








Ideally, doing great legal work should result in great client relationships,
a solid reputation, and developing business. The best clients often are
those who call you because you do great legal work. If the client has confi-
dence in you, the client is likely to call you again and tell others to call you.

Get to know the client, its business, and its legal needs. Let the client
know you, or someone else at your firm, can handle the client’s needs.
Work often comes from existing clients.

Granted, clients at times cannot tell good from poor legal work. So, you
probably should do more than good legal work to develop business.

To send you business, potential clients and possible referring lawyers
must know who you are and what you can do well. Become active in the
community and the bar. Join lawyer organizations, like the ADLA, and be
active members.

Develop a subject matter expertise on which you publish and speak.
Plan where you speak and publish so potential clients, or lawyers who
might refer business to you, hear you or read what you have written.

When speaking or publishing, or when serving on a community
organization or bar or other lawyer organization committee, do your best.
Your reputation for doing good work will likely be part of what helps you
develop business.

Angel A. Groes: Remembering that we're all just people.

Listening to clients, taking note of what’s going in their personal
lives when they let you in, remembering to ask about those things, and
sometimes letting go of the formalities to just have a regular conversation.
Those things go a long way.

Ultimately, we all just want to work with people we like. So do our clients.

Allen Estes: a. Be nice; you never know when you are talking to a po-
tential client. b. Ask and listen more than you talk. ¢. Keep learning about
new areas of business and the law.

5. If you could give one piece of advice to yourself as a
young lawyer, what would it be?
J.S. “Chris” Christie: Remember your priorities. Not just what you
would like to say are your priorities, but what really is most important to you.

Personally, | think my priorities are, and hope my priorities are, in order:
faith, family, friends and firm. By firm, I mean my work as a lawyer.

How might | tell what are my true priorities? By what | spend my scarce
resources. For most lawyers, including me, my most scarce resource usu-
ally becomes time. After working enough to provide the basics, on what do
| spend my time?

Angel A. Croes: Find your niche early on. Find something you're good
at, or that you enjoy, and hone that.

Become an expert in something. That way, eventually, you will be some-
one’s “go-to”. And that's where the real growth begins.

Allen Estes: Think like a Partner from day one. To do that, you must
ask multiple partners what they think about on a daily basis. I'm always
amazed at the different ways seemingly similar attorneys analyze and
attack the issues they face.
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