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An�cipa�ng Your Clients’ Financial Constraints

This year is not as dire yet as 2008 when the Financial Crisis led to major business disrup�ons and layoffs but many of the
issues are the same. So are strategies I wrote about in 2008 and 2009: Helping Displaced Clients, Taking Stock of Your Best
Assets, Dealing with Rates in a Down Economy and Being Really Visible.

One piece I wrote in January 2009, Survival of the Fi�est, is par�cularly relevant to the last quarter of 2022. Your clients will
appreciate if your top priority is their economic health, not your firm’s. To deliver your message of concern, raise the
following ques�ons with your clients:

• Do they need to reconsider any of the work you are doing for them?

• Do they want an assessment of se�lement possibili�es for current disputes?

• Can you provide guidance on the risks of slowing down or deferring some of your work?

• Do they an�cipate cash flow issues which will affect current ma�ers?

• Would incen�ves for early payment of outstanding bills be helpful to them?

• Can the work you are doing be done more cost effec�vely in-house or at another firm?

• Would they like to consider an alterna�ve fee arrangement with your firm?

Of course, raise these issues with your firm leadership beforehand so you know the range of op�ons your firm will
entertain. Even if your clients do not need to make radical changes in the work you are doing together, they will appreciate
that you are concerned about their financial health. Building goodwill is cri�cal especially in tough �mes.

Example:When a partner received a memo from the firm’s CFO asking which client receivables were likely to be paid before
year-end, the partner reviewed the receivables for which she was responsible and flagged a few about which she had
concerns. She then met with the CFO to review her op�ons. She got authority to offer incen�ves to certain clients to secure
payments this year. The CFO also encouraged her to have candid discussions with clients about cu�ng back on their work if
payment was an issue. When she met with clients, more than one expressed gra�tude that she and her firm were being
proac�ve with respect to their cash flow and financial condi�on. One client even told her that they appreciated that she was
prepared to discuss early se�lements, transferring work to lower-cost firms or back to the law department and deferring
new work. None of her clients proposed that the firm extend credit to the company. A�er mee�ng with her clients, the
partner reduced her projec�ons for year-end collec�ons but felt more confident that her client rela�onships were solid.

Are you addressing year-end collec�ons in a realis�c way that will build trust with your clients and promote be�er sleep at
night for everyone involved?

Helping you create and reinforce the habits of successful career building,
gleaned from my work as a business development strategist, trainer and coach
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