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Drive more business with martindale.com®

Connecting buyers and sellers of legal services 

Martindale-Hubbell® knows how to position lawyers and law firms online to attract 
corporate counsel and other sophisticated buyers of legal services. By drawing 
the attention of buyers and referring lawyers to deep, meaningful lawyer and firm 
credentials, martindale.com powers hiring and referral decisions.

Gain the attention of corporate counsel
Martindale-Hubbell works closely with corporate counsel worldwide to develop the 
information and tools they need for each critical stage in the hiring process. Purchasers 
of legal services easily find the right lawyer and firm data at the right time in the buying 
process on martindale.com to help streamline hiring due diligence. With martindale.com, 
corporate counsel can select outside counsel with complete confidence.

Recognizing that martindale.com provides the deepest, broadest data on law firms and 
lawyers, 9 out of 10 corporate counsel rely on the site to identify, evaluate and select 
outside legal counsel. Users are able to make apples-to-apples comparisons with key data 
provided in a trusted, uniform format on martindale.com. And unlike broad search-engine-
based queries, a search on martindale.com immediately returns meaningful results.

Reinforce your strengths and be chosen for the right matters
Developed in consultation with corporate counsel, new features and third-party content 		
on martindale.com bring deeper, richer data to firm profiles. Buyers gain awareness of and 
can validate outside counsel’s experience by viewing information on the volume of cases 
and transactions firms have handled in select courts and practice areas.* For example, 	
they can view:

•	 The practice areas in which your firm has conducted litigation 
	 in U.S. Federal District Court during a rolling two-year period, 		  updated 	
	 monthly on martindale.com

•	 The jurisdictions in which your firm’s litigation has taken place

•	 Your firm’s role—representing the defendant or the plaintiff

•	 The total number and dollar value of merger & acquisition deals 
	 in which your firm has been involved during a rolling two-year 
	 period, updated monthly on martindale.com

In addition, Top 10 lists on martindale.com can help your firm gain 
consideration for additional matters that match your expertise and 
experience. Buyers can view Top 10 lists by litigation and mergers 
& acquisitions activity; by Peer Review Rated lawyers, and by firm 
profiles most viewed on martindale.com. These attract the attention 
of current and prospective clients who may not have recognized the 
depth and breadth of a firm’s practice in these areas or jurisdictions.

These enhancements come at no extra cost to your firm.

“	Martindale-Hubbell is an 

	 objective source that boils 

down lawyer information to 

its essence. It cuts through 

the noise and information 

overload to provide me the 

intelligence I need in an 

	 easily digestible format.”

	 	—	 Gregg Formella
	 		 Labor Lawyer, American Airlines

Drive traffic to your firm’s profiles and Web site
One of the largest purchasers of legal keywords on the Web, 
Martindale-Hubbell drives more qualified users to your firm’s information, 
tapping resources that you cannot easily access independently. 

Because of our strength in the vertical legal niche, we have been able to 
secure alliances with best-of-breed search engines and top destinations 
like Google™, MSN®, Yahoo!®, CNN® and America Online®. They help 
deliver buyers to your firm’s profile and make your firm visible in more 
than 170 countries worldwide. 

Alliances with industry leaders including the National Institute for Trial 
Lawyers, American Lawyer, Minority Corporate Counsel Association 
and the American Bar Association further extend your firm’s reach. 
Martindale-Hubbell is the exclusive lawyer directory on the Minority 
Corporate Counsel Association and ABA Web sites.

For more information, contact your Client Development 
solutions specialist, visit the Practice Development Center 
on www.martindale.com or call 1-800-945-4958.

*Data provided through LexisNexis® atVantage™

LexisNexis, 121 Chanlon Road, New Providence, New Jersey  07974 
No reproduction of any portion of this supplement is allowed without written permission. 
Platinum Accounts: 866.231.2740, Email: platinum.accounts@martindale.com
Premier Accounts: 800.945.4958, Email: premier.accounts@martindale.com

LexisNexis, the Knowledge Burst logo, Martindale-Hubbell and martindale.com are registered trademarks and 
Martindale-Hubbell Peer Review Ratings is a trademark of Reed Elsevier Properties Inc., used under license. 
atVantage is a trademark of LexisNexis, a division of Reed Elsevier Inc. Other products or services may be 
trademarks or registered trademarks of their respective companies.
© 2007 Martindale-Hubbell, a division of Reed Elsevier Inc. 
All rights reserved. LCD00067-0

My search for highly qualified attorneys always starts with 	 	

Martindale-Hubbell. This process has been successful time after time. 	

I’ll look closely to see if the lawyer is Peer Review Rated—ratings are 	

an indicator that I can rely on. To be rated by Martindale-Hubbell means 	

a lawyer has reached the upper echelon of qualified lawyers in the legal 	

community. These are the attorneys that MAPEI Corporation wants on 	

its side. Hiring rated lawyers helps demonstrate that I’ve performed a 

rational, thorough and complete investigation.

—Michael R. Flam, Director of Legal Affairs, Mapei Corporation
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Strategic online alliances 
make your firm more visible.



A snapshot report, accessed from your 
firm’s profile, captures high-level decision-
making details in an easy-to-share, executive- 
summary-style format, ideal for corporate 
counsel to use in presenting to committees, 
boards or others involved in the selection 
process―or for use in justifying a selection to 
the CEO.

Distinguish your firm and its lawyers from competitors by enhancing your profiles with deeper, richer information. All site 
content has been optimized for maximum search-engine exposure.

•	 Differentiate your firm by providing information on your operational infrastructure supporting delivery of legal 
services. Address points such as whether your firm does e-billing, conducts end-of-matter reviews, has a knowledge 
management program and has a disaster recovery plan in place. Your information appears on your firm profile, as well 	
as in firm side-by-side comparisons.

•	 Let your clients be your strongest advocates 
with Martindale-Hubbell® Client Review. 	
In-house counsel and other sophisticated buyers 
of legal services validate your strengths with 
client recommendations of your quality of legal 
representation, client service and value for 
money, as well as recommendations by practice 
area, industry and geographic region. 

•	 Demonstrate the expertise 		
of your attorneys and leverage 

	 the resources of your marketing 
department by syndicating your 

	 Legal Articles across martindale.com 
	 and the LexisNexis® services. 

•	 Convey your specialized knowledge 	
with comprehensive, in-depth Industry- 	
or Practice-area Group Profiles, including 	
links to relevant articles, work product and 
other descriptive material.

•	 Make the most of your Martindale-Hubbell® 
Peer Review Ratings™ through colorful icons 
on each rated lawyer’s profile and firm totals 
appearing throughout martindale.com. Prove 
your firm’s deep bench strength in ethical, 
highly professional lawyers.

•	 Promote your commitment to a diverse 
workforce by subscribing to Martindale-Hubbell 
Diversity Profiles, detailing your mix of minority 
and non-minority lawyers, along with diversity 
goals and tactics. 

•	 Extend your marketing reach. Add your firm 
logo and lawyer photos to your profiles, all fully 
optimized for today’s search engines. Target specific 
practice areas or geographies with Sponsorships on 
martindale.com: exclusive, premium placements that 
appear at the top of related search results.

Your firm can be recognized and 
chosen for its strengths with law firm 
and lawyer side-by-side comparisons 
on martindale.com. Corporate counsel 
can make better, faster decisions with 
a single view of critical comparative 
information, including the full breadth 
of your firm’s and lawyers’ credentials. 
The more robust your information, the 
stronger your impression will be. 

Qualified buyers can see your strengths at a glance Harness multiple ways to attract business
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