
  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

  

        

      
           
         

         

     
               
             

             
              

         

       
  
   
           

   

     
   
    
   
       

WHAT ARE FILTERS?
Before you can order leads, you need to know which filters to utilize, so you don’t lose money 
prospecting to people who don’t fit the description of your average Final Expense or Med Supp 
client. Lead vendors use various demographic filters to help agents hone in on the perfect client 
subset. Advertising to people who don’t fit the mold is a waste of money and time, so it’s 
imperative that agents understand which filters or qualifiers to identify to their lead vendor 
when ordering leads.
The most common filters to use when ordering insurance leads are:

1. Age
2. Income (though not an entirely accurate filter, because it’s hard to assess the true income
 level for a household or individual)
3. Geographic area (usually by zip code or county)

There’s one more filter commonly used by Medicare Supplement agents, and that is the 
Medicare Advantage Penetration Rate (MAPR). You can find the MAPR on the CMS website, 
and some lead vendors also have MAPR search filters on their websites.

Final Expense agents may want their filters to look something like this:

1. Age: 50-80. Some agents trying to cross-sell Medicare to lower their lead costs will
 narrow the range to 65-80.
2. Income: $15,000-$45,000. At lower incomes, you’ll get people who are on Medicaid or
 can’t afford the plan; and at higher income levels, you’ll find people who usually have
 their affairs in order or can afford to self-fund their Final Expenses.
3. Area: It depends whether you’re doing face-to-face appointments locally or selling over
 the phone.

Medicare Supplement agents may want their filters to look more like this:

1. Age: 65-75. Some agents don’t mind the extra time it takes to prospect to people just
 turning 65 and going on Medicare for the first time, while others focus on older T67
 seniors as we discussed in Chapter 1.
2. Income: $25,000 and up. People at all income levels want to save money on their
 Medicare Supplement plans.
3. Area: again, depends whether you’re doing face-to-face appointments locally or selling
 over the phone.

Some agents will tweak these filters even more. We suggest starting with these filters above, and 
experimenting with your targets as you gain more experience. Also, tweaking these filters like 
the age settings can dramatically reduce the number of leads you may get in a given area.

Now that you know the different types of leads in addition to the appropriate filters to use when 
ordering your leads, you need to think about what to say and how you will enroll seniors (face to 
face or over the phone) when you start receiving the leads you’ve ordered.
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