
 

 

 

Whichever lead source you use, there’s always an unfortunate aspect of prospecting: not all of 

your leads will give you the time of day, and even if they do, they won’t all buy. Here are eight 

tips to maximize your response rates, reengage unresponsive leads, and help you get the most 

value out of your marketing budget by optimizing the potential of each prospect. 

1. CALL RIGHT AWAY  

This is the most important factor in getting ahold of your leads. You have to understand that a 

lead’s effectiveness will decrease over time after it’s created. The best time to contact a lead is 

within 48 hours, or the memory of the initial telemarketing call begins to fade. It doesn’t mean 

their need changes; it just means you have a better chance of engaging them in conversation 

about their needs if they remember requesting more info on Final Expense or Medicare 

Supplement plans. 

2. CALL AT DIFFERENT TIMES 

It’s important not to limit yourself to a specific time or a certain day to call your leads. Some 

seniors may still be working, so if you don’t get ahold of leads during your morning call session, 

calling again in the late afternoon can help you contact more of the hard-to-reach leads.  

 

In the morning, we recommend calling no earlier than 9 a.m. The best time to start calling is 

around 10 a.m.; at this point, most prospects have been awake for some time and finished their 

morning routines. Agents can call all the way until lunch time, pausing around noon. Then you 

can start calling again after 2 p.m. until 6:30 p.m. or whenever your appointment slots are filled 

up for the next couple of days.  

Robin Penrod calls at various times: 

“I initially will run through my leads about 10-15 times, different days, different 

times of day, nights and weekends. If I haven’t gotten ahold of them by then and 

they haven’t called me to ask why I am calling them, they will then go into a master 

list of leads. I generally go back in three months. If I do make contact, I refresh their 

memory and let them know I have been trying to reach out and help. I generally try 

to make a joke, "Wow, you are a busy lady!" Many times they will let me know they 

still work, have been out of town, etc., but it breaks the ice and opens the door for 

conversation.” 
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For incredibly hard-to-reach leads, try calling on Saturday. If at this point you still cannot get 

ahold of the lead, you can also try door-knocking the lead if it’s in close enough in proximity. 

For a closer look at how successful agents organize their day around making calls, refer to 

Chapter 10: Staying On Track.  

3. CREATE A PIPELINE LEAD LIST 

Learning to recycle leads who don’t buy the first time around can be critical to an agent’s long-

term success. Due to life and health changes and rate increases, cold leads may become more 

receptive to your solutions over time. A pipeline lead is simply a lead that is filed away for 

contact at a later date. It’s important to build a list of pipeline leads that you or your 

appointment-setting assistant can follow up with, to minimize lead generation expenses by 

extracting more value from previously purchased leads.  

 

Some people either aren’t ready because they don’t have enough information to feel comfortable 

making a decision, or they have a temporary health condition that may prevent them from 

gaining coverage. 

Expect that some leads are in different parts of the sales cycle, and utilize a pipeline to funnel 

these people through the process until they are ready to have a conversation or enroll in a plan. 

Matt Mungia, MBA, outlines his persistent formula to contacting leads at different 

times: 

“Six to eight phone calls at different times of the day to contact unresponsive leads. 

When I finally get them on the phone, I let them know I have been trying to reach 

them and it’s important that I get this information to them. Then I ask them if 

tomorrow around a certain time good or is another time better.” 

Jeff Erb explains that when it comes to following up with pipeline leads: 

“I repeat to them the scenario that prevented them from buying at that time “Mrs. 

PROSPECT, my name is AGENT, and I spoke to you about Medicare Supplement 

insurance back in MONTH. Unfortunately, you were getting ready to have shoulder 

surgery when we spoke and you had to postpone things until now. How is your 

shoulder doing?”  
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John Smith approaches pipeline leads by assuming they haven’t taken care of their 

priority yet: 

“Hello PROSPECT, not too long ago you and I spoke about the state regulated 

programs to assist you with your final expenses. You told me that you hadn’t yet taken 

care of that. I’m going to be in your area tomorrow evening. I can stop by for about 10 

minutes to go over the information with you. Does 5:30 or 7 p.m. work best for you?” 

 

Ron Van Deusen approaches leads that weren’t ready to enroll due to health reasons: 

“Hi PROSPECT, this is AGENT. You and I had met and reviewed some options regarding 

life insurance a few weeks ago, and I just wanted to touch base to see if the timing is 

better to get you on a plan to pay for your final expenses so your family doesn’t have 

to?” 

Garrett Ball says to hard-to-reach leads:  

“You requested the information but we haven’t been able to catch up with you by 

phone. I wanted to make sure we didn’t drop the ball on this.” 

Jeff Cornelius says to the lead after calling 3-5 times:  

“PROSPECT, this is AGENT with COMPANY. A couple of weeks ago you had expressed 

interest to someone in my office about saving money on your Medicare Supplement 

and I am calling to help you get that information and save you money. It will only take 

about five minutes to determine if you qualify for a lower rate. If I could have your 

birthdate, that will get us started.” 

Here are some ways our collaborators approach their pipeline leads:
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Most agents aren’t contracted with every company, which possibly limits coverage for rarer 

health conditions the agent comes across. It is perfectly okay to tell the prospect that you will 

research their conditions and come back to them to let them know what you find regarding 

coverage. 

 

If you follow up too late and find the lead has already purchased a plan from another agent, 

there’s no harm in trying to deliver more value for the senior’s premium dollar. 

 

 

Todd Graves describes his follow-up strategy. He tries to reach leads: 

Every day for first week then every two or three days, until I get them or get a no. 

When I reach them I say,  

“I see you took the initiative and requested I contact you immediately. My 

understanding is you’re looking for a way not be a big financial burden on your loved 

ones and you want to learn how to pay for final expenses for pennies on the dollar 

using a Final Expense policy. Before we get in-depth on the how, tell me about your 

health...” 

Ron Wiza following up with a pipeline lead over possible health conditions that made 

it tough to qualify initially: 

“Hi PROSPECT, this is AGENT. You and I had met and reviewed some options 

regarding life insurance a few weeks ago. I know at the time we had some issues with 

your health due to underwriting requirements. However, I’ve been doing some 

homework and have some options that I think we should look at. I have some time 

tomorrow at 4, or would Wednesday morning be better for you?” 

Mike Shure tries to at least beat the other agent’s rate to salvage a lead: 

“Remind them of the original inquiry. If they already bought from another agent, I say, 

“If we had a better plan with more benefit at a cheaper rate, wouldn't you at least like 

hear what we have to offer?”” 
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4. TAKE NOTES 

It’s wise to take notes on every call you have with a lead. If you have assistants who make calls, 

qualify and/or set appointments, they should also be required to take notes. A few things you’ll 

want to include are any mentions of: 

 Family members  

 Friends 

 Hobbies or other recreational activities 

 Work or volunteer commitments  

 Plan, company, or competing agent info 

Writing down notes and keeping them handy will help jog your memory of previous 

conversations with senior prospects. These reminders can be useful when you follow up to see if 

leads are ready to enroll, and it demonstrates that you paid attention and cared enough to 

remember some personal details that have nothing to do with taking an application. 

5. LEAVE A VOICEMAIL 

Some agents feel compelled to leave a voicemail, while others forgo leaving messages and rely 

on the curiosity of the lead to call back. We recommend leaving a message for several reasons: 

 Other professionals leave voicemails when they call — accountants, realtors, doctors, 

attorneys, plumbers, etc. 

 Leaving a message puts the ball in the leads’ court, which can qualify their interest if they 

take the initiative to call back. 

Todd R. King tells pipeline leads: 

“Hi PROSPECT, this is AGENT with COMPANY. We spoke briefly a couple of months 

ago and you asked me to call you back. By the way, how is (the husband, dog, 

son/daughter) doing?”  

The agent should have made some notes during the first contact. 
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Some agents would rather get prospects to answer when the phone rings, as opposed to leaving 

messages that could give them a reason to screen future calls. However, tricking leads to call you 

back by not leaving a message might confirm their suspicions that whoever’s calling is trying to 

catch them off-guard — even if that’s not true. Seniors are taught to be suspicious of people 

trying to take advantage of them, especially when it comes to financial matters like insurance and 

health care. By leaving a message, you can show them you’re a legitimate professional who 

wants to help them.  

If you cannot get ahold of leads after leaving several messages and possibly door-knocking if 

they live close-by, then put them into the pipeline list of leads to call in another few weeks or 

months, hoping they experience some change in the meantime that will motivate them to call you 

back — or at least answer your next call. 

6. UTILIZE MULTIPLE MODES OF COMMUNICATION  

Besides calling early and contacting often, agents should utilize as many avenues as possible to 

get ahold of leads. Some prospects who aren’t ready to buy may need multiple contacts over 

time; this enables the agent to build brand awareness and trust incrementally. 

Loran Marmes varies up the times he calls and when he leaves messages: 

“I call up to eight times, all at different times of the day, different days. Sometimes I 

leave a message, sometimes I don’t. If they finally answer, I begin the conversation as 

though they were a brand new lead.” 

 

Nathan Robinson explains his process for following up with pipeline leads: 

“I have access to a computer system that electronically sends emails every month 

through my Independent Marketing Organization to everyone on my list who has an 

email. These emails remind the prospect who you are, and the email always ends 

with my contact information.  

I also send in the mail educational literature about Final Expense articles from the 

internet, newspapers, and magazines. After a month, if the customer does not call 

me, I then pick up the phone and call them. I asked them if they have received my 

emails and literature that I’ve sent them in the mail. I also go over the Final Expense 

market with them at the current time and different issues that are arising in the 

marketplace. I don’t pick up the phone and then just ask them for the sale.” 
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Emailing and calling are more effective than calling or emailing alone. Sending a card or a letter 

is another way to increase brand awareness and trust, adding a personal touch that’s increasingly 

rare in this digital age. Utilizing different forms of communications allows the senior to utilize 

different senses to build an impression. The more senses utilized, the faster the senior can form 

an opinion to base their decision on. 

Texting can be tricky; you don’t want to haphazardly text seniors who might be on limited 

texting plans, adding extra costs to their phone bills. But if you cannot get ahold of the prospect 

through other methods, you might as well try texting to provide the information the lead 

requested. 

7. SHOW THEM YOU CARE 

Joseph Smith explains the different types of communication he uses to get ahold of 

his leads: 

“I begin calling at 10 a.m. EST until lunch. Follow-ups in early afternoon and another 

dialing session around 4 p.m. EST. I utilize text, email, and phone to contact my 

leads.” 

Denise Rangel shows leads that what matters most is their health, especially if they 

haven’t gotten a plan yet: 

“I will try as long as I can to still get in contact with them. I tell them how lucky they 

are that their health has not changed, because for many seniors it does, and if they 

would agree, that this is something that they probably need to go ahead and take 

care of so not to burden their children at the time when it is needed.” 

Tom Massey describes his long-term strategy for following up with pipeline leads: 

“I'll try every other day for the first week, then twice a week for a few weeks, then 

once a month. After a month, I’ll try phoning and door-knocking. I’ll keep trying for 

years. I’ve had sales 10 years after receiving a lead, and sometimes you just never 

catch them. I just tell them that they had requested the information recently and I 

was here to see if they’re able to qualify.” 
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Each agent needs to differentiate himself from the next agent contacting seniors about their 

Medicare or life insurance plan. Showing seniors how much you care about them, their 

generation, and their ability to either save money (on a Medicare Supplement) or spend money 

wisely (with a Final Expense plan) can give you an edge over competitors. It must be genuine, or 

you might come across as a scheming salesman who will say and do anything to make the sale.  

As an agent, you can show seniors you care by:  

 Showing a genuine interest in them, their interests, and their priorities. 

 Not pushing or pressuring them to buy, but taking the time to find out what’s standing in 

their way of buying. 

 Allowing them time and space to think over the options if, after attempting to overcome 

their concerns or objections, they still do not buy. 

 Attempting to interject humor to defuse any pressure to buy. 

 Never giving up on trying to reach them. 

 

  

 

   

   

   

  

   

  

  

  

 

  

Jason Eichmiller likes to interject humor into the follow-up process to stand out and 

put the prospect at ease: 

“Lots of phone calls. When I get them, I joke that they were probably called by 

17,000 life insurance companies. They laugh...and relax. Not many agents have a 

sense of humor over the phone.  

Then I say, “You probably already bought life insurance, right?” If they say yes, I learn 

about the policy. If they say no, I ask why and figure out if I can do what the last 

17,000 people couldn't.” 
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