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About Walkers
We are a leading international law and professional services firm providing legal, corporate and 

fiduciary services to global corporations, financial institutions, capital market participants and 

investment fund managers. With a global presence spanning the Americas, Europe, the Middle East 

and Asia, we advise on the laws of Bermuda, the British Virgin Islands, the Cayman Islands, Guernsey, 

Ireland and Jersey.

Our clients are the most innovative firms and institutions across the financial markets and rely on 

us for our ability to provide solutions to their most important legal and business issues. We are 

consistently ranked in the top tier of the leading global legal directories.

We treat everyone as the intelligent professional they are. Our approach is to trust and empower our 

people to deliver consistently and enable them to succeed. Diversity is our secret weapon – it’s the 

sheer breadth of Walkers people that makes us who we are – gathered from across the globe and 

fluent in languages, jurisdictions and cultures that help us to mirror our clients and keep our own 

thinking in tune with the world in which we operate.

About Walkers in the 
Cayman Islands

Walkers was established in the Cayman Islands 

in 1964 and is the largest law firm on island, 

providing the full range of legal and governance 

services to international clients using the 

jurisdiction.  With more than 500 people 

located in the firm’s iconic building, Walkers is 

recognised as a leading employer on island.

We offer a supportive work environment with 

a diverse, inclusive and collaborative culture.  

We have a long history of nurturing talent 

and investing in professional learning and 

development.  Recently we celebrated 40 years 

of our Legal Training Programme and welcomed 

10 Caymanians into Articled Clerk programme 

in the Cayman office. 

There is a “dress for your day” dress code in the 

office.  The benefits package includes “Walkers 

abroad” which enables employees to work 

from their home country for up to 10 days per 

annum, on market leave allowance and pension. 
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Reporting
The successful candidate will report into the Director of Marketing, Business Development & 

Communications (Americas).

Core Duties

Business analysis and planning

• Enhance and elevate the existing business planning process to drive increased growth across the 

assigned practice areas within our key markets.

• Optmise the M&BD budgets, steering the budget planning and business planning process across 

the practice areas to ensure that investments are effective in achieving the agreed strategy.

• Ensure the implementation of best practice business development processes. 

• Identify key source of business and revenue streams and create strategic programmes to foster 

and grow these key relationships.

Business development

• Act as a strategic partner to lawyers to drive account management efforts with key clients and 

support the cross-sell of relevant jurisdictions and service lines.

• Build deep relationships across the firm to manage cross-selling initiatives.

• Contribute to the growth of the practices through data driven insights that lead to the 

identification of new opportunities to secure new profitable revenue streams. 

• Advise and support Partners and Counsel on the implementation of their personal business plans. 

• Provide coaching and training to support business development efforts and initiatives.

• Represent Walkers on industry committees where appropriate.

• Marketing, communications and brand:

• Oversee the implementation of integrated campaigns to support a best in class go-to-market 

strategy of the practices.

• Maximise the return on investment of key sponsorships by the practices.

• Ensure compliance with Walkers verbal and visual brand identity for all client and market 

deliverables. 

The Head of Marketing & Business Development will lead the go-to-market 
programme for practices across the Americas region in line with the firm’s overall 
Growth Strategy. The successful candidate will largely support the Cayman 
Investment Funds practice and Regulatory practice contributing to one of the 
world’s largest specialist Investment Hub funds teams.

The Head will work closely with senior partners to develop business plans, and 
lead the implementation with the Marketing, BD and Communications team 
and other functions to deliver client service excellence.

Overview of role
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Team management

• Manage and develop a team of marketing and business development professionals to build a high 

performing team, demonstrating clear development of their skills and capability over time.

• Work with the Director of Marketing, Business Development & Communications (Americas), and 

wider Marketing, BD & Communications leadership team, to develop the skillsets and capabilities 

across the team to meet the firm’s current and future needs. 

Key Relationships

The successful candidate will be working closely with the Director of Marketing, Business 

Development and Communications (Americas), Partners and lawyers within the assigned practice 

groups to drive the implementation of the business plans and ultimately growth of the business.  

This is a client facing role and the Head will have regular interactions with clients of the firm, 

including responsibility for managing assigned accounts.  To succeed, the individual will need to 

build strong working relationships with the wider Marketing, BD and Communications teams, staff at 

all levels, and suppliers and clients of the firm.

Role Requirements

To perform this job successfully, an individual must be able to perform each core duty to a fully 

satisfactory standard. The requirements listed below are representative of the knowledge, skills, and/

or abilities considered necessary to achieve the base standard required.

1. Knowledge & expertise

• Proficiency in the Microsoft suite, including Word, Excel, PowerPoint and PowerBI is essential.

• Knowledge of CRM systems, digital marketing and social media platforms.

• Good understanding of digital marketing landscape and how this can be utilised to support 

business growth for a professional services firm.

2. Educational / professional qualifications required 

• A Bachelor’s degree in Marketing, Communications or Business at a recognised international 

institution is required. 

• Minimum of twelve years’ progressive success with business development in professional services 

industry.  Legal services and relevant practices/products is desired.  

3. Experience required 

• The ideal candidate will have a strong understanding of the professional services industry, and 

effective B2B business development strategies.

• Proven record of delivering marketing and business development campaigns in a B2B context.

• Proven ability to achieve goals and results in a Partnership environment, and success in engaging 

Partners in the development of strategy.

• Experience establishing and implementing growth strategy across multiple clients, demonstrating 

increase in business performance.  

• Experienced account manager who has proven success in building valuable relationships with 

clients. 

• Strong experience in successfully managing and developing a team of marketing and BD 

professionals.
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4. Personal qualities / skills

• Strong commercial sense and ability to understand the needs and expectations of lawyers and 

clients, as well as how the marketing and business development function can facilitate and drive 

revenue generation and profile in the market. 

• Confident, professional and diplomatic manner with the ability to act as an advisor and advocate 

in the best interest of the business, as well as getting hands-on to ensure the smooth delivery of 

service.

• Excellent written and oral communication skills, able to influence at all levels, inspire and motivate 

others.

• Intellectually curious, critical thinker, proactive and resourceful with a desire to deliver a high-

quality work product.

• Self-starter who brings a positive energy. 

• Strong team player with a collaborative approach. 

5. Special requirements

• Ability and willingness to occasionally work outside normal working hours/days when requested. 

• Some international travel may also be required. 
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Why is this an exciting time to join Walkers?

Firstly, there is a lot happening in the financial services and investment funds industries which are key 

markets for us.  Our legal services are in high demand especially in areas such as regulatory and digital 

assets.  An active and buoyant market translates to lots of opportunity for our clients and therefore the 

services and advice we provide them. 

The Marketing, BD and communications team is at the forefront of helping the firm respond 

quickly to the dynamics of the market. We are leading on the implementation of the firm’s Growth 

Strategy, which requires people with a strong BD mindset and comfortable with digital strategy and 

new technologies to help us succeed.  This is because professional services buying behaviours are 

changing.  Clients have more choice today than ever before, they are digitally savvy, and it remains 

difficult to distinguish one firm’s brand from another.  Firms need to invest in smart strategy and talent 

to win in the market.  Walkers is highly invested in the marketing, BD and communications team and 

we’ve seen growth of more than 50% in three years.  In recent years we’ve brought exciting new roles 

to the team recognising the changing market including a global director of BD, marketing campaigns 

manager and marketing analysts. 

How does the global BD & marketing team work together?

We’ve built a combined marketing, BD and communications team that is located across time zones 

and shares ideas and best practice and collaborates on global projects.  While every team member has 

a clear remit and focus, we support each other to succeed.  The convergence of BD, marketing and 

communications to drive growth in today’s market means that we need to bring people with different 

skillsets and experience together to deliver on bigger projects with a global impact, whether that’s the 

build and ongoing development of the website, a global conference sponsorship, or campaign. 

Structurally we have three marketing, BD and communications teams which are in and drive efforts 

for Asia & Middle East, Europe and the Americas.  A team of specialists in business development, 

communications, marketing campaigns, brand development, business analysis and marketing 

technology work globally to bring best practice and consistency across the firm.

I believe that we will achieve more by working together, and that people who know and understand 

each other will work better together.  Therefore taking time out to develop interpersonal relationships 

is important.  We’ve continued a tradition built during the pandemic and look forward to a monthly 

virtual coffee with a different member of the team to develop international relationships.  Quarterly 

we hold global Town Hall meetings to showcase ideas and discuss matters of importance to the team, 

and there are regular connections between those holding practice group marketing and BD roles in 

each region so that we can maximise the effectiveness of all that we do. 

Q&A with 
Heather Vadgama 
Chief Marketing Officer
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How would you describe the culture?

Best described as a flat structure which gives you access and collaboration opportunities with senior 

stakeholders, and recognition for the value you bring to the business rather than the hours you work.

How integral is this role to the broader business of Walkers?

The jurisdictions the firm operates in are important for global financial markets, and Walkers is a 

trusted brand amongst the leading private equity, hedge fund and financial institutions.  This role will 

work with some of the firms largest practice groups, and biggest clients.  

The investment funds group is diverse including expatriates who’ve spent 20 years or more in the 

market to those newly arrived from the best law firms around the world, as well as the strongest local 

talent in Cayman, BVI and Bermuda.  The role will be responsible for leading the marketing and BD 

strategy for the three jurisdictions.  This includes strategies to build referrals from firms locally in each 

market, as well as the biggest market of the US and beyond.  They are busy teams with flagship events 

in New York, and frequent trips across the US to meet with clients, referring firms and prospects. 

The global regulatory practice is led from Cayman.  Established just over five years ago, it has grown 

to become the largest dedicated team in our jurisdictions.  With dedicated regulatory lawyers in all 

10 offices, many of which have been in-house or worked with regulators prior to joining the firm it 

means we bring a clear perspective to the advice that we give our clients.  

In addition to the legal services offered to clients across our firm, the governance services including 

registered office, anti-money laundering programmes, regulatory compliance and reporting, 

independent directors and board support are required by clients and provide an on-going connection 

to key decision makers in their organisations. Developing strategies to bring awareness and position 

Walkers to help clients with all of their jurisdictional needs will be a key part of the role. 

While the remit of this role focuses on the Americas region for the investment funds and regulatory 

groups, it will require someone with a global mindset who recognises the need for collaboration and 

consistency across the firm to succeed.

A commercial mind-set is critical. Someone who is curious about the market and who wants to learn 

and develop best-practice in all areas of their work. Positivity is key, as is the willingness to have ideas 

and try new things. Walkers offers a professional, relaxed and collegiate environment and so someone 

who has the confidence to coach and encourage others whilst being prepared to roll up their sleeves 

will succeed.

What do you envisage the day to day of the role will be?

Walkers is fast paced. We make decisions quickly and this person will work directly with lawyers and 

partners to respond to opportunities in the market and help plan and develop client and referrer 

relationships. They also need to work as part of, and often lead, a team bringing in people with 

different skillsets from around the firm to help drive the business growth. 

We expect this person will be an active networker, especially in the law firm sector, and so a part 

of their role will be seeking insights and market trends that can inform business development, 

communications and marketing activity.



How to apply
Walkers have recognised the strategic importance of this role to their business  

and have invested in a full candidate search campaign with Seldon Rosser.

To discuss this opportunity please contact:

Graham Seldon 

graham@seldonrosser.com 

+61 433 152 888

Katie Rosser 
katie@seldonrosser.com 

+61 424 944 997
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