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Using law clerks to develop your firm

S ome of you may be surprised 
by the title of this month’s 

column. You shouldn’t be. 
Law clerks understand the 

needs of your clients and the legal 
services that apply. They are the 
front line, especially in smaller 
and boutique firms. Law clerks 
act as the pillars to your organiz-

ation. They have just as much, if 
not more, interaction with your 
clients as your lawyers do, so they 
know what to look for in pros-
pects, and when networking. 
More importantly, the relation-
ships they build with your clients 
could and should lead to even 
more referral sources.

If your lawyers are apprehen-
sive about engaging in business 
development (still the status 
quo), why not leverage your law 
clerks in your business develop-
ment efforts? Even if your law-
yers are fully engaged in business 
development (not the norm), 
why not add to your business 
development team? Dare I say 

it? You could leverage your law 
clerks to shame your lawyers into 
engaging in business develop-
ment. I don’t think they will take 
too kindly to your law clerks out-
performing them.

Law clerks are not trained in 
business development. They need 
to be given opportunities to mar-
ket themselves within the firm. 
They need opportunities to net-
work with other professionals. 
And they need to be supported by 
their principal lawyers to execute 
the business development stra-
tegic plan.

Help them create a plan for 
business development. Help 
them to get focused, strategic 
and targeted in their business 
development efforts. Get them 
out there networking and join-
ing professional associations to 
build their own networks. 
Depending on the practice area, 
there are any number of profes-
sional associations, meet-up 
groups, and networking oppor-
tunities out there.

How?
Provide your law clerks the 

same level of professional 
development and business 
development training and coach-
ing that you do with your lawyers. 
Help them become effective at 
networking. Support them in get-
ting speaking opportunities and 
placements for articles. Help 
them find the appropriate asso-
ciations to join, and events to 
attend. Support them with their 
internal relationships. Where 
possible, consider offering a 
coach to your law clerks so they 
can take a big bite into business 
development and realize their 
full potential.

How better to demonstrate the 
value of providing business 
development support than to 
hear from a law clerk, Cris Lam, 
who received it:

“I am a senior law clerk at Ben-
mor Family Law Group. We are a 
small boutique law firm with 
three lawyers and support staff in 
Toronto. My principle lawyer, 
Steven Benmor, retained the ser-
vices of Gary Mitchell to help me 
build my network of profession-
als, create a business plan and 
raise my professional profile. 

In the last eight months, I have 
created a LinkedIn profile, joined 
the Institute of Law Clerks of 
Ontario and Law Office Manage-
ment Association, joined profes-
sional and networking meet-up 
groups, created a detailed contact 
list, attended to numerous net-
working events, and now serve as 
a director to Access for Parents 
and Children in Ontario 
(Ontario’s largest supervised 
access centre). 

“I have created and main-
tained professional relation-
ships with people outside of the 

legal community. These contacts 
are now supporting me in my 
business development and refer-
ring prospective clients to Ben-
mor Family Law Group. I am 
more passionate about what I 
do, confident in public speaking 
and proud of representing our 
law firm. I have set one-, two-, 
five- and 10-year goals that I 
hope to accomplish, and set new 
goals as I progress in my career. 

“This experience has been hol-
istic and rewarding. Law clerks 
are a reflection of our law firm. 
But it is important to be yourself, 
to make an effort to get out of the 
office to network, schedule one-

on-one coffee meetings and keep 
a diary of your progress to share 
with your principle lawyer. 

“Law clerks need to be given an 
opportunity to be involved in 
business development. We are an 
integral part of the legal profes-
sion. We manage our client’s 
expectations and needs when our 
lawyers are not accessible. 

“When prospective clients con-
tact our office, we are their first 
contact. We collect intake infor-
mation, schedule meetings and 
follow up with customer service. 
We are detailed case managers on 
a client’s file. We provide that 
human touch that lawyers some-
times forget to provide. Law 
clerks are expected to manage 
and screen out difficult clients, 
and yet, for the most part, we are 
not trained in attracting ideal 
clients. We provide clients with 
assurance, accountability and 
accessibility to our lawyers. 

“For every successful law firm, 
there needs to be trusted, loyal 
and business-minded law clerks. 
That is why law firms should 
invest in business development 
for their law clerks. I am very 
grateful that my firm had the 
foresight to hire a coach to work 
with me, and invest in my career 
and, in turn, the firm. I am work-
ing harder than ever to bring in 
new clients to the firm.”

I don’t think I could have said it 
better. Can you hear the passion 
in Cris’s words? It’s that same 
passion and drive that she lever-
ages in her business development 
efforts. Imagine what’s possible 
for your firm.

Gary Mitchell works with lawyers 
and law firms helping them to 
attract more clients and grow their 
business, and is the author of Rain-
dance: The Business Development 
Guidebook for Lawyers. He can be 
reached at gary@ontraccoach.com 
or 604-669-5235.
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We are an integral part 
of the legal profession. 
We manage our client’s 
expectations and needs 
when our lawyers are 
not accessible.

Cris Lam
Benmor Family Law Group
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