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FROM PROPERTY TO OWNER LEAD:
BUILDING AN OWNER RESEARCH
RECORD FROM PARCEL DATA

Bringing owner and
property details into
the lead pipeline
before outreach
begins

Lead generation and
acquisitions lists often
begin with an address or
parcel before the CRM
has a usable owner
record.

Owner, parcel, property,
sale, transfer, and
assessment fields can
take time to collect one
record at a time.

An owner mailing
address on file is useful
for research, but it does
not verify residence,
deliverability, or
permission to reach out.
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Real estate lead generation often starts with the asset. A target list may
contain property addresses, parcel IDs, or owner names, but not a complete
owner record that can move cleanly into a CRM. Before routing the lead, the
team needs to connect the property to the owner name and mailing address
on file and keep the property context attached.

That research is easy to make inconsistent when it depends on one-off local
lookups. Local government property systems may separate ownership,
parcel, assessment, sales, and property details across different public
resources. San Diego County, for example, makes ownership, parcel maps,
assessed values, sales listings, and property characteristics available for
public research.
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The goal is not to turn a parcel into a

confirmed contact automatically. It is to give the lead-generation or
acquisitions team a more complete owner research record to verify and
route before a rep or campaign acts on it.

The 73% figure is Searchbug's reported average match rate. A returned owner
name or mailing address is a research field, not a verified contact channel.

THE OPERATIONAL QUESTION

Can the team turn an address or parcel into an owner lead record inside
the CRM without treating the returned mailing address as a confirmed
contact?



http://searchbug.com/

BUILD THE OWNER LEAD RECORD INSIDE THE

CRM

Searchbug's Property Records API (api_prop) can be called from a
CRM through real-time JSON or XML. A lead workflow can search
by property address, parcel ID, or owner name within a city,
county, state, or ZIP and return the available property record to

the same system.

The response can include current owner name and mailing
address, acreage, building size, legal descriptions, last sale price,
transfer dates, tax assessments, parcel ID or APN, elevation, and
USPS classification. Searchbug reports an average match rate of

73%.

The owner name and mailing address are starting points for lead
research. The APl does not verify that the owner still lives at the
mailing address, that the address is a working contact channel,
or that the organization has permission to reach out. Those
checks remain separate from the property lookup.

Use an
address, parcel ID, or owner name

within a defined city, county, state,
or ZIP.

Return
owner, mailing, parcel, property,
sale, assessment, and geographic
details to the lead record.

Treat
owner and mailing data as
research fields, then apply the
team's own contact and outreach
checks.

USE THE RECORD TO BUILD THE LEAD, NOT CONFIRM THE CONTACT

PROPERTY RECORD FIELD

WHAT IT ADDS TO THE LEAD

WHAT IT DOES NOT CONFIRM

Owner name + mailing address

Parcel ID / APN + legal description

Acreage + building size

Last sale + transfer + tax
assessment

Owner and mailing information
shown in the property record

A pro?erty identifier and recorded
parcel context

Recorded propergy characteristics
that stay attached to the lead

Historical and administrative
property context for research

Current residence, deliverability, or
permission to reach out

That the returned address is a
working contact channel

Contact status or permission to
reach out

Contact status or permission to
reach out

KEEP OWNER DISCOVERY SEPARATE FROM CONTACT VALIDATION

The useful outcome is not 'we confirmed the contact.' It is 'we have an owner lead record to verify.' Property
fields can help an acquisitions team connect the asset to the person listed in the record and preserve that
context inside the CRM. Contact validation and permission to reach out still sit in the team's normal

workflow.



Do not move a returned mailing address directly into an outreach sequence solely because it appears in a
property record. Keep the property lookup as a research step, then apply the organization's normal
address, contact, and outreach checks before use.

Property-led prospecting is easier to manage when the
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time property calls can bring ownership, mailing,
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that real estate lead-generation and
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CRM workflows. The Property Records
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the research record first. Verification and outreach owner search into an owner and

decisions still happen after the property lookup. AR LA I N R

verify and route leads using their own
outreach process.

Sources

e San Diego County Assessor/Recorder/County Clerk, Property Information:
https://www.sdarcc.gov/content/arcc/home/divisions/assessor/property-records.html

e USPS PostalPro, Address Quality Solutions: https://postalpro.usps.com/address-quality

e USPS PostalPro, Move Update: https://postalpro.usps.com/address-quality/moveupdate
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