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Preface

Our mission at Atticus is to keep our attorney clients focused on what is really
important in life, to provide the training and skills necessary to build and
maintain a sustainable practice, and to provide a structure of accountability
and support for goal achievement.

 Atticus was founded in 1989 to provide in-depth, ongoing support and
accountability programs for lawyers and law firms that will effectively ac-
complish the following:

• Increase gross revenues and personal incomes
• Reduce stress and the number of hours in the office
• Develop greater career satisfaction
• Allow more time for family and personal interests

When first we began working with attorneys, we were focused on helping
them to develop new business. It was our belief then, and still is, that without
new business coming through the door on a regular basis, a law practice will
not survive. We found our ideas to be well received. Everyone accepted that
developing new business was a crucial skill, but as it turned out, it seemed to
be a difficult task for our attorney clients to accomplish. Believing we were
focused on the greatest area of need, we persisted in teaching seminars and
advising our attorney clients on developing their business, or, as we say, de-
veloping clients. Along the way we discovered that in fact there was a need
much greater than client development, and until this need was filled, no other
need could be resolved.

Although our clients enthusiastically embraced our ideas on client devel-
opment, they would repeatedly complain that they did not have time to imple-
ment the strategies and techniques provided in our seminars and coaching
sessions. The attorneys knew they needed new business, and they worried
about their current client list being too small. Despite all this, they did not
believe they had the time to spend on client development. Initially, we re-
garded their failure to take consistent action as a form of resistance. Going out
and developing new clients carries with it some risk of rejection, and it is
natural to be hesitant at first. However, the inability to take action seemed to
run deeper.

ix
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Upon further investigation, we discovered that many attorneys have no
time for client development because they don’t know how to make the time.
Even if they were willing to implement new client development strategies,
they were rendered incapable by their inability to get organized and manage
themselves and their time. In spite of their outward appearance, many other-
wise highly skilled practitioners are adrift in the sea of chaos that is their
practice.

We found this to be especially true among small firm and solo practitio-
ners. These very bright, well-respected individuals were overwhelmed by the
combination of their legal work and the managerial duties that came with
being an owner or a partner. They were so overwhelmed that they felt they
couldn’t effectively integrate any new skill, however much they desired it.

Not only did they not have any education in how to manage their time in
the practice of law, they believed the task to be next to impossible. They had
come to think of the law office as a place that was inherently chaotic and
crisis-driven. They were convinced to the degree that if they hadn’t already
learned it, there was no training out there that would meet their needs.

 They were right in the sense that time management skills are not taught in
law school. Historically, the best way to learn about time management was to
be lucky enough to be mentored by, or at least exposed to, someone who
could manage his or her time well. If you had a good model, you learned from
him or her. If not, you worked away with increasing inefficiency. Unfortu-
nately for most people, working inefficiently leads to a lot of frustration and a
constant feeling of being out of control.

 In an effort to help clients regain a sense of control over their practices,
we began to develop a time management curriculum specifically tailored to
the law office. We pulled what good advice we could from a broad range of
time management studies. These ranged from philosophies that were beauti-
fully simplistic but light on implementation to those designed for improving
production-line efficiencies. None of these approaches worked in totality be-
cause the law office is a unique environment. Fortunately, at the time, we were
working with many generous clients who acted as willing guinea pigs in for-
mulating the right approach.

A pivotal conversation occurred shortly after we began our search for
solutions. In a coaching conversation with an attorney in Tallahassee, Florida,
we began discussing the typical types of tasks that he undertook on a regular
basis. To him, the number and types of tasks seemed limitless. In an effort to
distinguish them and make sense of it all, we divided them up according to
when they would occur. We started with his year and discussed the tasks and
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activities that occurred annually. This list included items such as end-year
partnership bonus calculations, the firm’s holiday open house, and the fishing
trip he took every summer. We then looked at tasks that occurred on a quar-
terly and a monthly basis, such as quarterly filing of taxes and the monthly
partners’ meeting. We continued to make task lists for weekly events and,
finally, daily events.

A pattern began to emerge. His days, weeks, months, and years were
filled with tasks and activities that could be predicted and those that could not.
We discovered that this was a clue to understanding the mystery of law prac-
tice time management and the high degree of anxiety surrounding it.

 We saw that if we could create a format for standing blocks of time to
accommodate the commonly recurring, predictable tasks, these would serve
as the dependable “anchors” in the attorney’s calendar. These anchors were in
the “must do” category, and by scheduling them first, his calendar became
more stable. Unfortunately, there were still the less-predictable tasks to deal
with. We looked at how we could design the ideal week and the ideal day to
help him handle the predictable tasks and yet be flexible enough to handle the
unpredictable tasks that would come up on demand.

 It was around those early coaching conversations that we built our primi-
tive concepts of what we call the time template. With the input over the years
of hundreds of other attorneys, we have refined our time management tech-
niques to include training on managing interruptions, the fine art of delega-
tion, client selection, and so on. The time template remains the centerpiece of
each.

We realize that no one can ever control 100% of their time, but a good
75% to 80% of your time can be more predictable if you implement the time
management tools and strategies provided in this book. Complete the Exer-
cises designed to help you manage your time more effectively and study and
adapt the Examples we have included, both of which are located in the book
and on the accompanying CD-ROM. Implement the practice-specific forms
also included on the CD-ROM as part of your daily practice. When we speak
of your life, we mean your life as a lawyer and as an individual. A law practice
and a personal life don’t have to be mutually exclusive. It really is possible to
have a practice that serves your life instead of enslaving you.

Preface
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