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Creating a law firm marketing plan is critical to the long-term financial success of your 

practice. One of the secrets of highly successful attorneys is that they make time to plan for the 
future. We recommend meeting at least twice a year to evaluate achievements, set new goals, and 
work on your law firm marketing plan. 
  
I was recently coaching a partner in a small West-coast law firm about their plans for this year 
when he said “I’m not sure I see a point in setting goals because everything seems to quickly 
conspire against us and we easily get so caught up in the day to day operations of the firm that 
we don’t have time to focus on our goals.  Then by the next time we meet, the priorities have all 
shifted.” 
  
Perhaps you can relate.  It’s easy to set goals; the hard part is staying focused on them long 
enough to accomplish them. 
  
Here are tips for lawyers to stay focused and achieve your law firm’s marketing and business 
development goals. 
  

 Have a Written Plan 
  
If a goal is important enough to have, then it’s important 
enough to write down.  Carve out 2 hours, get out of your 
office, turn off your cell phone, and go somewhere creative 
and relaxing.  Here are some of the areas to consider: 
  

Financial goals for your business 
  
Don’t just focus on the money; focus on how you will get 
there.  If your average trademark client spends $5,000 with 
you, how many new clients do you need to break $500,000 
this year? (Answer: 100). That works out to about 2 new clients per week.  Unless you want a 
high volume law practice, you will need to develop a way to up sell new clients into higher-end 
services.  

Practice Area Specific Goals 

How many new estate plans do you want to do in the next 6 months?  How many new trials are 
you willing to take on this year?  
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Marketing Goals 

All the top law firms in the country recognize the importance of marketing and business 
development.  You need to set measurable marketing goals. “I will meet with 4 new referral 
sources every month.” How are you going to meet them?  Who is going to set those meetings 
up?  Who will do the follow up?  

Strategic Business Goals 

This is where you start to think big about your practice.  Challenge yourself, how can you come 
up with another $100,000 this year? How can you go from your current 5 referral sources to 30 
in the next 6 months? 

Personal Goals 

Perhaps you need to schedule a vacation for yourself every quarter.  Maybe you have an idea for 
a new business venture.  What place does your family, friends and significant other hold in your 
life? 
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