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Q2'25 MQLs by Segment and Channel
Sales Accounts

2025 Labor Public Sector Commercial Total
Digital 8 77 10 95
Webinar 1 26 9 36
Conference 7 166 20 193
Total 16 269 39 324

Digital = website form submission/gated content, ad interaction, email engagement, website engagement
Webinar = registered for a webinar 
Conference = stopped by our booth

• 326% Increase in MQLs from Q1->Q2 2025
• 60% of all Q2 MQLs came from conferences

• 14 conferences in Q2
• 61% of MQLs in Q2 were net new (i.e. converted as an MQL for the first time)
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Q2'25 MQLs by Segment and Channel
Net New vs. Pre-Existing

Labor Public Sector Commercial Total

Net New

Digital 6 42 8 56

Webinar 1 14 6 21

Conference 0 102 18 120

Sub Total 7 158 32 197

Pre-Existing

Digital 2 35 2 39

Webinar 0 12 3 15

Conference 7 64 2 73

Sub Total 9 111 7 127

Total 16 269 39 324

Net New: Accounts that take an MQL action for the first time in the current year
Pre-Existing: Accounts that have taken an MQL action in previous years and in the current year
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Segment New Sales 
Suspect

Unqualified(1) Sales 
Qualified

Pursuing 
(Pipeline)

Quoting 
(Opp)

Lost(2) Won Total

Labor 2 3 6 2 3 0 0 0 16

Public Sector 23 67 80 53 39 5 2 0 269

Commercial 0 3 26 10 0 0 0 0 0

Total 25 73 112 65 42 5 2 0 324

The data:
•Is filtered based on Marketing Qualified Date, i.e., the date they hit 30 points
•Includes all Lead with MQL dates in CY '25 regardless of current stage

As of Dec 2024, all Marketing Created MQLs go into Sales Suspect.
___________________________________________________________________________________________________________________________________________

(1)Developing further refinement of Unqualified MQLs as some may be future targets (i.e. State Aggregators)
(2)Lost can be a combination of groups lost this year and groups that were lost in previous years and engaged with Marketing, but 
the groups have not circled back to pipeline or SQL

Q2'25 MQLs 

 (Data represents the current Lifecycle Stage of an MQL passed from Marketing to Sales and not the original Lifecycle Stage
 when they were first passed to Sales.)
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Q2 2025 MQL Lifecycle Stages by Net New vs. 
Pre-Existing and Dormant vs. Engaged

New Sales 
Suspect

Unqualified(1) Sales 
Qualified

Pursuing Quoting Lost Won Total

Net New 22 59 70 27 17 2 0 0 197

Pre-Existing 3 14 42 38 25 3 2 0 127

Total 25 73 112 65 42 5 2 0 324

(1)Developing further refinement of Unqualified parameters as some may be future targets (i.e. State Aggregators)

(Data represents the current Lifecycle Stage of an MQL passed from Marketing to Sales and not the original Lifecycle Stage
 when they were first passed to Sales.)
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Q2 2025 Broker Contact Leads

© Copyright 2023 RetireeFirst, LLC.

Brokers and Consultants by New vs. Pre-Existing 
and Category
Net New: 86

Digital: 22

Webinar: 63

Conference: 1

Pre-Existing: 12

Digital: 1

Webinar: 10

Conference: 1

Total Brokers and Consultants: 98
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• Cattaraugus-Allegany BOCES (150 Lives)

• Current Status: Pursuing | First Meeting | Mild | Met with 
CFO and Connected with BOR | 8/1/2025 Bid Date

• Montgomery College (600 Lives)

• Current Status: Pursuing | First Meeting | Warm | Not 
Going to Bid Until 2027 | Kelly to Connect with Segal to 
Get Us Built In

• St. Tammany Parish (3,200 Lives)

• Current Status: Pursuing | First Meeting | Mild | Effective 
Date 1/1/26 | Moved from Humana to UHC and transition 
did not go well | Benefits staff is overwhelmed | Steph is 
trying to get us built in for 1/1/2026

• Alhambra Unified School District (1,154 Lives)

• Current Status: Pursuing | Account Strategy | Mild | 
Effective Date 1/1/26 | Nate is pursuing RDS angle and 
wanting to quote an insured EGWP

• County of Fairfax, VA (5,000 Lives)

• Current Status: Pursuing | First Meeting | Mild | Effective 
Date 1/1/26 | Finding New Consultant | Steph Working 
With Tate Consultants who bid

First Meetings Data YTD
• RPA San Diego (Gallagher) – California VEBA Opportunity 

(2,389 Lives)
• James Gaumer submitted a form via a digital ad, passed 

along to Nate, Opportunity Opened, Closed lost as of 6/27

• The Baldwin Group– City of Hemet (215 Lives)
• Ann Stawicki submitted a form via a digital ad 

• Billings Public Schools (165 Lives)
• From SALGBA 2025

• Loudoun County Public Schools (2,600 Lives)
• From ABM Campaign

• City of Charlotte, NC (1,500 Lives)
• From NFBPA 2025

2025 Goal: 20 First Meetings
YTD: 10 First Meetings



9

2025 YTD MQLs by Quarter
Sales Accounts

2025 Q1 2025 Q2 2025 Total
Labor 10 16 26
Public Sector 45 269 314
Commercial 20 39 59
Total 75 324 391

Digital = website form submission/gated content, ad interaction, email engagement, website engagement
Webinar = registered for a webinar 
Conference = stopped by our booth

• 67% of all 2025 MQLs have come from conferences
• Q2 had a much higher focus on lead gen compared to Q1 where focus was on 

developing and launching the SQL -> First Meeting ABM Campaigns
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2025 YTD Broker Contact Leads
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Brokers and Consultants by New vs. Pre-Existing 
and Category
Q1 2025 Q2 2025 YTD Total

Net New: 43 Net New: 86 Net New: 129

Digital: 12 Digital: 22 Digital: 34

Webinar: 28 Webinar: 63 Webinar: 91

Conference: 3 Conference: 1 Conference: 4

Pre-Existing: 67 Pre-Existing: 12 Pre-Existing: 79

Digital: 15 Digital: 1 Digital: 16

Webinar: 52 Webinar: 10 Webinar: 62

Conference: 0 Conference: 1 Conference: 1

Total Brokers and 
Consultants: 110

Total Brokers and 
Consultants: 98

206



Webinars
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Final Rule/Final Notice Webinar 

© Copyright 2024 RetireeFirst, LLC.

• 294 External Registrants / 323 Total Registrants
• 209 Total External Accounts Registered
• 137 External Attendees / 163 Total Attendees 
• 51% Total Registrant to Attendee Conversion Rate (Healthcare Industry Average is 35%-45%)
• Watch On-Demand Here

https://laborfirst.com/thank-you/on-demand-webinar-final-rule-final-notice-for-payment-policy-updates-for-ma-part-d/


Marsh McLennan Meetings & Webinars
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Trent and I had a great meeting with Marsh (MMA) this morning. It included several of their higher ups. It was a great combination of all 
that we are doing.

•Rory Callahan (our new lobbyists) has a great relationship with Clayton County, 1 of MMA’s clients. He also helped facilitate the Marsh 
meeting.

•Several of the Marsh people were on our webinar(s) and were very impressed with the contents and presenters. 
•We had dinner with Clayton at SALGBA and they were in our breakout presentation.
•Trent brought to the meeting our current mutual client list (about 20 groups).  The Marsh offices are speaking to each other about the 
great things we are doing.  

Great to hear feedback on the effectiveness of what we are doing. In this case, we had them just about every direction. 

Steve

SUCCESS STORY
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On February 19, 2025, a new broker found our website through an online search and submitted a Contact Us form. Nate followed up, 
and we just finalized the proposal package.

Claire used this opportunity to pilot the new business Proposal Template she created, which helped her refine the format and build a 
scalable approach for the team. You’ll see attached:

The PDF proposal that Nate is sending to the consultant 

Highlights:

•This opportunity is with VEBA (2,389 lives)

•Tom and Nate identified $7.6M in potential savings – wow!

•Claire worked closely with Tom to understand the proposal’s complexity and added new table structures to make population mapping 
across multiple in-force plans easier to understand. She’ll include this as a future template reference.

Nice work all around - and a win for our inbound efforts, the new proposal package, and collaboration across teams!

Inbound Lead 

© Copyright 2024 RetireeFirst, LLC.

SUCCESS STORY



SQL to First Meeting ABM Campaign
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Total: 5 PS Sales Meetings (5 Accounts Moved to Pipeline) - Marketing Assist of 10,104 Lives

Sales Account Meetings:
• New: Cattaraugus-Allegany BOCES (150 Lives)

• Current Status: Pursuing | First Meeting | Mild | Met with CFO and Connected with BOR | 8/1/2025 Bid Date

• New: Montgomery College (600 Lives)
• Current Status: Pursuing | First Meeting | Warm | Not Going to Bid Until 2027 | Kelly to Connect with Segal to Get Us Built 

In

• New: St. Tammany Parish (3,200 Lives)
• Current Status: Pursuing | First Meeting | Mild | Effective Date 1/1/26 | Moved from Humana to UHC and transition did not 

go well | Benefits staff is overwhelmed | Steph is trying to get us built in for 1/1/2026

• New: Alhambra Unified School District (1,154 Lives)
• Current Status: Pursuing | Account Strategy | Mild | Effective Date 1/1/26 | Nate is pursuing RDS angle and wanting to 

quote an insured EGWP

• New: County of Fairfax, VA (5,000 Lives)
• Current Status: Pursuing | First Meeting | Mild | Effective Date 1/1/26 | Finding New Consultant | Steph Working With Tate 

Consultants who bid

ABM Campaign Recap – Public Sector
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Tactic: Sent 43 backpacks to 19 sales accounts and 2 different brokers from Segal. 

Results:
• Jill had several UFCW and IBEW prospects call her before she could call them, thanking her for the backpack and one 

UFCW president called her and asked if she could give it to a staff member
• Additionally, it did spark recent conversation with two of the Segal consultants that she saw at recent client events
• In summary, it did create conversations and direct outreach back to Jill with prospects and a couple of consultants

•Accounts/consultants the direct mail pieces assisted on:

• IBEW Local 48 (1818 Lives) - Opportunity | New | Opened on 4/23/2025 | 50% Probability

•  IBEW 595 (591 Lives) - Pursuing | Account Strategy | Mild | Met at NABTU & booked meeting

•  OE 12 (4,545 Lives) - Pursuing | Account Strategy | Hot | Op moved to 1/1/27 w/ AZ Merge

•  IBEW 617 (262 Lives) - Pursuing | Account Strategy | Warm | Set up Meeting with BM to start quoting process

•  UFCW 480 (153 Lives) - Pursuing | First Meeting | Working with Rael Letson on getting built in with HSMA

•  UFCW So Cal (8,000 Lives) - Pursuing | Hot | Talked w/ Horizon Consultant at IF & will be discussed at next trust 

meeting

•  Tim Losee – Segal - Helping to drive conversions and build relationships to funnel business to LaborFirst

•  Tracy Laing – Segal - Helping to drive conversions and build relationships to funnel business to LaborFirst

ABM Campaign Recap – Labor



2025 Brokers and Consultants Campaign
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B/C Campaign Overview
• Launch Date: 6/26/2025
• Campaign Length: 8 Weeks (End Date of 8/26/2025)
• Target Audience Segments: 

• First Meeting Goal: Targeting 3A and 3B 
•  3A Known to RVP - RVP action as appropriate. Focus on Marketing touches and RVP engagement opportunistically

• 3B. Unknown to RVP - No RVP action at this time. Focus on Marketing touches and RVP engagement opportunistically
• CTA: Email RVP back to show interest and hopefully set up a meeting

• Lead Gen/Awareness Goal: Inbound Brokers through Paid LinkedIn Ads
•CTA: Form Submission through collateral or landing page

• RVP's Top 10-20 Broker Lists

• Strategy: 
• Only Public Sector Brokers and Consultants
• 5 Plain Text Emails coming from individual RVPs (Link their Outlook to HS) to target brokers in their territories
• Run check to ensure email address is valid and they are not unsubscribed
• LinkedIn Conversation Ads
• LinkedIn Carousel Ads (5 Versions)
• LinkedIn Single Image Ads Linking to the Gated Final Notice Webinar (5 Variations)
• Collateral to use: Final Notice Webinar (Gated), B/C Flyer, Blog, Case Study, Testimonials, Landing Page
• RVP Phone Calls

• Important Note: Are these brokers we are targeting in states where we should be writing business? (How do we share the network of Friendlies 
among RVPs)
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HubSpot Emails
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Salesforce Engage Emails

© Copyright 2024 RetireeFirst, LLC.
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Dedicated Landing Page
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View the Landing 
Page Here

http://laborfirst-23289453.hs-sites.com/partner-with-laborfirst
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Brokers and Consultants Flyer

© Copyright 2024 RetireeFirst, LLC.

Available on our 
website, PDF on Box, 
and printed copies 

View the flyer here

https://retireefirst.com/brokers-consultants/
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Case Study

© Copyright 2024 RetireeFirst, LLC.

A broker and consultant 
focused case study from 
Mark Lynne, Principal and 
Vice President of Bolton 
Health will be available on 
our website and landing 
page on September 6 
(pending final approvals)
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New LinkedIn Ads: Final Rule Webinar

© Copyright 2024 RetireeFirst, LLC.
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New LinkedIn Ad: Bolton Case Study
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Rebranded LinkedIn Carousel Ads: Brokers/Consultants
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New Remarketing Campaign LinkedIn Ads
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Remarketing Campaign: LinkedIn Ads

© Copyright 2024 RetireeFirst, LLC.



30

Remarketing Campaign: LinkedIn Ads
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Content Marketing 
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CMS Final Rule Webinar

© Copyright 2025 LaborFirst, LLC.

CMS CY 2026 Final Rule & Final Notice for Payment Policy Updates for MA & Part D Webinar Presentation Deck
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CMS Final Rule
Webinar Collateral
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CY 2026 Updates to Medicare Part D 
(informational flyer) 

Invite

Email Banners

Social Media Images
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CMS Final Rule Webinar Collateral

© Copyright 2025 LaborFirst, LLC.

Website roadblock ad 

LinkedIn Ad

On-Demand 
Social and 
Email
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CMS Final Rule Resources

© Copyright 2025 LaborFirst, LLC.

Final Notice Summaries

(2 brands in PowerPoint and document formats) 
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Final Notice Webinar Q&A Reference Guide
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Sales Enablement
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Marketing Materials
• Backed by the Numbers—Service 

performance that backs our 
claims (flyers & pitch slides) 

• Security, Privacy & Compliance 
FAQs (new slide in pitch library) 
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• RetireeFirst: Retiree Benefits 
Management Solution Overview 

• Individualized RVP RBM Solution 
Overview Flyers

Custom Flyers

© Copyright 2025 LaborFirst, LLC.
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Client References

© Copyright 2025 LaborFirst, LLC.
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Sponsor Ads (12)
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