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Dear Mr/Ms surname

(Firm’s name) is considering The PACE Partners LLP as a potential provider for a future business development programme designed to support their growth plans
 
We at PACE are specialists in supporting professional service firms in client management and business development.  If you would like more information on us please go to www.thepacepartners.com.
 
As part of the plan to understand (firm’s name) as well as possible, we will be investing time in meeting a number of individuals across the firm to carry out insight meetings.
 
The key aim of these meetings is to help us to gain a deeper understanding of the firm’s approach to business development and to make sure that any suggestions we put forward are as relevant as possible and any subsequent interventions are of significant value to all who attend.  This research is designed to help implementation and to ensure any programme delivers tangible results.
 
Each research meeting will last for a maximum of 40 minutes.  Please find below a list of questions which you may wish to consider for preparation prior to your meeting with us.  The questions are for guidance only.  Any insight into your part of the firm and experience of business development will be of value.
 
If you have any questions regarding your meeting please contact me on (your mobile no and email address).   
 
Insight Meetings - Questions For Consideration

	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?
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?
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 (firm’s name) does well in looking after its most important clients?
	What do you feel that (firm’s name) 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? 
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 (firm’s name) 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?


 (
LEADERSHIP
) (
CLIENT RELATIONSHIP MANAGEMENT
) (
BUSINESS DEVELOPMENT
)

The PACE Partners is registered in England and Wales.  Registration number: 6579882  
Registered Office: PACE House  Churchfield Road Walton on Thames  Surrey  KT12 2TZ  t +44 (0)1932 260062 e tpp@thepacepartners.com wwww.thepacepartners.com

Is there anything else you think we should know?
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