Basic Training & Beyond
Day-Two

Client Relations
Marketing

Productivity & Technology



Who is your ?

 Why good client choice is vital
 What are the characteristics of your ideal client?

* Where are they & how do you talk to them?


https://lawyerist.com/strategy/client-personas-segmentation/

Page Nine of the Business Plan Template

Clients

Identify your targeted clients, their charactenistics, and their geographic locations, otherwize
kmown a3 their demographics.

You may have more than one client group. Identify the most important groups. Then, for each
client group, construct what 15 called a demographic profile:

» Age
Gender
Location
Income level
Social class and occupation
Education
Other (specific to your industry)
Other (specific to vour mdustry)
ommercial clients, the demographic factors might be:
Industry {or portion of an ndustry)
Location
Size of finn
Quality, technelogy, and price preferences

Other (specific to your industry)

Other (gpecific to your industry)




We are licensed to solve the problems of others for a fee

LAW IS A RELATIONSHIP BUSINESS



The business decision you make:

Taking anyone & everyone who walks in the door
or

Being selective and discerning



Client Vetting

Advance fee (when is the need for your problem-solving
ability at its peak?)

The interview process & using a
Social media & public data bases

Credit report:



https://blog.hubspot.com/sales/client-intake-form
http://www.experian.com/connect/attorneys-check-clients-credit-report-and-score.html

When you need to close

Are you talking to the decision maker?
Can you solve this problem?
Are there contingencies?

Ask for the work.



LEAD CONVERSION FLOW Amith

GENERATE CAPTURE
Lead Sources Contact Response Qualification Intake &. Conversion
(Generation) Methods Methods Scheduling

Referrals > Attorney [ »Goodleads [ Basic intake

Reviews Email
Local Listings Text In-house

PPC assistant or Transfer [ Follow-up

Web Chat Call-back call
Social Media paralegal Appointment f Email drip

Content & Freebies S
(Advice, Formes, Receptionist

Calculators) service Full intake

Technical SEO - New client!

_ New client
Link Building Al service agreement

Qualification Future Clients &
Good Will

Bad leads [ > Educate & Refer 8



https://smith.ai/

Request the sample intake form at

PMAS@dcbar.org

Sample Intake Form:

The purpose of an initial consultation is for the attorney to advise you, the prospective client what if anything, may be
done for you, and what the minimum fee therefor will be. The purpose is not to render a definitive legal opinion as it
may be impossible to fully assess a matter within the time frame allotted for a consultation or with the (information or
documents) that you may be able to provide at the initial consultation.

One of three outcomes is possible following your consultation.

A. You and the Attorney mutually agree to the terms of representation, or
(After a separate document called an Agreement for Representation is signed a copy will be
provided to you.)
B. The Attorney declines representation, or
C. You decide not to use the services of the Attorney.
Note: The following questions will help us to understand the reason for your visit today. Your responses are protected
by attorney/client privilege and will be held in strict confidence.

Name

Last First Middle or Maiden
Address

Number Street City State Zip
Home

( )

Phone



Status & follow-up

How did PC find me?

Ideal client? In my plan?

 Client Intake Form |

Who completes the form? PC
or Lawyer/staff?

PC's name, contact data, personal data Green or experienced client?

Method of communication

Who is involved?
PC's emfissue 2 :
s - PC's expectation

Time frame




Now that you have said “Yes”

Start work in their presence
Make sure they “see” you solving their problem

Create a system of informing & educating that is
personalized to each client

Create a client experience in your firm



Learning how the new client found you is only part of
what you need to know.

You also want to know how they processed the
problem that they are bringing to you for solution.

Why is the client’s problem recognition process
important?



The challenging client

e Allow for sufficient time & attention

e Document the effort; (This becomes part of
the client file: )

* |f you need to withdraw:



https://www.dcbar.org/For-Lawyers/Legal-Ethics/Ethics-Opinions-210-Present/Ethics-Opinion-333
https://www.dcbar.org/For-Lawyers/Legal-Ethics/Rules-of-Professional-Conduct/Client-Lawyer-Relationship/Declining-or-Terminating-Representation

How it works

Why it works

The problem we are solving
has an emotional component


https://www.mindtools.com/CommSkll/ActiveListening.htm

Client expectations

What are they?
How do we address them?

A big factor in satisfied clients
who will refer new clients



Setting Boundaries

It starts at intake & is reflected in the fee
agreement

Some client have to be trained & reminded

Boundaries keep us professional


https://www.benglasslaw.com/library/2020-June-BenGlassLaw-Newsletter.pdf

A small client can refer a big client

Every client should feel like your most important
client

Informing & educating is essential
Contact the client before the client contacts you

If you can’t help the prospective client, get them
to the lawyer who can help them



The New Client Checklist

Am | competent & efficient?
Is this an ideal client?
Is this work in my Plan?

Will the fee be reasonable now, during & at the end of the

representation?
Are expectations addressed?
Can | finish the work?

Will | need help?



Opportunities to make a good impression

* The appearance of the client file
* The office experience for the client
* The client’s interaction with you

* Meeting them quickly using



https://zoom.us/

Clients to avoid

The liar

Exquisitely angry client
Serial litigant who is pro se or has fired counsel
The unrealistic person

The person who ignores boundaries & directions

The person who does not value your effort

The person with the unsolvable problem



You are on thin ice when . ..

You are working outside your expertise

You are too busy or afraic

Your office is chaos and c

to communicate

ient data is exposed

Your invoices are inaccurate

You have big receivables & sue to collect fees

You take on new work just to cover overhead

You represent friends & family for free



Evaluate your client’s experience

Request our Client Satisfaction Survey Form
From

Use

More information on Client Relations is at
Page 70, eManual


mailto:PMAS@dcbar.org
https://www.surveymonkey.com/

How to avoid a problem using a survey

When staff have significant client contact, survey the
client both during and at the conclusion of the
representation.

Encourage feedback about how the client is being
handled.

Make sure the survey results come to you.




Here’s what to ask

 What should we keep doing?

* What should we stop doing?

* What did we not do that we should do?



Marketing

Applicable Rules:


https://www.dcbar.org/For-Lawyers/Legal-Ethics/Rules-of-Professional-Conduct/Information-About-Legal-Services/Communications-Concerning-a-Lawyer%E2%80%99s-Services
https://www.dcbar.org/For-Lawyers/Legal-Ethics/Rules-of-Professional-Conduct/Information-About-Legal-Services/Firm-Names-and-Letterheads

Codes, regulations & other
jurisdictions can also apply.

Example:

DC Court of Appeals 08-CV-859


http://caselaw.findlaw.com/dc-court-of-appeals/1497446.html

Marketing is anything we do that changes the culture for the better.

SETH
GODIN

Sl vl

 MARKETING.
I ! |

- Seth Godin




The first step . . .

Start from what is real & true.



| act
on the basis
of my
self-image.



IS your negative or positive?


https://www.restorationstherapy.com/negative-vs-positive-self-talk/

Lawyers and imposter
syndrome

Niki Irish on Imposter Syndrome



https://www.abajournal.com/voice/article/a_call_to_deal_with_impostor_syndrome_a_hidden_source_of_attorney_distress
https://vimeo.com/292751547

Own who you are.

Own where you are.



Two truths:

I cannot solve everybody’s
problem.

I want quality clients, not
quantity.



Move from
“I have to market,”

To
“| get to market.”



Our choice.. ..

-to talk about us
or
-to talk about the problem we
solve



A communication truth . . .

You cannot impact a feeling
with a fact.

You can only impact a feeling
with another feeling.



Experiences that involve little emotional intensity seem to do little to
arouse focal attention and have a higher likelihood of being
registered as “unimportant” and therefore of not being easily
recalled later on. Events experienced with a moderate to high
degree of emotional intensity seem to get labeled as “important”
(probably by anatomic structures in the limbic region and closely
aligned areas, such as the amygdala and orbitofrontal cortex, which
are discussed in more detail later in the book) and are more easily

remembered in the future.

The Developing Mind, 3" Edition

Dr. Daniel J. Siegel



https://www.guilford.com/books/The-Developing-Mind/Daniel-Siegel/9781462542758
https://www.drdansiegel.com/

A

Before you get to their head,

you must reach their heart.




Nobody Wants What You’re Selling

People don’t want legal services. They don’t want intellectual property advice,
disability assistance, contract drafting, employment law, an estate plan, a
divorce, or whatever legal service it is that you provide.

People want the feelings the legal services give them.

They want relief, freedom, or success. Clients want to feel powerful, in control,
happy, satisfied, contented. They want to walk with their head held high, their
chest puffed out, and confidence in their step. Each of us wants our own
particular feeling, but it’s still mostly a feeling that we really want.

Why, then, do we lawyers stuff our websites, our sales pitches, and our
conversations with words about the legal services we provide, instead of the
feelings the clients want to buy?

For the full article, click here



https://roseninstitute.com/nobody-wants-what-youre-selling/
https://roseninstitute.com/

Which message is more effective?




Juvenile
Defense

Experienced former prosecutor
who now focuses on the problems
of juvenile defendants.

Thomas Wight, Esqg.
Lawyer
136 Pryor Street SW
Atlanta, GA 30303
www.juvenliledefense.xxx




Attorney at Law

| 404-502-3967




Imagine your client's earliest thoughts
about the problem...



If you had the chance to provide
information at that moment. ..
What would you say?



The problem the client lives with is
often deeper and wider

than the part you will solve.



How can you inform and educate
vour ideal client
at each stage of their

problem recognition process?



The information you would provide

Is content for marketing messages.



Inform . ..

Be careful not to give
legal advice when marketing.



The Miranda marketing example . .

You have the right fo remain silent.

VS.

Never talk to the police.



The ideal client’s problem recognition
process

| think I’'ve got a problem . ..
Maybe it will go away . ..
Can | solve it myself . ..

Do | need a lawyer. ..

Who is the right lawyer for me . ..



The old Yellow Pages ads are aimed
at the last stage of the problem
recognition process:

Who is the right lawyer for me?



https://www.legalzoom.com/articles/top-8-legal-mistakes-made-by-startups?utm_source=monthlynewsletters&utm_medium=email&utm_content=2016_08_August_NMAWM_New&utm_campaign=NL_2016_08_August_NMAWM_NEW

What do process focused
websites do?



Some examples
of process focused sites:

DiPietro Law Group
VirginiaDivorceAttorney.com
Rosen.com
JerseyEstatePlanning.com
http://www.bobbattlelaw.com
http://www.oginski-law.com
http://www.paestateplanners.com



https://www.dipietropllc.com/
http://www.virginiadivorceattorney.com
http://www.rosen.com
http://www.jerseyestateplanning.com
http://www.bobbattlelaw.com
http://www.oginski-law.com
http://www.paestateplanners.com

Marketing focused on

me



Tax, Business Law, Business
Formation and Finance,
Computer/High Tech/Biotech Law,
Intellectual Property, Trusts, Estates,
Wills, Probate, Estate Planning, Real
Estate, Civil Litigation, Mediation.

Attorney and accountant, Notary Public. Former IRS
attorney and former tax/business transactions
attorney for a major corporation (Freddie Mac®).
Education: University of Maryland (B.A., 1977); St.
John's University School of Law (J.D., 1980);
Georgetown University (M.S. Accounting, 1981):
MNew York University School of Law (LL.M., 1987).
Practice serves individuals, business, trusts, estates,
partnerships, nonprofit organizations, etc. in
regional, national, and international legal matters.
Licensed to practice law in Maryland, District of
Columbia, Virginia, and New York. Admitted to U.S.
District Court-District of Maryland, U.S. District Court-
Marthern District of Mew York, U.S. Tax Court, U.S.
Court of Appeals-Fourth Circuit, and U.S. Supreme

Computer law, high tech law, biotech law,
software/product development agreements,
consulting services agreements, software/product
licensing agreements, software/product
maintenance agreements, domestic and
international software/product distribution
agreements, e-commerce and web development
agreements, joint ventures, teaming agreements,
subcontracts, confidentiality agreements, litigation,
etc.

Intellectual property (trademarks, service marks, and
copyrights), applications, protection issues,
infringement issues, domain name and web content
protection, online brand protection issues and
resolution strategies, domain name recovery and
acquisition processes, unfair competition, trade
secrets, trade dress claims, litigation, etc. ldentifying
and inventorying intellectual property assets, buying
and selling intellectual property assets, etc.

Trusts, estates, wills, probate, estate planning and
administration, general and special powers of
attorney, health care power of attorney and advance
medical directives/living wills, revocable living trusts,

§ o ey




An example of “it's all about me” lawyer marketing .

Silver Tongued Litagators.
Prosecutors and Other Reptiles
EB‘MF‘E |




Marketing focused on the lawyer

https://www.texaslawhawk.com/

The Texas Law Hawk takes on covid



https://www.texaslawhawk.com/
https://www.youtube.com/watch?v=pzVkbKUFTmY

Marketing focused on the problem you solve

What not to do if you are involved in a federal
criminal investigation

What to do if you are under investigation

DiPietro Law Group videos



https://www.youtube.com/watch?v=TXeu-0me0Go&feature=emb_logo
https://www.youtube.com/watch?v=ExzOxJgxnuA
https://www.dipietropllc.com/videos/divorce-with-business-assets/how-is-real-estate-owned-prior-to-the-marriage-t/#%7Et5B9U23

You are an estate planner or elder lawyer

and you know your ideal client has a process.

How do you talk to them
while they are working their way through

their process?



“Dad Couldnt Remember How To Get Home.”

An estimated 4.5 million Americans havse
Alzheimer’s disease. The number of
Americans with Alzheimer’s has more
than doubled since 1980.

The number of Americans with
Alzheimer's disease will continue to
grow — by 2050 the number of
individuals with Alzheimer’s could range
from 11.3 million to 16 million.

Half of all nursing home residents
have Alzheimer's disease or a related
disorder.

A person with Alzheimer’s disease
will live an average of eight years
and as many as 20 years or more
from the onsst of symptoms. .

The average cost for nursing
home care is $42,000 per year
but can exceed $70,000.

Elder Law Firm of
Marshall~Associates

Jersey Shore Office
et,

Take The First Step
Call today to reserve a place at one of our free seminars for seniors, their
families, elder care professionals, and caregivers. Each presentation lasts
about 90 minutes, including a “Question & Answer” session.



Reason To Make
An Estate Plang

Your son-in-law,
Fred

= Hasn't had a job
since 1999

* Belongs to a religion
that you consider a cult

= Sells t-shirts at concerts
by a band called “Phish”

*= You suspect he is fond of
chemical substances

= Thinks it's great that he has
rich in-laws

Is he going to get

half of what you leave
to your daughter?

Do not miss this FREE seminar!
Two days only. Seating is limited.

Wednesday, February 15, 2006 Thursday, February 16, 2006
10:00am-11:30am E:gﬂpm~ﬂ: pm
The Lodge at Aancho Mirage The Lodge at Rancho Mirage
) Frank Sinatra Drive 68-900 Frank 5 Drive
lancho Mirage Rancho Mirage

Reserve your space today.
Call: 760-776-9977

- Pl

74-8916 HiGHwar |11
INDiaN WELLS, CA B22|10
PHONE 760-7769877
Fax 780-408-5053
WWW. LEELAWYERS .COM




Who is O’Neil Wysocki talking to here?

FAMILY LAW + CHILD CUSTODY + DIVORCE

O'NEIL WYSOCKI 5323 SPRING VALLEY ADAD, SUITE 150 | DALLAS, TX 75254
e ci T:(872) 852-8000 | F: (214 3067630

The V hoi
OWLawyers.com




SmartMarketingNow.com


http://smartmarketingnow.com

What are the questions

in your ideal client’s mind?



What is the intent
reflected in this video?



https://www.benglasslaw.com/bio/ben-glass3.cfm

Elements of a good, long term
marketing system . ..



Prepare information about
the five to ten questions
you get from every
new client.



Prepare a 15 to 30 minute talk to a
room full of your
potential ideal clients
informing & educating them
about the problems you solve.



Use this same content for:

An email marketing campaign
A blog post
A lead generator featured on your website
Your brochure
Social media



Create a database of contacts
in Outlook,
in a spreadsheet,
or in any other functional system.



Who goes into your
contacts list?

Friends, family, clients, former
clients, potential clients, &
anyone who can refer business.



Sophisticated contact management
software review:

Contact Management Software Reviews

SalesForce.com

Clio Grow



https://www.softwareadvice.com/crm/contact-management-comparison/
http://www.salesforce.com
https://www.clio.com/clio-legal-crm-client-intake/?&sem_account_id=7189143421&sem_campaign_id=1590877914&sem_ad_group_id=60353613296&sem_device_type=c&sem_keyword=clio%20grow&sem_matchtype=e&sem_ad_id=328858289226&sem_network=g&sem_target_id=kwd-559564528054&sem_feed_item_id=&utm_source=google&utm_medium=cpc&utm_term=clio%20grow_e&sem_location_id=9007774&sem_placement=&sem_placement_category=&utm_campaign=TS:TX:BRA:NA:BR:ClioGrow&gclid=Cj0KCQjwuJz3BRDTARIsAMg-HxWJgNzKVOWnwZwGu2GAMDn4nX4E1GlbgM3oclsHxO2hqVy8FymfLqYaAreHEALw_wcB

A basic contact management system. ..



Contact 1 Contact 1 Title 1 Ay City ow York 2 Unit
2 Contact 2 Contact 2 Title 2 = New York ;
Contact Contact 3 Title 3 If you need few than provided in the le
4 Contact Contact 4 Title ¢ Sample data, just select the rows you don't
Title & nd then, on t

ck the arrow
Cell i g

Contact 4 Contact 5
Contact Contact 6 Title £ :; :
Contact & Contact 7 1L L i — || Washington
Contact Contact 8 Title Washington
5 Contact 8 Contact 9 Title 9 New York MNew York
Contact 8 Contact 10 Title New k L
Contact 8 Contact 11 Title MNew York
2 Contact 9 Contact 12 Title Seattle Washington
Contact 10 Contact 13 Title 13 Ay 513 Seattle Washington
4 Contact 11 Contact 14 Title Add 14 MNew York MNew York
Contact 12 Contact 15 Title Ay London
Contact 13 Contact 16 Title Address London
Contact 14 Contact 17 Title A 7 London
Contact 14 Contact 18 Title 1¢ Ay 55 1 London
§ Contact 14 Contact 19 Title 19 A London
Contact 15 Contact 20 Title Add London
Contact 16 Contact 21 Title 2. Ay 5 Tokyo
2 Contact 17 Contact 22 Titl . Add Tokyo
Contact 18 Contact 23 Title 2 A 5 2 Tokyo
4 Contact 18 Contact 24 Title 24 A 24 Tokyo
3 Contact 19 Contact 25 Title 25 Ay 55 Tokyo
Contact 20 Contact 26 Title 2 A Tokyo
Contact 21 Contact 27 Title 2 A Tokyo
Contact 22 Contact 28 Title 2k A 55 28 Tokyo
25 Contact 23 Contact 29 Title 29 5
30 Contact 24 Contact 30 Title 3
31 Contact 24 Contact 31 Title
Contact 24 Contact 32 Title
Contact 25 Contact 33 Title
Contact 26 Contact 34 Title
Contact 26 Contact 35 Title
Contact 27 Contact 36 Title

Delete and the:
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How many opportunities exist for
you to be found?

How many venues can you create
for your marketing message?



You & your presence. ..

Your office
Business card
Website (video)
Newsletter
Blog
Brochure
Social media ...



How is your signature block?

Sharon D. Nelson, Esq., President

(@senseient.com | https://senseient.com
@sharonnelsonesq (Twitter)
www.linkedin.com/in/sharondnelson
amazon.com,/author/sharonnelson
:f fridethelightning.senseient.com (security blog)
:f fvouritconsultant.senseient.com (information technology blog)
://senseient.com/digital-forensics-dispatch (digital forensics blog)

Lawvers VWeekly Lawyers Weekly LawversWeekly
EEEEEENSIEE 2020 CEEEEWHER 2020 | EEEEETNER 2020

BEST DATA SECURITY SERVICES PROVIDER BEST EDISCOVERY PROVIDER BEST DATA RECOVERY SERVICE PROVIDER
SENSEI ENTERPRISES SENSEI ENTERPRISES SENSEI ENTERPRISES

WINNER WINNER WINNER




Sources for unique & traditional cards:

Moo.com

DesignYourOwnCard.com

Crane.com

VistaPrint.com



http://us.moo.com/
http://www.designyourowncard.com/
http://www.crane.com/business/correspondence/business-cards
http://www.vistaprint.com

Speaking engagements. ..
Books & free publications. ..

Useful tools . ..



MEepINA Law § GRoOuP



http://99designs.com/logo-design

What Every Virginia Woman
Should Know About Divorce



Six Estate Planning Mistakes
to Avoid



The concept - informing, educating
& establishing yourself as the
expert in your area - applies in any
practice area. ..

Material for an essay, seminar, blog
& newsletter are the tools.



Marketing starts with the right mindset



Relate to Marketing
like it is your best client . ..

How would you treat your
best client?



You would have a plan
You would strategize
You would open a file
You would work on it every day

You would evaluate it often



You can do the work yourself:
Rollins & Chan

Or you can use a service:

Great Legal Marketing
Mockingbird
UpwardAction.com



http://rollinsandchan.com/
http://www.greatlegalmarketing.com/
https://mockingbird.marketing/
http://upwardaction.com

Focus on the problem you solve & the
questions in the mind of the prospective client

Targeted to your audience

Regularity
Long-term tool
Becomes a part of your process
More cost effective
Few do it well
Hardcopy is better than electronic


https://www.greatlegalmarketing.com/library/effective-monthly-newsletters-legal-marketing-lawyer-marketing.cfm

[EXT][New post] By Search Warrant or Subpoena, the Government Will Get Your Gmail (and the Numbers Are on the Ri

<

GRAND JURY TARGET =comment-reply@wordpress.com =
To Daniel Mills

IEI If there are problems with how this message is displayed, click here to view it in a web browser.

New post on GRAND JURY TARGET [x]
N By Search Warrant or Subpoena, the Government Will Get Your Gmail (and the Numbers Are on E ma | I pOSt II n kS
v 24 the Rise)

back to blog

By: Sara Kropf

I have a Gmail account for personal use. You likely do too. And nearly every one of my clients has one. In fact, Google owns about 43% of the email market.
Gmail has about 1.2 billion users and about 306 billion emails are sent and received daily in 2020,

Who cares about Gmail this much? The federal government does.

That's because people still send a lot of interesting things via email. The government wants to use those emails to build their criminal cases, particularly in
white-collar cases. We think about wiretaps as electronic surveillance since they happen in real time, but gathering email is a key part of how the government
investigates potential crimes.

GrandJuryTarget.com



https://grandjurytarget.com/2020/10/28/by-search-warrant-or-subpoena-the-government-will-get-your-gmail-and-the-numbers-are-on-the-rise/#more-5579

[EXT][New post] Forfeiture-by-wrongdoing

ﬂ- Koehler Law <donotreply@wordpress.com =
\‘ ' To @ Daniel Mills

@ If there are problems with how this message is displayed, click here to view it in a web browser.

New post on Koehler Law

Forfeiture-by-wrongdoing

by Jamison Koehler

< Reply

<é:,F

)

Under the “forfeiture-by-wrongdoing doctrine, a defendant forfeits his Sixth Amendment right to be confronted by a witness against him, as well as his objection

to the introduction of hearsay, if he wrongfully procured the unavailability of that witness with the purpose of preventing the witness from testifying.

Read more of this post

Jamison Koehler | December 13, 2021 at 1:11 pm | Categories: Evidence, Legal Concepts/Principles, Opinions/Cases | URL: hitps./fkoehledaw. net’7p=16381

Wellnlzl | See all comments

Unsubscribe to no longer receive posts from Koehler Law.

Change your email settings at Manage Subscriptions

Trouble clicking? Copy and paste this URL into your browser:
hitps-/fkoehlerlaw. netf?2 021712 forfeiture-by-wrongdoing/




Jamison Koehler = 1st .

Koshler Law

Sam - ®

Under the ‘forfeiture-by-wrongdoing doctrine, a defendant forfeits his Sixth Amendment right
to be confronted by a witness against him, as well as his objection to the introduction of
hearsay, if he wrongfully procured the unavailability of that witness with the purpose of
preventing the witness from testifying.

é Like @ Comment > Share "7 Send

@ Add a comment., a



Marketing resources

The Culture Code by Clotaire Rapaille

Influence, the Psychology of Persuasion
by Robert B. Cialdini

Contagious, Why Things Catch On by Jonah Berger
You Can'’t Teach Hungry by John Morgan
Great Legal Marketing by Ben Glass

Primal branding: Create Zealots for Your Brand, Your Company,
and Your Future by Patrick Hanlon



Website creators

Dupont Creative

GNGF

AttorneySync

Ryvtechllc.com



https://www.dupontcreative.com/services/dc-wordpress-design/
https://gngf.com/
https://www.attorneysync.com/
https://www.rytechllc.com/

Website creators & marketing services

Mockingbird

JurisDigital

Spotlight Branding

Foster Web Marketing



https://mockingbird.marketing/about/
https://jurisdigital.com/
https://spotlightbranding.com/
https://www.fosterwebmarketing.com/

Avoid FindLaw for a website



https://mockingbird.marketing/author/conrad/

Not all marketing turns into instant sales

There are long-term benefits to marketing (Top of mind)
Build your credibility

Reach expert status in your practice area

Increase your lawyer referrals

Key: you must have a strategy

CONSISTENCY IS EVERYTHING



Productivity & the Small Firm

Profitability & growth are the result of
a productive lawyer

It’s a question of using the right tool for the job

It’s stepping back, watching & creating
workflows



Work on your firm, not just in your firm . . .



https://www.emyth.com/inside/work-on-the-business-not-in-the-business

2.5

The average time an attorney spends on billable work per day.

2.9

The average time spent each day on admin tasks.

1.2

Of those 2.9 hours, the top 3 tasks are office administration (16%), invoicing
(15%), and configuring technology (11%).

2

33% of 6 hours/day not spent on billable work goes toward business
development, indicating the importance of generating new clients.




23

2 out of 3

Folks who say their “decision to hire” is most influenced by an
attorney’s responsiveness to their first call or email.

People, on average, who didn't hire an attorney even after a consult.

36

The average amount of attorneys’ earnings that is ever collected.



full program on
May 14, 2020 / Affordable Tools, Tech and
Talent to Run a Small Law Firm Remotely


https://www.linkedin.com/in/madelainemartin
https://www.dcbar.org/for-lawyers/practice-management-advisory-service/courses-and-trainings/small-firm-lunch-and-learn-series/past-lunch-and-learn-programs
https://smith.ai/

Where technology helps

* Research & finding information

* Managing data, such as time & billing, client
information & firm financial information

e Communication
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Free additional resources

Are you Lawyering
or Laboring?

° ° 7 Steps to Reduce Interruptions & Chores and Run a Highly
Sm |th,a| eBoo k: Productive Law Firm with Virtual Receptionists

Are you Lawyering
[ ] G
or Laboring? s YU



https://smith.ai/lp/ebook-lawyering-or-laboring
https://smith.ai/lp/ebook-lawyering-or-laboring
https://smith.ai/lp/ebook-lawyering-or-laboring

Free additional resources
Smith.ai Guides

d
rv

Law Firm
Communication
Playbook

@‘ LAW FIRM

CC mmunication

LAW FIRM
o e
[ ]
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https://smith.ai/documents/law-firm-communication-playbook
https://smith.ai/documents/law-firm-communication-library
https://smith.ai/documents/law-firm-communication-playbook

'{'J'i" call us 866-611-7829 follow us ﬁ@@l member log-in £
receptionists
OUR SERVICES  ABOUT RUBY  PRICING BLOG  CONTACT US

Meet Ruby,

your real, live virtual receptionist.

Ruby is the smart and cheerful team of virtual receptionists
trained to make a difference in your day. From our offices in
Portland, Oregon, we handle your calls with care. We deliver
the perfect mix of friendliness, charm, can-do attitude, and
professionalism. Best of all, your callers will think we work in
your office. Meet us!

------------------------------------------------------------------------------------------------------------------

WHY IMPRESS BE MOBILE RELAX SAVE GROW
H U 8 Y Our friendly, professional We'll transfer your Your calls are always You'll gain top-notch Inspire loyal customers
virtual receptionists will calls to you, when answered by a cheerful, | service at a fraction of the with exceptional
- S | WOW your callers. and where you like. live person. price of an on-site customer service.
receptionist.

Ruby



Creating systems

Automates Word documents
It has a free version
& a pro version for $89 a year

Create a template for fee agreements


https://www.theformtool.com/

Free & low cost legal research

~a DC Bar member benefit

DC & Federal & all jurisdictions, plus more is free
as a Bar member benefit

(Non-members pay $1000.00 annually)


https://www.dcbar.org/for-lawyers/membership/membership-benefits/legal-research
http://www.fastcase.com/
https://www.dcbar.org/for-lawyers/practice-management-advisory-service/courses-and-trainings/small-firm-lunch-and-learn-series/past-lunch-and-learn-programs

The — visualize
search results

R

Timeline for search, "fighting words" & "first amendment"

Vertical Axis: Relevan... »  Show: 1000 «  Results Sort By: Relevan... Sort Direction: Descendi... " n Entire Database Forecite (Cites in These Results)

2000 2010



https://www.fastcase.com/blog/together-at-last-interactive-timeline-and-forecite/

Important small firm systems

Client intake & setup — your onboarding process

Information processing; how paper and data are handled,
entered & stored

Tracking cash flow & financial information

Conflicts checking — how it’s done in small firms



Time & Billing

$199 annually for entire firm

S27 - S80 monthly per user

S36 monthly per user

S515 - $1450 annually

Prices as of 9/21/21 vendor website


http://www.time59.com/
http://www.bill4time.com/
https://www.timesolv.com/
http://na.sage.com/us/sage-timeslips

Case Management Systems

Cliois a DC Bar member benefit

MyCase

RocketMatter

Cosmolex

Lawyerist review of case management tools



http://landing.goclio.com/dcbar.html
http://www.mycase.com/
https://www.rocketmatter.com/
https://www.cosmolex.com/?a_aid=goog-branded&gclid=CjwKCAjwh472BRAGEiwAvHVfGmyzHyyCJQawKL8n_e2oYx-0U9teC6FYTqXalIS0uq-B5Kj4-Q5vghoC3IoQAvD_BwE
https://lawyerist.com/reviews/law-practice-management-software/

Use two-factor authentication &
a strong password

TIME IT TAKES A HACKER TO
BRUTE FORCE YOUR PASSWORD

Numbers, Upper Numbers, Upper
and Lowercase and Lowercase
Letters Letters, Symbols

Number of Numbers Lowercase Upper and
Characters Only Letters Lowercase Letters

SSSSSSS -Data sourced from HowSecureismyPassword.net


https://authy.com/what-is-2fa/
https://www.cnet.com/how-to/9-rules-for-strong-passwords-how-to-create-and-remember-your-login-credentials/

Technology Tools

- Online booking system - Calendly, Acuity, VCita

- Video Conferencing - Zoom, Google Hangouts

- VOIP phone system - Ring Central, Google Voice

- Case management - MyCase, CLIO, Smokeball, Rocket Matter

+ Project Management/Team & Task Management - Asana, Trello, monday.com

- Web cam

- Lighting

- Microphone

+ Scanner

+ Online file storage - Dropbox, Google Drive, Box

NAKIAGRAY




Things have changed during Covid

How are lawyers planning to change their ways? Consider these
statistics from Clio’s 2020 Legal Trends Report:

96% say t
95% say t
96% say t
96% say t
83% say t

ney

ney

ney

ney

ney

store firm data in the cloud.

support electronic documents and signatures.
accept electronic payments.

use practice management software.

meet clients through videoconferencing.



How are they operating now?

85% of law firms are using software to manage their practice.

79% of lawyers rely on cloud technology to store their firm’s
data.

62% of firms allow clients to securely share and sign
documents electronically.

73% of firms allow clients to pay invoices electronically.
83% of firms are meeting with clients virtually


https://www.clio.com/resources/legal-trends/

Examples of new firm models

* Potomac Law Group

e Rollins & Chan

e MD Family Lawyer.com

e Nakia Gray



http://www.potomaclaw.com/
http://rollinsandchan.com/
http://www.mdfamilylawyer.com/
http://www.nakiagray.com/

Concept Mapping

A strategic thinking tool
Plain paper and colored pencils/pens

Concept mapping, a/k/a mind mapping for
lawyers

The five best applications



https://www.mindmeister.com/blog/mind-mapping-for-lawyers/
http://lifehacker.com/five-best-mind-mapping-tools-476534555

Our Lunch & Learn series:

Hive Mind for network building

1/6/21 Maddy Martin, Smith.ai on advanced referral marketing
1/13/21 Oomplx on web security
1/20/21 Christine Clapp on communication skills


https://www.dcbar.org/for-lawyers/practice-management-advisory-service/courses-and-trainings/small-firm-lunch-and-learn-series/past-lunch-and-learn-programs
https://www.dcbar.org/for-lawyers/practice-management-advisory-service/courses-and-trainings/small-firm-lunch-and-learn-series

Some long-term goals

* Build your database

- Sign up for a CRM and begin building yourlist

Create a resource and have people opt in Choose

. aniche practice area and become THE expert

- Show up with information to educate (but don’t give it allaway)
- Blog
- Live Stream
* Establish yourself as an expert
- Guest posts/appearances
- Bar Association articles and CLEs
- Media pitches
- Host your own info sessions
- Host a challenge

* Launch a new product, service, event online—SELL something

NAKIAGRAY




10 POWERFUL
STRATEGIES FOR
ATTORNEYS TO
ATTRACT CLIENTS
ONLINE



http://beyondthebarinstitute.com/attract-clients-online
http://www.graylegalpc.com/
https://www.facebook.com/beyondthebarinstitute

Offer virtual consults (paid and unpaid)

Create an information product and sell it (helpful
resources are needed)

Host online events (paid and unpaid)

Collaborate with other professionals who serve your
same audience

Offer a special (Wills, Expungements, Strategy
Sessions)



We all want to be happy &
profitable

You can do it on your own.
Some lawyers have done it with help:

How to Manage a Small Law Firm
Atticus
Affinity Consulting
Beyond the Bar Institute
PMAS



https://www.youtube.com/watch?v=Bkp4yKpFhZQ
https://howtomanageasmalllawfirm.com/
https://atticusadvantage.com/
https://www.affinityconsulting.com/law-firms/
https://beyondthebarinstitute.com/
https://www.dcbar.org/bar-resources/practice-management-advisory-service/

Recommended reading . ..

THE N
CLIENT
CENTERED

\LAW FIRM /
.



https://www.amazon.com/Client-Centered-Law-Firm-Succeed-Experience-Driven/dp/1989603327/ref=asc_df_1989603327/?tag=hyprod-20&linkCode=df0&hvadid=416671910316&hvpos=&hvnetw=g&hvrand=13044258579064711419&hvpone=&hvptwo=&hvqmt=&hvdev=c&hvdvcmdl=&hvlocint=&hvlocphy=9007774&hvtargid=pla-866663336587&psc=1&tag=&ref=&adgrpid=95590145884&hvpone=&hvptwo=&hvadid=416671910316&hvpos=&hvnetw=g&hvrand=13044258579064711419&hvqmt=&hvdev=c&hvdvcmdl=&hvlocint=&hvlocphy=9007774&hvtargid=pla-866663336587

Practice Management
Advisory Service

Dan Mills
dmills@dcbar.org

571.213.3401

Kaitlin Forster
kforster@dcbar.org

202.780.2764



mailto:dmills@dcbar.org
mailto:kforster@dcbar.org
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