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Teaching New Lawyers About

The Law Firm as a Business

What AssociatesWhat Associates

(Don’t) Know(Don’t) Know

?
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Progress stalls 
. . . or worse

Frustration

Dropping Out

Depression

What’s Needed?

• The basics
– How are law firms structured

– How are law firms managed

– Why equity partners matter 
so much
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The Business of Law

• Compensation

• Revenue generation

• Business development

• Firm and risk 
management

• Diversity

• Addressing mistakes

How to Teach?

• “Introduction to Law Firm Practice” Class at 
Washington University
– 5 mornings (about 14 hours)

– 1 credit

– Final day panel – 5 lawyers

– Reflective Journal

– “Modified” Pass‐Fail
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Client‐Tailored 
Services

Standardized Services –
Focus on Speed, Efficiency, 

Price

Specialized 
Services

High

Low

Client’s Perception of 
Importance
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High

Price Sensitivity

Profits as Rates Increase
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Rate – $225 per hour ($25 more)
Overhead – $160,000
Salary & Benefits – $140,0000

Break Even Point

1333.3 hours

Overhead

Salary & Benefits

Profits

Methods for Finding New Business

Leaders Network 2009
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Learning . . .

The facts

Business basics

Cultivating 
prospects early

Targeted Action



6

Group Exercises

Planning

Making 
Connections

Problem 
Solving
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Team Work

Reaching Individual Goals

Improving the Team
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Thank You and Good Luck

Please contact me with questions:

Michael Downey

Hinshaw & Culbertson LLP

(314) 425‐2104

mdowney@hinshawlaw.com

www.DowneyonLawPractice.com


