Augusta Happens — Audience Handout

G4A LAW CASE STUDY - SCALING A PERSONAL INJURY PRACTICE - CLE SEMINAR

THIS HANDOUT CONTAINS TRACK-SPECIFIC CONSIDERATIONS, TOOL & RESOURCE RECOMMENDATIONS, THE TECH VS. PEOPLE
FRAMEWORK, YOUR KPl REFERENCE, AND A REFLECTION WORKSHEET. KEEP THIS WITH YOU THROUGHOUT THE SESSION.
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SITUATION
Set on each slide — follow along

@ SOLO TRACK
0-$500K - 1-2 ATTORNEYS

DEPARTMENT 1

2 (Case Acquisition

Asked live — answer for your firm
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DECISIONS YOUR TRACK
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REFLECT
Use the last page to capture actions

@ GROWTH TRACK
$500K-$3M - 3-10 ATTORNEYS

Find your lane below each dept.

X

TOOLS
Specific recommendations per dept.

@ SCALE TRACK
$3M+ - 10+ ATTORNEYS / MULTI-MARKET

Solo Track: Your first cases come from people
who already trust you. Former colleagues,
community connections, church networks,
HBCU alumni relationships. Work these
deliberately — with a follow-up system (a call,
a thank-you, a review request). A referral
follow-up process costs nothing and
compounds indefinitely. Word of mouth
converts at 60-80%.

& ACQUISITION TOOLS & RESOURCES

Google LSA (Local Service Ads)

PILMMA (PI marketing community)

Google Business Profile

Growth Track: Your warm network has a
ceiling. Google LSA ($50-$150/verified lead)
gives measurable, pay-per-lead volume. Pair
with a CRM that tracks every lead source to a
signed case — without attribution, you are
spending blind. SEO ($1,500-$4,000/mo with
an agency) begins building your owned

channel; expect 6-18 months to maturity.

Clio Grow (CRM) Lawmatics (CRM)

@ ACQUISITION COST BENCHMARKS (Pl NATIONAL AVERAGES)

CHANNEL COST PER SIGNED CASE CONVERSION RATE
Word of Mouth / Referral $0-$50 60-80%
Google LSA $200-$600 25-40%
SEO (mature, 12+ months) $300-$700 20-35%
Paid Search (PPC) $500-$1,500 10-20%
TV / Outdoor / Radio $1,000-$5,000+ Variable

W The Wilson PC

Scale Track: Multi-channel requires managed
budgets and hard attribution. TV and billboard
($5K-$50K+/mo) drive brand recall but cannot
be tied directly to signed cases without CRM
tracking. Run a cost-per-signed-case analysis
by channel quarterly. If a channel can't be
attributed, treat it as brand spend — not lead

generation.

CallRail (attribution tracking)

BEST FIT

Solo / All stages
Growing firm
Growing / Scale
Growing / Scale

Scale (brand saturation)

Brand trust converts paid traffic at a higher rate. The Wilson PC's 'Atlanta Happens' identity makes every paid channel more efficient because the

brand is already trusted. G4A Law builds that trust equity in the community before the ad budget scales. Brand trust multiplies acquisition ROl —

build it first.
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DEPARTMENT 2

Solo Track: Invest $500-$1,000in a
professional logo and a one-page brand
standards document — your colors, fonts,
tone of voice, and review-request process.
That document is your brand. Fully complete
your Google Business Profile and request a
review after every closed case. This is the full

solo brand stack.

& BRANDING TOOLS & RESOURCES

Google Business Profile

USPTO (trademark registration)

w

Canva (brand materials)

Growth Track: Brand consistency is a training
problem, not a design problem. Write a brand
voice guide: how do we answer the phone?
What do we say in the first 30 seconds with a
new client? Train every hire against it.
Outsource SEQ/PPC to a legal marketing
agency while hiring one in-house coordinator
to own brand voice and reputation
management.

HubSpot (marketing automation)

ActiveCampaign

Scale Track: Produce a Brand Standards
Manual before entering any new market.
Trademark your mark. Every office, every staff
member should produce an identical brand
experience — centrally managed and locally
relevant. Consider hiring a Director of
Marketing once revenue supports it ($3M+).

Birdeye (review management)

The Wilson PC's crimson/black identity and 'Atlanta Happens' tagline work because they are emotionally honest and consistently applied. A solo

practitioner achieves the same brand clarity with a $500 design investment and a one-page standards document. Scale of brand does not equal size

of firm.

DEPARTMENT 3

Solo Track: Two tools to start: a cloud case
management platform (Clio or MyCase, $79-
$99/mo) and secure cloud file storage (Google

Workspace, $12/mo). Under $130/month total.

This replaces every spreadsheet, sticky note,
and memory-based system — and eliminates
your most common malpractice exposure:
missed deadlines due to disorganization.

& 1.T. STACK RECOMMENDATIONS BY STAGE
SOLO ($130/mo)

Clio / MyCase Google Workspace

Growth Track: Add a CRM for intake pipeline
(Clio Grow or Lawmatics, $149-$299/mo) and
document automation for repetitive drafting
(Knackly or HotDocs). Client portal gives
clients real-time case visibility. Budget: $400-
$700/mo for a complete mid-firm stack.
Expect to recoup the cost in administrative
time savings within 60 days.

GROWING ($400-700/mo)

Clio Grow Lawmatics HotDocs

Knackly

Scale Track: Enterprise platforms (Filevine,
Litify), business intelligence dashboards
(Power BI), SOC 2-compliant storage, MFA
firm-wide. A written cybersecurity incident
response plan. Average law firm data breach:
$4.45M (IBM 2023). This is risk management,
not overhead. ABA Rule 1.6 applies at every
firm size.

SCALE (custom)

Filevine Litify Power BI

CrowdStrike
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DEPARTMENT 4

Solo Track: Set up a $200/mo legal answering
service with a script you write. Add a mobile-
optimized intake form on your website (under
5 fields). Every lead gets a personal call within
5 minutes during business hours. Responding
within 5 minutes makes you 9x more likely to
convert (InsideSales.com). This is a system,
not a personality trait.

& INTAKE TOOLS

Ruby Receptionist (answering service)

w

Alert Communications

Growth Track: Hire a dedicated intake
specialist — not a paralegal pulled off
casework. Their entire job is to answer,
qualify, and sign clients. Pair with a CRM
tracking every lead from first contact to signed
retainer. Track three numbers weekly: contact
rate, consult rate, sign rate. A well-tuned
intake CRM improves conversion by 25-35%.

Lawmatics Clio Grow

Salesforce Legal

Scale Track: Build intake as a managed
function: scripts, objection-handling
protocols, e-signature retainer delivery, and
automated 72-hour follow-up for unsigned
leads. KPIs per specialist. Weekly coaching
cadence. An intake team without performance

metrics is a phone bank, not a sales function.

Typeform (intake forms)

Wilson PC reviews consistently cite 24/7 availability. A solo practitioner replicates this standard with a $200/mo answering service and a mobile

intake form. The standard is the same at every scale — only the staffing model differs. 20 leads at 20% = 4 cases. At 35% =7 cases. 75% more revenue.

Zero additional marketing spend.

DEPARTMENT 5

Solo Track: Build stage-gate task checklists
now — before you need them. In your case
management platform, create a task template
for each case type: auto accident, slip & fall,
premises. At 10 cases this takes 90 minutes. At
30 cases it is the thing that keeps the firm
standing. Build the plane before you're flying
it.

& CASE MANAGEMENT TOOLS

Clio Manage MyCase CASEpeer

Filevine

Growth Track: Assign named case ownership
at each stage — every case has one
responsible person. Automated task routing
triggers the next step when the current one
closes. Client portals reduce inbound status
calls by 30-50%, freeing case managers for
substantive work instead of answering 'what's
the status of my case?'

SmartAdvocate Litify

Scale Track: Run workflow by exception.
Automated checklists mean the managing
attorney reviews flagged items only — not
individual files. Practice-area-specific
templates (auto, trucking, med mal) ensure
nothing falls through across a larger docket.
Key metrics: average case age, task
completion rate, client NPS.
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DEPARTMENT 6

Solo Track: Your first hire should almost Growth Track: Structure departments
certainly be a paralegal, not an associate. A
trained Pl paralegal ($45K-$60K/yr) handling

records requests, client updates, and first-

intentionally: intake specialist, case manager,
paralegal, and attorney each own defined
functions. 1 attorney : 2 paralegals is the
draft demands frees 15+ attorney hours per
week. At $250/hr equivalent, that is

$195K/year in recovered capacity. Specialize

leverage model — paralegals handle 60-70%
of tasks at 30% of attorney cost. When roles
blur, quality drops and accountability

in 1-2 case types early — niche credibility disappears. Clear ownership is the

outperforms volume at this stage. prerequisite for scale.

& ATTORNEY PRODUCTIVITY TOOLS

Westlaw Al Casetext CoCounsel Fastcase HotDocs (drafting) Briefpoint (brief automation)

DEPARTMENT 7

Scale Track: Al legal research (Westlaw Al,
Casetext CoCounsel) reduces routine research
time by 50%+. Document drafting Al produces
first-draft demands for attorney review — not
attorney authorship. Junior attorneys with the
right tools perform above their experience.
Build a formal associate mentorship program
to reduce attrition (structured mentorship
cuts attrition by up to 40%).

PILMMA (mentorship resources)

Solo Track: Use dedicated legal accounting Growth Track: Hire a part-time legal
bookkeeper ($1,500-$3,000/mo) who

reconciles trust accounts weekly and tracks

software from your first client. TrustBooks

(549/mo) or CosmoLex ($§99/mo) automates
IOLTA compliance and three-way case costs in real time. This hire — made
reconciliation. Managing trust in a general before it feels necessary — separates firms
spreadsheet is a bar grievance in waiting. Four that grow intentionally from firms that grow
numbers to track always: cost-per-case, and then wonder where the money went.
average case value, overhead ratio (target

<50%), WIP value.

Produces a monthly one-page financial

summary for the managing attorney.

& ACCOUNTING&SUBROGATIONTOOLS

TrustBooks ($49/mo) Cosmolex ($99/mo) QuickBooks Legal LeanLaw Tabs3

DEPARTMENT 8

Scale Track: Build a dedicated subrogation
tracking function. Pl firms leave 8-12% of
recoverable subrogation uncollected without
it. At 200 cases/year with $50K average
recovery, that is up to $1M/year in
unrecovered funds. Dedicated tracking
software or a dedicated staff member for
Medicare/Medicaid liens pays for itself in the
first quarter.

Verisk (subrogation)

Solo Track: Create a personal disbursement Growth Track: Assign disbursement

checklist and use it on every single case: lien ownership to one named paralegal or
releases confirmed, providers paid, fee bookkeeper. No file closes without a
calculation verified, itemized statement completed checklist. Automated flags in your
reviewed verbally with the client. At 5 case management platform catch missing lien
cases/month this takes 25 minutes per file. At releases, unpaid providers, and fee errors
50 cases/month, the same checklist — now before any funds move. The attorney
automated — keeps you off the state bar's personally approves every disbursement — no

radar. delegation of final sign-off.

& TRUST ACCOUNTING & DISBURSEMENT TOOLS

TrustBooks Cosmolex MyCase (built-in trust) Clio Payments

w

Scale Track: Weekly three-way reconciliation
firm-wide (bank statement, trust ledger, client
ledger). A designated reconciliation lead at
each location, supervised by a named
attorney. Disbursement checklist completion
is written firm policy — not a preference. Audit
quarterly. Every dollar must be traceable.

Every disbursement must be explainable.

DocuSign (e-signature settlements)

"They make the process as painless as possible from the intake process until the closing of the case." — Actual Wilson PC client review. That closing
moment is the disbursement. Automate the math. Invest in the human who explains it — at every firm size.
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THE FRAMEWORK
10

HIGH REPETITION - LOW JUDGMENT
— Automate It

Status updates, task routing, billing reminders, document templates, intake
forms

LOW REPETITION - LOW JUDGMENT

— Delegate or Batch
Administrative tasks, scheduling, form completion, filing, basic correspondence

STAGE 1 - FOUNDATION
0-$500K - $200-$400/MO

STAGE 2 - INFRASTRUCTURE
$500K-$3M - $1,500-$5K/MO $3M+ - $5K-$15K+/MO

HIGH REPETITION - HIGH JUDGMENT
— Systematize + Human Review

Intake calls, demand review, lien resolution, disbursement sign-off, client
escalations

LOW REPETITION - HIGH JUDGMENT

— Attorney Only
Case strategy, negotiation, client counsel, depositions, trial advocacy

STAGE 3 - SCALE

Case management platform

Legal accounting software

Google Business Profile + reviews

Client portal + full CRM

Document automation

Answering service (24/7 intake)

Stage-gate case checklists

Disbursement checklist — every case

First paralegal hire

4 KPIs tracked weekly Firm Playbook written

1-page brand standards document

» Dedicated intake specialist

Part-time legal bookkeeper

Marketing coordinator or agency

Monthly financial review cadence

Director-level hires (Mktg, Ops, CFO)

Al legal research tools

Subrogation tracking software

Executive KPI dashboard

Brand Standards Manual + trademark

Multi-channel acquisition strategy

Associate mentorship program

Weekly three-way reconciliation

REFERENCE
12
KPI WHAT IT MEASURES SOLO TARGET MID TARGET SCALE TARGET
Cost per Signed Case Acquisition efficiency Track weekly <$700 avg <$500 avg
Lead-to-Sign Rate Intake conversion Track weekly >25% >30%
Speed-to-Contact Intake responsiveness <5 minutes <5 minutes <5 minutes

Average Case Duration
Overhead Ratio
Revenue per Attorney

WIP Value

Client NPS / Review Score

TAKE-AWAY

Case management efficiency
Financial health

Leverage efficiency

Pipeline health

Client experience

Track monthly
Track monthly
N/A

Track monthly

Track per case

Benchmark quarterly
<50%

Track quarterly
Track monthly

Track quarterly

By practice area

<45%

Benchmark vs. prior year
Track weekly

Track monthly

Is this task repetitive and data-driven?
— Automate it

Is this preventing me from doing attorney work?
— Hire for it or delegate it

Is this acquisition channel tracked to a signed case?
— If not, pause spend untilitis

Does this require empathy or judgment?
— Keep a human here

Does this protect client funds or data?
— Human review required — always

Would this system survive me being gone 2 weeks?
— If not, it is not a system yet
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Use this space during the session. Capture your answers to the decision tree questions and the one action you'll take in each department.

MY CURRENT TRACK:

THE ONE DECISION | WILL MAKE DIFFERENTLY AFTER TODAY:

MY TOP 3 BOTTLENECKS RIGHT NOW: 3 KPIS 1 WILL START TRACKING WITHIN 90 DAYS:
1. 1.
2. 2.
3. 3.

MY 30-DAY COMMITMENT (ONE ACTION, ONE DEPARTMENT):

Georgia Alliance of African American Attorneys - CLE Seminar - Augusta Happens — Building G4A Law The Wilson PC - Atlanta Happens - wilsonpc.com
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