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Marketing Feature
Grapplin g with gravitas:

new law firm marke

By Carclyn
Shartenberg Lavin

e alll Tilee to dio buainess
with pmplr we Iike, This fa-
miifior phrase has hecome the
comerstone of the latest lighi
in marketing: relationship-
hailding, Astute bwyers have laid down their
okl-schoal strategies, formal firm biographies
and lackluster newsletters in fivor of cultivating
cantacts via networking ard &d campaigmns
showing partners hard at work in their shin-
sleeves.

Today, websites that reference attarneys by
first parmne, company prefiles thet paint & ploure
ofn r.aring ciftare, andd firm 'rnnrh'-rling malerials
that shiow volunteet and afier-hour pursuaits have
tulken the place of the stald messapes that, for
vears, parirayed the serious nature of the law,

A how far should attornevs — and their
marksling achvisors — tread on the contingam
of gravitas 0 personal? Can they leverage the
opportunitics inherent in relationship-budlding
while respecting the dignicy of the lnw?

A valld stmegghe

Meny frms are grappling with how to iniiate
th steps 1o forge porsonal relationships whibe
maintalning the gravicas of thelr professlon, The
strugale seems b he valicl,

Attorneys ward to be known for being smart
problem-solvers who understand thelr dients
and thebr clbents’ busincsses. The law is a serious
mutes, and those who practice have mnde o se-
riHlE Sommmitment.

Crrofyn Sharlerdery Laving president of
Lawin J'I-'[lrrl'l:t'.l'mg Canurarmicelions, Hos
warked with aftorneys in Providence and
Baslon Jor mmore then 20 years. She can be
contected af lavinmarketingiboox, net.
wiswd favinmeareling. com

Making it personal

LClients look for Bawyers with whom they feel
a connection, efther via a business referral, per-
sanal tie or olher association. They wani lawyers
whio nivt only understand their basiness and
goals, but are personally invested in their busi-
THESS SLIOOERE:

Sharing your passion

Cocusecting with clients is net jus) based on ex
pertise and experience A foar-hour round of goll
ar dinner-and - seater nu]:inu with a hjg_ll]:.' qu:l]i
figel prospect may do mare than any direct-mail
pece ar press release can muster,

Sharing your passions sotsule the workplace
— family, hobbies., educational interests — is vi-
1zl o creating, aned bailding 2 successful rela-
I:inr._':hi.p. Drant be afraid to [zt cliznts
and prospects se= who you are he
yomel the business suit and ma-
havgany lw affice.

Wiriting to be read

Mirvimg avway fram old -schoed mar-
keting invlves your wriling, foa, We all
are borbarded with print and eectronic
commmunications via e-mail, snail mafl and
even mass fax systems, Few have the time of
nergy ko take b all in

So, whether its your firm brochure, anoual
report o1 holiday card, pay careful atention i
vour messages. Lise shori sentences, active valoe
andd action verha. Don't include every neance of
your experience, capahilitizs and services Keep
YEUT Messages succinot, Bacus on henefits to
yoaur clbents, nat just the ferteres of what you do
[wing conversatbons about voo and vour prac-
Lice.
Seeking synergy

Taking relationship-builling to tle nexl step
often leads o assisting clients in areas oulsde
the canflines of the b, The movie "Fay il For-
ward” starring actor Kewin Spacey focwsed on

ng takes personal approach

the notion of paFing a favor not back bot for-
wiird.., repayving pocd desds nod with payhack,
brul whil new gouel deeds done W opew peogle.

Whether factlitating an introduction of &
client o another professional (n banking or
finance, or passing along articles and ideas
that impact a prospect’s imdusty, look to do
things to help others that may not appear at
firsd glance to have Immediate return-on-in-
vestment for you
Maowing forward

[ntrodiscing kleas that beeak from the rad-
tiemal is often challenging for firms of all sizes,
Howewer, small changes in lawyers’ atitudes to-
wird marketing and interactions with cllents will

position lawyers and thelr finms well,
as personal relationships become
pivedal ta business deselop-
miznt in the highty competi-
e mnr'l-:r.li'ﬂ.a:: for h:g.al
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