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NICHE MARKETING
Definition:Definition:

A niche market is a focused, targetable portion of a market., g p
It addresses a need for a product or service that is not being 

addressed by mainstream providers. You can think of a niche 
k t l d fi d f t ti l tmarket as a narrowly defined group of potential customers.
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NICHE MARKETING TOPICS
3 DOORS TO OPPORTUNITIES

• Joint Degree and Certificate ProgramsJoint Degree and Certificate Programs
• Corporate Employers and Corporate

America
• Succession Planning for Lawyers
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Succession Planning for Lawyers 
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NICHE MARKETING
DOOR NUMBER ONEDOOR NUMBER ONE

Marketing Joint Degrees and CertificateMarketing Joint Degrees and Certificate 
Programs
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Market Joint Degrees and 
C ifi

• Current PROGRAMS • Current APPROACHES

Certificates
Current PROGRAMS

– JD/MBA

Current APPROACHES

– Business

– International

– Health

P bli Ad i i i– Public Administration

– International
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Market Joint Degrees and 
C ifi

• Current PROGRAMS • Current APPROACHES

Certificates
Current PROGRAMS

– JD/MBA

Current APPROACHES

– Newsletters to 
alumni– Business

– International

alumni

– OCI invitations

– Health

P bli Ad i i i

– Accept postings

– Promote at CLE– Public Administration

– International

Promote at CLE 
events

– Direct mail
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– Environmental
– Direct mail
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Niche Marketing CampaignNiche Marketing Campaign

• Select featured program(s)Select featured program(s)

• Define target markets

• Define essential collaborators

D fi d i bl kill t f th k t• Define desirable skills sets for the market

• Define outreach activities and media.
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Define Target Markets through 
R hResearch

• Alumni – include all who work in the fieldAlumni include all who work in the field

• Attorneys – consult the state bar listings, 
lsections, and specializations

• All related industries, corporate roles, and , p ,
government agencies. Be creative, collaborate 
with main campus career services groupsp g p
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Essential CollaboratorsEssential Collaborators

• Law Faculty and Program DirectorLaw Faculty and Program Director

• Related main campus faculty

• Student Organizations

St t B ti• State Bar sections
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Marketing FlyerMarketing Flyer

• Focus on matching subject matterFocus on matching subject matter

• Focus on academic requirements – classes taken or 
requiredrequired

• Focus on academic performance – minimum GPA for 
the ertifi atethe certificate

• Present accolades awarded to the program and 
f facclaim of the faculty members

• Mention special qualities of the school
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Outreach ComponentsOutreach Components

• Mailing list of potential employersMailing list of potential employers

• Brochure of valued skill sets
– specific interest, specific law training, academic performance, 

• Faculty member lettery

• Electronic Resume Book

• Face to face – CLE, Bar meetings, Alumni 
gatherings
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Health Law Case StudyHealth Law Case Study

• High student participation in the program and the existence of g p p p g
a Health Law student organization

• Highly engaged faculty leader with interest in the project

• Texas State Bar specialization and designated practice area

• EconomicsEconomics

– Research indicated Health Care industry is growing and 
recent legislation indicated a potential for increased legal g p g
support and compliance positions
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Health Law Case StudyHealth Law Case Study
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Joint JD/MBA OutreachJoint JD/MBA Outreach

I h C l CLE t ff dInhouse Counsel CLE event offered 
by the State Bar. Create awareness 
and network. Promote students and 
programs. p g
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NICHE MARKETING
DOOR NUMBER TWODOOR NUMBER TWO

REACHING OUT TO CORPORATEREACHING OUT TO CORPORATE 
EMPLOYERS
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Identifying Corporate Employers

• Main Campus

y g p p y

Main Campus 
– Career Services
– Joint Degree Programs

• Business & Industry Employer Outreach 

• Community – Job Fairs / Business Expo / Classified• Community – Job Fairs / Business Expo / Classified

• Faculty & Alumni

• Professional Associations / Bar Associations

• Trade Magazines
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• Trade Magazines
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Representative EmployersRepresentative Employers

• Chevron S C t tiChevron
• KPMG

Lif ti T l i i

• Sun Construction
• AG Cyber Crimes Unit

• Lifetime Television
• Legislative Auditor

• Pacific Park, Santa 
Monica Pier

• Lamar Advertising
• Shaw Group / CB & I

• SW Fraud Investigations
• Regency Nailsp /

• Entergy
• Target Corporation

Regency Nails 
• Walmart
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Marketing Students to Corporate 
E lEmployers

• Partner with Dual Degree Programs
• Informational Interviews / Cold-Calling
• Virtual Alternative Career Fair
• Electronic Resume Book
• Professional Groups & Associations
• Networking / Volunteer  
• Industry Resume & Cover Letter

k h• Corporate Marketing Brochure
– Transferrable Skills

T ti i l
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NICHE MARKETING

JD Transferable Skills to CorporateJD Transferable Skills to Corporate 
AMERICA
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Why Focus on Business Category?Why Focus on Business Category?

• 2009-11: 2nd highest employment category2009 11:  2nd highest employment category

• Highest been in last two decades

• Continues to increase yearly:  13.5% in 2009 
to 18.1% in 2011%
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Top 5 Known Business CategoriesTop 5 Known Business Categories

• 2011 Data (Not including other business and2011 Data (Not including other business and 
legal temp agency)

10 2 B ki /Fi– 10.2 Banking/Finance

– 8.4 Technology/E-commerce

– 4.6 Management Consulting

4 0 Insurance– 4.0 Insurance

– 3.8 Accounting
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Breaking into Corporate AmericaBreaking into Corporate America

• RoadblocksRoadblocks

• Transferable skills 

• Case studies
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NICHE MARKETING
DOOR NUMBER THREEDOOR NUMBER THREE

SUCCESSION PLANNING FOR 
LAWYERSLAWYERS
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Succession Planning for LawyersSuccession Planning for Lawyers

• Boomers are beginning to retire a new crop ofBoomers are beginning to retire a new crop of 
lawyers are graduating. How do we connect 
the two for a seamless transition in thethe two for a seamless transition in the 
practice of law?

h d f ll h ?• What are states doing to fill this gap?

• Discussion of the pilot program conducted p p g
jointly by the State Bar of Texas and all 9 Texas 
Law schools.
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Characteristics of Boomers Retiring and 
Mill i l E t i th W kf
Baby Boomers Millenials

Millennials Entering the Workforce

Born between 1945 and 1964
In one word: Optimistic
What motivates Boomers:
• Money

Born between 1980 and 2000
In one word: Eager
What motivates Boomers:
• MentoringMoney

• Recognition
• Control
• Promotion
T Fi A i id h

• Mentoring
• Recognition
• Time off
• Training

Top Five Actions to consider when 
dealing with a boomer:
• Show you care
• Give frequent recognition

• Meeting personal objectives
Top Five Actions to consider when 
dealing with a boomer:
• Give frequent and instant feedbackq g

• Treat them as equals, coach don’t 
direct

• Give them a chance to talk
• Be honest candid and direct

• Give frequent and instant feedback
• Use technology to the max
• Offer multi-tasking projects
• Provide people skills training
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• Be honest, candid and direct • Provide  close supervision
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Source: Managing Four Generations in the Workplace with Cam Marston (Learning 
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What is out there and what is not?What is out there and what is not?

• Most states have great documents on their barMost states have great documents on their bar 
websites to help attorneys prepare for the process of 
succession planning.

• Most states offer guidance on information on closing 
a practice outright.p g

• Most states do not offer attorneys strong solutions 
on how to help them transition their practice if theyon how to help them transition their practice if they 
want to FIND an attorney to transition it to.
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States who have good resourcesStates who have good resources

• Washington StateWashington State 
http://www.wsba.org/Resources-and-
Services/Ethics/Succession-PlanningServices/Ethics/Succession Planning

• What are states doing to fill this gap? Most states 
offer CLE and documents to help in facilitating aoffer CLE and documents to help in facilitating a 
succession plan but NOT many offer them actual 
ways to connect with attorneys who want to takeways to connect with attorneys who want to take 
over the practice or be phased in.
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Myths about what Succession 
Pl i MPlanning Means
• Succession Planning DOES NOT mean youSuccession Planning DOES NOT mean you 

have to have the funds to hire an associate

l• Succession Planning DOES NOT mean you 
have to be interested in retiring the next year 
or two

• Succession Planning DOES NOT mean you g y
have to mentor or hire a law student 
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Case Study: University of Maine 
S h l f LSchool of Law
• Some attorneys who are looking to retire contact the So e a o eys o a e oo g o e e co ac e

school after being referred by the state bar association. 

• The school posts "succession" opportunities throughThe school posts succession  opportunities through 
Symplicity, and reaches out to 3Ls and recent grads 
interested (or at least receptive) to such opportunities, 

d h i h di l i h hand put them in touch directly with the attorneys. 

• Most opportunities are coming from remote or rural 
f h h l d l k f bparts of the state where less grads are looking for jobs.
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State of Texas Succession Planning 
Pil PPilot Program
• The program is being done jointly with All 9The program is being done jointly with All 9 

Texas Law schools and General Practice/ Solo 
(GP Solo) section of the state bar(GP Solo) section of the state bar.

• The program does not offer formalized 
h h ff h hmatching rather it offers the attorney the 

opportunity to talk through their ideas with a 
h hcareer services representative who then 

passes their needs on to all schools.
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State of Texas Succession Planning 
Pil PPilot Program
• This has been easily implemented with having an y p g

informational card and registration form as well as advertising 
done through the GP Solo publications and list servs and 
through speaking engagements to the GP solo section of thethrough speaking engagements to the GP solo section of the 
state bar.

• Expansion plan for late 2013 and 2014 is to have each schoolExpansion plan for late 2013 and 2014 is to have each school 
take the brief presentation on the road and presents to local 
and affinity bar associations in their city and rotates to 

t i iti h th l h l Th GP S lpresent in cities where there are no law schools. The GP Solo 
section of the State Bar of Texas plans to do the same.
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State of Texas Informational CardState of Texas Informational Card
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State of Texas Registration FormState of Texas Registration Form

On back of card:
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State of Texas Succession Planning 
Pil PPilot Program 
During the first year of the program we have had 5 attorneys reach out to post for 
assistance that has taken the form of:

– interns they could cultivate to ultimately transition the practice to

Seeking recently licensed attorneys and offered them reduced office space– Seeking recently licensed attorneys and offered them reduced office space 
and overflow work with the hopes of introducing them to current clients for a 
long or short term phase out

Hiring of an actual associate in their firm to ultimately cultivate to take over– Hiring of an actual associate in their firm to ultimately cultivate to take over

– Have had feedback from at least one attorney who was successful if finding 
someone who was a good fit for their firm

Ultimately this program offers a great way for attorneys looking to retire in the semi 
near future with recent graduates whose goal is to start their own practice.
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ACTION PLANNINGACTION PLANNING
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Action PlanAction Plan 

• Door #1: Joint degree & Certificate ProgramsDoor #1:  Joint degree & Certificate Programs

• Door #2:  Corporate Employers & Corporate 
America

• Door #3:  Succession Planning for Lawyersg y
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QUESTION & ANSWERQUESTION & ANSWER
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Contact Information
Paula Smith Gwen Ferrell

Contact Information

Director of Career Services
Texas Tech University Law School
(806) 742-3990 x312

Assoc. Director of Career Services
LSU Paul M. Hebert Law Center
(225) 578-8707

paula.smith@ttu.edu
_________________________
Samorn Selim

gwen.ferrell@law.lsu.edu

_________________________
S anne PatrickSamorn Selim

Director of Employer Outreach/Assoc. 
Director for Private Sector Counseling 
and Programs

Suzanne Patrick
Director of Career Services
St. Mary’s University Law School

University of California, Berkeley Law
(510) 643-2675
sselim@law.berkeley.edu

(210) 431-2265
spatrick@stmarytx.edu
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