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1. Critically assess the first half-year 
a. What have we learned?

b. What must we do differently?

c. Areas to assess

i. Time management
ii. Productivity and billability
iii. Process improvement

iv. Financial data (revenue, P&L, AR, expense management)
v. Standards of excellence

vi. Management team

vii. Staffing

viii. Services

ix. Marketing and business development

2. Revise your strategic plan as necessary (or develop one)
a. Commit to strategic business planning to guide your firm consistent with your vision 
b. Review your operating budget, financial goals and stretch goals – what changes do you need to make?
c. Are your investment priorities still viable? 
d. Analyze the competitive landscape and what your clients are saying – where are the opportunities?
e. Identify staffing/resource needs and changes
3. Change your mentality 

a. Start thinking like a salesperson not a marketer

i. BizDev is a sales function; marketing primes the environment
b. Consider a “bucket” strategy

c. Assign a senior staffer to “own” the process 
d. But … don’t forget to keep priming!
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4. View your major clients as new business opportunities

a. Conduct formal account reviews with all key clients 
i. Pinpoint client vulnerabilities

ii. Identify growth opportunities 
iii. Assess relationships and develop new strategies
iv. Create retention plans
b. Ask your clients to evaluate your performance 

i. Consider formal agency stewardship process
5. Keep your stars motivated

a. Over communicate 

b. Be transparent – share the financials 

c. Listen and learn 

d. Understand your vulnerability 
e. Commit to an investment in talent  -- look for the next star
6. Revisit your vision 
a. Are you moving towards your vision? 
i. Do you have a clear and compelling vision of the firm you want to become?
b. Identify the strategies to achieve the vision

c. Understand the barriers and challenges

d. Commit to removing the barriers 
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