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By James Schulze

This article discusses the pricing for different final expense lead types and how costs
vary by lead distribution, age, and other factors. It also encourages agents to look
beyond pricing when selecting leads and to consider broader health insurance leads to
keep agents talking to interested consumers â?? with appropriate scripting â??
throughout the year.

One of the first questions insurance agents ask before purchasing leads is simple: â??How much
should I expect to pay?â?• The answer depends on several factors, including the type of lead, how
recently the consumer requested information, the level of competition, and the marketing channel used
to generate the lead.

The good news is that The Leads Warehouse has final expense (FEX) lead options available for nearly
every budget (read our blog, â??What Are Final Expense Leads? A Complete Guide For Insurance
Agentsâ?•). Whether youâ??re an independent agent just getting started or a large agency looking to
further scale, understanding todayâ??s pricing can help you maximize your return on investment (ROI).

Even more important than having final expense leads for every budget, The Leads Warehouse has
extensive knowledge of what types of leads would work best for an agent. With more than 21 years of
marketing experience, The Leads Warehouse can help an agent pick the right lead type that matches
their tech stack, agent experience, and sales team size.

What determines final expense lead pricing?

Not all final expense leads are the same. Several factors influence their pricing, including:

Lead type and delivery (aged, real-time, inbound call)
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Lead distribution (exclusive vs. shared)
Lead age
Geographic location
Marketing source
Overall market demand

Generally speaking, the newer and more exclusive the lead, the higher the cost. But the most
expensive leads are not always the best. The best leads are the leads that work with an agentâ??s
sales strategy.

How lead pricing differs by lead type

These are the typical prices per lead that agents can expect to pay this year:

Aged final expense leads (pennies up to $0.50 per lead) â?? Aged final expense leads are one
of the most affordable options available and can work exceptionally well for an agency that can
handle a large volume of data. These leads are generated at some earlier time but were never
sold or are no longer being actively worked. Because they are older, they typically cost a fraction
of what real-time leads cost, making them attractive to agents focused on maximizing ROI. Many
experienced final expense agents have built successful businesses using aged leads combined
with consistent follow-up and disciplined phone activity. A tech stack that allows for aggressive,
compliant outreach is most effective with aged leads. Aged final expense leads are also ideal for
an opener/closer model rather than going directly to a team of closers.
Real-time final expense leads ($0.30+ per lead) â?? Real-time final expense leads are
delivered as a consumer requests the information. Because these inquiries are fresh, these leads
generally command higher prices. Many agencies choose real-time leads when speed-to-contact
is a critical part of their sales process. Real-time final expense leads can be co-registration (co-
reg) leads, which still provide a significant volume of data. Or, they can be consumers who are
driven to a FEX-specific lander and the leads are then posted in real-time to an agency. In
general, if the lead is going to an opener first before then being transferred to a closer, the co-reg
leads will be the most cost-effective way to get lead volume. But, if the final expense real-time
lead will post to a floor of closers, the more expensive leads from a FEX-specific lander will
provide sales opportunities that have higher contact rates for a team of closers.
Inbound final expense calls ($35-50+ per call) â?? Inbound final expense calls are typically the
highest-priced lead option because the consumer has already initiated contact. The size of the
buffer â?? the amount of time an agent has to qualify the caller before they are billed for the call
â?? will impact lead pricing. Calls with longer buffers will be priced higher. For agencies that
prioritize immediate conversations with highly engaged consumers, inbound calls can produce
excellent results. As with any lead source, success ultimately depends on agent performance,
follow-up, and the quality of the lead provider. An agencyâ??s tech stack can make inbound final
expense calls the obvious and best option. If an agency does not have the ability to manage a
high volume of data, real-time postings, and aggressive outreach, then inbound calls are the best
option by far. Inbound final expense calls allow the agent to simply answer the phone and close
deals.

How lead pricing differs by lead distribution
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Exclusive final expense leads are sold to only one agency. Because there is no direct competition,
exclusive leads â?? such as inbound calls and some real-time leads â?? generally cost more than
shared leads. Shared leads â?? primarily aged leads but also some real-time leads â?? are delivered to
multiple buyers, making them a lower-cost option for agents who excel at contacting prospects quickly
and often. Neither model is universally better. The right choice depends on your sales process, budget,
and overall marketing strategy.

Price should never be the only consideration

Many new agents focus on buying the cheapest leads available. That can be a mistake. A lower-priced
lead that never answers the phone or contains inaccurate information isnâ??t a bargain. Likewise, the
most expensive lead doesnâ??t automatically produce the highest return.

The real question is: â??How much revenue does each lead generate?â?• Successful agencies
evaluate cost alongside contact rates, appointment rates, closing percentages, and overall ROI. And a
lead can only provide revenue if the agency is able to work the lead. For example, do not buy volume-
oriented leads if your agency cannot work the volume.

The value of aged insurance leads

Many agencies today purchase more than one insurance product. A final expense agency may also sell
Medicare during the Annual Enrollment Period (AEP) or offer ACA or auto insurance throughout the
year. Because of this, many agencies purchase broader aged insurance leads as part of a diversified
marketing strategy. Working multiple insurance products allows agencies to keep agents productive
while improving customer lifetime value. Aged data leads can be reallocated from a FEX campaign to a
Medicare campaign for AEP.

What should insurance agents budget for leads?

There is no single â??correctâ?• budget. Some independent agents begin with a modest lead purchase
while refining their sales process. Larger agencies often purchase leads daily to maintain a consistent
flow of opportunities for multiple agents. The key is purchasing enough leads to keep agents
consistently speaking with qualified consumers while carefully measuring ROI.

A predictable pipeline is almost always more valuable than trying to time the market. Many agencies
keep their pipeline predictable by having multiple lead types. For example, on days when inbound calls
are slower such as during a holiday week, an agency that is able to use aged leads to generate
outbound closing calls can keep volume consistent.

The importance of scripting

There is no quicker way to lose a deal than by using a script that is not matched to the lead type. With
so many types of leads available, it is critical that a FEX agency has scripting for final expense aged
leads, real-time leads, and inbound calls. A high-functioning final expense sales team needs to have all
varieties of scripts and be trained on each type of script, including effective rebuttal use. Regular role-
playing is very important in using leads effectively.
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Choosing the right final expense lead provider

When comparing lead providers, donâ??t focus solely on price. Instead, ask questions such as:

Where are the leads generated?
Are they compliant?
What lead types are available?
Can volume be scaled up as my business grows?
Does the provider have experience serving insurance agencies?

An experienced provider should be able to recommend the right mix of aged, real-time (shared or
exclusive), and inbound calls based on your goals and budget.

Why agencies choose The Leads Warehouse

The Leads Warehouse provides final expense lead solutions for insurance agencies of all sizes.
Whether youâ??re looking for affordable final expense aged leads, real-time opportunities, inbound
calls, or broader insurance lead programs, we help agencies build consistent sales pipelines designed
for long-term growth.

Conclusion

Final expense lead pricing varies based on the type of lead you purchase, but price alone should never
determine your decision. The most successful insurance agencies focus on value, consistency, and
long-term ROI. By selecting the right lead strategy and partnering with an experienced provider, agents
can build a predictable pipeline of qualified consumers while positioning themselves for sustainable
growth. Are you ready to talk about how you can grow your final expense sales pipeline?

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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