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The NOW That’s what I call a BD update! 

Please treat all the sections below as confidential and do not share outside the firm. If you would like more information, contact the relevant fee-earner. All of the information should already be, or will be finding its way into the CRM shortly at the responsibility of the relevant FE. 

PLEASE NOTE: the BD newsletter will now run bi-weekly.


1. Any new work from existing client 


1. Any new client work
ISG  
1. We have been approached via Tony Stephens at Stephens and Associates to conduct due diligence on a small trade mark portfolio that is being bought out of administration – that mark is PETER PILOTTO who some may recognise as the name of the person who designed Princess Eugenie wedding dress.

1. We have been approached by a small but rapidly growing home delivery service to assess their IP. This was a referral from another recent new client, Silver Cross.

1. We have been asked to help British Nutrition Foundation with a rebrand – this was a referral from an ABF lawyer. 

ARB
1. New UK based client Cryogenix Ltd have instructed use in respect of drafting a patent application for their new cooling equipment for medical treatments.  They were recommended to us.

1. Any BD initiatives/conversations you want to share with your colleagues
ISG
1.  Geoff and I spoke with AWA about taking on some of their new UK cloned rights following the end of the transition period and we are working on a proposal for them.

1. Building on Geoff/Marianne/Lawrence’s work in getting some patent work from Estee Lauder, I have approached them asking for trade mark work based partly on our Legal 500 ranking.

ARB/GDH/AWH 
1. We have signed up to use an online research platform which may help us identify start-ups in need of IP service providers. We will be putting together a project group to make the most of our subscription to the platform over the next 12 months.  

1. Any referral to highlight
	

1. “The most interesting or unusual question I was asked this week”


1. Anything else you want to share with colleagues

Marketing & BD team:

1. Chambers Submission deadline – Nov/ Dec 2020 – Please begin to add your thoughts on possible highlights into the spreadsheets attached. 

1. CRM: 
Items added to the CRM in the last 4 weeks: 5 items
All BD calls/conversations/emails/ LinkedIn convos should be captured in the CRM so that we can track our leads. My email with hints and tips for using the CRM (including using the Secretarial Task button for CRM) is attached. 

1. Content for the website: 
Items in Editorial Schedule (upcoming): 0 items upcoming
November - 0
We should be aiming to post a minimum of 2 articles per month. I will be creating a new physical editorial schedule for everyone to access and ‘book’ a slot* for upcoming articles so that we can ensure regular content. *This is not to discourage other adhoc / last minute articles such as legal updates / hot topics etc!
Content allows us to be found on Google (by generating organic SEO) by clients, potential clients, future employees, whether it is hosted on our website or LinkedIn or Twitter or Lexology. It is content that differentiates us from other firms and makes people pick up the phone. It is content that shows “I know what I am talking about and that’s why you should work with me”. . Please do not underestimate the power of an article (however short it might be) to pick up new work! If you have anything in pipeline, or would like some ideas please let me know.
[image: seo content marketing]


1. Capacity:  Please bearwith me as you will be aware that I am now working on my own. If you do need anything please drop me an email and I will get back to you as soon as possible. I keep my calendar up to date and you can find me online usually from 8am. If you have a quick question that would be better served over a quick chat, feel free to video-call on Teams or call me on my mobile / direct line (ext 838) 


Many thanks, 
Alex 

	Alexandra Hughes
Marketing / Business Services Executive 

	T: 07748857114
E:  awh@aathornton.com 
	[image: Linkedin][image: Twitter]
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	AA Thornton  15 Old Bailey, London, EC4M 7EF  
T: +44 (0) 20 7405 4044    F: +44 (0) 20 7405 3580    W:  aathornton.com

	Please note the change in our address to 15 Old Bailey, EC4M 7EF. COVID-19 - At AA Thornton we are able to continue to provide an uninterrupted, high-quality service to our clients. Please click here for our latest update.
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The NOW That’s what I call a BD update! 


 


Please treat all the sections below as confidential and do not share outside the firm. If you would like more information, contact the relevant fee-earner. All of the information should already be, or will be finding its way into the CRM shortly at the responsibility of the relevant FE. 


 


PLEASE NOTE: the BD newsletter will now run bi-weekly.


 


 


1.   Any new work from existing client 


 


 


2.   Any new client work


ISG  


-       We have been approached via Tony Stephens at Stephens and Associates to conduct due diligence on a small trade mark portfolio that is being bought out of administration – that mark is PETER PILOTTO who some may recognise as the name of the person who designed Princess Eugenie wedding dress.


 


-       We have been approached by a small but rapidly growing home delivery service to assess their IP. This was a referral from another recent new client, Silver Cross.


 


-       We have been asked to help British Nutrition Foundation with a rebrand – this was a referral from an ABF lawyer. 


 


ARB


-       New UK based client Cryogenix Ltd have instructed use in respect of drafting a patent application for their new cooling equipment for medical treatments.  They were recommended to us.


 


3.   Any BD initiatives/conversations you want to share with your colleagues


ISG


-        Geoff and I spoke with AWA about taking on some of their new UK cloned rights following the end of the transition period and we are working on a proposal for them.


 


-       Building on Geoff/Marianne/Lawrence’s work in getting some patent work from Estee Lauder, I have approached them asking for trade mark work based partly on our Legal 500 ranking.


 


ARB/GDH/AWH 


-       We have signed up to use an online research platform which may help us identify start-ups in need of IP service providers. We will be putting together a project group to make the most of our subscription to the platform over the next 12 months.  


 


4.   Any referral to highlight


            


 


5.   “The most interesting or unusual question I was asked this week”


 


 


6.   Anything else you want to share with colleagues


 


Marketing & BD team:


 


-       Chambers Submission deadline – Nov/ Dec 2020 – Please begin to add your thoughts on possible highlights into the spreadsheets attached. 


 


-       CRM: 


Items added to the CRM in the last 4 weeks: 5 items


All BD calls/conversations/emails/ LinkedIn convos should be captured in the CRM so that we can track our leads. My email with hints and tips for using the CRM (including using the Secretarial Task button for CRM) is attached. 


 


-       Content for the website: 


Items in Editorial Schedule (upcoming): 0 items upcoming


November - 0


We should be aiming to post a minimum of 2 articles per month. I will be creating a new physical editorial schedule for everyone to access and ‘book’ a slot* for upcoming articles so that we can ensure regular content. *This is not to discourage other adhoc / last minute articles such as legal updates / hot topics etc!


Content allows us to be found on Google (by generating organic SEO) by clients, potential clients, future employees, whether it is hosted on our website or LinkedIn or Twitter or Lexology. It is content that differentiates us from other firms and makes people pick up the phone. It is content that shows “I know what I am talking about and that’s why you should work with me”. J. Please do not underestimate the power of an article (however short it might be) to pick up new work! If you have anything in pipeline, or would like some ideas please let me know.
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-       Capacity:  Please bearwith me as you will be aware that I am now working on my own. If you do need anything please drop me an email and I will get back to you as soon as possible. I keep my calendar up to date and you can find me online usually from 8am. If you have a quick question that would be better served over a quick chat, feel free to video-call on Teams or call me on my mobile / direct line (ext 838) 


 


 


Many thanks, 


Alex 


 







  

  

    			

      Alexandra Hughes
Marketing / Business Services Executive 







  

    			

      T: 07748857114
E:  

      awh@aathornton.com 
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      Thornton  

      15 Old Bailey, London, EC4M 7EF  
T: +44 (0) 20 7405 4044    

      F: +44 (0) 20 7405 3580    

      W:  aathornton.com







  

    			

      Please note the change in 

      our address to 15 Old Bailey, EC4M 7EF. COVID-19 - At AA Thornton we 

      are able to continue to provide an uninterrupted, high-quality 

      service to our clients. Please click here for our latest 

      update.
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LITIGATION  2022 Spreadsheet - (Dec 2019 - to Dec 20).nrl
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Some reminders from Marketing on CRM/ Pitches and Marketing Resources


			From


			Alex W. Hughes


			To


			Earners Mail


			Cc


			Secretaries Mail


			Recipients


			EarnersMail@aathornton.com; secretaries@aathornton.com





Hi all, 


 


Just a few reminders for you from Marketing below:


 


CRM 


The How to Guide is available in the Marketing Resources sub folder ‘CRM’. 


 


Your log in details will be:


Username: your initals


Password: your initials + your telephone extension


 


Maintaining the system


It is important to maintain all of the data in the CRM so that it is correct, without duplication, and with as much accurate information as possible. 


 


Here are some tips to help maintain good clean data:


-       Following simple procedures  - like searching for all used names for a record with the wild card (%) for instance will help stop duplication. 


 


-       If you are updating a record with an activity and you notice that the company has moved from an opportunity to a client, please ‘edit’ the record and tick the ‘new or existing client’  box and fill in the blanks (e.g. client ID, main contacts etc etc).


 


-       Keep a track of records you create with missing information – i.e. if you haven’t got the Client ID / Group code from Inpro yet, make sure when you receive this information, you update the CRM record too.


 


-       If there is a follow-up required for a record, especially when creating a new opportunity, please then create a task within the CRM for this follow-up. Once you do this, it will add it to the assigned staff member’s CRM calendar and send them an alert to complete actions.


 


Setting a Secretarial Task – CRM


You will have seen some time ago that IT very kindly included a ‘Update CRM’ function within the Task button to help us streamline getting information into the CRM.  If you haven’t seen it, it looks a lot like this:


 


Create TM Sec Task or Create Pat Sec Task button:








 


 






 


 


 


Patent one looks like this: 


 


 


 


TM one looks like this:


 


 


 


 


 


 


Once selected you will see the following:


 


 


 


This automatically adds all the information you can see above and includes the email that you are on at the time you click the button. 


 


Please add as much information as you can. You can add additional information in the subject line and/or the body of the task, put your own initials in the Role box and put a deadline of when you would like it completed by. 


 


The deadlines work as per your department agreements.


 


Patents


Due Date - deadline secretary should aim to complete work by (this can be moved owing to the workloads)


50% deadline – this applies to Halliburton and HP, we have to complete work for them within certain timeframes (this won’t apply for CRM tasks) 


Deadline – if there is a drop dead deadline that cannot be moved and the work must be completed by


 


TMs


50% deadline – deadline secretary should aim to complete work by (this can be moved owing to the workloads). TM refer to this as a “soft deadline”


Deadline – if there is a drop dead deadline that cannot be moved and the work must be completed by. TM refer to this as a “hard deadline”


 


If you have any queries, please contact Natasha, Haleigh our Secretarial CRM Guru’s – or me!


 


 


Have a pitch to work on? 


We no longer keep a single generic pitch template document for a number of reasons. Instead we utilise the most recent pitch documents, which carry the most up to date introductory wording, cover and back pages and a format that supports our brand, to draft a bespoke new pitch. If you have been asked to provide a pitch /estimate of costs / tender / RFP [insert further alternative term here], please speak to Marketing who will identify the most recent and most relevant documents to work with.  Please ensure you notify marketing as quickly as possible from receiving the invitation, and clearly mark the task as a pitch in the subject line. 


 


 


 


What’s in Marketing Resources?


Marketing Resources is the DMS_Internal workspace that houses all of the public Marketing forms, templates and brochures / leaflets. Save this workspace to your favourites for quick access. 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


 


If you have any queries, do not hesitate to contact me!


 


Thanks, 


Alex 
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