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This is the second in our series of articles designed to present a typical management
report request and illustrate the RainMaker method to provide the desired
information. In this business scenario, the Executive Committee would like to
observe the relationship of WIP and billing activity over several months, in a graph
or chart, as one of the firm’s initiatives to reduce the age of unbilled time and
improve billing efficiency. In addition, they would like to be able to begin with a
firm-wide summary, but also have the ability to interactively focus on individual
departments and billing professionals without reviewing multiple reports.

RainMaker Solution

Design a report to generate a PivotTable showing monthly Fees Billed and WIP
balance for a selected year. Then, use the information in the PivotTable to generate
a bar chart to visually present, for each month, the relationship of the two values.

Procedure

From RainMaker’s Business Intelligence Design link, create a report using the Key
Collective Data Class. Select the rows and columns required for the report. In this
case, we are selecting the Matter Department, Matter Billing Professional, Client
Name (Alpha) and Matter Name (Alpha) as our report rows, and the Fees Billed and
WIP Time End Balance for our columns. We are looking at this data over a 12 month
period, using Calendar months and a custom date range.
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The resulting PivotTable will look like this:
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To prepare the table to generate the bar chart, drag and drop the column Label
buttons for Matter Department and Matter Billing Professional under the Client
column label. This will leave only the Fees Billed total and Ending Balance Time rows
to make your graph. Highlight the three rows and click the Chart Wizard button.
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In this example, we’ll be using a bar chart. By dragging the Period Date column
label down next to the Data Label on the X axis, we end up with a chart that shows a
bar for each month’s total billing and each month’s value of WIP left unbilled. The
chart easily shows the trend for each month and pinpoints problem months where
the unbilled time inventory was not turned over as effectively. Drop down row labels
across the top allow you to focus on specific departments, billing professionals,
clients and matters.
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Need to see the detail? Click on the Sheet 1 tab at the bottom left of the screen and
double click on the month and value you need — a new sheet will open up to present
the detail that makes up the total in the field.

Perhaps now that you've reviewed WIP turnover, you'd like to take a look at
collection efficiency. You can easily change your view to add a Fees Paid column to
the report and with Pivot Table features, compare billing with collection trends. Go
back to the RainMaker Business Intelligence Report Wizard and add the Fees Paid
column to the report. Then when you have created your chart, drop down the Data
column label button and uncheck the Ending WIP Value to show only a comparison of
Fees Billed to Fees Paid.

In the Next Issue

Next month we will focus on quarterly working attorney analysis by office,
department and timekeeper class (partner, associate, etc.) to identify trends or
patterns. For example, are there certain departments or timekeeper types who are
having a significantly higher positive impact? Is there an uncharacteristically high
negative impact that should be analyzed and corrected? Can these trends be
associated with certain fiscal or calendar quarters? See you then!
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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.



