
The Source 

 

Published – August 29th 2024 

Unconventional Strategies for Attorney Business Development 
 
By George Brandon 
 
Greetings, and welcome back to another monthly edition of The Source. As we continue our journey through the 
complexities of attorney business development, we've delved into various strategies that contribute to a thriving 
law practice. This marks the thirteenth column in our ongoing series, which began in August 2023 with the 
foundational task of crafting your legal identity. Last month, we explored the importance of creating and updating 
business plans for lawyers and law firms, a crucial step in ensuring long-term success. 

This month, we're taking a step further by addressing a common challenge faced by many legal professionals: the 
reluctance or hesitation to create and use a traditional business plan. While a detailed business plan is a valuable 
tool, it’s not the only path to success. For those who find formal business planning overwhelming, restrictive, or 
time-consuming, there are alternative strategies. Below, we explore ten effective alternatives that allow for 
flexibility, adaptability, and growth without the constraints of a formal business plan. 

 

1. One-Page Business Model 

For lawyers who balk at the idea of drafting a comprehensive business plan, the one-page business model offers a 
streamlined alternative. This approach distils the key components of a law practice, such as target clients, value 
propositions, revenue streams, and marketing channels, into a single, concise page. The simplicity of this model 
makes it less intimidating and far more adaptable, allowing for quick updates as the practice evolves. It's an 
excellent choice for those who prefer to keep their strategy dynamic and straightforward. 

 

2. Goal Setting with a Focus on OKRs (Objectives and Key Results) 

The OKR framework, widely used in the business world, can be equally effective for law practices. Lawyers can set 
clear, actionable objectives and define the key results that will measure progress toward those goals. This method 
is flexible, encourages regular check-ins, and enables adjustments as needed, ensuring that the practice remains 
focused on its most critical objectives. By eliminating the need for a detailed business plan, OKRs allow for 
ongoing, responsive management of the law practice. 

 

3. Client-Centric Strategy 

Building a law practice around the needs of clients can be an exceptionally effective approach. By identifying ideal 
clients, understanding their pain points, and tailoring services to meet those needs, lawyers can create a practice 
that is both client-driven and highly responsive. Regular feedback loops with clients help guide the development of 



the practice, ensuring that it remains aligned with client expectations and market demands. This strategy allows 
for organic growth without the need for formalized planning. 

 

4. Agile Approach to Business Development 

Adopting an agile approach to business development allows for flexibility and rapid iteration. Lawyers can 
experiment with different marketing strategies, service offerings, or operational changes in short cycles, assessing 
what works and adjusting accordingly. This dynamic method encourages constant evolution, reducing the 
necessity for a rigid, long-term plan. It’s particularly suited to those who thrive on adaptability and swift responses 
to market shifts. 

 

5. Networking and Relationship-Building 

For many lawyers, the most powerful business development tool is their network. By focusing on building strong 
relationships within their professional circles, whether with potential clients, referral sources, or industry peers, 
lawyers can grow their practice organically. This approach leverages the power of connections and reputation, 
rather than relying on a structured business plan. Consistent engagement and genuine relationship-building can 
yield significant business opportunities over time. 

 

6. Personal Brand Development 

In an increasingly competitive market, a strong personal brand can be a decisive factor in attracting clients and 
opportunities. Lawyers can invest in their brand by positioning themselves as experts in their field through 
speaking engagements, publishing articles, engaging on social media, and other thought leadership activities. A 
well-developed personal brand serves as a magnet for new business, making a detailed business plan less critical 
to success. 

 

7. Focus on Metrics and Data 

A data-driven approach offers an alternative to traditional planning by emphasizing the tracking of key performance 
indicators (KPIs). By monitoring metrics such as client acquisition rates, client satisfaction, case outcomes, and 
revenue growth, lawyers can make informed decisions about where to focus their efforts and resources. Regularly 
reviewing these metrics allows for targeted adjustments and strategic shifts without the need for a formal business 
plan. 

 

8. Collaborative Strategic Planning 

Rather than drafting a formal plan, lawyers can engage in regular strategic planning sessions with partners, key 
team members, or a business development coach. These sessions focus on current challenges, opportunities, 
and priorities, ensuring that everyone is aligned and working toward common goals. This collaborative approach 
fosters a shared vision and collective accountability, providing direction and coherence without the need for a 
written document. 

 

 



9. Vision and Values-Based Direction 

Some lawyers may prefer to operate based on a clear vision and set of core values rather than a detailed business 
plan. By defining what success looks like and what the practice stands for, they can make decisions and set 
priorities that align with their overarching vision. This approach allows for flexibility and adaptability, ensuring that 
the practice remains true to its foundational principles while navigating a changing legal landscape. 

 

10. Outsourcing Business Development 

For lawyers who prefer to focus exclusively on their legal work, outsourcing business development tasks to 
consultants or specialized teams can be an effective solution. These professionals bring expertise in creating and 
executing strategies that drive growth and ensure the practice’s ongoing evolution. By delegating these 
responsibilities, lawyers can concentrate on their core competencies, serving clients and handling cases, while 
still benefiting from a structured and strategic approach to business development. This is an area where 
LegalXcellence specializes, offering tailored solutions that align with the unique needs and goals of each law 
practice, ensuring that your firm thrives without the burden of managing these tasks in-house. 

 

 

Conclusion 

In the ever-evolving legal industry, there's no one-size-fits-all approach to business development. While traditional 
business plans have their place, they are not the only path to success. The alternatives outlined here provide a 
range of options that cater to different styles, preferences, and needs. Whether it's through agile iterations, client-
centric strategies, or a focus on personal branding, lawyers can find a method that aligns with their unique 
practice. Ultimately, the key to a successful law practice lies in finding a balance between structure and flexibility, 
allowing for growth and adaptation in a rapidly changing environment. As we continue this series, we will explore 
more innovative strategies to help you build a resilient and prosperous law practice. Stay tuned for next month’s 
edition, published the last Thursday of every month. 

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

 

 


