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Practical Strategies to Grow Your Client Base

If you're a small or mid-sized law firm, you've likely experienced the challenges of turning curious
browsers into committed clients. That's because the journey from first impression to paying client is
complex, nonlinear, and digital-first. Legal consumers are more informed, digitally connected, and

selective than ever.

The good news is firms that align their marketing and intake processes with how modern clients search,
evaluate, and decide can stand out from competitors and win more business. This guide will help you do

just that.

Whether you're a solo attorney, operations manager, or marketing specialist, you'll find actionable
strategies to attract the right prospects, engage with them in meaningful ways, convert them into loyal

clients, and drive profitable growth for your practice.

Understanding Today's Legal Buyer

The journey of a prospective legal client resembles a buying process in any service-based industry: they
identify a need, research it, evaluate providers, and finally, make a decision. But clients don’t always follow
a linear path. They may move back and forth between researching their issue, comparing firms, reading
reviews, and making contact.

That means your firm needs to be ready to meet prospects wherever they are on their buying journey.
This journey typically unfolds across several digital touchpoints:

. Problem )
Recognition

A triggering event,

such as receiving a

legal notice or needing

guidance on a

transaction, initiates

the need for legal help.

. Reseaych

and Discovery
Prospective clients turn
to Google, online
directories, and social
media to learn about
their legal situation and
search for lawyers who
can help.

. Evaluation

Prospective clients
compare firms based on
their website, branding,
reviews, content, and
responsiveness. Making
a strong first impression
here is key.

. Decision

Clients decide who to
contact and book a
consultation. Their
decision will hinge on
how confident, informed,
and supported they feel.

If your law firm is present, informative, and trustworthy at each step of the journey, you drastically improve

your chances of converting interest into action.
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Attracting the Right

Prospects to Your Law Firm

Now that you understand how clients’ situations and preferences influence how they
evaluate law firms, you have to be visible to them by building an online presence that

speaks to their needs and earns their attention.

ATTRACTION STRATEGY 1
Build a Client-Centered Website

Your website is often a client's first impression of you. It’s your firm’s digital front door, so you need to offer
a modern design and helpful content to reassure potential clients they’ve found the right firm. To attract
the right prospects, be sure your site is optimized for the following:

o Optimize for mobile, fast page load speeds, and ADA compliance to ensure visitors have a
user-friendly experience.

o Use clear, intuitive navigation and prominent calls to action for the next step you want visitors to take,
such as scheduling a consultation or downloading a resource.

o Feature your core practice areas and attorney bios. Use professional photography to add credibility.

o Provide educational content like FAQs, guides, and blog posts that answer visitors’ questions and
educate them on key topics.

e Make contact easy by including your phone, email, chat, and a form on every page.

e Show social proof of your firm’s credibility with testimonials, case studies, review ratings, and
examples of your firm’'s community involvement.

ATTRACTION STRATEGY 2
Invest in SEO and Local Visibility

Search engine optimization (SEO) ensures your firm shows up when people search for legal help in your
area. Focus on:

o Optimizing your Google Business Profile with complete, accurate information, high-quality photos, and
positive client reviews.

o Creating location-based web pages that use key search terms tied to your practice areas, such as
“Estate Planning Attorney in Kansas City.”

« Writing blog posts or guides that answer common legal questions. This will help visitors begin to view
your firm as credible and helpful.

o Structuring your site with proper headings and meta descriptions that include keywords in a
natural way.


https://www.legalfit.com/why-legalfit/digital-marketing-blogs/professional-photos-in-law-firm-marketing-enhance-your-brand-and-clients-trust/
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Use Paid Advertising Strategically

Not every prospective client will stumble upon your website in a Google search. This is where targeted
paid advertising comes in, which can boost your firm’s visibility and attract more traffic to your website.

Here’s an overview of the most common options.

@ Google’s Local Services Ads (LSAs) put your firm at the top of local search results and only

charge you for valid leads (those that contact you directly). A digital marketing service will be
useful here, as they can build LSAs around your ideal client, optimizing what you spend on ads

and the results you get.

Pay-Per-Click (PPC) campaigns let you bid on high-intent search terms associated with your
practice area and location, like “divorce attorney Miami,” that help you show up when prospective
clients use a search engine. When they click on your ad, it directs them to specific landing pages
related to those search terms (and your firm), where they can contact you.

Social media advertising can be used to reach key demographics. You can run Facebook,
Instagram, or LinkedIn ads targeting users based on life events, location, or interests, such as
targeting newlyweds with ads for prenuptial services. This helps attract better-qualified leads
for your firm.



https://www.legalfit.com/why-legalfit/digital-marketing-blogs/pay-per-click-ppc-ads-vs-local-service-ads-lsa/
https://www.legalfit.com/why-legalfit/digital-marketing-blogs/pay-per-click-ppc-ads-vs-local-service-ads-lsa/
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Engaging Prospects
and Building Trust

ﬁ Visibility gets you noticed. Engagement gets you chosen. Once potential clients find
your firm, your next goal is to build enough trust for them to make contact. This is
where consistent branding and helpful content make all the difference.

ENGAGEMENT STRATEGY 1
Develop a Cohesive Brand

Your brand is more than a logo. It's the emotional and professional impression your firm leaves on clients
and forms their perception of your firm. From your website visuals to how you answer the phone, your
brand should convey the essence of your firm’s values and strengths.

To communicate your brand effectively, consider the following components:

o Use colors, fonts, and tone of voice consistently across all channels, including your website, social
media profiles, and communications.

o Invest in professional photos of yourself, staff members, and your office to build trust, authenticity,
and connection.

o Craft messaging that speaks directly to clients’ concerns and desired outcomes. For example,
"Protecting your future through trusted estate planning" resonates more than "We offer trusted estate
planning services." Use your messaging to articulate what makes your approach different.

ENGAGEMENT STRATEGY 2
Create Educational, Client-Focused Content

The legal process intimidates many clients, making them feel overwhelmed and unsure. Providing helpful
content demystifies the process and helps clients feel confident and informed while positioning your firm
as a knowledgeable guide.

Consider creating content about:

Your practice area(s)

Issues impacting law firms and clients

Legal procedures and processes

» Your personal experience as an attorney


https://www.legalfit.com/our-services/content-generation-and-link-building/
https://www.legalfit.com/our-services/content-generation-and-link-building/
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Your goal is to answer common questions, uncomplicate legal processes, and show potential clients you
understand their circumstances. This content can be published on your website, blog, social media
profiles, and industry publications. Some ideas to get you started:

o Develop practice area-specific resources (e.g., “What to Expect in a Child Custody Case”)
o Create explainer videos for complex legal processes
o Offer checklists and worksheets for different legal situations

e Host webinars on topics relevant to your target clients

Be Active on Social Media

Social media provides opportunities to engage with prospects before they contact your firm. It's a great
way to humanize your brand, connect with your community, and build awareness and trust. Choose
platforms based on your audience:

o LinkediIn for corporate and business law
o Facebook and Instagram for family law, personal injury, or estate planning

You can post behind-the-scenes moments at your firm, community involvement, client success stories
(with permission), practical legal tips, and video clips explaining legal terms or processes. Maintain a
consistent posting schedule and respond promptly to questions and comments to make a

good impression.

Sample Social Media Calendar

POST CONTENT ASSETS NEEDED

Community Our team volunteered at the clothing drive for kids this Photo of the team
involvement weekend. Thank you to everyone who donated these volunteering

useful items!

Legal tips Creating a will doesn’t have to be hard or scary. In fact, it Link to blog article
can one of the most helpful things you do for your family.
Check out this article for our tips on how to get started.

About us We're excited to welcome Marcy Smith to the team! Marcy Professional headshot
works closely with families to help them meet their future of Marcy and link to bio
goals through estate planning services. Learn more about her.
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Converting Prospects

into Clients

J Getting found and earning trust is only part of the effort. Converting prospects
you've attracted and engaged with is about removing friction, responding quickly,
and delivering a seamless intake experience.

CONVERSION STRATEGY 1
Leverage Strong Calls to Action (CTASs)

Whether on your website’s homepage, blog, landing pages, or paid advertising, CTAs should guide
prospects to the next step with clarity and ease.

This can be accomplished by using action-oriented language in your CTAs, such as “Book a Free
Consultation,” or “Start Your Case Evaluation.” Place CTAs throughout your site, not just on your
homepage. And offer multiple ways for clients to contact you, including phone, forms, and live chat.

CONVERSION STRATEGY 2
Optimize Your Intake Process

The client intake process is where many law firms lose potential clients because they’re slow to respond.
Once someone contacts you, whether via a Local Service Ad, your Google Business Profile, website, or
social media, speed matters.

The sooner you're in touch with prospective clients, the sooner you can establish trust, discuss their
needs, identify how you and your firm can help, and convert them into clients.

Your intake process should capture necessary information without creating friction. To streamline
client intake:

o Use intake software with automated responses and reminders

o Keep initial forms short, capturing just enough of the prospect’s information to route them to the right
person on your team

o If possible, assign a dedicated intake coordinator or team member


https://www.legalfit.com/our-solutions/intake-clients/
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CONVERSION STRATEGY 3
Streamline Consultations

The consultation is your opportunity to demonstrate value and establish relationships with potential
clients. How you handle this critical meeting can significantly impact your conversion rates. Just
remember that you don’t need to “sell” in a pushy way; you need to listen, understand, and guide.

Your consultation should reflect your professionalism and empathy. That means:

o Being prepared: Review the client’s intake information before the call or meeting.Email or text
satisfied clients and ask them for reviews.

o Listening actively: Build rapport and listen to the client’s situation. Ask questions that show
empathy and understanding and answer the client’'s own questions.Respond professionally to both
positive and negative feedback.

 Demonstrating value: Explain legal concepts in accessible language. Share your relevant
experiences with similar cases, outline potential strategies and approaches, and communicate
realistic options and outcomes.

o Being transparent: Be clear about pricing, expectations, and next steps.

o Following up: After the consultation, promptly follow up with a summary email and action steps.
Many firms lose potential clients simply because they don’t follow up.

CONVERSION STRATEGY 4
Use Reviews to Reinforce Trust

While reviews influence initial impressions, they also support conversion. Highlight them during
consultations and feature them on landing pages, because reviews are often the deciding factor for legal
consumers. To build and leverage reviews:

o Claim your profiles on sites like Google, Avvo, and Yelp. Make sure they contain accurate contact
information for your firm.

o Email or text satisfied clients and ask them for reviews.
e Share snippets of reviews on social media or your homepage.

o Respond professionally to both positive and negative feedback.
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Measure, Improve, and Repeat

Remember that what gets measured gets improved. Use tools like Google Analytics, your CRM, and intake
software to pinpoint where leads drop off or stall. Then adjust and refine.

Track these key metrics to understand how well you're attracting and engaging prospects and converting
them into clients:

e Lead response time « Consultation no-show rate

o Website conversion rate o Cost per client acquisition

Putting It All Together

When you structure your marketing into strategies that attract, engage, and convert, the process becomes
both manageable and measurable. This guide has given you a comprehensive roadmap to do the work.

By aligning your digital presence with the way today'’s clients search, evaluate, and decide on legal service
providers, you can:

o Attract more qualified leads e Increase conversion rates
e Build lasting trust e Grow your firm with confidence

e Reduce friction in the client
intake process

How Legalfit Helps

Legalfit specializes in helping small and mid-sized law firms bring all these strategies to life.
With a platform built specifically for the legal industry, Legalfit offers:

e SEO-optimized and ADA-compliant law firm websites
+ Reviews and reputation management tools

e Custom intake forms and conversion tracking

e Local SEO and targeted advertising services

« Content generation services

Whether you're starting from scratch or looking to improve what you have, Legalfit
makes it easier to attract, engage, and convert more clients online.
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Legalfit can help.
We're a comprehensive

digital marketing platform
specifically for law firms.

legalfit.com/contact ( 913-210-8687 )



www.legalfit.com/contact
tel:9132108687



