
Product Knowledge Every POS 

Insurance Seller Should Develop 

Selling insurance is not simply about explaining policy prices or helping customers 

complete a purchase. It requires a clear understanding of insurance products, 

customer needs, policy conditions, and the protection each plan provides. A seller 

who understands these details can guide buyers towards suitable coverage and build 

long-term professional relationships. 

Developing strong product knowledge is especially important for anyone working in 

Pos insurance, where sellers interact directly with customers and help them 

understand different insurance options. From motor and health insurance to life and 

personal accident coverage, knowing the features, benefits, exclusions, and claim 

procedures of available products enables sellers to offer reliable guidance and 

improve customer confidence. 

 

 
 

Why Product Knowledge Matters for POS Insurance 

Sellers 

Product knowledge allows insurance sellers to explain policies accurately instead of 

relying on general sales statements. Customers often have questions about 

premiums, coverage limits, waiting periods, deductibles, and claim settlements. If a 
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seller cannot answer these questions clearly, buyers may hesitate or select a policy 

without fully understanding its terms. 

A knowledgeable seller can compare suitable options, explain important conditions, 

and help customers make informed decisions. This approach also reduces the risk of 

mis-selling, customer complaints, and misunderstandings during claims. 

For POS insurance professionals, product knowledge is therefore a practical business 

skill. It supports customer satisfaction, strengthens credibility, and creates 

opportunities for repeat business and referrals. 

1. Understand Different Types of Insurance Products 

The first step towards developing product knowledge is understanding the major 

categories of insurance available in the market. Each category serves a different 

purpose and addresses specific financial risks. 

Motor Insurance: Sellers should understand third-party liability insurance, 

comprehensive policies, own-damage coverage, add-on covers, deductibles, and 

applicable exclusions. They should also explain the importance of selecting coverage 

according to vehicle type, usage, and individual requirements. 

Health Insurance: Important areas include sum insured, room rent limits, waiting 

periods, co-payment clauses, pre-existing disease conditions, network hospital 

arrangements, and cashless claim procedures. These details help customers 

understand the protection offered by a health policy. 

Life Insurance: Sellers should distinguish between term insurance, savings-oriented 

life insurance products, and other available life insurance plans. They must 

understand policy duration, premium payment terms, death benefits, maturity 

benefits where applicable, and the conditions governing each product. 

Personal Accident Insurance: Knowledge of accidental death benefits, permanent 

disability benefits, temporary disability benefits where covered, and policy exclusions 

helps sellers explain how these plans may provide financial support after qualifying 

accidents. 

Understanding these categories enables sellers to identify relevant options instead of 

recommending the same product to every customer. 

2. Learn Policy Features, Benefits, and Limitations 



Every insurance product has specific features that determine the protection it 

provides. Sellers should go beyond promotional descriptions and study the actual 

policy wording, product brochures, benefit illustrations, and applicable terms. 

Important details include coverage limits, sub-limits, exclusions, deductibles, waiting 

periods, renewal conditions, and eligibility requirements. They should also 

understand whether a benefit is automatically included or available only through an 

optional add-on. 

For example, a customer purchasing motor insurance may assume that every type of 

vehicle damage is covered. However, the actual protection depends on the selected 

policy, applicable exclusions, deductibles, and circumstances of the loss. 

Similarly, a health insurance customer may believe that all medical expenses will be 

reimbursed. A seller must explain that payment depends on policy terms, covered 

treatments, limits, and claim assessment. 

Transparent communication helps customers understand what they are buying and 

prevents unrealistic expectations. 

3. Develop a Strong Understanding of Premiums and 

Pricing 

Insurance premiums are an important consideration for most buyers. POS insurance 

sellers should understand the major factors that influence pricing and explain them 

in simple language. 

Motor insurance premiums may depend on vehicle details, selected coverage, 

insured declared value where applicable, location, claims-related factors, and 

available add-ons. Health insurance pricing may be influenced by age, coverage 

amount, location, medical underwriting, and product-specific conditions. 

Life insurance premiums can depend on factors such as age, coverage amount, policy 

duration, selected benefits, and underwriting requirements. 

Sellers should explain the relationship between price and coverage rather than 

automatically recommending the cheapest policy. A lower premium may come with 

different limits, exclusions, deductibles, or benefits. 



Providing accurate quotations and clearly explaining the reasons for price differences 

helps customers compare products fairly. 

4. Know the Claims Process from Start to Finish 

Customers often judge an insurance policy by how effectively they can use it when a 

covered event occurs. Therefore, understanding the claims process is an essential 

part of product knowledge. 

POS insurance sellers should learn how claims are initiated, which documents may be 

required, what deadlines apply, and how customers can track claim progress. They 

should also understand the difference between cashless and reimbursement 

procedures where relevant. 

For motor insurance, claims may involve accident details, photographs, vehicle 

inspection, repair estimates, and other documents depending on the circumstances. 

Health insurance claims may require medical records, hospital documents, bills, and 

pre-authorisation for applicable cashless treatment. 

Sellers must not guarantee claim approval or a particular settlement amount. The 

insurer evaluates claims according to the policy terms, submitted evidence, and 

applicable regulations. 

When sellers understand these processes, they can provide more useful support and 

direct customers to the appropriate claims team when necessary. 

5. Study Exclusions and Common Policy 

Misunderstandings 

Exclusions are among the most important policy details a seller should understand. 

They identify situations, expenses, or losses that are not covered, or that are subject 

to specific restrictions. 

For example, health policies may contain exclusions or waiting periods for certain 

conditions and treatments. Motor insurance policies may exclude particular 

circumstances or losses, subject to the applicable wording. Life insurance products 

may contain specific conditions affecting benefits. 



A responsible seller should never hide exclusions to complete a sale. Instead, they 

should explain important limitations before the customer purchases the policy. 

It is also useful to maintain a list of frequently asked questions and common 

misunderstandings. Reviewing these regularly helps sellers improve their 

explanations and address customer concerns more confidently. 

6. Compare Products According to Customer Needs 

Effective insurance selling begins with understanding the customer rather than 

selecting a product first. Sellers should ask relevant questions about the customer's 

requirements, budget, existing coverage, family responsibilities, assets, and major 

concerns. 

For instance, a family looking for medical protection may need to compare individual 

and family floater health insurance options. A vehicle owner may need to evaluate 

third-party coverage against comprehensive insurance based on legal requirements, 

financial exposure, and the vehicle's circumstances. 

A product comparison should consider more than the premium. Coverage limits, 

exclusions, waiting periods, deductibles, benefits, service processes, and renewal 

conditions can all affect suitability. 

POS insurance sellers should present meaningful differences between available 

options without exaggerating benefits or making unsupported claims about insurers. 

7. Keep Up with Product Updates and Regulatory 

Requirements 

Insurance products and industry requirements can change over time. Insurers may 

revise policy features, premium rates, eligibility criteria, documentation requirements, 

or claim procedures. 

Sellers should regularly review official product materials, training resources, policy 

documents, and communications provided by their authorised insurance partners. 

They should also remain aware of applicable Insurance Regulatory and Development 

Authority of India (IRDAI) requirements and their responsibilities as authorised 

sellers. 



Completing refresher training and asking for clarification when product details are 

unclear can help prevent outdated or inaccurate information from reaching 

customers. 

Keeping a simple product reference sheet for each insurance category is another 

useful practice. It can include key benefits, important exclusions, eligibility criteria, 

documentation requirements, and frequently asked questions. 

8. Improve Communication and Practical Product 

Knowledge 

Knowing policy details is valuable, but explaining them clearly is equally important. 

Customers may not be familiar with technical insurance terminology, so sellers 

should use everyday examples and straightforward language. 

For example, instead of simply mentioning a deductible, explain that it is the amount 

the policyholder must bear under the applicable terms before the insurer pays the 

eligible remaining amount. 

Sellers can improve their knowledge through mock customer conversations, product 

comparison exercises, training sessions, and regular reviews of actual customer 

questions. 

They should also learn to recognise when a question requires confirmation from an 

insurer or an authorised expert. Admitting uncertainty and verifying the correct 

information is more professional than providing an unsupported answer. 

9. Build Trust Through Accurate and Ethical Selling 

Product knowledge becomes most valuable when it supports honest customer 

service. Sellers should disclose relevant limitations, explain the information customers 

need before purchasing, and avoid promising guaranteed returns, automatic claim 

approvals, or benefits that the policy does not provide. 

Customer information should also be handled carefully, with appropriate consent 

and in accordance with applicable privacy and regulatory requirements. 



After a sale, sellers can remind customers about renewal dates, explain policy 

documents, and help them identify the correct channel for service requests. These 

activities demonstrate that their role extends beyond completing transactions. 

Consistent and ethical service can encourage customers to return when their 

insurance needs change and recommend the seller to others. 

Conclusion 

Product knowledge is the foundation of responsible insurance selling. Understanding 

insurance categories, policy features, exclusions, premiums, claims procedures, and 

customer requirements enables POS insurance sellers to provide relevant guidance 

and build lasting relationships. 

Continuous learning and transparent communication also help reduce 

misunderstandings and support better purchasing decisions. For individuals looking 

to strengthen their insurance careers, Square Insurance can be a starting point for 

exploring POSP-related opportunities and developing the knowledge needed to 

serve customers effectively. The ultimate goal should be to recommend appropriate 

protection, explain policy conditions honestly, and put customer understanding at 

the centre of every interaction. 

Frequently Asked Questions 

Q1. Why is product knowledge important for POS insurance sellers? Product 

knowledge helps sellers explain policy benefits, limitations, premiums, and claim 

procedures accurately. It supports informed customer decisions and reduces the risk 

of mis-selling. 

Q2. Which insurance products should a POS insurance seller understand? Sellers 

should develop knowledge of relevant motor, health, personal accident, and life 

insurance products offered through their authorised partners, including their 

eligibility requirements and policy conditions. 

Q3. What policy details should sellers explain before a customer purchases 

insurance? They should explain coverage, premiums, exclusions, deductibles, waiting 

periods, limits, renewal conditions, and the claims process, along with other 

important terms applicable to the selected product. 

Q4. How can POS insurance sellers improve their product knowledge? They can 

study policy documents, attend training sessions, review product updates, practise 

customer conversations, compare available plans, and clarify doubts with authorised 

insurance representatives. 
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Q5. Why should insurance sellers understand exclusions? Exclusions clarify which 

losses, treatments, or circumstances may not be covered. Explaining them helps 

customers understand the policy's limitations and avoid unrealistic expectations. 
 


