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CP Flash Survey Results - Proposals 

Here’s why we care about this data and why it will help you: Marketing, business 

development and proposal teams – and on large proposals, lawyer teams – spend 

hundreds or more hours each year writing and submitting proposals with the hope of 

winning new work / new clients. Based on the data from our last study, the win rate for 

law firm RFPs averages only 10-15%.  

 

Our goal is to help our clients improve those numbers. 
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Q6: Please rank the type of proposals that are the most valuable to your firm in terms of how you 

evaluate the opportunity (1 being most valuable and 7 being least valuable). 

Average ranking 

1. A proposal from an existing client for a large transaction or dispute 

2. Convergence- an existing client seeking to reduce the number of outside firms it uses 

3. Become a member firm on an existing panel of law firms 

4. An informal request by a client or non-client for information about your services 

5. A proposal from a non-client for a large transaction or dispute 

6. Convergence- a non-client seeking to reduce the number of outside firms it uses 

7. A solicitation by a company you deem important, but have no relationship with 
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Q11: If the client's specific problem or opportunities are known, how often does your firm include 

specific solutions in a proposal? 

 Average 70% of the time 
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Q15: If permitted by the client, does your firm contact key client stakeholders prior to submitting your 

proposal? 

 Average 58% of the time 
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