] ! 3 |

% Practical wisdom, trusted advice.

-
| JEEY
.

§

-; $T¢ . @
i > .
Q ﬁ Lrustod & Verified . CAIl
MONTEFORTE AW, PC g &), i
. . ,

1

You Can Grow
THE BIGGEST LESSON | LEARNED IN ORDER TO ‘LIVE LIFE BIG'

By now, longtime readers of this newsletter know about Ashley and
Nicole. (And you may have even met them!) Just two years ago, |
introduced readers to this duo, excitedly announcing that | had two
full-time employees working at Monteforte Law P.C. for the first
time! Wow — how things change in just the course of one year. And
none of it would be possible without Ashley and Nicole.

You have all read about it multiple times because | never feel | can
truly capture just how much their expertise and knowledge have
meant to me and this firm. But this month, | want to offer their story
as an important reminder. Hopefully, it will help you alleviate some
stress and anxiety in your own life.

I've been a lawyer for 20 years, and for 15 of those years, I've run
my own firm. | haven't been shy about the tremendous growth I've
experienced in recent years, and |'ve always felt compelled to give
credit where it's due: to Jill, Ashley, and Nicole.

I'd be remiss if | wrote about how much we have grown and didn't
mention my wife's support. Without Jill's faith and encouragement
to even start this firm, I'd be working at some big law practice in
Boston, pushing 90 hours a week and never actually experiencing
this life we have built together. Her unwavering support through the
years has pushed me in ways | never thought possible, and her “you
got this” attitude is what has kept me going.

And at some point, partially due to Jill's support, | realized | had to
do more for the practice. | had joined a coaching group called Great
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Legal Marketing (GLM), and they taught me | was approaching it all
wrong. My friend and mentor, Ben Glass, taught me that | needed to
“live life big,” and my coach, Charley Mann, encouraged me to look
at the ways in which | was holding myself back.

A big part of that was that | wasn't letting go. | wasn’t delegating
enough, nor was | doing service to myself and my clients by clinging
to control of everything. If you have been with me for a while, thank
you. But you know that for a long time, | was doing everything —
from top to bottom — on my own. | was too afraid to grow or to let
go of the moderate success | had. | worried about losing it all and
letting everyone | cared about down.

Enter Nicole Rego and Ashley Maiuri.

| was incredibly lucky to find these two talented employees, who
became our Chief Marketing Officer and Chief Operating Officer,
respectively. As we began working together, | realized | had hit the
jackpot. Because of the encouragement | received from GLM and
the cannot-be-stated-enough hard work Ashley and Nicole put
into Montefore Law P.C., we grew in ways | could have only ever
imagined. Because of them, the firm now has seven employees —
and we're growing — has moved multiple times to accommodate
our growth, and continues to thrive, even without my constant
presence over everything.

Ashley, Nicole, and the continued support from Jill have allowed
me to truly live life big. And you deserve to do the same. You may
not be running a business or growing a law firm, but that does not
mean you deserve a life in which you are clinging onto all aspects,
believing you have to do everything on your own for fear of failure.
We all fail, and we all have our gaps. But that's where our Ashleys,
Nicoles, and Jills step in. Whoever they are in your life, let them in
and never let go of them, instead. | guarantee you will find growth
in ways you never imagined and a life that is thoroughly more
enjoyable.

So, here's to you, Nicole and Ashley. Thank you for transforming my
law practice and for becoming like family to me. With your help, we

can keep growing and climbing.

Happy New Year, everyone!

—Woke Wonteforte Vs
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... Continued from Page 4

a gift or a card to show you're thinking about them. These gifts
cost resources, but as Newswire reports, multiple studies show that
customer gifts increase retention.

Invest in retention tools. Staying in touch with your
customers is the best way to keep them happy and remind them
that you care. You can stay on top of this by doing the hard work
of reaching out personally each month, but it's easier and more
efficient to invest in recurring communications like automated
weekly emails and regularly printed newsletters.

Make personalization possible. in order to retain
customers, you must build quality relationships with them. This
starts with knowing who they are, what they need, and how they
interact with your company and your marketing. To figure out those
key points, you should gather and interpret a lot of data, both
online and off.

You can do some of this data-gathering and calculating yourself
(for example, you might consider calculating the lifetime value or
LTV of each client), but hiring a third-party data analytics company
will help you take your retention marketing to the next level. SAS,
Alteryx, Kissmetrics, and InsightSquared are great options for
small-business owners.

Hire (or create) a retention expert. If you truly want to

maximize your retention, you need to make it an integral part of
your team’s marketing approach. Investing in specialized training for
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One Man Estimated His at $54 Million

your team is one way to do this. But you can also hire a retention
expert or shift one of your existing team members’ roles to

focus exclusively on managing and retaining clients. Yes, hiring is
expensive, but remember — increasing customer retention by just
5% can increase profits by as much as 95%. That new team member
will pay for themselves in no time!

Retention marketing mindset shifts will be game-
changers for your company. You can start with one of these
tips or dive into all of them. Whatever feels right for you, if you try
these ideas, it won't be long before you'll see the difference in your
bottom line.
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DEEP-FRIED NEW
YEAR’S ‘COOKIES’

This traditional Mennonite “New Year’s
cookie” is perfect for sharing.
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Like the Panama Papers released in 2016, the Pandora Papers

published in October 2021 expose the financial secrets of some
of the world’s wealthiest people. In particular, they detail how the
very rich use offshore finance to hide the extent of their wealth.

But what exactly is offshore finance? Why do
people use it? Is it even legal to use?

Offshore finance gets its name from
the island and coastal locations
where the practice of creating
foreign tax havens originated.
Today, offshore finance refers
to any financial instruments or
assets kept in countries that
are not the owner’s country of
residence.

When an offshore account is
created, it follows the financial
regulations of the nation in which it is

held. Countries commonly used for offshore
finance often have stricter privacy laws and allow the creation
of shell companies. Shell companies are organizations that
exist on paper only, without employees or offices, but act as a
legal “shield” against taxation and creditors. (At least 19,000
shell companies exist in the Cayman Islands alone.)

Simply having an offshore bank account or shell company is not
illegal or even necessarily a sign of nefarious activity. Lawyers and
accountants who deal in offshore finance often know exactly how
to use the law to their clients’ advantage. They can also propose
solutions that are technically legal. But concerns arise since the
countries chosen to hold wealth offshore tend to prevent foreign
governments from inspecting their accounts; this makes legal
vetting next to impossible.

A lack of transparency is the main point of contention, and
it's the reason why many people look at offshore finance
negatively. Because the U.S. government cannot determine
which assets are being held offshore, it cannot impose any
taxes on them. Some parties also view hiding wealth offshore
as a way of protecting a person’s assets from civil lawsuits,
creditors, or investigations in the owner’s home country.

It's estimated that over $1 trillion is held in offshore accounts,
and studies indicate that the bulk of this money is owned by
the ultra-wealthy. Further, experts believe that the tax revenue
lost to offshore finance equals about $800 billion per year
worldwide. As to whether or not the Pandora Papers will
inspire changes to the law, we'll just have to wait and see.
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Stop Losing Clients Today!

6 Ways to Rethink Your Retention Marketing

Retention is crucial to your business. According to Investopedia,
acquiring a new client can cost five times as much as retaining an
existing one. And if that doesn't convince you, research from Bain
& Company and the Harvard Business School both show that a 5%

increase in customer retention can boost profits by as much as 95%.
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If you don’t have appropriate retention strategies in place,
2022 is the perfect time to make a change! Here are six ways to
completely rethink your retention marketing that will save your
team time and money.

Reallocate your resources. Don't just talk the retention talk
— walk the walk! In order to truly change your company’s ways, you
need to invest in retention and reallocate your resources.

Provide your team with additional training on
customer service. Important points to emphasize for retention
(per Forbes magazine) include frequent and friendly customer
communication, transparency, active listening, and the value of
relationship-building.

Create a fund for customer perks and gifts.
Celebrating your clients allows you to give them attention when
they might appreciate it most. If you know a customer who recently
had a baby or is going through a difficult time, consider sending

Continued on Page 2 ...
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