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In the highly competitive landscape of legal services, breaking into a company’s trusted circle of
outside counsel can be a daunting challenge, especially when they have been relying on the same
panel for years. For a law firm looking to differentiate itself and secure a spot in these coveted
panels, it requires a blend of innovative strategies, persistence and a thorough understanding of the
target company’s needs and industry. In this blog post, I’ll explore effective tactics that can help your
law firm stand out and successfully penetrate these established networks

Understanding the Client’s Unique Needs

1. Industry-Specific Expertise

Dive into Their Industry: Develop and showcase in-depth knowledge of the company’s
industry. This includes understanding regulatory landscapes, industry-specific challenges and
trends.
Customized Solutions: Tailor your legal services to address specific pain points and
industry challenges the company faces.

2. Case Studies and Success Stories

Evidence of Excellence: Present case studies or examples where your firm has provided
unique solutions to complex problems in their industry.
Testimonials: Use testimonials from similar industries to highlight your expertise and results.

Leveraging Technology and Innovation

3. Technological Edge

Innovative Tools: Showcase how your firm’s use of cutting-edge legal technologies (like AI
for legal research, advanced data analytics) can provide more efficient and cost-effective
services.
Digital Savvy: Demonstrate your firm’s ability to adapt to digital trends and offer remote or
digital-first services, which can be a significant advantage post-pandemic.
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4. Data-Driven Insights

Actionable Data: Offer to provide insights using data analytics to help the company make
more informed decisions.
Risk Management: Illustrate how your data-driven approach can assist in proactive risk
management and compliance.

Building Relationships and Trust

5. Networking and Relationship Building

Industry Events: Attend industry events, webinars and conferences where decision-makers
from the target company are likely to be present.
Thought Leadership: Engage in thought leadership through articles, speaking engagements
and participation in industry discussions to build credibility.

6. Personalized Approach

Understanding Corporate Culture: Adapt your approach to align with the company’s
corporate culture and values.
Dedicated Teams: Propose a dedicated team that will focus on the company’s legal matters,
ensuring personalized and consistent service.

Offering Competitive and Flexible Pricing Models

7. Flexible Pricing Structures

Value-Based Pricing: Offer alternative fee arrangements that align with the value you
provide, rather than traditional hourly billing.
Transparent Costing: Maintain transparency in pricing, possibly providing options that are
more cost-effective than their current panel.

Conclusion

Entering a long-established network of outside counsel requires a law firm to present a compelling
value proposition that differentiates it from the competition. By emphasizing industry-specific
expertise, leveraging technology, fostering relationships and offering flexible pricing, your firm can
position itself as a valuable alternative to the incumbent panel.

Remember, persistence and consistency in your efforts are key. It’s about proving that your firm is
not only capable but also brings something unique and advantageous to the table for the client – it’s
all about the client!

This strategic approach to winning over a company that has been loyal to its current panel of outside
counsel is about showcasing your firm’s unique strengths and aligning them with the prospective
client’s evolving needs.
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