
Thought Leadership In The Legal Industry 
 
 

Whether you’re a rainmaker, income partner, counsel or associate, you are a thought leader or 
thought leader in training. 
 
Rainmakers know and embrace this.  For the rest of us, this can be a scary proposition.  But 
scary or not, you have picked a profession where you are an “expert” in your clients’ eyes, and 
experts are leaders. 
 
All of this adds up to thought leader or thought leader in training. 
 
Law as a business is changing.  It is no longer a “gold watch” profession where you toil away 
long hours, hit your lockstep milestones and get rewarded at the end. 
 
Partners are moving around at unpredented rates and loyalty is a dying trait in our industry.  
Some are getting pushed out by their partners.  Others are leaving their partners in their 
rearview mirror as they move on to greener pastures at warp speed. 
 
What dictates the respective fates of these two diverging groups?  Their clients and related 
“book of business.”   
 
Are you the leaving type or the get left type?    
 
Decide now because this is where we’re headed.  And I can point you to plenty of “got left” 
attorneys from my legal recruiting practice who wish they hadn’t been so complacent.  I’m not 
kidding when I say this is a mindful decision that you need to make now. 
 
Maybe you think that because you’re an associate this threat doesn’t pertain to you until later 
in your career.  Think again.  Who gets to go with the “leaving” partners?  It is rarely the loyal 
worker bees.  There are plenty of those at the new firm where the partner is headed, and 
unless your existing partner is a huge rainmaker who can support you as overhead at his/her 
new firm and  is unusually devoted to you, you’re going to be left behind with nobody to support 
you as overhead. 
 
Clients are the golden ticket to writing your own destiny at any level in your legal career, and 
it’s never been more important to proactively step into the thought leadership role you signed 
up for when you went to law school.  You have the education and you have the experience.  
Start using it to build your client base so you have options in our changing industry. 
 
The good news is that it’s never been easier to establish your thought leadership, even if the 
role you choose is as narrow as an environmental specialist for commercial real estate in rural 
Alabama.  There is a niche waiting for you.  You just need to sit for a minute and ask yourself 
where your personal and professional experience has led you to this point.  And don’t discount 
your passions.  People respond favorably to thought leaders who enjoy their message, no 
matter how random the message. 
 



And don’t get too literal.  Who could have guessed that this former class action plaintiffs 
attorney would find herself on a mission to teach new media marketing to lawyers?  And who 
knows if this is even my final destination.  Be flexible. 
 
Once you define a direction, step up and claim your role.  Make a plan.  Include networking 
(both online and offline), writing and speaking.  This is what rainmaking partners are doing and 
this is what you can do in your little defined corner of the world, too.  With time and experience, 
you can grow your platform and grow your book of clients. 
 
Remember, you don’t need to be an “M&A Expert” overnight.  Pick your subset and scale up 
over time.  In the words of one of the biggest brands to come out of nowhere:  
 

Building a brand is very interesting.  You need time, you need quality, you need 
success.  You want to do something that’s special, and people start following.  And 
when they start following, you’ve built yourself a brand.  Not easy, and it takes 
awhile, but there’s nothing like it.  ~ Donald Trump 

 
As I mentioned above, it’s never been easier to establish your expertise niche.  The 
proliferation of web tools make everybody a publisher and put everybody two or three degrees 
away from the the people they need to help them.  Three degrees beats six any day of the 
week. 
 
Do not put this advice off until “later.”   
 
Every single attorney on your team needs to be a “value-add.”  Value-add today means 
contributing your own billing originations to the bottom line, no matter how small.  If your 
rainmaking partner does decide that he or she needs to depart for greener pastures without 
you or – horror of horrors – your firm evaporates as fast as Howrey recently did, at least you 
have a client or two and can hang a shingle until you figure out your next move.   
 
As a legal recruiter, I can also tell you that there will always be a home at an established firm 
for a self-sustaining attorney with skills and a plan to grow his or her profile and influence. 
 
Got questions about where to start or how to find the web tools to support your plan?  Write me 
at tracy @ attorney2pointOh.com 
 
 
Tracy Thrower Conyers is on a mission to teach lawyers that a huge opportunity awaits on the web for 
exponentially growing their reputation and “fan” base.  Fans for a lawyer?  It’s not that crazy.  These are people 
who will sing your praises because they have come to know and trust you through your digital footprint. 
 
Tracy started her career as a lawyer and after 13 years, took an unplanned detour that taught her about web 
marketing and the infinite possibilities that medium holds for spreading thought leadership.  In 2007, Tracy 
brought her newfound expertise back to the legal industry, and has been advocating for digital reputation building 
for lawyers ever since.  Tracy writes regularly for PluggedInLawyer.com, AttorneysOnTheMove.com and 
2BeRelevantOnline.com, where she shares tips and tools for digital reputation building for lawyers. 
 
 


