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This article discusses the outlook for the debt relief market in 2027 and key factors
driving demand. It also explains the three primary debt relief lead options, their strengths
and costs, and how debt settlement companies use them to grow their pipelines and
close more deals in 2027.

The consumer debt industry enters 2027 with a large pool of potential customers. Americans continue
to carry significant credit card balances, while everyday expenses put pressure on household budgets.
For debt settlement companies, this creates opportunities to reach consumers who may need help
managing unsecured debt. However, strong demand does not automatically produce profitable
enrollments. Companies must choose the right debt leads, control acquisition costs, and develop sales
strategies that turn consumer interest into paying customers.

At The Leads Warehouse, serving companies in the consumer debt market has been core to our
business for more than 21 years. Our experience and broad selection of debt leads make TLW a strong
choice for companies looking for the best debt lead providers in 2027.

Consumer debt relief outlook for 2027 and why demand remains strong

Consumer debt remains a major issue heading into 2027. According to the Federal Reserve Bank of
New York, Americans carried approximately $1.26 trillion in credit card balances during the second
quarter of 2026. Total household debt exceeded $18.8 trillion. These figures illustrate the enormous
size of the consumer credit market and the potential audience for debt relief services. Not every
borrower needs debt settlement, but rising balances can create opportunities for companies serving
financially distressed consumers.
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Financial pressure extends beyond the amount consumers owe. Federal Reserve research reported in
October 2026 showed that 8.6% of families spent more than 40% of their income on debt payments.
Meanwhile, a New York Fed consumer survey found that consumers expected inflation of 3.9% over
the following year.

Three factors could support continued demand for debt relief services in 2027:

1. High credit card balances â?? Consumers carrying significant unsecured debt may seek
alternatives to managing monthly payments.

2. Household budget pressure â?? Rising living expenses can make existing debt obligations
harder to maintain.

3. Changing financial circumstances â?? Job changes, unexpected expenses, and income
disruptions can create new demand for debt assistance.

These conditions suggest that consumer financial stress will remain an important consideration in
2027. For debt settlement companies, the opportunity is identifying consumers whose
circumstances make them suitable candidates for assistance.

Why buying the best debt leads is critical in 2027

The debt settlement industry has never been simply about finding consumers who owe money.
Successful companies must identify prospects with the right debt balances, financial
circumstances, and interest in exploring debt relief options. As competition for qualified
consumers continues, buying the best debt settlement leads becomes increasingly important. A
company paying too much for prospects may struggle to profitably acquire customers, even when
its sales team performs well.

Debt relief companies generally have three major options when purchasing leads:

1. Aged debt leads â?? These are lower-cost prospects that support larger outreach
campaigns and ongoing sales activity.

2. Real-time debt leads â?? These are fresh consumer inquiries that allow representatives to
contact prospects shortly after they request information.

3. Exclusive debt settlement call transfers â?? These are live conversations with interested
consumers who have been initially qualified before reaching the lead buyer.

Each product offers different advantages. The best choice depends on the companyâ??s budget,
sales operation, staffing, and ability to follow up consistently.

Best aged debt leads â?? affordable volume and long-term opportunity

For companies looking to control marketing expenses, aged debt leads remain an attractive
option. These consumers previously submitted information expressing interest in debt-related
services, but their inquiries are no longer new. Because aged debt settlement leads typically cost
substantially less than fresh leads, buyers can contact more prospects with the same marketing
budget. This makes them especially useful for establishing sales teams with reliable dialing
systems and consistent follow-up procedures.
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Buying aged debt leads also gives companies flexibility. Buyers can often select records by lead
age, geography, and other available data fields. A business seeking additional production in
particular states can build targeted campaigns rather than purchasing leads across the entire
country.

The Leads Warehouse provides aged debt leads that support several buying strategies:

High-volume prospecting â?? Purchase larger quantities of affordable leads to keep sales
representatives productive.
Geographic targeting â?? Focus campaigns on states and markets where the company
operates and sees promising trends.
Lead age segmentation â?? Test different lead age ranges to determine which produces the
best acquisition costs.
Ongoing pipeline development â?? Maintain a consistent supply of prospects without relying
entirely on expensive fresh inquiries.

Consumer circumstances change over time. Someone who requested debt assistance
several months ago may have resolved the problem, enrolled elsewhere, or become more
interested in finding a solution. Sales representatives should approach these consumers
professionally rather than assume their original interest remains unchanged. With compliant
outreach, effective scripting, and consistent follow-up, aged leads can provide an
economical source of new business.

Real-time and exclusive debt settlement leads â?? fresh consumer intent

Real-time debt leads serve companies that want to reach consumers shortly after they
submit an inquiry. These prospects may be actively comparing debt relief options and
looking for information about their financial situation. Because the inquiry is recent, prompt
follow-up is particularly important. A sales representative who contacts the consumer quickly
has a better opportunity to establish a conversation before interest fades or competing
companies make contact.

When companies buy real-time debt leads, several factors deserve attention:

Lead freshness â?? How quickly is the inquiry delivered after submission?
Exclusivity â?? Is the lead sold to one buyer or distributed to multiple companies?
Qualification â?? What information is collected about the consumerâ??s debt and
financial situation?
Consent documentation â?? What permissions were collected, and do they support
the intended outreach?

Exclusive debt settlement leads can provide an additional advantage by limiting distribution
of the inquiry to one buyer. However, exclusivity does not guarantee enrollment. Consumers
may still explore alternatives, decline assistance, or fail to meet program requirements. The
Leads Warehouse offers real-time debt leads as another option for buyers who want to
complement their aged lead campaigns.
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Exclusive debt settlement call transfers â?? live conversations with
consumers

Exclusive debt settlement call transfers offer a different approach to acquiring customers.
Rather than purchasing contact information and initiating outreach, the buyer receives a live
conversation with a consumer interested in discussing debt relief. This can reduce the time
representatives spend trying to establish initial contact. For companies with experienced
enrollment specialists, qualified call transfers can be a valuable part of their marketing
strategy.

When purchasing exclusive debt settlement call transfers, buyers should evaluate:

Minimum unsecured debt requirements
Geographic eligibility and qualification criteria
Consumer interest and intent
Call duration and acceptance requirements
Pricing and policies for rejected transfers

These factors include the actual cost of acquiring an enrolled customer. The Leads
Warehouse offers exclusive debt settlement call transfers for companies seeking qualified
live consumer conversations.

How much do debt settlement leads cost?

Debt settlement lead prices vary considerably depending on the product, age, exclusivity,
and qualification requirements. Aged debt leads generally offer the lowest cost per lead
(CPL), allowing companies to purchase substantial volume. Real-time debt leads cost more
because the inquiry is fresh, while exclusive leads offer additional value through limited
distribution. Qualified debt settlement call transfers typically carry a higher upfront cost
because the buyer receives a live conversation rather than a record requiring outbound
contact.

Lead Type Relative Cost Primary Advantage

Aged
Lowest
(pennies up to $1.00 per
lead)

Affordable volume and flexible
prospecting

Real-time
Moderate to High
($2 to $75 per lead)

Fresh consumer intent

Exclusive Call
Transfer

Highest
($60+ per call)

Live, qualified conversations

The Leads Warehouse

However, the lowest lead price does not always produce the lowest customer acquisition
cost (CPA), which is the amount of lead spend needed to close one customer. Consider two
hypothetical campaigns. One company purchases 5,000 aged debt leads at $0.20 per lead
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for $1,000 and enrolls 5 customers. Its CPA is $200 (i.e., $1,000 lead spend / 5
enrollments). Another company spends $1,000 on 25 real-time leads at $40 per lead and
enrolls 6 customers, producing a $167 CPA (i.e., $1,000 lead spend / 6 enrollments). These
examples are illustrative, not industry benchmarks. They demonstrate why debt settlement
companies should measure results beyond the initial price per lead.

Turning debt leads into enrolled customers

Lead quality is important, but sales execution often determines whether a campaign
becomes profitable. Debt settlement companies should track contact rates, qualified
conversations, appointments, enrollments, and customer acquisition costs. These
measurements help identify which lead sources deserve additional investment. A campaign
with inexpensive leads may require more dialing and follow-up, while a campaign with
higher-priced leads may produce fewer conversations but stronger enrollment opportunities.

Four practices can help improve debt lead performance:

Respond quickly â?? Route fresh inquiries to available representatives without
unnecessary delays.
Develop effective scripts â?? Explain the reason for contact clearly, especially when
working older inquiries.
Follow up consistently â?? Use organized, compliant outreach schedules rather than
relying on a single attempt.
Measure actual enrollment costs â?? Evaluate campaigns based on customers
acquired, not just leads purchased or calls completed.

Representatives must also understand that consumers may not remember an older inquiry.
A respectful explanation of the reason for the call can be more effective than insisting the
consumer previously requested assistance. For more information on maximizing the
effectiveness of leads, read our blog, â??Best Debt Lead Generation Strategies For High-
Intent Consumersâ?•.

Building a profitable debt lead buying strategy for 2027

The strongest debt settlement marketing programs often use more than one lead source.
Aged debt leads can provide affordable volume and a steady prospecting pipeline. Real-
time debt leads create opportunities to engage consumers while their interest is fresh.
Exclusive debt settlement call transfers allow experienced representatives to focus on live
conversations. Combining these products gives buyers more flexibility when balancing
marketing budgets, staffing, and enrollment goals (for more information on building the right
mix of debt relief leads, read our blog, â??Are Debt Relief Leads Worth It? ROI, Close
Rates, And Scaling Campaignsâ?•).

As consumer financial pressure continues into 2027, debt relief companies have an
opportunity to build their businesses through disciplined lead buying. The most successful
buyers will evaluate actual enrollment costs, improve follow-up procedures, and adjust their
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lead mix based on results. The Leads Warehouse helps debt settlement companies
purchase aged debt leads, real-time debt leads, and exclusive debt settlement call transfers.
With the right strategy, these products can support a more predictable and cost-effective
customer acquisition program. Are you ready to talk about how you can grow your consumer
debt sales pipeline?

About the author

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, 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-l-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 tax debt relief sales, give The
Leads Warehouse a call at 1-800-884-8371 or visit our website at
http://theleadswarehouse.com.
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