Using	
  LinkedIn	
  Groups	
  as	
  a	
  Legal	
  Marketing	
  Strategy	
  
LinkedIn	
  Groups	
  can	
  be	
  a	
  great	
  way	
  for	
  you	
  to	
  expand	
  your	
  reach	
  and	
  meet	
  
others	
  in	
  the	
  legal	
  marketing	
  field,	
  referral	
  sources	
  and	
  potential	
  clients.	
  
Below	
  I	
  outline	
  some	
  tips	
  for	
  getting	
  the	
  most	
  out	
  of	
  your	
  efforts.	
  
JOINING
Look for groups in the industry you are trying to reach. Use the
search feature to see what is already out there before creating a brand
new group. Someone may have already done it for you.
Look to see what groups your clients are in. This is a great way to see which groups are out
there that may be good for you to join.
Add value and be active. Make regular posts and start discussions that are on topic and
interesting to other members. Also, add comments to posts that others have uploaded to build
more awareness for you and your law firm.
Connect directly to those you find interesting. Being a part of a group gives you access to
LinkedIn members you may have never found any other way. Send connection requests
(personalized, of course) to those to whom you want to connect directly.
CREATING
Pick a good group name. Use keywords that your target audience will search for and make sure
your purpose is clear.
Create a group for an industry or niche, not your law firm. People will be more likely to join
an industry- or niche-focused group. A firm group will probably only bring in employees or alumni
of your law firm, and it feels too self-serving.
Decide whether you want it to be an open or closed group. Anyone can join an open group,
and content posted in this group is indexed by search engines and can be shared to Twitter and
Facebook. Members-only groups are much more controlled. The best option for your group
depends entirely on how much control you want to maintain and how much time you have to
monitor the group.
Allows you to control content and members. As the manager of a group, you have a certain
amount of control about what goes on in your group, but also have responsibility to manage it.
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PROMOTING
Invite co-workers, colleagues, clients and referral sources to join. This will get you started
until others become aware of your group.
Promote the group on your website, blog, email newsletter, email signature and any other
social media networks. If you don’t tell people it’s there, you won’t get members!
Invite industry experts to join and engage. The more interesting the people and posts in your
group, the more people will want to be a part of it.
Integrate your group into your other marketing efforts. Every time you do a webinar, hold a
lunch and learn or attend a meeting, notify your group. Promote the group when you have
speaking opportunities too. Also consider posting a recap of meeting content after it takes place.
MANAGING
Add discussions, news and jobs. The more opportunities for interaction, the more valuable the
group will be to the members.
Use featured discussion to highlight particular content. As the manager of a group, you can
decide what content gets featured in top right corner of group page. Use this wisely.
Import your blog RSS feed. If your law firm has a blog, you can automatically post content as
it’s added to your group page.
If group is members-only, you’ll have to manually approve each member. It’s nice to send a
welcome note with any group rules included as members join. It also gives you an opportunity to
connect directly with group members.
Highlight active group members. Add them to the featured post or thank them for adding
beneficial content. Active members are important to any growing group.
It’s about the GROUP, not YOU. It’s not about selling your services, though you can certainly
talk about what you do. It’s more about interaction and conversation.
Poll the group to find out what they are interested in. This is a great way to check in from time
to time to make sure members are engaged and getting what they want from the group.
Keep an eye out for off-topic or rude posts. Send a note to those that are not “playing nice”
asking them to get in line. If they continue, delete them from the group. It’s your responsibility as
a manager to keep the group clean and beneficial to members.
This just really scratches the surface, but offers some preliminary information so you can decide if
joining or creating a group is the right thing for you and your firm. What advice do you have to
add? What groups do you find the most useful? I’d love to hear your thoughts.
Welcome to The Matte Pad! Here you'll find tips, trends and tools to help the busy legal
marketing professional. I hope you'll find this content valuable and practical. Information
on the latest social media trends, creative ideas and marketing strategies that you can
use at your law firm or in your legal marketing department.
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