Introduction
If you are like most attorneys, you likely spend much thought,
effort, and money on marketing your firm to generate leads. What
separates the elite attorneys from the average, however, is their
impressive, determined efforts to not only generate leads, but to
close leads that they find.
Attorneys that effectively close leads understand that each
potential client passes through several stages before hiring you:






Stranger (completely unaware of your law firm)
Awareness (notices your advertisements)
Interest (responds to your ads)
Desire (contacts you and becomes a lead)
Action (decides to hire you as their attorney)

The first four steps deal with lead generation and marketing. This eBook concentrates on the last step of
the marketing and sales process—converting existing leads into paying clients through effective
salesmanship. We’ll discuss 34 strategies and ideas that you can implement in your law firm to achieve
your goals of becoming a more elite salesperson and increasing your law firm’s profitability.
We hope that you find this eBook helpful!
Sincerely,

Part 1: Lead Conversion Principles
Before we get into the trenches and discuss specific methods for improving close rates, we need to
discuss 4 important principles about the actual process of closing leads.

Principle #1: It is completely normal to lose leads at different
stages as they progress towards becoming a client
In a perfect world, 100% of leads would become clients. But that is never the case for anyone in any
industry. Why? Lead quality, interest level, objections, poor sales tactics, not nurturing the relationship,
competitors, and countless other factors can cause some leads to drop off in different stages and never
become paying clients. Some of these factors are completely beyond your control, while others are
within your sphere of influence.

Principle #2: By optimizing your sales process, you can increase
the conversion rates of your leads from one stage to the next
While you should expect
to lose some leads at
each stage of
progression regardless
of your efforts, with
effort you can
dramatically improve
the percentage of leads
that advance from one
stage to the next.

Principle #3: There are specific tasks that you can do to increase
conversion rates
Customers don’t magically progress from lead to paying client. They need your help and effort to take
the mini-steps necessary to get them to eventually file bankruptcy and hire you.

Principle #4: It takes time, patience, and work to close leads
Some leads will likely want to hire you immediately, but most leads may require several weeks or
months of nurturing before they are ready to hire you. Having a long-term vision and plan for each lead,
then, becomes vital to your success.

Now we’re ready to get into specific strategies that you can use to close more leads. Let’s get started!

Part 2: Tracking, Reporting, and Goal-Setting
TIP #1: Track the key metrics that matter most
Without tracking the results of your sales efforts, it will be very difficult to consistently improve your
results. While there are plenty of metrics that you could track, that doesn’t mean you should track all of
them. Focus on the most important metrics to avoid data overload and maximize your time spent on
tracking.

Key indicators may include:







Number of monthly leads (phone calls and email
submissions)
% of leads successfully contacted
% of leads spoken to by phone
Number of leads that came in for an office consultation
Number of high quality consultations
Number of progressing leads

Define custom metrics that you feel give you a good idea as to
your successes/failures and then actively track them.

TIP #2: Use software to make
managing and tracking leads more
efficient
Your time is precious, which makes lead management and call
tracking software great investments. You have plenty of options
when it comes to customer management software, from robust
to simple, depending on your budget. These cost-effective

solutions give you the data you need to make informed decisions. They allow you to track each lead’s
progression from initial contact to signing the dotted line. With slick features for maintaining contact
and scheduling sales tasks, these software tools should be in your arsenal.

TIP #3: Consistently report on your key indicators and find
ways to improve
On a monthly basis (or more frequently if necessary), you should run an internal report on all the
metrics you are tracking. This report
will:






Highlight what areas you are
doing well in
Expose what areas need
improvement
Offer insights into what you
can change to improve your
results
Establish accountability and
transparency with your sales efforts

TIP #4: Create a big vision and set effective
goals
Goals reflect your vision for what you want your firm to achieve. Not
having goals leads to stagnation and lackluster results. Well-crafted
goals help you stretch and constantly improve. Set goals for any
benchmarks that you feel are important to you, such as monthly case
volume, revenue, profits, number of sales consultations, website traffic,
etc. Make sure all goals follow the SMART pattern for goal setting.
1. Specific: Vague, general goals won’t help you progress, while
specific goals will. For example, having a goal to “increase your
close rate by 10%” is much more effective than the goal to
“increase your close rate”.
2. Measureable: For each goal, you should have specific metrics
that you use to define success or failure in that area. For
example, you may have a goal to make all phone consultations
last 15 minutes or more.

3. Attainable: Goals should fit within your law firm’s marketing, financial, staffing, and skill
capabilities. For example, setting a goal to file 30 cases a month may not be possible due to
marketing budget, time, and staffing constraints. However, perhaps 15 cases a month is an
attainable goal.
4. Realistic: Having a 90% close rate of all leads sounds great, but it probably isn’t possible due in
large part to factors outside your control. Unrealistic goals are unachievable and disheartening
when not achieved, while realistic goals are within grasp if you stick to your plan.
5. Timely: Saying you want to get 10 new customers this month is much better than saying you
want to get 10 customers without setting a deadline. Deadlines help you stay focused and
accountable during set time periods.

Part 3: Handling Inbound Phone
Leads
A good percentage of your leads will likely come through phone calls
as customers respond to your ads. Phone leads are you’re an
excellent opportunity to establish a personal, one-on-one
relationship with your potential clients. How effectively do you
handle inbound phone calls? These next strategies can help you
make phone calls more effective as a sales tool in progressing your
customers.

TIP #5: Use affordable call tracking
companies to maximize your phone results
The better you record and analyze your phone call quantity, quality,
and source, the better you will be able to increase your phone call
efficiency. Phone call tracking allows you to set custom phone
numbers that forward to a number that you specify. You can track
from what source calls came from (billboard, website, online ad,
etc), how many calls you received, how long they lasted, how
effective each call was (with recorded calls), and more. With plenty
of cost-effective companies to choose from that range from $30+ a
month, call tracking is a great way to determine how effective your
phone calls are and how you can improve them.

TIP #6: Use whisper messages to give you a “heads up” when
leads call you
As you go about your busy day, it can be difficult to transition from
attorney to salesperson as potential clients call you for
consultations. To help ease this transition and prepare you mentally
for your consultations, set up whisper messages, which are brief
“heads up” messages that sound before the caller is connected with
you. Whisper messages can be brief, such as “Potential client calling
from your website” and are easy to set up using most call tracking
companies.

TIP #7: Determine whether to have inbound calls to route to
your cell phone or your office line
There are pros and cons to having inbound calls go to your office phone line or to your cell phone. If you
route calls to go through your cell phone, you will reduce the friction of transitioning the caller through
the secretary during working hours, and you will also make yourself available on weekends, which can
be a real differentiator from your competition. However, if you want more privacy, routing inbound calls
through your office line is a more traditional option.

TIP #8: Create a unique
voicemail that establishes a
relationship
Most of the time, potential clients call during
business hours or when you or your secretary are
available to speak. But what if they call after hours
or on weekends, which occasionally occurs?
When this happens, it is time for your voicemail to
put on the sales hat for you. Your voicemail
shouldn’t be robotic and generic, but rather
should effectively establish trust and a
relationship with the customer and give them
strong incentives to leave their contact
information so that you can quickly respond when
you are available. The more sincere, passionate,

and personal your voicemail is, the more likely callers are to gain trust in you and leave their contact
information.

TIP #9: Respond as
quickly as possible to
inbound leads
Many studies have revealed that
the faster you respond to leads, the
more likely you are to close them.
Leads that are contacted within
minutes have a much higher
likelihood of becoming clients than
leads that are contacted hours or
days later. When leads are
contacted quickly, they don’t have
time to talk with your competitors
and they have you fresh on their minds. Talk about a strong incentive to respond quickly! Make sure
that you check your voicemail a few times a day and respond as quickly as possible to all phone
messages.

Part 4: Handling Inbound Email Leads
If you advertise your website and have significant website traffic, you will likely receive more email leads
than you do phone leads. Often times, customers prefer to conveniently fill out forms on your website
that are sent directly to you instead of pick up the phone and call you. Once you have these treasured
submissions in your inbox, what can you do next? Try these tips for using email leads more effectively.

TIP #10: Design effective landing pages, online forms, and postsubmission pages.
The website pages that host your submission forms should help the customer clearly see the value that
they get from contacting you for a consultation. In addition, the lead forms that you use on your website
can affect the quality of your leads and the ease of transition into your consultations. Forms that require
too little information make it harder for you to assess their situation and contact them, while forms that
are too lengthy will likely deter many people from filling them out at all! Make sure that your forms have
the appropriate fields that you really need (name, email, phone, basic financial information, etc), that

your fields are easy to fill out (using labels, radio buttons, dropdowns, and textboxes), are validated for
accuracy, and have the minimum amount of fields that you need in order for you to start off your
consultation well.
Once someone fills out a form and hits the glorious “submit” button, make sure that your form is coded
to send the visitor to a custom thank you page that:
1) Tells them what to expect from you
2) Offers them links or access to additional resources that can help them learn more about
bankruptcy.

TIP #11: Set up email notifications
Instead of keeping your eyes glued to your inbox all day, set up custom
notifications with your email platform that gives you a desktop
notification or text each time you receive a lead. Also, make sure that
the emails that you get from leads have a subject line that makes it
clear that they are leads (Ex: New Bankruptcy Lead from Website). This
will help you avoid wasted time checking your inbox and respond
more quickly to your leads.

TIP #12: Use automated email responsses
for lead submissions
Using your form platform or your email platform, set up automated
auto-responder emails that respond immediately to email
submissions. This triggered email strategy helps you establish
immediate contact with your new lead before you are able to follow
up with them. Your triggered email allows you to further the
relationship with the lead by explaining more about bankruptcy, how
you can help them with their situation, or offer additional resources
about bankruptcy.

TIP #13: Create a welcome series of emails
By including a checkbox on your website forms, you can allow
potential customers to opt in to receiving a custom email series about
bankruptcy that they receive on a weekly basis. For example, email #1
can discuss the basics and benefits of bankruptcy, #2 can discuss

FAQs, email #3 can discuss the benefits of hiring an attorney, email#4 can discuss how to rebuild credit
after bankruptcy, and email #5 can offer additional links to eBooks, videos, and more. However many
emails you send, however frequently you send them, and whatever email content you share, make sure
that you get their permission first to avoid becoming a spammer. Always ensure that your emails offer
value to the customer and nurture your relationship with them.

Part 5: In-Person Meetings
While a good percentage of your initial consultations will occur on the phone, if you can get customers
to come into your office for a consultation, you are much more likely to close them. In your emails and
phone call conversations, try and gently invite them to come to your office. You’ll be glad they did. Not
only does coming to your office show greater commitment on their part, but it also allows you to
establish a very personal, human-to-human relationship that is impossible to create on the phone or via
email. This strengthened relationship will lead to a higher likelihood of them becoming paying clients.

TIP #14: Explain the benefits of coming into your office
Why should your customers inconvenience themselves and drive to your office to meet with you instead
of simply discuss their situation on the phone? It’s a valid question, and one that many people have.
While you should never refuse to have phone consultations, you should clearly explain to customers the
benefits of physically coming into your office. Such benefits could include getting you know you as their
potential attorney and having a more in-depth discussion and evaluation of their situation than what is
possible on the phone. If you present coming to your office in an upbeat, low-pressure, cordial way,
many customers will take you up on your offer.

TIP #15: Make them feel at home
Just like going to a dentist with a friendly staff makes all the difference, so does the way you treat your
potential clients that come to your office as well. Make sure that in all communications with visitors that
they feel welcome, comfortable, and at ease. Friendliness goes a long way in creating trust. Consider
offering them a snack, drink, or even a token gift to make them feel welcome and valuable.

TIP #16: Give them useful printed materials
While you can share digital materials such as eBooks, videos, and website content via email, when
customers come to your office you can offer them tangible materials such as brochures or printed
versions of your eBooks. These materials only cost a few dollars to print, and potential clients will find
these resources helpful and impressive. As they take them home and read them, they will gain increased
trust and respect for you as their potential attorney.

Part 6: Having Effective Consultations
If you’re like most attorneys, you probably didn’t study sales in college. And you may not even like
salesmen, or you may not feel comfortable in consultation situations. But whether or not you’re ready
for it, when you are on the phone or in your office with a potential customer for a free consultation, you
are forced to put on your sales hat and become a salesperson.
Fortunately, armed with some basic sales principles and steps, you’ll be on your way to having effective,
enjoyable consultations in no time.
It is crucial to understand the purpose of your consultations with potential clients. Your purpose is to 1)
offer as much value as possible to the customer with your advice, insights, and analysis, 2) establish a
personal, human relationship, 3) make it apparent why and how you stand apart from competitors, and 4)
progress the customer to the next funnel step. Many times your initial consultation will not lead you to
close a sale and have the client hire you. In these cases, your goal should be to keep the prospect
progressing towards the next step of the conversion funnel.
In your phone and in-person consultations, consider these ideas for improving your effectiveness as a
salesperson.

TIP #17: Don’t rush the consultation
Make sure that you set aside enough time to have a thorough consultation. While you are certainly
busy, the time you spend in your consultations is by far the most valuable step that you take with your
potential clients. If you have an ad hoc consultation happen unexpectedly but are short on time,
consider rescheduling to give yourself enough time to give the consultation the appropriate attention
and time it deserves.

TIP #18: Take time for introductions
Too often, attorneys rush into discussing people’s lives and financial woes without building a solid
foundation of trust. Take the first few minutes of your consultation to introduce yourself and discuss
light-hearted matters. Get to know them briefly. You’ll be glad that you did because it will make the rest
of your consultation flow more smoothly.

TIP #19: Make them feel welcome
Many people feel nervous about talking to attorneys, especially since most are hesitant and nervous

about the bankruptcy process itself. Do your best to help them feel comfortable talking to you by being
personable and friendly.

TIP #20: Show interest, concern, and empathy
Often times, consultations can become robotic, with a question and answer session that feels more like
an interrogation than a conversation. Make sure that those you consult with know that you care about
them and that you have their best interests in mind.

TIP #21: Establish trust and credibility
Help callers see that you are experienced, skilled, and masterful at helping others with debt. Share past
success stories and highlight your experience so callers see you as a valid legal expert.

TIP #22: Listen to their situations and assess their needs
An effective consultation should be mostly you listening to your potential client, and not vice versa. No
one likes to be dominated in a conversation, so make sure that you ask good question that get others to
open up instead of talking too much yourself. Your questions and listening will lead you to understand
their needs clearly and make a better presentation on bankruptcy’s capabilities and benefits. Have a list
of questions prepared to draw from and take good notes as the person answers. They will see you taking
notes as a sign that you truly care about their needs.

TIP #23: Gauge leads’
potential
Great salespeople are able to discern their
prospects’ level of interest and buying potential.
The quality of your leads will vary based on their
interest level, urgency, income, personality, and
situation. You can tell which leads you should not
spend too much time pursuing and which ones you
should spend the time and energy nurturing. Set
priorities on your time to focus on your highest
quality leads.

TIP #24: Explain the features and
benefits of bankruptcy and of
hiring an attorney
Since most people either have a vague idea or no idea at
all how bankruptcy works, you have the opportunity to
clearly explain the features of bankruptcy to make it
crystal clear what they are getting into. Specifically,
explain how bankruptcy will help them with their specific
debts. People often don’t realize how bankruptcy works
or how exactly it helps. The clearer you present
bankruptcy as a service, the more excited they will
become about how bankruptcy can change their
finances. The automatic stay, asset protection laws, and debt discharge are major selling points that you
should thoroughly cover. Also, you should explain how you as their attorney can help them with the
filing process and why hiring an attorney is a great option for them instead of doing it themselves.

TIP #25: Explain the advantages of bankruptcy over other options
and of hiring you instead of your competitors
Next, you should explain why bankruptcy is better than their alternative financial options (debt
consolidation, etc), as well as why hiring an attorney is a better option than filing themselves. Lastly,
remember that you may not be the only law firm that your potential clients will contact. This is
completely logical, as bankruptcy filers compare attorney options and prices in search of what is best for
them. This is why it is crucial that you highlight what makes your law firm unique and why someone
should choose to hire you instead of one of the other 25+ attorneys in your area.

TIP #26: Offer proof to support your claims
As you describe what bankruptcy can do for your clients, they will naturally get excited. But they still
may doubt the feasibility of it working for them. By sharing success stories and testimonials, you can
give proof that you can help them file bankruptcy and achieve the same results as your past clients.
Share stories of past clients (while keeping them anonymous) that faced similar situations to the person
you are meeting with. If you have filed hundreds (or thousands) of cases, let them know that too,
because it will increase their confidence in you as their attorney.

TIP #27: Discover and overcome objections and concerns
It makes sense that most people would have concerns about bankruptcy that could make them less
likely to file or to hire you. Like an iceberg, often times concerns are not always completely visible, with
concerns hiding under the water’s surface. Your consultation is your chance to ask them what concerns
they have and then help them overcome them. Potential concerns could revolve around loss of
property, garnishments/levies, social stigma, filing/attorney fees, damaged credit, working with
attorneys, and what debts can be eliminated. Whatever their concerns are, uncover them and help
them conquer them.

TIP #28: Choose the appropriate call to
action
Few people are ready to sign on the dotted line and start the
bankruptcy process after one consultation. Invite them to take the
appropriate step forward, based on their disposition and circumstance.
Some will be ready to hire you and file immediately. Some may need
more information about bankruptcy. Some may want to file months
down the road. Some may want to file but need to wait to save the
money to pay filing fees. Some may not know if they want to file
bankruptcy at all. Whatever your invitation is to your callers, make sure that you are in tune enough
with their needs to extend the appropriate invitation.

TIP #29: Offer special prices or incentives
When appropriate, offer price discounts (Ex: We’ll pay for your credit counseling class, $150 off attorney
filing fee, etc) to get callers to act or at least to strongly consider hiring you later on.

TIP #30: Use role plays to help you improve the quality of your
consultations
While role plays at times may feel cheesy or pointless, you’ll be surprised how much you improve your
sales skills by practicing in a safe, controlled environment. Role play sales consultations with your staff
members. Give yourself challenging scenarios that reflect the most common challenges and difficulties
that you face with potential clients. For example, practice consulting “clients” with certain financial
situations or with certain objections or concerns. Work out the kinks and quirks of your questions and
presentations. Over time, you’ll find that by refining and improving your sales skills in a controlled
environment, you will reap the rewards of those skills when the time comes for real consultations.

Part 7: After your initial consultation
Even if your initial consultations went flawlessly and you have established great relationships with your
leads, there is still much work to do as your leads progress towards hiring you. A small percentage of
your leads are going to hire you right off the bat from your initial contact or consultation. Expect your
leads to require multiple contacts. With that in mind, consider these tactics to help you maintain your
strong relationship and close your leads.

TIP #31: Keep frequent and
consistent contact:
In your initial consultation, get permission to
continue the relationship and contact with
your customers. Then, make a schedule to
contact each person at least once a week by
phone and email. Keep contact consistent
and avoid large lapses in time between
contacts. In your follow-ups, you can answer
questions, overcome objections, and offer your help as they decide when to file bankruptcy. As you do
this, you will keep your relationship fresh, trust levels high, and maintain the interest of your customers
in your services.

TIP #32: Share valuable informative content
One of the best ways that you can improve your customer
relationships is by offering high-quality, unique content that
helps customers understand bankruptcy, overcome
misconceptions and concerns, and feel comfortable filing
bankruptcy and hiring you to be their attorney. You can have
both digital and tangible content in the form of eBooks,
printed brochures, links to additional online websites, videos,
FAQs, case studies, website content, infographics, PowerPoint
presentations, blogs, and more. Your customers will
appreciate your willingness to provide free, valuable content,
and your efforts will be rewarded by you standing out from
your competitors and gaining your customers’ loyalty.

Part 8: After they file bankruptcy
After you have turned your leads into paying
clients, there are still a few more things you
can do to find more leads from your clients.

TIP #33: Get testimonials
to help you in your future
sales opportunities
Once your lead has become a paying client,
has successfully filed, and is happy and
satisfied with their improved financial
situation, you should seek out their
permission to provide a testimonial.
Testimonials are highly effective resources that you can use to strengthen your marketing ads, your
website, and your sales materials. Most of your pleased customers will be more than happy to share
their story, provided that they remain anonymous and that highly sensitive details of their situation are
not divulged. You can either use their first-hand written or audio account, or you can narrate their story
and then get their approval on what you have written. Either way, your testimonials will become a great
asset to you to help you attract and close future leads.

TIP #34: Get referrals from your
current clients
Since a small percentage of the population files
bankruptcy, many of your clients likely won’t know
anyone else that needs help filing bankruptcy and thus
won’t be able to provide referrals for you. However, by
making it a habit of asking your customers if they know
anyone that is in need of financial help with their debts,
you may find new clients. Not only are these referrals
free, but they are also more likely to hire you since you
have already helped people that they know and have
proven yourself as trustworthy.

Conclusion
Progressing and closing leads takes work, patience, and analysis. You should constantly be looking for
ways to improve your sales process to increase the flow of potential clients down the conversion funnel.
Over time, as you develop and improve your plan for closing leads, you will see a higher percentage of
leads progress through each stage of the funnel and become active, paying clients.
We wish you the best as you try and become a more effective marketer and salesperson.
Sincerely,

Now that you’re on your way to becoming a sales pro, you can:

