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Article:

Business Owners – How To Get The Best Out Of Your Lawyers
By Darryl Cooke, Corporate Lawyer
Dr. Mark D. Yates, The International Business Expert
Contact the Author at E: drmarkdyates@aol.com W: www.fbiconsultancy.com

Instructing lawyers is without doubt, an art. The penalty of getting it wrong is pain and suffering or, at the very
least, frustration. It’s worth adhering to some very simple rules. If you give them too much respect it will often
lead you to a place that you don’t want to be, and if you don’t give them enough it will lead to other problems.
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In this article we will provide some simple guidelines to follow when instructing lawyers that can reduce many
of these problems.
1.

Choose an individual to undertake or lead your piece of work, not a firm. Apart from generally much
higher fees, the profit model of larger practices is to charge more and push the work down to the least
qualified lawyers and their least experienced and least expensive lawyers. Why would you accept that?
Take time choosing your lawyer, check references, check their experience and speciality. Most of all
ensure that the relationship is right. You get so much more out of good relationships.

2.

Spend as much time as you can with your lawyer scoping the project. Ensure that they understand your
business and they know what your real drivers are. Lawyers sell themselves as being commercial
animals when the reality is that few of them are. They will want you to act as their quality control,
sending you documents and asking for your approval, or letting you negotiate your deal at interminable
all parties meeting. What you really want is someone that you can trust to lead and negotiate your deal,
referring back to you but allowing you to continue to focus on your business. That comes from a
combination of the right lawyer and scoping the project properly.

3.

Only accept fixed fees, it may be that these fixed fees will have to be agreed in stages but don’t accept
a list of assumptions or conditions that make fixed fees irrelevant. Hopefully soon time costing will
become a thing of the past. Why accept a system whereby a lawyer can take as long as he wishes to do
a job and you have no control? Fixed fees allow a lawyer to become more efficient. No wasted meetings,
no duplication of or superfluous documents. Agree a fixed fee and then encourage him or her to
manage the process.

With the right lawyer, a proper understanding of the scope and drivers, fixed fees and the ability to lead and
manage the transaction and you will have a better chance of a hassle-free deal.
Darryl Cooke is a partner in gunnercooke llp, a boutique corporate law firm (www.gunnercooke.com).

END:

You can add this business support article to your own personal or business newsletters, emails, blog or forum
for FREE. Please ensure you include the authors name, email address and website in your publications,
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www.fbiconsultancy.com. If you have clients who wish to purchase this information for their marketing plans,
they can purchase it for £50 or $70 from www.fbiconsultancy.com

TIP: Don’t forget we pay referral commissions to anyone
who refers any fee-paying business clients to FBI Consultancy

Authors Article Advertising Resource Box:
Dr. Mark D. Yates is the CEO of FBI consultancy Ltd, which provides a professionally managed business
growth service for global business owners, investors, entrepreneurs and C-Level executives. If you
need to retain a dynamic managing director, interim director, business troubleshooter, business
growth consultant, or his proven LinkedIn consultancy, contact Dr. Mark D. Yates at: Tel: UK 0151 647
1716. E: mark@fbiconsultancy.com W: www.fbiconsultancy.com
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