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The legal industry is poised for a strong comeback as the world embraces the shift
towards hybrid work and a gradual return to the office. Businesses worldwide, including
law firms, are discovering new ways to connect with clients and remain competitive in
this evolving landscape. In FY24, law firms must focus on digital marketing strategies to
attract and retain clients, fostering growth and resilience.

The Fiscal Year 2024 Law Firm Marketing Plan is an invaluable resource for law firms
looking to thrive in this dynamic environment. The plan offers a comprehensive
roadmap focusing on increasing brand awareness, acquiring new clients, and driving
revenue growth. By leveraging digital channels such as social media, email marketing,
and search engine optimisation (SEO), law firms can reach their target audience and
effectively communicate their unique value proposition.

Content marketing is a crucial aspect of the marketing plan. With people spending more
time online than ever, creating valuable and informative content can help law firms
distinguish themselves in a competitive market. Demonstrating expertise and building
trust with potential clients can be achieved through producing blog posts, articles,
videos, and other types of content.

Targeted advertising is another vital component of the marketing plan. By using
platforms such as Google Ads and social media advertising, law firms can connect with
their ideal clients based on demographics, interests, and other factors. This form of
advertising can be highly effective in generating leads and converting them into clients.

The marketing plan also emphasises the importance of a clear budget and ROI
measurement. With limited resources, allocating marketing spend and strategically
tracking each campaign's results is essential. By analysing metrics such as website
traffic, lead generation, and conversion rates, law firms can optimise their marketing
efforts for maximum ROI.

In summary, the FY 2024 Law Firm Marketing Plan is a comprehensive guide for law
firms striving to succeed in an ever-changing and competitive landscape. Law firms can
reach their target audience and drive revenue growth by prioritising digital marketing
strategies such as content marketing and targeted advertising. As the legal industry
adapts to the new normal, embracing digital marketing and innovative approaches is
more crucial than ever.
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SMART goals are an essential component of any law firm marketing plan. By setting
specific, measurable, achievable, relevant, and time-bound goals, law firms can focus
their marketing efforts and track their progress towards success.

Firstly, specific goals are crucial as they help firms to narrow their focus and ensure that
their marketing efforts are aligned with their overall business objectives. Measurable
goals are equally important as they allow law firms to track their progress and adjust
their strategy as needed. Achievable goals are realistic and attainable, given the
resources available. Relevant goals are aligned with the law firm's overall business
objectives and marketing strategy. Finally, time-bound goals provide a deadline for
achieving success and help to keep focused on the objectives.

The following are some examples of SMART goals that a law firm may set for its
marketing plan in FY24:

1. Specific: Improve the firm's website's user experience and increase the average
time spent on the site.

2. Measurable: Increase the website's average session duration by 30 seconds
within the next 3 months.
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3. Achievable: Conduct a website audit, optimise the site's navigation and layout,
and create informative and engaging content to keep visitors on the site for
longer.

4. Relevant: Improve the firm's online reputation and increase the likelihood that
visitors will become clients or refer others to the firm.

5. Time-bound: Achieve these goals within the fiscal year 2024 (June 30, 2023 –
June 29, 2024).

To ensure that the goals set in the marketing plan for FY24 are realistic and achievable,
law firms must keep in mind the available resources and the overall business objectives.
With SMART goals in place, law firms can be confident that their marketing efforts are
well-aligned and driving towards success.
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Defining your target market is crucial for any business, including law firms. To effectively
market your services and grow your client base, you must identify your ideal clients and
understand their needs and preferences.

Here are some steps to help you define your target market for your law firm in FY24:

1. Analyse your current client base: Look at your existing clients and analyse their
demographics and legal needs. This will give you a good starting point for
identifying your target market.

2. Conduct market research: Use market research tools such as surveys, focus
groups, and social media listening to gain insights into potential clients' legal
needs and preferences in your area. You can also research industry trends and
competition to identify opportunities and gaps in the market.

3. Develop buyer personas: Create detailed profiles of your ideal clients based on
your market research and segmentation. These buyer personas should include
information such as age, income, job title, pain points, and preferred
communication channels.

4. Refine your marketing messages: Use the insights from your market research
and buyer personas to craft targeted marketing messages that speak directly to
the needs and preferences of your ideal clients. This could include messaging
that emphasises your expertise in a particular industry or legal area or highlights
your commitment to personalised service.

By following these steps, you can define your target market for your law firm in FY24
and develop an effective marketing strategy that helps you reach and attract your ideal
clients.
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Website

A law firm's website is often the first point of contact between potential clients and the
firm, making it a crucial component of any marketing strategy.

Here are some key considerations when redesigning your law firm's website for FY24:

1. Professional and modern design: The website should have a professional and
modern design that reflects the firm's brand and values. This can include a clean
and visually appealing layout, high-quality images, and consistent branding
throughout the site.

2. User-friendly experience: The website should be easy to navigate and use, with
clear menus and intuitive page layouts. It should be responsive design, which
caters for multiple devices such as mobile, tablets etc. Statistics show more and
more people are accessing websites on their phones and tablets.

3. Fast page load times: Users expect websites to load quickly, and slow loading
times can lead to high bounce rates. Optimising the website for fast page load

7 | Page liftlegalmarketing.co.uk



times is crucial, which can be achieved through techniques such as image
optimisation and minimising codes on the back end.

4. Conversion rate optimisation (CRO) strategies: CRO strategies are designed to
encourage website visitors to take specific actions, such as filling out a contact
form or calling the firm. This can include clear call-to-action buttons, easy-to-find
contact forms, and testimonials or case studies that demonstrate the firm's
expertise.

5. Updated content: The website should be regularly updated with fresh, relevant
content that reflects the firm's expertise and experience. This can include case
results, blog posts, and client testimonials, which can help establish the firm as a
trusted authority in the legal industry.

By implementing these strategies, a law firm can create a website that effectively
communicates its brand and value proposition to potential clients. A well-designed and
user-friendly website, optimised for mobile and fast page load times, with clear
calls-to-action and relevant content, can be a powerful tool for attracting and converting
new clients.

Guides, Webinars, and Videos

In addition to a modern and user-friendly website, a law firm's marketing strategy can be
enhanced by creating valuable content that educates and engages potential clients.
Here are some strategies for creating compelling content that can help attract and
convert new clients:

1. Downloadable e-books and guides: Creating a library of downloadable guides on
key legal topics can be a great way to showcase the firm's expertise and provide
value to potential clients. These guides can cover topics such as estate planning,
business formation, and intellectual property law, and should be tailored to the
specific needs and interests of the target market.

2. Webinars: Hosting regular webinars featuring the firm's lawyers, or guest
speakers, discussing relevant legal issues and answering audience questions
can effectively engage potential clients. It can also establish the firm as a thought
leader in the legal industry. Webinars can be promoted through email marketing
campaigns and social media and recorded and shared on the firm's website for
continued engagement.

3. Videos: Producing high-quality videos that showcase the firm's expertise, share
client success stories, and offer general legal advice can be a powerful tool for
attracting and converting new clients. Videos can be shared on the firm's
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website, social media channels, and video-sharing platforms like YouTube. They
can help establish the firm as a trusted authority in the legal industry.

By creating valuable content that educates and engages potential clients, a law firm can
attract new leads and establish itself as a trusted authority in the legal industry.
Downloadable guides, webinars, and videos can help differentiate the firm from its
competitors and build trust and credibility with potential clients.

SEO

Search engine optimisation (SEO) is a crucial component of any law firm's marketing
strategy. Optimising the firm's website for relevant keywords and acquiring high-quality
backlinks can improve its visibility in search engine results pages and attract more traffic
to its website.

Here are some key strategies for implementing an effective SEO strategy for the fiscal
year 2024:

1. Keyword research: Conducting keyword research to identify high-traffic,
low-competition keywords relevant to the firm's practice areas is an essential first
step in optimising the firm's website for search engines. This can include
identifying long-tail keywords that are specific to the firm's niche areas of
practice.
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2. On-page optimisation: Optimising website content, including title tags, meta
descriptions, and header tags, for target keywords is crucial for improving the
website's visibility in search engine results pages. This can also include creating
high-quality, relevant content that addresses the needs and interests of the firm's
target market.

3. Link building: Implementing a link-building strategy to acquire high-quality
backlinks from authoritative websites can help improve the firm's visibility and
credibility in search engine results pages. This can include contacting other
websites to request backlinks, creating high-quality content that other websites
are likely to link to, and participating in relevant online communities and forums.

4. Monitoring and analysis: Regularly monitoring and analysing SEO performance
using tools such as Google Analytics and Google Search Console can help the
firm identify areas for improvement and adjust its SEO strategy accordingly. This
can include tracking keyword rankings, monitoring website traffic and
engagement metrics, and analysing the effectiveness of link-building efforts.

By implementing these strategies, a law firm can improve its visibility and credibility in
search engine results pages, attract more traffic to its website, and ultimately attract
more leads and convert them into clients. A well-executed SEO strategy can be a
powerful tool for establishing the firm as a trusted authority in the legal industry and
growing the firm's client base.

Google Ads

Google Ads is an effective marketing strategy for law firms looking to increase visibility,
attract leads, and grow their client base. By targeting specific practice areas and
geographic locations with compelling ad copy and extensions, law firms can reach
potential clients actively searching for legal services. Here are some key strategies for
implementing an effective Google Ads campaign in FY24:

1. Campaign targeting: Setting up and managing Google Ads campaigns targeting
specific practice areas and geographic locations is essential for reaching
potential clients most likely to be interested in the firm's services. This can
include targeting keywords related to the firm's practice areas and specifying
locations where the firm has a presence or wishes to attract clients.

2. Ad copy and extensions: Creating compelling ad copy and utilising ad extensions
such as sitelink extensions, callout extensions, and structured snippets can help
improve click-through rates and attract more leads to the firm's website. Ad copy
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should be tailored to the needs and interests of the target market and highlight
the firm's unique value proposition.

3. Bid and budget optimisation: Optimising bids and budgets for maximum return on
investment (ROI) is crucial for ensuring the firm's effective and cost-efficient
Google Ads campaigns. This can include adjusting bids based on keyword
performance data and allocating budgets to campaigns generating the most
leads and conversions.

4. Continuous monitoring and adjustment: Continuously monitoring and adjusting
Google Ads campaigns based on performance data is essential for optimising
results and improving ROI. This includes tracking click-through rates, conversion
rates, and cost-per-click metrics, and adjusting campaigns to ensure maximum
effectiveness.

5. Landing page: Ensure you have a landing page designed for traffic generated
through your Google Ads campaign to land on. A landing page is a single
website page with a specific purpose, and a landing page aims to convert visitors
into leads. Some best practices include crafting a solution-focused headline,
choosing an image that illustrates the call to action, writing compelling copy,
including the lead form above the fold, adding a clear and standout call-to-action,
and optimising for search.

By implementing these five strategies, law firms can effectively reach potential clients
who are actively searching for legal services, increase search engine visibility, and
attract more leads and clients. A well-executed Google Ads campaign, paired with a
good landing page, can generate leads for your law firm and establish your firm as a
trusted authority in the legal industry.

Newsletter & Blogs

A strong content marketing strategy is essential for law firms looking to establish their
expertise and build a loyal following. Two key components of this strategy are
newsletters and blogs, which can help law firms stay top of mind with clients and
prospects while providing valuable information and insights. Here are some key
strategies for implementing an effective newsletter and blog content marketing strategy
in FY24:

1. Newsletter publication: Developing a regular newsletter cycle or publication is an
effective way to keep clients and prospects updated on firm news, legal
developments, and upcoming events. Newsletters can be sent out via email or
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other channels, and can include updates on recent case wins, insights on new
legal developments, and invitations to upcoming events or webinars.

2. Blog content calendar: Creating a blog content calendar and publishing regular
articles addressing common legal questions, case studies, and industry trends
can help establish the firm as a trusted authority in the legal industry. Blog
content should focus on topics relevant to the target market and provide valuable
information and insights that help clients and prospects better understand
complex legal issues.

3. Promote content: Promoting blog content through social media and email
marketing can help increase visibility and attract more readers to the firm's
website. Social media platforms such as LinkedIn and Twitter can be effective for
sharing blog posts and engaging with followers. At the same time, email
marketing can be used to share blog content directly with subscribers and
promote upcoming events or webinars.

An effective newsletter and blog content marketing strategy can help law firms to
establish themselves as thought leaders, build a loyal audience, and attract more leads
and clients. Law firms can position themselves as trusted resources for clients and
prospects by providing valuable information and insights on legal developments and
trends. Consistently publishing informative content can build relationships and establish
trust over time, leading to increased brand awareness, more website traffic, and,
ultimately, more business for the firm.

Lead Generation

Lead generation is the process of capturing and nurturing potential clients or customers
for a business. In the case of law firms, generating leads is crucial to attracting new
clients and expanding their customer base.

Here are some key tactics for capturing and nurturing leads in FY24:

1. Offer a free consultation or case evaluation: Providing a complimentary
consultation or case evaluation can be an effective way to grab the attention of
potential clients and demonstrate the firm's expertise. This gesture can help build
a sense of trust and establish a solid foundation for a lasting relationship.

2. Create engaging downloadable resources: Crafting valuable, educational
resources such as e-books or guides can entice prospects to exchange their
contact information for these resources. This exchange can allow law firms to
nurture leads and establish more personal relationships.
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3. Utilise marketing automation: Automation can help law firms manage the process
of following up with leads more efficiently and effectively. Sending out
personalised and timely emails and other communications can help nurture leads
and create a more positive experience for potential clients.

4. Establish a referral program: Referral programs can help turn happy clients into
brand ambassadors, sharing their positive experiences with others. Creating a
referral program that rewards satisfied clients for spreading the word can be a
powerful way to generate new business.

By implementing a lead generation strategy that includes free consultations, valuable
resources, marketing automation, and referral programs, law firms can build trust with
potential clients and ultimately convert them into paying clients. Establishing strong
relationships can help law firms stand out from competitors while also helping to foster a
loyal following over time.
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Developing a robust marketing budget and activity plan is critical to the success of a law
firm in the upcoming fiscal year.

To create a plan that works, it is crucial to keep the following factors in mind:

1. Allocate funds wisely: Prioritise your marketing spend on activities that will
provide the most value and return on investment (ROI). This may include website
redesign, content creation, advertising campaigns, and marketing tools. By
investing in the right areas, you can maximise the impact of your marketing
efforts and achieve your goals more effectively.

2. Create a monthly marketing activity plan: Creating a detailed marketing activity
plan can help you stay organised and on track with your marketing initiatives.
This plan should include tasks such as content creation, social media
management, and email marketing. By breaking down your marketing activities
into specific tasks, you can better manage your time and resources and ensure
your efforts are coordinated and effective.

3. Track ROI for each marketing channel: It's essential to measure the success of
your marketing efforts by tracking the ROI for each marketing channel. This
includes monitoring metrics such as website traffic, leads generated, and
conversions. Based on this data, you can adjust your budget and activity plan to
focus on the channels that provide the most value and improve or eliminate those
not performing well.

By spending your budget wisely, creating a monthly activity plan, and tracking ROI for
each marketing channel, you can build a successful marketing strategy for your law firm
to help you achieve your business objectives in the upcoming fiscal year.
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In this guide, we've touched on several key areas of focus for the upcoming fiscal year's
marketing plan. Moving forward with the marketing plan for your law firm will require a
series of critical steps to be taken, such as the following:

1. Audit the firm's current marketing efforts: Conducting a comprehensive audit of
your firm's current marketing efforts is essential. This involves identifying the
areas that require improvement, determining which channels are working well,
and which ones must be revamped or eliminated.

2. Assemble a dedicated marketing team or hire an agency: Once you clearly
understand your marketing needs, you can assemble a dedicated marketing
team to execute the marketing plan or hire an agency to handle the marketing
efforts on your behalf. This team or agency will implement the marketing
strategies identified in the plan.

3. Establish a timeline and milestones: Setting realistic timelines and milestones for
each marketing strategy identified in the plan is essential. This helps to ensure
that your team stays on track and that you can measure progress against your
goals.

4. Regularly review and adjust the marketing plan: Marketing is an ever-evolving
landscape, so it is crucial to regularly review and adjust the marketing plan based
on performance data and industry trends. This helps to ensure that your
marketing efforts remain effective and up-to-date.

By following these next steps, you can ensure that your marketing plan is executed
effectively, resulting in increased brand visibility, a higher volume of leads, and
ultimately, increased revenue for your law firm.
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