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Strategic Law Firm Management

Using Best Practice

Maintaining and Maximising Rofitability in Challenging imes by Addressing

Performance, Pocesses and Client Relationships
23 - 25 August 2006
Grand Hyatt, Singapore

A two-day confer ence designed to help you to:

Post-confer ence workshops

Identify new opportunities for strategic expansions 25 August 2006
Maximise pofitability though optimal eficiency Workshop A:
Encourage increased productivity for improved financial Effectively Positioning and Differentiating your
outcomes Firm in Today® Market
. . . Facilitated by Michael \Wod
Incorporate market intelligence into management Management Consultant
strategy to differentiate your firm Bracken W ood Consultancy , UK
Identify and develop new pofitable clients Former Management Partner
. . . . . Bircham Dayson Bell , UK
Sustain strong client relations and outstanding client care
Measure and communicate the firm® performance and Workshop B:
strategic planning Retaining your Key Clients
Facilitated by Robert Millard
Manage employee performance at every level for staf Principal
appraisal Edge International , USA

Build your brand and position your firm

Attract top talent and performers to your firm
Manage partners compensation and income expectations
Effectively strategise pricing and billing methods
Increase revenue thiough practice groups

Put in place an effective risk management strategy,
systems and policy

Leverage technology to speed-up your operation and
deliver excellent client servicing

Researched by:

Book by 21 July to
Managmg PARTNER enjoy your early bird discount



Strategic Law Firm Management
Using Best Practice

Maintaining and Maximising Profitability in Challenging Times by Addressing

Performance, Pocesses and Client Relationships

In today® changing market it is more critical than ever for you
to maximise your firm® profitability. This involves both external
and intemal challenges.

Increasing competition, a lack of talent across practices to
meet the market activities, and the regulatory changes in Asia,
are putting pressure on today® law firm. But the emphasis
remains firmly on maintaining and maximising profitability as
well as differentiating one law firm from another. The development
and formalisation of the overall management function is a critical
component of the modern law firm in meeting these challenges.
Like every business, law firms - even the most well-established
and venerable face steep and keen competition in the growing
economies of Asia.

Law firms should implement and coordinate big-picture best
practice on firm management and business development to
enhance their firm® reputation and achieve the ultimate goal
of maximising firm® profits. The key to profitability is to establish
best pricing and billing practices, partnersGemuneration, market
positioning, maintaining a healthy financial position, hiring
strategies, client satisfaction, exploiting market intelligence and
the opportunities that arise from market changes. Together,
these are the most pressing and difficult issues facing law firms
today.

Ark Group® Gtrategic Law Firm Management through Best
PracticeQwill provide you with the strategies and solutions to
overcome these critical challenges. This conference has gathered

an outstanding faculty of experienced and senior law firm
lawyers, marketing directors, business development specialists,
client services advisors, managing and marketing partners.

The conference has been carefully devised to help you overcome
these challenges and many more, to ensure your firm® continued
profitability and gowth. Highlights of this pogramme include:
Strategic expansion

Optimal eficiency

Differentiating your firm

Maintaining a client-centric firm

Staff appraisal

Business development and strategic marketing

Hiring and retaining lawyers

Compensation strategies

Pricing strategies

Practice group

Succession planning

Protecting your firm, implementing a risk management
strategy

Capitalising on technology

Plus, don®miss the pre-conference workshops. These highly
interactive workshops will help you to structure, plan and
implement the right strategy for your firm. Do not miss this
opportunity to meet these critical issues head on.

Who Should Attend?

Chief Executive Partners

Chief Operating Oficers
Managing Partners

Senior Partners

Admin Partners

IT Diectors

Directors of Marketing

Directors of Communications
Business Development Diectors
Client Services Advisors

Why do managing partners at leading
Legal 500 law firms subscribe to
Managing Partner?

ManagingPARTNER

Because Managing Partner acts as their essential guide to strategic
practice management. Each issue of Managing Partner is written
with the specific purpose of helping you:

Maximise profitability

Improve client relationships

Increase marketability and brand recognition
Deliver your core services at the highest standard
Stay ahead of the competition

Featuring case studies and in-depth articles from managing
partners and senior lawyers, leading academics and consultants,
the magazine provides an essential guide to the running of the

www.mpmagazine.com

For subscriptions, call: +65 6325 3169

modern law firm.

23 - 25 August 2006
Grand Hyatt, Singapore



Day One B V¢dnesday, 23 August 2006
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11:45

12:45

14:00

Registration and Mor ning Coffee
Welcome Address from Chairperson

Encouraging Increased Productivity for Improved
Financial Outcomes in Law Firms

B Ensuring that staf achieve satisfactory levels of grductivity

B Creating appropriate expectations aound performance

B Effective leadership to impove productivity and profitability

B Communicating information about productivity and financial performance
Christopher Freeland, Chief Operating Officer, Gilbert & Tobin,
Australia

Strategic Expansion: Making Strategic Growth

Happen

B Re-energise your thinking. That is what strategic innovation is all about

B Finding new ways to look at your practice to extract value and reveal
opportunities

B Evaluating egional markets for purposes of mergers, expansion or
the development of new practice aeas

W Ensuring that your management model is equipped for expansion and
development

B Knowing how, where to grow and impact on acquiring new clients

B Identifying new service opportunities with cuent clients

B Knowing the practices and industry markets that are about to be hot
(and not) and emaining informed on them

Rob Millard, Principal Edge International , USA
Morning Refreshments

Achieving Optimal Efficiency: Maintaining and

Maximising Profitability of your Firm

B What are the factors that drive pofitability?

W Justifying costs of operations

B What are the trends in principles of the partnership and the structie,
specialisations and departments?

B What else can the partners do in an in@asing competitive market?

B Engaging your paralegal and support staff so that everyone is moving in
the same direction

W Balancing business development and management

B Implementing profitability models and benchmarks to measure effectiveness

Jeff Leong, Senior Partner, Messrs Jeff Leong, Poon & Wong,
Malaysia

Pricing Strategies: Challenging Traditional Billing

Methods

B What are the current trends, methods and altenatives available in
pricing firm services?

B Getting beyond the billable hour - how and why?

B Pricing models - which model is appopriate for your firm?

W Understanding client©preference in buying legal services

B Negotiating pricing models with the client

B Making pricing models work efectively

Yap Wai Ming, Director Stamford Law Corporation
Networking Lunch

Innovative Marketing and Branding for theLegal
Firms

Many firms fail to realise the potential that strategic marketing can hold
for improving your client base and increasing revenue. By effectively
differentiating and acting upon your unique selling points, you can drive
profitability and improve business outcomes. This presentation will explore
key marketing tactics such as:

15:30

15:45

16:15

16:45

_Panel
Discussion

17:15

17:30

W Establishing a distinct eputation and driving brand diferentiation

M Defining your firm&unique selling points

B Targeting potential clients though strategic marketing

B Improving communication between marketing stafand lawyers to
clarify goals

B Overcoming resistance to spending money on market

David McClune, Director of Marketing and Client Sefcing,

Allens Arthur Robinson , Australia
Afternoon Refreshments

Appraising Staff: Managing Employee Performance

at Every Level

B Managing performance efectively

B Assessing performance and analysing performance data - What to
assess and how?

H Dealing with employee performance issues

B Linking appraisal systems to performance management and
remuneration systems

Datuk D.P Naban, Senior Partneri_ee Hishammuddin
Allen & Gledhill , Malaysia

Maintaining a Client-Centric Firm: Sustaining Strong

Client Relations and Delivering Outstanding Client

Care

B Training lawyers to serve clients better through a client-centric viewpoint

B Working intemally to ensue value delivery to better meet the goals
of clients

H Creating total client elationships

B Understanding a cliengbusiness

B Making clients the primary focus through elaborate client development
programmes, client service programmes, retention, service expansion,
relationship building, value pricing and cost sharing

B Ongoing execution of client-centered marketing/business development
plans

Patrick Ang, Partner Rajah & Tann

Compensation Strategies: Managing Partners’

Compensation and Income Expectations

B What partners look for?

B Must you pay the most to get the best?

B What is the benchmark?

B What are the drivers for new pofit sharing models?

B Can partners be content with capping out on income?

B How best to translate measured performance into financial remuneration?

W How to incorporate these techniques into your firnsg&zompensation
system?

B Winning acceptance for your strategy

Jeff Leong, Senior Partner, Messrs Jeff Leong, Poon & Wong,

Malaysia

Yap Wai Ming, Director Stamford Law Corporation

Patrick Ang, Partneyr Rajah & Tann

Datuk D.P Naban, Senior Partner, Lee Hishammuddin Allen

& Gledhill , Malaysia

Question and Answer Session

Close of Day One



For full details of Ark Goup® forthcoming events,

please visit wwwark-group.com/events

Day Two b Thursday24 August 2006
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14:00

Welcome Address from Chairperson

Hiring and Retaining Lawyers: Looking for the Top

Talent and Performers for your Firm

B Factoring in department sizes and salary ranges, including market
trends on new positions/organisational structues

B The necessary coe competencies for team members

B Knowing where to look for talent

B What works and what doesn®with regard to skill set and experience?

B The latest tips for etention

B Understanding lawyer personality types versus the marketing
professional types and how to craft your team accadingly

Alexander lynch, Regional Marketing Head (Asiasimmons
& Simmons , Hong Kong SAR

Staff Development: Coaching as a Development
Tool and its Long-Term Benefits

B Understanding the need and benefits ééctive coaching can bring
B Coaching and mentoring junior steff

B Establishing and efining a coaching ppgramme

B Using coaching to develop business and selling skills

B Structuring a ealistic caeer path for added motivation

S Sivanesan, PartnerRodyk & Davidson
Morning Refreshments

Strategic Development Programmes: Taking a

Strategic Approach to Developing Talent

B How has the wle of senior associates in law firm changed over the
last decade?

B Meeting the higher expectations of leaders beyond the technical
experts, business developer business owners, people managerand
coach

B Designing and implementing structured development programmes to
up-skill lawyers into leaders and partners

B Growing firm@ profitability

Natalie Archer Director, Bendelta , Australia

Insights into Strategic Planning, Financial
Performance and Budgeting for Law Firms
B Strategic planning

B Understanding a firm®performance

B Budgeting for optimal esults

B Measuring and communicating performance

B Managing the cultural implications

Christopher Freeland, Chief Operating OfficeGilbert &
Tobin, Australia

Networking Lunch

Business Development and Strategic Marketing:

Identifying and Developing New Profitable Clients

B Creating understandable distinctions between marketing and business
development

B Re-defining business development toeflect marketing, sales and
service expectations

B Prioritising qualified business development opportunities

B Deciding what programmes/tactics to implement

B Ensuring that marketing and business development work closely
together and are strategically aligned with espect to firm, practice
area and client goals

David McClune, Director of Marketing and ClienServices,

Allens Arthur Robinson , Australia
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16:45
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Succession Planning: Clear Appraisal for the

Orderly Succession of Firm Management

B When and how should the transition pocess begin?

B Who should coodinate it?

B How can you identify talent?

B What do you do with your star talents once you have identified them?

W Identifying and developing the necessary skills including business-
focused training

B Setting clear appraisals and cager planning

Michael Wood, Management Consultant,Bracken W ood
Consultancy and Former Management PartnerBircham
Dyson Bell , UK

Afternoon Refreshments

Managing Risks: Protecting your Firm, Implementing

a Risk Management Strategy

W Identifying the type of risks

B Assessing the risk exposue - Where are you most exposed?

B Evaluating your risk management strategysystems and policy - Is it
sufficient?

B Developing a risk-awae culture

B Regulatory compliance

Kala Anandarajah, PartnerRajah & Tann

Capitalising on Technology: Speed-up your Operation,

Deliver Excellent Client Servicing, Develop Business

and Drive Profitability

B Capitalising on info-communication network systems and how it can
help firm to move forwad

B What are the current trends in integrating technology into law firnsO
working practice?

B What type of technology can assist in developing ditiency in client
servicing?

B How technology can add to support staf roles and duties?

B What are the impediments and loopholes to look out for?

Benjamin Ang -Regional Law LLC

Creating a Systemic Approach to Development and

Succession Planning

B Overcoming the challenges in managing talent

B Meeting suficient growth for firms and satisfaction for staff

B Making technology a viable support mechanism for managers and
employees

B Latest technologies for enabling and enhancing talent in professional
service practices

Natalie Archer Director, Bendelta , Australia
Question and Answer Session

Close of Confer ence



Workshop A:

25 August 2006 (09:00 D 12:00)

Effectively Positioning and Dif ferentiating your Firm in T oday® Market

This workshop will explore how you can market your firm or
grouping in the Asian market. Delegates can share experiences
as well as develop ideas on how to implement the internal
changes that ae often the barriers to geater success.

B Introduction and review

B Market Trends
- What services are required and how is this changing?
- What are the client types?
- What kind of firm can get the work?

B Developing and implementing strategies toaspond to
market conditions
- Identifying what is elevant to your business
- Gathering and interpeting data
- Deciding on your goals
- Agreeing budgets
- Measuring your achievements

B Positioning your firm in the market
- Identifying the chosen position
- Deciding who you want to tell
- Deciding how to tell the market
- Measuring success

Workshop B:

25 August 2006 (14:00 D 17:00)

Retaining your Key Clients

The threat to key clients is growing. Research shows that most
major corporations and institutions are still considering their
panels or lists of agreed providers by at least 20% - and the

idea appears to be catching amongst smaller commercial
clients.

In response to this trend, this workshop will examine how law
firms can keep one step ahead of this process. By the end of
the session you will walk away with strategies and action plans
which will enable you to face up to the client defection challenge.

Key areas to be covered:

Understanding the magnitude of the problem: What it would
cost to lose a major client?

Anticipating your clientsCheeds, practical plans to help and be
one step ahead

Understanding the sort of services you povide

Action plans which clients value

Key client service questions to challenge your partners
Techniques and plans to bullet-poof your asset base

B Managing the change: Making it happen
- Know your firm, clients and market place
- Research and analysis
- Securing buy-in
- Measuring performance

B Discussion and questions

About Y our Workshop Leader:

Michael Wood, Management Consultant,
Bracken Wood Consultancy and Former
Management Partner, Bircham Dyson Bell, UK

h Michael Wood joined UK firm, Bircham Dyson
Y Bell (Bircham & Co) in 1972 as an assistant to
the trust accountant. He gained his law degree with honours
and qualified as a solicitor to become a partner. Michael was
awarded his MBA with distinction by Nottingham Trent University.

Having served on BDB® IT and strategy committees he was
voted onto the firm® executive committee and became
managing partner in January 2003. In 2004, BDB was listed
in the top 10 of law firms in profit growth term which reflected
a 20% rise in fee income. In 2005, BDB saw further growth
over 10%. Overall under Michael® leadership, turnover increased
by 50%.

About Y our Workshop Leader:
Robert Millard, Principal, Edge International, USA

Rob Millard is a strategist by profession, who
focuses his practice exclusively on professional
service firms, especially medium to large sized

; legal practices. He holds an MBA degree from
Henley in England and is a former managing director of a
medium sized consulting firm. Edge International is widely
recognised as one of the world's premier management
consultancies to law firms.

Ark Group is an international events and publishing company, specialising in strategically focused business events and publications. As a leading provider of
straightforward business information, we are dedicated to capturing, communicating and sharing objective experience and research, helping our clients to make
a real impact on their organisations and markets.

It is our goal to help professionals and organisations work more intelligently by delivering reliable information and techniques that can be used immediately.

Ark Group is the organiser of the world's largest knowledge management events, KM Europe (www.kmeurope.com) KM Asia (www.kmasia.com) and
KM Australia (www.kmaustralia.com)

ark o
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www.ark-group.com

Ark® publishing product range in information technology includes IK Magazine and ei Magazine, leading sources of information for the KM practitioner, content
managementand IT professional. The company also publishes Managing Partner, the essentialguide to modern practice management; Trade & ForfaitingReview
for trade and export finance executives, andRisk Tansferto meet the needs of the global risk community

Ark Group was recently acquied by Waterlow Legal and Regulatorya subsidiary of FTSE listed company Wimington Gioup plc.

For more information about Ark Goup, please visitwww .ark-gr oup.com . For more information about Wimington Goup, please visitwww .wilmington.co.uk .




4 ways to book
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Fax back this form on Tel: +65 6325 3169
+65 6735 5351

sllim@arkgroupasia.com

@ Ei

15 Hoe Chiang Road, #13-04,

Euro-Asia Centr e, Singapor e 089316

Strategic Law Firm Management Using Best Practice

23 - 25 August 2006

Delegate 2

PLEASE COMPLETE
IN BLOCK LETTERS

Delegate 1

Name

Delegate 3

Job Title

Organisation

Address

Postcode

Phone

Fax

E-mail

Signature

Your ref: M/8000135

I have ead and accepted the booking conditions

Please note: payment must be eceived in full prior to the event to guarantee your place

Early Bird Price Regular Price

Conference [ ] s$2245.50* [ ] s$2495.00*
Workshop A [ ] s$ 695.00% [ ] ss$ 795.00*
Workshop B [ ] s$ 695.00% [ ] s$ 795.00*

|:| | cannot attend this event but please put me on your mailing list. Fax back to
+65 6735 5351.

Conference fee includes lunch, refreshments and complete set of documentation. It does not include the cost
of accommodation and travel. Lunch is catered for delegates aénding both Workshop A and Workshop B.

How to save money on this course:

1. Book before 21 July 2006 to enjoy the early bird discount

2. Book in groups, please call us for a quotation on +65 6325 3169

3. Take out a subscription to Managing Partner and receive S$50.00 off the total course fee
(this discount applies once only)

Contact Cher Lim on +65 6325 3169

] VISA ] AMEX [] Mastercard

Cardnumber | | | | J[ | | [ JL L ][ L1 ]]]

Expiry date

Cardholder’s name

Cardholder’s signature

|:| Please invoice me / my company
|:| Payment enclosed (Cheques should be made payable to Ark Group Asia)

Booking conditions
1. Bookings can be submitted at any stage prior to the event, subject to availability. A limited allocation is being held and booking early
is therefore recommended. In the event of the booking not being accepted by Ark Group Asia, the total amount will be refunded.
2. Payment must be received in full prior to the course.
3. All speakers are correct at the time of printing, but are subject to variation without notice.
4. If the delegate cancels after the booking has been accepted, the delegate will be liable to the following cancellation charges:
B Cancellations notified over 45 days prior to the event will not incur a cancellation fee.
B Inthe event of a cancellation being between 45 and 30 days prior to the event, a 20% cancellation fee will be charged.
B For cancellations received less than 30 days prior to the event, the full delegate rate must be paid and no refunds will be available.
5. All bookings submitted by e-mail, fax, or over the telephone are subject to these booking conditions.
6. All cancellations must be received in writing.
7. Ark Group Asia will not be held liable for circumstances beyond their control which lead to the cancellation or variation of the programme.
8. This contract is made under the law of the Republic of Singapore.
9. Plus 5% GST*.
10. Group discount is based on regular price and not valid with other discounts.

Please note: payment must be received in full prior to the event to guarantee your place

APPLIED RESEARCH & KNOWLEDGE (ARK) PTE LTD
Company Registration No. 200103429M

Event venue and accommodation

For hotel room reservations, please contact the
following hotels directly. For special room rates, please
quote “Ark Group”. Room vacancy is subject to
availability.

Royal Plaza on Scotts
25 Scotts Road
Singapore 228220

Tel: +65 6737 7966
Fax: +65 6735 1867

Grand Hyatt Singapore
10 Scotts Road
Singapore 228211

Tel: +65 6738 1234
Fax: +65 6734 0375

Can’t make the event?

Conference documentation is available!

If you can’t take full advantage of this event, the
conference documentation gives you a useful record
of the presentations made at the event for your
reference.

Contact: Subscriptions
Tel: +65 6238 3750
Email:  subs@arkgroupasia.com

Exhibition and sponsorship opportunities

If you are interested in sponsoring or exhibiting at
this event, for further information please contact:

Contact: Exhibition and Sponsorship
Tel: +65 6238 3750

PLEASE NOTE

Ark Group does not assume responsibility for assisting potential
delegates in obtaining visas to the country in which this event is
being held. Delegates are responsible for their own travel,
accommodation and visa equirements.

© Ark Group 2006

Marketing Department, Ark Gr  oup



