[bookmark: _vwhooyj7aexo]Expanding Service Offerings:
[bookmark: _iscsrlfn02hs]Cross-Selling & Upselling to Enhance Your Elder Law Practice

[bookmark: _ns20wlkx31qo]What is Cross-Selling and Upselling?
· Cross-selling: Offering complementary services that relate directly to the client's original request.

· Example: An Elder Law client interested in Medicaid planning may also benefit from advanced healthcare directives or trust-based estate planning.

· Upselling: Suggesting a higher-value, comprehensive package or enhanced service option.

· Example: Encouraging clients who seek basic estate plans to consider comprehensive long-term care planning.


[bookmark: _nw8gr7oqcjsf]Benefits of Expanding Services through Cross-Selling and Upselling:
· Enhanced Client Value:
 Clients appreciate convenience, comprehensive care, and proactive solutions.

· Increased Revenue Opportunities:
 Generate consistent revenue streams and maximize client lifetime value.

· Stronger Client Relationships:
 Demonstrate your understanding of client needs, building deeper trust.

· Differentiation in the Market:
 Position your firm as a comprehensive provider, standing out from competition.


[bookmark: _o6kltmr5aawz]Examples of Complementary Services for Elder Law Attorneys:
	Primary Service
	Cross-Sell Opportunities
	Upsell Opportunities

	Estate Planning
	Financial planning, beneficiary reviews, long-term care planning
	Comprehensive trust packages, legacy planning

	Medicaid Planning
	Veterans benefits consultation, Special Needs Trusts
	Asset Protection Strategies, advanced crisis planning

	Probate Administration
	Estate plan audits, beneficiary services
	Estate Settlement Consulting Packages



[bookmark: _u3rm64rh5ph4]Steps to Successfully Implement Cross-Selling and Upselling:
1. Client Profiling & Needs Analysis

· Understand and document client needs clearly.

2. Educate Your Team

· Equip your staff to recognize cross-sell and upsell opportunities through training and scripting.

3. Develop Service Packages

· Bundle related services into attractive, easy-to-understand offerings.

4. Communicate Value

· Clearly communicate the tangible benefits to the client, emphasizing convenience, savings, and peace of mind.

5. Measure & Refine

· Track your success rates, solicit client feedback, and continuously improve your approach.


[bookmark: _b625kp7hia9w]Action Steps for Transformation Weekend Attendees:
· Identify your top three current services.

· List at least two cross-sell and two upsell opportunities for each service.

· Create a simple script or outline to present these opportunities to clients.

· Plan a follow-up strategy to implement these offerings immediately upon returning to your practice.


