
(Free) Marketing the Law Firm: Business Development Techniques (Law Office Management Series)

Marketing the Law Firm: Business Development Techniques (Law 
Office Management Series)

Sally J. Schmidt 
ebooks | Download PDF | *ePub | DOC | audiobook

#2219266 in Books Law Journal Press 2017-05-28Original language:EnglishPDF # 1 9.75 x 7.50 x 2.75l, .0 
Binding: Ring-bound650 pages | File size: 25.Mb

Sally J. Schmidt : Marketing the Law Firm: Business Development Techniques (Law Office Management 
Series)  before purchasing it in order to gage whether or not it would be worth my time, and all praised Marketing the 
Law Firm: Business Development Techniques (Law Office Management Series): 

0 of 0 people found the following review helpful. I recommend!By Fernanda A. Greppe de MelloThis book gives us a 
general and great view about legal marketing. As it is based on researches from different sources related to the legal 
market industry, it can help all professionals from everywhere that aim to learn more about this specific area. It is 
worthy reading and I recommend to all marketers that want to develop a creative and innovative work in their firms.

Sally Schmidt's book, Marketing the Law Firm: Business Development Techniques, is a bible, a must-read, and a 
springboard to law firm marketing for any new or seasoned marketing professional. Its frequent updates are easy to 
insert and the range of information is nearly exhaustive. Rita Menz, former Director of Client Relations, Patterson, 

http://f3db.com/pub/links.php?id=1588520528


Belknap, Webb Tyler, LLP, New York In today's economy, marketing and business development have taken center 
stage at law firms. Marketing the Law Firm: Business Development Techniques examines how marketing can improve 
client satisfaction and increase the bottom line for both corporate and consumer practices. No matter the size of your 
law firm, this pragmatic book shows you how to utilize client surveys, Web sites, brochures and collateral pieces, 
databases, newsletters, direct mail, seminars, special events, advertising, public relations, proposals, presentations, and 
interviews.Marketing the Law Firm: Business Development Techniques is filled with case studies and examples of 
real law firm situations to help you put these tools and techniques into practiceand use them effectively. You'll find out 
how to: make realistic, long-term marketing plans for the firm, practice groups or individuals; market online; market a 
new capability; cross-sell your firm's services; create an alumni relations program; discover new business 
opportunities through market research, charitable contributions, and sponsorships; use flat fees as a billing alternative; 
train your lawyersand your support staffto be good marketers; surmount marketing obstacles; budget for marketing 
time, expenses and compensation; and measure the effectiveness of your marketing efforts. You'll also get up-to-date 
information on Web sites, extranets, client advisory boards, niche marketing and the uses of intranets. An appendix 
provides law firm marketing resources, including organizations, publications and studies.

Sally Schmidt's book, Marketing the Law Firm: Business Development Techniques, is a bible, a must-read, and a 
springboard to law firm marketing for any new or seasoned marketing professional. Its frequent updates are easy to 
insert and the range of information is nearly exhaustive. Rita Menz, former Director of Client Relations, Patterson, 
Belknap, Webb Tyler, LLP, New York 


