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Introduction 
We want to make interactions with legal into a pleasant and satisfying experience.  To do that, we 

realize we need to break down barriers to communication and collaboration.  In this overview, we 

cover how we set up communication channels with subscription clients to support day-to-day 

interactions.  We also cover our approach to staying in touch with the company’s larger goals.    

Day-to-day interactions 
We meet our clients where they interact as a team.  For most startups, that means we need to be 

comfortable using different paths for communicating in different types of settings.  We describe 

our ideal setup in the table below.   

We also make a point of establishing a “main” contact and individual “lead” contacts in the client 

team.  Our main contact is the person we go to for discussions about the health of our relationship.  

They “own” the relationship from the client side.  Lead contacts are the owners of a given subject 

matter area within the client organization, e.g., info sec, customer success, sales, etc.  We 

encourage these introductions before any work begins so that we can lay a foundational 

understanding of their role.   

Alignment with bigger picture 
We encourage clients to meet with us on a regular basis to discuss the health of the company and 

our relationship overall.  The goal of these meetings is to keep our understanding of the company’s 

product and mission fresh.   

Communication channels 

Email Slack Zoom 

Customer- and vendor-facing 
communications, other 
external-facing 
communications 

 

Sending new contract-related 
assignments to Trifecta via 
[client_name]@trifectagc.com 
dedicated intake email address 

#legal – a channel setup 
for legal-related group 
messaging, escalations, 
and funneling requests 
for SME review within 
the client team 

All DMs between the 
client team and Trifecta 
attorneys 

Preferred setting for 
contracting calls with 
customer and vendor 
teams 

 
 
Preferred setting for 
internal conversations  
and conference calls that 
require 5+ Slack 
messages 
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Standing monthly check-in meeting.  This is a 15-minute window every month to catch up 

with our main contact.  The agenda is to overview relationship health, compare notes on 

different projects, and to share feedback.   

Company Health meeting.  This is an in-person get together at the client’s office with one to 

three members of the client leadership team.  Trifecta brings lunch and leads a facilitated 

discussion to delve the company’s recent peaks and valleys, hopes and dreams.  We take point 

on scheduling this meeting twice annually. 

“Who’s Who” meeting.  We coordinate an annual meeting between the Trifecta team and two 

or three SMEs from the client team.  It takes place via phone or Zoom.  The goal of the meeting is 

to enhance the working relationship and to bring us into alignment into what support these SMEs 

need from legal. 

Annual product refresher.  Part of our standard on-boarding process is to take in a product 

demo, as if we were a prospective customer seeing the client’s product for the first team.  Given 

the rate at which technology and use cases change, we make a point of scheduling an annual 

refresher on the features, functionality, and value proposition of our clients’ products. 


