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INTRODUCTION

The study was undertaken to accomplish the assignment of measuring Brand image of ICICI Prudential Life Insurance.

Insurance is a Service marketing, where every insurance company serves for customers.

In today’s market there are many no of insurance companies, which are not up to, the expectations in terms of sales. At present every insurance company will focus on increasing the sales, but no one will concentrate on customer satisfaction.

There are few companies, which are leading the market with their brand image. ICICI is one of the leading insurance companies in private sector with brand image of ICICI.

The customer develops a set of brand belief about where each brand stands on each attributes or factors. A set of belief about a brand makes up the brand image. The customer brand image will vary with further experience has filtered by the effects of selective perception, selective distortion and selective retention.

[From various products of ICICI i.e. Banking, Loans, Mutual funds, General and Life insurance, web trade, the consumer can make up the brand image of ICICI based on the services provided by the above said sections.]

         Actually this project deals with the measuring of Brand image of ICICI prudential Life Insurance in the terms of customers’ satisfaction. The methodology adopted to achieve the above task is as follows.

The respondents are divided as the present customers, lost customers and the non-customers of ICICI prudential life insurance company.

The study includes the measure of satisfaction levels of the customers. It also aim at the estimation of going back of lost customers. The research of the non-customers of ICICI Prudential was aimed at measuring the inclination of them towards ICICI.

INDUSTRY PROFILE
Life insurance is a contract for payment of a sum of mo0ney to the person assured for (or falling him/her, to the person entitled to receive the same) on the happening of the event insured against usually the contract provides for the payments of an amount on the date of maturity or at the specified dates at periodic intervals or on unfortunate death, if it occurs earlier. Among others things, the contract also provides for the payment of premium periodically to the corporation by the assured. Life insurance is universally acknowledged to be an institution, which eliminates risk substituting certainly for uncertainty and comes to the timely aid of the family in the fortunate event of the death of the bread winner. By and large, life insurance is civilization’s partial solution to financial uncertainties caused by untimely death.

       Life insurance, in short, is concerned with two hazards that stand across the life path of every person. That of dying prematurely living a dependent family to fend for it self and that too old without visible means of support
INDIAN INSURANCE INDUSTRY

Insurance industry, as on 1.4.2000, comprised mainly two players;

Life Insurers:


Life Insurance Corporation of India(LIC).

General Insurers:


General Insurance Corporation of India(GIC) (with effect from Dec’2000, a National Reinsure).;

GIC has four subsidiary companies, namely (with effect from Dec’2000, these subsidiaries have been de-linked from the parent company and made as independent insurance companies.

1. The oriental insurance company limited.

2. The new India insurance company limited.

3. National insurance company limited.

4. United insurance company limited.

Life Insurance:

S.NO       Registration       Date of Reg.         Name of the company 

                Number

01            101                  23.10.2000         HDFC Standard Life Insurance 

                                                                 Company Ltd.
02            104                  15.11.2000         Max new York Life Insurance 

                                                                 Co. Ltd.
03            105                  24.11.2000        ICICI prudential Life Insurance

                                                                Company Ltd.
04            107                  10.01.2001        Kotak Mahindra Old Mutual Life

                                                                Insurance Ltd.
05            109                  31.01.2001        Birla Sun Life Insurance comp.

                                                                Ltd.
06            110                  12.01.2001        Tata AIG Life Insurance

                                                                Company Ltd.
07            111                   30.03.2001       SBI Life Insurance company 

                                                                 Ltd.
08            114                   02.08.2001       ING Vysya Life Insurance

                                                                Company private Ltd
09            116                   03.08.2001        Bajaj Allianz Life Insurnce

                                                                 Company Ltd.
10            117                   06.08.2001         Metlife India Insurance 
GENERAL INSURANCE :
S.NO      Registration       Date of registration     Name of the company                                                                                    

               Number                                                                           

1               102                 23.10.2000                Royal Sundaram Alliance

                                                                        Insurance company Ltd.
2               103                 23.10.2000                 Reliance General

                                                                         Insurance company Ltd.
3               106                  04.12.2000                 IFFCO Tokio General

                                                                         Insurance co.Ltd.
4               108                  22.01.2001               TATA AIG General 

                                                                         Insurance company Ltd.
5                113                 02.05.2001                Bajaj Allianz General

                                                                          Insurance co.Ltd.

6                115                 03.08.2001                 ICICI Lombard General

                                                                          Insurance co. Ltd.

Yr: 2000-2001: (From 1st jan. 2001 to Dec.2002)

Insurance Industry in this year, so far has 5 new entrants; namely

Life Insurance:
S.NO.         registration
Date of registration      Name of the 

                    Number                                                        company

1                   121                    03.01.2002                  AMP sanmar Life 

                                                                                    Insurance co.Ltd
2                   122                    14.05.2002

      Aviva Life 

                                                                                    Insurance co.Ltd
General Insurance:
S.NO       Registration          Date of reg.     Name of the 

                  Number                                                   company

1                   123                  15.07.2002       Cholamondalam 

                                                                       General Ins.co.Ltd

2                   124                   27.08.2002       Export Credit 

                                                                        Guarantee                                                  
                                                                        Corporation Ltd.

3                    125                  27.08.2002       HDFC-Chubb
                                                                        General Insurance
                                                                        Co. Ltd.

INSURANCE BUSINESS

Insurance business is divided in to four classes:

1. Life Insurance

2. Fire Insurance

3. Marine Insurance

4. Miscellaneous Insurance

Life Insurance transacts life insurance business; General Insurance transacts the rest.

No composites are permitted as per law.

LEGISLATION (as on 1.4.2000):

Insurance is a federal subject in India. The primary legislation that deals with   insurance business in India is:

Insurance act, 1938, and Insurance Regulatory & Development Authority Act, 1999.

INSURANCE PRODUCTS (as on 1.4.2000) (for latest information get in touch with the current insurers-website Information of Insurance is provided at the webpage for insurers):

 Life Insurance: Popular products: Endowment assurance (participating) and Money back (participating). More than 80% of the life insurance business is from these products.

General Insurance: 
 Fire and Miscellaneous insurance business are predominant. Motor vehicle insurance is compulsory.

Tariff advisory committee (TAC) lays down tariff rates for some of the general insurance products (please visit website of GIC for details)

2001:New products have been launched by life insurance. These include linked products. For details, please visit the website of life insurance.
             COMPANY PROFILE

INTRODUCTION:
          ICICI     Prudential Life Insurance Company is a joint venture between   ICICI  Bank, a premier financial powerhouse and Prudential plc, a leading international financial services group headquartered in sector insurance companies to begin operation in December 2000  after receiving  approval  from Insurance Regulatory  Development  Authority(IRDA).

 ICICI Prudential’s equity base stands at RS.9.25 billon with ICICI Bank  and prudential plc holding 74% and 26% stake respectively. In the financial year ended March 31, 2005,the company garnered RS 1584 Core and wrote nearly 615000 polices. The company  has a network about 56000 advisors;

As well as 7 bank assurance and 150 corporate agent tie ups. For the post four years, ICICI prudential has retained it’s position as the no 1 Private Life Insurer in the country, with a wide range of flexible products that meet the needs of the Indian customer at every step in life     

VISION 

 Our vision:

            To make ICICI prudential the dominant Life and pensions player built on trust by world – class people and service.

This we hope to achieve by:

· Under the needs of customers and offering them superior products and services.

· Leveraging technology to service customers quickly, efficiently and conveniently.

· Developing and implementing superior risk management and investment strategies to offer sustainable and stable returns to our policy holder.

· Providing an enabling environment to foster growth and learning for our employees.

· And above all, building transparency in all our dealings.

         The success of the company will be founded in its unflinching commitment to 5 core values – Integrity, customer first, Boundary less, Ownership and passion. Each of the values describe what the company stands for, the qualities of our people and the way we work.

          We do believe that we are on the threshold of an exciting new opportunity, where we can play a significant role in redefining and reshaping the sector. Given the quality of our parentage and the commitment of our team, there are no limits to our growth.

THE COMPLETE BANK

ICICI Bank

              ICICI Bank (NYSE:IBN) is India’s second largest bank with an asset base of RS.106812 core. ICICI Bank provides a broad spectrum of financial services to individuals and companies. This includes mortgages, car and personal loans, credit and debit cards, corporate and agricultural finance. The Bank services growing customer base of more than 7 million customer accounts and 5 million bondholders accounts through a multi – channel access network. This includes about 450 branches and extension counters, 1675 ATMs, call centers and internet banking (www.icicibank.com). ICICI Bank posted a net profit of RS.1,206 core for the year ended March 31, 2003. ICICI bank is the only Indian company to be rated above the country rating by the international rating agency Moody’s and the only Indian company to be awarded an investment credit rating. The Bank enjoys the highest AAA (or equivalent) rating from all leading Indian rating agencies.

Prudential plc

              Established in 1848, prudential plc is a leading international financial services company in the UK, with around US$250 billion funds under management, and more than 16 million customers worldwide. Prudential has brought to market an integrated range of financial services products that now includes life assurance, pensions, mutual funds, banking, investment management and general insurance. In Asia, prudential is UK’s largest life insurance company with a vast6 network of 22 life and mutual fund operations in twelve countries – China, Hongkong, India, Indonesia, Japan, Korea, Malaysia, Philippines, Singapore, Taiwan, Thailand and Vietnam. Since 1923, prudential has championed customer – centric products and services, supported by over 60,000 staff and agents across the region.

Distribution:

ICICI prudential has one of the largest distribution networks amongst private life insurance in India, having commenced operations in 69 cities and towns in India, they are Agra, Ahmadabad, Ajmer,  Alahabad, Amrutsar, Aurangabad, Bangalore, Bareilly, Bhatinda, Bhopal, Bhuvaneshwar, calicut, chandigarh, Chennai, coimbatore, Dehradun, Durgapur, Faridabad, Goa, Guntur, Gurgoan, Guwahati, Hyderabad, Hubli, Indore, Jaipur, Jalandhar, Jamnagar, Jamshedpur, Jodhpur, Kanpur, Karnal, Kochi, Kolkata, Kolhapur, Kota, Kottyam, Lucknow, Ludhiana, Madurai, Mangalore, Meerut, Mumbai, Mysore, Nagpur, Nasik, Nodia, New Delhi, Patiala, Pune, Raipur, Rajkot, Ranchi, Rourkela, Simla, Siliguri, Surat, Thane, Thrissur, Trichy, Trivandrum, Udaipur, Vadodara, Vapi, Varanasi, Vashi, Vijayawada and Vizag.

             The company has seven bank assurance tie-ups, having agreements with ICICI Bank, Federal Bank, south Indian Bank, Bank of India, Lord Krishna Bank and some co-operative banks, as well as over 160 corporate agents and brokers. It has also tied up with organizations like Dhan for distribution of salaam Zindagi, a policy for the socially and economically underprivileged sections of society.

      ICICI prudential has recruited and trained about 50,000 insurance Advisors to interface with and advice customers. Further, it leverages its state-of-the-art IT infrastructure to provide superior quality of service to customer
PRODUCTS

· Saving plans

· Child plan

· Protection plan

· Retirement plan

          ICICI prudential life insurance offers a range of innovative, customer-centric products that meet the ends of customer at every life stage. Its 20 products can be Enhanced with up to 6 riders, to create a customized solution for each policyholder.

Savings Solutions

· Secure plus is a transparent and feature-packed savings plan that offers 3 levels of protection.

· Cash plus is a transparent, feature-packed savings plan that offers 3 levels of protection as well as liquidity options.

· Save and protect is a traditional endowment savings plan that offers life protection along with adequate returns.

· Invest Shield Gold is a Market linked plan that provides capital guarantee on the invested premiums and declared bonus interest along with limited premium payment terms.

    Protection plan:

We all hope to live a full life till a ripe old age… to ensure our childern’s sustenance and healthy growth. But if a sudden disability or illness strikes? Besides the grief and the plan, such an event also completely disrupts life for all the people who are financially dependent on us. Our life insurance policies offer a comprehensive range of protection benefits.

·  Life Guard- A low cost of high protection plan that offers protection over a specified period.

· Riders- Additional benefits that one can add on to the policy. The rider can be opted for at the time of talking the basic policy. Additional premium is charged for each rider.

 An insurance policy can be tailor made to provide protection to you and your loved ones. If something were to happen to you, it can help:

· Safeguard your better half: ensure life’s continuity for your loved one.

· Dear and Near ones: ensure your children’s education continues undisrupted.

· Un for seen circumstances: bear the cost of fighting an illness, disability, etc.

Child plan:

            As a responsible parent, you will always ensure a hassle-free, successful life for your child. However, life is full of uncertainties and even the best laid plans go wrong. Here’s how you give your child a 100% safe and assured tomorrow, whatever the uncertainties. Smart kid child plans are designed to provide flexibility and to safeguard your child’s future education and lifestyle, taking all possibilities into account.

Presenting Smart Kid Child plans. Leave nothing to chance 

Smart Kid Child plans offers three products:

· Unit-Linked Regular Premium II

· Unit Linked Single Premium II

· Regular Premium Smart Kid.

 Retirement Plan:

               Most of you picture yourselves enjoying the fruits of labor after retirement, going on your dream vacation, or helping your children’s career take wing. But do you realize that financing all this will most likely depend partly on your personal saving? Because personal savings and investment represent a significant source of retirement income for many people, you can never save too much.

           Currently you are at a stage where you are juggling many roles, as nurturing parents, dutiful caregivers to elders, supportive life partners, while trying to maintain a career. It is too easy to get carried away handling and solving the day-to-day problems to not look into your retirement need. It may also seem too far away to be of concern. But a look at the issues below will make the need for some strategic planning at this stage amply clear.

           Today, thanks to a healthier lifestyle and advances in medicine, the average Indian lives longer. This makes the challenge of accumulating enough money for retirement even more difficult, since it may have to last longer. Also, with the falling interest rate scenario and the raising costs of medical expenses retirement means monetary uncertainty for most of us. More so, because there is also the ever-persistent evil of inflation, which erodes your purchasing power.

Therefore, the message is simple-put time on your sides and start Early.

          We, at ICICI prudential life insurance believe in the philosophy of providing meaningful and comprehensive insurance solutions to plan your retirement. Our insurance are the most optional tools to plan your retirement because they give you safety, Liquidity, Tax benefits, Health cover and life protection and thus ensure that you are comprehensively covered.

           ICICI prudential presents Retirement solutions that combine the best of investment and insurance. These solutions are developed to ensure your peace of mind for the years to come. Solutions that give you the power to maintain your lifestyle need for as long as you live.

Life Time Pension II:

         A regular premium linked deferred pension plan that gives you the freedom to choose the amount of premium, and invest in market-linked funds, to generate potentially higher returns.

Secure plus pension:

        A regular premium deferred pension plan that gives you the flexibility to choose between 3 levels of sum assured for the same level of total annual contribution.

Life Link Pension II:

       A single premium linked deferred pension plan that gives you the freedom to choose the amount of premium, and invest in market-linked funds, to generate potentially higher returns.

Forever Life:

      A regular premium deferred pension plan that helps you save for your retirement while providing you with life insurance protection.

      Depending on you specific need our retirement solutions give you the:

· Power to choose the retirement date

· Power to choose the potential level

· Power to increase your investments 

· Power to investment in a plan based on your priorities

· Power to receive you pension in 5 different ways

· Power to choose your annuity provider

· Power to add-on flexible riders at a nominal extra premium

                      MANAGEMENT

Board of Directors

               The ICICI prudential Life Insurance Company Limited Board comprises reputed people from the finance industry both from India and abroad.

          Mr.K.V.Kamath, Chairman

          Mr.Mark Norbom

          Mrs. Lalita D. Gupta

          Mrs.Kalpana Morparia

          Mrs. Chanda Kochnar

          Mr.Kevin Holmgren

          Mr.M.P. Modi

          Mr.R.Narayanan

          Ms.Shikha Sharma, Managing Director

Management Team

           Ms. Shikha Sharama, Managing Director

           Mr. Sandeep Batra, Chief Financial Officer & Company secretary

           Mr. Shubhro J. Mitra, Chief – Human Resources

           Mr. Puneet Nanda, Head-Investments

           Ms. Anita Pai, Chief –customer Service and Operatio
THEORETCAL FRAME WORK

Marketing:

   Marketing is indeed an ancient art it has been practiced in one way or the other since the days of adam and eve. Its emergency as a management discipline, however, is of relatively recent origin. And with in this relatively short period, it has gained a great deal of importance and stature, in fact today most management thinkers and practitioners the world over, regarding marketing as the most important of all management function in  any business.

Definition of Marketing:

         “Marketing is a social and managerial process by which individuals and group obtain what they need and want through creating, offering and exchanging products   of value with others”.

                                                                             -Philip Kotler
      “Marketing consist of all activities which a company adopts itself to it’s environment- creativity and profitability”.

                                                                              -Roy Corey

The Marketing concepts:

                  The marketing concept was born out of the awareness that marketing starts with the determination of customer wants and ends with the satisfaction of those wants the concept puts the consumer both at the end of the business cycle. It stipulates that any business should be organized around the marketing function, anticipating, stimulating and meeting customer’s requirements. The customer, not be corporation has to be the center of the business universe. A business cannot succeed by sampling products and services that are not properly designed to serve the needs of the customers. It proclaims, “the entire business has to be seen from the point of view of the customer”.

Marketing Research:

             Marketing research is a dynamic subject it has a wide coverage including marketing studies relating to market product policies mean and methods etc. Marketing research begins even when production is in the planning stage. It is also continuous through out the lifetime of an enterprise. It is thus a continuous operating although here may be some adhoc projects taken up for solving specific problems of enterprise.

            Marketing research is the collection and interpretation facts that marketing to get production Mix efficiently in to the hands of customers. Marketing research encompasses all information pertinent to this task. It is the systematic objective and exhaustive search from and study of facts relevant to any problem in the field of marketing.

Definition of marketing research:

             Marketing research is the systematic problem analysi analysis, model building and fact for the purpose of improved, model building and fact for the purpose of improved decision making and control in the marketing of goods and services”.  

                                                                                              Philips kotler

“Marketing research serves two major functions, it provides information for decision making and it develops new knowledge”.

                                                                                               -Robert Ferder   
Nature and scope of marketing research:    

            Marketing research is of a comparatively recent origin even through it made a slow beginning its growth in a short span has been tremendous. It has, in the course of development sophisticated methods and methodologies in the application of statistical and behavioral science concepts. The use of marketing research in consumer market is now reasonably wide spread. It ascertains the position of the company in a specific industry. It indicates the present and future trends of the industry and thus points out or the company affairs are to be managed. It helps in the development and introduction of new products. It offers guidance for improving the current products of the company. It helps the effective of sales management. It can reduce the risk involved in marketing decision. 
Elements of Marketing Research:

Marketing Segmentation:

              It covers the aspects regarding size and nature of the marketing including export marketing, dividing the consumers in forms of their age, sex and income. It covers the economic aspects of marketing.

Sales search:

              It relates to the problem of region variations in sales, fixing sales, priorities, Measurement of the effective of salesmen, evaluation of sales methods and incentives.

Product research:

                It relates to the analysis of the strength and weakness of existing product, product testing and problems relating to diversification, simplification, trading up and trading down. 

Packaging research:

                               In essence it is part of product research. But recent development in packaging and its combination to advertising has led to it, to occupy in independent position of packaging. To know the impact and its response in the market has become an independent research field.

Advertising research:

          It undertakes a study releasing to the preparation of the advertisement copy, the media to be used and the measurement of advertising effectiveness. 

Exporting Projections:

                   This research is intended to study the export potentials of the product.

Demand Projections:

                               Demand may be estimated in units or value terms and also, the overall growth rates in key market agreement are often estimated for better sales management.

Supply:

          Marketing research studies also similarly carries out or analysis of the supply side of the market. It includes present supply structure. Supply structure refers to the study of how companies operate in the market and how are sales distributed among them? Secondly study how differentiated are the products offered market share analysis for brand positioning of each brand, distribution channels adopted and method of selling, price charged and how they adopted and corporate image and capabilities, in other words it tries to ascertain how the competitors are defining their business in terms of consumer groups segments being pursued as reflection by their marketing mix portfolios.

Business Economic Research:

                       Problems relating to input and output analysis, forecasting, price and profit analysis, preparation of break even charts are the main field of this research.

Limitation of Marketing Research: 

             Marketing research is not an exact science as it relates to consumers, it cannot be accepted as an exact marketing research concerns primarily the consumer as a human being study human behavior precluded absolute mathematical accuracy. Probable trends as the most can be indicated with in predetermined limits. This sets basic limitation to marketing research.

               The information gathered by marketing research reduces the risk involved in decisions. Marketing research is very important in developing market strategies.

OBJECTIVES OF THE STUDY

 The basic objective of this study is study to estimate the measuring brand image of ICICI prudential life insurance. The estimation of brand image includes the existing customers , the non-users of the ICICI prudential life insurance.

    The survey of the present customers of ICICI prudential life insurance is carried out to estimate the levels of their satisfaction with regard to the service of the ICICI prudential life insurance .ad also to analyze the shortcoming in the service of the ICICI prudential life insurance, because the satisfactory levels of the customers using ICICI prudential life insurance will reflect whether they continue to use or not.

The survey of the people, who never used the service of ICICI 

Prudential life insurance helps us to unhide the reasons for not using it.

 Hence measuring brand image of ICICI prudential life insurance, is basically measured from two different points , retaining present customers ,attracting Lost customers by assuring quality services and attracting new customers this service and in expanding its market.

LIMATIONS OF THE STUDY

·  The study was restricted to twin cities.
·  The information given by the respondents may be biased.
· Suggestions given at the end of the report are based on the information collected, which may not be accurate due to the changing perceptions of the consumers.
· Due to time constraint more information could not be collected.
· Analysis could not be drawn for the entire questionnaire only specific questions have been analyzed and interpreted.
RESULTS AND FINDINGS
	AREA 
	JUBLIHILLS  
	DISHUKH 

NAGAR
	AMEERPET 
	TARNAKA

	AWARENESS
	85%
	76%
	72%
	74%

	USAGE
	65%
	55%
	52%
	58%

	PRESENT

 CUSTOMERS

 SURVEY
	1.Stisfactory

Level is 80%

2. period of 

Product is

 Long.
	1.Stisfactory

Level is 75%

2.Customers 

want to pay 

premiums in 

various ways .

3.the company should take care 

while 

Paying the 

sum assured or 

death benefit
	1.Stisfactory

Level is 72%

2.customers 

want to increase

the service of 

the com,pany. 
	1.Stisfactory

Level is 69%.

2.customers are interested in new products.

	NON USERS 

SURVEY
	People are 

attracted to 

the various 

new 

plans 

provided by 

the new 

companies
	1.people want to 

pay low 

premiums.


	Lack of 

awareness of 

the company

(ICICI).
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             OVER ANALYSIS

When the analysis is carried out irrespective of the areas then the 

Following are the results:

a. Awareness rate of ICICI prudential life insurance company ltd. Is around 86%

b. And the average rate of people using ICICI prudential life insurance company        ltd is 58%.

c. Indicates that the service offered by it is good .and to make it an excellent one, the ICICI prudential life insurance company ltd. should be  in a constant pursuit of excellence to improve its service offered.

 As stated earlier ,only 60% of the regular users are interviewed ,still in the analysis the usage rates is found to be 58% this indicates that the usage rate is good.

To increase the sales on the scale ,the company has to take care of different problems facing by the present customers and problems encountered by the 

Lost customers are also to taken care for not losing any more clients. Steps are to be taken to attract the non-users of ICICI prudential life insurance company ltd.

                   SUGGESTIONS

1. The company must increase the awareness of insurance.

2. The company should concentrate on intrest rates.

3. The company should introduce quality products.

4. The company should decrease  the premium of the products.

5. The company should concentrate on rural areas.

6 .whenever changes occur in the company it should inform to the customers.

7. While introducing the product the company should consider the middle level families

8. The premiums should be collected in the form of cash instead of cheque mode of payment.

9. The company should satisfy the customers by increasing their servic
                   Questionnaire

 PART-A

Name                                         :

Occupation/ Designation           :

Age                                            :

Annual income                          :

                PART-B

1. Do you think Life Insurance is Essential for every one?(Y/N)

2. Are you a policy holder?(Y/N)

3. (a) Are you aware of ICICI prudential life Insurance Co. Ltd.?(Y/N)

(b) If yes, how you came to know?

                  (a) Electronic media                  (b) print media

                  (c) Friends                                 (d) Others

   4. Are you interested while watching the ads? yes/no

   5.  The reason for opting the company:

         (a)brand image (b) Confidence of the company

         (c) Attractive policies/benefits         (d) high returns

6. What other companies are considered by you at the time of 

       Decision:

      (a) LIC                                          (b) ICICI prudential life 

                                                                insurance

      (c) Max New York                          (d) HDFC(standard life)

      (e)  Birla Sun life                             (f) Others

7.what is the mode of paying your premium?

   a).cash               b).cheque

8.How do you feel about the service offered by ICICI prudential life insurance ltd?

a)good                  b)satisfactory                 c)bad               d)not known
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