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Figure 2: Dispersion of demand growth among laW firms
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How can | understand
the strength of my
firm’s relationships

with clients and how
much we’re
communicating with
them?

Account Relationship Dashboard
Explore a global view of your organization’s relationship capital by both account and contacts

Company Activities Contact Activities

Number of Companies Number of Contacts Number of Relationships.
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Company Activities

Activity Details: Bode, Spinka and Reynolds

Relationship Score Number of Contacts
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Renewal Value Net Promater Score Marketing Score Relationship Trend Last Activity Date
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Relationship Intelligence

Leverage the information you already have
throughout the firm

Secure new business from cross-selling existing
clients

Win new matters from current prospects

Prevent client defections and minimize the negative
consequences of attorney defections

Reduce the odds of losing clients when the
attorneys that service them depart
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Grow Relationships. Grow Retention. Grow Revenue.



Jeffery Parrish

Global Head of Industry Strategy
Introhive

Add me on LinkedIn
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