
18 June 2015 I London

Growth Strategies  
for Legal Services
The client centric approach to winning  
and retaining business

and

£315 + VAT
per delegate place

(£350 + VAT – FULL PRICE)  

BOOK NOW AND SAVE 15%

Offer must be booked before 29 May 

Key topics will include: 
•	 The new competitive landscape in legal businesses

•	 How general counsel are shaping law firms

•	 Measuring and maximising the return on investment

•	 Getting to grips with the mechanics of pricing

•	 A strategic plan to keep your clients’ data secure

•	 Business development from the client’s perspective

Why should you attend this event? 
•	 A bespoke conference programme researched with your peers

•	 Transform and revive your business strategies to achieve 
measurable results to take to your board

•	 Leverage your client-centric activities

•	 Maximise the highest efficiency in your firm

+44 (0) 207 549 8673 events@ark-group.com www.ark-group.com @ArkGroupUK

“All law firms aspire to greater heights. Some fly too close 
to the sun and come crashing down. Others paddle 
furiously below the surface and fall prey to predators. 
A few sail serenely on - ever more sleek, satisfied and 
secure. What’s their secret? Join me to find out.”

Joshua Rozenberg,  
Britain’s leading commentator on the law,  
BBC Radio 4, University of Warwick 



Thursday 18 June 2015

08:30 – 09:00 
Registration and refreshments 

09:00 – 09:10 
Opening remarks from the Chair
Joshua Rozenberg, Britain’s leading commentator on the 
law, BBC Radio 4

09:10 – 10:10 
DRIVERS OF CHANGE 

Deepening relationships in business development (BD) in 
legal services 
	 •	 The new competitive landscape for the legal market
	 •	 Economic growth and what this means for legal services
	 •	 New business structures
	 •	 The impact of technology in legal services 
	 •	 The need to diversify in BD

Andrew Garner, Chairman, Garner International

10:30 – 12:00 
How general counsel are driving for greater 
value and efficiency

	 •	 In-depth insight and market intelligence 
	 •	 Key signs of changing markets 
	 •	 Shaping your research programmes to meet your needs
	 •	 What does great value mean to your client?

Lisa Hart Shepherd, CEO, Acritas

12:00 – 13:00 
Networking lunch

13:00 – 14:10 
Focus Groups A, B, C

Focus Group A
TRACKING INVESTMENT
Measuring the return on investment (ROI) in 
business development and marketing 
•	 Using business development for strategic advantage
•	 Increasing competitiveness through ROI
•	 Forces driving clients’ attitudes, prejudices and 

behaviour
•	 What differentiation really means
•	 The determinants of perceived quality
•	 The relationship between perceived quality and ROI
•	 Measuring commercial success 

Simon Gulliford, Director, Aegon & Morgan Sindall Group

Focus Group B
CLIENT SECURITY 	
The data security plan between a firm and its 
clients 
•	 The current threats to legal businesses, and what may 

come in the future
•	 Situational awareness
•	 Basic security technologies
•	 Managing secure communications
•	 Shared data stores for essential documents
•	 Mobile data security

•	 Managing’ lifestyles for cyber security
•	 The power of education for staff and clients
•	 Formal agreements on responsibilities for data security
•	 Are there any useful specific product solutions? 

Professor Peter Sommer, Information Systems Integrity 
Group, London Business School

Focus Group C
COMPETE ON PRICE 
Managing efficiency to reduce your price 
•	 Law firm best pricing globally
•	 Pricing improvement initiatives
•	 How to price low enough to get the work but high 

enough to make a profit
•	 How to combat the playbook of ‘professional’ buyers 
•	 What is needed to deliver the work on time and to 

budget
•	 Two things firms can do immediately to improve their 

pricing strategy
•	 Two things partners can do immediately to improve their 

pricing execution 

Richard Burcher, Managing Director, Validatum (UK) Ltd 

14:10 – 14:30 
Afternoon coffee break

14:30 – 15:30
PANEL
THE GC AND CLIENT PERSPECTIVE 
A debate between general counsel and legal 
businesses on the key trends shaping the legal 
market 
	 •	 How legal departments can navigate  

	 ever-increasing regulation
	 •	 Trends that will shape the legal market 
	 •	 More for less: What does this really mean and why? 	

	 Why is added value so difficult to define?
	 •	 Reshaping the legal model 
	 •	 What will the legal market look like in 2020?

Deepa Tharmaraj, General Counsel, Dell Middle East 
Julia Onslow-Cole, Partner, Legal Markets Leader & 
Head of Global Immigration, PricewaterhouseCoopers 
Legal LLP  
Richard Tapp, Company Secretary and Director of Legal 
Services, Carillion plc
Dan Guildford, General Counsel, The Financial Times and 
Associate General Counsel, Pearson Professional
Julia Hayhoe, Director of Strategy & Business 
Development, Baker & McKenzie

15:30 – 16:30
PANEL
The client’s perspective on business development 

	 •	 The difference between your clients and their  
	 customers, and what they do and why

	 •	 How your clients think about their customers
	 •	 The client-lawyer relationship in BD and strategy 



Focus Group Descriptions

Andrew Hedley, Director, Hedley Consulting 
Ian Jeffery, Managing Partner, Lewis Silkin
Jeremy Ford, Business Development & Marketing 
Operations Director, White & Case
Richard Sykes, Partner, PricewaterhouseCoopers Legal LLP

16:30
Chairman’s close

16:40
Close of conference

Focus group A
The session will set out to establish the principles and 
approaches that underpin the delivery of world class 
business development. Operating in a service business 
means that professionals will need to confront challenges 
that simply do not exist in manufacturing or distribution 
based industries. Accordingly this session will be focused 
on how firms need to approach the acquisition of new 
clients and the retention of existing valuable clients. 

The session will be fast-paced and challenging. Examples 
will be presented from a variety of service firms, industries 
and cultures. Participants will be able to view their roles 
differently and reflect accurately on the actions they take to 
generate greatest value.

Simon Gulliford, Director, Aegon & Morgan Sindall Group

Focus group B
This session will set out the threats which law firms need 
to consider, corporate and industrial. Threats can come 
from business rivals, would-be manipulators of financial 
markets, hackers-for-cash, ideologically-driven hacktivists, 
recreational hackers, organised criminals with blackmail 
in mind, and state-sponsored intelligence agencies. This 
session will discuss the various problems these threats can 
create and will offer potential solutions.

You will be able to take away newer ways of working, including 
•	 Setting up remote access to secure centralised services 

to secure email
•	 How to educate and manage users
•	 Letting partners and staff use their own smartphones, 

tablets and PCs for work purposes (BYOD)
•	 The attractions and pitfalls of cloud computing.   

Professor Peter Sommer, Information Systems Integrity 
Group, London Business School 

Focus group C
This session will set out the objective for all legal 
businesses when they are creating pricing structures to 
maximise profitability and leave the client feeling that they 
have had fair value for money. This session will give you the 
ability to formulate and deploy bespoke pricing solutions on 
each job for each client.

You will be able to identify a diverse client buying behaviour 
and learn how to influence the buying decisions of client’s 
intermediaries and other decision- makers.  

Richard Burcher, Managing Director, Validatum (UK) Ltd



BOOKING CONTACT DETAILS

Name ................................................	 Job title .......................................................................	 Organisation ...........................................................

Address .............................................................................................................................................................................. Postcode ......................

Phone ................................................................................ Email................................................................................................................................

DELEGATE DETAILS

Name			   Job title                                           	 Email			                     

1. ..........................................................................   .......................................................................  .........................................................................  

2. ..........................................................................   .......................................................................  .........................................................................  

3. ..........................................................................   .......................................................................  .........................................................................  

4. ..........................................................................   .......................................................................  .........................................................................  

5. ..........................................................................   .......................................................................  .........................................................................  

6. ..........................................................................   .......................................................................  .........................................................................  

7. ..........................................................................   .......................................................................  .........................................................................  

8. ..........................................................................   .......................................................................  .........................................................................  

9. ..........................................................................   .......................................................................  .........................................................................  

10. ........................................................................   .......................................................................  .........................................................................

DELEGATE FEES

£350 + VAT 

EARLYBIRD SAVINGS.

•	 Book before 17 April and receive 20% off, making each place  
	 £280+ VAT

•	 Book before 29 May and receive 10% off, making each place  
	 £315 + VAT

Please sign us up to attend Growth Strategies for Law Firms as 
indicated above. I understand that I will be charged in accordance 
with the prices listed.

Signature ..............................................................................................

Print name ............................................................................................    
 
Date__ /__ / ____

I have read, understand and agree to the booking conditions

Booking Terms and conditions
1.	 Bookings are subject to availability; in the event of the booking not being accepted by 

Ark Group the total amount will be refunded.
2.	 Payment must be received in full prior to the course, or attendance may not be 

permitted.
3.	 Payment must be received within thirty days of the invoice date; failure to pay in 

accordance with this clause shall entitle Ark Conferences without prejudice to any 
other rights to charge interest at the rate of 8% per annum above the Bank of 
England base rate together with compensation for debt recovery cost pursuant to the 
provisions of The Late Payment of Commercial Debts (Interest) Act 1998 as amended 
and supplemented by The Late Payment of Commercial Debts Regulations 2002. 
Please contact Customer Services with any issues regarding clauses 3 or 4 which may 
delay payment.

4. 	 All speakers are correct at the time of printing, but are subject to variation without 
notice.

5. 	 If the delegate cancels after the booking has been accepted, the delegate will be liable 
to the following cancellation charges:

	 - Cancellations notified over 45 days prior to the event will not incur a cancellation fee.
	 - In the event of a cancellation being between 45 and 30 days prior to the event, a 

20% cancellation fee will be charged.
	 - For cancellations received less than 30 days prior to the event, the full delegate rate 

must be paid and no refunds will be available. Alternatively a substitute may attend in 
place of the original delegate provided they are from the same organisation.

6. 	 All bookings submitted by e-mail, fax, post, web or over the telephone are subject to 
these booking conditions.

7. 	 All cancellations must be received in writing.
8. 	 Ark Group will not be held liable for circumstances beyond their control which lead to 

the cancellation or variation of the programme.
9. 	 Ark Group reserves the right to reject any booking at any time prior to the event, 

without explanation.
10.	 Bookings are subject to 20% standard UK VAT charges where appropriate.
11.	 The prices quoted in Euros are the correct conversion rate at the time of print.
12.	 Early bird offers cannot be used in conjunction with any other Ark Group promotion or 

offer.
13.	 All bookings received less than 5 days before the date of the event must be paid for by 

credit card.
14.	 Ark Group reserves the right to reject delegate bookings from vendors and solution 

providers. Sponsorship and exhibition options are available. Call +44 (0)20 7566 2203 
for more details.

PAYMENT 

[   ]   Invoice me at the provided address

[   ]   Enclose cheque payable to Ark Conferences Ltd

[   ]   MasterCard       

[   ]   Visa       

[   ]   American Express       

Card number ..................................................... Security number .........

Expiry date ...................    Valid from ...................    Valid to ..................

Cardholder’s name .................................................................................                        

Cardholder’s signature ...........................................................................	
 
Date__ /__ / ____

[   ]   Tick if you do not want to be informed about related Ark Group 
events and publications

[   ]   Tick if you do not want to be informed about carefully selected third 
party products

Booking Form

+44 (0) 207 549 8673 www.ark-group.comevents@ark-group.com

Ark Group, 6-14 Underwood Street, London, N1 7JQ


