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Three Things 
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A Strategy for Growth 
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1. STRATEGY 

Where I 
will play 

2. MARKETING 

Broad (web, social, 
media) 

3. BUSINESS 
DEVELOPMENT 

Discussion 

4. CLIENT EXPERIENCE 
MANAGEMENT 

Enter 

Intimate 
(one to one) 

FOCUS AWARE $ 

Why I will 
win Agreement 

Negotiation 

Exit 

Engage  

Extend 
© Prodonovich Advisory 2017.  Please respect the author’s rights and ideas.  If you’d like to use or adapt these ideas then seek permission first.    

Please don’t share with other consultants or external parties. Thank you. 

From Strategy to Client Management 
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1. Relationship with an individual  

2. Concentration of specialist expertise 

3. Reputation of Chambers 
 
 

4. Fees 

5. Number of Contacts 

6. Ease of dealing with clerks / Range of expertise 

What matters most (Top 3) 
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How Do They Verify? 

If a Barrister you didn't know was recommended for an important matter 
what, if any, steps would you take to verify [Check Them Out] before making 
contact?  

 

 

Look at their 
website 

Contact a 
person I know 

working in same 
Chambers 

Contact another 
Corporate 
Counsel 

Contact a 
solicitor 
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Expertise + Efficiency + Strategic Pricing  
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Further Reading 
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Level 4, Science House 

159-161 Gloucester Street 

Sydney, NSW 

www.prodonovich.com 

 
 

 

 

 

Sue-Ella Prodonovich 

Sue-Ella has more than 20 years senior level experience winning and growing business in the 
professional services and B2B sectors.  

Over that time she has helped many of the Asia Pacific’s most recognised legal and 
professional services firms sharpen their business development practices, attract and retain 

clients, and become more profitable. 

Contact Information Connect with Sue-Ella 

@SueElla 

Sue-Ella1 

au.linkedin.com/in/sueellaprodonovich 

facebook.com/ProdonovichAdvisory sueella@prodonovich.com 

0411 780 255 

Business Strategy | Business Intelligence | Business Development | Client Feedback 

https://www.facebook.com/ProdonovichAdvisory?ref=hl
au.linkedin.com/in/sueellaprodonovich
https://twitter.com/sueella
mailto:sueella@prodonovich.com
http://prodonovich.com/

