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CHAPTER 20
BANCASSURANCE: ENTRY OF BANKS IN INSURANCE BUSINESS

Paramveer Singh
Assistant Professor
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Harjyot Kaur
Assistant Professor
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ABSTRACT

The Insurance Companies are using the bunking channels for sclling their insurance
products effectively and making Bancassurance a viable source of additional fee-based
income for Commercial Banks. The emergence of this concept has also been one of the
best developments in the financial sector of India. It provides the insurance companies 4
well-established broad distribution network with a huge client base of commercial bunks

for selling their insurance products. The concept of providing all financial services under
one roof by commercial banks can also be achieved through this channel in India. This
paper makes a modest attempt to find out the models and future of bancassurance. The
study highlighted that bancassurance primarily rests on the relationship that customer has
developed over a period of time with the bank. Pushing risk products through banks is a
much more cost-effective affair for an insurance company compared to the agent route,
while, for banks, considering the falling interest rates, fees income coming in at

minimum cost is more than welcome.

S D . CO\\ege, i e Pt
230 :

Scanned with CamScanner


https://v3.camscanner.com/user/download

