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Section A - Compulsory

QO1: Secure Life Insurance recently introduced a new policy called “Smart Future”, aimed at
young professionals seeking both life protection and investment growth. To promote the plan,
the company launched emotional advertisements showing how families could. remain
financially secure during unexpected events. They also shared educational content, such as
videos and infographics, highlighting the importance of early insurance planning. Testimonials
from satisfied customers emphasized the dual benefits of the plan, encouraging interest among
potential buyers. To motivate immediate action, Secure Life offered limited-time online
discounts and flexible premium payment options. After purchase, customers received
personalized support and access to a digital portal to track their benefits, ensuring a positive

experience and fostering long-term trust.

(a) Identify and explain the stages of consumer engagement reflected in the case, using the

ATDAS model as a framework. (15 Marks)

(b) Explain the importance of post-purchase support in enhancing customer satisfaction

and loyalty. (10 Marks)

(c) Discuss the most effective strategies for attracting young customers to new

insurance policy with suitable examples. (15 Marks)

(40 Marks)
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