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Today’s program will 
cover how to…

• How to effectively market yourself and your firm during a 

global crisis without seeming tone-deaf or insensitive

• How to position yourself as a thought leader during a 

time when so much is unknown

• How to build strong relationships despite the breakdown 

of in-person networking challenges

• How to address the accentuated pain points of your 

clients and prospects

• How to network effectively online and build your brand 

through LinkedIn



Remember: We are all solution providers

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

your organization does

• Show empathy, concern and be helpful

• We are all in this together – the pandemic is touching everyone

• You need “light touches” with former clients and important contacts or 

they can forget you

• For all companies, the goal of social media marketing is lead 

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

providing helpful content and consistently adding value

• Always 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 – with big firms, small 
firms and solo practitioners





The invisible user trend: 
Many decision makers use social media 
in listen-only mode – while 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 –
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?

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

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

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

• LinkedIn 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 
individuals who you’ve been meaning to contact –
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

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

• Use this intelligence to reach out to important 
individuals in your network

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

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

• Set 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

• Be 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 way—and 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 
NOW IS “HOW CAN WE 

SUPPORT OUR CLIENTS AND 
OUR PROFESSION DURING THIS 

TIME?”



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

Don’t post content that is self-
congratulatory or launches a new 

service/product

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

•Your 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 – it’s not 

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 

“how can we support our 
clients and our profession 

during this time?”

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 – whether it is 
information, support or 

empathy, as well as 
resources. Let others 

know both internally and 
externally in a humble 

way what you’re doing to 
help the situation so you 

can inspire and lead 
others to do the same.

Use content to help them 
at times of need – and 
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 
crisis affects your clients’ 
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

• Reach out to five contacts with whom you haven’t been in touch. This is a great time to 
rekindle relationships.

• Read 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.

• Create 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. 

• Engage on LinkedIn in some way every day – comment on a status, share an article or “like” 
someone’s 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: 

• Always add value.

• Always be helpful.

• Publish consistently.

• Ensure your mailing lists are 

updated.



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

• Ask your clients what is keeping them up at night

• Write content and host webinar briefings that speak to their pain 
points

• Be sensitive to their needs and their stresses

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

• Don’t wait to publish



The Content Bible

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

• Your content must be client-centric and written in their language

• It’s not about quantity, it’s about quality

• It’s always about show vs. tell

• Reuse and repurpose

• And visuals – they increase not just your brand awareness on social media but 
also your clickthrough rate

• Compelling headlines and subject lines are key

• Always be brief, quick and efficient

• Don’t wait – create and distribute content while the topic is hot- often good is 
good enough – don’t be a perfectionist
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Content Marketing Best Practices

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

• Read the content you share before you share it

• Always show readers how issues impacts their business

• Be visual, and repurpose and curate as much as possible

• Write timeless “Why” and “How-To” evergreen pieces you can repurpose

• Cross sell practices and capabilities through content

• Avoid random acts of content/one and done

• Select platforms (LinkedIn, Twitter, Facebook, YouTube, Instagram) – ONLY go where your clients are

• Adjust the content for each medium – do not post the same content to each platform

• Build an editorial/content calendar to track posts

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

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

• Effectively use hashtags, calls to action (CTAs)

• Understand how SEO works

• Use analytics and data to help refine your strategy

• Craft strong headlines/titles

• Pay it forward by promoting the content of key contacts and clients

• Use 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:

• Reuse and repurpose

• Create once, publish 
everywhere (COPE)

• Visual content 

• Show vs. tell

• Client-centric content

• Evergreen content

• Value-added content

• Effective 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 “Why” and “How-To” “Evergreen” Pieces That You Can 
Republish Over and Over
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Avoid Random Acts of Content/One and Done

• Many firms create great content and post it just once – this is a huge missed opportunity! 

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

• Each post can be repurposed on social media multiple times 

• Invest in multiple headshots

Extend the shelf life of one 

piece of content by pulling 

out:

• Quotes

• Stats

• Other data

• Make it into an infographic

• Using icons

Don’t just attend an event, become a 
thought leader
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Showcase Your Expertise Through Special Online Resources 
(but Don’t 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

• Ask your clients what is keeping them up at night

• Write content and host webinar briefings that speak to their 
pain points

• Be sensitive to their needs and their stresses

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

• Don’t wait to publish
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How to network effectively 

online and build your 

brand through LinkedIn



Three Essential Building Blocks of 
LinkedIn

PROFILES – WHO YOU ARE CONNECTIONS – WHO YOU KNOW PARTICIPATION – HOW YOU 
INTERACT WITH YOUR 

CONNECTIONS
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LinkedIn Essentials for a Strong All-Star Profile

• Cultivate your network

• Fill out all sections

• Create a great headline

• Add a cover image 

• Add new sections to your profile

• Be strategic about your endorsements 
and skills

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

• Keep Your Profile Basics Updated: Many people forget to keep their LinkedIn 
profiles updated. Whether you’re a newbie, just starting a new job or starting to 
explore new opportunities, there’s no excuse to have outdated information on 
LinkedIn.

• Keywords are Key: To improve your profile’s 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.

• Only Use Professional Photos: LinkedIn profiles that have a picture are 14 times 
more likely to be viewed. So if you’re showing a silhouette, it’s time to make a 
change. Your LinkedIn photo shouldn’t be from 20 years ago. It shouldn’t look like 
it belongs on a dating site or personal social network. And don’t ever feature your 
pet or significant other. LinkedIn is for professionals. Be one.

• 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

• Contact 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.

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

• Experience: 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.

• Skills: You can delete, add or reorder skills.

• Education: Keep it brief, add key high-level awards, no need to add your 
thesis from the dinosaur age. You don’t need to include the years but be 
careful about omitting too many details about your background.

• Volunteer activities: Add in relevant volunteer work and committees.

• Custom cover image



Your LinkedIn Profile 
– Account Settings 
*VERY IMPORTANT

• Turn off activity broadcasts when you’re making significant 
updates to your profile or your connections will receive a 
notification each time.

• You can customize your privacy settings and your viewing 
preferences



Personalize Your LinkedIn Profile URL



The Header – the most important line of your profile



• Visitors looking for you often 
don’t go directly to your bio 
on your web site

• They search for you in Google
• Your LinkedIn profile is usually 

one of the top three search 
results, underscoring its 
importance
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Use LinkedIn Tools to 
Your Advantage
1. People You May Know

2. Who’s Viewed Your Profile/Who’s Viewed 
Your Posts

3. People Also Viewed
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Notifications
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It’s About the Quality Not Quantity of Your 
Connections

• Be smart about with whom you connect

• It’s great to have 500+ connections; however, not 
all connections are created equal

• Each of you should have at least 500 connections

• Engagement with your network and connecting with 
the right people are far more important than its size

• Requesting connections with people you don’t 
know and can’t find common ground with has little 
benefit and you can be penalized for doing it

Copyright of Stefanie Marrone



Cultivating 
Your 

Network

• Make a connections plan – How will you find contacts and build your network?

• Consider following your former firms/companies, alumni groups and trade 
associations

• Search for contacts through their companies

• Review your connections’ connections (especially your colleagues and 
competitors) – who do they know who you know?

• Utilize the ”People You May Know” feature

• This is a great tool to browse while commuting – download the LinkedIn app

• Go through your Outlook contacts and make sure you are connected to VIP people 
on LinkedIn

• Connect with the people who have viewed your profile (if you know them)

• Search through your colleagues’ connections as well as those of your competitors 
for leads

• Regularly write content valuable to your connections and always share it on social 
media with a brief synopsis.

• Be generous – like and share others’ posts and congratulate others on their 
successes, especially your VIP connections.
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LinkedIn Is 
a Powerful 

Tool

• Today, most people do not send an email when they move jobs, instead they use 
LinkedIn to notify their professional networks. It’s up to you to do the due 
diligence to find where they landed.

• It’s important to link in with the people you meet in person who you consider 
worthwhile to extend the relationship online

• LinkedIn gives you a reason to be in touch with contacts in your professional 
network

• Every day, like and/or share others’ posts in your industry and at your 
company

• Write content that you can then also share: This will help you build your 
personal brand and stay top of mind with your professional network

• Congratulate the successes of those in your network through the notifications 
section

• Job moves, promotion, job anniversaries, professional milestones (an 
appointment to a board, an award, the publishing of a book, etc.)

• Use LinkedIn before and after events to build relationships and research 
people

• Use professional milestones to reach out to individuals who you’ve been 
meaning to contact 

• I have seen these notifications serve as the catalyst to reigniting 
relationships

• They can serve as the "hook" to get your foot back in the door with 
someone important



Participate in LinkedIn Groups

Which aspect of your career are you 
most passionate about? Chances 

are, there’s a lively discussion 
happening right now in one of 

LinkedIn’s groups on that topic.

The best thing is, being part of a 
group enables you to bypass 

LinkedIn’s standard requirement to 
be connected to someone in order 

to reach out to them. If you and 
another professional are part of the 
same group, you can communicate 

without limitations.

One way to start connecting with 
people you want to know is to join 

LinkedIn groups. Whether it’s a 
group run by a major publication, a 
group for people with certain job 
titles, or a group dedicated to a 
niche topic, there are millions of 
groups to choose from, so start 

searching to find groups that are 
right for you and join them.

Then join discussions and start 
interesting discussions within the 

group. Be known as a thought 
leader.



New LinkedIn Section: Featured



New LinkedIn Feature: Stories



Managing Your Connections – Manage LinkedIn Invites
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The Power 
of LinkedIn

TAKE THE TIME TO LIKE, 
COMMENT OR SHARE ON 

IMPORTANT CONNECTIONS’ 
POSTS. THIS HELPS TO BUILD 
RELATIONSHIPS AND KEEPS 
YOU TOP OF MIND. IT HELPS 

PEOPLE TO LIKE YOU.

RECONNECT. LINKEDIN IS A 
GREAT WAY TO IDENTIFY 

PEOPLE WITH WHOM YOU 
SHOULD RECONNECT.

USE IT AS A RESEARCH TOOL: 
IF YOU MEET SOMEONE 
THROUGH A PERSONAL 

CONNECTION, LOOK UP THE 
PROFILE TO FIND 
PROFESSIONAL 

COMMONALITIES. 

USE THE MESSAGING 
FEATURE. 

VISUAL CONTENT PERFORMS 
BETTER ONLINE THAN TEXT. 

TAKE PHOTOS AT EVENTS, USE 
CANVA.COM TO CREATE FREE 

CUSTOM GRAPHICS, USE 
PICSTITCH, REPURPOSE 

HEADSHOTS.
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Key Profile Area: Sharing an Update

Sharing an update with your network is quick and easy:

1. You can also like, comment and share posts made by 
other individuals or companies

2. The post will then appear in the home page to your 
connections

3. It’s recommended to add short intro text to introduce the 
post

4. You can edit the post at any time

5. The goal for sharing content on LinkedIn should be to 
provide useful, value-added information



Best 
Practice –
Share at the 
Right Time
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What’s the point of creating content if no one is seeing it?

Share content when you will get maximum exposure

Content shared on LinkedIn between 10:45am and 4:30pm get far fewer clicks 
per share 

Share in the morning or in the evening during commuting hours. Or when 
people just get to the office. You have a captive audience!

The best windows of time to share on 
LinkedIn are:

around 7:00am to 10am

between 12pm and 2pm

between 5:00pm and 7:30pm

Social sharing platforms let you choose scheduled times to post content

There’s actually really no “best day” of the week to send content 

You may get lightly more engagement on Tuesday, Wednesday and Thursday 
and, unsurprisingly, a bit less on Monday morning and Friday afternoon
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Recent LinkedIn 
Updates

• Mobile editing (finally!)
• Photo tagging in posts
• LinkedIn reactions
• The importance of including 

hashtags within your posts
• LinkedIn events
• Notifying employees about updates 

through LinkedIn 
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Putting it all Together



How to effectively market yourself and your firm using content

• Don’t name your coronavirus content the “Coronavirus Resource Center” – nearly every firm is using 
that same verbiage – make yours stand out with a unique name.

• Carefully select your platforms (LinkedIn, Twitter, Facebook, YouTube, Instagram) – ONLY invest 
time in the platforms where your clients are.

• Adjust your content for each medium, meaning don’t post the same exact copy to each platform. 

• Build an editorial/content calendar to track your posts.

• Train your employees on how to use social media to tap into their networks.

• Reuse and repurpose your content to make it work harder and smarter for you.

• Effectively use hashtags to make your content more discoverable – use tools such as Ritetag and 
Hashtagifyme to find relevant hashtags

• Include calls to action (CTAs) so that you can capture contact information

• Understand how SEO works and use it to your advantage.

• Use analytics to refine your content and social media strategy.

• Craft strong headlines for every piece of content you create 

• Pay it forward by promoting the content of key contacts and clients.

• Use a mix of platforms to engage with your target audiences (video, written content, podcasts, etc.)
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How to effectively market yourself and your 
firm using during COVID19

Be sensitive -
we’re all 
stressed

Don’t post self-
congratulatory 

content

Don’t launch a 
new service / 

product

Provide 
content of 

value

Offer your help 
/ offer your 

opinion

“How are 
you?”

Be patient



Your Homework

Set up Google alerts for 
your VIP contacts so you 

can keep abreast of 
significant news about 

them

Use LinkedIn to build your 
network and be in touch 

with VIP contacts

Set up more video 
conferences and virtual 

happy hours/get togethers

Reach out to three contacts 
with whom you haven’t 

been in touch

Buy and read Never Eat 
Alone by Keith Ferrazzi

Update your bio and 
LinkedIn profile. Update 

your representative matters

Create a strong LinkedIn 
headline and cover image

Reach out to someone on 
LinkedIn in some way every 
day – comment on a status, 

recommend an article, 
“like” someone’s post. 
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Connect With Me (and a LinkedIn trick – QR codes)
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