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THE BAR
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It's not only law firms being
organised on more
businesslike lines. Leading
sets are seeing the rise of
superclerk’ top executives

Katy Dowell and Matt Byrne Bal‘l‘isters now
The i.rnpact of the seismic changes have t 0 b e Vi S ibl e

shaking up the legal market across

‘he UK and filling the pages of The ¢ solicitors and
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snot limited to solicitors or law firms. be Wllllng to

The bar is far from being im-
nune, although the structure of Work as a team
sets means that in most cases they
ire having to deal with a different
sroup of challenges as well as op-
ortunities. For one thing, over-
1eads tend to be significantly lower
n chambers when compared with
irms, a fact that can make the prop-
isition of legal services provision
onsiderably stronger.
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“You can get access to top experts
at much cheaper rates at the bar be-
cause it doesn’t have the same in-
frastructure as firms,” says 11KBW
CEO David Stead. “Chambers are
extremely lean. We don’t have a sin-
gle secretary. But it also means that
typically chambers do not have the
same resources as firms to improve
client service, for example IT for
process efficiency or big teams be-
hind marketing and knowledge-
sharing.”

It is a mantra often trotted out by
barristers, that one of the key ad-
vantages of being at the bar is that
overheads are deliberately kept low.
As with all other parts of the UK le-
gal market, though, the bar is
changing. One of the most obvious
signals that chambers are waking
up to modern business life is the
growing number of CEOs heading a
variety of sets. However, none of the
top 10 sets have installed a chief ex-
ecutive to run the administrative
side of chambers. Instead, senior
clerks such as One Essex Court’s
Darren Burrows, Fountain Court’s
Alex Taylor and Wilberforce Cham-
bers’ Declan Redmond, have ex-
panded their remits to include the
role.

But outside the top 10 there has
been a move to recruit manage-
ment from outside the Inns. That
said, it is rare that anything is com-
pletely new at the bar. Hardwicke,
for example, which markets itself as
“a modern, progressive provider of
legal services” has had a CEO for 20
years.

“Chambers are complex organi-
sations and historically have been
slow to adapt, modernise and think
of themselves as legal services pro-
viders and businesses,” says Hard-
wicke senior clerk Amanda Illing,

“Chambers are
extremely lean,
but this means
many do not
have the same
resources as
firms to improve
client service”
David Stead

which once again completes The
Lawyer’s list of the UK’s leading
barristers’ chambers in 30th place
with revenue of £17.1m, a 5 per cent
rise on 2011/12. “Lots of chambers
and barristers are coming late to
that party.”

Illing moved to Hardwicke in
2009 from Matrix with a mission to
propel the chambers into The Law-
Jyer Bar Top 20 by 2014. The set had
ambitions to change course and in-
ject some of that commercial nous
that Matrix had become known for.

Matrix launched in 2000 with
practice directors instead of clerks.
The founding members, wanting to
present themselves as an alterna-
tive to the traditional sets, pledged
to go against the wider trend of spe-
cialisation at the bar and handle a
mix of civil and criminal law,

Many traditionalists turned the
noses up at such a move. Even i
2000, senior barristers were cling
ingto old-boy traditions, but Matri
persevered and many sets hav
since followed suit with their ow
practice directors.

The set has just had its most s
cessful year to date, posting an 18.
per cent revenue hike from £20.31
to £24m. The upward trajectory i
expected to continue.

Catching up :
They may be late to the party bt
many sets are busy making up fc
lost time. Significant change is tal
ing place, much of it driven by e
ternal factors and the current ma
ket’snew and demanding pressure:
Some of the biggest challenge
facing the sets in this year’s top 3
include: the Government’s cuts t
legal aid in the Legal Aid, Sentenc
ing and Punishment of Offender
Act 2012 (Laspo); the proposed ex

Senior clerks
such as One
Essex Court’s
Darren Burrows
(pictured) have
expanded
their remits
toinclude
the CEOrole
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tension to civil law in the Quality
Assurance Scheme for Advocates
(QASA), which was approved in
July 2013; Lord Justice Jackson's
civil litigation reforms; adapting to
the new funding methods increas-
ingly being introduced via alterna-
tive business structures (ABS); the
increased need for sets to market
themselves overseas; new costs
management procedures for multi-
track cases since 1 April 2013; the
rampaging consolidation of law
firms; and firms increasingly han-
dling their own advocacy and hang-
ing on to the fees in the process.

It is a heady mix. So far one of the
most visible responses to the in-
creasing pressure on the top sets
has been for them to bring in quali-
fied senior support staff to head key
service roles, a trend that has no-
ticeably grown in recent years and
which was highlighted in Septem-
ber by the entry of Devereux Cham-
bers to the inaugural The Lawyer
Management Awards in the Best
Marketing ‘and Communications
Team category.

“I can’t speak about other sets but
there has been an influx of CEOs
and marketing/business develop-
ment (BD) staff from outside the
bar,” says 11IKBW’s Stead. “This is
happening on an increasing basis
but the models vary, as they do in
law firms. Specialists in marketing,
BD and finance have been recruited
but other functions such as IT tend
to be outsourced to specialists due
to the smaller size of most sets.”

Stead’s background is in strategy,

“Ifwe are a
76-barrister set
wearealsoa
business with a
turnover of
£30m-plus -
we have to
behave as such”
Ben Hubble QC

One of the most
visible responses
to the pressure
on top sets has’
been for them

to bring in
qualified senior
support staff

BAR TOP 30 BY REVENUE PER BARRISTER
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Source: The Lawyer UK 200 Annual Report 2013, in association with KPMG. *Estimated

BD and marketing but he works ex-
tremely closely with the clerks and
marketing/operations team.

While many clerks would refrain
from actively marketing, it is fair to
say that many at the bar are much
more aware of modern media and
how it can help to shape practices.
Discussions about personal devel-
opment for barristers often means
clerks encouraging members to get
out and meet solicitor clients. It is
no longer acceptable for barristers,
be they silk or junior, to expect the
work to walk through the door, they
have to be visible to solicitors and
they must be willing to work as a
team.

While batristers are encouraged
to be more commercial, chambers
culture is in the midst of a radical

overhaul, encouraged by the dis:
mantling of red-tape committees
and the introduction of streamlinec
structures.

Stead explains: “At 11KBW, the
[management] structure was quite
cumbersome when I arrived - be
cause the culture is very inclusive -
with a large management commit-
tee and lots of sub-committees. Ir
common with most chambers this
made decision-making slow.

“We now have a streamlinec
management committee, far fewe
sub-committees and devolutior
of management to functional areas
under myself as CEO, supportec
by staff and barristers as required
Our overall structure is now more
similar to that of a forward-looking
law firm.”

e
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THE BAR TOP 30

Rank |Rank |Chambers

2011/12 Average
turnover revenue
(Em) per
barrister

(£k)

2012/13
turnover
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The second thing Stead did on
oining 11KBW after streamlining
e structure, was to interview 30 of
he set’s biggest clients to under-
stand their view of 11KBW and any
iervice issues. This yielded useful
‘eedback, from high-level strategy
0 precise operational improve-
nents which have now been made.
changes included rolling out key
iccount management, more market
nterest groups, knowledge-sharing
vents, a social media programme
ind external speakers focused on
he client perspective.

It is an exercise that many sets
1ave been through in the past two
rears, aimed at helping barristers
arget the right people when it
:omes to winning instructions. One
ienior clerk at a top set says it is

essential for his barristers to know
who the relationship partners are,
but also to be familiar with the as-
sociates who support that partner.
Building relationships with the
right people is key to winning that
top-level instruction.

Steady results
On a purely financial level there has
been relatively little movement
among the positions of the top sets
in the top 30 this year and certainly
nothing as dramatic as that of 39
Essex Street, which was one of the
biggest risers in revenue last year,
with an estimated 19 per cent in-
crease in fee income to £48.3m.

At the bottom end, new entrant
XXIV Old Buildings makes an ap-
pearance with a revenue of £17.2m,

B

123

Sas

e

653

s

416

. 656

189

569

G

551
560

700

337

280

510

320

160

301
335

127

207

430

Chambers
contributions

100-110
10
80

5-20
18.0-170
135

1 ﬁlﬁs rent
Upto1s

100-120

130

1.0-120

)

130
50

1n0-120
e 1)

170

100

160

175
120
Upto 1&5
150

215
160
NA

| 198 Gapered)

15

'. ; 11:6'12'0.

Number
of tenants
(silks)

of female | of clerks

TGN %G
Y ey 5
80 (42) 12 15 22
B5GD MM % 9
16 (39 3505 22 17
s@en 2e 10 2
5322 2 9 1
D BM % 9
244 (25) 750 34 ”
TRen | 2@ 8 5
65 (25) 13(4) 10 23
56026 15®) 9 8
58.(21) % 10 12
5518 9 % 8
54 (20) 12(3) 28
RN R T
402D 7@ 4
58019 9@ 10 2
78 (28) 152 12 n
8 BO i %
47* (14 152 8 12
505 296 13 3%
US40 12 a7
BB 1600 16 ]
6723 21(6) 2 8
5608) 18 1B 6
1528  53(0) % 10
SCRIRR AN e 9
400 100D 6 4
O e 8

thanks partly to the disappearance
of 4-5 Gray’s Inn Square from the
table after its loss of about 30 bar-
risters to 39 Essex Street during the
2012/13 financial year.

This year there is a tie for the top
two places, with both Brick Court
and One Essex Court sharing the
number-one spot with estimated
total revenue of £57.5m apiece.

Construction set Keating Cham-
bers posted the biggest rise in turn-
over with an estimated 27 per cent
hike in fee income from £27.3m to
£35m. According to Nick Child, for-
mer senior clerk at Keating Cham-
bers and now head of global market
development for Navigant Consult-
ing’s global construction practice,
of the biggest challenges for cham-
bers is making themselves stand
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“Chambers have
been slow to
modernise and -
think of
themselves as
legal services
providers and
businesses”
Amanda Illing

out in the eyes of the global market.
“This is not achieved on results
alone, but also through profession-
alising support services and think-
ing carefully about their chambers’
structure and client care approach,”
adds Child.

At 4 New Square, where revenue
is thought to have been flat last
year, head of chambers Ben Hubble
QC confirms there is “massive”
pressure on fees. “We have to be re-
alistic about it and realise that we
need to be team-players,” Hubble
says. “There is no room for thinking
you are better than the solicitor. If
Wwe are a 76-barrister set we are also
a business with a turnover of £30m-
plus. We have to behave as such.”

Head of chambers at 4 New
Square is a chairmanship role, with
the seven-person executive com-
mittee made up of representatives
from each five-year band of call
along with chief executive Lizzie
Wiseman, who is also a clerk. There
are also committees for finance, re-
cruitment, equality and diversity.

“I am keen on the modernising of
the profession,” says Hubble. “This
idea that you have to provide the
solicitor with what they want is
important.”

Having the appropriate infra-
structure and senior business sup-
port professionals in place is in-
creasingly part of that equation. It
is a trend that is unlikely to go away
any time soon.

Training

At 39 Essex Street, there are sepa-
rate HR, marketing and clerking
functions, although senior clerk
David Barnes also claims the CEO
title.

“We have the infrastructure to
support the people,” says Barnes.
“We have to keep pace with our law
firm clients. Our strategy is to plug
into a number of areas that cover
everything.”

Barnes confirms that 39 Essex
Street’s plan is to be a full-service
set, similar to a mid-tier firm. Black-
stone Chambers has a similar ap-
proach, targeting certain practice
areas and building up teams that
can service it from every angle. It is
all about getting more out of clients.

Barnes says he has complete au-
tonomiy over the running of the set,
which allows the chambers to be
flexible on billing and the use of
fixed fees, capped fees or the stand-
ard hourly rate because this be-
comes a clerking decision rather
than a barrister decision.

“We've taken a year out to revalu-
ate where we're going,” he adds. “T
think that while there are some seri-
ous challenges at the bar there are
also some huge opportunities. Six
Or seven years ago we were at num-
ber 17 or 18 in the top 30 list and
now we're probably going into the
top five. It’ll be very interesting to
see how it plays out.”

Fountain Court has also ramped
up its approach to marketing and
the set’s members have proved their
willingness to dip their hands in
their pockets to fund it. In particu-
lar the team led by director of clerk-
ing Alex Taylor has increased its
focus on management develop-
ment training.

Deputy senior clerk Paul Marten-
styn became the first clerk to gain
the Chartered Institute of Market-
ing’s professional qualification
back in 2007 (Martenstyn’s clerking

colleague Reiss Nott also passed
August this year). He believes tt
for those working in an area such
clerking, which often includes r
merous individuals who have tak
a non-traditional route to the t«
additional education and invalt
ble experience can be the key !
themselves and their chambe
And, he adds, the more forwai
thinking sets are willing to pay |
that investment.

Martenstyn is now halfw
through a two-year course at the
stitute of Leadership and Manag
ment (ILM), focused on manag
ment, budgeting and client servis
This leads to a Level 5 diploma a
includes an option to complete
further 12 months to achieve a B
The course was developed by t
Institute of Barristers Clerks (IB
in conjunction with ILM, and
aimed at current or aspiring seni
clerks. The cost of almost £6,000
being covered by Fountain Cou
“It’s not a small investment,” a
mits Martenstyn. “But training is
big thing for Fountain Court.”

For the sets that want to g
ahead, they could do worse thi
follow Fountain Court’s lead.

“We have to
keep pace with
our law firm
clients”

David Barnes
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