
Seven Sample Attorney Business Plans: Why Attorneys Must Have
Business Plans
By Harrison Barnes from  Los Angeles Office

Managing Director

Business plans are a dying art, especially in the legal profession.
Needless to say, business plans are also essential for a lawyer's career.
As the adage goes, if you don't plan your career, someone else will plan it for you.

Summary: Why should you worry about developing personal business plans as an attorney? Learn why this
is so important and read some samples to get started planning now.
Many of you work in firms that don't have a business plan for the firm as a whole, let alone your practice
group or individual attorneys. And some of you are not privy to the firm's plan, even if there is one.

If you are interested in seeing the elements of a lateral partner business plan click here: Partner
Business Plans: Key Elements
Even so, that's no reason to forgo developing a plan for yourself. Remember, if you don't plan your career,
someone else will plan it for you.

Have no fear. Personal business planning is not about writing a 50-page manifesto outlining every detail of
every day of your professional life for the next 10 years. In fact, personal business planning can be as simple
as you want to make it, as you can see here with this sample business plan for law practice PDF. You don't
even have to call it a business plan -- call it a career plan if you prefer.

No matter how simple you make it or what you call it, personal business planning is about taking inventory of
where you are, determining where you want to go and building a roadmap for getting there. Once you have
the plan in writing, all you have to do is revisit it periodically to check your course and make any necessary
adjustments.

Still skeptical about the usefulness of personal business planning? Consider the following advantages:
It allows you to chart a career course that matches your specific skills, abilities, and interests.
It can help you align your own goals with those of your firm.
It becomes easier for you to review and revisit your goals on a regular basis, making sure that you do not
stray too far off course.
Because it can take years to develop legal business, a business plan focuses you on what you need to do to
ensure that you'll have business down the road.
It will help you and your firm focus time and resources on those opportunities that offer the greatest chances
for success.
It can help you stay focused, even when you're bombarded with new ideas and opportunities. When a vast
array of possibilities present themselves, your plan can serve as a personal constitution that forces you to
make a careful analysis before making amendments or changing course.
Finally, a properly written plan will help you measure and recognize the results of your efforts over time.

See the following article for more information:
The Top Five Objections Partners Give to Preparing a Business Plan Overruled
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GETTING THERE
Here are some simple steps you can take to build your own personal business plan:

1. Take an inventory of where you are.
The first step in the personal business planning process is to survey your situation. Often, it helps to ask
yourself a series of tough questions. What are your strengths and weaknesses? What practice areas and
professional activities most interest you? What is the status of your network and your reputation? How does
your personal situation compare with external factors such as your firm's goals and objectives? Are your
goals in line with the objectives of your firm? What about the status of your competition, internally and
externally? Are you looking to succeed in a field packed with attorneys having similar skills and goals? What
are the trends taking shape in your geographic region, in your practice area, and in your clients' industries?
Do your goals and objectives capitalize on these trends? Given this analysis, what threats do you need to
avoid and what new opportunities can you capitalize on?

2. Determine where you want to go.
You know where you are, but where do you want to go? Think about creating a mission statement for
yourself. I know it sounds corny, but the mere exercise of trying to come up with one is enlightening. Answer
this question: Why am I practicing law and what do I want to achieve? The answer doesn't have to be unique
or earth-shattering -- it just has to answer the question.

Your mission statement doesn't have to be long or eloquent. In fact, you should try to keep it to one sentence.
The most important thing to remember is that whether you want to become a partner in your firm, help the
less privileged, become a judge, move in-house or start your own firm, your mission is yours and yours
alone. Your parents were right: You can do, and be, anything you want.

3. Build a map for getting there.
All that's left is to figure out the steps between your situation and your destination as described in your
mission statement. The best way to map out these steps is to start at the end and work your way back to your
situation. Here is how your analysis might work:

Establish long-term goals. To accomplish your mission, first think about what long-term goals you will need to
achieve. For example, if your mission is to become a partner, you might want to set long-term goals of
winning a certain amount of new business or developing a new practice area. You also might speak with
those responsible for making partnership decisions, to hear what they want to see you accomplish to support
the decision to make you a partner. Once you know their expectations, you can align your long-term goals
with their expectations. And you can make exceeding their expectations one of your long-term goals.

If you are already a partner, your mission might be to become one of the firm's top rainmakers. To accomplish
this, one of your long-term goals might be to develop a certain percentage of new business from your existing
clients over the next two years.

Set objectives for this year. To accomplish your long-term goals, think about what objectives you can
achieve by the end of the year. To continue the above example, if your long-term goal includes developing
new business, you might make it your objective to win two new clients this year that represent a certain
percentage of your long-term business development goal.

To develop a new practice area, you might try to work on three projects related to the new practice area. If
your goal is to focus on developing new business with existing clients, your objective might be to have a
certain number of face-to-face meetings with your clients to discuss their business and legal issues.
Start implementing your strategies today. Finally, to accomplish this year's objectives, think about what
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short-term strategies or steps you can start taking. For example, to win two new clients, you might determine
that you need to build your referral network and become more visible in your practice area. That might mean
taking a leadership role in an association, writing articles and giving speeches. You might run for office in a
bar association section that interests you. Or you might join Toastmasters, to hone your speaking skills. To
identify writing opportunities, you could develop better relationships with key people in your firm's marketing
department so that they think of you when there is a suitable writing opportunity.
To accomplish your objective of working on three projects in a new practice area, you might determine that
you need guidance and additional skills. Then you could identify a mentor with experience building new
practice areas. To acquire new skills, you could take continuing legal education courses or seek
opportunities to work on the types of matters that will develop those skills.

To develop additional business from existing clients, you might start by scheduling regular entertainment
outings with key clients and in the meantime educate yourself about their businesses. What's going on in
their industries? What do their most recent annual reports reveal about their strategies? Who are their
primary competitors? What legal needs might these clients have that your firm is not serving?

In the meantime, as you establish yourself with new and existing clients, it might be a good idea for you to
establish an individual attorney marketing plan, either through an associate attorney marketing plan, or a
partner business plan if you are a partner.

The key to building your roadmap is to make sure that each activity you plan to undertake has a clear
deadline and is as specific, objective and measurable as possible: "I will take two CLE courses in complex
litigation techniques by June 1" or "I will entertain Mr. Jones from ABC Inc. once each quarter."

Also, when it comes to planning, the biggest land mines are complexity and procrastination. Try to avoid
creating a plan that overwhelms you or anyone you tell about it. And remember that any plan is better than no
plan at all.

Strive to keep your plan simple and start taking action. As an attorney, you're well-versed in the areas of
analysis and logic. In every work matter, you look at the situation and connect the dots to accomplish the
desired objective. Apply the same approach to personal business planning and the dots you connect will
lead you to the career you've always wanted.

See 30 Ways to Generate Business as an Attorney for more information.

Frequently Asked Questions
Business Plan For A Law Firm
How Do I Write A Business Plan For A Law Firm?
Firms that practice law are more than just businesses. Lawyers and law firms in general practice a profession
with responsibilities beyond purely commercial concerns.

When starting a law practice, it is important to take the right steps. You should be passionate about practicing
law, but you should also be familiar with the business side of running your new firm. You might already have
plenty of exciting ideas (like what your firm will be called), but it is imperative that you stop and set up a plan
so you know where you are going.

When starting out, you must consider what your goals are, how much revenue you will need, and why people
should choose you over other lawyers. A law firm business plan is necessary for those situations.
WHAT GOES INTO A BUSINESS PLAN
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The creation of an effective business plan will require time and effort. A massive document, however, does
not appeal to anyone. Business plans should be kept short to increase the likelihood that they will be read
and come to fruition. There is no harm in trying to keep it under 20 pages if you have already covered all the
territory you need to at that point.

In other words, what is the territory that needs to be covered? According to most authorities, a sound
business plan should address the following broad areas:
Overview of the Firm

The description of the firm should include the following information: its name, legal structure, practice areas,
and leadership positions. Additionally, it should provide insight into the firm's identity and aspirations.

This would include:
A mission statement about the firm's purpose.
A vision statement or recitation of medium- and long-term goals for the firm.
Important aspects of the firm's history.
Any important philosophies that the firm brings to legal practice.
Market Analysis

Discuss the factors affecting the firm's most important clients and practice areas in this section. Your firm
should assess any technologies that are affecting your practice area and think about how it can take
advantage of them. As part of this section, the firm should also identify its major competitors in each of its
important practice areas and compare their services with the company's.
Clients

Provide information about the firm's major clients, including their size, location, industry, and practice areas.
Consider the prospects and targets of major clients in a similar way. There is a need to examine how the firm
can improve its relationships with both of these groups.
Financials

An organization's fixed and variable costs, upcoming and backward-looking revenue, realization rate,
collection rate, monthly overhead, assets, and liabilities are important financial metrics. The business plan
should include a 12-month profit and loss projection.

On this front, any firm could get into a lot of detail. Ensure that you are not overwhelmed by the information; at
the same time, this is some of the most important information, so you should not gloss over it either.
Operations

The office lease, equipment purchases, and technology plans are among the key operational considerations.
For operational issues, staff members may be assigned roles.
Marketing

Imagine what kind of marketing your firm does today, how it gains clients, and what kind of marketing goals it
wants to accomplish in the future.

The next step is to draft a brief executive summary at the beginning of the document after these sections are
completed. While the summary should be professional, you should also include a sense of optimism. In fact,
if you focus on the fundamentals of business management for your company, your future should be bright.
Do Lawyers Write Business Plans?
It is true that lawyers write business plans!!!
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Law firm business plans outline your goals and how the firm will be run. The following summary explains
how you started your law firm, what your goals are, the services you offer, a budget, and a strategy for
attracting clients.

Every law firm needs a business plan since it serves as its roadmap for the future. You can also change your
goals, so you do not need to know everything in advance. Your business plan may evolve as you become
aware of what you hope to accomplish, who you wish to serve, and what kind of matters you desire to handle.
In other words, the sooner you put some thought into your business plan, the better your chances of success
will be.

Reflect on what you hope to gain from your practice and then take a step back. The following four points will
assist in creating a more precise, impactful, and ultimately lucrative business plan:
1. What are your goals?

An effective plan begins with asking, "Why do I want to run a law firm?" "What do I want to accomplish?" How
would I define success?"

You can have more freedom and fulfillment if you own your own law firm instead of just working for someone
else. You have more control over your income when you own your own company, in theory.

Consider the following questions to get started:
What do I want to achieve by starting my own law firm?
What is the impact I want to have?
What am I good at?
How do I want to service my clients?
What problems do I want to help solve?
What does success look like after starting this law firm?

If you fail to answer these questions clearly, investing in your dream will feel misguided, even though you
may desire to start a law firm.
2. Consider how much revenue you will need.

Once you know what success looks like, determine how much revenue you will need to achieve those goals -
and more.

Lawyers earned a median salary of $122,960 in 2019. It is not a small amount but after saving for retirement,
paying rent or mortgage, paying off student debt, paying for vehicle maintenance, etc., that number declines
rapidly.

Additionally, there is no room for investment in marketing or hiring for your law firm to grow. Write down a
number that scares you when estimating how much revenue you will need. If you plan with that number in
mind from the start, you will be much more successful.
3. Setting your fee structure

You need to create your fee structure after setting your goals and estimating a few rough numbers. How
much you charge depends on your practice area; how much it costs you for business services; and how
much others charge on average.

Every client you represent will be different, so each case you handle will also be different. For one project, it
may make sense to charge a flat fee, whereas, for another, an hourly rate makes sense. Knowing how your
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competitors charge and structure their pricing is a good starting point for building your own fee structure.
4. Determine how many cases you need to meet that revenue goal

The number you came up with above may seem absurd if you only handle two or three cases per month.
That is not the case. If our goal is to make $122,960 a year in revenue, then we should charge $3,000 per
client, taking into consideration the 2019 median salary.

$122,960 per year in revenue = an average case value of $3,000 = 40 cases per year = 3 - 4 per month.

If you work a few cases per month, $122,960 per year might seem astronomical, however, keep in mind that
you are gradually working your way up to it.

Consider your location and practice area when determining the number of cases you will need (even if it
feels ridiculous).
How To Create A Law Firm Business Plan?
After you have worked out the basics of your business plan, it is time to put pen to paper. It is easy to get
started and lets you make sure that you are in the best possible position for success.

In addition to tailoring your law firm business plan to your particular situation, the following list walks you
step-by-step through all the key sections you need to have a comprehensive plan:
1. Executive Summary

A business plan executive summary provides a high-level overview of all key information.

The contents of a law firm business plan can be long and complex, so it is worth planning for a brief high-
level overview to keep things simple (Hint: You can write this section last after you have sketched out your
plan).

Your executive summary should include:
Mission statement: One or two sentences describing your firm's purpose.
Core values: What values are most important to the firm?
Major goals: What are your firm's overarching goals and objectives?
Unique selling proposition: What sets your firm apart from other firms?
2. Firm Description

The next step is to write your firm's executive summary. Describe your practice and clients in a concise
outline, including details such as:
Service(s): What type of law do you practice? What types of clients do you serve?
Firm values: Restate your mission statement and core values.
Legal structure: What sort of business entity are you? Are you in a sole proprietorship or a limited liability
partnership?
Location: Where is the office geographically located? What areas does the firm serve?
Unique selling proposition: What makes your firm stand out? What technology or services give your firm an
edge?
3. Market Analysis

Researching the market beforehand will help you a lot. To determine if other firms offer similar services in
your area, visit the bar association listings. What are you offering in high demand? Alternatively, how can you
attract potential clients if you are not already? Your marketing message will be significantly influenced by the
results of this analysis.
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Create a market analysis for your firm, including the following:
Ideal client: What demographics (like location, age, occupation), needs, and motivations would signify the
best client match for your firm, and why?
Industry description: What is the current and projected size of the market your firm is in? What are the trends
in your legal niche?
Competitive analysis: Who are your direct and indirect competitors, and how are they serving your target
market? Where do your competitors succeed? What opportunities are there for your firm?
Projections: How much can your ideal clients spend on legal services? How much can you charge?
4. Organization and Management Overview

Do others in the firm think you are the best leader for the firm? Provide details about yourself and the key
players in your firm in this section:
Describe what makes you unique and what sets you apart from other applicants.
If applicable, include what makes each member of your team suitable for their particular roles.
The organizational chart is a great visual aid if you have a larger practice.
5. Services

Give an overview of the legal services your firm offers (for example, say you practice family law. Do you
provide cohabitation agreements? Wills? Prenuptial agreements?) and to who you might provide those
services (such as start-up and high-tech companies).

When writing about your services it is important to consider:
What problems do your potential clients need your help with?
How can your services uniquely help your clients solve their problems?
What is the benefit of your services to clients?
Why would potential clients choose your firm over another firm?
6. Marketing Strategy

Marketing plays a critical role in growing a law firm. It is a helpful tool to help you understand how to stand
out from your competitors, how much to charge, and how to attract new clients. Here are some tips for law
firms on how to attract new clients.

If you are marketing your law firm, you should consider the following:
Ideal client: Where would you find your ideal client?
Marketing goals: Detail what specific outcomes you hope to accomplish through marketing. Goals should
include tactical objectives (more clients? Higher billing rates?) and overall objectives (like increased name
recognition).
Unique selling proposition: Restate what sets you apart and makes you uniquely able to best serve your
clients.
Competition: Detail who your competition is--and what they are doing to gain clients. Analyze their
marketing strategies and assess where the cost of your services fits in with your competitors.
Action plan: List the specific actions your firm will take to reach your target market and achieve your
marketing goals (this could include a media/advertising strategy).

As your law firm advances in its development, you will also have different marketing requirements. If you
want to succeed as a lawyer, you will need to be diligent about marketing your firm. You will also need to
identify speaking opportunities, blog, and use social media to gain clients.
7. Financial Plan

The financial plan is the core of your law firm business plan. The most important question you may have for
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your business is, "What is the cost of running a law firm?"."

When seeking funding like a bank loan, it is important to include as much information about your finances as
possible. The first year's budget should be included in your financial plan as you start out.

This could include:
Revenue goal: How much money you want to make broken down by month.
Financial projections: What you will really expect to earn, how many cases you think you will have the
capacity to take on, and what you will be charging each client each month.
Budget: A breakdown of your expenses and what your money will be going towards each month.
Cash flow statement: What you actually earned and spent each month. This is different from your
projections and budget and should be updated as the year progresses. You will find that you may have
budgeted for something that cost you much less than you originally thought or made more in a month than
you projected, these discrepancies should be recorded in your cash flow statement.
Making assumptions at the start is reasonable based on your objectives. You should also revise and update
this document as you progress from one year to the next.
8. Start-Up Budget

If you are starting a new law firm, you need a budget that is realistic. In order to do this, you should consider
both up-front and day-to-day costs, and account for them in your revenue goals.

In your budget, you should include the following costs:
Hardware (laptops, printers, scanners, office furniture, etc.)
Office space (Will you rent, or work from home?)
Malpractice insurance
Staff salaries (Are you planning to hire an administrative assistant or paralegal?)
Utilities (Phone, internet, etc.)
Practice management software or other technology services
Consider these costs again after you have outlined them all. Would it be possible to reduce your operating
costs and increase your profit margins at the same time?

Tip: Check out Willie Peacock's advice here if you are writing a law firm business plan because you do not
have much capital at the start (it is feasible!).

Additionally, there are plenty of tools you can use to streamline non-billable tasks so you can devote more
time to practicing law. Make sure you look at these options as you plan your operating budget.

See the following articles for more information:
Partner Business Plans: Key Elements
You Need to be Self-Managing and Responsible
The Importance of Finding and Creating Demand
The Importance of Asking the Right Questions, Self Improvement and Perception

View the following sample attorney business plans that can help you start your own business plan:
Attorney Business Plan Sample 1
Attorney Business Plan Sample 2
Attorney Business Plan Sample 3
Attorney Business Plan Sample 4
Attorney Business Plan Sample 5
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Attorney Business Plan Sample 6
Attorney Business Plan Sample 7
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