Managing Partner

WHAT'S NEW AND WHAT'S WORKING

IN MANAGING THE SMALL TO MIDSIZED LAW FIRM

Stay on Course: How High Growth Firms
Generate New Business in Any Economy

Whar works when tmes are Qan s whn works when times
are good,” says Jetf Forchelli. managing partner of 33-attorney
Forchell, Curta, Schwarz, Mineo, Carline & Cohen in Mineola,
MUY, While many fiems feel the pressure 0 aggressively marke
themselves using evervibing from television ads o Nashy websiles,
manazmg partners from firms maintaining healthy books of buss-
ness know that what keeps clients coming through the door is pm
viding high-gquality service and putting less rehance or ohvious
promotions or high-tech advernsing.

Manuging partners from some of these successiul frms
explain how they are using and refining time-tested approaches o
generafe-business even as the cconomy slows. Their Suggestions:

MNever forget that law is a personal service, udvises

Forchalli, "You have to do it better and more elficiently than
anyone else” He regularly reminds his firm's attomeys that the
minute they fail o be responsive o client névds, someone else will
i it For Forchelh, this approach requires assiduousiy providing
ek assessments of client ssues and prompt response o client
guestions, preferably the same day,

Reputation is the best advertising. Although blitzing the

marker with adverisements can brng peaple in the door,
Forchelli says thae having @ reputation for good Lawvering 15 mong
eflective, BEven m heavily popalated ansas such as suburban New
York City whitre he pracoces, Forchelli finds that work spreads as w
whi delivers and who does'l. “Most clients come as referrals from
othet clien=" he notes. 5o, having @ siellar repuatation for efficient,
eilective service can be better than buving ads.

Wark te gain national visibility. According e attorney Phil

Andrews. managing partner at Baltimore's 23-attomey Kramon
& Grabam specializing in civil Intgation and white collar criminal
defenze. all of the finm's amomeys work haed and avoid overly
stafling up on cases, This approach has resulied in several of the
firm’s partners developing nastional reputations, including being
namied o the list of “Best Lawyers in America” Andrews poines
ol that since a bor ol the firm's business comes from lawyer refer-
rals. the firm's nationwide nowriety for qualicy legal services is o
substantial generator of new business

Tip: Andrews savs that his partner, Lee Ogburn developed o
high-profile national reputation by speaking at seminars. wnling
articles and working on events sponsoned by the ABA that pm him
in contact with lawvers from around the coantry.

Mewsletters and e-mails generate better responses than

websites. While Andrews believes il imperative for every
firrnt 1o have owebsite identilying the Grm's praciice arcas, inim-
ducing the atterneys and highlighting any recent or noteworthy
accomphishments, he can't think of anyone who retained his Am
becawse of the website, Keeping regular contuct with clients using
newsletters and e-mails which provide valuahle information on
chimges and developments in relevant areas of the law 15 a more
effective means for maintaining the ong-to-one contact that spawns
niew work and referrals, Andrews belioves,

Tip: Roger Barton, managing pariner of the [O-attormey cor-

porate firm, Barton Barton & Plotkin in Mew York Ciy, generates
1w 1o three [P T sletters '|r|-|1i!'||5l_' on relevant news slommes or
when the firm bas 4 case that's heen reported. Tnaddition 1o send-
ing i to existng clients, he also malls copies o former ¢lienis and
|Ir."|"i“|'|il| Conaets !'I'Iilll.l..' CVET 1|1L: ¥ears .‘-il.ll.:t] s ACConniants,
hankers, and the other lwyers, who are greal refermal sonrees,
Don't underestimate the value of networking.
Metwiorking ameng the Amm's cxmsting chent base, especinlly
attending trade association events, has proven o "temific” sounce of
new business. suys Barton. He finds that keeping a presence st such
putherings generntes work mom current chients as well as caming
the firm referrals. Barton emphosizes tha ics alse essential o culi-
vitte relationships with executives in clicnt companies since they
frequently become the source of new work, “Sometimes a high-
fewel execulive goes on o2 new company and brings ws in because
of our prior relationship,” he adds, noting that trade associaton nes-
working has become the firm's largest source of new business.

Tip: If possible, became @ speaker at trade group events,
Hecently, Barton's lirm spoke al a conlerence spomsored by the
NYC Ecomomic Development Corporation for 27 Dalion compines
looking 1o do business in the ULS, “Immediately after we spoke, we
ol pulled over o dmafl a joime venture distibution agreement,”
Barton explains

Community invelvement can lead to business. Pro hono

work and community service has been the second biggest new
client generator for Barton's firm. “Siving on the board of direciors
for groops related 1o our core husingss & couple of tmes a vear s
an excellent opporunity o miske contacts,” he advises, Androws
agrees that serving on the hoards of variows chartics, har groups
and task forces has brought business 1o his i, even where they
were competing against lerger frms for cliens,

Tip: Andrews says that he has won many big corporate
cliems because of the contacts made domng volunteer work with
charitable oroanizations,

HOW TO GENERATE BUSINESS FROM EXISTING CLIENTS

Roger Barton, managing partner of Mew York City firm, Barten Barton
& Plotkin finds his existing client database is the best place to got new
busziness. His approach:

» Begome Tamiliar with your clients’ business and e proactive
Figure-out what their business objectives zre so that you can pick-out
legal issues and make suggestians,

* Dor't let the client limit the assignment. Ask questions that can
oxpose further matters the chent noeds to address,

* Dan't be shy about asking clignts who they know within their indus-
try, "Ask them, 'would you feel comiortable intreducing ws ta them,'"
says Bartan

* Dan't put an formal seminars for clients. Instead, meet with clients
at their affices regularly - ance a manth i possitle - and
discirss their business. "It almost always gets us more work.”
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