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This article discusses the price of different types of mortgage leads and the factors that
impact pricing. It also offers insights on what lenders should be looking at â?? beyond
the cost per lead â?? when evaluating different leads to purchase.

Mortgage lead pricing varies widely depending on loan type, consumer intent, exclusivity, and how the
lead was generated. While many buyers focus on finding the lowest cost per lead (CPL), experienced
lenders understand that profitability is determined by return on investment (ROI), not simply purchase
price.

At The Leads Warehouse, we have multiple options for mortgage leads â?? call transfer mortgage
leads, real-time mortgage leads, and aged mortgage leads (read our blog, â??Mortgage Leads
Explained â?? Types, Intent, And How Mortgage Companies Buy Leads In 2026â?•). Astute buyers
understand how each lead type works within their operational constraints to maximize ROI. The
cheapest lead may fit within your budget, but it is rarely the most profitable one. Letâ??s dive a bit
deeper.

How much do mortgage leads cost?

Mortgage lead pricing can range from a few dollars for aged leads to well over $100 for highly qualified,
exclusive, real-time prospects. Lenders can expect to pay these CPLs for each type of lead:

Call transfer mortgage leads ($65 to $100+) â?? Call transfer mortgage leads have the highest
CPL, starting at about $65. The higher price is due to their many benefits. They are the highest
intent lead, delivering live conversations with highly qualified prospects. They come with a buffer,
giving lenders a set period of time to qualify the lead before they are billed for it. And, the price
covers the costs of openers that companies would otherwise need to cover to contact leads and
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have an initial qualifying conversation.
Real-time mortgage leads ($25+) â?? Real-time mortgage leads also represent high intent
consumers, as these leads are delivered immediately once the consumer indicates their interest
in mortgage-related products and submits their information. They are priced lower than call
transfers, as they are a data lead rather than a live conversation. They also have high contact
rates, especially if following best practices of contacting the lead within 8 seconds of receiving it.
Aged mortgage leads (pennies to $1+) â?? Priced at a few dollars or less, aged mortgage leads
represent one of the lowest-cost entry points into mortgage marketing. While consumer inquiries
may have been submitted weeks or months earlier, many borrowers never completed a loan or
may now be in a better financial position to move forward. A standard rule that plays out with our
own leads is that 50% of buyers take over 90 days to make a decision. Aged leads still have a lot
of deals in the file.

Several factors influence pricing, including:

Leads distribution (exclusive versus shared)
Lead timing (real-time versus aged)
Lead type (call transfers versus data leads)
Loan product
Consumer intent
Size of geographic market
Marketing source

The more difficult a consumer is to acquire, the more valuable that lead generally becomes. However,
the quality of lead is proportional to the consumer intent; the greater the likelihood a consumer will take
action, the higher the quality.

How pricing differs based on lead exclusivity

A lead that is exclusively provided to one lender will be priced higher than one shared with multiple
buyers.

Exclusive mortgage leads

Exclusive mortgage leads typically command the highest prices because they are delivered to only one
lender. Their key benefits make them highly valuable to lenders:

No direct competition at the time of lead purchase
Possible better customer experience
Higher contact potential
Greater control over the sales process

Many lenders are willing to pay a premium because even modest improvements in funded loan volume
can offset the higher acquisition cost. The critical thing to remember is that an exclusive lead does not
mean the consumer is only looking at one mortgage lender. Consumers can opt in on multiple sites. At
The Leads Warehouse, we tell all of our clients to assume the consumer is constantly being marketed
to.

THE LEADSWARE HOUSE
Address | Phone | Link | Email

The Leads Ware House

Page 2
Footer Tagline



Shared mortgage leads

Shared leads cost less because they are sold to multiple buyers. This lower price creates opportunities
for organizations with:

Strong sales teams
Fast response times
High outbound call volume
Effective follow-up systems

Success with shared leads depends heavily on speed-to-lead and consistent execution. A major benefit
of a shared lead is that 80% of deals close between touch 5 and 12, so a shared lead gets the
consumer deeper into their decision-making process sooner (Ask for The Leads Warehouseâ??s matrix
of the number of calls vs. connections vs. contacts to closes). At The Leads Warehouse, our own
clients tell us they look at multiple providers, and we encourage it. We believe in our product and
service, and love comparison shoppers â?? they become buyers.

Why consumer intent is important

Not every mortgage inquiry has the same value. A consumer actively shopping for a home today
generally represents a different urgency than someone casually researching refinancing options. Intent
often affects:

Contact rates
Appointment rates
Application completion
Loan funding
Overall ROI

Higher intent typically commands higher pricing. The highest intent mortgage leads are created by a
mortgage-specific advertising creative, driving a consumer to a long-form, form-filled page. The long-
form, form-filled page adds enough friction that if a consumer completes it, their intent is much higher
than a consumer simply answering a single question on a co-reg lead.

Geography also impacts pricing

Real-time mortgage leads cost more when a lender attempts to microtarget territories. At its essence, a
lead is created when a consumer sees an advertising creative and responds to it. The more consumers
who see a creative, the more opportunities for conversion. Our clients maximize volume and limit cost
by increasing territory. For many lead buyers, expanding into additional markets can reduce marketing
acquisition costs while maintaining strong loan volume.

Speed-to-lead protects your investment

Regardless of price, mortgage leads lose value if they sit untouched. The craziest stat in the marketing
world is that 27% of leads are never contacted. What business would neglect a potential client?
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Besides not utilizing leads, another reason speed-to-lead â?? how quickly a mortgage company
contacts a lead â?? is important is that consumers frequently contact multiple lenders when researching
financing options. Responding within minutes, not hours, can significantly improve:

Contact rates
Applications
Loan closings
Cost per funded loan

Even premium leads can underperform without a disciplined sales process. With real-time mortgage
leads, speed-to-lead means a contact time of less than 8 seconds. Aged mortgage leads still require
quick contact. It is critical to develop disposition statuses immediately with new marketing so the sales
team remains focused on in-market consumers.

Looking beyond cost per lead

Many organizations evaluate campaigns solely on CPL. That approach can be misleading. Instead,
successful mortgage marketers monitor:

Contact rate
Qualified opportunities
Application rate
Funded loans
Customer acquisition cost
Return on advertising spend
Lifetime customer value

A higher-priced lead that consistently funds more loans often produces stronger long-term profitability
than a cheaper alternative. Conversely, an inexpensive aged mortgage lead that a lender goes deep
enough into a sales cadence can provide an amazingly low cost per acquisition. It is imperative for a
lender to match their sales process to the type of lead purchased to maximize ROI.

Conclusion

Mortgage leads provide the lifeblood of a lenderâ??s sales efforts. Fluctuating interest rates, changes in
housing activity, and consumer demand evolve, but buyers do not go away. While market conditions
affect acquisition costs, successful lenders focus on one metric above all others: profitable funded
loans. Understanding what drives lead pricing â?? and measuring performance beyond CPL â?? helps
mortgage companies build sustainable, scalable customer acquisition programs in any market. Are you
ready to talk about how you can grow your mortgage 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, life, and legal sectors. He works directly with clients to optimize
conversion strategies and ROI across multiple verticals.
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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 mortgage sales, give The Leads
Warehouse a call at 1-800-884-8371 or visit our website at http://theleadswarehouse.com.
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