
  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

HOW MANY LEADS SHOULD I BUY?
This is perhaps the most common question we hear from new agents. To figure out how many 
leads you need, you first need to figure out the average policy’s commission. In the first chapter, 
we determined that Medicare Supplements pay an average commission of $360 for the first 
year’s commission, and Final Expense plans pay about $600.

              
                    
               

                  
               

      

But what about advances and the cost of leads? Before we can tackle those two concerns, we 
must figure out how many leads an agent needs to buy to make a sale. Without that number, 
you’ll be spinning your wheels trying to decide how many leads to order.

                
                   

           
                 

           
             

               
                 

        

Your results may vary, of course, depending on your sales region and experience. We’re using 
conservative estimates as an example for new agents. Keep in mind: This doesn’t take into
consideration cross-selling or following up with leads that either aren’t ready to buy or can’t 

qualify for a plan when you first contact them.

              
                   
                 

  

         

         

Telemarketed leads can cost between $10 - $20 per lead depending on the script that’s being 
used and the number of leads being ordered. For this example we will be using the average cost 
of $15 per lead for both Final Expense and Medicare Supplements. 

10 Final Expense TM leads = $150 for one sale

         

              
                    
               

                  
               

      

Once you know the average commission, work backward from your desired monthly income to 
figure out how many policies you need to sell to meet your goal. For our example, we will use a 
desired monthly income of $4,100 to give the agent an annual income of almost $50,000. To
earn $4,100 a month, a Final Expense agent would have to sell about ten policies a month, 
a little more than two policies a week. Medicare Supplement agents need to sell about twenty 
policies a month, or about five policies a week.

The consensus among the collaborators for this book was that a new agent should sell around 
two plans per 10 direct mail leads for Final Expense, and two plans per 10 direct mail leads for 
Medicare Supplements (assuming a moderate Medicare Advantage Penetration Rate MAPR). It 
takes more telemarketed leads than direct mail leads to make a sale, due to the nature of the
marketing methods — direct mail being permission-based and telemarketing being interruptive. 
Which means it takes new agents approximately 25%-50% more telemarketed leads than direct 
mail leads to close the same number of sales. This means an agent using telemarketed leads
would have to order 10 leads to close one Medicare Supplement sale, and an agent selling Final 
Expense could sell 1 out of 10 telemarketed leads.

10 Med Supp TM leads = $150 for one sale
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To summarize:

- It takes up to 25%-50% more TM leads than DM leads to close the same number of sales
 (though results may vary).
- A Final Expense policy pays $600 in commission, and a Med Supp policy pays $360 in
 commission.
                   

 
             

 
                  

            
                   

                  
   

                 
                 
                

                

In Chapter 1, we said the average commission a Final Expense agent earns is about $600 per 
policy or $1,200 for two sales in this example. After taking into consideration the cost of leads 
minus the commissions ($600-$150) an agent has a net profit of $450. This means a Final 
Expense agent would need to order about 95 leads for the month to make $50,000 a year.
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Also in Chapter 1, we said the average commission for a Medicare Supplement agent is about 
$360 for the first year. After taking into consideration the cost of leads minus the commissions 
($360-$150) an agent has a net profit of $210. This means a Medicare Supplement agent
would need to order about 200 leads a month to make $50,000 a year.

! A new agent can sell one Final Expense plans per 10 leads or one Med Supp plan per 10
 leads.
10 Final Expense leads ≈ $150 and 10 Medicare Supplement telemarketed leads cost 
≈ $150.
An agent earns a net profit of $450 for selling one Final Expense plan per 10 TM leads, 
or $210 for selling one Med Supp TM lead per 10 leads.
It takes 95 Final Expense TM leads a month (or 1,140 TM leads a year) to sell $50,000 a 
year, whereas it takes 200 Med Supp TM leads a month (or 2,400 leads a year) to sell
$50,000 a year.
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Looking at this, why wouldn’t agents choose Final Expense as their specialty? Let’s see what it 
takes to hit that annual income goal in the second year, and if you remember our little chart from 
the first chapter, you will know where I am going with this.

                 
                 

               
                   

                

Taking residuals into consideration for Medicare Supplements, this is where it gets good for
agents. In the second year, Med Supp agents theoretically don’t have to order any leads to earn 
the same commissions they did in the first year because Med Supp agents enjoy the same 
commission for years 1-6 if clients stay on the books.

So agents must ask themselves:

- Would you rather get more commissions upfront, but have to work roughly the same
 amount of leads year to year to maintain the same income?
- Or would you rather earn a lower commission and work way more leads than a Final
 Expense agent to enjoy the same income level, but enjoy the same commission renewals
 for the next five years? This doesn’t even take into consideration what happens if the
 Medicare Supplement agent continues to work leads and add clients in the second year.

That’s a pretty tough dilemma. Later in this book, we’ll take a look at how agents keep and
cross-sell their current clients to decrease the amount of leads that need to be ordered regardless 
of either insurance type they help seniors enroll in.

For Final Expense, residuals are less than 10%, so for the second year, a Final Expense agent 
would need to earn $45,000 plus residuals from the first year to earn the desired $50,000 annual 
income. (As a side note, we never recommend that Final Expense agents rely on residuals as
commission, but look at it as a bonus.) To sell $45,000 worth of policies in the second year, the 
Final Expense agent needs to order 1,026 leads, as opposed to 1,140 leads from the first year.
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