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Many of the most successful recruiters do not spend their time cold calling or submitting candidates to law
firms. Often the most successful recruiters are those that are able to pick up the phone and call associates or
partners with whom they have developed relationships, whether it be for purposes of recruiting them directly,
picking their brains about other potential candidates, or gaining insightful information about the market and
firms in general. These recruiters are the true stars of the industry. They have learned the art of the most
effective way to recruit-through building professional relationships, and building them at all levels. It is this
relationship-building that allows them to truly succeed. The fact that long-term relationships tend to establish
a higher level of trust and confidence argues that these are the best relationships to foster.
Summary
Partner placements are an important but often overlooked part of the legal industry. Law firms, legal
recruiters and legal employers recognize that relationships between law firm partners and potential legal
employers are essential for a successful placement. This article examines the role of relationships in
placement and discusses how law firms, legal recruiters, and employers can take advantage of the
opportunities provided by relationships and partner placements.

Relationships play a key role in partner placements. A successful placement relies on an effective and
ongoing relationship between the law firm, legal recruiter, and employer. Law firms need to build and
maintain strong relationships with their clients in order to ensure a successful placement. This involves
developing trust, rapport, and knowledge of the employerEUR(TM)s needs, as well as understanding the law
firmEUR(TM)s own interests and capabilities.

Legal recruiters play an essential role in partner placements by helping law firms identify and recruit the right
partner for a role. They are responsible for identifying matches, conducting interviews, and evaluating
candidates, as well as providing advice and guidance to employers and law firms. Furthermore, legal
recruiters can also provide valuable insights and advice on specific legal issues.

Finally, employers should also recognize the importance of relationships in partner placements. Employers
should be open to forging relationships with firms and recruiters, as well as cultivating relationships with
potential partners. By doing so, employers can gain valuable information on the law firmEUR(TM)s
capabilities, as well as an understanding of the particular individualEUR(TM)s skillset and potential.

To summarize, relationships play an important role in partner placements. Law firms, legal recruiters, and
employers should all recognize the benefits of building relationships and taking advantage of those
opportunities. By understanding the needs of the employer and the law firmEUR(TM)s capabilities, they can
ensure a successful placement. Moreover, employers should be willing to forge relationships and cultivate
relationships with potential partners in order to gain a better understanding of the individualEUR(TM)s
skillset and potential.
The Importance of Relationships and Partner Placements in the
Early 2000s
At the beginning of the 21st century, when the internet was just beginning to take off, the importance of
relationships and partner placements between law firms began to become increasingly apparent. Law firms
had to be able to stay competitive, and in order to do that, they had to develop strong relationships with key
partners in order to generate more business. As law firms grew and expanded, they needed to find the right
partners that could help them expand their reach and increase their competitive advantage.
Strategic Alliances Help Law Firms Adapt and Grow
As the market became increasingly competitive, the importance of forging strategic alliances became ever
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more important. Law firms sought to establish relationships with partners that could help provide additional
expertise and resources. Partnering with the right firm could enable law firms to better serve their clients and
offer a more comprehensive suite of legal services. Strategic partnerships between firms also allowed for a
smoother and more efficient transition into new markets.
Partner Placements Become Essential for Legal Professionals
By the mid-2000s, partner placements had become essential for any law firm hoping to stay competitive. Law
firms worked closely with placement firms to ensure that they had access to the right partners for their needs.
Placement firms provided law firms with the ability to find the right partner for their particular situation,
ensuring that the two partners had compatible business models and were a good fit for each other in terms of
expertise and resources.
Partner Placements Lead to Greater Success
The success of partner placements and relationships between law firms was evident in the mid-2000s. Law
firms with strong partner relationships were able to generate greater success compared to those without. Law
firms that had an established relationship with a partner were able to leverage the expertise and resources to
accomplish more than they could have alone. Partner placements allowed law firms to operate more
efficiently, increasing their ability to provide clients with high-quality legal services.

At BCG, we have witnessed over and over again the value of long-term relationships and the effects our
relationships have on our ability to work with and place individual partners and groups of partners
nationwide. Some of our best recruiting results have, in fact, come about as a result of relationships fostered
by our legal recruiters over many years of working in the legal industry. Similarly, some of our best results
have come about because of new relationships that have quickly blossomed and flourished. These
relationships vary and include associations with managing and hiring partners, recruiting professionals,
associates, partners, law firms' clients, placed candidates, and referrals.

Because partners are generally dealing with particularly sensitive and potentially explosive matters when
they seek to transition to another law firm, making a move can be an ominous undertaking if left to their own
efforts. Partners rely on BCG consultants to provide a number of essential services during the placement
process, not the least of which is the strong relationships they have with legal professionals that enable them
to effectively and efficiently transition partners. Likewise, firms rely on BCG recruiters to provide them
rainmakers, service partners, group acquisitions, and even merger partners. The confidence that partners
and firms place in BCG comes about as a result of years of established relationships with key professionals
across the nation.
When choosing a recruiter, partners and law firms need to assess what, if any, relationships the recruiter has
established in the marketplace. It has been our practice at BCG to monitor our professional relationships and
take stock of how well we are serving the growing list of legal professionals (both law firms and candidates)
with whom we come in contact on a daily basis. Every one of our recruiters has his/her own list of personal
contacts with whom he/she works that enables him/her to effectively and efficiently bring about the lateral
transition of partners in every legal market BCG serves. How long is your recruiter's list of contacts that
he/she could call immediately and engage in conversation? One hundred? Two hundred? A good recruiter
to whom you would entrust a partner search or engage to represent you as a partner should have a list of
contacts that meets or exceeds that number. A recruiter's ability to pick up the phone and make an instant
connection, particularly with partners with whom a recruiter is working or managing partners for whom a
recruiter is conducting an exclusive search, will depend greatly on whether the recruiter has nurtured his/her
relationships in the legal marketplace.

Essential to the success of every BCG recruiter in making partner placements is already having the
relationships necessary to bring about what we ultimately are striving for: the right fit. The key players in the
partner placement process vary from transaction to transaction, but most often include the managing partner
or the practice chair, and may include the recruiting professionals and other staff at a law firm. BCG recruiters
understand the importance of building and maintaining relationships with each of these firm employees.
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Picture a recruiter stranded on a deserted island with a partner. All he/she has is a phone. The recruiter can
call anywhere in the world. The only way off of the island is to place the partner. The likelihood of that
recruiter making it off the island will be fairly dependent on his/her access to and ability to obtain and
exchange information. If the recruiter has established relationships with candidates and professionals at all
levels, one would assume he/she will likely place the partner within weeks of being stranded. If you feel like
you've been stranded on a deserted island with your recruiter for far too long, in all likelihood, your recruiter
has not done much lately to cultivate and take care of his/her professional relationships.

For a recruiter's relationships with candidates and law firms to succeed and flourish, there must be an
understanding that discretion, confidentiality, honesty, and approaching the search process ethically are
givens. Managing partners and hiring partners want to know they are working with a professional that will
conduct him/herself with the highest level of discretion and honesty, not only when dealing with the firm, but
when representing the firm in the marketplace. Recruiters are consistently placed in situations that require
them to make difficult decisions that may cost them a relationship or even a placement. Those that
consistently choose the high road will be rewarded with the admiration of the professionals with whom they
work.

At BCG, we have had the privilege to work with some of the most accomplished, highest-performing partners
in the country. The standards set by these partners in firms across the country are the standards they expect
in representation. Partners want to work with individuals who show respect for them and their practices and
give them the type of service that their own clients expect. A recruiter's "work product"- whether it is in a
recruiter's representation on paper, supply of knowledge about the market, or representation on the phone
on behalf of a partner-must reflect the high standard demanded of attorneys in the practice of law. At BCG,
we are continually reminded that our work product directly affects our relationship with the law firms with
which we work and the ability of the partners with whom we work to ultimately get into those firms. It is this
standard of representation that induces managing partners, hiring partners, and recruiting professionals to
take our calls, give us referrals, and speak with us about their most sensitive needs.

Through a variety of avenues, BCG cultivates and nourishes relationships with hiring partners, law firm
management, and key recruiting professionals.

BCG's ongoing representation of high-quality candidates to law firms assures ongoing communication
between our recruiters and law firm management. BCG listens to what law firms want and then delivers just
that. Law firms, in turn, give BCG the privilege of ongoing business. Law firms consistently compliment BCG
for its high standard of representation and the manner in which it represents its candidates.

BCG's goal is to improve the lateral-hiring process for both candidates and law firms and to recognize that
providing information is essential to nourishing our relationships with law firms and partners across the
country. It is for this reason that BCG seeks through its informative website, articles, advertising, and books to
continually provide pertinent information to law firms and candidates. Through speeches at law schools, BCG
ensures that young associates understand how to get jobs. BCG's research staff regularly researches firms
and jobs so that up-to-date and accurate information regarding opportunities and marketplace conditions is
funneled to BCG's candidate base on a regular basis.

BCG recognizes the value of maintaining contact with active and placed candidates. BCG's active candidate
base is a pool of information. Savvy associates pick up the pulse of partners with whom they are working.
Associates are excellent sources of information about partners who may be looking to depart a firm and are
often privy to information regarding a firm's long-term plan, i.e., opening a branch office, expanding into
another city, acquiring another firm, merging with a national powerhouse. Likewise, BCG has placed partners
in virtually every state across the country. These partners are excellent sources of referrals and information.
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The breadth of BCG's contacts spans our many offices across the nation and allows us to create opportunity
locally and nationally. BCG's reputation extends nationwide, and it is this reputation that has provided us the
good fortune to work with prominent hiring partners across the country seeking to grow existing offices
through mergers and acquisitions. Partners who engage BCG's services can be confident that BCG will
provide through its nationwide contacts and relationships the most effective and efficient representation in
the legal marketplace.
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