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Lawyers — you can’t afford to be

afraid of the ‘S’ Word
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SELLING
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Non-strategic legal advisers, as
viewed by GCs

B 53

They actively seek to sell in more 25%
commodity services to yvour 35%
organisation 23%

13%

They actively seek to move up the value chain to a
more strategic relationship through developing their
network of relationships within your organisation and
offering a more strategic range of services

39%

0 20 40 60 80 100

B Strongly disagree [ Disagree [ Neither agree nor disagree I Agree somewhat

B Huthwaite
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GCs want a strategic relationship
(and don’t always get it)

B We have strategic relationships that

add value to our business

25% B Ve would like more strategic

relationships but we only have
transactional ones

B We are happy with transactional

relationships that just do what we
ask

345
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We have a 62 partners including the
Legal 500 3" best-rated IP litigator in
London and the 2"d best commercial
property partner. Last year we acted
for 81% of Fortune 500 companies
with a client retention rate of
73.2%....
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Features v Benefits
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Delivering value

What the client What firm gets in

expects return

Buyer value
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“Adding value” is really....

Something more
for them

Something more

What the client
expects What firm gets in
return

Buyer value
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Transferring value

Something more
for them

Something more

What the client
expects What firm gets in
return

Buyer value
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Creating value

Something more Something more
for them for us

What the client What firm gets in

expects return

Buyer value
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Creating & capturing value

Strategic partnership Cross/up-selling

and pre-emptive advice strategic opportunities

Additional benefits Testimonials

Satisfying newly

identified needs Referrals

Repeat business

w.eew

Going the extra mile

Buyer value
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Contact us: =il
www. huthwaite.co.uk ik
Tel: +44 (0)1709 710081

Follow Huthwaite on Twitter:
@Huthwaite_Intl

ﬁ Follow Huthwaite on LinkedIn:
Huthwalite International

Scan the QR code with your smart phone to visit our profiles.
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