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In April this year, Bajaj Al-
lianz General Insurance and
Bajaj Allianz Life Insurance
together launched a new in-
surance product that bene-
fits those interested in secur-
ing their lives and health
against contingencies. The

Bajaj Allianz Total Health
3 Goal iz said g
bine the features and effec-
tiveness of both health in-

surance and term insurance
lans. Sasikumar Adidamu,

Allianz General Insurance.
says, “It is a combination of
two existing plans - Bajaj Al-
lianz_General Insurance’s
Health Guard and Bajaj Al-
lianz Life Insurance’s Bajaj
Allianz iSecure. It is a com-
rehensive plan providin
hospitalisation benefit and
life cover. thus designed to
take care of customers’
health and life goals.”

This is not the first combi
product for health and life
cover. In July 2017, Click 2
Protect Health plan was cre-
ated by bringing together the
features of Click 2 Protect 3D
Plus of HDFC Life and Opti-
ma Restore of Apollo Munich
Health Insurance. Similarly,
in July 2016, Star Health and
Allied Insurance had joined
hands with IndiaFirst Life
Insurance to launch Star
First combi plans.

Similar benefits,

low price

The concept of term insur-
ance is prolonged as premi-
ums continue to be the same
and benefits remain intact
throughout the policy peri-
od. Similarly, Health Guard
policy that can be bought as
an individual product is an
element of the combi prod-
uct sans any changes in the
product’s terms and condi-
tions. Under the Health
Guard policy, interested cus-
tomers can choose between a
Silver or a Gold Plan with a
cover amount ranging from
Rs 1.5 lakh to Rs 50 lakh to
pay for the hospitalisation
expenses incurred by them
during the policy period. The
policy covers in-patient hos-
pitalisation treatment, pre
and post-hospitalisation ex-
penses, day care procedures,
road ambulance, Ayurvedic/
Homeopathic hospitalisa-
tion expenses, organ donor

Coml

i insurance

plans are not for all

Such plans surely combine the benefits of both life and health
insurance, but customers must examine their needs before buying one
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Health Guard Silver plus Bajaj Allianz iSecure (in Rupees)

Age / Gende: Bajaj Allianz Secure”
um Assures remium iscount

Healih Guard (Silver)*
um Assured | Premium

Total
Premium*

fscount

25 years/ Male 5000000 5199 260 200000 3700° 185 . 8899 44497
35 years / Male 3500000 5160 258 200000 4341 21705 9510 47548
45 years| Male 1000000 5358 268 200000 5905 29525 | 11263 56315

225 years / Male

50,00,000

lianz iSecure*

Premium | Discount
5,199 260 ¢

3,00,000

Health Guard Gold (Individual) plus Bajaj Allianz iSecure (i Rupees’)

__ Health Guard (Sil
Sum Assured | Premiu

4,923 | 24615 ©

Total
Premium*

10,122

35 years / Male

35,00,000 -

5169: 258 :

300000 5750 2875 | 10919 .

expenses, maternity expens-
es, etc, depending on the
policy opted by the customer.
In addition, customers
alsoreceive an additional 5%
discount on the total premi-
um amount payable. Howev-
er, premiums are subject to
change depending on the
combination opted for.
Moreover, the delineation
of health cover in combi
plans is possible. Bhabatosh
Mishra, chief operating of-
ficer, Apollo Munich Health
Insurance, says, “Each cus-

tomer of Click 2 Protect
Health plan has an option to
continue only with life part
and discontinue the health
part or vice versa at the time
of renewal.”

But should you buy
combi products?
Though the plan boasts of
some unique features at dis-
counted premium rates, the
larger question thatlooms in
the customers’ minds is the
feasibility of the combi prod-
ucts and the extent of their

suitability to varying cus-
tomer needs.

Investing in a combi prod-
uct surely takes away the
hassle of choosing and opt-
ing for two different prod-
ucts. Srinivasan Parthasar-
athy, senior executive vice-
president and chief actuary,
HDFC Life Insurance, says,
“When you buy term and
health plans separately, then
you need to fill in two differ-
ent sets of proposal forms, be
subjected to two different
sets of underwriting rules

and medical tests (if need-
ed). The renewal dates for
these two policies may be
separate and would need to
be paid separately. You would
need to maintain two sets of
policy documents. Qur com-
bi just eases this whole has-
sle and offers the customers
one unified journey, where
there is a single proposal
form, single underwriting
and medical test (if needed),
the renewal dates and notic-
es are the same and can be
paid together, thus offering
peace of mind.”

However, despite the
seamless benefits that this
combi product offers at nom-
inal prices, people in India
have not yet warmed up to
the idea of combo plans.

Mahavir Chopra, director
- health, life and strategic
initiatives, Coverfox Insur-
ance, says, “The primary
reason for lack of enthusi-
asm and warming up to the
idea of buying a combi-plan
is the lack of choice and flex-
ibility in these plans. The

Stock

plans combined together un-
der these plans are not cho-
sen by the customer but by
thelife and health insurance
companies. Here, the prod-
uct may not be offering the
flexibility or benefits that
the person is looking for in
his/her plan. Also, there are
high chances that only one
product of the combo plan is
solving the applicant’s need
while the other product is
dead weight for the appli-
cant.”

What is it that combi
products lack in?

Combi products with all
their added benefits can defi-
nitely not replace the bene-
fits and efficacy of individu-
al plans. Raj Khosla, founder
and MD, MyMoneyMantra.
com, says, “Currently avail-
able combo products offer
basic coverage such as criti-
cal illness with a life cover
which may not be actually as
beneficial for the end-user as
an individual policy. The
needs of different individu-
als are divergent in numer-
ous aspects. One individual
might need a cancer product,
the other might decide for a
heart product. Same way, yet
another would like to have a
term plan, while the other
would want a retirement
plan. A combo cannot offer a
customised coverage and
may, therefore, not fulfil the
desired and multifarious ob-
Jjectives.”

Buying insurance, be it
individual or combi, neces-
sitates prudence. A careful
judgement of facts is neces-
sary before investing in any
of them.

Choose your

plan wisely

The premium payment fre-
quency in most combi plans
sold in the market is annual.

The 5% discount on pre-
miums is over and above any
discount that the life or
health base products might
offer.

Buying a combi-plan can
be more complicated than
individual plans. This is be-
cause both the life and gen-
eral insurance company are
involved in the underwriting
process.

Customers opting for a
combi-plan face the risk of
the insurance proposal being
rejected by any of the life
and general insurance com-
panies involved.




