
INTRODUCTION OF BANCASSURANCE

What is Bancassurance? Bancassurance is the marketing of insurance products by Banks. Banks, apart from their
regular products of deposits, advances.

Busy customers will have no time to have a discussion on a long-term durable purchase like insurance across
the counter. In India, selling life insurance products are more acceptable than non â€” a life insurance product
as the same has the proper matching with the various banking products. Across Europe in countries like Spain
and UK, banks started the process of selling life insurance decades ago and customers found the concept
appealing for various reasons. But over the years the bank staffs are becoming trained enough to sell various
non â€” traditional products like health insurance, motor insurance etc. Looking at the vast nature of banking
services the success of bancassurance in China will be a matter of time. Bancassurance is: The provision of a
complete range of banking, investment and insurance product and services, to meet the individual needs of the
customers of the bank and its associates. This may be suitable to relatively larger banks with sound financials
and has better infrastructure. Conclusion[ edit ] Bancassurance plays a major role in worldwide insurance and
dominates several major European markets such as France and Italy. Non structured non disguised
questionnaire Non structured disguised questionnaire. Bank staff are advised and supported by the insurance
company through wholesale product information, marketing campaigns and sales training. Bancassurance
enables banks and insurance companies to complement each others strengths as well. January  This sees an
opportunity by establishing a tie ups with the existing banks to sell the insurance products through
bancassurance model. VW-HSG shows that in countries such as Portugal, Italy, Turkey and France
bancassurance plays a much larger role in insurance sales with up to 80 percent market share. Business models
across the world[ edit ] 'Integrated models' is insurance activity deeply integrated with bank's processes.
Insurers have their own perceptions of Bankers as their marketers and feel that often Bankers do not do
enough to push their products. At the same time, it is vital for insurers to survive: The maintenance of existing
customer relationships, the maintenance of existing product portfolios and the renewal of IT systems must not
be neglected. Another possible threat may come from non-response from the targeted customers. The
following analysis was done on the basis of the survey conducted: Are you aware of Bancassurance? Other
than all these things there is a huge potential for insurance sector, as the population of India is high and a large
part of it has remained untapped till now. By marketing a full range of insurance products in the life and
non-life sectors, banks, spread not only awareness of these products and services among the people, but also
make a handsome amount of money by expanding the scope of this service. This model of bancassurance
worked well in the US, because consumers generally prefer to purchase policies through broker banks that
offer a wide range of products from competing insurers.


