





Clockwise from top left: Amy Newton and husband Corky;
Rachel Gold and Sara Bracewell hamming it up; Kristin Smith
and fiancé Chris; Christine Nelson and husband Andy.

CONTINUED FROM PAGE 2

This year at AAM we rented a Harley Davidson motorcycle
and brought jackets and accessories for people to wear and have
their picture taken.We had a digital camera and a printer along
with a board where we posted the photos so people could
come by later and pick up their photos. Again, we picked an
activity about self-expression but not a direct demonstration
of our services — although we did make samples of our
products and brochures available around the booth. Other
creative, interactive booths our clients have used include:

e The Money Tree — We tied dollar bills to a large tree
branch to create leaves. Then we created a Monopoly
themed booth where participants could play the game
to be entered in a raffle for the Money Tree at the end of
the trade show.

¢ Rock Star — A client whose recruitment campaign
centers on the idea of being a rock star asked participants
at a college career fair to strike rock star poses. They took
photographs the students could take away with them.

e Deal or No Deal — A business bank put together a
booth around the popular television game show and let
participants choose suitcases with prizes in them.

The key to creating a great booth is to pick a theme that’s
going to be fun and lead people to ask you questions. Think
about your service offerings broadly: what do you really do
for people? How can this be connected with a popular game
or activity?

Once people are attracted to your booth to engage in this
fun activity, it’s time to meet them, network with them, find
out their role in the organization and their challenges. When
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Remember to ask good questions. Don’t get so carried away
with your activity that you forget you're there to build business.
But if you’re laughing and having fun and asking about their
challenges, this will be much easier to do. When you spend
more time thinking through and designing your booth, you
have less work to do to attract prospects at the event.

Festiwe Sweates and Bunco

Dawn Wagenaar welcomed Team Ingenuity to her home for
the holidays with a fun theme of “festive” holiday sweaters
and two rounds of Bunco. We enjoyed delicious pasta, a little
hip-hop walk-oft to display our outfits and lots of holiday
cheer. It was a totally smart party (see photos above right).
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By Liz Kuntz
Marketing Consultant

There’s a silver lining for marketing and business development
directors of law firms amidst the economic downturn.

That was the sentiment during a recent panel discussion hosted
by the Legal Marketing Association — Minnesota chapter.

The panel, which consisted of Kathleen Leach, Marketing
and Business Development Director at Faegre & Benson;
Steve Ryan, attorney and practice group leader at Briggs &
Morgan; and Doug Hoover with Hildebrandt International,
agreed this is a great environment for marketing and business
development directors.

The attorneys have time, which means there are no time-
related excuses. They also have started to realize the value
of marketing and business development. Those who are
weathering the downturn paid attention to marketing and
business development when times were good. Doug Hoover
explained that research from Hildebrandt indicates firms with
a shared vision and goals are best positioned to weather the
downturn.

You have a captive audience. This is the time for the marketing
and business development departments to set the tone that
will change the firm’s culture into a business and client
development culture.

Doug also shared research from Hildebrandt that says most
law firms’ marketing budgets will stay flat for 2009. Knowing
that the requests for marketing and business development aid
have probably increased even though their budget did not, the
panel offered three suggestions that every firm should make a
priority in 2009.

Client Intimacy

Let your clients know that you're in this with them. Wrap your
arms around your clients. This is the year to create or formalize
client teams. Make sure the client teams are across industry,
across practice areas and across offices; you need to bring the
full firm benefit to the client. Do client feedback surveys. In
past years if you've done phone surveys with key clients, in
2009 do one-on-one interviews with key clients and then do
phone interviews with the next tier down of clients.

Client Intelligence
Focus the intelligence gathering on internal firm information
(who knows who in the firm, what expertise does the
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firm have to offer clients with niche/specific issues) and
client information (who’s who at the company, the client’s
organizational chart, what their business issues are). Spending
time on industry information is not as much of a priority
because it doesn’t yield a high return on the effort that goes
into it. Plus, most attorneys are apprised enough of industry
issues. It’s not to say this information is not important, but in
2009 you will have to prioritize client information.

Community Involvement

Community can be defined as geographic, economic or
market specific. In 2009, it will be important to stay active in
markets you have served in the past and want to serve again
when things are on the upswing. It is important to do things
to hold your ground. Consider setting up more one-on-one
opportunities with past, current and future clients and making
your events more intimate and your invite list more selective.

The panel unanimously concluded that the main opportunity
for firms in this market is to hold or build market share, not
margin. It is not the time to squeeze every penny out of your
clients to increase margins. You need to focus on getting the
work because it will be profitable in the future.

Ingenuily Ciround the Globe

Wendy Nemitz and Dawn Wagenaar (pictured above)
presented at the Leading Edge Alliance Europe Conference
held in Lisbon, Portugal on December 5-6, 2008.

Christine Nelson authored the article “Social Media
Avenues Expand Networking, Visibility.” The article was
published in the November/December 2008 issue of Precision
Manufacturing.

Liz Kuntz and Rachel Gold presented “Market Yourself
Online: LinkedIn and Other Social Networks” to the Society
for Marketing Professional Services on December 4, 2008.

We love to speak and write! If you are looking for engaging, expert
speakers or top-notch writers for your next project, contact Wendy
Nemitz or Dawn Wagenaar at 651.690.3358.
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Personal Motto:

“Time is relative; a great idea
is eternal. Technology is just
wicked fun.”

Rachel Gold is a communications
consultant for Ingenuity Marketing
Group. She has a background in
journalism and has done her share of
technical writing and public relations.
She particularly likes to support firms
with crisis communications as well as
inform them of the latest opportunities in social media. For
example, she knows how to turn her friends on Facebook
into werewolves at Halloween, but she also knows a lot about
microsites and LinkedIn tools.

Her skills at brainstorming come in handy at most staff meetings Rachel shows off two of her favorite yoga poses. She’s
when we need an event theme, a marketing piece concept been practicing Anusara Yoga for the last five years.
or gift idea for clients. She loves feeding her brain with new Top left is Bakasana, Crane Pose, a compact arm
information, so project research is a suit that fits her well. Oh balance. Below is Vasisthasana, Side Plank Pose.

yeah, and she’s a totally great writer. Aside from writing for
clients, Rachel has written several (yet unpublished) novels.

Rachel supports our speaking and training efforts with her
lighthearted yet authoritative facilitation. Her favorite topics
include online tricks and tools for public relations and business
development as well as leadership training.

She is both a cat and dog person. She is a Scorpio. She likes egg
and bacon burritos. And did we mention that she’s a veteran
online gamer? Don’t mess with her when she’s carrying a
crossbow.

let Us Khow...

One of Rachel’s online gaming alter egos is Shockti,
a level 80 Orc Shaman in World of Warcraft. Named
after the Indian Goddess “Shakti,” this Shaman is a
master of the elemental world and uses lightning bolts

and bursts of lava to defeat the enemies of her people.
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