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If  you’re not contacting your life leads from the Lead Management Tool, you’re 

leaving a lot of business on the table. These leads are generated from specific 

household criteria such as income and liability coverage that indicates a prospect’s 

receptiveness to purchasing life insurance. And because they come from your 

book of business, you already know each other. This existing relationship makes 

prospects even more receptive to learning about other products.
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Use your web browser (Google Chrome or Microsoft Edge) to access your Comparion CRM: 
https://lmsales.lightning.force.com/lightning/n/ST_Record_List

A one-time setup in just two clicks!

1. Go to the ‘Next Best Lead Opt-In’ tab.

How do I get my high conversion life leads?

2. Next to ‘Life’ select how many new high conversion life leads you want to receive each week.

• We suggest starting at 15 leads per week.

• These leads will be delivered every Tuesday.

15 leads per week



2

Sales representative guide  |  So I have my life leads, now what?
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Make the most of these opportunities. Set aside time every Tuesday to work the leads and contact your new 
batch of prospects.

• Go to the ‘Sales Tracker’ tab.

• On the left-hand side under ‘Product,’ select ‘Life.’ This will show you your ‘Next Best Life Leads,’ life service 
leads and life internet leads.

• On the left-hand side, under ‘Campaign,’ select ‘Cross-Sell’ to only see your ‘Next Best Life Leads.’

• The ‘Next Best Life Leads’ you opted in to will be delivered every Tuesday. Life service and life internet leads 
will be delivered in real time.

• To update a lead’s status, click ‘Edit’ to make changes and set follow-up dates.

So I have my life leads, now what?
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“Why haven’t  
you purchased life 

insurance in the past?”

“What type of policy do you have?”

Tips for contacting your leads

When connecting with customers, remember to reintroduce yourself and offer to review existing coverage 
before asking about the life insurance opportunity.

For example:

“I wanted to thank you for your business with Liberty Mutual and letting us protect your 
{insert — home, car, etc.}. It’s important that we touch base occasionally to make sure  
your coverage is still up to date. We should also talk about the most important coverage 
we offer (pause). That’s life insurance.”

“I don’t  
have/need  

life insurance.”

“I get life  
insurance  

through work.”

“I currently have  
insurance with  
ABC company.”

“Who is your life insurance with currently?”Cross-sell question:

“How much coverage do you have?”

“If something were to happen to you tomorrow,  
how would your family take care of themselves?”Discovery question:

or or
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Addressing concerns

Sales representative guide  |  Addressing concerns

“I already have life insurance through work.”

“It’s great that you are offered life insurance through  
your employer and that you are taking advantage of it.”Acknowledge

“I take advantage of the great benefits at my work as well."Express empathy

“What coverage do you have?”Ask clarifying question

“Let me think about it.”

“It’s important to think through financial decisions 
like this.”Acknowledge

“I always give careful consideration to financial decisions 
that impact my family.”Express empathy

“What specifically are you considering about this 
protection for your family?”Ask clarifying question
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We're here to help you follow and repeat these 
steps to meet more clients' financial needs. Visit 
comparion.protective.com or contact your Protective 
representative for support along the way.
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