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By James Schulze

This article discusses the price of different types of home warranty leads and the factors
that impact pricing. It also encourages companies to look beyond the cost per lead to
find the right leads for their sales teams and to quickly contact leads to drive higher
close rates.

Home warranty pricing can vary significantly depending on how the lead is generated, whether it is
exclusive or shared, and how recently the consumer requested information. While many companies
focus on finding the lowest cost per lead (CPL), experienced marketers know that the real objective is
acquiring profitable customers.

There are multiple ways to create leads. They can be co-reg leads, where the original advertising
creative is not related to the final opt-in. Or the lead can be a long-form, form-filled lead created from an
opt-in specific to the lead type. At The Leads Warehouse, we provide each, but even though a long-
form, form-filled lead is the most expensive, it has the highest intent to drive close rates. The best lead
isnâ??t always the cheapest one. The best lead is the lead with the highest intent and offers the highest
client retention rates.

How much do home warranty leads cost?

The pricing of home warranty leads differs by lead type and age. There are real-time leads and aged
leads available in the home warranty vertical (read our blog, â??Home Warranty Leads Explained â??
Types, Intent, And How Companies Buy Home Warranty Leads In 2026â?•). Home warranty companies
can expect to pay these CPLs:

Real-time home warranty leads ($2+) â?? Real-time home warranty leads are priced higher
than aged leads because they are fresher and have higher homeowner intent. These premium
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leads are typically used by organizations with strong closing sales teams.
Aged home warranty leads ($0.15 â?? $0.25) â?? Aged home warranty leads offer one of the
most affordable ways to acquire homeowners. Although the inquiry may have been submitted
weeks or months earlier, many homeowners continue researching coverage or simply postpone
their purchase decision. Organizations with disciplined sales teams frequently use aged leads to
supplement their real-time campaigns and lower their average cost per acquisition. An incredibly
effective strategy is to focus on 9- to 14-month-old leads. When purchasing a home, a new
homeowner typically gets a 12-month warranty. The 9- to 14-month-old leads can be buyers who
have looked at a home warranty but put off their purchase until the realtor warranty ends.

Not every homeowner represents the same opportunity. In addition to a leadâ??s age, home warranty
lead pricing will also vary based on:

Lead distribution (exclusive versus shared)
Homeowner intent
Geography served
Marketing source
Data quality

Higher-quality, high-intent leads generally command higher prices because they are more difficult and
expensive to generate.

How pricing differs based on lead exclusivity

A lead that is exclusively provided to one home warranty company will have a higher CPL than a lead
that is shared with multiple buyers.

Exclusive home warranty leads

Exclusive home warranty leads are sold to a single buyer. Because there is no direct competition for the
individual lead, these leads can produce a superior customer experience and higher contact rates.
Exclusive leads still require aggressive follow-up. According to the latest metrics, over 50% of
consumers opt-in to at least 3 sites with online inquiries. An exclusive lead is not an exclusive
consumer.

Many home warranty companies are willing to pay a premium for exclusive leads if they consistently
deliver stronger conversion rates and lower customer acquisition costs. Close rates depend as much on
the buyerâ??s sales process as they do on lead quality.

Shared home warranty leads

Shared home warranty leads are distributed to multiple companies. Their lower purchase price makes
them attractive to organizations looking to generate higher lead volume while managing acquisition
costs. Success with shared leads depends heavily on:

Fast response times
Consistent outbound calling
Strong follow-up
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Well-trained sales representatives

Companies that excel in these areas often generate excellent returns despite increased competition. To
maximize close rates, a company must go deep in its sales call cadence. Over 90% of sales reps stop
after making two calls, but 90% of consumers pick up after the sixth phone call. A home warranty
company that outworks competitors can out-sell competitors.

How geographic market size impacts pricing

Real-time home warranty lead prices vary by the size of geography that the home warranty company
serves. Most home warranty companies can sell warranties nationwide, but many times at The Leads
Warehouse, we speak to warranty companies that prefer to limit their lead purchases to more local
markets. This increases the lead cost as the addressable market is smaller and it is more difficult to find
a lead in a smaller area.

A larger geography can also provide better leads. Individual housing markets ebb and flow, and the key
buyer of a home warranty is a new homeowner. Buying leads nationwide plays to the law of averages
that a bigger pool will smooth out opportunity peaks and valleys.

Speed-to-lead protects your investment in leads

Regardless of price, home warranty leads lose value if companies wait too long to respond.
Homeowners often request multiple quotes before selecting a provider. Responding quickly can
improve:

Contact rates
Quote completion
Policy sales
Return on investment

Even premium leads require an efficient sales process to maximize results. Because a home warranty
is not a large investment â?? many warranties start at $30 per month â?? the first call can close down
slow-to-react warranty companies. A home warranty can also be a one-call close. Many times, the first
in is the winner.

Donâ??t judge leads by CPL alone

The cost per lead is only one metric used to evaluate a lead. Successful organizations also monitor:

Contact rate
Quote rate
Close rate
Customer acquisition cost
Customer lifetime value
Return on advertising spend
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Higher-priced leads that consistently convert into paying customers often produce greater profitability
than cheaper leads with weak engagement.

Astute home warranty companies also look at client retention rates. Consumers can change warranty
companies, and an inexpensive, over-sold lead can create â??warranty flippers.â?• An inexpensive
lead that does not create client persistence ends up being an expensive lead in the long run.

Finding the right lead buying strategy

There is no one-size-fits-all approach. Some companies focus primarily on exclusive real-time leads.
Others build a diversified acquisition strategy that includes shared and aged leads. The best buying
strategy depends on your budget, sales strategy, and long-term growth objectives.

Conclusion

Home warranty lead pricing will continue to evolve as competition, consumer demand, and digital
advertising costs change. Companies that evaluate leads based on profitability and client retention â??
not just purchase price â?? are typically the ones that build sustainable growth. Understanding what
drives lead pricing allows marketers to make smarter buying decisions and maximize return on every
marketing dollar. Are you ready to talk about how you can grow your home warranty 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 home warranty sales, give The Leads
Warehouse a call at 1-800-884-8371 or visit our website at https://theleadswarehouse.com.
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