You are running harder than ever.
Spending more per lead than ever.
And still stuck.

The growth is already in your book.

Cost to acquire a new client in 2026: $2,000 to $3,000

Cost to cross-sell an existing client: $0




The Costs o The Return =7
- Exclusive web: $25t0 $80 | - FE first-year commission:
- Live transfer: $35 to $120 $700 to $1,200 —
' - True life CAC: $500 to $3,000
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THE DEMAND SIGNAL LIMRA Ql 2026
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'47% prefer d
$60 000/ year

guaranteed over
$l mlllwn lump sum

- Only 28%
comfortable with
nest egg

shrinking

f - 56% regret runnmg”
~ out of money; only
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. With m{]ney l(-}ft

67 regret dying .
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Segment your
Medicare client list
into three tags.

C

3. Medicare client with adult
hildren: Life insurance referrgl.




,; 4 Multi-line carriers.
E B + Marketing Hub for cross-sell campaigns.
| 4 Business Coaching for book audits.
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