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• Mandates/opportunities shared 50+

• Joint pitches - 7

• Live joint clients - 4

• Completed deals – 1 



• Internal communications heavily pitch and deal focussed – belief that fees will be generated

• Consistent engagement and collaboration – call attendance, reactivity to opportunities

• Trust and openness – share pitches, engagement terms, IMs, buyers lists, market intel

• Best practice sharing – research methodologies, fee structures, pitching approaches, 

• Grow collective industry knowledge – leverage domestic market and deal knowledge

• Agility – market is moving fast and IST scope is too broad to be an expert in every element

• Increase market presence via external comms – frequent and digestible content via social media



• More pitches, more deals! Success will breed success 

• Done deal track record utilisation – timely posting in Orbit and leveraging of track record
• 2020 (YTD): 17
• 2019: 31
• 2018: 10

• Pro-active marketing/PR – grow market presence via more frequent content sharing 
(sharing of deal news, industry trends, thought leadership) 

• Geographical split – active Asian member would enhance our global reach


