




Minimising legal risk
Exceptional lawyers are outstanding at seeing the legal issues 
in relation to the client’s situation. However, to excel at client 
development, lawyers must be able to understand the business 
drivers behind those legal issues and be comfortable in the 
ambiguities that these entail and in sharing views on these non-
legal issues where they are not necessarily expert. 

It is easy to see how legal training (and the fear of professional 
liability) may develop skills that act against outstanding client 
development. Partners inevitably �nd exceptionally clever, 
plausible arguments as to why a client’s dissatisfaction is nothing 
to do with them and how such past experiences over time may 
further distort the perception of reality through the self-serving 
bias. 

The challenge is daunting, but with the right intervention this 
challenge can be met.

Ongoing approach 
Start working on client development skills by examining these 
key issues:
Make an absolute commitment  If the amount of time 
a partner has invested in developing legal competency was 
added-up and compared with the time invested in developing 
client development skills, the latter is likely to be less than a poor 
cousin. In the new client-driven market it is as important as legal 
expertise.
Get to know yourself Only by understanding your own �lters 
can one hope to see the reality of a situation, especially when 
personally involved.
Know your clients Understand their character pro�le and 
what is really important to them as well as the challenges they 
face individually, as an organisation and in their market.
Connect with your clients The quality and quantity of your 
interaction should be driven by your client’s needs rather than 
your own.

Exceptional legal 
knowledge is a given – 
now I want advice from 
their experience. I need 
to understand the real 
risks I am taking so that 
I can make an informed 
decision

Paul Gibbon, executive director, UBS 
Leverage Capital Markets

Peak Partner Performance (TM) is a proprietary system designed 
in response to research �ndings to leverage the strength of 
partners to make them more effective at client development. 
This could be making high performers even more effective or by 
improving partners who �nd client development challenging. 

The system uses information from the partner and 
the individuals chosen by the partner (clients, peers, and 
associates), advanced mind techniques, character pro�ling, and 
comprehensive news and business information on clients in a 
timely, accurate and comprehensive way in a blended approach 
to deliver change. 

Depending on the speediness and investment a partner or 
partnership wish to make will depend on the appropriate option:

Guarantee the change. A tailored one-to-one solution 
involving a specialist consultant interviewing those involved; 
observing the facts (the patterns and gaps); reporting the 
�ndings; and �nding the key areas of behaviour that when 
changed have the biggest positive impact.
Experience it. A workshop environment with peer partners 
enabling the partners to evaluate their �ndings; practice some 
of the concepts and insights in a safe environment; with pre and 
post work to ensure the best chance of sustained accelerated 
performance. 
Be informed. A presentation format that builds awareness 
of the elements of personal effectiveness in the context of 
exceptional client development and the most common partner 
character types.

Improving client development

Toolkit

Add value  Give advice and assist your clients in seeing the 
challenges ahead and how you and your �rm can best serve 
them.
Get feedback Asking for and receiving feedback is essential to 
connecting with clients .
Be honest with yourself When one is accomplished in a 
�eld it can be a greater challenge to develop in another. It is only 
through honest feedback and diligence that exceptional results 
can be achieved.

Conclusion
For partners and for law �rms to 
succeed, their client development 
must be continuously improved, 
particularly in an increasingly 
client driven market. It is only by 
building exceptional relationships 
with and understanding clients 
that partners can guarantee to 
retain the majority of a client’s 
legal spend.
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