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ATTORNEY
BUSINESS AND MARKETING PLAN TEMPLATE

For the first draft, please do not spend time overthinking or wordsmithing. Rather, capture your initial ideas in bullet point fashion. Completing each section is NOT required. In your coaching sessions, we will discuss and refine your initial ideas. The point of planning is not to create a beautiful document – it is to develop a roadmap of specific, measurable, actionable, and time specific strategies and tactics.

ATTORNEY NAME:


I.  	EXTERNAL/MARKETING ACTIVITIES

	A.   	Review
	
1.  	Describe significant marketing activities you participated in over the last 12 months (speaking and writing, trade professional and business organizations and seminars).

2. 	List your most notable cases/transactions/matters from the last 12 months that had marketing or client development significance. 

B. 	Indicate activities that you will personally undertake to accomplish in the coming months in the following categories:

	1.   	Memberships:  I will become an active member in:

		i.	Bar Association Sections

		ii.	Civic or Professional Organizations

2.  	Leadership:  I will work towards serving in a leadership position in the following:

	Association/Organization
	Position 
Desired or Attained
	Target
Date

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	








3.  	Seminars and Presentations:  I will participate in the planning of the following FIRM or outside sponsored seminar, as a primary or panel speaker:

	Seminar Topic 

	Target Audience
	Target
Date

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	






4.  	Articles:  I will prepare the following articles as a primary or co-author:

	Topic
	Target Audience

	Target
Date

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	



5. 	Professional and Personal Development:  I will undertake the following activities to help me develop my personal skills and level of professionalism: 

		i.	CLEs, courses, films or tapes:

		ii.	Teaching or lecturing opportunities:

		iii.	Other:

II.  	BUSINESS DEVELOPMENT ACTIVITIES

A.   	Review

1. 	Describe how you obtained additional business from existing clients over the last 12 months. Identify significant clients and the types of work generated.

2. 	Evaluate your business development strengths and weaknesses for you or the firm to address (e.g. providing additional training).

B. 	Client Development and Retention.  

1. 	Identify existing clients whom you will regularly entertain by way of lunches, dinners, etc.:

	Company Name
	Contact

	1.
	

	2.
	

	3.
	



2.   	Client Visits.  Identify clients who would be appropriate targets for inviting to visit one, or more, of our offices and make a presentation about their businesses to our attorneys:

3.	Identify clients who would be appropriate targets for a client audit and development of a pursuit plan.  Ultimate goal is to visit the offices and make a presentation on issues of concern to the client.  

4.   	Cross-selling.  Identify existing clients that you will introduce to another FIRM attorney for cross-selling purposes:

	Client
	FIRM Attorney

	Description of Action and Outcome Goal

	1
	
	

	2.
	
	

	3.
	
	



a. Identify the services either currently offered or needed by the firm that you think are important to your selling efforts. 

b. Do you have suggestions for the kinds of things that can or ought to be done to facilitate better cross-selling between practice groups and/or departments? 

c. Where are the best opportunities for cross-selling?

5.   	Prospects and Referrals.  Identify prospects or referral sources whom you will regularly entertain by way of lunches, dinners, etc. (indicate the current status of the target and what you proposed to gain):


	Prospect or Referral Source
	Activity

	1.
	

	2.
	

	3.
	




6.   	New Business Development.  Identify target prospects you will seek to develop new business from during the coming year:


	Target Prospect
	Type of Legal
Work
	Activity

	1. 
	
	

	2.
	
	

	3.
	
	





III. SCG LEGAL 

Identify and select specific SCG Legal engagement opportunities to grow your practice; enhance and expand your professional skills, brand, and network; and promote your firm.

A. How will you actively engage to foster long-term strategic collaborations, create a steady stream of referral and cross-selling opportunities, and drive consistent value (e.g., revenue) for you and your firm?
B. For each selected activity, include specifics as to when, where, and how will you participate in programming, activities, and benefits while proactively building relationships across jurisdictional borders to capitalize on scg legal’s global advantage?

	Attend in-person meeting(s)
	

	Join virtual regional meeting(s)
	

	Schedule firm-to-firm meeting(s)
	

	Give/get referrals
	

	Advocate with women in law task force
	

	Join practice groups & roundtables
	

	Attend/nominate for new partner institute (NPI)
	




IV. PROFITABILITY AND PRODUCTIVITY

	Annual Goals
	Hours
	Detail or Description

	Projected billable hours:
	
	

	Projected marketing and sales hours:
	
	

	Projected administrative hours:
	
	

	Projected other hours (describe):
	
	

	Current billing rate(s):
	
	

	% of Write-offs, Realization rate
	
	

	Profit margin as supervising attorney:
	
	

	Projected revenue:
	NA
	

	Other:
	
	





V. OTHER IDEAS / ACTIVITIES
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