NIXEDONIA

Definition: Nixedonia - [ni.khe.'dB80.ni.8.] - Eng. (noun.)
“the joyful condition of anticipated success.”

OnpegeneHue: Nixedonia - [HuxegoHus] - (cyLu,.)
“padocmHoe cocmosiHue 0xcudaemoz20 ycnexa.”

New Client Hunting - 5

The 1-2-4 Rule

NCH 1

Success does not
come overnight. It takes
more than inspiration but
also planning, hard work,
and, importantly for easily-
distracted lawyers: perseverance.
If we do not regularly schedule
Business Development into our hectic
schedules each week, it most likely
won't ever happen. You will always be too
busy. You will always have other work to do.
We can make a thousand justifications to not
do something-especially if we don't want to do it
nor are certain how to do it. But remember that
billable hours are only our income for today:
Business Development hours are our income for
tomorrow and all the future days then after. And so,
otherwise, the years will pass, and like a leaf upon a stream,
snuggled safe within our comfort zone, we will drift along
wherever the currents of fate might take us. Unfortunately, it
may well not take us where we would like to go! Even if we are
fortunate and no rapids or waterfalls dash us and sink our dreams,
this passivity is a grave mistake. This comfort in inaction is an illusion.
One day we might find that we are stuck in some stagnant backwater,
and the way ahead seems lost. Our career journey doesn't have to be like
this. Not at all. While the rivers ahead won't always be calm, and we'll
definitely be drawn back more than once, we must sail onwards. Yet, we can still
enjoy the flow, and control our route. As in the N of the Nixedonia logo, the graph
of our progress will nevertheless, despite the inevitable setbacks and
disappointments, show a positive trend. We must not be afraid to fail. By learning to
swim, we are less likely to go under; we are more likely to reach our destination. We will
certainly fail. Again and again. And that is OK. We will learn from that, and try harder. We
will sail, not drift. We will succeed in our personal growth, in our wealth, and in our freedom.
And finally, along this great journey, we will attain Nixedonia and thereafter reach any shore
that we desire. Anywhere...
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AHaving a sense of purpose is having a sense o0
- Bryant H. McGill

The 1-2-4 Rule

The 1-2-4 Rule quite simply shows you how to generate the most billable hours with the least effort: It
will take you 1 hour to get more work from a Current Client, 2 hours from an Ex-Client, and 4 hours
from a New Client.

Contrary to expectations, legal business development does not mean only finding New Clients. Your
best source of work is from your Current Clients, and then, after them, from Ex-Clients.

The Advanced 1-2-4 Rule has five time-based categories of targets for work generation, based on time
distance in our relationship. In this case, we add Dormant Clients between Current Clients and Ex-
Clients, and then we add Long-Ex Clients between Ex-Clients and New Clients. With these you then
re-contact clients slipping into new categories. The time definition of each category will depend on your
practice.

QUESTIONS

1. Does your law firm or practice have a time-based definition of Current Clients, Dormant Clients,
Ex-Clients, Long-Ex Clients, and New Clients? If not, you should make one.

2. How can we stop a Current Client from slipping into Dormant Client status?

3. Why do so many law firms focus on finding New Clients, rather than developing Current
Clients? (this is The 1-2-4 Mistake).

4. Can you think up 5 ways to re-contact Ex-Clients to convert them back into Current Clients?

5. Do you have a list of all clients that you have worked with since graduating from university? If not,
a very valuable resource for you to create is an Ex-Client List — and then to re-contact them.

6. What barriers can we anticipate in re-converting a Long Ex-Client into a Current Client
considering we have not worked with them for such a long period? For example, they might
already be working with another law firm. How can we overcome these barriers?

7. How can we overcome The Other Lawyer Objection — when the prospect says they are happy
with the other another law firm already, and hence don’t need your services.

If you have any questions, or would like model-answers, contact me at any time — john@nixedonia.com




