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L As the founder of Jork Consulting, Jessie Weatherley
J es s I e empowers professionals to take control of their
marketing, paving the way for sustained growth in
an ever-evolving digital landscape.

Weq t h e rI ey By blending cutting-edge marketing insights with

practical techniques, Jessie’s strategies drive
Director, Jork Consulting measurable success, helping law firms thrive.

With a Bachelor of Business Studies in Marketing
and Management, Jessie's credentials include
Certified Practising Marketer from the Australian
Marketing Institute and membership with
Professional Speakers Australia.
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Introduction

Introduction

Stepping into digital marketing can feel daunting,
especially if you're a law firm that’s used to a focus
on providing your services rather than selling them.

Fleeting social media trends and promises of
expensive ad campaigns make it challenging to
know where to best spend your time and budget.

In this guide, Jessie shares practical, cost-effective
techniques you can start using at your law
firm immediately.

Jessie’s practical advice is designed to foster
better client relationships, enhance your firm’'s
reputation, and secure loyal clients, all without
breaking the bank.

As Jessie says, ‘Good marketing comes down to
this — the right message to the right person at
the right time.’

Done right, marketing can elevate your brand,
create more sales leads and increase your share
of the market.
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Marketing

is one of the

areds|iels [e))]
firms in 2024,
yet resources
are scarce.

Smokeball 2024 State of Law Report
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Pinpoint your ideal
client for targeted
success

‘The most important thing to get very clear before
you do any marketing activities is your target market,
explains Jessie.

While it's tempting to aim for a broad audience,
pinpointing the specific audience you want to attract
can significantly enhance your marketing impact.

Keep in mind, your ideal clients might not be the
people who frequently walk through your door today.

The key is to be specific. The more focused and
niche, the better.

Developing a detailed client avatar allows you to fine-
tune your marketing to resonate with those who will
benefit most from your services.

This clarity informs every element of your marketing
strategy, from website design to the content you
produce and the channels you select to share
your content.

help to flesh
out your avatar
() Identity your niche by pinpointing who With Speciﬁ C
3 e s o characteristics,
preferences

and nheeds.
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To Do list:
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Transform your
website into a client
magnet

Building a dynamic, audience-centric website is
crucial for converting visitors into prospective
clients.

Whether you're starting from scratch or improving
an existing site, the focus should always be on
serving your visitors’ needs first.

Websites need regular, fresh, unique content,
like blog posts, to stay relevant. Every new page
you add boosts your visibility on search engines
like Google and increases the chances of your
clients finding you.

Optimising your website for conversion is key, and
lead magnets are your best tool for this. They’re
unique, valuable resources offered in exchange for
visitors’ email addresses so you can continue to
market to them.

‘You want to have something on there that is so juicy
that I'm prepared to give you my email address to
get it,’ explains Jessie.

Effective lead magnets can vary, from eBooks and

training videos to quizzes and templates, and should
offer irresistible value to your target market.

4 ) HE [T To do this, they

To Do list: determine which content

D e marees vaner i vigigning. demonstrates aspects of
our firm o 3
' experience, expertlse,
C] Infuse your site with interactive, - -
O oot ot ™ authoritativeness and
C] Regularly update your site with fresh, tru Stwo rt h i ness'

original content to enhance search
engine optimisation and attract
more visitors

Google Search Central

C] Develop irresistible lead magnets that

provide immediate value, effectively . - .
capturing leads Developing your brand and acquiring clients
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Unlock online
visibility with a
Google Business
Profile

Having a Google Business Profile is non-negotiable
for firms that want to appear in local searches. It's
free and is a fundamental step towards increasing
your online visibility and credibility.

Imagine a potential client searching for services

like ‘family lawyer near me’. Only businesses with a
claimed and maintained Business Profile will appear,
underlining its importance for local visibility.

Having a well-maintained profile is crucial for
attracting potential clients. Rich details and a

collection of Google reviews boost your credibility
and search visibility.

® Businesses

@ 'l -lGoogle
(To Do list: \/

Claim your Google Business Profile
for local search visibility

Business Profile
are twice as likely
to be considered
reputable

describe your specialties

(J Fill your profile with detailed information,
including services, contact details,

(OJ Askclients for Google reviews, Google

especially when satisfaction is high, to
build your credibility

Developing your brand and acquiring clients
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Craft content
that captivates
and converts

Regardless of your firm’s size, the success of
your digital marketing boils down to three
core principles:

» Create quality content that speaks directly to
your audience’s needs and interests

« Share that content strategically across the
platforms where your audience is most active

» Incorporate measurable calls to action to guide
your audience towards the next step in their
client journey

These elements are foundational for enhancing
audience engagement and fostering meaningful
interactions.

But how can you implement these strategies
effectively, especially with limited resources?

Companies

Jessie Weatherley breaks down the process of With blogs
generating and distributing high-impact content

on any budget. prod uce q n

average of -7

Create content

that’s useful for your
K target market / w

companies
Share it \ that don’t have

\ with them |

Include a call

K to action /

active blogs

HubSpot

Developing your brand and acquiring clients
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Craft content that captivates and converts

Create Content > Share it > Include a call to action

Create Content

Focus on producing high-quality content that
addresses the needs and interests of your target
market.

Aim for quality over quantity. A single piece of
well-thought-out content is worth more than many
superficial pieces.

Remember, authentic, in-depth content tailored
specifically to your audience is key to standing out.

Create a content calendar and diversify your
content to cater to different preferences and
platforms.

You could intoyour content
create a mix of: strategy creates

[/ BLOGS/ARTICLES OPPOI‘t}JnItIeS to
N J connect with a vast

= WEBINARS segment of the
Australian population
who seek information

0 PODCASTS (GUEST OR HOST)
> ')

(X VIDEOS (SHORT OR LONG FORM)

\ /

\ BOOKS/EBOOKS

J/

TEMPLATES
B Y

\ CHECKLISTS that's over 85% of the

_/ . .
Australian population.
\@ WHITE PAPERS

Nielsen Digital Media Ratings June 2023,
via Think With Google

() MEDIA COVERAGE

. J/
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Create Content > Share it > Include a call to action

Share it

Once you have your content, you must let your
target market know about it.

Sharing content consistently across different
channels increases your reach and engagement.

Remember, if your content is still valuable two
years after you created it, share it again. People
forget, their priorities change, or maybe they
weren’t on your list the first time.

Use different channels:

» Website for detailed blogs and resources

o Social media for broader reach (Facebook,
Instagram, TikTok, YouTube and LinkedIn)

e Targeted and segmented emails with one key
message

» Partner channels for example, guest blogging
or co-hosting webinars

Jessie believes that email marketing is a
particularly powerful tool when done right.

‘We want to send one message only. It has to be
something really helpful and useful to that target
market.’

Segmenting your email list so you can send
specific, relevant messages will boost your open
rates and engagement. For example, you could
separate your contacts into lists for the different
services you offer, ensuring clients receive
information directly related to their interests.

‘People don't

\@ WEBSITE y

\O SOCIAL MEDIA

J/

\8 EMAILS Y Jessie Weatherley

PARTNER CHANNELS
2 J
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Create Content > Share it > Include a call to action

Include a call
to action

Every piece of content you share should lead the
reader towards taking a specific next step.

Whether you want them to book a meeting, watch
a webinar, or download a guide, the action should
be clearly defined.

A well-crafted call to action turns your content
from informational to genuinely engaging, opening
doors to deeper interactions and conversions.

A call to action could be a button on your website
or text in your email that says, ‘Get a free quote’,
‘Register for our webinar’ or ‘Get instant access’.

Calls to action should be measurable so you
can evaluate their effectiveness and refine your
approach.

4 )

To Do list:

Pinpoint content types that resonate
best with your target market

Keep a schedule for creating and sharing
high-quality content

C] Ensure each content piece has a clear,
persuasive and measurable call to
action aligned with your business
objectives

N \ \Il 4 /
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le don't

‘Peo

Jessie Weatherley
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Build strategic
partnerships to
power growth

Innovative marketing can mean looking beyond
direct client acquisition to forming strategic
partnerships with others who share the same
target market without directly competing with your
services.

In some areas, like family law, direct end-client
attraction can be challenging. Here, the power of
referral partners shines, underscoring the importance
of creating content that caters not just to potential
clients but to these crucial allies as well.

Effective partnerships, such as a conveyancer
teaming up with a local real estate agent, harness
mutual strengths and offer mutual benefits. The
conveyancer might create an article about buying
property in the area, which the real estate agent then
shares with their database of local buyers.

By forming strategic partnerships and focusing
on cooperative content creation, you expand your

sphere of influence and solidify your presence with
your target market as a collaborative and forward-
thinking firm.

4 )

To Do list:

Identify potential partners who share
your target market but aren’t direct
competitors

C] Explore opportunities for co-creating
content, such as blog posts, webinars,
or podcasts, that benefits both your and
your partners’ audiences

eveloping your br.
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Turn clicks into
lasting client
connections

Every interaction, whether by email, phone, your
website, or at in-person events, presents an
opportunity to capture potential clients’ details. Don’t
miss this valuable opportunity.

Actively capturing and effectively following up on
every lead, while maximising the relationships with
your current clients, is key to not just growing but
thriving.

It's about making your firm visible and accessible to
all who might need your services.

Additionally, never underestimate the power of
informing your existing clients about the full range of
services you offer.

Often, we focus so intently on acquiring new clients
that we overlook the potential within our existing
client base.

Regular communication, such as targeted emails,
ensures past, current and prospective clients stay
informed about all your firm can offer.

-

To Do list:

(J 'mplement systems to capture leads
across all interaction points to ensure no
potential client slips through the cracks

(] Develop a consistent follow-up routine
for all leads that reflects their specific
interests

C] Communicate regularly with
your existing clients about your
comprehensive services, using
creative methods like video or webinar
invitations to re-engage past clients

Developing your brand and acquiring clients
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In Closing

There’s no silver bullet in marketing. Laying a solid
foundation and consistently building upon it is key.

‘It really is about being consistent and sticking with
it, affirms Jessie.

By incorporating the principles Jessie has shared,
you’re not just participating in the conversation, but
leading it.

This approach sets the stage for sustained growth,
leveraging strategic visibility, and forging authentic
connections with your target market.

Smokeball 2024 State of Law report underscores a
significant opportunity for firms ready to embrace
Jessie’s insights. With less than a third of firms
actively using online marketing — the majority still
depending on traditional networks and word-of-
mouth — adopting a comprehensive online strategy
offers a clear competitive edge.

4 )
Key takeaways:

* Know your audience: Begin
by thoroughly defining and
understanding your target market

o Optimise for conversion: Set your
website up to turn visitors into
prospective clients

‘You don’t want to

e Create value-driven content: Craft
and distribute high-value content
that addresses your audience’s
specific needs, always guided by a
strong call to action

be the best-kept

secret. Be |ole[ado);
Jour matket presance trovgh the conversation.’

collaborations that introduce your
services to new audiences Jessie Weatherley

» Build strategic partnerships:

+ Focus on lead management: Every
lead is gold. Capture and nurture
each one diligently to maximise the

potential for conversion Developing your brand and acquiring clients
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About Smokeball

Smokeball is a leading legal practice management
Abo u t software helping law firms around the world achieve

their growth ambitions.

S m o ke bq I I Our platform provides the visibility and insights
firms need to understand what’s driving growth —
from tracking billings to identifying top-performing
practice areas.

Smokeball LinkedIn With toq!s to automate adm}n, s_treamline workflows
and facilitate clear communication, firms can focus
on providing quality legal services to help drive client
retention and referrals.

And for stretched legal teams, Smokeball boosts
productivity and efficiency, allowing lawyers and
staff to maintain a healthy work-life balance, even
during busy periods.

Whether your goal is to expand your client base,
enhance service quality, or improve team wellbeing
through better productivity, Smokeball equips you
with the necessary tools and insights.

Already part of the Smokeball family and looking to

maximise your firm’s growth potential? Your Client
Success Manager is ready to guide you to the next

level.
A\
\ E To learn more, visit www.smokeball.com.au
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