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How I Sold Over 2500 Final Expense Plans In 10 Years Using Cheap Pink Postcards…And I’ll Show You How To Do The Same!
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Introducing the $500 A Day Preferred Widow Postcard Lead System.™
Please Note: Today I would be using https://www.sellinginsurancewhileyousleep.com
All you do is use our weird and ugly “3-Step Postcard System”™ and get one of my niche widow leads list and have http://www.click2mail.com do all the printing and mailing of our sample postcard that has Ethos Life producers name and prospects can signup direct with the company. No agent involvement and you make 90% based on production $120% as earned. No physical or blood test required and easy issue application and the policy is issued online the same day and you get paid in 1-2 days.  I would start with mailing 500 postcards a week and then double and triple the mailing reinvesting my commissions. It’s a no brainer! To learn more go to: https://www.Ethos38.com 




This brief information I’m going to give you is from my experience in selling Final Expense Insurance over 20+years. I personally sold over 2500 Final Expense Plans in just 10 years. Also, I wrote millions in annuities.

The following information will help you in building your own final expense business in today's market. I personally trained over 150 wannabe final expense agents in my car so I do know  about final expense Insurance.

Hope you enjoy this free special report!

Of course, if you have questions email us at russ@ultimatemarketingtoolbox.com or text my office at 435-881-7138 or email to discuss your marketing strategies and about our lead system.
If you want niche widow lead list counts give me your favorite zipcodes and your county, state you work






Part of my story…

I’ve been working in the Final Expense market for many years. I’ve found it to be a great way to build a sizable income and still be home for dinner with your family. 

Today, I talk to insurance agents everyday that say they can’t get enough leads. Many try and use direct mail leads at $25-$35 per lead or $400 per 1,000.  I’ve watch the response in many parts of the country go down to below 1%.

So, if you have 10 leads per 1,000 we have found that two leads are PO Boxes with no phone numbers, you have three leads with caller ID and will not answer the phone unless you’re a family member.

That leaves five leads and the national average is two sales per 10 leads for the best agents.  Average commission advance is about $800.  Deduct the $300-$400 for cost leaves you $400 for profit.  Of course, your spouse needs this money for bills which wipes out your profit. Of course, I didn’t mention charge backs and just a poor response.

That’s why so many final expense agents are BROKE!!!


I like what Donald Runge said about leads.
1. Leads are NOT sales.
2. There is no such thing as a “bad lead.”

Don had 35 years of experience in the insurance business.  He has vast experience in lead generating and telemarketing.  Don said, “A salesperson must understand that a lead is not a sale!  Think for a minute about your attitude and expectations of what a lead is and isn’t.  It’s like a glass that’s half full; your attitude when working a lead needs to become positive.  You need to find a reason why to contact the responder rather than a reason why this is a “bad lead”.

Don went on to ask the question.
How can people who responded be bad leads if?
· They are alive
· They fall within the correct age range for your market
· They took the initiative to confirm their names, address, age, etc…

It is not their responsibility to qualify themselves to you.  It is your responsibility to be prepared to communicate with the

How to Get 3 To 5 Referrals On
Every Sale You Make

Here’s an opportunity for you to double your income off your own leads.  I’ve always considered referrals as a way to pay for my direct mailing.

This is when your memorial guide becomes your goldmine.  A memorial guide is a one to 5 page guide for recording your personal wishes.  I’ve known agents who swear that if you use the memorial guide booklet properly you can double your income and increase your persistence 10 to 15%. I personally had the same experience.

I personally fill out a memorial guide on every presentation I give.  Even if you don’t sell to your prospect, offer to complete a complimentary memorial guide. We would also have an emergency card you carry in your wallet that in the event of an untimely death your family would be notified.

If you have a funeral home in your area that you have established a relationship with, make sure they get a copy of the guide for their records.  You may even get an emergency record card from the funeral home that you can pass out.  This card is usually carried in the prospects wallet.						
I’ve enclosed a sample emergency card that you can have your local printer print for you on 67 or heavy pound paper.  I know some agents who use this card for getting a number of referrals.

Now, back to the memorial guide and referrals.  The Memorial Guide has a place to list that would be notified in the event of a death.

Let me tell you what I would say:

Mrs. Smith we need 3 or 4 people who can be contacted in the event of an emergency or your death.  (Usually they will give you a son or daughter who lives miles away.)  That’s fine, what I need some local friends or relatives, so if you go off and get involved in a fatal car accident, they can be contacted. 

Ask for neighbors who are home during the day and have the ability to take charge in case of an emergency.  (Now if you’ve invested a few dollars in emergency record cards all your policy holders will have these cards in their wallet.)

Now once you have secured 2 or 3 people to notify locally and you have finished your presentation you can say the following:

Mrs. Smith, I can do the following service for you.  When I have a chance, I’ll stop by these people’s homes and make sure they’re aware that you listed them to be notified in the event of an emergency or an accident, fair enough!

Tell them you’ll make a copy of the Memorial Guide and drop one off at their house.  Make sure you tell them there is no charge for this service, because you feel it’s a duty you most perform.
Now here’s what you do (by the way I learned these techniques in 1975 from a Final Expense agent who dressed and acted just like a Funeral Director).  His name was Whitney Clingingsmith.  Besides having an unusual name he was just 5’7.  He was one of the best Final Expense agents I’ve ever known. Even if it was 105 degrees in Sacramento, CA. he would have on a beautiful Black or Blue suit on.

Read these next few paragraphs very carefully… 

He specialized in filling out a 10 page memorial guide booklet (I use a either one or two page guide) and gave away a personalized emergency record card of solid plastic.  He also had one of those machines in his car that embossed a personalized bronze Social Security card.  I believe he paid $150 for this machine, but it made him thousands of dollars in commissions by offering this personalized service.
Clingingsmith would always have 30 to 40 Memorial Guide Booklets in his car with at least 60 to 70 people he needed to notify as people to be notified.  He would use a special map with a red pencil to map out all these people he had to notify.

Now let me explain something to you before I go on.  He really believed in his Memorial Guide Booklet.  When he was filling out the guide for each prospect he would ask for example the husband military records.  The man would say I really don’t know my date of discharge.  Whitney would say, “Mr. Smith, this is so important to have this guide completed properly.  I’ll wait while you go and get this out.”  The man would end up in his attic and 20 minutes later would come back with cobwebs all over him and with a big smile saying, I found it.  He built so much credibility into his presentation and had a persistence in the 90% range.  His 4-5  referrals just came automatically.
The interesting point here would be sometimes he would go out to his car and with the plastic embossing machine make up the plastic emergency card and even the Social Security number on a Bronze or Gold metal.  Then we would go back into the house to deliver the free gifts and by then the prospects would have the emergency record booklets completed. 

Before I forget his persistence was in the 90% range.

Then sometimes, Whitney would just stop by the person who needed to be notified and would say the following:  “Hello Mrs. Peters, I’m Whitney Clingingsmith from Lombard Funeral Home (he worked closely with several Funeral Homes in Sacramento, CA.)  And the reason for stopping by today is I promised your sister and brother in law that I would let you know they wanted you notified in the event of an emergency. I also give them a plastic emergency record card, Emergency Record Booklet and this special Gold Social Security card” He would display everything at the door. 

May I come in for five minutes and give you some of their information.  And, he would say,  “Again, I did promise them I would make sure you had all the vital information.” (I watched people say… Of course, come right in.)

He usually got into 90% of the homes.  Remember, he was very service oriented and truly believed he was providing a needed service.  Again, I’ll repeat, he also showed a sample of an emergency record card and that beautiful bronze Social Security card.  A number of people would say how much I have to pay to get those cards for myself.  He would say, “Oh these aren’t for sale at any price, (pause) I’ll provide them as a courtesy to Mrs. Smith for you.”  I’ll need to get some important information from you.

Once in the house, he would go over the guide and at the end of his presentation would say the following.

Mrs. Peters do you have a completed Memorial Guide with all your wishes and vital information on it.  Almost 80% of them would say no.  We would be glad to complete one for you.  I have an extra one in my car. It’s a compliment to the funeral home.

After completing the booklet he would ask them how much they thought the average funeral service cost today in Sacramento.   If they said $5,000 he would say, “The average funeral service today costs from $5,000-$8,000. (Today the cost is up to $8,000.)  Do you have a funeral plan that will pay this much for your service?  And of course if they didn’t he would pull out his rate card and sell them more.  Even if they had a plan he would sell them more because of inflation and miscellaneous final expenses and cemetery expenses that can run up over $10,000 or more at today’s price.

I used this approach for years to get referrals and trained my agents to do the same.  Now I must admit I’m not as good as Whitney Clingingsmith in getting this on every client.  He had the patient’s of  Job in the bible and he had the ability to cling to his clients until they provide the information he wanted.

If I remember correctly, he always wrote $8,000 to $10,000 per month of life premium.  That was in 1975 when the average monthly premium was only $20.  Today, an agent's average premium is $40 to $80 per month.

Another referral approach was given to me from an agent in Texas.

While he was completing the memorial guide he would take a 3 by 5 pink index card along with a pen and hand it to the wife.  He would say he needed 3 to 5 people that she knew who would be interested in the same service she was receiving. Or do you know of anyone who takes prescription drugs and would like to save up to 90% on their prescription drugs. What he wanted to do was mail them a letter introducing him and his service provided.

After the wife would list just the names he would turn to the husband and say the exact same thing.  He would later get at least the phone number and secure their address from the crisscross directory.

When he was just about ready to leave he would ask if he could mention their name in his letter.

The key to his approach was to ask each individual spouse when they would recommend mailing a letter.

I’ll let you in on a little marketing secret that will start you on your way to a MILLION $$$ in future commissions. 
 When you combine one of these referral systems with our lead system using our “250 Preferred Widow Lead System™” on a monthly basis you should have no problem giving 15 to 20 daytime appointments per week.  You should write at least $20,000 a month in new premiums and be a top producer.

In order to do this you must do three very important steps.

1. Learn the techniques in this system.  Study them, they’ve been proven to make your money.

2. Apply these marketing and sales techniques in the system.  Don’t try and reinvest the wheel.

3. Stay focused on one or two senior products, such as final expenses insurance and annuities.  Don’t get involved in group health insurance or night time mortgage leads.  You don’t need them if you follow our system.  Also, stay away from your friends' MLM meetings that promise you big checks.  Remember, only 1 in a 1,000 MLM people makes big money.  Usually after a few years the company goes under or the Attorney General shuts them down.  I know some of them look promising!  The only thing you can bet on is that you’ll run up your credit cards and become garage quality with their products.  Boy, do I know this to be true!  Now, I apologize if you’re a MLM Junky!




Introducing our $500 a Day Preferred Widow Postcard Lead System™” to Help You Give 3-5 Presentations a Day and Write $20,000 a month In Annual Premium.


This marketing concept works!  I’ll show you how to personally produce a $20,000 in life premium per month.  

A number of years ago I had a final expense insurance agency where we averaged about 8-10 full time agents.  We did a lot of ADVO insert mailings and direct mail, but due to the low response and the cost monthly to generate enough leads for all these agents we needed additional spokes of marketing.

Back then we had our list of all the people in our mailing area we mailed on a 3-4 month basis. We would take the names of all the single women and widows and go directly to their house and offer our services and “Peace-of-Mind” kit.

Many agents including myself would give 3-4 presentations a day using my Pink postcard and a list of niche widows. 

We would mail 50 Pink postcards a week to a select neighborhood. Then wait 4 days and then either call or go to the field and hand deliver our “Peace-Of-Mind Kit.
I’ve found widows to be the GOLD at the end of the rainbow. We found that  60% of all final expense sales come from widows.


How I Sold 55 Final Expense Policies in One Month.

Many years ago I broke the company record and won a 5 Star trip to Hawaii by writing 56 Final Expense Leads in One Month.  I remember having about 40 old direct mail leads that I had been calling on for the last several months. The key was I mapped out 325 preferred widows and mailed Pink Postcards in my community to call on and offer my pre planning services and “Peace-of-Mind” kit.

If the widow wasn’t home I would leave a delivery receipt telling them I had their free gift and they needed to call my hotline.  Many widows would call and tell us the best time to drop off their free gift. On a good week I had up to a 65% in the house ratio.

Here’s The Good News…How Rob S. Wrote $6056 in AP in 3.5 Days Using Our Postcard System.  We will show you how to do the same.


Robert is one of the top  producers in the Final Expense agents field I’ve known.  Just in one week in August  in just 3.5 days he wrote $6056 in annual premium using our “$500 A Day Preferred Widow Lead System.” He has a dynamite door approach he uses to get into the house.  Using his door approach, working my “Targeted Niche Widow Lead List.” 

We have access to a special software program that pulls in widow leads from at 17 different sources.  Such as clearinghouses who compile leads from traditional methods like direct mail, TV ads and surveys that have been made available after 6 months.  Also, we have access to  target niche data entry leads for widows.  We now have access to a compiled niche lead list that has 2-3 widows age 50-85 on almost every street in the country.  So, it allows you to use our approach to call on 15-20 widows a day and average 3-4 presentations a day. 

No more down time waiting for costly direct mail leads to arrive.  By following our new system you can save $10,000-$20,000 a year in lead cost.  Not to mention if you follow our sales presentation and giving 3-4 presentations to widows if you can double, triple or even QUADRUPLE your income following our “$500 a Day Preferred Widow Lead System.

So, if your not a captive agent and not with an organization that gives you FREE leads you can send an email to russ@ultimatemarketingtoolbox.com and request lead counts. (Plus, use any insurance company.)
We also, have a complete colored pitch book with casket pictures in our “Final Expense Millionaire Course.”  You receive this when you order niche widow leads from us. Go to http://www.finalexpensemillionaire.com

Again, if you’re currently happy with your present situation you can also buy our system and we will get you 1,000 targeted niche widow lead list every month if you want.  


How to use Telemarketing that gets responses instead of rejections
One agent has a top appointment setter and averages 6 appointments for every 11 calls. 
The main reason this system I’m going to show works so well, is that it is NON THREATENING, and involves NO PRESSURE OR OBJECTION HANDLING.  Also, the system is centered around a pure FINANCIAL PLANNING APPROACH, with NO PRODUCTS  EVER MENTIONED.
Basically, it’s just calling people off our high income investors list and offering a FREE report. That’s about the simplest type of telemarketing you can do.  I recommend you hire a high energy, successful part time telemarketer to call three hours a day.
Here’s a sample script for retirees, you can have somebody call up and say something like the following:


“Hi, Ms. Brown, This is Tom with Financial Planning Center here in Plainville. Oh, I’m so glad I got a hold of you today…  I was wondering if you would be interested in receiving a FREE report that reveals the ten biggest mistakes most retirees make, and the inside secrets of how you can avoid them. Or you can use a free “Peace-of-Mind Kit.”  This report reveals information that most others won’t tell you, and it will help you achieve a secure and peaceful retirement, without the risk of going broke or being wiped out like so many others fall victim to…guaranteed... Now, it doesn’t matter at all if you want to work with a financial planner or handle your retirement planning or not.  The only that matters is getting the information in everyone’s hands who wants to avoid these little-known, devastating mistakes!  Would you be interested in receiving this free report?”

That’s it!  That’s your whole script!
If she says she’s not interested, you just say “Good-bye and have a nice day.”
If she says she’s interested, then you send her the FREE report and begin your follow-up sequence.
Very, very non-threatening.
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SPECIAL REPORT
The $500 a Day Preferred Widow Lead
Formula™

Discover The 7 Idiot-Proof Ways for Lazy Agents To Build
A Million $3$ Practice TODAY!

Russ Jones "Lead Junkie"

“If you've got 20 minutes a day, | guarantee to work a financial
miracle in your life TODAY.”
Russ J. Jones




