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MAX GROUP - OVERVIEW

www.maxindia.com
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ñ IN THE BUSINESS OF LIFE ò

Niche high barrier polymer films & Leather 

Finishing Foils

Focus on healthcare, children and the environment

Other Business Corporate Social Responsibility

Life Insurance

Protecting Life
Healthcare

Caring for Life

Clinical Research

Improving Life

Health Insurance

Enhancing Life

74:26 JV with New 

York Life
91.8%* ownership; 

8 facilities with 

1100 beds 

100% owned; 433 

active sites

74:26 JV with BUPA 

Finance Plc, UK

Max IndiaðñIn the Business of Lifeò

VISION

ñTo be one of Indiaôs most admired corporates for service excellenceò

Multi-business corporate Focused on people and service

* Max India to acquire Warburg Pincus stake in MHC on or before December 15, 2011



USD 1.8 bn. Revenue*.. 5 Mn Customers..13,000 Employees..40,000 Agents..1,300 Doctors

Strong growth trajectory even in challenging times; a resilient  & diversified business model

Steady revenue growth sustains Max Indiaôs strong financial performance in Q1 FY12

Well established board governanceé.internationally acclaimed domain experts inducted

Diversified ownershipé..marquee investor base

Superior brand recall with a proven track record of service excellence

Strong history of entrepreneurship and nurturing successful business partnerships
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A unique investment opportunity 

and a resilient business model 
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Pharmaceuticals
Electronic 

Component

Mobile 

Telephony

Communication

Services

Plating 

Chemicals

Medical 

Transcription

Hutchison
COMSAT

ATOTECH

* Revenue for FY11, US$ 1 = INR 44.68
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* As at August 04, 2011

Max India sustains strong

financial performance

Å Net Profit for Q1FY12 at Rs. 70 Cr. against loss of Rs. 25 Cr. for Q1FY11

Å Operating Revenue for Q1FY12 at Rs. 1,676 Cr., grows 12% y-o-y

Å Promoters subscribe 3% stake in Max India at Rs. 216.75 per share through warrant

conversion

Å Well funded to meet growth requirements of its businesses with a treasury corpus of

Rs. 401 cr*

MNYL becomes 3rd largest

private life insurer in India

basis new premiums

MHC transitions from Tertiary

to Quaternary Care

Max Bupa growth continues, 

encouraging early signs of 

renewals

ÅPeak Capital Commitment Rs. 690 Cr. ïRs. 321 Cr. already invested

ÅBreak-even & market share target of 5% in 5 years

ÅGross written premium of Rs. 14 Cr. from 24,000 lives covered in Q1FY12, 68,000+ lives
in force as of June 2011

ÅDistribution alliance with Bajaj Capital and 8 other large distributors

ÅóBestproduct Innovationôaward for óFamilyFirstôat India Insurance Awards

MSF new BOPP line also 

achieves100% capacity 

utilization

ÅProfit for Q1FY12 at Rs. 11 Cr., grows 98% y-o-y

ÅSales quantity for Q1 FY12 at 12,847 tons, grows 77% y-o-y

Well poised to capitalize on significant growth 

opportunity represented by life centric businesses

Å Gains 4.2% market share amongst private life insurers from 7.7% in Q1FY11 to 11.9%

in Q1FY12. MNYL de-growth for the quarter at 14% against 44% for private life insurers

Å Shift in focus on Mass Affluent+ customer segment and LTSP sharpened with

introduction of new products leads to outperformance

ÅForay into Stem cells ïstate of the art Stem Cell Lab being setup in Gurgaon hospital
and service profile enhanced to include Organ Transplant

ÅRevolutionary change in healthcare operations by introducing Electronic Health Records
(EHR)

ÅOver 800 beds to be added in 2011 taking total bed strength to 1900

ÅEBITDA of Rs. 11 Cr in Q1FY12, up 133% y-o-y. EBITDA margin at 6% in Q1FY12
against 3% in Q1FY11under implementation
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Total  Revenue Trend

Rs Crore

×Operating revenue for Q1 FY12, at

Rs. 1,676 Cr, grows 12% y-o-y

× AUM increases around Rs. 15,000 Cr. as

at June 2011, grows 5% y-o-y

×Net Profit for Q1FY12 at Rs. 70 Cr. against

loss of Rs. 25 Cr. for Q1FY11

Rs Crore

Consistent track record of strong    

growth across businesses

FY 06
FY 

07

FY 

08

FY 

09
FY 10 FY11

Jun 30, 

2011

Net Worth 637 591 1,537
1,312

1,993 1,944 2,009

Loan Funds 382 559 552 347 440 507 508

Net Fixed 

Assets
447 628 718 930 965 1,126 1,165

Treasury 

Corpus
487 285 1,261 413 909 540 439

Life 

Insurance        

(AUM)

886 1,835 3,575 5,405 10,121 13,836 14,557

FY 06 FY 07 FY 08 FY 09 FY 10 FYô11Q1FY12

Operating 

Revenue
1,008 1,820 3,244 4,508 5,574 6,668 1,676

Investment 

and Other 

Income*

103 174 367 383 2,087 1,223 345

Total Revenue 1,111 1,994 3,611 4,891 7,661 7,891 2,021

Expenses 1,206 2,065 3,671 5,224 7,747 7,859 1,924

Profit / (Loss) 

after Tax
(95) (71) (60) (333) (86) 32 97

*Investment & Other Income, tax expense and net loss of FY06 is adjusted for income from stake sale in Hutchison Essar amounting to Rs. 427.63 Crore.
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Growth potential recognized by the marketé.

high pedigree investor base

ÅFirst State

ÅFidelity

ÅTemasek

ÅJanus

ÅFederated Kaufmann

ÅMatthews

ÅMorgan Stanley

ÅCresta Fund

ÅComgest

ÅVoyager

22% of FII 
Shareholding 
Concentrated 

with 10 
Marquee 
Investors

Fully-diluted equity base to be 26.5 Cr. shares post conversion

Promoter
37%

IFC
4%Warburg 

Pincus
12%

Goldman 
Sachs

9%

FII (Others)
26%

Others
12%

Shareholding Pattern
as on August 04, 2011
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MAX NEW YORK LIFE INSURANCE

www.maxnewyorklife.com
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Max India

Å Indiaôs leading  conglomerate

Å Successful track record of 

building businesses 

Å Expertise in life insurance and 

healthcare businesses

Å Group revenues in FY 2011 ï

Rs 7,891 crores

Å Local perspective of the Indian 

market

Å Culture of service excellence

New York Life

Å Fortune100 company with 

track record of 180 years

Å AUM of more than $ 283 

billion

Å Strong expertise on LTSP 

products and high quality 

agency model

Å Highest ratings for financial 

strength (S&P: AAA, Fitch : 

AAA, Moodyôs : Aaa, AM Best 

: A++)

Å Products and Actuarial

MNYL: A synergistic partnership
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Source: IRDA website, Macquarie Report, Press & Media research

2010 has been a turbulent year                   

marked by unprecedented regulations

The IRDA regulations were 

unprecedented in their intensity and 

pace of implementationé

1. Includes allocation, fund management and other charges

2 Only for pension products;

Insurers need to re-align and reshape their 

business model completely to achieve their 

long-term objectives

Regulations increase customer value 

proposition significantly; to benefit 

insurers over long-term; short-term 

profitability adversely impacted

V Regulations will increase customer 

returns, enhance cover multiples,  

improve persistency 

V Focus of insurers will shift to 

distribution rationalization, traditional 

products, customer retention, cost 

management and profitability

V Productive sales force, customer 

centricity, persistency and cost 

efficiency to be the key success 

factors

Industry orientation will shift towards long-

term savings and protection from 

investment centricity

Country Cap on 

Charges1

Cap on 

surrender

charges

Minimum 

sum 

assured

Minimum 

lock-in

period

Minimum 

guaranteed

return2

India
V V V V V

China
V U U U U

UK

V
(effective 

2012)

U U U U

US
U U U U U
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MNYL has taken a lead by re-aligning its 

strategy across key levers of success

Fromé éto

Mass + Mass Affluent + 

Elements

Customer

segment

Investment oriented with lower 

margins

LTSP oriented with a bias towards 

traditional products with higher 

margins

Product and

sales margins

Hybrid 
High-quality, productive

with lower cost to sales
Agency practices

Statutory Losses Statutory profits from FY11Profitability

Top quartile player in the industry
Further enhanced focus to create 

a new benchmark for the industry
Persistency

Capital Investment Capital PaybackCapital utilization

Source of competitive advantage
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Huge opportunity across the

target product and customer segments 

SOURCE: McKinsey, Team analysis

Percent, FYP, FY 2010

19,000

32,500

2015E

60-80,000

20102005

Likely need for LTSP* without any supply-

side constraints in mass affluent+ 

segment

INR Cr.

100% =

Mass Market

Mass Affluent

Lower Affluent

Upper Affluent

HNI

2010

Rs. 81,700 Cr.

20

30

15

24

11Demand supply gap of 

~Rs. 20000+ cr. driven by 

distributor led supply 

constraints 

Mass affluent+ segments 

represents 80% of all new 

business premiums

*LTSP (Long-term Savings and Protection Products) product segment is represented by Traditional products and unit-linked products with 10 yr tenor and 

sum assured to premium ratio of over 20 times

SOURCE: Internal Estimates
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MNYL successfully shifts to traditional products 

while major players continue to be ULIP heavy

Å Most insurers have shifted their product portfolios in favor of traditional products

Å The largest shift has been witnessed in case of MNYL and Tata AIG

ULIP Trad Mix

SOURCE: News Reports, Quarterly Public Disclosures (in case of ICICI Prudential & Bajaj Allianz) and Market Interviews

15%

50%

55%

57%

60%

60%

75%

85%

85%

50%

45%

43%

40%

40%

25%

15%

MNYL

Tata AIG

Aviva Life

Bajaj Allianz

ICICI Pru

Birla Sunlife

HDFC Life

SBI Life

Oct ïJun 2011

ULIP Trad

75%

63%

85%

95%

92%

92%

85%

97%

25%

37%

15%

5%

8%

8%

15%

3%

MNYL

Bajaj Allianz

Tata AIG

Aviva Life

Birla Sunlife

ICICI Pru

HDFC Life

SBI Life

Jan ïSep 2010

ULIP Trad



The Essence of our chosen Strategy
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Sources of competitive advantage

To serve the long-term savings and 

protection needs of mass affluent+ 

customers through a high quality agency 

supplemented by our privileged 

bancassurance partnership

To be the most admired life insurance 

company in India with sharp focus on 

financial metrics

RECREATE

VHigh quality 

ñplatinum 

standardò agency 

that we were 

known for

GROW

VPrivileged banc-

assurance 

relationship with 

Axis Bank 

VEnter another 

bancassurance

arrangement

TURBOCHARGE

VProduct 

development 

process

VChange 

management and 

governance

VPersistency 

management

OPPORTUNISTIC

VNew PD deals

VGroup business

VDiscover growth 

options for the 

future

REDUCE

VCost 

ï Driving cost 

management 

ï Lowering 

costs of 

agency

Our objective

Our approach

Key choices

òBuild a robust multi-

channel distribution 

architecture while 

MNYLôs proprietary 

high quality agency 

will remain the core 

distribution channel.ò
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Highly productive agency 

model and best in class 

training

V Average case size per agent for Q1FY12 at Rs. 23,041 and Average case rate per 

agent for Q1 FY12 at 0.53

V Advise based insurance sales

V 400+ trainers on board 

Comprehensive product

portfolio with an enduring 

customer base

V Fast Track Plan Unit Linked Product launched, enables customers to choose sum 

assured, offers six funds, systematic investment, partial withdrawals and other 

benefits

V Traditional products contribute 84% to new sales in Q1FY12

V Long tenor products (21 Yr) & a young customer profile (34 Yr)

Disclosures ahead of 

competition

V First life insurer to disclose Embedded Value; EV for FY11 at Rs. 3,216 cr. grows by 

18% y-o-y

V Implied NBM for FY11 at 19.5%

Other key drivers

V MNYL market share increases from  7.7% in Q1FY11 to 11.9% in Q1FY12. Grows 

4.2% y-o-y 

V Business capitalised at Rs.1,976 Cr as at June 30, 2011

V AUM around Rs.15,000 Cr. as at June 30, 2011 growth of 33% y-o-y

V Expenses of Management Ratio for Q1 FY12 improved to 32.9% y-o-y  from 40.5%

V Sum assured in-force around Rs. 139,000 Cr. as at Junô 11 end

V Brand Awareness is in June 2011 at 96% 

MNYL well positioned for the transformation

Accreditations & Awards

V Customer & Brand Loyalty Award 2011

V Brand Excellence Award and recognition as óPowerbrandô & óMaster Brandô

V CII Commendation for Business Excellence

V CII Six Sigma ï2nd Prize in Project of the Year 

V Great Places to Work ï2nd best Life Insurance Co.

V CIO 100 Award for technology implementation


