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Law Firm Marketing And The "I Hate Selling" Syndrome

By Henry Harlow

Do you hate selling? Should you hate selling? What does "selling" mean anyway? How does hating

selling impact your client service and revenue? If you decide to learn to love selling (or love it now) how
would you go about developing that love anyway?

Law firm marketing and the "hating part" in the title depends on what you mean by selling don't you
think? After all many people think the word "sell" is a four−letter word. If you mean the kind of traditional
selling we find prevalent in the selling of new or used cars or if you think of selling as getting someone
to purchase what you have to sell regardless of the means used − then I would say I hate selling
myself! In law firm marketing if you mean facilitating a person's unique process in deciding what is in
their highest and best interest (while suspending one's own needs and supporting their decision
making process) − then I love selling. I assert, in law firm marketing, selling is not something to "hate"
given how I define selling. In fact selling, given my definition, is a required skill set in serving people
well and is critical in lawyer marketing. Given my definition what do you do? Read on.

What does this law firm marketing coach recommend you do in building sales skills? First, I would
suggest you think through your responsibility to your prospective clients to deliver "buyer facilitation"
(more on this a bit later). Second, I would suggest you become familiar with some of the "consultative
sales" models that have been developed that are applicable to lawyer marketing. Few attorneys have
ever had any training in sales or even read a book on the subject (or so I have found in my work with
over 500 attorneys). What are these sales models that can work with lawyer marketing? Read on.

One model that works with law firm marketing and has a 30−year track record is the Sandler Sales
Institute's 7−Step System For Successful Selling. The book I found that is best for understanding this
approach is David H. Sandler's You Can't Teach A Kid To Ride A Bike At A Seminar. There are around
175 Sandler franchisees around the country that have multiyear sales training programs you don't
need, however, you can find the book at

http://Amazon.com

. Even though I don't agree with all that is
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said in this book it is one of the top three I recommend for law firm marketing. The next model is
Integrity Selling For The 21st Century by Ron Willingham. One of it's big strengths is talking about
different "buyer types" so you don't speak the same way to everyone, instead you speak to their "type"
if you can.

Finally, my top recommendation for lawyer marketing is Selling with Integrity by Sharon Drew Morgan.
She has a website at

http://www.buyingfacilitation.com/advantage.html

where you can get her latest

e−book (which is an update of her hard copy book). Sharon's model is the one I use in my work since it
is "third generation" and a win/win situation. First came traditional selling, and then came the
consultative sales model, and now the buyer facilitation model. One does not throw out consultative
sales (represented in the first two books I mention) totally with buyer facilitation but consultative sales
skills comes AFTER buyer facilitation. Also, it goes without saying traditional sales is out in law firm
marketing.

Why would sales distinctions (more on that in my client development e−course) be important to learn in
law firm marketing? First, you want everyone you talk with to have a good experience. Whether they
hire you or not they have been profoundly served and will remember your unique connection with them
as well as tell others. Second, you want your prospective client to be an educated consumer in making

a decision since an educated consumer is more likely to say "yes" and say it sooner than later. Third,
as a law firm marketing coach I am interested in your "conversion ratio" or how many of the people you
talk with actually turn into clients. If I can help you improve your "conversion ratio" or please forgive me
"closing ratio" then I will increase your income while you serve your clients better than ever. What is
wrong with that?

Henry has individually coached well over 500 attorneys. You can get free, in depth, and objective
information on increasing your revenue while reducing your work hours with free e−courses on client
development and time management/productivity available now at

http://www.Law−Firm−Marketing−Coach.com

Online Marketing Law! Whats Happening?

By Charles Nixon III

You read that right. There's a new law in California for online marketing. This law is thanks to the
California's Online Privacy Protection Act.

Who does this affect the most? This affects anyone online selling anything, operating a newsletter, or
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collecting data in any way from users online.

It says it's targeting "commercial," and websites that offer services online. Are you selling anythign
online? If not, than this doesn't affect you... yet. It will affect you when you decide to start selling
something online. So read up.

If you are a web host, broadcast, or database firm you are only responsible for your privacy policy. You
are not held responsible for anyone that you are hosting under you. But do inform them of this new law.

What do you have to do? You have to that the information you collect online from visitors matches up
with your privacy policy. This means that you will have to be reading and reviewing your policy often to
make sure that you don't come across any problems with users and how you use the information you
are given.

You will also have to make that privacy policy link more visible. Cause if the users can't see it or find it
than to them it most likely doesn't exhist. So no more of those fine print privacy policy notes at the
bottom of websites.

How long do I have? The law is in motion now. It started July 1st, 2004. You should look into moving
that privacy policy link up with the rest of your links.

How do I read more about this law? I have a copy of the PDF on my website available for you to
download:

http://www.charlesnixon.com/ab_68_bill_20031012_chaptered

or you can download it at

www.leginfo.ca.gov

:

http://www.leginfo.ca.gov/pub/bill/asm/ab_0051−0100/

ab_68_bill_20031012_chaptered.pdf

"It's only four pages and a pretty easy read compared to most legislation I've seen in my time." says
Publisher Anne Holland

Charles Nixon − Website Designer. Driven by Creativity. Building websites to increase sales, and web
presence. Did you start your business to create a website? Or to run your business?

CharlesNixon.com

may be the web design firm for you! Competitive prices and your project delivered
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on time and on budget.

http://www.CharlesNixon.com/

mailto:Charles@CharlesNixon.com
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