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Firms promote associates to partner and then expect them to
an unclear declaration and can cover a wide range of expect
expectations for these newly minted partners is for them to h
a business owner is not something that comes naturally, nor 
associate years. 

The number one reason for this lack of ownership mentality i
of the practice of law as a business," says Elaine Fitch of Kal
become lawyers because they want to be lawyers, not busin

Another obstacle to developing an ownership mentality is lac
include any education or training in the business of law, and 
the lack of this training often shows up down the road," says 
transition to owner isn't as easy as just changing a title - tra

Often firms are not intentional about exposing their lawyers t
problem starts early because many law firms encourage you
legal skills, rather than on developing a book of business. As
focus on getting their legal work done, and perhaps never de
what they do. Instruction on why the work matters to the clien
collected, as well as how new work comes to the firm, may b
to-day legal work. 

What Should Be Taught? 

Being intentional about training lawyers from the beginning o
when they become partners. Tom Segars of Ellis & Winters r
young lawyers at every step of the initial client intake and bill
initial consultations, discussing terms of engagement, prepar
invoices." 
race an 

 "act" like a partner. Acting like a partner is 
ations. One of the most important 
ave an ownership mindset. The mindset of 
is it in any way developed through the 

s that "most lawyers aren't raised to think 
ijarvi, Chuzi, Newman & Fitch. "They 
ess owners." 

k of training. Most law schools do not 
that is unfortunate. "The consequences of 
Brian Temins of Minden Gross. "Making the 
ining and preparation need to go into it." 

o the business side of the firm. And this 
ng attorneys to focus on developing their 
 their practice builds, these lawyers tend to 
velop and understanding of why they do 
t, and how lawyers' time is billed and 

roaden attorneys' focus beyond the day­

f their practice can help bridge the gap 
ecommends starting early by "involving 
ing processes, including conflicts checking, 
ing an engagement letter, and editing 
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