
                     SJBMS 

Scienxt Journal of Business & Management Studies 

 

 
Scienxt Center of Excellence (P) Ltd  SJBMS ||13 

  

Scienxt Journal of Business & Management Studies 

Volume-1|| Issue-1|| Year-2023|| July-Dec|| pp.13-22 

 

        

 

 

 

 

 A study on consumer behaviour of  

buying products towards 

 Insurance Policies in India 

                                                                                 

   K. Meenendranath Reddy*1, S. Sreenivasulu2,  

M. Nabi Rasool3, G. Rama Purusotham Reddy4 

                                                                              2, 3, 4 SVR Engineering College, Nandyal, Andhra Pradesh, India    

*1Assistant Professor, SVR Engineering College, Nandyal, Andhra Pradesh, India                                                                       

                                                         

*Corresponding Author: K. Meenendranath 

Email: kypa.meenendranathreddy@gmail.com 

 

https://zenodo.org/deposit/8095064 
 

https://scienxt.com/
mailto:kypa.meenendranathreddy@gmail.com


Volume-1|| Issue-2|| Year-2023 || July-Dec  SJBMS 

Meenendranath et al.,                                                       Scienxt Journal of Business & Management Studies 

 

 

Scienxt Center of Excellence (P) Ltd  SJBMS ||14 

  

Abstract: 

 

In spite of the fact that India has the world's second-highest population, the nation's 

median sales of life insurance products remain significantly less than those in 

several Western along with Asian countries. As a result, the insurance market in 

india is seen as highly promising by both international and domestic insurance firms 

investigating to increase their presence and revenue. The business of insurance has 

far-reaching positive effects, from providing consumers with more options to 

ensuring a steady supply of long-term capital for businesses and 

governments. Since insurance is a relatively untapped market, this development 

will lead to a surge in demand for both insurance company employees and 

independent insurance brokers and advisors. 

Insurance policies are created to ease the economic strain left behind by a 

breadwinner's death on his or her loved ones. Diversity, opportunity, advantages, 

and profitability have all been added to the product lineup thanks to the expansion 

of the item line. However, the worker is hesitant about buying insurance services 

because he or she refuses to embrace the danger to his or her life, is uninterested in 

the benefits that are intended for others and cannot predict the future. The results 

show that in India's developing finances, many consumers listen to the guidance of 

their brokers before committing to insurance coverage. We use the concept of 

scheduled behaviour to show that individuals’ perceptions of social standards have 

a major role in whether or not they would acquire insurance. It was also discovered 

that social factors had a role in policy decisions. Customers can choose poor choices 

and purchase insurance plans that could not adequately cover their costs. 

Consumers in this fast-expanding market require more information and awareness 

campaigns. 
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