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As of 2023, women still only make up 37 percent of full equity partners in

private practice law firms.1 Business development – the people you know,

your order book, and your ranking within an organization – is key to closing

this gap. It might be a generalization to say that women do business devel-

opment differently to men, but it tends to hold true. Crafting successful,

authentic, out-of-the-box business development strategies in a largely male-

dominated profession is a challenge for many women lawyers, who find that

the status quo doesn’t work for them.

This second edition of Business Development for Women Lawyers features

contributions from a variety of women at the top of their field who’ve

amassed a wealth of insight into how women can excel in the legal industry.

Our contributors look at the skills and techniques, experiences, and talents

that female lawyers use to develop their practices and grow their order books,

acting as both inspiration and motivation to readers. From frank discussions

about when to use AI to guidance on navigating the sometimes frightening

world of networking events, readers will come away with a clear under-

standing of how to get ahead in the legal world. 

Client development is table stakes for women lawyers aspiring to “rain-

maker” status at their firm. The crucial next step for women attorneys is

ensuring they receive their due credit for those clients and matters they

developed. In our opening chapter, Natasha Innocenti explores the essential

traits of women rainmakers who have successfully navigated the gender

biases and occasionally draconian complexities of law firm compensation

systems. Emphasized skills include creative networking, internal marketing,

practiced confidence, and even generative AI know-how. Natasha confronts

prevailing myths surrounding various credit origination systems and how

women can successfully navigate within them.

The traditional networker will attend conferences, write insightful blogs,

arrange client lunches and dinners, and show up at the networking platforms

– but this list of business tactics doesn’t create the rainmaker alone. So what

does create that status? What sets them apart from another partner? What

Executive summary
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traits do these individuals hold, and is it possible to nurture and train up

your team to create an army of rainmakers? Pam Loch answers these ques-

tions in chapter two, in a deep dive into what makes an effective rainmaker.

Building your professional reputation and relationships within your firm,

with clients, and within the industry as a whole is essential for career and

business success. In chapter three, Susan Heaton-Wright discusses why it’s

important to build a positive reputation and relationships with others, what

might be stopping you from doing so, and some ideas, tips, and activities to

help build up your reputation and your network.

Attending networking events can feel daunting for many. Learning the key

skills to network at events effectively and positively, together with practicing

those skills, will lead to increased confidence and positive outcomes at events

and afterwards. Joanna Gaudoin’s chapter looks at the need for and benefit

to networking, which goes far beyond what people often think, to help indi-

viduals navigate the working world and progress their careers. The chapter

discusses how to develop a networking strategy and plan before walking

through the key skills you need to navigate networking events well, from the

moment you arrive until you leave, as well as what to do afterwards. Events

themselves are simply an initial way to meet people and begin new profes-

sional relationships. But nowadays, nurturing your online network is as

important as any in-person connections you make. 

In chapter five, Belinda Lester talks about the power of social media, the

school gate, and female friendships. She explores how the COVID-19

pandemic and subsequent lockdown, as well as the trend that this led to

working from home, has enabled women to leverage their networking power

and, in some ways, now puts men at a distinct disadvantage. Belinda

discusses, in particular, the power of Facebook and how it differs from

LinkedIn, and how both these platforms as well as other social media can be

best used to complement in-person networking and maximize their benefit.

Belinda explains how she has utilized her online network as well as her

offline one to generate tens of thousands of pounds worth of business, as

well as to attract lawyers to her firm.

A key characteristic of any successful person is that they take credit for

their contribution – they have control over their career and ensure others

know their successes. The challenge for many women is that culturally they

are brought up not to self-promote, which negatively impacts their career

prospects. In chapter six, Susan Heaton-Wright talks about why it’s important

to take credit for your contributions and ownership for your career successes,
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as well as why many women might find this a challenge. Self-promotion and

owning your success not only has an important impact on your mindset but

can help you forge positive connections with others and build a strong repu-

tation both within and outside of your firm.

One area for discussion stands out above the rest when considering how

the legal profession is evolving – artificial intelligence (AI). In most cases,

surviving and thriving as a practice means being tech-forward. Small and

solo-run firms often don’t have the resources to hire staff when support is

needed, so software for scheduling, accounting, legal research, and practice

management may be essential. It’s not surprising, then, that many female

lawyers are wondering how AI might give them an advantage in their small

and solo-run practices. AI can reduce time spent on tedious tasks while

tremendously improving the quality of information-gathering and analysis.

Most importantly, AI can improve decision-making by making it better

informed and less biased. Because of these obvious benefits, many firms are

leveraging AI without much hesitation. But AI is a tool, not a cure-all, and like

all tools, it is most useful when it solves problems it is suited to solve. In

chapter seven, Nika Kabiri discusses how and when is best to adopt AI into

your practice.

Legal optimizers have already adopted tech tools to crunch data and

actively use it to identify clients and improve chances of engagement by

exploring metrics of previous deals, outcomes, advice, and costs. Many larger

firms also already use the advantage of AI tools to achieve their goals with

less effort and more efficiency. In chapter eight, Joanne Brook considers that,

as we move from the phase of “early adoption” of AI for legal practice, this is

the time for the majority to review the initial success of its use in legal prac-

tice and the advantages that can be gained in using new technology.

While the traditional law firm model promises lawyers a prestigious career

path and generous financial compensation, to progress to the top often

means sacrificing a healthy work–life balance, which disproportionately

impacts female legal professionals. In chapter nine, Sarah Goulbourne, co-

founder of gunnercooke, explains how her belief that legal services could be

delivered differently has created a new model that is challenging this gender

imbalance. Sarah shares her experience of creating a law firm that prioritizes

a healthy work–life balance and puts culture at its center. 

Good leadership is vital to creating a healthy culture that nurtures female

talent, and in chapter ten, we speak to three GCs about what they do in their

day-to-day lives to develop their own business and support the women
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around them. Aniela Foster-Turner, Hannah Constantine, and Misha Patel

discuss putting client relations first, leading by example, and the importance

of getting an early start to the day. 

As touched on by our interviewees in chapter ten, mentoring and

coaching have a big role to play in helping to enhance the business develop-

ment skills of female lawyers. In chapter 11, Claire Rason sets out the

differences between mentoring and coaching and shows how both can be

harnessed. Exploring how confidence and other limiting beliefs can get in

the way of winning work and doing business development, she provides an

account of how individuals can use mentoring and coaching to leverage their

strengths to excel.

The final chapter of the book looks at the everyday obstacles that women

juggle in the legal workplace and considers the effect that such obstacles

have on neurodivergent women lawyers. Pam Loch and Danielle Gleicher-

Bates call for a future where neurodivergent talent is recognized, welcomed,

and accepted, and discuss the steps that a firm needs to take to make work,

work.

References
1 www.sra.org.uk/2023-firm-diversity-data-pay-gaps
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