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Why You Should Be Sending Out a
Print Newsletter

By Christopher Earley
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A printed newsletter literally shows up ditferently. it is tangible mail delivered to the mailbox, which makes it
stand out in a world of ever-multiplying emails delivered to our in-boxes. It is a time-tested and effective tactic for
any law firm’s marketing strategy. There is definitely work involved in getting a newsletter off the ground and
mailing it out with frequency, but the results are worth the effort. Here are some things to keep in mind if you are
considering sending out, or are already sending out, a printed newsletter,
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The Purpose

Anewsletter is intended to keep you top-of-mind with past and current clients, as well as with the referring
acorneys in your network. It also is a way to deepen your relationship with your audience because a newsletter
is an opportunity fo get personal and share things about you and your team members that remind the people
on your list that you are more than just a law office. This, in turn, increases the affinity of your audience to your
firm.

How Do You Make It and Mail It Out?

You can create your newsletter in-house and mail it out, or you can outsource all that work to 2 third party to do
all the work. The latter option is more expensive, but a third-party graphic designer can do wonders in
producing a newsletter that is compelling and that gets opened and read, plus they will also mait out your
newsletter.

Who Should You Send Your Newsletter To?

Fach and every person on your list should reccive your newsletter. Every time we sign up a new client or meel a
potential new attorney referrer, they get added Lo our list. Your most valuable asset in business is your list, and
one of the best ways Lo grow a firm is to continually build out your list and send a newsletter to everyone on it.
This can result in both client and attorney referrals for your law firm for years to come.

How Often Should You Send It Qut?

Ideally. it should be sent monehly, butif cost is a concern, bimonthly is sufficient. Any less frequency than that can
reduce the overall impact and effectiveness of the newsletter, But if quarterly is all you can do, then that is fine.
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The Content

This is a great forum to show some personality, so have fun with your newsletter: Most attorney newsletters are
boring and contain dry content about the law that people find boring and drv. Therefore, make vour newsletter



interesting. | have found that people love the recipe we provide each month. We include one in each newsletter,
and its called Rory’s Recipe because my wife Rory always provides the recipe.

Talways include an update about my family and my office. We also have a section mentioning the names of those
who, in the last month, have referred us a case. This is intended to thank the person for the referral and to
remind everyone that we invite and encourage their referrals.

Talso frequently will include in the newsletter social media content that has performed well. This is a great way
to leverage an asset by repurposing it into a different media, and it also cuts down on the content curation effort
needed for cach newsletter we produce.

Other features we include are an inspiring quote, the books 1 an reading, and a free offer for one of my books,
Additionally, we frequently ask one af our referring attorneys if they want to contribute content to one of our
newsletters. We offer them the option to provide content of their choosing related to their practice area, such as
answers to FAQs. Not only does this reduce our work ol creating new content, but it also creates goodwill with
the attorney by giving him an opportunity to reach our audience.

Getting Started

IFyou want to send out a newsletter, don't wait for it to be perfect before you send it out. Done beats perfect
every time. Just get it out the door if you want to send one out. Once you begin sending it out, you will improve
and refine your content and the creation process as time goes on. The key is to just get started.

Keep in mind it does take time to start seeing results once you start sending out your newsletter, so don't get
discouraged if results don't come right away. Give it ime. You will find that, as with any investment, the returns
from anewsletter compound over time. If you have other idcas on attorney newsletters, | would love to hear
them. Please share them with me by emailing me at v
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Christopher Earley (www chrisearley.com) is an author, entrepreneur, and personal injury attorney serving clients
throughout Massachusetts,



