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Crea�ng Currency with Other Professionals

Increasing introduc�ons and referrals from other professionals should be one of the most important components of your
2022 business plan. There are many elements to developing rela�onships of trust with other professionals. Two key
elements are having opportuni�es to work together and having a reputa�on for achieving great results. However, the
strongest rela�onships with other professionals develop when there is reciprocity. If you want to be on the receiving end of
introduc�ons and referrals, it is essen�al to be able to create value for other professionals. One of my clients accurately
characterized this part of the process as “crea�ng currency” and asked me to describe the steps of the process. Here are
some key steps in the process of crea�ng currency with other professionals:

• Become a “Go-To” Lawyer. Encourage friends, family, clients, and other professionals to ask for your help when
they need lawyers. You want people to know they can rely on you to help them find a lawyer when they need one
even if it is not your area of specialty or something your own firm can handle. Every �me you can refer work to
other lawyers, you are crea�ng currency with them.

• When you have opportuni�es to make introduc�ons or referrals, take the �me to be strategic. It is important to
give honest recommenda�ons when asked for informa�on but perfectly appropriate to consider which of your
choices has more value to you. Always inform the other professionals that you have given their names to a
poten�al client even if you can’t state the client’s name.

• Show apprecia�on to other professionals when they refer work to you. Thanking your sources and reciproca�ng in
kind are obvious ways to show apprecia�on but don’t give up if you don’t have an easy way to reciprocate. If you
are not likely to have work to refer to them, can you open a door in another way, like making an introduc�on or
invi�ng them to speak on a panel?

• Share your successes, accolades, and professional recogni�on with other professionals so they will feel more
confident in referring clients to you. For example, every �me you share with other professionals that you will be a
featured speaker in a prominent venue, you are not only staying top of mind, but you are also empowering them to
refer you to others.

Example: A partner hoped to a�ract conflicts referrals from similarly situated lawyers in other firms. But in the past, he
rarely had had opportuni�es to refer conflicts work out and was reluctant to represent to other professionals that he could
deliver reciprocal referrals. So, his first step in execu�ng this strategy was to iden�fy a few situa�ons in which conflicts
frequently arise in his prac�ce area. He then did an analysis for other partners in his own firm about the risks related to
those poten�al conflicts. He circulated his analysis and offered to speak at a prac�ce group mee�ng to make other lawyers
in his firm more aware of the conflict issues. He also informed other lawyers in his firm that he maintained a list of
competent lawyers he could recommend to them in a conflicts’ situa�on. He then set up a series of mee�ngs with other
professionals and explained what he was doing in his own firm. He invited them to provide him with informa�on on their
relevant experience so he could make appropriate conflicts referrals and offered them similar informa�on about himself and
his own firm’s capabili�es. The narra�ve he developed made him comfortable exploring reciprocal rela�onships with other
professionals and also generated a lot of enthusiasm from them.

Do you have a strategy for developing reciprocal referral rela�onships with other professionals? What will it take for you to
be comfortable and effec�ve in execu�ng this strategy in your 2022 business plan?
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