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About Our Moderator

• Has been with LexisNexis since 
2004 and oversees strategy and 
training for all LexisNexis Client 
Development offerings.

• Darryl collects and shares best 
practices with hundreds of the 
nation’s leading law firms as well as 
providing business analysis to help 
them grow.

• Former law firm Chief Marketing 
Officer; winner of 2003 Excellence in 
Marketing Award.

Darryl Cross
Director, Competitive Intelligence LexisNexis



C L I E N T   D E V E L O P M E N T

• Cross-selling and Expanding Current Clients 
• Finding New Clients Through Prospecting
• Geographic Expansion (new office locations)
• Merger or Acquisition of Other Firms
• Lateral Hire (recruiting lawyers from other firms)

How Do Law Firms Grow 
and Become More Profitable?



C L I E N T   D E V E L O P M E N T

Challenges Facing Law Firms

• Lack of one consolidated view of clients or prospects

• Limited resources in which to effectively build brand and execute 
measurable results

• Inability to identify internal and external relationships that help win 
new business from clients and prospects

• Little or no understanding of where to focus efforts

• Lack of easy to use tools to get information to the professionals 
where and when they need it

• Inability to track the ROI of their current activities



C L I E N T   D E V E L O P M E N T

Area ofArea of
OpportunityOpportunity

Companies
and Industries

Our
Relationships

All
Opportunities

Issues and
Incidents

The World is a Big Place

• Show me all companies we could 
work with

• Show me all pharma companies 
we could work with

• Show me all pharma companies 
we have worked with

• Show me all public pharma 
companies we have billed over 
$100,000 in the last two years, 
attended our last M&A seminar, 
and then tell me who knows 
someone there



C L I E N T   D E V E L O P M E N T

Professional Challenges
• I hired these CI people, now I need 

to make sure they make an impact

• I have limited resources—time, 
attention and money

• I have a limited number of people 
who are responsible for other high 
priority projects

• I need to support our existing 
strategy, not create new projects
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About Our Speakers

Edward M. Schechter

Chief Marketing Officer

Alison H. Dyer

Business Development Analyst
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CI Case Study:  Duane Morris

● Duane Morris Implementation of CI

● Critical Success Factors

● Challenges
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Poll Results

How many people are dedicated to a CI initiative 
at your firm?

● 0 = 47%
● 1-2 = 38%
● 3-4 = 6%
● 5+ = 6%
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Five Critical Success Factors

WHY?WHY?

WHAT?WHAT?

HOW?HOW?

WHO?WHO?

WHERE?WHERE?

CICI
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Why: Objectives

● Define CI to best suit your firm

● Create shared understanding and buy-in 
across functional areas

● Share ownership and solution

● Informal start, formalize over time

HOW?

WHO?

WHERE?

WHAT?
CI

WHY?
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What: Measuring ROI

● The costs of CI and Marketing

● “ROI Report Card,” marketing evaluation

● Client Satisfaction Interviews

● Other metrics

HOW?

WHO?

WHERE?

CI

WHY?

WHAT?
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What: Measuring ROI

Decision matrix 

1. Client Relationship
2. Value of Opportunity
3. Rate Sensitivity
4. Reason for Opportunity
5. Business Development 

Goals

6. Marketing Intelligence
7. Turnaround Time and 

Available Resources
8. Competitive 

Assessment
9. Capability to Respond 

Effectively
10. Probability of Winning

HOW?

WHO?

WHERE?

CI

WHY?

WHAT?
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Poll Results

Do you evaluate business development 
opportunities (for existing clients or potential 
new ones) and marketing opportunities?

● Before = 10%
● After = 0%
● Both = 56%
● Neither = 32%
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How: Building Bridges

● Business Development Analyst

● Relationship between Library and M&BD

● Passing the baton

WHERE?

WHAT?
CI

WHY?

WHO?

HOW?
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Poll Results

Where does your CI function live?

● Marketing = 35%
● Library = 26%
● Finance/Accounting = 0%
● Shared = 37%
● Other = 0%
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Who: Finding the Right People & 
Resources
● Strategic Business Intelligence Roles

Business Development Analysts
Business Development Managers
BI Manager
Marketing Managers
Librarians, Accountants, other functional areas

● Resources
Lexis, Hoovers, InterAction, atVantage

HOW?

WHERE?

WHAT?
CI

WHY?

WHO?
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Where: Supporting Firm Strategy

● Not how, but where

● Industry focus
top firm clients’ industries
top growth industries

HOW?

WHO?
WHAT?

CI

WHY?WHERE?
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Challenges

● Finding “CI nuggets”

● Connecting the dots

● Paralysis of analysis

● Avoiding “distractions”
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Summary

● Why: Objectives 
● What: Measuring ROI
● How: Building bridges 
● Who: Finding the right people and resources
● Where: Identifying opportunities

WHERE?

WHAT?
CI

WHY?

WHO?

HOW?
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How are firms using this 
in practice?

Solving day to day challenges



Scenario 1

Your firm wishes to expand 
its business within the 
pharmaceutical industry.

Which companies should 
you focus on? What 
methods of growth? What 
do you do next?



When in doubt, take the 
client’s point of view









Scenario 2

Your firm wants to expand the 
work it does for one of your 
blue-chip clients, but it only is 
served by a single practice 
group.

How do you identify key 
relationships? How do you 
become the trusted advisor that 
will win you new business?



Start with relationships



Use segmentation to narrow the 
list and spot trends



Know the client’s issues



Know who else is in the game



Become the trusted advisor
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Questions? 
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