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This article compares aged and real-time final expense leads across several
dimensions, including their advantages, pricing, contact rates, and ability to produce
strong ROIs. It also touches on other critical success factors such as lead delivery,
operational fit, building consumer trust, and tracking key measures throughout the sales
process to determine the most profitable lead mix.

Choosing between aged and real-time final expense leads can significantly affect an insurance
agencyâ??s profitability. Both products create opportunities to sell policies, but their costs and sales
requirements differ. Agents must consider more than just the price of each lead. Contact rates,
consumer intent, staffing, and closing ability all influence the outcome.

The Leads Warehouse has supplied insurance leads since 2005, helping agencies match their
prospecting strategies to their sales capabilities (read our blog, â??What Are Final Expense Leads? A
Complete Guide For Insurance Agentsâ?•). For 2027, understanding these differences is particularly
important as competition for final expense customers continues.

Aged vs. real-time final expense leads â?? which offers a better ROI?

Aged final expense leads generally offer the lowest cost per lead (CPL), while real-time leads provide
access to newer consumer inquiries. Neither automatically delivers better ROI. The strongest results
come from matching lead costs and consumer interest with an agencyâ??s ability to contact and close
prospects.

The market opportunity remains substantial. According to LIMRAâ??s July 2026 report, 30 participating
final expense insurers sold approximately 1.3 million policies in 2025, up 25% from the previous year.
New annualized premium increased 32% to $1.38 billion. These figures demonstrate continued
demand, although results vary among carriers and agents.
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Comparing final expense lead types and pricing

Final expense leads are available through several acquisition channels. Understanding how each is
generated helps agents determine which products fit their budgets and sales operations.

Final Expense Lead
Type

Relative Cost Consumer Intent Best Application

Aged Lowest Previous insurance inquiry
High-volume
prospecting

Real-time co-
registration

Low to
Moderate

Interest through a broader online
offer

Active telesales teams

Real-time form-filled
Moderate to
High

Dedicated insurance inquiry
Focused insurance
sales

Inbound click-to-call Higher Consumer initiates contact
Staffed sales
operations

Note: Pricing varies by lead age, source, geography, targeting, and availability.

The Leads Warehouse

Aged final expense leads allow agencies to purchase larger quantities at affordable prices. They work
particularly well for teams with established dialing operations and consistent follow-up procedures.

Real-time co-registration leads come from consumers responding to insurance offers within broader
online campaigns. They provide fresh inquiries and scalable volume, although additional qualification
may be necessary.

Dedicated form-filled leads generally reflect more focused insurance interest.

Inbound click-to-call leads provide direct conversations, reducing the need for outbound prospecting.
Each product serves a different sales model rather than offering a universal solution.

How contact rates affect final expense lead performance

Contact rates are a major consideration when comparing aged and real-time final expense leads. A
consumer who recently requested information may remember the inquiry and welcome a conversation.
Someone who responded several months earlier may require more effort to reach and engage.

Contact rates alone cannot determine campaign profitability, though. Aged leads cost less, giving
agents more opportunities to generate conversations within a fixed budget. Fresh leads generally
command higher prices because of their recent consumer activity. Lead buyers should measure three
stages of the sales process separately:

1. Contact rate â?? How many purchased leads answer or respond?
2. Conversation rate â?? How many contacts become meaningful insurance discussions?
3. Close rate â?? How many conversations result in policy sales?
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These measurements reveal where a campaign succeeds or struggles. Low contact rates may require
changes to prospecting methods, while weak closing results may indicate a sales problem. Agents who
understand the difference can improve performance without automatically purchasing more expensive
leads.

Real-time lead delivery â?? why technical accuracy is critical

Real-time final expense leads require reliable delivery systems to be effective. When consumers
complete online forms, their information is often transmitted directly into an agencyâ??s CRM or dialing
platform. Problems with this process can prevent interested prospects from reaching the sales team.

A practical launch procedure involves testing the integration and reviewing the first 50 to 100 lead
submissions before increasing lead volume. This helps identify problems that might otherwise be
mistaken for poor lead quality. Important checks include:

Confirming required consumer fields and geographic filters
Verifying accepted and rejected API responses
Checking that leads reach the correct CRM campaign
Reviewing delivery efforts before increasing daily volume

For example, a missing field may cause an otherwise valid submission to be rejected. An incorrect
geographic filter could prevent qualified prospects from reaching the intended agent.

The Leads Warehouse emphasizes these operational checks because lead generation and lead
delivery are separate parts of a successful campaign. Even a strong consumer inquiry has little value
when it never reaches the salesperson.

Final expense lead ROI â?? comparing cost per acquisition (CPA)

The best final expense leads are not necessarily the cheapest. Agencies should evaluate what they
spend to acquire customers rather than focusing exclusively on cost per lead (CPL). Consider two
hypothetical campaigns. One agency purchases 1,000 aged leads at $1 each. Another purchases 100
real-time leads at $10 each. Both companies invest $1,000 and sell 10 policies.

Campaign Metric Aged Final Expense Leads Real-Time Final Expense Leads
No. of leads purchased 1,000 100

Cost per lead $1 $10

Total lead spend $1,000 $1,000

Policies sold 10 10

CPA (lead cost only) $100 $100

Note: Illustrative figures only. These figures are not actual campaign results or TLW price quotes.

The Leads Warehouse

Both campaigns achieve the same lead-only acquisition cost. However, the aged campaign requires
more prospecting activity, while the real-time campaign has a higher upfront cost per opportunity. The

THE LEADSWARE HOUSE
Address | Phone | Link | Email

The Leads Ware House

Page 3
Footer Tagline



best measurement is the cost per acquisition (CPA), calculated as:

CPA = Total campaign expenses Ã· number of customers acquired

A complete CPA calculation should include sales labor, dialing expenses, and other campaign costs.
Agencies should also track issued policies rather than counting every application as a completed sale.
The objective is profitable customer acquisition, not simply purchasing the greatest number of leads.

How the best aged final expense leads can lower CPA

Agents who buy aged final expense leads benefit from lower lead costs and greater prospecting
volume. However, converting older inquiries requires consistent outreach, effective conversations, and
disciplined follow-up. The goal is to generate more policy sales while keeping customer acquisition
costs (CPA) low.

Successful agents who buy aged final expense leads make multiple contact attempts at different times,
track results in their CRM, and follow up with interested consumers. When reaching a prospect,
reference the original insurance inquiry and ask about current coverage needs. Building trust is more
effective than immediately pushing for a sale.

Agencies looking for the best aged final expense leads should measure contact rates, meaningful
conversations, applications, and issued policies. Tracking these results helps identify which lead ages,
geographic markets, and prospecting methods produce the strongest returns.

Ultimately, affordable aged final expense leads combined with consistent follow-up can deliver a lower
CPA and stronger ROI than higher-priced alternatives.

Why consumer trust matters more than lead age

Final expense insurance is a personal purchase. Consumers often want to protect family members from
funeral expenses and other financial burdens. Their concerns deserve more attention than the age of
their original insurance inquiry.

With final expense aged leads, an agent may need to remind consumers why they requested
information. Real-time prospects may remember their inquiry but still have questions about coverage,
premiums, or eligibility. Both situations require listening, patience, and clear explanations.

An effective conversation begins by understanding the consumerâ??s needs. Agents should ask
relevant questions, explain appropriate coverage options, and avoid pressuring prospects before
establishing trust. The strongest sales approach treats each inquiry as an opportunity to solve a
problem.

This principle applies equally to affordable aged leads and higher-priced real-time inquiries. Lead
products create opportunities, but effective communication helps turn those opportunities into policies.

Which final expense leads should agents buy in 2027?
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The right lead strategy depends on an agencyâ??s budget, staffing, and sales process. Established
telesales operations may benefit from affordable aged final expense leads because they can manage
substantial prospecting volume. Smaller agencies may prefer focused real-time leads, while staffed call
centers can evaluate inbound click-to-call opportunities. For more information on comparing lead types,
read our blog, â??Best Final Expense Lead Companies For 2027: Compare Providers & Lead Types.â?
•

For many lead buyers, combining lead types provides a useful comparison of actual campaign
performance. Tracking contact rates, meaningful conversations, issued policies, and CPA reveals which
lead sources produce the strongest returns. Are you ready to talk about how you can grow your final
expense sales pipeline?

Ready to Scale Your Final Expense Production?

Get instant access to TCPA-compliant aged final expense leads, real-time web inquiries, and live call
transfers tailored for telesales and field agents.

Buy Final Expense Leads & Sales Lists Here â??

About the author

James Schulze is the President and CEO of The Leads Warehouse, a marketing data company with
over 20 years of experience in bringing lead generation solutions to companies selling into the home,
automotive, financial, insurance, health and life, and legal sectors. He works directly with clients to
optimize conversion strategies and ROI across multiple verticals.

Connect with James Schulze on LinkedIn:
https://www.linkedin.com/in/james-l-schulze

Read additional market analysis and commentary from James Schulze on Substack:
https://jameslschulze.substack.com

If you would like more information on how you can grow your final expense insurance sales, give The
Leads Warehouse a call at 1-800-884-8371 or visit our website at https://theleadswarehouse.com.
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