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The Insurance Regulatory and 
Development Authority of 
India (Irdai) recently issued a 
master circular stating that 
policies should only be split at 
the customer’s request and 
with their consent. No 
additional fees, charges, or 
commissions should be 
imposed if a policy is split 
without obtaining the cus-
tomer’s consent. 

What is splitting? 
Customers can choose to pur-
chase a single insurance policy 
for a certain sum assured, with 
a specified tenure and bene-
fits. Alternatively, they can 
buy multiple policies that 
cumulatively provide the same 
coverage and have the same 
features. Buying several simi-
lar policies at one go is called 
policy splitting. While splitting 
is common in life insurance, it 
sometimes happens in health 
insurance as well. 

“A customer who plans to 
buy a cover of, say, ~1 crore, 

may be advised by an agent to 
split it across multiple, say, 
four policies of ~25 lakh each,” 
says Abhishek Kumar, Sebi-
registered investment advisor 
(RIA) and founder, 
SahajMoney.com.  

Pitfalls of splitting 
Insurers typically offer dis-
counts on premium for pur-
chasing a policy with a higher 
sum assured.  
“Splitting can result in losing 
the benefit of a larger policy, 
which is a better rate, with a 
higher discount. A customer 
may end up paying more for 
split policies,” says Kapil 
Mehta, co-founder, 
SecureNow Insurance Broker. 

Sometimes, customers buy 
multiple traditional policies 
without paying heed to their 
payment capacity and default 
on paying the premium of one 
or two.  

“Customers have to pay a 
surrender charge in such a sce-
nario,” says Shilpa Arora, co-
founder and chief operating 
officer, Insurance Samadhan. 

Sometimes, it can be 
beneficial 
If a customer has multiple 
smaller term policies, instead 
of one large one, she can close 
down each of them gradually 
as her insurance needs 
decline. “As their wealth 
grows, investors may feel over-
insured and may wish to stop 
paying the premiums of some 
term policies. Splitting gives 
them the flexibility to con-
tinue some policies and give 
up others,” says Vishal 
Dhawan, founder and chief 
executive officer (CEO), Plan 
Ahead Wealth Advisors. 

A customer may have mul-

tiple nominees and may not 
want them to know about the 
existence of each other. “In 
such a scenario, the customer 
may buy two separate policies 
and name one the nominee for 
each,” says Karthik 
Chakrapani, chief business 
officer (CBO), Pramerica Life 
Insurance. He adds that it is 
also okay to split if you want 
the benefits in two different 
forms, say, as income from one 
policy and as endowment 
from the other.    

Why agents push for it 
One reason for splitting is that 
it sometimes allows agents to 
earn higher commissions. 
Additionally, advisors encour-
age splitting to meet their tar-
gets. “Insurance advisors’ tar-
gets are often linked to the 
number of policies sold, 
besides premium,” says Arora.   

To split or not to split? 
Splitting must result in tan-
gible benefits for the customer, 
otherwise it will only mean 
more work for them in main-
taining the policy and for their 
nominees in getting the death 
benefit from multiple policies. 

According to Arora, the 
return from a single (invest-
ment-cum-insurance) larger 
policy is better than from mul-
tiple split policies. If an agent 
splits without informing the 
customer, it amounts to mis-
selling, according to Irdai. 
“When splitting is done with-
out the consent of the cus-
tomer, they can get a refund of 
premium from the insurer and 
reapply for the product they 
want,” says Arora.
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Consider benefits, 
costs before agreeing 
to policy splitting

Corrections allowed  

Members can update their name, 
gender, date of birth, father’s/ 
mother’s name, marital status, 
date of joining (an organisation), 
reason for leaving, date of leav-
ing, nationality, and Aadhaar 
number. 

Documents required  

All correction requests need to be 

supported by relevant govern-
ment-issued documents. For 
minor corrections, at least two 
documents from the specified 
lists are required. For major ones, 
at least three documents would 
be necessary. 

Process for submitting 
changes  

You can submit a joint declara-

tion request for corrections 
through the Member e-Sewa por-
tal. But corrections can only be 
made for EPF accounts managed 
by your current employer. 
Employers are not authorised to 
modify details of EPF accounts 
from previous employer. 
Additionally, there is a limit on 
the number of times personal 
information can be updated.

The Employees’ 
Provident Fund 
Organisation (EPFO) has 
set up a process to make 
corrections to Universal 
Account Number (UAN) 
profiles to make employee 
records accurate and pre-
vent fraud. Here’s how 
you can make these 
changes.

Want to make changes to your EPFO account? Here’s how to do it

Read full report here: mybs.in/2dYujjQ COMPILED BY AYUSH MISHRA

BEWARE OF TAX 
MYTHS ABOUT 
SPLIT POLICIES 
n Many buyers believe lower 
premiums on split policies will 
help them enjoy tax benefits 

n That is not true as the latest 
tax laws consider aggregate 
premiums paid each year 

n In case of non-Ulip policies 
bought on or after April 1, 
2023, tax exemption under 
Section 10(10D) is available if 
the aggregate premium of all 
policies during the year is less 
than ~5 lakh 

n For Ulips bought on or after 
February 1, 2021, if the 
aggregate annual premium 
exceeds ~2.5 lakh in a 
financial year, the maturity 
proceeds will be taxable

Margin woes, valuations 
to weigh on P&G Hygiene
RAM PRASAD SAHU 
Mumbai, 13 September 

F
rom its highs over the past 
month, the stock of Procter 
& Gamble Hygiene and 

Healthcare fell 7 per cent before 
recovering this week. 

The stock has been an under-
performer over the last year and has 
traded flat over this period. 

Muted margin performance in 
the June quarter has also led to a 
cut in earnings estimates by the 
brokerages. In addition, what could 
keep the stock under pressure in 
the near term are valuations that 
are in the expensive territory.  

Going ahead, the Street will 
track the sales and margin trajec-
tory. The sales growth in the quarter 
came in ahead of the estimates in a 
seasonally weak quarter due to 
lower sales of Vicks. 

The 10 per cent sales growth in 
the quarter was a combination of 
product-price mix, premiumisa-
tion, and growth in the feminine 
hygiene category. Its annual 
growth rate over the past five years 
is 8 per cent. 

For the full year (ending in 
June), the company reported a  
7 per cent increase in sales to 
~4,192 crore. 

The company highlighted that 
the growth was achieved despite a 
continually challenging operating 
and competitive environment. 

The gains over the year-ago 
quarter was on the back of innova-
tion, premiumisation, which helped 
achieve category beating growth in 
the feminine hygiene category. 

One-time tax related issues in 
the current as well as the base 
period has dented the bottom line, 
which came in at ~675 crore. This 
was flat over the year-ago period.  

Even as sales were better than 
expected, the company’s perform-
ance slipped on the margin front. 

While the gross margins 
expanded by 160 basis points year-
on-year (Y-o-Y), it fell sharply by  
710 basis points quarter-on-quarter 
(Q-o-Q) to 59.2. 

This was lower than the 65 per 

cent plus number the Street was 
working with. 

The rise in advertising, employ-
ees and other expenses  
also weighed on the operating 
profit margins that came in at  
14.1 per cent. 

Motilal Oswal Research high-
lights that the margin contraction 
of 1,080 basis points Y-o-Y and 1,160 
basis points Q-o-Q was the lowest 
in 12 quarters. The brokerage has 
cut earnings by 6-9 per cent for the 
next two years.  

Analysts led by Naveen Trivedi 
of the brokerage say that the com-
pany is a long term core holding 

given robust growth potential in the 
feminine hygiene segment (65-68 
per cent mix of FY24 sales) and the 
potential for market share gains, 
aided by strategic initiatives, 
including the fortification of signif-
icant market advantages. 

There is potential for higher 
margin gains from the long-term 
trend of premiumisation in the 
feminine hygiene segment. 

The analysts, however, have a 
‘neutral’ rating, given the expensive 
valuations at 62 times the FY25 
earnings.  

Nirmal Bang Research has an 
‘accumulate’ rating. The brokerage 
awaits developments on the 
strategy front under the new CEO. 

This is on the back of extremely 
high advertising levels and whether 
the same strategy will be followed 
in pursuit of taking top line growth 
back to double digits in the sub-
sequent quarters. 

“While the 5-year sales growth 
is improving, it is still some way off 
the strong double-digit growth that 
it reported in the pre-Covid and 
high inflation phase,” said Krishnan 
Sambamoorthy and Sunny Bhadra 
of Nirmal Bang Research.  

They maintain an ‘accumulate’ 
rating as valuation seems fair at  
53 times FY26 earnings.
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