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Could you imagine what it would be like to fly a commercial plane without radar and 
other key gauges? Most of us wouldn’t think of taking such a risk. There’s no need 
to. Thankfully, we have planes that are fully equipped to fly, they have gauges and 
instruments to help the pilot get to the desired destination. The gauges provide the 
pilot with precise information in a highly intuitive format. 
 
Flying is like managing clients, practice areas and productivity; attorneys need 
navigational aids to make the right financial decisions, steer the proper course of the 
firm and prevent potential mishaps. 
 
Business Intelligence software allows firms to equip their attorneys with “radar 
screens and gauges” that are easy-to-read; as precise and intuitive as their airplane 
counterparts. The radar screens and gauges are called Digital Scorecards and they 
allow attorneys to better plan, manage and control their business. Just a quick click 
of the mouse gives them the information they need.  
 
Business Intelligence has become the latest buzz in legal technology, especially in 
the financial management arena. But what exactly does it mean? What are the 
bottom line benefits to your attorneys? 
 
Simply put, Business Intelligence software proactively pulls information from your 
existing financial management system and then pushes it to end users in a practical 
format for analysis, supporting business decisions and strategy development. The 
practical format may be spreadsheets, PivotTables, email alerts or Digital 
Scorecards. 
 
Sounds simple, right? Well, it hasn’t always been that way. How many times have 
you needed specific information from your financial management system only to be 
told the information wasn’t available? This scenario represents a common problem 
typically experienced in firms because traditional systems (i.e., time and billing) are 
built to be used as powerful transactional databases, not analysis tools. As a result of 
the millions of transactions in the system’s history, extracting data can be a very 
time consuming process, not to mention the fact that it often results in reams of flat 
sheet reporting instead of targeted analysis. 
 
Business Intelligence software, which enables firms to tap into the wealth of 
information that resides in their databases with no custom programming required. 
The three major components of Business Intelligence software are: data warehouse, 
user interface, and the presentation layer (i.e., information output). The data 
warehouse is a database that is separate from the time and billing system and 
designed specifically to provide fast analysis of data cube-type information. In a law 
firm, this “cube” typically contains information about clients, attorneys, billings, cash 
receipts and expenses in the lowest form of detail. Since the data warehouse is built 
to store and retrieve information in these categories, even the most complex 
information can be provided in seconds. The user interface provides access to the 
information stored in the data warehouse and may contain several screens or options 
for customizing information retrieval according to both firm and user-specific needs. 
 
Attorneys are typically not interested in these first two components of Business 
Intelligence, only in the final component, the presentation layer. The presentation 
layer or output is where the attorney acts as the pilot, reading the radar screen or 
gauges allows them to manage the business side of a client relationship or the firm’s 



profitability. Business Intelligence software is built for the business person needing 
information at his/her fingertips, not for the programmer. It doesn’t require custom 
programming, complex report writing or IT involvement. A quick glance at the 
gauges will help tell you: 
 

• How individuals measure up as working attorneys 
• Which attorneys or departments have the highest percent of firm write-off’s 
• How total firm investments (unbilled, plus AR) compare month to month over 

the last year 
• How profitable clients actually are 
• Which new files were opened during the week or month 
 

Conclusion 
 
Attorneys need answers to their questions, not excuses. Critical business decisions 
need supporting facts; facts that are not always available in traditional time and 
billing systems, without custom programming. Business Intelligence using radar 
screens and gauges help keep attorneys informed, without extensive training beyond 
clicking a mouse. This cost-effective technology is now available for all mid-large law 
firms. 
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RainMaker Software, Inc. provides proven, practical and progressive Financial and 
Practice Management systems designed to help mid-to-large sized law firms and 
legal departments effectively and profitably manage and grow their business. With 
more than 36 years of legal-specific development experience, RainMaker has 
consistently delivered stable and feature-rich, yet easy to use solutions. 
 
For more information regarding RainMaker’s products, interested parties can contact 
the sales department at 1.800.341.4012 x3413 or via email at 
legalinfo@rainmakerlegal.com. 
 

 


