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Achieving success as a lawyer today isn’t just about maintaining the status quo and churning out
great work product—it’s about excelling, innovating and going above and beyond for your clients in
your delivery of legal services.

It’s also about standing out from your peers and competitors when it comes to your marketing and
business development efforts by innovating, thinking outside the box, exceeding expectations and
consistently going the extra mile.

In this article, I will explore several marketing and business development strategies designed to help
lawyers navigate and excel in today’s dynamic and competitive landscape. While not every strategy
may perfectly align with your practice at this very moment, I hope they provide you with some ideas
for your marketing and business development efforts this year.

Strategic Business Development: Shaping Your Path to Success

In today’s legal landscape, the role of business development extends far beyond simply acquiring
new clients. It’s about aligning your growth efforts with a well-defined strategic vision that positions
your practice for long-term success. To thrive in this competitive environment, it’s important to adopt
a strategic and comprehensive approach to business development.

Identify Key Markets and Sectors: Conducting in-depth market analysis is an important first
step to creating a strategic business development strategy. Identify the markets and sectors
where where you and your firm can add unique value and where client demand is growing.
This may involve assessing industry trends, regulatory changes or emerging opportunities.
Targeted Client Expansion: Once you’ve identified your strategic focus, develop a targeted
approach to expand your client base within those areas. Use your CRM to help map out
existing relationships. Understand the specific needs and pain points of potential clients in
these markets and tailor your services to address them effectively.
Networking and Relationship Building: Forge strong relationships and more visibility with
key contacts within your chosen markets. Attend industry-specific events, conferences and
networking opportunities to connect with potential clients and key influencers. Building trust
and credibility within these circles can be invaluable.
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Thought Leadership: Establish yourself and your firm as thought leaders in your selected
practice areas. Publish articles, blog posts, videos, whitepapers and reports that showcase
your expertise. Speak at industry conferences and webinars to demonstrate your knowledge
and insights. Thought leadership not only attracts clients but also reinforces your reputation.
Tailored Marketing Strategies: Craft marketing strategies that resonate with your target
markets. Tailor your messaging and content to address the unique challenges and
opportunities within each sector. Your marketing materials should reflect your deep
understanding of these industries.
Client-Centric Approach: Above all, maintain a client-centric approach. Focus on delivering
exceptional client experiences and exceeding expectations. Satisfied clients are more likely to
refer your services and become long-term partners in your journey.
8Data-Driven Decision-Making: Leverage data analytics to refine your business
development strategies. Monitor key performance indicators (KPIs) specific to your chosen
markets and sectors. Use these insights to adapt and optimize your approach continuously.
Collaboration and Partnerships: Explore collaboration opportunities with complementary
businesses or firms in related sectors, such as accounting, financial services, healthcare,
staffing, etc. Partnerships can open doors to new clients and expand your service offerings.
Evaluation and Adaptation: Regularly assess the effectiveness of your strategic business
development efforts. Are you achieving your goals within your chosen markets? If not, be
willing to adapt and refine your strategies to stay aligned with your long-term strategic goals.

Strategic business development today is about positioning your practice for sustained success by
thoughtfully aligning your efforts with your strategic goals, identifying growth opportunities and
nurturing client relationships in targeted markets.

Be the first to respond to emails or calls

Being the first to respond to potential client emails or calls is a simple, yet very effective strategy that
can make a substantial difference in your client acquisition efforts.

Consider the attorney I know who, in a pivotal moment, promptly addressed a query on a legal list
serv. This seemingly straightforward action resulted in more than just a swift response; it led to the
acquisition of a new client. The attorney’s ability to provide meaningful assistance and insights
showcased their expertise and commitment to serving their potential clients.

This example illustrates the power of timely and thoughtful responses in the legal profession. Clients
and potential clients value attorneys who not only acknowledge their inquiries promptly but also take
the time to provide meaningful and helpful information. It’s a testament to the principle that small,
proactive steps can yield significant rewards in the highly competitive legal landscape of 2024.

In a world where digital communication is often the first point of contact, being the attorney who
stands out by demonstrating genuine care and expertise can set you on a path to building lasting
client relationships and securing new business opportunities.

Post-Speaking Engagement Success: Transforming Follow-Up Questions into
Business Opportunities

After speaking engagements or webinars, there’s a unique opportunity to go the extra mile and turn
follow-up questions into valuable business opportunities. Here’s how to make the most of these

                               2 / 7



 
interactions:

1. Promptly Acknowledge Queries: As soon as you receive follow-up questions, acknowledge
them promptly. A quick response shows your commitment to helping and builds a positive
impression.

2. Thoroughly Address Queries: Take the time to provide comprehensive and thoughtful
responses to each question. Demonstrating your expertise can reinforce your credibility.

3. Personalize Your Replies: Tailor your responses to the individual’s specific query.
Personalization shows that you’re genuinely interested in their needs.

4. Offer Additional Resources: If applicable, provide supplementary resources, such as
relevant articles, case studies or tools, to further assist the person.

5. Encourage Further Discussion: Invite follow-up discussions or consultations if the questions
warrant a deeper exploration. This can lead to potential client relationships.

6. Network Effectively: Use these interactions as an opportunity to expand your network.
Connect with individuals on LinkedIn and engage in ongoing professional discussions.

7. Nurture Relationships: Continue to nurture these relationships over time. Keep the lines of
communication open, share valuable insights and stay top-of-mind.

8. Identify Pain Points: Pay attention to the pain points or challenges raised in the follow-up
questions. This valuable information can guide your future content and services.

By going the extra mile to address follow-up questions after speaking engagements, you not only
provide exceptional value to individuals seeking your expertise but also open doors to potential
clients and partnerships. These interactions showcase your dedication and willingness to assist,
making you a valuable resource in your field.

Staying Top of Mind with VIP Contacts: The Power of Personalized Content

In the realm of business development, maintaining strong relationships with VIP contacts is
paramount. One effective strategy is sending personalized content – whether it’s client alerts, articles
or blog posts – which not only keep you top of mind but also demonstrate your deep understanding
and care for their business concerns. Here’s how to make the most of this tactic:

1. Segment Your VIP Contacts: Start by identifying your VIP contacts or clients. These are
individuals or organizations with whom you have a significant relationship or who hold
strategic importance.

2. Stay Informed: Continuously monitor industry news, market trends, and regulatory changes
that may impact your VIP contacts. Being well-informed is key to providing valuable insights.

3. Tailor Alerts: Customize your client alerts based on the specific interests, needs, and
challenges of each VIP contact. A one-size-fits-all approach won’t be as effective.

4. Timely Delivery: Send client alerts promptly when relevant information arises. Being ahead
of the curve demonstrates your proactive approach.

5. Provide Context: In your alerts, provide context for the information you’re sharing. Explain
how it may impact their business or industry.

6. Offer Recommendations: Include recommendations or action points within the alert. This
showcases your expertise and adds practical value.

7. Encourage Discussion: Invite recipients to engage in a discussion or seek your advice if
they have questions or concerns related to the alert.

8. Maintain Consistency: Establish a regular schedule for sending client alerts, whether it’s
weekly, monthly, or as events unfold. Consistency reinforces your commitment.

9. Use Multiple Channels: Consider sending alerts via email, LinkedIn messages, or other
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preferred communication channels of your VIP contacts.

10. Seek Feedback: Ask for feedback on the relevance and value of your client alerts. Use this
input to refine your approach.

11. Follow Up: After sending an alert, follow up with a personalized message to gauge the
recipient’s thoughts and offer further assistance.

12. Track Engagement: Monitor how your VIP contacts engage with the alerts. Are they opening,
sharing, or discussing the content? Use analytics to assess the impact.

13. Measure ROI: Over time, evaluate the return on investment of this strategy. Have client alerts
led to new opportunities, referrals, or strengthened relationships?

By consistently sending personalized client alerts tailored to the unique needs of your VIP contacts,
you not only showcase your industry knowledge and commitment but also reinforce your position as
a trusted advisor. This approach can lead to enhanced client loyalty, increased referrals and a
stronger network of valuable connections.

Elevating Your Brand through Credentialing: A Path to Referrals and New
Clients

Credentialing from external organizations can significantly enhance your professional brand and open
doors to referrals and new clients. In addition, leveraging the SEO benefits by promoting these
achievements on your website and LinkedIn can amplify your visibility. Here’s how to effectively use
this strategy:

1. Select the Right Credentials: Choose credentialing programs that align with your expertise
and industry. Prioritize certifications or memberships that hold value and recognition.

2. Demonstrate Expertise: The credentials you acquire should signify your expertise in a
particular area. Use these designations as evidence of your knowledge and capabilities.

3. Research SEO Keywords: Identify relevant SEO keywords related to your credentials and
target audience. Understand the terms potential clients may use in their online searches.

4. Optimize Your Website: Update your website to include information about your credentials.
Create dedicated pages or sections highlighting your achievements.

5. Content Integration: Integrate your credentials into your website’s content, including your
bio, articles, and blog posts. This reinforces your authority.

6. LinkedIn Profile Enhancement: Update your LinkedIn profile to showcase your credentials
prominently. LinkedIn is a powerful platform for professional networking and visibility.

7. Share Achievements: Share news of your credentialing on your LinkedIn feed and company
page. Use engaging visuals and concise captions to make your posts stand out.

8. Educational Content: Create educational content related to your credentials. Share insights,
tips, and trends that demonstrate your expertise.

9. Leverage Hashtags: Use relevant LinkedIn hashtags to broaden the reach of your posts.
Research trending hashtags within your niche.

10. Engage with Connections: Interact with your LinkedIn connections by commenting on
industry-related posts, joining discussions, and sharing valuable content.

11. Request Recommendations: Ask colleagues or mentors to provide LinkedIn
recommendations that emphasize your credentials and expertise.

12. Monitor Analytics: Track the engagement and reach of your LinkedIn posts and website
pages. Analyze which content generates the most interest.

13. Networking and Referrals: Attend industry events and conferences to network with peers
and potential referral sources. Your credentials can serve as conversation starters.
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14. Case Studies and Success Stories: Use case studies or success stories related to your

credentials to showcase your practical application of knowledge.
15. Consistency is Key: Maintain a consistent online presence and regularly update your profile

and website to reflect your credentials.
16. Educational Outreach: Offer webinars and workshops, and write articles related to your

areas of expertie to educate your network and attract potential clients.

By pursuing and promoting external credentials effectively, you not only enhance your professional
reputation but also increase your chances of receiving referrals and attracting new clients. This multi-
faceted approach, combining credentialing with strategic SEO optimization, can solidify your position
as an industry authority and a go-to resource for your target audience.

LinkedIn Networking Strategies: Nurturing Professional Connections for Growth

LinkedIn is a powerful platform for maintaining and expanding your professional connections. By
actively engaging with your contacts, congratulating them on career milestones, sharing industry
insights and recommending valuable resources, you can foster meaningful relationships and open
doors to new opportunities. Here’s a comprehensive guide on effective LinkedIn networking
strategies:

1. Congratulate Career Milestones: When your connections achieve career milestones such
as promotions, work anniversaries or new job positions, take a moment to congratulate them
with a personalized message. Genuine recognition strengthens your relationship.

2. Engage in Conversations: Regularly participate in discussions on LinkedIn. Comment on
posts, share your insights and ask questions to engage with your network.

3. Share Industry Events: Promote industry-related events, conferences or webinars. Sharing
event details and insights can position you as an informed professional and potentially lead to
event invitations.

4. Recommend Articles: Share thought-provoking articles from reputable sources within your
industry. Add your perspective or insights when sharing to spark discussions.

5. Suggest Books and Podcasts: Recommend relevant books, podcasts or online resources
that you find valuable. Offer brief insights or summaries to encourage your connections to
explore them.

6. Create Original Content: Share your own content, including articles, blog posts or videos,
showcasing your expertise and insights within your field.

7. Connect with New Contacts: Actively seek out and connect with professionals in your
industry or related fields.

8. LinkedIn Groups: Join LinkedIn groups and engage in discussions relevant to your
expertise. Share your knowledge and connect with like-minded individuals.

9. Offer Assistance: Be open to assisting your connections. If someone seeks advice or has
questions within your area of expertise, provide helpful guidance.

10. Send Personal Messages: Instead of relying solely on connection requests, send
personalized messages when connecting with new contacts or when reconnecting with
existing ones.

11. Regular Updates: Share regular updates about your professional activities,
accomplishments, and projects. Keeping your network informed reinforces your presence.

12. Engage with Recommendations: If you believe someone in your network deserves
recognition, write thoughtful LinkedIn recommendations for them. They may reciprocate,
strengthening your profile.

13. Respond Promptly: When someone reaches out with a message or inquiry, respond
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promptly. Timely responses show your commitment to maintaining connections.

14. Stay Informed: Stay up-to-date with industry trends, news and developments. Share relevant
updates to position yourself as a valuable resource.

15. Build a Strong Profile: Ensure your LinkedIn profile accurately reflects your skills,
accomplishments and professional background. A well-optimized profile attracts more
meaningful connections.

16. Networking Goals: Set specific networking goals, such as connecting with a certain number
of professionals each month or engaging in a minimum number of discussions weekly.

17. Track Your Connections: Use LinkedIn’s connection tags and notes to categorize and
remember important details about your contacts. This helps you tailor your interactions.

18. Express Gratitude: Thank your connections for their support, insights or assistance when
appropriate. Expressing gratitude fosters goodwill.

19. Measure Your Impact: Periodically evaluate the impact of your networking efforts. Assess
the growth of your connections, engagement levels and opportunities generated.

20. Network with Purpose: Approach LinkedIn networking with a clear purpose in mind.
Whether it’s to expand your client base, seek career opportunities or stay informed, having a
goal guides your actions.

Effective networking on LinkedIn is not only about expanding your list of connections but also about
building meaningful relationships that can lead to professional growth and collaboration. By
implementing these strategies, you can harness the full potential of LinkedIn as a networking and
relationship-building tool.

Innovative Lead Generation: Harnessing Google Ads for Client Acquisition

In the quest for new clients, exploring innovative lead-generation methods can yield significant
results. Google Ads campaigns, in particular, have proven successful for many practitioners. With
billions of daily Google searches, this approach can be a valuable tool for attracting new clients.
Here’s how to effectively leverage Google Ads for client acquisition.

1. Define Your Audience: Clearly identify your target audience, including their demographics,
interests, and online behavior. Google Ads allows precise audience targeting.

2. Keyword Research: Conduct thorough keyword research to discover the search terms
potential clients might use when seeking legal services in your area of expertise.

3. Budget Allocation: Set a reasonable budget for your Google Ads campaign. Start with a
manageable amount and adjust based on campaign performance.

4. Ad Copy Optimization: Craft compelling ad copy that directly addresses the needs and pain
points of your potential clients. Highlight your unique selling points.

5. Landing Page Optimization: Ensure your landing page is optimized for conversions. It
should provide clear information and a straightforward way for visitors to contact you.

6. Use Ad Extensions: Take advantage of ad extensions to provide additional information, such
as site links, location information, and callout extensions.

7. A/B Testing: Continuously test different ad variations to determine which ones perform best.
Small tweaks can have a significant impact on conversion rates.

8. Monitor Click-Through Rate (CTR): Keep a close eye on your CTR and adjust your ad copy
and targeting to improve this crucial metric.

9. Quality Score Optimization: Strive for a high Quality Score, as it can lower your ad costs
and improve ad positions. Focus on relevant keywords, ad copy and landing page quality.

10. Geo-Targeting: Use geographic targeting to reach potential clients in specific regions or
cities. This is especially important for local law firms.
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11. Negative Keywords: Exclude irrelevant search terms by adding negative keywords to your

campaign. This helps reduce wasted ad spend.
12. Ad Schedule: Consider when your potential clients are most likely to search for legal services

and adjust your ad schedule accordingly.
13. Conversion Tracking: Implement conversion tracking to measure the success of your

campaign. This allows you to see which keywords and ads lead to actual client inquiries.
14. Remarketing: Use remarketing campaigns to re-engage visitors who have previously

interacted with your website but didn’t convert.
15. Analytics Review: Regularly review Google Analytics to gain insights into user behavior and

fine-tune your campaign strategy.
16. Competitor Analysis: Analyze the online advertising strategies of your competitors to identify

opportunities and differentiate your campaign.
17. Test Different Ad Formats: Experiment with various ad formats, including text ads, display

ads and video ads, to determine which resonates most with your audience.
18. Stay Informed: Stay updated on Google Ads’ latest features and trends to leverage new

opportunities for your campaign.
19. Consult a Professional: If managing Google Ads campaigns seems daunting, consider

consulting a professional or agency with expertise in digital marketing and PPC advertising.
20. Measure ROI: Regularly assess the return on investment (ROI) of your Google Ads

campaign. Calculate the cost per acquisition (CPA) and adjust your strategy as needed.

Google Ads can be a dynamic tool for attracting new clients, provided it’s implemented strategically.
By following these steps and continually optimizing your campaign, you can tap into the vast pool of
potential clients searching for legal services online.

Empower Your Legal Practice with Strategic Innovation

It’s essential to recognize that not every strategy will seamlessly fit your practice at this moment.
However, in a fiercely competitive legal industry, embracing strategic innovation in marketing and
business development becomes a necessity. It’s about pushing boundaries, exceeding expectations
and going the extra mile.

By wholeheartedly embracing and thoughtfully implementing these tactics, you not only enhance your
marketing and business development efforts this year but also demonstrate your unwavering
commitment to excellence. Thriving smarter means setting yourself apart as a forward-thinking legal
professional prepared to excel in a dynamic and highly competitive world. Embrace these
opportunities, invest in your growth and watch your practice prosper beyond expectations!
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