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Home Services Leads Explained &a?? Roofing, Kitchen Remodeling, And Bathroom
Renovations

Description

By James Schulze

This article helps contractors understand the types of home/services leads and how
exclusivity, intent, speed to lead, seasonality, and financing flexibility can impact
conversion. It also offers insights on how contractors can best use these leads to grow
their home services sales.

Home services leads remain one of the largest and most competitive sectors in lead generation.
Homeowners are investing in repairs in record numbers, which is in part due to the average length of
homeownership. Today, the average homeowner stays in their house for over 12 years, just off the
pandemic high of 13-plus years. Compared to the early 2000s, when homeowners stayed in a home for
about 6.5 years, homeowners need more repairs and remodels because they are not flipping their
houses. Astute contractors across the country are aggressively searching for new customer acquisition
opportunities to take advantage of these homeownership trends.

For roofing companies, kitchen remodelers, bathroom renovation contractors, and other home
improvement businesses, understanding how home services leads work is critical for scaling efficiently
and improving return on marketing spend. Not all home services leads are alike. The lead source,
homeowner intent level, exclusivity, and response time can dramatically affect conversion rates and
overall campaign profitability.

What are home services leads?

Home services leads are consumers who have expressed interest in a home-related service or
renovation project. They may be looking for services such as:

¢ Roof replacement
e Roof repair

Page 1
Footer Tagline


https://www.redfin.com/news/homeowner-tenure-12-years/

THE LEADSWARE HOUSE
Address | Phone | Link | Email

Kitchen remodeling
Bathroom renovation
Cabinet upgrade

Countertop installation
Shower and tub replacement
Flooring

Windows and doors

e Waterproofing

e General home services

These home services leads are commonly generated through:

Search marketing

Social media marketing
Landing pages

Home improvement websites
Local service directories
Display advertising

Direct response campaigns

For contractors, these consumers represent active opportunities t0)generate estimates, set
appointments, and book jobs. '

What are the main types of home services leads available?

Home services contractors most frequently buy two different home services lead types:

1. Real-time home services leads
2. Aged home services leads

Each of these lead types has different pricing, homeowner intent levels, and conversion rates. Leta??s
go a little deeper.

Real-time home services leads

Real-time home services leads are homeowners who are looking to immediately speak with a
contractor who can help them with their home improvement project. A real-time lead is generated when
a homeowner views an online creative related to home services and then requests information or
completes a form with their name, contact information, and a little bit about the home service they are
interested in. This lead is then delivered immediately to a home services contractor via API.

These leads often have strong intent because the homeowner is actively searching for help at the
moment. They also have these key benefits:

Faster contact rates

Stronger appointment-setting potential
Improved engagement

Higher short-term conversion opportunity
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However, there are a couple of challenges with real-time leads. They are usually more expensive,
because demand among contractors is extremely competitive. They can also have a low close rate. Our
clients report close rates between 2% and 5% on real-time home services leads. Why? Immediate
close rates are low due to permitting delays, financing issues, and the general timeline of a projecta??s
pre-planning phase. But with their high intent and the right sales process and tech, real-time home
services leads can be very effective.

Aged home services leads

An aged home services lead is a homeowner who previously expressed interest in a home
improvement project, and the lead is purchased some time after it was initially created. It can be one
week after it was generated, or as long as 180 days or more.

Many contractors underestimate the value of aged data. In reality, homeowners often delay projects for:

Financing reasans

Contractor shopping

Family budgeting

Permitting delays

Uncertainty around project scope

Many contractors estimate that the pre-planning phase of a home-project.can take from 2 to 9 months.
The design, materials selection, permitting, and materials procurement all take time, often longer than

the actual length of the project itself. This long ramp-up time creates significant opportunities within the
pool of aged home services leads.

And a contractor who buys real-time leads needs to think of the marketing appropriately. A real-time
lead is not a 4??today project,a?e but it is a pipeline builder that allows a contractor to be first in the
front door, nurture the homeowner, and coach them during the long start-up cycle. This helps the
contractor close the deal when the homeowner is ready to commit. Additional benefits of aged home
services leads include:

Lower acquisition cost
Scalable volume
Strong ROI potential
Reduced upfront risk

Well-managed aged lead campaigns can perform especially well when paired with strong sales follow-
up and financing offers.

Exclusive vs. shared home services leads

Another major consideration in home services leads is whether the lead is exclusive to one buyer or
shared with multiple buyers:

e Exclusive leads a?? Exclusive leads are sold to only one contractor and are not resold as an
aged lead at a later time. There are some strong benefits to exclusive home services leads,
including reduced perceived competition, better contact rates, and higher close potential when
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combined with a high-quality nurturing campaign. Many believe exclusive leads can also offer an
improved homeowner experience. The downside to exclusive home services leads is that they are
priced higher. They are often preferred by more established contractors, premium remodelers,
and companies that are focused heavily on customer experience. The biggest risk of an exclusive
lead is contractor complacency. An exclusive lead is only sold to one contractor, but a contractor
must assume the homeowner is looking at other providers. When looking at our year-end metrics,
we see a 30% to 40% re-opt-in rate, meaning that almost half of homeowners are opting in
multiple times. A contractor who thinks an exclusive lead a??protects thema?e will lose deals due
to this complacency.

e Shared leads &4?? Shared home services leads are sold to multiple buyers simultaneously. They
offer a lower cost per lead, easier scalability, and a larger available inventory. On the downside,
they can have faster lead decay, increased competition, and aggressive follow-up environments.

So, are exclusive leads or shared leads better? Shared home services leads have a big advantage if
you consider a basic sales metric. In looking at closes, 80% of deals close between touch 5 and 12
(request The Leads Warehouse&a??s matrix of the number of calls vs. connections vs. contacts to
closes). A savvy contractor/knows the magic number needed a?? between 5 and 12 touches a??
happens quicker and more naturally-when there is competition. When you combine 80% of closes from
touches 5 through 12 with the fact that 90%.of salespeople stop after making 2 calls, you come to the
unwritten conclusion that a contractor who works a deal will win from persistence alone.

How homeowner intent differs in home services leads

Homeowner intent also plays a major role in the quality and conversion rate of home services leads. A
homeowner who searches a?7?roof replacement near meéa?e typically has a much higher urgency than
someone casually researching kitchen design ideas. High-intent homeowners often answer calls more
frequently and book appointments and request estimates faster. They convert at higher rates. Because
of this, many contractors will prioritize:

e Search-driven traffic
¢ Real-time leads off a long-form, form-filled landing page
e Leads generated from marketing creatives that are specific to home services

The strongest lead campaigns focus not only on volume, but also on identifying homeowners who are
actively ready to move forward. A well-designed sales funnel creates enough friction to weed out the
low-intent homeowners, focusing on consumers most ready to move forward.

Why contacting a home services lead quickly is essential

Home services is one of the most speed-sensitive lead generation verticals. Homeowners often contact
multiple contractors within minutes of submitting a request. Companies that respond quickly generally
perform significantly better than businesses relying on delayed outreach. Contractors who are most
successful in handling home services leads will focus heavily on:

e Fast lead response
e Appointment-setting systems
¢ Call handling quality
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¢ After-hours coverage
¢ Follow-up cadence

Missed calls and slow response times can dramatically reduce conversion rates, especially in highly
competitive local markets. Maintaining speed to lead in todaya??s telephony environment is not a
matter of fast dials only. Speed to lead also means a homeowner is receiving a call they are willing to
answer. A contractor that is hit with a 4??spam likelya?e flag loses the initiative even with fast dials. A
consumer simply wona??t take the call in most cases, negating the contractora??s diligence in
outreach.

Seasonality in home services marketing

Home services demand often fluctuates seasonally depending on geography and project type. For
example:

Roofing demandmay spike after storms.

Exterior projects oftencincrease during spring and summer.

Kitchen and bathroom remodels-may rise during periods of increased home equity.
Insurance-related projects can surge-afterweather events.

Understanding seasonal demand patterns helps home services contractors forecast staffing, manage
budgets, scale campaigns, and optimize acquisition costs. Experienced-home services leads buyers
often adjust campaign strategy throughout the year based on regional trends and weather-related
demand.

Why financing is becoming more important in home services

As inflation and interest rates continue impacting homeowners, financing has become a major factor in
home services conversion rates. Many homeowners delay roof replacements, kitchen remodels,
bathroom renovations, and larger repairs due to affordability concerns. This has increased the
importance of:

Financing offers

Monthly payment options
Promotional campaigns
Reactivation outreach

Contractors who are able to combine strong lead generation with financing flexibility often gain a
significant competitive advantage. And as credit requirements tighten, it makes the speed to lead and
call deliverability even more important. In the case of emergency projects, a homeownera??s intent is
at an all-time high once financing is secured. Contact rates suppressed by poor tech will crush an
otherwise solid sales and marketing campaign.

How contractors use home services leads

Most contractors use home services leads within structured sales processes. A typical workflow
includes:
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Making initial homeowner contact

Qualifying the homeowner and their project
Scheduling an appointment

Conducting the inspection to generate an estimate
Delivering the proposal to the homeowner

Closing the deal

ook wNE

Many larger contractors also choose to segment their campaigns based on:

Homeowner status
Property type

Zip code

Income level
Home age

Project urgency

These segmentation efforts.allow contractors to prioritize high-value opportunities while improving
operational efficiency. Top-performing-contractors also recognize that 50% of closes happen 90-plus
days after initial lead creation. They do-not stop contacting newer leads after the initial outreach;
instead they go deep into a cadence that lasts uptor180 days with even more long-term reactivation
strategies.

Conclusion

The home services market is growing. As homeowners stay in their houses longer, they will need
repairs, upgrades, and renovations. The most successful contractors are buying home services leads to
connect them with the highest-intent homeowners. They are strengthening their campaigns with rapid
follow-up, operational discipline, financing flexibility, and scalable appointment setting systems. At The
Leads Warehouse, we work with multiple home services lead generation channels to help our clients
scale their customer acquisition strategies. Are you ready to talk about how you can grow your home
services sales pipeline?

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 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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