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A Note Before
The Findings

This audit examines publicly
observable signals only. It is not a
comprehensive diagnostic, that
requires access to internal analytics,
response data, and a direct
conversation about what the firm is
trying to achieve. What follows is what
Esme can read from the outside. It is
offered without malice and without

inside knowledge.

Benesch is a serious, well-regarded
national law firm with offices across six
US cities, strong practice-area

coverage, and a consistently active

thought-leadership publishing program.
The Clarity signal problem identified here
is not a reflection of the firm's quality or
its reputation among existing clients. It is
a reflection of a pattern that is common in
professional services firms of this scale,
and one that has specific, observable
consequences for Al recommendation and

first-impression conversion.

The findings are what the evidence shows.

The repair direction is what the evidence

suggests.
WHAT THIS AUDIT IS NOT WHAT THIS AUDIT IS
e A judgment of legal capability e An investigation into the Clarity signal
e A review of client outcomes ® An assessment of first-impression

Z understandin
e An assessment of attorney expertise 9

e An evaluation of what a stranger can

e A measure of market reputation 5 ;
P learn in the first few seconds

e A review of what Al systems can
confidently infer from public evidence
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EXHIBIT 1

The Crime Scene —

What the Evidence Showed First

:«Benesch : o We Are v What We Do v Our People News & In;i.élits,_,\_vr 'y Join Us v Q

Driven to

Benesch is a new breed of high performing national law firm o
] that's as driven as our clients. We are all in on outpacing
= e e ‘ industry growth benchmarks and outperforming standards for
= : ‘ client and professional satisfaction—day in and out-

| EXGELWITH BENESCH | |  FIND A PROFESSIONAL |

The investigation began with an eight-second homepage test.

A first-time visitor, someone with no prior knowledge of Benesch and no
referral context lands on beneschlaw.com. The browser loads.

Eight seconds pass. The visitor reads only what is immediately

visible, above the fold, without scrolling.

The question the test asks is simple: what does this firm do,

who does it serve, and what should the visitor do next?

The answer, after eight seconds, was this:

“Driven to better.”
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EXHIBIT 1

The Crime Scene —

What the Evidence Showed First

That is the homepage headline. Below it, a subline: “Benesch is a
new breed of high performing national law firm that's as driven as our
clients.” Below that, two CTAs “Excel with Benesch” and “find a
professional” and a navigation menu containing What We Do, Our

People, and News & Insights, none of which resolve above the fold.

For a visitor who already knows Benesch, who arrived through a
referral, a conference, or a trusted recommendation that headline
does real work. It communicates culture, confidence, and a particular
kind of ambition that existing clients and prospects in the network will

recognize immediately.

The visitor who does not already know Benesch has a different
experience. They know the firm believes in performance. They do not
know what kind of law it practices, what kind of clients it serves,

or what to do if their situation might be a fit.

That is not a design problem. It is a Clarity signal problem.

Benesch doesnt hide what it does. It simply telle you after you've
already decided whether to ctay.”
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EXHIBIT 2

The Evidence —
Eighthecond Audit

The Clarity signal measures one thing: can a stranger understand what this brand does

in eight seconds without prior context, without goodwill, and without the managing

partner in the room to explain it? The investigation examined what is observable at

first contact. The evidence produced a clear pattern.

FIRST-CONTACT EVIDENCE

EIGHT-SECOND TEST

FIRST-CONTACT ELEMENT

OBSERVABLE EVIDENCE

SIGNAL

Homepage headline

Observed:
“Driven to better...”

GUILTY

Practice area

Observed:
Not visible

Client type

Observed:
Not visible

Primary action

Observed:
Multiple competing CTAs

o
&l [8] (8] [8]

Service understood

Observed:
No

GUILTY

A stranger arriving at beneschlaw.com leaves the eight-second window knowing one

thing: the firm believes in performance. They do not know what kind of law it practices,

who it serves, or what to do next. The information that would answer those questions

exists on the site. It is not observable at the point the decision is made.
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EXHIBIT 3

ﬁe Hasrerne=
Where It Comes From

This pattern is not unusual for a professional services firm at
Benesch's scale. The firm has built its reputation through direct
relationships, referral networks, and the quality of its legal work. Its
clients know the firm. The trust, in most cases, was established

before anyone visited the website.

The problem is not the audience the copy was written for. It is the

audience that was not considered.

‘Referral removes the need for clarity.

D/’g’cm/eky dependc on it.

Benesch hasnt made itself difficult fo understand.
It has made understanding

conditional on staying and strangers

decide whether to ctay before they vnderctand.”
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EXHIBIT 3

TilhciPackerm -
Where It Comes From

Al systems face the same constraint. They can only work with
what is explicitly observable, not inferred from brand equity,
not extended the benefit of the doubt. A website built to
validate choices already made through referral works well

when referral is the dominant pipeline.

In an Al-mediated discovery environment, where a growing
number of first contacts arrive without prior context, the same
homepage is encountering a different kind of reader and that
reader needs something the current page does not

yet provide.

Within the Trust Signal framework, this is the
Controlling Parent Pattern. High standards. No
signage. The information exists, it simply requires
more commitment than a stranger has yet made.
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THE VERDICT

UILTY.

The Clarity signal is broken at the homepage'’s first point of

—

contact. The investigation did not find a shortage of
information. It found a shortage of information at the
moment it mattered most. Benesch tells strangers
everything they need to know. It simply tells them too late.



EXHIBIT 4

The Verdict

The cost of this pattern is not visible in reputation data.
Benesch's reputation among existing clients and referral
networks is, by all observable evidence, strong. The cost is
visible in first-impression conversion and Al recommendation
confidence specifically when a buyer who does not

already know the firm arrives as a stranger and encounters

a homepage that cannot answer, in eight seconds, whether

this is the right place.

Clarity is not simplicity.

It is the discipline of making yourcelf easy to
underctand, co that the right clients can find
the firm, recognize it ac relevant, and choose it

without having to work for iT.

T
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EXHIBIT 5

The Repair Direction

The repair for a broken Clarity signal is a reorder, not a rebrand.

The information that would make this brand findable to a

stranger already exists. The problem is sequence and what

that sequence costs in the eight seconds that determine whether

a first-time visitor stays or leaves

INVESTIGATION FINDINGS

FIRST-CONTACT ANALYSIS

FINDING

WHAT NEEDS TO CHANGE AND WHY

SIGNAL IMPACT

Restore

first-contact

The investigation identified a gap between what a
stranger needs to understand first and what the
homepage currently presents first. Until that

MISSING '

between arrival
and understanding

observable at the point the decision is made.
The repair is proximity — not creating new
information, but ensuring existing information is
observable without requiring a commitment the
visitor has not yet made.

clarity sequence is corrected, the homepage is filtering Visitors cannot determine
out the buyers it most needs to reach — not relevance before deciding
because they aren’t interested, but because they whether to continue.
couldn’t determine whether they should be.
The information a stranger needs to self-identify s ey
Reduce the gap as a potential fit exists on the site. It is not M

Information exists but is
not encountered at the
decision point.

Align first
impressions with :
the firm's actual
capability

The firm’s capability is not in question. The
problem is that a stranger encounters the firm’s
ambition before they encounter its capability.
Ambition invites interpretation. Capability
invites decision. The repair is ensuring first
contact leads to the latter.

Capability is present but
encountered too late in
the decision sequence.

Information is visible

and clear above the fold.

Information is partially
present but unclear or
competing.

rOnGLEAR ]

IR

fissmve |
WISSING

Information is not visible
or not stated above
the fold.
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EXHIBIT 6

What This Audit
Cannot Tell You

This audit examined the Clarity signal only. It is
one of four signals The Trust Signal Diagnostic
investigates. The other three signals were not

investigated here.

The signals always interact. A brand that
appears to have a single broken signal

from the outside is rarely carrying just one
problem on the inside. The Clarity failure visible
here may be the most observable symptom,

or it may be the consequence of a different

signal that broke first.

What this audit does not tell you: which signal
broke first, how the Clarity failure is interacting
with Benesch's other signals, what that interaction
is costing in pipeline and recommendation terms,
and what the correct repair sequence is for this

specific brand.

5 e T

““INVESTIGATION STATUS

SIGNALS INVESTIGATED
&) Consistency

M Clarity

[1 Credibility

[ 1 Connection

EVIDENCE REVIEWED
e Homepage messaging
e Service descriptions
¢ Navigation structure

o [irst-contact J'ourney

EVIDENCE NOT REVIEWED

e Internal ana[yf:ics
° Enquiry conversion data
o (ser festing

e (lient interviews

i

CASE STATUS

P

| "QPEN

The investigation is open. The evidence is already there.
The question is only whether you're reading it before the algorithm does.
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EXHIBIT 7

Why This Requires a
Full Diagnostic

This audit identifies one broken signal. It cannot determine
whether that signal is the cause of the problem or merely the

symptom.

The full Trust Signal Diagnostic maps how all four signals
interact, identifies which signal broke first, and sequences the
repair accordingly. That sequencing is not a checklist. It is built

around questions this audit cannot answer.

Which cignal broke first and ic Clarity the cause or the concequence?
How are the other three signals interacting with what is vicible here?
What commercial coct is being created by delayed understanding?
What happens if vicibility improves before crea(/bf//‘ty?

Which repair would create the greatest commercial impact firet?

These are the quections the full diagnoctic existe to ancwer.

The Trust Signal Diagnostic investigates all four signals
together, traces the origin of each broken pattern, and builds a
repair roadmap sequenced for the brand specifically.

Not a checklist. An investigation.
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ABOUT THIS AUDIT

This is a free Trust Signal Audit —
a snapshot of one signal based on
publicly observable evidence.

It is not a full Trust Signal Diagnostic.

If this audit produced a moment of
recognition, that moment is the
beginning of the investigation.

The full diagnostic is where it goes next.

The diagnostic investigates all four
signals directly with the brand and
produces a sequenced repair roadmap.

If you'd like to understand what your
trust signals are currently saying to
both your audience and the Al systems
they use for recommendations, contact:

hells@thetrusteignal.com
thetrusteignal.com

—

v

INVESTIGATION STATUS:
COMPLETE

esmc

THE TRUST SIGNAL DIAGNOSTIC

STRATEGY. EXECUTION. INTEL.
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