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Developing a robust marketing email list should be at the core of your law firm
marketing effort to build credible, long-lasting, relationships with your clients.
Whether you’re in the beginning stages of building your law firm marketing
prospect list or the mid-to-late stages in which you’re seeing clients from that list
choose you again and again. . . . the key is to build, cultivate and vet the list on an
ongoing basis.
The overall law firm marketing goal of your list is to cultivate relationships
that move the prospect to become a client.
The value of “Opt Out” -- allowing prospects on your law firm marketing
distribution list to leave your list at any time and for any reason they like – is that
it helps you reach your goal of creating a highly motivated core list of clients
and prospects more quickly.
Of course, there are many law firm marketing planners who believe that openly allowing prospects to leave their list
only encourages them to do so.
And that may be true.
The question is – why would you want to keep sending free legal information to an individual who doesn’t want
it, won’t use it and isn’t interested in your services?
On the other hand, if by allowing those individuals to leave your list, you are actually increasing the health of your
list.
You are refining it into a tighter, healthier, more highly focused, highly motivate group of individuals who are
interested in what you have to say and the services you have to offer.
So, don’t hide the “Opt out” box in fine print at the bottom of your newsletters or bury it in text in your e-mail
tips or create a long, convoluted process for them to remove their name.
Display the “Opt out” box prominently along with a succinct message that spells out what they will be missing –
insightful answers to their most pressing legal questions at no cost.

FREE "Top 10 Mistakes Attorneys Make and How to Avoid Them" E-book
In a newly revised e-book, legal marketing expert Stephen Fairley outlines 10 of the most common
marketing mistakes attorneys make that can lead to the failure of their business, and provides specific
strategies and proven principles for avoiding these deadly errors.
To get your complimentary copy online, click here.
Regardless of your specific situation, this free e-book will help you examine how you are currently finding new clients
and recommend specific steps you can immediately start using to grow your practice.
We have helped thousands of attorneys achieve their goals of creating a financially successful and personally
satisfying legal practice. In this e-book you will discover specific principles and tools you can use to grow your
practice, too.
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He is a Registered Corporate Coach (RCC) through the Worldwide Association of Business
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