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ICICI Prudential Life Insurance Q4FY21 

Financial Results & Highlights 

Brief Company Introduction 

ICICI Prudential Life Insurance Co. carries on the business of providing life insurance, pensions, and 

health insurance products to individuals and groups. Riders providing additional benefits are offered 

under some of these products. The business is conducted in participating, non-participating, and unit-

linked lines of businesses. These products are distributed through individual agents, corporate agents, 

banks, brokers, the Company’s proprietary sales force, and the Company website. 

Standalone Financials (In Crs) 

  Q4FY21 Q4FY20 YoY % Q3FY21 QoQ % FY21 FY20 YoY% 

Sales 19639 -7648 -356.79% 28548 -31.21% 84079 21940 283.22% 

PBT 114 172 -33.72% 327 -65.14% 1081 1069 1.12% 

PAT 64 179 -64.25% 306 -79.08% 960 1069 -10.20% 

Consolidated Financials (In Crs) 

  Q4FY21 Q4FY20 YoY % Q3FY21 QoQ % FY21 FY20 YoY% 

Sales 19639 -7648 -356.79% 28548 -31.21% 84079 21940 283.22% 

PBT 112 171 -35% 325 -65.54% 1077 1067 0.94% 

PAT 63 179 -65% 304 -79.28% 956 1067 -10.40% 

 

Detailed Results: 

1. There was a flat YoY movement in the Value of New Business (VNB) in FY21. 

2. APE (Annualized Premium Equivalent) fell 12.5% YoY in FY21 and grew 27.1% in Q4.  

3. The new business premium grew by 22.9% YoY in Q4 & 5.5% YoY in FY21. The new business 

margin was at 25.1% in FY21 vs 21.7% last year.  

4. Embedded Value grew 26% YoY in FY21.  

5. Total AUM grew 40% YoY since March 2020 to Rs 2142 billion and had a 55:45 debt to equity 

mix. 95.8% of debt investments were in AAA-rated bonds. 

6. The company maintained a solvency ratio of 216.8%. 

7. The cost to the TWRP ratio declined by 110 bps to 14.8% in FY21. 

8. 13th Month & 61st Month Persistency improved to 84.8% (from 83.2% last year) & 58.3% (from 

56% last year) respectively. 

9. The company announced a final dividend of Rs 2 per share for FY21. 

10. The sum assured market share in Protection segment grew to 13% from 11.8% last year. 

 

 

Investor Conference Call Details: 

1. The average time taken for settlement of all the claims was 1.4 days in FY21.  

2. ULIP accounted for less than 50% of sales while non-linked savings and protection accounted for 

31% and 16% of sales.  



 
 

www.smartsyncservices.com 
 

3. ULIPs have come under pressure when the Union Budget announced that high ticket ULIPs will be 

incurring capital gains tax from Feb 1 2021.  

4. The company holds additional reserves of Rs 3.3 billion for potential COVID-19 claims.   

5. For FY21, non-linked savings business grew by 56% YoY and annuity business grew by 120% YoY.  

6. The AUM managed by Pension Fund Management Company has increased by 74% YoY to INR 

75.59 billion as of March '21. Its PFMs market share has increased to 18.4% from 14.8% last year. 

With the renewal of the PFM license, the company can now charge 9 bps as management fees vs 

1 bp earlier.  

7. The company added 20,000 new agents in FY21.  

8. The company now has a total of 23 bank partnerships and has expanded its reach to 162 million 

bank customers through this.  

9. The annuity business through ICICI bank channel grew 400% YoY.  

10. The agency and partnership distribution channels grew by 37% YoY and 63% YoY respectively.  

11. The company delivered its highest ever monthly APE value of INR 11 billion in March.  

12. Around 3.9% of margin improvement has been on account of business mix, which includes a higher 

non-linked savings and protection mix. 0.2% margin improvement was due to expense 

management while 0.7% margin degradation was due to yield curve coming down.  

13. The RoEV for FY 2021 stood at 15.2%.  

14. The management is confident of maintaining good momentum going forward given its stellar 

performance in March.  

15. The management states that the entire group term margin outcome is a function of the level of 

pricing that ICICI Pru can sustain and what is the stickiness of the group client over years.  

16. The management has stated that it is not averse to releasing an ROP product and will do so if there 

is good demand for it from the consumers.  

17. The management expects that the new banking partnerships should add to productivity by year 2 

at the most. One of these has grown 30% YoY already.  

18. The company is also working to leverage technology and build its direct channel to reduce 

dependency on the banca channel.  

19. The entire industry is also leaning towards moving physical sales to electronic sales and the 

regulator is also providing aid to this shift by dispensing with the physical signatures and going for 

electronic signatures and policy sales on virtual platforms and other measures.  

20. The long-term repricing will be a gradual process and will not be taken abruptly especially given 

the state of the country from COVID-19 and the urgent requirement of such products.  

21. The ICICI bank has decided to focus mainly on protection and annuity businesses as they see a lot 

of value in the differentiated proposition that they can offer to their customer segments apart 

from focusing on banking products.  

22. The management expects to achieve growth of 25-28% in FY22.  

23. The company has observed that total claims in FY21 in other countries have been 20-40% higher 

than pre-covid times, depending on the country. But the number of lives claimed is only 2500 so 

far which highlights the massive under-penetration here.  

24. VNB margin expansion in the linked savings business was mainly driven by expense efficiency and 

increased rider attachment.  

25. The company has been in the group business in large institutions for a fairly long time. It has also 

seen keen interest from customers to strengthen their employee benefit propositions using 

stronger group protection.  
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26. The management doesn’t see this to be a temporary phenomenon and is confident that this move 

is here to stay.  

27. The uncertainty in retail protection stems from underwriting norms and risk appetite in a live 

pandemic environment.    

28. The online channel accounts for less than 10% of protection business and the majority of 

protection is from intermediary channels like banca, agency and others.  

29. The credit life business was following the banking and loan industry in India and had recovered in 

Q3 & Q4 along with these industries. The company also observed that the banking partners 

returned to growth faster than NBFC partners.  

30. Nonlinked savings business sees 40% of its sales from the non-ICICI banca channel. 

 

Analyst Views: 

ICICI Prudential Life is one of the front runners in the life insurance industry in India. The company has 

established itself as one of the mainstays of the private insurance industry since its start more than 40 

years ago. The company has done well to deliver good performance of VNB growth of >20% in Q4 and 

growth in EV of 26% YoY. The performance of the company’s protection business is particularly 

encouraging with group protection being a special focus. The company has also seen a good increase 

in persistency across the board which highlights the resilience of its base. It was also able to deliver its 

highest ever monthly APE in March. It remains to be seen how the company will be able to fulfill its 

guidance for doubling FY19 VNB and whether it will be able to maintain its growth momentum from 

March given the dire state of the country from the 2nd wave of COVID-19. Nonetheless, given the 

company’s market position, track record, and reach in the market, ICICI Prudential is a pivotal 

insurance stock to watch out for. 

 

If you found this report useful and would like to receive more such investing insights, you can subscribe 

to our updates.  
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