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Get started by listing your contacts from professional com-
munities, networks and social groups.  Send them an e-mail 
or give them a call to remind them of who you are and what 
you do, and ask if they know anyone who may need what 
you have to offer.
  Not sure how to get in touch?  The LinkedIn directory is a 
professional networking site that can help you catch up with 
people from your past as well as draw others to your firm.
  As always, remember to practice Internet safety when post-
ing and exchanging information.  And have a bio or resume 
handy and an active firm website.  Sometimes opportunities 
take the form of a new job or merger proposal, so up-to-date 
information is key.

10. SCHEDULE
  Resist the temptation to become a member of the extended 
happy hour club or the two-hour coffee klatch.  Even though 
you are lacking billable work, persevere with a daily schedule 
and leave pessimism outside the office door.
  For solos, if work has dried up, consider seeking paid court 
appointments that may keep your skills sharp while covering 
some of your expenses.  For attorneys anxious about billable 
requirements, now more than ever maintain the same enthusi-
asm you had that first day of work (or at least the appearance 
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of it).  Sign up for CLE training as well as pro bono projects 
that may offer hearing, deposition or even trial experience.  
Simultaneously, canvass for billable work, even if it is in the 
form of a boring project from another busy practice group.
  Join in firm-approved activities.  (Note: The office gossip 
team is typically not a firm-approved activity.)  Volunteer for 
committees, firm-sponsored bar association events, marketing 
pitches.  These are positive ways to promote your abilities and 
commitment during non-billable periods.
  Opportunity still knocks during a recession, but often only 
for those who are ready.  Establishing a financially sound 
business model while positioning yourself through already 
established relationships, and adapting your marketing plan 
and skills to meet the spikes in business, will help position 
your practice for new opportunities and revenue.
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Substantive Law:
•	 CLE Programs
•	 CLE Publications
•	 Journal of The Missouri 
	 Bar
•	 Courts Bulletin
•	 Legislative Digest
•	 ESQ.

Practice Management & 
Development

•	 Client Keeper
•	 Durable Power of 

Attorney
•	 Fee Dispute Resolution
•	 Law Practice 

Management Assistance
•	 Law Practice 

Management Lending 
Library

Benefits of Bar Membership

•	 Lawyer Referral Service
•	 LawyerSearch
•	 Lawyer Trust Fund 

Handbook
•	 Legal Links
•	 Legislative Activities
•	 MCLE
•	 Missouri Case Law 
	 Summaries
•	 MoBar Net
•	 Professional Liability
	 Insurance from The Bar 

Plan
•	 Public Information 

Brochures
•	 Risk Management
•	 Sample Fee Agreements

Career/Personal Development
•	 Bar Meetings/

Conferences
•	 Committee Membership
•	 Law-Related Education
•	 Lawyer Placement 

Service
•	 Leadership Academy
•	 Mentoring Program
•	 Missouri Bar Foundation
•	 Missouri Lawyers’ 

Assistance Program 
(MOLAP)

•	 Pro Bono Services
•	 Young Lawyers’ Section
•	 Vacation and Travel
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