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The prospect of litigation is daunting for clients, with a multitude of decisions to 
be taken and the risk of unexpected costs. 

At DWF, we use Decision Trees to provide our clients with clear and concise advice on 

the options, costs and outcomes of disputes. Our aim is help clients make tough 

decisions and introduce certainty, during uncertain times. 

 

Why do you need a decision tree? 

– To advise the client's Board of Directors on options, costs and 

outcomes of litigation 

– To persuade a mediator and opponent of the rational of your 

position 

– To set realistic financial expectations for settlement negotiations 

– To provide an audit trail for an agreed settlement figure 

– To act as a route map, helping those new to litigation to 

understand the hurdles and timelines involved 

Our team 

DWF Forensic is a team of qualified forensic accountants and 

investigators, with ‘Big Four’ accounting expertise and decades of 

relevant experience. Over the years, we have assisted clients with 

the quantification or challenge of losses arising from litigation 

related to breach of contract; defamation; breach of warranty; 

copyright infringement and insurance related claims. 

We work alongside our lawyers, providing a truly multi-disciplinary 

and privilege-protected service. 

 

How does a decision tree work? 

At DWF, we use decision trees to provide a diagrammatical 

representation of the financial outcomes of various options 

available in a dispute scenario. They are a powerful tool that we 

use to help our clients make difficult choices in litigation.   

Working collaboratively with all key stakeholders, which often 

includes several members of our client's management team, 

counsel and the legal team, we create decision trees that capture 

the likely costs and probable outcomes of various legal strategies, 

on a single page. By calculating the weighted average expected 

outcomes, our clients are able make risk based decisions in 

support of their objectives. 

Decision trees are invaluable at any stage of a dispute and in 

particular to help with strategy and planning at the start of a case 

or before and during mediations and settlement negotiations. 

The decision tree example on the following page was produced 

for a client facing a contractual dispute with its supplier. It 

summarises our advice on the strategic options available and the 

associated financial outcomes.
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