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Succession Planning
Effectively planning the retirement of Baby Boomer partners is critical and must be resolved in the
next 3 to 5 years. The timing is not flexible, and if unaddressed the cost in lost revenue and client
relationships could be devastating. Quantify and personalize the situation in your firm without delay.
Establish each senior partner’s intentions and timeline, address compensation issues and create a

formal framework to achieve the smooth transition of clients and knowledge.

2015 Law Firms in Transition Survey
Conducted in March and April 2015, the Law Firms in Transition Survey polled Managing Partners
and Chairs at 797 US law firms with 50 or more lawyers. Completed surveys were received from
320 firms (40%), including 47% of the 350 largest US law firms. The full survey is available online to

download at: www.altmanweil.com/LFiT2015.
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