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Executive summary: H1 FY20

1. Computed basis NOPs for Individual Business

The numbers throughout the presentation are based on standalone financial results of the Company

Scale Profitability Customer centricity

Company
APE

Rs (Bn.) 34.7

Growth 38%

NB Sum 
Assured

Rs (Tn.) 4.4

Growth 68%

AUM
Rs (Tn.) 1.3

Growth 16%

Overall
CY (%) 22.4

PY (%) 21.2

Profit After 
Tax

Rs (Bn.) 7.3

Growth 10%

New 
Business 
Margin

CY 27.5%

PY 24.3%

IEV Rs (Bn.) 201.2

EVOP Growth 19.6%

Operating
Exp. Ratio

CY 14.1%

PY 14.1%

13 th month 
persistency

CY 89%

PY 87%

Claim 
settlement 
ratio 1

FY19 99.0%

FY18 97.8%

Complaints 
per 10k 
policies

FY19 61

FY18 70

Individual
CY (%) 15.2

PY (%) 13.0Mkt. Share

NBP
Rs (Bn.) 22.2

Growth 23%

APE
Rs (Bn.) 5.8

Growth 43%Protection
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20.9 

33.2 

51.4 

21.6 
28.7 

FY17 FY18 FY19 H1 FY19 H1 FY20

Leadership in new business premium (Rs Bn.) Increasing number of lives insured (Mn.)

Maintaining balanced product mix across cycles 1

25% 26% 21% 21%
10%

14% 12%

6% 7%

3%

3% 3%

5% 2%
18%

32%
24%

24% 24% 25%

22%
26%

27% 29% 28%

4% 9%
17% 16% 15%

FY17 FY18 FY19 H1 FY19 H1 FY20

UL Par Non Par Group Term Annuity

Savings Protection

Focus on scaling proprietary channels 1

32%
24% 25% 24% 25%

20%
24% 24% 26% 26%

34%
35% 28% 28% 26%

14% 17% 23% 21% 23%

FY 17 FY 18 FY19 H1 FY19 H1 FY20

Group Savings Group Protection

Third Party Distributors Proprietary channels

1. As a % Overall NBP

86.2
113.5

149.7

62.9
79.1

FY17 FY18 FY19 H1 FY19 H1 FY20

17.2% 20.7%19.1% 21.2% 22.4%

Private Market Share

26%

33%

Consistent performance across key metrics (1/2)
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Consistent performance across key metrics (2/2)

7.5 8.5 9.0 

5.4 5.5 

1.4 
2.6 

3.8 

1.3 1.8 

FY17 FY18 FY19 H1 FY19 H1 FY20

Policyholder Surplus Shareholder surplus

917 
1,066 

1,256 1,132 
1,310 

FY17 FY18 FY19 H1 FY19 H1 FY20

9.2

12.8
15.4

6.1

9.6

FY17 FY18 FY19 H1 FY19 H1 FY20

33% 32% 32% 38% 35%

67%
68%

68% 62%
65%

FY17 FY18 FY19 H1 FY19 H1 FY20
ANW VIF

Strong growth in VNB, steady expansion in VNB m argins (Rs Bn.) Healthy growth in Embedded Value (Rs Bn.)

22.0% 24.6%23.2% 24.3% 27.5% 21.7% 21.5 % 20.1%

EVOP%

183.0

152.2

124.7

Consistent profitable growth (PAT in Rs Bn.)

25.7% 26.0% 24.6%

12.8

11.1

8.9

Return on Equity Growth

24% 16% 18%

163.8

19.6%

Stable growth in AUM (Rs Bn.)

26.4% 24.3% 14%

VNB Margin

19.6%

_

16%

57%

23 %

10%

6.7 7.3

201.2
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Key elements of our strategy

Focus on profitable 
growth

Ensuring sustainable 
and profitable growth 
by identifying and 
tapping new profit 
pools

1

Balanced 
distribution mix

Developing multiple 
channels of growth to 
drive need -based 
selling

2

Market - leading 
innovation 

Identifying latent 
customer needs to 
create new product 
propositions

3

Reimagining 
insurance

Market - leading digital 
capabilities that put 
the customer 
first, shaping the 
insurance operating 
model of tomorrow

4

Quality of Board 
and management

Seasoned leadership 
guided by an 
independent and 
competent Board; No 
secondees from 
group companies

5

Maintaining a diversified distribution mix and profitable product suite powered by 
technology and backed by a customer - centric approach
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-7.1

-10.6 -16.5

-6.3
-9.6

14.6

19.1 25.5

11.7

15.1

-10.0

-5.0

0.0

5.0

10.0

15.0

FY17 FY18 FY19 H1 FY19 H1 FY20

New Business Strain Backbook Surplus

Focus on profitable growth

Rs Bn.

8.9 11.1

Underwriting profits breakup

12.8

1.4 2.6 3.8

7.5 8.5 9.0

22.0% 23.2% 24.6%

FY17 FY18 FY19

9.2 12.8 15.4

6.7

1.3

5.4

24.3%

H1 
FY19

6.1

7.3

1.8

5.5

27.5%

H1 
FY20

9.6

29%

Profit after tax (PAT )

Shareholdersô surplus

Underwriting profits

New business Margins

Value of new business
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58.8 
71.1 

124.3

6.9 
9.6 0.6 1.1 0.05 

130.1 

IEV at 30th 
Sep 19

IEV at 31st 
Mar 19

Unwind Post over -
run VNB

Operating 
variances 

Economic 
variances

Analysis of change in IEV

EVOP ï17.1
EVOP1% - 19.6%

1. EVOP% calculated as annualised EVOP (Embedded Value Operating Profit) to Opening EV

Á Consistently delivered healthy operating returns on EV

Á Positive operating variances in the last 10 years

Á Operating experience for the period closely tracking our assumptions

Rs Bn.

Value of in - force business (VIF)Adjusted Net worth (ANW)

ESOP 
exercises

183.0

201.2
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Balanced distribution mix

72% 71% 64%
54%

5% 5%
4%

10%

12% 11%
13% 15%

11% 14% 19% 21%

FY17 FY18 FY19 H1 FY20

Bancassurance Brokers and others Agency Direct

Banks NBFCs and MFIs SFBs

1. Basis Individual APE

2. Direct includes Online channel 

Increasing share of proprietary channels 1 Strong and diversified network of 230+ traditional partners

Developing alternative channels of distribution: 40+ 
Partnerships in emerging eco - systems

Health Ecommerce Mobility Telecom Education Fintech

2

Consistent growth in proprietary channels 2
(Rs Bn.)

4.5 5.3 
6.7 

2.4 
4.3 4.1 

6.8 

10.2 

3.6 
5.9 

FY17 FY18 FY19 H1 FY19 H1 FY20

Agency Direct

80% 62%
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Progress by proprietary channels

Agency OnlineDirect

84% - Increase in FLS 
productivity due to ease of doing 
business and greater agent 
engagement 

91% - Robust 13 th month 
persistency due to improved focus 
on quality of business

44% - Increase in new agent 
productivity due to recruitment of 
higher quality agents

32% - Growth in term business. 
Better product mix has improved 
profitability

Launch of ML - based hyper -
personalization solution to 
enhance employee productivity

Pan- India launch of a robust lead 
management tool with geo - tagging 
capabilities

19% - Improvement in FLS 
productivity

32% - Contribution of Annuity and 
Term in the product mix

Younger customers (avg. age 31) 
as compared to company average

ML capability used to increase 
leads and reduce cost per lead

Diversified product mix: 
Protection: Savings ï32:68 

Increasing contribution from non -
metros (~50% of APE)
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Registered strong growth of 80% in Agency and 62% in Direct ( incl Online)
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Operating model moved from product centric to being customer centric

From the Traditional Insurer... ... to the Insurer of the Future

Ecosystem Partners

Agency Banca Group

Retailers

Digital
Platforms

Traditional Channels

Telcos
Internet 

Cos.

Retiral 
Platform

E3

Digital
Channels

HDFC Life 
Online

Policy 
Bazaar

Coverfox

Agency Banca Group

Product Factory

(Top Line Marketing / Product Driven)

Customer

(Segmented Marketing / Customer Driven )
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Customer
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Addressing customer needs at every stage of life

Regular Income

Pure Protection (protection of assets)

Health Protection

Income Protection

Savings (retirement, education fund etc.)

Product 
Offerings

20 ï30 years 30 ï40 years 40 ï50 years 50+ years

Objective Simple Savings Borrowing Investments Asset Drawdown 

Needs

First Job

Buy new car

Get married 

Buy Home 

Childôs 
education 

Plan for 
retirement 

Pay off 
mortgage 

Medical care 

Medical care Medical care 

Net Worth

Medical care 

Retire

SanchayPlus Super Income Plan

ProGrowthPlus

Cancer CareCardiac Care

Click 2 Protect 3D Plus

Pension Guaranteed Plan
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Risks 
Addressed

Mortality

Morbidity

Longevity
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19.0 

29.4 

40.4 

18.0 
22.2 

3.5 10.7 

25.9 

10.4 12.2 

FY17 FY18 FY19 H1 FY19 H1 FY20

Term Annuity

Expanding market through consistent product innovation

53% 57% 55% 59%

26%

35% 28%
18%

23%

9%

8% 7%

15%
6%

54%

4% 5%
7% 7% 6%

1% 2% 5% 5% 4%

FY17 FY18 FY19 H1 FY19 H1 FY20

UL Par Non Par Term Annuity

2014 2015 2017 2018 2019

Youngstar

Woman

Guaranteed returns, with 
option for life long income

Joint - life single -premium 

ULIP with low cost struct ure

Retirement 
& pension

Diversified product suite enabling ability to 
manage business cycles 1

Savings Protection

Continued focus on protection 2
(Rs Bn.)

1. As a % of individual APE

2. Based on new business premium

23 %

18 %
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Product mix across key channels 1

1. Basis Individual APE, Term includes health business

2. Includes banks and other corporate agents
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Segment FY17 FY18 FY19 H1 FY20

UL 61% 64% 67% 33%

Par 30% 26% 14% 8%

Non par savings 8% 8% 15% 56%

Term 1% 1% 2% 2%

Annuity 0% 1% 2% 2%

UL 47% 58% 50% 33%

Par 29% 17% 8% 6%

Non par savings 11% 9% 12% 29%

Term 6% 5% 6% 4%

Annuity 7% 11% 24% 28%

Segment FY17 FY18 FY19 H1 FY20

UL 26% 33% 26% 8%

Par 57% 48% 40% 17%

Non par savings 6% 5% 17% 63%

Term 11% 11% 12% 9%

Annuity 2% 3% 5% 2%

UL 51% 47% 43% 36%

Par 3% 1% 1% 5%

Non par savings 1% 0% 15% 27%

Term 45% 52% 34% 28%

Annuity 0% 0% 6% 4%

Segment FY17 FY18 FY19 H1 FY20

UL 53% 57% 55% 26%

Par 35% 28% 18% 9%

Non par savings 8% 7% 15% 54%

Term 4% 5% 7% 6%

Annuity 1% 2% 5% 4%

Total APE FY17 FY18 FY19 H1 FY20

Term 8% 11% 17% 17%

Annuity 1% 2% 4% 4%

Total 9% 13% 21% 20%

Total NBP FY17 FY18 FY19 H1 FY20

Term 22% 26% 27% 28%

Annuity 4% 9% 17% 15%

Total 26% 35% 44% 43%
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Q2 FY20

26%

13%

51%

7%

4%
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Created a new operating model to reimagine insurance

Agile / 
Sprints

Fail Early / Fail Fast

MVP 
Approach

Local Customer / 
Global Resources

AI / ML

Cloud Computing 

Data Lake

Partnering with the 
Best

Enablers CultureBuilding Blocks

Service Simplification

Give me frictionless service

Partner Integration

Give me an integrated experience

Journey 
Simplification

Give me a simple
journey from 

purchase to payout

Data 
Enrichment & 

Analytics

Personalize my 
experiences

Platforms & Ecosystems

Nudge me in my world

4

5

12

3

Core Systems Digital Assets E-Commerce Data Labs Platforms

Engines powering the new model

Customer 
Centricity

P
ro

fita
b

le
 

g
ro

w
th

B
a

la
n

c
e

d
 

d
is

trib
u

tio
n

 
m

ix

M
a

rk
e

t 
le

a
d

in
g

 
in

n
o
v
a

tio
n

R
e

im
a

g
in

in
g

 
in

s
u
ra

n
c
e

Q
u

a
lity

 o
f 

B
o
a

rd
 a

n
d

 
m

a
n

a
g

e
m

e
n

t


