Julia A. Schmitt					 	        Public Relations Tactics


Quarles & Brady LLP					        Brochures B • Number 12

















Objectives


Our primary objective in creating this brochure was to explain how Quarles & Brady LLP (Q&B) is different from other law firms.  To fulfill this goal, the brochure highlights distinguishable characteristics of Q&B which set us apart from our competitors.  It leaves an indelible impression on our target audiences - perspective clients and legal recruits - of Q&B’s commitment to our clients, our communities and the legal profession.  The brochure was written and designed to be as general as possible to accommodate its usage in six Q&B offices located in four states.  Yet at the same time, its design facilitates the inclusion of more detailed information on one or more of our 27 practice areas.  It is a brochure for a potential client seeking legal services or a law student interested in pursuing a career with Quarles & Brady.





Research/Planning


Primarily, our research consisted of a thorough review of industry and non-industry brochures as well as an internal poll conducted with our attorneys. 





A Q&B panel consisting of attorneys and marketing staff collected brochures produced by law firms from across the country, as well as from other professional service firms (accounting firms, architectural design firms, etc.).  Once compiled, the brochure materials were coded for commonalities as well as unique design techniques - the ultimate objective being to avoid designing a brochure which lacked originality.  In short, we wanted to consider the unusual techniques, avoid the common ones and develop a brochure unrivaled by our competition.  





We also polled our attorneys to get a sense of why their clients chose Quarles & Brady and why they stay with the firm, as well as why the attorney chose Quarles & Brady as an employer.  In addition, we asked them to describe specific cases or situations they were involved with recently that demonstrate Q&B’s commitment to clients, the community and the legal profession.  Their answers helped us identify the fundamental characteristics of the firm that appeal to clients and legal recruits, and created a base foundation for the brochure’s written message. 





Planning for the production of this brochure included selecting a design firm to provide support with design, layout, colors, paper stocks, photography and graphics.  Also, setting a realistic budget for a brochure that would ultimately brand our firm was essential during the planning stages.  We were allocated a semi-flexible budget; however, we wanted to reduce the per-piece cost of the brochure from the previous brochure produced ten years ago. 





�
Execution/Evaluation/Results


Steps of Execution:


�
1.)	A thorough review of competitors’ brochures to ensure originality in the message and design of the brochure.


2.)	Development of a foundation for the brochure’s message based on discussion and research to determine what our current clients value about Q&B and why current attorneys work for the firm.


3.)	Design one brochure that can be used by all offices of the firm and is able to be customized for each prospective client or legal recruit by incorporating a presentation folder and supplemental information. 





Meeting the Objectives and Evaluation:


The responses to the opinion poll identified five key characteristics which distinguish Quarles & Brady from our competitors: judgement, determination, knowledge, integrity, and responsiveness.  Each word symbolizes the culture and work ethics of Q&B and meets the objective of clearly describing the firm’s core values in a manner which leaves a favorable impression on our target audiences.





Case studies demonstrating each of the five characteristics are highlighted in the brochure to  describe how we add value to each situation and how we are different from other law firms.  The case studies provide a true-to-life account of how our attorneys think, respond and operate.  They  offer clear, yet simple evidence of our attorneys’ commitment to designing legal strategies that further the interests of our clients - thus setting Quarles & Brady apart.





To fulfill our goal of creating one brochure that is general enough to be used by Q&B’s 350 attorneys practicing in 27 different service areas, a presentation folder was developed so the brochure could be complimented by detailed information to customize a brochure for each client or law student.  The brochure is designed to be inserted into the back of the folder and the folder’s front-left pocket is available to include more detailed information and a business card, as appropriate.  By including the presentation folder into our design plans, we were able to keep the content of the brochure focused on the firm as a whole, rather than devoting specific sections of the brochure to each service area.  The complete design allows for a highly-organized handout packet that can be customized for any situation.





This newly designed brochure utilizes less paper and die cutting than our previous brochure, which reduced the per-piece cost by $6.00 when compared with our former brochure.  The reduction in production costs exceeded our initial expectations.  In short, one brochure provides a general overview of the firm for $12.00, and supplemental pamphlets detailing each service area can be produced at a cost of 0.38¢ per unit.  Our goal to develop a new brochure was not financially motivated, however the new design has helped to decrease costs by 33.3 percent.





Despite the decrease in costs, the overall content and appearance of the new brochure are far superior to its predecessor.  Notably, our attorneys have used close to an entire year’s supply of these brochures (3,000) within the first six months of its completion.  While this is not a quantitative study, I believe the rapid depletion of our supply is an overwhelming indication of the popularity of this brochure among my “clients,” the attorneys.


