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Becoming an insurance agent can open doors to flexible work, 
professional development, and long-term earning opportunities. 
However, building a reliable career requires more than knowing how 
to sell policies. Customers expect accurate information, honest 
recommendations, and dependable assistance whenever they need 
support. 

A Pos insurance agent plays an important role in helping customers 
understand and purchase suitable insurance products. Small 
mistakes, such as overlooking policy exclusions or providing 
incomplete information, can affect customer trust and create 
difficulties during claims. Understanding these common errors can 
help agents improve their service, maintain professional standards, 
and develop lasting customer relationships. 
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1. Providing Incomplete or Incorrect Policy 
Information 

One of the most serious mistakes an insurance agent can make is 
explaining a policy without understanding its important terms and 
conditions. Customers depend on agents to clarify coverage, 
exclusions, waiting periods, deductibles, and other essential details. 

Providing incorrect information, even unintentionally, may lead 
customers to purchase unsuitable coverage or develop unrealistic 
expectations about claim settlements. 

How to avoid this mistake: 
• Read the policy documents and product guidelines carefully. 

• Explain benefits, limitations, exclusions, and applicable conditions. 

• Verify information before answering questions. 

• Never make promises about claim approval or guaranteed benefits 
unless explicitly supported by the policy terms. 

Accurate communication helps customers make informed decisions 
and strengthens an agent's professional credibility. 

2. Focusing Only on Sales Targets 

Sales are important for building an insurance career, but 
concentrating exclusively on selling policies can damage customer 
relationships. An agent who prioritises commissions over customer 
requirements may recommend coverage that does not suit the buyer's 
needs. 

For example, a customer looking for basic vehicle protection may not 
need every optional add-on. Similarly, a family purchasing health 
insurance should consider its medical needs, budget, coverage limits, 
and existing protection before choosing a plan. 

How to avoid this mistake: 



Understand the customer's financial situation, protection 
requirements, and future concerns before recommending a product. 
Compare suitable options and explain their differences clearly. A 
customer-first approach can encourage renewals, referrals, and long-
term business growth. 

3. Ignoring Policy Exclusions and 
Limitations 

Policy exclusions identify circumstances in which an insurer may not 
provide coverage. If agents discuss only the benefits and avoid 
explaining limitations, customers may misunderstand what their 
insurance actually protects. 

For instance, health insurance policies can have specific waiting 
periods, sub-limits, and exclusions. Motor insurance policies may also 
exclude certain situations or impose conditions that affect claim 
eligibility. 

These details should never be treated as minor information. 

How to avoid this mistake: 
• Explain significant exclusions before the customer purchases the 

policy. 

• Discuss waiting periods, deductibles, and coverage limits where 
applicable. 

• Encourage customers to review the policy wording. 

• Clarify that claim decisions depend on policy terms, 
documentation, and the insurer's assessment. 

Transparent explanations reduce confusion and help establish realistic 
expectations. 

4. Neglecting Customer Needs Assessment 



Every customer has different insurance requirements. Recommending 
the same product to everyone without considering individual 
circumstances is an ineffective sales practice. 

A young professional, a family with children, and a retired individual 
may have different priorities. Their protection needs can also vary 
depending on their income, existing policies, dependants, and 
financial commitments. 

A POS insurance agent should gather relevant information before 
suggesting coverage. 

How to avoid this mistake: 
Ask questions about the customer's primary concerns, existing 
insurance, affordability, and preferred coverage. Use the answers to 
identify suitable products rather than pushing a particular policy. 
Make sure the customer understands the premium, benefits, and 
responsibilities associated with the chosen plan. 

A proper needs assessment makes recommendations more relevant 
and supports informed purchasing decisions. 

5. Making Errors in Proposal Forms 

Incorrect details in an insurance application can create complications 
during policy issuance or claim assessment. Mistakes may involve a 
customer's name, date of birth, vehicle information, nominee details, 
medical history, or other material declarations. 

Agents should never assume that small inaccuracies are harmless. 
Incorrect or incomplete disclosures may affect the insurer's decision, 
depending on the circumstances and applicable policy terms. 

How to avoid this mistake: 
• Enter information exactly as provided and supported by the 

relevant documents. 

• Ask customers to review the proposal before submission. 



• Verify important details, including contact information and 
identification particulars. 

• Never alter material information to make an application appear 
more acceptable. 

Maintaining accuracy during the application process protects both the 
customer and the agent. 

6. Failing to Follow up With Customers 

An agent's responsibility should not end immediately after a policy is 
issued. Customers may need assistance understanding their 
documents, remembering renewal dates, updating relevant details, or 
learning how to initiate a claim. 

Poor follow-up can cause customers to miss renewal deadlines or feel 
unsupported when they need assistance. 

How to avoid this mistake: 
Maintain an organised customer database with appropriate reminders 
for renewals and pending service requests. Follow up after policy 
issuance to confirm that the customer has received the documents and 
understands the important terms. 

Respond promptly to queries and guide customers towards the 
appropriate insurer or authorised service channel when necessary. 
Consistent communication can improve customer satisfaction and 
encourage repeat business. 

7. Overlooking Insurance Training and 
Product Updates 

Insurance products, processes, regulations, and distribution 
requirements may change over time. Agents who depend entirely on 
old knowledge risk providing outdated or inaccurate guidance. 



This can be especially problematic when product benefits, eligibility 
requirements, documentation procedures, or compliance obligations 
are revised. 

How to avoid this mistake: 
Participate in applicable training programmes and review official 
product updates regularly. Understand the requirements associated 
with your authorisation and the insurance products you are permitted 
to distribute. 

POSP agents should also follow the applicable training, certification, 
and onboarding requirements established by their insurer or 
authorised intermediary. Continuous learning helps agents 
communicate confidently and serve customers responsibly. 

8. Neglecting Digital Tools and Record-
Keeping 

Digital platforms can simplify policy applications, customer 
communication, renewal reminders, and document management. 
However, failing to maintain organised records can lead to missed 
follow-ups, duplicate entries, and avoidable delays. 

Poor handling of customer information can also create privacy and 
security risks. 

How to avoid this mistake: 
• Use authorised platforms for insurance-related activities. 

• Maintain accurate records of customer interactions and service 
requests. 

• Protect personal and financial information from unauthorised 
access. 

• Avoid sharing sensitive documents through insecure channels. 

• Check application details before submitting them digitally. 



Organised records improve efficiency while helping agents maintain 
appropriate confidentiality. 

9. Misleading Customers About Claims 

Customers often purchase insurance because they want financial 
protection against unexpected events. Therefore, statements about 
claim approval require particular care. 

An agent should never guarantee that every claim will be accepted or 
that a particular amount will always be paid. Claim outcomes depend 
on the policy wording, the circumstances of the incident, required 
documents, and the insurer's assessment. 

How to avoid this mistake: 
Explain the claim process in simple language, including notification 
requirements, supporting documents, applicable deadlines, and policy 
conditions. If a customer faces a claim-related issue, guide them 
towards the insurer's official claims process instead of making 
unsupported assurances. 

Honest communication is especially important when customers are 
dealing with stressful situations. 

10. Failing to Build Long-Term Customer 
Relationships 

Insurance is not always a one-time transaction. Customers may need 
different forms of protection as their income, family responsibilities, 
assets, and financial priorities change. 

An agent who contacts customers only when making a sale may miss 
opportunities to provide meaningful support. 

How to avoid this mistake: 
Stay in touch professionally, answer questions clearly, and provide 
renewal reminders. Review customer requirements when appropriate 
and explain relevant options without pressuring them into 
unnecessary purchases. 



Ask for feedback and address concerns respectfully. Satisfied 
customers may recommend your services to friends, colleagues, and 
family members, helping you expand your professional network 
through trust rather than aggressive selling. 

11. Ignoring Professional Conduct and 
Compliance 

Insurance distribution involves responsibilities that extend beyond 
sales. Agents must follow applicable regulatory requirements, 
organisational procedures, and the conditions associated with their 
authorisation. 

Misrepresenting a product, using misleading advertisements, 
mishandling customer information, or distributing products without 
proper authorisation can create serious professional and legal 
consequences. 

How to avoid this mistake: 
Follow the applicable rules, complete required training, use approved 
marketing materials, and maintain transparent communication. Do 
not collect unauthorised fees or make statements that misrepresent an 
insurer's products or services. When uncertain about a compliance 
matter, seek guidance from the appropriate supervisor or authorised 
organisation. 

Professional conduct supports responsible business practices and 
protects customer interests. 

How Square Insurance Can Support Your 
POSP Career 

Starting an insurance distribution career becomes easier when you 
understand the importance of product knowledge, customer service, 
and consistent professional development. Choosing an appropriate 
platform or authorised intermediary can also help you access relevant 
onboarding guidance, training, and digital resources. 



Before joining any insurance distribution programme, review its 
eligibility requirements, training process, permitted products, 
commission structure, and applicable terms. Make sure you 
understand your responsibilities and the support available to you. 

Square Insurance can be explored as an option for individuals 
interested in developing their insurance career. Focus on building 
practical knowledge, maintaining accurate records, and 
recommending policies according to customer needs. These habits can 
help you develop a more sustainable and customer-focused 
professional journey. 

Conclusion 

Success as a POS insurance agent depends on accuracy, transparency, 
product knowledge, and a genuine commitment to customer needs. 
Avoiding common mistakes such as providing incomplete 
information, ignoring policy exclusions, submitting inaccurate 
applications, and neglecting follow-ups can improve service quality 
and strengthen professional credibility. 

Agents should continue learning, follow applicable compliance 
requirements, and treat every customer interaction as an opportunity 
to build trust. With the right approach, consistent effort, and suitable 
professional support, you can work towards a rewarding insurance 
career. Explore the opportunities and resources offered by Square 
Insurance to understand how they may fit your goals as an aspiring 
or existing POSP insurance agent. 

Frequently Asked Questions 

Q1. What are the most common mistakes made by POS 
insurance agents? 
The most common mistakes include providing incorrect policy 
information, overlooking exclusions, recommending unsuitable 
coverage, making errors in application forms, neglecting follow-ups, 
and failing to comply with applicable requirements. 
Q2. Why is product knowledge important for a POS 
insurance agent? 
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Product knowledge helps agents explain policy benefits, exclusions, 
premiums, eligibility criteria, and claim conditions accurately. It 
allows customers to make informed decisions and reduces 
misunderstandings. 
Q3. Can a POS insurance agent guarantee claim approval? 
No. An agent should not guarantee claim approval. Claims are 
assessed by the insurer according to the policy terms, submitted 
documents, applicable conditions, and circumstances of the claim. 
Q4. How can a POS insurance agent build customer trust? 
An agent can build trust by communicating honestly, recommending 
suitable policies, explaining exclusions, protecting customer 
information, responding promptly, and providing renewal and service 
reminders. 
Q5. Why should POS insurance agents keep learning? 
Regular learning helps agents stay informed about product changes, 
updated procedures, applicable regulations, and customer service 
practices. It also improves their ability to explain insurance products 
responsibly. 
 


