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PREFACE 

A successful law practice is based more on passion than anything else. Over the years we 

have learned a number of techniques from colleagues in the law and have studied the business 

literature for ideas.  The practice of law is unquestionably both a profession and a business. 

Michael Gerber, in his book The E-Myth Revisited, takes the position that a successful 

business man combines three characteristics: an entrepreneur, a manager, and a technician.  To 

succeed lawyers must go beyond the role of technician and become entrepreneurs and managers as 

well.  Mr. Gerber also instructs us to work on our business not just in our business. A successful law 

practice requires the lawyer to step away from client files for a significant period of time each month 

and work on the practice. 

This book begins by examining the personal characteristics necessary to succeed in the 

profession.  It moves on to discuss the development of a strategic business plan for the firm. 

Budgeting, timekeeping, monthly reports, firm meetings, and firm retreats all play a role in strategic 

planning.  The authors discuss proven marketing strategies, detailing the seven keys to marketing as 

well as 21 marketing activities.  Those that work and those that don’t are all discussed. 

A law firm needs clients.  This book includes a chapter on marketing. 

The organization of the firm, its support systems and use of space all impact profitability. 

Various management structures are compared and support systems are described. 

The authors discuss 23 effective time management techniques that can add hours to every 

lawyer’s day. The concept of Total Quality Management (TQM) and its importance to every law firm 

is outlined. 

We live in an area where the average lawyer graduating from law school today can expect to 

be sued 10 times for malpractice during his or her career.  The book discusses common malpractice 

traps and how to avoid them. Selected ethics issues pertaining to practice management and practice 

development are included. 

Billing and collections vital to the cash flow of a law firm are discussed.  Various billing 

methods are compared and the concept of value billing is explored and the administration of a billing 

system is examined. 

The key to any law firm is its people — its partners, its associates, and its staff.  Ideas are 

presented on how to recruit, how to interview, how to manage, and how to compensate.  Employment 

laws that law firms deal with on an everyday basis are highlighted. 

Client demand for “better, faster, cheaper” demands that law firms develop systems for the 

delivery of legal services.  A step-by-step method for developing systems is included. 

Another factor greatly affecting efficiency is the proper utilization of technology and the 

Internet.  The book contains a discussion of hardware and software as well as ideas for utilizing the 

Internet. 

Finally, to succeed the law firm must anticipate change early on and adapt to it quickly and 

profitably.  The book explores some of the trends driving change, in and out of the legal profession, 

and makes recommendations for positioning law firms for success in the future.  
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