
1 SETTING THE STAGE

Augusta Happens.
Every great firm started with one decision. This is yours.

THE SITUATION

Meet G4A Law Firm — a personal injury practice at the crossroads of ambition and opportunity. They are 
considering a bold marketing identity: 'Augusta Happens.' Life changes in an instant.

Today, we will build out this growth model together — department by department, decision by decision.

ASK THE ROOM

Which track describes your firm right now?

Solo / 0 cases → Follow the Solo Track (in your handout) Growing / 5–25 cases/mo → Follow the Growth Track

Scaling / 25+ cases/mo → Follow the Scale Track
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2 DEPARTMENT 1: CASE ACQUISITION

Where Does G4A Law Find Its First Case?
Your acquisition strategy is your firm's first infrastructure decision.

THE SITUATION

Before G4A Law can manage a file, close a disbursement, or build a team — it needs a signed client. The channel it chooses to 
find that client determines its cost structure, its client profile, and its growth ceiling.

ASK THE ROOM

Do you have a professional or community network you haven't fully activated for referrals?

→
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Yes → Start there — before spending a dollar on advertising No Google LSA is your lowest-risk paid entry point

Can you tell me right now which channel produced your last 5 signed cases?

Yes → Double down and test one new channel alongside it No → Stop paid spend and fix attribution first — you are spending blind



3 DEPARTMENT 2: BRANDING & MARKETING

What Does G4A Law Stand For?
'Augusta Happens' isn't a tagline. It's a promise. Make sure the firm can keep it.

THE SITUATION

G4A Law has decided to brand as: 'Augusta Happens.' Before running a single ad, the firm faces a harder question — does every 
client touchpoint, from the website to the intake call to the phone answered, actually reflect that promise? Brand is not a logo. It 
is the sum of every experience a client has with your firm.

ASK THE ROOM

If a stranger reviewed your website, Google profile, and last 10 client interactions — would they describe your firm the same way 
you would?

Yes → Document what's producing that consistency before it drifts No → You have a brand gap - close it before you scale

Yes →

No → Write a 3-sentence phone script. Train every person who touches a client call.
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Does every person who answers your phone know how to represent your brand in the first 30 seconds?

Test it quarterly — brand drift on the phone is the most common, least noticed problem



4 DEPARTMENT 3: I.T. & INFRASTRUCTURE

Building G4A Law's Digital Backbone
The right tool at the wrong stage is still the wrong tool.

THE SITUATION

G4A Law has clients. Now it needs to keep track of them, protect their data, and build a system that doesn't break when volume 
doubles. The technology decisions made in the first 90 days either become the firm's foundation — or its first expensive 
mistake to undo later.

ASK THE ROOM

Are you currently tracking case deadlines in anything other than a dedicated case management platform (KPI's)?

Yes → This is your highest single point of failure. Fix it this week.

Have you documented your firm's data security practices in writing?

Yes → Review annually and after every staff change
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No → Audit your platform's utilization quarterly — unused tools provide zero protection

No → ABA Rule 1.6 requires data security competence. A written policy is the minimum threshold.



5 DEPARTMENT 4: INTAKE

G4A Law's First Signed Client
The client calling at 2 AM doesn't want a process. They want a person.

THE SITUATION

G4A Law's phone rings. It's 9:47 PM. A prospective client was rear-ended on Washington Road and needs to talk to someone. 
What happens next determines whether this becomes a signed case — or a signed case for the competitor who answered.

ASK THE ROOM

If a prospective client calls your firm right now — at midnight — what happens?

Answered → Document that system and train every future staff member on it

Do you know your current lead-to-signed-case conversion rate?

Yes → Set a 90-day improvement target
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Voicemail → You are losing cases to whoever answers. A $200/mo answering service helps correct this today.

No → You cannot improve what you don't measure. Start tracking this number this week.



6 DEPARTMENT 5: CASE MANAGEMENT

G4A Law Has Cases. Now What?
A case that falls through the cracks costs you the same whether you have 5 files or 500.

THE SITUATION

G4A Law has 5 active cases. Then 10. Then 18. At some point the attorney can no longer hold every case status in their head. 
That moment, if the firm isn't prepared, is where cases get missed, clients get ignored, and the reputation the firm built begins 
to erode.

ASK THE ROOM

If you left tomorrow for two weeks with no phone access — would your active cases continue to move forward?

Yes → Your system works. Document it so it can be replicated (exactly.)

Do your clients know the current status of their case right now — without calling you?

Yes → You have a client communication system. Measure satisfaction quarterly.
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No → Your cases depend on you personally, not a system. That is your current growth ceiling.

No → A client portal or structured update schedule is your highest-impact review-score investment



7 DEPARTMENT 6: ATTORNEY DEPARTMENTS

Who Does What at G4A Law?
The most expensive attorney work is work that didn't need to be done by an attorney.

THE SITUATION

G4A Law's solo attorney is at capacity — 20 cases, fully loaded, no room for more without something breaking. The question 
isn't whether to hire. It's what to hire for, and in what order. That decision determines whether revenue grows — or whether 
the attorney just gets a colleague to be equally overwhelmed alongside them.

ASK THE ROOM

What percentage of your week is spent on tasks a well-trained case manager/paralegal could handle?

Is your firm's quality of work dependent on one specific attorney being present in every matter?

No → Document what makes quality consistent and codify it in your onboarding process.
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Under 30% → Track your time for one week. Most attorneys significantly underestimate this number.

Over 30% → Your next hire is a paralegal, not an associate. Calculate the ROI before you leave today.

Yes → You have key-person risk. Build delegation systems (taskflows) and quality checklists before you hire.



8 DEPARTMENT 7: BACK OFFICE & ACCOUNTING

Does G4A Law Know Where Its Money Is?
The firm that doesn't know its cost-per-case cannot make a single informed growth decision.

THE SITUATION

G4A Law is generating revenue. Cases are settling. Money is moving through the trust account. And somewhere, a question that 
doesn't get asked enough: does the firm actually know where every dollar is? The back office is the least glamorous department 
in a PI firm. It is also the one where the most careers end.

ASK THE ROOM

Are you managing your trust account in anything other than dedicated legal accounting software?

Can you state your overhead ratio as a percentage of gross revenue right now?

Yes → If above 50%, audit your three largest cost lines before adding any new expense

No → You cannot make a hiring or growth decision with confidence without this number
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No → Confirm your reconciliation cadence — weekly is the gold standard for PI trust accounts

Yes → This is a bar grievance in waiting. Legal accounting software is $49–$99/mo. Fix it this week.



9 DEPARTMENT 8: DISBURSEMENTS & REVIEWS

The Moment of Truth for G4A Law
The last impression is the one that generates the next case.

THE SITUATION

G4A Law's first case settles. The client is about to receive their money. This is the moment everything else was building toward
— and the moment most firms underinvest in. The disbursement conversation, handled well, generates a referral. Handled 
poorly — rushed, confusing, impersonal — it generates a bar complaint. There is no neutral outcome.

ASK THE ROOM

Does every client leave their final meeting with a written, itemized disbursement statement they have verbally confirmed they
understand?

Yes → Make this a documented firm policy

Are your trust accounts reconciled on at least a weekly basis?

Yes → Confirm it is documented and retained per your state bar's requirements
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No → Monthly is the minimum. Weekly is the gold standard. Move toward weekly immediately.

No → This is simultaneously an ethical gap and a referral gap. Fix the process before the next closing.



10 THE DECISION FRAMEWORK

G4A Law's Crossroads — Every Time
Technology scales what you build. People build what's worth scaling.

THE SITUATION

G4A Law has walked through every department. At each one, the same question surfaced: do we solve this with a tool or a 
person? The answer is never binary — but it is always stage-dependent. Here is the framework the firm uses at every future 
crossroads.

ASK THE ROOM

Is this task repetitive, data-driven, and time-sensitive?

Yes → Automate it — clearest case for technology over headcount No → Move to the next question before deciding

Does this task require empathy, judgment, or advocacy?

Yes → Keep a human here — and make sure they are trained, not just hired No → Delegate, batch, or assign to a non-attorney role
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11 CULTURE & IDENTITY

What G4A Law Actually Stands For
The firms that last are the ones that know why they exist.

THE SITUATION

G4A Law has systems, a brand, a tech stack, and a team structure. But none of it answers the question every client asks the first 
time they call: 'Can I trust this firm with the worst thing that has happened to me?' The culture of the firm is the answer to that 
question — delivered every day, by every person on the team.

ASK THE ROOM

Could every person on your staff describe, in their own words, what your firm stands for when a client is at their worst moment?

If your best case manager/paralegal left tomorrow, would the quality of your client experience measurably decline?
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No → That is a culture gap — not a staffing gap. It closes with a conversation or culture programing, not a hire.

Yes → Your culture is articulated. Now test whether daily behavior actually reflects it.

Yes → Your quality lives in a person, not a system. Document what they do before they leave.

No → Your quality lives in the system. Ensure every new hire is trained against the same standard.



12 MEASURING PROGRESS

How Does G4A Law Know It's Scaling?
You cannot manage what you do not measure. You cannot scale what you cannot manage.

THE SITUATION

G4A Law has built across every department. The final question is the most important operational one: how do we know it's 
working? Not a feeling. A number — checked on a defined cadence, with a defined response when it moves in the wrong 
direction.

ASK THE ROOM

Is your overhead ratio above 50% of gross revenue right now?

Yes → Audit your three largest cost categories before adding any new expense

Do you know your “cost-per-signed-case" for each acquisition channel you currently use?
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No → Healthy. Set a reinvestment threshold — e.g., 10% of revenue to growth initiatives

No → You are making acquisition decisions blind. CRM attribution tracking is your next investment.

Yes → Shift budget toward the lowest CPL channel that also produces your best case quality



13 CLOSING

Augusta Happens. G4A Law Is Ready.
You didn't just attend a seminar. You built a firm.

THE SITUATION

G4A Law started as an idea — a name, a tagline, and a question: how do we build something real? Over 12 slides and 8 
departments, the firm made decisions. Every decision was yours to make too. Your handout contains the full stage-by-stage 
roadmap, track considerations, tool recommendations, and the portable decision framework to take with you.

ASK THE ROOM

What is the one decision — for your firm, at your current stage — that you will make differently after today?

Write it down → The handout has space on the last page
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Share it → Turn to a trusted associate — accountability compounds
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