TEN RULES ABOUT HOURLY BILLING
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“1.
Ask your clients what they buy from you.  If it isn’t time, stop selling it!
2.
Imagine a world where your clients know each month how much your bill will be so they could plan for it.  They do.
3.
If you don’t agree on fees at the beginning of a case, you’ll be begging for them at the end of it.
4.
Sophisticated clients who insist on hourly billing do so because they’re smarter than you are, not because they want you to be paid fairly.
5.
When you bill by the hour, your once-in-a-lifetime flash of brilliant insight that saves your client millions of dollars has the same contribution to your bottom line as the six minutes you just spent opening the mail.
6.
Businesses succeed when their people work better.  Law firms succeed when their people work longer.  Your clients understand this -- and resent you for it.
7.
Every time your clients jokingly ask you, “Are you going to charge me for this?” they aren’t joking -- and they’ll check next month’s bill to be sure.
8.
The hardest thing to measure is talent.  The easiest thing to measure is time.  The two have absolutely no relationship to one another.  Your law firm measures talent, right?
9.
Would you shop at a store where the cost of your purchase isn’t set until after you’ve agreed to buy it? You ask your clients to.
10.
There are 1440 minutes each day.  How many did you make matter?  How many did you bill for?  Were they the same minutes?  Didn't think so.*”
*From U.S. lawyer, blogger, innovator Matthew Homann www.lexthink.com
 john@chisconsult.com              +61 0 419 763 391            www.chisconsult.com
[image: image2.jpg]



[image: image1.jpg]




[image: image1.jpg][image: image2.jpg]