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HI! I AM CLARISSA RAYWARD 

I’m a collaborative divorce lawyer from sunny Brisbane, Australia. I’m the 
Director of Brisbane Family Law Centre, a multi-disciplinary legal practice 
where lawyers work alongside financial planners and psychologists to provide 
our clients with the holistic service they need during divorce.

I set up my firm in 2008 and can safely say that at that time, I had no idea about 
productising a service, nor how important that was to keeping my business 
going. Fast forward 11 years and I have two fully productised businesses!

Over the past 12 years I’ve invested heavily in learning as much as  I can about 
marketing systems and leadership to be able to grow my business, but more 
importantly to be able to niche my business so that I am largely now working 
purely in out of Court divorce practices such as collaborative practice and 
mediation.

I am now an Author of 2 books, a Blogger and Podcaster (while still working 
in my spare time as a Divorce Lawyer) and have been enjoying sharing my 
knowledge of business, marketing and wellness, running courses just like this 
one today.

So Products!!!

Over the next four weeks I am looking forward to helping you flip your mindset 
from services in 6 minutes increments to products that can come in all shapes 
and sizes! I have spent the last seven years building product ecosystems in both 
my businesses and can say it has really changed our businesses for the better!

Are you ready to learn why? Well over the next few weeks I will show you!

Introduction



Why IP and Products? Why Now?

So welcome to four weeks of learning all about products and why a product 
ecosystem can completely change how your business works for the better.

Seven years ago I first learned about the idea of productizing a services business. 
I remember sitting through a weekend workshop with my head hurting the 
whole time, trying to work out how I could productize a legal firm. At that time, 
my firm was still running on a time for money model, largely doing our work 
and charging our clients for the hours that it took to complete the tasks that 
they needed.

The idea of building a full and complete productised solution that was able to 
take our clients from the place where they first met us early in their separation 
to a place where they left our office with a complete solution to their legal 
issues seemed impossible to me at that time. But fast forward seven years 
and I now run two businesses that each have a broad range of products and 
healthy ecosystems that mean that we are able to draw revenue and income 
from multiple sources. This means that we’re no longer relying upon solicitors 
sitting and doing work by the hour to achieve our revenue targets. We have a 
mixed model of off the shelf products such as books, digital resources, courses 
and the like, bespoke legal services offered one-on-one to our clients, retainer 
and subscription products, information products, coaching, and so much more.

We’ve also got a clear product method, a series of steps that each of our clients 
can work through as they transition through the divorce and separation process 
and out the other side. Understanding the steps that are needed in your legal 
process will be key to ultimately being able to build core products or as one of 
my mentors likes to call them, ‘full and remarkable solutions’ for your clients. 
Over the next four weeks I’m going to encourage you to dream, brainstorm 
and think outside the legal box a little. You won’t be able to transform your 
business from beginning to end over this four week period, but I will hopefully 
get you thinking, give you a framework and the tools that will enable you to 
go away and start to chip away at this idea that there are many different ways 
for you to service your clients through your legal practice, and by productizing 
how you deliver the services that you offer, you will have opportunities to scale, 
reach new markets and improve your service delivery along the way.

Let’s get started!



To build great products you first need to be really clear about who those 
products are for!  This week we will drill down on the clients you best serve and 
spend some time really thinking about the problems that you solve.

In week two, we’re going to dive right in and get to brainstorming products 
that might work for you! We will be exploring how product ecosystems work 
(#whatwouldthewigglesdo) and also look at how you can unpack your core 
product method.

MVP! This will become your catch phrase for the year ahead. In week three I’m 
going to help you to map out a single product idea and we’re going to look at 
how you could build a minimum viable product, something that can be created 
quickly at minimal cost and can be launched into the marketplace to be able to 
test whether your idea has any marketplace interest.

In week four we’re going to look at the tech that you might need to build out 
your products and how you can launch them into the marketplace.

OUR COURSE WILL BE BROKEN DOWN INTO 
4 WEEKLY MODULES 

WEEK FOUR

NOW YOU HAVE A PRODUCT, 
WHAT DO YOU DO WITH IT? 

WEEK THREE

IS ALL ABOUT YOUR ‘MVP’  
AKA MINIMUM VIABLE PRODUCT. 

WEEK TWO

IDEAS, WHAT SORTS OF PRODUCTS MIGHT WORK 
FOR YOUR CLIENTS AND YOUR FIRM? 

WEEK ONE 

REALLY, REALLY, REALLY GET TO KNOW  
YOUR MARKET AND ALL OF THEIR GOALS, 

WORRIES, CONCERNS, AND PROBLEMS,  
LEGAL, AND NON-LEGAL.



LESSON 1
Really, really, really get to know your market 

and all of their goals/ worries/ concerns +  
problems legal and non-legal!



So let’s get to it! Really, really,  
really get to know your market and 
all of their goals, worries, concerns, 
and problems, legal, and non-legal.

There are 2 key parts to our workbook this week-

1. Who are your clients (the ideal ones… not just anyone!)

2. What problems do they have (all of their challenges, not just the legal ones!)

1. Who are your clients?

To build great products we need to start by getting really clear about the 
customers or clients that you best serve. Some of you will have participated in 
other courses that I've run such as social media marketing or fixed price billing, 
and you will be thinking ‘not this again Clarissa!’. 

A successful business in our marketplace is one that can clearly identify the 
type of client that they best serve. The clearer you are on who you serve and 
the better you understand their problems, the more you will be able to build a 
business that truly stands out in the marketplace.

2. Tell me ALL the problems your clients have?

To build the right sorts of products for your clients you need to get to know 
your clients, and in this first week, we're going to spend some time really 
thinking about who your ideal clients are and most importantly, what problems 
they have. When I say problems, I mean something more than the legal issues. 
I'm of course a divorce lawyer so my clients are largely coming to me to deal 
with the legal aspects associated with relationship break down. But often what 
drives my clients is not the fact that they're going to end up with a consent 
order, or a binding child support agreement, or a binding financial agreement 
it's the fact that they need the worry, the concern, the fear, the uncertainty out 
of their lives. It's that they want to sleep through the night again and that they 
want to be happy again.

None of those worries and concerns are legal issues and yet it's a legal solution 
that is applied to address them. In this first week of our program, I want you to 
think carefully about what challenges your clients are experiencing as a result 
of the legal issues that they are seeing you about. The more those challenges 
you can identify, the more scope and creativity you will have to build products 
that are outside of the box, enable you to stand out in the marketplace and 
most importantly, really help your clients in their time of need.  



IDEAL CLIENT

1
2

3

4
5

To help you get clear on your ideal marketplace, complete the exercise below...

What are any similarities/ differences/ observations you can make about 
these five clients?

Name five clients who have been great to work with, paid all their bills  
on time, valued your services and you were really able to assist them. 



What Legal 
problems did 

they have?

How did you 
solve them?

If you had to 
offer them 

something at  
1/3 of the 

price but still 
delivered the 

same result what 
could you do?

Thinking about each client, answer each of the questions below...

CLIENT ONE

If money was no 
issue, what else 
could you have 
added/ done 

to improve the 
experience or 

outcome for this 
family?

What other 
problems did 

your client 
encounter as 

a result of the 
legal challenges 

that brought 
them to you?



What Legal 
problems did 

they have?

How did you 
solve them?

If you had to 
offer them 

something at  
1/3 of the 

price but still 
delivered the 

same result what 
could you do?

CLIENT TWO

If money was no 
issue, what else 
could you have 
added/ done 

to improve the 
experience or 

outcome for this 
family?

What other 
problems did 

your client 
encounter as 

a result of the 
legal challenges 

that brought 
them to you?



What Legal 
problems did 

they have?

How did you 
solve them?

If you had to 
offer them 

something at  
1/3 of the 

price but still 
delivered the 

same result what 
could you do?

CLIENT THREE

If money was no 
issue, what else 
could you have 
added/ done 

to improve the 
experience or 

outcome for this 
family?

What other 
problems did 

your client 
encounter as 

a result of the 
legal challenges 

that brought 
them to you?



What Legal 
problems did 

they have?

How did you 
solve them?

If you had to 
offer them 

something at  
1/3 of the 

price but still 
delivered the 

same result what 
could you do?

CLIENT FOUR

If money was no 
issue, what else 
could you have 
added/ done 

to improve the 
experience or 

outcome for this 
family?

What other 
problems did 

your client 
encounter as 

a result of the 
legal challenges 

that brought 
them to you?



What Legal 
problems did 

they have?

If money was no 
issue, what else 
could you have 
added/ done 

to improve the 
experience or 

outcome for this 
family?

What other 
problems did 

your client 
encounter as 

a result of the 
legal challenges 

that brought 
them to you?

How did you 
solve them?

If you had to 
offer them 

something at  
1/3 of the 

price but still 
delivered the 

same result what 
could you do?

CLIENT FIVE



...and we’re done! 
See you and your  
answers at our  
Masterclass on 

Wednesday!

If you email your 
workbook to  

clarissa@bflc.com.au 
each week you will 

go into the PRODUCT 
PRIZE DRAW!




