
 

 

Customer Success Story 
Data enrichment and strategy 

Be Smarter. 
Achieve more 

Be Faster. Be Better. Be Next. 

About the customer 

Buchanan, Ingersoll & Rooney PC (BIPC) is a large law firm based in Pittsburgh, PA; the 

firm has over 500 lawyers in eighteen cities nationwide. Accordingly, the firm has a 

diverse client base that operate in a wide variety of industries.  Following a request from 

their strategic planning committee for industry trend information, BIPC discovered their 

deficiency in industry tagging. Essentially, their expansive client base lacked the 

appropriate data to link a client or matter to its associated industry.  

 

Challenge 

During the intake process, clients get tagged according to their SIC Codes, which are often 

not reflective of the actual space in which the client operates. Additionally, the work done 

for clients (the matter), holds significant industry trend information as well. For example, 

the firm represents a number of clients in litigation against biotechnology organizations; 

without the proper biotechnology industry tags, this information would have been lost 

and the growing trends in the life science field would have been overlooked.  

Neglecting the opportunity to derive actionable insights from industry data runs a serious 

risk for BIPC business development to become ineffective as their clientbase evolves. 

Ultimately, validating the extensive benefits of the industry code initiative will encourage 

BIPC lawyers to improve their data capture standards and processes. BIPC will benefit 

from TechBlue’s analytical expertise and experience in developing solutions around client 

data.  

 

 

 

 

 

 

 

 

 

 

Proper industry tags allow law firms to keep tabs on what’s  
happening in the legal space and offer clues about what 

could be coming next.  

AT A GLANCE 
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Our role 

BIPC contracted TechBlue to address their data capture concerns. Using an internally 

circulated and designed BIPC Industry List, TechBlue assigned industry tags to each client 

and matter that reached a certain threshold. TechBlue’s support of these industry tags 

will move client data from descriptive to prescriptive in nature and deliver insights that 

highlight the industry trends within and between practice areas. Insights that can tell a 

story about trending industry lines will provide strategic advantages to BIPC and its 

clients. These insights will allow BIPC to evaluate their marketing approach and improve 

strategic planning to grow and manage the business.  

A law firm’s product is their expertise and experience in a variety of practice areas. The 

job of business development is to highlight experience and to justify the cost to value 

ratio, which can be done with the help of data analysis. The application of data analysis 

in law firms typically falls under two categories: inward facing and outward facing. Inward 

facing analytic strategies focus in areas of business development and marketing, like the 

data tagging initiative at BIPC currently.  

This inward facing initiative involved extracting current client data, tagging these clients 

and their matters to the appropriate industry (or industries) and uploading the tagged 

data to a database to apply data visualization tools.  

Tags will have been applied to the top clients of FY 15, 16, and 17 to establish and identify 

historical industry trends. Additionally, the Top 300 clients, matters of the YTD 2018 will 

be tagged to continue to build an accurate and up-to-date database of clients and their 

associated industries. These clients account for approximately 80% of the firm’s revenue 

and their tags will yield benefits beyond bucks. The firm will gain actionable insight across 

all casework, not just a single matter. This benefits marketing and business development 

departments in their client targeting, cross selling, and collaboration efforts.  

 

Results 

The industry tagging project will result in an expansive management and business 

development tool that will answer these questions and can leverage data for narrow 

competitive uses to develop strategic advantages. The industry tag database is a tool that 

will improve operational efficiency, decision speed, quality of management decisions, 

build consensus around accepted figures, and augment persuasiveness. The long term 

value of data collection and culture of data analysis is an awareness of accurate numbers 



 

 

Customer Success Story 
Data enrichment and strategy 

Be Smarter. 
Achieve more 

Be Faster. Be Better. Be Next. 

that help management to think about processes and describe their output in more 

tangible numerate terms.  

The data visualization tool provided the following data: 

1. DATA/RESULTS Firm wide revenue by industry  

 
2. DATA/RESULTS All Client names in “X” industry 

 
3. DATA/RESULTS Types of work in “X” industry broken out into different matter 

type buckets 

 
4. DATA/RESULTS Top timekeepers in said industry 

 
5. DATA/RESULTS Industry data with visual trends  

 

 
Think it’s time to learn more about what we can do for your company?  Contact us. 

+1 (800) 432-8473              info@techblue.com               www.techblue.com/contact 

Our approach to services is based on knowledge gained from performing in consultative roles for over 30 years, and 
the smarter, faster, better concept is a direct result of our successes.  Our knowledge, coupled with a service-oriented 
approach based on teamwork, collaboration and consultation, provides our clients with trusted advisors that work 
toward meeting objectives. 


