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Do you want to grow your law practice right now?  Do you know the hands-down, number one 
way to generate high-quality leads that turn into new clients? What I am going to show you 
works in any niche of the law, and you're about to see exactly how. 

Here's what you're about to learn: 
• What most attorneys are currently doing and why they're not generating many new 

clients. 
• The number one way for attorneys in any niche of the law to generate high-quality 

leads that turn into clients fast. 
• How you can generate four times as many leads for your law practice in the next week 

as you do in an ordinary week using this strategy. 
 
If you had to generate new high quality leads that turned into clients for your law business 
fast, what would you do?   
 
Think about that question. That’s the million dollar question.  
  
First let's look at some of the ways that other law firms try to attract clients:  
The first is good old newspaper ads. In today’s world, this approach is generally outdated.  
Newspaper ads go stale very quickly because they generally have a static readership, and 
unless you are catering to a very, very elderly crowd, newspaper ads really don't get you 
great results.  

How about Billboards?  Billboards can get you some results, but they're more for branding.  
They're also very expensive, and billboard companies will try to get you into a six month 
contract.  They do this because they know that after the first couple of months, your results 
are going to go down dramatically.  This is because typically the same people are driving by 
those billboards every day.  

Can you afford TV? TV is very expensive and is also useful mostly for branding purposes.  It 
usually yields a very low return on investment.  Truth be told, most lawyers cannot even 
afford TV. But those who do are often disappointed with the results.  

Radio is another approach that's outdated and has a very low return on investment.  Again, 
usually it’s an elderly crowd that you’d be targeting with a radio ad campaign.  Typically it's 
going to be the same people listening to the radio ad over and over again.  So your ads will 
get outdated and ineffective pretty quickly.  

Now, let's look at what successful, savvy attorneys are doing: That’s Google!  Please note this 
is not about search engine optimization, otherwise known as SEO.  I'm not going to be giving 
you a presentation on SEO. Nor do I have any personal stock in Google or get any payback 
from recommending Google.  What I do have an interest in is showing the optimal way to 
attract new clients. 
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So, here's the question.  
What is the biggest difference between Google and all these other forms of advertising that 
you see here on your screen?  

The difference is that when a client is searching on Google, they are a red-hot lead that is 
searching, finding and calling you.  They have already taken action by searching for a topic, 
and they are much closer to becoming a client then someone you interrupt with your 
advertising using TV, radio, billboards or newspapers.  That's called interruption advertising.  
Interruption advertising is trying to catch someone's attention when they are not specifically 
looking for your service. 

Google is exactly the opposite.  Google leads are the hottest leads!  They are the most high 
quality leads because potential new clients are going on Google and searching for your 
business, searching for your help to solve their legal problems.  If you're from Dallas and 
someone is typing in “personal injury attorney in Dallas”, that is a red hot lead.  It does not 
get any hotter than that when they find you at the top of Google!  

Many attorneys ignored Google for many years.  Here’s why you can't ignore it anymore: 

In 2007 you might have been able to get away with ignoring Google, but by 2009 there were 
almost a trillion searches on Google.  From 2010 to 2015 the number of searches on Google 
almost doubled.  With over 3.5 billion searches per day (1.2 trillion searches per year 
worldwide), Google continues to dominate search on the Internet. Google is king.  So those 
who ignore Google now are missing out.   

If you’re an attorney who is serious about growing your business, and you understand the 
power of the Internet, and that Google is the number one search engine, then please pay 
close attention to what I’m about to tell you. 

There's only one way to generate high-quality leads in less than one week and be at the top of 
Google for hundreds of different search terms and their variations, and that is Google 
Adwords.  Google’s advertising system offers a huge advantage for local businesses like your 
law office. 

Now, look at these ads that you see on the screen. I typed in the search words “Criminal 
Defense Attorney Las Vegas,” and as you can see here’s the number one result on your 
screen. It's not a great ad. (We're going to talk about some great ad writing strategies later 
on.)  But what you see there is that the ad is twice the size of the ad below it and it includes 
their phone number and the address.  Google gives a huge advantage to local businesses, 
including lawyers, because you can integrate your Google Places - now it's called Google+ 
local - into your Adwords ad.  This makes it twice the size and gives you a huge advantage 
over your competition. Most lawyers don't even know this and don't even have their Adwords 
campaign integrated with Google +.  



The	Number	One	Way	to	Get	New	Clients	

Franklin	Spicer	
PegasusOnlineMarketing.com	
	

Page 3 of 5	

I've done many tests showing that a lot of people will call just off the phone number on your 
ad without even clicking on your ad.  In addition to that, because your ad is so much bigger 
than all the other ads on the page, it’s much more likely that people are actually going to 
click on your ad.  This is a huge advantage that Google Adwords offers you over your 
competition when you take advantage of these campaign features. 

Now, take a look at this search that I did here for “Immigration Lawyer Los Angeles”. You can 
see the top three ads on the page: they are the Google ads - that is, Google Adwords. You 
may have noticed recently when you've searched on Google, that Google has actually made 
the three ads that appear at the top of the page almost completely blend in with the rest of 
the page.  It's actually difficult for people to tell the difference between the organic results 
and the ads.  Why would Google do that? They want people who are searching to click on the 
ads, because it’s pay per click.  When someone clicks on your ad Google charges you and you 
get a hot lead. 

So take a look at these three top ads.  You’ll see how the first two have their Google Places 
integrated with their ads. They’re not great ads by the way.  We'll talk about the importance 
of having great ads in just a minute.   

Notice too that the third one does not have their Google Places integrated with their ad.  The 
results below these top three ads are the organic results that are getting there by SEO, that is 
search engine optimization. So that's the difference.  

You're not just going to come into a market and rank at the top of the organic results. Your 
competitors have been SEOing in your niche, in your city, possibly for years.  Do you think 
you’re going to come in and in a couple a months get to the top of Google and rise above 
someone who's been doing SEO on those search terms for three, four, or five years?  It is 
possible, but not very probable. 

You could use the SEO strategy exclusively, paying thousands of dollars just to be maybe on 
the first page in the organic results. But how much better you could do by using Google 
Adwords right now! Your ad would be appearing at the top of the relevant Google page for 
not just one search term, but literally hundreds of different terms and variations.  You could 
be number one on the page in a couple of days once you get up and running.  So, that’s the 
first step, utilizing Google Adwords. 

The next step is learning what makes a successful Adwords campaign.  The number one key to 
succeeding with Google Adwords is having a great landing page.  Most lawyers don't have a 
landing page, or they have an awful landing page. Many times if you search on a legal topic 
using Google and you click on a law firm’s ad, it will send you directly to their main website 
with hundreds of different links and lots of information about them and their law firm.  But 
that is not what gets traffic to convert!  
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If you want to convert your traffic into leads, into people picking up the phone and calling 
you, you need a high converting landing page, a page that is specifically made for people who 
click on your ad and land on that page.  A great landing page motivates them to pick up the 
phone and call you right away.  

I'm going to show you an example of what a good, high converting landing page looks like.  
I’m going to also tell you the importance of what that does to the result of your Adwords 
campaign as well.  So if you've run a Google Adwords campaign before, and haven’t gotten 
the results you wanted, your campaign has failed.  It’s failed probably because of these 
reasons I’m going to show you.   

Here’s an example of a really awful landing page.  This is what I got when I searched on 
Google and clicked on an ad.  This was the page it took me to. This is not a landing page!  
This is a home page on a website and  not a very good one at that.  Someone is actually 
spending money on ads and sending their traffic to this website and it’s not even a real 
landing page. They have no idea how they’re just literally throwing their money away. They 
may conclude, “Google Adwords doesn't work”.  Yes, Google Adwords didn’t work for them 
because they had no idea what they’re doing! 

The second reason why most Adwords campaigns fail is that the ads are not carefully written.  
So they  receive few, if any clicks. Most lawyers don't know how to frame a good ad.  They 
may not even know what an effective ad looks like. They don't split test multiple ads. They 
don't have a professional copywriter writing their ads.  So what they get is a bad ad with low 
click-through rates that don’t convert into new clients for them. 

Here’s an example a good ad versus a bad ad, and how a good ad could instantly double your 
leads.  Look at the ad here at the top. It’s a pretty good ad.  You see they have their Google 
Places integrated with their ad.  They have included their site links, which includes family 
law, child custody, and the other areas that they work in, and their phone number.  The ad 
says, “affordable family law, aggressive and affordable attorneys call now for a free 
consultation”.  

Compare that to the one on the bottom. They are also family law attorneys.  But there are a 
few differences. First, they don't have their Google Places integrated with the ad.  Second, 
it's “family law attorney, speak with a family law specialist, State Bar of Nevada certified”. 
As you know, all attorneys are certified by their State Bars.  Most potential clients don’t care 
about this. It’s important to write an ad that speaks to the needs of the potential client. 

The difference between the top and the bottom ad is the difference between what could be a 
successful campaign and a failed campaign. Then the attorneys who placed the bottom ad will 
say, “Well, Google Adwords didn't work for us”.  I would say to them, “Yes, it didn't work for 
you because you have an awful ad!” 
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Now the third reason why many Adwords campaigns fail is a bad campaign setup. 
Unfortunately, if you try to go in and follow Google's basic instructions and set up your own 
Adwords campaign, you're probably going to fail miserably. Setting up your own Adwords 
campaign is like handing a casino your money and asking them to bet it for you.  Do you think 
the casino will take your money and make you a winner?  If you've ever tried Adwords, or if 
you’ve heard of people you know blowing through their budget very quickly and not getting 
many results, then this is probably why.  In just a couple of minutes I’m going to tell you how 
to avoid failure using Google Adwords.   

Google Adwords fail due to a combination of these three things: bad landing page, terrible 
ads and ineffective campaign setup.   

Let’s start with the landing page because a good landing page can literally double or triple 
your leads.    Okay, think about that. You're literally doubling your return on your investment 
simply by having a high converting landing page.  This is really the key factor in the success of 
many Google Adwords campaigns.  Yet most attorneys don't even know what a landing page 
is, let alone have a good one that's converting really well for them!   

Combining an effective landing page with a high converting Google Ad can exponentially 
multiply your leads.   

So here’s how you save money by increasing your leads.  Without getting too technical, you 
want to have a high click through rate. That means people are clicking on your ad.  If five out 
of one hundred people that do a Google search click on your ad, you have a five-percent click 
through rate. Obviously the more clicks, the more business. 

Now here's the great thing about this:  Google actually rewards you when you have a higher 
click-through rate.  Google is all about relevancy.    When more people are clicking on your 
ad, Google thinks “Oh, this person's more relevant,” and they actually reward you by giving 
you a lower cost per click. Which means you're paying less per lead.  

So now think about this formula for a second.  If you can get twice as many clicks on your ads, 
and you can get twice as high a conversion on your landing page, that's four times as many 
leads you could be bringing in at a lower cost per lead!  That's the difference between a 
campaign that helps an attorney’s business grow by millions of dollars in revenue and a 
campaign where an attorney says “Yeah, I tried that Google Adwords thing and it didn't work 
for me”.   Four times the results!   

Little things make a huge difference when it comes to Google Adwords, especially landing 
pages and ad quality.  So, it is very important for you to realize that this is the formula for 
success!  It’s the difference between your campaign bringing you lots of new business and 
your campaign breaking your bank.  


