Marketing Breakout Session Presentation 1: Russell Brown, Presenter

1) Arrange meetings when traveling

a. Meet partners

b. Introduction of services

2) External organization events

a. Meet/Cooperate/Attend

3) Communication of international affiliations/network

a. Community referrals

4) Seminars

5) Regional conferences

a. Seminar/Invite clients

6) Face-to-face relationships

7) Regional break-away at global conferences

8) Footnote to group photo of people/firms

9) Articles

a. Soft copy

b. Hard copy

10)  Touchpoint services

a. Specify/locate

b. Target firms/people

11) Mechanism for multi-country or location proposal preparation

a. Timely

b. Consistent format or info

Marketing Breakout Session Presentation 2: Simon Ward, Presenter

1) Use logo TAGLaw/TIAG

a. Co-branding

b. Issue re: confusion of logos

c. Need is to promote membership as opposed to TAGLaw/TIAG

2) Getting message about TAG more an issue in larger firms

a. Refer to TAGLaw/TIAG on websites/desktops

3) Promoting strengths to members

a. Must avoid spam

b. Participate in meetings/specialty groups

c. Learn more about our fellow members

i. Seminars – provide opportunities to meet other firms

4) Small case referral problem

a. Communicate costs issue up front

b. Avoid referrals to unknown firms

c. Agreed little risk of losing clients by referrals

Marketing Breakout Session Presentation 3: Edgardo Balois, Presenter

1) Getting the TAGLaw/TIAG message to the partners

a. Attendees to cascade to all the firm members the information from this conference

b. Appoint TAGLaw/TIAG contact persons/specialized practice areas

c. Monitor referral rate to justify TAGLaw/TIAG budget/membership/travel

2) Promoting firm’s strengths to other member firms without spamming

a. Attend TAGLaw/TIAG meetings/conventions

b. One attendee should be constant presence and second is alternate/rotating basis based on practice areas

c. Send short “alert” messages with link to website for full information

d. TAGLaw or TIAG at front of Subject of e-mails

3) Leveraging TAGLaw/TIAG membership

a. Put TAGLaw/TIAG on stationery

b. Support each other in the ranking of law firms/lawyers/accounting firms – preferably based on actual working experience or based on personal knowledge of the firm’s reputation

4) Marketing suggestions

a. Client visits

b. Word of mouth

c. Conducting seminars

d. Being speaker in symposia

e. TV spots/publications/media exposure in connection with cases or issues in the news

