
LexisNexis® Lead Optimizer

Automate the lead verification 
process to gain a more complete 
picture of a consumer’s potential 
to drive more profitable growth

Efficiently Prioritize Profitable Leads 
to Improve Acquisition Costs

Lead Optimizer utilizes insurance-specific data to help validate a lead’s identity,  
loss propensity and attrition risk before a carrier makes a purchase decision. 

This solution can help insurers to: 

Gain a more complete 
picture of a consumer’s 
profile with additional 

insurance-informed 
attributes

Better segment 
inbound leads by  

risk level and policy 
life expectancy 

Validate identities  
to filter out potentially 

fraudulent activity, 
existing policy holders 

and duplicate leads

Prioritize leads based on 
lifetime value potential 
to help insurers acquire 
leads at the right price
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Optimize Lead Programs to Maximize ROI

Lead Optimizer improves the acquisition process by:

Scoring leads based on their risk and policy life expectancy through 
LexisNexis® Marketing Risk Classifier and Prospect Survival Models

Screening for current customers, duplicates and identity fraud

Enhancing insurance-informed data with valuable attributes, such as:

• Driver counts

• Vehicle counts

• Housing status

• Education level

• Motorcycle

• Watercraft

Seamlessly integrating advanced analytics to segment leads across 
different consumer channels including:

• Inbound phone leads

• Organic leads

• Purchased leads

LexisNexis® Lead Optimizer



Profitable Leads.
Improved Results.

Evaluate and Prioritize Leads Early
Lead Optimizer helps insurers intelligently segment purchased leads at the right price.  
As an integrated solution, it enables a carrier to prioritize or influence their purchase strategy 
before purchasing from a lead aggregator. Lead Optimizer can also help triage leads derived 
from a carrier’s own website, known as organic leads, to differentiate the right customer 
experience to those potential conversions. 

Drive Better Segmentation with Insurance Specific Models 
LexisNexis® Marketing Risk Classifier and Prospect Survival Models are the primary drivers 
behind segmenting the right leads for a carrier’s book of business.

• LexisNexis® Marketing Risk Classifier Model helps segment insurance risk profiles aligned  
with an insurer’s underwriting standards. 

• Prospect Survival Model helps to give a carrier insight into the consumers that are   
likely to be retained after the first renewal period, improving retention and countering 
profitability pressures.

Used together, Marketing Risk Classifier Model and Prospect Survival Model give a strong 
indication of a consumer’s lifetime value potential.
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To learn more, call 800.458.9197 or email 
insurance.sales@lexisnexisrisk.com

About LexisNexis Risk Solutions 
LexisNexis® Risk Solutions includes seven brands that span multiple industries and sectors. We harness the power of data, sophisticated 
analytics platforms and technology solutions to provide insights that help businesses and governmental entities reduce risk and improve 
decisions to benefit people around the globe. Headquartered in metro Atlanta, Georgia, we have offices throughout the world and are part  
of RELX (LSE: REL/NYSE: RELX), a global provider of information-based analytics and decision tools for professional and business customers. 
For more information, please visit LexisNexis Risk Solutions and RELX.

LexisNexis® Lead Optimizer and LexisNexis® Market Magnifier are not provided by “consumer reporting agencies,” as that term is defined in the Fair Credit Reporting Act 
(15 U.S.C. § 1681, et seq.) (“FCRA”) and do not constitute “consumer reports,” as that term is defined in the FCRA. Accordingly, Lead Optimizer and Market Magnifier may 
not be used in whole or in part as a factor in determining eligibility for credit, insurance, employment or another purpose in connection with which a consumer report 
may be used under the FCRA. Due to the nature of the origin of public record information, the public records and commercially available data sources used in reports may 
contain errors. Source data is sometimes reported or entered inaccurately, processed poorly or incorrectly, and is generally not free from defect. This product or service 
aggregates and reports data, as provided by the public records and commercially available data sources, and is not the source of the data, nor is it a comprehensive 
compilation of the data. Before relying on any data, it should be independently verified. LexisNexis and the Knowledge Burst logo are registered trademarks of RELX Inc., 
used under license. Copyright © 2023 LexisNexis. NXR16160-00-0823-EN-US
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