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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—it’s 
great to ‘Connect’ with you again!

As you are aware, Reliance Capital 
and its operating companies have 
declared an excellent set of results 
for FY2018. It is heartening to 
note that there is strong growth 
across all our businesses as we 
continue to grab market share 
and penetrate deeper into India. 
On a consolidated basis, Reliance 
Capital announced a 21 per cent 
jump in net profit on the back of a 
13 per cent rise in total income.  
We have a very strong balance 
sheet with total assets at ` 93,851 
crore as on 31 March 2018, up  
14 per cent, and a net worth of  
` 16,605 crore.

In fact, the Group now has assets 
under management (AUM) of 
over ` 450,000 crore across all its 
businesses, with a total customer 
base of over 20 million. With 
over 1,300 regional offices and 

branches, and nearly 1,75,000 
agents, we cover over 625 cities 
across India—that’s among 
the largest distribution reach 
of any non-banking financial 
conglomerate  
in India.

For this growth and this reach,  
we have you, our distributor-
partners, to thank. You make 
us strong, you make us proud 
and, together, we will take our 
relationship and success to 
greater heights, given the myriad 
opportunities across the spectrum 
in financial services. This is your 
platform—please write in and 
share your insights, inspirations 
and individual success stories to  
connect.anmol@relianceada.com! 

you Make 
us strong, 
you Make 
us proud

A Reliance Capital Initiative 
Connect — May 2018 Volume 1 issue 2
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Home 
run!
affordable housing and transparency 
in the property market make it an ideal 
time for your customers to buy their 
dream home, writes ravindra sudhalkar, 
ed and ceo, reliance home finance

W
ith a burgeoning population 
bursting at the seams, India 
requires more homes. Ac-
cording to a recent report, 
the numbers could be as 
high as 100 million homes 
by 2022. Strangely, this 

growing demand for homes has not translated into a 
huge uptake in the sales of housing units. Prospective 
buyers had been staying away till now because of high 
real-estate costs, a perceived lack of transparency, 
unclear and delayed timelines, and poor service. No 
wonder, fixing these issues on a war footing and pro-
viding affordable homes and home loans have become 
a priority for the Government.

GoVERnmEnT InITIATIVES
The Government’s twin moves—offering subsidised home loans under the 
Pradhan Mantri Awas Yojana (PMAY), which is now extended to cover 
the middle-income group (MIG) as well, and the introduction of the Real 
Estate Regulation Act (RERA)—favour homebuyers. This reformist outlook 
to policy and people-centricity is paving the way for pocket-friendly homes 
while retaining the confidence of home buyers in the property market. With 
mortgage rates at a 12-year low, there is no better time than today for your 
customers to invest in a home. 

Twin 
moves
subsidised home loans 
under the pradhan 
mantri Awas Yojana 
(pmAY), which is now 
extended to cover the 
middle-income group 
(miG) as well, and the 
introduction of the 
real estate regulation 
Act (rerA) favour 
homebuyers 

Images by istock
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Meanwhile, the Housing Finance Agency (HFA) scheme 
aims to benefit close to 90 per cent of the population 
across categories in India with:

• PMAY and Credit Linked Subsidy Scheme (CLSS), 
granting 3-5 per cent interest savings

• According infrastructure status to affordable housing 
and affordable housing programmes.

For millions of prospective home buyers, this means 

cheaper finance and a chance to finally own their own 
home. It should not be forgotten that in a country like ours, 
a home is a product with a high emotional investment. 

However, without sops, even home finance can do very 
little. Mortgage contribution to GDP in India is a mere  
9 per cent compared to 52 per cent in the US. Now, policies 
offer equity support to individuals via interest subsidy 
under PMAY and other regulatory support for housing 
finance companies (HFCs). These include allowance of 
debt mutual funds to invest up to 40 per cent of their 

assets in HFCs and excluding AAA-rated HFCs from  
sector-wise cap for investments in the financial and 
insurance sectors.

Even the National Housing Bank (NHB) has been 
providing a steady source of refinancing to extend credit 
to weaker sections of society while supporting low and 
middle-income group buyers. These schemes now allow 
HFCs to access lower cost of funding from the regulator 
and lend it at a fixed spread, which has been increased to 
3.5 per cent from 2 per cent, aiding HFCs and banks to 

cater to this segment profitably. When loans to developers 
become cheaper, buyers are expected to benefit from 
the perks passed on to the end-consumer. Additionally, 
focus on information sharing and digitisation driven 
by Aadhaar-based eKYC verification has resulted in 
lesser costs and quicker turnaround time for home loan 
processing, solving a genuine consumer need gap.

Further, increase in eligibility under CLSS—from the 
income bracket of ` 6 lakh to ` 18 lakh annually—will 
make the benefits accessible to a sizeable urban and 

purchase of residential 
property (resale/under 

construction)

self-construction

lease rental discountingplot + construction

balance transfer + topup

loan against residential 
property

purchase of coMMercial 
property

loan against coMMercial 
property

Cost-income ratio  
improved to 

38%
from 55% in fy17

nims 
increased to

3.9%
from 3.4% in fy17 

Gross npAs 
stable at

0.8%
as on 31 March 2018 

pBT 

` 272 cr
--- 

ToTAl 
inCome  

` 1,671 cr
---- 
   

disTriBuTion neTwork oF more THAn 

125 locations

reliAnCe Home FinAnCe
FY18 resulTs HiGHliGHTs

wHAT is THe riGHT
loAn produCT For THe 
CusTomer?

97%
46%

Aum 

 ` 16,379 cr
---

47%
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middle-income population. And the lowering of stamp 
duty charges can make the total cost of owning a home 
more attractive.

RERA
An important aspect that remains to be discussed 
is delay in project completion, which is one of the 
major reasons contributing to the spiralling cost of 
real estate in our country. With RERA coming into 
effect, the interests of home buyers remain protected. 
Studies suggest that nearly 19,000 projects (about 
2.5 million housing units) across 27 cities will come 
under the purview of RERA, thus bringing in greater 
accountability on sources of project financing and 
usage of project funds. Under RERA, the scope of 
hiding information about land, project, construction 
and progress will be eliminated, thus building trust in 
the project. Thus, increased transparency in real estate 
dealings and a higher level of accountability in the 
sector will encourage fence-sitters to take the plunge. 

In other words, RERA has tilted the balance in favour 
of the buyer. The establishment of a regulatory 
authority for real estate, compulsory registration 
of virtually all projects, continuous disclosure 
requirement by promoters, and standardisation of 
the sale agreement will comfort the buyer. Further, 
transparency in fund inflows and outflows of a project 
avoids siphoning of funds to other projects or buying 
land, safeguarding the money of buyers in a big way. 
RERA also ensures customers know clearly what they 
are paying for as against today’s practice of saleable 

area. While the cost of compliance for developers 
may increase property prices, increased transparency 
will hopefully make things more competitive. Indeed, 
it’s time for our customers to come home!

buZZ

To become a Reliance Home Finance DSa, call us on 180030090909 / 022 39671600  
or email us aT cuStomeRcaRe@RelianceHomeFinance.com

A version of this article was published in Dainik Jagran

Monthly Income: The higher the 
income, the higher the loan amount 
eligibility and greater the chances of 
acquiring a dream home.

Age: Starting early has its benefits. 
Applying at age 30-35 years makes 
customers eligible for a higher loan 
amount, compared to applying when 
they are 40-50 years old.

Property Value: Quality adds to 
credibility. Choosing a good property 
in an approved society, colony or 
area is viewed more favourably  
by banks.

Employer Category: Working at a 
well-regarded company not only 
adds to the customer's reputation, 
but also loan eligibility. A Fortune 
500 Company on the visiting card 
really helps!

Professional/Business Status: As a 
self-employed professional or busi-
nessman, the customer must submit 
professional details, business status 
record and bank statements as proof 
of financial stability.

cibil Score: The customer's credit 
history can open or close the gate 
to their dream home. They should 
always maintain a good CIBIL score.

FACTors AFFeCTinG 
eliGiBiliTY For Home loAn

19,000 projects
(about 2.5 million housing units) across 
27 cities will come under the purview 
of rerA, thus bringing in greater 
accountability on sources of project 
financing and usage of project funds

reVenue opportunities for cross-selling
muTuAl FunDS

Value of ` 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 ` 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 ` 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 1,985 2,050 2,120

5 5,510 5,895 6,310

10 26,700 31,725 37,880

15 79,435 1,07,165 1,46,535

20 1,95,625 3,06,045 4,90,430

* 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.
connector: 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 ` 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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success story

l
istening to your conscience pays rich dividends in 
the long run. Always. There was a time I had a cushy 
job in a wealth management firm. Things were going 
fine when the organisation reset its revenue targets, 
creating pressure on relationship managers like me to 

compromise client interests. I had two options: fall in line and 
continue in my job, or listen to the dictates of my heart and call 
it a day. I chose the latter.

On an impulse, I had taken the plunge. But what next? Just as 
I was trying to figure out my future course of action, one of the 
clients I used to service as part of my corporate job called me 
over for a cup of coffee. She nudged me to start on my own as 
an independent financial advisor (IFA).

From a relationship manager to IFA, it was a gruelling journey, 
calling for new learnings and skill sets. I had to pick up the 
technical aspects of financial markets, especially equity 
and debt; learn different modes of operations and servicing; 
and study accounting and taxation related to investments. 
It was important not to lose heart and focus. I stayed on 

course, immersing myself in new experiences. Soon I was  
meeting client expectations through prudent advice and  
perfect execution. 

Today, looking back at all the struggle, I feel proud. The past 
15 years have seen a steady increase in the number of clients 
and assets under management (AUM). Currently, I cater to 600 
families with ` 1,000 crore of AUM. The awards I have received 
include the CNBC TV 18 Best Individual Financial Advisor 
Women West Zone - FY 14-15; CNBC TV 18 Best Individual 
Financial Advisor Women - National Level FY 15-16; and 
CNBC TV 18 Best Individual Financial Advisor - West General 
- FY 16-17. However, to me the greatest perks of the job—more 
than any awards or rewards—are the ‘lifelong friends’ I have 
made along the way. Indeed, my clients, who trust me with their 
lives, are my friends today. 

Recently, I moved into an office and hired some staff. Now 
I’m looking to collaborate with likeminded IFAs. This truly is 
a career where the possibilities of growth are endless, and the 
returns far exceed your expectations. 

roopA venkATkrisHnAn
Leading IFA

perseverance 

is  the  key
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Manish gunwani,  
cio - equity investments, 
takes a close look at 
market fundamentals 
to correct certain 
misconceptions

the real 
picture

reliance  
Mutual fund

reliance  
Mutual fund

Conventional wisdom 
suggests that Gdp growth 
translates into corporate 
profits, which in turn 
translate into earnings per 
share (eps); and eps growth 
finally translates into stock 
market returns. This is simple 
and makes intuitive sense. 
But does it hold in reality?

T
here is a remarkable obsession among 
investors about GDP growth. This is be-
cause it is not unreasonable for an inves-
tor to associate rapid economic growth 
with strong stock-market returns. 

Hypothetically, if Country A’s GDP is growing at  
10 per cent annually and Country B’s at 5 per cent, 
one would expect the public companies in Economy 
A to experience higher earnings growth and subse-
quently higher returns on equity compared to com-
panies in Economy B.

Conventional wisdom suggests that GDP growth 
translates into corporate profits, which in turn 
translate into earnings per share (EPS); this 
finally translates into stock market returns. This is 
simple and makes intuitive sense. But does it hold 
in reality? Looking at long-run market returns, 
nominal GDP growth and EPS growth for eight 
developed markets, some observations came to the 
fore: Nominal GDP growth does not exhibit strong 
correlation with either EPS growth or market 
returns. On the other hand, strong correlation is 
observed between EPS growth and market returns.

istock
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So what gives rise to the first anomaly? Some of the 
likely reasons are:

Globalisation: The openness of an economy is an 
important factor that determines the extent of the 
relationship between economic growth and market 
returns. The domestic companies of an economy may 
grow into multinational corporations (MNCs) with their 
operations spread in different parts of the world. As a 
result, they may derive a significant proportion of their 
profits from abroad, which does not get reflected in the 
home country’s GDP. In 2001, when Warren Buffet 
famously quoted that market capitalisation to GDP is 
the “single best indicator” of stock-market valuation, 
the percentage of total US corporate profits derived from 
direct investments abroad was 20 per cent. Since then, 
thanks to rapid globalisation, this ratio has now become 
nearly 50 per cent.  

Market structure vs. economic structure: The 
structure of an economy may be quite different from its 

market structure. For instance, a country’s growth might 
be increasingly driven by foreign direct investment (FDI) 
or unlisted companies. In economies where numbers of 
publicly listed companies are higher, the market cap to 
GDP also tends to be higher. In recent years, the number 
of public listed companies is sharply declining in many 
developed markets, especially in the US. The US now 
has half as many publicly listed companies trading on 
its exchanges compared to the peak in 1996. Also, many 
new-age companies that are gaining substantial market 
share are still private, like Uber. Last, the weight of 
a sector in the index might be quite different from its 
weight in the economy. Expectation of future growth 
may lead to disproportionate weight of a sector in the 
index versus its current contribution to economic growth.

Corporate earnings vs. EPS: There is a significant 
distinction between growth in the aggregate earnings of 
an economy and the growth in EPS, to which current 
investors have a claim. These two growth rates do not 
necessarily match, as there are factors that can dilute 

in 2001, warren Buffet famously quoted that 
market capitalisation to Gdp is the “single 
best indicator” of stock-market valuation

or increase EPS without any change in aggregate 
earnings. For instance, share buy-backs help to prop  
up EPS without changing aggregate earnings. At the 
same time, they are not great for economic growth. This 
is because the company, instead of using the cash for 
productive capital expenditure, uses it to retire its own 
equity. Sweden in the past decade and US markets in 
the past five years are some examples where, owing to 
buybacks, EPS growth has been faster than corporate 
earnings as reflected in national accounts. In a similar 
vein, constant dilution by companies for expansion 
may generate economic growth but not much EPS. A 
classic example is China. China was the fastest growing 
emerging market in the two decades to 2011, growing at 
9.5 per cent a year. Yet during the same period, China 
delivered the second-worst annualised stock-market 
returns of -5.5 per cent, thanks to constant dilution, 
which hurt shareholders.

Corporate profits as a percentage of GDP: Economic 
growth is split between the providers of labour and 

capital. Two economies may be growing at the same rate 
but the share of labour and capital may be quite different. 
In other words, corporate profits as a percentage of 
GDP (share of capital) may be very different in the two 
economies resulting in very different market caps. For 
instance, corporate profits as a proportion of GDP will 
be higher in those markets where competitive intensity 
is moderate and companies have some pricing power. 
A decline in competitive intensity means that industry 
leaders are able to consolidate their position further and 
capture a greater share of economic growth, resulting in 
higher profits and more market cap. 

There are other factors, too, that may lead to higher 
market cap to GDP in general. These include higher 
trade and financial openness of the economy, solid 
regulations and low inflation volatility. To conclude, 
one may intuitively think of stock returns as a result of 
underlying economic growth. 

CounTRIES nomInAl GDP 
GRoWTH (%)

mARKET RETuRn 
(%)

EPS GRoWTH (%)

Australia 7.1 6.5 4.7

Japan 2.2 5.3 3.7

UK 5.8 7.5 2.8

US 5.3 8.6 5.3

Germany 3.9 7.0 3.6

France 4.5 7.6 3.6

Sweden 5.8 14.0 9.8

Switzerland 3.3 7.0 5.1

r-square with gdp 
growth*

0.15 0.06

r-square of Market 
return & eps growth**

0.78

nomInAl 
GRoWTH, 
EPS GRoWTH 
AnD mARKET 
RETuRnS:

Sourced from The Hindu Business Line

This article was published in The Hindu business line

*r-square with gdp is the correlation between gdp and market return, which is at 0.15, and correlation between gdp 
and eps growth, which is at 0.06. this means that gdp growth has negligible impact on market return and eps growth.

**similarly, r-square of market return and eps growth is correlation between market return and eps growth, which is 
at 0.78. this means there is a high impact between market return and eps growth. for instance, market return will be 
higher if eps growth is high and vice versa.

istock
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the dos and 
don’ts of 
inVesting 

T he mutual fund industry has fast 
grown to become an important 
component of the Indian economy, 
helping to channel household 
savings into the capital market. 

Increasingly, more and more investors prefer 
mutual funds to meet their various financial goals. 
However, it becomes pertinent for investors to be 
aware of the basics of investing, avoid pitfalls, and 
make the right decisions to be successful.

In our efforts to spread investor awareness, 
we present a short article that will help you 
explain investment-related information in easy-
to-understand language. The information is 
portrayed in a lively and vivid manner to enable 
you to address your investors to make prudent 
investment decisions. 

mATCH invesTmenT To GoAls
Mr Gupta, 38, wants to plan his retirement finances and plan for his 
son’s education.

is there a one-size-fits-all product?

FInAnCIAl GoAlS

Retirement finances

Find an investment 
option that meets 
many different 
financial goals

Choose your 
investment according 
to your specific 
financial goal.

Son’s college education

Easy liquidity

He has received an unexpected bonus that he doesn’t 
mind putting at risk. But he prefers easy liquidity. He 
is looking for an investment product that will help him 
meet all these goals.

reseArCH BeFore invesTinG
Deepak is impressed by a scheme that claims to give 25% returns in  
two years.

His market-savvy colleague has recommended it.  
A good friend is planning to invest. Some media  
reports have praised it. But the scheme has a poor 
past track-record and Deepak doesn’t know where 
his money will be invested and how the scheme will 
generate the returns.

Trust media reports, 
market rumours or tips 
for generating good 
returns on investment. 

Invest only after reading 
all offer documents 
and analysing the track 
record of the product.

should deepak invest?

reliance  
Mutual fund

reliance  
Mutual fund
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diversiFY ACross 
invesTmenTs
Vijay was investing for funding his 
daughter’s higher education. He 
decides to invest his entire savings 
into an equity fund that earned a 
massive 50 per cent return last year. 

This year, the stock market 
falls and his savings are 
wiped out. Was he right in 
investing all his savings in 
one product? What should he 
have done instead? 

CAlCulATe Your risk AppeTiTe

The higher the 
return, the better the 
investment.

Don’t get taken in by 
returns; invest according 
to your risk appetite.

if vijay had invested in different 
types of assets, losses in one would 
have been made up by gains in 
another.

ravi can afford to take on risks 
to earn a higher return and he 
has time on his side. shashi 
is better off with low-risk, 
steady-return assets.

FoCus on GoAl, noT produCT
Sheela’s grandfather had gifted her a monthly savings product 15 years 
ago, so she could use it to build her retirement corpus. 

The product has been underperforming for the past 
three to four years, making it harder to achieve her 
desired corpus value.

she should have rebalanced her 
portfolio in favour of a high-
yielding investment rather than 
staying put.

They do not have the same capacity for risk and, 
therefore, must consider different asset classes and 
instruments for their financial needs.

Shashi is a middle-aged 
clerk with many financial 
commitments.

Ravi is a young professional 
with a good salary and a sound 
understanding of financial products.

deAl wiTH AuTHorised AGenTs
Sujit was investing through an acquaintance, who claimed to be a broker.

However, in case of a dispute, he realised he had no recourse to  the 
regulator as the broker was neither registered nor qualified for  
investment advice.

One must:
• Be careful of dealing with unregistered dealers or 

brokers.
• Beware of unscrupulous financial advisors who may 

swindle your heard-earned money.
• Not hesitate to ask for and check all related 

documents.

Any dealer or agent can 
handle your financial 
services.

Ensure that your 
financial agents are 
registered with a 
regulatory body and 
authorised to provide the 
offered services.

remember, a fool and his money 
are soon parted!

invesT THrouGH 
muTuAl Funds
Ishaan is an IT professional and wants to invest in 

equity shares for his long-term goals. 

• Does he have the skill to research the companies for 
selection or exit?

• Does he have the time and resources to track 
company performance?

• How many companies or sectors will he be able to 
invest in?

• What amount will he be able to allocate to each 
company?

• Will he have to bear the costs every time he buys or 
sells?

• What are the cost implications of buying or selling 
direct equity?

You don’t need 
professional help in 
creating and managing 
your investment 
portfolio.

Invest through mutual 
funds to ensure that your 
investment is managed 
professionally.

mutual funds are professionally 
managed and suitably diverse 
portfolios across securities, 
sectors and asset classes. These are 
low-cost, convenient and liquid 
investment options, available in 
various risk-return combinations

Disclaimer:
The information provided in this article is solely for creating awareness about mutual funds and for general understanding. The views expressed 

herein constitute only the opinions and do not constitute any guidelines or recommendation on any course of action to be followed by the reader. Many 

of the statements and assertions contained in this article reflect the belief of Reliance Nippon Life Asset Management Limited (formerly Reliance 

Capital Asset Management Limited), which belief may be based in whole or in part on data and other information. Reliance Nippon Life Asset 

Management Limited does not guarantee the completeness, efficacy, accuracy or timelines of such information. This information is not intended to 

be an offer or solicitation for the purchase or sale of any financial product or instrument. Readers of this article are advised to seek independent 

professional advice, verify the contents and arrive at an informed investment decision. Neither, the sponsor, the Investment Manager, Mutual Fund, 

the Trustee, their respective directors, nor any person connected with it accepts any liability arising from the use of this information.

Shortlist one sound 
investment product 
and invest all your 
savings into the same.

Diversify your 
investments across 
different asset classes, 
sectors and geographies 
to minimise the overall 
portfolio risk.

Invest on the basis 
of sentiments and 
feelings.

Avoid emotional 
attachment; instead, 
know the benefits and 
disadvantages of your 
product thoroughly. 
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gain an 
edge!
l

aunched by RMF in 2008, EDGE Learning Academy is a virtual corporate 
university that is currently working on a brick-and-mortar model with ex-
ternal customers (distributors and end investors/prospective investors) as 
learners. EDGE is an integral part of the sales and distribution function of 
Reliance Nippon Life Asset Management Ltd (RNAM).

THE bRoAD obJECTIVES ARE:
• To impact overall customer experience 
• Improve efficacy and efficiency in sales
• Focus on perception and superior branding of RMF in the market.

In all its endeavours, the team is driven by the ‘low-cost, high-impact’ mantra. 

lEARnInG moDES
Face2Face-Classroom training: Our team of specialised facilitators will equip you 
with domain knowledge, functional skills and life skills, leading to business success. 
The topics covered in our interactive training courses include investor awareness 
programmes, debt, equity, regulatory NISM, advisory, financial planning, taxation, 
products, selling skills, soft skills, etc. 

reliance 
Mutual fund

reliance 
Mutual fund

Molearn: Exclusive mobile-based learning methodology, which can be 
accessed on any entry-level, low-cost mobile handset.

Jugalbandi: An altogether new platform for standardised delivery of 
knowledge-based learning by using a simple VCD/DVD player. The minimum 
number of participants is two; it can handle up to 20 participants.

e-Learning: Features engaging content with the ability to rewind, allowing 
you to work at your own pace. Our e-Learning courses feature 3D animations, 
interactive voiceover narrations, videos, games, quizzes, simulations, contests, 
etc, to engage and facilitate learning. A personalised dashboard gives you 
complete control over your learning history, certifications and much more.

in all its endeavours, the team  
is driven by the ‘low-cost,  
high-impact’ mantra

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.

To become a Reliance mutual FunD DisTibuTor, call us on 1800 300 11111

or email us aT DiStRibutoR_caRe@Reliancemutual.com
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digital guru T
o enable our distributors to meet their 
selling goals, we are offering a training 
programme. The sessions are held face to 
face or through digitised training capsules 
in audio video (AV) forms and are cus-

tomised for distributors. These capsules are in line 
with VAK-based training methodology, according to 
which most of us prefer to learn in three ways: visu-
als (movie clips, stories, etc), audio (voiceovers) and 
kinesthetic (inbuilt activities). We generally mix the 
formats to make learning interesting. As the capsules 
are in AV form, one can learn at one’s own pace. The 
capsules also enable wider coverage.

The sessions cover a wide range of topics that have 
been chalked out based on the requirements and 
feedback received from distributors. Broadly, the 
themes include:

Knowledge: Basic concepts of insurance, product 
pitching with unique selling points (USP), competition 
analysis, etc

Skills: Sales skills, objection handling, closing, etc

Special sessions: HNI selling, taxation, business 
insurance, relationship management and cross-selling.

reliance nippon 
life insurance 

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 and 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 at rnlife.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

To become an aDviSoR wiTh Reliance nippon liFe inSuRance, 

sms 'aDv' To 7045013100 or email us aT RnliFe.cuStomeRSeRvice@RelianceaDa.com

istock

reliance nippon 
life insurance 
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monEy gyAn
I have earned money the hard way. Rather than 
chasing money, I chased my dream. And that’s 
the way it should be! Not to forget, I am also very 
careful about where I invest my money.

nEST EGG
I developed the habit of saving quite early. My 
father, being a banker, taught me the importance of 
money in life and how saving is a major part of it. 

FInAnCIAl lEARnInGS
Over the years, I have learned a lot related to 
managing and investing money. I started small and 
kept building on my investments. I am very cautious 
about who I deal with about my money and always 
take opinions from various sources. Finally, I go 
with my instincts and take a decision that is best 
suited for me and my family.

PoRTFolIo SnAPSHoT
I have ensured proper diversification of my portfolio 
by investing across various assets such as mutual 
funds, stocks, real estate and private equity, apart 
from investing in my own company. In today’s 
times, I find mutual funds as a good option for 
investment. In mutual funds, too, I have invested 
in a combination of debt funds for stable returns 
and capital protection and equity funds for growth. 

Investing from outside my business takes care of my 
personal family goals. Hence, I do not need to pull 
out my company’s money for any requirement of 
the family. My business is not burdened owing to 
personal needs and vice versa.

WEll-ADVISED
I have personal financial planners whom I trust and 
have been taking advice from for over eight years.

monEy mISTAKES
By God’s grace, none.

SPEnDInG lESS V/S SAVInG
I am always watchful of any kind of spending that  
I do personally or in my company. I strongly believe 
in saving and even encourage my daughters to 
save… not only money but everything right from 
paper to food and water!

WoRDS To lIVE by
I have a detailed ‘golden years’ strategy in place. 
I am never going to retire from my business but 
I believe I will need a corpus in my later years.  
I am clear on how much corpus is required for these 
goals and how much I need to save and invest to 
accumulate this amount. I understand the effect  
of inflation on money and have planned for the  
same accordingly.

in today’s 
times, I find 
mutual funds as 
a good option 
for investment

sanjeev kapoor 

Celebrity Chef

My finance
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To become a DiStRibutoR for all proDucTs,  
call us on 022 3383 4189 

or email us aT 
Rcap.DiStRibutoR@RelianceaDa.com is
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