
 

In the competitive legal sector, law firms always seek innovative strategies to enhance their business 
development (BD) efforts and forge stronger client relationships. One increasingly popular and effective 
approach is leveraging international roadshows for business development. This article explores how 
roadshows can be utilised effectively for BD outreach in the legal sector.

Preparation is Key

Roadshows offer law firms a unique opportunity to engage with clients in a more intimate setting 
compared to traditional networking at conferences or large-scale events. Unlike other marketing 
methods, roadshows facilitate face-to-face interactions, allowing for more meaningful discussions 
and immediate feedback.

Preparation is crucial for a successful roadshow. In addition to presenting your standard pitch 
deck, conduct thorough research into the jurisdiction you are visiting and the specific law firm and 
lawyer you will be meeting. Arrive with tailored ideas and pertinent questions to make the most of 
your meeting.

Identify How to Add Value to Each Firm You Meet

To maximise the impact of your roadshow, identify ways to add value to each law firm you meet 
with. Assess if there are any recent developments in their sector or specific areas of law where 
your expertise could be beneficial. Sharing insights from your jurisdiction that may be relevant to 
their needs can also position your firm as a valuable resource.

Roadshows allow firms to showcase their expertise on relevant legal topics. By presenting case 
studies, discussing recent legal developments, or highlighting emerging trends, you can 
demonstrate your knowledge and establish your firm as a leader in the field.

Engage in a Dialogue

Engage in an open and friendly dialogue during your roadshow meetings. Use this opportunity to 
present your firm and learn about the people you are meeting. Ask questions, explore potential 
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collaborations, and don’t be afraid to inquire about being added to their list of international 
referral firms.

The informal and interactive nature of a roadshow fosters stronger relationships with clients and 
prospects, enhancing trust and loyalty.

Be Creative in Converting Meetings into New Business

After your roadshow meetings, don’t disappear! Follow up with prospective clients and solicit 
feedback. Use this feedback to refine your service offerings, address client concerns, and tailor 
your marketing strategies.

Think creatively about how your firm and theirs could collaborate. Some potential ideas include:

Measure Success Against Defined Objectives

To gauge the success of your roadshow, measure key performance indicators (KPIs) such as the 
number of new leads generated, feedback from prospective clients, and post-roadshow 
engagement. Analysing this data will provide insights into the roadshow’s impact and help refine 
future business development strategies.

Roadshows can be a powerful tool for law firms to connect with targeted audiences and 
strengthen client relationships. Be sure to leverage them effectively though to enhance your 
business development efforts and achieve your BD goals.

For more information on how roadshows can complement your overall business development 
strategy, contact Bonnie at bonnie@interact.law.
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Collaborating on joint articles;
Working together on events; and
Preparing quarterly bulletins on legal news from your jurisdiction to stay top-of-mind for 
potential international referrals.

http://www.interact.law/

