
By and large, attorneys tend to make
the easy collections during the course
of the year.When there are problems,
they let the receivables sit. And sit.
And sit.Which is why there are so
many receivables over 120 days. In
fact, a startling number of receivables
are over 360 days old, and experience
has taught us that approximately 50%
of those receivables are uncollectible.
If a firm is serious about cleaning up
old receivables, the first quarter is the
best time to do it.

The fact is that most of the 
receivables collected during the
November/December crunch are 
less than 120 days old. Because
receivables over 120 days are usually

more problematic, attorneys realize
they can't resolve them by year-end.
So they don't bother. In the effort 
to get as much money in as possible,
they focus on more current billings
and avoid dealing with unhappy
clients, clients who are unable to pay,
situations in which the attorney did
not get a good result for the client.
With the pressure off in the first
quarter, the attorneys are even less
inclined to face the older receivables.

Actually, the first quarter is the best
time to focus on cleaning up old
receivables precisely because the
pressure is less intense and because
the effort will take time.

IT’S FEBRUARY. DO YOU KNOW 
WHERE YOUR RECEIVABLES ARE?

If yours is like most law firms,

you make an all-out push to

collect outstanding receivables

in November and December,

then breathe a collective sigh

of relief come January. And

you don't give collections 

all that much thought again 

until well into the third 

quarter. Consequently, billings

are down during the first

quarter, which, of course,

slows collections.

This is the way it's always

been done, you say, and both

the attorneys and their clients

expect it to be that way. But 

it clearly does not serve the

firm's best interest, and it

need not be that way. Which

is why we're talking to you 

in February.

Okay, You’ve Got Our Attention

▲Sit down with each billing attorney.
Ask them if they need help dealing
with their accounts receivable. Ask
when their receivables will be 
collected. Ask for a specific date
when they expect accounts to be
collected or otherwise resolved.
Ask point blank if aged receivables
should be written off.

▲ If the attorneys offer to write a 
letter to their clients, beg them 
not to. Collections require direct
contact with the client. It is a
process that must be approached
diligently and timely. Once again,
ask if they need help (you may be
wearing them down).

▲Prepare a spreadsheet listing all
receivables over 120 days past due

Oh, all right. We‘ll start dealing with our 
receivables now. What should we be doing?

(continued on back)






