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“There is no greater agony than bearing an untold story inside you.”  

- Maya Angelou 
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Sales Networking - Session Description 
 

This session shows fee-earners how to move their networking from being an ineffective burden to being 
a pleasurable and rewarding activity.  
 
If the fee-earners routinely return from a networking event with a pocketful of business cards that, most 
likely, aren't further used, we need to make them rethink their strategy. While it's good for them to make 
friends, and to "raise awareness" of their law firm through their presence, it's better to make real contacts 
that we can move forward with. Moreover, making the right connections with the right people to expand 
their legal business requires some focus and discipline. Networking is important in legal consulting, 
whether the fee-earner is selling concrete services, or, instead just widening awareness of themselves 
as a good professional on the market in their sphere. Both types of networking require specific skills and 
practice which is trained in this session.   
 
The focus of networking should be in building business relationships. Billable work will often, eventually, 
follow but first we have to have them to put down the cornerstone by establishing business relationships 
that provide the fee-earners with the opportunity to meet other people and expand their contact lists. 
 

 

Key Concepts 
 

1. The Other Lawyer Objection 

2. Name Dropping 

3. 4 Ways of Escape 

4. The 24/48 Rule 

5. War Stories 

6. 90% Post Event 

7. IQ Vs. EQ 

8. InterestING Vs. InterestED 

9. The 10 Minute Rule 

10. Conversion Ratio 

11. An Elevator Speech  

12. The Funnel 

13. The Comet Approach 

14. KDM Hunting 

15. A Smile is Worth Two Master’s Degrees 

16. Small Talk 

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


