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Week of September 14, 2010
How to Stand Out in a Solo
Crowd
Two recent events got me thinking about the
marketing challenges that sole practitioners have. In
August I did a podcast interview with consultant
Audrey Rubin who discussed what lawyers should
know before opening their own practices - a topic of
great interest to the many lawyers who want more
freedom and control in their lives. Just days later I
had a coaching session with a lawyer who faced a
move from New York to California where her husband
was to enter a specialized education program. In
doing so she felt that she would have to start her solo
practice anew, since all of her extensive network of
contacts and family were on the East Coast; and her
concern was how to make herself stand out and be
noticed.
We reviewed a variety of tactics, including a firm
name that conveys the basics of her practice (see our
Tip) and establishing a strong online presence. There
is no one tactic that will cover the waterfront of
opportunities to communicate with your marketplace.
It becomes a question of your comfort zone, your
creativity, your time availability and your budget.
Above all, a lawyer looking to enter solo practice
needs visibility, an image and message that conveys a
substantive assurance that you can handle what is
important to prospective clients. You can check this
out by asking your current clients or other lawyers
you have worked with to react to your message and
to suggest others that they believe would be effective
for you now that they've actually experienced your
services. Be able to articulate a message about what
you do and convey it with clarity, brevity and power.
There are innovative ways for solos to be memorable
and differentiated from other lawyers. In the past, I
have blogged about lawyers like California's Laura
Wasser, who had a tequila drink named after her. The
beverage promoter said that the drink "captures
Wasser's spirit." The drink was rather highly priced as
are the fees of Wasser, a divorce attorney. If such
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Following the worst economic crisis
since the Great Depression, and facing
a sea change in clients' demands and
expectations, law firms must respond
and adapt quickly and effectively. Law
firms must choose the kind of law
practice they will be; the marketing
and business development tactics they
will use; the overhead that is critical to
their functioning; how to price, bill and
collect for services; and how to
manage the cash flow cycle.
Success lies in identifying and
capturing the right kinds of clients,
providing the services those clients
need in ways that add value, and
ensuring prompt payment and the
ability to grow profits. This book,
based on the experiences of Ed and
his clients over 20 years of coaching
and consulting, provides the keys to
successfully thriving in the new era.
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tactics work to reach your target clientele, why not try
them?
So far as the ultimate concern of the client - and legal
ethics - the quality of legal service and not the degree
of salesmanship and promotion is what's important.
Don't worry that others may seem to "be ahead" in
the marketing game. Stay within yourself and focus
on who you are, what you can do and what you want
to do.

Personal Commentary

What Readers Are Saying...

Don't forget to sign up for the Midwest Law Firm
Management Conference on September 21st!

"No matter how you slice it, there is no

Breakfast in Chicago: On September 20th, I'd like to get
together with clients and colleagues in the Chicago area.
Everyone who has read my LawBiz® Tips electronic
newsletter, bought one of my books or audio products, or
reads my blog—you're invited to join me for breakfast...on
me! We can chat about the business of the legal
community, learn about some trends that I see coming up,
meet with other legal professionals in the area and
network to your heart's content.
Just send me an email R.S.V.P. at edpoll@lawbiz.com if
you're available Monday, September 20th at 7:30 a.m. I'll
send you the location by return email. Hope to see you
there!

substitute for wisdom and experience.
Ed Poll has demonstrated both in this
eyeopening book about the essential
elements of running a profitable law
practice. He provides practical wisdom
along with simple ways to adopt and
incorporate best practices for each.
After explaining the pros and cons of
every decision, he makes
recommendations and provides useful
guides disguised as key principles. Buy
the book so you too can access Ed's
wisdom and experience. It's worth much
more than the investment."
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