The intention behind the initiative was
to couple technology with coaching
to keep contribution plans top-ofmind, to encourage lawyers to seek
synergies with their peers in sales and
service activities, and to hold them
accountable to the business development
action items in their plans.

The Initiative

In the past, coaching alone was insufficient
to drive business development for the
firm, so a pipeline management software
platform called Practice Pipeline was intro
duced to help the lawyers stay organized
and lend more structure to the coaching
sessions. Pipeline management software,
like CRM, is a type of software that helps
users manage their relationships. However,
pipeline management platforms tend to be
more streamlined and simplified than tradi
tional CRM, often making these platforms
easier for busy professionals to use.
I was brought in as an external coach to
facilitate monthly group coaching sessions
with a committee of lawyers. I used the
platform to track lawyer follow-through,
help them create structured businesss
development action steps and oversee
lawyers' activity to add accountability and
make sure opportunities don't fall through
the cracks. During our group coaching
sessions, we utilized the metrics reporting
features of the software to gauge each law
yer's progress and used these data points
to brainstorm strategic ways for each
lawyer to deepen their business develop
ment relationships.

The pilot had robust support from the
firm's client relations team, which kept the
lawyers enrolled in the initiative and engaged
in the process. They had assistance
from the firm's business development
manager, who met individually with many
of the lawyers to provide support and
accountabi I ity.

The Outcome

The most immediate result of the pilot
was that the lawyers showed an increased
awareness and engagement in business
development. We tracked this trend using
the pipeline metrics, both individually and
the firm as a whole. We were able to see
engagement levels rising, lawyers com
pleting their action steps more and more
regularly, and we were able to immediately
identify any lawyer who was not pursuing
their action steps.
Prior to the Contribution Pipeline initia
tive, there was almost no interactivity be
tween lawyers with their contribution plans.
As a result of the pilot, not only did the
lawyers become more engaged individually,
they began to work together and identify
synergies more frequently. Within the first

few months following the pilot the firm saw
an average 20 percent increase in "oppor
tunity for cross-selling meetings."
The accountability and transparency
introduced by the Contribution Pipeline ini
tiative has been highly effective in changing
behaviors. Lawyers now meet regularly with
the firm's business development manager
to discuss their action steps, and during
our group coaching sessions we examine
each lawyer's score and pipeline dash
board, making it impossible for their steps
to slip through the cracks.
Ultimately, the most important measure
of success is new business for the firm. The
very first matter attributed to the Contribu
tion Pipeline initiative alone was greater
than the dollar amount invested in the an
nual license of the tool.
While most of the lawyers in the pilot
group adopted the software and participat
ed in the coaching sessions, a few outliers
were resistant to the process and eventu
ally dropped out of the program.

Best Practices

Here are recommendations to any market
ers seeking to undertake similar programs
at their firms:
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