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In addition to our consulting and coaching services, 

we have training programmes  to help law firms, legal

departments and  law professionals in three key areas:

• Advising with impact

• Building a high-performance team

• Developing a great client base.

Our training programmes are insightful, engaging 

and pragmatic. They are devised to keep our clients

ahead of the ever-changing legal landscape.

For more information, 

email us at training@frahanblonde.com 

or contact us on +32 (0)2 550 38 28. 

Overview
At FrahanBlondé, we help our clients 

in the legal sector address strategic challenges 
and improve performance.



Advising 
with impact

HOMO LEGALUS
Turning the legal team into a strategic business partner

THE GREAT ADVISOR
Bridging the gap from legal expert to trusted advisor

UPSIDE-DOWN LEGAL WRITING
Writing engaging documents that your clients 
will read through to the end

VISUAL POWER
Applying “A picture tells a thousand words” to slides 
and documents

3H PRESENTATIONS
Enhancing skills for outstanding presentations 
and speeches

CLOSING THE DEAL
Negotiation strategies and tricks in your legal practice

WHAT IF?
Improving legal advice with risk management 
models and tools 

Building a 
high-performance
team

JAZZ BAND LEADERSHIP
Turning strong individuals into team players 

CHAMELEON 3.0
Adapting your communication style for more impact
with colleagues and clients

TERMINATOR OR DELEGATOR?
Delegation skills to avoid the worst and get 
the best out of your team

ORCHESTRATING THE DEAL
Project management for complex transactions

THE MOST VALUABLE HOUR
Making the most out of the annual performance 
appraisal

Developing a 
great client base

R X R X C
The full picture of how business development 
really works

THE NETWORKING ALCHEMIST
Transforming targets into contacts 
and contacts into clients

THE S… WORD
Sales techniques for lawyers 

MEET THE FAMILY
Getting results with cross-selling

PITCHING WINNERS
Writing and presenting winning proposals 

YOU ARE TOO EXPENSIVE!
Communicating and negotiating fees
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Advising 
with impact



HOMO LEGALUS

Turning the legal team 
into a strategic business partner
Many legal departments agree that being perceived as a
true strategic partner by the business is a top priority, and
many attorneys experience the frustration of not being
recognised as a strategic business partner by their clients.
In this training, you will understand why becoming 
a strategic business partner is a vital challenge for legal
departments and law firms and how you can proceed to
achieve this objective. You will discover five key strategies
to achieve the status of true strategic partner and what 
it means in practice for your team and for yourself. 

THE GREAT ADVISOR 

Bridging the gap from legal expert 
to trusted advisor
Being a great advisor takes more than legal expertise.
This training will help you approach and manage the
advisory process as an ultimate professional. You will
examine the steps of the advisory process and learn
insights, models and tips for each step. You will sharpen
the interpersonal skills essential for state-of-the art
advising of clients and get personal feedback on your
performance.

UPSIDE-DOWN LEGAL WRITING

Writing engaging documents 
that your clients will read 
through to the end
Many clients complain that documents written by
lawyers are too long, not clear, not practical and not
sufficiently solution-oriented. That will not happen to
you after this training. You will learn how to produce
documents that are more engaging by making them
more to-the-point, clear, concise, practical and relevant
for decision-makers. 

VISUAL POWER

Applying 
“A picture tells a thousand words” 
to slides and documents
Adding visual information to a text is a powerful way to
convey complex information and to communicate in a
way that is familiar to clients. In this training, you will
learn how to translate legal advice into powerful visuals.
You will receive practical recommendations on how and
when to use lists and tables, timelines, process flow
charts, decision trees, matrices, etc. in your documents
and presentations. 

3H PRESENTATIONS

Enhancing skills for outstanding
presentations and speeches
Lawyers are supposed to be great speakers but, often,
presentations by lawyers are not very engaging. 
In this training, you will learn how to avoid the typical
flaws of lawyers’ speeches and improve your skills to
make genuine breakthrough presentations at seminars,
meetings and other speaking occasions. 

CLOSING THE DEAL

Negotiation strategies and tricks 
in your legal practice
In this training, you will learn key negotiation strategies
and when to use them. You will also learn how to recognise
and effectively use negotiation tactics and how to spot and
react to dirty tricks from the other side. You will receive
and exchange insights, “war stories” and tips on how these
strategies and tactics come into play in your practice. 

WHAT IF?

Improving legal advice with risk
management models and tools 
Legal risk management is a hot topic of increasing
importance, but many questions remain unanswered:
What is legal risk? What does it mean to “manage”
these risks? Are there tools and techniques to address
such risks and how do they add value to legal practice?
What is the link between legal risk management and
compliance and what is the lawyers’ role in this area? 
On all these questions and many others, this training will
provide food for thought and tools for action.
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Building a
high-performance

team



JAZZ BAND LEADERSHIP

Turning strong individuals 
into team players 
This training is designed for leaders of practice groups,
competence centres, legal departments or law firms.
Lawyers are known for their big egos and individualism;
these characteristics are part of what is needed to be
successful professionals. But, then, how do you combine
this with the increasing need to have integrated and
efficient teams? In this training, you will explore these
questions and increase your skills to build and lead a
team of professionals.

CHAMELEON 3.0

Adapting your communication
style for more impact 
with colleagues and clients
This training will enhance essential communication skills
for being effective and successful with colleagues and
clients. Based on an individual and collective assessment
of the participant’s cognitive profile, the training
highlights four main profiles and the requirements to
reach interpersonal effectiveness with each of them. 
The value of this profiling tool becomes obvious when
applied to practical situations in a lawyers’ life: pitching,
practice group meetings, delegating work, staffing, client
relationship management and many more.

ORCHESTRATING THE DEAL 

Project management 
for complex transactions
Managing complex transactions requires organisational
skills in addition to legal expertise. In this case study-
based training, you will go through the four stages of
project management and discover techniques to
properly manage them. You will learn how to steer the
various dimensions of complex transactions: project
teams, task definition and delegation, milestones and
deadlines, budgets, relations with the client and other
stakeholders.

TERMINATOR OR DELEGATOR?

Delegation skills to avoid 
the worst and get the best 
out of your team
Delegation is a win-win game or, at least, it should be.
Effective delegation allows senior lawyers to expand
their practice by delegating to junior colleagues, giving
them more exposure and responsibility, which is exactly
what motivates them. So, why is delegation poorly
executed in many firms? After an assessment of your
delegation performance, you will learn the seven habits
of highly effective delegators and the mistakes to avoid
that kill effective teamwork and client servicing. 

THE MOST VALUABLE HOUR

Making the most 
out of the annual performance
appraisal
The annual performance appraisal interview is an
important professional milestone in every lawyer’s life.
When properly conducted, it has the potential to
motivate, to build loyalty, to rectify problems and to
unleash superior performance. When neglected or
inefficiently managed, it does just the opposite. For
supervisors, this training will highlight the benefits of
properly conducted appraisal interviews and will provide
valuable techniques to make interviews successful and
productive. It will also provide participants with
feedback on their interviewing performance.
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Developing a 
great client base



R X R X C 

The full picture of how 
business development really works
You will get an insightful overview of business
development dynamics in today’s legal market. We will
show you how client expectations are changing and how if
affects business development. You will look at the full
spectrum of business development strategies and
understand how to choose the approach that best fits
your practice and profile. We will assess a broad range of
business development tools and techniques and the
practical implications of all the above for your firm, your
practice group and yourself.

THE NETWORKING ALCHEMIST 

Transforming targets into contacts
and contacts into clients
Efficient networkers are like alchemists: they transform
targets into contacts, contacts into leads and leads into
clients. We will review all the essential dimensions of
networking and highlight how networking can contribute
to tangible progress in business development. You will
learn how to engage actively and make the most of your
networks and the do’s and don’ts of networking. You will
also improve your social skills and learn how to deal with
the inevitable challenges of networking events.

THE S… WORD

Sales techniques 
for lawyers 
Although many lawyers are reluctant to use the word
“sales”, selling is part of every lawyer’s job. Effective
selling requires the combination of three A’s: attitude,
art and action. In this training, you will assess your
performance in these three dimensions and learn how to
improve in each of them. You will explore all the steps of
the selling process for legal services and sharpen your
interpersonal skills to succeed. Most importantly, you
will see why and how effective selling, when properly
done, is completely consistent with true professionalism.

MEET THE FAMILY

Getting results with cross-selling
How to unleash the cross-selling potential of your firm?
This training will help. By challenging common
perceptions about cross-selling, we will share
unconventional insights into what cross-selling is really
about and show the path of least resistance towards
successful cross-selling. We will identify the main
obstacles to overcome as well as the key drivers of
success. Finally, we will also trigger creative discussions
among the participants on how to improve cross-selling
in the firm.

PITCHING

Writing and presenting 
winning proposals 
With legal departments increasingly selecting law firms
through formal processes, sometimes in collaboration
with the purchasing department, responding to
requests for proposals and taking part in “beauty
contests” is becoming part of the game and winning
tenders is crucial. In this training, a tailored case study
will take you through all the stages of the selection
process. Effective tips and constructive feedback will
make your next pitches stand out.

YOU ARE TOO EXPENSIVE !

Designing, communicating 
and negotiating fees
In this training, you will learn how to communicate and
negotiate fees, raise or respond to objections or
questions about fees and craft outcomes to fee
discussions that result in value for both parties. You will
discover the pitfalls of fee negotiation and how to avoid
them. You will also explore various strategies to design
innovative, win-win pricing options.
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A strong training & development
curriculum for lawyers is a must.
If you are not convinced…

Training & development is becoming a strategic
differentiator among law firms and legal departments. 
It is an increasingly decisive factor for many candidates
when they consider various job offers. It is also a
powerful way to motivate people, to bolster team spirit,
to create a shared culture and to align lawyers’
objectives, values and processes. 

A growing number of firms and in-house departments
are dedicating more resources to the development of
their lawyers. Increasingly, the difference is no longer
between those who have a training curriculum and those
who don’t, but between those who have a highly
professional, exciting and strategically relevant
curriculum and the others.

When training hits the ceiling: 
coaching & consulting

Training is a must, but it has its limits. Beyond a certain
point of complexity, training is not the answer. You need
another approach. This is where coaching and
consulting kick in. 

At FrahanBlondé, we actually spend most of our time in
personal and team coaching as well as in strategic and
organisational consulting work. We know when to use
one approach or the other and we frequently custom
design engagements that combine consulting, coaching
and training. 

For more details about our coaching and consulting
practice, visit www.frahanblonde.com 
or contact Barend Blondé or Antoine Henry de Frahan at
+32 (0)2 550 38 28.

We have many clients 
in the legal sector. 
Here are two reasons why.

First, we know the legal profession inside out. 
At FrahanBlondé, we have professional backgrounds in
top international law firms or legal departments. 
As consultants, we work closely with law firms, 
legal departments and law professionals. 
Although we keep learning every day, we know exactly
what the business of law is about and where the market
is going. To read more about it, visit our blog 
www.legal-management.net.

The second reason is that we recognise the importance
of confidentiality and our clients appreciate our
discretion. This is why you will not find the name of any
firm or legal department in this brochure. We would have
been proud to showcase our list of clients, forward-
thinking firms, major companies and law professionals of
more than 25 different nationalities we are working with
in the legal sector. We serve them discreetly and ethically.

Training and beyond
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A man was walking in a forest 
where he met a woodcutter he had 
already met the day before. 

He asked: 
- Mr.Woodcutter, you've been making little progress 

chopping down the trees. Perhaps your axe is too blunt.
Why don't you sharpen it ?

The woodcutter replied: 
- Sharpen? I have no time to sharpen my axe.

I’m very busy trying to chop down these trees !



We ensure that our programmes make sense and
create value in the wider context of the firm or the
legal department. 

We are not selling products. We are building
relationships. We tailor our services to the particular
and diverse challenges of each client and we are there
for the long term to help our clients evolve, overcoming
problems, innovating and embracing the future.

Bastion Tower, Level 20
Marsplein 5 Place du Champ de Mars
B- 1050 Brussels

T +32 (0)2 550 38 28
F +32 (0)2 550 38 29

training@frahanblonde.com

www.frahanblonde.com

frahanblondè

At FrahanBlondé, we do not provide standard solutions.
We craft solutions to address your needs, 

objectives and circumstances.



www.frahanblonde.com


