
Leading Attorneys Report a Strategic Shift as
Legal Directory Backlinks Lose Value in Law
Firm Marketing

As legal directories lose influence, law firms are

reclaiming visibility through original content, client

reviews, and local authority, a shift redefining how

digital trust is built in the age of AI search.

As the ROI of legal directories continues

to decline, law firms are reallocating

budgets toward owned authority,

localized SEO, reviews, and verifiable

content.

DALLAS, TX, UNITED STATES, October

28, 2025 /EINPresswire.com/ -- As legal

directories lose traffic and search

influence, attorneys across North

America are rethinking how to

maintain online visibility. A new feature

from Lex Wire Journal explores how

five practicing attorneys have adapted

their marketing strategies in response

to declining returns from directory

backlinks once considered a cornerstone of digital legal visibility. 

Over the past several years, major legal directories such as Avvo, FindLaw, and Lawyers.com

have seen measurable drops in referral traffic and link equity. Attorneys who once relied on

Directories once defined

credibility. Now, Google and

AI-driven engines reward

firms that publish

consistent, verifiable

expertise. Authority isn’t

bought anymore, it’s built.”

Jeff Howell, Lex Wire Journal

those placements for rankings and leads are now seeing

diminishing returns. The Lex Wire Journal analysis finds a

clear trend: law firms are shifting their marketing

investments from paid listings toward owned authority,

including original content, verified client reviews, and local

SEO that directly connects them with searchers.

From Rented Profiles to Owned Authority

For Jonathan F. Marshall, Managing Partner at The Law

Offices of Jonathan F. Marshall, the turning point came

after years of steady investment in high-visibility directory listings.

http://www.einpresswire.com
https://lexwire.org/


“Five or six years ago, we invested heavily in Avvo, FindLaw, and other high-traffic directories,”

Marshall said. “They brought in steady calls, and the backlinks carried weight in Google’s eyes.

But starting around 2021, we noticed a clear decline in both referral traffic and rankings tied to

those links. By 2023, the ROI was down by more than half, even as the costs stayed the same.”

Marshall explained that his firm pivoted from rented placement to owned visibility. “We shifted

focus to content we control; our website, blog, and local SEO assets. Instead of paying

directories, we’ve been investing in long-form, hyperlocal pages built around specific charges,

counties, and court systems. Those pages now drive stronger organic leads and keep performing

year after year.”

He emphasized that what once felt like a shortcut has now become a long-term discipline:

“Directories used to be the shortcut to visibility. Now, the real wins come from building authority

through consistent, high-quality content and direct engagement.”

Tracking ROI With Precision

Across the border in Canada, Kalim Khan, Co-founder and Senior Partner at Affinity Law, reached

the same conclusion through data.

“The declining ROI of legal directories completely changed my marketing strategy,” Khan said.

“Listings that cost roughly fifteen thousand dollars annually generated exactly three client

inquiries over eighteen months, with zero retained cases.”

Khan attributes the shift to client behavior: “We realized those directories were sending mostly

unqualified leads from people shopping prices rather than serious clients ready to hire. Around

2023, directory traffic dropped by about sixty percent year over year, while our Google Business

Profile and organic search traffic increased significantly. Potential clients were bypassing

directories entirely and going straight to search results.”

That evidence led Khan to redirect his marketing budget. “We now invest in content marketing

and local SEO that ranks our firm directly in search results instead of relying on third-party

directories to send us scraps of traffic,” he said. “Directories made sense when Google wasn’t

sophisticated enough to surface local businesses directly, but now they’re mostly extracting

money from lawyers who haven’t realized the landscape changed.”

Localized Relevance Over Legacy Backlinks

In Virginia, Derek A. Colvin, attorney at Waldrop & Colvin, saw directory performance dip in

parallel with Google’s algorithmic preference for localized relevance.

“Over the past quarter, we’ve seen a noticeable shift in the metrics that used to drive steady



growth,” Colvin said. “Our site clicks are down about twenty-two percent, and our domain

authority has dipped by a couple of points, a signal that the value of traditional legal directory

backlinks simply isn’t what it used to be.”

Colvin’s team responded by producing deeper, geography-specific content. “While franchising is

largely governed by federal law, our clients often start or expand within specific states,” he

explained. “We’ve built targeted blogs and region-specific resources that speak directly to Virginia

entrepreneurs. We’ve also shifted ad spend toward localized campaigns that reach business

owners where they’re actually searching, rather than relying on broad national exposure through

directories.”

He added that while the long-term effects remain uncertain, the principle is clear: “Google now

rewards fresh, localized, and contextually relevant content far more than static directory

profiles.”

Authentic Authority and Measurable Trust

From Toronto, Daniel Abiodun, founder of D.A. Commissioning & Legal Services, observed the

same trajectory in his firm’s analytics. “Since early 2023, we’ve measured a steady decline in

referral traffic and conversion rates from traditional legal directories,” Abiodun said. “As Google

began devaluing directory backlinks, we re-evaluated our marketing spend and redirected focus

toward localized SEO, verified client reviews, and original thought-leadership content. These

channels now deliver forty percent higher engagement and lead quality compared to directory

listings.”

Abiodun emphasized that this change goes beyond algorithmic adjustments. “Credibility today is

earned through authentic authority, not mass backlinks,” he said. “By producing jurisdiction-

specific insights and leveraging Google Business Profile optimization, our firm has achieved

stronger search visibility and sustained trust from potential clients.”

Cutting Through the Noise

On the U.S. West Coast, Michael G. Romano, Owner of Romano Law, P.C., has stopped directory

and backlink spending altogether. “As an owner of a small family law and criminal defense firm,

I’ve completely stopped all backlink work and directory listings,” Romano said. “I’ve seen no

empirical studies that they still work or are relevant in 2025 onward for SEO. I would never turn

away a backlink from a site with high organic reach, but most backlink placements now are on

trash sites. PPC is still effective, and we’re going hard on social.”

Romano’s decision underscores a growing sentiment among independent firms, that measurable

engagement, not backlinks, drives sustainable growth. Social and paid channels allow more

precise attribution and faster iteration on what actually generates signed cases.

A Broader Shift in Legal Marketing



According to Lex Wire Journal founder Jeff Howell, this pattern marks a structural turning point.

“The firms featured in this piece are demonstrating what we’ve seen across hundreds of

agencies and law practices,” Howell said. “Directories and rented backlinks once defined online

credibility. Now, Google’s evolving algorithms, and soon, AI-driven answer engines favor firms

that produce consistent, verifiable expertise. Authority is no longer bought; it’s built.”

The Lex Wire Journal analysis concludes that law firms investing in owned assets such as

jurisdiction-specific insights, verified reviews, and consistent content publication are achieving

more sustainable visibility than those relying on static directory profiles.

The full feature article, “The Legal Directory Decline: How Leading Attorneys Are Rewriting Law

Firm Visibility for the AI Era”, is available at LexWire.org.
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