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The 1-2-4 Rule 
 
 
 
 
 
 
 

 
 
 
 
 



 
 

ñHaving a sense of purpose is having a sense of self. A course to plot is a destination to hope for.ò  

- Bryant H. McGill 
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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 

 


