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"It always seems impossible until it's done."  

- Nelson Mandela   
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Cross-Selling - Session Description 
 
This session explains and demonstrates how to cross-sell to existing clients and how to ensure the 
practice is a success. We look at direct and indirect cross selling approaches and how to leverage cross 
selling to increase the sales of our own work.  
 
Many early stage working fee earners that offer more than one service can do a much better job of 
educating clients on the different solutions they deliver. This type of cross selling can be a highly effective 
tool. When you cross-sell, you offer the client a legal service related to whatever they are already buying. 
It can be as simple as the lawyer asking if they would like a review of existing labor contracts before 
doing the corporate spin-off. Up-selling positions higher priced services in a good/better/best 
progression. Both methods of encouraging clients to spend a little more can dramatically boost your 
sales. But maybe you worry about irritating clients with too many sales pitches to buy more? Don’t. 
Surveys show that most clients appreciate being told about additional legal services that might better 
meet their needs or about new items that were not offered in the past. It’s a way of demonstrating that 
you are aware of their needs and care about their satisfaction. 
 

 

Key Concepts 
 

1. Tea for Three (T43) 
2. The Client Relationship Cliff 
3. A Wrecker / Satisfied Client / Raving Fan 
4. Post-Closing Sushi 
5. Transactional Client / Relationship Client 
6. The Cross-Sell Grid 
7. Coin Analysis 
8. Possession Mentality 
9. Re-contact (1-2-4)  
10. “Oh, by the way…”  
11. The Rule of 25 
12. Can you do me a favour Vs. Can I do you a 

favour? 
13. “The best salesman never sounds like a 

salesman.” 

14. Client BONDS Analysis 
15. Facebook Friends 
16. The “It’s unethical to sell!” Misconception 

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


