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The Strategic Advantage: Why Lawyers Should 
Consider a Business Development Coach to Grow 
Their Book of Business 
By George Brandon, President, LegalXcellence LLC 

 

Introduction: The New Reality for Legal Business Development 

Traditionally, the legal profession was one where reputation and results alone could 
sustain a career. Many successful lawyers relied on word-of-mouth referrals, return clients, 
and strong connections within their communities to grow their practices. But as the legal 
landscape has evolved, so too have the expectations placed on attorneys. Today, even 
seasoned lawyers find themselves needing to engage in proactive business development 
to remain competitive. 

The emergence of digital marketing, increased client expectations for specialized services, 
and a saturated legal market mean that lawyers can no longer rely solely on their 
reputation. They must engage in strategic marketing, networking, and business growth 
planning to attract and retain clients. Yet for many lawyers, this shift feels unnatural. This is 
where business development coaches come in, offering tailored strategies to help lawyers 
build a sustainable book of business in a way that aligns with their values, strengths, and 
goals. 

1. Understanding the Role of a Business Development Coach 

A business development coach serves as a guide, mentor, and accountability partner, 
providing tailored advice on how lawyers can grow their client base. Coaches don’t simply 
advise on “sales tactics” but rather work to develop strategies that feel authentic to each 
lawyer’s personal style and legal expertise. 



Many coaches focus specifically on helping legal professionals identify their unique value 
proposition and defining a niche. For example, a coach may help a corporate lawyer 
identify that their experience in M&A law could be particularly valuable for startups, or that 
a family law attorney could find success by focusing on high-net-worth divorce cases. By 
zeroing in on these niches, lawyers can make a stronger, more targeted impact. 

Success Metrics and Accountability 

An effective business development coach will start by helping the lawyer set clear, realistic 
goals. These metrics often include measurable outcomes like the number of new clients, 
revenue targets, or milestones in building brand visibility. By breaking down large goals into 
smaller steps, coaches ensure that progress feels achievable, and lawyers feel supported 
and accountable every step of the way. 

2. Common Barriers Lawyers Face in Business Development 

While most lawyers understand the importance of business development, they often 
encounter several common obstacles that make consistent progress difficult. 

Time Constraints 

For many lawyers, billable hours are paramount. Devoting time to business development 
often feels secondary to client work. However, this can create a feast-or-famine cycle, 
where lawyers focus exclusively on casework until it ends, only to face a lull without new 
clients in the pipeline. Coaches help lawyers integrate business development into their 
daily routines by identifying small, efficient actions they can take. For instance, a coach 
may suggest using ten minutes at the end of each day to connect with potential clients or 
follow up with past clients—actions that build momentum without requiring large time 
investments. 

Discomfort with Self-Promotion 

Many lawyers feel uncomfortable with the concept of “marketing” or “selling” themselves. 
They worry that these efforts may come across as disingenuous or even unprofessional. 
Business development coaches can help reframe these activities, focusing on 
relationship-building rather than transactional sales tactics. Coaches encourage lawyers 
to think of business development as a natural extension of client service. By offering 
helpful advice or insights, lawyers can build trust and demonstrate their expertise, 
positioning themselves as the go-to resource when legal needs arise. 

 

 



Inexperience with Networking 

Networking is a critical component of business development but often feels awkward for 
lawyers who are more accustomed to solving legal problems than cultivating business 
relationships. Coaches can demystify networking, teaching lawyers how to approach it 
with a relational mindset rather than a transactional one. For instance, instead of viewing a 
networking event as a chance to “pitch” oneself, coaches might recommend lawyers focus 
on listening, understanding other professionals’ needs, and offering value where 
possible—fostering genuine connections that can lead to referrals and collaborations. 

 

3. The Ethical and Practical Side of Legal Marketing 

Marketing in the legal industry is tightly regulated, with each jurisdiction enforcing unique 
ethical guidelines around advertising and client acquisition. Coaches who specialize in the 
legal field bring an understanding of these regulations, which is critical in crafting ethical, 
compliant business development strategies. 

Navigating Digital Marketing Compliance 

As more lawyers turn to digital marketing channels, there are added considerations around 
how they present themselves online. Many bar associations prohibit statements that could 
be construed as guaranteeing outcomes, require disclaimers for client testimonials, and 
restrict certain advertising language. Business development coaches familiar with these 
rules help lawyers navigate these requirements, ensuring they market themselves in a 
compliant manner. 

Example: Building an Ethical, High-Impact Digital Presence 

One attorney who engaged a business development coach learned how to overhaul her 
digital presence in a compliant yet compelling way. The coach helped her redesign her 
website page, implement SEO best practices, and create a blog that addressed common 
client questions. (Please note: I would not recommend that all attorneys should maintain a 
blog, it depends upon the practice area and the clients you are looking to attract). By adding 
disclaimers and avoiding language that could imply guarantees, she attracted more clients 
without risking ethical violations. The changes resulted in a 30% increase in online 
consultations and attracted clients who were already well-informed about her approach 
and values. 

 

 



4. Relationship-Building as a Cornerstone of Growth 

For lawyers, building a book of business is fundamentally about fostering long-term 
relationships. Unlike many other industries, legal services are relationship-based, and 
clients often seek lawyers they feel they know, trust, and can rely upon for future needs. 

Coaching Insight: Nurturing Relationships Over Transactions 

Business development coaches emphasize the importance of consistent relationship-
building rather than chasing one-time engagements. Coaches might recommend strategies 
such as regular check-ins with past clients, sharing relevant insights or articles with 
potential clients, or hosting small events to maintain relationships. By nurturing these 
connections over time, lawyers are often top-of-mind when a legal need arises. 

 

5. Mastering Client-Centric Communication and Branding 

In today’s market, clients value lawyers who understand their specific needs and 
communicate in a relatable, transparent manner. Coaches often work with lawyers on 
developing a “client-first” approach in both branding and communications, which helps 
foster trust and loyalty. 

Client-Centric Messaging and Brand Positioning 

Coaches can help lawyers create messaging that resonates with their target clients’ needs. 
For example, instead of focusing on credentials or awards, a coach might encourage a 
family lawyer to emphasize compassion, listening skills, and a commitment to client 
outcomes—qualities that are likely more meaningful to clients dealing with sensitive family 
issues. 

 

6. Developing Resilience and Adaptability in a Changing Market 

In an increasingly competitive and fast-evolving legal market, resilience and adaptability 
are key. Coaches help lawyers manage the stresses of business development, especially 
during periods of change or market volatility. 

Building Adaptability Through Strategic Guidance 

The legal market is not static, and clients’ needs evolve over time. Coaches work with 
lawyers to monitor trends in their practice areas and consider potential shifts, preparing 
them to adapt and capitalize on emerging opportunities. 



7. Quantifiable Benefits: ROI of a Business Development Coach 

Hiring a coach requires an investment, but lawyers who commit to the process often see 
significant returns in the form of increased client retention, enhanced visibility, and higher 
revenues. 

Tracking ROI and Measuring Success 

Most business development coaches incorporate metrics to track success and 
demonstrate ROI. They might measure leads generated, client retention rates, or social 
media engagement, giving lawyers clear visibility into the impact of their efforts. For 
lawyers with specific revenue or client acquisition targets, coaches provide tailored action 
plans to help achieve these goals. 

 

8. The Cost of Working with a Business Development Coach: More 
Affordable Than You Might Think 

One of the biggest perceived barriers to hiring a business development coach is cost. Many 
lawyers assume that personalized coaching is a high-end investment reserved for large 
firms or high-profile attorneys. However, the reality is that coaching often comes in a range 
of price points, and flexible options are available to accommodate various budgets and 
goals. Whether you’re a solo practitioner, part of a small firm, or working at a larger 
organization, there’s likely a coaching model that fits your needs. 

Most coaches offer different service tiers, from individual sessions and short-term 
programs to more comprehensive, ongoing engagements. Some coaches even offer group 
coaching sessions for lawyers, which can reduce the cost while still providing valuable 
insights and accountability. For lawyers who are new to business development, a shorter-
term engagement or a few targeted sessions can often provide a significant return on 
investment by clarifying goals, identifying quick-win strategies, and establishing an 
actionable growth plan. 

While coaching does require an upfront investment, many lawyers find that the improved 
client acquisition and retention rate, along with higher client satisfaction, quickly 
outweighs the cost. A business development coach can help lawyers focus on the most 
effective strategies, avoiding time-consuming and ineffective approaches, which ultimately 
saves time and resources. For those concerned about the expense, it’s helpful to consider 
coaching as a strategic investment in long-term growth and stability—often more 
affordable than imagined and essential in today’s competitive legal landscape. 



9. Getting Started: Choosing the Right Business Development Coach 

Not all business development coaches are suited to the legal profession. Lawyers should 
look for coaches who understand the unique demands of the legal industry and can 
provide tailored advice for law firms and solo practitioners. 
 

Criteria for Selecting the Right Business Development Coach for Lawyers 

1. Legal Industry Expertise: Choose a coach with experience working specifically in 
the legal industry or with lawyers. They should understand the unique challenges of 
legal marketing, ethical rules, and the relationship-driven nature of legal services. 

2. Proven Results: Look for a coach with a demonstrated track record of success. This 
can include testimonials, case studies, or specific examples of how they’ve helped 
lawyers achieve measurable business growth. 

3. Ethical Marketing Knowledge: Ensure the coach is well-versed in the advertising 
and client-acquisition rules specific to the legal profession. They should help you 
market effectively while staying fully compliant with professional conduct 
guidelines. 

4. Tailored Strategies: Avoid one-size-fits-all coaching programs. The best coaches 
customize their strategies to align with your practice area, personality, and target 
clients, ensuring an approach that feels authentic and effective. 

5. Focus on Relationship-Building: Select a coach who prioritizes strategies that 
emphasize long-term client relationships, networking, and referrals over aggressive 
or transactional marketing tactics. 

6. Goal-Setting and Accountability: A great coach helps you set clear, actionable 
goals and holds you accountable to achieve them, tracking progress and adjusting 
strategies as needed. 

7. Flexibility in Coaching Style: Choose a coach whose style aligns with your 
preferences, whether you need hands-on support, strategic planning sessions, or 
periodic check-ins to stay on track. 

8. Digital Marketing Expertise: In today’s market, a coach who can guide you in 
creating a professional, ethical digital presence—covering SEO, social media, and 
content marketing—is invaluable for reaching modern clients. 

9. Affordability and ROI: Look for a coach who provides transparent pricing and 
scalable options, such as individual sessions, group coaching, or short-term 



programs. Ensure they focus on maximizing ROI by implementing strategies that 
lead to measurable business growth. 

10. Chemistry and Trust: Business development coaching is a collaborative process. 
It’s essential to choose someone you feel comfortable with, who understands your 
goals, and whose advice you trust to guide your professional growth. 

By using these criteria, lawyers can confidently select a coach who aligns with their unique 
needs and helps them achieve sustainable success. 

Conclusion: Empowering Lawyers for Sustainable Growth 

In today’s dynamic legal landscape, business development coaching is no longer a 
luxury—it’s a strategic necessity for lawyers who want to thrive. Coaches offer more than 
just marketing advice; they provide tailored strategies, ethical guidance, and accountability 
to help lawyers overcome common barriers like time constraints, discomfort with self-
promotion, and inexperience with networking. 

By focusing on relationship-building, client-centric communication, and long-term 
resilience, business development coaches empower lawyers to grow their practices in 
authentic, sustainable ways. With measurable ROI, flexible options, and a focus on 
aligning strategies with individual values and goals, coaching is an investment that can 
yield significant returns. 

For lawyers ready to take their practice to the next level, partnering with the right business 
development coach can make all the difference—turning challenges into opportunities and 
ensuring that their books of business remain robust in an increasingly competitive market. 

 

George Brandon is the president of LegalXcellence.com. He welcomes questions and 
ideas for future business development columns at george@legalxcellence.com 

 

 


