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"I'll be happy when… is a false promise. The time to be happy is now."  

- Tony Clark  
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L2L Marketing & Cross-Referrals - Session Description 
 
Many law firms aspire to gain more in-bound work to their jurisdiction from other external law firms. 
However, few law firms actually have an L2L marketing strategy (law firm to law firm).  
 
This session aims to allow L2L marketing to flourish – both for gaining more inbound work, winning more 
RFPs (requests for proposal), but also for leveraging networks of law firms, or associated firms, in other 
jurisdictions. Very often I see partners of law firms going on Road-Shows, to visit other law firms, say, in 
London or Vienna, and this becomes little more than a “Meet & Greet”. They meet their counter-parts in 
the other law firms, they greet them, they have a nice chat, they return home, and then we wait and see 
if any mandates come through. Quite likely, we then have to wait a long time, and it can be unclear for 
months, if ever, if there is any tangible result from that meeting. Thus, in this session we focus on how 
to avoid the “Meet & Greet” scenario through using a systematic approach to Cross-referrals (these are 
a hybrid of the previously learned topics of Cross-selling, and Active referrals). By aiming to generate 
meetings for one another, we can then see within weeks whether there were results - and, quite often, 
by doing Cross-referrals, the results are quite tangible.   
 

 

Key Concepts 
 

1. Six Eye Policy 

2. The “Do you understand?” Mistake 

3. Matchmaking  

4. Spectrum Analysis 

5. Segmentation (Industry Vs. Practice)  

6. Billable Hours < BD Hours 

7. Conversion Zero 

8. Kaizen 

9. Tea for Four (T44) 

10. A “Meet & Greet” Roadshow 
11. “Let your hook always be cast. In the pool 

where you least expect it, will be fish.” – Ovid 

12. The Break-Even Hourly Rate 

13. The Skill-Will Matrix 

14. The “Living in a Bubble” Delusion 

15. A Quantified Personal BD Plan (QPBDP) 

16. A Cold Call / A Warm Call 

 
If you have any questions, or would like some help, contact me at any time – john@nixedonia.com 


