- ;
NS ’ &

“} Ot
The-Rain? Maker

L7

Putting The “Fun” in the

Fundamentals of Networking

How to Use Real Life & Social Networking to
Become a Rainmaker Ethically

Tel: 201-264-6040 - www.the-rain-maker.com (coming soon) - info@marketingfield.com




Definition of Networking

“Networks are people talking to each
other, sharing ideas, information and
resources.”

“Networking is a verb, not a noun. The
important part is not the network, the
finished product, but the process of
getting there —

the communication that creates the
linkages between people and clusters of
people.”




Definition of Networking
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Keyword: Sharing

The Law of Reciprocity




Definition of Networking
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* Most think of networking as only
going to large events where lots
of people are handing out
business cards.

* Begin to think of networking
differently




Definition of Networking

Networking is anytime
you meet with another
person

One-On-0One

Through Social Media
Networking




= RPC 1.18: Duties to Prospective Clients

= RPC 1.6: Confidentiality of Client Information
= RPC 1.7: Conflict of Interest: Current Clients
Ethj
= RPC 1.9: Conflict of Interest: Former Clients ICS

= RPC5.5: Unauthorized Practice of Law

= RPC 7.1: Communication Concerning Lawyer’s Services

S
= RPC7.2: Advertising
= RPC 7.3: Solicitation of Clients
= RPC 7.4: Communications of Field of Practice & Specialization A

= RPC7.5: Firm Names and Letterhead



Why You Need To Start Networking Now!

* Control your Destiny

* Open Doors to Employment
Opportunities




Why You Need To Start Networking Now!

Promote Yourself:

ﬁ“ e e It's not WHAT you know
- .

o It's not WHO you know
- 2

e It's WHO knows WHAT
you know




Why You Need To Start Networking Now!

To Gain Knowledge and Information

To Build Confidence and Self-Esteem




Why You Need To Start Networking Now!

The Best Return On Investment (ROI)
for Your Rainmaking Activities




NETWORKING SHOULD BE FUN!
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You never know when you are going to meet that one

person who is going to turn your life around.




NETWORKING SHOULD BE STRATEGIC

Stop committing “random acts of networking”

You should have specific goals for your
networks

Networking is still work




Networking Events

« Do your homework before the event

* Bring enough business cards

e Turn off your cell phone




Networking Events

e |t's not about you!

e Ask questions

e TURN. OFF. YOUR. CELL. PHONE!

e What should you do if you are an introvert?




Networking Events

Ice Breaker Questions:
 Why did you attend this event?
e Tell me about your business

 How did you get started in your
field/industry?

 What do you like most about what you
do?

 What does your ideal client look like?




Networking Events

* |ce Breaker Questions:

Where did you go on your last vacation?

Do you have any hobbies?

 How many brothers and sisters do you
have? Where are you in the line-up?

 What did your parents do for a living?




The Networking Event
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LISTENI!




The Networking Event

 The Audio Business Card (aka
“the Elevator Speech”)

« Should answer the following
guestions:
 Who are you?
 Who are your ideal clients?
 How do you help them?
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ETHICS




RUIe 118 (a) A person who consults with a lawyer about the
Duties to possibility of forming a client-lawyer relationship
. with respect to a matter is a prospective client.
Prospectiye Clients

. P (b) Even when no client-lawyer relationship ensues, a
lawyer who has learned information from a
prospective client shall not use or reveal that
information, except as Rule 1.9 would permit with

~ respect to information of a former client.




Rule 1.6-
Conﬁdentiality of
’nformat,'on (a) A lawyer shall not reveal information relating
to the representation of a client unless the client
gives informed consent, the disclosure is impliedly
authorized in order to carry out the representation
L - or the disclosure is permitted by [other part of

rule]

a




RUIe 1. /: a) ... a lawyer shall not represent a client if the
COnﬂlct of Inter representation involves a concurrent conflict of
est interest. A concurrent conflict of interest exists if:

(Generg Rule)

(2) there is a significant risk that the
representation of one or more clients will be
materially limited by the lawyer's

- responsibilities to another client, a former
client or a third person or by a personal
interest of the lawyer. (italics added)




Rule 1.9.
Duties tq
Former Clients

(c) A lawyer who has formerly represented a client in a
matter or whose present or former firm has formerly
represented a client in a matter shall not thereafter:

1)

2)

use information relating to the representation
to the disadvantage of the former client
except as these Rules would permit or require
with respect to a client, or when the
information has become generally known; or

reveal information relating to the
representation except as these Rules would
permit or require with respect to a client.




Now ... Back to the Networking Event

e The Best Time to Ask For A
Business Card

» Business Card are Subject to the
RPC’s




Rule 7.1.
COmmUnication A lawyer shall not make a false or misleading

Concern,’n communication about the lawyer or the lawyer's
£a ’—aWyer’s services. A communication is false or misleading if it
Service contains a material misrepresentation of fact or law,

or omits a fact necessary to make the statement

considered as a whole not materially misleading.

S




| Rule /.3:
Sohcitation of Clients

(a) A lawyer shall not by in-person, live telephone or
real-time electronic contact solicit professional
employment when a significant motive for the lawyer's
doing so is the lawyer's pecuniary gain. . .




(a) A lawyer may communicate the fact that the

lawyer does or does not practice in particular fields
of law.

(d) A lawyer shall not state or imply that a lawyer is
certified as a specialist in a particular field of law . . .




Rule 7.5.
Firm Names g
Letterhead

(a) a lawyer shall not use a firm name, letterhead or
other professional designation that violates Rule 7.1.
A trade name may be used by a lawyer in private
practice if it does not imply a connection with a
government agency or with a public or charitable
legal services organization and is not otherwise in
violation of Rule 7.1.

(d) Lawyers may state or imply that they practice in a
partnership or other organization only when that is the
fact.




o First Impressions Matter
 Be On Time for the Event

e Dress Well

e CarryaPen




 Avoid the Dead Fish
Handshake

* Avoid the Vice-Grip

* Avoid the “Politico”

* Avoid the “Queen’s
Fingertips”




The Networking Event

Eating and Drinking at a | y
Networking Event /4




After the Networking Event

Follow Up, Follow Up, Follow Up!




Where to Network

* Everywhere and Anywhere!

» Almost every industry, hobby or lifestyle
has an association for you to join

» Create your own networking group




Social Media For Networking

Social Media v. Social Media Networking
socir
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Social Media For Networking

You can no longer ignore social media

Social Media is marketing 24/7/365

Social Media can be the start of creating
relationships

Where are your ideal clients/niche hanging
out?




Social Media For Networking

e Create your profile

e Connect with your niche, friends, referral
sources

e “Listen”
e Contribute

e Be authentic

* Focus on quality







Rule 5.5: Unauthorized
Practice of Law

(a) A lawyer shall not practice law in a jurisdiction in
violation of the regulation of the legal profession in
that jurisdiction, or assist another in doing so.

(b) A lawyer who is not admitted to practice in this
jurisdiction shall not:

(2) hold out to the public or otherwise represent
that the lawyer is admitted to practice law in this

jurisdiction.




Rule 7..
Advertising

(a) Subject to the requirements of Rules 7.1 and 7.3, a
lawyer may advertise services through written,
recorded or electronic communication, including public
media.

(b) A lawyer shall not give anything of value to a person
for recommending the lawyer's services . ..




Social Media for Networking

* Follow up
L SocIt*

-‘\
 Take it off-line &' HIEIII snﬂlﬂl-




Networking Paradox

‘ TWE AL DERLNETR L Bevesd

THE
SWEETEST
m Learn to pronounce their names

A FILM ABOUT NAMES
Learn to spell their names

A FILM BY ALAN BERLINER




The Golden Rule Of Networking

« For Rainmaking Success, you must create
relationships. And nothing creates relationships
more than networking — whether one on one, in
large events, or on line.

« All things being equal, people will do business
with people they know, like and trust.




Jaimie B. Field, Esq.

Who I Am

e 1B

P Vs -
The-RainMaker
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I believe that every Attorney can become a Rainmaker because

Training Seminars Group Coaching

Workshops One-on-One Training

Law Firm Retreat Keynote Addresses

As a thank you for attending this teleseminar, if you would like to experience a complimentary Rainmaking Coaching session via telephone,
please send an email to the address below and put the words “Esquire CLE Coaching Session” in the subject line. (Valid until 12/31/17)

Tel: 201-264-6040 - www.the-rain-maker.com (coming soon) - info@marketingfield.com
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