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The new road to new business:
a step-by-step approach

By Carolyn
Shartenberg Lavin

Whether you are a small practi
tioner or & large law firm, the days
i :r\||||H (AR ERITS] I\.H.|||..1|.'r'-. 51 FEaiE

naket's Lanirels are over,

Yo bonvw wioua are changed with
tracking divsn new Inisisieas opgor
lunihes ab cvery furm = [ fodmal
REP 10 Lips from clients and friends about potential lepgal
rieeils

Ewen maoee dawiing i the level of sophisicatuon of
mivw - Bial s propeiasle. Witk lawyens teaming up with
marleting professionals, the task of weiting a response bo
an HFP takes on mew proporbions ss (o bry boomale their
.-||-|'-\.|1|.|Jl wland ol

Forging relationships

I all abouit relationshlps, Yo may have a leadd You
gl netex B0 cradl @ wiritien responss, B befor
you even Beghn wrbibng, vou need 1o forge a relsiion
ilidp with ghie prospective chiesd. In fact, ihe mlabon
iliip will {ar autweigh the wiitten propoial cvery
e

L'ndeas pir hibited by K1 I* requibromenis, seck ol
1 lime to meel with or talk by phone 1o the prospec
tive chienst 1o Dimed ot msore abaowt the of ganization
ana] M needdis where the company s headed, (] there
ire any hidden ngendas, what are the grestedt con
cerns, what keops the presidend op at nigha?

Odf conarse, any well-respecting atbormiy or nmr
keting guru willl i his hamewoek beloee thal inds
gathering mecting, In foday s world of Instant scoces
via 1hl_' Interme, an |1| i A o ||r ||'u,-||1|.'h will Hl'l
il whal you feed Bo know

Strategire

Unee vou have gained an onderstanding of the industrg
the prowpects comcerna and other relevant isves, the nexd
sl an Ulee naew momid 10 miewe bk ee s is bo s rateg e

Dretermilne youar own koy-selllng-polms for this plece ol
bt anad pust how you wall get this work

I vour firm has an expert in a spocial area, il you have a
long -stamding volunteer board relaiicnaliap with a dectsbon

f-:ﬂr'l:'-l;l'lr ."-r.'.'lr:'L'r'Fu'l;l.; Larvdie huia fwemily Jafars rgl" EXTR-
énce in rr|.JrJ.:r|*|l|: cormmncations, priemarily wilf s
firmas iad dccounting Ared td Provddesce and Boston,
Bhe R [rl-u Fer cliemiy |'|Hf1r|'-|'|' Hhedr clienef @ro cosfoener
commnnopicabing, generdle awureness in e comrninily,
beitld stremag firem arnbassrdors ard permer mew BlsTmes,
Rke in .J_.rrﬂ'.lllu'rlf !-.-'rl'r.rr_;'ilr FLawyers Weekily oo fssnies q.f
erutrkebingy and business-tealding She may be rexched af
bpvismrranrketing@ oo et oF S0 A 2068

Getting new clients is a long
and winding road with many
twists and turns, However,
establishing a marketing-
centric approach might make
the road a little less bumpy.

CTICE

it b, of A younr (o Jasd won a Supreme Cowrl case on (he
isanie ab lansl, use that key-sclling: poind as the sirategic o
cis of your proposl, wenvicg 8 o your wiiicn G unsen
al every i

Another critical ebement of atrategy i problen - soly
imj Let wour prospective elients knomw' liow you can solve
thedr prohilems, [ yoo kKnow service i an isede, pedge (o
be available and share yimir home phone or personal cell
rhoae numbser. 1 vou discover the primnry conlact s o bi
“old schoal,” select one of vour more seasoned pariners o
lead the feam

Man b kighlijght your key- slling - points thmougbu
:.'l'l.ll WIS l.r..r.. inal

Capitalize on relerences

I you want e shary how youl wotdlel be the bewa firm for
a progpeciive cliend, talke o step back, Lt vour dients and
references do the talking. Make a call fo a Bvante clen in
a similar indastry or for whom you handled a similar legal
maviter; mak ihe client 1o call — proactively — the prospect
bix 5ing your praiscs D the samie for the po-to person w e
aberted vl bo this I.'Il,"'l"lll'l.lllll V.

.'||1|,lI t.l'l'lﬂll]-' 1|.1.L'.|u|_1r ig |r|r||-|rl||.1|'|. Lis |‘|r|||5 ll[l.' LR NE]
prelerence LsL (Samelimes <lents feel uncombortable
writing a testimonial, w0 the next time a clienl compli
micats you and the firm, ask if you coald draft a testi
meiniel based on tlse comversatbon (or the client’s re
view, |

Write a knock-your-secks-off proposal

The key 10 writing aggressive, memorable propomls is 1o
undersizand the difference between featres and benclits. s
nat alf abowt ywou, Sorre In e, its not really aboat you ad

all. I you hove kbendilied your leyselling: poknis now |
the time Lo show how Hhey can actually help ihe prospodtive
client

For |"'!|;J:I'||'\l||‘, youl may know YOUr pro spective cliem
necds [asi pecess o ithe court Fpslem bnos varsely al comn
e You migh be Ir||.-||l|m1 lis elaboiente an yoar lerge,
three-office low frm. [Instead, consider rming your
statement aboul the femiines of your firm o & satement
il Bieriefide 1o e prospeilive cligmt, For ex ,:|||||-|.|._ Yl
might sy “our multi-olfice serting provides insant acoens
1o local eoqprthowses theoughout the region

Oince you've adapted the chiei-centric ainade, gel
iid of the adl it only dilates your main meisage. B
siire foe ke the sctive valoe andl avaid bogal -apeak, We
all knonw ihat praple juit don't read sy more; we want
our informatien conclse and eary o understansd

Forgat about fees

I Chee il alays, the Boe wa the Bt thing the prospedt
sousghi in o written prapaosal, 8 might sl be the Tt thing,
bait W is oo lapges the declding factor

Wale you can’l price yoursell ot ol th
e, you can esiatilish a relationship ansd
odfer problem-solving suggestiona thal s
porutde the innse of lee.

Delivery, lollaw-up, iracking

."ﬂﬂlil'll-l. Araks lomidae e alwiis VLML COIE)
mrlfenl 1066 polefil |.1| cliesil Phan an im
[rErEnn |‘|r|r-.l|'r'|.'-\.|| thie written ='lr|.||'r||'|J.|. L[}
sure fo call ahead 1o say you wodd like 1o
st by ind hand- deliver the written pro
posal,

O e e, eve iy e Doshieas umidertak
|||.|J| fawals [l boaw gy, e sure fo call 5 v
don’t hear enything: it will reinforce how
rmuch you wand 1o be hired, Call i you dont
et the works you can always learm from wn
aicenafil propodal situatbons. Call If you do get the woily
ask seliy vou were selected.

| Teeh, taikee wibial visi hawe earmed and create a '|I|1|F|II'
Foawl -.]-rr.ul-;'lu.'ul: Eheat sheovws yospr wins and Tospen, e s
#io Includes the pn.plf ‘periners inw ilved, the type of legal
experience requined, the names of conmypeting law firms
whi bid on the same work, from where the lead came, anad
why you were swarded — ar not awarded — the work
Track your suceesses and learn from your |osses,

Geiting new clients ks a long and winding moad with
iy Wi s and mirne Howewes, stabdishing a marketing-
ernlfi Afrprroa li I."HI:I irake the ol & ke bess I‘rll.lt'll'\l'\_'.'.

_omad e yeat sl |||..|.|E:'|u|.;_¢.i..|.l.-|.1|.|--. that suppor]
the new-business process, inchuding soft-skalls trakning on
networking and other business-building shalls indradual
murketing plans for partners and associotes: and client sl
Biacton surveys o generabe tedimonkals and referrils,

Ihen, hit the mad [
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