Rivals into Referrals & ATTICUS

How the lawyer across the table becomes your best referral source.
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Most lawyers pay for referral sources - ads, LinkedIn, the whole treadmill.

You've got one your client is paying you to sit across from.

. Worthwhile Act Like a Acknowledge &
fotiies ‘* Adversary Test ‘* Class Act ‘* Stay Useful ‘* A EAEE

o Run the Worthwhile Adversary Test the open

Lead with the Class Act Mindset. Look to resolve, not just win. This is a different game, not a weaker one.
Make the first move. On a matter that matters, reach out before the fight - coffee, human to human.
Read them, believe what you see. “Worthy" describes them; “worthwhile” describes your decision. Only ~10-20% are

worthwhile - invest there,

e Act Like a Class Act the fight

Generous on process, firm on substance. Advocate hard without being a jerk. Praise good work in real time.
Control the medium. Don't fight by email. Talk like a human, document like a lawyer. Manage your own client's appetite

for war.
EQ over 1Q. Your 1Q may never grow, but your EQ can - and your EQ is where the money is.

0 Acknowledge & Express Gratitude the after

Acknowledge how they handled it. A specific thank-you, an Avvo review, a card, a small gift. Praise the lawyer in front

of their client. No flattery, be authentic.
Stay useful, give don't ask. Connect on LinkedIn, keep them top-of-mind, refer work and help when you can. Be the

name they remember.

Words that Work Worthwhile, Not Worthy
Opening the Door Worthy describes the opponent - many are respectable.
“d like to get to know more about you, your practice, and Worthwhile describes your decision: is this one worth my
your case. Would you be open to grabbing a coffee?' investment? The worthwhile few tend to be the cream of
the bar.

After it's Resolved
“Now that this is resolved - thank you for how you handled The One Thing
it. | respected the way you 5 This week, on one matter that matters, make the first move.

Extend one hand - and watch what they do with it.

[ Professionalism is profitable. j

Want a deeper playbook? Email Steve at steve riley@atticusadvantage.com - If it helped, share this with one lawyer who needs it.
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