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Do you have the ‘right team’ to enable your firm to successfully compete?
Now that we are all back from our holidays, refreshed and ready for the challenges ahead, many firms begin to consider their next moves.
However, there are several pre-requisites before plans now being formulated can be effectively implemented to achieve success.

First and foremost is the issue of whether firms have in place ‘the right team’.

How many firms do NOT have underperforming partners? 

My research suggests few if any. Underperforming partners are of course in many firms a ‘sacred cow’, which they find great difficulty in facing up to, for a variety of reasons. But facing up to these ‘sacred cows’ they must, because partner underperformance is costing firms far more than they might wish to recognise.

It is not only the direct financial loss involved, but worse, it is the knock-on effect involving inter alia:

· lost clients

· lost opportunities

· poor staff morale

· high staff turnover

· problems with partner recruitment and retention

And it is these issues that can make firms uncompetitive in the eyes of clients (and it is clients’ perceptions that matter):

‘Their quality is patchy’

‘Sometimes they lack polish and quality in depth’

And, if a survey of partners’ attitudes was to be carried out by an external party based upon anonymous interviews, then many of those running firms would most likely be surprised by the findings, which might then galvanize them into action:

‘Some partners here are too comfortable and are not prepared to stretch themselves’

‘I am not sure if everyone here is prepared to put in the extra effort to make the difference’

‘There should be zero-tolerance financial management’

‘We are too gentlemanly in our internal operating style’
The above quotes are real comments from partners in a firm that ultimately was forced to change, by a groundswell of pressure from a majority of its partners. Ideally, management should not be forced into change by pressure from partners – management should be leading the process of change by challenging everything about the firm:

‘Why do we do [this type of work]?’

‘Why do we do things in this way?’

‘Is there not another, perhaps better, way of [conducting this aspect of our business]?’     

‘How many of our partners are, by our standards:

· underperforming, but could improve?

· have attitude / behavioural problems and are unlikely to improve?’

Firms in today’s (and more importantly, tomorrow’s) legal markets have a clear choice:

· raise their game to become competitive; or

· stay as they are (which should not really be an option) and continue on a downward spiral

But do all partners want to ‘raise their game’?

How many of them are content with what they earn?

How many of them are ‘too comfortable?

How many of them are not prepared to be managed?

Driving up performance in a law firm needs leadership – leadership which is:

· thinking and visionary

· challenges everything

· inspirational

· has the ability to take partners along on the journey; and

· perhaps most importantly for ultimate success, has the determination to face up to the firm’s ‘sacred cows’ and implement necessary change.

Underperforming partners are a barrier to firms becoming competitive. So:

· stand back from the daily grind of your work to view the big picture and in particular your BIG ISSUES 

· force yourself to MAKE DECISIONS 

· IMPLEMENT those decisions

· and MOVE ON

If you do so, you are never likely to look back.
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