
Lead generation and 
business development in 

long term care



Welcome

To raise your hand in the 
webinar, click here

To ask a question, please type 
here. We will respond during the 
webinar or shortly afterwards
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Learning outcomes

• Identify potential clients within your own client bank and consider how to attract new clients.

• Evaluate which professional connections to approach based on potential and specialism. 

• Understand the value of good website content and evaluate the use of social media. 

• Outline the benefits of seminars and the use of local press and advertising to raise awareness of 
your services. 

• Demonstrate how to make best use of professional accreditation and understand how it can 
enhance new opportunities. 
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Business development and lead generation
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• Advice opportunities with existing clients.



Your own clients
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What is the age 
range of your 
client bank?

Many advisers 
have clients 
around the 

retirement age

Ages 50 – 70 
may be acting as 

attorneys for 
parent(s)

Everyone has (or 
had)  parents

Do you ask if 
they have done 
their power of 

attorney?

Do you ask if 
they are acting 
as an attorney?

POA – maybe 
indicator of care 

need?

Is it raised at 
reviews with all

clients?

Clients acting as 
attorneys need 

advice 



Parent(s) need care

Family do not expect or understand longevity

Good quality care being received – activities etc

Mum/dad condition improves – new lease of life

Then worries about longevity arise

How long will they live? Conflict arises in their minds?

Erosion of money in the bank – ramifications if it runs out?

How long will it last? Are they expecting inheritance?
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Scenario for your client(s)?



It costs more to get new clients versus dealing with existing

It costs nothing to ask your clients to refer and recommend you to others

Let all clients know about your later life/care specialism

Get them to refer others – friends/family 

Let all staff know that you may be able to help – warm referrals

Client seminars (more later)

Marketing to existing clients



Good Website content

Bit about the 
problem

What you 
can do to 

help

Importance 
of advice

Links to non 
regulated 
information:

• NHS Continuing 
healthcare

• Attendance 
allowance 
DWP/Age UK

• Local council



Poll question

For financial intermediary use only, not to be used with customers.

Do you have content on your website specifically about long term 
care?

1. Yes

2. No

3. No, currently considering and would like suggestions re content



Social media
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INSTAGRAM

AND MANY OTHERS



Poll question
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Do you use social media for business purposes?

1. Yes

2. No

3. Not at the moment, but intend to start



Business development and lead generation
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• Advice opportunities with existing clients.

• Develop ongoing professional connections.



Professional connections – solicitors and 
accountants

For financial intermediary use only, not to be used with customers.

Majority prefer good local profile and reputation

Strong emphasis on professional qualifications:

• Certified or chartered and/or accreditation

• Experience important but secondary

Plenty of scope:

• Approximately 140,000* solicitors and around 150,000** ICAEW chartered accountants

• Estimated 22,000 R/I’s – whole of market

SIFA:

• Advisers can add value in certain areas - older client

SOLLA  / Symponia membership?

*Source Solicitors Regulation Authority **ICAEW (global figure)



Approach with professional connections
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Target:

• Clarity of who to approach – size, location, specialism

Approach:

• Networking, direct 1-to-1 meetings

• Seminars/workshops on relevant topics – e.g. later life and long term care

• Webinars or reciprocal speaking opportunities

Nurture:

• Takes time to nurture relationship

• Phases – know, like and trust phases – build credibility

Follow up:

• Robust process for keeping in touch

• Newsletter, Twitter/LinkedIn/Facebook/YouTube.

• Find reasons to keep in touch, but do not overwhelm



Solicitors present a valuable lead opportunity 
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Wills/Acting as or arranging POA?

•Drawing up wills for clients

•LPA - tends to require solicitor input

•Conveyancing – family selling property to fund care?

One to one meetings/discussions/presentations

Seminars/presentations:

•Partners/fee earners within one practice

•Larger groups of various local practices

•Importance of financial advice

Cover main aspects of care funding

•NHS funded Continuing Care/Funded Nursing Care

•Care Act and local authority assessments

•Power of attorney duties

•All options for care funding

•Care annuity and options

•Lack of awareness/understanding!



Local solicitors
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http://www.lawsociety.org.uk/

Search facility

Database of all legal professionals

Search by legal issues

Postcode search



Solicitors regulation authority
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https://sra.org.uk/consumers/using-solicitor/find-solicitor.page

Search the database for

Solicitors in your area



Solicitors for the elderly -SFE
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http://www.sfe.legal/

Search facility

Search by legal expertise

Postcode search



Business development and lead generation
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• Advice opportunities with existing clients.

• Develop ongoing professional connections.

• Professional bodies/accreditations.



Help with professional connections
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Join SIFA

Join STEP

Join SOLLA

https://www.sifa.co.uk/

“The SIFA service is built upon the foundations of robust, 

reliable and high quality compliance support.” 

“Our primary purpose is to improve public understanding 

of the issues families face in relation to inheritance

succession planning and promote education and high 

professional standards among our members.” 
https://www.step.org/

“SOLLA helps people and their families in finding 

trusted accredited financial advisers who 

understand financial needs in later life.” 

https://societyoflaterlifeadvisers.co.uk/



Poll question
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Are you a member of any of the following (please click all that apply): 

1. SOLLA

2. STEP

3. SIFA

4. None of the above



Business development and lead generation
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• Advice opportunities with existing clients.

• Develop ongoing professional connections.

• Professional bodies/accreditations.

• Estate agents and other entities.



Contact estate agents to tap their resources

Most 
families sell 
property to 
fund care

• Appoint agent

Will be 
localised

Will be 
aware of 

reason for 
sale

Run down?
Value 
known

Cold call 
may be 
difficult

Existing 
contacts?

Will want 
something 

back? 



Care homes present another in-road to convert 
further leads

More difficult than you 
might think!

• Cold calls will be 
avoided

• Their priority is caring 
not finance

• Make contacts 
through local 
business groups

• Can take time to 
build relationship 
and trust

• Specialists – 1 year + 
before business flow

Keep localised – avoid 
big groups

• Individual homes

• Small local groups, 
say 2 to 10 homes

• Link with solicitor –
joint clinics and 
information days

Care home staff move 
around – good and 

bad!

• Keep in touch

• Replaced with 
someone not so 
helpful 

• Make contact with 
new care home?



Other areas where you can take action to develop 
leads

Will writers Other clubs

Presentations

WI

Press (local)

Business clubs

Local 

Chamber of 

Commerce?



Business development and lead generation
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• Advice opportunities with existing clients.

• Develop ongoing professional connections.

• Professional bodies/accreditations.

• Estate agents and other entities.

• Seminars relating to later life/care.



Client seminars
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Ages 70 and over
Sons/daughters of those needing care
Grandsons/daughters
Nieces/nephews
Make POA a client in their own right

Who should attend?

At 55 people more aware of future and/or their parents’ circumstances
Downsizing
Releasing capital for leisure or pension income?
Legal aspects – putting wills/POA’s in place
Care funding legislation
Forward planning for care?
Sever tenancy? 



Poll question
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Do you conduct client seminars?

1. Yes, regularly

2. Yes, at least once a year

3. No, not at all



Business development and lead generation
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• Advice opportunities with existing clients.

• Develop ongoing professional connections.

• Professional bodies/accreditations.

• Estate agents and other entities.

• Seminars relating to later life/care.

• Local advertising.



Local newspaper
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Is readership the 
right 

demographic?

Do use more 
modern sources –

but still like 
“newspapers”

Often has large 
readership –
cost effective

Editorial rather 
than advert if 

possible – if not 
advertorial

Possibility of 
distressed 
advertising 
(remnant 

space/distress 
space/standby 

adverts)



What can JUST do to help you?
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Knowledgeable dedicated telephone team

Can help you through the processes

Training on all aspects of LTC advice

Qualification training for new entrants

Business development for qualified advisers

Help with SOLLA accreditation

Technical and business development material at:

www.justadviser.com



How to Contact our Care experts
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Karl Steadman
Business Development Manager
Long Term Care
01737 827958
Karl.Steadman@wearejust.co.uk

Tracey Funnell
Business Development Manager
Long Term Care
01737 233477
Tracey.Funnell@wearejust.co.uk

01737 233065
ltc@wearejust.co.uk

mailto:Karl.Steadman@wearejust.co.uk
mailto:Tracey.Funnell@wearejust.co.uk


Learning outcomes

• Identify potential clients within your own client bank and consider how to attract new clients.

• Evaluate which professional connections to approach based on potential and specialism. 

• Understand the value of good website content and evaluate the use of social media. 

• Outline the benefits of seminars and the use of local press and advertising to raise awareness of 
your services. 

• Demonstrate how to make best use of professional accreditation and understand how it can 
enhance new opportunities. 
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Important information 



Important information
It is our intention that  the information contained within this 
presentation is accurate. We have taken all reasonable steps to 
ensure that it is up-to-date and, where relevant, reflects the 
current views of our experts. However, we do not accept any 
liability for errors or omissions in the information supplied and if 
you require clarification on anything, our recommendation is that 
you contact us at the address below for verification, or call 0345 
302 2287.

Our registered address:

Just Group plc
Vale House, Roebuck Close, 
Bancroft Road, 
Reigate, 
Surrey RH2 7RU

Regulatory information:  

Just is a trading name of Just Retirement Limited (“JRL”), Just 
Retirement Money Limited (“JRML”), Partnership Life Assurance 
Company Limited (“PLACL”) and Partnership Home Loans Limited 
(“PHLL”) which are subsidiary companies of Just Group plc. JRL is 
registered in England and Wales, with company number 05017193.

JRML is registered in England and Wales, with company number 
09415215. The registered office for both JRL and JRML is Vale 
House, Roebuck Close, Bancroft Road, Reigate, Surrey, RH2 7RU.

PLACL is registered in England and Wales, with company number 
05465261. PHLL is registered in England and Wales, with company 
number 05108846. The registered office for both PLACL and PHLL
is 5th floor, 110 Bishopsgate, London EC2N 4AY. JRL and PLACL are 
authorised by the Prudential Regulation Authority and regulated by 
the Financial Conduct Authority and the Prudential Regulation 
Authority.

JRML and PHLL are authorised and regulated by the Financial 
Conduct Authority. Calls may be monitored and recorded, and call 
charges may apply.

www.justadviser.com

Our dedicated intermediary site packed with useful calculators, 
guides, product information, topical articles and more.

@Just_Adviser

Follow the updates on us on twitter
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