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As the December holiday season nears, consider how to thank clients for the work you’ve performed for them. It’s also appropriate to acknowledge your referral sources and the business they have sent your way.

Some say that client appreciation takes place all year round. Which of the following options are most appealing for your clientele and suit your budget for December and the year ahead?
[bookmark: ID0EAB]Holiday Cards and Gift Items
You may consider the December dilemma to be whether to mail a printed card, an electronic card or any card at all. Whatever your choice, make an effort so that your card is distinctive and will be noticed among the many such cards sent by mail and email.
For those who wish to give a physical gift, a popular choice is merchandise branded with your firm’s logo. Perhaps glassware, which may be filled with candy or appropriate food items, or mugs with packaged coffee, tea or hot chocolate. Desk items, such as pens, blank journals and pocket diaries, are useful; they perform the additional function of keeping your firm’s name in plain view of your contacts.

A more upscale present is a box of chocolate or tins of caviar, perhaps paired with a fine wine, whiskey or scotch.

For a creative touch, consider crafted page flags, which are page markers decorated with original art, similar to the familiar sticky notes.

During the winter season, a jacket, hoodie or knit hat may be a welcome gift.

If you have an imaginative writing style, and a criminal defense practice, draft a festive complaint citing Santa for trespassing or another misdemeanor.

Attorneys often donate to a nonprofit organization, perhaps a cause related to their practice. In turn, some clients reciprocate with contributions to the charity on whose board the attorney serves.
Speaking of gifts to nonprofits on behalf of clients, some attorneys offer a discount on clients’ account balances between November 1 and December 15, provided it is paid in full before year end. A portion of the payment is then donated to a nonprofit group.

[bookmark: ID0E4C]In-Person Events
Looking beyond December, here’s a twist on the usual party or outing to a sports event. Organize a group to attend a legal-themed movie or play, followed by refreshments and a discussion of the work’s principal themes.

Consider hosting a program that features several clients as speakers, followed by drinks, hors d’oeuvres and casual mingling.

Clients and referral sources might also enjoy a networking event you organize; after all, many of your contacts work in overlapping fields.

[bookmark: ID0EWD][bookmark: ]All Year Round
When your out-of-town clients visit your city, meet them for lunch, at any time of the year.

While respecting personal privacy, it may be appropriate to send a card to a client marking a milestone, such as a birthday.

A thinking of you card, sent at an off-peak time during the year, is likely to stand out more than one sent in the December period.

Spontaneous phone calls are an often-overlooked opportunity to simply check in with clients and learn more about the issues they are grappling with. Try to make two calls per week to stay top of mind, especially with those attorneys who refer business to you.

November is the moment to assemble your gift-giving list and select the appropriate item to show your clients your appreciation of the relationship. Start in December and find ways to reconnect with your clients and referral sources with lunches, scheduled phone calls and occasional cards to keep in touch throughout the year.
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