
Course Specification for
Chambers’ Practice Management
BESPOKE TRAINING & PERSONAL DEVELOPMENT SOLUTIONS FOR BARRISTERS’ CHAMBERS

Learning Objectives:

Course Description

Key Outcomes:Key Course Highlights:

Contact UsHow is it done?

For more information about our courses 
and what else we offer, please visit :

www.pmetraining.co.uk

Or to book your place contact :
nicky@pmetraining.co.uk

Our workshops are designed with significant input from delegates, 
ensuring relevance and tailored content. Rather than instructing, we 
adopt a professional coaching approach, fostering maximum learning 
and meaningful engagement. This methodology ensures high relevance 
to Chambers and supports lasting change. Delegates can expect minimal 
use of PowerPoint, with an emphasis on interactive, hands-on learning. 
All participants leave with comprehensive course notes and additional 
reading materials to support ongoing development.  

• Improved business development 
skills leading to increased cham-
bers revenue.

• A structured approach to sustain-
ing long-term client loyalty and 
satisfaction.

• Stronger, more productive relation-
ships with clients.

• Enhanced ability to anticipate and 
meet client needs effectively.

• Understand the principles of effective client engagement and relationship management.
• Develop strategies to identify and respond to client needs proactively.
• Learn techniques for building trust and long-term relationships with clients.
• Explore approaches to cross-selling and upselling chambers' services.

This course is designed to help barristers’ clerks build strong client relationships and develop sustainable business 
opportunities. By focusing on understanding client needs, effective communication, and strategic business development, 
participants will gain the skills to ensure client satisfaction and drive chambers’ growth.

Client Engagement and Developing Business

1.  Foundations of Client Engagement:
▪ The importance of client engagement in chambers’ success.
▪ Understanding client expectations and delivering exceptional 

service.
2.    Building and Maintaining Trust:

▪ Communicating with professionalism and clarity.
▪ Addressing client concerns and managing difficult conversations.

3.    Understanding Client Needs:
▪ Conducting effective client consultations and needs assessments.
▪ Tailoring solutions and services to meet specific client require-

ments.
4.    Strategic Business Development:

▪ Identifying and targeting potential clients and market opportunities.
▪ Making the most of networking and referrals for new business.
▪ Developing compelling proposals and pitches.

5.    Retaining and Growing Existing Clients:
▪ Strengthening relationships with current clients to encourage 

repeat business.
▪ Introducing additional services through cross-selling and upselling.


