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This article discusses high-intent debt relief leads and the best channels for generating
these leads. It also offers insights on other strategic actions that debt relief companies
can take to optimize the effectiveness of their leads.

Generating debt relief leads is easy, especially with so many Americans carrying unsecured debt loads.
But generating high-intent debt relief leads is much harder. And, generating high-intent debt relief leads
that are consumers with the highest debt loads is the hardest. For debt relief companies, identifying and
reaching the highest-intent consumers can make all the difference between simply breaking even and
successfully scaling their business.

What is a high-intent debt lead?

A high-intent lead is a consumer who is ready to act now. These are not people who are just browsing
and thinking that it would be nice if 2026 is finally the year they deal with their debt. No, these are
consumers who are:

Behind on their payments
Getting collection calls
Receiving legal notices
Actively looking for help

The pain is real and it is what is creating their intent to commit to a debt relief plan.

Why lead intent is more important than volume

Many debt relief companies pursue cheap leads so they can get more leads for their money. The reality
is that inexpensive leads are typically consumers who have the lowest intent to actually take action.
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They may have filled out a form several months ago but have not yet reached a point where they feel
the need to act. Higher intent leads are priced higher, but they close faster. Most debt relief companies
will use a mix of lead types across several price points to strike a good balance between cost and
conversion rates (read our blog, â??How Much Do Debt Relief Leads Cost In 2026?â?•).

Debt load matters too

In addition to a consumerâ??s intent, the size of their debt load is also critical. Debt relief companies
work with debt back ends for payouts, and the back ends focus on debt load. The bigger the debt load,
the bigger the payouts and profitability. Lead pricing also reflects the relative size of debt loads.
Cheaper lead types often have lower debt loads. Debt relief companies often use direct mail
campaigns, which generate inbound calls from consumers who have the highest debt loads. Why?
Because they can tailor their recipient list to reach only those people who are likely to have significant
debt. While direct mail can be expensive and takes time to scale, the ability to tightly target high-quality
prospects allows them to significantly increase their deal size.

Best lead generation channels for debt relief companies

Most debt relief companies begin with one lead type and then expand to include others, as each
channel has its own unique benefits (read our blog, â??What Are Debt Relief Leads? Types, Costs,
And Consumer Intent Explainedâ?•). The most frequently used channels for generating debt relief leads
include:

Debt direct mail inbound calls â?? This channel generates high-intent leads with some of the
highest unsecured debt levels. It can be highly tailored to a debt relief companyâ??s target
customer profile, including specific geographies and debt levels. Upon reviewing the debt-related
direct mail creative, interested consumers will initiate a call to the debt relief company to begin a
conversation. These work well because the upfront targeting focuses on consumers that still have
credit to enter a debt program. They are also most likely employed and can pay into a debt relief
program.
Debt call transfers â?? With this channel, an outsourced team of openers conducts the initial
outreaches. They ask a series of questions about debt levels, active credit and more to prequalify
consumers. Consumers who meet qualifying criteria are asked if they would be willing to speak to
a debt relief specialist. The call is then transferred to a salesperson at the respective debt relief
company. The salesperson has a buffer of time in which to further qualify the lead before the
company is billed for the call. This channel offers same-day closing potential. It is ideal for debt
relief companies who have no or very few openers and are light on tech, but are very strong on
closing debt deals.
Debt real-time leads â?? A debt relief company cannot scale without fresh leads. This is where
real-time leads come in. The lead is typically created when a consumer sees a debt-related
creative online, completes a form with key pre-qualifying information, and agrees to be contacted
in real-time. These leads are transferred to a debt relief company via API (Application
Programming Interface), so salespeople can begin reaching out immediately to in-market
consumers. In fact, best practices suggest real-time leads should be called within 8 seconds of
receiving the lead, as it is highly likely the consumer is still near their device and debt relief is on
their mind. Real-time debt leads have the highest connection rates of any debt data lead. And,
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more connections means more conversations and conversions.
Debt aged leads â?? Aged debt leads are very similar to real-time leads, but they are older.
Consumers expressed an interest in debt relief at some point within the last 30 to 90 days or
perhaps longer. The real draw for aged debt leads is that large volumes are available at a much
lower cost per lead. It would be hard for debt relief companies to scale without them. And, they
are still very relevant as most consumers who carry debt will do so for quite a while. These leads
can be retargeted to connect with consumers who could now be ready to address their debt
issues.

Which lead generation channel should debt relief companies choose?

So, which channel should debt relief companies use to generate the best debt leads for their
organization? Based on the above discussion, it is clear that each debt lead generation channel can be
helpful. No single channel offers everything a debt relief company may be looking for. The right choice
depends on a companyâ??s sales objectives, strategy, sales team size and structure, budget, and
other factors. In most cases, debt relief companies will choose a strategic blend of lead types. They
use:

Debt direct mail inbound calls and debt call transfers to connect with the highest quality
prospects, who often close on the same day
Debt real-time leads to bring fresh, intentful opportunities for their teamâ??s outreaches
Debt aged leads to give them enough volume to meet their scaling objectives

Strategic actions for maximizing the impact of the leads generated

Selecting the right lead generation channels is only the first step debt relief companies must take to
drive in more business. They should also consider these strategic actions that will dramatically impact
lead conversion:

1. Set and meet expectations for speed-to-lead â?? Even the best leads can lose momentum if
your sales team is slow to contact them. For inbound calls, it is critical to answer them instantly, or
risk missing the call. Top-performing debt companies will also employ a 24-hour call service to
ensure they do not waste after-hours calls. Real-time leads will need to be called in 8 seconds or
less to maximize connection rates.

2. Use multi-touch follow-up â?? Most deals will require more than one conversation to close.
Having a structured follow-up cadence will ensure that salespeople do not quit on a lead too early.
It also gives debt relief companies the opportunity to strategically incorporate different
communications channels â?? phone calls, texts, and emails â?? in their outreach strategy, as
each consumer responds differently to each channel.

3. Improve the tech stack â?? If you canâ??t connect with the leads, then you canâ??t close debt
deals. Debt relief companies will need to make sure they have the right technology to handle the
specific lead types they are buying. They will need a phone system that allows proper DID rotation
to avoid being tagged as â??Spam Likely.â?• For texting, they will need an SMS system that
assists with A2P and 10DLC requirements. And, for emails, they will need a third-party software to
manage domain authority to improve email deliverability (read our blog, â??Why Is It So Hard To
Connect With Prospects Todayâ?• for a deeper explanation on tech requirements). A better tech
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stack increases the number of conversations. More conversations means more deals.
4. Focus on strong messaging â?? Many companies spend too little time on crafting the right

messaging for their conversations with prospects. Yet, it is their messaging that will ultimately get
them the response they desire, or not. Top-performing salespeople tend to focus on using simple
language, clearly communicating the benefit the consumer will receive from their offering.
Overcomplicated scripts and the use of industry jargon often do not resonate well with consumers
and can shut down conversations.

5. Track metrics to optimize performance â?? Debt relief companies cannot reach the highest
performance levels if they donâ??t track and measure key metrics, such as cost per lead, cost per
deal, close rate, and contact rate. These are all initial indicators of how well your lead strategy and
sales process are working. It will tell you when you need to deep dive on potential causes if the
numbers are not what you had expected. Then you can make needed adjustments to close more
debt deals.

Conclusion

Generating high-intent, high-debt leads is a challenge, but it is not an insurmountable task. Debt relief
companies have strong lead generation channels to consider, including inbound calls, call transfers,
real-time, and aged leads. As no one channel tends to deliver everything a company is looking for,
high-performing debt companies often use a mix of lead types to accomplish their objectives. They
optimize their lead performance by quickly contacting leads, using multi-touch follow-up, improving their
tech stack, focusing on effective messaging, and tracking metrics so they can make adjustments to
ensure their success. Are you ready to talk about how you can grow your consumer debt sales
pipeline?
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If you are serious about growing your debt relief business, the right mix of leads is important. Our team
works with agencies to maximize their ROI on consumer debt sales leads. Call 1-800-884-8371 or visit
The Leads Warehouse to get started.
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