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value

» Define those traits & characteristics

 Identify the clients who are likely to
possess those traits
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STRENGTHS
WEAKNESSES
PREFERENCES

INTOLERABLE TRAITS

from 20% of your clients.

80 % of REVENUE $$$
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Provide only
20 % of Revenue

Who needs them?

Bitter
e Unappreciative
e Ungrateful
e Claim no $ to pay
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of certain clients only generate
of our profits

* S0, 20% of our efforts creates 80% of our
results

» But, 80% of our efforts only generates 20%
of our result




» »
— — —

FIRE these 80% dead weights!
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Only represent new clients
like your 20% clients
who generate 80% of your profits!
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* Workis no longer a dreaded chore, but
rewarding and fulfilling
» These clients often become friends at
the end of the case
* You are rewarded for your hard work!
[TO BE CONT’D IN NEXT 10 MIN TALK]

* How do you market to your A+
clients?

» Putup notices at prominent daycare
facilities; or

 Putads in local magazines & newspapers
these women read.
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ain continuing education credit for your
talk;

« Provide breakfast or lunch;

Schedule the presentation at a convenient
location;

Offer a gift for person who brings the most
professional colleagues.

Xplain joint custody;

Advisethem about adultery as complete bar to
alimony

Explain condonation & how it impacts fault
divorce

Give them pointers on depositions & testimony

e When they recommend you to their
patient, they can honestly say they know
you personally, not just through your
reputation;

» They can become a huge referral source.




Ask them to refer those people to you.

If you want DSS cases, say so;
. You want to defend abused women, say so;
. You prefer wealthier, high asset clients, say so.

» They will repay you & help their patients by referring
them to a competent, knowledgeable atty.
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* Tell them about your practice

* Be sure to tell them the type of clients
you want to represent

» Write them a personal, handwritten
thank you note after the lunch

* Becomeknown as someone with some
knowledge about the area of law you are
mostinterested in.

* Website: Make it define you & your
practice.




COOPERATION

ATTITUDE

OTHER
TOTAL # OF WARNING SIGNS
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* Local bar referral service

* C/D-level Client

“My case is simple so can I have a special rate?”

“Do you offer payment plans?”

“I cannot pay you but my family has money & will pay
my fees.”

“I have a lot of money but no access to it right now.”




Blame, B
actions

* Guaranteed outcome

» Downplays the seriousness of their problem
* Know more about the law than attorney

« Evasive, untruthful, or contradicts own story

« Utilizes disproportionate amount of time during call
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general
» Displays a level of atil;ﬁer thatis
disproportionate to the matter

« Appearsto be “seeking revenge” or hiding
an agenda

« Difficultto please; nothing is good enough
« RUDE

¢ Something is just “off” about them,
or story doesn’t add up

* Appears emotionally or mentally
unstable in general

. TOTAL # OF WARNING SIGNS




* Marketyourselfto groups where you will find you’re A+
clients or to sources who will refer A+ clients to you.

+ Createyour own screening system for potential clients
with a scorecard sheet.

« [Useourscorecardsheetas a starting point.]

* Onceyou agree to take on a new client, have them sign an
A+ client agreement in addition to your retainer, and use
our form to help you draft your own document.
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h v. Smith - LexisNexis CaseMap

“
Date & Time
To Be Determimed
Sat 12/207 1090 DATE OF FPARTIES' MARKIAGE
Tue 017221001 BOUGHT FIRST HOUSE WITH $i00,.000 INHERITANCE FROM WIFE A
= DOWNPAYMENT
g Wed 03/17/ 1993 15T CHILE BORM.
E MARGARET COLEMAN SMITH
£ S 0530/ 190F HUSBAND FINISHES FELLOWSHIF IN OFTHAMOLOWGY AT MUSC SCHOD!
2 OF MEDICINE
65}1:‘"1‘2'93 _ HUSEAND JOINS CHARLESTON OFTHAMOLOGY
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CaseMap Facts Report
Case: Smith v. Smith]

Created: 9/23/10 5i04:06 PM

Date & Time [Faet
To Be
Determined
Satiz/zafiggo | DATE OF PARTIES' MARRIAGE
Tue BOUGHT FIRST HOUSE WITH $100.000 INHERITANCE
01/22/1901 FROM WIFE A DOWNPAYMENT
Wed 15T CHILD BORN:
03/17/1993 MARGARET COLEMAN SMITH
Sumn HUSBAND FINISHES FELLOWSHIP IN OPTHAMOLOGY AT
05/30/1993 MUSCSCHOOL OF MEDICINE
o 1 HUSBAND JOINS CHARLESTON OPTHAMOLOGY
06/10/1953

http://www.youtube.com/watch?v

=JXiJOQVyLelM&feature=player
embedded#
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