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ABSTRACT 

The interests to require a look at promoting system of J.K Enterprise presence protection. The 

extent of this examination is J.K Enterprise ways of life protection confined among respondent 

from shifted societies and foundations. It intended to appear however the supporter responds to 

the overwhelming makes utilization of the publicizing and advancing and in this way the diverse 

media innovation out there to the purchaser. As non-open player’s territory unit moving into the 

Indian commercial center, the opposition has returned to be awfully hardened. Generally 

assortment of firm’s zone unit there's the market with their stock. The regular buyers is beneath 

perplexity to see to move for the wander encourages to search out that witch association scope is 

most overall inside the market and what changed into the reason of procurement .It moreover 

allows to search out that is the chief typical protection set up inside the market. The aim of the 

study is to a study on insurance service in J.k enterprises, Chennai. The objective of 

the study Primary objective to Study the Insurance Services in J.K enterprises, the secondary 

objectives is to determine the Demographic profile of the consumer availing Insurance in J.K 

Enterprise. To determine the benefits of Insurance Policy. To study satisfaction level of Insurance 

Policy in J.K Enterprise, and to determine the plan of Insurance Policy. It was difficult to get 

appointment from the person whom I know because of their busy schedule. Since the project had 

to submitted within seven weeks and within this time period it’s very difficult to convent. Since 

the study involved a thorough analysis of the insurance market and relative study of various players 

offering the similar products and that of similar, it had been needed an obsessive labor in laid off 

each time and energy limitations of the study was conducted only in Chennai district. Hence, the 

results arrived from the study may or may not be applied to other area in Tamilnadu. Conclusion 

of the study is for which study was carried out has been fulfilled in the earlier chapter, based on 

the objective interview schedule was designed. Data collected based on schedule was analyzed 

and some findings have emerged. 
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INTRODUCTION 

This task interests to require a look at promoting system of J.K Enterprise presence protection. 

The extent of this examination is J.K Enterprise ways of life protection confined among respondent 

from shifted societies and foundations. It intended to appear however the supporter responds to 

the overwhelming makes utilization of the publicizing and advancing and in this way the diverse 

media innovation out there to the purchaser.  

Scope zone has some of the time been unsteady from the unpleasantly beginning .As non-open 

players territory unit moving into the Indian commercial center, the opposition has returned to be 

awfully hardened. Generally assortment of firm’s zone unit there's the market with their stock. The 

regular buyers is beneath perplexity to see to move for witch association.  

The J.K Enterprise ways of life protection is moreover one in each of those priate gamers. The 

wander with J.K Enterprise ways of life scope address the market overview of presence protection. 

In nowadays' universes you'll from time to time find someone while not a presence scope. The 

wander encourages to search out that witch association scope is most overall inside the market and 

what changed into the reason of procurement .It moreover allows to search out that is the chief 

typical protection set up inside the market. 

REVIEW OF LITURATURE 

David L. Bickelhaupt (1967), in the article "Patterns and Innovations in the Marketing of 

Insurance", investigates a portion of the patterns in benefit showcasing as they identify with vital 

vision, operational and hierarchical changes, and advertising strategies. As far as vital vision, cases 

are given of organizations that have effectively reclassified their organizations as more extensive 

frameworks of administrations based on aggressive center skills. It at that point goes ahead to 

portray the requirement for a market-driven culture, the utilization of preparing and impetuses in 

making the progress, the part of item administration in empowering a cross functional viewpoint 

essential for quality administration to wind up noticeably a reality, and the importance of 

"temperament" or atmosphere. At last, it presents remarks on new administration improvement, 

division, database showcasing, channels, and promoting, as these identify with advertising in the 

administration segment.  
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Rao, B.S.R. (1976) led an examination think about, "Working of the LIC – An Appraisal", wherein 

he fundamentally assesses the activity of the LIC in India over a time of decades, mulling over the 

targets put forward and desires stimulated at the time the life business was nationalized in the 

nation.  

Raj Kumar (1985) in his investigation "The Role of Insurance Advertisement", clarifies the issue 

engaged with protection promoting and comes to recommend. that, before 1980 the LIC did not 

give much consideration regarding the goal of consumer loyalty, yet from 1980 onwards it has 

taken a few therapeutic measures to give better client benefits and to enhance consumer loyalty. 

The creator has communicated the shortcomings of the LIC, for example, presence of more 

number of lethargic operators, and absence of preparing and inspiration among authorities.  

Zeithaml (1988) characterizes an incentive as the customer's general appraisal of the utility of an 

item, in light of the view of what is gotten and what is given. He guesses that there must be 

distinctive stages associated with building up another item, for example, require recognizable 

proof, item improvement, item testing, lastly item dispatch. Value systems must be received by 

the requirements of the clients since what we are delivering is implied for the doing it for clients. 

Marking procedures are intended to upgrade the piece of the pie of items. It is the name and stamp 

which can expand benefits by upgrading the impression of value.  

Krirubashni, B. (1991) endeavors to know the level of mindfulness, inclination and affecting 

variables relating to arrangement property and the trial of the connection between the impacting 

components and strategy possessions. The examination uncovers that most of the respondents 

know about the enrichment confirmation strategy and rank it as number one. The investigation 

likewise uncovers that there is noteworthy connection between individual elements and strategy 

possessions.  

Arora, R.S. (1992), in his proposition, dissects the promoting procedures of extra security 

administrations of the LIC in Jalandhar Division. The investigation directed by him is three-

dimensional in nature. It looks at the execution of the LIC for the period from 1980-81to1989-

1990.The overview test comprises of 425 approach holders and 90 operators. The investigation 

uncovers that the greater part of the specialists observe the LIC to be a decent work opportunity, 

which likewise gives them a consistent salary. Likewise, the greater part of the specialists are 
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discovered happy with the premium charged by the LIC and with the reward pronounced by it 

from to time to time. In any case, they are disappointed with the method of working of the LIC. 

The examination additionally watches that in spite of the fact that there is a multifaceted nature in 

the scope of items and valuing framework in the LIC, still it is favored in light of advantages like 

hazard security and tax reductions. 

Kalra, R.K. also, Garg, D.K. (1999) watch that fruitful showcasing of disaster protection 

arrangements is reliant on a blend of good correspondence and limited time methodologies of the 

insurance agencies. They find that the real issues related with advertising of LIC approaches in 

rustic zones incorporate absence of education, absence of mindfulness, and negative mentality 

towards. Sparing and low obtaining power. It is proposed that the LIC should outline future 

methodologies with the goal that the clients can beat every one of the nerves they have in regards 

to extra security. It should make the clients mindful of the different strategies being given, the 

advantages of having an arrangement, and the downsides of not having an approach. This would 

help make a want in the clients to purchase a protection strategy.  

Tom Moormann (1999) has investigated how the life coverage industry is tending to the issue of 

estimating consumer loyalty, as fulfilled clients are crucially imperative to extra security 

organizations, where maintenance assumes a substantial part in deciding an organization's income 

stream, and at last its productivity. The LOMA has led an overview of its part organizations. A 

sum of 129 reactions are gotten from 709 organizations and the review itself is isolated under three 

general heads, for example, organizations estimating general consumer loyalty, organizations 

estimating fulfillment with particular exchanges, and assessment of consumer loyalty data. 

Organizations measure fulfillment with those items which are advertised to singular shoppers. 

Generally, half of the organizations measure consumer loyalty on an unpredictable premise, and a 

generous number of organizations don't quantify consumer loyalty by any stretch of the 

imagination. The general kinds of data gathered in consumer loyalty overviews are information 

on general fulfillment (80 for every penny of respondents), fulfillment with item highlights and 

advantages (61 for each penny), and fulfillment with various parts of the buy procedure (58 for 

every penny). It is inferred that consumer loyalty, however an imperative metric for assessing 

business execution, has been given careful consideration by the organizations.  
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OBJECTIVES OF THE STUDY 

Primary objective: 

 To Study the Insurance Services in J.K enterprises  

Secondary objectives: 

 To determine the Demographic profile of the consumer availing Insurance in J.K 

Enterprise. 

 To determine the benefits of Insurance Policy. 

 To find the feature of the Insurance Policy. 

 To study the coverage of the Insurance Policy. 

 To determine the perception of the Insurance Policy. 

 To study satisfaction level of Insurance Policy in J.K Enterprise. 

 To determine various forms of Insurance Policy. 

 To determine the plan of Insurance Policy. 

SCOPE OF STUDY: 

 It was difficult to get appointment from the person whom I know because of their busy 

schedule. 

 Since the project had to submitted within seven weeks and within this time period it’s very 

difficult to convent. 

 Since the study involved a thorough analysis of the insurance market and relative study of 

various players offering the similar products and that of similar, it had been needed an 

obsessive labor in laid off each time and energy. 

LIMITATIONS OF THE STUDY 

 The study was conducted only in Chennai district. Hence, the results arrived from the study 

may or may not be applied to other area in Tamilnadu. 

 The consumer preference may change according to time, fashion, technology and 

development etc. 
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 Return and risk characteristics are expected only, not exactly measured or calculated. 

RESEARCH METHODOLOGY 

Primary data are those which are c collected a fresh and for the first time and thus happen 

to be original in character. Primary data collection is nothing but the data that is directly collected 

from the people by the researcher himself. Primary data may pertain to demographic / socio 

economic characteristics or the customer, altitudes and opinions of people, their awareness and 

knowledge and other similar aspects. In this study primary Data collection method has helped the 

researcher to a great extend in arriving at the results.  One can say that the sample must be an 

optimum size that it is should be neither excessively large nor too small. Technically, the sample 

size should be large enough to give a confidence interval of desired width and as size of the sample 

must be chosen by logical process before sample is taken from the universe. In order to extract 

much feasible results through the study, a sample size of 50 has been taken for the study. 

DATA INTERPRESENTATION & ANALYSIS 

1. Analysis of insurance policy type 

 

 

 

INTERPRETATION: 

Life
42%

Child
32%

Both
26%

Respondent
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The table indicates that the insurance policy having to respondents, 42% are life insurance, 32% 

are Child insurance, and 26% are in choosing to both years of age. Hence, it is understood from 

the above table that majority of respondent (i.e.) 42% of respondent are choosing to 21 Life 
Insurance policy. 

 

2. Analysis of Co.’s insurance policy preference the most 

 

INTERPRETATION: 

The table indicates that the insurance policy you prefer the respondents, 28% are life 

insurance, 50% are SBI Life insurance, and 22% are IDBI Federal life insurance of the respondent. 

Hence, it is understood from the above table that majority of respondent (i.e.) 50% of respondent 
are choosing to SBI Life Insurance policy. 

 

 

 

 

 

 

 

3. Analysis of insurance policy year prefers the most 
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 INTERPRETATION: 

The table indicates that the many years of insurance policy you prefer the respondents, 

18% are 10 Years, 62% are Years, and 20% are 20 Years of the respondent. Hence, it is understood 

from the above table that majority of respondent (i.e.) 62%are 20 years of the respondent. 

4. Analysis of satisfied with the service agent
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The table indicates that the about satisfied with service agent policy respondents, 48%  are Very 

satisfied tool,  50% are  satisfied, 2% are not satisfied of the respondent. Hence, it is understood 

from the above table that majority of respondent (i.e.) 50% are satisfied of the respondent. 

5. Analysis of where have you best form of investment 

 

 

 

INTERPRETATION: 

The table indicates that best form of investment respondents, 62% are LIC, 36% are NSC, and 2% 

are Bonds of the respondent. Hence, it is understood from the above table that majority of 

respondent (i.e.) 62%are LIC of the respondent. 

 

 

 

 

 

 

 

 

6. Analysis of benefit of insurance policy 
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INTERPRETATION: 

The table indicates that the benefit of the insurance policy respondents, 40% are Future benefit, 

22% are Tax benefits, and 38% are Cover future uncertainty of respondents. Hence, it is 

understood from the above table that majority of respondent (i.e.) 40% are respondent are Future 
investment of respondent. 

7. Analysis of feature of the policy 
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INTERPRETATION: 

The table indicates that the policy attracted the respondents, 30% are Low premium, 24% 

are Large Risk Conversance, and 46% are Money back guarantee of the respondent. Hence, it is 

understood from the above table that majority of respondent (i.e.) 46% are Money back guarantee 
of the respondent. 

8. Analysis of perception about insurance 

 

 

 

 

 

 

 INTERPRETATION: 

The table indicates that the perception about insurance respondents, 52% are a saving tool, 32% 

are a tax savings device, and 16% are a tool protect future of the respondent. Hence, it is 

understood from the above table that majority of respondent (i.e.) 52%are a saving tool of the 

respondent. 
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9. Analysis of satisfied with the policy 

 

INTERPRETATION: 

The table indicates that the about satisfied with policy respondents, 50% are Very satisfied tool, 

50% are satisfied, 0% are not satisfied of the respondent. Hence, it is understood from the above 
table that majority of respondent (i.e.) 50%are both of the respondent. 

FINDINGS 

 Before establishment of private concerns the share of LIC was 22% hence there is a wide 

scope for private concern to enter in to market. 

 Total 50 respondents have been approached out of which 35 are the potential respondents 

who have shown interest for investment and finance plan. 

 Above 20% of respondent are shown interest for investment and financial plan... 

 About 33.33% of respondents are not interest to give their personal records... 

 Other insurance companies have already covered about 12.67% of respondents. 

 About 10% of respondents have given invalid records. 

 About 10% of respondents are newly employed or trainers. 

 

SUGGESTION 

As the people think that insurance is a tool product their family & a tax saving device they 

are aware of the fact & realizing its, importance. 

50%50%

0%

Respondent

Very Satisfied Satisfied Not Satisfied

International Journal of Scientific Research and Review

Volume 7, Issue 9, 2018

ISSN NO: 2279-543X

http://dynamicpublisher.org/247



Company should come up its branch in Delhi. With the objective and goals to meet the 

demands & expectations of the public. Because the entrance of private players will increase the 

completion and it would be a tough task to secure a good position in market 

As seen from the survey that person 70% of the customer are having insurance policy out 

of which 87.5% of the customer are planning for new investments .So it can be a good potential 

for the company and they should and they should make an attempt to trap these customer. 

43% of the customer is even organized to go for insurance if a provision provider away 

from their home is providing it. But propose they should provider good products and service. The 

company should provide good products and services. The company should try to convince these 

customer and get them in its favor. 

CONCLUSION 

The basic objective is for the study is for which study was carried out has been fulfilled in the 

earlier chapter, based on the objective interview schedule was designed. Data collected based on 

schedule was analyzed and some findings have emerged. 
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