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To:  Dr. Lisa Shaver 
From:  Ariadne Aberin 
Date:  August 30, 2011 
Subject:  Audience Analysis of Law Firms 
 
The purpose of this memo is to explain how various law firm websites appeal to different audiences, what 
each website’s goal for their specific audience is, and how each website achieves that goal.  
 
Summary 

Each of these websites appeals to different audiences, ranging from prospective employees to potential 
clients.  The following sections address the audiences for each law firm website. 
 

Discussion 

Gibson Dunn 
The primary audiences of the Gibson Dunn Law Firm website are law students or potential employees at 
the law firm.  Gibson Dunn’s website includes sections on careers and offers video accolades from current 
employers, discussing issues such as diversity at the firm and how it is encouraged and supported.  The 
videos mainly center on the employers’ experience working at the firm, rather than a client’s experience 
with a lawyer from the firm.  Employers in the videos come from different backgrounds and discuss how 
working in a company that promotes and supports diversity positively affects the work they do with their 
clients.  Additionally, there are other videos that discuss what Gibson Dunn looks for in a potential 
employee—namely, passionate people who think innovatively.  Secondary audiences might be potential 
clients looking to work with a lawyer from the firm.  Much emphasis is placed on the firm’s pro bono 
work.  Gibson and Dunn also has programs such as Do the Write Thing, which highlight the work that the 
firm does to give back to its community.  Gibson Dunn portrays itself as more than just a law firm, but also 
a diverse community with a wide perspective on its clients’ needs. 
 
The audience will read this site because they may be looking for a workplace that fits their criteria, which 
may be the same criteria that Gibson Dunn looks for in an employee.  The audience has a proficient level of 
education and English reading ability because the site’s content is in English, and the videos in particular are 
mainly designed for prospective employees, for whom it is safe to say, have some degree of background in 
law.  

 
Werner Law Offices 
The primary audience for the Werner Law Office website is potential clients in the Texas Panhandle and 
South Plains areas involved in various legal areas, primarily in family law and civil litigation.  The website 
makes use of various pages that discuss the mission and philosophy of the law office and why potential 
clients should choose this particular office.  The website claims that Werner Law Offices provide the best of 
both worlds—the individualized, personal attention of a small firm and the resources and experience of a 
large firm.  To add to the firm’s credentials, the website includes a profile on the firm founder, Steward 
Werner, which discusses his background in law.  Since Werner Law focuses predominantly on family and 
civil law cases, a secondary audience might be the family members also involved in the case who may be 
helping their relatives look for a reputable firm to handle their legal matters. 
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The audience will read this site because the variety of legal services offered may attract a wide range of 
clients.  Additionally, the reasonable legal fees that the website claims may also attract prospective clients.  
The level of education for the audience may vary, since the legal services offered are not only for the elite.  
The level of English reading ability for audiences of the website must be proficient, since the majority, if not 
all, of the content is in English.  
 
Haynes and Boone 
The primary audience for Haynes and Boone’s website are clients who are looking for the best quality legal 
services.  The website makes much use of ethos to convince the audience of their credibility. It features 
pages titled “Experience,” and “Newsroom,” which provide the audience with information on highlights in 
certain cases where Haynes and Boone was involved.  Their claim of providing the client with the highest 
quality legal service is largely supported by the media attention and reviews they feature on their website, 
such as on the homepage, which features news containing recent awards and developments going on in the 
law firm.  Additionally, the website also contains a page devoted to honors and rankings that the law firm 
has received.  The website also features videos of employees discussing the goal of Haynes and Boone, 
stating that their firm is “client-centric,” and their staff hard-working and dedicated.  A secondary audience 
might be recent law school graduates or prospective law firm employees, since the Haynes and Boone 
website also contains a section with information regarding career opportunities, including summer 
clerkships and the firm’s criteria for choosing employees.   
 
The audience will read this site because its claims that it provides top-notch legal service, in addition to pro 
bono work and community service, will attract many clients, and much of the audience are prospective 
clients.  The level of education and English reading ability is also proficient, since the content of the website 
is in English and the majority of the law firm’s offices are based in the United States. 
 
Harrison, Davis, Steakley, and Morrison 
The primary audiences for the Harrison, David, Steakley, and Morrison website are clients involved civil 
litigation cases, particularly those involved in serious injury or personal injury cases.  The website claims 
that the law firm’s goal is to help their clients “recover and rebuild” and get through their difficult ordeal.  
The homepage of the website features a video accolade from clients who have worked with the law firm, 
discussing how the lawyers diligently helped them through their case and provided them with peace of 
mind.  In addition, the website features a page with information on their founders, namely, former 
Supreme Court Justice Robert M. Campbell, who has had extensive experience in the legal field.  This 
information convinces the audience that they are receiving superior legal service from a staff that is 
experienced and hard-working, yet compassionate.  A secondary audience might be family members of the 
clients involved in a personal injury case.  This can be concluded mainly because the website greatly 
promotes the firm’s care for the clients and their devotion to assisting the clients in recovering from their 
affliction.   
  
The audience, which generally consists of personal injury clients, will read this website because the 
reputation of the law firm and its guarantee of excellence in legal service is appealing to that audience.  The 
level of education and English reading ability is proficient, since the website’s content is in English.   
 
Recommendation 

At a mutually convenient time, I would like to discuss in more detail the audience analysis of the four law 
firm websites.   
 


