
 
 

 

 
 

Prestigious Law Firm 
GSM United Kingdom, GSM United Arab Emirates, GSM G ermany 
 

 
Overview 
 
This London-based law firm practices in a wide rang e of commercial law ranging from 
litigation to leveraged finance through to mergers and acquisitions. 
 
The firm has been working with GSM for almost 4 yea rs.  At the start of this relationship, the firm wa s 
heavily focused  on the UK and Western European markets; as the busi ness has grown and expanded 
into new markets - particularly in the Middle East - so has their relationship with GSM. 
 
During the last 12 months the firm has gone through  a period of sustained growth in international 
markets, establishing a presence in the Middle East , North America and Hong Kong. This growth has 
stimulated a requirement for a global approach to m anaging corporate travel. 

 

 

 

 
 
Key Challenges 

As with the majority of law firms, all the differen t offices operate autonomously of one another, with  
no single ‘head office’ determining how each territ ory operates, influencing or indeed managing 
policy. However, as the firm has grown this has bee n largely managed from the UK. 
 
One of the single most significant challenges facin g the firm was managing travel during this period 
of sustained business growth, which inevitably mean t more people travelling not only on office 
related business, but also chargeable travel. 

 

Consolidating Travel  
 

A big challenge facing any client with multi-nation al offices is trying to manage something that is as  
specific and bespoke as travel. Each local market o perates differently without exception, whether 
that be dealing with airline route deals or a hotel  programme. GSM has been able to provide the firm 
with a consistent, service driven and cost-focused service which has proved to be so very successful 
with our clients. 
 

 
 

 

GSM CASE STUDY  

“GSM has been able to provide the  
firm with a consistent, service driven and  

cost-focused service which has proved to be so  
very successful with our clients.” 



 
 

 

 

 

Operating on a Global Level 
 
GSM Germany 
 

GSM has been able to assist the firm, as new territ ories have come on-stream.  One such 
example is Germany, with the firm’s Frankfurt and M unich offices moving to GSM’s German 
Partner – Reisebuero Moll GmbH, Derpart Travel Serv ice. The relationship began in early 2007 
following a successful test-phase with the Munich o ffice and the full roll-out followed in 
October 2007. 
 
Such was the success of the move over to GSM, the f irm swiftly followed on by moving the 
Frankfurt office over in January 2008.  This includ ed the implementation of the online booking 
tool CYTRIC and already, an adoption rate of 70% ha s been achieved. 
 
GSM have also assisted this law firm  by negotiating corporate net fares on a leading 
European airline carrier on frequently flown routes  and the following areas: 
 

· Management of the airline negotiations 

· Bespoke hotel deals in place for Frankfurt and Muni ch 

· Monthly management reporting for all travellers (ro utes/booking classes etc.) 

· Tailored reporting by request 

· Quarterly teleconference  to optimize travel manage ment /cost saving opportunities 

· Fostered a strong and open partnership 

 
The relationship with Germany was so well received,  that as the firm continued to grow through a 
combination of acquisition and organic progression,  GSM became the first port of call.   
 
 
GSM Dubai 
 

Through the involvement of GSM, Al Rostamani Travel  & Holidays has enjoyed the privilege to 
manage the firm’s business travel account in Dubai since 2005. They have worked closely with the 
firm while it has grown, gaining an excellent under standing of how it is managed and in particular, 
their specific business travel requirements.  The f irm has been a loyal client and a strong partnership 
has been cemented.  
 
GSM Dubai facilitated hotel/apartment bookings in D ubai for the firm, leveraging their own supplier 
deals that would offer maximum cost saving benefits .  Furthermore, due to the competitive nature of 
the current economic climate and local suppliers re ducing their target thresholds, GSM Dubai has 
recently identified an opportunity to negotiate a r oute deal with a leading strategic airline partner 
for flights between London and Dubai.  Early signs are promising that a deal will confirmed, 
establishing the firm with a direct discount with a  key supplier for this growth market. 
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Management Information & Reporting 
 

GSM has been able to provide a much more detailed l evel of management information for the 
client, providing a greater level of understanding regarding their travel patterns, not only in the UK  
but for all office locations. 
 
This consolidated level of reporting helped identif y areas where they could achieve ‘quick wins’ in 
terms of cost savings, but also meant that the info rmation could be used to negotiate more 
effectively with key suppliers on both a  local and  global basis. 
 
Whilst having no clear ‘head office’, it has proved  particularly advantageous to have a cohesive 
approach to managing and buying business travel, as  the firm now has a global airline agreement. 
 
 
Invoicing 
 

GSM is able to provide detailed invoicing in local currency with the added flexibility of central bill ing, 
which can be accessed securely online by the firm’s  Travel Manager, and indeed anyone in finance 
who may need to run copy invoices or similar. 
 

Planning Ahead  
 
The relationship with the firm is continually evolv ing and expanding, and a key part of the proactive  
management is to anticipate changes in the firm’s b usiness travel. Subsequently, new ways can be 
identified to leverage relationships with key suppl iers to ensure that travel expenditure is managed 
efficiently, and savings maximised where appropriat e.  
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In the uncertainty of the current global economic c limate,  
there has never been more pressure to contain expos ure to cost.  

GSM recognises this and works closely with all thei r  
clients to ensure they achieve this objective – glo bally.  


