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Bassan at Stewart McKelvey in 
Halifax might have some thoughts to 
offer on that. 

BASSAN IS PUnlNG in 60 to 70 hours 
or more over six months to receive 
the designation of Certified Legal 
Project Manager from LegalBizDev, a 
company out of Boston. 

Her partner Fraser MacFadyen 
is also taking the course and Jim 
Dickson, the Chair of Stewart 
McKelvey's partnership board, has 
joined the LegalBizDev board of 
advisors, which helps design the 
accreditation program. 

In her written reply, Bassan 
elaborates that project management 
(or PM, as she refers to it), is "an 
important part of Stewart McKelvey's 
strategic thinking and business 
planning over the next 24 months." 

She says the firm is not planning to 
implement any kind of one-size-fits
all approach, in which all new files 
would automatically be assigned the 
same levels of project management 
or the same project manager. Rather, 
it's about planning to be flexible, "and 
take into account variables such as (i) 
the type/size of files (ii) the needs/ 
requirements of specific clients and 
(iii) regional differences in the delivery 
oflegal services." 

Stewart McKelvey sees specialized 
project-management skills as 
particularly suitable for large, complex 
files, she writes, because of the amount 
of planning and resources required to 
complete them. 
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"In sum, as part of its strategic 
thinking over the next 24 months, 
Stewart McKelvey is committed to 
firm-wide efforts to learn and lead in 
the area of PM, and to continue the 
dialogue with clients in terms of what 
needs and goals are best served by 
these efforts." 

If it's dialogue they're interested in, 
they'll definitely want to hear about 
a dialogue between Ogilvy Renault 
LLP and Pfizer Inc. early last year. The 
end result? The law firm has a financial 
stake in how well the various Pfizer 
projects are managed. 

PFIZER RAN a beauty contest 
in Canada to determine which 
Canadian firms would come into its 
Pfizer Partnering Program, dubbed 
P3. Norman Steinberg, the Ogilvy 
Renault Chairman who was involved 
in his firm's pitch, explains how it 
worked. "Pfizer said, 'Much like we've 
done in the US, we want to have a 
relationship with one or maybe two 
suppliers in Canada, and when we've 
done that what we're going to do is 
agree every year on what a global fee 
is, and the menu of services we expect 
you to perform for that global fee, and 
at the end of the year we'll sit down 
together and see how we all did. So 
you can lose money or you can make 
money.' 

"So we put together a whole team 
focused on litigation, and patents and 
corporate work, and did our pitch, and 
Pfizer divided up the work between 
Torys, who was really their principal 

counsel before, and us. So now what 
we have to do is manage the process by 
budgeting all these different things we 
do so that at the end of the year, we're 
profitable, not in a loss position." 

They are still in the middle of 
the first year, so the result isn't yet 
known, but Steinberg says successful 
project management, or "process 
management" as he calls it, is key to 
making it work from the law firm end. 

The mandate will only be profitable 
if Ogilvy sucks inefficiencies out of 
the system and is ruthless at ensuring 
files are effiCiently staffed. Steinberg 
doesn't see that as a negative on 
the revenue front. "If we conduct 
process management well, we see the 
opportunity to attract more business 
from clients like Pfizer who are 
looking for firms moving away from 
'We'll do the work and charge you 
by the hour only,' to firms that know 
process management. We view it as a 
win-win, and it all boils down to can 
we process-manage files better." 

All the project management for 
Pfizer and other clients so far has been 
done in-house by Ogilvy Renault 
lawyers and financial staff But 
Steinberg says that is about to change. 
"What we're looking to do is hire one 
or more people in our firm whose full
time background job is to be process
management people." 

In that case, he would be advised 
to look to Atlanta. The law firm of 
Morris, Manning & Martin, LLP 
has done something that takes it to 
a whole new level. They, too, wanted 



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 Tetrault, 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 thinks in 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 working in the legal field. 

MICHAEL FEKETE 
OSLER, HOSKIN & HARCOURT LLP 

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 on its 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 you're able to deliver a 
predicable solution from the client's 
standpoint," says Fekete. 

"You're going to have a client that's 
happier to pay, so realization can 
be improved. And if you're 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 embracing 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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