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Mass Tort Lead Pricing in 2026 a?? Signed Case Costs, Long-Form CPLs, And
Co-Reg Real-Time Data Benchmarks

Description

By James Schulze

This article discusses pricing of each mass tort lead type‘and-the many factors that
influence their pricing. It also emphasizes the need for compliance and strong
operational execution in driving desired ROIs.

There are plenty of mass tort opportunities for law firms to pursue. According to Lex Machinaa??s 2025
Torts Litigation Report, the number of tort lawsuit filings in U.S. federal district courts increased by
nearly 20% in recent years compared to the prior period. Many law firms, aggregators, and legal
marketers who are looking to grow with this trend are purchasing mass tort leads to help them identify
and connect with potential claimants.

There are multiple lead types that attorneys can consider (see our blog, &??Mass Tort Leads Explained
a?? Signed Cases, Long-Form Leads, And Co-Reg Real-Time Dataa?e). Each lead type has its
strengths and weaknesses and is priced differently based on many factors. For firms looking to scale, it
is critical to understand how mass tort leads are priced and what impacts signed case economics.

What factors drive mass tort lead pricing?

Mass tort lead pricing varies significantly depending on:

Litigation category

Depth of claimant qualification
Lead source

Traffic quality

Geography

Signed case performance
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Higher-value tort campaigns generally command higher acquisition costs because the revenue value of
each claimant is larger. Litigation competition is aggressive. And, intake requirements are more
complex.

The pricing of campaigns often fluctuates based on:

¢ Active litigation trends
e Advertising saturation
¢ Media competition
e Law firm demand

A valuable tip to lower lead pricing is to extend the statute of limitations (SOL) to the maximum
available for each type of case and by geography. The longer the statute of limitations, the longer the
opt-in time can be. If a statute of limitations on a web lead can be extended 6 to 12 months, the same
forms can produce twice as many leads. This decreases the lead pricing.

So, what can attorneys expect to pay for each type of mass tort lead?
What do mass tort leads cost‘in 20267

These are the per-lead prices that law firms typically pay for eachlead type:

Signed case campaigns ($1,500+ per lead)

Tort signed case acquisition, or full intake tort leads, is the highest-value segment of mass tort
marketing. In signed case campaigns, buyers are not simply purchasing raw claimant data. The focus is
on fully retained clients who complete the intake and engagement process. The pricing of these leads,
starting at $1,500 per signed claimant, is substantially higher than that for standard lead generation
campaigns because these involve:

Deeper claimant qualification
Attorney review

Intake verification

Claimant retention

Rather than focusing solely on raw cost per lead (CPL) metrics, many law firms are now prioritizing
signed case economics, cost per retained claimant, and intake efficiency. As acquisition costs continue
to increase, firms are becoming more selective about claimant quality, qualification depth, and retention
probability.

The age of a tort is one of the biggest drivers of the demand and pricing for intake leads. Newer torts
like Roblox cases or video game addiction are in high demand, driving lead prices up. Additionally,
specialized intake teams are better at qualifying a consumer in a new tort, making signed cases far
more valuable.

Long-form mass tort leads ($200+ per lead)
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Long-form mass tort leads are frequently used to acquire claimants. These campaigns collect detailed
claimant information before delivery, often including:

Diagnosis details
Prescription history

Injury information
Exposure timelines
Treatment history
Qualifying medical criteria

Because these campaigns involve stronger filtering, long-form tort leads often command higher pricing
than simpler short-form submissions. At a CPL of $200 or higher, the primary value of long-form
campaigns is improved intake efficiency. Firms purchasing long-form data often seek:

e Higher qualification rates

¢ Reduced intake-waste

e Improved claimant/acecuracy

e Stronger signed case potential

Long-form campaigns are commonly used in pharmaceutical litigation, toxic exposure cases, medical
device litigation, and environmental contamination claims:

It is important for a law firm to inspect the real-time lead form to understand the opt-in process. A lead
form that allows for opt-ins for multiple torts can cause consumer confusion, which creates a lower
intent lead. This type of lead is priced at the lower end of the range. Leads that are created from a page
dedicated to one tort will be priced higher, given their higher intent and relevance to a specific tort.

Co-reg real-time data leads ($1.50 4?? $5.00 per lead)

Co-reg real-time data leads are created when consumers who opt-in for one offer also agree to receive
information about a mass tort. These consumers opt into receiving legal marketing offers through:

e Survey funnels

¢ Incentive-based paths

e Multi-step forms

e Broader consumer acquisition environments

Co-reg campaigns are commonly valued for their scalable volume, broad geographic reach, and lower
acquisition costs compared to some premium lead generation channels. However, the quality of co-reg
leads can vary significantly depending on their:

Traffic source
Qualification logic
Suppression management
Targeting quality

Strong co-reg campaigns rely heavily on filtering, segmentation, and disciplined intake operations.
Many law firms buy co-reg real-time data to supplement their signed case campaigns, increase scale,

Page 3
Footer Tagline



THE LEADSWARE HOUSE
Address | Phone | Link | Email

and improve blended acquisition economics.

A law firm that utilizes co-reg style leads must have a massive outreach campaign to contact
consumers. To maximize contact rates, the firm must have their tech aligned with current dialing
requirements to avoid being labeled as a??spam likely.a?+ Besides dialing, A2P and 10DLC registration
is required for SMS. And, an email campaign must be executed with warmed-up, high-quality domains
to effectively inbox outreaches.

Why qualification impacts pricing

Mass tort qualification standards are significantly more complex than those in other verticals. Claimants
may need to meet specific criteria:

Product usage
Diagnosis

Injury severity
Prescription timelines
Treatment records
Exposure duration

As qualification requirements become stricter, it requires more time and-resources to effectively qualify
claimants. This increases acquisition costs. Highly-filtered claimant traffic generally commands
premium pricing because:

¢ Intake waste decreases
¢ Signed case probability improves
¢ Operational efficiency increases

This is why many law firms increasingly prioritize detailed intake paths, long-form qualification, and
highly-filtered co-reg campaigns.

Lastly, it is imperative for a law firm to review creatives driving traffic to lead generation landing pages.
Qualification starts with the initial ad, and an ad that overpromises case payouts and quick wins,
becomes a compliance problem before the lead is even generated. Deceitful or misleading ad creatives
can be illegal and noncompliant. A deceptive ad can create a low cost lead. A straightforward creative
IS more expensive, but it creates a better lead.

Why signed cases are more important than raw lead volume

One of the biggest mistakes in mass tort marketing is focusing only on lead count. Large volumes of
poorly qualified traffic can dramatically increase intake staffing costs, disqualification rates, and cost per
retained claimant.

Sophisticated law firms evaluate campaigns based on:

¢ Qualified claimants
¢ Retained clients
¢ Signed cases
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e Overall cost per acquisition (CPA)

Because of this, many attorneys are now focusing more heavily on claimant quality, intake efficiency,
and signed case conversion rates. A smaller volume of highly qualified claimants often substantially
outperforms large quantities of weak or poorly filtered traffic.

How state-specific regulations affect lead generation

National law firms also need to be aware of regulations specific to every state they litigate in. New laws
that govern solicitations and advertisements by attorneys, like California SB 37, significantly affect lead
generation. For example, under Californiad??s new rule:

Law firms are accountable for lead generation compliance.

Ad creatives cannot utilize false claims or promises of payouts.

Leads must be generated off webforms that identify the law firm buying the lead.

Consumers have-a,private right to action, which allows them to directly file civil lawsuits against
both the advertiser andithe attorney.

Standard lead generation websites that'gather leads blindly, aggregate them and distribute them are
likely not compliant and deserve higher scrutiny by law firms operating in California. With laws changing
quickly in all states, law firms buying leads must keep up to date with local statutes related to mass tort
lead generation. !

Operational execution is important too

Even the best decisions on lead purchases cannot guarantee performance and desirable ROIls. Lead
quality alone does not determine campaign profitability. Operational execution heavily impacts intake
completion, claimant engagement, signed case conversion, and overall ROI.

But what does strong operational execution look like? High-performing law firms that purchase and
effectively manage leads typically focus on:

Rapid outreach

Intake staffing

CRM workflows

Claimant follow-up

Disciplined qualification system

With up to 5 new mass torts hitting the market in any given year, operational excellence also focuses on
intake team scripting and training for mass tort leads. Scripts and processes need to be specific to an
individual tort. Signing a retainer agreement on a new ride share case or social media addiction case is
very different than intaking a legacy mesothelioma or Round Up mass tort case.

Conclusion

With the number of mass tort lawsuits jumping 20% over the past few years, litigation firms continue to
compete heavily for qualified claimants. The demand for signed case campaigns, long-form leads, and
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co-reg real-time data will continue to be strong in 2026 and beyond. The most successful law firms will
buy mass tort leads, but they will not just fixate on the cost per lead. Beyond pricing, they will focus on
claimant qualification, signed case economics, intake efficiency, local and state regulations related to
lead generation, and operational execution. At The Leads Warehouse, we work with attorneys across
multiple mass tort lead generation channels to support their scaling customer acquisition strategies. Are
you ready to talk about how you can grow your mass tort 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-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 mass)tort sales, give The Leads
Warehouse a call at 1-800-884-8371 or visit our website at http://theleadswarehouse.com.
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