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Traditional Opportunities to Promote Information Services in the Firm? 

• New Associate 

• New Hire Orientation

• Laterals 

• Summer Associates

• National Library Week Event/Program

• New Paralegals/Secretaries



Evaluate Current & Prospective Footprint

• How much does the firm use your services?
• Number of reference questions by quarter/year

• Mine for Opportunities
• Assess current research attainment for the firm, by business unit or practice 

group
• Number of attorneys vs. current number patrons 
• Determine the percentage of penetration within practice groups
• Number of clients
• Who are your biggest researchers
• Inefficient users
• On-boarding new attorneys
• Assessment may vary depending on responsibilities by office, regional, global



What is the Current Landscape?
White Board Exercise 

• How are You Currently Marketing Information Research Services?
• Reactive approach
• Change management to pro-active approach

• Practice Groups

• User Type

• Jurisdictions/Offices

• Additional Business Units 









Traditional Principles of Advertising/Marketing

• Visibility

• Use Various Media/Product Placement

• Electronic

• Customer Facing

• Create & Communicate Value

• Apply a New/Different Perspective



Be Strategic

• Identify Practice Groups that are under-utilizing library 
resources
• Revenue, Revenue, Revenue $$$

• Number of Attorneys vs. current Patrons

• Industries

• Clients

• Biggest Researchers

• Where the collection & your expertise intersect

• Evaluate – Best opportunities
• Select 1-2 Practice Areas to Target



Evaluate Current Market



Industries



Beyond Boundary Opportunities
• Practice Groups

• Attend meetings – what are the biggest needs & issues

• Who are the biggest clients

• Integration/Embedded Librarian?

• Solve problems

• Create consumable information 

• Big Trials and Deals

• New Client Intake

• Competitive Intelligence  

• C-Levels



C-Levels
• The Legal Executive Institute http://legalexecutiveinstitute.com/

http://legalexecutiveinstitute.com/


Beyond Boundary Opportunities

• Other Important Business Units to work with: 

• Marketing/Business Development

• Human Resources

• Technology

• Conflicts & Records

• Property Management/Facilities



Wonderful resources and documents in Practical Law to 
share with various business units at your firm







Create Consumable Information

• Alerts
• Newsletters, Portals & RSS feeds

• Types of Consumables
• Practitioner Insights Pages

• CourtWire & Dockets

• News

• Monitor Suite links to key clients

• Practical Law Updates/Newsletters

• Ideas on Practice Group 
Collaboration:

• Docket & CourtWire Alerts for key 
clients in practice group – daily

• Preset Monitor Suite Reports – links 
have imbedded password so updated 
when linked on

• Practitioner Insights

• Industry News



f



PowerPoint Presentation available to 
customize or use internally or for client 

presentations









Various Media – WestlawNext Custom Pages









Various Media – Create Practice Area Folders



Monitor Suite Client Intelligence



Client Intelligence Essentials:  Starbucks
1. What type of legal 

work do they 
have?

2. Where is the work 
taking place?

3. Which firms are 
handling the 
work?



Other Types of Reports:  Litigation 
Comparison Reports Microsoft vs. Apple 
(Side-by-Side Benchmarking)

Users can create 
benchmarking for 
companies, law firms, 
attorneys & judges.



Other Types of Reports:  Litigation 
Comparison Reports Microsoft vs. Apple 
(Side-by-Side Benchmarking)

Case Status Summary 
metrics allow users to 
compare how industry 
competitors have resolved 
similar matters.



Other Types of Reports:  Litigation Comparison 
Reports Law Firm A vs. Law Firm B (Side-by-Side Benchmarking)

Compare the 
experience level of 
two or more law firms.



Portal Integration
Monitor Suite reports can be 
integrated into intranets through 
password embedded links and 
enhanced portal links.



Monitor Suite Strategic Uses

• Prospecting 

• Preparing for Prospect Meetings

• Impacting the Pitch

• Preparing for Client Meetings

• Evaluating Current Clients

• Client Threat Assessments

• Client Cross Sell Analysis

• Client Interviews

• Benchmarking

• Legal Trending of Top Clients

• Industry Analysis

• Practice Area Analysis

• Market Share Analysis

• Ancillary Work Created by M&As

• Litigation Preparation

• Judge Analysis / Experience for Bus Dev

• Bus Dev / RFP Assessment

• Attorney Coaching

• Strategic Planning for Law Firm

• League Tables

• Merger Analysis

• Recruiting & Lift-outs

• With Experience Databases

• Extranets – Client “Value-Add”

• Intranets:  Client pages, Practice Group Pages, 
More

• Macro – Analysis 

• Differentiating Firm

• More…..



Creating & Communicating Value
• Provide more than they are looking for

• Provide examples at Practice Area meetings/ Portfolio

• Cross pollinate/competitive 

• Provide information they have not thought of, or did not know you could 
provide
• Litigation Welcome Email

• Library Staff can assist in providing the following
• Docket information

• Judge or Expert Witness Profiles

• Company’s Litigation Profile by type, court, judge & attorney

• Research on People

• Let them know what they are missing 



Creating & Communicating Value

• Follow the money $ – make sure you are assisting and impacted the 
work of the most profitable practice groups and individuals in your 
organization

• What is the firm’s strategic plan and goals, practice area goals and 
how are the library’s staffs efforts aligned?  

• Are you doing the right type of work?
• Delegate work to better suited staff, i.e. case pulls

• As you work with practice groups, align your research to better fit 
their changing needs



Market & Promote Value of Your Service

• Assess current footprint & create plan to expand

• Be strategic – follow the money

• Be visible

• Create consumable information

• Solve Problems

• Show what you can do for them

• Marketing takes repeating and reinforcing communication and 
information over and over again
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