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Client Development Strategies to
Weather a Stormy Economy: Find New
Clients Professionally and gthically (a.m.)

Program description

Attracting new clients and producing additional revenue is more important—and more
difficult—than ever. The economy is unstable; competition is intense. That’s why it’s es-
sential to ramp up your business development efforts to gain every possible advantage.

This practical multi-media seminar delivers proven methods to build your practice
within professional and ethical parameters while you earn ethics credits. You'll learn
how to: Identify the best ways to connect with potential clients and referral sources;
Maximize networking within your comfort areas;

Create higher visibility for your practice; Spend your marketing and advertising dol-
lars wisely; And much more!

Schedule

8:00 Registration

8:30 The Power of Relationships

A Short History of Legal Marketing: Bates to the Present

Don't Cross the Line: What is Considered “False and Misleading” Under
Rule 7.1

Networking for Potential Clients and Referral Sources: Where and How to
Do It Comfortably and Ethically (Rule 7.3)

Take Me Out to the Ballgame—Client Entertainment (Rule 7.2)

Everything You Ever Wanted to Know About Referral Fees (Rules 1.5, 5.4
and 7.2)

Get Your Show on the Road—Speaking and Writing (Rules 7.1 through 7.3)
You've Got Mail—Direct Mail Marketing (Rule 7.3)

Advertising Do’s and Don’ts (Rules 7.1 and 7.2)

Marketing Online and Social Networking (Rules 7.1 through 7.4)

11:45 Program Concludes

There will be a 15-minute morning break.

Get new clients and ethics credit!

Keeping Good Clients in a Bad
Economy: How to Provide Effective,

Ethical Client Service (p.m.) on
fin —

Program description

Many lawyers forget that law is a service profession. Studies show that the most frequent
reason for losing clients is poor service. And retaining clients in a volatile economy is cru-
cial to your practice. So, how do you make sure you're providing the best service?

This seminar will provide you with the tools you'll need to consistently deliver excep-
tional service, retain and develop more business from current clients and increase re-
ferrals. You'll also earn ethical credit while you learn to: Apply best practices that will
exceed client expectations; Eliminate the most common causes of client dissatisfac-
tion; Deal effectively with all types of client complaints; Handle angry clients; And
much more!

Classic movie scenes illustrate and underscore the program’s principles to help you
gain a competitive edge through excellent service.

Schedule
12:30 Registration

1:00 Are You Sure Your Clients Are Satisfied? How Do You Know?

How Do Clients Evaluate You? What Can You Control?

Service-Related Ethics Rules Overview
* Rule 1.2 Scope of Representation
Rule 1.3 Diligence

Rule 1.4 Communication

Rule 1.5 Fees

Addressing Client Complaints

* Why did this happen? (Rules 1.2 — 1.4)

* This is taking forever! (Rules 1.3 — 1.4)

* Why did this cost so much? (Rule 1.5)

* I don't like being treated this way. (Rules 1.3 — 1.4)

What You Can Learn from the Movies
* Lawyer/client relationship

Where’s the Best Place to Find New Business?
* Your current clients

How to Handle an Angry Client

4:15 Program Concludes
There will be a 15-minute afternoon break.

Satisfy your clients and your ethics and
professionalism credit requirement!

Dates and locations

November 2 .......... Cleveland — Forum Conference Center,

One Cleveland Center, E. 9th St. and St. Clair

November 3 .......... Perrysburg — The Holiday Inn French Quarter,
10630 Fremont Pike

To register

Mail: OSBA CLE, PO. Box 16562, Columbus, OH 43216-6562

Phone: (800) 232-7124 or (614) 487-8585  Fax: (614) 487-8808 (credit card only)
Online: www.ohiobar.org (credit card only)

Door: Call in advance to confirm date, time, location and space availability.

Registration 09-194/139
Ohio attorney number:
Admission date:
Name:
Firm:
Address:
City, state, zip:
Phone: Fax:
E-mail:
L. N [ ] New address
Tuition and Locations
[J November 2, Cleveland [JA.M. CJPM.
[J November 3, Perrysburg  [JA.M. (1PM.
Walk-in Government New lawyers:
Pre-registration:  registration: attorneys: (1-12 months in practice)
Member: L1$175 [1$200 [1$149 []$88
Nonmember: [1$219 []$244 [1$186 [1$110
Both AM and PM Programs
Member: []$260 []$285 []$221 []$130
Nonmember: [ 1$325 [1$350 [1$276 [1$160

[] Group discount: Three or more from the same firm or office registering for this program receive $25 off each
registration. (New lawyers are excluded. Registrations must be processed at the same time.) Note: Nonmembers
may join the OSBA and save on all future OSBA CLE seminars. Contact the OSBA at (800) 232-7124 for
an application. OSBA associate legal assistant members may attend at the OSBA member rate.

Form of payment

[ ] Enclosed is a check for $

[ Mastercard ] Visa [ American Express

Account number:

Expiration date:

Signature:

Book order

I am unable to attend:

[ ] Book only: Please reserve a copy of Vol. 09-194/139 (book). Enclosed is a payment of $50 (includes 6.75
percent sales tax and $5 shipping).

Cancellation policy: Cancellations received by 5 p.m. the business day prior to the seminar will be refunded less
a $25 office fee. Those not attending will receive the course materials in full consideration of tuition paid.



