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The Ultimate Guide to Attracting and
Converting Law Firm Clients with 5 Key Levers

To effectively grow your law firm's revenue in a competitive market, you have to stand out.
Below, we take a deep dive into the five critical levers your firm can pull to improve your
visibility online and optimize your client intake process — so you attract the right prospects,
convert them into clients, and grow your law firm.

But first, it's important to understand why the process of converting leads matters

throughout your law firm's marketing and client intake efforts in order to drive
revenue growth.

Align Branding, Client Intake, and Conversion Processes

Converting prospective clients into actual, paying clients is what really creates revenue for
your law firm. But before you can convert leads into clients, you need to attract prospective
clients and encourage them to contact your firm. This is where law firm marketing and
branding come into play.

Your law firm's brand is the overall image and reputation of your firm in the eyes of potential
clients. A strong and consistent brand helps build trust with potential clients, making it more
likely that they will reach out to your firm for legal services.

Once a prospect contacts your firm, you then need an efficient intake process to collect the
lead’s information so you can contact them shortly after they submit it. Following up quickly
creates a positive first impression, builds their trust in you and your firm, and makes them
more likely to choose you for their legal needs.

Finally, aligning effective branding with a smooth client intake process improves your law
firm's conversion rates, turning prospects in clients you can build lasting relationships with.

Now that we understand how branding, intake, and conversion processes align to generate
revenue for your firm, let's dig in to five levers you can pull to facilitate attracting prospects
and converting them into clients.



@ Build a Robust Online Brand

Brand consistency is a crucial component of establishing a strong market presence. Your
branding should reflect your firm’s values and the kind of service you offer your clients, and it
needs to be consistent across all online platforms where your firm has a presence — for
example, your website, social media channels, Google Business Profile, and Local Service Ads.

The more consistent your law firm's brand is, the more trust, credibility, and recognition you'll

instill among your target market, and the better you'll be able to attract and convert leads
into clients.

You can convey your brand — who you are, who you serve, what knowledge and experience
you offer, and the way in which you help clients — in many ways.

The Value of Content for Law Firms

The guality content you create builds your brand and business by showcasing your legal

expertise, educating potential clients, and adding search engine optimization value to your
website. Consider creating content about topics related to:

Your personal
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Your Issues impacting Industry
practice law firms tfrends and

area and clients news an attorney

This content can be published on your website and blog, social media profiles, and even
industry publications.

Prioritize Professional Photography

Many lawyers might be inclined to think throwing a couple stock images or low-quality photos
on their website is sufficient for marketing purposes. But, you might want to consider the
positive impact of professional photos on improving your law firm’s brand and reputation —

and your ability to attract new clients.

Professional photos make a strong first impression, depict your firm in the best light, and
convey professionalism and trustworthiness. And in a competitive legal market, quality photos
can set you apart from competitors and grow your law firm.



Leverage Social Media to Expand Your Reach

Creating a social media presence for your law firm is key to reaching potential clients where

they spend significant amounts of time online. It's also an opportunity to humanize your
brand by showcasing the people behind the firm. Consider creating content that highlights:

Community Your law firm's
involvement culture and team
initiatives members

Client

testimonials

Social media is also an excellent platform for engaging with potential clients, answering
questions, and addressing any concerns or misconceptions about your practice areas.

Maximize your marketing ROI

Marketing is strategic, time-consuming work — and it can pay
dividends when done right. With expertise specifically in the legal
marketing space, we know how to help you get the most out of
your marketing efforts.

Contact us to leverage our all-in-one legal marketing platform

and expertise to build your brand, create a high-performing

website, get more leads, intake clients, and grow your firm.

legalfit.com/contact/ or call 913-210-8687

@ Target Your Marketing Toward Ideal Clients

Not all clients are right for your firm. To enhance conversion rates and efficiently grow your
firm, tailor your marketing campaigns to attract your ideal clients. Using a legal marketing
platform like Legalfit can help you implement the strategies below and save time.

Search Engine Optimization (SEO)

By using a targeted SEO-based strategy, you incorporate search terms in your digital
marketing that potential clients use in search engines, like Google or Bing. This helps
prospects find your firm and practice area within their location.



Pay-Per-Click Paid Search

Pay-per-click (PPC) campaigns take your SEO strategy to the next level so that your firm

shows up when prospects search online. A legal marketing platform can manage PPC
campaigns for you efficiently by assessing the competitive landscape, determining what
budget is needed to meet your goals, and building campaigns that will attract your ideal client.

Remember, attracting potential clients you want to work with and who can benefit from your
services should be at the center of your marketing strategy to efficiently build your business.

© Specialize in Niche Practice Areas

You can't be every type of lawyer to every client, so it's important to identify the areas where
your firm can specialize and be a leading expert. Concentrate your marketing efforts on these
niche areas. Regularly share your knowledge about these specific areas on your website and
social media channels to attract clients who require these legal services.

This will also help you stand out from general practice firms and establish your reputation as
an authority in a particular field, making it easier to attract clients who are looking for your

specific expertise.

O Streamline Client Intake Workflows

Once a potential client expresses interest in working with you — whether by filling out a
contact form on your website, contacting you via a Local Service Ad or your Google Business
Profile, or through social media — you want to be able to capture their information and
contact them quickly.

The sooner you're in touch with them, the sooner you can establish trust, discuss their needs,
and identify how you and your law firm can help. This prompt communication will enhance
your ability to convert prospects into clients.

Some options to help streamline client intake include:

Automate repetitive
tasks to save time
and minimize

Using website forms, client Develop systems and
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pre-formatted documentation smoother onboarding

errors, enabling
your staff to focus
on high-value work.

to capture new leads' process for new clients
information automatically in without compromising
your system. service quality.




© Use Data to Power Informed Decisions

Data is a powerful tool in highlighting inefficiencies and informing strategic decisions. Use
productivity reports and task management dashboards to identify inefficiencies in your
processes. Marketing reports can help you understand which channels are most successful in
drawing in leads and converting them into clients.

You can also routinely collect clients’ feedback to track their satisfaction levels, which will

help you understand areas needing improvement.

Demographics

One primary area of focus should be client demographics. By analyzing data about the clients
who engage your services, such as their age, location, and legal needs, you can develop a
clearer understanding of your ideal client. This information allows you to tailor your marketing
strategies to appeal to these specific segments effectively.

Web and social media analytics

Insights from your website and social media analytics can also guide your firm's marketing
investment decisions. Assess which platforms drive the most traffic or engagement so you

can allocate marketing resources effectively and maximize your marketing ROI.
Embedding data-driven decision-making into your firm allows you to make strategic decisions

that enhance both client satisfaction and overall firm performance, ultimately leading to
sustainable growth for your law firm.

Unlock Potential With Effective Marketing and Conversion Processes

Remember, every marketing lead is an opportunity to convert into a client—so make the most
of each one by refining your marketing and conversion processes and optimizing your
workflows. By focusing on the foundational levers discussed in this guide, you can enhance
your law firm’s marketing efforts and streamline your client intake process. Implementing
these strategies will not only improve efficiency but also help build a stronger, more
responsive firm that meets the needs of today's clients.

Legalfit can help. We're a comprehensive digital marketing platform
specifically for law practices.
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