
 
 
 
 
 
 
 
DATE:  June 20, 2008 
 
TO:  Law School Deans 
 
CC:  Henry White, Hulett Askew, Mary Cavallini 
 
FROM: Laura Metzger 

 
RE:  What’s Hot And What’s Not in The Legal Profession 

 
Attached is the 2007 year end “What’s Hot” report by Robert Denney.  These newsletters are 
published twice a year, but on a somewhat erratic schedule.  We will continue to forward the 
information as it becomes available.  Below are some of the interesting highlights you will find 
included in the report: 

 Hot areas of practice:  Intellectual Property, Immigration, Labor & Employment, 
Corporate Investigations, Complex Litigation, Global Warming, Domestic 
Relations/Family Law, Pro Bono, Estate Planning & Administration, Elder Law and 
Animal Law. 

 Hot Geographical Markets:  China; Dubai of United Arab Emirates; Spain; and Phoenix, 
AZ. 

 Getting Hot:  Mediation, Libel, Foreclosures, Art Theft & Fraud, Bankruptcy, Insurance 
Coverage and Post-arbitration Litigation. 

 Cooling Off:  Structured Finance/Securitization and Mergers & Acquisitions. 
 Cold:  Medical Malpractice and Workers Compensation. 
 Marketing & Business Development Trends:   

• Many in the legal profession still consider television advertising distasteful but it 
continues to be the first choice in consumer legal markets with radio running 
second.   Internet-based advertising agency, Spot Runner, is creating new ads for 
specific smaller Martindale-Hubbel clients.   

• Lawyers and marketers need to be certain of their own state’s rules when it comes 
to advertising vs. solicitation.  ABA’s Will Hornsby wrote, “the ABA Model rules 
and the states that base their regulation on those rules do not set out the distinction 
clearly.  The difference is important, however. . .”  Therefore, marketers and 
lawyers must be certain of the rules in their states.  This gets even more 
complicated for the firms with offices in more than one state.  

• Many mid-size and large firms have increased their marketing budgets beyond the 
traditional “2% of firm revenues.”  To coincide, an increase in marketing 
department staff is also being realized.  
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 Other Trends & Issues:   
• The typical thought about Intellectual Property only firms is they could not survive.  

While some have merged into large, full-service firms, IP boutiques continue to 
thrive.  Some IP lawyers and staff from large, general firms are heading back to IP 
only firms.    

• Some well-managed mid-sized firms are not only surviving but are thriving by 
attracting clients coping with high rates and poor services from some larger firms.  
This also rebukes stereotypical thinking. 

• The 2007 report for Law Office Management & Administration shows only 65% of 
the firms surveyed require new partners to buy into their firms compared to 85% 
surveyed two years ago.  This trend might give some partners more of a mere 
“employee” mind-set. 

• The new large firm buzz word is “de-equitization” which means improving net 
income per partner.  Some large firms are de-quitizing by demoting partners and 
keeping or attracting big producers.   

• There seems to continually be increases of managing partners chosen as CEOs in 
large firms.  Now even some mid-size firms with as few as 100 lawyers have a full-
time CEO. Are firms recognizing that the practice of law is a profession, but a law 
firm is a business? 

• The largest and most prestigious law firms hiring associates from law schools are 
increasing the number of schools at which they recruit.  With law schools class 
sizes continually flat these recruiting increases include some lower-rated schools.   
Other firms are not hiring because of the recent large starting salaries increases. 

• The conventional lock-step partnership track is being eliminated in some firms.  
Consideration is given in fewer years for associates with “high performance.”  
Tracks are lengthened for slower paced associates.  A few firms are even 
promoting associates that work reduced or flex-time schedules to partner. 

• High attrition plus generation gaps have many firms looking at the need of 
professional development in associates and   young partners for retention.  To 
accomplish this, these firms are providing more management and leadership 
training to develop business-savvy lawyers. 

• The tradition of mentoring is coming back to many law firms with the notion it is 
one of the most effective ways to give younger lawyers proven skills, wisdom and 
professional knowledge. 

• Many corporate legal departments and large law firms have been outsourcing 
routine support services mainly within the US.  Global management consulting 
firm, Accenture, started sending routine legal work to Mauritius a couple of years 
ago. This started the trend among legal departments and law firms to offer 
conventional work to places like India and the Philippines. 

• Paralegals and administrative specialists working offsite and online handling 
various legal projects have started an alternative - ”Virtual Assistant.” 

• Once again, calls to kill the billable hour are back.  This is due to recent articles by 
Scott Turlow and Herb Denenberg, two former insurance commissioners in 
Pennsylvania.  Albeit, billable hour critics still fail to define a solution or fail to 
recognize that a number of alternatives to the billable hour already exist.  
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