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LIC’s Millionaire Agents

shilpy Sinha profiles two persons of humble origins who found their calling in insurance serendipitously, faced the music for
their unorthodax career choice, but finally laughed their way to the bank with a bigger pay than the LIC chairman himself

Bharat Parekh

Annual Average
Income policy size
T4 crore* !2 lakh

“| had to carry my Income
Tax returns form to show
my potential father-in-
law that 1 earn enough to
take care of his daughter
and bring up a family”

Thilestillateenager, at the ageof 17,
“J-' Bharat Parekhrisked beingan out-
castamonghis college mates, Not
that he indulged inanti-social activities,
nor werehis friends caste-conscious, all he
did wasdonthe roleof an agent for the Lifie
[nsurance Corporation of India (LIC).

It was forea00 a maonth in 1986 that Parekh
sacrificed the charmofoollege days. Mot
that he grew up money minded, but he oo
was faced with the bane mestmiddle class
bowsstillface inIndia—getting theirsis-
ters married respectably,

Parelih, whomissed out onwatching
matinees shows and plavingericketduring
hisyouth, isnow amillionaire whocan
afford most xuriescflife. Asan agent,
his ammial income is over ¥4 crore, around
five timesmore than theTE87 lakhsthat
LIC chairman DK Mehrotratook home
last year. Thesweat and toil behind selling
Lo00odd policiesa yvear, helped Parekh
marry his five sisters off in acoordance
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withthedemandsof Indiantradition.

But the jourmev wasarough one, “[was
roungest inthe family after fivesis-
LIneededa job to financially support
nwy family,” says Parekh. “My sisters asked
meifthereisanything else] could do. My
friemds incollege stopped tal king tome.

An LIC agent was looked] down upon and
theperception was that only thosewho
had nothingelss todoin life became LIC
agents.” Even gettingrecruited as an agent
wasdifficult giventheminimum agefor
thejobwas 21. But Parekkhmanagead tofind
work under a developrmentofficer at 18 anid
has never had to look back since then.

Hesalls around L0 policies ayvear, the
worth of a policy being T2 lakhonanaver-
age,andmanages togenerate a preminm of
T200crore for the corporation —the high-
est generated by any agent in India.

Ravl Jethanl

Exven ascollege mat es looked down on Annual Average
himand LIC til] taboo for the middle Income policy size
class, finding aprospective bride wasan .
uphill task for Parekh. “Thad to produce 13 crore Tz lakh
my Income Tax returns to prove tomy i 4
potential father-in-law that learn encugh ' My wife did not like
totakecareofhisdaughterand bringup a the idea initially. She
family.” savs Parekh. even asked what's

Wiz are a happy family now, But build-
ingonewas probably moredifficult than wrong with me. Now,
convincingsomeone to buy an insurance thanks to the success,
policy, says Parelh. Married to Babita, she trusts my gut *

arelkh has nointention to abandon his
careerof threedecades. “It is theworld’s
bestprofession,” says Parekh citing the
independence it provides and the sky-high
opportunity toearn.

Yet, not all LIC agents are as success-
ful as Parelth, What then, ishissuccess
formula? “Money isnoteverything,” says

*arelih. “Tiry to understand thefamilyvanid
educational background ofa person and
thensuggestwhich policy he or she should
ndeed, LIC agents also play the role
althmanager, orafundimanager, o
ho arefinancially illiterate.
“Teanverted aterm |Jhn intoa pension
plan forarich. unschooled, widow to
ensure hera regularin-
come, Money does not
stay withanyonesoit
isnecessary tohave
aregularincome.”
Some learning fora
mianwho drapped
out oficollege for 200
amonth!

oneedone, life takes a turnfor the bet-
erand RaviJethanican vouchforthat.
Fourty twoyear-old Jethani forsool his
stock broking businessfollowing wild
swingsin2002 when herealisedhewas
staring atsteep losses, Itwas in 2002 that
Jethanigaveuphisjob asa sub-broker at
Mehta & Valkil, amemberof the Bombay
Stock Exchange, That was afterthe tech-
nologybubhble burst, takingwith itmany
broking firms andfamilies.
What began as a part-timerole hascome
todominate hislife. The sub-brolerwho
soldinsurance policies tokill time after
stock braking closed
at 3.20 pm, madethat
intoafull-timevoca-
ticn once herealised
hewy reliable and
steady the business
is, incomparison to
stock markets.

II isdifficulttogive up addicticns, But

LIC Chairman
DK Mehrotra's
Annual Take home
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Itis glamourous tobe a stock broker,
but notan LICagent. It was difficult o
switchtoinsurance, but the stability
made the sacrifice worthwhile,
wifedid not like theideainitially,” says
Jethani who lives in Mumbai's posh
Pedder Road— home tosomeof the
country'srichest. “Sheeven asked what's
wrong with me. Now, thanls tomy suc-
cess, she trusts my gut.”

Morethan adecade after choosing life
insurance as acareer, Jethani earns
over T4 crore a yearincommission. But
that doesnot come easily. Toearn that,
he attends, on an average, 2. 5 mestingsa
dayand just one in ten meetings leads to
apolicy sale. That's probably worse than
an investment banker's mergers & acqui-
sitionsirikerate.

But being inone of the richest zonesin
the country has ensurad that the average
sizeofhis policiesare farhigherthanthe
national average. His averagepolicy size
is721akh, which is 10 times more thanthe
industry average.,

Suceesscame knockingguite early for
Jethani. In his first year, heraised a premi-
wm incormne of overTéd lakh for the LIC that
pushed him to the Million DollarRound
Table league, a global professional associa-
tion formed in 1927 to help insurance sales
agents improve their technical knowl edge.
Thereis athreshold income that agents
need togenerate to bea part of the club.

“Tdid notthink it would become such a
large piece of our business. The best part
abouttherolzisthatitis like doing social
service,” sayvs Jethani. For hinm, buying an
insuranceisnot justthat, butalso along-
termsaving. Hedoesn't sell short-term,
equity-oriented policies such as Unit
Linked Insurance Plans(Ulips).

Thescars of hisstock market experience
arequite deep. Infact, hishappiest mo-
mentwas notwhenthe LIC chairman pre-
sented himan awardforhis contribution,
butwhen the state-owned insurer wrote a
settlement cheque withinsix hoursofan
insurance holder's death.

So, whatisJethanisregret? My only
regret is that when Igrow old, Twon't have
theenergy to goout and mest people.”

shilpy.sinha& timesgroup.com
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