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Marketing for Law Firms



Applicable Rules:
7.1 and 7.5

http://www.dccourts.gov/internet/appellate/orders/main.jsf
http://www.dcbar.org/bar-resources/legal-ethics/amended-rules/rule7-05.cfm


Codes, regulations & other 
jurisdictions can also apply.

Example:
Bergman v District of Columbia

DC Court of Appeals 08-CV-859



Marketing 
The history.
Herd mentality.
Figuring out what works for 
you.



BE YOU



Marketing
Your Entrepreneur Hat

Change the approach

Think Differently

Know your client



Business Planning will help 
you: 
Discern your purpose

Refine your message

Locate the target
Avoid overloading the message

Give them the right message

Follow-up
Connect with clients



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



Potential Client’s Problem Recognition 
Process 

I’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?



Remember 
the Poll

If you had the chance to 
provide information  at that 
moment…

What would you say?

The Information you would 
provide is the CONTENT for 
your marketing messages.



THE MESSAGE

This Photo by Unknown Author is licensed under CC BY

http://vimeo.com/111457112
https://creativecommons.org/licenses/by/3.0/


Stand Out

1. Determine your Target 
Market

2. Find the Problems of 
your Target Market

3. Solve Your Target 
Market’s Problem
4. Build Credibility 
Among your Target 
Market



Your Choice

Talk about you

Or 

The problems you solve



/

How to Develop the Message

Prepare 
information (about 
5-10 questions you 
get often from 
clients

01
Prepare a 15-30 
minute talk for a 
room full of your 
potential ideal 
clients

02
You should be 
informing and 
educating on the 
problems you 
solve

03



Science of Persuasion
https://youtu.be/cFdCzN7RYbw

https://youtu.be/cFdCzN7RYbw


Which is 
more effective?



Juvenile Defense



No one thinks their child will end up 
here

For HELP when the unthinkable 
happens call

Thomas Wight
Attorney at Law
404-502-3967

This is Serious



Ask yourself…

Do your readers (of your 
marketing material, 
newsletter, website, 

book) see themselves in 
what you write,

Or is your writing all 
about you?





Information vs. Legal Advice
Miranda Example:

You have the right to remain silent

Vs. 

Never talk to the police



Marketing

All marketing works - some just better 
than others

80% of new business comes from 20% 
of your existing clients.  How do you 
get more 20% clients?

Jump start marketing (handout)



What does process focused
Marketing do?

ENGAGE



Some examples of 
process focused sites:

www.virginiadivorceattorney.com
www.rosen.com

www.jerseyestateplanning.com
www.bobbattlelaw.com
www.oginski-law.com

www.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/








All about me!



More about me….









MAYBE THIS 
INSTEAD



Process Focused 
Marketing



Process Focused 
Marketing





Who’s your competition?
What problem do they solve?

What is your advantage?

You can be one or two steps ahead of the 
competition.

https://www.rocketlawyer.com/plans-pricing.rl#/
https://www.legalzoom.com/attorneys/


Who lawyers say is 
their Competition:
67% - other law firms of similar 
size

49% say significantly larger firms

13% pro se

11% do-it-yourself legal websites



Where do you 
market?

How many different ways
could someone who needs 
to know what you know find 
you?

How hard are you making it 
for your best client to find 
you?



How do you 
market? Education
Be a Thought Leader
◦ Educate the potential 

client
◦ Resource to other lawyers

◦ Be the expert
◦ Host CLE’s

Teaching is the best way to 
learn.



Marketing 
Opportunities

You & your 
presence

Your office Business card

Website (video) Newsletter



More 
Marketing 
Opportunities 

BLOG BROCHURE SOCIAL MEDIA

SPEAKING 
ENGAGEMENTS

BOOKS/ FREE 
PUBLICATIONS



Contact Management Software
www.keap.com
https://www.clio.com/grow/

http://www.keap.com/
https://www.clio.com/grow/


Marketing is 
your best client
How you treat your best 
client:
• You would have a plan
• You would strategize
• You would prioritize
• You would work on it 

regularly
• You would evaluate it 

often



Publishing Schedule
How often are you going to publish your content?

Blog Posts
◦ Post x times per week

E-Books
◦ Post x times per quarter

Videos
◦ Post x times per week

Infographics
◦ Post x times per week

Social Campaigns
◦ Post x times per week



Sample Marketing Calendar
Publication date Article Title Content Pillar Format Distribution

Channels



Content 
Promotion



Promotional Tactics
How will your team promote your content?

• Frequency: Tactic One

• Frequency: Tactic Two

• Frequency: Tactic Three

• Frequency: Tactic Four

• Frequency: Tactic Five



Promotional Schedule
How often are you going to post new content across your promotion channels?

Channel Objectives Target Audience CTA Frequency 

Blog/Website

Facebook

Twitter

LinkedIn

Pinterest

Email

Other



Remember

The best advertising for 
your law firm will come 
from a happy client

Make your client’s case 
your case…make it 
personal.



Business Cards





The Website



Clio Legal Trends Report 2019
O V E R  5 0 %  O F  P O T E N T I A L  C L I E N T S  S TA R T  O N L I N E





Website



Marketing: 
Website

Unique, 
relevant 
content

Link 
equity

An old 
domain 
name

SEO 

D.C. 
Metro 
Crash -
who is 
first in 

Google?

Search 
living 

trust or 
I need a 

will





Marketing: 
Mobile Website

Mobile website?  www.dudamobile.com

Thumb-friendly design;

Create for visibility & simplicity;

Click-to-dial phone number;

No more than 7 main navigation buttons





Must have website
You can do the work yourself:
◦ http://rollinsandchan.com/
◦www.weebley.com
◦www.wix.com
◦www.wordpress.com
◦www.directlaw.com

http://rollinsandchan.com/
http://www.weebley.com/
http://www.wix.com/
http://www.wordpress.com/
http://www.directlaw.com/


Use a Service

◦www.networksolutions.com
◦www.web.com
◦https://www.godaddy.com/websites/web-design
◦www.top10webbuilders.com

http://www.networksolutions.com/
http://www.web.com/
https://www.godaddy.com/websites/web-design
http://www.top10webbuilders.com/


Marketing

Don’t be clever . . .

But invisible, like . . .

www.sankel.com

http://www.sankel.com/


Marketing: Internet
Use Free Listings:
Google, Yahoo, Bing, MSN, 
AOL, Yellowpages, Yellowbook
and more….



Newsletter

1. Talk about ideal 
client’s problem

2. Directed to the 
potential client

3. Your solution 
reaches the problem



Newsletter-Timing

https://www.wordstream.com/blog/ws/2014/09/04/best-time-to-send-email-campaign#:%7E:text=Mid%2DWeek%2C%20Mid%2Dday,It's%20safe.




Marketing Tools





Facebook?
1.79 Billion monthly active users

1.18 Billion log on daily

Highest Traffic- mid-week between 1pm to 3pm
Highest engagement: 18% higher on Thursdays and Fridays

https://www.facebook.com/The-Law-Office-of-Jessica-E-Adler-
130514956959168/

https://www.facebook.com/The-Law-Office-of-Jessica-E-Adler-130514956959168/


Use Video- To Market
www.pixability.com

www.fairfaxvideostudio.com

www.oginski-law.com

http://lawyersvideostudio.com

www.photosbyevelyn.com

http://www.pixability.com/
http://www.fairfaxvideostudio.com/
http://www.oginski-law.com/
http://lawyersvideostudio.com/
http://www.photosbyevelyn.com/


YouTube examples . . .
How to apply for a work visa:  
http://www.youtube.com/watch?v=sUWG2MJWJ0A&feature=fvsr

How do I file bankruptcy:  
http://www.youtube.com/watch?v=_aHAycjv_MM

How to file a legal separation:  
http://www.youtube.com/watch?v=oi-y9s4OhEo

http://www.youtube.com/watch?v=sUWG2MJWJ0A&feature=fvsr
http://www.youtube.com/watch?v=_aHAycjv_MM
http://www.youtube.com/watch?v=oi-y9s4OhEo




But Don’t 
https://youtu.be/llZCIgo5fx0

https://youtu.be/llZCIgo5fx0


Crisp Video-
Example

https://www.crispvideo.com/vide
o-productions/legal-
video/featured/

https://www.crispvideo.com/video-productions/legal-video/featured/


www.infinlaw.com
Infinity Law Group

Gabriel Cheong, Esq.
Massachusetts Divorce App

http://www.infinlaw.com/


Create a great logo

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

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


A FEW FINAL WORDS



To Make It 
Work

One Practice Area

High quality work product

Be the expert



Build Your Network



Network

Build a system for 
engaging

Create and Feed your 
network

Follow up



Be Bold….

Follow the rules

But don’t be 
paralyzed by 
your lawyer 

brain.



Marketing resources
The Culture Code by Clotaire Rapaille

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 by Ben Glass
(Request the book - it's free)

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

https://www.greatlegalmarketing.com/reports/glm-marketing-breakthrough-kit.cfm


Small Firm 
Lunch and 
Learn Series

November 5, 2020 - An Introduction 
to Legal Research on the New 
Fastcase 7, Presented by Erin Page 
of Fastcase

November 19, 2020 – Windows 10 
and Digital Forensics, Presented by 
Michael Maschke and Brandon 
Barnes of Sensei Enterprise, Inc.

https://www.fastcase.com/bar_associations/d-c-bar/
https://senseient.com/


Networking Opportunities 
November 13, 2020, Virtual Networking at 12:30 p.m. RSVP 
to steven@stevenkriegerlaw.com

November 27, 2020, Virtual Networking Friday, at Noon. RSVP to
rsjillions@gmail.com

Click Here: More Info on Our Free Programs

mailto:steven@stevenkriegerlaw.com
mailto:rsjillions@gmail.com
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