











a dedicated project manager. So they
went shopping at Home Depot and
got one.

JOHN YATES, the head of Morris,
Manning’s technology practice, says
he had one of those “aha” moments
at a client meeting about five years
ago when he noticed clients using
project management on big software-
development projects. He wondered
why law firms can’t do that.

Like McCarthy Tétrault, Morris,
Manning built a system with
templates for litigation, mediation and
arbitration; plaintiff and defendant
templates; patent litigation templates;
and templates for all kinds of M&A
transactions  including  venture
transaction, private-equity deals and
recapitalizations.

“Just as importantly, we hired a
project-management officer who can
come in and work with the lawyers,”
says Yates. “She thinksin Gantt charts
and project plans and budgets. She can
take a project a lawyer’s working on
and fit it into a plan, which allows the
lawyer to communicate it to the client
right up front.”

(For anyone who doesn’t think in
Gantt charts, they are bar charts that
illustrate a project’s schedule and the
expected start and end dates of each
task, allowing the viewer to see any
bottlenecks and whether they will
cause cascading delays.)

There can’t have been too many of
his partners who knew about Gantt
charts in 2006 when they set out to
hire a dedicated project manager.

Was there much pushback when
they heard the firm was hiring
Linda Klausing, previously a Project
Manager with The Home Depot and
Georgia-Pacific?

“It was very novel to hire her, but
our argument was, we are a firm
that tends to be very entrepreneurial
and we like to think of ourselves as
innovators in an industry where there
is not a lot of innovation,” says Yates.
“It’s turned out she’s been incredibly
effective. Her project-management
perspective has turned out to be a key
reason for us to be able to get business

and keep clients satisfied, because the
way she thinks and operates in the
project-management world is very
much aligned with the way our clients
operate. Most of them have a project-
management officer, so they really
relate to that.”

Klausing echoes that sentiment,
and says, “I have really enjoyed the
challenges of workingin the legal field.
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The legal market is clearly
sending us a strong message
that we need to change the
way we think about delivering
our services. You ignore this
change at your peril.

@

I have had some clients tell me that,
because they don’t know the timeline
of the case, they felt blindsided by
court requests that could have been
prepared before the eleventh hour.

“With the project plan this
doesn’t happen because the client is
involved in the project and all of their
responsibilities are clearly defined,
and timelines are defined from the
beginning.”

Anything that helps clients better
relate to their law firms is obviously
good, but the question remains: Does
anyone really understand how project
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management relates to the law firms’
bottom lines?

MICHAEL FEKETE says that Osler, like
so many others, moved toward project
management because it saw the
writing on the wall. “The legal market
is clearly sending us a strong message
that we need to change the way we
think about delivering our services,”
he says. “You ignore this change at
your peril.”

You could stand that onits head and
say you adopt this change at your peril.
By ruthlessly taking the inefficiencies
out, law firms are surrendering the
ability to spread work around to
people or groups that are quiet.

“It shouldn’t hurt the business
model if youre able to deliver a
predicable solution from the client’s
standpoint,” says Fekete.

“You're going to have a client that’s
happicr to pay, so realization can
be improved. And if youre using
it as a means of competing in the
marketplace and obtaining additional
work, the net result will be enhancing
your bottom line by increasing the
volume of work you do.

“Improving efficiencies is beneficial
for the clients who pay the bills. And
for the law firms delivering service,
using fewer hours means there’s more
capacity to take on more work.”

But the $64,000 question remains:
in Canada, is there enough work to fill
that additional capacity.

“The opportunity is to grow the
business by competing against firms
that may not be as far up the curve
on these kinds of issues,” says Fekete.
“The market is pushing us there, so
we’re cmbracing it as an opportunity,
not as a threat.”

Think not? Here’s a prediction.
As Canada’s top corporate law firms
use project management to drive
down internal costs and free up more
capacity, they will be aggressively
beating the bushes for more market
share.

Chances are that that will prove a
threat to someone. @

Sandra Rubin is a Toronto-based writer and
strategic consultant.
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