
In August, Houston-based law 
firm Gray Reed went public with its 
recently launched consulting subsid-
iary, Gray Reed Advisory Services. 
The subsidiary is targeted at mid-
size and smaller companies seeking 
to scale up their business functions, 
especially in strategy, operations, 
marketing and technology.

Shortly after the firm’s announce-
ment, ALM (the parent company to 
Texas Lawyer) reporter Justin Henry 
spoke with Gray Reed managing 
partner Cary Gray and chief operat-
ing officer Mark Gargiulo, who has 
taken the reigns of the advisory ser-
vices subsidiary as president.

This transcript has been edited for 
clarity and length.

JH: What is the current headcount 
of Gray Reed Advisory Services?

Cary Gray: We have right now 
officially appointed a board and our 
board has officially made Mark the 
president of Gray Reed Advisory 
Services. We have two other of our 
firm’s key department leads, Michael 
Blachly and Jason Rodriguez, who are 
assigned to it but not on its payroll.

Mark was a 20-year partner of 
[multinational professional services 
company] Accenture. Over time, he 
and I started looking at this, as in, 
what opportunity might there be 
for us. We think we’ve carved out 
a niche. If there are any other firms 
out there that are doing this, we 
don’t see them. We think what we’re 
doing is unique and we’re uniquely 
situated to do it because we have 
Mark, Michael and Jason.

JH: What are Michael and Jason’s 
roles?

Mark Gargiulo: They’ll lead their 
respective business lines. Michael 
will lead the marketing, Jason will 
lead information technology, I will 
lead operations, initially, and Mike 
and I will jointly lead strategy.

JH: Michael, are you maintain-
ing your role as COO of the firm in 
addition to being president of the 
advisory services?

Michael Garguilo: Yes, I am.

JH: Is there potential for leader-
ship change?

Cary Gray: I will personally be sur-
prised if the advisory services thing 

doesn’t grow to a point where it’s 
going to have to have its own CEO. 
Mark is probably the right person to 
go do that, but we’ll have succession 
challenges on the operations side of 
the law firm if and when it comes 
time to do something like that.

If you could imagine a world 
where Accenture was guiding the 
operations of a midsize law firm, 
that’s what’s happening here. It’s 
just that Accenture is not available 
to guide midsize law firms … That’s 
why it’s so key that we have Mark.

JH: Can you tell me about how 
long has this been in development?

Cary Gray: I estimated five years 
the other day that Mark and I started 
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“Our business plan estimates $100 million in seven years. While that’s a target,  
I won’t be disappointed if we don’t exactly meet that target,” said chief operating 

officer Mark Gargiulo.
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talking about this and maybe even 
more than five years ago. And it was 
initially whether we ought to have 
a subsidiary that was in investment 
banking. Over time as we studied 
this, we realized where the real need 
was, because of our client base. We 
realized the real need was on advi-
sory services.

JH: Many firms staff practice areas 
and industry groups with non-
lawyer professionals. Why choose 
the model of a subsidiary business 
instead of hiring more non-legal 
consultants?

Mark Gargiulo: That is actually 
what makes our business different. 
Our lawyers all already have that 
business focus. If there’s anything 
we could pride ourselves on in our 
lawyers is that we’re already think-
ing about the business aspects, not 
just the legal aspects. Most other law 
firms that have non-lawyers practic-
ing with their lawyers, they’re prac-
ticing exactly in the areas where 
they have practice areas. If you’re 
in health care, you’ve got someone 
in compliance and a lawyer. That is 
not what we’re doing. Our subsid-
iary is a business consultancy. We’re 
going to do things that our law firm 
doesn’t even do in operations, strat-
egy, marketing and IT. That is the 
difference. There will be similarities 
between some of the practice areas 
and what we do, but we made the 
decision that if the law firm can 
provide the services, the law firm 
will provide the services. Outside 
of that, that’s where the advisory 
comes in.

Cary Gray: What Mark did was 
he implemented sophisticated pro-
curement practices that Fortune 50 
companies use, but firms like ours 

don’t… Midsize and smaller com-
panies just don’t have the resources 
and they don’t have the opportu-
nity to access that kind of knowl-
edge. And that’s what we’re talking 
about.

Mark Gargiulo: And that’s exactly 
the expense management service 
offering under the operations busi-
ness line.

JH: How many professionals do 
you need to hire to staff the advi-
sory services?

Mark Gargiulo: It’s going to 
depend on client demand, and we 
believe that some of the offerings 
will have a greater uptake than oth-
ers and we’ll invest in those. What 
we have been doing is two fold. 
Number one, we’re forming busi-
ness alliances with business con-
sulting firms, similar to ours, that 
add an additional set of services 
that aren’t in our sweet spot. We’ll 
be able to deliver a full solution. A 
number of those are former Accen-
ture or IBM or PWC consultants 
that now have consulting organiza-
tions in the neighborhood of 10 to 20 
people. Number two, I am tapping 
in to my former colleagues to join 
Gray Reed advisory as well, and 
also former clients. There are cli-
ents of mine who have an interest in 
working on projects with advisory. 
I’ve known that for 20 years, they’ll 
join an advisory either on a contract 
or a full-time basis.

JH: How much cross selling 
opportunity is there with existing 
clients?

Cary Gray: Let me give you an 
example of one that’s cropped 
up since we made the announce-
ment. We have a lawyer who has 

a relationship with an investment 
banking firm that does the under-
writing. Those kinds of firms have 
clients who started a business and it 
was really successful as an entrepre-
neur and the business grew. And it’s 
time for them to have a capital event 
for whatever reason. And their busi-
ness is not structured in a way yet, it 
has not developed its processes and 
policies in a way yet that will allow 
them to do that. They have to get 
ready for it to go to market. Maybe 
they need a board of directors that’s 
having meetings and taking min-
utes, or maybe they need a more 
formalized strategic plan, or maybe 
they don’t have the infrastructure 
in place to allow them to go pub-
lic. And that client of our lawyer 
reached out and said, we have cli-
ents that need the services and that 
conversation got started since the 
launch.

Commonly, what we’ve learned 
is that companies and people who 
are not clients of the firm will seek 
services from the advisory side and 
end up becoming clients of the firm 
and not the other way around.

JH: Can we talk about how the 
advisory services fit into the firm’s 
overall business model?

Cary Gray: Mark and I could sit 
here and make what we think are 
conservative projections and our 
partners will look at us like we’re 
crazy. But they are, after all lawyers, 
so they have that degree of skepti-
cism about it.

Mark Gargiulo: Our business 
plan estimates $100 million in seven 
years. While that’s a target, I won’t 
be disappointed if we don’t exactly 
meet that target.
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