
Four Reasons Attorneys Should Be Blogging (Plus How to Get 
Started Today) 

1. Search Engine Optimization 
 
Search engines prefer fresh, relevant content.  
 

 
 
But it doesn’t make much sense to be constantly updating pages on your business website--or 
creating new ones--to ensure you’re consistently showing up on search engine results pages, 
does it? That’s the beauty of a blog.  
 



 
 
Whereas the content on a website’s pages is generally (and appropriately) static, featuring 
largely unvarying information like company background and contact details, 
 

 
 
 a blog is frequently updated with timely and targeted articles--and that’s exactly the kind of 
content the search engines want to serve up to their users.  
 
You can think of a blog as an extension of your website; in most cases, it actually will be.  
 



 
 
And for search engine optimization purposes, it definitely should be. To that point, in order for 
your website to enjoy the SEO benefits your blog is bringing in, they must each be part of the 
same root domain.  
 

 
 
So, for example, if your website is ExampleAttorney.com, your blog should share that root 
domain--ExampleAttorney.com--and be named something like Blog.ExampleAttorney.com or 
ExampleAttorney.com/Blog. 
 
As your articles gain credibility in the search engines, so, too, will the rest of your website--
including critical pages like your Services or Contact page. 
 

2. Multiple Calls to Action 
 
Without a blog, there are finite opportunities on your site to invite visitors to take action. When 
pages are not being changed, and no new ones are being created, the real estate you have to 
work with for calls to action is limited.  
 



 
 
But as mentioned, a blog is continually growing. And with every post, you have the chance to 
engage your readers and inspire them to act. Should they enter their email address for a related 
guide you’re offering? Should they fill out a quick contact form for a free consultation? Should 
they share this post with their social media networks? 
 

 
 
Your visitors can self-identify as prospects or help build awareness around your personal brand-
-but they likely won’t act without being prompted. With a blog, there are endless possibilities for 
moving your prospects into and through your sales funnel. 
 

3. Establish Expertise 
 



 
 
A blog is an easy and appropriate platform on which to demonstrate your knowledge and 
expertise in a subject. By authoring helpful, informative pieces on hot topics in law or pressing 
matters your clients and prospects are interested in, you establish yourself as an expert in the 
field, a trusted resource for legal information, and a wise choice for counsel and representation.  
 

 
 
This is particularly true if your views are alternative, counterintuitive, controversial, or especially 
comprehensive and well-researched. 
 



4. Build Rapport 
 

 
 
By employing an approachable style and friendly voice on your blog, you’re able to lay the 
groundwork for a pleasant, respectful, and sincere relationship between you and your clients. 
It’s difficult to inject much personality into core website content without compromising 
professionalism, but a blog allows for a more casual, conversational tone.  
 



 
 
Done correctly, a blog can make your readers feel like they already know and like you--without 
ever hearing your voice or meeting you in person. 
 

Get Started Today 
 

 



 
1. Choose a blogging platform. WordPress is a popular and user-friendly option. 
2. Ask your webmaster to connect a blog to your website and name it using your root 

domain. 
 

 
 

3. While you’re waiting, brainstorm article ideas, and choose eight solid topics--one per 
week for the next two months. 

 



 
 

4. Log in to your blog dashboard and get started on your first post! Today’s platforms make 
posting articles quick and intuitive, so you should be able to dive right in. 


