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Candidate's Business Plan - Guidance Notes

The purpose of the business plan is to enable the partnership to make an informed decision about the prudence of the admission into the partnership of the proposed lateral hire candidate. 

1
INTRODUCTION

Here the candidate introduces themselves and sets out brief details of their level of legal experience, education, qualifications, their work history and experience.  Candidates should confirm (a) their current position in their current firm (assistant, salaried or equity partner) and (b) their current income/drawings level.  Candidates should ensure that there are no unexplained gaps in their work history. Candidates should explain the reasons for any moves from one firm to another and the reason why they are considering leaving their current firm to come to X.

2
ANALYSIS OF MARKET

Here the candidate sets out in detail the market they operate in; details of their competitors and whereabouts in the market they are pitching themselves.  The candidate needs to disclose typically the sort of work they carry out; charge out and recovery rates; how the work is staffed and volume of transactions.  Any factors likely to affect the expected volumes of work flow in the market need to be stated and explained.

3
DETAILS OF CANDIDATE'S AREAS OF EXPERTISE AND KEY ACHIEVEMENTS TO DATE

Here the candidate sets out details of his particular skill sets and how he has applied these skill sets to successfully develop his career to date, highlighting major achievements to date.

4
DETAILS OF CANDIDATE'S KEY CLIENTS AND ANY LIKELY FOLLOWING

Here the candidate should set out the names and historic billings over the last 3 years of his clients and the nature of the relationship with those clients and whether those clients have been approached with a view to confirming whether they would follow the candidate.  Any relevant restrictive covenants should be referred to. 

5
DETAILS OF CANDIDATE'S FINANCIAL PERFORMANCE FOR LAST 3 YEARS

Here the candidate needs to set out, in as detailed a manner as possible, their personal and, in relation to Equity Partner candidates, their supervised or controlled billings for the last three years.  Personal billings are the total amounts of billings in respect of time incurred by the candidate in question.  Controlled or supervised billings are all bills raised on client matters in which the candidate is the supervising partner.

If for any reason the candidate thinks that these are an inappropriate or misleading measure, then a full explanation for this needs to be given.  The candidate should comment upon how much of their work is contingent or conditional and the recovery rate achieved in respect of that work.

The candidate must also state their total number of recorded chargeable hours for each of the last three years.  Candidates should also indicate how much non-chargeable work they have done and should identify how the same has been incurred.

6
BUSINESS STRATEGY AND IMPLEMENTATION PLAN

Here the candidate needs to set out in detail how they propose to integrate themselves within X. Candidates should set out details of:

(a) 
how the candidate's practice fits in with the firm's new strategy and what the client understands the expression client-focussed to mean;

(b)
how they will develop a successful and profitable practice within X.

(c)
where their work would come from if they were to join X.

(d)
any additional resources which they believe that they will need (together with a costing of them). Candidates should also identify any marketing or other activities that they will need to undertake (again together with a costing of them). Timeframes for actions should be spelt out. 

(e)
what opportunities they see for cross-selling with other departments of X.

 (f)
what opportunities the candidate sees for working with international offices if relevant.

