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Maximizing lead generation: Harnessing Google Ads
for lawyers and firms
By Marly Broudie

Law360 Canada (March 20, 2024, 11:37 AM EDT) -- In today’s digital age,
where the online presence of businesses plays a pivotal role in their
success, lawyers and law firms are increasingly turning to digital
marketing strategies to generate leads and expand their client roster.
Among the plethora of options available, Google Ads stands out as a
highly effective and quantifiable solution for lead generation.

In this article, we’ll explore the intricacies of leveraging Google Ads as a
dynamic tool for lead generation. From mastering effective keyword
targeting to crafting compelling ad copy tailored to the needs of potential
clients, we will delve into the strategies that enable law firms to
seamlessly integrate themselves into the search journeys of individuals in
need of legal assistance.

Understanding the landscape of legal marketing
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In the competitive arena of legal services, establishing a robust online presence is paramount. With
potential clients increasingly turning to search engines like Google to find legal representation, law
firms must adopt proactive digital marketing strategies to ensure their visibility in relevant search
results. Traditional marketing methods are no longer sufficient; hence, the integration of digital
marketing strategies has become imperative.

The power of Google Ads

Google Ads, Google’s advertising platform, enables businesses to display ads on its search engine
results pages (SERPs), as well as on other Google properties and partner websites. Its versatility,
reach, and targeting capabilities make it an indispensable tool for lawyers and law firms looking to
connect with potential clients actively seeking legal services.
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Crafting a strategic Google Ads campaign

Define clear objectives: Establish clear and measurable goals before launching a Google Ads
campaign. Whether the aim is to increase website traffic, generate leads for specific practice
areas, or boost overall client acquisition, defining objectives serves as a guiding light
throughout the campaign.
Keyword research: Conduct thorough keyword research to identify the search terms and
phrases potential clients use to find legal services. Focus on long-tail keywords specific to
practice areas, as they often yield higher conversion rates with lower competition.
Compelling ad copy: Craft compelling ad copy that resonates with the target audience and
highlights the firm’s unique value proposition. Emphasize factors such as expertise, experience
and client satisfaction to instil trust and credibility.
Landing page optimization: Ensure that landing pages linked to ads are optimized for
conversion. A user-friendly layout, clear call-to-action (CTA), and relevant content are crucial
elements that impact conversion rates.
Targeted audience segmentation: Utilize Google Ads’ robust targeting options to reach the
most relevant audience for legal services. Segment the audience based on demographics,
location, interests, and search behaviour to maximize ad effectiveness.
Budget allocation and bidding strategy: Allocate the budget wisely across different
campaigns and ad groups, prioritizing those with the highest potential for conversion.
Experiment with bidding strategies like cost-per-click (CPC) or cost-per-acquisition (CPA) to
optimize return on investment (ROI).

Measuring success and optimization

Conversion tracking: Implement conversion tracking to monitor campaign performance
accurately. Track key metrics such as leads generated, form submissions, phone calls, and
website engagement to gauge effectiveness
A/B testing: A/B testing is a method used to compare two versions (A and B) of digital assets
to determine which performs better in terms of specific metrics (often used in marketing
strategy to optimize user experience and/or engagement). Continuously experiment with
different ad creatives, landing page designs, and targeting parameters through A/B testing.
Analyze results to identify the best-performing elements and iterate accordingly.
Campaign optimization: Regularly review and optimize Google Ads campaigns based on
performance data and insights. Adjust bidding strategies, refine keyword targeting, and
reallocate budget as needed to maximize ROI and achieve objectives.

Case study: Maximizing ROI with Google Ads

Let’s delve into a real-world example of how a Canadian-based family law firm utilized Google Ads to
achieve remarkable results. Over the course of one year, this firm allocated a budget of $53,000 to
their Google Ads campaigns. Through strategic implementation and continuous optimization, the firm
generated an impressive 854 leads, resulting in a cost per lead of $62.

Of these leads, the firm successfully closed 86 files, each generating a minimum of $2,500 in
revenue. With a total generated revenue of over $250,000 from these closed files, the firm achieved
an exceptional return on investment (ROI), effectively covering their advertising budget four times
over.

This case study underscores the immense potential of Google Ads as a driver of lead generation and
revenue growth for law firms. By leveraging the platform’s targeting capabilities, optimizing ad
performance, and closely monitoring campaign metrics, firms can achieve significant ROI and
establish themselves as formidable players in the competitive landscape of legal marketing.

Effective follow-up: Nurturing leads for success

While generating leads is a crucial step in the marketing process, the journey doesn’t end there. It’s
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imperative to implement a robust follow-up plan to ensure that leads are effectively nurtured and
converted into clients. Here’s a strategic approach to lead follow-up:

Prompt response: Studies have shown that leads are most likely to convert when they
receive a prompt response. Aim to reach out to leads within 12 hours of their initial inquiry.
This demonstrates professionalism and a commitment to addressing their needs promptly.
Personalized communication: Tailor your follow-up communication to each lead’s specific
inquiry or interest. Personalization goes a long way in building rapport and establishing trust.
Address their concerns directly and offer relevant information or assistance.
Multiple touchpoints: Don’t rely solely on a single follow-up attempt. Implement a
multichannel approach to touch base with leads through email, phone calls and even social
media. This ensures that your message remains on their radar and increases the likelihood of
engagement.
Provide value: Offer valuable resources or insights to leads to demonstrate your expertise
and provide them with helpful information. This could include educational content, case studies,
or invitations to informational webinars or events related to their legal needs.
Continuous nurturing: Lead nurturing is an ongoing process that requires consistent
engagement over time. Stay in touch with leads through regular communication and provide
updates on relevant legal developments or services that may be of interest to them.
Track and analyze: Implement tracking mechanisms to monitor the effectiveness of your lead
follow-up efforts. Track metrics such as response rates, engagement levels, and conversion
rates to identify areas for improvement and optimize your follow-up strategy accordingly.

Conclusion

In the competitive landscape of legal marketing, Google Ads emerges as a potent tool for lawyers
and law firms to drive lead generation and client acquisition. By adopting a strategic approach
encompassing keyword research, compelling ad copy, targeted audience segmentation, and
continuous optimization, legal professionals can unlock the full potential of Google Ads and propel
their online visibility to new heights. Embrace the power of Google Ads today and embark on a
journey towards sustainable growth and success in the digital realm of legal marketing.

Marly Broudie is the founder and CEO of Social Eyes Communications Inc., a digital marketing agency
based in Toronto. Broudie started her career as a paralegal and then worked at a litigation firm in
business development and marketing, where she honed her skills in social media, marketing, content
creation and Internet marketing.
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