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DAY 2: The Laws of Personal Branding for Leading-Edge 
Lawyers by Nicole K. Lundy 

I. ALIGNMENT  

 

To get in alignment with your personal brand and be a leading-

edge lawyer, you must know your value proposition, what makes 

you different, and your marketability. 

 

Answer these three questions in detail: 

 

Value Proposition:  What do you stand for? 

 

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________ 

 

 

Differentiation:  What makes you stand out? 

 

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________ 
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Marketability:  What makes you compelling? 

 

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________

_____________________________________________ 

 

II. INFLUENCE  

 

The key to creating influence in your legal career is Mastering Your 

Target Market using your “Value, Story and Leadership.” 

 

VALUE:  

 

Your value as a lawyer is the legal solutions you provide that makes 

your client’s life better. 

 

Also -  

 

• YOU keep your promises and maintain a high standard of the 

services and products that your target market knows to expect. 

 

• YOU are consistent with the message of who you are and what 

you stand for 
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STORY:  

 

Your Brand Story is the story that portrays the heart and soul of 

your legal career and emotionally connects your brand with your 

clients. You use your Brand Story to communicate what you stand 

for, what you promise, and what your clients experience. 

 

How do you craft your Brand Story?  

 

Here are a series of questions to answer that are all a part of your 

Brand Story.  When you have finished answering all of the 

questions, you will put the story together. 

 

1. What do you do? 

 

___________________________________________

___________________________________________ 

 

2. What are you attracted to? [concepts, things, people] 

 

___________________________________________

___________________________________________

___________________________________________ 

 

3. What do people praise you for the most? 

 

___________________________________________

___________________________________________

___________________________________________ 
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4. Now think specifically about your business (career, vocation).  

How has your relationship to what you do changed over time?  

 

___________________________________________

___________________________________________

___________________________________________ 

 

What did you learn on your way to where you are now? How did 

you affect others by what you do? 

 

___________________________________________

___________________________________________

___________________________________________ 

 

5. Why do you do what you do? 

 

___________________________________________

___________________________________________

___________________________________________ 

 

6. What are you passionate about the most in your business? What 

makes you feel alive? 

 

___________________________________________

___________________________________________

___________________________________________ 

 

 

 



 

THE HAPPY LAW PRACTICE TELESUMMIT 

ACTION SHEETS 

 

 

 

 

 

7. What are your goals for the future? 

 

___________________________________________

___________________________________________

___________________________________________

___________________________________________

___________________________________________ 

 

8. Favorite color, food, books, movies, objects, places – anything 

favorite that comes to mind? 

 

___________________________________________

___________________________________________

___________________________________________

___________________________________________

___________________________________________ 

 

9. Any personal quirks? 

 

___________________________________________

___________________________________________

___________________________________________

___________________________________________

___________________________________________ 

 

10. Three words that describe you. 

 

___________________________________________

___________________________________________ 
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III. COMMAND  

 

It’s not enough to be great – you have to look great too.  Whether 

you accept it or not, perception is what makes you fly or flop in 

your law career.  In other words, you can be the smartest lawyer in 

the entire planet, but if you look sloppy, you won’t be taken 

seriously, be seen as trust-worthy or considered a leader.   

 

Here are grooming and wardrobe tips that you can use today to 

improve your professional presentation so that you are always seen 

as polished and sharp. 

 

LAWYER-FRIENDLY GROOMING REGIMEN – It’s very easy to 

look haggard and over-worked as a lawyer.  There are not enough 

hours in the day for you to attend to your appearance.  It’s a catch-

22.   

 

Here are three easy ways for you to look refreshed during the 

entire day: 

 

• Cleansing Wipes - From now on, consider these to be apart of 

your career success team.  Always keep them on hand, for you to 

maintain a fresh and clean appearance.  Stress often causes the 

sebum production in your skin to go into over-drive, which results 

in you looking like last week -- oily and yucky.  The great part is 

that you can also replace the cleansing wipes with your regular 

cleanser at home to keep your skin regimen as simple as possible. 
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• Whitening Stripes – Yes, it is true that a lot of lawyers drink a 

crap load of coffee, resulting in yellow-brownish teeth.  This is not 

the look that you want.  You don’t have to lose your coffee habit (I 

know it’s part of your survival!), but add whitening strips to your 

to-do list a few times a week, to keep your teeth looking nice.  As a 

lawyer, you communicate a lot, and your teeth are hard to hide.  

 

• Lip Balm - A lot of talking, long hours, and stress lead to 

chapped, dry lips.  Now be honest with yourself, when you see 

somebody with chapped lips, do you focus on anything they are 

saying?  Exactly.  This also applies to you as a lawyer even though 

you are giving great advice at $300+ per billable hour.   Lip balm is 

created in small convenient packaging, which makes it easy for you 

to discretely apply before an important client meeting, court 

appearance, or conference. 

 

 

POWER WARDROBE – Yes, it’s true that being a lawyer is a road 

traveled only by exceptional people and ideally that should be 

enough to signify that you are a powerful lawyer.  But, it’s not.  You 

must insinuate your power through your wardrobe on a regular 

basis.  Here are three easy ways to do this: 
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• Incorporate Dynamo Elements – For men, this would be your 

power tie – red or blue.  For women, this would be your power 

lipstick, blue-red for cool undertones and orange-red for warm 

undertones.  Now, you don’t have to overdue this and insert a 

dynamo element into your everyday working wardrobe.  However, 

you must discern which events and meetings that you need to play 

your power card.  This is when you step up and present yourself 

with either your power tie or lipstick. 

 

• Color Coordinates – Typically, lawyers go out and fill their 

closets with black suits.  The reality is that black does not look 

great on everybody’s skin tone.  In fact, wearing black can be the 

worst choice for some lawyers.  Instead wearing blues and grays is 

the best option.  Wearing the right color suit is very important.   

 

 

Here’s a tip, if you have cool skin undertones, black suits will suit 

you and if you have warm skin undertones, blue suits look best. 

Gray colored suits look good on most skin tones. 

 

• Clean Shoes – There’s not much else that says unprofessional 

like dirty and scruffy shoes.  Whether your shoes are off the 

runways of fashion week or from a discount retailer, they need to 

be intact at all times.  This applies to men and women lawyers.  

Clean shoes gives you the appearance of being a professional, well-

put together lawyer.  Dirty and scruffy shoes say the opposite. 
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Finding a grooming routine and coordinating a power wardrobe 

that works for you are an essential part of becoming a leading-edge 

lawyer.   Perception is everything in creating a thriving legal 

career.   

 

 

IV. VISIBILITY  

 

Here are my top three strategies that I personally use with my 

private clients to create a high platform and gett out there in a BIG 

way. 

 

1. Social Influence 

 

Nowadays, if you are not on social media in some capacity, you are 

invisible.  Although ‘time’ is a huge factor as a lawyer because of all 

of the required hours, you only need to be on platforms where your 

clients are.  Do some research and survey your current clients to 

find out where they are hanging out online.  When you find out 

where they are, share valuable information with them on a 

consistent basis.  There is a huge opportunity here for you, as 

lawyers are commonly deemed ‘unapproachable’.   
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2. Speaking 

 

Speaking is an incredible way to build your credibility.  Create an 

uncanny ‘signature talk’ that ties your specialty in law to how it 

adds enormous value in other’s lives.  I guarantee you that this 

visibility strategy will set you apart right away.  There are so many 

unanswered legal questions that the regular John and Jane Doe 

never get answered because the world of ‘law’ seems so foreign to 

them.  Groups that typically need speakers and would love a 

unique take on talking about ‘law’ include: Chambers of 

Commerce; Business Networking and Professional Groups’; 

Professional Associations; Trade Groups and Charitable 

Organizations. 

 

3. Fame Name 

 

Craft a ‘Fame Name’ that highlights your unique specialty as a 

lawyer.  It’s your very own personal headline and describes 

yourself in a short and concise way.  For example, can you be ‘Ali 

Smith, the Entrepreneur’s Lawyer’ OR ‘Ted Thompson, the First-
Time Homebuyer’s Lawyer’.  This is a game-changing strategy.   

 

V. CONVERSION  

 

Use and follow this simple 5-step captivating conversation 

formula: 
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1.  DREAM - Get an inspired vision on why they need legal help 

right now. 

 

Ask them:  

- What do you need right now? 

- What's the biggest problem you're facing right now? 

 

 

2.  BOOBY TRAP - Find the block that has stopped them from 

getting legal help before. 

 

Ask them:  

- Why don't you think you're getting that? 

- What do you think has been holding you back? 

 

 

3.  AFTERMATH:  Get them in touch with their pain and sense of 

urgency. 

 

Ask them: 

- “What happens if nothing changes and you don’t get the legal 

help you need?” 

- What would potentially stop you? 
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4.  GUIDE: Connect the dots for them and show them how you can 

help them (You must articulate it for them). 

 

Ask them:    

- Based on what you said, the obstacle is [paraphrase obstacle], if 

you were able to [identify steps they need to take to resolve their 

obstacle], would you agree that you could achieve your goal? 

 

- Well, from what you told me, it sounds like you need a 

[appropriate legal solutions you could provide to resolve obstacle] 

to move forward, would you agree? 

 

 

5.  ASK: Diagnose and prescribe the exact legal solution that would 

solve their problem. 

 

Tell them: 

- Well, the great news is our [legal service] does all we talked about 

and will get you the [solution] you’re looking for. 

 

Your law career is depending on YOU.  You now have the tools to 

craft a strategic Personal Brand plan to stand out and step into the 

spotlight as a Leading-Edge Lawyer. 

 

 


