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How Solo Attorneys Practice Client Appreciation
Whether holiday greeting cards, delicious gifts, branded merchandise or a special event, clients clearly appreciate hearing from their attorney in a personal and social context.
By Janet Falk November 12, 2020 
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In anticipation of the December holiday season, many solo attorneys are reviewing how they have acknowledged to clients their appreciation for business relationships.
Consider the various ways you may thank your clients for their trust in your services and their business in this tumultuous year. Moreover, how will you continue to thank them in the year ahead? Learn from your colleagues and see which best practices suit your budget and align with your approach to marketing.
To mark the holiday season and express appreciation to current clients, prior clients and referral sources, many solo attorneys follow the plans of Melanie Cunningham: “Every client, past and present, will receive a holiday greeting card. I also send cards to anyone who has referred my firm to a potential client, or has referred me to participate in an event or speaking opportunity. I love the holidays, so it’s a great time to both check in and send a card to those in my network and new business friends.” [image: ]Melanie Cunningham Law Office is a virtual practice, focused on business law and intellectual property.
Business and employment law attorney Ayesha Hamilton is re-thinking this tradition. “I have mailed greeting cards in the past, but I have not decided whether I should send one this year. With a lot of people still working from home, I think that the impact will be lost.” Her practice, Hamilton Law Firm, is based in Princeton.
One way to address the holiday gift card issue of mailing to clients who are working from home is to send an ecard. When an attorney already has an e-newsletter, the December issue may include a holiday greeting.
In addition to a holiday greeting card, solo practitioners send a variety of gifts to clients and referral sources. Whether a consumable item, a fruit basket, wine or liquor, these gifts generally fall in the range of $10 to $100 apiece.
George E. Veitengruber III, with a bankruptcy practice serving individuals and business at Veitengruber Law in Wall Township, uses the holiday season to promote his firm’s brand. He sends law firm branded glassware and coffee mugs, together with related food or liquor. He also gives gifts to referral partners, usually a curated item, featuring their brand/logo, with his own logo tucked in somewhere less conspicuous.
In lieu of a card or gift, or in addition to one, attorneys may donate to a nonprofit group and notify their clients accordingly. Veitengruber gives to the charity Greyhound Angels Adoption; he has adopted four retied greyhound racing dogs over the years.
Cunningham takes the donation a step further. During the course of the year, she supports the nonprofit groups favored by her clients, who are “purpose-driven entrepreneurs who have a charitable component to their business. Whether it’s raising money to buy personal items for the homeless, feeding the hungry or buying gifts for children, I love to participate and contribute monetarily,” says Cunningham.
Lawrence Bloom, with a matrimonial law practice, Law Offices of Lawrence H. Bloom, in New Milford, takes a different approach to holiday gifts and donations. “Everyone celebrates different holidays; and some are more important to some people than others. I generally mention Happy Holidays where appropriate when we speak during the season. Because there is often an outstanding bill to the client, I usually take advantage of November 1st as a date to offer each client a discount on the balance due, with the understanding that that offer would require payment of the new amount in full by December 31st. When I offer this discount, I also offer to donate 10% of the amount paid to the New York Police and Fire Widows’ and Children’s Benefit Fund.”
Separate from scheduled meetings and calls to discuss client matters, it’s worthwhile to simply phone the client periodically. Matrimonial attorney Leona Krasner says, “I call my clients weekly to check in. At the end of each call, I always make sure to schedule the next call, to properly set expectations and make clear to clients that they and their matters are important to me.” Krasner Law is based in Jersey City
Likewise, Tim Anderson, with a white collar criminal defense practice at Tim Anderson Law in Red Bank, makes it a point to call his clients every month or so. Additionally, he notes, “Sometimes I schedule lunch with former clients to catch up.“
Organizing a client appreciation event may take many forms. Hamilton negotiated a group rate for tickets to see the movie The Notorious RBG at a local theater. She was eager to see the film about former Supreme Court Justice Ruth Bader Ginsburg and knew that others would also enjoy it. Hamilton invited clients to attend the screening. “I received great feedback for this event and will definitely consider making this an annual gathering, when such things are possible again.”
Veitengruber also hosts a client appreciation event. He invites several hundred contacts to spend a day at the ballpark each year; his firm’s name and logo are part of the co-sponsorship with other companies. In addition, he co-sponsors several events with key networking partners. Veitengruber plans to host “a virtual happy hour in appreciation of all the guests who appeared on my podcast, Community Chat, during COVID.”
Whether holiday greeting cards, delicious gifts, branded merchandise or a special event, clients clearly appreciate hearing from their attorney in a personal and social context. As for periodic phone calls, a solo attorney would do well to follow the perspective of Marnita Robertson of Robertson Law, with a practice focused on data privacy and technology transactions in Fort Lee.
Robertson says, “I think client appreciation is extremely important, especially in these challenging times. I also think that saying thank you may not be enough. It is important to review your relationship with your client and discuss their needs and challenges. These conversations may focus on areas such as improving service or exploring alternative fee arrangements, in light of any difficulties that the client may be facing. You may not know this unless you have a conversation with them. Sometimes showing that you value the relationship is the best form of appreciation.”

Janet Falk is the head of Falk Communications and Research in New York. She provides media relations and marketing communications services to law firms and consultants.
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