Session Five
Successful Small Firm
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Fee Agreements
October 18, 2021



The Fee Agreement is part of
our first interaction with the
prospective client


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

What does 1t feel 1like
for the prospective client?

What 1s empathy?

Understanding what it feels
like to be someone you never
imagined being.

Session One, Slide 72


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

The public’s perception of lawyers
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Trend in Perceived Contrnibution

% saying each group contributes “a lot™ to society’s
well-being
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What is our intent with the
fee agreement?

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














































































Next week’s session . . .

October 25, 2021
Client Relations / Employee Relations;

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

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

o Create a fee agreement for your primary problem
solving.





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