HOW
IS
IT
GOING?
Client Connection Assesses Law Firms’
Accounts Receivable Management Progress
When it comes to accounts
receivable management and
collection efforts, law firms
are starting to make progress
in understanding the need
to have in place the proper
management structure,
personnel and technology
tools.

Law firms are developing the
necessary business infrastructure
to address accounts receivable
issues.This includes creating and
empowering Billing & Collection
Committees or Finance
Committees, or, in smaller firms,
giving senior lawyers the task of
receivables oversight. Designing
clear policies and procedures, and
following them, is the final step.
More firms are purchasing
collection software and hiring or
promoting administrative staff as
part of the management team to
manage and collect receivables.
Also, firms are talking about the
difficult questions concerning
appropriate client intake issues
and their impact on how clients
pay their bills.
Lawyers are changing their
attitudes and are becoming aware
that collecting receivables can be
performed in a friendly, professional
manner, one that will not hurt
client relationships. As a result, they

are beginning to see the need to
contact their clients about outstanding bills sooner rather than later –
and seeing such efforts succeed as
clients pay their bills.
Although many firms have built a
framework for managing and
collecting receivables, they have
not instituted a real working
program, nor have they focused
their attention on how to reduce
aging receivables. Each tentative
step forward is sometimes
counteracted by a nearly
equivalent step backward.
Following are examples of progress
that has been made – and the big
issues that remain to be tackled:
• Firms are paying more attention
to accounts receivable issues.
But, all too often, this does not
necessarily translate to better or
more successful collections.
Lawyers still have too much
autonomy concerning how and
when receivables are collected.
Also, many firms believe that
open dialogue between management and the attorneys will
ultimately result in effective
collection efforts, yet they have
not enforced accountability
guidelines to measure success.
• Firms are spending time revising
and revamping their collection
policies and procedures. But they
are failing to first understand
what it takes to implement these
rules. It is one thing to commit
procedures to paper, but it is
quite another to ensure that the
attorneys have accepted and are
following the new rules.

• Firms regard an increase in
revenue as an indication that
collection efforts are working in
their firms. But they are not
reducing or collecting older
receivables, particularly those
over 90 days.
• Firms are beginning to recognize
that intake is a vital aspect of
receivables management. But
intake remains a key problem
area that firms have difficulty
addressing. Far too often,
receivables become a problem
because the firm takes on work
that it shouldn’t. Attorneys are
often given too much latitude
in determining the clients they
bring in. Compounding this
problem is that many firms
do not undertake concerted
collection efforts sooner.They
are left with bills that have
aged and, frequently, end up as
uncollectable. Firms are just
beginning to research the
different types of credit or
scoring reports that are offered
to investigate the financial
background of clients.
• Firms are establishing Billing &
Collection Committees or
designating senior lawyers to
oversee accounts receivable.
But they frequently do not
understand their duties or
do not take the time necessary
to follow up with the attorneys
to whom they are assigned. As a
result, they are also not holding
the billing attorneys responsible
for their actions. Committees
need to take a “roll up your
sleeves” attitude to ensure that
receivables over a specified

