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Thursday 3 May 2018

8.00am - Arrival and breakfast
8.30am - Welcome

8.35am - Briefing

?.30am - Q&GA

10.00am - Close
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Profitable Practice Formula

How To Get More Ideal Clients and Increase
Profits Without Working More Hours

Michelle Peters

: é’Bus'nesslnstructor
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Michelle Peters
The Business Instructor

More Clients, More Profits, More Time

z Buslnesslnstructor

Creator of The Profitable Practice
Programme for Lawyers and Other
Professionals Who Want More Clients
and To Increase Profits Without
Working More Hours

Former practising solicitor

My approach is based on results (not
theory) and what feels professional



Challenges: The 3 Critical Factors limiting the growth
and profitability of your practice

Solutions: The 3 Essential Elements of a Profitable
Practice and how to make all 3 work harder for you

Growth: The Profitable Practice Formula - increase
vour profits without working more hours

Action: Your next steps

And more...




DOWNLOADING...




CHALLENGES



3 Limiting Factors

Method Mastery

Model
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Which of these 3 factors
is limiting your growth

the most and what’s
the impact?




It’s not your fault







SOLUTION



3 Essential Elements of
A Profitable Practice
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you don’t have these...




Why you need all 3....
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Traffic Light Accelerator Tool




What does green look like?

Attract — constant stream of enquiries from ideal
clients (or referring partners), marketing mostly on
auto-pilot or very systemised, minimal time

Convert — high percentage say ‘yes’ at the fees you
want to charge, minimum time spent
(before, during, after),

Maximise — repeat instructions, fees profitable,
active cross-selling, constant referrals, client
satisfaction high, clients staying longer, training
and systems in place to maximise efficiency




Where do you
have the
brakes on?




What'’s the impact of
these ‘brakes’ — how
would things be
different if you had
GREEN in all 3 areas?




What to focus on to accelerate
your results...
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The 9 Accelerators
— ,



Example of ATTRACT Accelerator:
Magnetise Your Clients




Andrew: 30% Increase In Enquiries From
The Same Marketing By Explaining
‘Why’ Clients Need Help



Example of CONVERT Accelerator:
Prescribe Value




Rachael: increased conversion to 90+%
by using 5 Ps Formula



Example of MAXIMISE Accelerator:
Multiply 7 Profit Zones




The 7 Profit Zones

Getting More Enquiries

Boosting Conversion Ratio

Increasing Frequency of Transactions

Y &

~ Increasing Size of Transactions
Boosting Profit Margins
Getting More Referrals

Improving Client Lifetime



The Profit Zone Formula

* 10% growth in each Profit Zone =
80+% increase in profitability

* Double your profits with only
50% more clients
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Practice Growth Calculator

Description Bu:?:t:ss Increase Results I:;’::;'e
1 Annual Number of Enquiries 560 10% 616
................... 2 ComerswnRatw o~ — ,35%
NumberofChems ............................................................................................. — 216 ..........................................................................
................... 3 NumberomensacnonsPerYear — — 22
................... 4 Memgel_mnsacnon\alue P - £1650
.......................................... unualT“mo‘er 0000 £782628 1863%,
................... 5 PmﬁtMargm = 7 44%
.......................................... unualpmﬁts e £344356 2050%*
6 Annual No. of Referrals 1 36 10% 39.60
Com,erswnkmoofRefm.als ............................................... — v 5 5% ......................................................................
Numberof(:hentsFromRefermls ................................ — L 218 ........................................................................
AnnualTurno‘erFromRefermls .................................... " - £ 54000 .................................................................... £79061 .......................... 1464% .......... d
_\nnualpmﬁtsFromRefermls .............................................. | W £21600 .................................................................. £ 34787 ............ B !
Total Annual Turnover T £474,000 (s> | £861,689 ‘181803‘
Totaunnualpmﬁt ...................................................................................... s £ 189600 ........ ,,,5:,:{4—‘2’} .......... £ 379143 ................ (:3‘06“63 Q
7 Average Client Lifetime (Years) ) 3 10% 333
Llfenme‘alueofChent(“roref’s) ............................. £508.000 £1136376 .................... 2 255% ........... J
Total Lifetime Value (w / referrals) ) £568.800 £1.251,173 220.0% 1




Practice Growth Calculator

New Clients

Description BuYs‘i):erss Increase Results I:c:‘?:;-e
1 Annual Number of Enquiries 2000 10% 2200
2 C (;.nversim; Ratio e 25% 10% i 35%
” Nu"mber of 'Clients " | ” 500 | 770
3 Number of :[ransacfions Per ;’ear " 2.0 10% " 2.2
4 X;:erage Trénsactioﬁ Value | £2.500 10% £2,750
Al;.nual Tu;nover " " £2.500,000 £4:658,500 186:3% ]
5 Prntu).fit I\/Iaréin ..... | 30% 5% .."3 5%
Axl;.nual Pro.fits .......... £750,000 £1';"630:475"" 217.:;1% )
6 Annual No. of Referrals ) 250 10% 275.00
Cc;;lversior; Ratio oi: 'Referra'is ..... 50% 5% 55%
;d:;lmber o;Clients I:“rom Re}érrals ...... 1250 | | 1513 |
X;.;lual Tur"nover Fl;om Referrals | ] £625.000 “ £§15,063 " 146.4% )
An"nual Préfits Fron; Referréls 1 £187,500 .... | £320,272 170.8% ]
Total Annual Turnover ) £3,125,000 | ewml»| £5.573,563 | (178.4%> )
To.;al Annumal Profit 1 £§37,500 ...... a@» .£1"_."950,747 {@
7 Average Client Lifetime (Years) ) 3 10% 3.3
Lii’etime Value of C.iient (w/o ref's) £2.250,000 £5.380,568 l 239.1% ]
Total Lifetime Value (w / referrals) ] £2.812.,500 £6.437.465 228.9% 1




Nita’s immigration firm doubled profits in
12 months applying this formula
(adding £120k profit)



Keith’s commercial firm had 20% growth
through leveraging 2 of the 7 Profit Zones
(£200k extra profit)



Which ‘accelerators’ do you
need to focus on to change
red and amber to green?




“ Getting Help




Practice Growth Calculator

Description Bu:?:t:ss Increase Results I:;’::;'e
1 Annual Number of Enquiries 560 10% 616
................... 2 ComerswnRatw o~ — ,35%
NumberofChems ............................................................................................. — 216 ..........................................................................
................... 3 NumberomensacnonsPerYear — — 22
................... 4 Memgel_mnsacnon\alue P - £1650
.......................................... unualT“mo‘er 0000 £782628 1863%,
................... 5 PmﬁtMargm = 7 44%
.......................................... unualpmﬁts e £344356 2050%*
6 Annual No. of Referrals 1 36 10% 39.60
Com,erswnkmoofRefm.als ............................................... — v 5 5% ......................................................................
Numberof(:hentsFromRefermls ................................ — L 218 ........................................................................
AnnualTurno‘erFromRefermls .................................... " - £ 54000 .................................................................... £79061 .......................... 1464% .......... d
_\nnualpmﬁtsFromRefermls .............................................. | W £21600 .................................................................. £ 34787 ............ B !
Total Annual Turnover T £474,000 (s> | £861,689 ‘181803‘
Totaunnualpmﬁt ...................................................................................... s £ 189600 ........ ,,,5:,:{4—‘2’} .......... £ 379143 ................ (:3‘06“63 Q
7 Average Client Lifetime (Years) ) 3 10% 333
Llfenme‘alueofChent(“roref’s) ............................. £508.000 £1136376 .................... 2 255% ........... J
Total Lifetime Value (w / referrals) ) £568.800 £1.251,173 220.0% 1




Profitable Practice Accelerator Session

In this complimentary 30 min session by phone you will:

* Uncover the hidden challenges that are causing you to have
red or amber lights and slowing you down from
getting more clients and being more profitable

* |dentify which Accelerators you need to focus on
to get the ‘brakes’ off and get to green in each area

* |dentify the growth potential in your practice when
you increase all 7 Profit Zones (we’ll complete the

calculator together)




6:51 73 100% W %
< Messages (173) 07903 571611 Details

Text Messapy
Today 16512




TEXT ACCELERATOR TO
07903 571611 FOR
YOUR SESSION + CALC

' OR CALCULATOR FOR

THE CALCULATOR ONLY

(normal text rates apply)




Practice Growth Accelerator Session

In this complimentary 30 min session by phone you will:

* Uncover the hidden challenges that are slowing you down or
nolding you back from getting more clients and
oeing more profitable (including what’s causing the
red or amber lights in your practice)

* Understand which Accelerators you need to install
to overcome those challenges and get to ‘green’

* |dentify the growth potential in your business when
you apply the Profitable Practice Formula




Plan out what’s
needed to get to a
green light in
each area




Your Profitable Practice Accelerator Plan?




Your Practice Growth Calculator?

Description

Your
Business

Increase

Results

Cumul.
Increase

1 Annual Number of Enquiries 2000 10% 2200
................... 2 ComersmnRano o e ,35%
Numberof(:hents ............................................................................................. s 770 ..........................................................................
................... 3 l\umberofTransactwnsperYear > — 22
................... 4 A‘emgermnsamon\alue 2500 — £2750
........................................... Annual]—umo‘er ey— £465 N 500 186300,
................... 5 Pmﬁtl\largm o = 35%
.......................................... Annualproﬁts sm— £163O475 217400,
6 Annual No. of Referrals ) 250 10% 275.00
ComerswnRanoofReferrals ............................................... — i 5 5% ......................................................................
Numberof(:hemsFromRefermls .................... P N 1513 ......................................................................
Annual]—umo‘erﬂomRefermls .................................... ‘£625000 ................................................................ £915063 ....................... 1464% .......... d
AmmalproﬁtsFromReferrals .............................................. Y - £ 187500 .............................................................. £ 320272 ......... o J
Total Annual Turnover ) £3.125.000 £5.573.563 | C 1‘748;.4%__3 )
........................................... T OtalAnnualeﬁt o £937 o \ﬁ.ﬂ, £1950747 \29819‘8\)”
7 Average Client Lifetime (Years) ) 3 10% 3.3
Llfenme‘alueofChent(“foref's) ............................. op— £5%80568 239100 ........... J
Total Lifetime Value (w / referrals) ) £2.812,500 £6.437.465 228.9% ]




Additional Resources

Nine Essential Strategie’
for Growing Your Leg?
' Practice profitably

s Michelie Poters Solicinoe’

*tet Hoammg o) lTnins at




TEXT ACCELERATOR TO
07903 571611 FOR
YOUR SESSION + CALC

' OR CALCULATOR FOR

THE CALCULATOR ONLY

(normal text rates apply)
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Michelle Peters
The Business Instructor

www.thebusinessinstructor.com
michelle@thebusinessinstructor.com

02072757471

tBusfinessinstructor

More Clients, More Profits, More Time



Legal Sector BreakFast Briefing

Questions and Conclusion

Simon Campbell
Relationship Manager - Commercial, Clydesdale Bank
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Andy Poole, Legal Sector Partner
Armstrong Watson

Fairview House, Victoria Place, Carlisle CA1 1HP

T: 01228 690200
F: 01228 690201
M: 07828 857330

Twitter: @AW_AndyPoole
E: andy.poole@armstrongwatson.co.uk

www.armstrongwatson.co.uk/legalsector

ArmstrongWatson’

Accountants, Business & Financial Advisers

A track record of providing solutions to the legal profession



Disclaimer

This presentation and supporting documentation has been prepared in general
terms and therefore cannot be relied upon to cover specific situations;
application of the principles set out will depend upon the particular
circumstances involved and we recommend that you obtain professional advice
before acting or refraining from acting on any of the contents of this
presentation and/or supporting documentation. Armstrong Watson would be
pleased to advise on how to apply the principles set out here to your specific
circumstances. Neither Armstrong Watson nor the presenters accept a duty of
care or liability for any loss occasioned to any person acting or refraining from
acting as a result of this presentation and supporting documentation.

ArmstrongWatson’

Accountants, Business & Financial Advisers

A track record of providing solutions to the legal profession
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