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Why do people in law firms default to sitting and 
working in their comfy silos? 

Part of the problem can be that staff don’t truly 
understand the work of their colleagues in other 
departments. You can build plenty of bridges – but if 
people don’t speak the same language (or have access 
to a reliable translator) it’s hard to get effective cross-
department communication off the ground.

Take the business development and marketing 
teams who work on pitch and proposal responses. “The 
people putting pitch and tender documents together 
can really be quite tech-savvy in a general sense – but 
too often they don’t have the attention of those working 
in the legal IT department,” says Enable founder Liam 
Flanagan. It’s impossible to escape the fact they haven’t 
the same level of technology expertise − but BD 
teams are constantly producing complex documents, 
with increased pressure to do so more efficiently and 
successfully to maintain or boost the firm’s revenue. Bid 
success ratio is the key objective, he says.

“Marketers know how to move and manipulate 
images for effect, but they don’t always have tools, or 
an enterprise-wide system, to help them do this very 
efficiently,” says Flanagan. They need IT to support 
them in this mission, with greater standardisation of 
document creation where appropriate.

A very common problem is moving branding and 
other visuals around in Word documents. If documents 
are redrafted in Word using what is known as a 
wizard-based system, designs can lose key formatting 
or potentially corrupt entirely. It takes both time and 

knowledge to patch them back up.
Enable’s new pitch creation product, PitchPerfect, 

is designed to iron out this obstacle – and not just for 
marketing professionals; for anyone to work on a pitch. 
Content is pulled into a code- free environment where 
people are empowered to collaborate quickly.

“A key challenge is that as soon as content’s pushed 
into Word – from a wizard system, for example – you’re 
limiting the people with the IT skills to work with the 
document effectively,” says Flanagan. 

“We believe that fee earners, and also secretaries, 
ought to be able to edit content without turning to 
support from BD or IT helpdesks at every turn. If it’s a 
low-value pitch of a page or two, firms should knock it 
out in no time. It’s what we call self-service. No support 
is needed to put a team sheet or full biography together 
– and a partner can adjust it quickly.”

Time to kill

In this environment, some 70% of a typical document’s 
content can be selected using questionnaire 
functionality – saving time and peace of mind at a time 
when pitch teams are also under much greater pressure.

“The long-term relationship model is dissolving,” 
says Flanagan. “Business can’t be done on a handshake 
anymore. Everything’s much more competitive. Legal 
departments, especially in government and large 
corporates, must get clear value for money – and be 
seen to give everyone a fair chance. If there’s something 

Business development and IT in legal and professional services 
need to work together to make the pitch document creation 
process more productive, says Enable’s Liam Flanagan
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really wrong with your document it will set you back.
“The new start-up firms will have better tools that 

mean they don’t need to worry about a glitch spoiling 
days of hard work the night before.”

By automating, the marketing team is freed to 
apply more focus in the critical week or two prior to a 
deadline to focus on the winning content and strategy 
– and not leave everything to the final few days, he says. 
Charles Russell Speechlys, TLT and Olswang were the 
first three top 100 UK firms to implement – and were 
recently joined by Ashfords and the first AM Law 100 
firm Baker Botts. “There’s also more to come from 
Enable,” says Flanagan, “including SharePerfect, already 
used by Charles Russell Speechlys and with potential to 
revolutionise use of SharePoint in professional services.

Although firms are looking to collaborate more 
seamlessly, PitchPerfect can, of course, enforce access 
restriction. “Some firms will close things down so 
business development has to manage everything – 
others can only feedback comments,” says Flanagan. 
As an enterprise solution, it also complements the 

firm’s existing CRM system. It can share data across the 
firm – something a more holistic approach to strategy 
increasingly demands.

There’s also the ability to track and analyse pitch 
activity across the firm – providing senior management 
with data on win rates by region, practice, or even 
individual lawyer. “A bid manager is normally appointed 
to oversee a bid. They classify that document and 
create a profile screen with its value and other details, 
including bid type and lead partner,” says Flanagan.

Dashboard visualisation of this data is then in line 
with the latest trends in intelligence analytics. Key 
business lessons can be learned, or resources realigned, 
to make future pitching that much more perfect.

Find out more about
Enable 
www.enableplc.com
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