
How to protect & grow your law 
firm in 2018 & beyond?

17th May 2018

Bernard Savage

Director, Size 10 ½ Boots 





http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=&url=http://www.b.co.uk/Company/Profile/343360/&psig=AFQjCNFNuNqYnz2-Ia0Pll2Cqs92tcIvQg&ust=1453197733794047
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiw14bsjbPKAhWB0xoKHfcnANYQjRwIBw&url=http://www.gdlaw.co.uk/&psig=AFQjCNGodnNHKGZ9229Jygn6y14-YxhRWA&ust=1453197801069502
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiw14bsjbPKAhWB0xoKHfcnANYQjRwIBw&url=http://www.gdlaw.co.uk/&psig=AFQjCNGodnNHKGZ9229Jygn6y14-YxhRWA&ust=1453197801069502
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjujIeojrPKAhVGAxoKHbgvDPYQjRwIBw&url=http://www.thelawyer.com/firms-and-the-bar/memery-crystal-corporate-team-advises-on-reverse-takeover-of-gama-aviation-by-hangar8/3029484.article&psig=AFQjCNFNn55jJin2kvM0f9tjR6MsFPGR0Q&ust=1453197929196480
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=&url=http://www.thelawyer.com/firms-and-the-bar/memery-crystal-corporate-team-advises-on-reverse-takeover-of-gama-aviation-by-hangar8/3029484.article&psig=AFQjCNFNn55jJin2kvM0f9tjR6MsFPGR0Q&ust=1453197929196480
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=&url=http://legacymanagement.org.uk/institute-of-legacy-managements-annual-conference/&bvm=bv.112064104,d.d24&psig=AFQjCNH7j6ncMmAXL8gdAfFFweRYUhWfCw&ust=1453198144332893
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=&url=http://legacymanagement.org.uk/institute-of-legacy-managements-annual-conference/&bvm=bv.112064104,d.d24&psig=AFQjCNH7j6ncMmAXL8gdAfFFweRYUhWfCw&ust=1453198144332893
http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwibjs3pmv_WAhXHPBQKHbhBArAQjRwIBw&url=http://www.cwj.co.uk/&psig=AOvVaw2v1n0Gnuopo7g-9fXH1C5w&ust=1508589188835596


Why 
change?

Why Sector 
focus?

What next?



What How



People shop 
around more

Buyers have 
more choice

People are 
better 

informed

Less loyalty to 
service 

providers

Buyers are 
more 

demanding

More & 
smarter 

competition

People expect 
faster 

turnaround

Excellent 
Client service 
is expected 

People switch 
suppliers 

more often



Technical expertise is not enough



Why 
Sector 
focus?

What How



Stand out 
from 

competition



Win clients 
more easily



Build 
profitability



Focus 
marketing 
resources



Why

What you need to do next?



Select up to 5 sectors



Er kann alles, aber nichts davon richtig

“He can do everything but nothing properly” (German)



A Sector might be

Industry or market 
group

Geographic area

Profile of business, 
e.g. 

entrepreneurial or 
Family business

Ethnic group



But it’s not





Sector selection criteria

Existing 
credentials

Potential fees 
from developing 

sectors

Identify under 
the radar niches

More profitable 
areas of your 

business



5 people 
max. (3-4 

preferable)

Different 
skills

Sector 
Champion     
& hungry 
managers

Sector 
knowledge

How to select an internal Sector team





Your first 5 steps to implement

1. Select 
sectors

2. Pick teams 
(to meet 
monthly)

3. Define 
sector/ 

segment

4. Create a One 
Page Plan

5. Create 
accountabilities
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Please give me a 
business card & I will 
send you more info 
on how to protect & 

grow your firm
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