
 

   
 

 

Cordell Parvin LLC | www.cordellblog.com | www.cordellparvin.com 

17300 Preston Road, Suite 310 | Dallas, Texas 75252 | Phone: (214) 866-0550 | Fax: (214) 866-0331 

You Need to Learn “People Skills”-Here’s How I Did It 
By Cordell Parvin on July 5th, 2012 
 
Client development is about becoming a “go to” lawyer and developing relationships. For many of 

you, becoming a “go to” lawyer is much easier than developing the relationships. After all, if you bill 

2000 hours a year in your niche, over time you will know your legal specialty well. 

How many hours a year are you spending developing your people skills?  How can you learn and 

practice those skills? First, you need to have an intense interest in people. Only through having that 

interest will you focus on learning about them, understanding their needs and listening with a 

sensitive ear. 

 

In my own case, long ago I decided to teach senior high Sunday School at our church. One reason I 

volunteered was teaching would force me to read and understand the Bible. A second reason was I 

wanted to get to know the teenagers, most of whom had no desire to get up Sunday morning and 

come to class, and then figure out ways to make the lessons meaningful from their perspective 

rather than my own. 

I really worked hard to understand what it was like to be a teenager in the early 80s. I met with them 

and listened. I read books and searched for different ways to reach them. Each week I wrote 

handwritten letters to each one of them, letting them know I missed them if they had missed the last 

class, or letting them know I enjoyed our time together if they had attended the last class. 
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I think more than anything else, I conveyed that I cared about them. I cannot describe how valuable 

this experience was for me. Because the mindset of teenagers was so different from 

my own, understanding the mindset of my construction clients was less a challenge. 

I tried other experiments to develop my people skills. Since I traveled by myself on business, I took 

opportunities to talk and mostly listen to strangers I met while flying or while eating my dinner by 

myself at the hotel bar. I purposely engaged them in conversation and asked open ended questions 

without making judgments or offering unsolicited advice. I tried to develop my emphatic listening 

skills. 

What are you doing to learn and practice your people skills? 
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