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Todayôs program will 
cover how toé

ÅHow to effectively market yourself and your firm during a 

global crisis without seeming tone-deaf or insensitive

ÅHow to position yourself as a thought leader during a 

time when so much is unknown

ÅHow to build strong relationships despite the breakdown 

of in-person networking challenges

ÅHow to address the accentuated pain points of your 

clients and prospects

ÅHow to network effectively online and build your brand 

through LinkedIn



Remember: We are all solution providers

ÅAdding value every day to clients should be at the heart of everything 

your organization does

ÅShow empathy, concern and be helpful

ÅWe are all in this together ïthe pandemic is touching everyone

ÅYou need ñlight touchesò with former clients and important contacts or 

they can forget you

ÅFor all companies, the goal of social media marketing is lead 

generation and business development
ÅHow you get there is by building targeted relationships, staying top of mind, 

providing helpful content and consistently adding value

ÅAlways think about ways in which you can be helpful
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Why Use 
Your Firm?

Attractive pricing

Personalized service

Referral relationships are key 
right now ςwith big firms, small 
firms and solo practitioners





The invisible user trend: 
Many decision makers use social media 
in listen-only mode ïwhile the minority 
are disseminating information and 
engaging with other users. 

This may cause the number of likes on 
your pages to be low or for it to seem like 
no one is engaging with your content ï
but they are.



Why Use Social Media?

Your name is your brand, 
and you want to ensure 

professional contacts can 
easily find you and that you 
put your best foot forward.

Social media is an easy way 
to stay in touch with 

business contacts right from 
your desk or mobile phone.

Social media is a low-cost, 
easy way to keep contacts 

informed.

Business professionals are 
increasingly going to social 

media for news and 
information. 

Sharing content keeps you 
top-of-mind and positions 
you as a thought leader.

By sharing content, you 
show that you are on top of 
the latest trends and that 
your experience and skill 

sets are up to date.
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Why LinkedIn?

ÅIn the digital world in which we live, networking 
online is just as important as making in-person 
connections. 

ÅSpend the time to develop a strong LinkedIn profile 
that highlights your professional attributes and 
background.

ÅYour LinkedIn profile is one of the top Google 
results when someone searches for you. 

ÅLinkedIn provides great excuses to reach out to 
those in your network through its job moves and 
work anniversary notifications. Use these 
professional milestones to reach out to those 
ƛƴŘƛǾƛŘǳŀƭǎ ǿƘƻ ȅƻǳΩǾŜ ōŜŜƴ ƳŜŀƴƛƴƎ ǘƻ ŎƻƴǘŀŎǘ ς
this is powerful information. This data enables you 
to stay top of mind with important connections.
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How to build strong 

relationships despite the 

breakdown of in-person 

networking



Relationship 
Building 

Ideas During 
Social 

Distancing
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Pick up the phone more, 
suggest video conferences 

instead of calls/emails

Turn in-person events into 
virtual gatherings

Reach out to your clients to 
check in on them and show 

you care

Anticipate client needs and 
offer to assist them in any 

way you can

Host virtual coffee breaks 
and happy hours (both 

internally and externally)

Use social media and online 
networking to build and 
strengthen relationships



Be Client Intelligent

ÅClient intelligence is being intelligent about others. 
One way to do this is by setting up free Google 
Alerts and LinkedIn News alerts.

ÅUse this intelligence to reach out to important 
individuals in your network

ÅGives you reasons to reach out to congratulate 
them on a success or milestone, or send an 
article 

ÅSuch timely touchpoints enable you to stay top 
of mind with important connections

ÅSet up Google Alerts on key competitors so you 
can monitor their activities
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How to effectively market 

yourself and your firm 

during a global crisis 

without seeming tone-

deaf or insensitive



Show 
Client Care

ÅBe Mindful of Impacted Clients: 
Determine if you have any clients who 
have been personally affected by the 
crisis. Then reach out to them offering 
help and support. The same goes for any 
referral sources and alumni. Loyalty in a 
time like this goes a long wayðand it 
works both ways.
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How to effectively market yourself and your company during a 
global crisis without seeming tone-deaf or insensitive

THE WORST THING YOU CAN 
DO IS TO DO NOTHING RIGHT 

NOW. 

THIS IS A GREAT TIME TO 
THINK ABOUT ALL OF THOSE 
THINGS YOU WISH YOU HAD 

THE TIME TO DO IN THE DAILY 
HUSTLE AND BUSTLE OF LIFE 
BEFORE THE CORONAVIRUS. 

SHOWCASE THE HUMAN SIDE 
OF YOUR FIRM

DEEPEN RELATIONSHIPS AS A MARKETER, THE MOST 
IMPORTANT QUESTION YOU 

SHOULD ASK YOURSELF RIGHT 
bh² L{ άIh² /!b ²9 

SUPPORT OUR CLIENTS AND 
OUR PROFESSION DURING THIS 

¢La9Κέ



How to effectively market yourself and your firm during a 
global crisis without seeming tone-deaf or insensitive

Be sensitive to client needs and the 
fact they are likely very stressed right 

now

Turn off pre-scheduled posts and 
reminders

5ƻƴΩǘ Ǉƻǎǘ ŎƻƴǘŜƴǘ ǘƘŀǘ ƛǎ ǎŜƭŦ-
congratulatory or launches a new 

service/product

Provide content of value ςclient 
alerts, blog posts, online resources 
and webinars

ωYour objective with social media/content is to 
become a client-centric thought leader so 
that you are top of mind when your network 
needs someone like you

Provide webinars and online CLE 
programs on relevant topics

Find ways to educate them on how 
the coronavirus affects their business

Be helpful and offer to help
Ask others how they are doing in 
these challenging times ςƛǘΩǎ ƴƻǘ 

business as usual

Do not pitch or aggressively market 
yourself



How to effectively market yourself and your firm during a 
global crisis without seeming tone-deaf or insensitive

Showcase your expertise and help others by offering clients and the general public access to offer 
educational resources about the coronavirus.

Your guiding principle should be to show compassion and care to your employees, clients, and the 
greater community - and to educate, inform and help others through leadership and education.

Support and empathy should be at the heart of everything you do right now. This is not the time 
to announce the relaunch of your web site, your latest rankings, or a new brand.



How to effectively market yourself and your firm during a 
global crisis without seeming tone-deaf or insensitive
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Do more pro bono work - much of this work can be done virtually, so raise your hand to help out those 
who need you the most - there will be a lot of pro bono opportunities as this crisis continues.

Set up Google alerts for yourself (so you know what's being said about you) as well as your top clients and 
VIP contacts so you can keep abreast of significant news about them

Set up at least three video conferences and virtual happy hours/coffee breaks each week - these are great 
outlets for you and others to maintain relationships while social distancing.

Create a virtual group of key former colleagues and alumni to foster relationship building. Get together by 
Zoom every other week or monthly- the best part is that you will be connecting individuals in your 
network to each other, which will be appreciated by everyone.



How to effectively market yourself and your firm during a 
global crisis without seeming tone-deaf or insensitive

Give Back: As a marketer, 
the most important 

question you should ask 
yourself right now is 

άƘƻǿ Ŏŀƴ ǿŜ ǎǳǇǇƻǊǘ ƻǳǊ 
clients and our profession 
ŘǳǊƛƴƎ ǘƘƛǎ ǘƛƳŜΚέ

Consider donating to the 
Red Cross or another 

disaster relief 
organization that is 

supporting those afflicted 
with COVID-19.

Any firm with an online 
presence large or small 
has a great opportunity 
and platform to provide 
support ςwhether it is 
information, support or 

empathy, as well as 
resources. Let others 

know both internally and 
externally in a humble 
ǿŀȅ ǿƘŀǘ ȅƻǳΩǊŜ ŘƻƛƴƎ ǘƻ 
help the situation so you 

can inspire and lead 
others to do the same.

Use content to help them 
at times of need ςand 
that includes a global 

virus where many people 
will need to work from 

home or stay home for a 
certain period of time.



How to effectively market yourself and your firm during a 
global crisis without seeming tone-deaf or insensitive

Show genuine care and concern 
for your clients and don't only rely 
on email to communicate. This is 
the time to call your clients and 
ask how they are doing. It's not 
business as usual.

Update your bio and LinkedIn 
profile.

Taking LinkedIn one step further, 
create a strong LinkedIn headline 
and profile cover image.

Make a list of future conferences 
that you'd like to attend and even 
better, speak at, and reach out to 
the conference organizers to 
express your interest, once we're 
back to safely gathering in groups.

Create a virtual CLE program for 
clients and prospects. You will 
become a trusted resource if you 
offer to provide your clients with 
CLE credits and learning during 
this time.

Write coronavirus-related legal 
alerts. Explore how the current 
ŎǊƛǎƛǎ ŀŦŦŜŎǘǎ ȅƻǳǊ ŎƭƛŜƴǘǎΩ 
businesses and report on updates 
in the law. Look to see what your 
competitors are writing about for 
inspiration and competitive 
intelligence.

Get involved with a bar 
association or industry 
committee. There is plenty of 
work you can do virtually to help 
out organizations you care about.

Make a list of your top matters 
and achievements - you'll need 
this down the road.



How to effectively market yourself and your firm during a 
global crisis without seeming tone-deaf or insensitive

ÅReach out to five contacts with whom you havenôt been in touch. This is a great time to 
rekindle relationships.

ÅRead the great networking bible Never Eat Alone by Keith Ferrazzi. If you've already read this 
book, choose another business book or podcast - reading is a great outlet during this stay at 
home time.

ÅCreate a podcast or video series related to the coronavirus crisis - this does not have to be a 
high-budget production. Speak from the heart about how the coronavirus affects your clients, 
invite special guests to provide insights. 

ÅEngage on LinkedIn in some way every day ïcomment on a status, share an article or ñlikeò 
someoneôs post
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How to position yourself 

as a thought leader during 

a time when so much is 

unknown



Content marketing success tips: 

Å Always add value.

Å Always be helpful.

Å Publish consistently.

Å Ensure your mailing lists are 

updated.



How to address the accentuated pain points 
of your clients and prospects

ÅAsk your clients what is keeping them up at night

ÅWrite content and host webinar briefings that speak to their pain 
points

ÅBe sensitive to their needs and their stresses

ÅLook at other firms to see what they are writing about and use that as 
inspiration

ÅDonôt wait to publish



The Content Bible

ÅThe best way to get your content in front of target audiences is through a 
combination of email and social media

ÅYour content must be client-centric and written in their language

ÅItôs not about quantity, itôs about quality

ÅItôs always about show vs. tell

ÅReuse and repurpose

ÅAnd visuals ïthey increase not just your brand awareness on social media but 
also your clickthrough rate

ÅCompelling headlines and subject lines are key

ÅAlways be brief, quick and efficient

ÅDonôt wait ïcreate and distribute content while the topic is hot- often good is 
good enough ïdonôt be a perfectionist
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Content Marketing Best Practices

ÅThe content you produce and share should be client-focused and value-added

ÅRead the content you share before you share it

ÅAlways show readers how issues impacts their business

ÅBe visual, and repurpose and curate as much as possible

ÅWrite timeless ñWhyò and ñHow-Toò evergreen pieces you can repurpose

ÅCross sell practices and capabilities through content

ÅAvoid random acts of content/one and done

ÅSelect platforms (LinkedIn, Twitter, Facebook, YouTube, Instagram) ïONLY go where your clients are

ÅAdjust the content for each medium ïdo not post the same content to each platform

ÅBuild an editorial/content calendar to track posts

ÅTrain your employees on how to use social media to tap into their networks

ÅReuse and repurpose your content to make it work harder and smarter for you

ÅEffectively use hashtags, calls to action (CTAs)

ÅUnderstand how SEO works

ÅUse analytics and data to help refine your strategy

ÅCraft strong headlines/titles

ÅPay it forward by promoting the content of key contacts and clients

ÅUse a mix of platforms to engage with your target audiences (video, written content, podcasts, etc.)
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The secret sauce 
to effective social 
media content

Use a combination of the 
following content tools:

ÅReuse and repurpose

ÅCreate once, publish 
everywhere (COPE)

ÅVisual content 

ÅShow vs. tell

ÅClient-centric content

ÅEvergreen content

ÅValue-added content

ÅEffective hashtags

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCIzuhYD8vcgCFUQXPgod28sMZA&url=http://mathcurmudgeon.blogspot.com/2012/02/value-added-measures-dont-measure-up.html&psig=AFQjCNG5h9o8ZQnghHQ4QBOUyDPRlI-weg&ust=1444774879453361
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCLbAnqP6vcgCFcRoPgodoxYBLQ&url=http://www.cosmo.ph/sex-relationships/dating-tips/5-things-you-should-never-talk-about-on-a-first-date&psig=AFQjCNG1AVT_Xj0yXHWkcQbs9e2_cBCxvg&ust=1444774414191935
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCJPf0I39vcgCFUQbPgodS8sGPg&url=http://reuseandrepurpose.com/home-2/final/&psig=AFQjCNF3hZlIDX_SWisAapdMMFFO4SDKcQ&ust=1444775175979945
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Write Timeless ñWhyò and ñHow-Toò ñEvergreenò Pieces That You Can 
Republish Over and Over
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Avoid Random Acts of Content/One and Done

ÅMany firms create great content and post it just once ïthis is a huge missed opportunity! 

ÅMaximize and create once, publish everywhere (but adjust the message to the medium)

ÅEach post can be repurposed on social media multiple times 

ÅInvest in multiple headshots

Extend the shelf life of one 

piece of content by pulling 

out:

Å Quotes

Å Stats

Å Other data

Å Make it into an infographic

Å Using icons

5ƻƴΩǘ Ƨǳǎǘ ŀǘǘŜƴŘ ŀƴ ŜǾŜƴǘΣ ōŜŎƻƳŜ ŀ 
thought leader
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Showcase Your Expertise Through Special Online Resources 
(but Donôt Name it the Coronavirus Resource Center)



How to address the accentuated pain points of your 
clients and prospects



How to market now 
without seeming tone 

deaf
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What to Do
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What to Do
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What Not to Do
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What Not to Do
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What Not to Do
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How to address the 

accentuated pain points of 

your clients and 

prospects



How to address the accentuated pain 
points of your clients and prospects

ÅAsk your clients what is keeping them up at night

ÅWrite content and host webinar briefings that speak to their 
pain points

ÅBe sensitive to their needs and their stresses

ÅLook at other firms to see what they are writing about and use 
that as inspiration

ÅDonôt wait to publish
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How to network effectively 

online and build your 

brand through LinkedIn



Three Essential Building Blocks of 
LinkedIn

PROFILESςWHO YOU ARE CONNECTIONSςWHO YOU KNOW PARTICIPATIONςHOW YOU 
INTERACT WITH YOUR 

CONNECTIONS
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LinkedIn Essentials for a Strong All-Star Profile

ÅCultivate your network

ÅFill out all sections

ÅCreate a great headline

ÅAdd a cover image 

ÅAdd new sections to your profile

ÅBe strategic about your endorsements 
and skills

ÅParticipate in and or start a LinkedIn 
Group
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LinkedIn 
Essentials 
for a Strong 
All-Star 
Profile

Å Keep Your Profile Basics Updated: Many people forget to keep their LinkedIn 
profiles updated. Whether youôre a newbie, just starting a new job or starting to 
explore new opportunities, thereôs no excuse to have outdated information on 
LinkedIn.

Å Keywords are Key: To improve your profileôs visibility in LinkedIn search results, 
ensure that your LinkedIn profile contains relevant keywords throughout it. Using 
the right keywords in your profile is the difference between being found and being 
invisible. Identify the words you want to be found for when people use LinkedIn 
search and use those keywords in your headline, summary, and profile. Using the 
right keywords will expose you to more potential connections and opportunities.

Å Only Use Professional Photos: LinkedIn profiles that have a picture are 14 times 
more likely to be viewed. So if youôre showing a silhouette, itôs time to make a 
change. Your LinkedIn photo shouldnôt be from 20 years ago. It shouldnôt look like 
it belongs on a dating site or personal social network. And donôt ever feature your 
pet or significant other. LinkedIn is for professionals. Be one.

Å Brand Your Profile With a Background Photo: Give your profile page a bit more 
personality or branding with a visually appealing background image. LinkedIn 
advises users to use an image (PNG, JPG, or GIF) with a resolution of 1400 x 425 
pixels.



LinkedIn 
Essentials 
for a Strong 
All-Star 
Profile

ÅContact info: Include complete, current business contact information. Add at 
least your work phone number, consider also adding your cell phone number. 
Your contact info is only visible to your connections. Add a link to your web 
site bio.

ÅVanity URL: Customize your LinkedIn friendly URL to make it easier to share 
your profile link.

ÅExperience: This is an overview of your professional history. Add short 
descriptions of what you did at each position. LinkedIn associates you with all 
of the companies you list and users can find you through these associations. 
Using keywords in this section helps others find you.

ÅSkills: You can delete, add or reorder skills.

ÅEducation: Keep it brief, add key high-level awards, no need to add your 
thesis from the dinosaur age. You donôt need to include the years but be 
careful about omitting too many details about your background.

ÅVolunteer activities: Add in relevant volunteer work and committees.

ÅCustom cover image



Your LinkedIn Profile 
ςAccount Settings 
*VERY IMPORTANT

Å¢ǳǊƴ ƻŦŦ ŀŎǘƛǾƛǘȅ ōǊƻŀŘŎŀǎǘǎ ǿƘŜƴ ȅƻǳΩǊŜ ƳŀƪƛƴƎ ǎƛƎƴƛŦƛŎŀƴǘ 
updates to your profile or your connections will receive a 
notification each time.

ÅYou can customize your privacy settings and your viewing 
preferences



Personalize Your LinkedIn Profile URL


