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Five Constructive Ways to Recession-Proof 
Your Law Practice During a Pandemic

By: Steve Fretzin
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About Steve Fretzin
• Business Development Coach to Individual 

Attorneys & Law Firms
• Author of the hit books “Sales-Free Selling, The 

Attorneys Networking Handbook & The Ambitious 
Attorney”

• Monthly Columnist for the Chicago Daily Law 
Bulletin & Host of the BE THAT LAWYER Podcast
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Today’s Agenda
1. The importance of taking stock of your law practice and what’s changed.

2. Time management as an essential skill

3. Creating or reviewing your marketing plan.

4. Leveraging social media better than ever.

5. Driving client loyalty and new introductions.



4

Let’s Take Stock of Your Law Practice, the 
Environment and What’s Changed
What’s changed, other than 
EVERYTHING?
• Virtual versus face-to-face.

► How are you adapting to the new normal?

• Consider what’s changed in your client’s lives 
(business/personally)?
► What can you do to help them?
► How do you need to adapt to survive and thrive?

• How do you retain and grow your client base?
► What have you done in the past?
► What skills do you need to learn?
► What happens if you do nothing different?
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Time Management as an Essential Skill
FOUR things you MUST do to improve:
1. READ David Allen’s “Getting Things Done.”

► Do it
► Defer it
► Delegate it
► Drop it

2. Track your time for a full day.
► You do this for billing, now do it to identify daily time-killers.

3. Have a process for QUALIFYING people/events.
► What events are you attending? 
► What’s the ROI on your time?
► Who are you taking meetings with?
► What is your process for evaluating people?

4. Have a strategic plan!
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Developing a Fresh Business Plan
• This will be your roadmap/GPS to achieve 

your goals.
• What is your objective?
• What are your strategies?

► Develop 2-4 of these. 
► Networking.
► Leveraging existing connections.
► Developing new strategic partnerships.
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Developing a Fresh Marketing Plan
• Create detailed tactics to accomplish these 

strategies.
• Tactical guidelines

► Develop 5-7 tactics for each strategy.
► Develop 3-5 bullet points for each tactic.
► Tell a story.
► Answer the following questions: Who, what, when, 

where, how & why?



8

Let’s Look at a Sample Marketing Plan
Plan Example
• Strategy: To leverage my existing database (friends and family) to obtain quality introductions.

► Tactic 1: I will print out my contacts and rate them A, B or C based on the following parameters: 
– “A” defined as best relationship and best opportunity.
– “B” defined as best relationship and good opportunity or best opportunity and good relationship.
– “C” defined as good relationship and good opportunity (or not sure).

► Tactic 2: I will break them down into two lists. 
– Friends and family
– Potential referral partners

► Tactic 3: I will email five A’s and five B’s each week for zoom meetings.
► I will block out 30-minutes a week for this.
► The agenda will include:
► Tactic 4: I will have this list completed by June 30th, 2020 and begin emailing on July 15th.
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Leveraging Social Media Better than Ever
Do your research first
• Ask around and go online.
• Find the “Blue Ocean.”

Who are you targeting?
• Prospective clients
• CPAs
• Other attorneys
• Consultants
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Leveraging Social Media Better than Ever
What’s the best platform for you?
• LinkedIn
• Facebook
• Twitter
• Instagram
• YouTube
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Leveraging social media better than ever
Social media can be stress-free if you…
• Understand your audience’s wants and 

needs.
• Educate yourself or your assistant to post 

properly.
• Are authentic and offer value to your 

audience.
• Have consistency in your messaging and 

output.
• Are social. It’s called “social” media for a 

reason. Be social.
• Let’s talk LinkedIn best practices.
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Effectively Getting Introductions from Existing 
Relationships-What’s the Best “Lead-in"
Script #1 - A friend, where you’ve never 
discussed business before:
“I was thinking that we haven’t had the 
opportunity to discuss our businesses with one 
another and it might be valuable to learn more 
about what each other does, as new issues 
come across our desks. Would you be open to a 
Zoom meeting where we can learn more about 
one another?”

Script #2 - A long-time family member, 
where you’ve never discussed business 
before:
“I’d love the opportunity to chat with you in the 
next week or two. We usually see each other 
every year, however things are so uncertain 
these days. I’d love to learn more about your 
business and see how I can be a resource for 
you moving forward. I’d also enjoy sharing a 
little about what I do as well. Are you free on… 
(provide specific dates).”



13

Effectively Getting Introductions from Existing 
Relationships
Script #3 - A lawyer or past referral source that you 
believe may have business opportunities for you:
“In addition to catching up next week, I’d like to share some 
possible contacts with you that might be beneficial to your 
business/practice. With this COVID-19 business, I’ve been really 
focused lately on helping people who have helped me in the 
past. I’d also like to pick your brain for contacts that might make 
sense for what I’m doing.  Is that okay with you?”

Script #4 - A happy client who is well connected and may 
be able to refer some amazing new business your way 
(Client-close relationship):
“Before we meet via Zoom next week, I thought it might be 
helpful to think of some business connections that might be 
good for one another. As you know, I’m looking to meet (name a 
specific type of prospective client). If you’re open to it, let’s 
share a few names prior to our Zoom meeting, that way we can 
both get more value from our time together.”
or

“There’s something I’d like to ask of you, and it goes outside of 
my comfort zone a little, but it’s important to me. I know how 
well connected you are, and I was hoping that you’d be open to 
discussing some possible connections with me during our check-
in call next week.  Is that something you’d be open to 
discussing?”
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Driving Client Loyalty and New Introductions
Once you’ve helped and offered value, 
they might ask you, “How can I help 
you?” 
• It is critical that you are prepared to answer 

this and coach them through the QI (quality 
introduction) process. Here are the steps:
► Accept their offer and show gratitude.
► Discuss the types of introductions you’d like to have.
► Lead your contact to identify 1-3 names.
► Coach your contact on HOW to make the QI.
► Establish a time frame to accomplish the “ask.”
► Set a follow-up time to check in on this.
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Driving Client Loyalty and New Introductions
First things first. How are you adding value to your prospects, clients and strategic 
partners?

The most important question to ask: “How are you doing and how can I help you during these 
challenging times?”

► Connectivity- Social media, email, text, call, zoom…
► Provide sound advice. Share what’s working for you.
► Offer direct prospect, strategic partner or personal referrals (QI’s).
► Provide articles of interest to them.
► Cross-market or introduce your contact to your more senior partner at your firm.
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Wrapping Up
Now you know:  
1. The importance of taking stock of your law practice and what’s changed.
2. Time management to streamline your day/week/month.
3. How to review and/or create a marketing plan.
4. Improved use of social media.
5. Steps to drive client loyalty and obtain new introductions.
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THANK YOU
HOW TO CONTACT

Fretzin.com
Steve@Fretzin.com


