
February 4, 2021
Sharon D. Nelson, Esq. & John W. Simek

snelson@senseient.com; jsimek@senseient.com

www.senseient.com - 703.359.0700

D.C. Bar

Innovative Marketing in the COVID-19 Era



Virginia’s Lawyer 
Advertising Rules 2017

• Streamlines regulation of lawyer 
advertising down to a single standard—
Is the advertising “false or misleading?

• Eliminated the boilerplate disclaimer for 
advertising specific case results

• Specific case results may be misleading 
if they omit material facts or need to be 
put in context that is not misleading



COVID-19 and the Economy

• Has fundamentally changed how 
we work

• We changed more in two 
months than in two decades

• Marketing dollars are scarce
• Old style marketing effective?
• How to get – and keep – clients



Are we experts 
in all marketing? 
No. But we have 
been remarkably 

successful in 
marketing Sensei
which means . . . 

We are smarter than the 
average bear 



“We are trying to 
solve 21st Century 
problems with 
22nd Century 
tools, within a 
19th Century 
business 
structure” 
- Yves Bergquist



Make your own 
recipe for 

“making it rain”

#1 line we hear:

We See You Guys 
EVERYWHERE!



90% of credibility is visibility





Goodbye VPNs-Hello Zero 
Trust Network Access

The Craziest Cybersecurity Stories 
of 2020

Innovative Marketing in Difficult Times

The Future of Law Post-Pandemic: 
A Roller Coaster Evolution

ARTICLES
Lessons for Law Firms from the 

SolarWinds Breach



Old rules apply –
but in a new world
• Networking
• Creating and maintaining 

client relationships
• Word of mouth
• Raising your profile
• You can do all of this in your 

pjs
• The most important question 

you can ask your client is 
“How are you doing?” And 
then REALLY LISTEN.



Driveway and deck lunches/dinners



Be prepared!



Japanese 
Siberian 
irises





Puzzle giveaways



VACLE Concerts



Staff meetings – helps to maintain culture of the company



Emails and 
calls



Video conferencing

• Works very well with potential clients
• Emotional IQ – can judge their 

reactions
• More personal
• But . . . Some folks have “Zoom fatigue”
• Zoom preferred for individuals – many 

businesses use Webex, Teams, 
GotoMeeting, etc. 

• Invest in a green screen kit – use with 
virtual backgrounds



What clients want

• Alternative fee 
arrangements

• In-house counsel is 
“thinning the herd” using 
RFPs, beauty contests, and 
making discount demands



What clients want

• Innovation that increases 
efficiencies and decreases 
cost

• Electronic contracts
• Case management/client 

portals
• Credit card payments via 

link on website
• Cybersecurity 

• Ransomware up 750% 
in the first half of 2020

• Having a cybersecurity 
assessment IS 
marketing 



All eggs in one 
basket: 

A bad idea



Marketing
• Print ads – VLW
• Online ads – FBA Journal
• Personal networking
• Digital networking
• Websites
• Videos
• Podcasts
• Blogs:

Ride the Lightning
Your IT Consultant
Digital Forensics Dispatch



Marketing
• Social media

• Facebook (company/personal)
• Twitter (company/personal)
• LinkedIn (company/personal)
• Instagram (company)



Focus 
your 
marketing

• Not “I can do anything” but “I 
primarily help clients with  . . . 
(pick two or three services)

• Schedule video conference calls 
with former, current, prospective 
clients (5-10 a week)

• How are you and our family 
doing? How has your business 
been impacted?

• Write articles/blog posts - give 
links to appropriate folks in your 
network

• Ask your network to consider 
referring you – and promise to 
do the same in return

• Ask clients to post reviews 
(many have more time to do 
that)



Maintain the effort

• Set aside one hour a day for marketing
• Keep your visibility high by sharing 

relevant content of yours – and of 
others – tagging them so that they are 
aware of your efforts

• Make new connections on social media
• Like and comment on the work of 

others
• Charitable giving or work IS marketing
• People want to do business with “good 

people”



Get the word out about changes

• COVID-19 Updates on website: “We are working from home to serve our clients safely”
• Give clients any reopening information
• Let clients know if in-person meetings can be arranged at the office with appropriate 

precautions
• Are you now using e-contracts? Tell them
• Are Zoom calls available? For clients and prospective clients?
• Write in plain English. Shorter messages with shorter paragraphs are more likely to be read.



You have knowledge and 
logic – clients/potential 
clients have a problem
• Empathy is key in tough times
• Monitor info that impacts 

clients/potential clients and pass 
it along – social media, podcasts, 
FAQs on your website, webinars, 
checklists

• Partner with others with similar 
interests to do a webinar for 
your clients and theirs (CPA? 
Insurance broker?)



You have 
knowledge and 
logic –
clients/potential 
clients have a 
problem

• Thought leaders Zoom meeting? Banks and 
financial advisors are all doing this – follow their 
lead!

• Client may not realize that you can help 
strategically plan for reopening, recovery and 
working in “the new normal.”

• They need policies for all of these!



Use Zoom to begin 
podcasting 

• Easy, inexpensive
• Record the podcast (can 

record sound separately and 
edit if you wish)

• Good quality sound
• Market your podcast to your 

clients, potential clients, 
friends, on social media, etc.



Podcasts



Podcasts



Newsjacking – for SEO and to get hits/followers, etc.











Your website is critical
• Must be https://
• Modern design
• Put your email on it – if you use a form, 

they’ll go elsewhere
• Mobile friendly
• Speed
• Call to action
• Chat bots
• No gmail.com or aol.com! Your own 

domain - professional addresses





Search engine 
optimization

• Make your site robust
• Have frequent changes
• Use keywords (but don’t 

keyword stuff)
• Use appropriate 

geography
• Beware of SEO vendors



Nothing is hotter than videos





Be Yourself
• Humor
• Philanthropic 

activities
• Professional services
• Dry is uninteresting



Google 
AdWords 

(AKA Google 
Ads)







Use analytics everywhere 
to measure ROI

• Google Analytics
• All social media sites have analytics
• Make sure your intake sheets have 

questions about whether they have 
visited your website, your social 
media sites, etc. 

• As well as where they originally found 
you!



You may have more time than 
money these days – use your 
time to bring in clients
• Hard-selling sounds desperate and tone 

deaf
• Offer useful info and help
• Always include your contact info but not 

in a “salesy” way
• Be responsive
• Any contact should be mostly listening, 

asking questions, expressing empathy –
with gentle “dollops of advice” which 
makes you logical to act as an advisor

• Conversion to being a client is rarely 
immediate



Market the firm’s next generation



Here’s to your 
digital marketing 
magic!



Sharon D. Nelson, Esq. & 
John W. Simek

SENSEI ENTERPRISES, INC.
snelson@senseient.com; 
jsimek@senseient.com

www.senseient.com - 703.359.0700
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