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How to turn the challenge holding other practitioners back into the opportunity that catapults you forward.

Results

Value

fro
m co

nt
inu

ing

to 
con

tex
tua

liz
ing

to creating

from consuming

from content

to contact

from cerebral
to concrete

Mes
sa

gin
g


Mark
eti

ng

Selling


Reselling



• If we want to save our practices and come out of this situation 
better than before …


• We need to coach our prospects/clients/referral sources on 
how to save their businesses …


• And to do that, we need to know our practice area or industry 
niche as well as the prospects/clients we are trying to serve.


• [what leads, prospects, clients, and referral sources are now saying]   
So after 4+ weeks, I get that you are working from home and 
your firm is operational. But what are you going to do for me?

Epiphany



Our vision of how 2020 would go …

Goals 
Targets 
Outcomes

Jan 1 
2020 Dec 31 

2020

We are all good!



Certainty

Goals 
Targets 
Outcomes

Jan 1 
2020 Dec 31 

2020

Uncertainty

mid-March

Panic | Fear | Stress 

cognitive capacity reduced by ~70% 

Attract leads? 
Convert prospects into clients? 
Deliver services?



Certainty

Goals 
Targets 
Outcomes

Jan 1 
2020 Dec 31 

2020

Reduce 

Uncertainty

mid-March mid-June

90 day window

ONE THING: 
Short term action > Long term plan 
• Clarity - where I can take you 
• Confidence - that I can get you there 
• Capable - that they can do it

Get Back on Track
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The Minimum Viable Service ModelTM
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What is the one domino/result you can get that will tip a series of dominoes/results and move clients from survive to thrive.
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Before Q&A, a gentle plug …

Practice 
Development 
ROUNDTABLE



Questions & Answers …



You don’t find the time … you make the time.

When it comes to that comparison, what makes you different …

not better, but different?

What are the things that you would want a professional 

services provider to do that would earn your trust? Start by

doing that.

Speaking, writing, broadcasting … what are you good

at … what are you doing … are you doing it consistently

and persistently?

You don’t need more business … you need the right business.

Same response as #2.

The size of your referral base is either a problem

or it’s not. Are you happy with doing well or do 

you want to do more, e.g., growing?



This is in your control … why aren’t you doing it?

Is this a matter of not knowing what to do or how to do it?

Sounds like an opportunity for premium/value pricing! Do you have testimonials?

Identify your ideal client … target them on LinkedIn.



The riches are in the niches and the money is in the mailbox.

Stop posting (hoping to get noticed) … start messaging (and have conversations).

Not a fan of traditional networking (if that is what you mean) … 

people are becoming more protective of their time / it takes too 

much time / and it does not scale

Speaking to an audience of people who can actually send work your way.

I have been traveling full time in an RV for a 

little over 10 years … 90% of my coaching 

and valuation needs come from LinkedIn.

You can target the exact kind of attorneys and

bankers you want to reach using LinkedIn.



Rod Burkert 
Building relationships … Creating value …. Having fun …

So you can turn the practice you have into the practice you want.

Mobile: 215-360-6100

Skype:  rodburkert

Email:   rod@rodburkert.com


