
Business & Careers 

In this, the fourth and final 
instalment of this series, we will 

examine what steps you need to 
take in order to reach your goals. 
In part one, we identified your 
goals; part two looked at your tar-
get market; and in part three we 
examined your current practice 
and what you are already doing in 
business development. Now we tie 
everything together to create a 
simple and practical to-do list. 

Because of the work you have 
already put in, your list will be 
carefully thought out, researched, 
targeted and strategic.

Developmental needs

First, look at identifying your 
developmental needs, listing in 
priority the three areas you wish to 
focus on. This will vary greatly 
among individuals. List the types 
of training you want or need. 
(client-relationship management, 
leadership, soft skills, time man-
agement, etc.) What continuing 
legal education modules do you 
feel you need to learn? Is there 
anything else you feel you need to 
learn or improve on?

Support required 

List all of the people who can 
help you reach your goals. For 

example: To whom will you be 
accountable? This may include a 
more senior partner or practice 
group leader, marketing or pro-
fessional development, or even 
your spouse. 

In addition to being account-
able to yourself, it’s important 
that you remain accountable to 
the process. That may require 

having to report to someone 
else. The other option here is to 
create a mastermind group of 
other like-minded profession-
als. Schedule monthly meet-
ings, and brainstorm with each 
other. 

Do you have a mentor? (If you 
have a formal mentor appointed 
to you by your firm that you don’t 

work well with, search out an 
informal mentor who you can 
work with.)

List internal and external sup-
port resources, for example: 
marketing, professional 
development, business develop-
ment, librarian, IT, administra-
tor, paralegal, law clerk, assist-
ant etc.

Budget

Identify the budget you will need 
to carry out your business plan by 
making a list with costs that may 
include: events, memberships, 
entertainment/meals for current 
clients (allocate totals by client), 
entertainment/meals for poten-
tial clients (allocate total only) 
and travel.

Creating your action plan

After creating your business plan, 
the research, and assessment of 
your practice and goals, it’s time 
for action. Reviewing your tar-
gets, strengths and weaknesses, 
come up with specific actionable 
items that will enable you to 
reach your goals. 

Follow the SMART method: 
strategic, measurable, attainable, 
realistic, and timely. Break your 
tasks down into categories to 
include business development, 
legal skills development, other 
skills development, and other. 
(See accompanying chart.)

If your list seems daunting, start 
with the actions you are most 
comfortable with. Get some 
results, some traction. That will 
help increase your confidence and 
motivate you to try new things. 
It’s time for the rubber to meet 
the road. You have everything you 
need. All that’s left is for you to 
get into action. I wish you con-
tinued success.

Gary Mitchell is the author of Rain-
dance: The Business Development 
Guidebook for Lawyers and principal 
and founder of On Trac Coach. Contact: 
gary@ontraccoach.com; 604.669.5235.
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track your own goals using this example of an action plan

action category Purpose deadline Strategy Preparation/Steps

approach 
publica-

tion
Biz/Dev

raise 
profile

april 20  pitch article idea

 1. talk to marketing to see if they 

have contacts. 

2. research and read publication 

to understand content. 

3. contact editors to find out what 

topics they are interested in.

4. Write an outline.

client 
post-

mortem 
(client X)

Biz/Dev

Discovery 
to see if 
there is 

more work

When file 
is finished

go over the history  
of the file. ask for feedback. 

Find out more about  
them and business.

1. Set up a meeting time.

2. review file and make list of 

suggestions for next time.

3. ask questions about future 

plans.

4. Discover opportunities to help.

attend 
XYZ con-
ference

Biz/Dev
Network-
ing/raise 

profile
may 15

plan and prepare  
to meet as many quality 

contacts as possible.

1. get a list of attendees.

2. circulate among lawyers.

3. ask for introductions.

4. contact organizers and ask for 

introductions.

5. Set up coffee/drink meetings at 

conference ahead of time.

6. have these new contacts 

introduce you to their contacts 

at conference.

cLE aBc Legal Skills
improve 

weaknesses
april 25 Do it

1. Sign up
2. attend

Join toast-
masters

raise 
profile

Become 
better 

speaker
 aSap

practice as much  
as possible

1. check out groups
2. choose group
3. Join and attend

portal will likely be registered as a type of 
“restricted dealer” under securities law, and 
what it can and cannot do will be dictated by 
the portal’s business model. He believes cer-
tain registration requirements (under the 
Canadian Securities Administrators’ national 
instrument 31-103), such as the conflict of 
interest and referral arrangements rules, 
should apply to all portals, while certain 
requirements should not, such as the suit-
ability obligation which requires a registrant 
to assess whether an investment is suitable 
for an investor. He says that the small size of 
an investment under crowdfunding gener-
ally precludes an involved suitability analysis 
by a portal. As a general proposition, Koscak 
says, “the smaller the amount an investor can 
invest, the lower the regulatory burden that 
should be placed on a portal and vice-versa.”

Over all, Koscak says the EMDA supports 
crowdfunding but recommends a cautious 
approach. He says the OSC should only allow 

crowdfunding on a limited or trial basis since 
if the OSC rushes implementation of a 
crowdfunding framework and it results in 
investor harm, it will have a huge negative 
impact on our capital markets, especially the 
exempt market, which is a primary concern 
for the EMDA.

In Australia, crowdfunding portals have to 
register with the securities regulator, which 
Johnson likes.

“I think the real protection comes through 
limiting the amounts that non-accredited 
investors can invest through funding por-
tals, so their financial exposure is limited,” 
she says. 

Johnson also sees the Internet itself as the 
first line of defence against crowdfunding 
fraud. “This promises to take the whole pro-
cess of private capital fund formation for 
small and medium sizes business and put it 
in a format that is really open to the world 
and that means it’s open to scrutiny,” she 
explains. “Light is the best disinfectant.”

Cash: Slower approach best, says lawyer
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GRILLO BARRISTERS P.C., one of Toronto’s oldest plaintiff personal injury 
firms, is seeking to add an experienced trial lawyer to its growing practice. We 
are looking to hire someone with at least 7 years experience handling personal 
injury trials and FSCO arbitrations on behalf of either plaintiffs or defendants.

You will get involved in matters when they appear headed for trial or arbitration 
and will do what is necessary to prepare and take them to the next step. We 
require a creative thinker who has what it takes to push cases forward and 
obtain favourable decisions.

This is a terrific opportunity for a lawyer who would like to restrict his or her 
practice to the courtroom. If this is what you are looking for, please send your 
résumé and cover letter in confidence to Sal Grillo at sal@grillo.ca

TRIAL LAWYER
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