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Why Should I Hire You 
 
I want you to pretend for the moment that I can refer business to you. I want you to 
provide me with the information I need to recommend you to a potential client. In 25 
words or less tell me about you, your practice, what makes you unique and why a client 
should hire you.  _____________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 
__________________________________________________________________ 

How to Stand Out in Any Crowd 
 
If you look at law firm web pages, most firms look alike. They are “full service” 
“represent small and large companies.” They are “client focused” and so forth. As 
lawyers we all are alike in many ways. We all went to law school, we use the same 
statutes, regulations and case law. Obviously we have to do top notch legal work or we 
would have no clients. 
 
I think there are four main ways we lawyers get business. First, they might be the very 
best in their field. If you were thought to be the best civil trial lawyer, or corporate M&A 
lawyer or labor and employment lawyer in all of your state, it is unlikely you would need 
to do very much marketing or client development. Whenever a big case or a big deal 
came in you would be on the go-to list. Second, you could be fortunate enough to 
represent a company that gets sued a lot if you are a litigator or does lots of deals if you 
are a corporate lawyer. That works well until your client is acquired by another company 
or your contact retires. The third way is to find a niche and become known for expertise 
in it. The fourth way is to become very active in the community. 
 
I subscribe to a magazine Selling Power. As you would expect, it is for salesmen and 
sales managers. Yet, each and every issue I find something of value to lawyers. It only 
costs $27.00 for one year (6 issues) and is well worth it. 
  
In the November/December 2006 issue the cover story is "How to Stand Out in Any 
Crowd." Seth Godin talks about marketing, change and work. I was fascinated by the 
article and plan to apply some of Godin's points myself.  
  
According to the article Seth Godin likes to give things away and has built his career on 
it. I have long advocated that lawyers find things of value to give away. Whenever I write 
an article, I am anxious to give it away. When Godin wrote his first book he offered a 
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third of its contents online at no charge. He got 175,000 responses requesting the free 
third of the book. Most of the 175,000 who received the free third of the book clicked the 
link built into the page and bought it, making it a year long best seller. Guess what I am 
planning to do with the three books I have written. 
  
Later in the article, Godin talks about three kinds of people. I will put it in the context of 
clients:  

1.  Clients who don't need the services you or your firm offer. 
2.  Clients who need the services you or your firm offer, but are using another 

lawyer or firm. 
3.  Clients who are ignoring you. 

  
Godin says you can't market directly to the second and third group. "Instead, have them 
come to you." How do you suppose you can get them to come to you? Godin suggests 
you have to create something "remarkable."  
 
I like to tell young lawyers that I owe a great deal of my success to one sales principle. I 
frequently created something remarkable, was first to market and I gave it away. For 
example, I have two books on my law firm web page that potential clients can download 
at no charge.  
 
I have taught others to do the same thing. Jennifer is a labor and employment lawyer I 
am coaching. She created the "Easy Guide" which is a compilation of labor and 
employment laws on laminated cards which an HR person can attach to his or her 
monitor. Jennifer has the clients in the second and third category coming to her. 
 
Christy is a long-term health care defense attorney.  She developed a program for 
clients to educate them on how to avoid litigation in their long-term care facility.  The 
program was so successful that the initial session filled up within a few hours of the 
delivery of the invitations and a video of the program was made so that it could be 
offered as a video seminar. 
 
I urge you to implement some of the ideas and let me know what you are doing to 
reignite your flame for legal work? 
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RECOMMENDED READING 

Being a Lawyer 
“True Professionalism” by David Maister 
“Lawyer Life” by Carl Horn 
“Transforming Practices” by Steven Keeva 
“How to Argue and Win Every Time” by Gerry Spence 
“To Kill a Mockingbird” by Harper Lee 

Business 
“Built to Last: Successful Habits of Visionary Companies” by Jim Collins & Jerry Porras 
“Good to Great: Why Some Companies Make the Leap….and Others Don’t” by Jim Collins 
“Gung Ho” by Ken Blanchard & Sheldon Bowles 
“Jack Welch and the GE Way: Management Insights and Leadership Secrets of the Legendary CEO by 
Robert Slater 
“Raving Fans” by Ken Blanchard & Sheldon Bowles 
“The Four Obsessions of an Extraordinary Executive” by Patrick Lencioni  

Business Development 
 “Clients for Life: Evolving from an Expert-for-Hire to an Extraordinary Advisor” by Jagdish N. Sheth and 

Andrew Sobel 
“Making Rain: The Secrets of Building Lifelong Client Loyalty” by Andrew Sobel 
“The Trusted Advisor” by David Maister, Charles Green & Robert M. Galford 

Interpersonal Skills 
“How to Work a Room: The Ultimate Guide to savvy Socializing in Person and Online” by Susan RoAne 
“How to Connect in Business in 90 Seconds or Less” by Nicholas Boothman 
“How to Talk to Anyone: 92 Little Tricks for Big Success in Relationships” by Leil Lowades 
“Never Eat Alone” by Keith Ferrazzi 
“Likeability Factor” by Tim Sanders 

Leadership 
“Aligning the Stars” by Jay Lorsch & Thomas Tierney 
“Beyond Success: The 15 Secrets to Effective Leadership and Life Based on Legendary Coach John 
“Wooden’s “Pyramid of Success” by Brian Biro & John Wooden  
“First Among Equals” by Patrick McKenna & David Maister 
“Managing the Professional Service Firm” by David Maister 
“Principle-Centered Leadership” by Stephen Covey 
“Leadership From The Inside Out” by Kevin Cashman 
“Contented Cows Give Better Milk” by Bill Catlette & Richard Hadden 
“The Leadership Engine” by Noel Tichy with Eli Cohen 
“Leading With the Heart” by Mike Krzyzewski 

Life 
“The 7 Habits of Highly Effective People” by Stephen Covey 
“The Power of Full Engagement” by Jim Loehr and Tony Schwartz 
“First Things First” by Stephen Covey, Roger Merrill & Rebecca Merrill 
“Man’s Search for Meaning” by Viktor E. Frankel 
“Goals” by Brian Tracy 
“Overachievement” by John Eliot, Ph.D. 
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“The Power of Purpose” by Richard J. Leider 
“Getting Things Done” by David Allen 
“The Ultimate Guide to Mental Toughness” by Daniel Teitelbaum 

Emotional Intelligence/Personality Profiles 
“Selling with Emotional Intelligence” by Mitch Anthony 
“Emotional Intelligence” by Daniel Goleman 
“Emotional Intelligence at Work” by Hendrie Weisinger, Ph.D. 

Marketing and Sales 
“Heavy Hitter Selling: How Successful Salespeople Use Language and Intuition to Persuade Customers 
to Buy” by Steve W. Martin  
“High Trust Selling” by Todd Duncan 
“Selling with Emotional Intelligence” by Mitch Anthony 

Presentation Skills 
“10 Simple Secrets of the World’s Greatest Business Communications” by Carmine Gallo 
“Beyond Bullet Points” by Cliff Atkinson 
“Presenting to Win: The Art of Telling Your Story” by Jerry Weissman 
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Parable Books and Prepare to Win 

 

"Say Ciao to Chow Mein" is a real-world example of how young lawyers 
can take control of their life and career by prioritizing their personal and 
professional time to get more satisfaction from both. Young lawyers learn 
in 3 hours what it took most lawyers years to figure out. 

 

 

The sequel "Rising Star: The Making of a Rainmaker" follows a young 
partner, Gina, who gets promoted as a result of having a lot of business 
from one client and then feels immense pressure to be even better, be a 
super mom and super wife.  Through real-life examples, Gina learns how 
to balance the demands of her career and home while developing the 
skills necessary to become a rainmaker.    

 
 
"Prepare to Win: A Lawyer's Guide to Rainmaking, Career Success and 
Life Fulfillment" expands on the principles in "Say Ciao to Chow Mein" 
and "Rising Star: The Making of a Rainmaker" in a non-fiction setting.  
"Prepare to Win" is in workbook format so that the reader can 
immediately implement successful rainmaking, career development, and 
life fulfillment skills. 
 
 
 
Please visit our website for more information about Cordell Parvin, the parable books 
and Prepare to Win, Webinars, or our law consulting blog. 
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