Look beyond referrals as your primary source of business

By John Grimley Esq.

Many lawyers see referral business from fellow legal and other professional services colleagues (investment bankers, accountants, to name a few) as perhaps their primary source of new business. While referrals are an excellent way to build a practice, they are neither the only way nor the best way.

Each lawyer in practice today should see him or herself as not just a practicing attorney, but also as a new business generator. As the future of the legal profession changes – with downward pressure on legal fees and moves by law firms to decrease overhead – a legal professional that becomes a developer of new business will be an indispensible revenue source for any practice he or she works for, as well as for the referral network he or she works with.

With this in mind, it is imperative that every lawyer, at every level of the legal profession – from managing partner to associate – develop a plan to seek out and secure – new clients. If a lawyer is developing new business, he or she will advance within a firm more quickly, increase their own salary more quickly, and build independent professional and job security – because you’ve become an independent revenue source for your firm, your colleagues – and yourself. Additionally, should a lawyer be generating new clients from his or her own efforts – those new clients may often generate not just work for your practice, but also permit you to refer related work associated with that new client, to a an existing or new potential referral source. For example, if you are an M&A and corporate practitioner – should you develop your own new clients from a direct prospecting effort – you will rightly be an attorney others want to refer work to – as you have perhaps the most important thing in your local professional services community – proprietary deal flow. 

That proprietary deal flow will ensure you are developing new billable hours for yourself, and new work you will refer to your colleagues in your referral network. Therefore, you will attract new business coming your way from others who wish to be the recipient of new referred business. So essentially, by focusing on new greenfield business development for your practice, you will see a circle of new business into your practice - not just from new clients you bring in, but also from those who benefit from the larger pool of referrals you will now be able to make to your colleagues.

These efforts take time and patience, however for any lawyer committed to building his or her practice – focusing less on what may be referred to you – and more on what you can generate from your own sales efforts – will lead you to success beyond what you may have imagined. I write more about the process of how to build new revenue here:

http://legalbusinessdevelopment.wordpress.com/2011/05/20/legal-business-development-the-basics/

John Grimley specializes in comprehensive new business development assistance for lawyers and other professional service providers. A licensed attorney in the District of Columbia, he has developed new business for lawyers domestically and internationally – from foreign sovereign governments to FTSE 1000 corporations, national trade associations and many others. He has worked to successfully build the practices of hundreds of legal practitioners from the US, Europe and elsewhere, who specialize in numerous and often complex practice areas. 
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