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Insight Meetings



	Name:
	




What is your involvement with either managing or winning clients? 








Who are your current key clients? 








What does your ideal client base look like? 








Who is responsible for the winning of new work / new clients? 
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What is the current process of winning new clients? 









How are prospects selected? 









How are business development meetings generated with senior targets in existing and new clients? 









What marketing activities are used by you and your team, which have you been involved in and how effective are they? 
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If there were three things that the firm should do to improve the way it selects, approaches or creates new clients what would these be? 








What do you feel that your firm does well in looking after its most important clients? 








What do you feel that your firm does not do well in looking after its most important clients? 








With the key clients that you are familiar with, what do you see are the main problems / barriers to developing more business? 
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With the new target clients that you are familiar with, what do you see are the main problems / barriers to developing the first instruction? 








If there were three things that the firm should do to improve the way it manages, protects and develops existing clients what would these be? 








What do you believe are the key skills and behaviours required to sell your firm’s services? 








For any future workshops focusing on business development, what do you believe should be?
The specific subjects that should be examined? 
The outputs that should (ideally) be generated?
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What is the likely impact of globalisation and the ongoing march of technology on the way in which your clients' legal needs are serviced?









What new areas of specialisation are you developing?










Is there anything else you think we should know?
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