
How to Generate More Business
with Law Firm Reviews

The challenge of attracting new clients in the legal sector can cause frustration
among many lawyers. In contrast, rainmakers, who have a knack for bringing in
business, receive high praise for their abilities.

The common perception is that success in this area demands aggressive sales
techniques. However, an approach centered on earning trust through quality
client reviews reveals itself as a surprisingly effective method for growth.

Why your law firm reviews matter
Research from Northwestern University’s Spiegel Research Center analyzed
57,000 reviews from anonymous consumers and 65,000 reviews from verified
buyers of more than 13,500 unique products and services across a large variety
of categories. Their findings demonstrated that reviews could increase conversion
rates by 270%. On the conservative end, businesses that display ratings and
reviews experience average revenue uplifts of around 18%.

https://spiegel.medill.northwestern.edu/wp-content/uploads/sites/2/2021/04/Spiegel_Online-Review_eBook_Jun2017_FINAL.pdf
https://www.dixa.com/blog/3-important-statistics-that-show-how-reviews-influence-consumers/


It’s more than just having reviews. Your law firm should focus on the quality of
the reviews rather than the quantity. Especially, if you’re just starting your
strategy to increase reviews and have very few reviews currently. Even 1 or 2 bad
reviews can severely impact how prospective clients view your firm. In fact, bad
reviews put businesses at risk of losing:

21.9% of customers if you have just one negative review listed on page one
of Google
44.1% of customers if you have two negative results
59.2% of customers with 3 negative results
69.9% of customers with 4 negative results

If your law firm has four negative (aggregate) results listed in Google, you will
lose 69.9% of your customers, three reviews 59.2%, and so on. 

Let’s look at Mackenzie and Milford, a fictitious law firm, to see how this would
affect their firm:

Average order value (per customer): $6,500
The average number of transactions per year: 2
How long customers stay with the business: 3 years
Total number of new website/offline visitors per month: 2,633
A conversion rate of 2%

$6,500 * 2 transactions per yr * 3 years = $26,000 lifetime value (per client)

52.65 clients * $16,000 = $1,368,900 in projected revenue. 

These numbers are impressive.

How do they change once we begin attracting more four and five-star reviews?
Let’s plug in the numbers we received from our research above to get a better
idea. 

Firm revenue jumps to $1,615,302 if we use the 18% estimate. 
Firm revenue jumps to $5,064,930 if we use Northwestern University’s
270% estimate. 

That’s an enormous increase. 

This doesn’t require a whole lot of work either. The steps you follow are simple,
repeatable, and precise: 

https://moz.com/blog/new-data-reveals-67-of-consumers-are-influenced-by-online-reviews
https://moz.com/blog/new-data-reveals-67-of-consumers-are-influenced-by-online-reviews


1. Ask your existing clients (via a third party, i.e., your administrator) for
reviews.

2. Collect reviews for major platforms (Google, Yelp, Avvo) then pursue smaller
niche platforms (e.g., Martindale, Lawyers.com, etc.).

3. Use remarketing/retargeting to advertise your reviews to prospects who
have visited your website or viewed your ads (online or offline).

4. Present these prospects with an irresistible offer to entice them to schedule
a meeting with you. 

It’s a straightforward process you can use to grow your business. 

Now, what if clients in your practice area (i.e., B2B) don’t rely on online reviews
as much? This strategy is still incredibly effective. Work to create case studies;
provide prospects with as much specificity in your case studies as you’re able to
(e.g., names, dates, contacts, outcomes, etc.). Then repeat steps one through
four. 

Why reviews produce exceptional returns
Clients don’t know what they don’t know. Especially, about the complexities
within the legal industry and how they operate. For this reason, you have to meet
them where there are and tap into what they care about most:

Price
Experience
Service
Results

Your reviews provide prospects with an inside look at all four areas. This is good
news because it lets prospects know you’re a safe bet, a reliable option they can
trust to handle their legal matter. You don’t need to do any selling, and your
clients just need to tell the truth about the incredible results you consistently
provide. 

How to get started: 

1. Create a list of passionate clients who love your firm and would happily
advocate for your work

2. Create a template your support teams or virtual assistant can send feedback
requests to clients on your behalf.

https://support.google.com/google-ads/answer/2453998?hl=en
https://blog.hubspot.com/marketing/retargeting-campaigns-beginner-guide
https://www.bill4time.com/blog/establishing-your-law-practice/
https://www.cumminsandwhite.com/portfolio/breach-of-contract/


3. Have a trustworthy person in your office interview your client about their
experience with you or your firm. Be sure to record the conversation (with
their permission, of course). 

4. Transcribe your conversation, then send a snippet to your clients 
5. Include links to websites where your clients can share their reviews, add it to

your email signature, and your website. 
6. Once posted, create remarketing display ads that are targeted to prospects

who’ve already visited your website or clicked on your ads. Use these ads to
attract new clients and request reviews from existing clients.

What makes this strategy so significant? 

Only tagged and segmented prospects who have visited your site will see
your ads
Most attorneys aren’t using this strategy to win new clients, so there’s less
saturation
Prospects see that you’re able to generate huge wins for your existing clients
Your business development costs go down, while revenue shoots up

It’s a simple strategy that produces exponential returns over time. 

Law firm reviews are important to your business
development
The secret to growing your firm lies in harnessing the enthusiasm of clients who
appreciate the value you bring. This strategy paves the way for sustainable
expansion, avoiding the pitfalls of traditional sales tactics.

Navigating the complexities of business development in law requires a delicate
balance. Emphasizing genuine connections over aggressive sales can transform
the way your firm attracts new business. Encourage your clients to become
advocates, and watch as your practice grows stronger.

https://www.searchenginejournal.com/google-ads-facebook-get-started/285763/
https://www.facebook.com/business/help/952192354843755?id=1205376682832142
https://www.linkedin.com/help/lms/answer/65513/add-the-linkedin-insight-tag-to-your-website?lang=en

