
The Funnel: The connection between sales and marketing

Who are you really? >

Why should I do
business with you? >

Can we do a deal? >

TARGETS

Key target accounts
(including clients)

Pre-proposal
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< AWARENESS ---------------------------------------------------------------------------------------------------PREFERENCE >

“think of every client as a 
prospect”

Key targets: C-suite of buyers at priority 
targets and clients

(by industry and practice)

The broad market of professionals who buy and 
influence the selection of legal services

(also potential recruits and firm’s own people)
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The Funnel: The connection between sales and marketing

Builds identity,
awareness >

Builds credibility >

Builds business >

Image campaign,
firm personality, values:

value proposition
brand identity, advertising, PR,

sponsorships, web site...

TACTICS

Direct marketing:
Address client and business issues --
speech, seminar, conference, bylines, 

expert sourcing, newsletter, targeted rela-
tionship events, practice/ind. portals...

Sales / support:
account and opportunity

pursuit, account
teams/plans,

pitch materials,
proposal,
extranet...
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< AWARENESS ---------------------------------------------------------------------------------------------------PREFERENCE >

“link yourself to the tools of 
the trade”

MESSAGING

CONTENT

CONTACT
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The Funnel: The connection between sales and marketing

Builds identity,
awareness >

Builds credibility >

Builds business >

RESPONSIBILITES

Direct marketing:
practice area leadership

marketing partner
practice area lawyers

Sales/support:
practice area leadership

individuals lawyers
marketing team
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Image campaign,
firm personality, values:

Executive committee
marketing committee 

marketing partner

Amy Campbell, Infoworks! 
Download this PDF at www.infoworks1.com

http://www.infoworks1.com/



