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An overview

Reliance Capital is among India’s leading and most 
valuable financial services companies in the private 
sector. It has interests in asset management and 
mutual funds; life and general insurance; home, 
consumer and commercial finance; equities and 

commodities broking; wealth management services; 
distribution of financial products; asset reconstruction; 
proprietary investments; and other activities in financial 
services. It is a listed entity on The Bombay Stock 
Exchange and the National Stock Exchange of India.
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vantage vieW

A very warm welcome to members 
of the Reliance Capital family!

We are delighted to bring you this 
new, monthly platform to share 
views, exchange information, 
and offer insights into market 
developments and trends. 
Essentially, as the title suggests,  
we want to establish a true 
‘connect’ with you! 

My respected grandfather 
Dhirubhai Ambani once said, 
“If you don’t build your dream, 
someone else will hire you to help 
them build theirs.” This axiom 
holds equally true in today’s day 
and age.

This is a time for disruptors, for 
people who push the envelope and 
break the shackles of traditional 
mindsets in the way business 
is conducted. It is a time for 
groundbreakers, who dare to 
create a new matrix. It is a time 
for risk-takers, who leverage each 

opportunity for maximum returns 
and rewards. Indeed, in a time of 
‘multi-hyphenated professionals’—
where one person wears many hats 
with ease and facility—why should 
people working in the financial 
sector be left behind?

Yes, it’s time for a paradigm shift. 
And we invite you to join us in this 
quiet revolution. This is your space. 
Write to us at connect.anmol@
relianceada.com, and share your 
thoughts and aspirations; inspire us 
with your success stories; empower 
yourself to realise your most 
cherished goals. Dare to diversify 
and follow your dreams—Reliance 
Capital is with you every step of 
the way to make each one of them 
come true.

it’s time 
for a 
paradigm 
shift 

A Reliance Capital initiative 
Connect — april 2018 volume 1 issue 1
Designed & Published by Harmony - Celebrate Age
Corporate Office: Reliance Capital, Reliance Centre, 6th Floor, North Wing, Off Western Express Highway,  
Santa Cruz (East), Mumbai - 400055 Contact: 022 3303 6000        www.reliancecapital.co.in
© Reliance Capital. All rights reserved worldwide. Reproduction in any manner is prohibited. 
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BuZZ

Be a one-stop shop for the 
financial needs of your clients

Today, Reliance Capital is proud to have the most partners—about  
3 lakh—as a financial services company. While our partners distribute 
products across investments, insurance and loans, we are witnessing an 
emerging and, indeed, encouraging trend of our agents and distributors 
selling multiple products. What’s more, our research tells us that our 
customers prefer a ‘one-stop solution’ for all their financial needs.

At Reliance Capital, we recognise this is an opportunity to help 
our partners in serving their customers better, by facilitating their 
capability to sell multiple products. This magazine is a step in that 
direction—through this publication, we intend to engage with our 
distributors and give them timely and relevant information, apart from 
training and guiding them in becoming a ‘one-stop financial shop’ for 
customers.

ThE BENEfiTS fOR yOU
• Diversification of revenue stream to reduce dependence on  

one business
• Wealth/income creation
• Building strong customer relationships as a one-stop shop for all 

financial needs
• Realisation of life goals, e.g. children’s marriage/ 

education, retirement

REgUlATORy liCENSiNg REqUiREMENTS
•	 Home	loan: No regulatory certification required. Easy product to 

sell. One-time consideration. A week for loan disbursement.

• Mutual	fund: NISM certification. Focus on wealth creation. 
Alternative to fixed deposits, which have limited upside and five to 
10 minutes for opening a mutual fund folio.

• General	insurance: IRDAI certification. Composite agency 
certification available. Motor insurance is mandated by regulation, 
so easy to pitch. Online agent boarding process. Instant policy 
issuance.

• Life	insurance: IRDAI certification. Composite agency 
certification available. Life-stage needs. Long commission tail. 
15-20 minutes for policy issuance.

• Commercial	loan: No regulatory certification required. Easy 
product to sell. One-time consideration. Instant loan disbursement.

BuZZ

istock
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REvENUE OPPORTUNiTiES fOR CROSS-SElliNg

MUTUAl fUNDS

value of rs 1 crore investment at the end of years (in cr)

reliance mutual 
fund

assumed rate of return

15% 20% 25%

Nu
m

be
r o

f y
ea

rs

3  1.52  1.73  1.95 

5  2.01  2.49  3.05 

10  4.05  6.19  9.31 

15  8.14  15.41  28.42 

20  16.37  38.34  86.74 

trail commissions on rs 1 crore in years (in lakh)

reliance mutual 
fund

assumed rate of return

15% 20% 25%

Nu
m

be
r o

f y
ea

rs

3  2.00  2.18  2.38 

5  3.88  4.47  5.13 

10  11.68  15.58  20.78 

15  27.36  43.22  68.55 

20  58.91  112.01  214.34 

cumulative trail commissions of 1 sip of rs 5000 at the end of years

reliance mutual 
fund

assumed rate of return

15% 20% 25%

Nu
m

be
r o

f y
ea

rs

3 1985 2050 2120

5 5510 5895 6,310

10 26700 31725 37,880

15 79435 107165 1,46,535

20 195625 306045 4,90,430

BUSiNESS OPPORTUNiTy fOR AgENTS fOR A gREAT
lONg-TERM gROwTh STORy
A. iNSURANCE

• Insurance density, which is premiums per capita,  
stood at $ 3,841 for India, against $ 21,682 in China 
and $ 29,081 in Malaysia.

• India currently accounts for less than 1.5% of the 
world’s total insurance premiums despite being the 
second most populous nation.

• Insurance penetration of India, i.e. premium collected 
by Indian insurers, is 3.5% of GDP compared to 4.8% 
for China and 4.7% for Malaysia.

• India’s life insurance sector is the largest in the world 
with about 360 million policies, which is expected 
to increase at a CAGR of 12-15 % over the next five 
years. The insurance industry aims to grow penetration 
levels to 5% by 2020.

• During FY2017, new business premium for the life 
insurance industry grew by 26.1% to ` 1.75 trillion 
and gross written premium for the general insurance 
industry grew by 32.0% to ` 1.28 trillion.

• More than 72% of healthcare expenditure in India 
is financed by individual households at the time of 
illness through out-of-pocket spending and liquidation 
of assets and investments.

B. lENDiNg
• Mortgage penetration (loan book/GDP) is 9% 

compared to 30% for developing countries and 50% 
for developed countries.

• Home loan industry grew at a CAGR of 20% in the 
past five years.

• Government initiatives like Housing for All  
by 2020.

• Focus on affordable housing at subsidised cost.

C. MUTUAl fUNDS
• The MF industry has grown at a CAGR of 22% per 

annum over the past 11 years.

• The penetration of MF in overall financial savings 
is at 4 per cent in India against more than 50% in 
the developed world.

• The MF industry has nearly ` 23.17 lakh crore 
average assets under management as on February 
2018. In the past 24 months, the MF industry has 
incrementally added nearly ` 9.6 lakh crore in 
assets.

• The SIP book from retail investors is approximately 
at ` 6,400 crore per month. This translates into 
nearly ` 77,000 crore of gross inflows from retail 
investors over the year.

• In the last 2 years approx. 14000 partners have got 
empanelled with us.

• Digital adoption and increasing investor awareness 
are helping in a growing trend of young customers 
investing in MFs.

D. BROkiNg
• Household savings are increasingly shifting from 

physical to financial assets. Financial assets comprised 
46% of household savings in FY17 compared to 31% 
in FY12. Further, equities are underpenetrated within 
Indian financial assets.

• Market capitalisation to GDP ratio stood at ~90% in 
India compared to the global average of 99%. This 
indicates that there is room for expansion in valuation 
and, therefore, equity volumes too.

• The number of demat accounts has grown by a CAGR 
of ~10% over the past five years led by the strong 
growth in IPO activity, thus reflecting the growing 
popularity of direct equity investments.

• The Indian equity brokerage industry, which includes 
cash equities and equity derivatives brokerage, 
recorded 20% year-on-year growth in FY17 led by  
the 33.6% growth in equity’s average daily traded 
volume.

india’s life insurance sector is the biggest in the world with about 360 million 
policies, which are expected to increase at a compound annual growth rate 
(CAGr) of 12-15 % over the next five years. The insurance industry aims to grow 
penetration levels to 5% by 2020

BuZZ BuZZ

* The above mentioned calculation is for illustrative purpose only. For further details, please get in touch with the nearest branch or your Relationship Manager

Thus value of 1000 SIPs @15% for 20 years is  ` 20 crore

Brand category suB-category
commission 

rate

reliance  
general 

insurance

Motor-OD Two-Wheeler 17.50%

 Private Car 15.0%

Retail Health  15.0%

gENERAl iNSURANCE

Brand commissions
single 

premium

regular premium

1st year reneWal

reliance  
nippon life 
insurance

Traditional 1.5% upto 35% upto 7.5%

ULIPs 2.0% upto 5% upto 4%

lifE iNSURANCE

BROkiNg

Brand type of association gross revenue % payout

reliance 
securities

BuSINESS PARTNER

0-50k 50%

50-100k 60%

100k-200k 65%

200k & above 70%

ONlINE PARTNER

2k-20k 30%

20k-50k 35%

50k-100k 40%

100k & above 45%

dsa: Handholds the customer till the file is disbursed.
connectors: Only sources the case for Reliance. Other requirements like sales 
pitch and collection of documents are met by the Reliance sales team.

Brand funding 
segments

type of association % payout

reliance 
home 

finance

Home loan
DSA 0.74% - 1.09%

CONNECTOR 0.39% - 0.64%

Loan Against 
Property

DSA 0.89% - 1.39%

CONNECTOR 0.59% - 0.89%

Brand funding 
segments type of association % payout

reliance  
money

SME
DSA upto 1.25%*

CONNECTOR 0.25%

Used Car
DSA 1.50%

CONNECTOR 0.50%

COMMERCiAl & CONSUMER lOANS

value of 1 sip of rs 5000 at the end of years

reliance mutual 
fund

assumed rate of return

15% 20% 25%

Nu
m

be
r o

f y
ea

rs

3  0.02  0.02  0.02 

5  0.04  0.04  0.05 

10  0.12  0.16  0.20 

15  0.29  0.43  0.66 

20  0.61  1.12  2.06 

* April 2018 onwards
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It has been our constant endeavour to encourage 
and facilitate MF partners to scale up and 
establish their business sustainably. For this, 
we have come up with path-breaking, business-

building initiatives.

SiMPly SAvE 
Simply Save, an industry-first innovation from 
Reliance Mutual Fund, is a mobile application that 
facilitates a one-click, impulsive saving habit for 
retail investors, while offering a superior alternative 
to manage an idle fund, namely a traditional 
saving account. The other benefit of this app is the 
convenience of instant accessibility of funds 24/7, 365 
days. With this powerful new mobile app, a distributor 
can ensure that from now on, no investor’s money will 
remain idle even for a single day! This app encourages 
investors to save and invest on their journey of  
wealth creation. 

kEy fEATURES
• Simplicity	 of	 investment	 process: One-click 

investment feature helps transfer predefined 
money from the bank account to a mutual fund 
like Reliance Liquid Fund – Treasury Plan.

• Instant	 withdrawal: Customers can simply 
withdraw by transferring funds back within 

minutes using IMPS. The facility would allow 
your investors to redeem up to ` 50,000 or 90 per 
cent of the current value, whichever is lower.

SMART TAx SOlUTiON
Saving tax just got smarter for investors. The Smart 
Tax solution is now enabled on the Simply Save 
app. Investors will be able to invest in Reliance Tax 
Saver (ELSS) Fund and download the investment  
proof instantly. The solution helps an investor to 
calculate the tax requirement under 80C, make an 
investment (via lump-sum/SIP mode) in Reliance 
Tax Saver (ELSS) Fund growth scheme, download 
instant tax receipt, track investment and redeem the 
concerned amount.

ThE BENEfiTS
• A smart way to save tax. Invest and download  

investment proof instantly  

• A smart combination of tax savings and insurance 
(sip insure) 

• Helps an investor calculate the tax requirement 
under 80c, make an investment (via lump sum/sip 
mode) 

• Track investment and redeem concerned amount 

simply smart

simply save 
facilitates  
one-click 
saving and 
instant 
accessibility  
of funds,  
24/7, 365 days

digital innovations are proving 
to be game-changers

istock
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gOlD iNvESTMENT PlAN
Reliance Gold Investment Plan is a mobile solution that makes 
gold accumulation in grams easy and accessible to all, digitally, 
while ensuring purity, safety and ease of storage. It allows 
investors to accumulate the equivalent of gold grams through 
mutual fund units. Investors can choose a goal for which they 
require gold, determine how much gold they would require, and 
then go about accumulating the equivalent gold systematically! 
Three simple steps and your investors will be on their way to 
accumulating gold for their needs. It's as simple as that!

This positioning of Gold Investment Plan is different from 
the traditional approach of how gold funds were positioned, 
i.e. largely from a product investment point of view. Hence, 
the positioning has been kept very simple, like the traditional 
approach of accumulating gold in grams.

The solution has much more to offer as well. The key features of 
the proposition are:

• Overcomes the challenges of physical gold accumulation  
 like purity, safety and storage.
• Caters to investors not exposed to expert financial 
 proficiency or experience.
• Flexibility to choose the grams one wishes to accumulate 
 and the period of accumulation with a minimum investment 
 value of 0.5 gm of gold.
• Easy to track portfolio and view the percentage achievement 
 against the desired accumulation target.
• Monthly transaction value would be based on the last 
 published gold price on the transaction day as per the preset 
 quantity (in grams) to be accumulated.
• Seamless procedure though e-mandate, which is set online 
 during the transaction.

 wEBSiTE & MOBilE APP
A first-of-its-kind online partner website (www.rmfpartners.
com) and an app by RMF, Business Easy works for partners as a 
digital branch of our distribution partners, who can now manage 
their mutual fund business on the go.

hElP yOUR BUSiNESS gO MOBilE
• Complete paperless transactions on behalf of your investors.
• Register instant SIP. Anyday SIP facility available.
• Your complete brokerage details: structure, previous 

payment details and brokerage statement.
• Link to register online mandate for your customers.
• Share your customised ARN/EUIN-hardcoded Simply Save 

App download link with your investors on email and SMS.
• Instant SOA and balance.
• Easy to trigger free email and SMS campaigns to all your 

investors.

• Access product information and performance of our funds. 
Read, watch or listen to our commentary on investments, 
markets and economy.

• Track your Partner Recognition Program status anytime, 
anywhere.

• Knowledge updates and certification through e-learning 
modules.

iNNOvATivE PROCESSES
• Digitisation on work flow in multiple authorisation setup
• Online payment facility
• Tracking transactions and credit status
• Self service on statements and reports

DigiTAl SOlUTiONS fOR CORPORATES
Corporate Invest Easy is a web-based secure login facility 
that enables non-individual investors to transact in Reliance 
Mutual Fund schemes. Authorised users of Invest Easy will be 
able to transact in all schemes and access their account easily 
online at their convenience. Users can purchase, redeem mutual 
fund units and switch funds with the help of a few clicks. The 
facility also provides users with online access to their portfolio, 
enabling them to view multiple folios, transaction history, 
account statements and capital gain statements, and download 
transaction reports. Investors can select multiple payment 
methods such as RTGS, direct credit, bank transfer and net 
banking for their online transactions. 

DigiTAl PARTNERShiP AND iNTEgRATiONS
Many FinTech services have emerged to capture the 
underpenetrated mutual fund market. RMF has created a 
dedicated team for managing such partners and helping them 
create a complete digital-oriented process, right from onboarding 
to transaction of customers.

highlighTS
• Creating application program interface (API)-oriented  

approach to facilitate integrations
• Digital-only products and solutions

The above-mentioned initiatives have helped us take a lead in 
the digital partnership space to facilitate the disruptive approach. 
We have forged integrations with more than 50 large partners, 
who are exclusively integrated with Reliance Mutual Fund 
support processes. Collectively, close to 50,000 additional 
digital purchases are now processed on a monthly basis in 
partnership with companies such as ET Money, Freecharge, NJ, 
Prudent, Bajaj Capital, etc.

RMf DigiTAl APi SUiTE
Digital APIs are a unique mode of integration with RMF 
for mutual fund distributors (MFD). They provide scalable 

operations and flexible deployment options while ensuring data  
integrity. 

There are two primary ways of mutual fund distribution: online 
and offline. 

• Offline refers to transactions using physical forms and 
cheque deposits. It is the traditional way of doing business.

• Online is the paperless way of transaction. It has multiple  
variants:

→	 Channel	partner	(CP)	mode: Feed file upload at RTA 
like Karvy and Cams using login ID provided by RMF. 
The monies are transferred to RMF pool account by the 
MFD separately.

→	 Exchange	 platforms: Integrate platforms like BSE 
and NSE to undertake customer transaction. They come 
inbuilt with a payment gateway.

→	 API: The third variant is API to integrate directly with 
the AMCs, in this case RMF. It offers all functionalities 
like onboarding, purchase and redemption to the MFD 
and is specific to the AMC only.

→	 Partner	 URL: These are unique white-labelled 
integration models of creating specially designed 
websites and web links of the AMC with hard-coded 
MFD ARN. They are generally used for specific 
solutions like Simply Save or ELSS, etc. 

CP and Exchanges are called aggregators as they enable sending 
transactions to any AMC empanelled by them. Their disadvantage 
is the inflexibility to make customised solutions and get real-
time reverse feed from the AMC, which is possible through  
AMC APIs. 

Digital APIs also give the flexibility to the MFD to create the 
front-end in their preferred format. Only specific data points/ 
parameters are required to be passed on to the AMC in a 
predefined format, which is one-time configured in the backend 
by IT teams. Thereafter, transactions happen in auto mode with 
least manual intervention and involvement. The backend work 
typically takes less than one month for integration and going live.

RMF Digital APIs are a suite of offerings to cater to all 
stages of a customer lifecycle; be it onboarding, purchase or 
servicing. They offer flexibility of integration and are fully 
self-sufficient to cater to needs of the MFD and their end-
customers. 

liST Of RMf DigiTAl APiS AND SOlUTiONS fOR MfD

iNvESTOR ONBOARDiNg
•	 KYC	check: Instantly check KYC of investors.
•	 Aadhar-based	 KYC: Instantly complete the KYC 
of the investor using Aadhar OTP. Investment is limited to  
` 50,000 a year.

•	 Full	KYC: Complete full KYC of customers online through 
online biometrics as well as document upload and video IPV. 
This is WIP. It is expected to launch in one to two months.

•	 Zero	 folio	creation: Fill in the details of the investor and 
create a zero balance folio.

PURChASE
•	 Purchase	 transaction	 with	 PG:	 Complete lump-sum 

purchase in any RMF scheme and plan. Comes inbuilt with 
bill desk payment gateway for payment by the investor.

•	 Purchase	 transaction	 without	 PG: Complete lump-
sum purchase in any RMF scheme and plan. The payment 
gateway component is segregated for MFD who wish to 
take investment of customers in their pool account and 
subsequently transfer to RMF EOD.

•	 eMandate: Online bank mandate from customers for 
registering their lump sum or SIP. This is Aadhar OTP-based 
and in conjunction with NPCI who has partnered with more 
than 40 banks for registering the request. It has a limit of  
` 100,000 per transaction. 

SERviCiNg
•	 Redemption	 transaction: Takes requests for redemption; 

instant and normal. Instant redemption shows the eligible 
value of investment for instant redemption for the liquid 
folio and executes the transaction on confirmation.

•	 Scheme	details: Gives details of every scheme.
•	 Bank	details: Option to add bank details of the investor by 

simply uploading the copy of a scanned cheque.
•	 Switch	transaction:	Takes request for switch.
•	 Transaction	 report–date-wise: Report for customer  

transactions.
• Transaction	 report	 -	 last	 20	 transactions: Report for 

customer’s last 20 transactions.
•	 Debit	card	request: Takes request for new debit card (only 

available with RMF).
•	 Tax	receipt: Instantly generates and downloads tax receipts 

for ELSS funds.

istock
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on-Boarding 
process for a distributor
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or any office of CAMS. Alternatively, the form can also 
be downloaded from www.amfiindia.com. 

• The ARN Registration amount is different for each entity 
(Details are available on the AMFI website). The registration 
form can be downloaded from the website.

DOCUMENTS fOR REgiSTRATiON 
• NISM Certificate
• PAN card
• Address proof
• Amount for registration 

kyD (kNOw yOUR DiSTRiBUTOR)
• The Know Your Distributor (KYD) process for mutual fund 

distributors took effect from 1 September 2010. 
• The KYD procedure consists of document verification and 

biometric process.
• The distributor is, therefore, required to apply for KYD 

simultaneously along with an application for registration  
of ARN.

• Different forms for individuals and non-individuals. 

For more information, visit:

www.amfiindia.com/distributor-corner/know-your-
distributor-kyd-guidelines

EMPANElMENT wiTh AMCs
• After	 obtaining	 ARN,	 the	 intermediaries	 should	

approach	the	AMCs	for	empanelment.	They	can	canvass	
the	mutual	 fund	business	of	 the	respective	AMCs	only	
after	empanelling	with	them.

• Registered	 intermediaries	 can	 be	 de-registered	 as	 the	
ultimate	censure,	for	the	following	reasons: 
→	 Violation of the code of conduct.
→	 Being indicted for serious offences by a Regulatory 

Authority/Judicial Authority.
→	 Complaints of gross negligence upheld by a consumer 

court.

EMPANElMENT wiTh RNAM
A partner can get empanelled in an easy and paperless procedure 
involving only three simple steps:

• Visit our Business Easy website: www.rmfpartners.com. 
Click on the 'Empanel with us' button to enter your ARN 
number.

• Enter the OTP sent on your registered mobile number.
• Provide your bank details in your account. 

With this, your empanelment with us is completed and you will 
receive a confirmation email within 48 hours. By empanelling 
with RNAM, you would be entitled to various benefits associated 
with the organisation.

Intermediaries play a pivotal and valuable role in 
promoting the sale of mutual funds. It is, therefore, 
vital that those engaged in selling mutual funds 

have the highest standards of knowledge, attitude and 
ethics. Their well-being, quality orientation and ways 
of doing business will have a significant impact on 
how the mutual fund industry develops in the future.

AMFI has introduced a process to register the 
intermediaries who have passed the certification test as 
AMFI Registered Mutual Fund Advisors (ARMFA), 
thus laying the foundation for an organised industry 
and allotting a unique code—AMFI Registration 
Number (ARN)—along with an identity card.

Some important things need to be taken into 
consideration while going through the process of 
registering with AMFI as well as getting empanelled 
with Reliance Nippon Life Asset Management. We 
would like to highlight the same to you in this article.

(Please note that the information below is for individual 
distributors only. Information for other distributors can 
be accessed by visiting the AMFI website:  
www.amfiindia.com)

STEPS fOR ON-BOARDiNg Of AN iNDiviDUAl 
DiSTRiBUTOR
• NISM Certification

• ARN Registration
• KYD
• EUIN Registration
• Empanelment with AMCs 

NiSM CERTifiCATiON
• The partner needs to be certified with NISM.
• Module NISM Series V A: Mutual Fund 

Distributors Certification Examination is 
mandatory.

• Visit http://www.nism.ac.in/certification/index.
php/nism-certifications/mutual-fund/mutual-fund-
distributors

• Register with suitable date and time.
• Amount for the course: ` 1,500
• After successful completion of NISM, the partner 

needs to register for an ARN. 
 
ARN REgiSTRATiON
• ARN	registration	with	AMFI	is	mandatory	for	

each	entity.
• ARN	is	a	unique	number	allotted	to:	

→	 Individual agents, brokers, and other 
intermediaries engaged in selling mutual funds 

→	 Corporates engaged in the business of selling 
mutual funds

→	 For registering with AMFI, intermediaries are 
required to apply in the prescribed form. The 
form can be obtained from the office of AMFI 

for registering 
with amfi, 
intermediaries 
are required 
to apply in the 
prescribed 
form. The 
form can be 
obtained from 
the office of 
amfi or any 
office of CAMS

Disclaimer: The mutual fund content published here is for MF partners' reference and does not in any way give out any suggestions or 
recommendations to purchase or invest in any funds.

entity required 
documents

additional 
requirement

arn 
registration 
fees (in rs)

Proprietorship 
Firms

Self Declaration 
for Proprietorship 
firm**

NISM-certified & 
AMFI-registered 
proprietor/employee

3,000

Individuals
Copy of NISM 
passing 
Certificate

Two stamp size 
photographs

3,000

To become a Reliance Mutual Fund DisTibuTor, call us on 1800 300 11111

or email us aT distRibutoR_caRe@RelianceMutual.coM

istock
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Reliance General Insurance Company Limited, a 
part of the Reliance Capital group, has ushered in 
a revolution in customer service by unveiling RIVA 
(Reliance Interactive Virtual Assistant), an interactive 

online chat facility for its customers. 

Today, the Internet has penetrated across all segments  
of society owing to the availability of affordable 4G 
services. Social and online media has now become a go-to  
place for people from all walks of life. Recognising  
this paradigm shift, Reliance General Insurance’s  
RIVA aims to service the customer in an innovative fashion 
that takes convenience to a whole new level. This move is a  
first of its kind and firmly establishes the company  
as the leader in innovation in the general insurance arena.  
RIVA will now empower the user to buy and renew  
insurance policies, get a soft copy of the insurance  
policy, intimate a claim, and check the status of claims and  
other service requests.

RIVA is an interactive chat facility that is not only accessible via 
Reliance General Insurance’s website but also through Facebook 
Messenger. The latter part is particularly exciting as users can 
now buy or renew their insurance policy without leaving their 
favourite social media platform. An integration of such nature 
within a social media chat platform is truly pioneering in its own 
right. This makes the online chat facility available 24x7 alongside 
Facebook Messenger at one’s fingertips. With this, users can  
get their insurance needs fulfilled in a way that is truly intuitive 
and seamless, saving a lot of time in the process. A customer 
need not wait for the customer care executive to answer 
insurance-related queries on a voice call anymore. RIVA is 
sure to pave the way for the incorporation of many more  
useful insurance-related facilities within the realm of social media.

The introduction of the chatbot service further epitomises 
Reliance General Insurance’s continued focus on enhancing 
technological integration and consolidates its position as one of 
the country’s top technology users.

meet riva, our chatbot

reliance  
general insurance

The proliferation of technology has eased out 
the erstwhile tedious processes of standing in 
a queue for making a bill payment or cruising 
through hordes of people to find out the desired 
product in a shopping mall. Seemingly small yet 

impactful technological trends have brought in a paradigm shift 
in consumer behaviour and attitudes. Convenience has emerged 
as the single most important attribute for customers while they 
are transacting online.

The same applies to customers who purchase insurance online. 
For customers, buying a general insurance policy online 
may be a breeze, but making additions or deletions in policy 
documents later can be a time-consuming process. In this world 
of smartphone and instant updates, following the traditional 
process of manual submission of new information or correction 
seems like a thing of the past. It is in this context that the ‘Self-
Endorsement’ facility has come as a much needed relief. This 
facility is based on the insight that consumers and agents prefer 
a quick and digital route to make modifications in policies. 
Previously, customers used to visit branches/call their respective 
agents for endorsement-related changes. The lion’s share of it 
was for non-premium bearing changes. With Self-Endorsement, 
customers and agents have been empowered to make such 
changes in a jiffy, thereby ushering in convenience. With Self-

Endorsement, a number of changes can be done online from the 
comfort of your home. Once the endorsement is done, prints of 
revised documents can be taken instantly.

Thus, besides enhancing customer convenience, Self-
Endorsement will also empower customers and agents by 
allowing them to resolve endorsement-related issues with a few 
clicks. For instance, travel insurance customers who are already 
abroad can easily extend their travel policies from any location 
in the world. Change of vehicle details, which may impact the 
registration of the vehicle, can also be resolved with just a few 
clicks. This will usher in a superlative customer experience. 

The real benefit of this feature can be realised when it is extended 
to other product categories like health and motor.

https://www.reliancegeneral.co.in/Insurance/en-
dorsement/endorsement.aspx

STEPS iNvOlvED:
Step	1: Enter policy number in the ‘Modify my Policy’ section
Step	2: Choose the type of endorsement
Step	3: Update the fields you want to change
Step	4: Submit documents if required
Step	5: Review changes and make payment if required

click to update
The Self-endorsement 
facility allows customers 
to make modifications in 
policies online 

IRDAI Registration No. 103. Reliance General Insurance Company limited. Registered Office: H Block, 1st Floor, Dhirubhai Ambani Knowledge City, 
Navi Mumbai-400710.Corporate Office: Reliance Centre, South Wing, 4th Floor, Off. Western Express Highway, Santacruz (East), Mumbai - 400 055.
Corporate Identity Number: u66603MH2000PlC128300. Trade logo displayed above belongs to Anil Dhirubhai Ambani Ventures Private limited and 
used by Reliance General Insurance Company limited under license. RGI/MCOM/CO/CHTBT/ver1.0/<April>
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Reliance Nippon Life 
Insurance (RNLI) is 
making a complete 
digital shift

Super Sync is a superior lead management 
system that provides a huge database 
and a mechanism of organising and 
filtering hot/warm leads with prospect 
profiles. This allows streamlined lead 

flow and minimises administrative hassles in the 
lead processing system. These leads can be fed 
into ‘Super Express’ for systematic processing.

“Our company is one of the largest non-bank supported 
private life insurers, primarily led by the agency channel, 
with a strong network of 700+ branches and more than 
160,000 advisors as of 31 March 2017. Our company 
has embarked on a journey of transformational change. 
The focus is on a complete digital shift in processes 
to attain maximum process efficiency and minimum 
administrative hassles. One such initiative launched is 
Super Sync, a superior lead management system that 
will benefit distributors through improved engagement 
with prospects and relevant product recommendations 
ensuring lesser dropouts. This will not only lead to better 
customer satisfaction but ensure enhanced earnings for 
our advisors.”  

PRERAk PARMAR 
CDO, Reliance Nippon life Insurance

“The mission of a ‘fully digital agency’ drives us to launch 
several digital initiatives that ensure greater enablement 
of the sales force, an increase in daily inputs and higher 
conversions. Super Sync, hugely benefits our advisors by 
streamlining the lead flow system, and hence improves 
prospect engagement and conversions.”

PUNEET SURi 

Head - Agency, Reliance Nippon life Insurance

Super 
expreSS

Benefits for 
distriButors

Benefits for prospects

New, large network Approached at right time, to 
address relevant need

Warm/hot leads

High conversion rates

reliance nippon 
life insurance 

reliance nippon 
life insurance 
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reliance nippon 
life insurance 

AwARDS AND RECOgNiTiONS

Reliance Nippon life Insurance Company limited (formerly known as Reliance life Insurance Company limited). IRDAI Registration No: 121. 
Registered Office: H Block, 1st Floor, Dhirubhai Ambani Knowledge City, Navi Mumbai, Maharashtra 400710. For more information or any 
grievance, 1. Call us between 9 AM to 6 PM, Monday to Saturday on our Toll-Free Number 1800 102 1010 or 2. Visit us at www.reliancenipponlife.
com or 3. Email us atrnlife.customerservice@relianceada.com. Trade logo displayed above belongs to Anil Dhirubhai Ambani Ventures Private 
limited & Nippon life Insurance Company and used by Reliance Nippon life Insurance Company limited under license.

Beware of spurious phone calls and fictitious/fraudulent offers. 
IRDAI clarifies to public that: 
1. IRDAI or its officials do not involve in activities like sale of any kind of insurance or financial products nor invest premiums. 
2. IRDAI does not announce any bonus. Public receiving such phone calls are requested to lodge a police complaint along with details of  
    phone call, number.

CIN: u66010MH2001PlC167089
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Reliance Money, the brand under which 
Reliance Commercial Finance Ltd 
now markets its loans, has come a long 
way in adding products suited to serve 
a vast majority of the underserved 

loan market in India. With a verticalised approach to 
business, the company is present in various segments. 
With a change in leadership, which is adept at 
embracing current industry and consumer trends, it is 
fast catching up with its closest competitors.

With focus on bringing down turnaround time, 
ensuring faster delivery of funds in the hands of the 
customer, Reliance Money has been moving towards 
digitising the entire process of loan management, 
right from acquisition to disbursal across the various 
segments it is currently operating in. 

The company is in the process of developing a self-
serving digital platform that will take care of end-to-
end process management of loans. This is expected 
to bring down the time required to process a loan to 
anywhere between 24 and 48 hours or even as low as 
three minutes or instant eligibility in some cases. What 
this means is that a customer logging into the system 
for his loan requirement at the distributor end can walk 
out of the distributor outlet with a sanctioned loan in as 
low as three minutes!

Reliance Money operates in various segments—right 
from personal loans to financing of used cars and two-

wheelers and business expansion loans—especially 
catering to the MSME segment. The company has 
changed its strategy in various segments to bring it in 
line with current market requirements. For instance, in 
the MSME segment, it has completely re-engineered 
its approach. Moving from B2B to B2B2C, it has tied 
up with OEMs (original equipment manufacturers), 
wherein customers approaching the OEMs will 
automatically be eligible for a pre-approved loan on 
the equipment or machines they seek funding for.

Vehicle financing is another area that is significantly 
gaining traction for the company. Its used car loans are 
in fact comparable to the best in the industry, where 
innovative product delivery and shorter churn time are 
likely to help bolster business at the distributor end. A 
digital loan is available for customers walking into a 
showroom at the tap of a screen. On the two-wheeler 
loan front, the company is using technology to secure 
the asset quality by geotagging the vehicles. 

How is all this reflecting in numbers? The total 
assets under management of the company at the end 
of Q3 (December 2017) stood at ` 17,031 crore. 
The company attributes a large part of its growth 
to the performance of its distributors. Committed 
to creating a win-win situation for both sides, it has 
been consciously investing in technology to create 
a completely digital experience for its distributors, 
which will enable a faster churning of inventory and 
improve the RoI on the capital invested by them. 

the new 
roadmap 

the company is 
in the process 
of developing 
a self-serving 
digital platform 
that will take 
care of end-
to-end process 
management  
of loans

embracing current industry and  
consumer trends, the company  
embarks on an exciting journey

• Ranked among the Top 3 in The Economic 
Times Most Trusted Brands Survey, 2017

• ET Now BFSI Award for ‘Technology 
Initiative of the Year’, 2017

• ET Now BFSI Award for ‘life Insurance 
Company of the Year – large’, 2017
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Two big changes are happening in the 
way business is being done at Reliance 
Money. One is the shift in devising 
products, which are now more customer-
centric, and the second is adding digital 

strength to the core business, which is the way forward. 
For Reliance Money, the journey of building a new-age 
business has begun.

The company is in the process of building a unified 
digital platform. The differentiator, however, will 
be the execution of what it has set out to create; the 
digital platform. One can create a platform, but only 
many variants later does it reach a stage where it is 
considered good enough to cater to the needs of users. 

According to Reliance Money, its first version itself 
will be capable of handling end-to-end processes.  

The digital lending platform is being built in line with 
trying to achieve the customer value propositions of 
seamless onboarding and extremely fast turnaround 
time. The platform is being developed in such a 
manner that, once deployed, it will be easier to get 
products and solutions on board.

As of now, micro-services and APIs are being built in a 
rudimentary form. These will help integrate third-party 
partners as well as in-house systems. A lot of customer 
authentication and eligibility will be done using these 
partners. The first phase will see the platform enable 

the digital 
connect

the company 
is building a 
unified digital 
platform . What 
sets it apart 
is that its first 
version itself 
will be capable 
of handling 
end-to-end 
processes

The journey of 
building a new-age 
business has begun

the delivery of products which are more B2B2C. We 
will also enable our partners to deliver their products in 
a much better manner. 

These APIs, which will be integrated with the platform, 
are generally intended to consume information within 
a closed eco-system. Right now, the company doesn’t 
have any API or a services stack. So, in case we want to 
use third-party partners for assessment and eligibility 
requirements, the tie-ups can happen through the 
APIs. Any new partner can be plugged into the system 
through this platform. 

The whole scenario is changing such that the company, 
which earlier followed the old-school way of sending 
payments, will be tying up with banks in the next few 
months to use the entire stack of IMPS and NEFT to 
make the process seamless. 

Reliance Money has effectively deployed chatbots 
that are bound to ensure better customer service going 
forward, as this will now allow the company to engage 

with its customers the way they desire. Operating 
in one of the most data-intensive sectors, this will 
help the company carry out big-data analytics and  
leverage learnings to offer better services to its 
customers. The company already has a steady 
internal data stream that helps translate data insights 
into actual actionable plans for improving customer 
experience and, subsequently, its own performance  
metrics. 

The company is also engaging with a payment platform 
and a travel portal for integration with its platform, 
which will enable a faster ‘time to yes’. The backend 
proposition of the platform is about working with the 
business idea itself.

Apart from delivery, the company is also working on 
improving and safeguarding asset quality by leveraging 
technology. Newer technologies that facilitate better 
tracking of the assets financed are something that 
the company is looking at implementing, which will 
eventually lead to a healthy loan book. 

reliance  
money

reliance  
money

reliance money has 
effectively deployed 
chatbots that are 
bound to ensure 
better customer 
service going forward, 
as this will now 
allow the company 
to engage with its 
customers the way 
they desire
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The great Indian growth story is powered 
by entrepreneurs and individuals who 
aspire to grow bigger and live better. 
At Reliance Money, we continue our 
mission to make Indians self-reliant by 

scripting their success stories through need-specific 
financial lending solutions. In just over nine years, 
we have empowered over 4,00,000 micro, small and 
medium enterprises (MSMEs) and individuals by 
disbursing over ` 88,000 crore to them.

Sme loAnS

Business expansion Loans
• Loans for varied business purposes – working 

capital loan, equipment finance, business 
expansion, etc

• No financials required for equipment loans up to  
` 62.5 lakh

• No secondary collateral for equipment loans up to  
` 2 crore

• Loan tenure up to 60 months with flexible  
repayment options

• Viability based eligibility for equipment loans
• Cash flow-based loans on special terms at 

identified major business hubs

Loans against property
• Term loans and working capital term 
• Loan against residential, commercial,  

industrial property
• High LTV, tenures and flexible repayment options
• Top-up loans available

empowering smes, 
empowering individuals, 
empowering india

RETAIL LOANS

SME LOANS

COMMERCIAL LOANS

RETAIL LOANS

SME LOANS

COMMERCIAL LOANS

RETAIL LOANS

SME LOANS

COMMERCIAL LOANS

we stay in sync with 
the evolving behaviour 
and demands of our 
customers through 
simpler, quicker and 
more inclusive financial 
products powered by 
digitisation

suppLy chain finance
• Holistic short-term funding solution 

covering supply chain of a corporate
• Covers dealers and distributors of 

the corporate for procuring goods
• Unique solution covering 

distribution value chain in pharma 
industry

• Client-wise dedicated relationship 
and service manager

Microfinance
• ‘Micro Enterprise Secured’ and 

‘Micro Enterprise Unsecured’ 
loans through ‘Service Provider 
Model’

• Micro Finance Samrudddhi 
Loans under JLG Model 
through ‘Service Provider Model’

• Wholesale lending to NBFCs / 
NBFC - MFIs / Society / Trust for 
on-lending purpose

• Provide ‘Guarantee’ on Capital 
Market Instruments like PTCs, 

CBOs, Covered Bonds and NCDs
• Investment in PTCs / AIF / NCDs 

issued by NBFC / NBFC-MFIs

CommerCiAl loAnS

construction equipMent 
Loans
• Attractive finance options for first-

time buyers (FTBs)
• Funding available for assets more 

than five years old
• Range of CE funding-new/used 

equipment and refinance 
• Simple process with best  

process time

infrastructure finance
• Working capital and project finance 

for developers /contractors
• Customised products to suit your 

requirements
• Covers an entire range of 

infrastructure space

• One-stop solution for renewable 
energy funding

reTAil loAnS

two-wheeLer Loans
• Quick and easy loans
• No hidden charges
• Minimum documents
• Maximum funding

used car Loans
• On the spot approval
• Up to 95% of the car’s on-road value
• Extended loan tenure – Up to 60* 

months
• Balance transfer and top-up 

available
• Minimum documents – bank papers 

+ proof of own home or agri land 
| two-wheeler loan track record | 
repayment history

reliance  
money

reliance  
money

All loans will be at the sole discretion of Reliance Commercial Finance ltd. Conditions apply. 
Available in select locations only. 
#On contacting us, you may receive a call from Reliance Commercial Finance limited or any other Group Company of Reliance Capital limited.
The Brand Reliance Money is presented by Reliance Commercial Finance limited. (Formerly Reliance Gilts limited). Reliance Commercial Finance 
limited is a Reliance Capital limited Company. Any products or offerings may be subject to change without prior notice.
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WHEN	I	Go	DoWN	MEMoRY	LANE and ponder over my 
journey, it gives me goosebumps! My path has always been full 
of challenges; these were intensified as I had no exposure or 
experience of establishing a business. When you hail from a 
lower middle-class background in a small town like Baramati 
and your life has always been a case study in compromise, your 
ability to take risks is always minimised. 

After a stint of two years as sales officer at Reliance General 
Insurance in Pune, I was promoted to the position of sales 
manager—this was the first time I experienced a sense of 
achievement. My self-confidence grew and the impulse to do 
something bigger, to have carte blanche to write my future, 
took root. I	decided	to	start	my	own	venture	in	2011:		
M/s	Reliable	Associates.	As I hailed from Baramati, I had 
quite a few acquaintances there. With a motorcycle, sling 
bag and calculator, I entered the world of uncertainty and 
insecurity, also known as ‘business’! 

The foundation of Reliable Associates was laid on the pillars 
of dreams and determination; the only capital I carried was 
the learning accumulated during my days at Reliance General 
Insurance. I received steadfast support from my former 
superiors and colleagues, who boosted my confidence and 

intensified my ‘obstinacy’ (as naysayers termed it) to achieve 
something big. Slowly, steadily, I became the face of Reliance 
General Insurance in Baramati—not only my own clients but 
customers of other agents would come to me for service-related 
matters as they considered me a company representative.  
I derived great satisfaction from serving them and it gave me the 
opportunity to enhance my knowledge on various aspects of the 
business. With high customer confidence and a rapidly growing 
client list, my business began to take wing. The Reliance 
General Insurance team goaded me into action and helped me 
make changes to my business model to ensure ‘Growth with 
Profitability’, both for Reliable Associates and RGICL.

Today, Reliable Associates is a group of over 65 dedicated team 
members, whose commitment and determination have helped us 
achieve monthly premium collections in excess of ` 30 million 
(we started with ` 0.30 million per month in 2011), with offices 
in Pune, Baramati, Kolhapur, Sangli, Satara, Karad, Bhigwan, 
Choufula and Panjim. We are thankful to the greatest manager 
in the world, The Almighty, for giving us the strength to achieve 
this milestone! We extend our gratitude to the entire Reliance 
General Insurance team for their continuous support and 
guidance. They led us on the path of professional success and 
have taught us that no dream is impossible to realise.

of dreAmS And deTerminATion

Jitendra Bansode

success story
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