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Building Value and Contributing Income



Contribution Description Year 
1-4

Year 
5-8

Year 
9-13

Year 
14+

Billable Needed to meet client demand (will vary by firm and practice type) 2,100 2,100 2,000 2,000

Non-Billable Hours

Skill Development CLE and formal training programs 30 25 25 25

Training Others Time spent training and helping others learn and grow 0 25 50 75

Marketing and Related Traditional marketing activities, content contribution, brand building 10 25 100 125

Bar, Professional, Civic (BPC)
Leadership and participation in BPC organizations (often a supplement to marketing and individual 

brand building)
10 35 50 85

Recruiting Interviewing, on campus, clerk programs, firm functions 2 5 15 15

Pro Bono Some firms count toward billable goals. Depends on firm policy and state bar rules. TBD TBD TBD TBD

Administrative
Time, accounting, billing and non-billable overhead time (HR, Tech, Finance, Firm Management, 

Vendor Contracts)
20 20 120 175

Sub-total Non-Billable Hours Mostly an investment in building your career 72 135 360 500

Total Hours Contributed 2,172 2,235 2,360 2,500

Building Value and Contributing Income



Income Generation

Bringing the client in (Origination)

50% of Client/File Profit

Managing the Client Relationship (Client/File Mgt.)
20% of Client/File Profit

Managing Other Timekeepers (Workload/ Production 

Management.)
20% of Client/File Profit

Doing good legal work (working the file)

Production Bonus (charged to profit)



Wealth Creation (Organizational Development)

Recruiting

Attorney training and development

Branding and Marketing 

Systems and Intellectual Property

Cultural Development

1. Search 
2. Interviewing 
3. Peer recruiting 
4. Law school rec 
5. Committees

1. Training plan 
2. Practice plan
3. Eval/Feedback 
4. Progression 
5. Mentorship

1. Reputation 
2. Strategy/Plans
3. Content - all 
4. Referral Base 
5. Team Develop 

1. MAS/CRM 
2. Case Mgt. 
3. Legal Content 
4. Protocols 
5. Policy Support    

1. Citizenship 
2. Fairness 
3. Collaboration 
4. Team Building 
5. Stewardship



Management

Managing partner or 
key committee service  

Measurement 

1. MP checklist
2. Expectations
3. Stated amounts

Treat as OP Ex - stated 
amount or % revenue



Capital/Investing 

Equity (Risk)  

% of cash basis profit

1. ROI

Measurement 



Performance 


