
Starting Your Career: How to 

Become an Insurance Agent 

Insurance plays an important role in helping individuals and businesses manage 
financial risks arising from unexpected events. For people who enjoy interacting with 
customers and explaining financial products, becoming an insurance agent can offer 
a career path built around sales, communication and relationship management. If 
you are exploring how to become an insurance agent, understanding the eligibility 
requirements, licensing process, skills and responsibilities can help you make an 
informed start. 

 

What Does an Insurance Agent Do? 
An insurance agent acts as a link between an insurance company and prospective 
policyholders. The role involves understanding customers’ requirements, explaining 
suitable insurance products, helping them complete the purchase process and 
providing assistance with policy-related queries. 

Depending on the type of agency, an agent may work with life insurance, general 
insurance or health insurance products. IRDAI states that an individual agent 
undergoes the required training, passes the relevant examination and is licensed to 
solicit insurance business and provide after-sales service, including assistance 
during claims. 
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The job is not limited to selling policies. A responsible agent focuses on 
understanding the customer’s financial situation, risk exposure and coverage needs 
before recommending an appropriate product. 

Why Consider a Career as an 
Insurance Agent? 
Insurance agency can be suitable for individuals who prefer a people-oriented career 
and want opportunities to develop their professional network. 

Some potential advantages include: 

▪ Opportunity to build a career in the financial services sector 
▪ Scope to develop long-term customer relationships 
▪ Flexibility in managing customer meetings and business activities 
▪ Opportunities to specialise in different insurance categories 
▪ Potential to earn commissions based on applicable insurer terms 
▪ Development of communication, sales and financial product knowledge 
▪ Possibility of building a customer base through referrals 

However, income is not guaranteed. Earnings can vary depending on the insurer, 
products sold, business performance, applicable commission structures and 
customer retention. 

Eligibility to Become an Insurance 
Agent 
The first step is to understand the eligibility conditions applicable to individual 
insurance agents in India. 

Applicants generally need to meet requirements relating to age, education, training, 
examination and documentation. IRDAI’s individual-agent information states that an 
applicant needs to undergo the requisite training, pass the relevant examination and 
obtain the required appointment/licensing before acting as an insurance agent. 

Applicants should also check the latest requirements with the insurer they intend to 
represent because onboarding procedures and internal requirements can differ. 

Step-by-Step Process to Become an 
Insurance Agent 



1. Decide Which Insurance Segment You Want to 
Enter 
Start by identifying the type of insurance you want to sell. Common categories 
include: 

▪ Life insurance 
▪ Health insurance 
▪ Motor insurance 
▪ Travel insurance 
▪ Property insurance 
▪ Commercial insurance 

Your choice should depend on your interests, customer network and understanding 
of the products. 

2. Approach an Insurer for Agency Opportunities 
Once you have selected a segment, approach an eligible insurer offering an 
individual-agent opportunity. The insurer can explain its recruitment process, training 
requirements, product portfolio and business expectations. 

It is important to understand the insurer’s products and working model before 
accepting an agency appointment. 

3. Complete the Required Training 
Insurance is a regulated financial product, so proper training is important. Training 
helps candidates understand insurance principles, policy features, customer needs, 
ethical sales practices and applicable regulations. 

The specific training process can depend on the category of insurance and the 
prevailing regulatory framework. 

4. Pass the Insurance Agency Examination 
Candidates must qualify in the applicable insurance agency examination. IRDAI’s 
information for individual agents confirms that passing the relevant insurance 
examination is part of the eligibility process for appointment. 

Preparation should cover insurance fundamentals, policy concepts, customer 
suitability, regulatory requirements and professional conduct. 

5. Submit the Required Documents 



The insurer will require documentation during the agency onboarding process. 
Depending on the applicable requirements, documents may include: 

▪ Identity and age proof 
▪ Educational qualification proof 
▪ PAN details 
▪ Address proof 
▪ Examination pass certificate 
▪ Photographs 
▪ Previous agency details, where applicable 

Applicants should provide accurate information and verify the latest document 
checklist with the insurer. 

6. Complete the Appointment Process 
After verifying the application and eligibility, the insurer can proceed with the agency 
appointment. IRDAI’s guidelines describe verification of application details, PAN, 
examination qualification and other eligibility conditions before appointment. 

Once appointed, the agent receives the applicable agency identification and can 
begin soliciting insurance business according to the terms of appointment and 
regulatory requirements. 

Skills That Can Help You Succeed 
Obtaining an agency appointment is only the beginning. Long-term success depends 
heavily on professional skills and customer relationships. 

Communication Skills 
Insurance products can contain technical terms and detailed conditions. An effective 
agent should be able to explain coverage, exclusions, premiums and policy 
conditions in simple language. 

Customer Understanding 
Rather than recommending the same product to everyone, agents should identify the 
customer’s actual needs. This helps create more meaningful and responsible 
recommendations. 

Product Knowledge 
Insurance products can differ significantly in terms of coverage, eligibility, exclusions, 
benefits and pricing. Continuous learning helps agents answer questions accurately. 



Sales and Networking 
Building a customer network is important for generating business. Referrals, 
professional connections and customer relationships can contribute to sustainable 
growth. 

Digital Skills 
Modern insurance distribution increasingly involves digital quotations, online 
applications, policy documents, customer communication and renewal reminders. 
Familiarity with digital tools can make everyday activities more efficient. 

How to Build a Strong Customer Base 
A new agent should focus on trust rather than only short-term sales. 

Some practical approaches include: 

▪ Begin with people within your professional and social network. 
▪ Understand customer requirements before discussing products. 
▪ Explain policy terms transparently. 
▪ Avoid making unrealistic promises. 
▪ Maintain records of customer policies and renewal dates. 
▪ Stay connected with existing policyholders. 
▪ Encourage customers to review their coverage when their circumstances change. 
▪ Provide support during policy servicing and claims-related processes. 
▪ Ask satisfied customers for genuine referrals. 

IRDAI’s guidance emphasises that agents should provide relevant product 
information and consider the needs of prospects when recommending insurance 
products. 

Common Mistakes New Insurance 
Agents Should Avoid 
New agents may focus heavily on achieving sales targets and overlook the 
importance of long-term service. Some common mistakes include recommending 
unsuitable coverage, failing to explain exclusions, providing incomplete information 
or ignoring customers after policy issuance. 

Another mistake is treating every customer in the same way. Insurance requirements 
can vary considerably based on age, income, dependants, assets, liabilities and risk 
exposure. 



An agent should also avoid presenting insurance as a guaranteed investment or 
making statements that are not supported by the policy terms. 

How Technology Can Support 
Insurance Agents 
Digital tools can simplify several routine activities. Depending on the platform, 
insurance agents may use technology for generating quotations, storing customer 
information, monitoring renewals, accessing policy details and communicating with 
customers. 

An insurance POSP app or agent-focused application can also help streamline day-
to-day policy-related activities. However, agents should use only authorised 
platforms and follow the applicable insurer and regulatory requirements. 

Technology should complement professional advice rather than replace the agent’s 
responsibility to understand customer requirements. 

Is Insurance Agency a Good Career 
Choice? 
Insurance agency can be a suitable career option for people who are comfortable 
with sales, communication and relationship building. It can provide opportunities to 
develop financial-product knowledge and establish a long-term customer base. 

At the same time, prospective agents should have realistic expectations. The 
profession requires continuous prospecting, customer servicing, product learning 
and compliance with applicable rules. Success usually depends on consistent effort 
rather than obtaining a licence alone. 

Frequently Asked Question (FAQs) 
Q1. How to become an insurance agent in India? 
To become an insurance agent, you generally need to meet the applicable eligibility 
requirements, complete the required training, pass the relevant insurance agency 
examination and complete the appointment process with an insurer. 

Q2. Is an examination required to become an insurance agent? 
Yes. Passing the applicable insurance agency examination is part of the 
appointment process for individual insurance agents. 

Q3. Can an insurance agent sell different types of insurance? 
An agent’s ability to represent insurers across different insurance categories is 



subject to applicable regulatory provisions and insurer appointments. IRDAI’s 
individual-agent information provides for representation within specified categories 
and limits. 

Q4. What skills are important for an insurance agent? 
Communication, customer relationship management, product knowledge, sales 
ability, digital skills, ethical conduct and continuous learning are important for 
building a sustainable insurance agency career. 

Q5. Can an insurance agent work with more than one insurance company? 
The permitted appointments depend on the category of insurance and applicable 
regulations. IRDAI specifies limits on representation across insurer categories, so 
agents should verify their permitted appointments before representing multiple 
insurers. 

Conclusion 
Starting a career as an insurance agent can be an opportunity to enter the financial 
services sector while developing sales, communication and customer relationship 
skills. The journey involves understanding eligibility requirements, completing the 
necessary training, qualifying for the applicable examination and obtaining an 
authorised appointment. 

More importantly, long-term success comes from responsible recommendations, 
transparent communication and consistent customer service. Whether you are 
interested in life, health or general insurance, building knowledge and using 
technology effectively can help create a stronger professional foundation. Platforms 
and tools offered by Square Insurance can also support insurance professionals in 
handling policy-related activities more efficiently. 

 


