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LETTER FROM SPECIAL CONSULTANT TO THE LAWYER METRIC RAINMAKING STUDY 

December 29, 2013 

Dear Survey Respondents, 

It is my pleasure to advise you that Lawyer Metrics has completed its two year 
study focused on identifying the characteristics that make rainmakers 
successful. This groundbreaking study is the product of your ideas and input as 
well as months of tireless work by the Lawyer Metrics team. As you will see, the 
study confirms what many of you expressed in our initial meeting: the 
characteristics of rainmakers are quantifiable and are not bound by gender. 
Rather the characteristics that make Rainmakers successful are grounded in 
their backgrounds, their personal experiences, and the way they view 
themselves.  

We believe this research will provide law firms with invaluable information to 
use in grooming associates and junior partners to become productive 
members of their firms. It also may be useful in helping firms choose new 
lawyers and identify existing lawyers who are more likely than not to become 
rainmakers for the firm. Moving firms away from focusing solely on the tactics 
of rainmaking to a more targeted focus on lawyers who have or can be trained 
to have the characteristics to be successful rainmakers, will ensure that firms 
are using their resources in a cost effective manner. 

The contributions each of you made to this study cannot be overstated. You 
challenged our premises, provided guidance for our study, and gave us the 
information we needed to make our study meaningful to firms. We thank you 
for your assistance and support. 

Enclosed is a copy of the study. We welcome your comments. Please direct 
those to Monique Drake or Evan Parker-Stephen. 

We will begin to roll out the study and the results in the New Year. In the 
meantime, we wish you a happy holiday season and thank you again for your 
support and contributions. 

Sincerely yours, 

 
Patricia K. Gillette 
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Rainmakers are a diverse group, and few will conform in every respect to a 
TJOHMF
�DPNNPO�QSPmMF���/POFUIFMFTT
�UIJT�4UVEZ�BMMPXT�VT�UP�JEFOUJGZ�TFWFS-
BM�USBJUT�BOE�CFIBWJPST�UIBU�UFOE�UP�QSFEJDU�DMJFOU�EFWFMPQNFOU�TVDDFTT���0VS�
Study reveals that Rainmakers are more likely than others to have some 
combination of these qualities:  

3BJONBLFST�QMBDF�B�IJHI�QSJPSJUZ�PO�XPSL�BOE�XPSL�SFMBUFE�BDUJWJUJFT���5IFZ�
UFOE�UP�CF�DPOmEFOU
�BDUJWF�MFBEFST�XIP�GFFM�DPNGPSUBCMF�FYFSDJTJOH�QPXFS
�
TIPXJOH�MFBEFSTIJQ
�BOE�UBLJOH�DPOUSPM�UP�JOnVFODF�UIF�SFTVMUT�PG�B�UFBN�
FGGPSU� JO�PSEFS� UP� SFBDI� JOEJWJEVBM�PS�PSHBOJ[BUJPOBM�HPBMT�� �"U� UIF� TBNF�
time, Rainmakers focus on larger issues and do not become overwhelmed 
CZ�B�QSPKFDU�T�EFUBJMT���5IFZ�NPSF�PGUFO�IBWF�B�TUSPOH�BCJMJUZ�UP�NBOBHF�B�
team through delegation and empowerment and are comfortable letting 
team members take on increasing responsibilities, listening to their views, 
BOE�FODPVSBHJOH�UIFN�UP�BDU�PO�UIFJS�PXO�� �3BJONBLFST�BSF�NPSF� MJLFMZ�
than other lawyers to question established methods, to interpret systems 
XJUI�TPNF�nFYJCJMJUZ
�BOE�UP�DVU�UISPVHI�SFE�UBQF�JO�PSEFS�UP�BDIJFWF�IJHI�
QFSGPSNBODF���"NPOH�CJPHSBQIJDBM�UFOEFODJFT
�3BJONBLFST�UZQJDBMMZ�IBWF�
SFDFJWFE�MFTT�GBNJMZ�mOBODJBM�IFMQ�UP�QBZ�GPS�DPMMFHF�UIBO�IBWF�OPO�3BJO-
makers, and Rainmakers are less likely to have attended an elite college or 
MBX�TDIPPM�

Female and male Rainmakers are more alike than different in traits and 
QFSTPOBMJUZ��"NPOH�UIF�GFX�WBSJBODFT
�GFNBMF�3BJONBLFST�UFOE�NPSF�UIBO�
their male colleagues to enjoy concentrating on something for a long time 
XJUIPVU�CFJOH�EJTUSBDUFE�CZ�TJUVBUJPOBM�JOnVFODFT���*U�JT�QPTTJCMF�UIBU�TPMW-
ing client problems and building a substantial law practice may help satisfy 
UIJT�QSFGFSFODF��

Based on our research, lawyers who possess the traits and attributes de-
scribed above are more likely, as a statistical matter, to develop a strong 
DMJFOU�GPMMPXJOH�

Who Is a

Rainmaker?
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I. overvIew

-BXZFS�.FUSJDT� JT� QMFBTFE� UP� QSFTFOU� mOEJOHT� GSPN� JUT� UXP�ZFBS�
TUVEZ�FYBNJOJOH�UIF�USBJUT�BOE�CFIBWJPST�PG�MBX�mSN�3BJONBLFST�
	UIF�i3BJONBLJOH�4UVEZw
���5IF�4UVEZ�MPPLT�CFZPOE�B�TNBMM�HSPVQ�
of rainmaking superstars to the broader group of partners who 
SPVUJOFMZ�HFOFSBUF�OFX�CVTJOFTT�GPS�UIFJS�MBX�mSNT�CZ�BUUSBDUJOH�
OFX�DMJFOUT�PS�FYQBOEJOH�UIF�XPSL�QFSGPSNFE�GPS�FYJTUJOH�DMJFOUT�
	i3BJONBLFSTw
���-BXZFS�.FUSJDT�SFMJFE�MBSHFMZ�PO�NBOBHFNFOU�BU�
QBSUJDJQBUJOH�MBX�mSNT�UP�JEFOUJGZ�UIFJS�3BJONBLFST�VOEFS�UIJT�JO-
DMVTJWF� EFmOJUJPO�� �8PSLJOH�XJUI� BO� BEWJTPSZ� CPBSE� PG� MBX�mSN�
leaders and corporate counsel, Lawyer Metrics employed qualita-
tive and quantitative methods to identify the personality traits and 
management behaviors that distinguish Rainmakers from other 
QBSUOFST����

8IJMF�PUIFS�SFTFBSDIFST�IBWF�JEFOUJmFE�UIF�QFSTPOBMJUZ�BOE�CFIBW-
ioral factors that are prominent among lawyers, the Rainmaking 
Study breaks new ground by analyzing how these factors correlate 
XJUI�DMJFOU�EFWFMPQNFOU�1  Lawyer Metrics draws on performance 
EBUB�BOE�QFSTPOBMJUZ�BTTFTTNFOUT�PG�IVOESFET�PG�MBX�mSN�QBSUOFST�
and over 80 interviews with Rainmakers and non-Rainmakers (or 
i$MJFOU�4FSWJDF�1BSUOFSTw
�BSPVOE�UIF�DPVOUSZ�UP�VOEFSTUBOE�UIFTF�
lawyers’ backgrounds, work styles, motivations, and client devel-
PQNFOU�CFIBWJPST���

/PX�DPNQMFUFE
� UIF�4UVEZ�TIFET�OFX� MJHIU�PO�3BJONBLFST�� � �"U�
UIF�PVUTFU�PG�UIF�4UVEZ
�-BXZFS�.FUSJDT�BTLFE�B�HSPVQ�PG�MBX�mSN�
QBSUOFST�BOE� JOEVTUSZ�FYQFSUT� UP� TIBSF�XJUI�VT� UIFJS�QFSDFQUJPOT�
PG�SBJONBLJOH�USBJUT�BOE�CFIBWJPST�� � �5IFZ�UIFPSJ[FE
�BT�EJE�XF
�
UIBU�3BJONBLFST� UFOE� UP� CF�NPSF� BNCJUJPVT� BOE� DPOmEFOU� UIBO�
$MJFOU�4FSWJDF�1BSUOFST
�XJUI�B�HSFBUFS�XJMMJOHOFTT�UP�UBLF�SJTLT�CVU�
B�MPXFS�BQUJUVEF�PS�JODMJOBUJPO�GPS�UFBNXPSL�BOE�QMBOOJOH���5IPTF�
PCTFSWBUJPOT�mOE� TVQQPSU� JO� UIF�4UVEZ�EBUB�� �"U� UIF� TBNF� UJNF
�
IPXFWFS
�UIFZ�EP�OPU�DBQUVSF�UIF�TQFDJmD�USBJUT�UIBU�IFMQ�UP�predict 
UIF�MJLFMJIPPE�UIBU�B�MBXZFS�JT�PS�XJMM�CFDPNF�B�3BJONBLFS���

Toward that end, this Study uses assessments and interview data 
to identify the skills, traits, and behaviors that truly distinguish 
3BJONBLFST���'PS�FYBNQMF
�UIF�SFTVMUT�TIPX�UIBU�MBX�mSN�QBSUOFST�
who possess an intense drive to engage in their work, as measured 
CZ�UIFJS�BTTFTTNFOU�TDPSFT�PO�UIJT�USBJU
�BSF�TJHOJmDBOUMZ�NPSF�MJLF-
MZ�UP�CF�3BJONBLFST�UIBO�QBSUOFST�XIP�MBDL�UIJT�ESJWF���5IF�4UVEZ�
BMTP�mOET�UIBU�3BJONBLFST�IBWF�B�TUSPOHFS�QSPQFOTJUZ�UIBO�UIFJS�
QFFST�UP�UBLF�PO�MFBEFSTIJQ�SPMFT
�UP�FYFSDJTF�QPXFS
�BOE�UP�UBLF�
DPOUSPM�UP�JOnVFODF�UIF�SFTVMUT�PG�B�UFBN�FGGPSU���5IFTF�QSFGFSFODFT�

1 See, e.g.
� .BSKPSJF� .�� 4IVMU[� BOE�
4IFMEPO� ;FEFDL�� i'JOBM� 3FTFBSDI�
3FQPSU�� *EFOUJmDBUJPO
� %FWFMPQ-
NFOU
� BOE� 7BMJEBUJPO� PG� 1SFEJDUPST�
for Successful Lawyering” Social 

Science Research Network (2008); 
-BSSZ� 3�� 3JDIBSE
� i)FSEJOH� $BUT��
5IF� -BXZFS� 1FSTPOBMJUZ� 3FWFBMFE
w�
�� -"8130� .BH�� ���� 	����
�� +FGG�
Foster, Larry Richard, Lisa Rohrer, 
and Mark Sirkin, “Understanding 
-BXZFST�� 8IZ� 8F� %P� 5IF� 5IJOHT�
8F�%P
w�)JMEFCSBOEU�#BLFS�3PCCJOT�
	����
��
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BOE�CFIBWJPST
�JO�UVSO
�BQQFBS�UP�JOnVFODF�IPX�3BJONBLFST�JOUFS-
BDU�XJUI�PUIFS�MBXZFST�BOE�UIFJS�DMJFOUT���*O�QBSUJDVMBS
�3BJONBLFST�
BSF�TJHOJmDBOUMZ�NPSF�MJLFMZ�UIBO�UIFJS�QFFST�UP�NBOBHF
�NPUJWBUF
�
BOE�FNQPXFS�B�UFBN�UISPVHI�EFMFHBUJPO�BOE�USVTU���3BJONBLFST�
also show a greater willingness to take risks, as indicated by their 
readiness to “put themselves out there” to develop business and 
DIBMMFOHF�PS�nFYJCMZ� JOUFSQSFU� SVMFT� GPS� UIF�TBLF�PG�IFMQJOH� UIFJS�
DMJFOUT�

5P�B�HSFBU�FYUFOU
�XF�GPVOE�UIBU�NBMF�BOE�GFNBMF�3BJONBLFST�BSF�
more alike than they are different, though one aspect of their home 
MJWFT� PGUFO� EJGGFST� TJHOJmDBOUMZ�� BNPOH� 3BJONBLFST� JOUFSWJFXFE�
who have a spouse or domestic partner and children, the spouses 
of women Rainmakers far more often work outside the home while 
UIF�GBNJMZ�T�DIJMESFO�BSF�ZPVOH���

*O�UIF�GPMMPXJOH�TFDUJPOT
�XF�FMBCPSBUF�PO�UIFTF�BOE�PUIFS�4UVEZ�
mOEJOHT���8F�BMTP�EJTDVTT�UIF�4UVEZ�NFUIPEPMPHZ
�UIF�XBZT�UIBU�
certain distinguishing Rainmaker traits present themselves in prac-
tice, and whether certain biographical factors such as school pedi-
HSFF�NBZ�DPSSFMBUF�XJUI�SBJONBLJOH���

Finally, upon reading the following pages, the reader is sure to ask, 
i8IBU�EP�XF�EP�XJUI�UIJT w�

First, the evidence suggests that Rainmakers differ from other law 
mSN� MBXZFST� JO�XBZT� UIBU� DBO�CF� SFDPHOJ[FE�FWFO�CFGPSF�B� MBX-
ZFS�IBT�CVJMU�B�USBDL�SFDPSE�PG�DMJFOU�EFWFMPQNFOU���#BTFE�PO�UIF�
size and breadth of our sample, we believe that the behavioral 
USBJUT�JEFOUJmFE�JO�UIF�4UVEZ�BSF�MJLFMZ�UP�DPSSFMBUF�XJUI�SBJONBL-
JOH�TVDDFTT�JO�NBOZ�MBX�mSNT���5IFTF�USBJUT
�XIFO�JOUFSQSFUFE�BOE�
TVQQMFNFOUFE�CZ�GVSUIFS�TUVEZ�PG�B�mSN�T�VOJRVF�DVMUVSF
�DBO�CF�
JEFOUJmFE�UISPVHI�TUSVDUVSFE�CFIBWJPSBM�JOUFSWJFXT�2 

Second, many of the rainmaking abilities studied here can be 
EFWFMPQFE�� � 4FOTJCMF
� GPDVTFE� USBJOJOH� DBO� FODPVSBHF�NPUJWBUFE�
lawyers to understand their own attitudes about work and client 
EFWFMPQNFOU
� BEBQU� UIFJS� CFIBWJPST
� BOE� JNQSPWF� UIFJS� SFTVMUT���
%SBXJOH�VQPO�UIF�SFTVMUT�PG�UIJT�4UVEZ
�mSNT�DBO�EFDPOTUSVDU�IPX�
UIFJS� PXO� UPQ�QFSGPSNFST� CFIBWF�� � #FIBWJPST� UIBU� BSF� EFTDSJCFE�
BOE�NPEFMFE�BSF�CFIBWJPST�UIBU�DBO�CF�FNVMBUFE���

II. researCh Methodology 

The Study incorporated three research tools to identify the distin-
guishing traits and behaviors of Rainmakers:

2 This study provides some of the 
selection criteria needed for a struc-
UVSFE� CFIBWJPSBM� JOUFSWJFX�� � 'PS�
CBDLHSPVOE�PO�UIJT�UPQJD�GSPN�B�/P-
CFM� -BVSFBUF� FDPOPNJTU
� TFF�%BOJFM�
Kahneman, Thinking, Fast and Slow 

�������	����
�
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��� "�TVSWFZ�PG�MBX�mSN�QBSUOFST�BOE�JOEVTUSZ�MFBEFST�BCPVU�
UIFJS�QFSDFQUJPOT�PG�3BJONBLFST��

��� 1FSTPOBMJUZ�BTTFTTNFOUT�NFBTVSJOH�USBJUT�BOE�CFIBWJPST�
PG�3BJONBLFST� BOE�$MJFOU� 4FSWJDF� 1BSUOFST
� BMPOH�XJUI�
BDDPNQBOZJOH�QFSGPSNBODF�EBUB��

��� *OUFSWJFXT�FYQMPSJOH�UIF�CBDLHSPVOET�BOE�CFIBWJPST�PG�
MBX�mSN�3BJONBLFST�BOE�$MJFOU�4FSWJDF�1BSUOFST���

A. The Survey: Gauging Perceptions

"U�UIF�PVUTFU
�UIF�4UVEZ�TVSWFZFE�MBX�mSN�MFBEFST
�TVDDFTTGVM�QBSU-
OFST
�BOE�MFHBM�JOEVTUSZ�UBMFOU�FYQFSUT�BCPVU�XIBU�UIFZ�CFMJFWF�EF-
mOFT�BOE�EJTUJOHVJTIFT�3BJONBLFST�GSPN�$MJFOU�4FSWJDF�1BSUOFST���
The Survey asked respondents to rank individual traits and to 
EFTDSJCF�3BJONBLFS�DIBSBDUFSJTUJDT�� �5IF�SFTVMUT�QSPWJEF�B�CSPBE�
CBTFMJOF�CZ�XIJDI�UP�VOEFSTUBOE�UIF�4UVEZ�T�mOEJOHT�JO�SFMBUJPO�UP�
PVS�QFSDFQUJPOT���

B. The Assessments: Measuring Personality Traits

The Study measured the traits and behavioral tendencies of Rain-
NBLFST�BOE�$MJFOU�4FSWJDF�1BSUOFST�VTJOH�MBXZFS�QFSGPSNBODF�BOE�
QFSTPOBMJUZ�BTTFTTNFOU�EBUB�DPMMFDUFE�GSPN�PWFS�����MBX�mSN�QBSU-
OFST���5IF�QFSGPSNBODF�EBUB�SFTUT�PO�POF�PS�NPSF�PG�UIF�GPMMPXJOH��
	�
�mSN�NBOBHFST��EFTJHOBUJPOT�PG�QBSUOFST�BT�3BJONBLFST�PS�$MJ-
FOU�4FSWJDF�1BSUOFST��	�
�mSN�NBOBHFST��EFTJHOBUJPOT�PG�QBSUOFST�
as high or low-performers using a grading system that emphasizes 
TVDDFTTGVM�DMJFOU�EFWFMPQNFOU��BOE�	�
�UIF�QBSUOFST��mSN�JEFOUJmFE�
BOE�TFMG�JEFOUJmFE�CPPLT�PG�CVTJOFTT���5IF�QFSTPOBMJUZ�EBUB�EFSJWFT�
GSPN�UXP�TUBOEBSE�BTTFTTNFOU�UPPMT��UIF�"DIJFWFNFOU�.PUJWBUJPO�
*OWFOUPSZ� 	".*
� BOE� UIF� .BOBHFNFOU� %FWFMPQNFOU� 2VFTUJPO-
OBJSF�	.%2
���5IFTF�BTTFTTNFOUT�NFBTVSF�UIF�USBJU�BOE�CFIBWJPSBM�
tendencies that are associated with successful workplace perfor-
NBODF�����

4QFDJmDBMMZ
�UIF�".*�JT�B�QFSTPOBMJUZ�CBTFE�BTTFTTNFOU�UIBU�NFB-
TVSFT� EJNFOTJPOT� PG� BO� JOEJWJEVBM�T� TPVSDFT� PG�NPUJWBUJPO�� � *U� JT�
comprised of 17 separate components that are grouped together 
under three broad categories of motivation: (1) self-assurance; (2) 
BNCJUJPO��BOE�	�
�TFMG�DPOUSPM�� �5IF�.%2�GPDVTFT�PO�XPSL�SFMBU-
FE�CFIBWJPST�BOE�DPNQFUFODJFT�GPS�IJHI�MFWFM�LOPXMFEHF�XPSLFST���
5IF����.%2�NFBTVSFT�DPWFS�mWF�CSPBE�CFIBWJPS�DBUFHPSJFT���	�
�
managing change; (2) planning and organization; (3) interperson-
BM�TLJMMT��	�
�SFTVMUT�PSJFOUBUJPO��BOE�	�
�MFBEFSTIJQ���
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5IF� UXP� BTTFTTNFOUT� NFBTVSF� EJGGFSFOU� CFIBWJPSBM� BUUSJCVUFT�3 
.%2�CFIBWJPST�BSF�EFWFMPQNFOUBM��XJUI�SFnFDUJPO�BOE�GPDVTFE�FG-
fort, lawyers can continue to boost their strengths and better man-
BHF�UIFJS�BSFBT�PG�JNQSPWFNFOU���5IF�".*�USBJUT
�JO�DPOUSBTU
�SFnFDU�
a person’s attitudes and mindset and thus how they are likely to 
BMMPDBUF�UIFJS�UJNF�BOE�FOFSHZ���#FDBVTF�UIF�".*�USBJUT�UFOE�UP�SF-
nFDU�FOHSBJOFE�QSFGFSFODFT�BOE�IBCJUT�PG�UIPVHIU
�UIFZ�UFOE�UP�CF�
MFTT�SFBEJMZ�DIBOHFBCMF�

The Study incorporates statistical models that relate lawyers’ mea-
TVSFE�USBJUT�BOE�CFIBWJPST�UP�UIF�QSPCBCJMJUZ�PG�CFJOH�B�3BJONBLFS���
The statistical models are Bayesian multilevel logistic regressions, 
which generate inferences about how the predictors—in this case, 
the scores on the assessments factors—affect the likelihood that a 
MBXZFS�JT�B�3BJONBLFS���/PUBCMZ
�UIF�SFHSFTTJPOT�BMTP�BDDPVOU�GPS�
mSN�TQFDJmD�FGGFDUT�4

*NQPSUBOUMZ
�UIF�NPEFMT�VTFE�JO�UIF�4UVEZ�UBLF�JOUP�BDDPVOU�IPX�
WBSJPVT�GBDUPST�BSF�DPSSFMBUFE�XJUI�POF�BOPUIFS���*OGFSFODFT�BCPVU�
a particular trait are made while assuming all else is equal�� �5IF�
models thereby allow us to see not only whether a particular trait 
JT� TJHOJmDBOUMZ� NPSF� QSFWBMFOU� BNPOH� 3BJONBLFST� UIBO� $MJFOU�
4FSWJDF�1BSUOFST
�CVU�BMTP�XIFUIFS
�holding all else equal, a higher 
TDPSF�PO�B�HJWFO�USBJU�JOnVFODFT�UIF�QSPCBCJMJUZ�UIBU�UIF�MBXZFS�JT�
B�3BJONBLFS���

8IFO�DPOTJEFSFE�JO�JTPMBUJPO
����".*�BOE�.%2�GBDUPST�BSF�QPTJ-
UJWFMZ�BOE�TJHOJmDBOUMZ�DPSSFMBUFE�XJUI�SBJONBLJOH����5IF�NVMUJWBS-
iate regression allows us to identify which of these many factors 
BSF�NPTU�JNQPSUBOU���5P�VOEFSTUBOE�XIZ�UIJT�JT�WBMVBCMF
�DPOTJEFS�
UIF�".*� USBJU�$POmEFODF� JO�4VDDFTT
�XIJDI�NFBTVSFT� B�QFSTPO�T�
PQUJNJTN�UIBU�IF�PS�TIF�XJMM�TVDDFFE�FWFO�JO�UIF�GBDF�PG�PCTUBDMFT���
7JFXFE�JO�JTPMBUJPO
�$POmEFODF�JO�4VDDFTT�TDPSFT�BSF�TJHOJmDBOU-
MZ�IJHIFS�BNPOH�3BJONBLFST�UIBO�$MJFOU�4FSWJDF�1BSUOFST�	IFODF�
UIFSF�JT�B�QPTJUJWF�BOE�TJHOJmDBOU�DPSSFMBUJPO
���#VU�PODF�UIF�NVM-
UJWBSJBUF�NPEFM�SJET�UIJT�GBDUPS�PG�JUT�DPNNPOBMJUZ�XJUI�PUIFS�".*�
GBDUPST�TVDI� BT� %PNJOBODF
� XIJDI� DBQUVSFT� B� QFSTPO�T� XJMMJOH-
OFTT�UP�BTTVNF�MFBEFSTIJQ�SPMFT�$POmEFODF�JO�4VDDFTT�TDPSFT�OP�
MPOHFS�EJGGFS�TJHOJmDBOUMZ�CFUXFFO�3BJONBLFST�BOE�$MJFOU�4FSWJDF�
1BSUOFST���*O�UIJT�XBZ
�UIF�NPEFMT�IFMQ�UP�GPDVT�PVS�JOUFSFTUT�BOE�
QSJPSJUJ[F�USBJUT�BOE�CFIBWJPST���

C. The Interviews: Presentation of Traits and Behav-
iors and Understanding Biographical Factors 

To understand how Rainmaker traits and behaviors present them-

4 For the sake of both conceptual 
clarity and parsimony, we estimated 
UXP�SFHSFTTJPOT��B�mSTU�UIBU�JODMVEFE�
UIF�".*� GBDUPST
� BOE�B� TFDPOE� UIBU�
JODMVEFE� UIF� .%2� GBDUPST�� � 5IBU�
said, we arrive at the same conclu-
sions about what makes Rainmak-
ers distinctive when we estimate 
a “pooled assessment” regression, 
which is to say, a single regression 
UIBU� JODMVEFT� BMM� PG� UIF� ".*� and 
.%2�GBDUPST�

3 "U� UIF� TBNF� UJNF
� UIF� UXP�BTTFTT-
ments are similar in at least one im-
portant respect: they were normed 
against a sample of business and 
NBOBHFNFOU� QSPGFTTJPOBMT�� � "T� B�
result, average scores on the assess-
NFOU� GBDUPST� EP� OPU� SFnFDU� UZQJDBM�
MFWFMT� JO� UIF� QPQVMBUJPO� HFOFSBMMZ���
*OTUFBE
� BWFSBHF� TDPSFT� SFnFDU� UIF�
typical levels within the population 
of skilled professionals.
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selves in practice, Lawyer Metrics interviewed 86 partners across 
���MBX�mSNT���5IF�JOUFSWJFXT�SFWFBM�CJPHSBQIJDBM�GBDUPST�BOE�CF-
havioral tendencies of Rainmakers and enhance what we learn 
GSPN�UIF�BTTFTTNFOU�EBUB�5�5IF� JOUFSWJFXT�FYQMPSFE� UIF� MBXZFST��
choices, attitudes, and behaviors relating to work and client de-
velopment, including their paths to achieving professional success 
and watershed moments and decisions in their careers and per-
TPOBM�MJWFT�

The interview participants included 62 Rainmakers and 24 Cli-
FOU�4FSWJDF�1BSUOFST�� �"U�UIF�UJNF�PG�UIF�JOUFSWJFXT
�UIF�QBSUOFST�
SBOHFE�JO�BHF�GSPN����UP������5IF�3BJONBLFST�JODMVEFE����XPNFO�
BOE����NFO
�XJUI�BCPVU�����QSBDUJDJOH�JO�"N-BX�����mSNT�BOE�
BOPUIFS������	B�UPUBM�PG����
�QSBDUJDJOH�JO�"N-BX�����MBX�mSNT���
5IFJS�BWFSBHF�BHF�XBT����6��5IF�$MJFOU�4FSWJDF�1BSUOFST�JODMVEFE���
XPNFO�BOE����NFO
�XJUI�BCPVU�����QSBDUJDJOH�JO�"N-BX����MBX�
mSNT���5IFJS�BWFSBHF�BHF�XBT�����

III. a seleCtIon of study fIndIngs 

A. The Survey: Top Perceived Rainmaker Traits

5IF�4VSWFZ�SFTVMUT� SFWFBM� UIBU� MBX�mSN� MFBEFST�BOE� JOEVTUSZ�FY-
perts perceive Rainmakers to be DPOmEFOU, ambitious, and char-

ismatic, and also to be resilient risk-takers�� �3BJONBLFST�BSF�TFFO�
as focused closely on their clients’ business concerns and issues, 
OPU�KVTU�UIFJS�MFHBM�JTTVFT��3BJONBLFST�BSF�UIPVHIU�UP�PVUQFSGPSN�
$MJFOU�4FSWJDF�1BSUOFST�JO�relationship-building, though successful 
$MJFOU�4FSWJDF�1BSUOFST�BSF�UIPVHIU�UP�CF�GBS�CFUUFS�team players���
$MJFOU�4FSWJDF�1BSUOFST�BSF�BMTP�UIPVHIU�UP�QPTTFTT�TVQFSJPS�BUUSJ-
butes in planning, integrity, and quality focus.  

B. The Assessments and Interviews: Top Distinguish-
ing Rainmaker Personality Traits and Behaviors 

Rainmakers earn higher overall scores on assessments of their per-
TPOBMJUZ�USBJUT�	".*
�BOE�NBOBHFNFOU�CFIBWJPST�	.%2
���'JHVSF���
reports the means of the overall scores for Rainmakers and Client 
4FSWJDF�1BSUOFST
�BOE� GPS�CPUI�BTTFTTNFOUT� UIF�NFBO�EJGGFSFODFT�

5 "�NBKPSJUZ�PG�UIF�JOUFSWJFXFE�3BJO-
NBLFST� BMTP� DPNQMFUFE� UIF� ".*�
BOE�.%2�BTTFTTNFOUT
�BMMPXJOH�VT�
UP� JEFOUJGZ� SFBM�XPSME� FYBNQMFT� PG�
traits and behaviors that bear on 
those measured using the assess-
NFOUT�

6 8IJMF� OPU� BMM� PG� UIF� JOUFSWJFXFFT�
shared with us the value of their 
books of business, most did; based 
on that data, the interviewed Rain-
makers averaged over $4 million in 
CVTJOFTT� QFS� ZFBS
� OFBSMZ� TJY� UJNFT�
UIBU�PG�UIF�$MJFOU�4FSWJDF�1BSUOFST�
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CFUXFFO�UIF�HSPVQT�BSF�TUBUJTUJDBMMZ�TJHOJmDBOU�

Looking beneath these summary scores, certain traits and behav-
JPST�TUBOE�PVU�BT�FTQFDJBMMZ�JNQPSUBOU�GPS�DMJFOU�EFWFMPQNFOU���.PTU�
DFOUSBM�UP�UIF�3BJONBLFS�QSPmMF�BSF�UIPTF�USBJUT�BOE�CFIBWJPST�GPS�
which higher scores produce a TJHOJmDBOUMZ�HSFBUFS�QSPCBCJMJUZ�UIBU�
the partner is a Rainmaker���#BTFE�PO�UIF�UXP�SFHSFTTJPOT
�XIJDI�
UPHFUIFS� FYBNJOF� ��� BTTFTTNFOU� GBDUPST
� IJHI�TDPSJOH� QBSUOFST�
PO� UIF� GPMMPXJOH� GPVS� GBDUPST� BSF� TJHOJmDBOUMZ� NPSF� MJLFMZ� UIBO�
low-scoring partners to be Rainmakers:

t� Engagement (AMI) (a desire to be regularly engaged in 
an activity, usually work-related)

t� Dominance (AMI) 	B� UFOEFODZ� UP� FYFSDJTF� QPXFS� BOE�
JOnVFODF�PWFS�PUIFST


t� Motivating Others (MDQ) (an ability to manage a team 
through delegation and empowerment, while also trust-
ing people to take on increasing responsibilities, listen-
ing to their views, and encouraging them to act on their 
own)

t� Risk Taking (MDQ) (a willingness to question estab-
lished methods, supplying a break with the past and be-
ing prepared to bend the rules to achieve higher perfor-
mance)

5P�JMMVTUSBUF�UIF�TJHOJmDBODF�PG�UIFTF�GPVS�EJNFOTJPOT�PO�UIF�MJLFMJ-
hood of being a Rainmaker, if a partner in our sample scored at the 
75th percentile on all four of these dimensions—admittedly, this is 
an atypical partner—he or she was almost 70% more likely to be 
a Rainmaker than a partner who scored at the 25th percentile on 
UIFTF�EJNFOTJPOT
�IPMEJOH�BMM�FMTF�FRVBM�7

8F�EJTDVTT�FBDI�GBDUPS�BOE�JUT�JNQPSUBODF�JO�EFUBJM�CFMPX���

1. Engagement and Dominance

"NPOH�UIF�".*�GBDUPST
�&OHBHFNFOU�BOE�%PNJOBODF�BSF�UIF�CFTU�
QSFEJDUPST�PG�SBJONBLJOH�TVDDFTT���

&OHBHFNFOU�SFGFST�UP�UIF�EFTJSF�UP�CF�SFHVMBSMZ�FOHBHFE�JO�BO�BD-
UJWJUZ
�VTVBMMZ�XPSL�SFMBUFE���1FPQMF�XIP�BSF�IJHIMZ�FOHBHFE�QMBDF�
a high priority on work and are uncomfortable when they have 
OPUIJOH�UP�EP���5IFZ�BSF�BCMF�UP�NBJOUBJO�B�IJHI�BDUJWJUZ�MFWFM�GPS�
B�MPOH�QFSJPE�XJUI�MJUUMF�SFTU���*O�UIF�FYUSFNF
�QFPQMF�IJHI�PO�UIJT�
dimension may be “workaholics,” neglecting aspects of their per-

Figure 1. Rainmaker (RM) and 
Client Service Partner (CSP) Mean 
Overall Scores on the AMI and 
MDQ.  Left and right endpoints 
represent the 25th and 75th per-
centile scores, respectively.
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7 5P� FYQMPSF� IPX� UIF� GPVS� GBDUPST�
matter while holding all else equal, 
it was necessary to derive this result 
using the “pooled assessments” re-
HSFTTJPO�NPEFM�
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TPOBM�MJWFT�8  

'JOEJOH� UIBU� &OHBHFNFOU� JT� B� TJHOJmDBOU� USBJU�NFBOT� UIBU� 3BJO-
NBLFST�BSF�NPSF� MJLFMZ� UIBO�$MJFOU�4FSWJDF�1BSUOFST� UP� UISJWF�PO�
XPSL�SFMBUFE�BDUJWJUZ�� �'JHVSF��� JMMVTUSBUFT�IPX�B�IJHIFS�&OHBHF-
ment Score increases the probability that a lawyer in the sample is 
B�3BJONBLFS���5IF�CMVF�MJOF�TVNNBSJ[FT�UIF�SFMBUJPOTIJQ�assuming 

average performance for all of the other AMI traits (what we mean 
CZ�iBMM�FMTF�FRVBMw
�9

"MM� FMTF� FRVBM
� B� MPX�&OHBHFNFOU� QBSUOFS� IBT� B� MPX� QSPCBCJMJUZ�
BOE�B�IJHI�&OHBHFNFOU�QBSUOFS�IBT�B�IJHI�QSPCBCJMJUZ�PG�CFJOH�B�
3BJONBLFS���5P�NBLF�UIF�EJGGFSFODF�DPODSFUF
�DPOTJEFS�UIBU�JG�POF�
QBSUOFS�JO�UIF�TBNQMF�IBT�BO�&OHBHFNFOU�4DPSF�UIBU�JT�UXP�TUBO-
dard deviations above the mean, and a second partner has a score 
that is two standard deviations below this mean (these values are 
equal to +1 and -1 in Figure 2), the high-scoring partner is 50% 
NPSF�MJLFMZ�UIBO�UIF�MPX�TDPSJOH�QBSUOFS�UP�CF�B�3BJONBLFS���"M-
UIPVHI�BU�mSTU�HMBODF
�B�EJGGFSFODF�PG�����NJHIU�TFFN�TNBMM
�JU�JT�
important to consider that it is based on a simulation that assumes 
the two partners have average scores on all of the remaining 16 
".*�USBJUT���*O�PUIFS�XPSET
�CFUXFFO�UXP�QBSUOFST�XIP�BSF�OFBSMZ�
equally skilled, the one who is far more engaged is also far more 
MJLFMZ�UP�EFWFMPQ�DMJFOUT�TVDDFTTGVMMZ�10

5IF�TFDPOE�EJTUJODUJWF�3BJONBLFS�".*�USBJU�JT�%PNJOBODF���%PNJ-
OBODF�SFGFST�UP�B�QFSTPO�T�UFOEFODZ�UP�FYFSDJTF�QPXFS�BOE�JOnVFODF�
PWFS�PUIFST���1FPQMF�XIP�TDPSF�IJHI�PO�UIJT�EJNFOTJPO�BSF�MJLFMZ�UP�
UBLF�JOJUJBUJWF�BOE�UP�TFFL�DPOUSPM�PWFS�BDUJWJUJFT���5IFZ�PGUFO�QMBZ�
B�EPNJOBOU�SPMF�JO�JOnVFODJOH�UIF�SFTVMUT�PG�B�UFBN�FGGPSU�CFDBVTF�
UIFZ�FOKPZ�UBLJOH�B�MFBEFSTIJQ�SPMF���

/PU�TVSQSJTJOHMZ
�MBXZFST�XIP�BDUJWFMZ�JOJUJBUF�QSPKFDUT�BOE�DMJFOU�

8 "MM� BTTFTTNFOU� GBDUPS� EFmOJUJPOT�
derive from the assessment industry 
SFQPSUT�� � 'PS� UIF�".*
� TFF�4DIVMFS
�
)�
�FU�BM��i".*�"DIJFWFNFOU�.PUJWB-
UJPO�*OWFOUPSZ��5FDIOJDBM�BOE�6TFS�T�
.BOVBM��	����
�������'PS�UIF�.%2
�
TFF�$BNFSPO
�"�1��Management De-

velopment Questionnaire.�	����
�

9 The data are scaled in such a way 
that an assessment score equal to 
zero represents the mean of that 
QBSUJDVMBS�TDPSF�JO�UIF�EBUB�

'JHVSF����&OHBHFNFOU�4JHOJmDBOU-
ly Increases the Probability of Be-
ing a Rainmaker.
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10 0VS�FBSMJFS�TJNVMBUJPO�DPOTJEFSFE�
a comparison where one lawyer was 
at the 75th percentile and the sec-
ond was at the 25th percentile for 
all four indicators, whereas here we 
focus on plus or minus two standard 
deviations (the latter covers 95% of 
the observed values in the data) for 
B� TJOHMF� JOEJDBUPS�� � 8IBU� FYQMBJOT�
UIF�EJGGFSFODF ��5P�TUVEZ�UIF�FGGFDU�
of a single variable, it is customary 



The Rainmaking Study | 8

NBUUFST�BSF�TJHOJmDBOUMZ�NPSF�MJLFMZ�UP�CF�3BJONBLFST���'JHVSF���
TIPXT�IPX�BO�JODSFBTF�JO�%PNJOBODF�JODSFBTFT�UIF�QSPCBCJMJUZ�UIBU�
B� MBXZFS� JO� UIF� TBNQMF� JT� B�3BJONBLFS�� �"� IJHI�TDPSJOH� QBSUOFS�
	%PNJOBODF�4DPSF�����
�JT�����NPSF�MJLFMZ�UP�CF�B�3BJONBLFS�
UIBO�B�MPX�TDPSJOH�QBSUOFS�	%PNJOBODF�4DPSF�����
���

Throughout the interviews, Rainmakers discussed the personality 
traits and behaviors that they credit most for their client develop-
NFOU���.BOZ�PG�UIFTF�TFMG�JEFOUJmFE�USBJUT�BOE�CFIBWJPST�SFMBUF�EJ-
SFDUMZ�UP�UIF�BTTFTTNFOU�NFBTVSFT�PG�&OHBHFNFOU�BOE�%PNJOBODF���
8F�EJTDVTT�TPNF�PG�UIF�NPTU�SFWFBMJOH�FYBNQMFT�IFSF�����

a) Internal Drive

The interviewed partners all share a strong work ethic, but higher 
&OHBHFNFOU� JT� OPU�OFDFTTBSJMZ� SFnFDUFE�CZ�IJHIFS� DMJFOU� CJMMBCMF�
IPVST�11�3BUIFS
�3BJONBLFST�USVMZ�EJGGFS�GSPN�$MJFOU�4FSWJDF�1BSU-
OFST� JO� UIFJS�FYQSFTTJPO�PG�what drives them to work hard, what 

motivates them to develop their own clients, and even what drew 
UIFN�UP�QSBDUJDF�MBX���

5IFTF� EJGGFSFODFT� SFnFDU� UXP�EJGGFSFOU�NJOETFUT� BCPVU� UIF� TBNF�
QSBDUJDF�EFWFMPQNFOU�DIBMMFOHFT�� �8IFSF�$MJFOU�4FSWJDF�1BSUOFST�
SFDPHOJ[F�PVUTJEF� FYQFDUBUJPOT� UP�EFWFMPQ� DMJFOU� SFMBUJPOTIJQT� JO�
order to advance, Rainmakers are strongly self-motivated and 
committed to succeed in winning clients as a way not to be be-
IPMEFO�UP�BOZPOF
�JODMVEJOH�GPS�XPSL���3BJONBLFST�DFSUBJOMZ�FOKPZ�
UIF�mOBODJBM�SFXBSET�PG�UIFJS�FGGPSUT
�CVU�NPTUMZ�3BJONBLFST�TUSJWF�
UP� EFWFMPQ� DMJFOUT� CFDBVTF� JU� JT� DIBMMFOHJOH
� GVO
� BOE� TBUJTGZJOH���
3BJONBLFST�BMTP�FYQSFTTFE�B�HSFBUFS�XJMMJOHOFTT�UP�UBLF�DPOUSPM�JO�
TJUVBUJPOT�XIFSF�$MJFOU�4FSWJDF�1BSUOFST� SFnFDUFE�IFTJUBUJPO�BOE�
a willingness to point to outside factors that might impede their 

to consider the range of observed 
WBMVFT� JO� UIF� EBUB�� � #FDBVTF� UIF�
earlier contrast focused on four in-

dicators
� JU� XPVME� CF� SBSF� UP� mOE�
BO�JOEJWJEVBM�XIP�TDPSFT�BU�UIF�FY-
tremes on all four of the assessment 
factors, and a comparison based on 
two standard deviations in that case 
would return a statistically valid but 
QSBDUJDBMMZ�PWFSTUBUFE�SFTVMU�
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'JHVSF����%PNJOBODF�4JHOJmDBOUMZ�
Increases the Probability of Being 
a Rainmaker.

11 0G� UIF� QBSUOFST� JOUFSWJFXFE�XIP�
shared with us their hours, Rain-
makers averaged only slightly high-
er billable hours than Client Service 
1BSUOFST�� � 3BJONBLFST� BWFSBHFE�
about 40% higher client develop-
NFOU�IPVST�UIBO�$MJFOU�4FSWJDF�1BSU-
OFST
�IPXFWFS�



Lawyer Metrics | 9

QSPHSFTT����

5P�UIF�FYUFOU�UIBU�UIFTF�FYBNQMFT�SFnFDU�SFMBUJWFMZ�FOHSBJOFE�".*�
USBJUT�	&OHBHFNFOU�BOE�%PNJOBODF

�UIF�mOEJOHT�IBWF�QBSUJDVMBS�
SFMFWBODF� GPS� MBX�mSN�IJSJOH�� � *G� B� MBX�mSN�XBOUT� MBXZFST�XJUI�
IJHIFS�CVTJOFTT�EFWFMPQNFOU�QPUFOUJBM
�JU�TIPVME�FYQMPSF�TPVSDFT�
of motivation and career satisfaction during the interview process 
BOE�BTDFSUBJO
�UISPVHI�DPODSFUF�FYBNQMFT
�IPX�UIPTF�QSFGFSFODFT�
IBWF�JOnVFODFE�UIF�DBOEJEBUF�T�DBSFFS�HPBMT
�UJNF�BMMPDBUJPO
�BOE�
QSPGFTTJPOBM�EFWFMPQNFOU�

b) Looking Beyond the Matter at Hand

3BJONBLFST� TFF�CFZPOE� UIF� UBTL�BU�IBOE�� � �8IFO�XPSLJOH�PO�B�
matter, they recognize that everyone they are in contact with is 
B�QPUFOUJBM� TPVSDF� GPS� UIF�OFYU�NBUUFS�� �5IF�3BJONBLFS�NJOETFU�
JT�OPU�BCPVU�TJNQMZ�HFUUJOH�UIJT�DVSSFOU�UIJOH�EPOF���5IJT�UIJOH�JT�
DPOOFDUFE�UP�UIF�OFYU�UIJOH�

1FSIBQT�JO�MJHIU�PG�UIJT
�3BJONBLFST�TUSJWF�UP�VOEFSTUBOE�UIFJS�DMJ-
ents’ businesses and personal lives and to develop these relation-
ships not only through hard work on the issue the client presents, 
CVU� BMTP� CZ� TVQQPSUJOH� UIF� DMJFOU� JO� PUIFS�NBUUFST�� � 3BJONBLFST�
QVTI�CFZPOE�UIFJS�BSFB�PG�FYQFSUJTF�BOE�IFMQ�DMJFOUT�XJUI�BMM�NBO-
ner of problems, including helping a client’s child facing an indel-
JDBUF� MFHBM�QSPCMFN
� TVDI�BT�B�%6*�� �3BJONBLFST� TPMWF�QSPCMFNT�
in practical ways, including by introducing clients to other people 
XIP� DBO� IFMQ� UIFN�� � 3BJONBLFST� FBHFSMZ� TFJ[F� PQQPSUVOJUJFT� UP�
help, and they do whatever they have to do, even at great personal 
TBDSJmDF
�UP�EFWFMPQ�PQQPSUVOJUJFT�GPS�OFX�CVTJOFTT���3BJONBLFST�
willingly forego sleep, personal time, and vacations to develop the 
OFYU�CVTJOFTT�PQQPSUVOJUZ��

c) Engagement in Personal Relationships

/PU�TVSQSJTJOHMZ
�3BJONBLFST�BSF�BEFQU�BU�QFSTPOBM�SFMBUJPOTIJQT
�
with quite a few noting that they “love people” and are “fascinat-
FEw�CZ� UIFN�� �#VU�NBOZ�TIBSFE�B�QBSUJDVMBS�EJTUBTUF� GPS�DPDLUBJM�
QBSUJFT�BOE�OFUXPSLJOH�FWFOUT���5IFZ�GPDVT�JOUFOUMZ�PO�POF�PO�POF�
interactions, whether it is sharing a meal with a client, sending 
personalized birthday gifts to the client’s children, selecting a spe-
cial book as a gift rather than sending mass-produced cards for 
the holidays, being reachable on the telephone, or visiting a client 
EVSJOH�UIF�MBXZFS�T�WBDBUJPO�JO�UIF�BSFB�� �3BJONBLFST�WJFX�UIFJS�
own availability and responsiveness as a function of their indis-
pensability to the client personally�
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d) Solving Practical Business Problems, Not An-
swering Abstract Intellectual Questions 

8IFSF�$MJFOU�4FSWJDF�1BSUOFST�PGUFO�GPDVT�PO�JOUFMMFDUVBM
�BCTUSBDU�
MFHBM�RVFTUJPOT
�3BJONBLFST�FOHBHF�XJUI�UIF�EJGmDVMU�practical and 

business challenges�UIBU�UIFJS�DMJFOUT�DPOGSPOU���8IFO�BTLFE�BCPVU�
their strengths, Rainmakers tended to describe their decisiveness 
BOE�CVTJOFTT�KVEHNFOU
�XIJMF�$MJFOU�4FSWJDF�1BSUOFST�NPSF�PGUFO�
SFnFDUFE� PO� UIFJS� TVCTUBOUJWF� FYQFSUJTF� BOE� UIF� RVBMJUZ� PG� UIFJS�
XPSL�� � � "TLFE�XIZ� UIFZ� DIPTF� UP� QSBDUJDF� MBX
�3BJONBLFST� 	FT-
pecially male Rainmakers) frequently described enjoying business 
DIBMMFOHFT
�XIJMF�$MJFOU�4FSWJDF�1BSUOFST�NPSF�PGUFO�TQPLF�PG�FO-
KPZJOH�EJGmDVMU�JOUFMMFDUVBM�DIBMMFOHFT�BOE�BDBEFNJD�QVSTVJUT��

5IFTF�QSFGFSFODFT�BSF�GVSUIFS�DPOmSNFE�CZ�UIF�USBJUT�UIBU�CFTU�EJT-
UJOHVJTI�$MJFOU�4FSWJDF�1BSUOFST���0O�UIF�BTTFTTNFOUT
�MBXZFST�JO�
our sample are less likely to be Rainmakers when they received high 
TDPSFT�JO�	�
�&BHFSOFTT�UP�-FBSO�	BO�".*�NFBTVSF�PG�JOUFSOBM�ESJWF�
UP�FYQBOE�ZPVS�LOPXMFEHF�BOE�MFBSO�OFX�UIJOHT

�BOE�	�
�-FBSO-
JOH�0SJFOUBUJPO�	BO�.%2�NFBTVSF�PG�DPNNJUNFOU�UP�TFMG�JNQSPWF-
NFOU�UISPVHI�MFBSOJOH
���"�QBSUOFS�TDPSJOH�IJHIMZ�	UXP�TUBOEBSE�
EFWJBUJPOT�BCPWF� UIF�NFBO
� JO�&BHFSOFTT� UP�-FBSO� JT�BCPVU�����
less likely to be a Rainmaker than a low-scoring partner; a partner 
TDPSJOH�IJHIMZ�JO�-FBSOJOH�0SJFOUBUJPO�JT�BCPVU�����MFTT�MJLFMZ�UP�
CF�B�3BJONBLFS�UIBO�B�MPX�TDPSJOH�QBSUOFS�12

)PX�EP�&BHFSOFTT�UP�-FBSO�BOE�B�TUSPOH�-FBSOJOH�0SJFOUBUJPO�JO-
IJCJU�SBJONBLJOH ��1FSIBQT�TPNF�PG�UIF�3BJONBLFST�BMSFBEZ�LOPX���
8IFO� BTLFE� XIBU� NJHIU� CF� QSFWFOUJOH� $MJFOU� 4FSWJDF� 1BSUOFST�
from developing clients, some of the Rainmakers suggested that 
$MJFOU�4FSWJDF�1BSUOFST� DBO�CFDPNF�mYBUFE�PO�B� MFHBM� JTTVF� BOE�
GBJM�UP�SFMBUF�UP�UIF�DMJFOU�PS�NBLF�B�EFDJTJPO�PS�SFDPNNFOEBUJPO���
These lawyers may hesitate to show the leadership and decisive-
OFTT�SFRVJSFE�UP�PCUBJO�UIF�DMJFOU�T�DPOmEFODF�BOE�JO�UVSO�IFMQ�B�
DMJFOU�SFBDI�IJT�PS�IFS�HPBMT�

2. Teamwork vs. Motivating Others 

Rainmakers further distinguish themselves in how they work with 
DMJFOUT�BOE� JOUFSBDU�XJUI�PUIFS� MBXZFST�� � �5IF�4UVEZ�TIFET�TPNF�
light on Rainmakers’ approaches to Teamwork and Motivating 
0UIFST���5IFTF�SFnFDU�EJGGFSFOU�UFOEFODJFT����

"T�NFBTVSFE�CZ�UIF�.%2
�i5FBNXPSLw�NFBTVSFT�B�TVCKFDU�T�FO-
KPZNFOU�PG�XPSLJOH�XJUIJO�B�HSPVQ�BOE� UIF�FYUFOU� UP�XIJDI� UIF�
TVCKFDU�IBT�B�EFNPDSBUJD
�DP�PQFSBUJWF�BQQSPBDI�UP�UFBN�NFNCFST���
Survey respondents saw teamwork as a distinguishing Client Ser-

12 5IF�"QQFOEJY�QSFTFOUT�B�DIBSU�EF-
tailing the complete results for the 
".*�BOE�.%2�SFHSFTTJPOT�
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vice Partner USBJU
�BOE�UP�BO�FYUFOU�UIFZ�XFSF�SJHIU���$MJFOU�4FSWJDF�
1BSUOFST�UFOE�UP�TDPSF�IJHIFS�JO�5FBNXPSL�UIBO�EP�3BJONBLFST
�
but not by very much; and while our model indicates that scoring 
highly on Teamwork makes it about 20% less likely that a subject 
is a Rainmaker, there is some statistical uncertainty in this infer-
FODF�

The uncertainty may be due in part to the different ways that 
3BJONBLFST� BOE�$MJFOU� 4FSWJDF� 1BSUOFST� UIJOL� BCPVU� 5FBNXPSL���
3BJONBLFST�PGUFO� JEFOUJmFE�5FBNXPSL
�BU� MFBTU� DPODFQUVBMMZ
�BT�
an important element of their client development, but the Rain-
NBLFST�BMTP�UFOEFE�UP�GPDVT�PO�5FBNXPSL�MFTT�JO�UIF�DPOUFYU�PG�UIF�
PUIFS�MBXZFST�JO�UIFJS�mSNT�BOE�NPSF�JO�UFSNT�of working with their 

clients���3BJONBLFST�SFQPSUFE�PWFS�BOE�PWFS�BHBJO�UIF�FOKPZNFOU�
and motivation they feel by listening to and working with their 

clients (i.e., as if on a team with them) to solve their client’s larger 
CVTJOFTT� QSPCMFNT�� � 5IFZ� TFF� UIFNTFMWFT� BT� QSBHNBUJD
� iUSVTUFE�
advisors” focused on their clients’ big picture needs, not simply as 
DPVOTFMPST�BEESFTTJOH�JTPMBUFE�MFHBM�JTTVFT����5IF�3BJONBLFST�FY-
QSFTTFE�B�QBTTJPO�OPU�POMZ�GPS�UIF�KPZ�PG�TPMWJOH�EJGmDVMU�QSPCMFNT
�
CVU�BMTP�GPS�UIFJS�SPMF�JO�UIF�DMJFOU�SFMBUJPOTIJQ�JUTFMG���

&WFO�NPSF�NFBOJOHGVM� JO�EJTUJOHVJTIJOH�3BJONBLFST� GSPN�$MJFOU�
4FSWJDF�1BSUOFST
�IPXFWFS
� JT� UIFTF� MBXZFST�� SFTQFDUJWF�DBQBDJUJFT�
GPS�i.PUJWBUJOH�0UIFST�w��5IJT�.%2�CFIBWJPS�DBQUVSFT�POF�T�BCJMJUZ�
to manage a team through delegation and empowerment, while 
also trusting people to take on increasing responsibilities, listening 
UP�UIFJS�WJFXT
�BOE�FODPVSBHJOH�UIFN�UP�BDU�PO�UIFJS�PXO���3BJO-
NBLFST�BSF�NPSF�MJLFMZ�UIBO�$MJFOU�4FSWJDF�1BSUOFST�UP�FGGFDUJWFMZ�
manage a team and motivate others by offering increasing respon-
TJCJMJUZ�13 

'JHVSF� �� JMMVTUSBUFT� IPX� IJHIFS� TDPSFT� PO�.PUJWBUJOH�0UIFST� JO-
DSFBTFT�UIF�QSPCBCJMJUZ�UIBU�B�MBXZFS�JO�UIF�TBNQMF�JT�B�3BJONBLFS���
"�MBXZFS�XIP�TDPSFT�IJHIMZ�JO�.PUJWBUJOH�0UIFST�	TDPSF�����
�JT�
45% more likely to be a Rainmaker than a lawyer who scores low 
	TDPSF���Ò�
��

13 "�UFOEFODZ�UP�BTTJHO�JODSFBTJOH�SF-
sponsibility to team members prob-
BCMZ� CFOFmUT� UIF� mSN� JO�XBZT� UIBU�
go beyond client development and 
the obvious improvement in lever-
BHF���*O�B�TUVEZ�PG�FNQMPZFF�FOHBHF-
NFOU�DPOEVDUFE�GPS�BO�"N-BX�����
mSN
�XF�GPVOE�UIBU�"TTPDJBUFT�XIP�
believed they were assigned increas-
ing responsibility when ready had 
TJHOJmDBOUMZ�IJHIFS�KPC�TBUJTGBDUJPO�
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3. Risk-Taking

*O�BEEJUJPO�UP�.PUJWBUJOH�0UIFST
�B�TFDPOE�JNQPSUBOU�EFWFMPQNFO-
UBM�CFIBWJPS�DPODFSOT�i3JTL�5BLJOH�w��5IJT�.%2�NFBTVSF�DBQUVSFT�
a person’s willingness to question established methods, supplying 
a break with the past and being prepared to challenge the rules to 
BDIJFWF�IJHIFS�QFSGPSNBODF���"�SJTL�UBLFS�JT�SFMBUJWFMZ�NPSF�XJMMJOH�
UP�JOUFSQSFU�TZTUFNT�XJUI�TPNF�nFYJCJMJUZ���5P�CF�TVSF
�MBXZFST�BSF�
B�SJTL�BWFSTF�HSPVQ
�BOE�3BJONBLFST�BSF�OP�EJGGFSFOU���3BJONBLFST�
EP� OPU� TDPSF� IJHIMZ� PO�3JTL� 5BLJOH
� CVU� UIFZ� TDPSF� TJHOJmDBOUMZ�
IJHIFS�UIBO�EP�$MJFOU�4FSWJDF�1BSUOFST��

*MMVTUSBUJOH�UIF�QPJOU
�'JHVSF���SFWFBMT�UIF�DIBOHF�JO�UIF�3BJONBLFS�
QSPCBCJMJUZ� BDSPTT� UIF�3JTL�5BLJOH� TDBMF�� � $PNQBSFE� UP� QBSUOFST�
XIP�QMBZ�JU�TBGF�	TDPSF�����

�SJTL�UBLFST�	TDPSF�����
�BSF�����
NPSF�MJLFMZ�UP�CF�3BJONBLFST���5IJT�FWJEFODF�JMMVTUSBUFT�UIF�TUBUJT-
UJDBM�NPEFM�T� BCJMJUZ� UP� FWBMVBUF� USBJUT� BOE�CFIBWJPST� IPMJTUJDBMMZ���
The results do not necessarily reveal which traits and behaviors 
Rainmakers have a lot or a little of, but rather which of these fac-
UPST�NBLF�3BJONBLFST�EJGGFSFOU���.PTU�JNQPSUBOU
�UIFTF�EJTUJODUJWF�
USBJUT�BOE�CFIBWJPST�BSF�XIBU�FYQMBJO�3BJONBLFS�T�IFJHIUFOFE�DMJ-
FOU�EFWFMPQNFOU�TVDDFTT��

Figure 4. Capacity for Motivating 
0UIFST�4JHOJmDBOUMZ�*ODSFBTFT�UIF�
Probability of Being a Rainmaker.
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1SBDUJDBMMZ�TQFBLJOH
�XIBU�EPFT�JU�NFBO�UP�TBZ�UIBU�3BJONBLFST�BSF�
iSJTL�UBLFSTw ��*O�UIF�JOUFSWJFXT
�3BJONBLFST�EFTDSJCFE�UIJT�CFIBW-
JPS�BT�JU�SFMBUFT�UP�DMJFOU�EFWFMPQNFOU���3BJONBLFST�TFF�UIFNTFMWFT�
BT� iQVUUJOH� UIFNTFMWFT�PVU� UIFSFw�BOE�iQMBZJOH� JO� USBGmD�w� �5IFZ�
see lawyers who do not generate new business as differing from 
themselves largely in terms of lower motivation and effort as well 
BT�GFBS�PG�UBLJOH�SJTLT���3BJONBLFST�IFBS�iOPw�BT�iOPU�OPX
w�BOE�
they demonstrate a far greater willingness than do Client Service 
1BSUOFST�HP�CBDL�UP�B�QPUFOUJBM�DMJFOU�XIP�IBT�SFKFDUFE�FBSMJFS�PWFS-
UVSFT�BOE�USZ�BHBJO�BU�UIF�OFYU�PQQPSUVOJUZ���

4. Differences Between Female and Male Rainmak-
ers

0O�UIF�BTTFTTNFOU�SFTVMUT
�GFNBMF�BOE�NBMF�3BJONBLFST�BSF�NVDI�
NPSF�BMJLF�UIBO�UIFZ�BSF�EJGGFSFOU���3BJONBLFST�TDPSF�TJHOJmDBOUMZ�
IJHIFS�UIBO�$MJFOU�4FSWJDF�1BSUOFST�PO�CPUI�UIF�".*�BOE�.%2���"M-
UIPVHI�UIF�BWFSBHF�TDPSFT�PO�CPUI�UIF�".*�BOE�.%2�XFSF�TMJHIU-
MZ�IJHIFS�GPS�GFNBMF�WFSTVT�NBMF�3BJONBLFST�	".*������WT�����
�
.%2������WT�����

�UIFTF�EJGGFSFODFT�EJE�OPU�SJTF�UP�UIF�MFWFM�PG�
TUBUJTUJDBM�TJHOJmDBODF���

%SJMMJOH�EFFQFS�JOUP�UIF�BTTFTTNFOU�TBNQMF
�IPXFWFS
�GFNBMF�3BJO-
makers did score higher than their male counterparts at statistical-
MZ�TJHOJmDBOU�MFWFMT�PO�UIF�EJNFOTJPO�i'MPX�w��5IJT�JT�EFmOFE�BT�iBO�
ability to concentrate on something for a long time without being 
EJTUSBDUFE�CZ�TJUVBUJPOBM�JOnVFODFT�w��5IPTF�XIP�TDPSF�IJHIFS�PO�
'MPX�FOKPZ�CFJOH�JNNFSTFE�JO�UIFJS�XPSL
�BT�UIFZ�mOE�JU�JOUSJOTJ-

Figure 5. Risk Taking Behavior 
4JHOJmDBOUMZ�*ODSFBTFT�UIF�1SPCB-
bility of Being a Rainmaker.
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DBMMZ�JOUFSFTUJOH�BOE�NFBOJOHGVM�14  

The higher Flow scores for female Rainmakers may be connected 
UP� UIF�CJPHSBQIJDBM� USFOET�EJTDVTTFE�CFMPX�� �4QFDJmDBMMZ
� UIF� JO-
USJOTJD� TBUJTGBDUJPO�PG� DMJFOU�XPSL�NBZ�QBSUJBMMZ�FYQMBJO�IPX�BOE�
why female Rainmakers are able to develop a substantial client 
following despite being much less likely to have the support of a 
TUBZ�BU�IPNF�TQPVTF�

C. Biographical Trends

*O�BEEJUJPO�UP�FYQMPSJOH�3BJONBLFS�USBJUT�BOE�CFIBWJPST
�UIF�4UVEZ�
FYQMPSFE�XIFUIFS�DFSUBJO�CJPHSBQIJDBM�GBDUPST�NJHIU�DPSSFMBUF�XJUI�
SBJONBLJOH�TVDDFTT���4FWFSBM�PG�UIFTF�GBDUPST
�JODMVEJOH�DIJMEIPPE�
family background, school pedigree, and adult family situation, 
BSF�EJTDVTTFE�IFSF�15

1. Childhood Family Background

"NPOH�UIF�DIJMEIPPE�FYQFSJFODFT�UIPVHIU�UP�BGGFDU�B�QFSTPO�T�QTZ-
chological development, birth order is popularly hypothesized to 
QSFEJDU�BDIJFWFNFOU�BOE�TVDDFTT�JO�BEVMUIPPE���#VU�QPQVMBS�FNQJS-
JDBM�SFTFBSDI�IBT�PGGFSFE�NJYFE�TVQQPSU�GPS�UIPTF�BTTFSUJPOT
�BOE�
UIF�3BJONBLJOH�4UVEZ�SFWFBMFE�OP�CJSUI�PSEFS�FGGFDU���3BJONBLFST�
JO�UIF�4UVEZ�XFSF�BCPVU�BT�MJLFMZ�BT�$MJFOU�4FSWJDF�1BSUOFST�UP�CF�
an oldest or only child, and the difference is not statistically sig-
OJmDBOU�16

0O�UIF�PUIFS�IBOE
�UIF�4UVEZ�TVHHFTUT�UIBU�MBXZFST�XJUI�MFTT�QSJWJ-
leged upbringings may have a better grip on the skills that support 
DMJFOU�EFWFMPQNFOU���5IF�3BJONBLFST�JOUFSWJFXFE�XFSF�BCPVU�GPVS�
UJNFT�BT�MJLFMZ�BT�$MJFOU�4FSWJDF�1BSUOFST�UP�IBWF�QBJE�GPS�DPMMFHF�
themselves or mostly themselves, whether by work, scholarships, 
or loans, and this difference between the two groups, which is il-
MVTUSBUFE�JO�'JHVSF��
�JT�TUBUJTUJDBMMZ�TJHOJmDBOU�

Similarly, both Rainmakers and high-performing Client Service 
1BSUOFST�XFSF�MFTT�MJLFMZ�UIBO�MPX�QFSGPSNJOH�$MJFOU�4FSWJDF�1BSU-
ners to have had a parent (generally the father) who worked as a 
QSPGFTTJPOBM�	XIFUIFS�MBXZFS
�EPDUPS
�EFOUJTU
�FOHJOFFS
�FYFDVUJWF
�
FUD�

� BOE�NPSF� MJLFMZ� UP� IBWF�QBSFOUT�XPSLJOH� JO� CMVF�DPMMBS� PS�
PUIFS�OPO�QSPGFTTJPOBM�MFWFM�KPCT��

2. School Pedigree

Further suggesting that prestigious pedigree does not necessarily 

14 Flow is an area of research in 
DPHOJUJWF� QTZDIPMPHZ�� � 'PS� BEEJ-
tional information on Flow and its 
relationship to work and creativity, 
TFF�$TJLT[FOUNJIBMZJ
�.�
�$SFBUJWJUZ��
'MPX�BOE�UIF�1TZDIPMPHZ�PG�%JTDPW-
FSZ���*OWFOUJPO�	����
�

Figure 6. The Percentage of Rain-
makers and Client Service Part-
ners Who Paid for College All or 
Mostly Themselves.
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15 .BSJUBM� BOE� GBNJMZ� TUBUVT� BSF� FY-
plored in the Study to shed light 
on the different, real-world circum-
stances that many lawyers may face 
BOE�UP�PGGFS�TPNF�DPOUFYU�GPS�JOUFS-
preting the assessment results, and 
not to suggest that such inquiry is 
ever appropriate in hiring or pro-
NPUJPO�

16 For all biographical factors, statis-
UJDBM�TJHOJmDBODF�UFTUT�XFSF�DPOEVDU-
FE�VTJOH�1FBSTPO�T�$IJ�TRVBSFE�5FTU�
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enhance client development success, the Rainmakers interviewed 
XFSF�MFTT�UIBO�IBMG�BT�MJLFMZ�BT�UIF�$MJFOU�4FSWJDF�1BSUOFST�UP�IBWF�
graduated from a currently ranked top-ten law school or under-
HSBEVBUF�DPMMFHF�PS�CPUI��

3. Current Family Situation 

5IF�JOUFSWJFXT�FYQMPSFE�IPX�UIF�MBXZFST��GBNJMZ�BOE�QFSTPOBM�MJWFT�
NJHIU�HJWF�DPOUFYU�UP�UIFJS�XPSL�SFMBUFE�BUUJUVEFT�BOE�CFIBWJPST���
0G�UIF� JOUFSWJFX�QBSUJDJQBOUT�XIP�BU�BOZ�UJNF�IBE�IBE�B�TQPVTF�
(including a domestic partner) and children (and the vast majority 
PG�QBSUJDJQBOUT�EJE

�UIF�4UVEZ�FYBNJOFE�XIFUIFS�UIF�TQPVTFT�PG�
Rainmakers were more or less likely than those of Client Service 
1BSUOFST�UP�IBWF�XPSLFE�PVUTJEF�UIF�IPNF�XIJMF�UIF�GBNJMZ�T�DIJM-
ESFO�XFSF�ZPVOH����5IF�SFTVMUT�EFQFOEFE�MBSHFMZ�PO�UIF�HFOEFS�PG�
UIF�3BJONBLFST���

0WFSBMM
�NBSSJFE�3BJONBLFST�	JODMVEJOH�UIPTF�JO�EPNFTUJD�QBSUOFS-
ships) were somewhat less likely�UIBO�NBSSJFE�$MJFOU�4FSWJDF�1BSU-
ners to have had a stay-at-home spouse while they also had young 
DIJMESFO
�CVU�JU�XBT�UIF�XPNFO�3BJONBLFST�XIP�ESPWF�UIJT�SFTVMU���

"T� JMMVTUSBUFE� JO� 'JHVSF� �
� GFNBMF� 3BJONBLFST�XFSF� TJHOJmDBOUMZ�
less likely than female Client Service Partners and also TJHOJmDBOUMZ�
less likely than male Rainmakers to have had a stay-at-home spouse 
XIJMF�UIFJS�DIJMESFO�XFSF�ZPVOH���5IF�PQQPTJUF�XBT�USVF�GPS�NBMF�
Rainmakers, who were more likely than all other groups (male or 
GFNBMF� $MJFOU� 4FSWJDF� 1BSUOFST� BOE� GFNBMF� 3BJONBLFST
� UP� IBWF�
IBE�B�TUBZ�BU�IPNF�TQPVTF���*O�GBDU
�NBMF�3BJONBLFST�XFSF�over ten 

times as likely as female Rainmakers to have had a stay-at-home 
TQPVTF�	����WT����

�XIFSFBT�NBMF�$MJFOU�4FSWJDF�1BSUOFST�XFSF�
POMZ�TPNFXIBU�NPSF�MJLFMZ�UIBO�GFNBMF�$MJFOU�4FSWJDF�1BSUOFST�UP�
IBWF�IBE�B�TUBZ�BU�IPNF�TQPVTF�	����WT�����
���.BOZ�PG�UIF�JO-
terviewees across all of the groups acknowledged the support that 
UIFJS�TQPVTFT�QSPWJEF
�CVU�UIFTF�EPNFTUJD�DJSDVNTUBODFT�SFnFDU�UIF�
added challenges that many women face in maintaining demand-
JOH�MFHBM�DBSFFST�
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Iv. ConClusIon

-BX�mSNT�OFFE�BMM�UZQFT�PG�UBMFOUFE�MBXZFST�UP�NBLF�TUSPOH�QBSU-
OFSTIJQT���"NPOH�UIFN
�IFBMUIZ�mSNT�NVTU�DPOUJOVF�UP�BUUSBDU�BOE�
develop partners with the skills to sustain and grow client relation-
TIJQT���5IJT�TUVEZ�POMZ�CFHJOT�UP�EFTDSJCF�UIF�USBJUT�BOE�CFIBWJPST�
that distinguish these partners and the ways that their attributes 
QSFTFOU�UIFNTFMWFT�JO�QSBDUJDF���

Meaningful development of these traits requires connecting this 
general understanding to particular personal considerations and 
MBX�mSN�DVMUVSF���4VDDFTTGVM�JOEJWJEVBM�EFWFMPQNFOU�HSPXT�PVU�PG�
(1) self-awareness and understanding of the lawyer’s own quali-
UJFT��	�
�BO�BQQSFDJBUJPO�PG�UIF�MBXZFS�T�mSN�DVMUVSF�BOE�WBMVFT��
BOE�	�
�B�DPOTJEFSBUJPO�PG�IPX�UIF�GBDUPST�JEFOUJmFE�JO�UIF�3BJO-
NBLJOH� 4UVEZ� DPVME� JOnVFODF� UIF� MBXZFS�T� QBSUJDVMBS� QSBDUJDF����
5IF�mOEJOHT�JO�UIJT�4UVEZ�TIPVME�BJE�MBXZFST�BOE�MBX�mSNT�JO�VO-
dertaking personalized and individually-focused development that 
MFBET�UP�TVDDFTTGVM�DMJFOU�EFWFMPQNFOU���

For more information about the Study and how its results might be 

used to develop individually-guided programs that help to identify 

BOE�EFWFMPQ�TVDDFTTGVM�3BJONBLFST�BOE�UIBU�mU�ZPVS�mSN�T�DVMUVSF
�
please contact Lawyer Metrics. 

Figure 7. The Prevalence of a 
Stay-at-Home Spouse or Partner 
Among Married Rainmakers and 
Client Service Partners By Gender.
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appendIx

The results described in the Rainmaking Study highlight the most 
JNQPSUBOU�mOEJOHT�EFSJWFE�GSPN�UIF�BOBMZTJT���*O�UIF�"QQFOEJY
�XF�
elaborate on the traits and behaviors that were tested as potential-
MZ�JNQPSUBOU�QSFEJDUPST�PG�SBJONBLJOH����4QFDJmDBMMZ
�XF�SFQPSU�BMM�
PG�UIF�SFTVMUT�GPS�UIF�UXP�SFHSFTTJPOT
�UIF�mSTU�PG�XIJDI�UFTUT�UIF�
TJHOJmDBODF�PG�UIF�".*�GBDUPST
�BOE�UIF�TFDPOE�PG�XIJDI�UFTUT�UIF�
TJHOJmDBODF�PG�UIF�.%2�GBDUPST�

*O�HFOFSBM
�XIFO�B�IJHI�TDPSF�GPS�BO�".*�USBJU�JT�BTTPDJBUFE�XJUI�
a high rainmaking probability, and a low score produces a low 
rainmaking probability, this trait is considered important to iden-
UJGZJOH�XIBU�EJTUJOHVJTIFT�3BJONBLFST���5IF�TUBUJTUJDBM�NPEFMT�XF�
estimated make it possible to calculate the probability differences, 
BT�XFMM� BT� UIF� TUBUJTUJDBM� DFSUBJOUZ� PG� UIFTF� EJGGFSFODF� FTUJNBUFT���
5IF�SFTVMUT�EFNPOTUSBUF�UIF�SFMBUJWF�JNQPSUBODF�PG�UIF�".*�USBJUT�
PS�.%2�CFIBWJPST���%JGGFSFODFT�	SFQSFTFOUFE�CZ�UIF�CMVF�EPUT
�UIBU�
are large and have an uncertainty estimate (represented by the 
gray line) that does not include zero�BSF�TUBUJTUJDBMMZ�TJHOJmDBOU�����

'JHVSF�"��SFQPSUT
�GPS�BMM����".*�USBJUT
�UIF�QSPCBCJMJUZ�EJGGFSFOD-
es (dots) along with a measure of uncertainty for each estimate 
	IPSJ[POUBM�MJOFT
����*O�DPNQBSJOH�UIF�EJGGFSFODF�JO�3BJONBLFS�FY-
pectations between a lawyer whose trait score is high (at +1) and 
POF�XIPTF�USBJU�TDPSF�JT�MPX�	��

�JU�JT�DMFBS�UIBU�&OHBHFNFOU�BOE�
%PNJOBODF� QSFTFOU� UIF� TUSPOHFTU� GBDUPST� TFQBSBUJOH� 3BJONBLFST�
GSPN�$MJFOU�4FSWJDF�1BSUOFST���'VSUIFSNPSF
�UIFTF�BSF�UIF�POMZ�UXP�
USBJUT� GPS�XIJDI�UIF�VODFSUBJOUZ�SBOHF�EPFT�OPU� JODMVEF�[FSP�� � *O�
terms of the relatively unchangeable personality traits, only these 
UXP�DMFBOMZ�EJTUJOHVJTI�3BJONBLFST�GSPN�$MJFOU�4FSWJDF�1BSUOFST��
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Figure A1. The Probability Difference of Being a Rainmaker 
With a High Versus a Low AMI Trait Score.
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5IF�QSPCBCJMJUZ�EJGGFSFODF�BOBMZTJT�DBO�BMTP�CF�BQQMJFE�UP�UIF�.%2�
GBDUPST�� � 'JHVSF� "�� SFQPSUT� UIF� QSPCBCJMJUZ� EJGGFSFODF� CFUXFFO� B�
lawyer whose trait score is high (at +1) and a lawyer whose trait 
TDPSF� JT� MPX�	��
�� �5IF�mHVSF� TIPXT� UIBU�.PUJWBUJOH�0UIFST�BOE�
3JTL�5BLJOH�BSF� UIF�NPTU�EJTUJODUJWF�3BJONBLFS�CFIBWJPST�� �0SBM�
$PNNVOJDBUJPO
� "VUIPSJUZ� 1SFTFODF
� BOE� "DIJFWFNFOU� 0SJFOUB-
UJPO�BSF�BMTP�NPSF�QSPNJOFOU�	UIPVHI�OPU�TJHOJmDBOUMZ�TP
�BNPOH�
UIF�3BJONBLFST���

'JHVSF�"��BMTP�JMMVNJOBUFT�UIF�TLJMMT�BOE�CFIBWJPST�GPVOE�NPSF�PG-
UFO�BNPOH�$MJFOU�4FSWJDF�1BSUOFST���'PS�POF
�$MJFOU�4FSWJDF�1BSU-
OFST�IBWF�TJHOJmDBOUMZ�IJHIFS�TDPSFT�UIBO�3BJONBLFST�PO�-FBSOJOH�
0SJFOUBUJPO�� � 5IBU� UIJT� JT� IJHIFS� BNPOH� $MJFOU� 4FSWJDF� 1BSUOFST�
suggests that Rainmakers are relatively less likely to seek feedback 
GSPN�PUIFST�GPS�UIF�TBLF�PG�JEFOUJGZJOH�TUSFOHUIT�BOE�XFBLOFTTFT���
3BJONBLFST��DPOmEFOU�QFSTPOBMJUJFT�BOE�DPNGPSU�XJUI�SJTL�UBLJOH�
are not necessarily inconsistent with their lower emphasis on con-
UJOVPVT�MFBSOJOH�GPS�JUT�PXO�TBLF���2VBMJUZ�'PDVT�BMTP�QSPEVDFT�B�
TUBUJTUJDBMMZ�TJHOJmDBOU�OFHBUJWF�QSPCBCJMJUZ�EJGGFSFODF���5IJT�JOEJ-
cates that, although Rainmakers are driven to work long hours, 
UIFZ�EP�OPU�TQFOE�B�NBKPSJUZ�PG�UIFJS�UJNF�GPDVTJOH�PO�EFUBJMT��
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Figure A2. The Probability Difference of Being a Rainmaker 
With a High Versus a Low MDQ Behavior Score.
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MONIQUE DRAKE .POJRVF�%SBLF�JT�-BXZFS�.FUSJDT��%JSFDUPS�PG�-BXZFS�%FWFM-
PQNFOU�� �.POJRVF�XPSLFE�XJUI�%S�� &WBO�1BSLFS�4UFQIFO
�
UIF�DPNQBOZ�T�%JSFDUPS�PG�"OBMZUJDT
� UP�NBOBHF�BOE�EJSFDU�
UIF�3BJONBLJOH�4UVEZ�QSFTFOUFE�JO�UIJT�QBQFS
�XIJDI�FYBN-
JOFE�UIF�USBJUT�BOE�CFIBWJPST�PG�MBX�mSN�QBSUOFST�XIP�FYDFM�
BU�DMJFOU�EFWFMPQNFOU���4IF�IBT�QSFTFOUFE�mOEJOHT�GSPN�UIJT�
BOE�PUIFS�FNQJSJDBM�SFTFBSDI�UP�MBX�mSNT�BOE�PSHBOJ[BUJPOT�
BSPVOE�UIF�DPVOUSZ���

.POJRVF�IFMQT�MBX�mSN�QBSUOFST�BOE�PUIFS�TFOJPS�BUUPSOFZT�
to develop the traits that, based on Lawyer Metrics’ research, 
are most likely to enhance their practices and lead to success 
XJUIJO�UIFJS�PSHBOJ[BUJPOT��

Before joining Lawyer Metrics, Monique was an equity part-
OFS� BU�(JCTPO
�%VOO���$SVUDIFS
� --1
�XIFSF� TIF� MJUJHBUFE�
BOE� USJFE� DPNQMFY�QBUFOU� BOE� BOUJUSVTU� DBTFT� JO� UIF�mSN�T�
*OUFMMFDUVBM�1SPQFSUZ�QSBDUJDF�HSPVQ�BOE�XPSLFE�BDUJWFMZ�PO�
mSN�DPNNJUUFFT�GPDVTFE�PO�BUUPSOFZ�SFUFOUJPO�BOE�BEWBODF-
NFOU���.POJRVF�XBT�SFDPHOJ[FE�BT�B�-FBEJOH�-BXZFS�JO�*O-
UFMMFDUVBM�1SPQFSUZ�CZ�$IBNCFST�64"�BOE�XBT�MJTUFE�JO�UIF�
#FTU�-BXZFST� JO�"NFSJDB��.POJRVF�FBSOFE�IFS� MBX�EFHSFF�
in 1993 from the University of Chicago, where she served 
BT�BO�&EJUPS�PG�UIF�-BX�3FWJFX���4IF�SFDFJWFE�B�#BDIFMPS�PG�
Science degree with honors in mechanical engineering from 
UIF�6OJWFSTJUZ�PG�$BMJGPSOJB�BU�#FSLFMFZ�JO������
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T: 303-717-6333
monique@lawyermetrics.com

Education

University of Chicago, J.D. 

University of California, Berkeley, B.S. 
Mechanical Engineering

Director, Lawyer DeveLopment



The Rainmaking Study | 22

EVAN PARKER-STEPHEN &WBO� 1BSLFS�4UFQIFO� TQFDJBMJ[FT� JO� EFTJHOJOH� BOE� JNQMF-
NFOUJOH� TUBUJTUJDBM� BOBMZTFT� GPS� UIF� MFHBM�NBSLFU��8IJMF� BU�
-BXZFS�.FUSJDT
�&WBO�DSFBUFE�B�TUBUJTUJDBM�QSPDFTT�GPS�MBXZFS�
development that enables lawyers to identify their strengths 
BOE�XFBLOFTTFT�SFMBUJWF�UP�IJHI�QFSGPSNJOH�MBXZFST�

&WBO�SPVUJOFMZ�JOUFSQSFUT�DPNQMFY�TUBUJTUJDBM�JOGPSNBUJPO�GPS�
clients, placing particular emphasis on the visual displays of 
RVBOUJUBUJWF�JOGPSNBUJPO�

"�QPMJUJDBM�TDJFOUJTU�CZ�USBJOJOH
�&WBO�IBT�QVCMJTIFE�BSUJDMFT�
JO�UIF�mFME�T�MFBEJOH�KPVSOBMT��)F�JT�BO�FYQFSU�JO�VTJOH�MBSHF�
scale human data to study how beliefs and preferences get 
USBOTMBUFE�JOUP�DPOTFRVFOUJBM�CFIBWJPST�

1SJPS�UP�KPJOJOH�-BXZFS�.FUSJDT
�&WBO�TFSWFE�BT�BO�"TTJTUBOU�
1SPGFTTPS�BU�5FYBT�"�.�6OJWFSTJUZ�BOE�B�7JTJUJOH�"TTJTUBOU�
1SPGFTTPS�BU�4UPOZ�#SPPL�6OJWFSTJUZ���&WBO�FBSOFE�IJT�.BT-
UFS�T� BOE� 1I�%�� GSPN� UIF� 6OJWFSTJUZ� PG� /PSUI� $BSPMJOB� BU�
$IBQFM�)JMM���)F�SFDFJWFE�IJT�#BDIFMPS�PG�"SUT�XJUI�IPOPST�JO�
1PMJUJDBM�4DJFODF�GSPN�UIF�6OJWFSTJUZ�PG�8JTDPOTJO�BU�.BEJ-
TPO�
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