


Book Description:
DISCOVER A TACTIC THAT CAN TRANSFORM YOUR ESTATE PLANNING FIRM’S
REVENUE GROWTH

Estate planning lawyers have an advantage that no other lawyers have - the ability to
increase cash flow quickly by targeting probate leads. In this book, legal marketing
experts Elliot and Erik Alicea will explain exactly why probate leads are so unique, how
capitalizing on them can result in speedy profits, and what estate planning lawyers need
to do to avoid leaving money on the table.

What makes this probate client acquisition formula so unique is that it can work for any
estate planning lawyer - even solo attorneys, attorneys who just started practicing, and
attorneys who don’t have a website. Every estate planning lawyer who wants to close
more cases in 2022 can benefit from the advice and strategies in these pages!

—---------------------------------------------------------------------------------------------------------------

Probate Clients = Fast Cash Flow
Learn The Probate Client Acquisition Formula That Can Double

Your Revenue

A Search Marketing Shortcut For Small Estate Planning Law Firms
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Introduction
Why You Should Read This Book:

Don’t Miss Out On A Fast Money-Making Opportunity

In 1954, Art Linkletter and his friend took a ride into the California countryside. His friend,
a movie executive who had been close with Art and his family for years, wanted to show Art
some property where he planned to build his next business venture. He painted a picture of
wonderful success - attractions unlike anything that the world had ever seen - but as Art looked
around, all he could see was a cow pasture with a few abandoned sheds that was 45 minutes
from L.A. His friend Walter explained that building the project would take all of the money he
had, but it was possible; he had driven Art out to see it because he was giving him an
opportunity to invest in the surrounding land, which he told him would soon be packed with
hotels and restaurants and tourists. Walter declared to Art that there was a fortune to be made -
that in just a few years, the land would be worth twenty times or more what he’d pay for it. Art
thought his friend was deluded.

“What could I say? I knew he was wrong,“ Art said later, recalling that meeting. “I had
such admiration for his business acumen and his show-business savvy that I hardly knew how
to tell him I thought he was making the biggest, most ruinous mistake of his entire life. I knew
that he had let a dream get the best of his common sense, so I mumbled something about a
tight-money situation and promised I would look into the whole thing a little later on.”



But his friend cautioned him that “later on” would be too late, and it was. Art Linkletter
never forgot the walk back to the car, and estimated that each step probably cost him a million
dollars; he had just turned down Walt Disney offering him the chance to buy up the property that
surrounded what was to become Disneyland1.

It’s interesting, and a little heartbreaking, to read about such a sizable missed
opportunity. It’s another thing entirely to miss a lucrative opportunity yourself, which is why we
wrote this book!

My brother Erik and I manage a legal marketing company that has spent over $45 million
in advertising. This has given us up-close experience and knowledge regarding what lawyers,
particularly estate planning lawyers, can do to grow their firms. Because we’ve worked with
numerous attorneys in this practice area, we know that many estate planning lawyers are, just
like Art, leaving significant amounts of money on the table. Unlike Art, though, most of them
don’t even know it’s there and that they have the chance to make it. In a pandemic and
post-pandemic world where lawyers in many states are struggling to make their business
profitable, this is particularly tragic.

This is going to be a short book, because we’re going to get right to the point - no fluff, no
wasting your valuable time. There is money on the table. It’s easy money, it’s fast money, and the
way to grab it is simple.

You, unlike Art, don’t have to take a chance and make a crazy investment in order to get it
(the way to do so is low-risk and low-cost). You don’t have to take a chance on something that’s
never been tried before in order to get it (many estate planning lawyers we’ve worked with have
done it, and all the systems you need are already in place). You don’t have to work for it for
months or years (true to the title of the book, you can really get it in less than one month). You
don’t even have to be the best estate planning attorney in town, or the most experienced, or the
one with the largest firm (this book was written with solo and brand-new attorneys in mind!). A
formula for fast cash flow for estate planning lawyers does exist, and we want to give it to you!
Here it is:

If you’re an estate planning attorney, you can generate cash flow quickly just by doing
one simple thing: targeting probate leads.

You can completely change the status of your practice when you go from solely pursuing
slow money (estate plans - more on why we consider this “slow money” later) to taking the
shortcut and making fast money (through probate leads).

1 Denney, Jim. “Art Linkletter’s Disneyland Regret.” Walt's Disneyland, Wordpress.com, 2 July 2017,
https://waltsdisneyland.wordpress.com/2017/07/02/art-linkletters-disneyland-regret/. Accessed 1 Nov.
2021.



We’re NOT suggesting that you become a probate lawyer instead of an estate planning
lawyer. What we are doing is letting you know that if you’re an estate planning lawyer who is not
actively seeking out people who are looking for probate help, you’re missing out on potentially
hundreds of thousands of dollars.

In the following chapters, we’ll show you how targeting probate leads can help you avoid
leaving that money on the table. We’ll explain this formula - how it works, how we know it works,
why it works so quickly, how to maximize the results you get in order to grow your revenue, and
more. You’re going to leave this book with an understanding of the marketing dynamics that
could revolutionize your firm’s success, and you won’t have to change anything about what
you’re actually doing - just who you’re doing it for. Increasing cash flow with probate is THE
single most effective thing that estate planning lawyers can do.

Let’s prove it by discussing four examples of estate planning attorneys we’ve worked
with that seized this opportunity to target probate leads and got rewarded: Myrna, who doubled
her firm’s revenue in the heart of the pandemic; Michelle, who made almost $20,000 in less than
2 months; Reggie, who earned $9,500 in 2 months; and Sarah, who made $9,000 from only
$1,000 of ad spend.

-----

Chapter 1
Targeting Probate Leads Really Does Work:

Proof That Following The Formula Leads To Success

We’re confident that you can double your revenue in less than 30 days by targeting
probate leads because we’ve personally seen other lawyers do it. Our proposed formula is a
tested, proven way to grow your firm - we’ve tested and proven it with our own clients!

About six years ago, my brother and I were working as marketing directors for Protect
My Car, an auto warranty company, when we decided to start our own marketing business. In the
beginning, we were marketing for any client who came to us, but in the last couple years we
have honed in on one business type that has a model primed for marketing success - attorneys,
particularly estate planning attorneys.

This may surprise many firm owners, because it’s not something that’s frequently talked
about, but estate planning attorneys have several advantages over other business models when
it comes to marketing.



One of those is that you can afford to pay the high cost required to acquire a new client.
Because of the high prices you charge for your services, even if your cost per acquisition (CPA)
is high, your return on investment will be solid. (Other businesses, like e-commerce brands, can’t
say the same.) Dan Kennedy, a best-selling author and respected small business marketing
strategist, and Russel Brunson, one of the most renowned digital marketing experts, often say
that “whoever can spend the most money to acquire a customer wins”2. Hypothetically, if you’re
charging $5,000 to create a complex estate plan, then spending $500 to reach someone who
needs a complex estate plan and turn them into a client shouldn’t be a second thought. $500 is
high, but it isn’t when you consider the ROI you’ll get back.

When you think in these terms, estate planning lawyers even have an advantage over
other law firms because they have multiple services that they can offer to clients. You have the
ability to upsell, a quality unique to estate planners. For example, most other firms don’t have
anything else to sell you other than the main service that they are providing (i.e., a personal
injury lawyer is only going to pursue compensation, or a criminal defense lawyer is only going to
defend against charges). If you’re an estate planning lawyer, though, you have many things to
sell. You can sell wills, trusts, and other documents like directives, individually or in packages;
you can sell complete estate plans; you can sell probate guidance; you can sell Medicaid
planning for your client’s parents; all of these services to the same people, and the list goes on.
This will lead to you building a book of business! If you sell 100 wills, for example, it’s likely that
some or many of those clients’ families will come back to you for help with probate. You can
afford to pay more to acquire a client because there are more services that you can offer to
them!

Another reason why you have a business that’s perfect for marketing is because
everyone needs the services you offer. Most people are aware of their need for an estate plan
(though they may not necessarily “want” them….you’re kind of like a dentist in that way).
Common sense economics says that the more people who are searching for what you are
selling, the more money you stand to make, and there are thousands of people searching for
wills, trusts, estate planning, power of attorney, and other related services. No matter where
you’re located, your client base is massive! This means that you don’t have to necessarily do
anything special or work hard to differentiate your services; you just have to meet the demand
that already exists.

When we discovered this, we started focusing on working with more estate planning
firms. We’ve worked with lawyers in Florida, California, Louisiana, Texas, New York, Alabama,
Pennsylvania, Arizona, Ohio, Massachusetts, Maryland, Virginia, Michigan, Oklahoma, Colorado,
Utah, and other states. We’ve worked with seasoned attorneys and those who have just opened
their practices weeks ago. We’ve worked with groups and with solo lawyers.

2 Brunson, Russell. Dotcom Secrets: the Underground Playbook for Growing Your Company Online with
Sales Funnels. Morgan James Publishing, 2015.



As we worked with more and more estate planning attorneys, we realized something
else. Our most successful clients weren’t necessarily the ones with the most years in practice,
or who were located in the most populated cities, or the ones who had other attorney partners at
their firm, or the ones who were offering the most affordable packages, or even the ones who
had the most unique sales pitch. What was the deciding factor?

In the course of growing our clients’ firms, we’ve found that the best results are
achieved by estate planning attorneys who are also targeting probate cases. They are the ones
closing the most business in the shortest amount of time.

We developed this hypothesis for the first time when we met Myrna, an estate planning
lawyer in Baton Rouge, Louisiana who has been our client for a couple of years now. When we
first met her, she was a solo practitioner who had a marketing background and who had been
practicing for about 20 years. She had tried certain marketing tactics like organic and Facebook
marketing, but found herself unable to successfully drive traffic to her website through Google
Ads’ complex platform (our specialty). She was spending a ton of money and not getting
consistent results, so she called us and came on board, and we began targeting estate planning
leads for her.

However, she kept getting people calling about probate, which she didn’t want at the
time. (That can happen often to estate planning lawyers because people searching for probate
might not know what to look for. Those who have just lost a loved one may not know the term
“probate” yet; they may search for a will lawyer, or be told by a friend that they need to contact
an estate planning lawyer, when what they really need is a probate lawyer). These calls
continued to come in, and after a while, she came to the conclusion that she was essentially
throwing money away by not taking on these clients. She stopped rejecting them. After resolving
a few of those cases, we talked with her and decided to start intentionally targeting probate
leads. At that point, everything blew up (in a good way) very quickly. She got so many probate
clients that she soon had to hire another lawyer just to handle those cases. She tripled the
amount of phone calls she got and doubled her firm’s revenue - during the height of Covid -
because of the probate targeting. And just last week (at the time we wrote this) she hired a third
attorney to keep up with the demand.

Many people think that you have to be super established as an attorney or have a huge
law firm to succeed with marketing, but that’s not the case. Remember - there’s a shortcut. You
can bypass all the years of experience that other lawyers have and get right to closing cases if
you’re an estate planning lawyer targeting probate leads. Recently, we met Michelle, an estate
planning attorney in Texas who only opened her firm about 2 months ago. At this point, she’s
spent about $2,500 on ads, generated 63 total leads, and closed 7 clients (who have paid). She
currently has 8 pending leads, which are very close to becoming clients, and has earned $19,000
in revenue so far from that $2,500 ad spend - strictly from probate leads. That’s a 7.6x ROI. And



she doesn’t even have any reviews or a website yet for her firm! Sarah, another new lawyer, saw
a similar ROI - she started with $1,000 in ad spend, closed 5 cases, and made $9,000 in revenue.

Reggie is another lawyer we like to point out to prove that probate clients = fast cash.
He’s an estate planning lawyer located in Florida who had previously advertised in the many
traditional ways that estate planning lawyers do - Chamber of Commerce meetings, seminars,
etc. - but achieved inconsistent and slow results. At the start of his second month advertising
for probate, he has only spent $1,237 on ads and has generated 22 leads. He closed 5 cases,
which resulted in $9,500 in revenue, and has about $5,000 pending that he expects to receive at
any moment! Reggie multiplied $1,200 to $10,000 in less than two months. That’s the power of
probate.

But why is probate such a powerful tool for estate planning attorneys - what makes that
practice area ideal for advertising? What makes it a faster way to generate cash flow than just
selling estate plans, which is what most estate planning lawyers are doing? Let’s take a closer
look.

-----

Chapter 2
Why The Formula Makes Sense:

Understanding The Value Of Probate Leads

Have you ever heard of a “Gestalt switch”? You may have come across this term in a
philosophy or psychology class in college. It refers to a moment when someone changes
perspective - when their interpretation of their experience changes from one thing to another.

Take Rubin’s Vase, for example, a famous optical illusion developed by Danish
psychologist Edgar Rubin in 1915. You’ve probably seen it before. Do you see a white vase, or
black faces?



Whichever object you initially see, you’re probably able to see the other object without
much difficulty, but you have to intentionally focus your eyes on a different area of the image
before you can do so. That moment when your perspective changes and you see the other
image is a Gestalt switch.

What we want to do in this chapter (and really, with this whole book) is prompt a Gestalt
switch of sorts. We want you to go from either not wanting probate cases or being neutral
towards them - like Myrna initially was - to targeting them because you understand their value.
We’ll show you best practices for doing so in Chapter 3, but it’s important to understand the
“why” before the “how”.

From a legal perspective, it makes sense why you may not want to take on probate
cases. They can take months to resolve, you will have to spend extra time educating and
consoling grieving clients, and you may become involved in litigation. From a marketing
perspective, though, probate leads are arguably the most valuable kind for three main reasons:
people who need probate need legal help urgently; people who go through probate can be
easily persuaded to create an estate plan for themselves; and there are many people who need
a probate lawyer.

The Urgency Of Probate Leads

Remember when we said that being an estate planner is kind of like being a dentist -
everyone needs what you’re selling, but they don’t necessarily want it? Your job is also similar to
a dentist’s because most people will put off coming to see you until they realize how much they
need your services or because they have a problem. Most people have an invincibility complex.
They don’t think about death, until they have a reason to, and that’s when they’ll schedule an
estate planning consultation. Even though you know that getting an estate plan in place is
urgent (because anyone could pass away at any moment), there’s no perceived sense of
urgency from the general population, which is where your estate planning leads will come from.
A lack of urgency doesn’t equal fast cash flow.

Probate is completely different - lawyers who do probate cases are more like oral
surgeons than dentists. People who lost a loved one and have been named the estate executor
have major tasks ahead of them and need help immediately filing inventory, filing taxes,
notifying creditors, and carrying out other legal responsibilities. They have deadlines to meet
(that have financial and legal consequences for being missed), and they won’t be able to



receive their share of the inheritance until the probate process is complete, which is another
reason that they need legal guidance now. They’re mourning. They’re confused by the complex
information they’re reading online. They want to be done with the legal side of things so they
can move forward with their lives. They need sound counsel sooner rather than later. If you can
arrange to be the first probate lawyer they get in contact with, or the first consultation they
attend, you have a great chance of getting their business.

Another way of understanding why the urgency factor should affect your marketing
strategy is through the lens of the marketing funnel. If you don’t know what the marketing funnel
is or why it’s relevant, you’re not alone; the main reason why many estate planning attorneys
leave money on the table and don’t target probate leads is because they don’t have a solid
grasp of where their estate planning leads are currently coming from…they don’t know where
their target audience is on the marketing funnel. It’s critical that you understand the marketing
funnel, or you’re not going to understand why targeting probate leads makes sense.

This is the marketing funnel:

It illustrates your lead’s journey to becoming a client. The terms on the left stand for Top
of Funnel, Middle of Funnel, and Bottom of Funnel. People at the top of the funnel either are
unaware or are just starting to become aware of their need for an attorney, while people at the
bottom of the funnel are ready to hire one. (The people in the middle of the funnel are
considering hiring an attorney or are researching their options.)

Most estate planning attorneys spend their time and budget on top of funnel marketing.
They want people to hire them to create an estate plan, so they’ll hold seminars/webinars, write
e-books like this one, send newsletters, publish blogs, or use any other tool designed to
introduce people to the idea of estate planning. These tools do have a sales component -
usually at the end, the estate planning lawyer will make a special offer or present themselves as
an answer to the problems they presented in the seminar/webinar/e-book/newsletter - but the



people they’re presenting to are in the awareness (or consideration) phase, which is just a first
touchpoint.

That audience isn’t ready to hire an attorney yet, and the estate planning consideration
phase is long. It will take time for them to understand they need an estate plan, be persuaded to
make one at this time in their life, compare their options, and arrive at the bottom of the funnel,
where they’re ready to sign up with you. These leads will also require a lot of effort and lead
nurturing: your office will need to follow up persistently with those leads via email and text, or
through remarketing (which is a way of tagging an internet user and following them around with
ads as they browse other sites or social media).

Top of funnel marketing is necessary sometimes, and it isn’t a bad thing, but it’s definitely
not fast. Bottom of funnel marketing (search advertising) is fast. That’s why it’s what we primarily
focus on.

Estate planning lawyers can and should use bottom of funnel marketing to target estate
planning leads. This will lead to faster results than other marketing methods. But even if they do
use Google Ads, estate planning leads at the bottom of the funnel will still take more time to
close than probate leads at the bottom of the funnel because of the urgency factor. People who
are ready to hire a probate lawyer are going to close fast, without much nurturing; they need
what you have to offer right now! Targeting these leads, who are in the last stage of the client
journey and who have a sense of urgency, is going to help you quickly start to make much more
money than you’re spending.

If you use bottom of funnel marketing to target probate leads, you’re taking a
shortcut to fast cash flow.

Most shortcuts take you to the same place as you would have gotten otherwise later, but
the truly amazing thing about this probate shortcut is that it actually takes you somewhere else -
to a better, more profitable place. That’s because probate leads can easily turn into probate
leads or referrals, which brings us to the second reason why probate leads are the most
valuable…

The Upselling Ability Of Probate Leads

Probate isn’t a fun process, and even if you’re a terrific lawyer who makes everything as
easy and stress-free as possible, your clients will realize this. People who are dealing with
probate also don’t have that same invincibility complex that most people do; they’re dealing with
the reality of death right now, and it’s on their minds. Both of these factors give you an
opportunity to persuade them to hire you to create an estate plan. You can present it in a
compelling way they’ll understand - getting an estate plan can prevent their spouse, kids, or
family members from having to go through what they’re going through right now. You won’t have
to work very hard to point out the negative aspects of probate and the benefits of a
comprehensive estate plan, like you may have to with someone who has never been through



the process. It’s a completely natural way to upsell your leads. How much do you charge for a
probate case? How much do you charge for an estate plan? Think of the ROI possibilities when
even 30% of the probate leads you paid for turn into probate cases that turn into estate plans!

An estate plan isn’t the only valuable “extra” you can get from your probate leads,
besides a retainer. You can get Google & Facebook reviews or website testimonials from clients
you help, which can increase your credibility and the likelihood of getting more leads. You can
also get referrals, which can double your ROI on probate cases. Many law firms operate mostly
on referrals, and while we believe that marketing can grow your firm faster and more predictably,
getting referrals from leads you paid for is a great way to multiply revenue! Imagine you target a
probate lead, who becomes a client, who gets sold an estate plan (that’s two retainers), and
then tells their friend who’s family member had also just passed away about their experience
with you. Their friend comes to you for help with their probate case, and you also sell them an
estate plan (two retainers). You essentially tripled your return, for the price of one lead.

The Predictability Of Probate Leads

You’ve heard the saying that the only certainties in this world are death and taxes; for
you, that’s a good thing, because it means you’re always going to be needed. There are
thousands of people in the United States that are searching for a probate attorney or help with
probate every single month. The volume is enormous, so targeting probate leads is a stable,
reliable, predictable way of growing your business. It’s also scalable. If you’re using Google Ads,
you can see precise data regarding how many people are searching for probate attorneys in
your city and how much it would cost to reach them. You can decide how many leads you would
need each month to hit your business goals, and then based on how much you want to spend,
you can start to grow your firm at your desired pace.

We’ve mentioned Google Ads a few times already - that’s because we believe that it’s
the ideal platform for targeting probate leads, but many lawyers have had a bad experience with
this platform in the past, or are skeptical about whether or not it actually works. Let’s look at why
Google Ads (also known as pay-per-click advertising, or PPC) is the fastest and most effective
marketing method available to you, and what other benefits it offers.

-----

Chapter 3
How To Target Probate Leads:

A Brief Overview Of Google Ads & Numerical Examples



In order to understand why we’re claiming that using Google Ads is the best and fastest
way for estate planning attorneys to target probate leads, you need to have a basic
understanding of what other options are available to you.

Remembering that we just crossed top-of-funnel marketing methods like
seminars/webinars, e-books, newsletters, and blogs off of the list (for being too slow and not
relevant to probate), here are the other common marketing methods that you can use.

Fastest/Best Way To Target Probate Leads
● Webinars/seminars
● E-books
● Newsletters
● Blogs
● Direct mail
● Direct email
● Display ads
● Social media
● Organic listings
● Google Ads

Note that all of these ways are online (we went ahead and crossed direct mail off the list
for you; if we’re talking about fastest, that method doesn’t compare). That’s because in today’s
world, when you need something urgently, you go online. Therefore, advertising online is an
instant way to reach people who are actively searching for probate help. You need to have
digital marketing in place in order to see fast cash flow.

There are many things that are considered “digital marketing”. That’s an umbrella term
for any advertising that happens online, but most types of digital marketing can be divided into
two categories: interruption-based and search-based.

The interruption-based digital marketing dynamic involves you going to places where
your prospective clients are and “interrupting” them with an ad. This primarily includes Facebook
and YouTube advertising, display advertising (those ads you see on other websites), and direct
email advertising. Think of it like going to a social event with the hopes of networking and giving
people your business card. You are reaching people at a time when they’re trying to be
entertained and at a time where it’s not convenient for them to make a decision about you. They
may be on their phone at a red light when they see your ad, or at their kid’s soccer game, or at a
doctor’s appointment - they’re distracted, and they probably won’t make a decision about
whether or not to hire you right then and there. They didn’t arrive at the place where you met
them with intent! Essentially, these people may be great leads, but you’re not reaching them at
the right time or place for them to convert. Interruption-based digital marketing isn’t a bad
supplemental strategy, but again, if you’re trying to increase cash flow quickly, then it’s not the
best choice, and you’re not going to find the people who urgently need a probate lawyer here.



Fastest/Best Way To Target Probate Leads
● Webinars/seminars
● E-books
● Newsletters
● Blogs
● Social media
● Display ads
● Direct email
● Organic listings
● Google Ads

Which brings us to search-based digital marketing. When we say “search”, we mean Google.
There are other search engines (Bing, Yahoo, DuckDuckGo), but Google currently has a near
monopoly on that market. If you want to get the answer to a question or find someone to
perform a service for you, you Google it, and your clients will do the same when they need a
probate attorney. People who Google terms like “probate lawyer near me” are in the right stage
of the buying cycle. All you have to do is meet the demand that already exists!

Google has two types of listings on their SERP (search engine results page, the page that loads
when you enter your query and hit the search button): paid ads and organic listings. Advertising
via organic listings is sometimes known as SEO, or search engine optimization. This is a certain
way of structuring the content on your website so that Google “reads” it and recognizes you as a
valuable resource for people searching for the services you offer, like probate guidance. SEO is,
like interruption-based marketing, a good supplemental strategy. However, it can take years,
quite literally, to build good SEO and get your website to rank highly. (There are other
downsides to SEO - you can’t control when Google decides to change the requirements, which
they do often, and you have to have a high volume of traffic already coming to your website for it
to work, which many solo lawyers don’t - but for the sake of this argument, all you need to know
about SEO is that it’s slow.)

Fastest/Best Way To Target Probate Leads
● Webinars/seminars
● E-books
● Newsletters
● Blogs
● Social media
● Display ads
● Direct email
● Organic listings
● Google Ads

Ding ding ding! We have a winner - paid Google Ads.



The nuances of Google Ads can be complex, but to put it simply, Google Ads is an
auction system. Advertisers “bid” on certain keywords related to the goods or services they
offer, and whoever wins the bid shows up first in search results at the top of the page (the
second-place winner shows underneath them, and so on). Being at the top of the page
gives you a significant advantage, which is another reason that we suggest pouring more of
your budget into Google Ads instead of SEO (organic listings), because you can control
exactly where you show up.

(Quick disclaimer: data does show that the first paid listings will get the most clicks
when the user is searching with intent to purchase/convert. If you do a quick Google search
to fact check us and see whether or not organic or paid listings are better, you might be
misled by a popular statistic currently being touted by SEO companies that 94% of all
search traffic goes to organic results over paid ads. However, it’s important to realize that
not all searches are created equal. Informational searches - for queries like “what is
probate” - do get more organic clicks. But data shows that ad clicks beat organic clicks 2:1
for keywords with high commercial intent. That means 64.6% of people will click on a
Google Ad first when they’re looking to purchase an item or service, or hire a lawyer,
online!)

You only pay Google when someone actually clicks on your ad, which is good for
you because it means that you are in control of the results that your budget is able to
achieve. It’s not like paying for a billboard, where you put an ad out and don’t know how
many of the people driving by it are actually going to contact you. You’re spending your
budget in the safest and most strategic way possible.

Imagine that someone is searching for a probate lawyer in their area. If they type in
“probate lawyer near me”, this is an example of the search engine results page (SERP) they
would see.



The actual SERP that your prospective client would see may look different
depending on the location of the user, time of day, query searched, device used, and many
other factors, but in this example, you have LSAs at the top, followed by traditional Google
Ads and then organic results. On other SERPs, users may see a map on the page as well,
or a knowledge panel (on the right side) with the ads above or below.

At the very top of this SERP are local service ads (LSAs - the boxes with pictures).
These are relatively new, and are heavily driven by reviews and by the proximity of your
location to the user. If you’re not getting frequent reviews, and if the user isn’t within a few
miles of you (or if you’re a virtual attorney), Google won’t show your ad. You have no control
over what type of results you get, either. Say you’re trying to avoid probate litigation and just
want the straightforward estate administration cases without any conflict  - Google won’t
distinguish those searches, but will show your ad for any they think are appropriate based
on the fact that you are in the estate planning category. LSAs are fine, but for all of these
reasons, we don’t suggest putting all your eggs in that basket.

The ads below the LSAs are the traditional kind - this is the basket we would
recommend putting the majority of your eggs in, because you control everything about the
targeting. You control what keywords trigger your ad, what time of day the ad will be shown,
where the people seeing your ad are located, and even how much they make.

The three law firms represented in this screenshot’s traditional ad listings have
targeted a certain keyword that was included in that person’s query (maybe it was “probate
lawyer”, or maybe it was the whole phrase, “probate lawyer near me”) through the Google
Ads platform. They wanted to capture those searches, so they bid on one of those
keywords and were shown to the user. Note that the first two results in our SERP
screenshot actually have the word “probate lawyer” in the headline - that’s good advertising
practice. You want to keep the advertising trail as clear for your user as possible, because
they have short attention spans and a lot going on in life at the moment. The user searches
for a probate lawyer - they immediately see the word “probate lawyer” - and they will likely
click on one of those two first ads. (The third ad may also get clicks, but because it is third
place and doesn’t have the word “probate” in the copy, is more likely to be passed over in
favor of the other ad options.)



If you click on those ads, you will be redirected to a destination that those law firms
intentionally chose. Some lawyers choose to send leads to their website, but it’s easy to get
lost on a home page with many other links to click, especially if you practice other areas of
law and have other information displayed that’s irrelevant to that user. What we like to do is
send leads to a landing page that only has one option - contact your firm.

Here’s an example of one of our top performing landing pages:

There are a few things about this page that make it high converting.

Note that the page’s largest headline includes the phrase “Texas Probate Lawyer”.
We always put whatever keyword we’re targeting directly in the headline to continue that
advertising trail we mentioned. If they searched for “probate lawyer”, and clicked on an ad
that said “probate lawyer”, and were taken to a landing page that says “probate lawyer”,
then we’re meeting their demand every step of the way. Remember that people who are
searching for probate need help urgently. If we used the keyword in the ad copy, but not on
the landing page - if they come to the page and don’t see what they’re looking for fast
enough - then it’s likely that they will leave, return to the SERP, and find another attorney
that can immediately give them what they are searching for.

Note also that there is only one thing that the user can do with the page - contact the
firm. They can’t browse blogs, different practice areas, read FAQs, or anything else. They
can either call the firm (top right) or fill out a consultation request form (above the fold).
That’s it. There’s no room for them to get lost or distracted; they will either convert or
bounce.



Another key feature of this landing page is that it’s mobile responsive, which we
maintain that every landing page absolutely must be in order to perform well. The user can
click the phone number to call the firm (they don’t have to copy it into their keypad or any
nonsense like that), which is convenient and fast. The keyword headline is prominently
featured. On mobile, there is not as much real estate for you to get your point across, so if
you have a big menu, or you have a lot of space being taken up by information that’s not
attention-grabbing, the user is likely to get frustrated and leave. When statistics show that
70-80% of your traffic is likely to be mobile, that’s a major waste of money.

Let’s review; when you run Google ads for probate like this, someone looking for a
probate attorney has searched for that term, seen your ad, and clicked through to your
landing page. Out of every 100 people who land on that page, usually between 20 and 30 of
them will turn into a lead, meaning that they’ll either call or fill out the form.

There are only 2 main reasons why all of those 20 to 30 leads wouldn’t become
clients at that point. The first reason is that the person searching for a probate lawyer isn’t
the personal representative of the estate, but someone who thinks that they’re owed money
or has another claim. If you don’t want to or are not able to engage in litigation, then this
lead probably won’t turn into a client for you (although you may be able to otherwise
monetize those leads by working out a referral arrangement with another probate litigation
firm).

The second reason is that the lead doesn’t have enough money to pay your legal
fees. This could potentially be a problem, but luckily Google has a straightforward way to
solve it. They have income filters based on IRS, demographic, and location data that allow
you to target the top 10% (or top 11-20%, 30%, 40%, and so on) of households in your
specified location and/or exclude lower income households. When we target
higher-net-worth individuals, we can prevent people who don’t have the money to pay from
clicking on your ads. Especially if you are charging as a percentage of the estate, targeting
wealthier users means that you may be able to receive a better retainer and get a better
ROI. No matter how you are charging, though, income filters can help eliminate this barrier
for leads to turn into clients.

A Look At The Numbers

Imagine that you are spending $1,000 per month on Google. That’s generally a good
budget - it depends where you are located and what your goals are, but $1,000 or more is
usually what we recommend for attorneys starting out because probate leads are generally
$40-50 a lead. You only pay Google when someone clicks on your ad, so if you spent
$1,000 at that rate, you can expect about 20 leads.



If you close those leads at 10%, you’ll get 2 new clients. If you close at 20%, you’ll
get 4 new clients. If you close at 30%, you’ll get 6 new clients. Most of our estate planning
attorneys charge $3,500, on average, for a flat fee probate case (if you charge a little less or
differently, that’s fine, if you charge more, even better for you, but for this illustration, we’ll
use that $3,500 average).

10% closing rate = 2 new clients = $7,000
20% closing rate = 4 new clients = $14,000
30% closing rate = 6 new clients = $21,000

Even if you are only closing at 10%, you’ll get $7,000 monthly from only $1,000 of
monthly ad spend (and that $7,000 isn’t factoring in the money you could make off of
referrals or off of upselling to an estate plan). Those numbers are telling, and should be
extremely convincing.

Increasing your closing rate isn’t rocket science, either, so you’re not locked into
these numbers. There’s always room for improvement, and improving your closing rate may
be easier than you think. The people who are calling about probate want to talk to someone,
and they don’t want to wait. Attorneys with higher closing rates ensure that the phones are
always being answered, either by a trained receptionist, an answering service, or
personally. They will also follow up with their leads relentlessly. People who are looking for
probate help may be planning a funeral or dealing with the aftermath of a close relative’s
death at the time they’re searching for an attorney, which can be busy and stressful. They
may need to be contacted multiple times before they come in for a consultation. You don’t
have to do this yourself (there are services that can do it for you, or automated software, if
you don’t have a staff or if your staff’s time would be better spent on other pursuits) but your
closing rate is directly impacted by how quickly and how well you answer the phones, and
how much you follow up.

Michelle, one of the successful attorneys that we mentioned in Chapter 1, is sitting at
an 11% closing rate right now - and she has 8 pending leads. 11% is a great closing rate for
a solo practitioner, and goes to show that you don’t have to have an outstandingly high
closing rate to grow your firm.

You don’t need to be the best closer. You don’t need a huge budget. You don’t need
a huge law firm. Targeting probate leads on Google Ads is simple. Any estate planning
lawyer can use this formula to achieve quick cash flow and see amazing results!

-----



Chapter 4
What You Should Do With Your New Knowledge:

Concluding Thoughts & Next Steps

“Two roads diverged in a wood, and I—
I took the one less traveled by,

And that has made all the difference.”
-Robert Frost

Now that you know about the formula for fast cash flow - about the shortcut - you have
two options. You could decide to stick to the long way, the road you were already on. You could
keep targeting estate planning leads at the top of the funnel, and making slow money. If you go
that route, you’re choosing to leave the money on the table where it was at the beginning of this
short book. Your other option is to target probate leads on Google Ads, which will require you to
take a few new steps. One of those steps is enlisting the help of someone who knows the
shortcut and can guide you through it, since you’ve never taken it before.

We didn’t want this book to be a sales pitch, per say, but there’s really no other way to
make targeting probate leads profitable for you. Unfortunately, we’re not going to be able to
show you how to do Google Ads in this book or in a course. It wouldn’t make sense to do that.
We’ve spent $45 million on ad spend honing these skills; creating an account, designing
campaigns, managing ads and leads…these are all complex skills that aren’t easy if you’re not
familiar with the platform, not to mention that they’re all incredibly time-consuming.

Creating a Google Ads account is free - you could theoretically create and manage
your own - but you went to law school, not marketing school, and you may not have the
technical/industry knowledge necessary to optimize your campaigns. Google’s billing
system can also be tricky if you haven’t managed an account before, and you run the risk of
overspending if you do it incorrectly. Particularly if you are a solo attorney, a knowledge gap
isn’t the only reason why you may not want to take on the burden of advertising alone; you
have enough to do taking care of existing clients’ cases without focusing your energy on
getting new ones in this way.You could hire an in-house marketing employee to do it for you,
but again, if you are solo attorney or just starting out, you may not be able to afford to hire
anyone yet.

Enlisting the help of a Google Ads agency, like we are, may be the best and most
affordable option. We’ve been doing Google Ads for almost 10 years - we know all the ins
and outs of how it works - and we have actually been named as a Google Premier Partner,
which designates us as belonging to the top 3% of marketing agencies globally. If you don’t



want to work with us, that’s fine, although we do believe that we can get great results for
you. We hope that you still gained value from this book in big ways by learning about the
marketing funnel, understanding why probate cases are desirable, gaining a basic
understanding of how Google Ads works and why you should use it, and seeing that you
don’t have to differentiate yourself in order to succeed.

The “double your revenue” line in the title of this book isn’t just a flashy sales
gimmick. It’s what we’ve seen happen for other estate planning lawyers targeting probate
leads, and it’s what we know can happen for you if you try it. Also, there’s no harm in trying!
Just because you take steps towards targeting probate leads doesn’t mean that you can’t
step back if you find that everything we’ve said in this book is a lie - Google bills you based
on clicks, so if after a week or two you haven’t gotten results, you can pause everything
without having spent a full $1000 of the budget we suggested.

If you’re intrigued by the ideas in this book, or if you’re ready to take the next step
and start generating fast cash flow by acquiring probate clients, book a call with our team
today!


