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—— START HERE

A referral gives them your name. Then they
research your firm.

Referrals remain one of the strongest ways a law firm earns trust. But even a referred prospect may search the
firm, review its website, look up a lawyer, compare practice areas, read public information and decide whether
the firm appears appropriate for their matter before making contact.

This guide is not about turning legal services into advertising. It is about making sure an independent visitor,
prospective client or referring contact can find accurate information, understand it and reach the appropriate

team safely.

WHAT PROSPECTS CHECK BEFORE THEY MAKE CONTACT

WHAT THEY CHECK WHAT THEY ARE REALLY ASKING

Website

Practice-area pages
Lawyer profiles
Published legal insights
Public information

Contact route

Response

Does this firm handle matters like mine?

Do I understand the firm's stated areas of practice and how a matter proceeds?

Who would | deal with, and what are their public credentials?

Does the firm understand the legal or commercial issue | face?

Does the firm appear credible, professional and discreet?

Can | reach the appropriate team confidentially?

Will someone acknowledge my matter promptly and professionally?

The question is not whether people research law firms online. It is whether what they find strengthens their confidence to

make an appropriate inquiry.
FIND YOUR STARTING POINT

STAGE 1

No website yet
Referred prospects find nothing, or

only a directory listing you did not
write.

HOW TO READ THIS GUIDE

0 Read the journey ° Spot your gaps

STAGE 2

A website exists, but it is thin
It lists practice areas but does not

help anyone understand or decide.

o Run the test

STAGE 3

Established, but hard to find
The firm is strong, but search and Al
answers surface other sources first.

° See what to connect
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— THE BIGGER PICTURE

A website is not a professional visibility and
trust system.

IF DIGITAL ACTIVITY IS DISCONNECTED IF THE FIRM BUILDS A CONNECTED SYSTEM

No website, or a brochure page
Practice areas listed without explanation

Lawyer profiles are minimal

Content is occasional

Search visibility is ignored
Inquiries arrive through separate routes

Reports show page views

experience

areds

A professional, accurate, mobile-ready website
Pages that explain the matter areq, process and next step

Profiles present approved professional particulars and

Public legal-awareness content supports priority practice

The firm'’s official information appears for relevant searches
Contact, routing and response follow one defined process

The firm sees which sources lead to genuine consultations

The cost of disconnected digital activity is not only lost traffic. It is referred prospects who cannot verify the firm,

inquiries that never receive a consistent response, and experience that stays invisible.

Professional-Conduct and Data-Protection Starting Points by Market

MARKET

India

UAE

Singapore

KSA

USA

PROFESSIONAL-CONDUCT STARTING POINT

Bar Council of India Rules, including Rule 36; July 2026 BCI
digital-conduct guidance; applicable State Bar Council requirements

Federal and emirate-level legal-profession rules; DIFC and ADGM
operate separate regimes

Legal Profession (Professional Conduct) Rules 2015, including publicity
rules; Law Society guidance

Ministry of Justice rules of professional conduct for lawyers; Saudi Bar
Association

State bar rules, generally based on ABA Model Rules 7.1to 7.4

MAIN DATA-PROTECTION FRAMEWORK

Digital Personal Data Protection Act, 2023
and applicable Rules

UAE PDPL, plus DIFC and ADGM
data-protection rules

Personal Data Protection Act

Saudi Personal Data Protection Law

Sector-specific and state-level privacy
requirements

Across markets, the safer baseline is to be accurate, avoid outcome guarantees, protect client confidentiality, avoid
comparative or superiority claims, use “areas of practice” rather than “specialist” unless formally permitted, assign a
named lawyer to approve public content, and require human review of anything Al helps draft.
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~— THE PROSPECTIVE CLIENT JOURNEY

FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

Six moments decide whether a
prospect becomes a client.

01

“Can I find accurate official information about
a firm relevant to this kind of matter?”

WHAT MUST BE TRUE

Accurate listings, clear practice-area pages and
current contact information.

03 TRUST

“Do their public credentials, stated areas of
practice and published information give me
confidence to make an appropriate inquiry?”

WHAT MUST BE TRUE

Accurate professional profiles, stated credentials and
public legal-awareness content.

05 RESPOND

“Will the firm take my inquiry seriously?”

WHAT MUST BE TRUE

Prompt acknowledgment, appropriate routing and
consistent follow-up.

o 2 UNDERSTAND

“Do the firm's stated areas of practice relate to
my matter?”

WHAT MUST BE TRUE

Defined areas of practice, sector relevance and
plain-language descriptions.

04 ENQUIRE

“Can I contact them discreetly and safely?”

WHAT MUST BE TRUE

Clear, confidential contact routes and privacy-aware
inquiry forms.

06 ENGAGE

“What happens next?”

WHAT MUST BE TRUE

Clear consultation, conflict-check, engagement and
onboarding steps.

Prospects rarely explain why they did not make contact. They keep researching, delay, or speak to

someone else.

TECHNOCRATIQ | LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK
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—— THE NINE GAPS | 1 TO 5

FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

Which of these do you recognise?

YOU MAY BE SEEING THIS IF

A referred prospect searches your name and finds
nothing, an outdated page, or a third-party listing you
did not write.

YOU MAY BE SEEING THIS IF

Your pages list corporate, litigation, tax and property in
the same way as dozens of others. An independent
visitor cannot tell which stated areas of practice,
sectors or legal questions the firm is prepared to
discuss.

YOU MAY BE SEEING THIS IF

You search a matter type plus your city and see
directories, articles or other firms, but not your own
official pages.

YOU MAY BE SEEING THIS IF

Profiles show degrees, designations and years of
practice, but do not clearly present the lawyer's
approved professional particulars, stated areas of
practice, sector exposure or public legal-awareness
contributions.

YOU MAY BE SEEING THIS IF

Pages use dense legal language, assume the reader
knows the process, or never explain what happens
next.

TECHNOCRATIQ |

0 “We don't have a website, or ours isn't doing its job."”

IF IT HAS NOT HIT YET

It appears when a referral needs
something to verify, or an
organisation asks for official firm
information.

° “We do strong work, but it is unclear what we handle.”

IF IT HAS NOT HIT YET

It shows when you want to develop
a practice area or extend into a
new city or sector.

e “When people search for our practice area, we are hard to find.”

IF IT HAS NOT HIT YET

It becomes costly when referrals

slow, a new practice area launches,

or third-party sources become the
main reference.

° “Our profiles list credentials, not relevance.”

IF IT HAS NOT HIT YET

It appears when a prospect or in-
house counsel searches for the
specific lawyer they were referred
to.

a “Our website is accurate, but hard to follow.”

IF IT HAS NOT HIT YET

It shows when a visitor compares
firms and finds one that explains
the process more clearly.

LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK

WHAT SOLVES IT

A professional, fast, mobile-ready
website with accurate profiles,
areas of practice, contact details,
required disclaimers and a
confidential inquiry route.

WHAT SOLVES IT

Clear areas-of-practice
architecture and sector messaging,
within your professional rules.

WHAT SOLVES IT

Practice-area SEO, accurate local
listings and answer-ready pages.

WHAT SOLVES IT

Structured, accurate professional
profiles that follow your local rules.

WHAT SOLVES IT

Plain-language pages and
client-journey mapping.

technocratig.com | 5
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FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

—— THE NINE GAPS | 6 TO 9

Four more worth checking.

e “our legal insight is cautious, occasional or missing.”

YOU MAY BE SEEING THIS IF IF IT HAS NOT HIT YET WHAT SOLVES IT

The firm publishes only occasional updates. There are It becomes visible when people An editorial plan for public legal-

few guides or FAQs that help someone understand an use Google or Al tools to research awareness content, with lawyer

issue before they make contact. an issue and find other sources review, named authorship and
explaining it more clearly. the disclaimers your rules require.

° “A visitor cannot easily reach the right team, safely.”

YOU MAY BE SEEING THIS IF IF IT HAS NOT HIT YET WHAT SOLVES IT
There is a generic form, several phone numbers or no It appears when an urgent or Privacy-aware inquiry design,
route by area of practice. Forms may collect more confidential matter needs a fast, routing, defined response
than needed, and nobody is sure which trackers or private response, or when data- ownership and consent-aware
platforms handle inquiry data. protection rules begin to be data practices.

enforced.

o “We don't know which sources lead to consultations.”

YOU MAY BE SEEING THIS IF IF IT HAS NOT HIT YET WHAT SOLVES IT

Inquiries arrive by email, phone, WhatsApp, It becomes important as time or Inquiry tracking, source attribution

directories and referrals, but no one can say which budget goes into content, search, and simple consultation reporting

sources lead to consultations or engagements. events or listings. that never captures confidential
detail.

e “When people search or ask Al tools about legal issues, we do not appear.”

YOU MAY BE SEEING THIS IF IF IT HAS NOT HIT YET WHAT SOLVES IT

Aggregators, publications and other firms appear for It shows when a prospect uses SEO, entity authority, Al search
topics you handle. Al-generated answers may omit Google, Al Overviews, ChatGPT, visibility and answer-ready
the firm, rely on outdated third-party information or Gemini or Perplexity to build a content, with a person verifying
present public details without the context available shortlist. every fact and credential.

on the firm's own website.

THE NINE GAPS AT A GLANCE

0 Official identity o Discoverability o Professional identity o Client understanding
o Public awareness 0 Confidentiality and privacy o Search and Al accuracy

TECHNOCRATIQ | LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK technocratig.com | 6
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FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

= TESTIT YOURSELF

Test your firm through a prospective
client's eyes.

®

O,

®

Does the firm's official information appear, and is it What do directories and third-party sites say? Is it

Search your priority practice area and city. @ Search your firm's name.
accurate and relevant? accurate and approved?

Can a visitor understand the matter areaq, the firm's Do public profiles present approved particulars and

Open a practice page on a phone. @ Search a lead lawyer's name.
stated capability and the next step in 30 seconds? areas of practice accurately?

Submit a test inquiry with dummy information Ask an Al tool about a priority legal issue.
only. Does it identify your firm? Is anything outdated or
Never enter real client, case or personal information. @ missing?

Does it reach the right team? Is the reply prompt and
professional?

N

No website yet? Search your name and your firm's name.
Whatever appears is your digital first impression.

-

PUBLIC INFORMATION CHECK

Before changing public content, confirm with the firm's advisers:

OO0 O00

Required website or content disclaimers are present.

Public information is accurate and current.

No client testimonials, outcome statements, rankings, comparative claims or prohibited promotional language
appear.

No client, case, personal or confidential information is exposed.

The content has a named internal reviewer.

Any Al-assisted draft has been fact-checked and professionally reviewed.

SIX MOMENTS WHEN GAPS GET TESTED

A referred prospect researches you e A new practice group or office e Akey partner retires, moves or
before calling launches changes focus

Another firm publishes useful legal e Asensitive inquiry needs a discreet, e AVisitor compares firms before
insight quick route making contact

None of these moments send a warning. They reveal gaps that were already there.

TECHNOCRATIQ | LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK technocratig.com | 7
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— WHAT SOLVES THEM

Nine gaps. One connected system.

VISIBILITY AND TRUST GAP CONNECTED SOLUTION

1No website Website design and build for law firms

2 Unclear areas of practice Areas-of-practice positioning and messaging

3 Hard to find Legal SEO and accurate local listings

4 Profiles show credentials only Structured, rule-aware professional profiles

5 Hard to understand Plain-language pages and journey design

6 Insight is occasional Editorial plan for public legal-awareness content

7 Contact and data unclear Privacy-aware inquiry, routing and consent design

Inquiry tracking and consultation reportin
8 Sources unclear SIS 9 porting

9 Weak search and Al visibility SEO, entity authority and Al search visibility

From no website to visible where it matters

Starting fromnothing?Webuildthefoundation,thenconnecteach channel, used only where your professional rules and your firm's
approval allow.

Legal-awareness

Search visibility Accurate listings Inquiry workflow Al search visibility

content

Why connected beats separate

Practice pages need clear positioning, profiles and useful Content needs a professional next step.
content.
Profiles need a clear firm-level narrative. Inquiries need routing, confidentiality awareness and

response ownership.

Data needs feedback before it is useful. Al-assisted content needs legal review and professional
judgement.

WHAT WE DO NOT DO FOR ADVOCATES IN INDIA

We do not run paid client-targeting advertising, influencer promotion, solicitation-style social content,
testimonials, outcome-based claims, “best,” “leading” or “specialist” positioning, client-attraction reels, or

directory-solicitation campaigns for advocates in India.

For firms operating in other jurisdictions, any paid, promotional or public-facing activity must be assessed against local
professional-conduct rules and approved through the firm's review process.
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What it looks like when everything

connects.

A person searches for a legal need.
The firm's accurate official information appears.

The page makes the matter area, capability and
next step clear.

Accurate profiles present approved professional
particulars.

The visitor contacts the firm through a clear,
discreet route.

The inquiry reaches the right team and receives a
professional reply.

The firm sees which sources lead to genuine
consultations.

OO O OO OO

FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

LESS OF THIS

No website, or a thin one

Generic practice lists

Minimal profiles

Legal jargon

Occasional updates

Separate inquiry channels

Page-view reports

Invisible in Al and search

MORE OF THIS

Accurate, professional,
mobile-ready presence

Clear areas of practice and
relevance

Accurate professional
particulars

Plain-language explanation

Consistent legal-awareness
content

One defined intake and
response workflow

Consultation-source visibility

Search-ready, answer-ready
presence

What we do not promise. We do not promise a fixed number of consultations, matters, retainers, case outcomes or revenue.
Results depend on the firm's practice areas, market, professional rules, referral network, client need, response process and
consistent execution. A review shows which visibility and trust gaps to improve first.

— WHY TECHNOCRATIQ

Built for connected growth, not isolated activity.

Technocratiq connects strategy, marketing, technology, sales, data and Al automations into one measurable, governance-aware
system. We support organisations across India, UAE, Singapore, KSA and the USA, helping professional-services teams move from
disconnected activity to clearer visibility and stronger professional trust.

200+ 6+

Organisations Supported

Systems
Across strategy, marketing, technology,
data and automation

Years Building Connected Digital

Strategy-led, measurable, and

governance-aware programmes

Figures reflect Technocratiq's overall experience and are not presented as law-firm-specific outcomes.

TECHNOCRATIQ | LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK

Markets Supported

India - UAE - Singapore - KSA - USA

technocratiq.com | 9
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og FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

= YOUR NEXT STEP

You know where the trust gap may
be. Now get the roadmap.

Then the next step is not more disconnected activity. It is identifying the three most likely improvements g
to strengthen your firm's official information, professional trust and appropriate inquiry readiness.

. > -
IN A VISIBILITY AND PROFESSIONAL TRUST ROADMAP SESSION, WE LOOK AT p
® vour website (or what a website should contain if you don't have one), areas-of-practice presentation and trust signals.

& ®

® How a prospect moves from referral or search to inquiry. v
® Which practice areas or client groups offer the clearest opportunity.
® The inquiry, confidentiality and response path. T i ‘
°

The three highest-impact priorities for the next 90 days.

HOW IT WORKS :

@ Message us @ We review @ We map priorities

Tell us which gap felt most familiar. Your website or starting point, visibility

Receive the first three actions and a
No website yet? Just say so. and inquiry journey.

practical 90-day roadmap.

N )

EXISTING WEBSITE NO WEBSITE YET

Request a Visibility and Professional Trust Request a Website Information Architecture
Review Review

We assess your site, positioning and inquiry path. We map what your first professional website should contain.

= A J

Advocate-led firm in India? Ask for a Rule 36-Aware Visibility Review.

Message us on WhatsApp
+9179825 34881

Request a 90-Day Visibility and Professional Trust Roadmap

WEBSITE WHATSAPP MARKETS
technocratiq.com +9179825 34881 India | UAE | Singapore | KSA | USA

This guide provides general marketing information only. It is not legal, professional-conduct, confidentiality, privacy or regulatory advice. Review all public-facing
activity with your firm's partners, professional advisers and applicable professional rules before implementation.

TECHNOCRATIQ | LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK technocratig.com | 10
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https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20Law%20Firm%20Visibility%20and%20Client%20Trust%20Reality%20Check.%20I%20would%20like%20to%20discuss%20a%2090-day%20visibility%20and%20professional%20trust%20roadmap%20for%20my%20firm.
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	FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS
	START HERE




	A referral gives them your name. Then they
	research your firm.
	Referrals remain one of the strongest ways a law firm earns trust. But even a referred prospect may search the
	firm, review its website, look up a lawyer, compare practice areas, read public information and decide whether the firm appears appropriate for their matter before making contact.
	This guide is not about turning legal services into advertising. It is about making sure an independent visitor, prospective client or referring contact can find accurate information, understand it and reach the appropriate team safely.
	WHAT PROSPECTS CHECK BEFORE THEY MAKE CONTACT
	WHAT THEY CHECK
	Website
	Practice-area pages
	Lawyer profiles
	Published legal insights
	Public information
	Contact route
	Response
	WHAT THEY ARE REALLY ASKING
	Does this firm handle matters like mine?
	Do I understand the firm's stated areas of practice and how a matter proceeds?
	Who would I deal with, and what are their public credentials?
	Does the firm understand the legal or commercial issue I face?
	Does the firm appear credible, professional and discreet?
	Can I reach the appropriate team confidentially?
	Will someone acknowledge my matter promptly and professionally?


	The question is not whether people research law firms online. It is whether what they find strengthens their confidence to make an appropriate inquiry.
	FIND YOUR STARTING POINT
	STAGE 1

	No website yet
	Referred prospects find nothing, or only a directory listing you did not write.
	STAGE 2


	A website exists, but it is thin
	It lists practice areas but does not help anyone understand or decide.
	STAGE 3


	Established, but hard to find
	The firm is strong, but search and AI answers surface other sources first.
	Solo advocate, growing practice or corporate firm, the questions are the same. Only the scale differs.
	HOW TO READ THIS GUIDE

	Read the journey
	Spot your gaps
	Run the test
	See what to connect
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK
	FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS
	THE BIGGER PICTURE



	A website is not a professional visibility and trust system.
	IF DIGITAL ACTIVITY IS DISCONNECTED
	No website, or a brochure page
	Practice areas listed without explanation
	Lawyer profiles are minimal
	Content is occasional
	Search visibility is ignored
	Inquiries arrive through separate routes
	Reports show page views
	IF THE FIRM BUILDS A CONNECTED SYSTEM

	A professional, accurate, mobile-ready website
	Pages that explain the matter area, process and next step
	Profiles present approved professional particulars and experience
	Public legal-awareness content supports priority practice areas
	The firm's official information appears for relevant searches
	Contact, routing and response follow one defined process
	The firm sees which sources lead to genuine consultations
	The cost of disconnected digital activity is not only lost traffic. It is referred prospects who cannot verify the firm, inquiries that never receive a consistent response, and experience that stays invisible.
	Professional-Conduct and Data-Protection Starting Points by Market
	The following is a planning reference only. It is not a substitute for jurisdiction-specific advice, current bar guidance or firm-level legal
	review.
	MARKET

	India
	UAE
	Singapore

	KSA
	USA
	PROFESSIONAL-CONDUCT STARTING POINT
	Bar Council of India Rules, including Rule 36; July 2026 BCI digital-conduct guidance; applicable State Bar Council requirements
	Federal and emirate-level legal-profession rules; DIFC and ADGM operate separate regimes
	Legal Profession (Professional Conduct) Rules 2015, including publicity rules; Law Society guidance
	Ministry of Justice rules of professional conduct for lawyers; Saudi Bar Association
	State bar rules, generally based on ABA Model Rules 7.1 to 7.4
	MAIN DATA-PROTECTION FRAMEWORK

	Digital Personal Data Protection Act, 2023 and applicable Rules
	UAE PDPL, plus DIFC and ADGM data-protection rules
	Personal Data Protection Act
	Saudi Personal Data Protection Law
	Sector-specific and state-level privacy requirements
	Across markets, the safer baseline is to be accurate, avoid outcome guarantees, protect client confidentiality, avoid comparative or superiority claims, use “areas of practice” rather than “specialist” unless formally permitted, assign a named lawyer to approve public content, and require human review of anything AI helps draft.
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK

	FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS
	THE PROSPECTIVE CLIENT JOURNEY



	Six moments decide whether a prospect becomes a client.
	FIND
	“Can I find accurate official information about
	a firm relevant to this kind of matter?”
	Accurate listings, clear practice-area pages and current contact information.
	UNDERSTAND

	“Do the firm's stated areas of practice relate to my matter?”
	Defined areas of practice, sector relevance and plain-language descriptions.
	TRUST

	“Do their public credentials, stated areas of practice and published information give me confidence to make an appropriate inquiry?”
	Accurate professional profiles, stated credentials and public legal-awareness content.
	ENQUIRE

	“Can I contact them discreetly and safely?”
	Clear, confidential contact routes and privacy-aware inquiry forms.
	RESPOND

	“Will the firm take my inquiry seriously?”
	Prompt acknowledgment, appropriate routing and consistent follow-up.
	ENGAGE

	“What happens next?”
	Clear consultation, conflict-check, engagement and onboarding steps.

	Prospects rarely explain why they did not make contact. They keep researching, delay, or speak to someone else.
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK
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	FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS
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	1 TO 5


	Which of these do you recognise?
	“We don't have a website, or ours isn't doing its job.”
	YOU MAY BE SEEING THIS IF
	A referred prospect searches your name and finds nothing, an outdated page, or a third-party listing you did not write.
	IF IT HAS NOT HIT YET

	It appears when a referral needs something to verify, or an organisation asks for official firm information.
	WHAT SOLVES IT

	A professional, fast, mobile-ready website with accurate profiles, areas of practice, contact details, required disclaimers and a confidential inquiry route.

	“We do strong work, but it is unclear what we handle.”
	YOU MAY BE SEEING THIS IF
	Your pages list corporate, litigation, tax and property in the same way as dozens of others. An independent visitor cannot tell which stated areas of practice, sectors or legal questions the firm is prepared to discuss.
	IF IT HAS NOT HIT YET

	It shows when you want to develop a practice area or extend into a new city or sector.
	WHAT SOLVES IT

	Clear areas-of-practice architecture and sector messaging, within your professional rules.

	“When people search for our practice area, we are hard to find.”
	YOU MAY BE SEEING THIS IF
	You search a matter type plus your city and see directories, articles or other firms, but not your own official pages.
	IF IT HAS NOT HIT YET

	It becomes costly when referrals slow, a new practice area launches, or third-party sources become the main reference.
	WHAT SOLVES IT

	Practice-area SEO, accurate local listings and answer-ready pages.

	“Our profiles list credentials, not relevance.”
	YOU MAY BE SEEING THIS IF
	Profiles show degrees, designations and years of practice, but do not clearly present the lawyer's approved professional particulars, stated areas of practice, sector exposure or public legal-awareness contributions.
	IF IT HAS NOT HIT YET

	It appears when a prospect or in-house counsel searches for the specific lawyer they were referred to.
	WHAT SOLVES IT

	Structured, accurate professional profiles that follow your local rules.

	“Our website is accurate, but hard to follow.”
	YOU MAY BE SEEING THIS IF
	Pages use dense legal language, assume the reader knows the process, or never explain what happens next.
	IF IT HAS NOT HIT YET

	It shows when a visitor compares firms and finds one that explains the process more clearly.
	WHAT SOLVES IT

	Plain-language pages and client-journey mapping.
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK
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	THE NINE GAPS
	6 TO 9


	Four more worth checking.
	“Our legal insight is cautious, occasional or missing.”
	YOU MAY BE SEEING THIS IF
	The firm publishes only occasional updates. There are few guides or FAQs that help someone understand an issue before they make contact.
	IF IT HAS NOT HIT YET

	It becomes visible when people use Google or AI tools to research an issue and find other sources explaining it more clearly.
	WHAT SOLVES IT

	An editorial plan for public legal-awareness content, with lawyer review, named authorship and the disclaimers your rules require.

	“A visitor cannot easily reach the right team, safely.”
	YOU MAY BE SEEING THIS IF
	There is a generic form, several phone numbers or no route by area of practice. Forms may collect more than needed, and nobody is sure which trackers or platforms handle inquiry data.
	IF IT HAS NOT HIT YET

	It appears when an urgent or confidential matter needs a fast, private response, or when data-protection rules begin to be enforced.
	WHAT SOLVES IT

	Privacy-aware inquiry design, routing, defined response ownership and consent-aware data practices.

	“We don't know which sources lead to consultations.”
	YOU MAY BE SEEING THIS IF
	Inquiries arrive by email, phone, WhatsApp, directories and referrals, but no one can say which sources lead to consultations or engagements.
	IF IT HAS NOT HIT YET

	It becomes important as time or budget goes into content, search, events or listings.
	WHAT SOLVES IT

	Inquiry tracking, source attribution and simple consultation reporting that never captures confidential detail.

	“When people search or ask AI tools about legal issues, we do not appear.”
	YOU MAY BE SEEING THIS IF
	Aggregators, publications and other firms appear for topics you handle. AI-generated answers may omit the firm, rely on outdated third-party information or present public details without the context available on the firm's own website.
	IF IT HAS NOT HIT YET

	It shows when a prospect uses Google, AI Overviews, ChatGPT, Gemini or Perplexity to build a shortlist.
	WHAT SOLVES IT

	SEO, entity authority, AI search visibility and answer-ready content, with a person verifying every fact and credential.
	THE NINE GAPS AT A GLANCE
	Official identity
	Relevance
	Discoverability
	Professional identity
	Client understanding
	Public awareness
	Confidentiality and privacy
	Measurement
	Search and AI accuracy
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK
	FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS

	TEST IT YOURSELF



	Test your firm through a prospective client's eyes.
	Search your priority practice area and city.
	Does the firm's official information appear, and is it accurate and relevant?

	Search your firm's name.
	What do directories and third-party sites say? Is it accurate and approved?

	Open a practice page on a phone.
	Can a visitor understand the matter area, the firm's stated capability and the next step in 30 seconds?

	Search a lead lawyer's name.
	Do public profiles present approved particulars and areas of practice accurately?

	Submit a test inquiry with dummy information only.
	Never enter real client, case or personal information. Does it reach the right team? Is the reply prompt and professional?

	Ask an AI tool about a priority legal issue.
	Does it identify your firm? Is anything outdated or missing?

	No website yet? Search your name and your firm's name.
	Whatever appears is your digital first impression.
	PUBLIC INFORMATION CHECK


	Before changing public content, confirm with the firm's advisers:
	Required website or content disclaimers are present.
	Public information is accurate and current.
	No client testimonials, outcome statements, rankings, comparative claims or prohibited promotional language appear.
	No client, case, personal or confidential information is exposed.
	The content has a named internal reviewer.
	Any AI-assisted draft has been fact-checked and professionally reviewed.
	SIX MOMENTS WHEN GAPS GET TESTED

	A referred prospect researches you before calling
	Another firm publishes useful legal insight
	A new practice group or office launches
	A sensitive inquiry needs a discreet, quick route
	A key partner retires, moves or changes focus
	A visitor compares firms before making contact
	None of these moments send a warning. They reveal gaps that were already there.
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK
	WHAT SOLVES THEM



	Nine gaps. One connected system.
	VISIBILITY AND TRUST GAP
	1 No website
	2 Unclear areas of practice
	3 Hard to find
	4 Profiles show credentials only 5 Hard to understand
	6 Insight is occasional
	7 Contact and data unclear
	8 Sources unclear
	9 Weak search and AI visibility
	CONNECTED SOLUTION
	Website design and build for law firms Areas-of-practice positioning and messaging Legal SEO and accurate local listings
	Structured, rule-aware professional profiles Plain-language pages and journey design Editorial plan for public legal-awareness content Privacy-aware inquiry, routing and consent design Inquiry tracking and consultation reporting
	SEO, entity authority and AI search visibility

	From no website to visible where it matters
	Starting fromnothing?Webuildthefoundation,thenconnecteach channel, used only where your professional rules and your firm's
	approval allow.

	Why connected beats separate
	Practice pages need clear positioning, profiles and useful content.
	Profiles need a clear firm-level narrative.
	Data needs feedback before it is useful.
	Content needs a professional next step.
	Inquiries need routing, confidentiality awareness and response ownership.
	AI-assisted content needs legal review and professional judgement.
	WHAT WE DO NOT DO FOR ADVOCATES IN INDIA

	We do not run paid client-targeting advertising, influencer promotion, solicitation-style social content, testimonials, outcome-based claims, “best,” “leading” or “specialist” positioning, client-attraction reels, or directory-solicitation campaigns for advocates in India.
	For firms operating in other jurisdictions, any paid, promotional or public-facing activity must be assessed against local professional-conduct rules and approved through the firm's review process.
	FOR LAW-FIRM PARTNERS AND PRACTICE LEADERS
	THE VISION


	What it looks like when everything connects.
	A person searches for a legal need.
	The firm's accurate official information appears.
	The page makes the matter area, capability and next step clear.
	Accurate profiles present approved professional particulars.
	The visitor contacts the firm through a clear, discreet route.
	The inquiry reaches the right team and receives a professional reply.
	The firm sees which sources lead to genuine consultations.
	LESS OF THIS
	MORE OF THIS

	What we do not promise. We do not promise a fixed number of consultations, matters, retainers, case outcomes or revenue. Results depend on the firm's practice areas, market, professional rules, referral network, client need, response process and consistent execution. A review shows which visibility and trust gaps to improve first.
	WHY TECHNOCRATIQ

	Built for connected growth, not isolated activity.
	Technocratiq connects strategy, marketing, technology, sales, data and AI automations into one measurable, governance-aware system. We support organisations across India, UAE, Singapore, KSA and the USA, helping professional-services teams move from disconnected activity to clearer visibility and stronger professional trust.



	200+
	Organisations Supported

	6+
	Years Building Connected Digital Systems

	5
	Markets Supported
	TECHNOCRATIQ
	LAW FIRM VISIBILITY AND CLIENT TRUST REALITY CHECK


	You know where the trust gap may
	be. Now get the roadmap.
	Then the next step is not more disconnected activity. It is identifying the three most likely improvements
	to strengthen your firm's official information, professional trust and appropriate inquiry readiness.
	Your website (or what a website should contain if you don't have one), areas-of-practice presentation and trust signals. How a prospect moves from referral or search to inquiry.
	Which practice areas or client groups offer the clearest opportunity.
	The inquiry, confidentiality and response path.
	The three highest-impact priorities for the next 90 days.

	Message us
	Tell us which gap felt most familiar. No website yet? Just say so.

	We review
	Your website or starting point, visibility and inquiry journey.

	We map priorities
	Receive the first three actions and a practical 90-day roadmap.

	Request a Visibility and Professional Trust Review
	Request a Website Information Architecture Review
	Start here
	Start here
	Advocate-led firm in India? Ask for a Rule 36-Aware Visibility Review.

	Request a 90-Day Visibility and Professional Trust Roadmap
	Message us on WhatsApp
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