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}Who are successful women rainmakers?
}How much time is dedicated to business 

development?
}What business development activities work 

best?
}What are the barriers to advancement, 

potential road blocks to success and areas for 
improvement?

}How are women supported by their firms and 
others?

}What are best practices for firms and women 
lawyers?
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1. Have the Right Attitude

2. Invest Time Wisely

3. Take the Lead

4. Know the Power of Client Service

5. Successful Women Overcome Barriers
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}LSSOõs 2003 Survey
ƁWomen Lawyers: Sales and Business Development 

Issues

ƁFirst study to focus exclusively on such issues faced 
by women lawyers

ƁSecond, benchmarking survey in 2007

}LSSOõs 2008 Study 
ƁDeveloped to further explore the findings of the 

2003 study

ƁIntended to assess the professional experiences 
and working lives of female attorneys, with specific 
focus on their business development practices and 
performance
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}Overview 
Ɓ426 women legal professionals responded to a 

comprehensive online survey

ƁGood representation: firm size, practice area and 
year of practice

ƁNearly 100 distinct questions

ƁMore than 20,000 individual data points

}Second, benchmarking survey
ƁABA Women Rainmakers Mid - Career Workshop 

attendees participated in 2007

ƁAllowed examination of results from two different 
groups of participants


