
 
 

Lead Protocol 
 
Managers will now be responsible for collecting and processing lead orders for their team and 
to submit those to Danielle Mason, Recruiting Coordinator. 
 
- Managers should submit their orders by 4pm Tuesday EST of every week. 
Managers will need to utilize the lead ordering form and that will be what is submitted. 
 
- Managers when ordering direct mail, should attempt to place agents on reoccurring order. 
Recurring orders will not need to be sent in weekly. A 14-day notice will be needed to cancel a 
recurring order. 
 
- FB Lead orders placed on Tuesday will be filled the following Wednesday, unless stock is 
immediately available for distribution the following day 
 
- DM Takes 4 – 5 weeks to come in from the initial ordering date. For new agents it is often 
better to start with FB orders. 
 
1 - If agent coming on board is a broker – financing for these agents will be prohibited unless 
the following requirements are met; 
a.       The agent must submit the official written termination from  each of their other carriers 
b.       The agent must issue $5,000 in annual premium 
 
2. New Agents will be asked to pay for their first lead order. 
 
3. Business must be issued to have the agent's next lead order financed.  If you only have 
pending business and nothing has issued, you may order leads but will have to pay for them up 
front with a credit card. 
 
4. New Agents that are appointed and unable to pay for their leads upfront can receive 
financing, but their lead debt charge will be immediately posted on the following week on 
Monday. 
 
5. Lead orders for new agents in their first 90 days 



a. In order to place a second lead order, agent will need a minimum of 1 policy issued 
b.  In order to place a third lead order, agent will need a minimum of 2 policies issued 
c.  

- Each manager should work on team lead debts.  If your agent has a lead debt of $1,000 + , 
they are not to order leads until this is paid down. 
 
- If an agent has taken leads and made no sales in first 7 days, you should strongly consider 
moving leads and charges to another agent to avoid roll-up debt 
 
- A lead inventory list will be sent to each manager on Tuesday’s.  
 
- Managers should work closely with their National Sales Director when it comes to leads. 
Remember, if your agent is ordering leads and they have an excessive amount of lead debt, the 
debt rolls up to you if the agent is no longer with Senior Life.  You can prevent this with training 
and communication between your agents and you. 
 


