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You are a member of the state bar association and perhaps a local bar group as well. You may also belong to the same industry or trade organization as your clients. No doubt you have established a network of contacts among the members of these associations. Here’s how you can up your networking game in these associations.
One of the benefits of these memberships is a listing in the group’s directory. Review your listing now to ensure it is up to date and accurately reflects your practice and your firm. Take advantage of the opportunity to quietly promote yourself and utilize this high-visibility real estate that many others overlook.
The usual categories are:
· Name
· Law firm name
· Pre-set categories to describe your practice
· Mailing address
· Email address
· Phone number
· Photo
Submit any relevant changes and take the next step in your networking activity. Peruse the listings of the other members as you harvest the directory for potentially fruitful contacts.
[bookmark: ID0EVC]Bar Association
Start your networking campaign at the bar association with the attorneys whose practice closely aligns with yours. You might have an overflow of work and need to refer a case out—and vice versa. For instance, a colleague who is preparing for a trial may tap you to pitch in on a routine client matter.

Next, see who might be potential referral sources. For example, trusts and estates attorneys often work with lawyers who practice family law and residential real estate regarding the disposition of a divorcing couple’s assets.
Are you interested in speaking to the bar association? Find a panelist or two among the other attorneys. Together, you will develop an approach to a timely issue, and also parcel out the responsibilities of a fulsome discussion with references to case law.

When you plan a trip to another part of the state, look up a local attorney and arrange a lunch meeting or coffee chat.

Perhaps some contacts with whom you’ve lost touch are listed in the directory. Among the people in your many circles are:
· Law school classmates and alumni
· Colleagues from a former firm
· Opposing counsel from a long-ago litigation
· Counterparts on the other side of a real estate or M&A transaction
Reach out, restart the conversation and connection and catch up on the intervening years.
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Have you joined the industry organization that your clients belong to? If you are a new member, take the opportunity to introduce yourself to the officers and some members of the group. When they learn you are a new member, they likely will be happy to speak with you about their involvement in the organization and how you might participate.
Find out how you may bring your legal background to bear on their activities, newsletter and operations. Ask about opportunities to speak to the group.
Here’s a sample letter you can use to introduce yourself:
Morgan,
Your name came to my attention as a member of _____ Association, which I recently joined.
Because you are a professional/business owner in the _____ industry, your directory listing caught my eye. I often work with _____/clients in my law practice.
As a relatively new member of the group, I am excited to meet other members and participate in upcoming events.
It would be great if we might become acquainted over coffee or lunch so that I might learn more about your business.
Perhaps you can advise me on how, as an attorney, I might contribute to the association’s activities using my legal skills.
Looking forward to your reply.
Signature

You can also employ this approach when you are a long-time member, say, of the state or local bar association but have not been particularly active of late. Email another attorney who is an officer, committee chair or an active member. Suggest getting together to discuss recent legal and business trends or issues in the news. Perhaps you will seek advice or even suggest collaborating on a future panel discussion for the bar association.

In every association’s directory there’s a field ripe with potential contacts for your network that you may harvest as valuable connections. Selectively identify the most relevant contacts. Pick out only those members whose practice or business most closely matches your experience; do not launch a mass email campaign to the entire membership.

Look also for names that jump off the page because of a prior professional or social connection. It’s past time to get back on their radar.

If all goes according to plan, one of the people listed in the directory might someday become your law firm’s partner, a major referral source or even a client.
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