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The Nuclear Option 
 

After a lawyer has made a proposal or pitch to a Current Client, or a Prospect, the worst response is 
certainly not a refusal. Having our proposal rejected is totally acceptable. Remember, too, that “No is not 
forever”. If you have had a proposal refused this month, there is nothing to prevent you coming back 
three or six months later with another proposal.  

 

In fact, in legal business development, we can divide the responses to a proposal into four categories:  

 

The Four Responses to A Pitch:  

 

A HIRE - This is the most wonderful outcome. We are hired. We get the work. The better our UVP, and 
the more persuasive we are in our proposal (for example, an AIDA Letter), the higher our conversion to 
getting hired.  

 

A FIRE - This is the opposite situation. We get a rejection. It is far from the worst outcome of our proposal. 
However, we should try to learn from this situation. Pay attention to what the prospect is saying. Are they 
giving real grounds for a rejection, or, instead, is it a “smokescreen”? If we find many prospects are firing 
our proposals for a similar reason, then we can increase Conversion by changing our approach.  

 

AN ADVANCE - In this case, we don’t get hired, but we are still in the game. The process continues. 
There is some kind of advancement in the relationship, where a Hire remains possible on the horizon. If 
the Prospect proposes a meeting next month with the CEO, that is an Advance. If he proposes coming 
back to this, next year, perhaps then it is not an Advance, but, worse, it is a Continuation.  

 

A CONTINUATION - The Continuation is the worst of the four outcomes of a pitch. It is either, 
commonly, SILENCE, or, just as bad, when the Prospect does not give any concrete Advance in the 
relationship. Sometimes a prospect might put off two or three times to meet regarding the proposal.  

 

The Continuation is a waste of time, and nerves. And, as lawyers, we must NEVER accept the Silence 
Continuation. One could argue that this would be negligent on our part, as lawyers, in that we NEED a 
response from the Prospect on what we proposed, as it is in their own interests.  

  

The “Nuclear Option”   

  

If there is a Continuation, then we can use the Nuclear Option to Convert that Continuation into either 
a Hire, Fire or an Advance.  

 

The Nuclear Option has the following steps.  
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Week 1 - We send the AIDA (including the Final Element, promising to call)  

Week 2 - If no response is received, we do the Follow-Up Call as promised.   

Week 3 - If no reply to either the AIDA or call, we re-email the AIDA of Week 1 once again 

Week 4 - We do the 2nd Follow-Up Call as promised   

Week 5 - We do nothing. We give the prospect a breathing space.  

Week 6 - The 3rd and final time, we send once more the same AIDA   

Week 7 - We give our 3rd and final Follow-Up Call   

Week 8 - We send them the Nuclear Option email   

  

NOTE – the rational of sending the very same email each time is that it is quicker and easier for us to do 
that, we don’t need to appear to be begging for work, and don’t lose time on thinking on how to make a 
polite request into whether the prospect received the reminder about our reminder…   

 

In the end, after having emailed three times, and having called three times, then we begin to lose 
motivation, and it seems that the prospect is avoiding us. We should not continue. In fact, at this stage, 
it appears we should close this matter and, with the Nuclear Option, even Fire the prospect. 

 

Some lawyers would feel that the above is a little too insistent and would prefer only two emails and two 
Follow-Up Calls. That is fine. You can adapt your follow-up to whatever would be reasonable in your 
country and culture. However, keep in mind that most lawyers are not systematic at all in follow-up, and 
thus lose opportunities. Also, lawyers tend to be much more passive, than aggressive, when it comes to 
sales, so it might be worth having one fixed follow-up approach, leading up to Nuclear Option, and then 
following it. The follow-up itself will get many more results than a single solitary AIDA Letter ever would. 

 

If you have any questions, or would like help with incorporating Sales Writing, beyond only the AIDA 
Letter and Nuclear Option into your Business Development Plan, then contact me any time on 
John@nixedonia.com .   
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