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SSDI Lead Prices In 2026 4?7 What Disability Advocates Should Expect To Pay

Description

By James Schulze

This article discusses the pricing for different- SSDf{ lead types and how costs vary by
lead distribution, age, and other factors. It also encourages organizations to look at more
than lead price when assessing the value of SSDI leads and to ask key questions when
selecting the right lead provider.

One of the first questions that disability advocates ask before they purchase Social Security Disability
Insurance (SSDI) leads is; 4??How much should | expect to pay?a?e The answer depends on many
factors, including the type of lead, how recently the consumer requested assistance, whether the lead is
exclusive or shared, and how it was generated.

At The Leads Warehouse, we have SSDI aged leads, SSDI real-time leads, and SSDI call transfers
(read our blog, 4??What Are SSDI Leads? A Complete Guide For Disability Advocatesa?e). We are
experts at assisting law firms and disability advocates in sourcing the marketing that best matches their
sales processes.

SSDI leads are available at a variety of price points, allowing disability advocates, law firms, and intake
organizations to choose a strategy that fits their budget and growth goals and is aligned with their sales
processes.

What determines SSDI lead pricing?

Several factors impact the pricing of SSDI leads, including:

e Lead type and delivery (aged, real-time, call transfer)
¢ Lead distribution (exclusive vs. shared)

e Lead age

¢ Marketing source
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e Consumer qualification
¢ Size of geographic coverage

Generally speaking, the newer and more exclusive the lead, the higher the price. SSDI call transfers
are always more expensive than data leads.

While the per-lead price is important, matching the right lead to the buyera??s sales process is even
more critical, as this is what brings the clienta??s cost per acquisition (CPA) down. CPA is the true
measure that determines the quality of a lead.

How lead pricing differs by lead type

Each of the different SSDI lead types has strengths that are reflected in their pricing. These are the
typical prices that organizations can expect to pay this year:

e Aged SSDI leads. (pennies to $0.50 per lead) &?? Aged SSDI leads are one of the most
affordable lead options-available. These are consumers who previously requested assistance but
were never retained or-are_no-longern actively being contacted. Because SSDI claims often involve
lengthy decision-making timelines,.aged leads can continue producing opportunities well after the
original inquiry. With an initial SSDI claim denial rate of approximately 67%, working aged SSDI
leads for denied claims for resubmission is an especially effective.strategy. Many experienced
disability advocates use aged SSDI leads to maximize their return-.an’investment (ROI) while
maintaining a consistent pipeline of prospective clients.

e Real-time SSDI leads ($1.00+ per lead) 4?? Real-time SSDi leads are delivered immediately
after a consumer requests assistance. Because these consumers are actively seeking help and
the intent to act is strong, real-time leads generally command higher prices. For organizations with
a dedicated intake team, contacting consumers quickly can improve engagement and increase
conversion opportunities. The number that is important for effectively working real-time leads is
a??10.47+ That is, real-time leads should be contacted in less than 10 seconds after submission
to maximize contact rate. Why? Because the chance that the consumer is still in front of their
electronic device after 10 seconds is much greater than after one hour.

e SSDI call transfers ($60+ per call) &?? SSDI call transfers are one of the highest-value products
because the consumer is already on the phone, ready for a conversation. Rather than following
up on an online inquiry, advocates speak directly with individuals actively seeking help with their
disability claim. For organizations focused on immediate intake, call transfers can be an effective
client acquisition strategy. Call transfers almost always include a buffer, which is a set amount of
time (e.g., 120 seconds) that organizations have to further qualify the caller before being billed for
the transfer. One of the standard buffer questions is: &??Are you currently represented by a law
firm?a?¢ Many denied consumers will say 4??yesa?e with the intent of finding new representation.
Law firms that understand the nuances of the denial market and how to navigate around this can
find in-market consumers other firms miss.

How lead pricing differs by lead distribution

Exclusive SSDI leads are sold to only one organization and are priced higher than shared leads.
Exclusive leads, which include call transfers and most real-time leads, can be effective with the long
application process of an initial filing. Many organizations prefer exclusive leads because they reduce
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direct competition and allow advocates to establish the first relationship with the prospective client.

Shared SSDI leads are distributed to multiple buyers, making them a lower-cost option for organizations
that can respond quickly and maintain consistent follow-up. Shared leads are most popular with law
firms and disability advocates who focus on initially denied consumers. Shared leads, which are
primarily aged leads, introduce the SSDI firm to consumers who have most likely already been turned
down and are ready for an appeal.

Price doesna??t always equal value

Many organizations make the mistake of shopping for the lowest-priced leads. The better, more
strategic question is: 4??Which leads generate the highest return on investment?a?e

A lower-priced lead that cannot be reached or isna??t qualified offers little value. But paying the highest
price doesna??t really guarantee the best results either. Successful organizations evaluate lead
sources based on:

Contact rates

Qualification rates

Client retention rates

Cost per acquired client

How the lead type aligns with the organizationa??s sales process..

These metrics provide a much better picture of lead quality than price alone.

The SSDI lead that best matches the disability advocatea??s sales process is the best lead, regardless
of price. A law firm with first-rate attorneys but poor tech skills will have a hard time making data leads
work; they should concentrate on SSDI call transfers. A law firm with an opener-closer model and the
right tech stack can purchase real-time or even aged data leads to close deals.

Consistency is more important than timing

Some organizations wait for the a??perfecta?e time to purchase leads. In reality, maintaining a
consistent flow of prospective clients is often far more valuable than trying to time the market. A steady
pipeline allows intake teams to remain productive while creating predictable opportunities for long-term
growth. Whether purchasing aged leads, real-time leads, or call transfers, consistency typically
produces better results than sporadic buying and makes it easier to manage ROI.

Choosing the right SSDI lead provider

Choosing the right lead provider entails more than simply finding the vendor with the lowest price.
Disability advocates should ask several important questions when evaluating providers and their
offerings, including:

e How are the leads generated?
e Are they compliant with current regulations?
e What lead types are available?
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e Can lead volume be increased as my organization grows?
¢ Does the provider have experience serving disability advocates?

An experienced lead provider should help you identify the right lead mix based on your intake process,
staffing, and business goals.

Why organizations choose The Leads Warehouse

The Leads Warehouse provides SSDI lead solutions for disability advocates, law firms, and intake
organizations nationwide. Whether youa??re looking for SSDI aged leads, real-time opportunities, call
transfers, or customized lead generation programs, we help organizations build predictable client
acquisition pipelines designed for long-term success.

Conclusion

SSDI lead prices vary,depending on the type of lead you purchase, but price alone should never
determine your decision. The 'most successful disability advocates focus on lead quality, consistency,
and long-term ROI. By selectingthe_right lead strategy and partnering with an experienced provider,
organizations can build a reliable pipeline 6f‘prospective clients while positioning themselves for
sustainable growth. Are you ready to talk about how you can grow.your SSDI 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 SSDI sales, give The Leads Warehouse a
call at 1-800-884-8371 or visit our website at https://theleadswarehouse.com.
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