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U65 Health Insurance Lead Prices In 2026 4?? What Insurance Agents Should
Expect To Pay

Description

By James Schulze

This article provides insights on the pricing of different U65 health insurance leads and
the factors that can impact pricing. It also explains the key questions agents should ask
and the metrics they should track a?? including cost per lead (CPL) and cost per
acquisition (CPA) a?? in selecting and evaluating U65 leads.

For insurance agents buying U65 health insurance leads, price matters. But the cheapest lead price is
rarely the most important consideration. A $3 lead that never turns into a conversation can be
considerably more expensive than a $30 lead that consistently produces sales. The real question
isna??t simply: &??How much do U65 health insurance leads cost?&?¢ It is: a??What does it cost to
acquire a customer?a?e

In 2026, UG5 health insurance lead prices vary considerably, depending on lead age, consumer intent,
exclusivity, targeting, source, volume, and more. Aged U65 health insurance leads can cost well under
a dollar, while high-intent real-time U65 leads can cost $20, $30, $50, or more.

The primary driver of U65 insurance lead pricing is the recent changes in the ACA marketplace. The
expiration of enhanced Affordable Care Act (ACA) subsidies has triggered a massive growth wave in
the non-ACA, under-65 (U65) private insurance market. For health insurance agents and brokers,
private U65 plans typically yield significantly higher commission rates compared to ACA marketplace
plans. Agents want to write U65 policies as they can make more money.

Understanding the market explains why those prices vary. Successful U65 health insurance agents buy
U65 health insurance leads that match their sales process, giving them the best chance to close deals.

How much do U65 health insurance leads cost?
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The pricing of U65 health insurance leads varies by lead type. There are primarily two different types of
U65 health insurance leads 4?7 real-time and aged &?? but there are also inbound calls (read our blog,
a??What Are U65 Health Insurance Leads? A Complete Guide For Insurance Agentsa?e). There is no
single a??market pricea?s for U65 health insurance leads. In general, insurance agents can expect to
pay within these ranges for each lead type:

Aged UG5 leads: $0.25 to $5 per lead

Shared real-time U65 leads: $10 to $30 per lead
Exclusive real-time U65 leads: $25 to $60+ per lead
Inbound UG5 calls: $100+ per call

These prices should be viewed as general market ranges rather than fixed prices. Geography, filters,
volume available, lead source, consumer qualification, and market demand can all significantly affect
pricing.

The bigger difference-is what the agent is actually buying. At The Leads Warehouse, we see demand
for U65 health insurance leads increasing each month. With the rising demand and rising cost, it is
imperative to purchase the lead that-best matches your sales process. U65 health insurance leads are
too valuable to waste.

Aged U65 health insurance leads ($0.25 to $5 per lead)

These leads are consumers who at some point opted-in to learn more about U65 health insurance.
Aged U65 health insurance leads are generally the lowest-cost option and can provide insurance
agencies with significant volume. Depending on age, filters, and quantity, aged U65 leads may cost
anywhere from approximately $0.25 to several dollars each. The oldest leads will be priced at the
lower end of the range, while newer aged leads will command a higher price.

The lower CPL changes the economics of the campaign. Instead of purchasing 100 expensive leads
and expecting agents to spend considerable time working each one, an agency might purchase
thousands of aged U65 health insurance leads and use a CRM, dialer, SMS, email, and structured
follow-up to identify consumers who are still interested.

At The Leads Warehouse, we generally view aged leads as a volume and automation strategy. The
important number isna??t how many leads were purchased. It is how many meaningful conversations,
guotes, and sales came from the total investment.

Aged U65 health insurance leads also require persistence. In our experience across lead campaigns, a
significant percentage of sales happen after multiple touches rather than the first attempt. That makes
inexpensive aged leads potentially attractive for agencies with the infrastructure and patience to work
them properly. At The Leads Warehouse, our clients provide excellent disposition reports, and we see
several trends that point to the value of U65 aged leads. The first is that 50% of consumers take over
90 days to decide on a plan. A 90-day-old aged U65 lead is just hitting its prime in 50% of cases.
Secondly, regardless of vertical, 80% of deals close between touches 5 and 12 (Ask for The Leads
Warehousea??s matrix of the number of calls vs. connections vs. contacts to closes). Aged U65 health
insurance leads bring the agent closer to the typical closing window.

Real-time U65 health insurance lead prices ($10 to $60+ per lead)
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Real-time leads are similar to aged leads, only they are distributed to agents immediately after the
consumer opts in. UG5 real-time leads cost considerably more because the consumer has more
recently expressed interest in health insurance. Shared real-time U65 leads are distributed to multiple
buyers and are typically priced around $10 to $20 per lead. Exclusive U65 health insurance leads that
are distributed to only one buyer can reach $25 to $60 or more per lead depending on targeting and
gualification.

With real-time leads, the agency is paying for freshness and intent. That value disappears quickly if the
lead sits untouched. At The Leads Warehouse, we recommend that real-time leads be contacted within
seconds whenever possible. If an agency is paying a premium for a consumer who is shopping right
now, allowing that opportunity to sit in a CRM for 20 minutes defeats much of the reason for purchasing
a real-time lead. This is why agencies should test speed-to-lead before increasing lead volume. Submit
a test lead. Measure how long it takes to reach the CRM, reach the assigned agent, and generate the
first contact attempt.

The lead provider camdeliver a lead in real-time, but the agency still needs to work it in real time. At
The Leads Warehouse, ourrecommendation is to contact the consumer within 8 seconds of receiving
the lead. Contact rates drop significantly-when attempting to reach the lead 10 seconds or more after
posting.

Shared vs. exclusive U65 leads

Distribution also affects U65 health insurance lead prices. Shared leads cost less because the
acquisition expense can be spread across multiple buyers. The tradeoff is competition.

Exclusive U65 leads cost more because only one buyer receives the opportunity. That doesna??t
automatically make exclusive leads more profitable though. An agency with strong speed-to-lead,
experienced closers, and an efficient sales process may perform extremely well with shared leads.
Another agency may willingly pay more for exclusive leads because their close rate justifies the
additional acquisition cost.

This is why comparing providers based solely on cost per lead (CPL) can be misleading. Matching the
U65 health insurance lead to the agencya??s sales process is critical to success. An agency that works
volume can make shared leads work. An agency that sends leads directly to closers should purchase
exclusive real-time UG5 leads or U65 health insurance inbound calls.

Why do U65 health insurance lead prices vary so much?

Two U65 leads can both contain a name, phone number, email address, and information about health
insurance interest while representing completely different opportunities. A consumer who requested
health insurance information 30 seconds ago has different intent than someone who submitted an
inquiry six months ago. That difference is reflected in lead pricing.

Real-time leads command a premium price because agents are reaching consumers while they are
actively shopping. Aged leads cost less because consumer intent has cooled and more is required to
reconnect with the prospect. Neither is inherently better.
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The right product depends on the sales operation working the lead. The price variance is a function of
consumer intent. A U65 inbound call connects an agent with a consumer most likely to close today,
whereas a U65 aged lead has lower intent. Since agents are focusing more on U65 plans, real-time
U65 leads and U65 inbound calls have the most value in the marketplace.

Targeting can increase the lead price

The more specific the U65 health insurance lead criteria, the more expensive the lead may become.
Common filters include:

e State

e Zip code

e Age

¢ Household information
¢ |Income range

e Coverage status

e Desired coverage

¢ Other qualifying criteria

A nationwide campaign with broad requirements gives/a lead/provider a larger consumer pool. An
agency requesting consumers from a small geographic area 'who!also/meget several demographic or
gualification requirements creates a much smaller pool. More filtering can.produce better alignment with
the agencya??s sales requirements, but it can also increase CPL and reduce available volume.

Dona??t confuse lead price with customer acquisition cost

CPL and the lead cost per acquisition (CPA) of a customer are two very different metrics. It is important
to understand the difference when evaluating U65 health insurance lead prices.

Lead cost per acquisition is calculated as the total lead spend divided by the number of closed deals.
To illustrate, consider that Agency A pays $10 per lead and Agency B pays $30 per lead. Agency
Aa?7?s leads arena??t necessarily the better deal. If Agency A needs 50 leads to produce one sale , its
lead cost per acquisition is $500 ($10 per lead x 50 leads divided by 1 sale). If Agency B needs 10
leads to produce one sale, its lead cost per acquisition is $300 ($30 per lead x 10 leads divided by 1
sale). In this case, the $30 lead was actually the better value.

CPL tells you the price per lead. The CPA tells you what the customer costs, which is the number
that ultimately determines whether a U65 health insurance lead campaign works.

To get a more accurate picture, agents should track all of these metrics when evaluating leads:

Cost per lead (CPL)
Contact rate

Quote rate

Appointment rate

Close rate

Cost per acquisition (CPA)
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e Revenue per sale
e Retention

Another factor to keep in mind when determining the cost-value equation of a lead is lead volume. An
agency that purchases U65 aged leads will have more leads for follow-up than an agency using more
expensive U65 real-time leads or U65 inbound calls. For example, consider these two different
purchases with a $1,000 lead budget:

4,000 U65 aged leads at $0.25 per lead = $1,000. If the agency gets 10 closes for a CPA of $100, the
agency still has 3,990 consumers to remarket to.

100 UG5 real-time leads at $10 per lead = $1,000. At the same $100 CPA, the agency only has 90
consumers left to remarket to.

Volume makes aged U65 leads the winner in this scenario.
Your sales operation should determine what you buy

Different U65 lead products-fit different,sales organizations. A high-volume agency with a dialer,
automated follow-up, and agents capable’of\working large databases may be better positioned for aged
U65 health insurance leads. An agency built around’experienced closers with limited capacity may
prefer more expensive real-time leads. Some agencies use both.

Aged leads keep the sales floor active and provide an inexpensive pipeline. Real-time U65 health
insurance leads create fresh opportunities with stronger immediate intent.

The mistake is buying a lead product because its CPL looks attractive without considering whether the
sales organization is designed to effectively work the leads. Simply put, do not purchase 10,000 aged
U65 leads without the ability to make 30,000 attempted contacts on day one. At The Leads Warehouse,
our suggested cadence is 3 attempted contacts per day for the first 14 days. Scripting should be varied
and ABC tested to determine effectiveness.

Making one attempt with no results begs the question: 4?7?Is it bad leads, or bad scripting?a?s Without
a regimented outreach, tracking metrics, and scripts, an agency will never know. A second outreach
attempt with a better script can close deals on a??bad leads.a?e

What should agents ask before buying U65 leads?

Before comparing prices, understand what youa??re actually getting. Ask how the leads were
generated, how old they are, whether they are shared or exclusive, what targeting is available, what
consent documentation accompanies the lead, and how duplicates are handled.

For real-time leads, ask how quickly theya??re delivered.

For aged UG5 health insurance leads, understand the age ranges being purchased and whether the
data can be segmented accordingly.

Most importantly, make sure the provider can explain why a particular product makes sense for your
sales model. Always be sure to purchase leads with Jornaya or TrustedForm certificates, the IP
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address the lead is generated from, and a time stamp.
How much should you budget for U65 health insurance leads?

Start with the acquisition economics rather than an arbitrary lead budget. Determine what you can
afford to pay to acquire a new customer. From there, work backwards using realistic conversion
assumptions.

For example, if an agency can profitably spend $400 to acquire a customer and closes one out of every
20 leads, it can theoretically support $20 per lead. If improvements to scripting, speed-to-lead, follow-
up, or agent performance move the close to one out of every 15 leads, the economics change
significantly.

Thata??s why improving sales performance can sometimes be more valuable than finding cheaper
leads.

Conclusion

There is no universally &??righta?e price for.U65 health insurance leads in 2026. Aged U65 health
insurance leads can provide inexpensive volume. Real-time U65 leads command higher prices because
agents are paying for immediate consumer intent. Exclusive leads typlcally cost more than shared
leads, and tighter targeting can increase pricing further.

The correct question isna??t: 4??Who has the cheapest U65 health insurance leads?a?e It is:
a??Which UG5 health insurance leads produce the best customer acquisition cost for my agency?a?e

The Leads Warehouse has worked with insurance agents and agencies for more than 20 years,
providing aged U65 health insurance leads, real-time U65 leads, inbound opportunities, and other
health insurance lead generation solutions. We help agencies match lead type, volume, targeting, and
pricing to the way their sales teams actually operate. Are you ready to talk about how you can grow
your U65 health insurance 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-I-schulze

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

If you are serious about growing your U65 health insurance business, the right mix of leads is
important. Our team works with agencies to maximize their ROl on health insurance sales leads. Call 1-
800-884-8371 or visit The Leads Warehouse to get started.
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