
Engagement Plan
The Broderick team conducted in-depth interviews

with 55 partners and other professionals throughout

the firm, capturing the internal perspective on market

trends, perceptions and awareness of the firm, and

clients’ changing service needs. 

Next we interviewed the firm’s key strategic clients to

gather information about their current and future

service needs, opinions about the firm’s capabilities

and services, and recommendations for improving

and growing relationships. 

Based on the internal and external feedback,

Broderick pinpointed four key areas that needed

attention and worked with the firm for a 12 month

period to implement our recommendations.

Brand Awareness — Feedback indicated that the

firm’s strong brand was eroding in certain markets.

Changes in their service mix had created confusion

around capabilities. We developed a program to

upgrade the firm’s thought leadership initiatives to

strategically reposition the firm and showcase the

breadth of services.

Client Relationship Management — The firm

received high ratings from its client base, but the

interviews revealed some significant opportunities to

sell additional services to several key clients. Broderick

developed three pilot client programs to strategically

grow, manage and track their relationships. 

Business Development — Like many of our clients,

the firm relied on a few rainmakers to bring in business.

There was no formal strategy or plan for targeting

prospects and methodically approaching these targets.

Broderick developed a pilot program focused on three

practice areas that were identified by clients as areas

where they intended to purchase services. We worked

with each practice group to develop and implement

plans to build awareness and generate business. In
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addition, together with leadership, we identified 20

top prospective client opportunities, and worked with

the appropriate partners to approach each target. Our

team generated 130 pitch opportunities to these and

other prospective targets in a six month period. 

Marketing Infrastructure — The firm needed to build

a more sophisticated marketing team and infrastructure

to support marketing and business development 

activities. Broderick recommended an organizational

structure and outlined roles and responsibilities for

each position. We worked with a search firm to

recruit, retain and train key professionals for the firm. 

The Bottom Line
The firm became much more sophisticated and 

competitive in marketing and business development.

The firmwide marketing team was put in place, the

business development pipeline grew 100%, and the firm

experienced “record revenue” in the year following our

engagement. The firm partnership is much more

business development oriented and motivated to 

generate new business
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Cuatrecasas
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