMPARATIVE ANALYSIS
ACTIVITY: EXPLORING PMSBY AND

PMJAY INSURANCE SCHEMES

Objective: The objective of this activity is to enhance the understanding of learners

about two prominent insurance schemes in India - Pradhan Mantri Suraksha Bima

Yojana (PMSBY) and Pradhan Mantri Jan Arogya Yojana (PMJAY). Through a

comparative analysis, learners will explore various aspects of these schemes including

coverage, premium amount, eligibility criteria, benefits, and mode of payment.

Duration: Approximately 1 hour

Materials Needed:

Worksheets or templates for creating comparative tables.

Pens, pencils, and highlighters.

Whiteboard and markers.

Computer and Internet

Instructions:

Assign the activity to an individual learner or divide the learners into groups,

ensuring each group has access to the necessary resources.

Provide each group with a worksheet containing the following parameters for

comparison:

Objective of the Scheme

Insurance Type (Life/Health/Accident)

Premium Amount (in Rs.)
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Coverage / Sum Assured

Age Limit/ Eligibility

Maximum Premium Payment Age

Maturity Benefit

Death Benefit (Natural Death)

Death Benefit (Accidental Death)

Disability Benefits

Mode of Payment

From where to buy?

Instruct the individuals/ groups to research and gather information on each

parameter for both PMSBY and PMJAY.

Encourage the individuals/ groups to discuss and analyse the significance of

each parameter in relation to the objectives of the schemes.

Allocate sufficient time for group discussions and research.

Once the groups have completed their analysis, ask them to prepare a comparative

report highlighting the differences and similarities between PMSBY and PMJAY

based on the parameters provided.

Each group should present their findings to the class, explaining their rationale

behind the comparisons.

Encourage a discussion among all individuals/ groups to exchange insights and

perspectives.

Conclude the activity by summarizing the key learnings and reinforcing the

understanding of the differences and similarities between the two insurance

schemes.

Note: The learners can use various sources such as official government websites,

insurance company portals, or trusted news sources to gather information for

their analysis.
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Worksheet:

Parameters PMSBY PMJAY

The objective of the Scheme

Insurance-related to

(Life/Health/Accident)

Premium Amount (in Rs.)

Coverage / Sum Assured

Age Limit/ Eligibility

Maximum Premium Payment Age

Maturity Benefit

Death Benefit (Natural Death)

Death Benefit (Accidental Death)

Disability Benefits

Mode of Payment

From where to buy?

Invigilator's Sign
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ONLINE PERSONALACCIDENT
INSURANCE POLICY RESEARCH

AND COMPARISON

Objective: To enable learners to utilize internet resources effectively for researching

and comparing Personal Accident insurance policies, thereby facilitating informed

decision-making in selecting the most suitable policy.

Case Study

Animesh, a 40-year-old college Assistant Professor, is the sole breadwinner of his

family, which includes his wife, Sunita (age 38 years)and one son (age 10 years). He

has a salary package of Rs10 lakhs per annum. Recognizing the importance of securing

his family's financial future, Animesh decides to purchase a personal accident policy

for himself. After conducting thorough research, he is confused which personal accident

insurance policy to choose considering various terms and conditions.

Materials Needed:

Access to computers or mobile devices with internet connectivity

List of reputable Personal Accident insurance company websites or insurance

comparison websites

Pens or pencils

Introduction to the activity (10 minutes):

Explain the importance of thorough research and comparison when selecting a

Personal Accident insurance policy.

Emphasize the role of the internet in accessing a wide range of Personal Accident

insurance options and gathering relevant information.
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Policy Research (30 minutes):

Instruct learners to use their computers or mobile devices to research Personal

Accident insurance policies online.

Provide a list of reputable Personal Accident insurance company websites or

direct learners to insurance comparison websites where they can explore different

Personal Accident insurance policies.

Encourage learners to browse through Personal Accident insurance policies of

different insurers (to understand their features, coverage options, premiums,

exclusions and additional benefits.

Comparison Exercise (40 minutes):

Ask learners to select two or three Personal Accident insurance policies.

Instruct them to compare the selected Personal Accident insurance policies based

on key factors such as coverage, limits, waiting period, cumulative bonus,

premiums, deductibles, exclusions, and other terms and conditions.

Encourage learners to take notes or use online comparison tools to facilitate the

comparison process.

Group Discussion (20 minutes):

Divide learners into small groups and facilitate a discussion on their findings

from the Personal Accident insurance policy comparison.

Encourage groups to share their insights, discuss the strengths and weaknesses

of each policy, and debate the factors that influenced their decision-making

process.

Emphasize the importance of considering individual needs and preferences when

selecting a Personal Accident insurance policy.

Recommendation and Presentation (40 minutes):

After the group discussion, ask each group to select and recommend the best

Personal Accident insurance policy based on their collective analysis and

discussions.

Have each group prepare a short presentation summarizing their recommended

Personal Accident policy and the rationale behind their choice.

Encourage groups to use visuals or online resources to support their presentations.
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Discussion (10 minutes):

Summarize the key learnings from the activity, highlighting the value of utilizing

internet resources for insurance policy research and comparison.

Emphasize the importance of informed decision-making and the role of individual

preferences in selecting the most suitable insurance policy for Mr Animesh.

Emphasize the importance of reading the fine print and understanding the terms

and conditions of each insurance policy before making a decision. Give the

need based best personal accident policy to Mr Animesh.

The Outcome of the Activity:

Through this activity, learners will develop essential digital literacy skills while gaining

practical experience in researching and comparing personal accident insurance policies

online, ultimately empowering them to make informed decisions when selecting

insurance coverage.
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HEALTH INSURANCE PROPOSAL
FORM COMPLETION

Objective: To familiarize learners with the process of completing a Health Insurance

Proposal Form, thereby enhancing their understanding of the information required for

health insurance policies.

Materials Needed:

Sample Health Insurance Proposal Form

Pens or pencils

Whiteboard / Projector

Markers

Introduction (10 minutes):

Begin by explaining the importance of health insurance and the role of a Health

Insurance Proposal Form in the insurance process.

Provide an overview of the activity objectives and what learners can expect to

gain from participating.

Form Explanation (10 minutes):

Walk through each section of the form, explaining the purpose and significance

of the information requested.

Group Formation (5 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.
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Form Completion (30 minutes):

Instruct the individuals/ groups to collaboratively fill out the Health Insurance

Proposal Form.

Encourage them to discuss and deliberate on the information to ensure accuracy

and completeness.

Emphasize the importance of providing accurate medical history and personal

information.

Peer Review (10 minutes):

Instructor can review the completed forms or can get it peer reviewed.

For Peer Review, after completing the forms, instruct each group to exchange

their filled-out form with another group.

Ask the groups to review the form they received, checking for accuracy,

completeness, and adherence to instructions.

Discussion (15 minutes):

Facilitate a discussion on the experience of completing and reviewing the forms.

Encourage groups to share any challenges faced during the activity and how

they addressed them.

Discuss common mistakes or areas of confusion identified during the peer review

process.

Question &Answer Session (10 minutes):

Open the floor for questions from the learners regarding any aspect of the Health

Insurance Proposal Form or health insurance in general.

Provide clarifications and additional explanations as needed.

Conclusion (5 minutes):

Summarize the key learnings from the activity, emphasizing the importance of

accuracy and thoroughness in completing insurance forms, especially in the

context of health insurance.

Reinforce the significance of understanding the information required for health

insurance policies.
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Additional Tips:

Encourage active participation and collaboration within the groups.

Be available to provide guidance and clarification throughout the activity.

The outcome of the Activity:

By engaging in this activity, learners will not only gain practical experience in completing

health insurance forms but also develop a deeper understanding of the complexities

involved in health insurance processes.
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HEALTH INSURANCE CLAIM
FORM COMPLETION

Objective: To familiarize learners with the process of completing a Health Insurance

Claim Form, thereby enhancing their understanding of the information required for

filing health insurance claims.

Materials Needed:

Sample Health Insurance Claim Form

Pens or pencils

Whiteboard / Projector

Markers

Introduction (10 minutes):

Begin by explaining the importance of health insurance claims and the role of a

Health Insurance Claim Form in the claims process.

Provide an overview of the activity objectives and what learners can expect to

gain from participating.

Form Explanation (10 minutes):

Walk through each section of the form, explaining the purpose and significance

of the information requested.

Group Formation (5 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.
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Form Completion (25 minutes):

Instruct the individuals/ groups to collaboratively fill out the Health Insurance

Claim Form.

Encourage them to discuss and deliberate on the information to ensure accuracy

and completeness.

Emphasize the importance of providing accurate details of the medical treatment,

expenses incurred, and supporting documents.

Peer Review (10 minutes):

Instructor can review the completed forms or can get it peer reviewed.

For Peer Review, after completing the forms, instruct each group to exchange

their filled-out form with another group.

Ask the groups to review the form they received, checking for accuracy,

completeness, and adherence to instructions.

Discussion (15 minutes):

Facilitate a discussion on the experience of completing and reviewing the forms.

Encourage groups to share any challenges faced during the activity and how

they addressed them.

Discuss common mistakes or areas of confusion identified during the peer review

process.

Question &Answer Session (10 minutes):

Open the floor for questions from the learners regarding any aspect of the Health

Insurance Claim Form or health insurance claims in general.

Provide clarifications and additional explanations as needed.

Conclusion (5 minutes):

Summarize the key learnings from the activity, emphasizing the importance of

accuracy and thoroughness in completing insurance claim forms, especially in

the context of health insurance.

Reinforce the significance of understanding the information required for filing

health insurance claims.
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Additional Tips:

Encourage active participation and collaboration within the groups.

Be available to provide guidance and clarification throughout the activity.

The outcome of the Activity:

By engaging in this activity, learners will not only gain practical experience in completing

health insurance claim forms but also develop a deeper understanding of the procedures

involved in filing health insurance claims.

SAMPLE HEALTH INSURANCE CLAIM FORM

Broad Guidelines for Claim Process

1. Please ensure Claim form is completely filled, signed and submitted in original.

2. Please provide at least two contactable mobile numbers and e-mail id for further

communication related to your claim.

3. Indicative list of claim documents has been provided in the Claim Form under

Section E. Please ensure all the documents are submitted in original for smooth

processing of claim.

4. Claim processing will be delayed in absence of original documents.

5. Claim payments are made only through Online Bank Transfers. Please submit

the Bank Account details along with a cancelled cheque. The bank accounts

details need to be mentioned in Section G of the Claim Form.

6. In addition to above, if the claim amount is more than Rs 1 Lakh then following

additional documents are required:

KYC Documents (If Applicable)

Brief description of the key documents required along with the claim form

1. Indoor Case Papers - This document is prepared by hospital on daily basis

which maintains daily doctor notes, nursing notes, patient progress details and

having patient condition summary from the date of admission till discharge.

2. Hospital Discharge Summary - Summary of hospitalization period including

- Admission date, discharge date, diagnosis, line of treatment given to patient

during hospitalization and further advice on discharge.
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3. Payment Receipts - Receipts of payment done to hospital authorities towards

all bills, investigation reports or any other procedure done.

4. Consultation Papers - Written prescription of the Medical Practitioner with

whom patient has consulted.

5. NEFT (Net Electronic Fund Transfer) - We require original cancelled cheque

of the policyholder and relevant details to be mandatorily filled under Sector-G

of claim form.

Terms and Conditions for Payments through RTGS/NEFT

1. The details provided by the policyholder in the mandate form shall be considered

as final and Health Insurance company shall not be responsible for cross verifying

of any of the details provided therein.

2. The policy holder agrees that transaction through RTGS/NEFT facility may attract

inward RTGS/NEFT charges, which if levied by the policyholder's bank shall

be borne by the policy holder only.

3. Submission of documents or bank details or any other information does not in

any way, shape or form, imply or express or suggest admission of liability by the

company.

4. I/We further undertake to refund any excess amount whether demanded by

Health Insurance Company or not, which has been credited in excess to my

account at any time due to any reason within 7 days of such receipt of such

communication from Health Insurance Company of such excess credit or such

information of excess credit coming to the knowledge of the policy holder through

any other source.

5. The policyholder agrees that under RTGS/NEFT facility, there may be risk of

non-payment in the policyholder accounts number on the day of the credit of

payments due to change in the applicable regulations pertaining to RTGS/NEFT

facility or due to any other reasons without any fault/inaction/failure on part of

Health Insurance Company or any factor beyond the control of Health Insurance

Company.
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INSURANCE AGENT LICENSE
APPLICATION COMPLETION

Objective: To familiarize learners with the process of completing an Application for a

License or Renewal of License to Act as an Insurance Agent, thereby enhancing their

understanding of the requirements and procedures involved in obtaining or renewing

an insurance agent license.

Materials Needed:

Sample Application for License/Renewal Form for Insurance Agent

Pens or pencils

Whiteboard / Projector

Markers

Introduction (10 minutes):

Begin by explaining the importance of insurance agents and the role of licensing

in the insurance industry.

Provide an overview of the activity objectives and what learners can expect to

gain from participating.

Form Explanation (10 minutes):

Walk through each section of the form, explaining the purpose and significance

of the information requested.

Highlight any specific requirements or documentation needed for license

application or renewal.
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Group Formation (5 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.

Form Completion (25 minutes):

Instruct the individuals/ groups to collaboratively fill out the Application for

License/Renewal Form for Insurance Agent.

Encourage them to discuss and deliberate on the information to ensure accuracy

and completeness.

Emphasize the importance of providing truthful information and fulfilling all

necessary requirements.

Peer Review (10 minutes):

Instructor can review the completed forms or can get it peer reviewed.

For Peer Review, after completing the forms, instruct each group to exchange

their filled-out form with another group.

Ask the groups to review the form they received, checking for accuracy,

completeness, and adherence to instructions.

Discussion (15 minutes):

Facilitate a discussion on the experience of completing and reviewing the forms.

Encourage groups to share any challenges faced during the activity and how

they addressed them.

Discuss common mistakes or areas of confusion identified during the peer review

process.

Question &AnswerSession (10 minutes):

Open the floor for questions from the learners regarding any aspect of the

Application for License/Renewal Form for Insurance Agent or insurance agent

licensing in general.

Provide clarifications and additional explanations as needed.

Conclusion (5 minutes):

Summarize the key learnings from the activity, emphasizing the importance of

accuracy and compliance in completing insurance agent license applications or

renewals.
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Reinforce the significance of understanding the requirements and procedures

involved in obtaining or renewing an insurance agent license.

Additional Tips:

Encourage active participation and collaboration within the groups.

Be available to provide guidance and clarification throughout the activity.

The outcome of the Activity:

By engaging in this activity, learners will gain practical experience in completing insurance

agent license applications or renewals, while also developing a deeper understanding

of the regulatory requirements in the insurance industry.



 INSURANCE AGENT LICENSE APPLICATION COMPLETION Module - 5
Regulatory Aspects

in Insurance

Notes

 107Diploma in Insurance Services  107

Practical Manual

FORM IRDA-AGENTS-VA

(See Regulation 3)

Insurance Regulatory and Development Authority (Licensing of Insurance Agents)

Regulations, 2000.

APPLICATION FOR A LICENCE / RENEWAL OF LICENCE TO ACT AS
AN INSURANCE AGENT

TO

THE INSURANCE REGULATORYAND DEVELOPMENT AUTHORITY,

DEPARTMENT OF LICENSING,

NEW DELHI.

DEAR SIRS,

I request that ---

(a) a licence to act as an insurance agent* / a composite insurance agent* may

be granted to me.

(b) *my licence bearing number ____________________ and expiry date

may be renewed for a further period of three years.

2. I hereby declare that particulars given below are true and that the licence for

which I apply will be used only by myself for soliciting or procuring insurance

business for one life insurer* / one general insurer* / both*.

(1) Name:_____________________________________________________

(2) Father's/Husband's Name:_______________________________________

(3) Full Address:__________________________________________________

House No. : __________________________________________________

Street: ______________________________________________________

Town: ______________________________________________________

District: :  ____________________________________________________

State : ______________________________________________________
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Pin Code: ____________________________________________________

Telephone No.________________________________________________

(STD Code - Number):_________________________________________

(4) Date of Birth: Day- Month-Year

(5) Title : State 1 if are Mr., 2 Mrs., 3 Miss:

(6) If you ever held a Licence, state No. and date of expiry, otherwise say "Nil".

(a) Licence Number: ___________________________________________

(b) Date of Expiry: Day- Month-Year ______________________________

(7) If you apply for licence to work for a life insurer, state 1, for a general insurer,

state 2, for both state 3.____________________________

(8) If you are an applicant from a rural place,

state 1. _____________________

(9) Educational Qualifications.

State 1, if you passed Class X ; 2: Class XII; 3: Graduate;

4: Post-graduate ; 5: if you hold a professional qualification

such as ACA, FASI, AICWA.): ____________________

(10) Give particulars of pass in pre-recruitment test conducted by the Insurance

Institute of India or any examination body:

(a) Name of Examination Body: ___________________________________

(b) Candidate's Number: ________________________________________

(c) Centre of Examination: _______________________________________

(d) Date of Passing: ____________________________________________

(Day- Month-Year)

(11) Give particulars of Practical Training completed from an approved institution.

(a) Training Hours completed:____________________________________

(b) Name of Training Institute: ____________________________________

(c) Candidate's Number: ________________________________________
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(d) Centre (Place) of Training:

(e) Starting Date of Training: _____________________(Day- Month-Year)

3. I further declare that----

(a) I have not been found to be of unsound mind by a court of competent

jurisdiction;

(b) I have not been found guilty of criminal misappropriation or criminal breach

of trust or cheating or forgery or an abetment of or attempt to commit any

such offence by a court of competent jurisdiction;

(c) I have not been found guilty of or to have knowingly participated in or

connived at any fraud, dishonestly or mis-representation against an insurer

or an insured in the course of any judicial proceeding relating to any policy

of insurance or the winding up of an insurance company or in the course of

an investigation of the affairs of an insurer; and

(d) #I have not violated the code of conduct specified under Regulation 8 of

Insurance Regulatory and Development Authority (Licensing of Insurance

Agents) Regulations, 2000).

4. I have made the payment of licence fee of rupees two hundred and fifty and for

which I enclose the documentary evidence.

5. I enclose the following documents in support of the educational qualification,

pre-recruitment test, and the practical training.

(a) _____________________________(b) _________________________

Place Yours faithfully

Date: Signature of applicant

(* Strike out portion not required.)

(# not applicable to the applicants seeking licence for the first time.)

Notes and Instructions

1. An individual can apply for only one licence which will entitle him to solicit or

procure insurance business of any class and to act as an insurance agent for one

life insurer, one general insurer, or both.

2. The application should be filled in, as far as possible, in Hindi language or English

language.
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3. Any correction or alteration made in any answer to the questions in the application

should be initialled by the applicant.

4. An applicant must be at least 18 years of age on the date of the application. If

required the applicant shall furnish proof of age.

5. An applicant shall furnish the proof of educational qualification, pass in the pre-

recruitment test conducted by the Insurance Institute of India, Mumbai or an

examination body approved by the Insurance Regulatory and Development

Authority, and completion of practical training from a training institution approved

by the Insurance Regulatory and Development Authority, along with the

application. This is not applicable where the applicant is an absorbed agent.

6. The fees payable by an applicant is rupees two hundred and fifty.

7. The name and the licence No. given in the application are identical with those

shown in the last licence held. If there is any subsequent change in the name, the

reasons for the same should be stated furnishing documentary evidence for the

same.

8. The application should reach the designated person before the expiry of licence

held by the applicant but not more than three months before such expiry. If the

application does not reach the designated person at least 30 days before the

date on which the last licence ceases to be in force, an additional fee of one

hundred rupees should be payable. In this connection please also refer to the

provisions of sub-sections (3) and (3A) of section 42 of the Insurance Act,

1938.

9. If the applicant desires to work for a life insurer or a general insurer or both, as

the case may be, he should enclose the documentary evidence of the relevant

pass in the pre-recruitment test and the completion of the relevant practical

training.



 UNDERSTANDING RECENT AMENDMENTS IN THE MOTOR VEHICLES ACT, 1988 Module - 5
Regulatory Aspects

in Insurance

Notes

 111Diploma in Insurance Services  111

Practical ManualPractical - 24

UNDERSTANDING RECENT
AMENDMENTS IN THE MOTOR

VEHICLES ACT, 1988

Objective: To familiarize learners with the five recent amendments in the Motor Vehicles

Act, 1988, and their implications on insurance-related matters.

Materials Needed:

Summary of the five recent amendments in the Motor Vehicles Act, 1988

Whiteboard/ Projector

Markers

Computer and Internet

Introduction (10 minutes):

Begin by explaining the significance of the Motor VehiclesAct, 1988, in regulating

road safety and traffic rules in India.

Introduce the purpose of the activity, which is to explore recent amendments in

the Act and understand their impact on insurance-related aspects.

Overview of Recent Amendments (15 minutes):

Provide a brief summary of the five recent amendments in the Motor Vehicles

Act, 1988, focusing on changes relevant to insurance, such as penalties for

traffic violations, insurance requirements, and compensation for victims.

Highlight key points and discuss the rationale behind each amendment.
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Group Formation (5 minutes):

The activity can be assigned to individual learners or divide the learners into

small groups, ensuring a mix of backgrounds and experiences if possible.

Amendment Analysis (30 minutes):

Assign each individual/group one of the five recent amendments in the Motor

Vehicles Act, 1988.

Instruct the individuals/groupsto discuss and analyse their assigned amendment,

focusing on its implications for insurance matters.

Encourage individuals/groupsto brainstorm potential changes in insurance

policies, premium rates, claims processing, etc., resulting from the amendment.

They may search for the information on internet using computers for detailed

information.

Presentation Preparation (20 minutes):

Ask each individual/groupto prepare a brief presentation summarizing their

analysis of the assigned amendment and its impact on insurance-related aspects.

Provide guidelines on presentation format and time limit.

Group Presentations (30 minutes):

Have each individual/grouppresent their findings and insights on their assigned

amendment.

Encourage other participants to ask questions and engage in discussions after

each presentation.

Discussion and Reflection (15 minutes):

Facilitate a class-wide discussion on the overall impact of the recent amendments

on insurance practices and policies.

Encourage learners to reflect on how insurance companies and policyholders

can adapt to the changes brought about by the amendments.

Conclusion (5 minutes):

Summarize the key learnings from the activity, emphasizing the importance of

staying updated on legislative changes and their implications for insurance in the

context of road safety.
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Encourage learners to continue exploring and understanding the evolving

landscape of insurance regulations.

Additional Tips:

Provide access to relevant resources or documents outlining the recent

amendments for further reference.

Encourage active participation and collaboration within the groups.

Be available to provide guidance and clarification throughout the activity.

The outcome of the Activity:

Through this activity, learners will gain a deeper understanding of the recent amendments

in the Motor Vehicles Act, 1988, and how they influence insurance-related matters,

thus enhancing their knowledge and awareness in the field of insurance.
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DENTIFYING DOCUMENTS FOR
KYC COMPLIANCE IN THE

INSURANCE INDUSTRY

Objective: To familiarize the learners with the documents that could be used for

KYC compliance.

Case Study:

ABC Insurance Company has recently implemented stringent Know Your Customer

(KYC) guidelines in compliance with the regulations outlined in the Prevention of

Money Laundering Act and Anti-Money Laundering guidelines. As part of their KYC

policy, the company requires agents to collect specific documents from customers

during the insurance application process. However, agents are facing challenges in

understanding the exact documents required for KYC compliance.The insurance

industry, like other financial sectors, is susceptible to money laundering activities.

Criminals often attempt to launder illicit funds through insurance transactions by using

false identities or engaging in fraudulent activities. To mitigate such risks, regulatory

authorities have mandated strict KYC procedures for insurance companies.

During the KYC process, insurance agents must collect various documents from

customers to verify their identity and assess their risk profile. The following documents

are available with the client:

Utility Bill ID Card from an employer

Shopping Receipt Passport

Self-Declaration of Age Rental Agreement

Driving License E-wallet statements

College ID Card Income Tax Returns (ITR)
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Aadhaar Card Magazine Cutout

Gym Membership Card Bank Statements

Voter's Identity Card Movie Ticket

Budget of an individual Statement of Purpose

PAN Number Insurance Application Form

Passport-sized Photograph Horoscope

Photograph with friends Grocery Shopping List

Learners must study Anti-money laundering and know your customer guidelines for

answering the following questions.

Questions:

1. Identify the documents that could be used for KYC compliance for various

purposes and distinguish them from irrelevant documents.

2. Do you think Document Collection Process for KYC compliance will be same

for individuals, corporates, partnership firms and trusts? If not, what all documents

shall be collected from these persons?

The outcome of the Activity:

Through this activity, learners will be able to identify the documents that can be used

for KYC compliance in the insurance industry.
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