[ECONOMICS OF THE PROFESSION

Missouri Bar Releases
Economic Survey Results

The Missouri Bar has released the
results of The Missouri Bar Economic
Survey — 2007. The survey is a guide
for Missouri lawyersto use asthey plan
and manage their law practice or work
within the legal profession.

The information may be useful for
lawyersin the private practice of law to
evaluate their firm's performance rela-
tive to comparable law firms and may
compare their firm’s performance with
those of similar size, by geographic lo-
cation, and other similarities. Some sec-
tions of the survey include data from
previous surveys presented in such a
manner as to decipher trends over the
past decade. A portion of the survey also
depicts economic information about
Missouri lawyers who practice solo or
work in law-related and non-legal pro-
fessions.

The Missouri Bar has conducted a
survey every other year since 1958 to
gain insight into the economics of the
practice of law in the state of Missouri.
Thisnon-scientific survey isasnapshot
of the economic performance of the le-
gal professionin Missouri asof Decem-
ber 31, 2006.

The survey began with asampling of
3,501 Missouri Bar members|listing an
address in Missouri that was randomly
selected from the member database.
Approximately 20,000 lawyers listed a
Missouri address at the time the survey
wastaken. Inthe spring of 2007, those

in the sampling were sent the confiden-
tial survey questionnaire to complete.
The survey questionnaire was sent out
electronically to those in the sampling
who have an email address on file with
the Supreme Court of Missouri. The
survey was subsequently mailedto Mis-
souri Bar memberswho did not have an
email address on file or those who did
not respond to the online survey. The
survey was completed by 1,167 mem-
bers online and 563 by mail. Thisrep-
resents a total of 1,730 that completed
and returned the survey with a 49.4%
response rate. For the first time, con-
siderably more responded to the survey
online than by mail. The respondents
were asked to provide information as of
the close of business on December 31,
2006.

EXECUTIVE SUMMARY

Thefollowing is a brief summary of
the results from The Missouri Bar Eco-
nomic Survey — 2007. Based on the
concise information presented in this
summary, the reader should not make
any particular assumptions. You are en-
couraged to review the entire copy of
the survey results to form your own
analysis.

GENERAL INCOME | NFORMATION/
FuLL-TIME PRACTITIONERS

The mean (average) annual net in-
come for all full-time practitioners an-
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swering the survey was $158,691 in
2006. This represents an increase of
$14,891 or dlightly more than 10% from
the survey conducted two years ago. It
may beimportant to note, however, that
more than 37% of the respondents re-
ported mean (average) incomesranging
from $60,000 to $119,999 and 18.5%
in the $30,000 to $59,999 range.

Reflecting on mean (average) in-
comes reported by respondentsin full-
time private practice by practice area
indicates that those who practice alter-
native dispute resol ution; patent, trade-
mark, or copyright; administrative/regu-
latory law; appellate practice, including
personal injury; and environmental law
all show mean (average) incomes in
excess of $200,000 ranging from
$279,305 to $202,952.

Full-time practitionersin the City of
. Louisreported the highest mean (av-
erage) incomein 2006 at $186,272, fol-
lowed by Jackson County at amean (av-
erage) incomeof $177,599. In St. Louis
County, the mean (average) incomewas
reported at $150,222. In out-state Mis-
souri, the mean (average) income for
Cole County totaled $146,350, whilethe
mean (average) income for full-time
practitioners in neighboring Boone
County totaled $93,455. Incomes in-
creased in someareas, namely St. Louis
City, Jackson County, and Cole County,
but decreased from the last survey in
St Louis, Greene, and Boone Counties.
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More than 50% of the respondents
anticipatetheir firmwill hire additional
lawyers in 2007. Only approximately
4% expect to decrease the number of
lawyersin their firm during 2007.

SOLE PRACTITIONERS

Information was captured in the sur-
vey concerning sole practitionersin pri-
vate practice. Full-time sole practitio-
nersanswering the survey reported their
overall mean (average) incomein 2006
to be $96,069, which is an increase of
$15,069 from 2004. The highest per-
centage of earners who are sole practi-
tioners is reflected in the $60,000 to
$89,999 range, followed closely by the
$30,000 to $59,999 range. Comparing
all respondentsin full-time private prac-
tice, the highest percentage of earners
isreported to bein the $60,000 to 79,999
range, followed closely by those in the
$80,000 to $99,999 range. The survey
also contains interesting comparisons
based on sole practitioners and all oth-
ers by income and gender.

ComPARISON OF PRIVATE AND NON-
PRrIVATE PrRACTICE INCOMES

Overall, the responses about income
suggest that lawyersin full-time private
practice and corporatelawyersare close
tothe same, with full-time practitioners
edging out corporate lawyers by amean
(average) income difference of only
$5,345. The mean (average) income of
full-time private practitioners is
$158,691 as compared to the mean (av-
erage) for corporate lawyers at
$153,346. Those working in education
reported a mean (average) income of
$82,906. The respondents who indi-
cated they worked in full-time govern-
ment employment (including prosecu-
tors and public defenders) reported a

mean (average) income of $69,999,
while those who reported working in
full-time government, education or
other corporate (not specified) reported
amean (average) income of $86,839.

ANNUAL MEAN (AVERAGE) INCOME
BY AGE, GENDER, AND LENGTH OF
TiME SINCE ADMITTED

Comparing mean (average) incomes
by age indicates the highest earners in
private practiceto beinthe 56 to 65 age
group at $228,206, followed closely by
those in the 66 to 75 age group at
$223,391. Those admitted to practice
30to 39 yearsreported the highest mean
(average) income at $249,938, followed
by those admitted 20 to 29 years with
the mean (average) income of $212,732.

Male lawyers in private practice re-
ported a mean (average) income of
$178,270 while female respondents in
the same category reported amean (av-
erage) income of $108,833.

SALARIES OF NEwW L AWYERS

The salary range for new lawyersin
2006 shows amarked increase. Nearly
35% of the respondents indicated they
hired a newly admitted lawyer in the
over $90,000 range, whilein 2004 only
5% of the respondents reported hiring
in this range. It may be important to
note that there were 979 responses to
thisquestion, of which 455 reported hir-
ing a newly admitted lawyer in 2006;
390 did not employ a new lawyer and
134 did not know.

Viewed by counties, 38.6% of the
respondents from Jackson County hired
a newly admitted lawyer in the over
$90,000 range as compared to 57.1% of
respondentsin the City of &. Louis, and
24.7% of respondents in St. Louis
County. In Cole County, 9.1% of the
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respondents reported hiring in the over
$90,000 range with 81.9% in that area
reporting hiring in the combined range
of $35,001 to $45,000. In Greene
County, 26.3% of the respondents re-
ported hiring in the $75,001 to $80,000
range.

SALARIES OF LEGAL ASSISTANTS,
PaRrRALEGALS, LEGAL SECRETARIES

Nearly one-third of the respondents
reported salariesfor legal assistantsand
paralegals to be in the $30,001 to
$42,000 range with slightly more than
15% in the $42,001 to $48,000 range.
Nearly 40% reported legal secretaries
in the $24,001 to $36,000 salary range
and nearly 11% in the $42,000 to
$48,000 range.

ANNUAL BiLLABLE HoOuRs
REQUIREMENT

Well more than half of the respon-
dentsin private practice (61%o) indicated
their firm did not have an annual bill-
able hours requirement or standard
while 39% reported they do. These per-
centages closely match theresults of the
two previous surveys. However, it's
interesting to note that actual hours re-
ported worked in 2006 are spread out
evenly in ranges from less than 1,500
hours to more than 2,000 hours.

ORGANIZATIONAL SETTING/
PARTNERSHIP AGREEMENT

Morethan 37% of the respondentsin
private practice reported their firm is
organized either as a limited liability
company or limited liability partnership,
while 30% reported being organized as
aprofessional corporation. The survey
responses also indicate that nearly 10%
are organized as a partnership and 15%
as a sole proprietorship. Nearly 7%
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practice as sole proprietors sharing of-
fice space, and 1% reported other. This
nearly mirrors the results from the pre-
vious surveys taken in 2002 and 2004.
More than 64% of those practicing
with partnersindicated that they have a
written partnership agreement, while
only 52.5% of those agreementsinclude
a provision for the death, disability, or
retirement of key members of the firm.

CoNTINGENCY FEES

Nearly 70% of the respondents re-
sponded that they charge between 30-
34% of the settlement proceedsin con-
tingency fee arrangements. If the case
goesto trial, nearly 48% of the respon-
dents reported charging between 35-
40%. Over half of the respondents
(55%) indicated their contingency fee
is taken from the gross proceeds rather
than from the net, while 45% reported
their feeistaken after expensesarepaid.

HourLy CHARGE FOR TRIAL WORK

The hourly charge for trial work was
reported by 16.8% of the survey respon-
dents to be in the $126-$150 per hour
range, 16.7% in the $151-$175 per hour
range, and 15.8% in the $176-$200 per
hour range, which is up slightly from
the results of the previous survey two
years ago. More than 11% of the re-
spondents indicated they charge more
than $300 per hour for trial work.

CHARGES FOR EXPENSES

Nearly 70% of the respondents re-
ported charging their clients more than
$60 per hour for services provided by
legal assistants or paralegals. Most re-
spondents charge clientsfor timeon the
telephone, reading and responding to
email, and for travel expenses. A good

percentage al so charge clientsfor com-
puterized legal research. Only a small
percentage of the respondents reported
charging for secretarial time.

Fees AND COLLECTIONS

Morethan 86% of the respondentsre-
ported they routinely provide their cli-
entswith awritten representation agree-
ment. Thisreflectsa 6% increase since
the previous survey two yearsago. This
percentage has increased significantly
over the past decade.

In excess of 46% of the respondents
indicated they wrote off less than 5%
of their billings as a loss, 28% wrote
off between 5%-9%; nearly 19% wrote
off between 10%-19%, whichisconsis-
tent with the prior survey. Somewhat
over 21% reported they charge interest
on past-due billings. Nearly 30% of the
respondentsindicated they accept credit
cards for payment, which is up slightly
from the survey taken two years ago.

Past due billings were reported by
41% of the respondents to be handled
by either negotiating with their clients
or voluntarily reducing the fee, while
36.5% simply write off unpaid billings.
Only 4% suggested they routinely filea
law suit to collect past due billings.

OFFice OVERHEAD/PROFESSIONAL
LiABILITY INSURANCE COVERAGE
Slightly morethan 27% of the respon-
dents reported their overhead to be in
the 31-40% range, followed by 24.7%
in the 41-50% range, and 21.7% in the
21-30% range. Nearly 42% did not
know the amount of the office overhead
at their firm. The survey reflects the
amount of overhead by counties.
Morethan 88% of the survey respon-
dents indicated they carry professional
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liability insurance coverage, which is
considerably higher than other types of
insurance carried by the respondents.

ADVERTISING AND M ARKETING

More than 66% of those who re-
sponded reported they used some form
of advertising during 2006, which is
consistent with the prior survey. The
largest number of respondentsindicated
their firm has awebsite. Websites have
pulled far out in front of yellow page
advertising as the most frequently used
method of advertising; however, yellow
page advertising was reported as the
second most favored type of advertis-
ing by the survey respondents, followed
by speaking engagements. A much
smaller percentage used radio or televi-
sion advertising.

MaiN Sources oF NEw CLIENTS

Client referrals and referrals from
other lawyers continue to be the main
sources of new clients coming into the
firms of respondents, which is consis-
tent with past surveys. Social and busi-
ness affiliations round out the respon-
dents’ most favored methods of attract-
ing new clients, with advertising and re-
sults from the firms' websites trailing
significantly behind.

The Missouri Bar Economic Survey —
2007 isavailablein itsentirety on The
Missouri Bar’'s web site at
www.mobar.org under the Members
Section. Onefreecopy, either printed
or on CD-ROM, is available upon
request to all Missouri Bar members
as a member service. Send your
request to mstevens@maobar.org or

call 573/638-2259.





