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> run INTRO_

Cracking the Coverage Code

Successful insurance sales is not a gift some people are born with. It is a code:
eight learnable steps, run in order, on a foundation of product knowledge and
ethics. This book teaches you to run that code with every client.

> Why this book exists
Millions of families are underprotected, and many of them know it. The 2026 Insurance
Barometer Study from LIMRA and Life Happens estimates that about 92 million U.S. adults
need life insurance or more of it. Nearly half (47%) say their household would feel the
financial impact within six months if a wage earner died.

The gap is not only about money. Roughly three in four consumers overestimate what life
insurance costs, and adults under 31 overestimate the price of a $250,000, 20-year term
policy by roughly five to six times. Among people with a coverage gap, 23% say they do not
know how much or what type to buy.

People still want a professional to guide them. The same study found that 53% prefer to
speak with an advisor in person, by phone or by video when they are ready to buy. That
preference is the opening for a well-trained agent.

The profession also needs new talent. The U.S. Bureau of Labor Statistics counts about
572,600 insurance sales agent jobs and projects about 43,100 openings each year through
2035. Many of those openings come from agents who retire or leave the field.

Licensing courses teach the law and the products. They rarely teach you how to start a
conversation, run a needs analysis, answer “I need to think about it” or build a pipeline that
pays your bills. This book fills that gap.

> Who this book is for
Newly licensed agents building their first book of business
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Candidates studying for a life, health or property and casualty license who want to know
what the job involves

Career changers bringing skills from another field into insurance

Agents moving between captive, independent, brokerage, fraternal or call-center models

Managers and trainers who need a ready-made, product-neutral curriculum

The book assumes no prior knowledge. Every term is defined the first time it appears, and
every skill is broken into steps you can practice.

> What this book is — and what it is not
The Coverage Code is a course in insurance sales and product presentation fundamentals.
It teaches you to communicate with prospects, understand their needs, explain products
honestly and run your practice like a business.

It is deliberately company-neutral. The skills apply whether you represent one carrier or
twenty, sell face to face or by phone, or focus on life, health, annuities or property and
casualty.

It does not replace your state's pre-licensing and continuing-education requirements, carrier
product training or your agency's compliance procedures. Insurance is regulated mainly by
the states under the McCarran-Ferguson Act of 1945, so rules differ from state to state. Treat
every rule in this book as a starting point and confirm the details for your state.

> The Coverage Code: eight steps
The code on this book's cover is the system the book teaches. Every client relationship
moves through the same eight steps, and the last step feeds the first.
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Eight steps, run in order, on one foundation

01

Identify
Find and qualify

02

Connect
Earn trust

03

Analyze
Uncover needs

04

Present
Fit the solution

05

Overcome
Answer concerns

06

Close
Guide the decision

07

Protect
Deliver and keep

08

Grow
Refer and improve

Referrals and reviews restart the cycle

FOUNDATION (BLOCK_01): knowledge · products · licensing · compliance · ethics

FIG_01 // THE COVERAGE CODE · EIGHT STEPS ON ONE FOUNDATION

The last step feeds the first: every delivered policy, review and referral starts the code again.

STEP WHAT YOU DO WHERE IT IS TAUGHT

01 Identify Find people who need protection and qualify them honestly 2.1, 4.3

02 Connect Earn the first conversation and build trust 2.2, 3.1

03 Analyze Uncover needs, obligations, existing coverage and budget 2.3, 2.4

04 Present Match suitable solutions to needs in plain language 2.5, 3.2

05 Overcome Resolve questions and concerns with facts, not pressure 2.6, 3.3

06 Close Guide an informed decision and submit a clean application 3.4, 3.5

07 Protect Deliver the policy, review it and keep it in force 3.5, 3.7, 4.6

08 Grow Earn referrals, track results and keep improving 3.6 and Block 4

Block 1 is the foundation under all eight steps: how the industry works, what the products do,
and the licensing, compliance and ethical duties that come with the job. Without that
foundation, the code does not run.

The cover's other code block states the conditions of a sale done right. Read it as a definition
of success, not a slogan:


