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The World continues to be an 
uncertain economic environment



Overview

• The central economic case has shifted to the upside since mid 2016.

• This reflects the better than expected performance of the economy in the months since the Brexit 
referendum and the upward shift in consensus expectations for growth, particularly in 2017.

• Brexit implications and triggering of  Article 50 will cause continued uncertainty.

• Markets expect a UK Base Rate of 1.25% in five years time. 

• But the improving yield curve in recent months does not signal the beginning of the end of the 
lower for longer environment. 

• The economic rationale for a prolonged low rate environment has not changed. 

• Inflation, Unemployment levels and Exchange Rates will be a continued focus to measure the 
prosperity of UK plc.



A favourable move in the yield curve
• Sterling’s fall in H2/2016 prompted a shifting of inflation and rate 

expectations. 

• The ‘Trump trade’ (the prospect of a reflationary fiscal stimulus) has given 
renewed impetus to those dynamics, bringing in interest rate 
expectations.

• Back in October 2016, UK Base Rate was expected to reach 0.75% by 
end 2022. It’s now expected to reach 1.25%. Similarly five year swaps 
have moved higher.  

• The changing political landscape has prompted some fairly significant 
shifts in the yield curve in recent months. 

• Heightened political uncertainty regarding Brexit is not going away. The 
yield curve could be shifting around substantially in the coming months 
and quarters. 
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Add title herePost referendum resilience reflected in a 
higher near-term GDP forecast

2017 2018 2019
‘New’ Central Case 1.1 1.4 1.6
Current Consensus 1.1 1.5 1.8
‘Old’ Central Case 0.5 1.0 0.7
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New Central Case

• The consensus forecast has moved to what was previously described as the 
‘upside’. 

• This reflects the better than expected performance of the UK economy in 
H2/2016.

• Consumer spending, the labour market and business investment have all 
performed better than expected. In response the Bank of England, and the 
consensus more generally, have raised their forecast for the performance of 
the UK economy over the coming year. 

• It’s worth noting the spread of views amongst the consensus remains wide –
uncertainty over the outlook remains elevated.    



Solid labour markets conditions, but 
higher inflation
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• The UK labour market has continued to display its impressive ability to 
generate job growth in the months since the Brexit referendum. 

• So the new central case sees a very modest rise in unemployment over 
the coming year, reaching only 5.2% (previously 5.7%). The current rate is 
4.8%. 

• Inflation expectations have seen a more material shift compared to other 
variables. 

• The fall in sterling has prompted a recalibrating of inflation expectations as 
higher import costs feed into higher consumer prices. 

• Inflation is expected to reach just shy of 3% in the central case but stay 
elevated for a more prolonged period compared to the previous central 
scenario as the effect of higher import costs fully filter through.   
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Higher house price growth and mortgage 
lending • The slowdown in house price growth is now expected to be 

more modest than under the previous central scenario, falling 
to just under 3%y/y in 2017 from around 7% in 2016. 

• Mortgage approvals are expected to continue gradually 
improving over the forecast period. They are forecast to 
average close to 70k per month to Q2 2017 – in a similar 
ballpark to the Bank of England’s forecast of 65k per month. 
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Stronger M4 lending / update to FX forecasts
• A more robust pace of economic growth, including stronger 

business investment and a healthier labour market means a 
stronger pace of commercial lending. 

• Exchange rate volatility a significant prospect.

• Inflationary impacts need to be considered.
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Lower for longer wasn’t just for Christmas
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• The ‘improved’ outlook for interest rates could give the impression 
that the lower for longer threat will soon be left in the rear view mirror. 

• This is far from the case. The likelihood of lower for longer has not 
receded due to an expected spike in inflation inspired by a fall in 
sterling. 

• It is based on deep, structural features of the UK and global 
economies that in many cases have been in train for decades. 

• First, the trend rate of growth in developed economies has steadily 
fallen in recent decades. There are numerous reasons including less 
favourable demographics (lower birth rate, retiring baby-boomers). 

• This partly explains the imbalance in the global economy – an 
increasing propensity to save and a decreasing propensity to invest. 
This excessive saving acts as a drag on demand, reducing growth 
and inflation and in turn pulling down on interest rates – the 
‘equilibrium’ rate of interest is moving lower. 



Less investment and it’s getting cheaper
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• One of the factors keeping investment levels low (the flipside of higher 
saving) and thus lowering ‘equilibrium’ interest rates is how technological 
change is altering the nature of economic activity.  

• In the past companies may have required significant levels of upfront 
capital investment. 

• Today many of the leading companies, particularly in the technology sector, 
don’t need large levels of upfront and ongoing investment. Consider the 
large cash piles at Google and Apple and their struggles with what to do 
with it.    

• Similarly, Facebook has a market capitalisation of over $340bn with an 
employee headcount of around 12,000. By contrast General Electric has a 
market cap of around $280bn and 300k+ employees. 

• In addition to less need for big capital outlays, the chart shows that the 
price of much of that capital equipment has been falling, just like the prices 
of consumer durable goods have been declining. 

• This is the benefits side of the globalisation ledger.  The integration of 
China into the global economic system (including its accession to the 
WTO) has been a driver for lower prices. So investment goods are getting                                                     
cheaper and less capital outlay is required.
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Low rates encourages leverage. That debt 
needs to be managed….with low rates

• The structural decline in interest rates has gone hand in hand with an 
increasing debt burden. 

• Collectively, household, corporate and government debt is down 
modestly since the crisis. But generally speaking economy-wide 
deleveraging is very hard to do. Managing that debt load necessitates 
low, and perhaps ever lower, rates. 

• And UK household debt to GDP is on the rise again. There remains a 
reliance on debt to fuel growth. 

• Changes to income distribution are also credited with playing a role. A 
greater share of the fruits of economic growth have accrued to those at 
the top of the income distribution where the propensity to save is higher, 
again pushing down on rates.   

• Similarly, US corporate profits as a share of GDP are historically 
elevated. This higher capital income share serves to increase the level of 
savings (see previous slide on less demand for investment) and lower 
interest rates.  



Summary

• Economic Uncertainty Continues

• Real Brexit Impact Still Unknown

• Lower for Longer ………………How Long?!

• Legal Profession Actions/Reactions

• 2017 a Challenging Year
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Do you embrace or deny 
IT in your firm?

RBS LEGAL CONFERENCE

Aaron Naisbitt



Analyse Your 
Current Position

• Does your IT strategy fulfil your 
business strategy?

• Honest & independent assessment

• Is your IT a cost or profit centre



Opportunities

• GDPR / Compliance

• Automated Protection

• Education

Threats

System & Data Security

• Data

• Email

• Users



Opportunities

• Enhanced availability

• Data protection

• Performance

Threats

Centralise your IT infrastructure

• Single points of failure

• Unidentified security risks

• Time consuming management



Opportunities

• Fast recovery

• Risk mitigation

• Client engagement & PII

Threats

Implement a proven disaster recovery plan

• Lost revenue

• System downtime

• Reputational damage



Opportunities

• Focus on adding value

• Maximise your investments

• Marginal gains

Threats

Turn your IT department into a profit centre

• User dissatisfaction

• Out of date technology

• Time-consuming daily tasks



Opportunities

• Start transitioning to the new world order

• Make your in-house IT more strategic

• Future proof your business & stay 
competitive

Threats

Align your IT roadmap to your business goals

• Flexibility

• “Over” or “Under”- spending

• The competitive edge



Legal Landscape’s Research Report: 2017 Legal IT Trends

Blog Post from Legal Week: Legal tech priorities for 2017

Blog Post from Converge TS: Guidance for law firms reviewing email and cybercrime security

Law Society’s Resource Library: Cybersecurity and scam prevention

Video Roundtable from PWC: Cyber security issues facing law firms

Blog Post from Converge TS: Business continuity and disaster recovery tips

For further information please contact:

Natalie Fayle, Marketing Manager

Natalie.Fayle@cts.co.uk

ww.cts.co.uk    0345 872 4400

Further Resources

http://www.legalsupportnetwork.co.uk/technology/resources/briefing-december-2016-legal-it-landscapes-2017
http://www.legalweek.com/sites/legalweek/2017/02/03/legal-tech-priorities-the-three-things-law-firms-need-to-do-to-reap-the-benefits-of-technology-in-2017/
http://cts.co.uk/guidance-law-firms-reviewing-email-cybercrime-security/
http://www.lawsociety.org.uk/support-services/practice-management/cybersecurity-and-scam-prevention/
http://www.pwc.co.uk/industries/business-services/law-firms/insights/cyber-security-issues-facing-law-firms.html
http://cts.co.uk/preparing-firm-disaster-recommendations-technical-director/


THREE CHEAP, EFFECTIVE 
AND EASY MARKETING 

TECHNIQUES 
THAT (PROBABLY) NO-ONE IS TALKING ABOUT TO YOU



1.    LIFE STAGES

SEGMENTATION VIA LIFE STAGE RATHER THAN INDUSTRY ETC (BUSINESSES 
HAVE LIFE STAGES TOO)

• HIGHLY PREDICTABLE SO YOU CAN BE PROACTIVE

• SOME ASPECTS (DOMICILIARY ISSUES, RELATIONSHIP BREAK-UP, 
EMPLOYMENT ETC SPAN ALL)

• HOT MEDIUM FOR ALL – RELATIONSHIP MAINTENANCE = INFLUENCERS



YOUNG PEOPLE

• ENTREPRENEURIAL

• FORMING LASTING RELATIONSHIPS (OR NOT!)

• PROPERTY – COHABITATION, TENANCY FIRST PURCHASE

• DEBT – FAMILY AND EXTERNAL

• WEALTH (SOMETIMES)

• EMPLOYMENT

• HOT MEDIUM – SOCIAL MEDIA – NB MAXIMUM LIFETIME CLIENT VALUE



THEIR PARENTS
• BUSINESS OWNERS AND MANAGERS

• EMPLOYMENT

• AGED PARENTS

• TAXATION AND PASSING ON ESTATE

• CHILDREN ISSUES

• WEALTH CREATION AND MANAGEMENT

• PROPERTY OWNERSHIP

• RELATIONSHIP BREAK UP

• HOT MEDIUM – E-NEWSLETTERS AND NEWSLETTERS

• AND LINKEDIN!!!!!!!!



ELDERLY
• CARE FUNDING

• PROTECTING AND PASSING ON ASSETS

• MENTAL HEALTH

• HOT MEDIUM – PRINT, VERY SPECIFIC SITES

(AND ENEWSLETTERS)

NB THIS CONSTITUENCY IS ‘TIME RICH’ NOT ‘TIME POOR’



2. TARGETED NETWORKING

• WHY TARGETING?

• WHAT GOOGLE SAY (AND YOUR CLIENT BANK PROVES)

• WHO TO NETWORK THROUGH? INFLUENCERS

• LIKE – SCHOOLS, ESTATE AGENTS, ACCOUNTANTS, INSURERS, FINANCIAL 
SERVICES PEOPLE. MEMBERS’ ORGANISATIONS, CHAMBER OF TRADE, 
CHARITIES…ANY GOOD BRAND!

• HOT MEDIUM – LINKEDIN AND FACE TO FACE, ALSO FACEBOOK (?) 



TARGETED NETWORKING

• LET’S DO THE MATHS!!!!!!!!! – NETWORKING
• ACTIVE FILES

• AVERAGE CASE LENGTH

• LIVE RELATIONSHIPS IN (SAY) 3 YEARS 

• DUNBAR’S NUMBER (150)

• REMOVE DUPLICATION 

• AVERAGE DEMAND (1 IN 7 PA)

• POTENTIAL REFERRALS



3. CONTENT SHARING AND CO-BRANDING

WHO WITH?
• WHAT GOOGLE SAY
• INFLUENCERS (FIRMS, CHAMBER, CHARITIES, 

SCHOOLS….)
• BRANDS SIMILAR TO OR ENHANCING YOURS
• SOCIAL MEDIA ALSO AN ASSET HERE

WHY?
• BRAND INFLUENCE - BRANDS ALLOW YOU TO ‘REDUCE THE PRIMACY OF 

PRICE…AND ACCENTUATE THE BASES OF DIFFERENTIATION’ (AAKER 1991)

• INCREDIBLY LOW COST /HIGH ROI OVER TIME 

YOU ALREADY DO THIS – YOU CALL IT SPONSORSHIP…BUT THE WEB IS MUCH BETTER,
FASTER, CHEAPER! 



LETS DO MORE MATHS!

EXAMPLE BASED ON YOUR ACCOUNTANTS 

1. HOW MANY PARTNERS?

2. CLIENTS EXCLUDING OVERLAP?

3. SITE VISITS?

4. HOW MANY SEE COBRANDING?

5. HOW MANY CLICK?

6. HOW MANY CLICKS LEAD TO ENQUIRIES?

7. HOW MANY ARE CONVERTED?

8. AVERAGE PROFIT PER NEW CASE?

9. ROI ? (WELL, HOW MUCH DID LUNCH COST)

10. CONTINUING RUNNING COST ≡ ZERO (FUTURE ROI IS INFINITE)



SUMMING UP

OTHER THAN TARGET DEFINITION, ALL THE REST OF 
THIS CAN BE (HEAVILY) AUTOMATED…

WITH THE RIGHT (DIFFERENTIATED!!!!!) STRATEGY AND 
AUTOMATION, YOU CAN, OVER THE MEDIUM TERM, 
RADICALLY REDUCE THE COST AND INCREASE THE 
RETURN ON INVESTMENT OF YOUR WEB-BASED 
MARKETING AND FREE UP THE TIME OF YOUR 
MARKETERS ETC. TO DO MORE VALUABLE THINGS.



QUICK PLAN

1. GET GOOGLE+ REVIEWS AND BE ON GOOGLE MAPS – THEN DITCH SEO SPEND

2. LI - GET DUX SOUP, ADD SOCIAL LEAD MACHINE AND LINMAIL

3. OUTSOURCE CONTENT COST

4. BUILD NETWORKS AND SHARE CONTENT (AUTOMATE PROCESS)

5. BUILD AND SEGMENT CLIENT DATABASE – MONTHLY EMAILS (EG CAMPAIGN 
MONITOR – SHOW SOME CLASS!)

6. ORDER NEW MERCEDES



JOE REEVY
01392 423607

JOE@WORDS4BUSINESS.COM

mailto:joe@words4business.com
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Andrew Guy

I am:
• An Executive Search consultant with 25 years of experience 

in recruiting into leadership and management positions

• An engineer (by training)

• An ex-infantry officer

• Irreverent (“Why?”)

• NOT a lawyer!



Friisberg & Partners International

20 Countries

26 Offices

16 Partners

150+ Executive Search Professionals

Executive Search & HR Advisory



UK firm of Friisberg & Partners International (NB rebranding 
coming soon!)

Established in January 2000

Formerly Executive Search & HR Consulting Practice of Deloitte in 
the UK

Clients:

• Professional Partnerships (Legal, Accounting, Consulting, 
Property)

• Private Enterprises (OMBs, Family & EO, VC & PE Backed)

• Not for Profit



Clients

Private
Enterprise

Professions

Not for
Profit

Accounting

Property

Legal

Consulting



Insight Reflection Challenge



Big Issues for Leaders in Legal

“In my experience…”

• Value & Reward

• Approach to Market(s)

• Non-lawyers / “The Hired Hands”

• Hard people with whom to do business

• Recruitment



Value

Insight

Business Models: Timesheets   v   Fixed Fees   v   No Win No Fee   v   “Other”

Reflection

It really doesn’t matter which model you adopt, any or all.

Challenge

Management  Metrics  Systems  Efficiency  Margin!



Reward

Insight

Partner reward = salary (or drawings) + profit share

Reflection

Shareholders in many businesses do not run that business, but are just 
investors in it

Conflicting interests of management and ownership collides in 
partnerships

Challenge

Why focus on PEP when it does not drive good management behaviours?



Earnings

Experience

Fees

Personal

Income
Elected MP

£

Time



Approach to Market(s)
Insight

Not really big news… but:
Your markets have been disrupted (law is not alone)

Reflection
The competition is no longer other law firms

Challenge
Why treat a customer buying a standard product or a service
… the same as …
a client that trusts you and values expert advice and guidance?

(cp & cf accountants!)



Non-Lawyers / “The Hired Hands”

Insight
CEOs / COOs / CFOs / BDDs / HRDs / ITDs / …
May not be “fee-earners”
Nor are they “fee-burners”

Reflection
Reward for professional leadership (including MPs) should be “value” 
based.

Challenge
Should a non-lawyer be the highest paid person in your firm?
If not, why not?



Hard people with whom to do business



Recruitment
Insight

M&A v New Markets v Hiring

Reflection
M&A not as easy as it sounds! (“Our London Office” problem)
New Markets = M&A and/or Hiring 

Challenge
Why hire only from what is available on the market?
Why not define carefully what the value is in your firm?
Then find and hire the professionals you need to maximise that value?



Pros
Investment (time & money)

Risk of mis-hire
Apparent weakness

Disruption
Demotivated staff

Hire’n’fire reputation

Low cost
Known knowns
Advancement
Planned 
succession
Loyalty

Limited choice
Stasis

Buggin’s turn
Inward focus
Complacent

Ex
te

rn
al

In
te

rn
al

Cons
Fresh blood
New ideas
Diversity
Renewal
Re-invention
Diversification



Agency



Specialist



Don’t Panic!

“…no one was really poor, 
at least no one 

worth speaking of.”



Search
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