ACCELERATING REVENUE GROWTH
A roadmap to success

-—



ACCELERATING REVENUE GROWTH
A roadmap to success

In today’s hyper competitive and fragmented legal marketplace, there is no easy road to growth. Law firms have a
range of artifical options to increase revenues: international expansion, domestic or cross-border mergers and
acquisitions, diversification of service offering (adding new practice areas), product innovation, or the onboarding
of lateral teams.

But the single most important way to increase revenue is through organic growth and the optimization of the firm’s
core commercial capabilities. Creating a strong internal business development function has become an absolute
priority for law firms that are confronted with increased competitive forces in a rapidly changing industry. The final
responsibility for growth lies with the lawyers themselves. Larger firms have built sophisticated business
development and marketing support systems to sustain and enhance the commercial capabilities of the lawyers;
but in the end, the lawyers themselves have the relationships that matter and need to play the main role.

Relationship-based businesses such as the legal sector have been deeply impacted by the digital transformation of
our work processes and professional networks. This is both a threat and an opportunity. The disruption and
acceleration caused by the global pandemic has made it abundantly clear that lawyers and their support teams in
law firms need a new approach to networking, relationship building and revenue growth.

At Nexl, our core mission is to help lawyers find smarter ways to grow their practice. By combining the power of
technology, the connections in our global community and a focus on constant professional development, we
empower those that want to move forward.

Our goal is to give lawyers a competitive advantage by leveraging the data flows that run through their daily
operations already. By seeing this data as a strategic asset and investing in an advanced growth revenue platform,
law firms can turn their daily interactions into deep client insights and relationship intelligence. These assets

become a strategic advantage and will enable individual lawyers and law firms to realize their full growth potential.

In this white paper, we want to offer law firm leaders practical tips on how they can acquire, retain and expand
client relationships, and which strategies they can deploy to boost their revenue growth.

At NEXL, our core mission is to help lawyers find

smarter ways to grow their practice.
We empower those that want to move forward.

- Phil Thurner, CEO, NEXL
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NEXLs CIENT REVENUE FLYWHEEL 0 nexl
Three key motions

At Nexl, we believe that all organic growth comes down to three key motions:

Sa\es Enablemen

> New client acquisition
Bringing in new accounts to grow revenues by actively prospecting for client with the right fit.

By implementing a growth revenue platform such as Nexl, firms can empower their lawyers to become more
effective at new business development by giving them access to prospecting tools and market intelligence.
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> Client retention co on

Increasing Client Lifetime Value and enhancing client loyalty by offering superior experience and value
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Nexl generates client insights and relationship intelligence that allows lawyers to build deeper, longer-lasting client >
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> Expansion of existing client accounts

Searching for ways to increase your share-of-wallet for existing clients and offer more and higher-value
services to your client base.

By revealing detailed relationship dynamics, lawyers can use Nexl to identify opportunities faster to broaden
relationships and pitch other services.

These three growth strategies can be joined up in a virtuous cycle which we call the Client Revenue Flywheel. In
each motion, individual and firm-wide objectives should be alighed and transformed into concrete projects and
bit-sized tasks to facilitate execution.

As a shared platform, Nexl also provides better options to measure the impact of these actions, to learn from both
success and failures, in order to engage in another iteration of growth planning, execution, measurement and
learning. By having a shared growth acceleration platform, the lawyers of the firm, its leadership, and BD and
marketing teams become better equipped to collaborate and drive growth projects together.

Nexl’s Client Revenue Flywheel offer an integrated
More transparency, more accountability and less friction makes for faster and better growth! approach to Business Development and Client Management.
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ACQUIRE > RETAIN > EXPAND :
SALES ENABLEMENT Acquire &30

In the first motion we facilitate the acquisition of new clients. Business Q Set clear objectives and align them with the broader strategic priorities of the firm.

Development is not for rainmakers only; with access to the right information, O Be selective and specific as to where you want to grow and what type of clients you want to bring in.
clear objectives and proper follow-up, all lawyers are able to bring in new clients
and grow their practice. For your new business development to succeed, lawyers
should be mindful of the following elements:

Q Identify the most promising prospects in each vertical you have selected.
@ Map out your prospect and identify relevant decision-makers and stakeholders.

. L ) ) e Develop the right message and timing to reach out: and remember, you need to show up!
> Fully understand the strategic objectives of the Firm and your practice
group. You need to understand the “North Star” objectives to align and

integrate your personal goals and business development efforts into that

broader vision. ' In Nex!'s [ Il -4 o) fyou can easily drill down into specific industries in every jurisdiction, and add
companies with a single click to your list of Prospects. Nexl is the only legal CRM with integrated client
> Choose a limited set of market segments where you want to compete. Think prospecting tools that give you access to over 450 million professionals with a click of a button.

in terms of specific (sub-)industries and sectors where you can offer added
value, experience and a solid track record.

> Identify a number of prospects in each of these verticals. Figure out which
companies offer the best opportunities for legal work. Try to understand how
the decision-making process works, with whom they currently work and B next
what they look for in external legal service providers. =

MY CONTACTS

@ Help & Admin

Prospecting

trying to find ways to be helpful. As Woody Allen rightly said, 80% of success el

Western Health

is showing up! w, Westem Heatth

Barwon Health

Y Once you have identified your prospects, you can go one step further and soowes  awis - [owsrema ]
start to map out relevant stakeholders and decision-makers in that
company. On Nex| you can easily find their LinkedIn profile, and even look up e P =3
their email address. =0 Projecs @ =3
BIZ DEV Monash Health Australia Hospital & Health Care Linkedin 6001
» With the potential client team mapped out, you can now start planning how Lo oy e it o o » g
to best connect. For some prospects, you will be able to see existing touch | g =
points other members of your Firm may have had at some point. If you don’t ¢ opporunties | e v»
have a “warm introduction”, study the interest and background of your A %:::::“":“ ]
prospects. Try to identify commonalities, mutual connections, and shared e | et (=)
interests. Don’t over-complicate things; the final goal is to get in front of S Opportunites | Temnonns [
. . . . £ Re-engage 7. StJohn Of God Health ... )
people. Remember, business development is about showing interest and —— W sonn =
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ACQUIRE > RETAIN > EXPAND
STRATEGIC CLIENT MANAGEMENT

In the second motion, we're looking at identifying those existing clients that
are most important for the future success of the Firm and your practice.
Retaining those clients is no longer to be taken for granted in today’s highly
competitive legal market. On the other hand, not all clients are of equal value
to the Firm, and it is crucial to identify which clients offer the best potential
for growth.

There are several ways to prioritize your existing client base. You can look at
historic revenues, but you will want some forward-looking indicators as well.
How competitive is the company in its market segment? What type of work is
currently being done by competitors? Profitability is often difficult to calculate
on client level, but we usually understand which type of client is a better fit
and will offer more opportunities for growth than others.

Cross-reference your strategic clients against the Firm’s industry focus. It is
important to understand certain legal or commercial conflict of interests
before it is too late to do anything about it.

The best opportunities law firms have in consolidated markets is through a
deeper understanding of their current client portfolio. By analyzing client
profitability and growth potential, firms can get a much clearer picture of the
market segments in which they have a competitive advantage.

Once the details of that picture emerge, firms can deploy a range of initiatives
that will guide and prioritize their actions. There is an increasing interest in the
legal sector for strategic client management programs, where priority clients
are treated different from the rest of the pack. Strategic clients need an
established client team, with clear roles and responsibilities. They need to be
followed more closely and asked for feedback regularly. Strategic clients can
also act as ambassadors and firms can leverage the strong relationships they
have to get further introductions.

) nexl

Retain

Q Identify which clients are most important to you for your future growth: think beyond current and past revenues.

O Develop a 360 degree understanding on the overall web of relationships between your firm and your strategic clients.
@ Identify your most important relationships which will be crucial for your growth.

0 Set up automatic stay-in-touch reminders that will alert you before you lose touch with high-value contacts.

6 Re-engage systematically with past clients to refresh your relationships and identify future opportunities.

Nex| helps you better understand your network, offering hat help you
prioritize and focus your business development on those clients that offer the highest growth potential. We offer
unique tools to make sure you stay on top of your most important contacts and re-engage with past clients that
are quietly drifting away.

@ next @ Help 52 Admin

INSIGHTS CONTAGTS PROSPECTS TIMELINE

Freshfields

Total won opportunities

Freshfields S0
BIZ DEV Bruckhaus

2 Stayin Touch & Activity Past 90 Days

4D Re-Engage Deringer

" teractions
+2\ Prospecting nteractions

$ Opportunities

Tags
FIRM WIDE
ustor International Trade ¥ -30%
B3 All Companies 120
Legal
2, All Contacts
New York City Services

= List Manager
$ Opportunities
4D Re-engage

+&\ Prospecting

Company Details

Industries:

Offices of Lawyers

Description:

Amajor German law firm, in Brussels.
Primary Location:

New York, NY, United States

View all

Phone:

+44 20 7936 4000 (other)

+44 21 2277 4000 (other)

+44 21 2277 4001 (fax)

+1(212) 277-4000 (other)

Engagement Over Time

Most Active Contacts

o Stephen Revell 268 Interactions

@ i Lim

Last Interaction
5 days ago




ACQUIRE > RETAIN > EXPAND
ACCOUNT BASED MARKETING

Finally, in the third motion of our client revenue flywheel, we need to address
how we can increase revenues using a different, more efficient growth
strategy. Account-Based Marketing, or ABM, offers a clear method to re-think
your business development and client management.

Imagine a world where you could focus your business development efforts by
engaging directly with your best-fit, highest-value clients and prospects.
There is no wasted time working to market and offer legal services to
unqualified leads who aren't the right fit for your law firm.

In other words, you could move straight into the phases of engaging your
target clients and prospects. Law firms around the world spend millions of
dollars and countless hours on general marketing and positioning. General
“broadcast” marketing can only work when it is complemented with a much
more focused business development strategy. That is the only way you can
get high ROI.

Law firms who use ABM strategies tend to enjoy shorter “sales cycles’,
winning new business faster, and find it easier to retain their clients. They're
also able to align their business development team and lawyers more
effectively; this allows them to be much clearer on the differentiators and
stand out amongst their competitors.

ABM also works for existing clients. Cross- and up-selling are some of the
most cost-efficient marketing and business development activities; it is
well-known that it requires less resources to generate new business from
existing clients than going after greenfield clients, where one will need to
invest more time and resources in relationship building, developing client
insights, gaining trust and finding the right approach.

When cross-selling or up-selling to existing clients, law firms can leverage
their existing relationship capital. Your current client base offers a much
quicker and effective way to do business development. They know you, and
already trust you!

) nexl

Q Grasp all touchpoints and client engagement to identify opportunities for expansion and increase your Share of Wallet.
@ Understand which practices and partners have the strongest connections, and where there is opportunity for growth.
e Identify relevant stakeholders in your client’s leadership team with whom there is no engagement yet.

a Create opportunities and business development activities to diversify the service offering and broaden the relationship.

e Project manage “cross-serving” initiatives from a shared platform to facilitate access and encourage stronger engagement.

NEVARER R ROV FElle Bil557 dedicated ABM platform for law firms Jisr={\ =818 R s 1=8 de 6] 5 {o)
successfully run your key client programs to deepen your relationships, facilitate cross-serving
and protect your relationships from your competitors.

@ nexl Automotive Repoir, Services and Parking Most Active Contacts

= Luiz Escorel Lastinterete
MY CONTACTS Deseription: (L] Vice Presidant, Associate Ge 1293 Inferactions 5 pours ago
& Contacts Lear Corporation is an automative company which

provides technolagy in seating and e-Systems for
fin Companies vehicles headquartered in Southfield Michigan

Primary Location: O Emenuelie ceri

PRODUC 5 minutes ago

i LA Southfield, MI, United States o

& Tasks View all

[ Meetings Phone:

£0 Projects +1(248) 447-1500 (other) @ oo Pevlo Comeli 1031 Interactions
+1 (248) 447 -1500 (other) B

BIZ DEV Website:

2 Stayin Touch hittp://www.lear.com

ant ineractio
Employees: iro ! i
DReEngsge mqp:]l:; (¥ 4naPaula Ribeir 'Mub. 2 hours ago

2 hours ago

il Linkedin:

$ Opportunities https://www linkedin.com/company/lear-eorporati
oy o ) Last Interacto
Elaine' Marques
FIRM WIDE - 0 e au 2 hours ago
B3 All Companies https:/ftwitter.com/learcorporation

2, All Contacts

Associated Companies b Engagement by practice grou
i= List Manager 929 e groom
Practice Group

$ Opportunities e —
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REALIZING GROWTH IN AHYBRID WORLD
PROJECT MANAGE YOUR BD INITIATIVES

Managing Business Development and Client Relationships wasn't easy before
the pandemic; now that most law firms have moved to a hybrid world of work,
it has become a lot harder still. The nature of our workplace has shifted - and
our business growth strategies must shift with it.

Lawyers have lost many of the informal “water cooler” moments of the
physical workplace, where a lot of information was shared on clients and
relationships.

With less conferences, in-person client events and international travel,
lawyers also have less informal touchpoints with their contacts and miss out
on the serendipity that plays such a vital role in business development.

In this new hybrid model, organizations need to implement solutions to
facilitate team collaboration, which has become more crucial than ever. A
large part of that collaboration needs to be asynchronous, allowing for team
members to seamlessly collaborate without the need of everyone doing the
same thing at the same time.

Nexl| offers a place where this collaboration around growth and development
can be managed. With our Projects feature, users can manage complex
business development projects, where they can bring together team
members, lists of companies and contacts, tasks, notes and opportunities.

Our Projects tool is a dedicated platform from where you can stay on top of
your most important growth initiatives and get things done - even when
working from home.

@ Help

Banking ABM project

Overview

How we'll collaborate

We are looking to increase your market penetration in the Banking industry in the United States. We are going to increase
revenue from existing clients, look for cross-serving opportuinities and target the top 20 banks in the US.

Team

=\ Mrianne Marks A Bianca Malif
o Rl s

ﬂ Rebecca Sidle

,@ . Karla Binder

Tasks

12/12/2022 12/12/2022 12/12/2022

project

Create white paper- Create our Reach out to BoA- Connect with the Ask Bob for introduction - James, our
banking and regulatory whitepaper. head of risk at Bank of America. Share Corporate practice lead, has an

our banking regulatory whitepaper. existing relationship with Wells Fargo.
Ask for an introduction.

Mark as done Philipp Thuner Mark as done Philipp Thuner Mark as done Philipp Thuner

PROJECT MANAGE FOR A HYBRID WORLD



CRM done differently
HOW WE CAN HELP

At Nexl we believe that a CRM system is not a repository of contact
information. It’s all about relationships, and actionable insights. You have to

make your data work for you, not the other way around.

Thanks to our automation features, and our data enrichment technology, we

make sure that your CRM becomes a true growth acceleration platform. It is N . y o .
the space where you can best manage your growth initiatives, keep track of 60% 97% 65% 60% 80%
your interactions and explore for new targets and opportunities.

We have a rapidly growing team of experts and allies that can help you change Save Marketing and Nexl's automation and With our Power Bl With Nexl’s Opportunity ~ Our built-in Prospecting
. Business Development data enrichment reporting we can save Tracking tools, you will tools make new

your mindset and the culture of your firm. We g0 beyond the software time using Nex| removes nearly all up to 65% of time spent save significantly on business development

implementation, and want to accompany law firms in their quest for more manual data entrry on reporting your pipeline tracking  so much more efficient.

proactivity, for more awareness and stronger capabilities around the

commercial aspects of the business of law. Nexl offers faster and higher ROI than any other

Get in touch for a demo or a chat on how our Client Revenue Flywheel can CRM product on the Iegal market.

help you grow your practice!

Sa\es Enabfernen

t

Connect with Nexl’s head of Service Delivery to learn more about how
we help clients achieve success in their strategic growth projects.

colaboratio,,

Steven R. Ongenaet
steven@nexl.io / +52 9621 529812
/in/stevenongenaet/
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