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Seeding the
Rain Clouds

By K.C. Victor

here are some excellent lwyers

whoze Iwes and caresrs will never

be their own because they do oot
coatrol enough business o support them-
sefves, Some of these pecple are happy
without substantial business and believe
(often falsely) that their Grm or
martners will abways take care of

business could be the key 1o resclving
their problems. You might be told that
their now wealthy founder oeeds a oew
will or that his son is starting a smallbust
nese 106 nesds legal help. Itis frequently
mere important to listen than to talk. You
can't be an expert if you don't know what
your client really oeeds.

4. Your client’s business is

them. If youcount yoursedfamong  IF g2etting  vour business. The very best
e
gﬂr!:}'. consider the fllvwing 1';31;“5:“ gar lﬁwgh;mﬂ }ﬁur client’s
: npErations j Bii3E Fou are
) - talent their lawyer. Very few consul-
1. Stop believing that you ’ tants bave as much knowledge
are IHLI.W; :-Tjnu qggre-se-‘]n‘o if dlenl:iﬁ about your cliet’s operations as
you @k for business. 1 ooce  WoOU you do. Share your ¥leas about
put tagether a panel of general choose the Bigger busioess picture, not
cotinsels and eenior in-house ; just the legal issue at hand. This
lawgers to discuss how they lawyers eort of help often strengthens
selected outside representation.  hased the lawyer<lient relaticazhip.
The head counsel for a -:l:uml:-ani.-' upon )
wih a multibillion dollar real- 5. Get to know people at so-
Exaims.

estabe portfolio actually said that
zhe had never given any busi-
nees o outzide counsel who had
not asked for %. Two cthers came chase to
saying the same thing. Even your closest
friends will oot consider whether or oot
you want business from them if you do pat
ask for it. This is particularly frue if you
seem very busy.

2. For the right client, no piece of
business is too small. If you are offered
work by 4 client you want, take it 3s an op-
portunity to prowe yourselfin the hopes of
getting larger matters in the future. All
relaticnships must start somewhere, Ex-
isting companies are likely have lawyers
thew use and like In fact, you shoukdn't
be interested in a client that changes its
lawyers easily.

3. Don't assume you know the le-
gal nesds of either your current or
potential clients, 1t's importaot to ask
guestions. It 15 possible that something
seemingly unrelated to the client's actual

cial evenis. You may nod want bo
court business in 2 social sstting
but you can collect a business
card and call the person shortly thereafter,
Whilke you should call promptis, 4o soonly
after you have done as much homesock
about the person and their organizatica
as possible Call with some knowledge
and ask for 2 mesting, even if they have ao
legral work that nesds to be doae

here §& an awful Jot of lalent in the
lepal marketplce. If getting business
was based solely on taleat, cnlﬁauts would
choose  lewyers based upon exams.
Frequently, however, they base such
decisions on where their children go to
school, who their spouses bridge com-
panions are or who can recommend a
e whibe awater raftin g spot.

6. Attend your college alumni
meetings, Regardlzes of where you went
to college, there are always potential
clients among fellow graduates, Most of
i[uur colleges alumai did oot become
awyers. Many of your college’s alumai

did, howewer, enter business. People
wh attend alumni mestings are exactly
the cnes who care where somecns weat
to college; otherwize they would not be
there, This rule is even more true for
these lawyers who went to smaller col-
leges o colleges i areas distant from
where they now Live. When a callege’s
alumni are ook ubigquitous (such as in the
quintessential “college town”), people
willguick v return phone calls from their
fellew graduates,

7. Ii you learn that a current client
has sent business elsewhere, have
the courage to ask why, and listen
carefully to the answer. Regardless of
whether a relationship with aclientcan be
made better, there are always kssons that
you an learn for the future. Sometimes
the rejections will be perscnal. While that
may hurk it ¥ important to know your
weaknesses as well as your strong suils,
If the client’s discomiort is 3 matter of
pure personality, there may be aothing
you need to change. However, if the Jegal

or communications skills of either you
of pour asseciates are leking, it may be
time for an overhaul.

8 Connect your clients with busi-
ness opportunities and people they
may want to know. Your cliznts are prob-
ably at least as busy as you are. They do
ot have time to know everybady. If you
work in the business warld, chances are
that you know people who should koow
each other, Make it hapgen, and you will
be appreciated. They may return the fawor
2 inkrosduce you bo poteatial clieats.

0. Ttis all right to give some free e
gal advice ... just not much. Sometimes,
clients call wikh small questiens or just
need a little hand-hokling. While indulg-
‘ing such requests can go oo far, it has the
potential to bond wou with executives and
in-house counsel in waye that delivery of
the best briefs or documents never can
Your clients will remember your resgon-
siveness when the oext Chopefully larger)
lesgal issue ares,

10k Always thank your clients for the
wark they give vou, and never insult
their other lawyes, Even kog-standing
cliznis hawve other options. [1 is important
that they do not feel taken for granted. If
you have to deal with legal i done by
others that you think you could have done
better, just ask questions or say what you
might hawe done differently. It is all fight
to 28y, “Was this cautiugeucﬁ' add 1"
It i= ail right bo =ay, *1woul have asked for
mire security for yow” 1t is nct all right to
1y that your competition did a bad joh
Your client hired them and you should oot
atack your clieat’s judgmenl.

Oblaining new cheats and gelting new
work from ol ones takes fime. Fortunately,
theugh, rainmaking often develops at an ac-
celerating pace. With these ten simple rules.
your legal skills shoulkd enabie you to coatral
your ovn business (e as much as possibie,
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