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10:00 - Welcome
10:05 - Briefing
11:00 - Q&A

11:30 - Close
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Our Core Philosophy
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Barriers, Challenges & Opportunities



Your Clients?

e Private client - individuals

e Companies & organisations - End Users

e Companies & organisations - In House Legal Teams



Client Lifecycle

- -1

: Sales
Marketing Conversion CRM

Advocate

© PDW Group (UK) Ltd



Revenue Streams

Same client,
same service

Same client,

new service

New clients
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Deliver &
protect

Cross Sell

Market to &
Convert




Advocates & Revenue Streams

Current clients

Same client,
new service

New clients
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Fewer barriers

Free leads,
already warm




Building Advocacy

e How do we measure advocacy?

o« What do we do with the data & insights?

o« How to do we actually improve advocacy in our client
base?



The Five Pillars of Advocacy

Relationship
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Clear definitions

& actions
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Demonstrate

-
Demonstrate

Added Value

Keep your

Investment
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o Central or Practice Marketing

e Personal Marketing



What Matters?






1. Needs, Wanis,
Motivations

?_ Present
Solutions

Ll |

3. Overcome

Objections

4. Negotiate
Terms
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The Five Benefits

s N s N
Money Time

Status,
Reputation,
Credibilit

Take the Bad Add the Good
Stuff Away Stuff In



Key reflections and actions...

How many of your clients are true advocates?

How effective are you/your firm at each of the ‘five pillars?

How do you know? If not, why not?!

What further opportunities might there be for you with existing clients?

What are the blockers to you/your teams in cross selling?

How ‘in control’ are you in your marketing activities?

How can you improve your conversion when in front of prospects?

What one open question will you ask in your next prospect or client meeting?
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Tom Blandford

Legal Sector Partner
Armstrong Watson

Third Floor, 10 South Parade, Leeds, LS1 5QS

T: 0113 2211 300
F: 0113 2211 301
M: 07793 621951

E: tom.blandford@armstrongwatson.co.uk

www.armstrongwatson.co.uk/legalsector
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Disclaimer

This presentation and supporting documentation has been prepared in general terms and
therefore cannot be relied upon to cover specific situations; application of the principles set out
will depend upon the particular circumstances involved and we recommend that you obtain
professional advice before acting or refraining from acting on any of the contents of this
presentation and/or supporting documentation. Armstrong Watson would be pleased to advise
on how to apply the principles set out here to your specific circumstances. Neither Armstrong

Watson nor the presenters accept a duty of care or liability For any loss occasioned to any person

acting or refraining from acting as a result of this presentation and supporting documentation.
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