5 Easy Steps to Create Your Law Firm Marketing Plan Step 1, Part A
By: Stephen Fairley
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1. Identify Your Ideal Target Market

If the truth is told, this may be THE MOST IMPORTANT SECTION of your law firm’s
marketing plan. You can have the highest quality service, the biggest offices, or the most
associates, but if cannot clearly identify who your “ideal target market”—the perfect
person/company for your service—you will never build a successful law practice!

It is virtually impossible to spend too much time or energy learning about who your ideal target
market is. You want to discover everything you can about them because this can give you the
extra edge you need to rapidly attract paying customers and win out over your competitors.

You may have more than one ideal target market for your services. If so, you should complete
this for each of them, but try to limit yourself to no more than 1 or 2 target markets because more
than that can quickly become overwhelming.

When Developing a Profile of Your Ideal Client Consider:

e Who You are? (Think in terms of roles, values, personal qualities, and who you are to
others.)

o What are your natural gifts and strengths?

o What have you experienced in your life and career?

o What specialized training have you received?

o In what areas are you already well-connected?

e What areas do you feel uniquely qualified to serve your clients?

e Where are you perceived as an expert?

e How do you bring out the best in others?

As you begin determining whom you most want to work with and what you love to help them
with, keep in mind the unique value that you offer.

Identifying your Ideal Client. Just as someone using a dating service might make a wish list of
what he/she would be looking for in a potential partner. Make a wish list of what you are looking
for in your clients. Don't be afraid to be specific here. Most new attorneys hesitate about
choosing a target market or niche because they don't want to rule anyone out. You can't possibly
serve anyone and everyone on anything and everything. So don't even try. If you had your
druthers, what would you most like to focus on with your clients and what types of clients feel
like a perfect match for you?



Who's your ideal client? Think in terms of age, profession, gender, education, interests, marital
status, family size, hobbies, and lifestyle.

e Who can afford your fees? How much can their afford? What's the value to them?
e Who could be a good long-term, repeat client?

e  What qualities, characteristics and values do they have?

e What are you helping them accomplish?

e  What are their issues, challenges, or pain?

e  What is it like working with them?

e Who could be a good source of referrals?

e Who is NOT your ideal client?

The point is to create a comprehensive profile of everything you know about your markets
because the more you know about your markets the easier it is to identify them and market to

them.
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Rainmaker Retreat Live

Over 6,000 attorneys from hundreds of law firms across the country
have discovered how to generate more referrals and find new clients
by simply applying our Rainmaker Marketing System.

retreat

Here's just a sample of what you will discover in this 6 CD set audio program:

e  Over 22 proven strategies for attracting more and better clients

e  How to create powerful relationships with over 30 new Referral Sources in the next 90
days

e 7 ways to find more clients fast and how to select the best ones for you

e 2 ways to promote your firm to 100,000 people for only $100

e 5 ways to automate your marketing using technology and the internet

e 6 secrets top Rainmakers use to dominate their competition

o 8 steps to creating a 6 month comprehensive marketing plan for your firm

e Much, much more!

This live recording of our highly successful 2 day law firm marketing boot camp will inspire you
with practical examples, motivate you with sample case studies, walk you through best
marketing strategies used by top Rainmakers, and provide a guide for you to quickly implement
proven tactics in the next 30 days.

Click here to order you copy of this information-packed presentation.
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Stephen Fairley, M.A., RCC, CEO



Law Firm Marketing Expert « Master Business Coach « Best-Selling Author

Stephen@TheRainmakerlnstitute.com

Stephen Fairley is a nationally recognized law firm marketing expert and has helped
more than 6,000 attorneys from hundreds of law firms across the country to discover the
secrets of generating more referrals and filling their practice.

He is the international best-selling author of 10 books and 5 audio programs.

http://www.therainmakerinstitute.com/

http://www.rainmakerretreat.com/
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