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LAW FIRMS today are undergoing a period of 
continued change and competition. Law firm 
leaders are faced with increased pressure to 
raise revenues despite growing competition 
and changing client demands. The slow pace 
of growth in the global economy has had an 
impact on law firms, and many continue to 
fight to remain profitable in the wake of the 
economic downturn. 

Additional factors, such as changing 
regulation in the UK which has opened up 
the legal industry to new entrants, and the 
focus on alternative fee arrangements and 
new pricing methods in both the UK and  
the US, can further the demands on law 
firms to compete and grow. As a result, law 
firm leaders are under pressure to find new 
and better ways to increase productivity  
and profitability.

Targeting Profitability: Strategies to Improve 
Law Firm Performance is an expert guide 
on profitability strategies for law firms. This 
report brings together the views of respected 
experts on law firm profitability from both the 
UK and the US, and it outlines specific areas 
within a firm that can be targeted to introduce 
improvements, adapt processes and training, 
and as a result increase profitability. These 
experts share their views on what impacts 
profitability within a firm, and they provide 
advice and tips on what can be done to make 
improvements. A law firm’s overall objective 
should be to meet changing client and market 
needs in a manner that is profitable, and this 
report sets out important steps law firm leaders 
can take in order to meet those objectives. 

‘Pressure on profitability has become 
not just a temporary area of concern for law 
firm management, but is now one of the top 
priorities’ according to Tony Williams and 
Richard Tromans of Jomati Consultants LLP. 
In the opening expert analysis in this report 
they highlight the need for a firm to have 
a clear idea of its place within the market 
and to identify their clients’ needs before 
embarking on any strategy intended to boost 
performance and raise profitability. They 
therefore outline steps for law firms to follow 
in order to assess their own market position, 
client base, and rivals.

The report then proceeds with expert 
analyses highlighting specific areas within 
a firm that can be improved in relation 
to clients, cash management and pricing, 
people and training, and IT. Experts from the 
UK and the US provide advice on how to 
increase profitability and they share different 
perspectives on related topics. Advice is 
given on topics such as: 

 � Identifying the key levers of profitability 
within your firm;

 � Differentiating in a way that is 
meaningful to clients;

 � Cross-selling and ensuring  
client satisfaction;

 � The importance of cash management;
 � Better pricing and alternative  

fee arrangements;
 � Embedding fee culture;
 � How learning and development impacts 

profitability, and the importance 
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of training lawyers to ensure they 
understand the effects their day to day 
activities have on profitability; and

 � Using IT and new technologies to  
aid profitability. 

By covering a selection of strategies for 
increasing profitability, and outlining the 
importance of certain processes, this 
report will enable law firm leaders to 
make adjustments to current processes 
and crucially identify future profitability 
opportunities for their firm.  
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