
DC BAR PRACTICE MANAGEMENT ADVISORY SERVICE LUNCH & LEARN
MAY 7, 2020

SPEAKER: MARY ELLEN HICKMAN

© 2020 HICKMAN CONSULTING PARTNERS. ALL RIGHTS RESERVED. 

Overcoming The Crisis: How To Retool Your 
Marketing To Stay Connected & Relevant

Presenter
Presentation Notes
It's a tough time for all. That said, countries, markets, and businesses have faced incredibly difficult circumstances before - and recovered. We'll discuss how to rethink and retool your marketing so that you can set your firm up to recapture business and even grow while staying connected and relevant in this time of remote work and social distancing.
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MARY ELLEN
HICKMAN, MBA

20+ years in marketing

• Advertising, research, business analysis, revenue forecasting

• New business and brand launch in the US and overseas

• Launched and led 3 businesses

Broad range of experience

Adjunct professor of marketing

MBA from top-tier school

Founder + Marketing Strategist

Presenter
Presentation Notes
What may be more important, right now:We drive results – in all circumstances. My first years in this business were in an economic downturnI am particularly good at turnarounds (where a business owner or leader is facing devastation due to changes in the industry, or due to how they’ve run their nonprofit, business, or firm)I worked in developing countries: Russia and Ukraine, in times where there was no food, a coup, a revolution, and everyday life was unpredictable. So while this is hard, it’s not 100% new to me

http://www.hickmanconsultingpartners.com/
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Hickman Consulting Partners = Growth

http://www.hickmanconsultingpartners.com/
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Hickman Consulting Partners = Attention

http://www.hickmanconsultingpartners.com/
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STEP 1:
Communicate 

more with your 
clients

STEP 2:
Change how you 

communicate

STEP 3:

Invest in marketing

STEP 4:

OUR PATH
HOW TO RETOOL YOUR MARKETING

Plan for the rest of 
the year

Do what works. Do 
it better

STEP 5:

Identify 
opportunities

STEP 6:

Presenter
Presentation Notes
Will end with a brainstorm: open session, where we’ll talk through how to convert what had been working well for you before into what you can do now, in the time of social distancing and virtual everything
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What are your objectives:

• Why did you choose to attend today?

• What do you want to get out of today’s discussion?

• When will you put this into action?

Presenter
Presentation Notes
Just take a 2-3 minutes to think about it. Write. It. Down.If you’re serious about getting more business, take a minute now to choose a day this week or next week to act on what we discussed. Block it in your calendar.
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Accept that the situation is out of your control.

Move on to control what you can.
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STEP 1:
Communicate more with your clients

Continue all relevant work1

2

4

3

Reach out to all current clients
• Discuss status and objectives
• Continue the work wherever it makes sense
• Adjust objectives or services as needed

Discuss next steps with clients who have 
stopped or paused work 

Continue to check in regularly

1. COMMUNICATE MORE WITH YOUR CLIENTS

• When to check in
• Under what circumstances it makes sense to restart work

– Might be the same or different work

Presenter
Presentation Notes
Note: assumes longer-term or ongoing business.Do you like money? Do you want to be able to support yourself and your family? If so, do thisSome will be contracting/cutting or reducing their services. Others stopping and restarting. Others expanding.Start with current clients; then, recent clients, previous clients, potential clients
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STEP 2:
Plan for the rest of the year

Reforecast revenue1

2

4

3

Re-estimate expenses

Predict the future
• Choose your “back to (somewhat) normal” date

Adjust as needed

2. PLAN FOR THE REST OF THE YEAR

• Consider capacity: How many hours can you work
• Forecast revenue from current projects
• Add expected future revenue

• Staff
– Salaries
– Independent contractors

• Rent
• New expenses

– Videoconferencing
– Computer equipment
– Additional software
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Consider economic support.

Federal, state, city, local and more.
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STEP 3:
Identify opportunities

How have clients’ needs changed?1

2 What services do you offer that fit those needs?

3. IDENTIFY OPPORTUNITIES

• What is different now?

Presenter
Presentation Notes
Market is contracting/getting smaller (in many areas). There has been significant, fast change (increased stress/upheaval). This is all about the services you provide. Lost jobs, lost revenue, everyone’s at home, virtual environment, increased stress. Field day for commercial (bankruptcy), employment, family, estate law. Focus on mediation vs. litigation. Renegotiation of vendor contracts. M&A (for some); bankruptcy/restructuring for others
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STEP 4:
Change how you communicate

Rethink how you position yourself and your firm

1

2

4. CHANGE HOW YOU COMMUNICATE

• Supplement the client’s team
• Support another law firm
• Guide clients through process: help them do more of the work

Focus on needed services
• Change the focus of your communications

3 Increasingly important: results, value, reduced risk
• How can you show results?
• How will you demonstrate value?
• How can you help potential clients reduce their risk when 

choosing you?

Presenter
Presentation Notes
Change HOW you talk about your services. Rethink positioning
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Don’t be afraid to think small.

Presenter
Presentation Notes
Consider trial services. What will get you in the door?But, be careful of your margins, long term.
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STEP 5:
Invest in marketing

Get moving: Actively seek more business1

3 Get more competitive: Improve the essentials

• Choose one marketing activity or tactic
– Focus on the highest return on investment
– Optimize that tactic
– As time allows, if needed, layer on 1 – 3 more

• Email signature block
• Online presence: Google My Business, LinkedIn, Avvo
• Website
• Marketing documents: Proposals, contracts, letters
• Logo
• Client-facing documents: Invoices, letterhead, memo

5. INVEST IN MARKETING

2 Execute with excellence
• Dot i’s and cross t’s
• Follow up on time and consistently with potential clients

– Rule of thumb: 8 touches to close

Presenter
Presentation Notes
Step up
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Focus close in:

Current and former clients + your network.
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STEP 6:
Do what works. Do it better.

Strategic networking1

2

3

Select speaking engagements

Email marketing

6. DO WHAT WORKS. DO IT Better.

• Including list-servs

4 Targeted, focused social media:
• Don’t. Get. Distracted.

5 Direct mail
• Letters
• Cards

• Groups
• One-on-one

Presenter
Presentation Notes
Give examples: think Jay and Jessica. Jay: had 350 connections on LinkedIn, now nearly 5,000It’s harder virtually – but people are more willing to talk (they like the human connection, especially from someone outside their home). Use it, wisely.Offer something of value. It will reward you.Demonstrate that you’re 1. still working, 2. focused and productive, 3. working consistentlyStep up.

https://www.linkedin.com/company/hickman-consulting-partners
https://www.facebook.com/hickmanpartners
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Execute with excellence.

Presenter
Presentation Notes
Before, you could do an adequate job on your marketing (when there was a lot of $$ and work), and you’d still get business. Now, you need to do a GOOD job.
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STEP 1:
Communicate 

more with your 
clients

STEP 2:
Change how you 

communicate

STEP 3:

Invest in marketing

STEP 4:

OUR PATH
HOW TO RETOOL YOUR MARKETING

Plan for the rest of 
the year

Do what works. Do 
it better

STEP 5:

Identify 
opportunities

STEP 6:

Presenter
Presentation Notes
Will end with a brainstorm: open session, where we’ll talk through how to convert what had been working well for you before into what you can do now, in the time of social distancing and virtual everything
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Brainstorm:

Convert your previous tactics to what will work today.

Presenter
Presentation Notes
AKA if you used to do X, now do Y
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Q&A

HICKMAN CONSULTING PARTNERS
MARKETING STRATEGY FOR GROWTH

growth@hickman-partners.com

RESOURCES:

MARY ELLEN HICKMAN, MBA

https://www.linkedin.com/in/maryellenhickman/
https://www.facebook.com/hickmanpartners
https://twitter.com/hickmanpartners
http://eepurl.com/n_u9n
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