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This weekend was family time. The occasion was the 2nd of three In this issue:
grandchildren's bar mitzvahs this year. The synagogue was unique, in my

experience. The rabbi was a woman; the new building was all made from The 1%. the 99% and
recycled material; and this was the first bar mitzvah for the congregation. the Future of the Legal

My grandson was marvelous. He's the kind of kid who seems scattered
with an excessive amount of energy but who, when he wants, can focus
intensely. And that's what he did: Learning Hebrew from scratch and
performing well under pressure. And the family gathering, needless to

Profession

The Profitable Law Office

say, was glorious. Handbook

As | write this, the weather is picture-perfect. On this holiday day, it's a Video: Marketing Plan
perfect time for a bike ride. | hope you're enjoying your time as well. 101
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The 1%, the 99% and the Future of the Legal
Profession

BigLaw versus the Rest of Us

All the publicity given to the "Occupy [fill in the blank]" movement has
popularized the notion of a 1% - 99% split in American life. The 1%, of
course, constitutes the super-wealthy; the 99% constitutes "the rest of
us." The comparison can be, and too often is, taken to extremes. But the
fact is that it does increasingly apply to the legal profession. We
inescapably are seeing the development of two separate worlds of law.
There is "BigLaw," the megafirms with many hundreds and even
thousands of lawyers, most of whom are representing global clients. And
then, there are the rest. The other firms may have global clients and

global issues, but the real focus is on small to mid-size businesses and
individual issues.
i | L J

Large Law Firms Petitioned the ABA Last Year
It has always been the basic premise of lawyers' self-regulation that all
firms are equal before the 50 state bar associations. But last year a group What Clients Are Saying:
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of large national/international law firms petitioned the ABA with a
complaint about state bar regulation, contending that, given their
multistate and multinational corporate practices, such firms are restricted
by the separate state bar admission requirements on issues like conflicts
of interest, liability and lawyer mobility, and need special regulations to
give them the flexibility of serving their unique client base.

The Future of Small Firms

If large firms get their way, what happens to the bulk of the profession,
the more than 50% (some say as much as 80%) of sole practitioners who
constitute small firms? These are the folks who provide most of the legal
services. Corporate America is a small but disproportionately powerful
group being serviced by BigLaw, a small, but disproportionately influential
component of the Bar. The rest of the profession, however, is important
and provides the bulk of the legal work for the other "99%." How can they
survive in the two-tier world of the future?

Small Firms Can Compete

The fact is that there is a lot of work available for those who are flexible
enough in their cost structures to be competitive. And that depends on the
use of technology to become more efficient and improve the quality of
their legal services, all at the same time lowering the legal costs to their
clients. It is the overall legal cost, not the hourly rate, that the client cares
about. And only technology can reduce the cost of operations and thereby
allow firms to pass on to the client some or all of those savings.
Collaboration in the context of providing greater value in legal services
produces more effective representation at a lower cost to the client
without discounting either the value or the per hour fee of the lawyer.
Small law firms that can partner with their clients, and can show their
clients how they can reduce their legal costs (without reducing the
lawyers' per unit fees) will have a strategic advantage in the marketplace
as true value-added service providers, no matter what two-tier structure
emerges.

For those who would like to receive my new white paper on
the "Future of the Legal Profession,"” send your request to

edpoll@lawbiz.com and mention the white paper.

The Profitable Law Office Handbook:
Attorney's Guide to Successful Business Planning

16th Anniversary Edition
- Follow along page by page to
achieve what every law
practice needs - an action plan
for success! Inside you'll find:

* the benefits of a business
plan

* how to prepare for the
planning process

* how to set goals

* how to create a targeted
marketing plan

* how to evaluate and adjust
your plans

Interactive forms are available

"I worked with Ed for a year
while working to become a
partner in my law firm. With
Ed's coaching, | was able to
achieve that goal at the end
of the year. Through his
coaching techniques, Ed
showed me how to
communicate assertively and
confidently with the partners |
needed to persuade to vote
for my promotion into the
partnership and to convince
them of my abilities. | can
honestly say that without
Ed's help, | would not have
made such an excellent
impression on my partners."

KR

"I'm gradually learning,
through my weekly coaching
sessions, how to get in touch
with what | like to think of as
my ‘inner Ed.' With 'Ed in my
head' between coaching
sessions, | have been able to
negotiate better fees and
attract more work and a
higher quality clientele. With
Ed as my ally, the stress of
being a sole practitioner is
greatly reduced.”

AS
New York
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online. Learn more.

Special Pre-publication

Price:

$25 until July 1

(reg. $49)

Call 1-800-837-5880 or order online at lJawbizstore.com.
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