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By James Schulze

This article discusses the different lead and data options available to B2B marketers,
comparing advantages, relative lead cost, sales effort required, contact rates, and
conversion rates. It also gives lenders insights on the best cadence to follow in using
MCA leads and B2B data.

Small businesses face persistent liquidity crunches. Data from the Federal Reserve Banksâ?? 2026
Report on Employer Firms (based on findings from their 2025 Small Business Credit Survey) shows
that 60% of firms applied for financing in the 12 months prior to the survey. And, approximately 56% of
employer firms requested these funds to meet operating expenses. Traditional bank approval rates
remain tight, so for business loan brokers and alternative funders, merchant cash advances (MCAs)
have become an essential capital lifeline (read our blog, â??U.S. Debt Hits $40 Trillion â?? Why
Alternative Business Funding Could Become More Importantâ?•). However, securing predictable deal
flow requires partnering with top business lead providers who deliver verified commercial data.

At The Leads Warehouse, we have supplied compliant B2B datasets, merchant records, and lead
campaigns nationwide for more than 21 years. Over our long history, we have observed that 25% of our
clientsâ?? success with leads can be attributed to the leads themselves. The remaining 75% of their
success depends on their outreach cadence, dialer capacity, and sales execution. Whether buying
aged MCA leads, real-time co-reg data, inbound calls or B2B data, brokers must align lead sources with
their sales floorâ??s operational bandwidth.

Evaluating MCA lead pricing â?? real-time vs. aged merchant data

The cost of merchant cash advance leads varies from pennies per record for high-volume aged lists to
over $100 for exclusive inbound calls. Lowering your cost per funded contract requires balancing
upfront lead pricing against your sales teamâ??s closing capacity. If a funding desk cannot sustain
high-volume dialing, buying cheap data results in wasted payroll and low morale.
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When you buy MCA leads, intent connects directly to the lead generation channel. A merchant
completing a dedicated online application has an immediate working capital shortfall. Conversely, aged
MCA leads represent top-of-funnel records. These business owners explored financing options weeks
or months earlier, and they require systematic re-engagement to restart funding discussions.

The required sales efforts and close rates also differ by business lead type:

If your funding desk lacks automated dialing software, working raw lists will overwhelm your sales reps.
Before allocating your monthly marketing budget, review our blog, â??What Are MCA Leads? Types,
Costs, And How Funding Companies Use Them.â?•

Sourcing qualified B2B data â?? converting real-time form-fill leads

Real-time form-fill leads represent the highest-intent tier of digital merchant acquisition. These business
owners actively complete dedicated, multi-step online funding questionnaires seeking immediate
working capital. Because applicants provide granular details about their monthly sales and funding
goals, your reps engage motivated business owners who actively expect a phone consultation.
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To maximize closing efficiency from real-time web forms, funding companies must align inbound lead
criteria with their underwriting standards. For example:

Stated monthly revenue â?? Filtering for active merchant accounts generating at least $15,000
to $25,000 monthly
Funding urgency â?? Targeting business owners requiring capital deployment within 24 to 72
hours
Capital purpose â?? Verifying financing intent for payroll, seasonal inventory purchases or
equipment repair

Speed-to-lead is equally critical for fresh web submissions. Calling a merchant within 60 seconds
yields a 35% to 50% connection rate, but that connection rate drops to 10% after five minutes.
After ten minutes, the call feels like an interruption, as it is likely the business owner has moved
away from their electronic device and/or gone on to another task. To capture exclusive MCA
leads, connect real-time webhooks directly to your automated dialer.

The 90-day decision window â?? why aged MCA leads are a goldmine

A major misconception in commercial finance is that a lead loses value after 30 days. Industry
sales benchmarks show that while 25% of business owners are ready to accept funding
immediately, a full 50% of merchants who request capital will not make a purchasing decision for
at least three months.

Small business owners rarely resolve cash flow deficits overnight. A business owner who
explored merchant loan leads 90 days ago may have delayed borrowing due to customer
receivables, tax planning, or seasonality. Three months later, unpaid supplier invoices or
equipment breakdowns force them back into the capital market. The initial broker who gave up
after two calls has vanished, leaving the merchant ready for a new offer.

Consider the math behind MCA leads campaigns. For the cost of 10 live call transfers, a broker
can purchase 1,000 verified aged MCA leads. If those 10 live calls yield 3 quick advances, you
have essentially run through your pipeline. With 1,000 aged leads converting at a modest 0.83%
baseline, an outbound floor funds 8 or more deals while retaining over 990 merchant records that
a broker can continuously work throughout the fiscal quarter. Sourcing aged data from The Leads
Warehouse provides a deep well of opportunities.

Multi-touch merchant outreach â?? breaking the 2-call barrier

Reaching active business owners requires persistence. Research shows that 27% of sales leads
never receive a single follow-up call, and the typical sales rep quits on the lead after 2 contact
attempts. In business-to-business (B2B) funding, walking away after 2 attempts diminishes your
pipeline. Comprehensive outbound contact data confirms that 80% of sales closes occur between
the 5th and 12th contact attempt. When reps reach out at least 6 times, the overall likelihood of
making contact climbs toward 90% (For more information on the number of calls vs. connections
vs. contacts, schedule time with The Leads Warehouse).

Successful merchant funding floors follow a disciplined multi-channel cadence, such as:

THE LEADSWARE HOUSE
Address | Phone | Link | Email

The Leads Ware House

Page 3
Footer Tagline

https://theleadswarehouse.com/merchant-cash-advance/
https://theleadswarehouse.com/merchant-cash-advance/
https://theleadswarehouse.com/contact/


Days 1-3: Daily phone calls paired with transparent text messages identifying who you are
Days 4-7: Alternating phone outreach with value-focused email follow-ups analyzing cash
flow health
Days 8-14: Midday phone attempts verifying supplier inventory needs or pending
receivables

Combining consistent dials with verified B2B data from The Leads Warehouse allows your
sales reps to break past gatekeepers and establish direct conversations with business
owners.

How to choose the best business lead provider for your funding floor

Lowering your customer acquisition cost requires selecting lead types that match your
floorâ??s operational strengths. Solo brokers should prioritize live inbound calls and verified
transfers because they lack the time required for raw phone prospecting. Conversely, larger
sales floors maximize margins by feeding junior openers aged MCA leads and UCC lists
before routing qualified deals to seasoned closers.

Before purchasing merchant cash advance leads for sale, analyze your dialing
infrastructure, follow-up speed, and closing ratios. And, to help your team assess lead
performance before you buy MCA leads, consult our blog, â?•UCC Leads vs. Real-Time
Applications Data â?? Which Performs Better For MCA?â?•

Since 2005, The Leads Warehouse has helped alternative funding companies, B2B brokers,
and cash advance desks scale deal flow with compliant data. We source verified lists from
established B2B list brokers, ensuring your sales floor receives accurate records backed by
over two decades of commercial expertise. By pairing high-volume aged lists with
disciplined multi-touch cadences, your business can lower acquisition costs and drive
sustainable funding revenue. Are you ready to talk about how you can grow your MCA /
business funding sales pipeline?

Ready to Maximize Your MCA, business funding, and B2B sales?

Get instant access to compliant, high-intent aged and real-time MCA/business funding leads
and B2B data.

Buy MCA Leads & Sales Lists Here â??
Buy B2B Marketing Data Here â??

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
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sectors. He works directly with clients to optimize conversion strategies and ROI across
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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 are serious about growing your MCA / business funding business, the right blend of
sales leads is critical. Our team works with funding companies to maximize their ROI on
MCA sales leads. Call 1-800-884-8371 or visit The Leads Warehouse to get started.
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