
traverssmith.com © Travers Smith 2025

Turbocharging growth 
through knowledge 
sharing
BRIEFING KNOWLEDGE LEADERS 2025

EMILY TEARLE, HEAD OF KNOWLEDGE MANAGEMENT

ZOË STRONG, SENIOR FIRMWIDE KNOWLEDGE MANAGER



Nuts



A particularly 
tricky nut:

Lawyers may be experts in 
their field, but we need to be 
leveraging opportunities to 
service clients’ wider needs.

How do we facilitate this?



Why do we care?

“Costs associated with 
developing existing 
relationships are somewhere 
in the vicinity of 10-15% 
versus 30-40% for 
developing new clients.

LawVision Group LLC



What does this mean for Knowledge?

"I want to understand my client and their business better, but I
don't really understand what other teams [at Travers Smith] do
or what they are advising on. If I don’t know that, how can I
cross-sell?“

"I am an expert in what I do. I really don't feel
comfortable talking about legal issues outside of my
area of expertise. I wouldn’t even know where to
start."

"I make time to keep up with what's new in
my practice area – that's my specialism, I
have to do that. But I don't have time to
keep track of what's happening elsewhere.“



The How – The Hammer



The How – Traditional



The How – The Hub



The “Nut Buster”:

• Bespoke

• Supportive

• Easy to use

• Effective

The How – Bespoke



• Hot topics

• Client conversation starters

• Toolkit

• User-centric design and pathways

• Bespoke branding

• Accessible on the go

• AI-assisted

Need to Know: a closer 
look



CURATION

• KLs 

• Research Centre

CONSUMPTION 

• Partners, Associates, Trainees & Apprentices

• BD team

• KLs

BROADER APPLICATION and INITIATIVES

• Business Development

• Firm-wide legal training

Engagement – a journey



ON-GOING THEMES

• How can we measure the benefit of Need to 
Know?

• How can we use other products / AI to 
improve it further?

• How can we continue to foster engagement?

ON THE HORIZON

• International Need to Know

Reflections and what’s 
next?



Any questions?


