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By James Schulze

This article discusses some of the key factors driving demand for final expense
insurance, including the increase in the U.S. senior population, rising end-of-life costs,
and the growing number of seniors facing poverty. It also highlights the need for agents
to have a consistent pipeline of opportunities for the breadth of insurance products they
offer and why aged final expense leads are highly valuable in gaining this consistency.

America is getting older. Every day, thousands of Americans reach retirement age, and the number of
seniors is expected to continue growing for decades. As this population expands, so does the need for
financial products designed to protect families from unexpected end-of-life expenses.

As Americans have aged, new financial and insurance products have been introduced. Compared to
more traditional life insurance plans, which have been in place for centuries, final expense insurance
policies came to the fore in the 1990s. As a newer type of insurance policy, final expense leads are
ideal for using marketing to build awareness, as to many consumers, it is still a novel concept.

For insurance agencies, the demographic shift represents a long-term opportunity. While many
insurance markets rise and fall with economic conditions or regulatory changes, final expense
insurance is supported by one of the strongest trends possible â?? an aging population.

The senior population continues to grow

The Baby Boomer generation â?? currently aged 62 to 80 years â?? is still transforming the insurance
industry. Millions of Americans are entering retirement, and many are living longer than previous
generations. As consumers age, they begin evaluating their financial plans, including how they can
reduce the burden their passing may place on their families.
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Final expense insurance provides an affordable solution for many seniors looking to help cover funeral
costs, burial expenses, medical bills, and other final obligations. That demand is expected to remain
strong for years to come. With over 102 million Americans underinsured, according to the Deloitte Life
Insurance Coverage Gap Study, final expense policies fill a massive void in the senior marketplace.

Funeral costs continue to rise

Another factor driving demand is the increasing cost of funerals. According to the National Funeral
Directors Association (NFDA), funeral costs have increased 60% since the year 2000. Traditional
funeral services, burial expenses, cremation costs, and related services have all increased over time.
Many families simply are not financially prepared to absorb these unexpected expenses.

Final expense insurance gives consumers a practical way to help protect their loved ones from these
costs while providing peace of mind. According to data from the National Council on Aging (NCOA), the
Census Bureauâ??s Supplemental Poverty Measure (SPM), which measures the adult poverty rate,
has climbed to 15%. And, it keeps growing. This is the exact market final expense coverage is ideal for.

More seniors are shopping for coverage

Todayâ??s seniors have more access to information than ever before. Seniors hear regularly about
rising funeral costs. And seniors are not feeling financially secure. The AARP Financial Security Trends
Survey found that 37% of older adults feel completely financially insecure, and 60% worry they will run
out of money.

These trends are driving consumers to the final expense market. They compare insurance options
online, request quotes, and speak with multiple agents before making a decision. That creates an
opportunity for insurance agencies with a consistent source of qualified final expense leads. Rather
than relying entirely on referrals or prospecting, many agencies purchase leads to connect with
consumers who have already expressed interest in learning more about coverage.

Final expense and Medicare often go hand in hand

Many independent insurance agencies sell more than one product. Itâ??s common for agencies
purchasing final expense leads to also sell Medicare insurance. In many cases, the same consumer
purchasing Medicare coverage may also benefit from a conversation about final expense insurance.
This allows agencies to better serve their clients while increasing customer lifetime value. Many
agencies also purchase broader insurance leads or aged insurance leads throughout the year to
support multiple product lines, including Medicare, ACA, auto insurance, and final expense.

Why aged final expense leads continue to perform

As demand grows, many agencies are looking for cost-effective ways to reach consumers. Aged final
expense leads remain one of the most popular options, because they provide an affordable opportunity
to reconnect with consumers who previously requested information.

Many seniors continue evaluating their insurance options over an extended period. Just because a
consumer didnâ??t purchase a policy immediately doesnâ??t mean the opportunity has disappeared.
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Experienced agents understand that consistent follow-up often produces excellent results.

Agencies need a consistent pipeline

Demographic trends create opportunity, but agencies still need prospects to grow. Successful
insurance agencies rarely wait for business to come to them. Instead, they invest in lead generation to
maintain a predictable pipeline of qualified consumers throughout the year. Whether purchasing aged
final expense leads, real-time final expense leads, or final expense inbound calls, consistency is often
the key to long-term production (read our blog, â??What Are Final Expense Leads? A Complete Guide
For Insurance Agentsâ?•).

True growth-driven agencies will purchase multiple types of final expense marketing to keep agents
speaking with prospects. Data leads are a perfect offset to final expense inbound calls. The volume of
inbound final expense calls can drop significantly during holiday seasons, so data leads allow an
agency to develop prospects internally to close.

The opportunity extends beyond today

Unlike many insurance products influenced by short-term market conditions, final expense is supported
by long-term demographic and economic trends. Americaâ??s population isnâ??t getting younger.
Seniors feel more financially insecure. Millions of consumers will continue entering retirement every
year, creating ongoing demand for insurance products designed to protect families from unexpected
expenses. For agencies willing to invest in consistent marketing and quality lead generation, that
represents a significant long-term opportunity.

Why agencies choose The Leads Warehouse

The Leads Warehouse helps insurance agencies connect with consumers actively seeking final
expense insurance. We offer aged final expense leads, real-time final expense leads, inbound final
expense calls, and additional insurance lead products that help agencies build predictable sales
pipelines. Many of our clients also purchase Medicare, ACA, and auto insurance leads, allowing them
to diversify their marketing efforts while serving more consumers across multiple insurance products.

For more information on how these leads are priced to fit into any marketing budget, read our blog,
â??Final Expense Lead Prices In 2026 â?? What Insurance Agents Should Expect To Pay.â?•

Conclusion

Final expense insurance continues to benefit from one of the strongest long-term trends in the
insurance industry: Americaâ??s aging population. As more consumers enter retirement, demand for
affordable end-of-life coverage is expected to remain strong. Combined with rising funeral costs and
increased consumer awareness, this creates an ongoing opportunity for insurance agencies that
maintain a consistent pipeline of qualified prospects. For agencies looking to grow, investing in quality
final expense leads can help turn this long-term demographic trend into long-term business growth. Are
you ready to talk about how you can grow your final expense sales pipeline?
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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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