
Fly high with networking
A BEGINNER'S GUIDE TO NETWORKING, ITS IMPORTANCE TO YOUR 
CAREER AS A LAWYER AND SOME TIPS TO GET YOU STARTED.

When I started my traineeship I was 
told there were three attributes 
successful lawyers should have.

There are those who work:

• to get clients;

• for clients; and

• to keep clients.

A good lawyer will have any two of those 
skills, but to be a great lawyer, a high flyer, 
all three are needed.

Throughout university, law students are 

taught the technical aspects of the law. This 
part translates to working for clients, and 

you should, at the very least, understand 
and feel comfortable with this.

Keeping clients is a different story, but 
hopefully if you help your clients and add 
value to their business, they will remain 
clients for many years.

Working to get clients, or networking, is 

not something taught or spoken about in 
law school but, as I discovered, is something 
that directly affects both your firm and 
your career.

Many young lawyers are not sure how to 

introduce clients to their firm without 
one falling into their lap. Essentially, 
networking is expanding the network of 
people you know, so by meeting and talking 
to more people you are actively finding and

meeting more people who will later come to 
you for advice.

Getting started with 
networking
Picture a young swimmer, honing their 

craft for years upon years in the hope that 
one day they may become an Olympian. 
Repetition is the key to their success, and 
is the key to your success at networking.
By consistently going to networking events 
you can develop your own style and become 
more comfortable networking.

Some people enjoy working a crowded room, 
meeting as many people as possible and 
passing out handfuls of business cards. 

Although you may never hear from some 
of the people you meet, the volume of 
distribution might eventually result in a lead, 
whether the lead is a direct client inquiry or 
even a referral from another practitioner.

For others, working a crowded room 
can sound daunting. If you are one of 

these people, try developing stronger 
relationships with a smaller number of 
people. Networking does not have to mean 
working a room with a perfected elevator 
pitch. If the idea of a high pressure “sell” 
of your services does not appeal to you, 
then feel free just to have an enjoyable 
conversation with others at the event.

To develop networking skills you have to 

get yourself out there, dive headfirst into 

the networking pool, and start talking to 

people. Whether this means going to events 

specific to your practice area, or general 

networking events, the people you meet can 

develop into clients.

So, what are you waiting for?
For those looking for a way to differentiate 

themselves from the other trainees and 

young lawyers, remember that getting 
out of the office (out of billable hours, of 

course!) to meet potential clients is a crucial 

aspect of becoming a high flying lawyer.

Do not sit around waiting for clients to walk 

in the door. Be the high flying lawyer with 

the initiative to find and develop their own 

strong network of potential clients, be the 

lawyer who puts in the extra effort to find 
their own clients.

If the idea of networking mortifies you, or if 

you have no idea where to start, I will leave 

you with one final tip: when at a networking 

event, do not stand in the corner waiting 

for someone to talk to you. As soon as you 
arrive, act approachable and start talking. 

The longer you wait, the harder it gets. ■
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