
  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

 
       

First, we compared the pros and cons of selling Final Expense or Medicare Supplements, and 
then we explained what prep work agents should do before ordering leads. Now, let’s talk about 
the different kinds of leads you can order, and the pros and cons of each.

WHAT IS A LEAD?
              

              
                  

                
   

In this section, we’ll classify leads as either cold or warm, which refers to how much interest 
they’ve expressed in your service before you try to sell it to them. Did they take action to request 
info about your solutions, or did you just call them trying to drum up interest? Cold leads are 
prospects you contact out of the blue who haven’t necessarily expressed interest in what you’re 
selling (yet). The warmer a lead is, the more directly they have displayed a desire for what you’re 
selling, which may lead to them requesting more information from you.

Who are you?o 
o 
o
Why are you calling?

 
 

    
     

    What company are you with?

                  
                 

               
                

                 
               

               
                   

  
                  

               

       Types of Leads (And How to Order Them)

Leads are prospective consumers who have either directly or indirectly expressed interest in a 
product or solution. Just because these people have expressed interest doesn’t mean they are 
necessarily ready to enroll in an insurance plan today; they may be in a different stage of the 
buying cycle. 

   
   

How do I apply?

     
    

o 
o 
o

What does the plan cover? 
How much does it cost?

                  
                 

               
                

                 
               

               

Once you find leads, whether cold or warm, it’s your job as an agent to help answer any 
questions or concerns they have, to qualify them, and help enroll them in the best plan.

With a little effort and sales savvy, cold leads can develop a need for your solution and become 
warm leads. However, some agents decide to focus on warmer leads so they can spend their time 
qualifying prospects instead of trying to develop them. A qualified lead has not only expressed 
the desire for more information or even a quote, but has also answered the health questions 
necessary to obtain a policy and is happy with the affordability of the solution presented to them. 
Affordability, to qualified a Final Expense lead, might mean a low monthly premium that fits 
their budget, whereas an affordable Med Supp might be one that frees up their budget instead.
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NOTE ABOUT PROSPECTING OLDER GENERATIONS
Like a Boy Scout helping an old lady across the street or raking a senior’s leaves for a service
project, so too must an agent act with the utmost patience, kindness and ethics. Seniors are 
naturally distrustful do to financial fraud, don’t tarnish the reputation of the insurance agent by 
putting someone in a plan that isn’t suitable or for appropriate reasons. Approach them as you 
would your own parents/grandparents, patiently answer all their questions (some times more than 
once), and guide them in their old age through the treacherous landscape of insurance that could 
easily cost them 10’s if not 100’s more in dollars per month if they aren’t careful selecting a 
competitive plan with the benefits they are looking for.

Now that we have that out of the way, let’s get to the 7 ways an insurance can prospect for leads. 
There are perhaps more than these 7, but these are for the most part the only ones you should 
consider yourself with. Leave the radio and television commercials for the larger agencies.

7 WAYS TO GET IN FRONT OF SENIORS
There are seven main ways to prospect for Final Expense or Medicare Supplement leads. Agents 
might consider different approaches to different types of leads, depending on:

! How you plan to qualify leads and present solutions — whether in-person locally or on 
the phone, possibly with seniors out-of-state.
How much leads cost to purchase.! 

! 
!
How much time and marketing effort is required to convert leads into clients.
How much trust each method instills within the leads at the time of generation.

Most traditional marketing is interruptive marketing, where you run a TV commercial, a radio
ad, or even make a phone call that interrupts whatever the audience or consumer was doing. The 
audience didn’t necessarily ask for that ad, but they’re receiving it. For that reason, interruptive 
marketing lead generation techniques can have an unintended consequence of attracting 
unqualified leads because this is not a particularly targeted approach.

With permission-based marketing, on the other hand, a prospect has to deliberately take action 
and request more information. Permission-based marketing can be a superior lead generation
tactic that creates higher quality leads when compared to interruptive marketing, but it can also 
be a more expensive marketing strategy.

Whatever lead generation strategy or lead type you choose, all seven prospecting methods we’ll 
examine below differ when it comes to TIME to execute, COST to purchase, and the amount of 
TRUST the method instills in the prospect, in addition to the pros and cons with each lead
generation method.
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1. GOING DOOR-TO-DOOR
TIME: LONG COST: LOW TRUST: LOW

Door-knocking can be a challenge due to possible local solicitation permits. Researching,
notifying, and buying solicitation permits is time-consuming. Plus, you also have to buy a data 
list and a comfortable pair of walking shoes, and pray that rain, snow, or heat don’t ruin the day. 
For a list of quality data vendor options be sure to stop back by our website where we will soon 
have a more in depth article on the options facing agents when it comes to finding their own
data.

One great thing about door-knocking is that there’s very little competition — probably because 
spending all day trudging around and driving up and down streets at the mercy of the weather 
doesn’t exactly sound appealing. For some agents who like to get out and mingle on a nice day, 
this could be your cup of tea. You can certainly develop leads this way, but it would take an 
incredible amount of time to cultivate enough leads on a weekly basis. This technique can also 
be draining if the agent is driving across multiple cities door-knocking seniors who fit certain
filters. So, for most agents, door-knocking isn’t a viable, dependable prospecting strategy.

PROS: cheapest, gets you out of the office CONS: a lot of time prospecting = less time 
presenting, laborious, cold lead source, 
interruptive marketing with potential 
solicitation limitations

2. COLD CALLING
TIME: LONG COST: LOW TRUST: LOW

Cold calling is a lead generation tactic where the agent calls a list of prospects (from ListShack 
or another retailer) with an autodialer (like CallFire, Mojo, SalesDialer, Ev7’s Dolphin Dialer) 
to find interested people to either present solutions to or set appointments to present at a later 
date. Cold calling can be a tiring and long process; more than half of the people you call won’t
answer, and the majority that do answer won’t be interested in what you have to say or sell. The 
goal of cold calling is to catch people interested in either save money on their Medicare 
Supplement or get a plan to spare their family the cost of a burial and other final expenses. It 
can either be an impulsive interest, or you had just caught them at the “right time”.
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A large obstacle for agents cold calling seniors is that the majority of them are on the Do Not 
Call (DNC) Registry. Calling seniors on this list can result in thousands of dollars in fines if the 
agent is caught and prosecuted. This problem is further exacerbated for Medicare Supplement 
agents because a portion of Medicare enrollees are on a Medicare Advantage plan and unable to 
switch to a supplement until AEP if their health allows. The DNC Registry, combined with the 
Medicare Advantage Penetration Rate (MAPR), can limit an agent’s list of potential prospects.

           
              

  

This course doesn’t discuss poten/al legal ramifica/ons of cold calling seniors with
automa/c dialing so7ware. This is another reason why agents may want to consider a 

different prospec/ng strategy.

According to the U.S. Census Bureau, there are 45 million seniors age 65 and older — and that 
number is set to double in 45 years. At least half of them are on the DNC list, which leaves 22.5 
million seniors accessible by phone. However, 16.5 million of them may be on a Medicare
Advantage plan, so the total Medicare Supplement population that agents can potentially contact 
is 6 million seniors.

The other obstacle is trying to call a sufficient number of people within a short period. Most 
agents resort to renting dialing software that allows them to call multiple prospects at a time, 
which theoretically enables them to talk to more people more quickly than manually dialing. 
Dialing solutions can cost, on average, $100 a month, with tools to skip voicemail message
systems and automatically dial the next number to find prospects who pick up the phone — 
which can reduce the actual dialing time an agent needs to perform to get in front of a large 
number of people.

PROS: cheapest, connects agents with 
more people in less time compared to door- 
knocking

CONS: a lot of time prospecting = less time 
presenting, laborious, cold lead source, 
interruptive marketing
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3. TELEMARKETED (TM) LEADS
TIME: SHORT COST: LOW TRUST: LOW

Telemarketed leads are one step beyond cold calling, because instead of calling prospects
yourself, you outsource the process to a company or an assistant that’s dedicated to creating these 
types of leads. By doing the cold calling for you, telemarketing companies begin to qualify 
prospects by asking if they want to receive more information. Though this can warm up cold
leads, telemarketing still stems from interruptive marketing, so the agent will still have to qualify 
these leads — but this can be a more efficient use of the agent’s time than cold calling leads
himself.

Because telemarketing companies generate these leads on a mass scale, the agent can focus on 
selling and forgo:

- Software costs for dialing leads.
- The laboriousness of calling thousands of people each week and getting a lot of ‘no’s.
- Posting job ads and interviewing telemarketers.
- Training hired telemarketers.
- Managing the telemarketing process.

                
            

                  
               

              
           

                
                 

                  
              

         

CONS: interruptive marketing = tougher 
lead source, high competition

PROS: cheaper than many sources, warmer 
leads, outsources the laborious task of 
dialing

If you were to buy telemarketed leads from a telemarketing company, the lead might cost might 
vary, depending how many you order (many lead providers offer volume discounts).

If you have the available HR capabilities, desire, and time, there’s no reason why you can’t hire 
a telemarketer from an online job platform like Upwork, Freelancer, or Craigslist. If you decide 
to go this route, understand that Upwork, Freelancer, and other online hiring sites are a global
marketplace, and some international telemarketing applicants might have thick accents, which 
may factor into their rates. As a general quota, a telemarketer should be able to create two 
unqualified leads an hour (meaning, leads who express an interest in receiving a quote or more 
information) and one qualified lead in an hour to an hour and a half (meaning, leads who have 
not only expressed interest, but have no declinable health conditions and may or may not know 
their current plan information.)
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TIME: LONG COST: HIGH TRUST: 

MODERATE

To execute a direct mail campaign, an agent first orders reply mailer cards to be delivered to a 
list of prospects. Then recipients who are interested may return the reply mailer weeks later to 
request more information.

Direct mail can be considered a permission-based marketing technique because interested seniors 
take the time to fill out the reply card and send it back for more info. This makes direct mail a 
more qualified lead source than telemarketing.

Most mail houses require minimum orders of at least 1,000-2,000 pieces. But beware: some DM 
vendors may exclusively serve a single insurance agent/agency in a certain territory, eliminating 
competition — which is only a good thing if you’re that one lucky agent.

Direct mail reply rates differ, depending whether you’re selling Final Expense or Medicare
Supplements. Final Expense mail gets about a 1% return, on average, which is ten replies per 
1,000 pieces sent out. With Medicare Supplement DM campaigns, the number of returns is 
slightly higher, at 2-3%. If the average mail drop costs $450 per 1,000, then each Final Expense 
lead costs $45, and each Medicare Supplement lead costs $15-$22.

The slightly higher return with Med Supp mailers may be misleading because you have to 
consider the MAPR. More than half of those respondents may be on a Medicare Advantage 
plan, which means you won’t be able to change them over to a Medicare Supplement until AEP, 
assuming their health qualifies, and they want to pay potentially higher monthly premiums than 
what their current Medicare Advantage plan charges (it may be nothing!).
One pitfall with the standard direct mail reply cards for Final Expense and Medicare 
Supplements is that they tend to use general and vague wording, like: “You may qualify for a
tax-free, state-regulated program that pays for your funeral expenses. You’re entitled to receive 
free information about your eligibility by returning this card today.” This nonspecific wording 
is designed to get the highest number of replies, allowing the agent more chances to meet with 
more people to qualify leads.
Using more direct, precise wording on a mailer to sell Final Expense or Medicare Supplements 
may decrease the return rate, but you’ll only hear from the most qualified leads who know exactly 
what they are sending back and requesting information about. When selecting the sales copy for 
your DM campaign, you have to decide if you want to spend more time contacting more 
respondents to qualify your prospects, or narrow your focus in the beginning to target more 
qualified leads.
New agents who need to hone their sales presentation, as well as experienced agents looking to
cross-sell more products, may opt for mailers with vague wording so that they can get in front of 
as many people as possible. Of course, this may mean spending a considerable amount of time 
qualifying more leads.

4. DIRECT MAIL (DM) LEADS
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In some areas, the DM response rates may be higher or lower than these averages. It’s up to each 
agent to experiment and see what your local average is. You may have to drop 10,000 pieces or 
more to get a good idea of the average returns.

Agents who sell multiple types of insurance — like life insurance, Medicare Supplements, and 
Medicare Advantage plans — may have better luck just ordering Medicare leads, because 
Medicare mailers typically have a higher return, which might get you into more houses to cross- 
sell Final Expense than the Final Expense mailer would. A good strategy for agents who cross- 
sell is to order both types and see which one brings in more sales.

PROS: proof of their request for more info, 
warmer leads, permissive marketing

CONS: expensive, although leads are 
warmer they still require some sales effort 
and education, mail houses may have 
exclusive territory policies; ambiguous 
language can attract unqualified leads

5. INTERNET LEADS
TIME: SHORT COST: HIGHER TRUST: HIGH

              
                    
               

              
     

Internet leads from organic search results are people who found your website by typing a query 
into a search engine browser like Google or Bing, rather than going through an ad. Ultimately, 
organic search result leads are the best type of leads because the leads find you instead of vice 
versa — but they come at a great price. To rank in the top three search results takes months, if not 
years, of refining your website and maintaining your online presence. The average internet 
marketing firm may charge $1,500-$2,500 or more per month for search engine results they can’t 
even guarantee (beware the ones that do guarantee it). Even if you do invest in this long-term lead 
generation strategy, you still have one gigantic gatekeeper that can control your lead flow:
Google, whose constant algorithm changes make it increasingly difficult to consistently pop up in 
organic search results.

                 
              
               
                  

                 
  

        
   

     
     

The great thing about internet leads is that they voluntarily filled out a form and requested info. 
This isn’t an interruptive marketing strategy, which some sales experts would say generates a 
more qualified, warmer lead.

PROS: proof of their request for more info, 
warmer leads, permissive marketing

CONS: very expensive, high competition, 
potential for fraud makes seniors leery

Internet leads come from two main sources: pay-per-click (PPC) ads and organic search results. 
PPC marketing uses a text or banner ad that entices web traffic to visit a website and fill out a 
form to have an agent (sometimes multiple agents) contact them back. Besides the possible agent 
competition when following up with these leads, PPC can be cost-prohibitive.
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6. SEMINAR LEADS
TIME: LONG  

 

Seminar leads can be some of the best leads, next to referrals, because the agent can present to 
many people at the same time, as opposed to approaching leads one-by-one. This allows agents 
to see a greater number of people in a shorter period. Unfortunately, it takes time to plan and
coordinate, not to mention money to send invitations and to hire support staff to follow up with 
leads before and after the seminar.

Final Expense seminars are rare, but not impossible. There are some agents who put them
together, and for those who get enough people to attend their seminar, this can be a potentially 
lucrative option.

                
              

               
              

CONS: very expensive, time-consuming 
to set up, requires public speaking skill (or 
at least comfort), may require knowledge 
of CMS requirements

PROS: easy to appear an expert = trust, 
multiple presentations in one, leads are more 
qualified than DM because of time 
investment to attend, warmer lead, 
permissive marketing

COST: HIGHESTTRUST: HIGHER

However, Medicare seminars can be a hassle — particularly if an agent is contracted to sell 
Medicare Advantage and/or Part D prescription drug plans — due to the marketing restrictions 
CMS institutes for these products. Some agents think that, as long as you don’t mention 
company or plan specifics, it’s okay to talk generally about Medicare Advantage and Part D
plans.
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7. REFERRALS
TIME: LONG   

Marketers can spend millions of dollars trying to convince consumers that they need to buy a 
certain product, but it’s much easier for people to trust the recommendation of a trusted friend or

               
         

                 
               

     

               
                

             
          

                  
              
               

       

       
     

         
     

     

    
                    

               
           

                   
            

            
                

               
                  

                 
   

family member. Word-of-mouth referrals are the main force in up to 50% of all purchasing 
decisions, according to global management consulting firm McKinsey & Co.

Referrals are known as the gold standard of leads. To have people coming to you at the 
recommendation of other satisfied clients, without having to pay for any additional leads — it 
doesn’t get any better than that.

It takes two elements to start obtaining referrals: good customer service and time. For some, 
referrals start flowing within the first year; for others, they don’t come until the agent makes 
himself referable. Creating a referable brand is about returning phone calls, finding affordable 
plans that meet prospects’ needs, and having a polished online persona.

Later, in chapter nine of this guide, we’ll go over some of the ways other agents gain referrals, 
whether actively soliciting them or passively earning them. Whichever way you decide to obtain 
referrals, this method has the power to bring more highly qualified leads straight to you, more
cost-effectively, than most other lead generation tactics combined.

PROS: warmest leads possible = high trust, 
low to no cost, gold standard

CONS: hard to obtain, takes time to build a 
referable reputation, need an online 
foundation to help sell your services

WHERE DO I FIND LEADS?
A quick search on Google will deliver a ton of results for each type of lead, but many agents find 
themselves wondering which lead vendor to choose. Lead vendors are a dime a dozen, ranging 
from scam artists to dependable companies that have been around for years.

                   
            

            
                

Agents should also be aware that some lead companies won’t allow orders from new customers 
if they only allow one agent/agency per county or zip code. You’ll see this more with direct mail 
lead vendors than any other type of lead provider, so be sure your area isn’t spoken for before
getting ready to order.

COST: NOTHING TRUST: HIGHEST

The first thing you’ll want to do when you find a lead vendor is to look online for reviews. 
You’ll find reviews for some lead providers on the popular insurance forum, www.insurance-
forums.net, where agents can share their personal experiences with various lead companies. 
Agents will want to use established lead companies whose current users are willing to vouch for 
them.
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WHICH TYPE OF LEAD IS THE BEST?

Of the seven ways to prospect for Final Expense or Medicare Supplement leads, not all the above 
methods make sense for new agents. In reality, no one will door-knock or cold call (at least for 
very long), and few agents will begin their careers buying expensive internet leads or organizing 
seminars. Having just started out, before you begin receiving referrals, the best lead options for 
new agents are direct mail and telemarketed leads.

There is a huge debate within the insurance industry whether Direct Mail (DM) or Telemarketed 
Leads (TM) leads are better. To summarize the main points of each lead type:

DIRECT MAIL LEADS

- Expensive
- Takes weeks to execute a campaign
- Sometimes a higher quality lead 
because the card is sent back

TELEMARKETED LEADS

- Cheaper than DM
- Can have leads in a couple of days
- Less qualified leads due to the nature
 of interruptive marketing
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It is our opinion that telemarketed leads are better leads for new agents for the following reasons:

1. Inexpensive and quick way to start a marketing campaign
2. More opportunities to approach and present than direct mail (which gives you practice)
3. Direct mail vendors often reserve areas exclusively for other insurance clients

                 
              

              
                  

                
          

Of course, if you are more proficient in presenting, and your budget is more accommodating, we 
recommend doing both direct mail and telemarketed leads for these reasons:

- You can order and start working telemarketed leads before your direct mail leads begin
 arriving, which can optimize your activity levels.
- Many seniors are on the DNC Registry and cannot be telemarketed; mailing them is an
 easy way to get around that.

Different types of prospecting are more effective in some areas than others; working both lead 
types can help you determine which lead type works best for you in your area. Just remember: It 
takes about 100 or more leads of each type to figure out your efficiency. One lead order won’t 
cut it; you need larger numbers to see how the averages play out.

This course focuses on new agents, so from here on out we will address prospecting and selling 
using telemarketed leads because we believe those give the new agent the most training 
opportunities possible. However, you will find examples of DM scripts here as well. We 
recommend that new agents get in front of as many people as possible at the beginning of their 
career so they can perfect their presentation. It’s only after you get more proficient in presenting 
that you should start to mix in other types of leads.
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