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Use Case #2
Cross Marketing & Lateral Integration

Jonathan Fitzgarrald
Equinox Strategy Partners



Accomplished trial lawyer

MEET ROGER

Fortune 500 client roster

Prospective GC introductions





Analyze GM’s legal 
needs with Roger’s 

experience





Lawyer Excuses

#1 –  No Time

#2 –  I’m Not in Sales

#3 –  Don’t Know Where to Start



Use Case #3
Business Development & Client Analysis

Ian Ribald
Willkie Farr & Gallagher LLP



MBD Sales Funnel
Awareness Connectivity

RED ZONE
Interest

Branding Awareness & Marketing Engagement Sales



The Problem

Research Bottleneck.

Every client case is unique 

requiring bespoke insight.

Currently, professionals spend weeks 

researching, pulling them away from 

high-value client interactions.

The opportunity cost of learning is 

Immediate Sales Activity.



The Solution

The Battlecard.

Automated intelligence that analyzes 

your firm's specific value proposition 

and positions it against deep, real-time 

research on a target.

Not a dashboard. Ammunition.



The Delivery

Intelligence Anywhere.

Living Links  Share full, interactive 

briefings via a secure URL.

Platform Native  Lives directly inside 

your existing workflow or CRM.

Zero Friction  No downloads required. 

Accessible 24/7.

Instant, frictionless access for the entire deal team.



See It In Action

Script Angles

First Impressions



Use Case #4
Internal Insight & Risk Control

Jennifer Reeves
Quinn Emanuel



Quinn Emanuel’s AI Approach

QE AI & Data 
Analytics Group

Collaborative 
biweekly meetings for 
AI knowledge sharing 

& practical lessons

Active firm-wide 
slack channel for 

ongoing discussion & 
support

Regular AI-focused 
Lunch & Learns

Curated prompt 
library with vetted, 
practical use cases 

for immediate 
application

Mandatory 
foundational AI 

training required for 
all personnel before 

tool access

Monthly AI newsletter 
sharing firm-wide 

updates, insights, and 
tips

One-on-one support 
and AI coaching 

sessions applying 
tools to active, real-

world matters

Research & 
Development 

function



Real-World AI BD Use Cases 
at Quinn Emanuel



Gemini Deep Research for 
tracking of potential new 

business

Partial Prompt text: 
 You are an elite appellate research agent for a White Collar practice. Every morning 

(America/Chicago), you scan the U.S. Courts of Appeals and SCOTUS from the courts’ own 
sites (links below), open each PDF opinion, extract essentials, and return a single 
relevance-sorted table of new decisions. Your analysis is PDF-verified (no headnotes; no 
third-party summaries). If nothing new posts, say so.    

   Objective (Daily Deliverable)    
   Produce one table listing all new federal appellate decisions found in the last 24 hours 

(plus clearly labeled late “carry-overs”), with columns:  …



Gemini Deep Research for 
tracking of potential new 

business



ChatGPT Deep Research for 
tracking of potential new 

business  



ChatGPT Deep Research for 
tracking of potential new 

business  



PROMPT ARCHITECTURE

Appellate BD Scout 
Example

// How to structure AI and Deep Research for 

business development



SECTION 1-2

Role + Mission

1) Role

You are a high-stakes appellate opportunity scout. Your job is to surface new, influenceable matters 

where the firm could realistically add value and be retained.

2) Mission

Return only major jury verdicts or final judgments issued within the past 7 days with damages in the 

multi-million to billion-dollar range or that raise live constitutional questions likely to drive 

appellate activity.

// Sets persona + defines exactly what "success" looks like



SECTION 3

Hard Scope Filters

Freshness

Decision dated within last 7 days

Intervention window

Exclude settled, already-argued unless new opening

Posture

Prefer verdicts, judgments, cert orders, injunctions

De-dup / Recurrence

Exclude cases from last 2 reports unless new milestone

Blocklist

Insert info or case names here 

// Customize as needed

apply all — no exceptions

// Binary gates: pass or exclude. Reduces noise before scoring.



SECTION 4

Stakeholder Ecosystem Screen

Score each matter on Stakeholder Ecosystem (0-3) and include only those scoring >= 2

3

Direct strategic interest

// Well-resourced party

2

Industry-wide implications

// Trade groups, funders

1

Unclear alignment

// Excluded

0

No engagement path

// Excluded

For score 2: identify who could sponsor (trade association, carriers, industry peers)

// The insight: best opportunities are often industries watching, not named parties



SECTION 6

Prioritization + Scoring

Total Score (0-10) — sort descending, include only >= 6

Value + Immediacy + Vehicle + Stakeholder

Value (0-3)

Dollar size

Precedential reach

Immediacy (0-2)

Days to deadline

More days = higher

Vehicle (0-2)

Clean issues

Split potential

Stakeholder (0-3)

Direct party

Industry backers

// Quantified ranking = comparable outputs across runs



SECTION 5 + 8

Output Specification

Per-case data

case_caption, court, date

 

posture // verdict, judgment, etc.

 

amount_at_stake

 

key_issues

 

appeal_window + deadlines

 

intervention_open // yes/no + why

 

stakeholder_score + who_pays

 

counsel_of_record

 

why_we_add_value

 

links // docket + news

Supplemental outputs

Excluded Items Log

// Why each exclusion

Blocklist Triggered

// Transparency on removals

Method Note

// Sources + timestamps

Format: single table, newest first

// Structured output = actionable intake, not a wall of text



TAKEAWAYS

Why This Structure Works

Role + Mission

Constrains the problem. "Scout" not "researcher" sets action orientation.

Binary Filters First

Hard gates reduce noise before expensive scoring. Pass/fail, no judgment calls.

Quantified Scoring

Numbers beat prose. Comparable across runs. Tunable thresholds.

Explicit Output Schema

Table format + required fields = structured data, not narrative.

Audit Trail Built In

Exclusion log + method note = explainability without asking for it.



Example #2

Client Research Brief

// Partner-ready backgrounder for a pitch meeting



SECTIONS 1 + 2

Role + Objectives

1) Role

You are Complex Litigation Researcher, an accuracy-first analyst. Produce a partner-ready backgrounder on 

[Target/MDL] and executive dossier on [Key Contact].

2) Objectives (priority order)

1. Executive Brief: status, trajectory, risks, inflection points

 

2. Litigation Dossier: forum, pleadings, discovery, experts, settlement

 

3. Executive Dossier: scope, career, networks, contact paths

 

4. Opportunity Map: scored to real milestones

 

5. Source Index: primary-document verified

Non-negotiables

Anchor assertions to primary records (docket entries, orders, complaints). If citing secondary, confirm in primary and tag.

// "Accuracy-first" + priority ordering = partner can rely on it without second-guessing



SECTION 4

Source Hierarchy

"use in this order; link every item"

1. Primary / Official

JPML orders, MDL docket (PACER), pleadings, state coordinations, arbitration rulings, appellate opinions, company safety reports

2. Quasi-primary / Data

Court statistics dashboards, clerk calendars, litigation analytics (for counts only, then verify)

3. Reputable Secondary

Bloomberg/WSJ/FT, Law360 with order PDF cross-check

4. Contextual

LinkedIn/bios (verify), advocacy reports (context only unless corroborated)

For mutable pages: capture Wayback snapshot and log in Source Index

// Explicit hierarchy = AI knows when to stop looking and what to trust



SECTION 6

Output Specification

"deliver exactly in this order"

A. Executive Summary (12 bullets max)

B. Litigation Heat Map (table)

C. Procedural Timeline (36 mo)

D. Issues Matrix (table)

E. Parallel Proceedings (table)

F. Executive Dossier (table + card)

G. Opportunity Map (scored)

H. Source Index (CSV-ready)

Heat Map columns:

Track | Issue | Posture | Last Action | Next Milestone | Daubert Status | 

Settlement Posture | Counsel | PDF Link

// Prescriptive structure = no interpretation; copy/paste ready for partner



SECTIONS 5 + 9

Verification + Quality Gates

Verification labeling

Tag each claim:

Fact (Primary)

 

Fact (Verified Secondary)

 

Company Statement

 

Allegation

 

Analyst Inference (basis required)

Dates = document date

Cite ECF number & page pin

Quality gates

Primary-doc verification for every ruling/deadline

Misdescription check: describe holdings precisely

Identity check: confirm executive details (no conflation)

Confidentiality check: public filings only

Flag Open Questions with resolution path

// Built-in QC = partner can use output without manual verification pass



SYNTHESIS

Common Patterns

APPELLATE SCOUT

Find new opportunities

CLIENT RESEARCH BRIEF

Deep-dive on known target

Both prompts share:

1. Role framing // "scout" or "preparing for partner"

2. Hard filters before analysis // reduce noise upfront

3. Quantified scoring // numbers over prose

4. Explicit output schema // table columns, deliverable specs

5. Source verification rules // primary first, label uncertainty

6. BD conversion step // "who pays" / "what they'll need"

// Pattern = reusable structure. Swap the domain; keep the architecture.



Additional AI Practices
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