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“Changes mooted in life covers
will onlv benefit customers”

Irdai's praposals an linked and non-linked life insurance product structures will allow mare
flexibility, besides reviving the pension space, Ashish viohra tells Preeti Kulkarmi

Ashish Vohra

ED and CEO,
Reliance Nippon
Life Insurance

How willthe proposed changesinthe
structure of life insurance products affect
policyhalders?

The proposals, if implemented, could make
thetill-nowrigidlife insurance product
designspace alot more flexible. For one,
policyholders will notbe tied toone insurer
while buying annuities. This way wecould

see arevival inthe pension space. Surrender

rules incaseof non-linked policies. too,
would be eased—the policies could then
acquire surrender value after two years in
stead of the current three vears, Thechang-
es would be in favour of customers.

Won't reducing minimum death benefit
from 10 times the annual premium to seven
be astep backwards, given thatprotection
is the core of the life insurance business?
Thecurrent rules for minimum eover are

cumbersome and restrictive for product
innovation. The proposed regulations have
simplified the rules to provide more scope
for offering flexible protection benefits to
the customerssuch as ‘whole life’ flexible
protection plans. They can start with low
or medium protection covers when they are
single and increase it when they starta fam
ily. They canalso reduce it when they are
closer to retirement to increase the savings
component in the product, In addition, seven
times is the minimum cover limit, compa-
nies are free tooffer higher cover multiples.

Won'titput tax benefits out of the reach of
policyholders?

The minimum cover required to availof
tax-freestatus for maturity proceeds under
Section 10(10D)will be brought down to
seven times. Past experience shows that tax
benefits usually getaligned to theminimum
cover preseribed by the regulator,

Whatis your current product mix?
Ulip sales have e up after the imposi

s, Ulps now
ofour

i hiletraditional plans
make up the balance.

Insurers often contend
that Ulips allow individu-
als to switchin and outof
debt and equity without
attracting tax, but how
often do policyholders use
the switch fundsoption?
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Do you intend to focus more on the protec-
tion side, like your peers?

siven the shift inthe industry
er protection s
owardsi

owardsa

ss in policies with tenures longer
than 10 vears

“Statistically, if
o the 13th month
persisiency is nol
good, no mallter i
what you do, the for the ha
later years will not
pul up a good show

What are your plans for the critical iliness
product segment?

‘We have just launched a eancer protection
plan—Cancer Protection Plus. OQur product
comes with a key differential —we pay out
100% of the sum insured, irrespective of
whether it is early or late stage cancer. We
intend to serve tier 2, tier 3 and tier 4 towns,
areas thatother insurers often do not target.

From acustomers' perspective, what are
the advantages of such plans over critical
iliness and disease-specific coversoffered
by healthinsurers?

Products offered by life companies arelixecd
benefit plans and have the advantage of
longer coverage term-—five io 25 years as
againsthealth insurance plans which are
shorter term. Inmost cases italso bringsthe
advantage of guaranteed premiumsfor a
minimum of five vears.

How do you plan to boost your persistency
ratio?
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Why is the fifth-year persistency ratio still
poor for the industry?
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