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Challenges \\ Y

Challenges for a mid size law firm

® Generation Y: Stronger Focus on Work
Life Balance

® We sell our time — we work long hours
® Only one career step
® [t takes time to become partner

@® After two years, young associates are
heavily pitched by head hunters



Competition \\ ¥

® Top Tier law firms are often more
attractive

@® Attorneys who “have it all” (Ph.D., LL.M,
Bar exam, etc.) are heavily pitched and
very expensive



Conclusions for WV A\ %
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We have to develop our own talents

We need to approach excellent people
very early

We need to promote and support them
during their education

We need to be close to them during their
education



Conclusions for WV A\ %

® We need to promote and support them
during their career in our firm

® We need to give them a clear
perspective as from day one



“We need to approach the best very early”

® High school

@® Holiday work experience of 4 weeks: “if you
have excellent rates — come to us!”
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“We need to approach the best very early” W

@® Students

@® Summer trainees (6 weeks during summer
break, 8 people)

® Now (new): Any time for a period of 6 weeks

@® Furthermore: Work as an assistant to earn
money (secretarial services)



“We need to approach the best very early” W

@® Trainees (to qualify for bar exam, 1 year
net)

@® Five years ago: 1 trainee for 10 attorneys
@® Now: 1 trainee for 4 attorneys

® We now employ 3x the number of trainees
then 5 years ago



“We need to approach the best very early” W

® Why did we massively increase the
number of our trainees?
@® Excellent tool to select the best within one year
@® Motivate the best to come back
@® Integrate them into the teams
@® Talk about career as from day one



“We need to approach the best very early”

® How to motivate the best trainees to
come back?

Direct contact with clients

Talk about career

WV Academy (preparation for bar exam)

Social events

Break out
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Retention of high potentials / Young A\ %
associates

® 12 months’ review; 18 months’ review.
As consequently as possible. If we doubt
that he/she can make it partner, we tell
them

® LL.M. after 18-24 months, ideally

together with PhD.

® Come back as a specialist and develop your
business case



Retention of high potentials / young A\ %
assoclates

@® As from day one:
® "Mentor”

@® Written 1/3/5 years plan, signed by associate,
mentor and managing partner. It is all about
the business case: "How do | develop my
profile within the firm and outside the firm?”

@® Annual qualification, where 1/3/5 years target
plan Is an important element



Retention of high potentials / young
associates

@® Frequent one to one discussions
between mentor and associate

@® Associate need to lead people soon.
First trainees, then associates
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Retention / Career of Senior Associates \\ Y

@® After 2-5 years of Associate: Senior
Associate

@® Profit sharing on own mandates

@® Partner Track
® Good lawyer, good team player
® Two years to confirm the business case

@® Professional leadership education as from
2023



Are we Partners good at developping and \\ Y
leading our high potentials?

® As from 2023

@® Leadership program for partners
@® Different then leadership program for senior associates

@® Education nuggets
® Online



My team A\ %
® 25 lawyers, five partners (including me)

@® Break out once a year (trainees and
attorneys)

® My first partner is my first employee who
worked longer then 18 months. Was the
first one to go through the 1/3/5 years
plan exercise

® The other three partners are all ex
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