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"Whenever you see a successful business, someone once made a courageous decision."  

- Peter F Drucker 
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The Cross-Sell Grid 
 

What is the Cross-Sell Grid?  

 

The Cross-Sell Grid is a structured instrument for applying Cross-Selling in a legal practice. It forces 

all lawyers to participate and overcomes Possession Mentality which can block Cross-Selling.  

 

On a whiteboard, a horizontal axis is drawn, with 5-10 lawyers of various practice groups. Then, a vertical 

axis is drawn, with a list of 5-10 the best Clients of the law firm. The best Clients are likely to be 

Relationship Clients (who have been with the firm for years), and those Clients which generated most 

revenues for the firm.  

 

Next, you fill the Grid asking each lawyer to number, on a 1-5 scale, the chance that each Client could 
use the other practice. The Grid is then filled. Most of the Grid will be 1s, and 2s. However, we will find 
some Hidden Gems (a few 4s or 5s). Then, the lawyer for the Client invites the colleague to have a Tea 
for Three (T43) meeting with the Client. 

 

The Cross-Sell Grid Exercise: 

 

Make a list of your firm’s Current Clients (A and B category) in the first column. In the other columns, at 
the top, put the name and practice group of your work colleagues. Then, on a scale of 1-5, where one is 
very little chance, and five is quite a high chance, rate the Cross-Selling opportunity you think that client 
presents for your work colleague. Find the grids of highest opportunity and then arrange at least one 
meeting with one client with every colleague. It is totally acceptable if meetings take place over 2-3 
months, but it is very important to schedule them so that they happen. 

 

 

Next, fill in below the Grid concrete dates agreed 
on for the colleague meetings. Don’t put this off for 
later or it might never happen.  

 

Thought: What conversion rate do we expect 
from such Cross-Sell exposure of your 
colleagues?    

 

Keep in mind, too, that some results from this 
exposure will not be immediate and may arise in 
future. The colleague should follow up at least 
quarterly with this new prospect for them.     

 


