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A new, better way to chart a career path

Gary Mitchell
The Coach
ver the years working with various
O
lawyers from different practice
groups and at different stages of their

careers, I have developed a business/
career plan template that strives to make
lawyers more targeted, strategic and disciplined. I like to call it the TSD approach.
This system produces greater results in a
shorter amount of time because it is thought
out. It forces you to answer some tough
questions. It guides you in thinking longer
term and becoming clearer on your future.
It will help you create the career you
envisioned went you went to law school.

Don’t be one of those fourth-year associates who one day picks his head up from
the desk and wonders how he got here.
Even more tragic, don’t be one of those
lawyers who gives up and leaves the profession. You can have more control over your
career than you may realize.
What follows is the first of four columns
on the subject of “you, your practice, your
career.” This is about setting yourself up for
success. It’s never too late to get a clear
direction for your career, so even if you are
past your fourth year, you can still benefit
from the information that follows. You will
notice how this first instalment is all about
you. If I had one message for young associates, it would be this: Plan for and create
the kind of career you want.
How it works
Your practice is a business, regardless of
whether you are a solo practitioner or a
large firm. That requires you to think and

act as a business person. Any successful
business person will tell you, start with having a thorough business plan.
If you are at a firm, think of your law practice like a franchise. You have the opportunity
to leverage the value of your firm’s brand and
all that comes with it: history, name recognition, reputation and market prominence.
But remember, your practice is your own. So
own it. The same goes for solo practitioners,
this is your business.
How best to use it
Your business plan will serve as your road
map to success. It will keep you focused
when demands for your time may otherwise
send you in a different direction. Remember
this is a living, breathing document that

should be referred to and updated quarterly.
That habit will help to hold you accountable
to achieving what you say you want to
achieve. Don’t get too down on yourself if
you can’t answer the questions right away.
This is an exercise designed to help you confirm what you already know, and alert you
to what you need to know.
Developing your business/career plan
involves four key areas of attention:
n Defining where you want to be
n Defining where you are now
n Your target audience
n Your next steps
Setting goals for your practice
Define your desired goals, which is the
Focused, Page 22

ANNOUNCEMENT

Osgoode Hall Law School of York University, Canada’s largest
English-language law school, is committed to setting the standard
for excellence in legal education and legal scholarship. Our
innovative teaching program fosters a strong foundation in legal
reasoning, diverse perspectives on law, and an understanding of
law’s transformative role in promoting a just society. Osgoode
produces original and significant legal scholarship and prepares
its graduates for leadership and service within the profession
and beyond.

Director
York UniversitY
offers a worldclass, modern,
interdisciplinary
academic experience
in Toronto, Canada’s
most multicultural
city. York is at the
centre of innovation,
with a thriving
community of
62,000 students,
faculty and staff,
as well as over
250,000 alumni
worldwide. York’s
11 Faculties and 28
research centres
are committed
to providing an
engaged learning
and research
environment
that cuts across
traditional academic
boundaries.

ReseaRch & GRaDuate
stuDies OpeRatiOns
Reporting to the Dean, you will be accountable for the
management and delivery of services designed to enhance,
promote and advance research and the graduate studies
program at Osgoode. You will serve as an advisor regarding
the overriding strategic direction of operations in these areas,
develop, implement and enforce policy, coordinate major
research initiatives, and oversee the delivery of research services
and graduate studies program operations at the School. This
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mandate will see you working in collaboration with the Office of
Research Services to identify and develop research partnerships
with industry, government and community. Combining a JD/LLB
or, preferably, an LLM with at least 5 years of related experience,
ideally in an academic environment, you have proven strengths
in managing projects and staff, and in preparing reports,
applications and proposals. This role calls for an analytical,
detail-oriented professional with a working knowledge of the
national funding arena, who can interpret complex legislation,
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policies and regulations, and collaborate successfully with a
broad spectrum of clients.
We offer comprehensive benefits and access to superb
educational and recreational facilities. For full details, visit our

yorku.ca/jobs

website at www.yorku.ca/jobs. Please respond, in confidence,
with a resume and cover letter, by February 8, 2013, to
jobs@yorku.ca, quoting Job #8023 in the subject line.

We thank all applicants; however, only those selected for
an interview will be contacted. York University is committed
to Employment Equity and encourages applications from all
qualified candidates.
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Focused: Your goals will change as your career advances
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purpose of this plan (refer to it when you
are lacking motivation). Why do you wish
to build/start/expand your practice?
Describe what you want your practice to
look like in 10 years, five years, two years, and
in one year from now. These should include
specific measurable goals, such as (and not
limited to) the size of your team, number of
clients/files, types of clients/files, billings,
how involved you are in day-to-day work,
your personal income, taking on leadership
roles within your firm, awards and other
industry and colleague recognition, etc.

These are just goals. They are likely to
change as you move forward in your career.
The important thing is to have a vision for
the kind of practice and career you want to
create. This is a starting place and by no
means the end game.
What are your measures of success?
Specific measurable results are motivating. They help you stay focused and you’ll
know when to celebrate. It’s important
here to articulate what you deem to be success, not what your peers or others do.

Consider these parameters:

n Financial (examples include total rev-

enues, what salary you want to make,
bonus)
n Personal (work/life balance, family
time, more travel, etc.)
n Career (colleague and client recognition
or awards, firm roles-practice group leader,
rainmaker etc.)
n Other (Anything else that you would
count as success)
These categories are used as guidelines to
help you get started. Again, this is about
you. Feel free to change the categories in
any way. The point here is to get to the core

of what success means to you so when you
get there, you will know it’s time to celebrate your achievements.
By answering the questions throughout
this column, you will become clear on
where you want to get to in your career.
Next month we will take a look at where
you are now. In the meantime feel free to
contact me if you have any questions.
Gary Mitchell is the author of ‘Raindance, The
Business Development Guidebook for Lawyers’
as well as a business development coach and the
founder of On Trac Coach. Contact: gary@
ontraccoach.com or 604.669.5235.

Break with tradition but stay in control
Job Posting

Professional engineering legislative Counsel/advisor
Engineers Canada is the national organization of the 12
provincial and territorial associations that regulate the practice
of engineering in Canada and license the country's more than
250,000 professional engineers. It advances self-regulation
and the profession in the public interest.
Engineers Canada supports its constituent associations'
efforts to achieve consistency in their licensing and regulatory
practices, and practice mobility for licensed engineers.
Counsel provides support and advice to the constituent
associations regarding its legislative and regulatory
framework’s consistency and currency within Canada and
internationally. Counsel conducts research and provides
support to constituent associations with the aim to facilitate
“best practice” legislation within each jurisdiction to regulate
the practice of professional engineering and govern licence
holders. These activities occur in three broad areas: advisory
services, policy development and legislative drafting.
Counsel will become expert in the professional engineering
acts, regulations and bylaws and other legislation governing
the constituent associations’ regulatory role (i.e. Statutory
Powers Procedure Act, Fair Access to Regulated Professions
Acts, Labour Mobility Acts, Public Inquiries Acts, other
regulators’ Acts, etc.). Reviews and researches the regulatory
landscape. Provides input for strategic planning.
Please refer to www.engineerscanada.ca for the full job
posting. Applications will be accepted until January 31, 2013.
Further information on Engineers Canada and links to the
constituent associations are provided on this website.

Corporate / Commercial Attorney
North York

Working with the VP, Legal Counsel, the Attorney would provide legal support on commercial,
consumer credit reporting, regulatory and privacy matters for Equifax Canada’s operations, in
addition to working closely with various business units in Canada and internationally. 2-3 years
of related corporate/ commercial legal experience, regulatory experience and good practical
judgment will ensure success in this role.
Please forward your resume in conﬁdence to hr.response@equifax.com
Equifax empowers businesses and consumers with information they can trust. Visit www.equifax.ca for more information.

PAUL KUTTNER

Better sameness doesn’t differentiate

he essence of professional services, be
T
it law or accounting, is in its value and
not in its functionality. I do not mean the

Tradition in the law profession may be
hampering real progress — tradition in
hiring, training, career progression,
business model and business practices,
compensation models, client service,
gender treatment…and the list goes on
and on.
At the turn of the 19th century, if you had
asked leaders in the transportation sector
what they needed, they might have said a
faster, more efficient horse. Then along
came the game changer. Better sameness
unfortunately does not make the competitive difference.
But look out — there are mavericks and
some specialty boutique firms that are,
in their own way, chipping away at the
dam wall of tradition. Although certain
facts and fundamentals are clearly not
similar, one has to look to the accounting
profession to see how the venerable
chartered accountants’ stranglehold over
a market has been rocked by the certified
management accountants and certified
general accountants. Ask IBM to talk
about the computer marketplace where
it was once the only real game in town.
Look what iTunes did to the music
industry. Look what Netflix did to the
likes of Blockbuster.

price or discount, but the objective and
subjective qualities that clients and stakeholders attribute to the service.
What the clients buy and consider value
is never a product or service. It is always
the utility — that is, what it does for them.
In what may be characterized as a blinding flash of the obvious, law firms are
coming to terms with new realities both
external and internal: economic forces,
business demands from clients, technology advances, competitive practices
unheard of 15-20 years ago; and, internal
profit expectations, associate career
expectations and retention of talent at all
levels.
All in all, it ain’t what it used to be. But
you didn’t need me to tell you that.
Clients are reacting to the new circumstances they face in their production and
supply chain, and are implementing many
measures and business practices with
zeal — sending work offshore, outsourcing
and looking for creative pricing to highlight
just a few. We read in surveys that some are
just tired of the old way of doing things.
Follow the leader or sit back?
As always, there are some options. Law
firms can sit back, relax, and wait for the
storm to blow over (it always has, hasn’t
it?), watch earnestly for marketplace
pointers emanating from their clients’
offices (i.e. waiting on the clients to take
the lead on service changes — never a good
thing from a supplier-control point of
view), or become active players in their
own destiny.
Becoming the architect of your own
business trajectory does require driving
innovation, and questioning traditional
(read: archaic) business models and business practices. It has been said that the
legal profession is a mature profession, but
an early-stage business model. Taking control will mean forward thinking as a business without compromising integrity and
codes of professional conduct.
Focus on market behaviour to create better value — the “client-centred” proclamation in so many impotent value and mission statements.

Value, not functionality
No matter whether you are selling
printer toner, legal services or investment banking services, the sooner you
can define value from your clients’ perspective, the sooner you will be better
market-oriented. You will then be in a
position to adapt the way you provide
your services, and, in so doing, attract
and retain the best talent, thereby generating efficiencies within your firm, that
enable you to respond to (not react to)
sudden market changes.
Read the market and start thinking
about the essence of value. You don’t want
to be reading demands from your clients
when it’s too late and they are holding the
power stick.
Paul Kuttner assists law firm marketing
directors with specific projects and tasks and
works closely with partners in firms where
no in-house capability exists. He is at www.
innovatemarketing.ca.

