LAW PRACTICE BUSINESS DEVELOPMENT GOAL-SETTING CHECKLIST

This material is reprinted with permission from the How-to Kit, “Create a Marketing Plan

for Your Small Law Firm,” by Elizabeth A. Jolliffe, © (2013) The Institute of Continuing Legal
Education, www.icle.org. The forms are reprinted with permission from

Elizabeth A. Jolliffe, Your Benchmark Coach, www.yourbenchmarkcoach.com.
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LAW PRACTICE BUSINESS DEVELOPMENT GOAL-SETTING CHECKLIST

One-Month Business Development Goals

0 Develop and practice my 20-second self-introduction.

0 Get key marketing tools in place (e.g., business cards, website, and other online
presence).

0 Research current legal, business, and/or personal challenges my target market faces.

00 Identify publications, groups, events, contacts, to implement my marketing plan.

(1 Meet with three professional or other service providers who work with the same target

market.
0 List other one-month goals:

Three-Month Business Development Goals

0 Set monthly revenue goal:

[0 Set goal for number of clients or matters:

11 Set goal for number of referral sources/potential referral sources:
O

0

Set goal for number of new relationships with people/entities in my target market:
Set goal for number of marketing/networking events (e.g., articles, blogs, lunches,
speaking engagements):

0 Set goal for number of CLE seminars or hours of independent study, etc:

0 Make a habit of your daily or weekly business development activities.

[1  Become comfortable with and use 20-second self-introduction.

0 List other three-month goals:

Six-Month Business Development Goals

Set monthly revenue goal:
Set goal for number of clients or matters:

Set goal for number of referral sources/potential referral sources:

Set goal for number of new relationships with people/entities in my target market:

Set goal for number of marketing/networking events (e.g., articles, blogs, lunches,
speaking engagements):
1 List other six-month goals:
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Twelve-Month Business Development Goals

Set monthly revenue goal:
Set goal for number of clients or matters:

Set goal for number of referral sources/potential referral sources:

Set goal for number of new relationships with people/entities in my target market:

Set goal for number of marketing/networking events (e.g., articles, blogs, lunches,
speaking engagements):

List other twelve-month goals:
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LAW PRACTICE BUSINESS DEVELOPMENT GOAL-SETTING CHECKLIST

IMPORTANT NOTICES

This material is provided for informational purposes only and does not establish, report, or
create the standard of care for attorneys in Oregon, nor does it represent a complete analysis of
the topics presented. Readers should conduct their own appropriate legal research. The
information presented does not represent legal advice. This information may not be
republished, sold, or used in any other form without the written consent of the Oregon State Bar
Professional Liability Fund, except that permission is granted for Oregon lawyers to use and
modify these materials for use in their own practices. © 2023 OSB Professional Liability Fund
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