
Gain Strong ROI from 
Their Success

Li� gators o� en suff er from feast or fam-
ine in their business development. They 
face the bane of one-shot li� ga� on work 
that fully occupies their a� en� on. Then, 
when the ma� er is over, they have to 
scramble around for the next case.

Li� gators face special challenges to suc-
cess in bringing in business. They must 
fi nd a way to do con� nual rela� onship 
building, network cul� va� on and busi-

ness explora� on in spite of the peaks 
and valleys of work. 

In addi� on, they must establish and fos-
ter a niche reputa� on that a� racts cli-
ents. And they must team and co-mar-
ket with allies both inside their own fi rm 
and within the legal community.

Inves� ng in the business development 
success of your li� gators provides a 
strong ROI for your fi rm:

• Increased ability to leverage current 
ma� ers to cul� vate ongoing, advi-
sory rela� onships with clients

• A broad and deep network of allies 
and referral sources to scout out op-
portuni� es and land them

• Unleashing the business develop-
ment force of all your li� gators rather 
than depending on a few rainmakers

• Finding and a� rac� ng new business 
in profi table market niches

• Valued, indispensable members of 
your client and target client teams

• Con� nuous pipeline of leads and po-
ten� al business

Best Practices Initiative for Litigators
A Series of Four Programs as In-House Training or Customized Web Seminars  

Contact Us to Learn More:  mcummings@sageprofessional.com or 312.543.7617

Apollo Business 
Development Programs
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About the Apollo Business Development Program Trainers & Coaches 

We have extensive, on-point experience in training and coaching lawyers in business 
development.  When you retain us, you are hiring a team with a combined 50 plus years of 
business development experience including many years at major law and consul� ng fi rms.  

We have trained hundreds of lawyers to generate new business. Our overall experience 
ranges from advising a 3,000-lawyer global fi rm to a 25-lawyer li� ga� on bou� que, and we 
will bring all our insights to you.  You may already be familiar with our online CLE programs 
for a� orneys at PBDI.org, a joint venure of Larry Bodine Marke� ng & SAGE PDI, Inc.

Reach for the moon with 
Apollo Programs at your fi rm.

Contacts:  Larry Bodine, Esq. 630.942.0977 | E-mail: Lbodine@LawMarketing.com 
Michael Cummings 312.543.7617 | E-mail: mcummings@sageprofessional.com
Barry M. Schneider 214.315.3212 | E-mail: bschneider@sageprofessional.com

1. Basics: What Li� ga-
tors Must Do for Business 

Development Success

2. Building Your Profes-
sional Network of 

Business Rela� onships

3. Leveraging Your Exist-
ing Professional Skills

4. Follow-up Monthly 
Coaching Sessions 
to Win Business

Best Practices of Business Development for Litigators

Inventorying your exis� ng con-
tacts

Asking for introduc� ons

Targe� ng and working the right 
organiza� ons

Marke� ng yourself internally

Li� gators’ unique challenges

Rainmaking role models and 
success pa� erns

Li� gators’ four-pronged busi-
ness development blueprint

Leveraging ma� ers to build on-
going client rela� onships

Cul� va� ng the right networks 
and professional reputa� on

The mindsets and assump� ons 
that hold a� orneys back

Why you never sell or promote

Leveraging your exis� ng skills

Transi� oning personal  contacts 
into business rela� onships

Ac� ng like a business doctor

How to ask for the business

Execu� ng a tailored plan

Building habits for success with 
weekly/daily ac� vity goals

Reviewing progress and provid-
ing accountability

Help on specifi c opportuni� es

Building the right mindset, con-
fi dence and mo� va� on

Addressing obstacles


