The ABS story so far for legal consumer services....

“It is the best of times; it is the worst of times,”
Charles Dickens

These newsletters will inform and raise current issues affecting legal businesses that
offer consumer services. They will provide you with a “coffee time” exercise for you to
consider the issues raised and develop potential solutions as well as a resource box for

further information.

They will be short and relevant because time is money. However they will still enable
you to build up a portfolio of strategic and operational issues/solutions.

Use these newsletters to help you create and build an exceptional legal practice.

This month’s ABS story so far.....

What this means to you..........

Electronic commoditisation of wills....

Were you aware that wills are being sold
online by both law firms and corporates NOW?
If so why aren’t you?

Examples of what’s out there:

Large national firms
Irwin Mitchell sell 3 types of wills:
e  Online (takes 10 mins) £40
e By post £145
e By appointment from £345
(3 working days for online & 10 working days
other)
Pannone sell a range of will products online

Medium firm - Could not find one!

Small firm example - Could not find one!

Most websites contain details of the ‘will
service’ and some have a web enquiry facilities
or web questionnaire for wills

Corporate examples
http://www.whichlegalservice.co.uk/ cost from
£89 plus telephone support and Solicitor check
— implies you receive it immediately once paid
http://www.easierwills.co.uk/ - cost £24.99
Will is automatically prepared and sent to you
by email within minutes.

If you provide wills for consumers and want to
access web users clients
And earn money when sleeping?

Then a ‘quick win’ is to examine how fast you
can sell ‘information products’ online from
your law firm’s website or to link with a
alliance ‘partner’ that already does sell these
online because for wills this service is already
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Make sure that this does not become
your team/firms last will and
testament for failing to move with the
times.
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Resource/Reading Box for Continuous | Coffee Exercise to Embed Change!

Improvement

To help reduce your team’s resistance to change then
at the next team meeting or initiate a coffee meeting
(put a time limit on this — anything between 30-60
mins) for all your people to contribute to the following

To get started access two useful resources questions:
right now...
1. What are the benefits for your clients to be
1. For a deeper understanding of the principles able to buy products this way and
behind this, read Maister’s 3 E’s in his book
‘How to Manage a Professional Services Firm’. 2. What do we need to do to make this happen?
This will demonstrate why clients buy (money/time/culture/resources)

‘efficiency’ from law firms.
Don't forget to capture the result; arrange for action

AND/OR points to be divided amongst the team and for these
to be tracked.

2. Join up for my 5 (non consecutive) days

by Greater Manchester Chambers. For more -
details or to book call them on 0845 608 3388 ) (}9\,
Discount available on second/third delegates. m— ‘z\r/ -
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If there are specific questions or issues that affect your firm that you need help with
don’t delay contact me now.

Also get in touch me if you want to share the challenges and successes you are
experiencing in creating and building your exceptional legal practice.

By contacting me you will automatically be entered into the monthly draw for a free %
hour motivational presentation for your team or a free 1-hour telephone coaching
session.
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