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Top tips
· Starting an ADR practice is very different than starting a law practice

· Reach out for help and reach out early. You’ll think you can’t afford it but in truth you can’t afford not to. Mistakes can be very costly both in money and time.

· Leverage with technology. You can look and act bigger than you are.

· There’s a wide spectrum of mediators. What works for one might not work for another. It’s all about making informed decisions and then some trial and error. Don’t get married to one marketing idea.

· If you’re not an MBA, there are lots of terrific resources to help you:

· Business coaches

· Consultants: marketing, Quick Books, business plans, strategic planning
· Right Brain Ventures: budgeting and projections
· Rain Today is my new favorite resource
· Local business schools (interns, courses)

· NAWBO and other business professional groups
· The local NAWBO offers several workshops and programs that are very practical and hands on

· Make Mine a Million $ Business

· More and more online resources every day

My business coach has saved me a ton of money 

· Interview several. I’ve changed a couple of times as my needs change.
· My article on using a coach will be in next month’s ABA DRS e-newsletter.

· This can be a lonely business and you need someone you can run things by in a confidential way.

Be honest about what you do and don’t like to do
· If you hate to market and just want to practice, join a panel, corporation, or government program where your paycheck is not dependent on your marketing efforts

· Private practice requires a huge dedication to marketing and building a business. If it’s not for you, that’s completely fine, but figure that out before you starve.
There are more opportunities than ever. It’s not all about private practice and toiling alone in obscurity anymore.
· Ombuds-person at larger corporations
· Community mediation programs

· Panels or mediator groups

· School mediation programs

· Training

· Training within a corporation

· Teaching 

· Referral networks:  I’ve signed with Jacoby & Meyers to be their national family law mediation provider and I will be needing family law mediators all over the country.  I don’t think they have a civil mediation provider, so if that’s of interest to you, you may want to contact them.
I’ve written some articles and a marketing workbook
· They are on your CD Rom

· I’m also presenting a marketing workshop with Natalie Armstrong of Golden Media at ABA DRS in New York on Friday April 17. You will leave that seminar with a marketing plan.

· My new biggest theme is Drilling Down. I wrote an article about it and it’s on your CD Rom. The gist of the article is that it’s not about figuring out a ton of new marketing ideas to do but taking the marketing you’re already doing and pursuing it in more detail. My own issues in this area is that I have a base of former clients but I wasn’t keeping track of them and finding ways to keep in touch. I do a lot of networking but I don’t routinely follow up with my contacts so that I can develop solid relationships.  I had a web site which I’d updated with content but not design since 2000.
· It’s also important to measure what’s working and what’s not and don’t be afraid to change gears.

· My main maxim with respect to marketing is that the more money it costs the less likely it is to work.  The more time it takes the more likely it is to work.
