
How to Build a Successful Career as an 

Insurance POSP Agent 

The insurance industry offers flexible career opportunities for individuals who want to earn 

an income, develop professional skills, and help people make informed financial decisions. 

Becoming an insurance Point of Sales Person (POSP) agent is one way to enter this field 

without necessarily having years of experience in insurance. 

For beginners, understanding the Essential Tips for Becoming a Successful Insurance 

POSP Agent can make the journey more structured and rewarding. Success in this profession 

depends on product knowledge, customer relationships, consistent learning, and the ability to 

recommend suitable insurance policies according to individual needs. With the right 

approach, a POSP agent can gradually build a reliable customer base and develop long-term 

career opportunities. 

 

What Is an Insurance POSP Agent? 

A POSP insurance agent is an authorised individual who sells eligible insurance products 

after completing the prescribed training and meeting the applicable eligibility requirements. 

POSP stands for Point of Sales Person, a category designed to make insurance distribution 

accessible to more people. 

POSP agents may assist customers with products such as motor insurance, health insurance, 

personal accident insurance, and other eligible policies, depending on their authorisation and 

the insurer or intermediary they work with. 
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Their responsibilities generally include explaining policy features, helping customers 

understand coverage options, assisting with application procedures, and guiding them through 

renewals. They must communicate policy conditions honestly and avoid making promises 

that are not supported by the policy documents. 

1. Understand the Eligibility Requirements 

Before starting your career, learn about the eligibility criteria for becoming a POSP agent. 

The applicable requirements may include minimum age, educational qualifications, training, 

assessment, and registration through an authorised insurer or intermediary. 

In India, POSP onboarding requirements are governed by the applicable insurance regulatory 

framework and the organisation through which the individual is appointed. Candidates should 

verify the latest requirements before enrolling in a training programme. 

Prepare the necessary documents, understand the onboarding process, and clarify whether the 

organisation provides training, sales support, and assistance with policy issuance. Starting 

with accurate information helps you avoid confusion later. 

2. Develop Strong Knowledge of Insurance Products 

Product knowledge is one of the most important foundations of a successful insurance career. 

Customers often compare several policies and may struggle to understand the differences 

between coverage, exclusions, deductibles, waiting periods, and claim conditions. 

A capable POSP agent should be able to explain these details in straightforward language. 

Focus on learning the following areas: 

• Motor insurance: Understand third-party liability, own-damage cover, comprehensive 
policies, add-ons, and renewal requirements. 

• Health insurance: Learn about sum insured, hospitalisation benefits, waiting periods, co-
payments, exclusions, and network hospital provisions. 

• Personal accident insurance: Understand the benefits available for accidental injuries, 
disability, or death as specified in the policy. 

• Policy terms: Learn how premiums, deductibles, exclusions, claim procedures, and policy 
periods affect customers. 

Never recommend a policy simply because it offers a higher commission. The customer's 

requirements, budget, eligibility, and coverage needs should guide your recommendation. 

3. Choose a Suitable Insurance Platform or Intermediary 

Your working platform can influence how efficiently you serve customers and grow your 

business. Before joining an insurance organisation or intermediary, evaluate the support it 

offers. 

Consider these factors: 



• Availability of suitable insurance products. 
• Quality of onboarding and product training. 
• Ease of comparing policy features. 
• Assistance with quotations and policy issuance. 
• Customer service and claims-related guidance. 
• Transparency regarding commissions and applicable terms. 
• Availability of digital tools for tracking policies and renewals. 

Ask questions before committing to an arrangement. Understand your responsibilities, the 

products you are permitted to distribute, and the process for handling customer complaints. 

A dependable working platform can help simplify daily activities, but your professionalism 

and customer service will remain essential to long-term success. 

4. Identify Your Target Customers 

Trying to sell insurance to everyone without a clear strategy can waste time and effort. 

Instead, identify customer groups whose needs match the products you are authorised to 

offer. 

For example, you might connect with vehicle owners who need policy renewals, families 

exploring health insurance, salaried professionals reviewing their existing coverage, or small 

business owners seeking eligible insurance solutions. 

Build your customer base through genuine relationships, referrals, professional networking, 

and useful conversations. Ask questions about the customer's existing coverage, financial 

priorities, and concerns before suggesting options. 

Avoid pressuring people into purchasing policies they do not need. A customer who receives 

suitable advice is more likely to trust you and recommend your services to others. 

5. Improve Your Communication and Sales Skills 

Insurance can involve unfamiliar terminology, making clear communication particularly 

valuable. A successful POSP agent should be able to explain complicated details without 

overwhelming customers. 

Practise describing policy benefits, exclusions, premiums, and claim requirements using 

everyday examples. Listen carefully to customer questions instead of immediately presenting 

a sales pitch. 

You should also learn to handle objections professionally. If a customer considers a premium 

too expensive, explain the available coverage options and limitations rather than promising 

benefits that the policy does not provide. 

Good salesmanship is not about convincing everyone to buy. It is about helping suitable 

customers understand their options and make informed decisions. 

6. Use Digital Tools to Organise Your Work 



Digital tools can help POSP agents manage leads, share quotations, track renewal dates, and 

maintain customer communication. Depending on the organisation, you may receive access 

to an application, web portal, or customer management system. 

Use these tools to maintain accurate records and reduce missed follow-ups. Create a routine 

for checking upcoming renewals, responding to enquiries, and reviewing pending 

applications. 

Protect customer information by following applicable privacy and data-handling 

requirements. Do not share personal documents, contact details, or policy information 

without proper authorisation. 

Technology can make routine tasks easier, but it should support personal service rather than 

replace meaningful communication. 

7. Build Trust Through Honest Advice 

Trust is central to an insurance career because customers rely on agents to explain financial 

protection products accurately. Misleading statements may create dissatisfaction, complaints, 

and long-term reputational damage. 

Always explain important exclusions, waiting periods, eligibility conditions, and claim 

requirements. If you do not know the answer to a question, confirm the information through 

an authorised source before responding. 

Never guarantee claim approval, because claim decisions depend on policy terms, the 

circumstances of the claim, and the insurer's assessment. 

Keep communication professional, respect customer decisions, and provide accurate 

information throughout the sales process. Ethical conduct helps establish credibility and 

encourages lasting customer relationships. 

8. Create a Consistent Customer Follow-Up System 

A successful POSP business requires regular activity rather than occasional sales efforts. Set 

aside time each day for prospecting, customer conversations, policy comparisons, follow-ups, 

and learning. 

Maintain a simple record of customer enquiries, renewal dates, preferences, and the next 

appropriate action. Contact customers at reasonable intervals and respect those who do not 

wish to receive further messages. 

Follow-up should offer value. For example, you might remind a customer that a policy is 

approaching renewal or explain what documents may be needed for an application. 

Avoid sending repeated promotional messages without permission. A thoughtful and 

organised approach creates a better customer experience and helps you build a dependable 

pipeline. 



9. Keep Learning and Track Your Performance 

Insurance products, customer expectations, and regulatory requirements can change. Make 

continuous learning part of your professional routine by attending available training sessions, 

reviewing product documents, and seeking guidance from authorised support teams. 

Monitor practical performance indicators such as enquiries received, quotations shared, 

policies issued, renewal retention, customer feedback, and referrals. These measures help you 

identify which activities are producing useful results. 

If customers frequently ask questions you cannot answer, improve your knowledge in those 

areas. If follow-ups are being missed, refine your tracking system. 

Remember that earnings are not guaranteed. Income may depend on sales, applicable 

commission arrangements, customer retention, and the terms of your engagement. Set 

realistic targets and evaluate your progress over time. 

Common Mistakes New POSP Agents Should Avoid 

New agents can slow their progress by focusing exclusively on sales instead of customer 

needs. Avoid these common mistakes: 

• Recommending policies without understanding the customer's requirements. 
• Ignoring exclusions, waiting periods, and policy limitations. 
• Expecting immediate earnings without consistent effort. 
• Neglecting renewals and after-sales communication. 
• Sharing unverified information about claims or benefits. 
• Depending entirely on one source of potential customers. 
• Failing to protect customer information. 
• Overlooking mandatory training or applicable compliance requirements. 

Learning from mistakes early can help you develop more responsible business practices and 

improve your professional reputation. 

Conclusion 

Building a successful career as an insurance POSP agent requires preparation, product 

knowledge, ethical selling, and consistent customer engagement. By understanding eligibility 

requirements, choosing a suitable platform, strengthening communication skills, and using 

digital tools effectively, you can create a strong foundation for professional growth. 

Focus on solving customer problems instead of chasing short-term sales. Continue learning, 

provide transparent guidance, and develop relationships that encourage repeat business and 

referrals. With the right approach and realistic expectations, this career can offer 

opportunities to build valuable skills and generate income. 

Square Insurance can be a starting point for individuals exploring opportunities in insurance 

distribution. Before beginning, review the available onboarding process, training support, 
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eligibility conditions, and applicable terms to understand whether the opportunity suits your 

goals. 

 


