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10 Reasons to do Legal Business Development 
 

Before you can really succeed in making business development part of your weekly schedule, and in 
reaping the rewards of this sustained effort over time, you need to be clear for yourself as to why to do 
this. Below are ten reasons for a lawyer to do legal business development. Circle the 2-3 that apply to 
you most of all: 

 

1. Life is not fair - Sorry, it is not true that by simply being an excellent lawyer then many clients will 
come to you and you will have plenty of work. A lawyer-salesman will be busier than a lawyer-academic.    

 

2. Enjoy your work - If you do business development, you could select clients, industries and projects 
that you would enjoy working on. If you do not choose your work, somebody else will chose it for you.    

 

3. Make more money - Are you happy with your income? If you would like a pay rise, or a promotion, or 

a fat bonus, you are in a much stronger position to get one if you can show that you are a rainmaker.    

 

4. Work less, earn more - One reason to do business development would be to get more premium work, 

at a higher rate, and then work fewer hours while, at the same time, earning more. Why not work less?    

 

5. Improve yourself - Are you the best possible you? A reason to learn business development skills 

would be for self-realization. Whatever you plan to do in future, knowing how to sell will not hinder you.     

 

6. It's unethical not to sell - The customer is not always right. It is unethical to not persuade the client 

on their best course of action. If you are not the one to save them from potential calamity, then who will?    

 

7. The feeling of success - When you finally manage to convert a prospect into a client, or when your 
pitch succeeds, and you see that your efforts have born a result – the feeling is superb. It will be a buzz.    

 

8. Job security - If you have commercial skills, you will be the last person to lose their job if the economy 
crashes. While, in good times, you will be the first to become a partner, or to get a promotion.    

 

9. Don’t get complacent - If “too busy” to do business development, what happens if the work 
evaporates? Good times foster complacency. Being busy today, does not guarantee success tomorrow.      

If you wish to, you can achieve great things in 2018.   

 

10. Be a better lawyer - By understanding your client’s needs better, which is a requisite of good 

business development, you will be better able to assist them legally. You will be a better lawyer.      

 

If you have any questions, or would like some help, contact me at any time – john@nixedonia.com 


