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The online social networking service for law firms

If your objective is to attract new business, build relationships
with new clients, stay in contact with existing clients and share
knowledge with your peers, online social networking can help.

But a lot of time can be wasted, so we’ve cut through the hype and
done some joined-up thinking so these tools and your own content
can be used to real effect to boost your presence on the internet.

It's a service that’s especially valuable if you have limited time or
your firm has no in-house marketing resource to call upon.

Wordsworth combines professionally sourced content and your own
‘internally generated’ news, views and events into one package;

® For clients, staff or your fellow professional

® For websites, newsletters, emails, blogs and twitters

® For online networking sites - creating your profile on LinkedIn etc

Plus free membership of Legallybetter.com -the active solicitor directory.

A small amount of regular input from you and we get on with getting
your message across to your audiences, maximising the impact of
your content. Prices are from only £95 per month.

Making the most of your
online communications
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We help develop your own content - suggesting topical matters for
opinion, preparing news about your firm and researching new online
communication channels. Then, utilising the agreed social networking
tools, we help you reach out to your clients, prospects and fellow
professionals with a regular, targeted flow of relevant information.

This service is especially effective when combined with externally sourced
technical legal content (subject to their terms and conditions). We highly
recommend words4business services - see www.words4business.com

HOW DOES WORDSWORTH WORK?

Fedora contacts you to draw up a plan deciding the following:

® Your reasons and objective for doing this.

® Who you would like to make contact with.

® What topics you wish to comment on or seek opinions about.

® When/where to update/add information about you/your firm.

We deal with the ‘How?’, that will be discussed at the meeting. You want to
know it is being got on with. Next, ‘Why?’ your firm should be doing this.

ACHIEVING YOUR OBJECTIVES - DEFINING YOUR STRATEGY

Drive traffic to your website through the following activities:

® Ultilise online social networking sites to reach the agreed target
audience e.g. Twitter, LinkedIn, blogs - all improve SEO effectiveness.

® Use Google Analytics to identify where traffic is coming from.

® [E-marketing activity to existing clients and potential clients.

® Target specific sectors with promotions, case studies, events etc.

THE CHANGING USE OF THE INTERNET.

® Social networking sites have become increasingly
important and integrated into people’s daily working
lives. It is the shift from the occasional, specific
search to the continuous/ongoing awareness of the
opinions/activities of those you have chosen to
connect with that is important to recognise.

® The next step for the internet - the ability to
personalise a continuous, more relevant, online
experience gives the opportunity particular interest
to forward-thinking law firms to establish and
maintain contact with clients and potential clients,
and to gain a clear insight into their thoughts,
opinions and priorities.

THE NEW REALITY FOR LAW FIRMS

® A huge amount of legal information is freely available
on the internet, and innovations in online legal
services for easily 'commoditisable' services are
continuing.

® For younger people, their preferred method of
communication is moving from the social
environment into the work place, forcing firms to
reconsider how they interact with clients and
potential clients.

@ It is important to be able to interact with clients
more effectively by using their preferred method of
communication, generating revenue by reaching new
potential clients through a presence on these sites.
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IDEAS FOR ACTION POINTS BLOGS AND TWEETS
® We agree the communications plan consistent with your marketing ® A blog is ‘your’ space on the internet to encourage
feedback on whatever topics you wish to discuss.

objectives. _
@ Tweets are short 140 character messages designed to

® We set up a blog for your firm, a LinkedIn presence for relevant staff . o .

get your ‘followers’ to visit your blog, website etc.
members and identify LinkedIn professional interest groups to join. @ Blogs and Tweets will improve SEO results.

® You commit a small amount of time weekly to keeping things updated. @ Blog postings are an excellent medium to generate

® Utilise your website’s ‘analytics’ to measure effectiveness of the plan. enquiries, to establish and demonstrate expertise.

® Always get an email address from potential clients contacting your firm. @ A blog will improve SEQ rankings over a static site.

® Use an email marketing system to build dialogue with clients/prospects. ® Blogging does work, but needs to pr.owde information
of value, be kept up-to-date and topical.

WHAT DOES THE SERVICE COST? \ALahACIAFINNASIRY 20

@ It has never been easier to make contact, build
relationships, share knowledge or form a consensus.

prices from £95 per month, depending on the time required to ® |t complements other parts of your communications

implement an agreed plan. Please call Jon Hepburn on 01743 plan, making your website a focal point for this.

® |t supplements face-to-face networking, making it
easier to establish new contacts.

@ |If you wish to target specific companies or industry
sectors, social networking sites will help you find
the names of their top decision-makers.

e Wordsworth is a bespoke service, tailored for each client, with

366288 to discuss your requirements.

25 Castle Street, Shrewsbury SY11DA
Email: jon@ fedoraconsultancy.co.uk
The Web: www.fedoraconsultancy.co.uk
Tel: 01743 366288 or 07721 402700
F d Contact: Jon Hepburn A
e Ora DipM MCIM, Chartered Marketer P

Member of the Institute of Marketing
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and Law Management Section of the Law Society

Consultancy |————————— ...because times have changed

Blog: http://jonhepburn.wordpress.com




