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The Fee Agreement is part of 
our first interaction with the 

prospective client

Rule 1.18

https://www.dcbar.org/For-Lawyers/Legal-Ethics/Rules-of-Professional-Conduct/Client-Lawyer-Relationship/Duties-to-Prospective-Client


Session One, Slide 72
Brene Brown on Empathy

What does it feel like 
for the prospective client?

https://www.youtube.com/watch?v=1Evwgu369Jw


The public’s perception of lawyers





What is our intent with the 
fee agreement?

Rule 1.5
What else?

https://www.dcbar.org/For-Lawyers/Legal-Ethics/Rules-of-Professional-Conduct/Client-Lawyer-Relationship/Fees


The fee agreement is a plan for:

solving the client’s problem,
getting paid,

building trust.



It starts with a conversation



Is the client properly identified?



Is the scope of the 
representation complete?



Is the fee clearly 
established?



Are the expenses & means of 
payment set out?



Is a third party paying 
the fee?



Do you need to cover 
inside & outside costs?



Are the client's duties set 
out?



How & when will you 
communicate with your client?



Are other lawyers 
involved?



Is fee sharing involved?



How does it end & what 
happens to the file?



When do you start?  Signed 
agreement?  Money?



How do you handle the 
advance fee?



Is consent to waiver 
really informed?



Is a line of credit 
involved?



Are you being paid 
by credit card?



How will you handle a fee 
dispute?



How do you handle 
termination of services?



Is a third party service 
provider needed?



What is the billing or 
accounting process?



Do you address 
expectations?



What about pro bono 
work & fee recovery?



Does your fee agreement 
build trust?



You may request a zip 
file of Word forms
dmills@dcbar.org 



Examples from the zip 
file 



Next week’s session . . .

October 25, 2021

Client Relations / Employee Relations;

Create a Concept Map for your Ideal Client & the 
Problem you will solve.  Who are they and how have 
they related to the Problem?

Create a Concept Map of your life cycles and how 
they relate to your small firm being a service & 
relationship enterprise.

Create a fee agreement for your primary problem 
solving.



Lunch & Learn in Oct/Nov
Register Here

October 21 – Protect Your Law Firm from the Biggest Security 

Threats of 2021

November 4 – Tax Planning: Ten Must Do’s Before Year End

November 18 – Working with a Virtual Receptionist 

https://www.dcbar.org/for-lawyers/practice-management-advisory-service/courses-and-trainings/small-firm-lunch-and-learn-series

	Session Five
Successful Small Firm Practice Course
	The Fee Agreement is part of our first interaction with the prospective client
	Slide Number 3
	The public’s perception of lawyers
	Slide Number 5
	What is our intent with the fee agreement?
	The fee agreement is a plan for:

solving the client’s problem,
getting paid,
building trust.
	It starts with a conversation
	Is the client properly identified?
	Slide Number 10
	Is the fee clearly established?
	Are the expenses & means of payment set out?
	Slide Number 13
	Do you need to cover inside & outside costs?
	Are the client's duties set out?
	How & when will you communicate with your client?
	Are other lawyers involved?
	Is fee sharing involved?
	How does it end & what happens to the file?
	When do you start?  Signed agreement?  Money?
	How do you handle the advance fee?
	Is consent to waiver really informed?
	Is a line of credit involved?
	Slide Number 24
	How will you handle a fee dispute?
	How do you handle termination of services?
	Is a third party service provider needed?
	What is the billing or accounting process?
	Do you address expectations?
	What about pro bono work & fee recovery?
	Does your fee agreement build trust?
	You may request a zip file of Word forms
dmills@dcbar.org 
	Examples from the zip file 
	Next week’s session . . .
	Lunch & Learn in Oct/Nov
Register Here
 October 21 – Protect Your Law Firm from the Biggest Security Threats of 2021�November 4 – Tax Planning: Ten Must Do’s Before Year End�November 18 – Working with a Virtual Receptionist 

