
Learn How to Become an 

Insurance Agent Step by 

Step 
 
The insurance industry offers an opportunity to build a career based on 
communication, customer service, and financial awareness. As more people 
look for suitable protection against health, vehicle, life, and other financial 
risks, the need for knowledgeable insurance professionals continues to grow. 
For individuals interested in helping customers make informed decisions, 
learning how to become an insurance agent can be the first step towards a 
flexible and rewarding career. 
 
An insurance agent acts as a bridge between insurance companies and 
customers. The role involves understanding insurance products, explaining 
policy features, assisting with applications, and supporting customers 
throughout their policy journey. Depending on the type of agency and 
products offered, an agent may also help with renewals, policy servicing, and 
claims-related guidance. 
 

 

 

Who Is an Insurance Agent? 

https://pos.squareinsurance.in/


An insurance agent is a professional who represents an insurance company or 

works through an authorised distribution model to offer insurance products 

to customers. Agents help people understand their coverage requirements 

and select policies that align with their needs and budgets. 

The responsibilities of an insurance agent can include: 

• Identifying potential customers and understanding their requirements 
• Explaining insurance products and policy benefits 
• Helping customers compare suitable coverage options 
• Assisting with proposal forms and documentation 
• Supporting policy issuance and renewals 
• Providing after-sales service 
• Guiding customers on the basic process of raising claims 
• Maintaining relationships with existing policyholders 

The profession requires more than simply selling insurance. Successful agents 

focus on understanding customer needs, communicating clearly, and building 

long-term trust. 

Step 1: Understand the Insurance Agent 
Career 
Before starting the process, it is important to understand what the profession 

involves. Insurance agents interact with different types of customers and may 

work with products such as motor insurance, health insurance, life insurance, 

or other general insurance solutions. 

The work may involve meeting customers in person, communicating over the 

phone, using digital platforms, following up on renewals, and maintaining 

customer relationships. The career can suit individuals who enjoy interacting 

with people and are comfortable explaining financial products in simple 

language. 

Having realistic expectations is important. Building a stable customer base 

generally takes time, consistent effort, and a strong focus on service quality. 

Step 2: Check the Eligibility Requirements 
The eligibility requirements may differ depending on the category of 

insurance distribution and the applicable regulatory framework. Generally, an 

individual looking to become an insurance agent needs to meet prescribed age 

and educational criteria. 

Applicants should verify the latest eligibility conditions applicable to their 

chosen insurance category and distribution model. They may also need to 



complete the required training and examination process before obtaining the 

necessary authorisation. 

Checking the requirements in advance can help avoid delays and ensure that 

all documents are prepared correctly. 

Step 3: Select the Right Insurance Category 
The next step is to decide which area of insurance you want to work in. 

Different insurance categories serve different customer needs. 

For example: 

• Motor Insurance: Covers vehicles against risks specified under the 
selected policy. 

• Health Insurance: Helps customers manage eligible medical and 
hospitalisation expenses according to policy terms. 

• Life Insurance: Provides financial protection based on the terms and 
conditions of the selected plan. 

• General Insurance: Includes various forms of non-life insurance 
designed to protect against specific risks. 

New agents should consider their interests, target customers, and 

understanding of different products before choosing their focus area. 

Step 4: Choose an Insurance Company or 
Distribution Platform 
After understanding the career and selecting a suitable category, the next step 

is to identify an appropriate insurance company or authorised distribution 

platform. 

When evaluating an opportunity, consider factors such as: 

• Product range 
• Training and learning support 
• Digital tools available for agents 
• Policy issuance process 
• Customer service assistance 
• Renewal support 
• Claims-related guidance 
• Commission structure and applicable terms 

A strong professional ecosystem can make it easier for new agents to learn the 

business and serve customers efficiently. 

Step 5: Complete the Required Training 



Training is an essential part of becoming an insurance professional. It helps 

candidates understand fundamental insurance concepts, product structures, 

customer needs, regulatory responsibilities, and ethical selling practices. 

During training, candidates may learn about: 

• Basic insurance principles 
• Types of insurance policies 
• Policy terms and conditions 
• Premium and coverage concepts 
• Proposal and documentation procedures 
• Customer service practices 
• Regulatory and compliance requirements 
• Ethical conduct and responsible selling 

A good understanding of these topics helps agents communicate more 

accurately and reduces the risk of providing misleading information to 

customers. 

Step 6: Pass the Required Examination 
Depending on the applicable insurance distribution category, candidates may 

be required to complete a prescribed examination before becoming 

authorised to solicit or distribute insurance. 

The examination generally tests knowledge of insurance fundamentals, 

products, regulations, and professional responsibilities. Candidates should 

prepare carefully by reviewing their training material and understanding key 

concepts rather than relying solely on memorisation. 

Passing the examination is an important milestone because it demonstrates 

that the candidate has acquired the foundational knowledge required for the 

role. 

Step 7: Complete the Onboarding Process 
Once the required training and examination requirements have been fulfilled, 

the candidate can proceed with the applicable onboarding and documentation 

process. 

Commonly required documents may include: 

• Proof of identity 
• Proof of address 
• Educational qualification documents, where applicable 
• Photographs 
• Bank account details 
• Examination or training-related records 



• Other documents required by the insurer or authorised intermediary 
The exact documentation can vary, so candidates should provide accurate 

information and ensure that all submitted documents are valid. 

Step 8: Learn Insurance Products Thoroughly 
Becoming authorised is only the beginning. A successful insurance agent 

needs to continue learning about the products they offer. 

Instead of focusing only on premiums, agents should understand: 

• Coverage limits 
• Exclusions 
• Deductibles and applicable conditions 
• Policy tenure 
• Add-on covers, where applicable 
• Renewal requirements 
• Claim procedures 
• Important terms and conditions 

Customers often depend on agents to simplify complex insurance information. 

Therefore, agents should explain both the benefits and limitations of a policy 

clearly. 

Step 9: Build Customer Trust 
Trust is one of the most valuable assets in insurance distribution. Customers 

are more likely to maintain long-term relationships with agents who provide 

transparent and reliable information. 

A trustworthy agent should avoid making unrealistic promises or 

recommending a product solely for personal benefit. Instead, the focus should 

remain on understanding the customer's needs and helping them make an 

informed choice. 

Good practices include: 

• Asking relevant questions before recommending a policy 
• Explaining exclusions clearly 
• Avoiding misleading comparisons 
• Keeping customer information confidential 
• Providing timely updates 
• Assisting with policy servicing 
• Following up on renewals 

Over time, satisfied customers may also recommend the agent to friends, 

relatives, and colleagues, helping build a sustainable professional network. 



Step 10: Use Digital Tools to Improve 
Efficiency 
Technology has changed how insurance agents communicate with customers 

and manage their daily activities. Digital tools can help agents access policy 

information, manage customer details, track renewals, and simplify routine 

servicing tasks. 

Using digital platforms effectively can save time and improve customer 

responsiveness. Agents should become comfortable with online policy 

processes, digital documentation, customer communication, and secure data 

handling. 

However, technology should complement—not replace—the importance of 

personal service. Customers still value agents who are available to answer 

questions and provide dependable assistance when needed. 

Skills That Can Help You Succeed as an 
Insurance Agent 
While formal eligibility and training are important, certain personal skills can 

significantly contribute to long-term success. 

Communication Skills 
Insurance concepts can be complicated. The ability to explain policy terms in 

straightforward language can make customers more comfortable with their 

decisions. 

Customer Service 
Insurance relationships often continue for several years. Prompt responses 

and helpful service can improve customer satisfaction and retention. 

Product Knowledge 
A well-informed agent can answer questions more confidently and identify 

suitable options based on customer requirements. 

Digital Awareness 
Knowledge of online insurance processes and digital tools can help agents 

work faster and provide a smoother customer experience. 

Ethical Approach 
Responsible selling is essential for building credibility. Agents should provide 

accurate information and avoid pressuring customers into unsuitable 

products. 



Benefits of Becoming an Insurance Agent 
An insurance agency career can offer several advantages, depending on the 

individual's business model and applicable terms. 

Some potential benefits include: 

• Opportunity to develop a professional career in insurance 
• Scope to build long-term customer relationships 
• Possibility of flexible working arrangements in certain models 
• Exposure to different insurance products 
• Opportunity to develop sales and communication skills 
• Potential for recurring business through policy renewals, subject to 

applicable terms 
• Ability to expand a customer network over time 

However, earnings and career growth are not guaranteed. Success depends on 

factors such as customer acquisition, product knowledge, service quality, 

market conditions, and individual effort. 

Frequently Asked Questions (FAQs) 
Q1. What is the first step to becoming an insurance agent? 

The first step is to understand the eligibility requirements and choose the type 

of insurance distribution you want to pursue. You can then complete the 

required training, examination, and onboarding process. 

Q2. Is training required to become an insurance agent? 

Training requirements depend on the applicable insurance category and 

regulatory framework. Candidates generally need to complete prescribed 

training before proceeding with the required examination or authorisation 

process. 

Q3. What skills are important for an insurance agent? 

Communication, customer service, product knowledge, digital awareness, 

relationship management, and ethical selling are important skills for building 

a successful insurance career. 

Q4. Can an insurance agent sell different types of insurance? 

The products an agent can distribute depend on their authorisation, 

appointment, and the applicable regulatory and company requirements. 

Agents should only solicit or distribute products they are permitted to offer. 

Q5. How can a new insurance agent find customers? 

New agents can develop their customer base through professional 

networking, referrals, existing relationships, digital communication, and 



consistent customer service, while following applicable solicitation and 

marketing rules. 

Conclusion 
Learning how to become an insurance agent involves more than completing 

registration formalities. It requires understanding the insurance industry, 

meeting eligibility requirements, completing the necessary training and 

examination, developing product knowledge, and building strong customer 

relationships. A professional approach based on transparency and responsible 

advice can help an agent establish credibility and create lasting connections 

with policyholders. 

For individuals looking to enter the insurance distribution field, the journey 
can become a valuable opportunity to develop professional skills while 
helping customers understand and access suitable insurance protection. With 
the support of digital tools and a customer-first approach, Square Insurance 
can be part of a modern insurance ecosystem that helps agents streamline 
policy-related activities and serve customers more efficiently. 
 


