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Julie Savarino is a highly rated, internationally known expert, coach and top 100 thought leader on LinkedIn in business 
and client development for law firms, lawyers, and other professional services firms.  All of her services, advice, coaching 
and counsel, as well as each book, program, webinar, podcast, app, and other publication she authors or delivers is 
based on her:  
 

1)  Disciplined study of many resources (a selection appears below), and  
2)  Over 30 years’ experience helping generate hundreds of millions in new revenues.   

 
Julie is a continual leaner who regularly reads, studies, researches, and analyzes new information and data. Below are 
select sources (but not necessarily all) that she relies on, studies, analyzes, cites, and adapts for all her work. 
  
** Indicates Julie Savarino’s recommendations of some of the best reading material on each subject.  
 
Resources on Client Service 
** Clientelligence, Michael B. Rynowecer, BTI Press, 2015 
** Discovering the Soul of Service, Leonard Berry, The Free Press, New York, 1999 
** Getting Partnering Right, Neil Rackham, Lawrence Friedman & Richard Ruff, McGraw-Hill, Inc., New York, 1996 
** On Great Service, Leonard Berry, The Free Press, New York, 1987 
** The Client-Centered Law Firm: How to Succeed in an Experience-Driven World, Jack Newton, 2020 
** The Loyalty Effect, F.F. Reichheld, Harvard Business School Press, Boston MA, 1996 
Delivering Quality Service, Zeithaml, Parasuraman & Berry, Free Press, New York, 1991 
Customer Satisfaction Is Worthless: Customer Loyalty if Priceless, Jeffrey Gitomer, Bard Press, Charlotte, 
NC, 1998 
Service Breakthroughs, Heskett, Sasser & Hart, Free Press, New York, 1990 
The Service Edge, Zemke & Schaaf, New American Library, New York, 1989 
Service, Service, Service, Steve Albrecht, Adams Media, Holbrook MA, 1994 
Service Management and Marketing, Christian Gronroos, Lexington Books, Lexington, MA, 1990 
Quality Or Else, Dobyns & Crawford-Mason, Houghton Mifflin Company, Boston, 1991 
Total Customer Service: The Ultimate Weapon, Davidow and Uttal, Harper Perennial, New York, 1989 
Service America!, Albrecht and Zemke, Warner Books, New York, 1985 
The Customer Driven Company, Richard Whiteley, Addison Wesley Publishing & The Forum Corp. 
Reading, MA, 1989 
2001 Survey - ACCA Partnering with Outside Counsel: Assessing Key Elements of the In-house Counsel/Outside Counsel 
Partnership, in cooperation with Serengeti. 
Competitive Positioning: The Theory & The Tools, Burkey Belser and Mark Greene, Greenfield Belser, 
Law Firm Leaders Forum 2002 
The Survey of Client Service Performance for Law Firms; 2001 BTI Consulting, www.bticonsulting.com. 
Inside/Outside: How Businesses Buy Legal Service, Larry Smith, ALM Publishing, Washington D.C., 2001 
It’s The Client, Stupid: How to Avoid Marketing Malpractice With Large Key Clients, William J. Flannery, 
Austin, Texas, 1999 
 “20 Questions You Should Ask Current and Prospective Clients” article, William J. Flannery, Texas Lawyer, Austin, TX, 
1991 
 
Resources on Diversity & Inclusion 
**Overcoming Bias: Building Authentic Relationships Across Differences, Tiffany Jana, 2016 
**We Can't Talk about That at Work!: How to Talk about Race, Religion, Politics, and Other Polarizing Topics, Mary-
Frances Winters, 2017 
**Everyday Bias: Identifying and Navigating Unconscious Judgments in Our Daily Lives, Howard J. Ross, 2014 
**The Remix: How to Lead and Succeed in the Multigenerational Workplace, Lindsey Pollak, Amanda Dolan, 2019 
Elevate’s Equitability & Inclusion Reports, https://elevateservices.com/equitability-and-inclusion-reports-2019/ 
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Diversity Lab, https://www.diversitylab.com/ 
Legal Services Corporation, https://www.lsc.gov/ 
 
Resources on Effective Teams 
** The Five Dysfunctions of a Team, Patrick Lencioni, Jossey Bass, 2002 
** The Wisdom of Teams, Jon R. Katzenbach and Douglas K. Smith, Harvard Business School Press, Boston, MA, 1993 
** Smart Collaboration: How Professionals and Their Firms Succeed by Breaking Down Silos, Heidi K. Gardner, PhD, 
Distinguished Fellow in the Center on the Legal Profession, Harvard Business Review Press, 2017 
** First Among Equals, Patrick McKenna & David Maister, Free Press, 2000 
Successful Large Account Management, Miller & Heiman, Henry Holt Co., New York, 1991 
Successful Team Building, Thomas L. Quick, AMACOM, American Management Association, New York, 
1992 
Teams At The Top, Jon Katzenbach, Harvard Business School Press, Boston, MA, 1998 
“The Discipline of Teams" article, Katzenbach, Jon R. and Douglas K. Smith. Harvard Business Review, 
March-April 1993 
Team Traps, Steven R. Rainier, John Wiley & Sons, New York, 1996 
Team Talk, Aime Donnellon, Harvard Business School Press, Boston, MA, 1996 
The Art of Managing, Hunsaker & Alessandra, Touchstone Book, Simon & Schuster, New York, 1990 
The Team Building Tool Kit, Deborah Harrington-Mackin, AMACOM, 1994 
The Team Trainer – Winning Tools & Tactics, S. Myers & C. Barbato, American Society for Training & Development, Irwin 
Publishing, Chicago, 1996 
 
Resources on Effective Coaching 
** Coaching for Performance, Sir John Whitmore, Nicholas Brealey Publishing; 3rd Edition, 2002 
** Coaching for High Performance, American Management Association, www.AMANet.org, 
www.flexstudy.com 
** What Got You Here Won't Get You There: How Successful People Become Even More Successful, Marshall Goldsmith 
and Mark Reiter, Hyperion 2007 
** Leading with the Heart: Coach K's Successful Strategies for Basketball, Business, and Life, Mike Krzyzewski,  
Donald T. Phillips, Warner Business Books; 2001 
** Bo's Lasting Lessons: The Legendary Coach Teaches the Timeless Fundamentals of Leadership, Bo Schembechler, 
Grand Central Publishing, 2008 
Take This Job and Love It!, Jim Harbaugh, Lone Wolfe Press, 2015 
Becoming a Coaching Leader: The Proven Strategy for Building Your Own Team of Champions, Daniel Harkavy, Thomas 
Nelson 2007 
The Education of a Coach, David Halberstam, Hyperion Publishers, 2006  
The Complete Guide to Coaching at Work, Perry Zeus & Suzanne Skiffington, McGraw Hill, Australia, 
2002 
Four Key Benefits of Workplace Mentoring Initiatives, Julie Kantor, Huffington Post, March 11, 2016 
 
Resources on Ethics, Professionalism & Rules of Professional Responsibility for Lawyers 
** Model Rules of Professional Conduct, American Bar Association, Chicago, 2017 Edition, 
http://www.americanbar.org/groups/professional_responsibility/publications/model_rules_of_professional_conduct.ht
ml 
** Annotated Model Rules of Professional Conduct, American Bar Association, Chicago, 3rd Edition 2017 
** True Professionalism, David Maister, Free Press, 1999 
Compendium of Professional Responsibility Rules & Standards, American Bar Association, Chicago, 1999 
State of New York Bar Association – Reports from Committee on Ethics & Professional Responsibility, New 
York, 1998-2017, website: https://nysba.org/A15000/ 
 
Resources on Innovation 
** The Simple Guide to Legal Innovation: Basics Every Lawyer Should Know, Lucy Endel Bassli, 2020 
** The Circle of Innovation, Tom Peters, Vintage 1997 
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** Law Firm Innovation: Insights and Practice, Ark Group, 2015 
** Legal Innovation Reading List, Jonathan Tobin,   http://www.lawtechnologytoday.org/2016/11/a-legal-innovation-
reading-list/, November 17, 2016 
** Good to Great: Why Some Companies Make the Leap…and Others Don’t, James C. Collins, Harper Collins, 2001 
Competing for the Future, Gary Hamel, C. K. Prahalad, Harvard Business School Press, 1994 
The In Purple Cow: Transform Your Business by being Remarkable, Seth Godin, Portfolio Hardcover, 2003 
Innovator’s Dilemma, Clayton M. Christensen, Harper Paperbacks, 2003 
 
Resources on the Legal Industry  
** The Future of the Professions: How Technology Will Transform the Work of Human Experts, Richard and Daniel 
Susskind, 2016 
** Law Is A Buyer’s Market, Building a Client-First Law Firm, Jordon Furlong, self-published 2017 
** The End of Lawyers?,  Richard Susskind, Oxford University Press, London, 2008 
** Avoiding Extinction: Reimagining Legal Services for the 21st Century, Mitchell Kowalski, American Bar Association, 
2012 
The Firm of the Future, Paul Dunn & Roland Baker, John Wiley & Sons, Inc. New York, 2003  
Outliers: The Story of Success, Malcom Gladwell, Little, Brown and Company, New York, 2008  
 
Resources on Leaders, Leading & Leadership 
** Turn The Ship Around, L. David Marquet, Portfolio, 2013 
** Leadership and Self Deception, Arbinger Institute, Berrett-Koehler Publishers, 2002 
** On Becoming a Leader, Warren G. Bennis, Basic Books, 1989 
** Bo's Lasting Lessons: The Legendary Coach Teaches the Timeless Fundamentals of Leadership, Bo Schembechler, 
Grand Central Publishing, 2008 
Financial Intelligence, Karen Berman and Joe Knight, Harvard Business Review Press, 2006 
When Genius Failed: The Rise and Fall of Long-Term Capital Management, Roger Lowenstein, Random House Trade, 
2001 
Leaders, The Strategies for Taking Charge, W. Bennis & B. Nanus, Harper & Row, New York, 1985 
Herding Cats, P. McKenna & G. Riskin, The Edge Group, Edmonton, Alberta, Canada, 1994 
Leading Change, John P. Kotter, Harvard Business School Press, Boston, MA, 1996 
"The Strategic Power of Saying No" article, Susan Bishop, Harvard Business Review, November- 
December 1999 
Managing the Professional Services Firm, David Maister, Free Press Trade, 1997 
Managing With Power, Jeffrey Pfeiffer, Harvard Business School Press, Boston, MA, 1992 
The Book of Leadership Wisdom, Peter Krass, John Wiley & Sons, Inc., New York, NY, 1998 
The Discipline of Market Leaders, Michael Tracy & Fred Wiersema, Addison-Wesley Publishing, New 
York, 1995 
Business Model Generation, Alexander Osterwalder and Yves Pigneur, self-published in 2009 
 
Resources on Managing People 
** Management Tasks, Responsibilities, Practices, Peter Drucker, Harper Business, 1985-1993 
** The One Minute Manager, Kenneth Blanchard and Spencer Johnson, William Morrow, 1981 
** Swim with the Sharks without Being Eaten Alive, Harvey B. Mackay, Harper Business, 2005 
The Effective Executive, Peter Drucker, Harper Business, 2006 
The Functions of the Executive, Chester I. Barnard, Harvard University Press, 1971 
Onboarding:  Key to Retaining, Engaging Talent, Roy Maurer, Society for Human Resource Management, April 16, 
2015  
What Do Millennials Really Want At Work? The Same Things the Rest of Us Do, Bruce N. Pfu, Harvard Business 
Review, April 7, 2016  
Six Thinking Hats: An Essential Approach to Business Management (Revised and Updated), Edward De Bono, Back Bay 
Books, 1999 
What Management Is, Joan Magretta, Free Press, 2002 
The Principles of Scientific Management, Frederick Winslow Taylor, Cosimo Classics, first printing 1911 
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A Study of Motivation, Kayt Sukel, The Dana Foundation, January 14, 2016 
 
Resources on Marketing 
** Relationship Marketing, Regis McKenna, Addison-Wesley Publishing Company, Reading, MA, 1991 
** Marketing Professional Services, 2nd Edition, Philip Kotler and Paul Bloom, Prentice Hall Press, 2002 
** Kotler on Marketing, Philip Kotler, The Free Press, New York, NY, 1999 
Marketing ROI, James Lenskold, McGraw Hill, 2003 
Marketing the Legal Mind, Henry Dahut, LMG Press, 2004  
Benchmarking Best Practices in Client Development, Julie Savarino, Business Development Inc., 1995 
The One To One Future, Don Peppers and Martha Rogers, Doubleday, New York, 1993 
The Invisible Touch (on Branding), Harry Beckwith, Warner Books, 2000 
"The Lure of Global Branding" article, Aaker, David A. & Erich Joachimsthaler, Harvard Business Review, 
November-December, 1999 
Marketing to Win, Frank K. Sonnenberg, Harper & Row, New York, 1990 
Rainmaking: Client Development for the New Millennium, LEXIS-NEXIS, 2000 
The 1994, 1995, 1996, 1997, 1998, 1999, and 2000 Marketing Partner Forum Handbooks, Business Development Inc., 
1994-2000 
Marketing the Law Firm, Sally Schmidt, Law Journals-Seminars Press, New York, 1993 
Marketing, Richard L. Sandhuasen, Ban-on, New York, 1987 
Just Think…About Clients, Resource Book, James Durham, 1995 
Marketing Your Consulting & Professional Service, D. Connor & J. Davidson, John Wiley & Sons, NY, 
1990 
“Representative Matters Booklet,” Stoel Rives LLP, Portland, Oregon, 1998 
“Statistics about Skadden, Arps from 1999 American Lawyer ‘Corporate Scorecard’,” Skadden, Arps 
Et. Al. LLP, New York, 1999 
“Taking Marketing to the Next Level” article, Julie Savarino, Business Development Inc. newsletter 1995 
The Complete Guide To Marketing Your Law Firm, Practice Hollis Hatfield Weishar & James A. Durham, 
American Bar Association, Chicago, IL 1999 
How to Get the Most Out of Trade Shows, S. Miller, NTC Business Books, Lincolnwood, IL, 1992 
Marketing Management: Analysis, Planning, Implementation and Control, Philip Kotler, New York, p-
kotler@kellogg.northwestern.edu 
Principles of Marketing, Marketing Models, The New Competition, High Visibility, Social Marketing, Marketing Places, all 
by Philip Kotler, New York, p-kotler@kellogg.northwestern.edu 
Stanford University study on Return on Investment for Marketing Dollars, Stanford University Press, 1992 
Keeping Clients Happy, Sally Schmidt, Schmidt Consulting Inc. New York 
The Ultimate Law Firm Associate's Marketing Checklist, Ross Fishman, Fishman Marketing Inc., 2017 
Building Your Ladder:  An Associate’s Guide to Success Beyond Partnership, Marian Lee, ABA Book Publishing, 2013  
Client Development in a Nutshell, e-book by Cordell Parvin, 2010 
The Marketers Guide To Law Firms, Genevieve Burnett and Sally King, 2019 
Best Practices in Law Firm Business Development and Marketing, Deborah Brightman Farone, 2019 
The Ultimate Women Associates' Law Firm Marketing Checklist, Ross Fishman and Susan Freeman, 2019 
 
Resources on Negotiating & Persuasion 
** Getting To Yes, Roger Fisher & William Ury, Penguin Group, New York, 1981 
** Win-Win Negotiating, Fred E. Jandt, Wiley & Sons, New York, 1985 
The Anatomy of Persuasion, Norbert Aubuchon, AMACOM, New York, NY, 1997 
Art of Persuasion, speech by Zoe Chance, Yale University School of Management, 2017 
On Negotiating, Mark H. McCormack, Dove Books, Beverly Hills, CA, 1995 
Secrets of Power Negotiating, Roger Dawson, Career Press, New York, 1995 
 
Resources on Personal Productivity 
** Get Things Done, The Art of Stress Free Productivity, David Allen, Simon & Schuster, 2006 
** How to Win Friends and Influence People, Dale Carnegie, 1936. Currently in paperback, Pocket Books 



 

** Emotional Intelligence: Why It Can Matter More Than IQ, Daniel Coleman, September 27, 2005  
** Give and Take: Why Helping Others Drives Our Success, Adam Grant, Weidenfeld & Nicolson, 2013 
Life Is Not A Game of Perfect, Dr. Bob Rotella with Bob Cullen, Simon & Schuster, New York, 2003 
Thriving On Chaos, Thomas J. Peters, Knope, New York, 1987 
Aligning the Stars: How to Succeed When Professionals Drive Results, Jay W. Lorsch and Thomas J. Tierney, Harvard 
Business Review, Boston, 2002 
Thinking, Fast and Slow, Daniel Kahneman, Farrar, Straus and Giroux, New York, 2011 
 
Resources on Personal Strengths & Self-Motivation 
** Now, Discover Your Strengths, Marcus Buckingham and Donald O Clifton, Free Press, 2001 
** Focal Point, Brian Tracy, American Management Association, 2004 
** Strength Finder 2.0, Tom Rath, Gallup Press, 2007 
Thinkertoys:  A Handbook of Creative‐Thinking Techniques, Michael Michalko, 2006  
Training the Brain's Motivation Center:  Matthew A. Scult, Guest Blog Scientific American, April 25, 2016 
How Will You Measure Your Life, Clayton Christenson, HarperCollins, 2012 
A Whole New Mind, Why Right-Brainers Will Rule the Future, Daniel Pink and Audible Studios, Riverhead Books, 2008 
 
Resources on Personal Disposition, Mind-Set & Effective Communications 
** How to Win Friends & Influence People, Dale Carnegie, Simon & Schuster, 1998 
** The Trusted Advisor, David Maister, Simon & Schuster Trade, 2000 
** The 7 Habits of Highly Effective People, Stephen R. Covey, Simon & Schuster, New York, 1990 
** Practice What You Preach, David Maister, Free Press Trade, 1999 
** Who Moved My Cheese?, Johnson & Blanchard, Warner Books, 1991 
How to Talk So People Listen, Sonya Hamlin, Harper Collins Publishers, New York 2006  
People Skills, Robert Bolton, Simon & Schuster, New York, 1979 
Crucial Conversations and Crucial Confrontations, Kerry Patterson, Joseph Grenny, Ron McMillan, Al Switzler, McGraw 
Hill, New York, 2002  
The Power of Nice, Ronald M. Shapiro & Mark A. Jankowski, John Wiley & Sons, Inc., New York, 1996 
You Just Don't Understand, Deborah Tannen, William Morrow & Company, New York, 1990 
Talking From 9 To 5, Deborah Tannen, Ph.D., William Morrow & Company, New York, New York 
Talking & Listening, Naomi W. Pertla, Institute of Financial Education, Chicago, IL, 1990 
Are You Communicating?, Donald Walton, McGraw Hill, New York, 1989 
You Are The Message, Roger Ailes, Doubleday, New York, 1988 
Listening: The Forgotten Skill, Madelyn Burley-Allen, Wiley & Sons, New York, 1982 
The Power of Business Rapport, Dr. Michael Brooks, Harper Collins Publishers, New York, 1991 
Let's Get Real or Let's Not Play: Transforming the Buyer/Seller Relationship, Mahan Khalsa Randy Illig, Franklin Covey 
Company, 2008  
The Lawyer's Field Guide to Effective Business Development, William J. Flannery, American Bar Association, 2016  
Irrational Persistence, Dave Zilko, John Wiley & Sons, 2016 
 
Resources on Personal Style & Personality Types 
** Working With Emotional Intelligence, Daniel Goleman, Bantam Books, New York, 1998 
** Reading People: How to Understand and Predict Their Behavior – Anytime, Anyplace, Jo-Ellen Dimitrius 

  and Mark Mazzarella, Random House, Inc., 1998 
** The Lawyer Brain and numerous studies, Dr. Larry Richard, http://www.lawyerbrain.com/resources 
Lectures on Jung’s Typology, Marie-Louise Von Franz and James Hillman, Spring Publications, 1986 
Please Understand Me II: Temperament, Character, Intelligence, David Keirsey, Prometheus Nemisis, 1998 
People Types & Tiger Stripes, Gordon Lawrence, Center for Applications of Psychological Type, 1993 
Introduction to Type, Isabel Briggs Myers, Consulting Psychologists Press, Inc., Palo Alto, CA., 1998 
I’m Not Crazy, I’m Just Not You: The Real Meaning of the 16 Personality Types, Roger R. Pearman and 
Sarah C. Albritton, Davies-Black Publishing, 1997 
E-SPEAK: Everything You Need to Know Before You Hit the Send Button, Maureen Sullivan and Michael 
Bednarski, DBM Publishing, 2000 



 

How the 16 Personality Types Determine Your Success on the Job, Janet M. Thuesen and Otto Kroeger, Dell Publishing, 
1992 
The Art of Speed Reading People: Harness the Power of Personality Type and Create What You Want in 
Business and in Life, Paul D. Tieger and Barbara Barron-Tieger, Little, Brown and Company, 1998 
Learned Optimism, Martin E.P. Seligman, Ph.D., Alfred A. Knopf, Inc., New York, NY, 1990 
“Teaching Smart People How to Learn", Chris Argyris, Harvard Business Review, May-June 1991 
Master-Level Business & Client Development Activity Checklists, Julie Savarino, 2018  
 
Resources on Networking 
** Never Eat Alone, Keith Ferrazzi, Currency Doubleday, New York 2005 
** How to Work A Room, Susan Roane, Warner Books, NY 1998 
** Strategic Networking for Introverts, Extroverts, and Everyone in Between, Carol Schiro Greenwald, 2019 
 
Resources on Pitching, Presentations & Presentation Skills 
** How to Win a Pitch, Joey Asher, Persuasive Speakers Press, Atlanta, 2009 
** The Exceptional Presenter, Tim Koegel, Greenleaf Book Group Press, Austin, Texas, 2007 
** The Articulate Advocate, Brian Johnson and Marsha Hunter, Crowne King Books, Prescott, Arizona, 2009 
Perfect Your Pitch for Lawyers: Top 10 Mistakes to Avoid When Pitching New Outside Legal Work, ebook by Julie 
Savarino, 2019 
“Perfect Your Pitch” and “Presentation Skills for Lawyers” workshops and handbooks, Julie Savarino, 1992-2019 
Making Presentations with Confidence, V. Buchan, Barron's Educational Series, New York, 1991 
Power Presentations – How to Connect With Your Audience & Sell Your Ideas, M. Brody & S. Kent, John 
Wiley & Sons, NY 1993 
Presentations Plus, David A. Peoples, Wiley & Sons Inc., New York, 1988 
Business Presentations, Tom Antion, Anchor Publishing, Landover Hills, MD, 1997 
Get To The Point, A. Gilman & K. Berg, Bantam Books, NY 1995 
Always At Ease – Overcome Shyness & Anxiety, Christopher J. McCullough, Beverly Books, NY, 1993 
Presentation Training Course & Handbook, Communispond workshop, Southfield, MI, 1988 
 
Resources on Pricing, Value & Alternative Fee Arrangements – too numerous to list all: 
**Creating and Delivering Your Value Proposition, Cindy Barnes, David Pinder & Helen Blake, 2009 
** Implementing Value Pricing: A Radical Business Model for Professional Firms, Ronald Baker, Wiley, 2010 
** Winning Alternatives to the Billable Hour: Strategies that Work, Mark A. Robertson, James A. Calloway, ABA Law 
Practice Management Section, 2008 
** 51 Practical Ways to Add Value, Law Firm Value Committee, Association of Corporate Counsel 
Beyond the billable hour: An anthology of alternative billing methods, ABA Law Practice Management Section 1989 
Getting Partnering Right, Rackham, Friedman & Ruff, McGraw-Hill, Inc., 1996 
“Building Client Service Teams”, LMA presentation, William J. Flannery, Palm Springs, March 2000 
“It’s The Client, Stupid” article, William J. Flannery, Jr., J.D., Austin, TX 1999 
 
Resources on Process Management & Improvement 
** The Basics of Process Mapping, Robert Damelio, 2016 
** The Goal: A Process of Ongoing Improvement, Eliyahu M. Goldratt and Jeff Cox, North River Press, 2012 
** The Six Sigma Way, Peter S. Pande et al, Robert P. Neuman, Roland R. Cavanagh, McGraw Hill, 2000 
** Practitioner's Guide to Statistics and Lean Six Sigma for Process Improvements, Mikel J. Harry, Wiley, 2010 
** Master-Level Business & Client Development Activity Checklists, Julie Savarino, 2018  
** White Belt Legal LEAN and Six Sigma Process Management handbook, Legal Lean Six Sigma Institute, 2014 
Process Mapping, Process Improvement and Process Management: A Practical Guide to Enhancing Work Flow and 
Information Flow, Thomas Lockwood, 2010 
Design Thinking: Integrating Innovation, Customer Experience, and Brand Value, Dan Madison, 2005  
 
Resources on Proposals & RFPs (Requests for Proposal) 
** Winning Proposals, Beauty Contests & RFPs, workshop and handbook, Julie Savarino, 1992-2017 



 

** You’re Shortlisted! You’re Qualified! How to Win By Design, Not By Chance, video, Dag Knudsen, 1992 
** Quality Selling Through Quality Proposals, Robert Kantin and Mark Hardwick, Minehan Quality Press, 1991 
** Winning Proposals, Kaye Vivian, American Institute of Certified Public Accountants, 1993 
RFP360, https://rfp360.com/; BanyanRFP, https://www.banyanrfp.com/; PERSUIT RFPs, https://www.persuit.com/ 
Proposals, RFPs and Beauty Contests Handbook, Client Focus Seminar, June 1996, San Francisco 
Lawyers Are From Mercury, Clients Are From Pluto, Peter Zeughauser, Client Focus, 1999 
Boo To Billable Hours, John Derrick, Podia Press, London, 2008 
Implementing Value Pricing, Ronald Baker, John Wiley & Sons, Inc., New York, 2011  
Win-Win Billing Strategies: Alternatives That Satisfy Your Clients & You, Richard C. Reed, American Bar 
Association, Section on Law Practice Management, Chicago, IL, 1992 
“Increasing Results from Proposals: RFPs and SOQs,” article, Julie Savarino and Donna Shaft, Newsletter, 1993 
“Requests for Proposal Require Sound Responses to Meet Client’s Needs,” article, Julie Savarino and  Donna Shaft, June 

1993 
"Whirlpool's Objective Beauty Contest" article, Hale, Zan. Corporate Legal Times, April 1995 
Marketing Specialists Struggle for Acceptance, Ellen Joan Pollock, Wall Street Journal, 1992 
Winning Proposals: The Essential Guide for Law Firms and Legal Services Providers, John de Forte, self-published 2017 
 
Resources on Sales & Selling Professional Services 
** Selling the Invisible, Harry Beckwith, Warner Books, NY, 1997 
** The Relcutant Rainmaker, Julie A. Fleming J.D, Razor Edge Press, New Jersey, 2009 
** Strategic Selling, Robert Miller, Stephen Heiman & Diane Sancez, Time Warner Books, 1985 
** Managing Major Sales, Neil Rackham and Richard Ruff, Harper Business Publishing, 1991 
** Trust Funnel, Brian G. Johnson, Morgan James Publishing, 2015 
** To Sell Is Human, Daniel H. Pink, Riverhead Books, NY 2012 
** Drive, Daniel H. Pink, Riverhead Books, NY 2011 
** Buy-ology: Truth and Lies About Why We Buy, Martin Lindstrom, Crown Business NY 2010  
**How Clients Buy: A Practical Guide to Business Development for Consulting and Professional Services, Tom McMakin 
and Doug Fletcher, 2019 
“Generally Content, New Partners Fear Lack of Training Will Hamper Ability to Win Clients”, The American Lawyer, 
October 2012 
“The Evolution of Marketing and Business Development Departments to Meet New Challenges Survey”, Westlaw’s  
Marketing Partner Forum, 2012 
The Relationship Edge: The Key to Strategic Influence and Selling Success, Jerry Acuff, John Wiley & Sons, Inc., New York, 
2011 
Selling In Your Comfort Zone, Bob Kohn and Larry Kohn, American Bar Association Publishing, Chicago, 2010 
Trust-Based Selling: Using Customer Focus and Collaboration to Build Long-Term Relationships, Charles Green, McGraw 
Hill, New York, 2005 
Stop Telling-Start Selling, Linda Richardson, McGraw Hill, New York, 2001 
Business By Referral, I.R. Misner & Robert Davis, Bard Press, Austin, TX, 1998 
Advanced Selling Strategies, Brian Tracy, Simon Shuster Inc., 1995 
Integrity Selling, R. Willingham, Doubleday, New York, 1987 
Socratic Selling workshop by Communispond Corporation, Southfield, Michigan, November 1989 
Socratic Selling, Kevin Daley, Irwin Professional Publishing, 1996 
Spin Selling, Neil Rackham, McGraw-Hill, 1996 
The New Strategic Selling, Miller & Heiman, Warner Books, Berkley, CA, 1993 
Conceptual Selling, Miller and Heiman, Warner Books, Berkeley, CA, 1987 
Major Account Sales Strategy, Neil Rackham, McGraw Hill, New York, 1989 
Secrets of Closing Sales, Charles Roth & Roy Alexander, Prentice Hall, 1993 
Selling Is A Woman’s Game, Nicki Joy, Avon Books, New York, 1994 
Rainmaking, P. McKenna & G. Riskin, The Edge Group, Alberta, Canada, 1988 
Non-Manipulative Selling, Alessandra, Wexler & Ban-era, Prentice Hall Press, New York,1989 
Professional Sales Management, Anderson and Hair, McGraw Hill, New York, 1988 
The Psychology of Call Reluctance, Dudley and Goodson, Behavioral Science Research Press, Dallas, 

https://rfp360.com/
https://www.banyanrfp.com/
https://www.persuit.com/


 

Texas, 1986 
Relationship Selling, Jim Cathcart, Putnam Publishing Group, New York, 1990 
It’s The Client Stupid, William J. Flannery, the WJF Institute, 1995 
Non Verbal Selling Power, Gerhard Gschwandtner, Prentice Hall, New Jersey, 1985 
Solution Selling, Michael T. Bosworth, Irwin Professional Publishing, Burr Ridge, Illinois, 1995 
Getting Into Your Customer's Head, Kevin Davis, Times Business, New York, 1996 
How to Master the Art of Selling, Tom Hopkins, Warner Books, New York, NY, 1980 
Consultative Selling, Mack Hanan, AMACOM, New York, NY, 1997 
Why People Don't Buy Things, Harry Washbum & Kim Wallace, Perseus Books, New York, NY, 1999 
450 Best Sales Letters for Every Selling Situation, K. Gilleland & M. Coel, Prentice Hall, 1991 
Cross-Selling Success: A Rainmaker’s Guide to Professional Account Development, Ford Harding, Adams 
Media Corporation, Massachusetts, 2002 
The Power to Get In, Michael A. Boylan, St. Martin’s Press, New York, 1997 
The Sales Bible: The Ultimate Sales Resource, Jeffrey Gitomer, John Wiley & Sons, Inc., Hoboken, New 
Jersey, 2003 
How to Close Every Sale, Joe Girard with Robert L. Shook, Warner Business Books, New York, NY, 1989 
Rainmaker Roadmap: A Step-by-Step Guide to Building a Prosperous Business, Kimberly Rice, 2017 
 
 Resources on Social Media, Content & Online Marketing: A few are below, too many to list all – 
Beyond Influencer Marketing: Create Connections with Influential People to Build Authority, Grow Your List, and Boost 
Revenue, Cloris Kylie, 2018 
How To Make Money Online, Mike Omar, CreateSpace Independent Publishing Platform, 2013 
Making Money Online 6-Step Guide, Start to Monetize, CreateSpace Independent Publishing Platform 2015 
Dotcom Secrets: The Unread Playbook, Russell Brunson, Morgan James Publishing, 2015 
How to Podcast 2015, Paul Colligan, CreateSpace Independent Publishing Platform, 2015  
YouTube: Ultimate Guide to Building a Channel, Audience and to Start Making Passive Income, Andrew McKinnon, 
CreateSpace Independent Publishing Platform, 2015 
Everyday Public Relations for Lawyers: Second Edition, Gina F. Rubel, 2019 
LinkedIn for Lawyers:  connect, engage and grow your business , Kirsten Hodgson, LexisNexis® eStore Book Club  
Navigating LinkedIn Ethically and Effectively, Michael Downey, self published                      
12 Tips for Reducing Online Dangers and Liabilities, Michael Downey, self published                     
Law Firm Online Activity Policy , Michael Downey, self published                      
Social Media Policy for Law Firms template,  Jaffe PR, http://www.jaffepr.com/policy-templates/social-media-policy-
template 
New York State Bar Ethics Opinion re Lawyers & Law Firms Listing “Specialties” on LinkedIn                
Lawyers & LinkedIn “Endorsements”… Proceed With Caution, Illinois Bar Journal                   
What Lawyers Need to Know About LinkedIn “Endorsements”, Nancy Myrland                          
 
Resources on Strategy 
** Blue Ocean Strategy, W. Chan Kim and Renee Mauborgne, Harvard Business Press, 2005 
** The Art of Strategy, R. L. Wing, W.W. Norton and Company, 1991 
** Competitive Advantage: Creating and Sustaining Superior Performance, Michael E. Porter, Free Press, 1998 
** Built to Last: Successful Habits of Visionary Companies, James C. Collins, Jerry I. Porras, Harper Collins, 1994 
** In Search of Excellence: Lessons from America’s Best-Run Companies, Thomas Peters and Robert H. Waterman, 
Harper Collins, 1982 
Strategy Primer for Law Firms, Ralph Savarese, self published 1990 
The Strategy-Focused Organization: How Balanced Scorecard Companies Thrive in the New Business 
Environment, Robert S. Kaplan & David P. Norton, Harvard Business School Publishing Corporation, 
Massachusetts, 2001 
The Change Masters, Rosabeth Moss Kanter, Touchstone Books, New York, 1983 
In Search of Excellence, Thomas J. Peters, Harper & Row, New York, 1982 
A Passion For Excellence, Thomas J. Peters, Random House, New York, 1985 
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Resources on Time Management 
** 7 Habits of Highly Effective People, Stephen R. Covey, Simon and Shuster, 1990 
** Power of Habit, Charles Duhigg, Random House, New York, 2014 
** Blink: The Power of Thinking Without Thinking, Malcolm Gladwell, Penguin Books Limited 2006 
** Getting Things Done: The Art of Stress-Free Productivity, David Allen, Penguin Books, 2002 
The 4-Hour Workweek, Timothy Ferriss, Crown Publishing, New York, 2007 and 2009 
One Simple Idea, Stephen Key, McGraw Hill, 2013 
 
Numerous Other Resources – Some of the other websites, blogs, magazines, centers, etc. regularly read, analyzed, 
adapted & assimilated: American Bar Association Model Rules of Professional Conduct – www.americanbar.org, The 
American Lawyer - www.AmLaw.com, Above the Law, LOMARs Accounting Office Management & Administration Report, 
Law Office Management & Administration Report, Partner’s Report, www.lomar.com,  Association of Legal 
Administrators, Harvard Business Review, Legal Management, www.alanet.org, Legal Marketing Association, LMA 
Strategies, www.legalmarketing.org, The National Law Journal, www.nlj.com, Texas Lawyer, Of Counsel, Harvard 
Business Review, The Wall Street Journal, The New York Times, Los Angeles Times, Washington Post, USA Today, 
Corporate Counsel, In-House Counsel, Corporate Legal Times, Intellectual Property Today,  IP Counsel, Chief Legal 
Officer, American Management Association, www.amanet.org, Society for Marketing Professional Services, 
www.smps.org, American Corporate Counsel Association’s Docket www.acc.com, periodicals, blogs and websites of the 
Law Practice Management Section, Litigation Section and Business Law Sections of the American Bar Association, 
www.americanbar.org, Georgetown’s Center for the Study of the Legal Profession, 
https://scholarship.law.georgetown.edu/cslp/, Buying Legal Council/Legal Procurement, 
https://www.buyinglegal.com/Management, A New Paradigm for Professional Services Firms: Resilience and 
Opportunities in the Face of Uncertainty, https://www.expertwebcast.com/a-new-paradigm-for-professional-services-
firms-resilience-and-opportunities-in-the-face-of-uncertainty/,Small Business Administration, 
https://www.sba.gov/sites/default/files/articles/Survival%20Tips%20for%20Managing%20During%20an%20Economic%
20Downturn.pdf, Legal Lean Sigma Institute, http://legalleansigma.com/about-llsi/news-and-resources/, Legal Value 
Network, https://www.legalvaluenetwork.com/, Suffolk University Law School’s Institute on Law Practice Technology & 
Innovation, https://www.suffolk.edu/law/academics-clinics/what-can-i-study/legal-innovation-technology, 
LawDragon.com, LexBog.com, Law21 Blog, https://www.law21.ca/2020/04/pandemic-i-what-were-up-against/, Amazing 
Firms/Amazing Practices Blog by Gerry Riskin, https://www.gerryriskin.com/, among many other sources.  
Survey results from and by: Peer Review Monitor, BTI Consulting Group, www.bticonsulting.com, Lexis-Nexis, 
https://www.lexisnexis.com/communities/lexisnexis_biz/b/bizblog/default.aspx, Thomson Reuter’s Marketing Partner 
Forum, www.westlegaledcneter.com  and the Association of Corporate Counsel (ACC), www.acc.com, Intapp, 
https://www.intapp.com/news/, Corporate Legal Operations Consortium (CLOC) https://cloc.org/, and others. 
 
AUTHOR:  Julie Savarino, Attorney & Chief Client Value Officer, Business Development Inc. 

Julie@BusDevInc.com, +1 (734) 668-7008 
Follow Julie on LinkedIn: https://www.linkedin.com/in/juliesavarino/ 
More resources can be found at www.BusDevInc.com 
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