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® ANUJ MATHUR, MD & CEO, CANARA HSBC LIFE INSURANCE

‘Open architecture not a solution to boost insurance penetration’

Canara HSBC Life Insurance
crossed the 10,000 crore.
gross premium milestone in
FV26, posting a 43% year-on-
year(YoY) growth. MD & CEO
AnujMathur speaks to
NarayananV about how
the bancassurance-led life
insureris diversifying

its distributionmiz,

open architecture on
insurance distribution
andgrowth plans for

FY27. Excerpts:

What were the key
highlights of FY267

Our firstannual results
sincelisting reflect a busing
thathas delivered growth

| products picked up and we
shifted geats, with about 81%
of ourbusiness coming from
traditional products.
Within that, the s f

Canara Bankand HSBC con-
tributes about 90% of your
business.How do you plan to
diversify distribution?

protection increased to 7%
from 4% a year earlier.In the
| Credit Life segment, we
sawgrowth of over
40%. We have
improved activation
at Canara Bank (par-
ent),which has more
than 10,000 branches,
alongside better produc
tivity and sharper customer
segmentation.
‘These initiatives are paying
offwell.Canara Bank delivered

ance-led insurance company.
Atthe same time, we under-
stand the importance of diver-
sification. We started our
agencybusinessin October
2025, whichwas astep in that
direction,and we will scale
this channelin a phased man-
nerovertime.

The good partis we already
have about 105 branches and
the infrastructure to support
ourbancaand other busi-
nesses. We are starting with

On the topline, our.

dexpandinto

strang APE growthalongwith | these branchesand, in the
with discipline and balance. ourteam. 11SBC (another par- comingyear, plan toadd
i 29%,
Y 3
Premium i grew ith itsIndia | morelocations.

200% to T2,799 crore, com-
paredwith industry growth of
10%b,almost double the

industry pace.In the last quar-

business,whetherin terms of
newbranches, customer acqui-
sition, or opening newstreams,
which s helping s optimise
HSBC.

Inaddition totheagency
channel, wearealso focusing
ondigital,defence and direct
channels,along with strategic

ter,demand for

| ourbusiness

hastie-ups with

banks and NBFCs.
Currently,about 72% of
ourbusiness comes from
Canara Bank and around 14%
from HSBC. Both these chan-
nelswill continue to growata
healthy pace.We expect our
alternate channel share to
increase toaround 15% in
next 2-3 years from 9% cur-
rently. That's howwe are
approaching diversification,
whilealso exploring every
opportunityin the market.
Having said that,wesstill

BANCASSURANCE'S
EXCLUSIVITY HELPS
KEEP COMMISSION
RATES LOWER AND
ALLOWS USTO

OFFER ABETTER
PROPOSITION
TO CUSTOMERS

have alarge runway within
Canara Bankitself. With
nearly 12 crore customers,
ourcurrent penetration is
less than 2%.

The regulators are notvery
Z 4

Howwill open architecture
distribution impact your
business?

Tdon't think open archi-
tecturcis a solution for
increasing insurance pene-
tration. It has its own com-

s.In fact,one of the

surance tie-ups..

In casc of Canara Bank,
while we are there, they also
havea tie-up with LIC. But

concerns the government
hasisaround distribution
costs,which typically go up
inan open architecture

fine,and 1am notavery
strong proponent of
openarchitecture.

Whatis your FY27 growth
target?

The total premium
(310,046 crore)is an out-
come of our new business
and renewals. We are not giv-
ing any specific guidance on
topline growth. We have

ve: f chan-
nelsis importantand we are
focusing on that. don't sce
any significant challenge
there. In fact, it could also

model products
are complex,and it becomes
difficult for a distributor to
keep many products on the
table as it can confuse cus-

tomer: has

openups ie
forus. That's howwe viewit,
andweare happyto follow
whatever regulatory direc-
tives come over time.

At the same time, there
isalot of speculation right
now,and to some extent it is
better towait for the final
guidelines from the govern-
ment side.

its own advantages. Its exclu
sivity helps keep commission
rates lowerand allows us
to offera better proposition
to customers.
So,whetheritisopen
architecture or exclusive
models, there are ample
opportunities.I feel the cur-
rentarrangementis largely

y delivered
growth higher than the
industry. Last year, we deliv
ered 20% versus industry
growth of 10%.

Given the current geopo-
litical uncertainties, it is dif
ficult to puta numbertoit.
$o,1would say we will do
better than the industry. We
delivered a value of new
business (VNB) margin of
22.4%]ast year, and we
expect to continue operating
in the range of 22%to 23%
atleast for this year.







