


Applicable Rules:
/7.1
/.5

Legal Ethics Opinions



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
https://www.dcbar.org/for-lawyers/legal-ethics/ethics-opinions-210-present

Codes, regulations &
ther jurisdictions can
also apply.

Example:
Bergman v Distric

h

-
O

Columbia

DC Court of Appeals 08-CV-859



https://scholar.google.com/scholar_case?case=16852212531606088632&hl=en&as_sdt=6&as_vis=1&oi=scholarr
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Start from what is
real & true.



I act
on the basis
of my
self-image.



Own who you are.

Own where you are.



Fercentile

The 6 Predominant Lawyer
Personality Traits

Skepticism

Autonomy Abst. Thinking Urgency Resilience  Sociability
Personality Traits

B General Public (50th Percentile)

M Lawyers

From the research of Larry Richard, Ph.D.



Our choice

-to talk about us
or

-to talk about the
problem we solve



Your perpetual questions:

How does the client see me?

What 1s the client’s experience
with my firm?



Which message 1is
more effective?



Juvenile Defense

-xperienced former prosecutor

who now focuses on the problems

of juvenile defendants.

Thomas Wight, Esaq.

Lawyer

136 Pryor Street SW

At
WWW. |

anta, GA 30303

uveniledetense.com



http://www.juveniledefense.com

IS Serious

‘Thomas Wight

Attorney at Law

404-502-3967




cearlies

-

chough

“he problem

magine your client's

CS abou




a— ﬁ

f you had the chance

0 provilide 1nformation
at that moment . . .

What would you say?



How can you 1n

educate your 1deal

a

B

ceach stage o:

problem recogni

process?

“orm and

client
theilr
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The 1n:

C10n you

would provide 1s

content
marketing messages.

for



form .

"ul no-

Se care:

c to give

legal advice

when marke

C1ng.



The Miliranda example . . .

You have the right to remain silent.

VS.

Never talk to the police.



The 1deal client’s
Problem Recognition Process

® \What?
® /’ve got a problem . . .

® Maybe it will go away . . .
® Can I solve it myself . . .
® Do I need a lawyer . . .

® Who is the right lawyer for me?



Yellow page ads are aimed at the
last stage of the problem
recognition process:

Who is the right lawyer for me?

Legal Zoom is aimed at the early stages.


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

Questions you can ask to learn
about your client’s

Problem Recognition Process

HHWhy did you come to me?

HHTell me about your problem?
HHWhat wlill the solution feel 1like?
HHWhat worries you now?

HHWhat have vyou worried about 1n
the past?

HHWho else have you told about this
problem?



Questions you can ask to learn
about your client’s
Problem Recognition Process

HHIS this the first time you have
talked to a lawyer?

HHWhat concerns you about talking to
a lawyer?

HHWhat 1s the best way for us to
communicate?

HHWhen did you first realize you had
this problem? What did you do?



Questions you can ask to learn
about your client’s
Problem Recognition Process

HHTell me what you know about this
problem you want me to solve.

HHSince we have not worked together
before, would vou like to know how I
charge to solve your problem?



THINGS LAWYERS PUT IN
THEIR WEBSITE BIOS

WHERE | WENT TO LAW
SCHOOL IN 1973

THE NOW-RETIRED
JUDGE | CLERKED FOR

THINGS CLIENTS WISH
WERE IN LAWYER BIOS

WILL YOU RETURN
MY CALLS?

LINKS TO YOUR BLOG,
TWITTER, ETC.

EVERY TYPE OF MATTER EMAIL DO YOU HAVE EXPERIENCE
I'VE EVER WORKED ON ADDRESS DOING EXACTLY WHAT | NEED?

&

COURTS AND BARS
PHONE 2
eyl foimlundinpiedn PHONE ARE YOU A TOTAL ASSHOLE?

WHAT OTHER LAWYERS
THINK (SUPER LAWYERS,
AV RATING, ETC.) OF ME

BORING CLE SPEECHES
I'VE GIVEN

COPYRIGHT 2013 MATTHEW HOMAMM

WHAT DO YOUR CLIENTS
SAY ABOUT YOU?

WHAT KIND OF WORK ARE
YOU REALLY GOOD AT?

AMAAT THOMARMM | MOMBILLABLEH QLU R COM

24



What every prospective client
needs to know & feel:

Why do I need a lawyer?

Do you know what you are doing?
What do others think about vyou?
Are vyou right for me?

Can I work with you?

Will you care?



Take what you learn and engage

What do process focused
websites do?



some examples of

P

process focused sites:

WWw.Vlirgilniadivorceattorney.com

wWww . Iroserll . COIn

WWW.jerseyesta:

Cep.

_Lanning.com

WWW . bobbat-

Cled

LadW . COIIl

WWW.O0glnski—law.com

WWww.paestateplanners.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 A



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, Motary Public. Former IRS
attorney and former tax/business transactions
attorney for a major corporation (Freddie Mac®),
Education: University of Maryland (B.A., 1977); 5t.
John's University School of Law (J.D., 1980):
Georgetown University (M.S. Accounting, 1981);
New 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-
MNorthern District of New York, U.S. Tax Court, U.5.
Court of Appeals-Fourth Circuit, and U.S. Supreme

| . [N B o [S——

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. Identifying
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,

imclira s triets rlhoaritab e teetes crommi o]l oo s
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And perhaps the finest example of “it’s all about me”
lawyer marketing . . .

Silver Tongued Litagators.
Prosecutors and Other Reptiles
BEWARE!!!




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.”

ey v R 1
- 5:- -E-_L ﬂ:’_;-ll.

An estimated 4.5 million Americans have
Alzheimer’s disease. The number of
Americans with Alzheimer’s has mors
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 rangs
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
y % and as many as 20 years or more
from the onset of symptoms. .

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

The answers to the legal and financial challenges posed by Alzheimers disease _E[ dg_;' ‘{a" Tl Fg}‘ﬁg 0 / ~

can only be answered on an individual basis by an attorney whose practice is

concentrated on elder law, Medicaid planning, and estate planning. !MarShﬂJI(E;ASSOCiﬂIeS

The Elder Law Firm of Marshall & Associates is known throughout Jersey Shore Office
Pennsylvania for the expert help they provide seniors who are faced with 303 Allegheny Street, Jersey Shore, PA 17740-1403
Y e e s 2 (570) 308-7603  (800) 401-4552
long-term care needs.
. Williamsport Office
Take The First StEp 40 E. Fourth Street, Suite 200, Williamsport, PA 17701-6355

Call today to reserve a place at one of our free seminars for seniors, their (570) 321-9008
Wilkes-Barre Office

families, f“?‘-‘f CH{PI‘J{EE{EM“EI‘E* :-mdr Al gIvLs. Ef’:h p?eg.enmuun lasts Cross Creek Pointe, Suite 402, 1063 Hwy. 315, Wilkes-Barre, PA 18702
about 90 minutes, including a “Question & Answer” session. (570) 822-6919



* 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 =~ |\~
hdlf of what you leave '
to your daughter?

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

Wednesday, February 15, 2006 Thursr.lag, February 16, 2006
10:00am-11:30am 6:30pm-8:00pm
The Lodge at Rancho Mirage The Lodge at Rancho Mirage
68-900 Frank Sinatra Drive £8-900 Frank Sinatra Drive
Rancho Mirage Rancho Mirage
Refreshments Served
Reserve your space today.

Call: 760-776-9977
Law OFFICES OF

LI'1 KIMBERLY T. LEE

T4-918 HigHway 111
INDIAN WELLS, CA G220
PHONE 780-7 769877
Fax 760-406-5053
WWW LEELAWYERS.COM




Reason #11 Why Every Parent
Needs An Estate Plan

Your daughter, Isabella

* Waved to vou from the stage throughout
her first appearance in the Nutcracker
this past vear.

* Wants to be a veterinarian when she
grows up (either that or Cinderella).

* Loves o hike (in her o).

= Siill falls asleep in vour lap.

How important is her future?

FREE Estate Planning Educational Event

Wednesday, October 12,2011 . Saturday, October 15, 2011
6:00pm @ 3:00pm

Mill Valley Community Center * Forest Room * 180 Camino Alto = Mill Valley

Seating is limited. Register today at www.TheaLaw.com
or call: 415-451-0123

“We strongly recommend both parents attend, Free Cuocare For Evenr!

TH E"ﬁ" 100 Lasbspur Landing Cir = Suite 249
T Laricspur, CA 84030

Ted @ 15) 4510123 = Fax {15 457- T4

TRUSTS | ESTATES | FAMILIES whnw Thealaw com
Pratect what vou lowe.

Thea Beatie Ebot
Aoor ey 8 Lasw amd
[ Wi




Reason #5 To Name Guardiz
For Your Kids L
Your mother-in-law, Barbara k"\

* Offers you lots of free (

parenting advice a -

h
&

* Thinks the answer to all baby
problems is “more solid foods” | ' \ =

* Most important values are
family and carpeting

* Believes in “spare the rod,

L
spoil the child” ' \'L
* Would do a much better job | ‘ 1.1

than you if given the chance.

Are you sure the court won' assign

guardianship of your children to her?

Call Today For Your Free Parent’s Protection Planning
Guide; (415)451-0123 or visit www.TThealL.aw.com

700 Larkspur Landing Cir.

LIC A Suite 199
THEA ’ Larkspur, CA 94939
BEAIIE Tel: (415) 451-0123
E Fax (415) 451-7644
www. ThealLaw.com




Reason #6 To Get

A Divorce

Your husband, Alex

Helps with the dishes, then acts like he
should get a medal

Sheds so much hair, vour bathroom floor
looks like it has a rug on it

For Christmas, gave yvou a dual-bag
vacuum cleaner

Main occupation in life is watching endless
hours of sports on TV

Refers to your favorite sushi restaurant as
“the bait shop™

While out to dinner with vou and another
couple, likes to hit on the waitresses

Or vour best friend

Are You Sure You Want To Stay Married?

Call Today For A Complimentary and Confidential
Divorce Consultation: 626.683.8869

RUSSAKOW LY A M JOHMSON

Pasadana OMice Qntaria Ofice

225 South Lake Avenuwe, 10th Fioor 3633 Indand Empire Bhvd,, Ste, 777

Pasadena, CA 91101 Ontario, CA 91764
626.6683. 8865 tal 09 4566, 1661 tel

626.683.8B70 fax 209, 456, 1662 {2

RR |

Orange Cownty Offe

2603 Main Strest, Ste, 1050
Irvine, CA 92614
949,833, B438 tel

249,633, 8808 fax



SmartMarketing

| ots of free information here



https://smartmarketingnow.com/#page-top
https://smartmarketingnow.com/#page-top

ﬁ

FElements of a good,
long term
marketing system




“ormation

Prepare 1n:

the five

apbout

LO Lel

questions
vou get from every
new client.




Prepare a

15

talk to a room full o:

your po

to 30 minute

B

~1al 1deal

eIl

clients informling &

educating

them about the

problems vyvou solve.



Glive this

talk to groups

& organizations.

Break

the

talk 1nto one

to three minute videos.



Create a database of

B

contacts

1in Outlook,

1n a spreadsheet,

O~

func

1n any other

c1onal system.



Who goes 1in-

CO your

contacts list?

Friends, family, clients,

former clients,

potential

clients, professionals &

anyone who can refer

someone with a problem.



Sophisticated contact management
software review:

http://contact-management-software-
review.toptenreviews.com/

WWW.Salesforce.com



http://contact-management-software-review.toptenreviews.com/
http://www.salesforce.com
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1 Contactl
2 Contact 2
3 Contact 3
4 Contact 3
5 Contact 4
& Contact 5
7 Contact 6
B Contact 7
9 Contact 8
10 Contact 8
11 Contact 8
12 Contact 9
13 Contact 10
14 Contact 11
15 Contact 12
16 Contact 13
17 Contact 14
18 Contact 14
15 Contact 14
20 Contact 15
21 Contact 16
22 Contact 17
23 Contact 18
24 Contact 18
25 Contact 19
26 Contact 20
27 Contact 21
28 Contact 22
25 Contact 23
30 Contact 24
31 Contact 24
32 Contact 24
33 Contact 25
34 Contact 26
35 Contact 26
36 Contact 27

(L]

Contact 1
Contact 2
Contact 3
Contact 4
Contact 5
Contact &
Contact 7
Contact 8
Contact 2
Contact 10
Contact 11
Contact 12
Contact 13
Contact 14
Contact 15
Contact 16
Contact 17
Contact 18
Contact 19
Contact 20
Contact 21
Contact 22
Contact 23
Contact 24
Contact 25
Contact 26
Contact 27
Contact 28
Contact 29
Contact 30
Contact 31
Contact 32
Contact 33
Contact 34
Contact 35
Contact 36

Address 1

City

Title 1
Title 2 Address 7 Pl York
Title 3 If vou need fewer rows than provided in the le
Title ¢ Sample data, just select the rows you don't lg
Title & need and then, on the Tables tab of the Ribbon, York
Title £ click Delete and then click Table Rows. Or, right- York
= click, point to Delete and then click Table Rows.
Title 7 —tle
Title 8 Address B Seattle
Title 9 Address 9 Mew York
Title 10 Address 10 MNew York
Title 11 Address 11 Mew York
Title 12 Address 12 Seattle
Title 13 Address 13 Seattle
Title 14 Address 14 MNew York
Title 15 Address 15 London
Title 16 Address 16 London
Title 17 Address 17 London
Title 18 Address 18 Londaon
Title 19 Address 19 London
Title 20 Address 20 Londaon
Title 21 Address 21 Tokyo
Title 22 Address 22 Tokyo
Title 23 Address 23 Tokyo
Title 24 Address 24 Tokyo
Title 25 Address 25 Tokyo
Title 26 Address 26 Tokyo
Title 27 Address 27 Tokyo
Title 2B Address 28 Tokyo
Title 29 Address 29 Paris
Title 30 Address 30 Paris
Title 31 Address 31 Paris
Title 32 Address 32 Paris
Title 33 Address 33 Paris
Title 34 Address 34 Paris
Title 35 Address 35 Paris
Title 36 Address 36 Paris

Mew York
New York
Washington
Washington
Mew York
New York
Washington
Washington
Mew York
New York
Mew York
Washington
Washington
New York

Linits

Click the arrow
heading cell in 1
for sort and filt

T
Unity
Lnits
Unity
Lnits
Unity
Lnits
Unity
Lnits
Unity
Lnits
Unity
Lnits
Unity
Lnits
Unity
lapal
Japai
lapal
Japai
lapal
Japai
lapal
Japai
Fram
Fram
Fram
Fram
Fram
Fram
Fram
Fram



Contacts are referral
sources & potentia.

clients so long as you
engage with them.




How many opportunities
exl1st for you to be
found?

HOow many venues can you
create for vyour
marketlng message?




You & yoOour presence

P

YOour O

"1 ce

Website
News ]e

Business card

(video)

Blog
Brochure

e’

Soclal media

Communlty engagemen-

1



Speakling engagemen

books

d

& free publica

“ul

re usce.

C S,

—10nsS

tools



A professional photo 1s essential

Michelle C. Thomas & Associates, PC

Photo by Eli Turner

51


https://www.thomaslawdc.com/michelle-c-thomas.html
http://eliturner.com/portfolio/

"1nlaw.com

WWW . 1N:

Infinity

Law Group

Gabriel Cheong, Esqg.

Massachuse

—

LS

Divorce App


http://www.infinlaw.com

Create a great 1logo

-

o

_Mepina Law § Group

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



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

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

What Every Virginila
Woman Should Know About
Divorce

Before You Go - 7 Steps
Before Moving Our of the
Marital Residence



http://hoflaw.com/
https://www.rosen.com/#articles

6 Major Mistakes to Avoid When Selecting An
Estate Planning Attorney



http://www.jerseyestateplanning.com/pdf/Medina_EP-MistakeReports.pdf

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

Why the newsletter works

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



The concept applies 1in
any practice area

Employer Alerts by
Charles H. Fleilscher



http://www.ofqlaw.com/fleischer.html

Relate to Marketing
like 1t 1s
vour best client.

How would you treat vyour
best client?



You would have a plan

You would strategize

You would open a file

You would work on 1t ever

y day

“Len

You would evaluate 1t o]



You can do the work yourself.

Rollins & Chan

Wufoo form buililder

Sgquare Space

How to create a Facebook business page

Or you can use a service:

Mockingblird Marketing

Foster Web Marketing

Great Legal Marketing

SmartMarketingNow.com

UpwardAction.com



http://www.rollinsandchan.com/
https://mockingbird.marketing/
https://www.fosterwebmarketing.com/
http://www.greatlegalmarketing.com/
http://smartmarketingnow.com
http://upwardaction.com
http://www.wufoo.com/landing/3/?utm_source=adwords&utm_medium=ppc&utm_term=wufoo$&utm_network=g&utm_campaign=e&source=SearchNetwork&placement=&cmpid=brand&mkwid=sTlaEwSoV&pcrid=74963264839&pmt=e&kw=wufoo$&pdv=c&gclid=CjwKEAjwho2xBRD0mpzUvsya6SgSJAAkRepSTD8dR2akU6axCVWjInnW2WIC5sFk64zuezqy-hKiBBoCI-zw_wcB
http://www.squarespace.com/
http://blog.hubspot.com/blog/tabid/6307/bid/5492/How-to-Create-a-Facebook-Business-Page-in-5-Simple-Steps-With-Video.aspx

Marketing resources

The Culture Code by Clotaire Rapalille

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 & Renegade Lawyer Marketing
by Ben Glass

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


https://www.amazon.com/Renegade-Lawyer-Marketing-800-Pound-LegalZoom/dp/1633850803

Getting Clients

Getting Clients: For Lawyers Starting Out or
Starting Over

BY MERRILYMN ASTIN TARLTOM

Save when you pre-order by Price: $40.00
October 21 - Just enter the code
"GettingClients10" at checkout for BUY NOW

10% off the normal price.

The most difficult challenge you face as a lawyer is
figuring out how to get clients. Particularly if you're a
yvoung lawyer. It can feel like there is a secret no one is
telling when other lawyers have lots of clients with what
looks like a minimum of work.

i t Merrilyn Astin Tarlton has been coaching lawyers to unlock
those secrets for over 30 years. In her new book "Getting

Clients,” she brings extensive knowledge and a warm sense

of humor to walk you through what you need to be doing — and when you need to be doing

it — to become the lawyer you have always wanted to be, doing the type of work you have
always wanted to do.

63


https://www.amazon.com/Getting-Clients-Lawyers-Starting-Over/dp/0989529363

I'ruths

All marketing works. Some work
better than others

Marketing 1s long term trust
building.

Bad phones kill good marketing.



More truths

You cannot impact a
feelling with a fact.

You can only impact
a feeling with a
feeling.



What 1s your mindse

| have to market.
or
| get to market.
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