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In order to provide a clear career roadmap, it is essential that
a formal process is seen to be operated at all grades and that
the promotion process is transparent and clearly linked to the
appraisal system.

7.2 Partner Reward & Development
It is important for law firms to ensure that their Partners are
provided with an appropriate reward for their efforts, and
have the ability to continue to grow and develop their careers.

Admission to Partnership
All firms should have a clear and formal promotion process
for moves between staff and Partner level - equity or non-
equity. In order to provide a clear roadmap for senior
professionals, it is essential that the admission process is
transparent and clearly linked to the appraisal system.

The role of the non-equity Partner is seen, in most firms, as a
step on the road to equity partnership - see Figure 7.5.

The typical period between appointment as a non-equity
Partner and admission to equity partnership is approximately
five years - see Figure 7.6.
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Figure 7.5 - Role of non-equity Partners in Irish law firms Figure 7.6 - Progression period from non-equity to equity
Partner in Irish law firms
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Figure 7.7- Equity Partner admission age in Irish law firms The process for admission from non-equity to equity Partner
can involve any or all of the following - achievement of
personal performance objectives; successful completion of a
group assessment exercise; informal interviews by existing
equity Partners; and a formal panel interview by an
Admissions Committee.  The evaluation techniques employed
in the law firms participating in our survey are summarised in
Figure 7.8

Partner Reward
Partner remuneration structures are dominated by the full and
partial lock step approaches - see Figure 7.9

The "Full Lock Step" approach provides for Partners to
achieve a full profit share ("parity") in equal steps over a pre-
determined number of years, time served being the only
requirement.
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Figure 7.8- Equity Partner admission processes in Irish law firms
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The disadvantage of this approach is that it results in "career
plateau" in which there is no obvious progression in terms of
financial reward once parity is achieved, other than in terms
of increasing firm-wide profitability.  It is also difficult to
achieve a change in behaviour within the Partner group once
there is no further leverage in respect of earnings.

The inflexibility of the full lock step approach is undesirable
and does not always support a firm's business needs.  As a
result many firms now use either a full performance based
system for determining profit share or the "Partial Lock Step"
approach, which superimposes a performance requirement
on the conventional lock step.  Under this approach the basic
profit share follows "Full Lock Step" but with additional profit
share dependent on individual or departmental performance.  

Our experience in working with law firms indicates that many
of the leading firms are actively reviewing their Partner
remuneration arrangements, with a view to providing a

stronger link between Partner reward and performance across
a broad range of competencies.  In fact, 38% of law firms
participating in our survey indicated that they have reviewed
their system for allocating profits in the last year.  

Partner Appraisal Process
As we have seen above, there is a move towards a greater
emphasis on individual performance appraisal to determine
the performance-related elements of Partner profit share. 

Figure 7.10 highlights the financial performance and other
competencies included in Partner appraisal systems in Irish
law firms.
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Figure 7.9 - Partner remuneration structures in Irish law firms
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7.3 Reward & Develop Talent
A firm's success is dependent on its people - its Partners and
staff.  If a firm is to continue to grow and develop it is
important to continually review, challenge and, if necessary
realign the firms talent management programmes. 
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Figure 7.10 - Performance criteria for Partner appraisals in Irish law firms
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sectioneight

Law Firm Contacts in PricewaterhouseCoopers

Our Business & Wealth Services practice provides advisory, tax and assurance

services to law firms of all sizes.  We would be delighted to discuss any of the issues

explored in this survey, or our service offerings for law firms, with you in more detail.

Please contact any of the following:

Dublin
Paul Hennessy
T: (01) 792 6012
E: paul.hennessy@ie.pwc.com

Billy O'Riordan
T: (01) 792 8592
E: billy.oriordan@ie.pwc.com

Tom McCarthy
T: (01) 792 6268
E: tom.mccarthy@ie.pwc.com

Teresa McColgan
T: (01) 792 8613
E: teresa.mccolgan@ie.pwc.com

Tim O'Rahilly
T: (01) 792 6862
E: timothy.orahilly@ie.pwc.com

Dermot Reilly
T: (01) 792 8605
E: dermot.reilly@ie.pwc.com

Ciara Whelan
T: (01) 792 8635
E: ciara.whelan@ie.pwc.com

Donal Casey
T: (01) 792 6479
E: donal.casey@ie.pwc.com

Cork
Joe O'Shea
T: (021) 4254001
E: joe.oshea@ie.pwc.com

Anne Fitzgerald
T: (021) 4254005
E: anne.fitzgerald@ie.pwc.com

Galway
Ann Lavin
T: (091) 779506
E: ann.lavin@ie.pwc.com

Helen Carroll
T: (061) 212311
E: helen.carroll@ie.pwc.com

Kilkenny
Siobhan Collier
T: (056) 7704920
E: siobhan.collier@ie.pwc.com

Limerick
Ken Johnson
T: (061) 212346
E: ken.m.johnson@ie.pwc.com

Anita Kissane
T: (061) 212314
E: anita.kissane@ie.pwc.com

Waterford
Martin Freyne
T: (051) 874858
E: martin.freyne@ie.pwc.com

Jim McCleane
T: (051) 317718
E: jim.mccleane@ie.pwc.com

Wexford
Billy Sweetman
T: (053) 9152404
E: billy.sweetman@ie.pwc.com

Ronan Furlong
T: (053) 9152421
E: ronan.furlong@ie.pwc.com

© 2007 PricewaterhouseCoopers.  All rights reserved. "PricewaterhouseCoopers" refers to the network of member firms of PricewaterhouseCoopers
International Limited, each of which is a separate and independent legal entity.  PricewaterhouseCoopers, One Spencer Dock, North Wall Quay, Dublin 1 is
authorised by the Institute of Chartered Accountants in Ireland to carry on investment business. Designed by PwC Design Studio (00116)
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