Measuring Success of Marketing Investments & Expenditures

4 Levels of Results

1.
NEW BUSINESS/NEW MATTERS:








NAME 


TYPE OF MATTER(S)
OTHER










of Client/Contact/Referral
More business from existing clients -
Other types of work from existing clients -
New business from prospective clients -
New referral business from -
2.
RELATIONSHIP BUILDING &
 
DEVELOPMENT OPPORTUNITIES:

Follow-up contact(s) by phone, e-mail -
(I.e. sending information, directing to website, etc.)

Follow-up meetings (in person) -

Event/Activity: ________________________________
(that helped originate new contact, prospect or referral)

3.
OPPORTUNITIES TO PITCH 
FOR THE BUSINESS:

Opportunity to demonstrate your value by 
giving some ‘free’ counsel/advice -

In-person meeting about their needs/our services -

Proposal opportunity -

4.
OTHER (please describe):

Practice Group: ______________________________________

Interviewer/Date: ____________________________________

System Input/Date: ___________________________________
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