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Business Memo 
__________________________________________________________________ 
 
To: Cheryl Forbes  
From: Brooke Donnelly, BD, Founder and CEO  
Date: May 9, 2025  
Subject: Marketing Proposal: Legally Her 

I’m thrilled to introduce Legally Her, a bold new brand focused on empowering women 
in the legal profession. Our mission is to provide products and services that address the 
unique challenges faced by women at every stage of their legal careers, from pre-law 
students to seasoned attorneys. Legally Her will offer tailored resources, mentorship, 
and tools designed to inspire confidence and foster success, creating a world where 
every woman in law feels supported and valued. 

As we launch and grow, an effective marketing strategy is essential to building brand 
awareness, engaging our target audience, and positioning Legally Her as a trusted 
resource for women in law. Below are the key elements of our proposed marketing 
strategy: 

We’ll leverage digital and social media platforms such as Instagram, LinkedIn, and 
Twitter to share empowering content, success stories, and career tips. Our curated ads 
will target women in law and legal students, sparking engagement and increasing 
visibility. Influencer partnerships will also play a key role in expanding our reach and 
building trust with influential women-in-law who serve as brand ambassadors to help 
promote our products and services. 

Through content marketing, we’ll create valuable resources, including blogs, webinars, 
and videos focused on career development, industry insights, and personal growth. 
Additionally, we’ll form strategic partnerships with universities, law schools, legal 
events, and women’s organizations to enhance our visibility and credibility within the 
legal community. 

With a comprehensive marketing approach centered on digital engagement, influencer 
collaborations, and strategic partnerships, Legally Her will become the go-to brand for 
women in law. Our goal is to provide not only products but also a supportive 
community that empowers women to succeed at every stage of their legal careers. I look 
forward to discussing this plan in more detail and moving forward with its execution. 

 
 
​ ​ ​ ​ ​ ​ i 

 



 

Executive Summary  
__________________________________________________________________ 
Executive Summary  
Legally Her is a brand dedicated to empowering women in the legal profession through 
stylish, practical products and professional development services. By fostering a strong 
network of support, mentorship, and education, Legally Her provides resources that 
help women navigate and thrive in a male-dominated industry. Supporting women in 
law at every stage, from pre-law students to experienced attorneys, Legally Her has 
something for every woman.  
 

Our Mission 
Legally Her’s mission is to create a supportive and empowering space for women in 
law by offering curated products, career development opportunities, and wellness 
initiatives. The brand envisions a legal industry where women have equal 
opportunities, feel confident in their professional identity and careers, and can rely on a 
strong community of like-minded professionals. We exist for women who say, “People 
like us become leaders like this,” as Seth Godin mentions in his textbook, This is 
Marketing. Through stylish, practical products and professional development services, 
Legally Her doesn’t just sell, we connect, empower, and transform.  
 

Brand Vision and Core Values  

At Legally Her, we believe marketing is about changing culture for the better, not 
chasing attention. 

Our tribe: Women in law who believe career success and personal authenticity are not 
mutually exclusive. 

Our promise: We see you. We build products, experiences, and a community that 
respects your ambition, acknowledges your challenges, and amplifies your voice. 

Legally Her is built on five core values that shape its marketing strategy and brand 
identity:  

1.​ Empowerment: Providing resources and mentorship to help women succeed in 
the legal field.  

2.​ Community: Creating a strong network of female legal professionals.  
3.​ Innovation: Designing stylish and functional products tailored for women in 

law.  
4.​ Inclusivity: Supporting everyone in the legal career. 
5.​ Wellness: Providing work-life balance and self-care for legal professionals.  
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Core Values (With Godin’s Emotional Hooks) 

●​ Empowerment: Helping our community close the gap between who they are 
today and who they want to become.​
 

●​ Community: Not just connecting women in law — belonging to a shared story.​
 

●​ Innovation: Solving real needs (emotional and practical), not just offering more 
“stuff.”​
 

●​ Inclusivity: Honoring all identities across race, background, and career stage.​
 

●​ Wellness: Recognizing that thriving professionally requires care and wholeness.​
​ ​ ​ ​ ​  

Current Marketing Situation 
________________________________________________________________________ 

 
Market Description 
The legal profession has been historically male-dominated, with women facing 
significant barriers to entry and advancement. In the early 20th century, women 
comprised a small fraction of legal professionals, often encountering discrimination and 
limited opportunities. Over the decades, there has been a gradual increase in female 
representation. In 2023, women made up 56 percent of American Bar Association (ABA) 
-accredited law schools, reflecting a significant shift in the gender dynamics of legal 
education. Despite this progress, women remain underrepresented in senior legal 
positions, holding only 28 percent of law firm partnerships. This underrepresentation 
alludes to the ongoing challenges and highlights the need for targeted support and 
resources for women in law.  
 
Marketing Strategy Applying This is Marketing  
 

Standard Approach Enhanced with This is Marketing 
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Sell products to women in 
law 

Tell a story: "A new way to thrive as a woman in 
law." 

 

Reach wide demographics Focus on the smallest viable audience: ambitious, 
community-seeking women lawyers and students. 

 

Promote benefits (logic) Inspire identity (emotion): "Join the women shaping 
the future of law." 

 

Highlight features Highlight status, belonging, and 
transformation. 

 

Interruption marketing (ads) Permission marketing: Grow through community, 
events, and trusted influencers. 

 

Measure short-term sales Measure trust, connection, and 
community strength. 

 
Product Review  
Legally Her offers a curated selection of products and services designed to address the 
unique needs of women in the legal profession. The product line includes professional 
attire, accessories, and office essentials that blend style with practicality, catering to the 
demands of legal environments. Beyond tangible products, Legally Her provides 
professional development services such as mentorship programs, networking events, 
skill-building workshops, and career coaching. These offerings aim to support women 
at every stage of their legal careers, fostering both personal and professional growth.  
 
Our products and services include:  

Products: 

●​ Legally Chic Workwear Line – A professional fashion brand offering stylish yet 
functional courtroom attire, tailored blazers, and accessories designed for women 
in law. 
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●​ Boss Briefcase Collection – High-quality, stylish bags designed to fit laptops, 
case files, and legal essentials. 

●​ Pre-Law & Law School Planner – A planner designed specifically for law 
students, featuring case brief templates, study schedules, and bar prep trackers. 

●​ Coffee & Case Briefs Subscription Box – A monthly box featuring premium 
coffee blends, legal-themed stationery, and wellness products for busy law 
professionals. 

●​ Legally Her Digital Templates – Downloadable legal templates for contract 
drafting, business agreements, and study resources for law students. 

●​ Legal Lady Survival Kit – A curated package with law student essentials: 
blue-light glasses, portable charger, legal pad, stress-relief teas, and 
courtroom-ready makeup. 

●​ Justice Jewelry Collection – A line of jewelry featuring scales of justice, gavels, 
and empowering legal quotes for women in the profession. 

●​ She Wins Legal Guidebook – A book breaking down essential legal knowledge 
for women, covering contracts, negotiations, and legal rights. 

●​ Courtroom Confidence Beauty Line – A makeup and skincare line designed for 
professional women, with long-lasting products perfect for long trial days. 

Services: 

●​ Mentorship & Networking Platform – A digital membership community 
connecting pre-law students, law students, and female attorneys for mentorship 
and networking. 

●​ Legal Career Coaching & Resume Services – Personalized coaching sessions to 
help women land internships, clerkships, and jobs in law firms. 

●​ "Law & Leadership" Workshops – In-person and virtual events on negotiation 
skills, leadership development, and work-life balance for women in law. 

●​ Women’s Legal Advocacy Program – A nonprofit branch offering legal education 
and pro bono services for women facing legal challenges. 

●​ Confidence in the Courtroom Public Speaking Training – A program to help 
women in law develop strong courtroom presence and public speaking skills. 

●​ Legal Retreats & Wellness Events – Weekend retreats combining legal career 
development with self-care, networking, and relaxation. 

●​ "Beyond the Bar" Podcast – A podcast featuring inspiring interviews with 
successful women in law, sharing career advice and personal stories. 

●​ Scholarships & Grants for Women in Law – A funding program for aspiring 
female attorneys, particularly those from underrepresented backgrounds. 
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●​ "Legally Fit" Wellness Program – A health and fitness program tailored for busy 
legal professionals, including stress management techniques, meal planning, and 
exclusive workout classes tailored to busy legal professionals. 

●​ Childcare Services: Understanding the unique struggles of working mothers in 
law, Legally Her offers partnerships with childcare providers and on-site 
childcare services during events and networking functions to support 
career-driven mothers. 

Competitive Review 
The market features various entities offering professional attire or career development 
services; however, few integrate these aspects specifically for women in law. While 
some organizations focus on mentorship and coaching, and others professional fashion, 
Legally Her uniquely combines both elements. This integrated approach positions 
Legally Her as a comprehensive resource, addressing both the professional and 
personal needs of female professionals.  
 
The market for professional development and mentorship for women in law includes 
various competitors, from traditional organizations like the National Association of 
Women Lawyers (NAWL) to modern digital communities offering legal career coaching 
and networking. Some law schools and bar associations provide mentorship and career 
development programs, but many lack the accessibility, branding, and comprehensive 
offerings that Legally Her envisions. Competitors such as legal lifestyle brands and 
career coaching firms may provide partial solutions, but Legally Her differentiates itself 
through a niche market approach that combines mentorship, premium career resources, 
and lifestyle-focused products under one cohesive brand. 

Competitive Landscape: While the legal profession for women is growing, the market 
for products and services targeting women in law is still underdeveloped. There are 
some companies focusing on legal apparel or career coaching separately, but Legally 
Her stands out with its niche approach, combining legal fashion, professional 
development, wellness, and community-building. 

Competitors: Potential competitors include brands like SheLaw (offering apparel for 
women in law), Legal Grind (career coaching), and general women-focused e-commerce 
platforms (like The Everygirl or Pipsticks for curated lifestyle boxes). However, no 
direct competitor combines all elements into a unified platform for women in law. 
Competitive Advantage: Legally Her differentiates itself by offering a combination of 
stylish legal fashion, personalized career coaching, a supportive community, and access 
to consulting, creating a more comprehensive solution than competitors focusing on one 
aspect. 
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Competitive Advantage (Through Godin’s Lens) 

●​ We’re not for everyone — we’re for a special few.​
 

●​ We offer belonging, not just products.​
 

●​ We offer transformation, not just transactions.​
 

●​ We build a future story that customers want to be part of. 

Market Position 

Legally Her distinguishes itself by integrating fashion, function, and professional 
growth into a single platform tailored exclusively for women in law. Unlike general 
retailers, Legally Her offers:​ 

●​ Curated Professional Attire: Clothing and accessories designed to meet the 
unique needs of female legal professionals.​ 

●​ Professional Development Services: Mentorship programs, networking events, 
and skill-building workshops.​ 

●​ Community Engagement: A supportive network where women in law can 
connect and share experiences.​ 

This approach addresses both the professional and personal challenges faced by women 
in the legal field, positioning Legally Her as a leader in this specialized niche market. 

Channels and Logistics Review 
Legally Her operates primarily through an e-commerce platform, ensuring accessibility 
to its products and services nationwide. Digital marketing strategies, including social 
media engagement, email campaigns, and collaborations with legal organizations, law 
firms, undergraduate institutions, and law schools, drive brand awareness and 
customer acquisition. Logistically, the company partners with reliable suppliers and 
distribution centers to maintain product quality and timely delivery. Additionally, 
Legally Her organizes in-person and virtual events to foster community engagement 
and provide network opportunities, further solidifying its presence in the legal 
community.  
 
 Tailored Support and Resources 

●​ Despite making up nearly half of law school graduates, women face unique 
challenges in the legal profession, including lack of mentorship, workplace 
discrimination, and work-life balance struggles. Legally Her fills this gap by 
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providing career resources, networking opportunities, and professional 
development tailored specifically for women in law. 

Community-Driven Career Support  

●​ Networking and mentorship are critical for legal career advancement. Legally 
Her fosters a strong, empowering community where women can connect, share 
experiences, and support one another, increasing their chances of long-term 
success in the field. 

Strong Brand Identity  

●​ Legally Her’s professional, empowering, and modern brand voice—supported 
by an elegant pink, gold, and white color scheme—establishes credibility and 
attracts ambitious women in law. A cohesive visual and messaging strategy 
ensures consistency and reinforces the brand’s mission. 

Increasing Digital Presence  

●​ Engaging social media content, an optimized website, and strategic email 
marketing campaigns will be critical to reaching and converting Legally Her’s 
target audience. Leadership through blogs, webinars, and influencer 
collaborations will further position the brand as a go-to resource for women in 
law. 

●​ Investing in an e-commerce platform, SEO, influencer partnerships, and 
high-quality content marketing will enhance Legally Her’s online visibility.  

Diversified Revenue Model 

●​ Legally Her’s business model goes beyond product sales, incorporating premium 
memberships, career coaching, sponsorships, and corporate partnerships. This 
multi-stream approach ensures financial stability and long-term growth. 

Strategic Partnerships 

●​ Collaborating with female attorneys, legal influencers, law school organizations, 
and law firms will expand Legally Her’s influence and customer base. These 
partnerships will also provide valuable networking and mentorship 
opportunities for the community. 

Long-Term Success and Expansion 

●​ Future growth opportunities include developing an accredited legal leadership 
certification program, a paralegal certificate program, and a continuing legal 
education program, opening Legally Her workspaces or lounges in major legal 
hubs and schools, and integrating resources into law school career services will 
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position Legally Her as an essential player in shaping the future of women in 
law. 

 

Channels (Based on Godin's Trust-First Model) 

●​ Email list nurturing: Slow, respectful relationship-building with valuable content 
before sales pitches.​
 

●​ Exclusive online community: A private network (like a members-only Facebook 
Group, Slack, or custom app) where connection builds loyalty.​
 

●​ User-generated content: Encourage women to share their “Legally Her” 
moments (first trial, new job, big win).​
 

●​ Podcast storytelling: Use Beyond the Bar to tell authentic career and life stories — 
no hard selling, only belonging.​
 

●​ Ambassador programs: Select passionate early adopters to share the brand 
organically.​
 

●​ Create tension: Campaigns should challenge the current broken model of 
women's professional experience in law and present Legally Her as a hopeful 
future. 

 
SWOT Analysis  
__________________________________________________________________ 
 
Strengths:  

Niche Market Focus 

●​ Legally Her targets a specific and underserved demographic: women in law. This 
focus allows the brand to offer highly tailored products and services, 
distinguishing itself from general professional or lifestyle brands.  

●​ Following Seth Godin’s principle from This is Marketing, Legally Her “finds the 
smallest viable audience” rather than trying to appeal to everyone, focusing on 
deep connection over mass appeal. 

Diverse Offerings 
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●​ Combining products (such as professional attire, accessories, and office 
essentials) with career development services (mentorship, networking, 
workshops, and coaching) provides a holistic approach that meets both personal 
and professional needs. 

●​ This addresses Godin’s insight that modern marketing is about creating 
meaningful change for a group of people, not just selling products. 

Mission-Driven Brand 

●​ Legally Her’s clear mission to empower women in law, create a supportive 
community, and promote wellness resonates with consumers who seek brands 
with purpose and social impact. This aligns well with the growing trend of 
women’s empowerment and social responsibility. 

●​ “People like us do things like this” meaning Legally Her builds identity and 
belonging around shared values and aspirations. 

Inclusive and Supportive Network: 

●​ The brand’s strong emphasis on community-building and mentorship is a 
powerful asset. Creating a network of like-minded legal professionals fosters 
trust, loyalty, and long-term engagement from customers. This aligns with 
Godin’s view that marketing is fundamentally about building tribes and 
connecting groups with shared goals. 

Stylish and Functional Products: 

●​ Offering stylish, functional products tailored specifically to women in law gives 
Legally Her a competitive edge in the marketplace. These products cater to a 
professional yet fashionable demographic, addressing the demands of both 
workplace functionality and personal style.  

Focus on Wellness: 

●​ The inclusion of wellness initiatives highlights Legally Her’s understanding of 
the intense work-life balance challenges faced by legal professionals. This focus 
on mental health, self-care, and work-life balance is an increasingly important 
factor for women in high-stress professions.  This focus on mental health, 
self-care, and work-life balance is an increasingly important factor for women in 
high-stress professions, reinforcing Godin’s emphasis that effective brands serve 
emotional needs, not just practical ones. 

 
Weaknesses:  
Brand Recognition and Market Penetration: 
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●​ As a relatively niche brand in a highly competitive market (both in terms of 
fashion and professional services), Legally Her may face challenges in 
establishing brand recognition and achieving widespread market penetration. 
Competing with established brands in both professional attire and career 
development services may be difficult. However, as Godin argues, true success 
often comes from embracing niche status and serving a “smallest viable market” 
exceptionally well before scaling. 

Dependence on the Legal Industry: 

●​ Legally Her’s success is closely tied to the legal profession, and any shifts in the 
legal market (e.g., economic downturns, changes in law firm hiring practices) 
could negatively impact the demand for its products and services. 

High Operational Costs: 

●​ The combination of product design, manufacturing, professional development 
services, and maintaining a strong online or physical presence could create 
substantial operational costs. Maintaining this balance might challenge 
profitability, especially in the early stages of brand growth. 

Scalability Challenges: 

●​ Scaling a business that offers both physical products and professional services 
can be resource-intensive. The logistics of expanding product offerings and 
simultaneously providing personalized mentorship and coaching at scale may 
prove to be difficult to manage. 

Limited Geographic Reach: 

●​ If Legally Her is currently focused on a specific geographic market (such as the 
U.S.), expanding internationally could present significant challenges due to 
differences in legal systems, cultural norms, and market dynamics. 

 
Opportunities:  
 
Expansion into New Legal Markets and International Reach: 

●​ As more women enter the legal profession worldwide, there is potential for 
Legally Her to expand its services and products to international markets where 
women in law are also underrepresented in leadership positions. Tailoring the 
offerings to local legal cultures could open up new revenue streams. 

Partnerships and Collaborations with Law Firms: 
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●​ Legally Her could build partnerships with law firms to integrate its offerings into 
firm-sponsored programs, such as diversity training or career development 
workshops. Collaborations could include sponsoring events or providing 
branded merchandise for law firms focused on diversity. 

Subscription and Digital Product Offerings: 

●​ Legally Her could expand its product line to include digital resources such as 
webinars, virtual mentoring programs, and digital toolkits for women in law. 
Additionally, a subscription-based model offering exclusive access to career 
resources, discounts on products, or networking events could help generate 
recurring revenue. 

Corporate Wellness Programs: 

●​ Partnering with law firms to provide wellness programs could be a valuable 
growth opportunity. As mental health and self-care are major concerns in 
high-pressure industries, offering wellness resources tailored for legal 
professionals would be a natural extension of Legally Her’s mission. 

Leveraging Technology for Networking and Learning 

●​ Developing an online platform or app for networking, career advice, mentorship, 
and skill-building would help broaden the reach of Legally Her’s 
community-building efforts. It could also provide a space for legal professionals 
to access educational resources, increasing engagement and membership. 

 
Threats:  

●​ Competition from Larger, Established Brands: Major legal and lifestyle brands, 
including those offering professional attire or career development services, may 
introduce products and services aimed at women in law. This could lead to 
intense competition, as these companies have established resources, market 
presence, and consumer trust. 

●​ Economic Recession or Downturn in the Legal Sector: Economic downturns can 
lead to decreased spending on professional development, wellness initiatives, 
and discretionary items like clothing and accessories. In times of financial strain, 
law firms and individual professionals might scale back investments in these 
areas. 

●​ Resistance to Gender-Specific Offerings:​
Some legal professionals or firms may resist gender-specific products or services, 
particularly those who believe in a more gender-neutral approach to professional 
development or workplace attire. There is also the risk that the niche positioning 
might limit the overall appeal of the brand. 
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●​ Changing Professional Norms and Attitudes:​
The evolving expectations in the workplace may result in a shift towards more 
casual or tech-driven legal environments. If traditional, professional attire 
becomes less common or the industry shifts in unexpected ways, Legally Her 
may need to pivot its product offerings to remain relevant. 

●​ Changing Legal Workforce Dynamics:​
The increasing reliance on technology in the legal field, such as AI-driven legal 
research or virtual law offices, may alter the landscape of how legal professionals 
work. If more law firms adopt virtual or flexible workspaces, the demand for 
traditional professional attire or physical products may decrease. 

●​ Intense Competition in the Wellness Market:​
While wellness is a growing trend, there is already intense competition in this 
sector. Legally Her will need to differentiate its wellness offerings and ensure 
they are specifically tailored to the unique needs and stresses of legal 
professionals to avoid blending in with more general wellness programs.​
 

Objectives and Issues 
__________________________________________________________________ 

Objectives: 

●​ Increase Brand Awareness: Become a leading resource for women in law by 
increasing visibility through strategic partnerships, events, and digital content. 

●​ Client Acquisition & Retention: Attract and retain a loyal customer base 
through high-quality products and services, ensuring women in law see Legally 
Her as a trusted resource for professional growth and community. 

●​ Expand Service Offerings: Grow the portfolio of offerings by introducing new 
products, online courses, workshops, and leadership programs for women at 
various stages of their legal careers. 

●​ Revenue Growth: Reach financial milestones with $500,000 in Year 1, $1.5M in 
Year 2, and $3M in Year 3 by scaling product lines, expanding digital services, 
and establishing consulting and networking events.​
 

Issues: 

●​ Market Penetration: Although there is demand, breaking into the market and 
establishing a solid customer base in a competitive space can be challenging 
without extensive partnerships. 

●​ Brand Recognition: Legally Her may face difficulty in distinguishing itself from 
general women's empowerment brands and needs to effectively communicate its 
niche expertise in the legal profession. 
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●​ Maintaining Community Engagement: Keeping users consistently engaged with 
the brand, especially with subscription services and coaching platforms, requires 
continuous innovation and personalized experiences. 

●​ Scaling Operations: As the brand grows, maintaining high-quality service, 
customer satisfaction, and reliable distribution while scaling the operations can 
become a complex issue that requires effective systems in place. 

First Year Objectives:  

Build Strong Brand Awareness 

●​ Launch a comprehensive digital marketing campaign (SEO, social media, 
influencer collaborations).​
 

●​ Develop strategic partnerships with law schools, bar associations, and 
women-led legal firms.​
 

●​ Host four virtual events or panels featuring influential women in law to gain 
credibility and audience traction.​
 

Establish Client Base and Build Loyalty 

●​ Launch founding membership program with exclusive perks (early access, 
discounts, webinars).​
 

●​ Begin community-building initiatives like “Her Circle” networking groups and 
monthly meetups.​
 

●​ Offer free downloadable resources (guides, checklists, templates) to build email 
list and trust.​
 

 Launch Initial Service Offerings 

●​ Roll out an introductory line of digital products (career planners, resume 
templates, and workshop guides).​
 

●​ Launch the first online course or workshop series focused on early-career women 
in law.​
 

●​ Introduce 1:1 mentorship or coaching programs.​
 

Achieve First Revenue Milestone: $500,000 
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●​ Focus on digital product sales, high-converting email campaigns, and strategic 
affiliate marketing.​
 

●​ Test pricing models and subscription plans for digital resources and mentorship 
access. 

 
Second Year Objectives:  

Strengthen Market Position and Visibility 

●​ Secure press coverage in legal publications and women’s entrepreneurship 
media.​
 

●​ Expand partnership network to include legal tech companies and DEI initiatives.​
 

●​ Increase presence at national and regional legal conferences.​
 

Enhance Customer Retention & Experience 

●​ Launch a branded app or member portal for easy access to all resources and 
community forums.​
 

●​ Implement personalized customer journeys (e.g. onboarding paths for students 
vs. mid-career professionals).​
 

●​ Introduce loyalty program or referral incentives.​
 

Expand Product and Service Lines 

●​ Launch advanced leadership courses, niche masterclasses (e.g. IP Law for 
Entrepreneurs), and certification programs.​
 

●​ Begin offering consulting for law firms interested in DEI and gender equity 
initiatives.​
 

●​ Host in-person leadership retreats or networking brunches in 2–3 major cities.​
 

 Hit Year 2 Revenue Goal: $1.5 Million 

●​ Scale digital ads and email marketing based on Year 1 learnings.​
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●​ Introduce mid- to high-ticket offerings (retreats, certification programs, firm 
consulting). 

 
Marketing Strategy  
__________________________________________________________________ 
 
Positioning  

●​ Positioning: Position Legally Her as the ultimate brand for women in law, 
offering a blend of stylish workwear, professional coaching, community support, 
and leadership opportunities. The focus will be on building confidence, 
capability, and a sense of community among women in the legal profession. 

●​ Target Audience: Women in all stages of their legal careers, including pre-law 
students, law students, early-career lawyers, and established attorneys looking 
for career advancement, work-life balance, and networking opportunities. 

●​ Brand Story: Use storytelling to highlight the unique challenges women face in 
the legal profession and how Legally Her helps them navigate these obstacles 
with support, resources, and stylish, functional products 

Product Strategy  

●​ Offer a diverse range of legal workwear and accessories that combine 
professionalism with comfort and style, specifically designed for the unique 
needs of women in law. 

●​ Introduce wellness and productivity tools that complement professional attire, 
such as planners, affirmation cards, and stress-relief items that encourage career 
development. 

●​ Expand into digital products such as online courses, templates, and workshops 
that provide legal career advice, public speaking tips, and personal development 
tools. 

Pricing  

●​ Value-Based Pricing: Set competitive prices for products and services based on 
the value they offer to women in law, ensuring that clients feel they are getting 
practical, high-quality solutions for their professional needs. 

●​ Tiered Pricing: Offer different pricing packages for coaching and mentorship 
services, catering to various levels of experience in law, from pre-law students to 
senior partners. 

Distribution Strategy 
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●​ E-Commerce: Focus on expanding online sales channels via a user-friendly 
website and targeted digital ads to reach potential clients. Leverage SEO, 
influencer collaborations, and affiliate marketing to drive traffic. 

●​ Subscription Model: Continue building the subscription box offering and 
explore new partnerships for niche boxes tailored to specific groups, such as 
women in corporate law or public defenders. 

●​ Events and Workshops: Organize paid events and conferences in collaboration 
with law firms, bar associations, and law schools to increase exposure and build 
a network of loyal customers.  

Marketing Communication Strategy  

Brand Messaging Framework 

●​ Core Message: "Empowering the next generation of women in law with style, support, 
and strategy."​
 

●​ Tone & Voice: Confident, empowering, warm, and polished.​
 

●​ Key Themes: Professional growth, sisterhood/community, career wellness, style 
meets strategy, leadership elevation. 

 Content Marketing 

●​ Blog & Newsletter: Weekly blog posts covering career advice, legal industry 
trends, and spotlight stories from community members. A monthly newsletter 
with curated content, product features, and event invites.​
 

●​ Video Content: Short-form reels and TikToks that provide “day in the life,” 
styling tips, quick legal hacks, and motivational messages.​
 

●​ Educational Content: Free resources ( “Your First 90 Days in Big Law” guide), 
webinars, and downloadable toolkits. 

Social Media Strategy 

●​ Platforms: Instagram, LinkedIn, TikTok, and Pinterest.​
 

●​ Pillars:​
 

○​ Inspiration (quotes, affirmations, behind-the-scenes),​
 

○​ Education (career tips, legal hacks),​
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○​ Community (member takeovers, testimonials),​
 

○​ Style & Lifestyle (workwear, planner setups, desk decor).​
 

●​ Hashtags: #LegallyHer #WomenInLaw #StyledToLead 

Email Marketing 

●​ Segmented campaigns tailored by career stage (Pre-law, Law Student, Young 
Attorney, Senior).​
 

●​ Automated flows: Welcome Series, Abandoned Cart, Monthly Spotlights, Event 
Invites, Loyalty Rewards. 

Partnership & Influencer Marketing 

●​ Partner with micro-influencers in law school and early-career legal spaces.​
 

●​ Collaborate with law firms for co-branded initiatives or bulk product deals.​
 

●​ Feature guest blog posts or LinkedIn takeovers by respected women in law. 

Public Relations & Media Outreach 

●​ Secure media features in outlets like ABA Journal, Above the Law, Law.com, and 
women-focused media like HerMoney or The Everygirl.​
 

●​ Pitch founder story, product line features, and unique events to journalists and 
podcast hosts. 

Marketing Research  

Customer Surveys & Feedback Loops 

●​ Post-purchase surveys and follow-ups to gather feedback on satisfaction and 
improvement areas.​
 

●​ Periodic community polls via Instagram stories, email, and the website to 
understand needs and preferences. 

 Focus Groups 

●​ Host quarterly virtual focus groups segmented by career stage to test new 
product concepts, gather qualitative insights, and build community. 

Competitive Analysis 
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●​ Ongoing tracking of competitors (e.g., The Woman Lawyer, Her Space Co., Legal 
Outfitters).​
 

●​ Compare product offerings, pricing, social media engagement, and customer 
feedback. 

Web & Social Analytics 

●​ Monitor Google Analytics, Instagram Insights, and email open/click rates to 
gauge what content and campaigns resonate most.​
 

●​ Track conversion rates from social, influencer, and paid ads to measure ROI. 

Market Trend Monitoring 

●​ Stay informed on shifts in the legal profession (hybrid workwear needs, wellness 
in law, etc.).​
 

●​ Subscribe to legal industry reports, join professional forums, and attend 
law-related trade shows. 

 
Action Programs  
__________________________________________________________________ 

 Year 1: Foundation & Visibility (Build + Launch Phase) 

Objective: Build strong brand awareness, launch core offerings, and achieve $500K in 
revenue. 

Q1–Q2: Brand Launch & Visibility 

1. Brand Positioning Rollout 

●​ Actions: Finalize brand story, tone, and messaging across all platforms.​
 

●​ Channels: Website, social media, email, press.​
 

●​ Team: Marketing, Branding Consultant​
 

●​ KPI: 50K website visits; 10K IG followers; press mentions in 3 key outlets.​
 

●​ Strategic Alignment: Addresses Brand Recognition challenge. 

2. Digital Marketing Campaigns 

18 



●​ Actions:​
 

○​ Launch SEO-optimized blog.​
 

○​ Paid ads on IG, TikTok, LinkedIn (targeting law schools, legal forums).​
 

○​ Collaborations with 10 micro-influencers.​
 

●​ Budget: $20–30K in paid ads/testing.​
 

●​ KPI: CPL <$3, email list growth to 5K, ROAS >3x. 

3. Strategic Partnerships 

●​ Actions:​
 

○​ Secure at least 5 formal partnerships with law schools, women-led firms.​
 

○​ Provide co-branded workshops or speaker panels.​
 

●​ KPI: 5+ partnerships, 1,000+ leads from co-marketing efforts.​
 

●​ Strategic Alignment: Solves Market Penetration challenge. 

Q2–Q3: Initial Offerings & Community Building 

Product Launch: Digital Resources 

●​ Actions:​
 

○​ Launch digital downloads (career planner, templates, legal guides).​
 

○​ Start selling through Shopify + Gumroad integration.​
 

●​ KPI: 1,000+ product downloads, $50K revenue.​
 

●​ Team: Product Dev, UX/UI, Copy 

5. Founding Membership & Her Circle Community 

●​ Actions:​
 

○​ Launch “Founding Members” with perks (events, discounts, access).​
 

19 



○​ Pilot 3 “Her Circle” groups by region or law practice focus.​
 

●​ KPI: 500+ paid founding members, 80% retention after 3 months.​
 

●​ Strategic Alignment: Tackles Maintaining Engagement early. 

Q3–Q4: Online Courses + Mentorship 

6. Launch Flagship Course 

●​ Actions: Build and promote a signature online course (e.g. “Breaking Into Big 
Law”).​
 

●​ Platform: Teachable or Kajabi.​
 

●​ KPI: 500 enrollments @ $99+; $50K–$100K revenue.​
 

●​ Strategic Alignment: Kicks off Service Offering Expansion. 

7. 1:1 Mentorship + Coaching Pilot 

●​ Actions:​
 

○​ Match early-career lawyers with mentors.​
 

○​ Launch 3 pricing tiers (student, early-career, mid-career).​
 

●​ KPI: 100 coaching clients, 80% satisfaction.​
 

●​ Tools: Calendly + custom member portal. 

 Year-End: Revenue & Optimization 

8. High-Converting Funnels 

●​ Actions:​
 

○​ Build email funnels with lead magnets.​
 

○​ A/B test landing pages and product pricing.​
 

●​ KPI: 3–5% email CTR, 2%+ conversion rate from email to product. 

9. Virtual Events Series 
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●​ Actions: Host 4 virtual summits featuring top legal minds (1 per quarter).​
 

●​ Goal: Establish thought leadership + capture leads.​
 

●​ KPI: 2,000 registrants total, 20% conversion to community. 

 Revenue Target: $500,000​
 

○​ $150K from digital products​
 

○​ $200K from courses/workshops​
 

○​ $100K from coaching​
 

○​ $50K from affiliate + merch​
 

Year 2: Scale & Deepen (Growth Phase) 

Objective: Strengthen market share, deepen services, build infrastructure. 

Q1–Q2: Brand Expansion 

1. Secure Media Coverage 

●​ Actions:​
 

○​ Target 10 media outlets (ABA, Law.com, HerMoney).​
 

○​ Pitch founder story, product launches, retreat series.​
 

●​ KPI: 5+ national features; traffic increase by 25%.​
 

2. Expanded Partner Network 

●​ Target: Legal tech, women’s legal conferences.​
 

●​ Actions: Create co-branded resources, offer CLE credits.​
 

●​ KPI: 10+ partners, $100K revenue via B2B deals. 

Q2–Q3: Deepen Experience 
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3. Branded App or Member Portal 

●​ Features: Event calendar, saved content, mentorship tools.​
 

●​ KPI: 1,000 monthly active users; 75% satisfaction.​
 

●​ Tools: Mighty Networks or custom app via Bubble.​
 

4. Referral & Loyalty Program 

●​ Incentives: Free coaching, discount codes, spotlight features.​
 

●​ KPI: 15% referral rate, increase by 20%. 

 Q3–Q4: Premium Offerings + Events 

5. Leadership Courses + Certifications 

●​ Topics: “Equity in the Courtroom,” “IP for Women Entrepreneurs”​
 

●​ Price Point: $299–$1,200​
 

●​ KPI: $300K+ in new course revenue.​
 

6. In-Person Events (Leadership Brunches + Retreats) 

●​ Cities: NYC, Chicago, LA​
 

●​ Attendees: 50–100​
 

●​ Revenue Goal: $150K+​
 

●​ Strategic Alignment: Builds Community & Brand Credibility 

Revenue Target: $1.5M 

○​ $500K from courses/certifications​
 

○​ $400K from coaching/consulting​
 

○​ $300K from retreats/events​
 

22 



○​ $200K from digital resources and merch​
 

○​ $100K from partnerships/affiliates 

Ongoing: Data, Research & Innovation 

Market Monitoring 

●​ Tools: SEMrush, Google Trends, industry forums.​
 

●​ Action: Quarterly reports on shifts in legal field (e.g., hybrid work trends). 

Focus Groups 

●​ Format: Quarterly virtual, segmented by career stage.​
 

●​ Goal: Test new product ideas, gather feedback. 

Analytics & ROI Tracking 

●​ Metrics: Funnel drop-offs, top-performing products, customer journey stages.​
 

●​ Tools: Google Analytics, Hotjar, Klaviyo. 

 

 Strategic Risk Mitigation 

Challenge Mitigation Strategy 

Market Penetration Leverage influencers, partnerships, and targeted ads. 

Brand Differentiation Niche messaging: legal-specific tools + style focus. 

Scaling Operations Invest in tech (CRM, LMS), automate onboarding + 
support. 

Community 
Engagement 

Loyalty programs, gamification, and localized events. 
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Budget and Financials 
__________________________________________________________________ 

Legally Her | 5-Year Budget Overview 

Revenue Milestones: 

●​ Year 1: $500,000​
 

●​ Year 2: $1,500,000​
 

●​ Year 3: $3,000,000​
 

●​ Year 4: $5,000,000​
 

●​ Year 5: $7,500,000​
 

Year 1: Foundation & Launch 

Revenue: $500,000 

Category Amount Notes 

Digital Product Sales $150,000 Downloads, planners, templates 

Course & Workshop Revenue $200,000 Intro courses & webinars 

Coaching/Mentorship $100,000 Tiered 1:1 & group sessions 

Affiliate + Partnerships $50,000 Sponsored events, affiliate links 

Expenses: $425,000 

Category Amount Notes 

Marketing & Advertising $75,000 Influencers, paid ads, SEO, 
branding 

Platform & Tech Tools $30,000 LMS, CRM, email, design tools 
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Staff & Contractors $100,000 Content creators, marketers, VA, 
part-time PM 

Product Dev & Content $40,000 Course design, template creation 

Events & Community $20,000 4 virtual events, member perks 

Legal, Admin, Ops $30,000 Business ops, legal fees, insurance 

Fulfillment (if applicable) $10,000 Shipping digital/physical 
planners 

Miscellaneous/Buffer $20,000 Contingency and small costs 

Net Profit: $75,000 

Year 2: Growth & Expansion 

Revenue: $1,500,000 

Category Amount 

Courses & Certifications $500,000 

Digital Products $300,000 

Retreats + Events $300,000 

Coaching/Consulting $300,000 

B2B Partnerships $100,000 

Expenses: $1,100,000 

Category Amount 

Marketing & Ad Spend $150,000 

App/Portal Development $75,000 

Full-Time Staff Expansion $250,000 

Retreat & Event Costs $150,000 
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Content + Program Dev $100,000 

Platform Subscriptions $50,000 

Legal, Admin, Financial Ops $50,000 

Affiliate Payouts $25,000 

Misc/Buffer $50,000 

Net Profit: $400,000 

Year 3: Scale Nationally 

Revenue: $3,000,000 

Category Amount 

Advanced Programs & Certs $900,000 

Retreats & Events $750,000 

Coaching + B2B Consulting $600,000 

Digital Product Revenue $500,000 

Subscriptions/App $250,000 

Expenses: $2,150,000 

Category Amount 

Marketing + PR Campaigns $300,000 

FT Staff (10–12 FTE) $600,000 

In-Person Events $350,000 

Product Dev + Curriculum $150,000 

Tech/Platform Scaling $150,000 

Admin, Legal, Finance $100,000 
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Affiliate + Influencer Fees $100,000 

Community & Membership Perks $75,000 

Misc & Buffer $75,000 

Net Profit: $850,000 

 Year 4: Optimize & Diversify 

Revenue: $5,000,000 

Category Amount 

Corporate Training  $1,200,000 

Leadership Programs $1,200,000 

Retreats + Events $1,000,000 

Digital Products + Subscriptions $1,000,000 

Brand Partnerships $600,000 

Expenses: $3,400,000 

Category Amount 

Marketing & PR Expansion $500,000 

Full Staff & Ops $1,000,000 

High-Ticket Program Dev $300,000 

Custom App Feature Growth $200,000 

Event Management $500,000 

Brand Collabs + Production $200,000 

Legal, Insurance, Finance $150,000 

Affiliate/Influencer Program $100,000 
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Research, Trends, Data Tools $75,000 

Misc / Buffer $75,000 

Net Profit: $1,600,000 

Year 5: Dominate & Global Expansion 

Revenue: $7,500,000 

Category Amount 

Global Coaching & Corporate $2,500,000 

Subscription/App Revenue $1,500,000 

Courses + Digital Products $1,500,000 

Events (Intl + National) $1,500,000 

Merchandise + Licensing $500,000 

Expenses: $4,800,000 

Category Amount 

Global Marketing Expansion $750,000 

HQ Team & Leadership $1,500,000 

International Events $700,000 

App Infrastructure & AI Tools $300,000 

Program Licensing/Accreditation $200,000 

Brand Growth (Books, Media) $300,000 

Financial, Admin, Legal Ops $200,000 

Creator Partnerships & Affiliates $250,000 

R&D + Trend Innovation $100,000 
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Misc / Contingency $100,000 

Net Profit: $2,700,000 

Summary: 5-Year Financial Snapshot 

Year Revenue Expenses Net Profit  

1 $500,000 $425,000 $75,000  

2 $1,500,000 $1,100,000 $400,000  

3 $3,000,000 $2,150,000 $850,000  

4 $5,000,000 $3,400,000 $1,600,000  

5 $7,500,000 $4,800,000 $2,700,000  
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Controls  
__________________________________________________________________ 

To ensure the ongoing effectiveness of Legally Her’s marketing strategy, a structured 
and data-driven control framework will be implemented. This system will monitor key 
marketing performance indicators tied directly to each objective: brand awareness, 
customer acquisition and retention, service expansion, community engagement, and 
revenue growth. Metrics such as website traffic, lead conversion rates, campaign ROI, 
email engagement, and social media performance will be tracked consistently using 
tools like Google Analytics, Klaviyo, Instagram Insights, and CRM platforms. Real-time 
dashboards will support agile decision-making and allow the team to adjust tactics 
quickly. 

Legally Her will adopt a layered monitoring approach, with weekly pulse checks on 
active campaigns, monthly metrics reviews to assess lead generation and content 
effectiveness, quarterly strategy sessions to reevaluate marketing alignment with 
business objectives, and an annual audit to review broader brand performance and 
positioning. These reviews will help determine when corrective actions are needed such 
as adjusting ad targeting if customer acquisition costs rise, or refreshing email 
sequences if engagement drops. 

A culture of experimentation will be core to the brand’s marketing controls. Regular 
A/B testing on email subject lines, pricing strategies, and landing page designs will 
ensure optimization. Marketing experiments will also test different content formats and 
channels (such as Pinterest ads versus TikTok influencers) to identify the most 
cost-effective paths for conversion. Focus groups and feedback loops, particularly 
within the Her Circle community, will provide additional qualitative insights, helping 
to maintain relevance as the market and customer needs evolve. 
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Conclusions and Recommendations  
__________________________________________________________________ 

Legally Her enters the market at a unique intersection of professional growth, personal 
empowerment, and lifestyle branding for women in law. This marketing plan positions 
the brand not just as a resource, but as a supportive, transformative community. By 
using a balanced, multi-platform strategy Legally Her connects with women at all 
stages of their legal careers. 

With a strong focus on storytelling, content marketing, and community-building, the 
brand is set up for long-term growth through loyalty and word-of-mouth. This reflects 
Seth Godin’s idea that effective marketing focuses on serving a specific audience and 
creating a meaningful impact. Legally Her delivers real value through educational 
content, professional tools, and a sense of belonging, especially through initiatives like 
Her Circle and personalized membership experiences. 

To keep building momentum, several steps are recommended: 

1.​ Prioritize storytelling—Share founder insights, member spotlights, and 
community moments to build trust and authenticity.​
 

2.​ Segment email marketing—Tailor messages to women at different career stages 
for higher engagement.​
 

3.​ Collaborate with micro-influencers—Especially in law school and early-career 
spaces, to boost visibility and trust.​
 

4.​ Streamline content pillars—Focus on themes like career wellness, leadership, 
and professional style, and repurpose them across platforms.​
 

5.​ Use data to guide campaigns—Track performance to improve conversion 
through bonus content, retargeting, or personalized offers.​
 

6.​ Explore B2B partnerships—Partner with law firms for events and programs that 
expand reach and revenue. 

By focusing on impact over promotion, Legally Her can build lasting emotional 
connections with its audience. With a foundation rooted in storytelling, digital strategy, 
and community, the brand is well-positioned to achieve its goals and redefine success 
for women in law. 
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