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Referrers

Triage

Tells client 
to call IDR

Direct phonecall
from client

Contact IDR
themselves

Phonecall 
to triage

Email

IDRN 
Gravity form

Phonecall 
to client

Triage

Lawyer 
meeting

Filling in details
in PP/Hubspot

Simple form tailored
exactly to Danielle's 
workflow Takes only the most 

important details and 
highlights only the 
information most useful to 
the lawyers.

Grades the 
case

They can see all the enquires, 
graded, and with the most 
useful important information on
display clearly so the Lawyers 
can quickly assess each enquiry.

Laura mentioned that the 
lawyers could then choose 
amongst themselves who 
takes which case.

Enquiry 
dashboard Shows the results 

from the triage 
Gravity Form

Encourage them 
to use IDRN form

IDR front- end website 
should be optimised to
include and support 
this journey.

Lays out standard script 
format for any new 
members of triage, or 
sickness cover.

Only asks for most 
useful and relevant
information.

Guidance has comprehensive
catalogue of all sign- posts / 
links / resources / everything 
that ever comes up in the 
phonecalls

Richard & team 
define exactly what
all this looks like.

Take case details
from referrer

Any enquiries through 
the tailored referrer 
form would be graded 
exactly as required.

Tell them they will get a call back from a 
Solicitor - in the mean time can they fill 
out this form so they can learn more 
about making a claim. Tell them to add 
more details so the solicitor can have a 
good look at the details before 
contacting them.

Grade C 
enquiries

Dedicated 
landing page for 
this audience

Grade
A & B

This colour:
Gravity form

The right 
information, at 
the right time.

Defined exactly 
by Daniela to 
suit her

Contact 
Martin

B2C 
Enquiries

IDR Law 
website

Will check
Embedded Claim

Checker on 
partner sites

NWR
Society of will writers
Etc

The form here could 
provide all the training 
you normally want to 
give to a poor referrer

The form can very much 
tackle that training issue 
like the Charity CC does 
for Junior Legacy Officers

Gravity form
for IDR site

Will Check will 
basically be another
Gravity Form

Each partner could 
have their own tailored
Gravity form for their 
website



-

B2B strategy fully in place to target referrers of new business and engage with existing

IDRN 
website

Gravity sign- 
up form

Email verification 
handled by Gravity

/ Wordpress

Mailchimp handle initial 
one- to- one email workflow
and subsequent monthly 

newsletters.

Hubspot Are they an 
existing contact? Yes

No

Create new
contact

Locate contact record 
by email address and 

mark 'IDRN subscriber' 
property as 'YES'

BD department get 
notification. Do as they

please with manual 
deal pipeline.

IDRN sign- 
up flow


