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How Much Do Debt Relief Leads Cost In 20267

Description

By James Schulze

This article discusses the cost of debt relief [eads -and-what factors impact pricing across
the different lead types. It also offers insights on the bestlead strategies debt relief
companies can follow in 2026 to optimize their lead spend and grow sales.

While many Americans struggle with escalating unsecured debt, debt relief companies must often rely
on sales leads to help them identify and connect with the &??rightad? consumers for their debt
settlement and debt validation services. Do they have a high debt load? Are they finally ready to deal
with their debt? It is important to understand the different debt relief leads available and how they are
priced, as choosing and overspending on the wrong lead type can erode margins. So, what are the
different types of debt leads in the market? And how are they priced?

How much do debt relief leads cost?

Debt relief leads typically cost from pennies up to $75 depending on the lead type, intent level, and age.
Higher-priced call transfers and real-time leads convert at higher rates, while lower-priced aged leads
provide volume to help you scale.

There are several different types of debt relief leads (see our previous debt blog), each of them with
different benefits that are reflected in their pricing. Debt relief companies can expect to pay within these
ranges for each lead type:

e Direct mail inbound calls ($0.85) 4?7 Direct mail inbound debt calls are generated when a
consumer receives a direct mail creative and initiates a call to learn more about debt relief. As
mail recipients can be highly targeted based on debt load, geography and other factors, these
leads bring conversations with the highest-intent consumers. No telemarketing required. These
leads are priced on a per-piece rather than a per-call basis. At $0.85 per mail piece, these
inbound calls work well for high-performing sales teams who can quickly handle calls and are
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strong closers. Given they can also be expensive and limited in volume, most debt relief
companies use these inbound calls with other lead types.

e Call transfers ($60) &?? Dona??t have a team of openers to pre-qualify leads? Debt call
transfers could be the best fit. These are consumers who have been called and prequalified by an
outsourced team of openers and then transferred to debt relief companies for closing. Call
transfers have an average cost of $60 per call with a buffer. The buffer, which is the number of
seconds a company has to further qualify the lead before they must pay for it, affects pricing. The
longer the buffer, the higher the price. Call transfer leads are attractive to debt relief companies
who want immediate conversations and quick closes without the costs of an internal team of
openers.

e Real time leads ($2-$75) 4?7 Real-time debt leads are consumers who have provided
information and expressed interest in immediately speaking with a professional who can help
them lighten or eliminate their unsecured debt load. At an average price ranging from $2 to $75
per lead, real-time debt leads are high intent and timely. But why the large range in pricing?
Prices can vary significantly based on the geographic area and debt load the debt relief
companies would like to target. A higher level of compliance is also factored into pricing. For real-
time leads, the debt relief.companya??s name is in the TCPA language. When the consumer
provides information, they establish 1;1 consent for the named debt relief company to contact
them (see our previous blog that discusses rules that govern your calling, texting, and emailing
campaigns).

 Aged leads (pennies up to $1) a?? Aged debt leads are'consumers,who some time ago filled
out a form to receive more information about debt relief. At an average price ranging from mere
pennies up to $1 per lead, debt relief companies often get excited about the large volume of low-
cost aged leads they can access. It is one of the best ways to scale operations. The downside is
that these are the lowest intent consumers and will demand more intensive telemarketing efforts
to close deals. Debt relief companies will want to consider the cost of adding the required
telemarketing effort when evaluating the cost effectiveness of these leads.

Other factors that impact lead costs

While lead age, consumer intent and targeted geographies impact lead pricing, there are a few other
factors that can also affect lead costs:

e Competition 4?? In competitive industries like debt settlement and debt validation, more lead
buyers means higher lead prices. Some leads are sold through competitive bidding among debt
companies, which can drive up prices.

e Traffic source a?? Leads generated through first-party traffic usually perform better. A first-party
traffic source is traffic generated from channels that the lead vendor directly owns and operates
(0&0). These vendors own and operate their websites (landing pages), funnels (forms,
advertorials, quizzes), call centers, and media buying accounts (Google, Meta, etc.). By doing
this, they have control over the creatives, target audience, form flow, and compliance. In contrast,
third-party traffic sourcesa??such as affiliates, co-reg networks, aggregators, and resellersa??do
not control how a lead is generated or how many other debt relief companies receive it. First-party
sources offer a higher-performing lead that can command a premium price.

e Data quality a?? Clean data increases the value of leads. But what exactly is 4??cleana?e data?
A clean data set will not contain duplicates or fake records. Leads providers will suppress any
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new leads against previously purchased leads, so a leads buyer doesna??t pay twice for the
same lead. Data are accurate, with valid phone numbers, emails and addresses. It is consistently
and correctly formatted in a way to ensure high connection and deliverability rates. The data
sources are transparent, and the data have been compliantly collected. And, most importantly, it
is what it professes to be &?? a consumer with actual qualifying debt who is open to hearing about
debt relief solutions. High quality data comes with a premium price, but given its relatively higher
conversion rates, the overall cost per acquisition (CPA) may end up being lower.

The best lead strategy for debt relief companies in 2026

So, based on all this, what leads should debt settlement and debt validation companies buy in 20267
Our most successful debt clients have comprehensive lead strategies, incorporating a blend of lead
types to control cost but still drive dramatic sales growth. A frequently used model includes:

1.

Using debt direct mail inbound calls for intent 4?7 These leads bring debt relief companies
live opportunities with consumers who have the highest debt loads. Debt companies will need to
ensure they have the sales staffing, processes, and tech in place to handle these calls effectively.
Using debt call transfers-forimmediate closes a?? Call transfers allow debt relief companies
to focus more of their sales resources-on the/clesing phase of the sales cycle. Debt companies
will want to make sure they have the right number of-skilled closers to accept all the call transfers
they request.

Using real-time debt leads for fresh volume &?? Debt relief companies look to real-time debt
leads to keep their sales funnel filled with a large volume of fresh opportunities. To effectively use
these real-time leads, companiesa?? sales teams will need to call the lead within 8 seconds of
receiving it. Why? Because the prospective client will likely still be on their phone or computer
after 8 seconds. Not as likely after an hour. Companies will want to make sure their sales teams
are available to immediately contact these leads.

Using aged debt leads for filler a?? Debt relief companies use low-cost aged leads to
significantly supplement their lead volume. To fully gain the benefits of aged leads though,
companies will need to be prepared to really work them. Our research shows that most deals are
closed between touch 5 and 12 (request The Leads Warehousea??s matrix of the number of calls
VS. connections vs. contacts to closes). A strong cadence will allow sales teams to reach these
consumers at the right moment.

Tracking performance a?? Best-practice debt relief companies track their performance so they
can successfully drive sales effectiveness. To optimize lead spend, it is important to consistently
track cost per lead (CPL), cost per acquisition (CPA), and close rates.

Aligning with a reputable leads provider a?? Choice of leads provider can be as important as
the types of leads companies choose. The most reputable companies, like The Leads
Warehouse, focus on providing first-party (O&O) lead sources, high-quality clean data, fast
delivery (within 24-48 hours), and strong marketing expertise.

Conclusion

Understanding debt repair leads and how they are priced can dramatically impact a debt companya??s
sales success and profitability. Our most successful clients use a strategic mix of lead types to
maximize the return on their lead spend. Are you ready to talk about how you can optimally allocate
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your leads budget to grow your debt relief sales?

If you are serious about scaling your debt relief business, choosing the right blend of lead types is
important. Our team works with installers to build profitable lead strategies using the above lead types.
Call 1-800-884-8371 or visit The Leads Warehouse to get started.
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