Case Study: Martinez Legal Group - Boosting
Consultations and Expansion with Integrated Solutions

Client Profile

Martinez Legal Group is a boutique law firm specializing in family and small business law. With a small team of
dedicated attorneys, the firm aimed to grow its client base and expand its operations. However, inefficiencies in
client intake processes and limited financial resources posed significant barriers to scaling their practice while
maintaining high-quality service.

Challenges

Martinez Legal Group faced several key obstacles:

¢ Inefficient Client Intake: Manual processes for scheduling and managing client consultations led to missed
opportunities and delays in responding to inquiries, limiting the firm’s ability to convert leads into clients.

¢ High Cost of Client Acquisition: Traditional advertising methods were costly and yielded inconsistent results,
making it difficult to attract qualified clients efficiently.

¢ Financial Constraints for Expansion: Limited access to capital restricted the firm’s ability to open a second
office or invest in resources needed to handle a growing caseload.

Solution

Martinez Legal Group implemented our integrated platform to address these challenges, leveraging two key tools
to streamline operations and support growth:

e ReceptAl: An intelligent client intake and scheduling solution that automated consultation bookings, inquiry
responses, and follow-up communications. ReceptAl ensured prompt and professional engagement with
prospective clients, improving conversion rates.

o CapitalCatalyst: A financing tool that provided flexible funding to support the firm’s expansion. CapitalCatalyst
enabled Martinez Legal Group to open a second office and invest in additional staff and marketing without
straining cash flow.

Results

The adoption of the integrated platform delivered significant outcomes for Martinez Legal Group within 12

months:
¢ Increased Qualified Consultations: ReceptAl streamlined client intake processes, reducing response times by

85% and increasing qualified consultations by 78%. This allowed the firm to engage more effectively with
prospective clients and convert leads into retained cases.

o Cost-Effective Client Acquisition: By optimizing client intake and targeting high-potential leads through
ReceptAl’s analytics, the firm reduced marketing costs by 35% while improving lead quality.

e Successful Expansion: CapitalCatalyst provided the necessary funding to open a second office, expanding the
firm’s geographic reach and client capacity by 40%. The additional office contributed to a 25% increase in overall
caseload.

¢ Improved Client Satisfaction: Automated and professional client interactions through ReceptAl led to a 30%
improvement in client satisfaction scores, strengthening the firm’s reputation and referral network.



Conclusion

Martinez Legal Group’s success in increasing qualified consultations by 78% and expanding to a second office
underscores the transformative impact of our integrated platform. By leveraging ReceptAl and CapitalCatalyst, the firm
overcame inefficiencies in client intake and financial barriers, achieving sustainable growth while maintaining
exceptional service quality. This case study highlights how tailored solutions can empower boutique law firms to thrive

in a competitive legal market.



