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THE OPPORTUNITY
HDFC Life wanted to create an innovative 
platform for the modern millennial, which would 
serve as a means to educate them on life 
insurance - its need, the different kinds of 
products and the relevance of life insurance in 
financial planning. The company wanted to 
explore options beyond traditional media. The 
objective was to engage with the consumers in a 
manner that is more real and offers a superior 
experience. 

With the hypothesis that a conversational 
advertising approach would enable the 
advertisers to optimize targeting, deliver a 
satisfying user experience and earn higher ROI, 
HDFC Life was interested in exploring a new 
avenue for advertisement: Chatbots. 

THE PLAYERS 

HDFC Life is one of the 

leading life insurance 

companies in India offering 

a range of individual and 

group insurance solutions 

that meet various customer 

needs such as Protection, 

Pension, Savings & 

Investment and Health, 

along with Plans for Women 

and Children.  

Haptik is one of the world’s 

largest chatbot platforms, 

building applications for 

consumers, publishers and 

enterprises. 

The company has been at 

the forefront of the 

paradigm shift from apps to 

bots, having worked across 

various chatbot use cases 

such as commerce, 

customer service, utility and 

lead generation.

OUR SOLUTION
Haptik built a Direct-to-Consumer chatbot on 
the Haptik platform and named it “Health and 
Finance Quiz”. This chatbot enabled the user to 
take a quiz about his financial/physical well 
being while also being a vehicle for native 
advertising. 

Financial Awareness and Health being 
universally relatable topics, it didn’t take much 
time to pique the interest of the user. At the 
end of the quiz, the chatbot decoded a 
financial/health score on a scale of 10. This was 
followed by a prompt asking if the user would 
like to know more about solutions in the 
market to improve His/her score. This led to a 
Call to Action in the form of an in-bot 
advertisement by HDFC Life. 

The gradual introduction of the product using 
the classic Problem-Solution Approach 
connected well with the users and 
about 8.03% express an intent to purchase the 
product. In comparison, Traditional web-based 
forms generate anywhere between 1-2% intent 
to purchase. The campaign saw an excellent 
response from the millennial audience which is 
notoriously difficult to connect with. 



The Health and Finance 
channel on the landing 
screen lead users to the quiz

The user was prompted to 
pick a quiz category before 
the bot could proceed with 
the questions



Depending on the 
calculated score at the 
end, the bot then segued 
into solutions in the 
market to improve his/her 
score.

If the user expressed an 
interest, this led to an in- 
bot advertisement and CTA 
from HDFC Life.



THE QUIZ STATISTICS

gender-wise 
response rate

age-wise 
response rate

MUMBAI 
14.8%

DELHI & NCR 
14.1%

BANGALORE 
13.1%

geographically 
highest 
audience

average time 
taken to 
complete quiz

category-wise 
response rate

RETIREMENT HEALTH TAX PLAN CANCERFINANCE



While the primary objective of the campaign was to acquire interested millennial users, 
this also led to a high positive correlation for the brand in general. The users were 
delighted to know their scores and were very eager to discuss ways to improve them. 
This was validated by the post lead generation to sale that HDFC Life saw with these 
users, which was above the average market data.  

Duration of the Chat 
From Start to Finish 

SESSION DURATION 02:21 
No. of Users Who 
Consented to a Sales Call 

CLICK-THROUGH RATE 8.03%

THE CAMPAIGN RESULTS

- Mr. Pankaj Gupta 
Executive Vice President - Strategic Alliances, 

Bancassurance & Marketing, HDFC Life 

The Haptik chatbot has provided us with an innovative platform to 
reach out to and cater to the interests of the millennial customer. 
The response has been encouraging and I foresee a great potential 
through Haptik. 
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GET IN THE CONVERSATION 

Number of Conversations 
Handled by the Bot 

INTERACTIONS 44,880

Positive User 
Response to the Chat 

SENTIMENT 85%
No. of Users Who 
Responded to Initial 
Message 

ACTIVATION RATE 22,066

MINS

https://twitter.com/haptik
https://haptik.ai/
https://www.linkedin.com/company/3475348/
https://www.facebook.com/haptik/

