
How to Get Probate Listings



The system

• Gather leads
• Sort out the best leads
• Enter into your CRM
• Mail
• Call
• Repeat 9 times per lead (once per month)



Gather the leads

• Get them directly from the courthouse
• Get them from an online legal publication
• Pay for them (I don’t recommend)



Gather the leads
www.publicnoticeads.com



How to find contact info for PR

• If you have the case number you can get the 
contact info by looking up the case at the 
courthouse.  Some counties let you access the 
info online.

• You can try Spokeo or Intelius



Intelius Premier $19.95-mo



Spokeo $4.95-mo



Gather the leads

• Visit the courthouse
• Either your county superior court. If your county is big enough 

it may have its own probate court.
• Talk to the county clerk.  Ask for list of new probate cases for 

the week.  Petition to Probate or Letters of Testamentary 
some states call this Letters of Administration or Letter of 
Representation.

• Get the case number, name of decedent, name of personal 
representative or administrator

• Best leads are decedents with a will, executor or personal 
representative.  Next are without a will, administrator.



In the beginning I mailed and called all of the leads.  Now I have 
specific letters that are sent depending on the type of lead.  This 
isn’t necessary if you are only getting a dozen leads a week.  In 
my county I am getting over 120.  I sort through them and only 
keep leads where the real property is in my area and the 
executor is out of the area.  A decedent with a will and a 
surviving spouse is a lower quality lead to me.  There is a good 
chance that the spouse knows a local agent.  It’s not a bad lead, 
but when you have so many to choose from it gets tossed.

Sort the leads



Enter Leads into CRM

• More efficient to use real estate specific CRM
• A good example is Top Producer
• There are many available for as little as $20 a 

month
• Get your own.  I am not a fan of company 

provided CRM’s.
• Load the letters and calls in sequence.  Once you 

enter a lead you will be prompted to send letter, 
make call etc.  Some call this an action plan.



Mail leads

• 4 letters
• 1 letter a month for 4 months
• Follow up each letter with a call



Most agents give up after first mailing.  Investors are 
generally mailing 3 times.

In most cases it takes 3 months from filing the 
Petition to Probate until the Personal 
Representative receives the OK to sell the property.

I am giving you 4 letters.  Mail 1 per month in 
sequence.

You must mail at least 3 times



What you mail is important…
• The first letter is an introduction that positions you as a specialist in Probate Real Estate.  

Do not ask for the listing.  Offer to be a resource should they have questions.  The 
envelope is addressed by hand.  Include a blue ink pen in the envelope.

• The second letter informs them that you can refer them to a competent lawn care 
company, locksmith, handyman, estate sale company, probate attorney etc should they 
need assistance.

• The third letter informs them that you can help them if they want to sell the property 
quickly, as is to an all cash buyer, or you can help them get full market value.

• The fourth letter offers them a free Broker Price Opinion to help them determine the value 
of the property. (or a CMA)



Mailer #1



Lumpy Mail is 90% more likely to be opened.



What’s inside?



Details for Letter #1

• Letter 1 on plain white paper.  I print it on a color printer so 
the word “blue” is printed in blue ink.

• Hand addressed “Express” envelope with first class postage.  
www.xpressenvelopes.com/

• Include blue ink pen with your name and telephone number 
and “Probate Specialist”. www.amsterdamprinting.com



Theory of including pen

• Gets envelope opened (90% of competing 
letters will not get opened)

• Gifts create reciprocity
• Reason for gift “blue ink story” demonstrates 

how your specialized knowledge can help 
them save time, avoid mistakes.  This creates 
authority and makes it easy for the prospect 
to say yes to you later.





Letter #2



Details for Letter #2

• Letter  on very light pastel color.  I use a very light shade of 
yellow.  It’s hard to see in photo.

• Letter folded in half in a hand addressed A9 pastel envelope 
with first class postage.  www.envelopes.com/

• Include refrigerator magnet clipped to the Probate Timeline 
with your name and telephone number and “Probate 
Specialist”. www.amsterdamprinting.com



Letter #2



Letter #3



Details for Letter #3

• Letter  on white paper. 

• Letter folded in half in a hand addressed A9 pastel envelope 
with first class postage.  www.envelopes.com/ (10-50 cents)

• Include $100 Drop Card business card clipped to the bottom 
of the letter.   www.dropcards.com (10 cents a card)

http://www.envelopes.com/
http://www.dropcards.com


Letter #3



Letter #4



Details for Letter #4

• Letter  on white paper. 

• Letter folded in half in a hand addressed 6x9 express envelope 
with first class postage.  www.xpressenvelopes.com/ (10-50 
cents)

• Include refrigerator magnet clipped to the “Executors Duties” 
with your name and telephone number and “Probate 
Specialist”. www.amsterdamprinting.com

http://www.envelopes.com/
http://www.amsterdamprinting.com


Letter #4



What to mail after month 4

• Just solds
• Just listed
• Are you interested in selling the property at:
• Newsletter
• I have buyers looking in your area
• Check MLS to see if property has sold



The call after each letter will double 
your success

• You will only find telephone numbers for 50% of the 
leads.  If you have the number use it.

• Simply call to see if they received the letter, ask if they 
have any questions for you, tell them they can call you 
anytime.

• Call 3 ask if they would prefer to sell quickly as is to an 
all cash buyer (investor) or list it on the open market to 
get full market value.

• Call 4 make sure to ask for an appointment to do a 
CMA or BPO.



Script

• Hi this is Frank Patrick, I’m just calling to see if 
you got my letter about the estate of _______.

• I am just calling to introduce myself and see if 
there is anything I can do to help you.  I 
specialize in assisting personal representatives 
sell any real estate left in the estate.



Simple Vs. Easy

• You need a decent understanding of the probate 
process in your State.

• You need a CRM.
• You need to be consistent.
• You need to come from a position of “service 

before self interest”.
• You have to persevere.
• 6% of of your leads should turn into listings 

(lowest I have seen is 1%)



6% conversion is our goal

• In most cases no cost for lead
• $2.00 a mailing x 9 times = $18 a lead
• $18 x 100 leads = $1,800
• 6 out of 100 turn into listings/sales
• Avg sales price x 3% = $6,000 in my area
• 6 listings x $6,000 = $36,000 return on $1,800
• Every $1 you put in returns $20



1% conversion

• In most cases no cost for lead
• $2.00 a mailing x 9 times = $18 a lead
• $18 x 100 leads = $1,800
• 1 out of 100 turn into listings/sales
• Avg sales price x 3% = $6,000 in my area
• 1 listings x $6,000 = $6,000 return on $1,800
• Every $1 you put in returns $3.33



The system

• Gather leads
• Sort out the best leads
• Enter into your CRM
• Mail
• Call
• Repeat 4 times per lead (once per month)



Questions?



• Join the Facebook Group
• Everything we discussed will be emailed to 

you today
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