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SeyfarthLean Background 

• Work began more than six years ago in response to growing 
concerns from clients about time-based fee models 

• Goals were to: 

► Institutionalize a value conversation with our clients and then work 
collaboratively to deliver that value efficiently 

► Improve predictability of fees, lower client costs, increase 
transparency and allow law departments, if they wished to 
collaborate, to have real-time access to fees and management of 
matter 

►Facilitate continuous, sustained improvement in quality of service 
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The SeyfarthLean Six Sigma Model 

• Process started with serious consideration of various efficiency 
models including traditional Lean Models and pure Six Sigma 

• We settled on an adaptation of Lean Six Sigma tailored for legal 
services, building in strategy, project management and change 
management 

• The result is a disciplined way to think through and deliver high 
value legal services – a fundamental change in the way we work 
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Representative Projects 

• M&A Transactions 

• Commercial Litigation 

• Claims Processing 

• Transactional Tranches 

• Contracts Management 

• Data Program Support 

• Small Acquisition Flow 

• Wage & Hour Class/Collective 
Actions 

• Non-Compete Litigation 

• Real Estate Financing 

• Products Liability Litigation 

• e-Discovery 

• Trademark Prosecution 

• Employee Benefit Plan 
Restatement 

• Summary Judgment 

• ERISA Litigation 

• Employment Litigation 

• Real Estate Leasing 
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SeyfarthLean Process 

• Define 
► Clients want high quality, lower cost legal services, delivered with predictable 

results 
• Measure 

► Collect data on Seyfarth/client experience: total cost, cost by task code, “voice 
of client” 

• Analyze 
► Gather experts in “Kaizen”; review current state and process map future  

• Improve 
► Make changes in process; train attorneys/staff; support with technology and 

best practices 
• Control 

► Supervise and measure to prevent return to the prior process 
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SeyfarthLean Tools 

• Voice of the Client  

• Project management 

• Root cause analysis 

• Y= (f)X 

• Process mapping 

• Pareto Chart 

• Kaizen 

• Knowledge Management 

 

• WIN’s 

• Lessons Learned 

• Control Plan 

• SeyfarthConnect 

• Matter Management 

• Service Standards 

• InSeyt 
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SeyfarthLean: A Litigation Case Study 
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Commercial Litigation 
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Task Codes Are Key To Analysis 
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Sample Process Map: 
Commercial Litigation 
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Our Approach and Tools: 
Sample Matter Management Report 

T a s k  # T a s k  C o d e  D e s c rip tio n

H rs W K  V a lu e H rs W K  V a lu e H rs W K  V a lu e
L 1 1 0 F a c t In ve s tig a tio n /D e ve lo p m e n t 0 .1 $ 2 7 .5 0 0 .1 $ 2 7 .5 0
L 1 2 0 A n a lys is /S tra te g y 2 3 .9 $ 6 ,5 4 3 .5 0 2 3 .9 $ 6 ,5 4 3 .5 0
L 1 4 0 D o c u m e n t/F ile  M a n a g e m e n t
L 1 6 0 S e ttle m e n t/N o n -B in d in g  A D R
L 1 9 0 O th e r C a se  A s s e s s m e n t, D e ve lo p m e n t &  A d m in is tra tio n 5 .4 $ 1 ,7 7 1 .0 0 5 .4 $ 1 ,7 7 1 .0 0
L 2 1 0 P le a d in g s 4 .1 $ 1 ,1 2 7 .5 0 4 .1 $ 1 ,1 2 7 .5 0
L 2 1 1 C o m p la in ts 0 .7 $ 1 9 2 .5 0 0 .7 $ 1 9 2 .5 0
L 2 1 2 A n s w e rs
L 2 3 0 C o u rt M a n d a te d  C o n fe re n ce s 0 .4 $ 1 1 0 .0 0 0 .4 $ 1 1 0 .0 0
L 2 4 1 M o tio n s  to  D is m is s 1 6 .6 $ 4 ,7 4 1 .0 0 1 6 .6 $ 4 ,7 4 1 .0 0
L 2 4 3 M o tio n s  fo r C o m p le te  o r P a rt ia l S u m m a ry J u d g m e n t
L 2 5 0 O th e r W r itte n  M o tio n s  &  S u b m iss io n s 2 .7 $ 7 4 2 .5 0 2 .7 $ 7 4 2 .5 0
L 3 1 0 W ritte n  D isc o ve ry 2 .9 $ 5 7 3 .5 0 0 .7 $ 1 8 8 .5 0 2 .2 $ 3 8 5 .0 0
L 3 2 0 D o c u m e n t P ro d u c tio n
L 3 3 0 D e p o s itio n s
L 3 5 0 D is co ve ry M o tio n s

T o ta l: 5 6 .8 $ 1 5 ,8 2 9 .0 0 5 4 .6 $ 1 5 ,4 4 4 .0 0 2 .2 $ 3 8 5 .0 0

B u d g e te d  A m o u n t: $ 6 1 ,2 6 4 .0 0
T o ta l W o rk  V a lu e : $ 1 5 ,8 2 9 .0 0

V a ria n c e : $ 4 5 ,4 3 5 .0 0
P e rc e n t  o f B u d g e t: 2 5 .8 4 %

P e rc e n t o f T o ta l W o rk  V a lu e  to  B u d g e t:
L e s s  th a n  5 0 %  o f th e  B u d g e t
B e tw e e n  5 0 %  a n d  7 5 %  o f th e  B u d g e t
B e tw e e n  7 5 %  a n d  1 0 0 %  o f th e  B u d g e t
1 0 0 %  o r g re a te r th a n  th e  B u d g e t

C lie n t -  A B C  C o m p a n y
M a tte r -  1 2 3 4 5 -0 0 0 0 0 0  J . D o e  v . A B C  C o m p a n y
R e p o rt R u n  D a te  - 0 3 /0 2 /0 9   In fo rm a tio n  R e p o rte d  A s  O f 0 3 /0 1 /2 0 0 9  1 1 :5 9  P M

T o ta l A tto rn e y O th e r
T im e k e e p e rs T im e k e e p e rs
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Client & Matter Dashboards 
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Our Approach and Tools: 
National Relationship Team Site 

• Action Items with Gantt Chart 

• Dynamic Document Repository 

• Custom Document Folder Tree 

• Discussion Board 

• Databases 

• Dashboards 

• Calendar 

• Contacts 

• Links 
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Our Approach and Tools: 
Sample Team Site 



15 |  © 2011 Seyfarth Shaw LLP 

Seyfarth Scorecard 
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Our Approach and Tools: 
Managing the Relationship 

• Dedicated, client-facing Project Managers 

• Ongoing relationship meetings 

►Status, metrics (by matter, by portfolio) 

►Provide shadow billing, budget to actual and proactive review 

• Standardized lessons learned for every matter and at periodic intervals 

• Client service scorecard:  Seyfarth Scorecard 

• Suite of relationship services – value-added offerings designed to enhance 
the relationship, provide proactive advice to mitigate risks and increase our 
alignment with client’s business 
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Putting it all together 

• Value definition 
• Project management 
• Knowledge management 
• Technology tools 
• Data and metrics 
• Process improvement 
• Alternative pricing models 
• Listening and collaborating, deliver business outcomes 



The Future of Price: 
 Defining Value in Value Billing 

Lisa J. Damon 
Partner and Executive Committee Member 
Seyfarth Shaw LLP 
 October 2011 


	The Future of Price:�	Defining Value in Value Billing
	SeyfarthLean Background
	The SeyfarthLean Six Sigma Model
	Representative Projects
	SeyfarthLean Process
	SeyfarthLean Tools
	Slide Number 7
	Commercial Litigation
	Task Codes Are Key To Analysis
	Sample Process Map:�Commercial Litigation
	Our Approach and Tools:�Sample Matter Management Report
	Client & Matter Dashboards
	Our Approach and Tools:�National Relationship Team Site
	Our Approach and Tools:�Sample Team Site
	Seyfarth Scorecard
	Our Approach and Tools:�Managing the Relationship
	Putting it all together
	The Future of Price:�	Defining Value in Value Billing

