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Working Insurance Leads

Working insurance leads effectively requires a strategic approach and
effective communication skills. 

Here's a guide to help you make the most of your insurance leads:

Organize and Prioritize Leads:
Keep your leads organized in a customer relationship management (CRM)
system or a spreadsheet. Prioritize leads based on factors such as lead
source, readiness to purchase, or specific criteria provided by the lead.

Prompt Follow-Up:
Respond to leads promptly, preferably within 24 to 48 hours. Speedy follow-
up shows professionalism and responsiveness, increasing the chances of
converting leads into clients.

Establish Rapport:
Build rapport with leads by being friendly, attentive, and empathetic. Show
genuine interest in their needs and concerns to establish trust and
credibility.

Active Listening:
Practice active listening to understand leads' unique circumstances and
insurance needs. Ask open-ended questions and listen attentively to their
responses, allowing you to tailor your approach accordingly.

Provide Value:
Educate leads about insurance products and coverage options relevant to
their needs. Offer valuable insights, information, or resources that
demonstrate your expertise and help leads make informed decisions.



Customize Solutions:
Tailor your insurance recommendations to each lead's specific needs, goals,
and budget. Present options that provide suitable coverage and address their
concerns effectively.

Overcome Objections:
Anticipate and address common objections or concerns raised by leads.
Prepare persuasive responses that highlight the benefits and value of your
insurance offerings.

Follow-Up and Persistence:
Follow up with leads who are not ready to purchase immediately. Maintain
regular communication through phone calls, emails, or newsletters to stay
top-of-mind when they are ready to buy.

Provide Clear Information:
Clearly communicate insurance terms, coverage details, premiums, and any
limitations or exclusions. Use simple and jargon-free language to ensure
leads understand the value and benefits of the insurance you offer.

Be Responsive:
Promptly address any questions, inquiries, or concerns raised by leads.
Demonstrate your commitment to excellent customer service by being
accessible and responsive throughout the process.

Track and Analyze Results:
Monitor and track the outcomes of your lead interactions. Analyze data such
as conversion rates, average response time, or reasons for lost leads to
identify areas for improvement.

Continuous Learning and Improvement:
Stay updated on industry trends, new insurance products, and changes in
regulations. Invest in continuous learning and professional development to
enhance your knowledge and skills as an insurance professional..



Remember, building relationships and trust is crucial when working with
insurance leads. Focus on providing value, understanding clients' needs, and
delivering exceptional customer service to increase your success in
converting leads into satisfied clients.

If you need support picking the right lead vendor or type of lead for your
business model, please reach out to us today and we would be happy to
provide the guidance you are looking for.

Questions?
Please contact us for assistance.

Call us at 1-800-998-7715 or email us at
info@psmbrokerage.com.

Hours of operation: 8 a.m.–5 p.m. (CST), Monday–Friday.
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