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Six steps to internationalizing your law firm

Part 1: Ask yourself three questions:

1. Whatis my market?

2. What is my “offer”? What makes it different?

3. What do the clients | want to serve, really want?

Part 2: Take three decisions:

4. What is my international growth strategy?

5. How do | want to position myself in the market?
6. How will | reach new potential clients?
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Step 1: Understand your market..

What is the market available to your
law firm — given your current
capabilities and past experience?

What is the total demand
for legal services in your Total available e.g. What area of law do you work on? What
market? market (TAM) kind of clients have you had in the past?
; What types of legal cases or transactions
* For what?: Legal services? have you dealt with?
Legal + other professional or
trust services?

Serviceable
available market

*  Where?: San Jose? Costa (SAM)
Rica? Central America?

Serviceable
obtainable
market (SOM)

What is the realistic market share
available to your law firm — given
competition from others?
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How does this relate to internationalising your law practice?

Growth of international opportunities

International growth of the in your part of the market

whole market

What international work might be available

I di - £ will Total available to your law firm? Have you worked with
nward investment wi market (TAM)

international clients before? Do your lawyers
have foreign qualifications? Speak other
languages etc?

increase the market by

bringing in new demand from

new clients — either directly or

via supply chains Serviceable
available market

Expatriates may need legal (SAM)

help

What share of this market might you
win?

Domestic clients may seek to
export to other countries and Serviceable

may need legal help obtainable
market (SOM)

i.e. Is it a very competitive market? Do
you have some special expertise or
characteristic which give you an
advantage?
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Step 2: Understand Your Offer ...to international clients

What do you do?

e.g. “The go-to firm for specialist advice in real estate;
energy and natural resources; and financial and banking
sectors”.

“We are a leading UK Law Firm with expertise in Business
Crime, Commercial Litigation, Civil Fraud, Corporate
Compliance and Asset Tracing & Recovery”

What do you charge?
Are you expensive, cheap or middle of
the road?

Can you offer fixed fees for certain
types of work?

Is your billing transparent?

How do you deliver your services?
Regular communication with clients —
information, regular updates

Thinking around the problem

Appropriate staffing — right skillsets deployed
consistently
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Step 3: Understand what your target international clients want

Ga IN the|r What are you doing to build an ongoing

Find proxies for trust — e.g. Similar past
relationship?

experience, referral from trusted adviser or
collaborator etc. trust

What is it that international clients are Understand their What are the benefits you are offering a
ultimately after? Think around the problem. client? (e.g. Risk management, a one-stop

Understand their sector and business. needs solution to regional expansion)

An international client or referral _
The basic features of your

partner will take it for granted Meet ex eCtationS - )
that you to know the law. Be P service (e.g. Iegfal advice on
competent, efficient and M&A in Costa Rica)
consistent
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Step 4: Decide on your strategy for international growth?

Can you provide
international services to

existing clients? Develop new services to

sell to new clients

. : Can you provide your
Your starting point existing services to new
international clients?
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Step 5: Decide on your Market Positioning

The space you
should be
seeking to

occupy
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Step 6: Reaching clients — to win new business

How to establish your Clients will notice how Most Important
‘brand’ and credentials quickly you respond to
beyond the local initial enquiries.. Stay in touch even
market? after you have
Conferences, sectoral How far you understand finished an
exhibitions, articles, what is asked of you and assignment
international how you negotiate and
memberships agree terms with them
Prepare Raise Be Be
Awareness reachable responsive
Get ready internally to What sources might target Your best marketing tool is
work with international clients use to find a law your reputation and how
partners: firm in the region? you work with your clients.
Reaching Clients
. Intern_al procedures If they like you, they W|II.not is a continuous
* Capacity only ask you to work with
« Develop expertise E.g. referral law firm, them again but will loop not a one-
*  Messaging international directory? recommend you to others off process
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Conclusions

* Developing your business is an ongoing task

e Start by asking yourself the three questions:
* What is my market?
* What is my offer?
* Who are my clients and what do they need?

 Then make three decisions:
* How do | want to/can | grow my business internationally?
* How will | position my law firm/practice?
 How will | reach my potential clients

GOOD LUCK!



