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Rainmaking Recommendation from Jaimie 
Field: I didn't know you did that 

Today, I'm bringing you another excellent 
rainmaking recommendation from expert Jaimie 
Field - "I didn't know you did that." 

“Why don’t clients come back?”  

Recently, I received an email from a litigation 
attorney from Connecticut who asked the question 
above. It seems that some clients of the firm who 
seemed happy with the work the  attorneys of the 
firm were doing were going elsewhere for 
subsequent representation.   

So I dedicate this and the next few Rainmaking 
Recommendations to this attorney with thanks. 

Over the next few emails we will cover  the reasons 
why clients don’t come back and how to ensure they 
do: 

Rainmaking Recommendation # 51:  “I didn’t know you did that” 

Reason #1  Why Client’s don’t Come Back:  “I didn’t know you did that” 

One of the most frequently heard reason that clients don’t come back is that they 
don’t know all of your (and your firms) legal capabilities.  If you have ever heard a 
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client subsequently say:  “I didn’t know your firm did that,” you have experienced this 
problem. 

However, one of the objections that I hear is that from the attorney  is that they told 
them in the initial consultation that they (or their firm) could represent the client in many 
different matters.  

You need to understand, when a client comes in to your office, they are usually 
focused on one issue; the one problem they are currently experiencing.   This causes 
them to truly not hear anything else but what applies to this situation.  I mean literally.   
The only thing they want to hear is how you can help them with this problem; what is 
going to stop their pain.  Anything else you tell them will go in one ear and out the 
other.  

Then you, the attorney, become “tunnel-visioned” - busy schedules, other matters and 
clients, court, briefs, yada yada yada -  which causes you to neglect to remind them of 
all of your other abilities.  

This is why you need to consistently and constantly tell them over the course of 
the representation all of your (and your firm’s) capabilities.  After you have met them, 
during the course of your representation, and following the conclusion of your matter, 
you need to keep reminding them how you can assist them with the other matters that 
may come up in their lives in the future.  

Use newsletters, connect with them on Social Media sites, send personal 
messages, ask for feedback.   Each time you contact a current client using Rainmaking 
and Marketing tactics to remind them of  all that you can help them with to make their 
lives better, you ensure that if something comes up with which you can assist, they will 
remember to contact you.  

Rainmaking Recommendations are sent the first and third Wednesdays of the month.  
They are bite size tips that when implemented will cause you to make rain. To learn 
more about Rainmaking, Goal Setting and Achieving the Life you want as an Attorney 
please contact Jaimie B. Field, Esq.  If you have missed any of the 
previous Rainmaking Recommendations you can find them at www.jaimiefield.com The 
Enlightened Rainmaker Blog 
 
Lindsay Griffiths of the International Lawyers Network 
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