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– who wanted to know what other premier 
companies are doing in various areas of legal 
/ compliance services. Rather than involve 
hundreds of respondents, this benchmark 
responds to our Global Counsel Leaders Circle 
members’ request: to have valued, in-depth 
qualitative information from trusted peers.  
The benchmark helps guide their decisions 
and actions to improve performance.
 The study’s respondents are based 
equally in North America and Europe, with 
fewer in the Middle East and Asia. Each 
typically has legal / compliance professionals 
across 15-25 countries. While I know each of 
the respondents personally, the benchmark 
itself is blind (responses are disconnected from 
the respondents’ names). Some respondents 
gave me survey questions to include – open 
and close ended.
 Below are five recommendations that I’ve 
gleaned from the study findings, specifically for 
legal services marketing / BD experts.

1. Keep it short and simple

Finding: The overwhelming majority of the global 
legal and compliance buyers we surveyed say their 
jobs are more demanding and / or time-consuming 
than 12-18 months ago.
In 2017, almost 90 per cent of respondents 
reported an increase in the workload  
of their in-house professionals – more  
than 20 per cent higher than reported  
in our 2015 study. This proves what you 
already suspect: your clients are being 
pulled in a million directions, by multiple 
stakeholders. They need to make complex 
issues clear and simple to equally busy 
business people.

 Your firm shows your appreciation 
of your clients’ time pressures by keeping 
communications short. BT’s Legal team is 
expected to write to a reader level of 12 years  
old, the level The Economist also aims for. 
Both your firm’s legal advice, and also its 
marketing and BD initiatives, should follow 
this approach. That means short sentences, 
words with fewer syllables and active verbs, 
and design elements to guide the busy reader.

2. Spotlight your firm’s service delivery 
and tools

Finding: The primary operational objective of global  
legal functions in 2017 is to increase efficiency and  
performance through use of IT tools and operations.
With heavy workloads and often multi-country 
responsibilities, legal-services buyers want your  
advice delivered in efficient, convenient 
ways. Today, they want to hear as much from 
you on your service approach as on subject-
matter expertise. In your RFPs, your firm 

should showcase the IT tools and service 
approaches it offers to clients, complete with 
visuals and user anecdotes. In your pitches, you 
should demonstrate how your firm can help 
the client improve productivity.
 This year, I advised a Fortune 500 company  
on its global law firm convergence. Before the  
in-house legal team invited firms to submit 
proposals, we first determined that these firms  
possessed the legal expertise required. The 
company’s RFP then focused primarily on the  
shortlisted firms’ approach to efficiency, service  
delivery and how it could help their business.

3. Help clients with KPIs: demonstrate 
your performance

Finding: More than half of global in-house leaders  
we surveyed – including those in the UK and US –  
do not use key performance indicators. Most want to  
better demonstrate their contribution to the business. 
Except for the US, nearly half of respondents expect 
budget cuts this year, so proof of value is important.

This spring and summer, I talked with 
corporate legal and compliance heads 

across Europe and America, sharing findings 
from our Global Counsel Leaders Circle’s 2017 
Benchmark. There is much for law firms and 
alternative providers to gain from this study, 
conducted during first quarter of 2017.  
PSMG Magazine has kindly agreed to let  
me share my insights, which can help you 
tailor your firm’s marketing and BD efforts 
and boost your results.
 The Global Counsel Leaders Circle 2017 
Benchmark involved legal and compliance heads 
in large global organisations – mostly listed 

Improve your marketing and BD: 
respond to top stressors of global 
legal / compliance clients

In-house leaders today rarely address their need in terms 
of one specialism. Marketing and BD professionals should 
raise fee earners’ awareness of this change, and help them 
capture opportunities by making connections between 
diverse areas of legal or compliance advice.
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Q: How have the workloads of your in-house professionals changed in the past 18 months?

Corporate legal / compliance leaders see major increase in in-house workloads

Source: © Global Counsel Leaders Circle 2017 Benchmark
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Despite the turbulent political landscape 
during first few months of the year, the 

recruitment market in our sector remains 
strong. Vacancies continue to arrive at all 
levels on a regular basis. Director-level 
vacancies are fewer, but this is because 
firms are often choosing to promote from 
within. Overall, the recruitment market 
remains highly ‘candidate led’ – there are 
more opportunities available than there are 
relevant applicants. Very strong candidates 
often have several options to choose from.
 In terms of roles in high demand, 
we are noticing an increasing demand for 
hybrid positions, particularly in the legal 
sector. These hybrid roles include resource, 
programme and business manager positions, 
which are often spread across different BD, 
HR, finance and IT departments. Candidates 
for these roles are often recruited from other 
disciplines, and not just marketing.
 More focused roles, such as pitch, PR  
or digital continue to be difficult to source, 
purely due to a lack of candidates with 
specialist skills. Recruiters who are willing to 
consider candidates with broader skillsets,  
who are looking to move into more 
specialist roles, will have a stronger chance 
of filling these positions quickly. Due to 
firms’ increasing use of CRM-based account 
management teams over the past few years, 
we are now seeing many more CRM account 
management candidates who are looking for 
their next position.

 In a candidate-led market, we suggest 
the following strategies for securing the best 
recruits:
•  Be quick, flexible and efficient throughout 

your recruitment processes – time is always  
of the essence. Firms should not waste time  
producing candidate longlists. Instead, they  
should move quickly, as soon as strong / 
relevant candidates present themselves. 
Firms that have a longer recruitment 
processes, and take longer to reach a  
decision, often lose out on the best candidates.

•  If you use agencies, consider the sector 
experience of the agency’s consultants. 
The more experienced consultants will be 
able navigate recruitment campaigns more 
effectively than generalists, and are also 
more likely to have access to outstanding 
candidates.

•  Provide as much information on the role, 
and as much feedback on candidates, as 
possible. This approach enables your agency 
to pinpoint the right people, while also 
keeping candidates positive about your firm.

•  Offer as much notice and availability for 
interviews as possible – candidates can afford 
to be selective, and disregard roles with 
unrealistic interview timing expectations.  
Of course, candidates also need to be flexible 
about interview times – but many need to 
navigate full-time roles and suspicious line 
managers.

•  Sell the role during the interview. Yes, you 
need to find out about the candidate – but 
applicants also need to leave the interview 
believing your firm is one they want to join.

•  If you are recruiting directly, you must 
actively manage the process. We often speak 
to candidates who do not wish to reapply 
to firms that were unresponsive, or did 
not provide feedback, during previous 
applications.

Other market trends

Over the past six months, we have noticed 
hiring managers wanting more for their 
money. They will often have higher 

expectations regarding a candidate’s 
experience than before, but will not be 
willing to pay more to secure such candidates. 
This approach can create a false start in the 
recruitment process. Often, it is only after 
candidates have been interviewed that firms 
realise that they need to be more flexible 
regarding salaries. But, by that point, it may 
be too late.
 Another ongoing recruitment challenge 
is the counter-offer. Positively, it’s an issue 
that’s now being handled better than before, 
mainly due to increased awareness of the 
possibility by employers. To avoid losing new 
joiners to counter offers, before they even 
arrive at your firm, it’s essential to keep in 
close contact with them throughout their 
notice period.
 We are now seeing some professional 
services firms offering agile / flexible working 
practices. The firms who embrace this concept 
typically stand to gain highly loyal and 
motivated workers, who often give more time 
to their employers than they are obliged to. 
Unfortunately, far too many firms continue 
to miss out on very strong candidates because 
they cannot offer flexible working from  
day one.

Future developments

Ideally, the next six months will be politically 
calmer than the previous 12. And, given than 
the recruitment market has remained strong 
despite these political upheavals, we don’t 
envisage any major changes in demand, or 
access to talent, in the near future. Apart from 
at the senior level – the director / “head of ” 
roles – we believe that the volume of roles will 
continue to outnumber strong candidates. 
Hopefully, professional service firms will 
continue to adapt to – and work with –  
a ‘candidate-led’ market.

Giles Taylor is director of Leighton Taylor 
Consulting, a specialist executive recruitment  
firm in the professional services sector. All of the 
firm’s consultants have exceptional track records  
in the sector spanning the last 20 years.
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In response to this issue, your main challenge  
is to find ways to illustrates your value to your  
client as you advise them, in a context that  
will be meaningful for the in-house legal team’s  
stakeholders. Too often, your lawyer’s advice 
must be translated by the in-house lawyer 
into words and context that the business 
understands. Law firms can differentiate 
themselves by spelling out exactly how 
you’ve contributed. It can be difficult to find 
metrics that demonstrate your performance 
in quantitative terms. In those cases, prepare 
concise summaries (half page, preferably 
bullets) of objectives and outcomes.

4. Focus your global marketing  
and profile-raising on the practices 
most in demand

Finding: Cyber issues and regulatory tied for first 
place as the legal / regulatory issue most global 
legal and compliance leaders expect to face this year.
The list below shows the six hottest practices 
among our study’s participants. The top 
three were mentioned far more often. Your 
marketing or BD initiatives will more likely 
get traction if you focus first on a selection of 
these top issues.

Demand for external advice –  
what’s hot

Source: © Global Counsel Leaders Circle 2017 Benchmark

 However, more and more global in-house  
counsel tell me that the advice they need 
shifts as a project or transaction progresses. 
Expanding a business into a new country, 
for example, may start as a regulatory and 
commercial matter and eventually require HR,  

IP, property and tax advice. In-house leaders  
today rarely address their need in terms of  
one specialism. Marketing and BD professionals  
should raise fee earners’ awareness of this 
change, and help them capture opportunities 
by making connections between diverse areas 
of legal or compliance advice.

5. Make sure you know what your 
client’s key stakeholders expect

Finding: Client expectations of you will vary based 
on the company’s stakeholders in each matter.
Most respondents to our 2017 Benchmark 
study report to their organisation’s CEO. 
This doesn’t mean that your in-house lawyer 
client’s success is only influenced by the 
CEO. When we asked legal and compliance 
leaders what expectations their stakeholders 
in the company have of them, we received 
amazingly diverse responses. The word 
cloud below (above) shows a random sample 
of the answers we received.
 Each of the legal or compliance leader’s 
key stakeholder may have differing interests 
in a given legal matter. This means that, to  

satisfy your client, your professionals should 
probe not only for your key client contact’s 
expectations for the instruction, but also  
for their key stakeholders’ expectations.  
I suggest asking a few questions at the 
start of any instruction: “Who among your 
stakeholders is concerned about this matter?”  

“What do you think is most important to 
them: speed of our response, or a particular 
aspect of the deal/dispute, or cost?”. The 
answers will help your firm respond to 
specific expectations, make the client happy 
and increase your chances of winning more 
business.

E. Leigh Dance is president of global legal  
services consultancy ELD International LLC,  
and works from her New York and Brussels 
offices. She is also founder and executive director 
of the Global Counsel Leaders Circle (www.
GCLeadersCircle.org). For questions about the 2017 
Benchmark or points raised by her, please contact 
Leigh at eldance@ELDInternational.com

Cybersecurity, data privacy and protection

Regulation and regulatory compliance

Litigation / disputes

Commercial

Finance

Contracts, contract negotiation

The recruitment market for marketing and BD professionals remains buoyant. Here are 
Leighton Taylor’s market trend perspectives for the latter quarter of 2017. By Giles Taylor.

Professional services 
marketing and BD recruitment 
- Autumn 2017 report
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Stakeholder expectations differ by in-house legal / compliance leader

Source: © Global Counsel Leaders Circle 2017 Benchmark


