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In this special video segment of Tuesday Times, IFPAS Member Delphine Pung interviews
Mohan Ramakrishnan from Prudential (Singapore) who is a 25-year veteran in the insurance
industry and is also an acclaimed famous celebrity in Vasantham, MediaCorp.

Delphine Pung (D.P) :
Good
afternoon. Today’s interview is with
a 25-year veteran in the insurance
industry, Mr. Mohan Ramakrishnan,
who is currently with Prudential.
Would you like to share what your
journey was like?
Mohan Ramakrishnan (M.R) : Just
like any newbie in this business, I
couldn’t find a job. This was never
my first choice of employment but
because I was already a celebrity,
the scope of potential business was
already there. However, I was
looking for something that was
fixed
with
CPF
contribution.
Unfortunately, those days even with
my A-levels, I still found it difficult to
find a job. Leaving me with no
choice, I gave the insurance
business a try. From then till now,
there has been no regrets!

D.P : How was it being a celebrity
and singer on Vasantham Central
since you were 16 years old?
M.R: My passion at a young age was
all about music. That’s the only
thing I was doing as a recreational
activity. In 1984, I was given an
opportunity to go into Vasantham
Central talent time. I won the
competition and that's how my
musical journey started. When I was
19, I won in another major
competition,
which
included
Malaysian singers. Even though I
don’t enjoy going on stage and
being recognised like I used to,
music is still in me and it makes me
more relaxed and live longer. I have
gotten into vocal culture, which is a
new stuff and is all about how to
use chest & head voice to hit high
notes.
D.P: I fully agree that in our industry,
just like the media, it is very
important to learn projecting our
voice as it helps us to speak well.

M.R: I used to sing Tamil songs
only but during my national
service days, I moved to English
songs. When I became a
practitioner, I attended a
convention in Hong Kong and I
was called on stage to join a
friendly
competition
that
required
me
to
sing
a
Cantonese song - Wah Meng Ti.
A dark-skinned guy on stage
singing this, it’s absolute magic!
Some of my colleagues, who
attended the convention, also
complimented me on my
diction as it sounded better
than theirs. I needed to write
down the song in romanised
tamil to get the right diction
and it was a lot of effort and
passion for the whole song but I
really enjoyed doing that.
D.P:
That’s
absolutely
impressive! That song is a
classical hokkien song, which is
very popular.
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M.R: I have my usual coffee in a
particular shop near my home and I
always hear this song, which is the
theme song for a Cantonese serial
drama. I used to wonder what this
beautiful melody was, somehow or a
rather it got into me and today, I still
memorise all these Cantonese words.
D.P : You have so much passion for life
and singing, does this translate to your
career as a practitioner?

© IFPAS 2020

"YOU MUST SET THE GOAL

M.R : Yes, it does and with the few life
changing moments I went through. In
September 1999, I was diagnosed with
end stage renal failure, two years after I
joined the industry. I was aiming for
MDRT and was left with only three
months to complete the goal. Due to my
ailment,
there
were
a
lot
of
uncertainties, questions and fear. My
daughter was 2 years old at that time
and I was concerned both for her future
and mine.
A huge thanks to my manager, Mr M P
Sellvem (IFPAS Past President 1998/1999,
2008/2009), as he played an integral
part to my success during those crucial
times. Despite my illness, I was
encouraged not to give up on my goals.
As my mentor and coach, Sellvem
disregarded my condition and treated
me like a normal and able-bodied
member of the team. I continued
attending the morning meetings except
for days that I was on dialysis. On top of
that, I carried on meeting at least three
prospects on the days that I had no
dialysis. There were moments that I work
beyond 9.00 pm, in spite of being
physically drained from a 5-hour dialysis
session a day before.
D.P: I could not imagine a 5-hour session,
that must be very tiring!
M.R: Totally! I had to drive to the dialysis
centre at 6.30 am in the morning, starts
dialysis at 7.00 am and ends at 12.00
noon. My body was totally drained and
as soon I reached home, the only thing I
want to do is to hit the bed. Soon after, it
was already 8.00 pm and no time was
wasted as I scheduled appointments
with my clients for the following day.

D.P: Your manager treating you like
everyone else made you feel normal
and helped you focus on your
productivity rather than the illness,
is that right?
M.R: Yes, because you are not
supposed to wallow in self-pity. My
manager wanted me to see myself
as dynamic individual with a lot of
potential. With a medical problem
and limited time to run for MDRT, I
would sometimes sit in a restaurant
along Little India even late at night
and wait for potential clients. I
needed to make a lot of sacrifices
then to achieve MDRT.
D.P: You are definitely an inspiration
to everyone in this industry, young,
old, and new. If you want to succeed,
there are no excuses!
M.R: It was not easy but you must set
the goal right and the law of the
universe will be kind to you. This is a
true testament as five years later on
dialysis treatment, I was fortunate to
find a matching donor for a kidney
transplant. I remembered vividly the
cost of doing this operation was
$60,000.
This operation was done in a private
hospital and I had no insurance to
cover the procedure simply because
at the age of 21, I was already
diagnosed with this problem and I
became a practitioner at the age 23.
I had only one insurance then and it
did not cover me medically. It only
had death benefit as those days,
many policies only had a death
benefit attached to it.

RIGHT AND THE LAW OF THE
UNIVERSE WILL BE KIND TO
YOU."

M.R : At the age of 35 when I
went to do the operation, the
staff at the hospital was
calling me every hour to
make the payment so that
the operation could happen
without delay.
D.P: $60,000 that time was a
lot of money, and it still is
now.
M.R: Yes, but the point is even
if you have the money, you
wouldn’t want to splurge it
on a medical. It would be
wiser to spend it on a
medical insurance. It is hard
earned money. So, it dawned
to me how important it was
to get out and explain to
clients about what had
happened
to
me,
the
importance of getting an
insurance and the need to
protect every one of them
against all these premature
events in life.
D.P: Definitely! It
important to be
while you can.

is very
covered

M.R: After paying the cost of
treatment, I paid $1,500
monthly for the past 15 years
for my medical bills, mainly
for post- transplant antirejection pills.
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D.P: With this experience, does this drive you to
be better every single day as an advisor?
M.R: Yes, it does. My tagline to my clients
sometimes is, what I have, you don’t have. What
I don’t have, you can choose to have. What I
have is a medical problem, do you have it? No
good. What I don’t have is an insurance policy,
which I needed so badly but I can’t buy as no
company can cover me. But you have a choice
to pay $1500 monthly like me or you can choose
to pay $150 every month to take care of the rest
of these problems.
So, that has been my tagline for the longest
time. To be on 19 capsules daily and insulin
twice in the morning and evening and still have
to do production, it all boils down to my
income.
My basic cost is $1500 a month, which covers
my medication. Do I have a choice? Can I don’t
pay the $1500? I can’t, else I will find myself next
to the grave. I have to be prepared as my
kidneys will fail and I be a dialysis patient again.
After what I have been through and being in
this business, I realise that one particular reason
why I am still standing today is because of
design. If I didn’t go through what I went
through, I wouldn’t be having a story to talk
about. I would be like everyone else taking care
of the other things in life like luxury,
entertainment, and this is what I would do as I
am already an entertainer.
D.P: Well honestly, if you had not told me about
your background story, I would have never
known the challenges you had in life. You look
healthy, dynamic, passionate and you are very
much of an entertainer as well. So how do you
keep such a healthy lifestyle?

M.R: In the first MDRT that I
attended in the year 2002 in Los
Angeles,
every
successful
speaker on stage advocated the
whole
person concept. This
whole
person
concept
fascinated me thereafter. I do
yoga,
vocal
training,
and
meditation. Understanding the
philosophy of life allows me to
have a good balance between
the tedious work we have in our
production and responsibility to
be in charge of every aspect of
my life.
D.P: That’s a great lesson, and
life quote to live by.
M.P: That’s the way it’s
supposed to be. It is easy to
blame one’s environment, just
like blaming the market for a
non-productive year.
But in
reality, market is not the issue
but rather the complacency in
you.
This
requires
much
reflection, as many agents who
did not succeed do not reflect
on their fallacies. It has nothing
to do with your environment,
manager, company, office; it has
to do only with you.
D.P: I am very humbled right
now and you have been such an
inspiration. If you have one
thing to give to the new agents,
what would it be?

M.R: This is called financial
prudence. If you live your life
with liabilities, you will end
up doing this job not as a
mission,
but
for
the
commission.
So,
if
commission becomes the
predominant reason why we
are working, or waking up in
the morning, or running after
clients; you will realise that it
is to feed ourselves and not
to look after the interests of
the client.
Building relationship is the
key. You should never go for
an appointment with a
closing as the sole end goal.
You should go in with the
mindset
of
having
a
wonderful conversation with
the client, about what is and
why is there a need for
protection,
wealth
accumulation and etc. When
you do that, your client will
feel your sincerity. You don’t
have to ask them to buy, they
themselves
will
automatically ask you when
they can meet you again to
do their financial planning. If
you are skewed towards
commissions, the business
gets tougher. This has been
my mindset all along and
that is why I have lasted in
this industry. This is indeed a
noble business.

M.P: I have been in the business
for 20 odd years and one thing I
realise is that we all want
success. Unfortunately, success
is personified as monetary
status. It is not entirely wrong
but for some agents educating
his clients about financial
planning, sadly he does not
apply these onto his own life.
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