CHAPTER 7:
PROMOTIONAL AND PRICING STRATEGIES
I)
Promotional strategies:
· how do you get your name out there? How do you promote yourself? How do you get clients? Here are some ideas (this list is not exhaustive):
(i)
speak at conferences – often experts in the specific area of law are invited to speak at law conferences; paralegals and lawyers are more often teaming up together to speak on issues pertaining to criminal law, tribunal issues; 

(ii)
volunteer to speak at community centres, women’s shelters, assisted living homes, be part of a panel or discussion group – many people need legal information on various legal issues but do not have money to pay for the initial information so these events can be quite popular and well attended – it is also quite interesting and fun to be part of a panel and bounce ideas off of the other lawyers/paralegals speaking with you - just ensure that you do not give legal advice unless you are specifically there to do so; 
(iii)
author a book, write an article or updating legal information in print or on a website – minor or major participation is not significant - having your name associated with a publication, having clients find your name online associated with a particular area of law can attract clients and give your name weight in the area of law regarding which you write;   
(iv)
speak at financial institutions – many banks, trust companies, credit unions invite lawyers and other professionals into their institutions to speak to customers about various legal and financial issues - you will then be connected with the institution and the area of law about which you have been asked to speak – this may not be an option available to paralegals yet; 
(v)
advertise – think of a slogan, for example “We don’t get paid unless you do,” “We don’t get paid unless we win,” etc. - be mindful of the LSO Rules of Professional Conduct with respect to advertising – remember the cautionary tale of Diamond and Diamond; 
(vi) become the media “go to” person in a specific area of law – be the Subject Matter Expert – participate in panel discussions on TV and radio, be available to media personnel to give opinions when a notable event occurs; and

(vii) make a name for yourself in a specific area so that judges, colleagues know you – as discussed, criminal defence counsel, Marie Henein, has a well known reputation who is extremely tough but also fair in her cross-examinations so she is well respected by the bench and the bar.  

II)
Pricing Strategies:
· we have discussed this already so the list below is a quick recap (and is not exhaustive):

· be competitive, reasonable and fair in your fees;

· try fee arrangements that are flexible, creative and work for you, for example block fees or bundling your fees, but remember the pitfalls of alternate arrangements – recall my cautionary tale of the Separation Agreement I worked on for over 2 years for which I was paid only $500 because I charged a block fee of $500 for Separation Agreements at that time; and

· stay on par with other paralegals of your vintage in your area of law – if you set your fees too low, you are undervaluing yourself, but if you set them too high, you may be scaring off clients and out pricing yourself;
· remember to comply with the LSO Rules of Professional Conduct regarding fees
III)
Rule 3 (Duty to Clients) and Rule 9 (Responsibility to LSO):
· we will not be able to canvass all of the sections of these rules so I have chosen a few to specifically address: 
(i)
RULE 3

· Rule 3.02(4) – take all reasonable measures to avoid becoming a tool or dupe – you must do your due diligence to confirm and verify each client’s identity – remember my cautionary tale of the real estate lawyer who was found to have been a dupe of his real estate clients 30 years ago and investigated by the LSO – there were no allegations that he benefited financially from the mortgage frauds and yet he was disciplined by the LSO and offered the choice of being disbarred or resigning early
· Rules 3.03(1), (2), (3) – Confidentiality – remember that only clients can waive confidentiality, which includes the names of your clients and all information pertaining to their cases, even though the reality is that much of that information can often be found in court documents that are available to the public – remember my cautionary tale of a former client who reported her previous lawyer to the LSO because she was constantly being left alone in his office during their meetings with documents and other sources of client information easily accessible on his desk – he was reprimanded by the LSO and had to be supervised for one year 
· also remember that confidentiality is not absolute – Rules 3.03(5), (6), (7) – ensure that you consult the rules before you divulge any confidential information

· Rule 3.06 – Borrowing from client – JUST DON’T DO IT – FULL STOP
· Several of the subrules address the issue of withdrawing your legal services – remember that a judge may not allow you to be removed from the file because of an unpaid account if it would jeopardize the litigation – remember my cautionary tale of being forced to conduct a trial when the client owed me money and refused to provide a further retainer for the trial – you still have to act in your client’s best interests at trial and represent them to the best of your ability (you risk a complaint to the LSO and/or judicial recrimination if you fail to do so)

(ii)
RULE 9   
· Overall the principles set out in the rule are to never ignore the LSO if they contact you and always report claims against you of misconduct, criminal activity, mental instability etc.

· Rule 9(12) – be familiar with the list of behaviour that the LSO considers to be conduct unbecoming of a licensee – they basically deal with issues of honesty and not taking advantage of vulnerable clients – make sure that you do not cross any lines into the unacceptable behaviour
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