
With the New Year in full 
swing, all attorneys and law 
firms can benefit from gain-
ing new clients. I receive a 

lot of emails asking about the best strategy 
for generating new leads. In this article, we 
will explore different methods that have 
worked for me, but if you have a successful 
strategy already in place, keep at it. How-
ever, remember that switching it up from 
time to time can keep it fresh and show you 
new results. Here are some tips on how to 
get your name out there and attract new 
clientele for 2016. 
The Conference Method

Conferences are a great way to gain 
valuable business contacts and clients for 
your practice. Depending on your spe-
cialty, whether it be intellectual property, 
real estate law, or labor and employment 
law, there are plenty of conferences avail-
able nationwide for you to find and attend. 
It’s important to plan ahead. Most confer-
ences start planning at least six months to 
one year in advance. If you get in contact 
with a coordinator early enough, you may 

be able to get a spot 
to speak at a con-
ference by being 
on a panel in front 
of a captive audi-
ence. Speaking on your 
specialty and passion for the legal field is 
a great way to get your name out there to 
clients or other attorneys who may want 
your services.
The Writing Method

Some attorneys prefer to stay out of the 
limelight commonly found at conference 
settings or aren’t comfortable presenting in 
front of a crowd. For those who shy away 
from the spotlight, the writing method may 
be your preferred choice. Attorneys who 
enjoy writing about various legal topics opt 
to write for legal journals, magazines and 
various other news sources to have their 
work published. Conducting research or 
writing for an advice column in a magazine 
or online legal site can be an excellent way 
to gain clients. The writing method gives 
you the chance to get your name and law 
firm out there nationally. You never know, 
that one article you wrote could pay off 
tenfold when a client or another attorney 
refers you work after reading your articles. 
Not to mention, adding published work on 
your resume is always a plus. 
The Networking Method

This is the old-fashion method to gain 
clients. Going out to local or national 
events and conversing with people is always 
an easy way to network. If you don’t know 
anyone at the event, start by talking to peo-
ple you see standing alone or join a larger 
group discussion. During your conversa-
tions, listen and try to find a commonality 
with a potential client. That will be your 
key link with him or her. Also, don’t hand 
out your business card to every person you 
meet; save them for people you make a 
real connection with. In addition, get one 
of their business cards so you remember 
with whom you conversed and who to con-
tact when you get back to the office. Make 
notes, if necessary, on the back of business 

cards to refer back to the meaningful con-
versations in your follow-up emails in the 
coming week. The single most important 
take away is for you to follow up with the 
people that you meet.
The RFP Method

Attorneys have always used the request for 
proposal (RFP) method to gain new clients. 
With this method, lawyers or law firms are 
asked to prepare a written proposal or de-
liver a presentation about their services as a 
way to gain clients. Basically, you want to let 
your client know why you are the best and 
why someone should work with you over 
another firm. The RFP method is sometimes 
called a double-edged sword because on one 
side, you can gain many potential clients. 
On the other end, preparing for an RFP re-
quires a large amount of time and energy to 
prepare for all contenders. Ultimately, only 
one law firm will win the business. During 
an RFP, you want to be sure to stand out 
from the competition and present yourself 
in a way that makes you different from the 
next law firm. 

Additionally, you don’t want to be too 
brief. Present your law firm as a team of 
hard working individuals. Present substan-
tial facts and try to use informal language. 
Your clients may not always be lawyers, so 
common language will be understood more 
than if you were to speak in legal jargon. 

Overall, the most important part of 
gaining new clients is to present all your 
strengths as a lawyer or law firm effectively. 
Whether you are speaking at a conference, 
mingling at a legal event or presenting an 
RFP, communicating the main points you 
want your potential client to hear is key. 
Gaining new clients takes time and effort; 
there is always a lot of competition, but be 
persistent and do your best and all your 
hard work will pay off in the long run. 
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Overall, the most important part of gaining new 
clients is to present all your strengths as a  

lawyer or law firm effectively.
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