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This article discusses the pricing of each tax debt lead type and the many factors that
influence pricing. It also stresses the need for operational discipline â?? including the
right tech and scripting â?? in driving ROI.

Tax debt leads are a highly effective way to identify and connect with consumers who struggle with
federal income tax debt. They help tax debt repair companies achieve solid close rates for many
reasons (read our blog, â??Tax Debt Leads vs. Consumer Debt Leads â?? Which Has Higher Close
Ratesâ?•). These consumers are under intense IRS pressure to resolve their debt or face dire
consequences. They canâ??t DIY their way out of tax debt, so they need help. And many have already
spoken with an opening agent and have asked to be transferred to a tax debt relief specialist. The
intent is there.

Many tax debt repair firms see value in buying tax debt leads. But there are important choices ahead.
Which lead type(s) should they buy? How much do they cost? Why are some priced higher? For tax
relief companies looking to scale their businesses, understanding how tax debt leads are priced â??
and what impacts ROI â?? is critical.

What do tax debt leads cost in 2026?

Tax debt relief companies have a range of different lead types to consider (see our blog, â??Tax Debt
Leads Explained â?? Types, Intent, And How Buyers Use Themâ?•). Lead pricing varies significantly by
lead type, and also depends on:

Consumer intent level
Exclusivity
Traffic source
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Qualification depth
Transfer duration
Geographic targeting

Letâ??s take a closer look at the pricing by lead type:

1. Real-time tax debt leads ($1.50 â?? $50+ per lead) â?? Real-time tax debt leads are data leads
that are posted to a tax relief company in real-time via an API link. The lower-priced real-time
leads are typically co-reg leads. Short for co-registration, these co-reg leads are consumers who
at the time of signing up for one offer also agreed to receive tax debt relief messages and offers.
The smaller $1.50 price tag reflects the mixed consumer intent levels of these leads. Higher-
priced real-time tax debt leads are generated off a form that is completed by the consumer after
they have viewed a creative specific to tax debt relief. Beyond providing their name and contact
information, these forms also collect some information about their tax debt load. These leads
command a price premium because they are more qualified, higher-intent consumers.
Real-time leads make the most financial sense for tax debt relief companies with large call
centers, experienced inside sales teams, and aggressive follow-up cadences. If the company has
an â??opener/closerâ?• model, a high volume co-reg tax debt lead is best. If the lead is being
posted to closers, the higher-intent real-time tax debt lead is appropriate. The challenge with real-
time leads is speed in contacting the lead. Consumer intent decays quickly if the lead is not called
within 8 seconds. And, even though the lead is delivered in real-time, the tax debt relief company
must put the lead on an aggressive outbound cadence. That means starting with three calls per
day, at various times, over a 3-week period.

2. Aged tax debt leads (pennies up to $0.70 per lead) â?? Aged tax debt leads are similar to real-
time leads, only they are sold some time after the initial lead is created. The age of the lead is the
primary determinant of pricing. Aged leads created 180 days ago or longer are priced at the lower
end of the range, while leads that are still within 30 days of when they were created command the
highest price.
Aged tax debt leads are most often preferred by companies that have high volume call centers,
use AI, SMS, or other types of automated outreach to generate internal transfers, and employ an
opener/closer model. To achieve the desired ROI on aged leads, companies need an aggressive,
long-term call cadence matched by proper tech and scripting. Tax debt problems do not resolve
quickly, so aged leads for tax are extremely valuable. Outreaches must include quality tech to
ensure deliverability of messages, and proper scripting. Details like 10DLC registration and caller
ID monitoring are critical, and an aged leads script is required for openers.

3. Tax debt call transfers ($140 â?? $160 per lead) â?? Tax debt call transfers are consumers
who have been contacted and pre-qualified by an outsourced team of openers, who in turn
transfer qualified prospects to a tax debt relief companyâ??s sales team for closing. These
consumers are actively searching for help and have a sense of urgency. They are prepared to
speak immediately and are further down the buying cycle. Call transfers have the highest per-lead
price, reflecting that they are the highest intent lead. The price will also depend on the buffer,
which is the designated time the tax debt company has to further qualify the lead before they are
billed for the lead. The longer the buffer, the more expensive the tax debt call transfer.
Call transfers are incredibly effective if the tax debt firm employs an appropriate buffer script. At
The Leads Warehouse, we provide all clients with both the transfer agent script and the buffer
script. A proper buffer script determines that the consumer is in tax debt with over $10,000 owed.
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Why consumer intent is even more important than raw cost per lead

Many buyers focus too heavily on cost per lead (CPL) while ignoring consumer intent and downstream
conversion behavior. A lower-priced lead is not necessarily more profitable. For example, a cheap
shared lead matched with bad tech almost guarantees poor contact rates and a low ROI. A higher-cost
call transfer may produce significantly better close rates.

Sophisticated tax relief companies match lead type with sales strategy, reflecting the consumerâ??s
intent level in their approach. For example:

Aged tax debt leads have the lowest intent; an urgency must be built up with a strong cadence.
A team of closers will be left frustrated with few deals calling on aged tax debt leads. Aged tax
debt leads are meant for automation or an opener/closer model.
Real-time tax debt leads have more consumer intent than aged, but they still need an additional
level of discernment. Co-reg leads with low to medium intent are built for volume and automation,
whereas high-intent leads off a tax debt specific page can go directly to closers.
Tax debt call transfers have the highest intent levels of all tax debt leads. These consumers are
ready to take action to deal with their tax debt. For this reason, they should always go to strong
closers. A tax debt relief company that layers in additional screening will burn clients and
marketing budget with improper screening on a call transfer.

Other factors that influence tax debt lead pricing

Beyond consumer intent, there are several more factors that influence tax debt lead quality and their
pricing:

Exclusivity â?? An exclusive lead is given to only one debt relief company rather than shared
among several companies. This exclusivity can give companies first-contact advantage, but it will
come at a higher price.
Traffic source â?? Search-driven consumers often carry higher intent than passive traffic (i.e.,
paid ads). Lead quality can vary substantially between search campaigns, social media traffic,
native advertising, affiliate funnels, and display traffic. The higher the lead quality, the higher the
cost per lead.
Tax debt amount â?? Consumers with larger tax liabilities are often more valuable to tax relief
firms. Standard tax debt marketing is a $10,000 federal income tax debt opt-in. If a company
needs higher tax debt levels, it must be specified. Campaigns targeting higher tax debt thresholds
may command higher pricing.
Qualification depth â?? Some leads are pre-qualified in an upfront discussion (call transfers) or
by information that consumers provide on a form when the lead is created (real-time form leads).
Leads that are more deeply qualified upfront are more expensive because they have already
performed the pre-qualification step in the sales process. The tax debt relief company does not
have to spend as much time performing this step as they would for leads without pre-qualification.
Transfer duration â?? Tax debt leads with longer buffers will be priced higher.
Geographic targeting â?? The pricing for tax debt leads is typically lower when tax debt
companies target larger geographies. This reflects that it is relatively easier to find a lead in a
larger market area.
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Operational discipline also impacts ROI

One of the biggest misconceptions in tax debt marketing is that lead quality alone determines success.
In reality, operational execution heavily impacts performance. The highest performing tax debt repair
companies who buy leads typically focus on:

Strong response time â?? In tax debt marketing, speed-to-lead and persistence often determine
profitability. This is especially important with real-time leads. Our studies show a response time of
8 seconds or less is ideal.
Proper tech â?? You can only sell more tax debt deals if you can connect with your leads. For tax
debt relief companies who are going to employ high volume aged leads in particular, aligning tech
to maximize contact rate is critical. Too many tax debt repair firms lose significant revenue simply
because their tech stack is weak. Some have incorrect APIs and call logic, so their tech will not
create an immediate call to contact real-time leads. Some lack 10DLC and caller ID management
for SMS and dialer campaigns, respectively. Others miss opportunities with unanswered or
dropped call transfers.
Structured buffer scripts for tax debt call transfers. Call transfers are most successful with a
strong buffer script. The Leads Warehouse provides a client-tested and proven buffer script to
every tax debt call transfer client.

How the IRS is impacting the market

Consumersâ?? intent in resolving tax debt ebbs and flows with government actions. During the early
days of the Trump administration, many consumers ignored tax collection notices due to the D.O.G.E.
efforts. Consumers mistakenly thought the IRS was going away. Then, during the government
shutdowns at the end of 2025 and beginning of 2026, again consumers thought the IRS was shutting
down. Well, the â??IRS is going awayâ?• narrative proved false. For tax debt relief companies who
purchased leads during this time, they now have an opportunity to reactivate them (more on this in a
moment).

IRS enforcement efforts continue to drive consumer demand for tax debt relief services. Factors
influencing the market include:

Increased collections activity
Renewed enforcement staffing
Expanded outreaches to taxpayers
Ongoing consumer confusion around tax programs and how to resolve tax debt
Inflation-related financial pressure

As consumer stress increases, tax resolution companies continue competing aggressively for qualified
traffic. This sustained demand helps support a strong lead marketplace across:

Forms
Inbound calls
Call transfers
Aged data
Reactivation campaigns
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Reactivating aged tax debt leads

At some point, every type of tax debt lead is an aged lead. Real-time leads must be contacted long
after their initial posting, as consumers can take a while to act. Tax debt call transfers provide real-time
closes, but with proper dispositioning, they can also fill a companyâ??s pipeline with long-term
opportunities.

According to the IRS, the IRS can collect taxes for up to 10 years from the data of the initial filing. This
creates opportunities for:

Reactivation campaigns
Nurture campaigns
Outbound dialing
SMS/email remarketing
Blended acquisition strategies

With typical tax resolution timelines lasting from 4 to 24 months, tax debt leads should be worked over
the long haul. Real-time tax debt leads and tax debt call transfers are necessary tools for any tax relief
firm, as they provide immediate help to desperate consumers who are facing wage garnishment. But
those consumers who donâ??t close or arenâ??t contacted are perhaps even more valuable for long-
term closes.

Conclusion

Tax debt lead pricing continues to reflect a highly competitive and active market. As IRS enforcement
expands and financial pressures mount for consumers, tax relief companies will need to invest heavily
in lead generation. The most successful tax debt companies focus on more than simply the cost per
lead though. They also evaluate consumer intent, operational execution, and internal sales strategy. At
The Leads Warehouse, we work with buyers across multiple lead generation channels, including real-
time leads, aged data, and call transfer opportunities designed to support scalable customer acquisition
strategies. Are you ready to talk about how you can grow your tax 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 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-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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