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Best Home Lead Providers a?? Solar and Home Services

Description

By James Schulze

This article describes key attributes of the best solar/and-home services lead providers
and how contractors can evaluate different suppliers to choosethe best fit for them. It
also outlines the different lead options available to solar installers and home
improvement contractors.

Finding the best home lead providers requires more than comparing lead prices. Solar installers and
home services contractors need homeowner inquiries they can contact, qualify, and convert into paying
customers. Aged leads, real-time co-registration, and real-time dedicated form-fill leads offer different
advantages depending on the companya??s sales operation.

Since 2005, The Leads Warehouse has developed expertise in lead generation for home-focused
businesses. TLW offers aged solar leads, real-time solar leads, aged home services leads, and real-
time home services leads. Understanding how these products differ helps contractors choose the right
marketing strategy and control customer acquisition costs.

Contractors and sales teams looking to buy the best solar leads and the best home services leads can
rely on The Leads Warehouse for fast delivery of leads to help their teams close deals.

Where to find the best home lead providers

Companies can buy solar leads and home services leads from specialized providers offering aged
homeowner inquiries, real-time co-registration leads, and real-time dedicated form-fill leads. The best
provider should explain how leads are generated, what qualifications are available, and whether
inquiries are exclusive or shared with multiple buyers.

Solar and home improvement companies face similar marketing challenges, but their sales processes
differ. Solar installers must evaluate property conditions, utility costs, and financing options. Roofing,
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window replacement, and remodeling contractors often focus on immediate repair needs or planned
improvements. A reliable lead supplier should understand those differences. Lead buyers need more
than contact information; they need prospects suited to their products, service areas, and sales
capabilities.

Aged solar leads &a?? affordable prospecting for installers
Aged solar leads originate from homeowners who previously expressed interest in residential solar
installations. These consumers completed solar-specific online inquiries, often after responding to paid

advertising. Although their original requests are no longer new, many remain potential customers.

The Leads Warehouse offers aged solar leads from $0.15 to $7.50, depending on lead age:

0-30 days: $7.50 per lead
30-90 days: $1.50 per lead
90-180 days: $0:45 per lead
180-365 days: $0.25 per lead
365+ days: $0.15 per lead

Older inquiries provide particularly affordable prospectingropportunities for companies with established
outbound sales teams. At $0.15 per record, a $1,500 investment purchases 10,000 solar aged leads
before outreach expenses. That volume creates opportunities to identify’hiomeowners whose
circumstances have changed since their original inquiry. A homeowner who declined solar six months
ago may reconsider after receiving higher electricity bills, evaluating financing, or planning other
property improvements.

TLWAa??s sales training emphasizes the need to match lead types to the buyera??s operation. A solar
appointment-setting team with consistent outbound capacity can benefit from aged data because it has
the resources to qualify homeowners and develop future opportunities.

Successful campaigns require disciplined follow-up, reliable caller identification, and scripts designed
for older inquiries. Agents should acknowledge previous interest rather than approach every prospect
as a new application.

Aged home services leads for contractors

Aged home services leads provide similar prospecting opportunities across residential improvement
categories. These inquiries originate from dedicated home services forms covering projects such as
roofing, siding, windows, HVAC, and remodeling. Unlike general incentivized surveys, the featured
aged lead product comes from stand-alone forms completed by homeowners expressing interest in
home improvement services.

Pricing for aged home services leads ranges from $0.07 to $1.00 per lead, depending on lead age.
Older, less expensive records allow contractors to build substantial prospect lists without paying real-
time acquisition prices. This approach works particularly well for companies offering services that
homeowners tend to postpone. A window replacement, kitchen renovation, or roofing upgrade can
remain under consideration for months. However, contractors should qualify current project needs
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rather than assume the original request remains active. An effective script might ask whether the
homeowner completed the project or is still evaluating options.

Aged home improvement inquiries can support future marketing when companies maintain organized
records, appropriate follow-up schedules, and compliant outreach practices.

Real-time home services leads a?? general vs. trade-specific co-reg

Real-time home services leads provide fresh homeowner inquiries shortly after submission. Co-
registration leads typically originate from surveys or multi-offer forms where homeowners indicate
interest in particular services.

TLW offers real-time home services co-reg leads at $1.50 per lead. Campaigns can target general
home improvement interest or specific categories, allowing contractors to focus on services they
actually provide. Some lead options include:

Roofing leads a?? Hemeowners interested in roof repairs or replacement

Window and door leads a??-Consumers exploring replacement or installation

Kitchen and bathroom remodeling.leads 4?? Homeowners considering renovation projects
General home services leads a?? Broader inquiries, requiring additional qualification

The distinction between general and trade-specific interest matters. ‘A roefing contractor may prefer a
consumer who selected roofing rather than someone who simply expressed interest in home
improvements.

It is also important for contractors to understand the distinct advantages of co-registration leads versus
dedicated form-fill inquiries. Co-reg offers affordable volume, while product-specific forms generally
provide stronger indications of consumer intent.

Real-time delivery also requires immediate follow-up. Contractors should have working CRM
integrations, available representatives, and scripts that reference the consumera??s original interest.
For more information on how to effectively work real-time leads, read our blog, 4??How Solar
Companies Can Improve Lead Contact Rates & Lower Acquisition Costs.a?e

Exclusive real-time solar leads 4?? qualified form-fill

Real-time solar leads generated through dedicated forms represent a different acquisition approach.
Instead of selecting solar from a general survey, consumers respond to a solar-specific advertisement
and complete detailed applications.

The Leads Warehouse offers exclusive, real-time solar form-fill leads with homeowner verification, PIN-
verified phone numbers, and self-reported credit scores of at least 650. Available information can
include utility costs, utility providers, and roof shading. These qualifications help installers evaluate
potential projects before committing significant appointment-setting resources.

Pricing for these leads depends on the geographic coverage of the installer:

e Individual state: $80 per lead
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e Multiple states: $75 per lead
e Nationwide: $65 per lead

Prices are quoted when campaigns are purchased. The higher acquisition cost of these types of leads
reflects the additional qualification already performed and exclusive delivery. However, exclusivity does
not guarantee an installation, and self-reported financial information still requires verification.

Installers purchasing these leads should be prepared to contact homeowners immediately. A dedicated
solar inquiry represents a recent expression of interest, making the first conversation particularly
important.

Solar and home services lead pricing compared

Solar lead pricing and home services lead costs vary substantially because the products serve different
stages of the sales process.
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Aged solar leads

Real-time solar form-fills

Aged home services leads

|

Real-time home services co-reg

Note: These are TLW product pricing exampl

The lowest cost per lead (CPL) does not necessarily produce the lowest customer acquisition cost. For
example, a solar company purchasing 1,000 aged leads at $0.25 per lead spends $250 before
outreach. A company purchasing 20 real-time solar leads at $75 per lead spends $1,500. The products
require different levels of sales effort and qualification. Contractors should compare total campaign
spending a?7? including the cost of leads, sales staff, and technology 4?? against the number of
completed installations or projects.

The strongest buying decision comes from understanding which product the sales team can convert
consistently.

How to compare solar and home services lead providers
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Choosing among solar lead providers and home services lead generation companies requires
examining sourcing, qualification depth, delivery, and long-term campaign performance.

Market conditions make those comparisons increasingly important. According to the Solar Energy
Industries Associationa??s September 2026 report, residential solar installations declined 12% year
over year in the second quarter of 2026. Greater pressure on acquisition efficiency makes lead
selection especially important for solar installers. For more information on the solar market outlook,
read our blog, &??Solar Sales Outlook For 2027: What Changing Demand Means For Lead Buyers.a?e

And in the home services industry, the Harvard Joint Center for Housing Studies has projected that
annual home improvement and repair spending will be approximately $525 billion through the third
guarter of 2027. That reflects a substantial contractor market, although spending growth is expected to
remain modest. For more information about the market, read our blog, a??How Higher Interest Rates
Could Impact Home Services And Home Improvement Leads.&7?e

Before selecting a home lead provider, contractors should evaluate:

e Lead source a4?? Dedicated form, co-registration, or aged inquiry

Qualification a?? homeownership, projectinterest, geographic coverage, and available
consumer information

Exclusivity &?? Whether inquiries are shared, exclusive, or-available as unsold inventory
Delivery a?? Real-time integration, geographic targeting, and‘campaign pacing
Acquisition costs a?? Total marketing and sales expenses relative to completed projects

A supplier should also explain realistic outreach requirements. Lead quality is important, but consistent
follow-up, message deliverability, and appropriate sales scripts influence the final results.

Choosing the right home lead provider

The best home lead provider depends on the contractora??s business model. Aged solar and home
services leads offer affordable prospecting volume and future opportunities. Real-time co-registration
leads support targeted home improvement campaigns, while exclusive solar form-fill leads offer more
detailed homeowner qualification. Companies should select products that match their sales capacity,
measure completed projects, and expand campaigns based on actual acquisition costs.

To explore available products, review The Leads Warehousea??s solar leads and home services leads.
Contractors who are considering a solar or home services campaign can schedule a consultation with
The Leads Warehouse to discuss available lead options. Are you ready to talk about how you can grow
your solar and home services sales pipeline?

Ready to Grow Your Solar & Home Services Sales Pipeline?
Get instant access to compliant, high-intent aged and real-time home leads.

Explore Home Lead Options

About the author
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James Schulze is the President and CEO of The Leads Warehouse, a marketing data company with
over 20 years of experience in bringing lead generation solutions to companies selling into the home,
automotive, financial, insurance, health and life, and legal sectors. He works directly with clients to
optimize conversion strategies and ROI across multiple verticals.

Connect with James Schulze on LinkedIn:
https://www.linkedin.com/in/james-I-schulze

Read additional market analysis and commentary from James Schulze on Substack:
https://jameslschulze.substack.com

If you would like more information on how you can grow your solar and home services sales, give The
Leads Warehouse a call at 1-800-884-8371 or visit our website at https://theleadswarehouse.com.
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