
 

Agent Guide: My Top 5 Tips for Generating Traffic and Leads 
 

“After a month of building our new site, my partner and I quickly realized we needed help creating 

traffic. Chris offered sage advice that quickly moved us up to the first page on various key word rankings. 

Our brand new site is now averaging over 30 leads per month. Chris is the real deal.” 

Jason Kenyon, www.TermLife2Go.com  

Introduction 

It takes 2 things to generate leads online:  

1. Traffic  

2. and Some Way to Convert that Traffic into a Lead 

Now I’m going to assume that if you’re reading this guide, you 

already have a website, (that’s sort of mandatory for getting 

traffic), so we’re not going to talk about how you need a website or 

a logo, or obvious things like that here. 

Next, I’m not going to waste your time with the same worn out advice like: 

 write high quality content 

 you need to get backlinks 

 write guest posts 

 write good headlines 

Now, if you don’t know how to do these things, these are all fundamentals you need to master, and 

since they’re so important, I have listed below the most useful resources I’ve ever found on these 

subjects: 

On Page Optimization - http://moz.com/blog/visual-guide-to-keyword-targeting-onpage-

optimization - This is the only guide you’ll ever need on this, and honestly, good on page SEO is 

80% of the game in getting free traffic, so definitely check this guide out and make sure you’re 

optimizing your pages correctly. 

Writing Compelling Headlines - http://goinswriter.com/catchy-headlines/  

and - http://blog.crazyegg.com/2011/11/09/headline-formulas-that-convert/  

 

http://elifetools.com/
http://www.termlife2go.com/
http://moz.com/blog/visual-guide-to-keyword-targeting-onpage-optimization
http://moz.com/blog/visual-guide-to-keyword-targeting-onpage-optimization
http://goinswriter.com/catchy-headlines/
http://blog.crazyegg.com/2011/11/09/headline-formulas-that-convert/


Getting Backlinks - http://www.quicksprout.com/university  

Social Media – www.socialmediaexaminer.com  

Page Setup - http://diythemes.com/thesis/perfect-blog-post/  

… oh and you should subscribe to all these guys’ blogs – Pat Flynn, Neil Patel, Marcus Sheridan, and 

Derek Halpern. 

I’ll be writing more about all of the items above in the coming months at eLifeTools.com, and since 

you’re already subscribed to my list, you’ll be getting notified when these articles come out. 

Getting Traffic 

What we are going to talk about are some not-so-obvious strategies for getting eyeballs on your site. 

Since I started my first site, www.InsuranceBlogByChris.com (IBBC), in Dec. 2008, I’ve gotten over 

500,000 unique visitors to my websites, and generated approximately 20,000 leads, mostly to IBBC and 

www.TermLifeInsuranceMales.com.   

Most of my traffic has come through free organic search, as you can see: 

Here are my top traffic sources from 1/1/13 – 12/1/13: 

 

Ok, so here’s the problem… 

http://www.quicksprout.com/university
http://www.socialmediaexaminer.com/
http://diythemes.com/thesis/perfect-blog-post/
http://www.insuranceblogbychris.com/
http://www.termlifeinsurancemales.com/


The game has changed since I got online in 2008.  When I started, you could post an article about 

“Florida Life Insurance”, get a few links to it, and rank fairly easily.  Now there are hundreds of sites 

writing about this stuff. 

So we’re going to have to be just a little more creative to rank in today’s world. 

Tip #1 - Why My Google Pagerank 2 Site Kicks InsuranceBlogbyChris’ 

Butt 
Are you wondering the key to showing up more in Google search and converting more visitors to leads? 

The best way to get more traffic (and higher conversion) is to create content specifically for a targeted 

audience. 

... let’s look at some proof. 

In the last year, with zero backlinking and zero marketing, I’ve shot to the top of Google for Diabetes 

related searches. 

How? 

- I built a site that was absolutely the best resource on the internet for diabetics. 

Here’s the story. 

Like I said, these days, everyone is writing about “life insurance 

in this state” or “life insurance with that medical issue”, so if 

you try to rank for something like “life insurance for diabetics” 

you’re going to be competing with a bunch of bigger and more 

established sites. 

They’re going to squash you like a bug, right? 

Well, that would be true if you do what most agents do… 

Most agents write ONE solitary article about a health 

condition, or a location they’re targeting, or a type of 

insurance they want to rank for, and then try to get that page 

ranking #1 on google.  See the image to the right. 

But put yourself in the shoes of Google.  Google’s job is to 

display the most relevant search result for a particular topic.  

There are many factors that help them decide which sites to 

rank on the front page, some of which are site age, number of 

backlinks the site has, and keyword relevance.   



I looked at the market and decided I could compete with those sites, by building a site that was highly 

specific to diabetics. 

So a couple years ago, I had this site built, www.diabeticslifeinsurance.org  

 

Then, every single article on the site was written for diabetics: 

- How much does life insurance cost for diabetics? 

- Will I be declined for life insurance if I have diabetes? 

- How the Type of Diabetes you have affects your Life Insurance premium 

- How Treatment Affects a Diabetics Life Insurance Premium 

… and look at the quote form, for crying out loud!  Have you ever seen a quote form that is specifically 

tailored for diabetics? 

Notice our form asks for: 

- Type of Diabetes 

- Type of treatment (oral, insulin, etc.) 

- Average Glucose reading or A1C 

- Height and Weight 

- … all of these questions are super important in determining a diabetic’s rating! 

If you’re a diabetic and need life insurance, would you rather visit this site, or a site like 

InsuranceBlogbyChris, where I have just one article about diabetes?  You’re going to want the 

specialists, right? 

http://www.diabeticslifeinsurance.org/


So back to Diabetics Life Insurance.  I built the site about two years ago, and then just let it sit.  I never 

did any backlinking, just wrote a ton of highly targeted articles, and lo and behold, it started ranking in 

the search engines, and as you saw above, I’m #1 for “life insurance for diabetics”, and #2 for “diabetes 

life insurance.” 

This concept is also known as “Niching down.” 

Conversion for Niched Visitors 
And the cool thing about Niching down is not only will Google reward you for it and send you more 

traffic, but the visitors you get will know they are in the perfect place and will get a quote! 

Then a cycle begins: 

1. When a visitor lands on your page, they stay 

2. Visitors stay on your site longer than they would at an average site 

3. They engage more, clicking on more pages 

4. Google TRACKS stuff like bounce rate, time on site, and pages/visit, and recognizes your site as 

something special.   

5. Google rewards you with higher rankings 

6. When you start ranking higher in the search results, people will trust your site even more when 

they click through, therefore giving you even greater  

(Note: The bounce rate on all my sites is around 74% to 79%.  For DLI, it’s just 62%.) 

A Tale of Two Sites: More Examples of How My Unknown Pagerank 2 Diabetes Site Kicks the Crap out 

of InsuranceBlogbyChris.com 

Just have a look at my quote request at DLI for Sept-Nov 2013. 

 

That’s 157 quote requests from Aug 22, 2013 to Nov 22, 2013. 

Number of Visitors: 700 

http://moz.com/beginners-guide-to-seo/how-usability-experience-and-content-affect-search-engine-rankings


 

700 visitors converting to 157 quote requests is good for an eye popping 22.4% visitor to quote request 

ratio.  And it’s been as high as 25% in some months.  How would you like to open up your analytics to 

find you only got 250 leads for the month… oh, but there’s a silver lining – you got 60 leads!  I got to tell 

ya, it’s pretty sweet! 

Now let’s compare this time frame at IBBC: 

 

 

32,249 visitors, 1,661 quote requests is good for just a 5.2% visitor to lead conversion. 

In other words, my diabetes site converts about 4 X better than IBBC! 



When you niche down, you don’t need a lot of traffic to get a load of leads. 

Pick a niche.  Dominate that niche. 

I’ve done zero backlinking, but if I wanted… shoot, if YOU wanted, you could register a domain with 

blood pressure + life insurance in it, and dominate it.  Become the best resource on the internet for a 

particular searcher, and google will send traffic your way. 

What other “niches” could you specialize in? 

How about Life Insurance for: 

- active military 

- hazardous sports/hobbies 

- little people 

- specializing in conversions 

- specializing in group life insurance 

- specializing in business policies 

- overweight people 

- insurance company reviews 

- insurance agency reviews 

- any underserved market you can think of, or perhaps a group you’ve found you’ve had success 

helping that other agents have struggled helping 

But let’s say you already have a site and have nor the will nor the time to create a new site around a 

niche. 

What do you do? 

Well, that leads us right into tip #2. 

Tip #2 – Organize Your Site to Dominate Your Niche 
If you don’t want to create a whole new site centered around a particular niche, you don’t have to. 

Pick a page on your site to be the “hub” for a select group, and write multiple articles on the subject, all 

linking to that hub.   

Example 

Let’s say you wanted to rank #1 in Google for “Life Insurance with High Blood pressure”. 

Here are the current top 5 results: 



 

Well, I’m not sure what Google is doing here placing thirdage.com as #1, as it’s not even a life insurance 

site.  But if you look down through the results, with the exception of insurancelibrary.com, these are just 

a bunch of sites like IBBC that probably have one flippin’ article on their whole pickin’ website about 

blood pressure. 

So here’s how you might map out a strategy to beat them. 

First, Post an article of “Epic” status.  This will be our “Pillar Post”. 

(Oh, and while a bit crude, THIS might be the best article about writing EPIC articles you’ll ever read.) 

If you could write over 3000 words, you’re well on your way.  Answer every question someone with high 

blood pressure could have about life insurance. 

Write about: 

- people you’ve helped with high bp 

- how companies rate blood pressure 

- whether treatment matters 

- what if they were declined 

- controlled vs uncontrolled bp 

- does it matter if they were recently diagnosed or had it a long time 

- and then keep going.   

http://fizzle.co/sparkline/write-epic-shit?tt


If you get stuck, try googling ‘life insurance with high blood pressure’ and see what everyone else is 

writing.  Make sure you cover everything they do and more...  and better. 

You can create your content for free, but then I’d highly recommend hiring a designer to spruce up your 

page a bit, and make sure it’s aimed specifically for your audience. 

Once you’ve created your epic post, or pillar post, you can start writing additional articles that all point 

to your pillar post. 

For example, you might use the following structure if you were trying to rank for heart disease: 

 

So your pillar post could link down to its supporting articles and all of the supporting articles would link 

up to the pillar post. 

Then you could take it a step further, and each of the supporting articles could have 2-3 supporting 

articles.  Each of these will link up to its parent post and the pillar post. 

 

This shows great structure to Google and with very little backlinking, your post should start to see some 

traffic. 

http://elifetools.com/jkallen


#3 Answer “Infrequently Asked Questions” 
Answering FAQ’s is kind of stupid. 

Yeah, every site needs them to help their visitors, but as far as ranking for keywords, you’re probably 

not going to rank for a LONG time for things like: 

- What is life insurance? 

- Cost of term life insurance 

- How much life insurance do I need? 

- What type of life insurance policy should I buy? 

- What’s the difference between term and whole life? 

And you know what? 

You probably don’t want to be ranking for those common questions anyway.  You don’t want to rank 

for “what is life insurance?” 

The person who searches for that is at the beginning of their search.   
 

You’re searching for that guy who is on the 

internet and finds some information about 

Banner Life.  But he’s only heard of Met Life so 

he does another Google search for, “Compare 

Banner Life to Met Life”.   

See how this guy is closer to making a decision?  

He’s narrowed it down to two companies and is 

ready to make a decision with one final piece of 

information.  THAT is the precise time you want 

to show up in the search results, my friends. 

And if you’ve written an article with that exact 

title, you’re probably going to show up #1 in 

Google, because the current top results are all 

about either Banner or Met Life, but none of 

them are comparing the two, as you can see on 

the right. 

Here’s one that I did a couple years ago.  I was in a 

competitive bidding situation with another agent.  

It came down to the conversion options between 

ING and Metlife.  I spent a bunch of time writing 

my client an email about it, so I took it and turned 

it into a post. 



And since you can guess how many articles have been written comparing ING and Metlife, I rank #1 for 

pretty much any string of words comparing ING and Metlife. 

Now to be fair, I’m not tearing it up with people searching for 

comparisons between ING and Metlife, but would you believe 

in the last couple years, I’ve actually gotten over 1,000 visitors 

to that page? 

I’ve done zero backlinking for that article.  I just looked at the 

social stats and it has never received one tweet, Google+ or 

Facebook share. 

Analytics shows me that those 1090 visitors have come from 445 different 

search strings.  It’s simply ranking because it answers an infrequently asked 

question, “what’s the difference between ING and Metlife?” 

To the right, I’ve included some of the search phrases I got traffic from: 

Longtail Keywords 

In the online marketing world, these strings of lengthy search phrases are 

known as “longtail keywords.” 

A few more examples of longtail or infrequently asked phrases that I’ve 

done well for are: 

- What happens at the end of my 20 year term life insurance policy? 

- Do life insurance really pay their claims? 

- What is the two year contestability period for life insurance? 

Search for any of those, and IBBC should be on the first page. 

Secret to Coming up with In-FAQ’s 

Focus on two types of articles. 

1. Comparison posts – Use phrases like: 

a. “Compare Prudential Term Elite with Term Essential” 

b. “What’s the difference between…” 

c. “Term Elite vs. Term Essential”  

2. Negative Phrases consumers will use when researching the carrier/product – Use phrases with 

the words bad, reviews, complaints, problems, advantages and disadvantages, and pros and 

cons. 

People are always going to search for strings like: 

- What are the pros and cons of 20 year term? 



- Complaints for Genworth Life Insurance 

- Negative reviews for Prudential life insurance 

Now just because you write an article titled “Top Consumer Complaints for Genworth Life Insurance”, 

doesn’t mean you can’t defend Genworth in your article, or maybe you write articles like this for carriers 

you don’t represent, or you could always play the old flip-a-roo and your “top complaints” could be 

really stupid like “How is it possible their rates are so low?  Is this a scam?” 

That reminds me of an article my friend, Jeff Rose, wrote: 7 Financial Advisors I Would Like to Punch in 

the Face.  Notice he doesn’t actually “call anyone out”.  (Perhaps some of you even just clicked on that 

because it’s a compelling headline and were intrigued by who he was going to name), but it’s nothing 

but fluff inside.  But I’m sure it gets a lot of traffic.  That’s all you have to do.  Write an intriguing 

headline. 

Your old emails are also a great place to go fishing for In-FAQ’s, because they are real questions that 

someone has actually asked (meaning someone else will probably have the same question), and also 

because if you wrote them a lengthy response, that could be the start of a good article. 

Tip #4 - The (Lost) Art of Blog Commenting for Relationships 
Woh!  Hold up, Chris.  You’re not going to hit us with blog commenting are you?  Isn’t that online 

marketing 101? 

Well, yes.  Finding a random blog to comment on so you can get some scrappy backlink, (that’s probably 

a no follow link anyway), is by no means advanced. 

But consider this: 

“Much to the contrary of what most experts would prescribe, content marketing success has nothing to 

do with your expertise or ability to create and distribute content. But rather, like all things in life, content 

marketing success is directly proportional to the number of quality relationships you’ve built with 

partners, peers, influencers and audience members.  Focus your effort on relationships first and always, 

and tactics of content marketing success will solve themselves.” 

Ryan Hanley, www.RyanHanley.com  

Many blog owners review and respond to all their comments.  You just need to find the right ones.  

Once you do, and you start commenting and contributing to their site, it doesn’t take long to get on 

their radar. 

Once you’re on their good side, this can open up all sorts of opportunities for you like: 

- A link exchange or straight backlink request 

- Guest posting opportunities 

- Sharing your content on their social networks 

http://www.goodfinancialcents.com/7-financial-advisors-i-would-like-to-punch-in-the-face/
http://www.goodfinancialcents.com/7-financial-advisors-i-would-like-to-punch-in-the-face/
http://www.ryanhanley.com/


- Asking for a quote on your site 

I don’t care about the links.  I care about the relationships. 

This is how I met people like Jeff Root, from rootfin.com, and now we link to each other and help each 

other in various ways.  This is how I landed a guest post on Smart Passive Income, which was my 3rd 

biggest referral source last year. 

 

How to blog comment for relationship building: 

I recently gave the following instructions to my marketing assistant.  Follow these steps for your own 

site. 

1. Find a blog or website (small enough that you can find who the author or authors are) about 

any of the following issues.  You’ll want to familiarize yourself with the related material on 

my site first, to see what type of things I write about, keeping in mind that the end goal is to 

ask for a backlink or guest post, so their content must be related to something I have 

already written, or something you can tell that I would be able to write knowledgeably 

about: 

 

Medical issues – related material on IBBC below 

http://www.insuranceblogbychris.com/high-risk-life-insurance/ 

http://www.insuranceblogbychris.com/category/health-disorders/ 

http://www.insuranceblogbychris.com/category/health-disorders/success-stories/ 

 

Business Blogs (Marketing, Legal, Taxes, Sales, etc.) – related IBBC pages below 

http://www.insuranceblogbychris.com/category/advanced-planning-for-high-income-individuals/life-

insurance-for-businesses/ 

 

Retirement Planning, Tax Planning for Affluent Families – related pages: 

http://www.insuranceblogbychris.com/?cat=449  

 

Life Insurance or Health Insurance Blogs – The connection should be clear here.   

http://www.insuranceblogbychris.com/high-risk-life-insurance/
http://www.insuranceblogbychris.com/category/health-disorders/
http://www.insuranceblogbychris.com/category/health-disorders/success-stories/
http://www.insuranceblogbychris.com/category/advanced-planning-for-high-income-individuals/life-insurance-for-businesses/
http://www.insuranceblogbychris.com/category/advanced-planning-for-high-income-individuals/life-insurance-for-businesses/
http://www.insuranceblogbychris.com/?cat=449


  

2. The best way to find the sites is to find a topic from my site you are interested from the list 

above, do a google search on that word string and add the word ‘blog’ or ‘website’ after.  

You can also try adding the search string + comments or + reply, which will help you locate 

more blogs.  

3. Criteria for articles to comment on: 

- Remember, the end goal is to ask the author for a link or Guest Post, so there must be 

an email for the author or contact the author or contact us form on the site, which we 

will use later. 

- There aren’t hundreds of other comments. 

- A hundred comments are ok, max, as long as you can see the author is responding to 

some of the comments. 

- Otherwise, aim for 0 to 20 comments. 

- If 0 comments, peruse the site to see if other articles have comments and if author ever 

responds.  We don’t want to comment on a site where the author has zero interaction. 

4. Skim article for headlines, bullet points, and choose 1 or 2 paragraphs that look interesting.  

Try to keep this to about 1-2 minutes.  You want to read some of the article so you can make 

an interesting and relevant comment later. 

5. It’s ok to find sites where you have to log in.  In fact, those site owners are used to less spam 

and will probably give you better response.  Just be sure to track the username and 

password, and you may want to set up a new email address for setting all those up. 

6. Write a comment that 1.)  Shows you read the article, and 2.  Tries to get a response from 

the author.  For example, “I didn’t understand what you meant by X.  Could you give more 

detail about… “ or I had a question about how you said X.  You don’t always have to provide 

“valuable” feedback.  A general comment and a question is usually best. 

7. Start off with a small list of sites, like 50 to 60.  Track the URL’s.  Once you get to 60, go back 

and start re-commenting on any of the authors who responded to your 1st comment. 

8. Once you feel the author knows who you are, email them asking for the link, using the 

“sample email request for a link” template letter below, but modify it for the situation. 

9. Track everything in a spreadsheet. 

In #8 I referred to a Template Letter you can email people.  Here it is: 

-- Sample Email Request for a Link – 



(The first paragraph should be personalized.) 

Hello Dr. Creswell, 

It’s been fun reading your Athlete’s Heart Blog lately.  I love your informal, yet informative site… 

especially the part about how you trained for that marathon and dropped your blood pressure by 20 

full points. 

However, I noticed you didn’t have any information on your site about getting life insurance with 

heart issues. 

You probably have learned from your site’s visitors that it can be quite challenging finding affordable 

insurance with heart issues, or even being approved at all, and wonder if you would consider linking 

to the following page on my site where we provide information to people about getting life 

insurance with high risk medical conditions:  http://www.insuranceblogbychris.com/high-risk-life-

insurance/  

I believe it would be an excellent resource for your site’s visitors. 

About our Site: 

Our site was started in 2008, and we get over 150,000 unique visitors per year from Google, so 

we’re definitely a reputable site. 

Thank you for your consideration. 

I comment on blogs just about every day, and so should you.  It will lead to good things. 

Tip #5 - Why Your Lead Capture Sucks, and How to Fix It 
Ok, so tips 1-4 dealt with traffic tips, but remember we’re talking about how to generate “Traffic and 

Leads” here. 

Getting traffic only gets you half way there. 

You’ve got to have some way of Converting your visitors into a Lead. 

You may think you’re doing well here, but I’m constantly amazed by how many sites (even some very 

high traffic sites) are wasting valuable visitors by using calls to action like these: 

 

 

http://www.insuranceblogbychris.com/high-risk-life-insurance/
http://www.insuranceblogbychris.com/high-risk-life-insurance/


There are a few reasons your call to action might suck: 

1. You have no lead capture form 

2. It’s not placed in a prominent place  

3. Your lead capture doesn’t convert 

4. Your form is outdated or ugly looking 

I’ve tested multiple lead capture forms, and the one I’ve 

found converts best is Compulife’s Website Quote form. 

When placed in the right hand sidebar, it takes up about a 

third of the page.  It is VERY obvious to the visitor what you 

want them to do… You want them to give you their info. 

If you visit my site, you can also get a free upgrade to the look of the Compulife form (which converts 

great the way it is, but definitely needs a bit of TLC on the colors.) 

Here are a couple of the upgraded forms you can get: 

 

I’ve 

wrote this epic post about Compulife on eLifeTools, so if you’re not converting at least 5% of your traffic 

into leads, visit the article and you can try out their lead capture for 4 months for free. 

Now, there is one way to get a FREE website quote form for your site, and that is 

to get contracted with Pinney Insurance, my IMO.  I’ve written an extensive 

review about them, and think the world of them. 

Unfortunately, I don’t think much of their quote forms.  Not too attractive in my 

opinion, but they do have some different colors to choose from and different 

sizes… and hey, it’s free.  Here’s their form on the right. 

One more thing here:  I’ll also add that it’s best if you have a CRM with 

automatic email drip tied to your lead source.  For example, when someone gets 

a quote at highrisklifeinsuranceagency.com, their information is immediately 

http://elifetools.com/compulife
http://elifetools.com/compulife
http://elifetools.com/pinney
http://elifetools.com/compulife
http://elifetools.com/compulife
http://elifetools.com/pinney


sent to VAMdB, my insurance CRM, which immediately sends them an email, and continues to send 

them emails until you get a hold of them. 

Email Capture 

Here’s a bit of a bonus for you.  This one actually isn’t free.  It costs $20 

per month if you don’t already have Aweber or some other email 

marketing software.  (although it does have 1 free month) 

But one of the big mistakes I’m seeing on a lot of insurance sites is one 

fatal flaw… 

Everyone is Going for the Homerun 

Here’s what I mean.  

A man enters your site, reads a bit of your content, sees your quote 

form but is not quite ready for a quote.  He leaves, and probably never 

finds his way back. 

You just lost that sale. 

What you have to realize is that some visitors aren’t ready to buy. 

That’s why you offer them the opportunity to sign up for your 

newsletter.  Some people sign up if they liked your site enough.  But 

you can make the offer even more compelling by offering them an 

ebook of some sort. 

On IBBC, I offer an ebook titled the “Complete Guide to Buying Life 

Insurance”.  It can be anything really, and honestly, that title stinks, 

and I still get a couple people every day to opt in. 

I can then “nurture” that lead, send them updates, and when they’re 

ready, they’ll click back to my site and get a quote. 

Well, that’s it for my top 5 tips to getting traffic and leads.  This was written in Dec. 2013 and is my first 

edition.  I’d love to get your feedback on the ebook, so if you read this guide in its entirety, please shoot 

me an email at chris@elifetools.com and let me know what you thought or if you had any questions. 

Also, feel free to share this guide with anyone you like.  Just please don’t reprint any of this information 

anywhere without my consent. 

Thanks, 

Chris Huntley 
www.eLifeTools.com  

http://elifetools.com/
http://elifetools.com/vamdb
mailto:chris@elifetools.com
http://www.elifetools.com/

