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LEGAL SEARCH AND STAFFING

Law Firm CFO Interview Playbook

1. Core Themes You Will Be Evaluated On
Frame every answer around these:

« Profitability per partner (PPP) growth

« Revenue optimization (rates, realization, utilization)

« Cash flow & working capital discipline

o Partner alignment & influence (not authority)

« Operational efficiency / transformation

« Technology & data-driven decision making

« Risk management (economic, regulatory, client concentration)

2. Best Practices for Answering
A. Use a “Boardroom Narrative” Structure
Always answer in this format:

« Context (firm challenge)

« Action (your strategic approach)

» Result (quantified impact)

« Sustainability (what stuck / scaled)

Think: “Here’s how I moved the business—not just managed finance.”

B. Speak Like a Business Leader, Not an Accountant
Avoid:

“We improved reporting accuracy...”



Instead say: “We unlocked $X million in cash and improved partner
distributions by X%”

C. Quantify Everything
Be ready with:

o % improvementin realization

« Reductionin lockup (DSO/WIP)
o Margin expansion

« Headcount efficiency

« EBITDA/PPP growth

D. Demonstrate Partner Influence
Law firms are partnerships—not corporations.
You must show:

« Howyouinfluenced resistant partners
« Howyou alighed compensation with firm strategy
« How you drove adoption without authority

3. Key Interview Questions + Strong Answer Frameworks
A. Strategy & Leadership

Q: How do you drive profitability in a law firm?

Strong Answer Should Include:

« Levers: rate, realization, utilization, leverage, expense discipline
» Datatransparency to partners
o Practice-level profitability management



Example Positioning:

“l focus on the full economic engine—pricing discipline, realization
improvement, and leverage optimization. In my current firm, we improved
realization by 4 points and reduced write-offs, which drove a double-digit
increase in PPP.”

Q: Describe your role as a strategic partner to the Managing Partner.
Key Points:

o Advisor, notreporter
e Scenario modeling
o Firm-wide decision support

Strong Angle:

“l act as a co-pilot—bringing forward data-driven insights on partner
performance, lateral investments, and practice expansion opportunities.”

B. Financial Performance & Metrics
Q: What KPIs do you prioritize?
Must Include:

o PPP (Profit per Partner)

 RPL (Revenue per Lawyer)

» Realization (billing & collection)
o Utilization

e Leverageratio

o Lockup (WIP + AR days)

Bonus:

« Client profitability
« Matter-level analytics



Q: How do you improve cash flow?
Strong Answer Elements:

« Billing discipline

o Retainers/ alternative fee structures

» Collections strategy
o Partner accountability

Example:

“We reduced lockup by 15 days by implementing real-time dashboards and
tying partner comp to collection performance.”

C. Partner Management & Governance

Q: How do you handle difficult partners who resist change?
This is CRITICAL.

Strong Framework:

Data transparency

Align with compensation
Use peer comparison
Build coalitions

Example:

“l don’t position it as finance vs. partner—I position it as peer benchmarking.
Once partners see their realization trailing peers, behavior changes quickly.”

Q: How have you influenced partner compensation decisions?



Key Points:

e Align comp with firm strategy
o Reward profitability, not just originations

D. Transformation & Innovation
Q: Describe a transformation initiative you led.
Must Include:

o Problem (inefficiency, lack of data, margin pressure)
« Initiative (system, process, org redesign)
« Measurable outcome

Examples to Use:

o Finance transformation (ERP, reporting)
e Pricing strategy overhaul

o Shared services model

o Legaltech/Alintegration

Q: How do you leverage technology in finance?
Strong Themes:

o Data visibility for partners
« Predictive analytics
« Automation of back office

E. Growth & Business Development

Q: How do you evaluate lateral partner hires?



Expected Areas:

o Portable book validation
e Margin analysis

o Culturalfit

« Ramp timeline

Q: How do you support firm growth?
Strong Angle:

o Data-driven expansion
« Practice profitability analysis
« Client segmentation

F. Risk & Market Awareness
Q: What are the biggest risks facing law firms today?
Strong Answers Include:

e Pricing pressure

o Clientdemand for value
o Al/automation impact
o Talentretention

« Economic cycles

G. Behavioral / Executive Presence
Q: Tell me about a time you made an unpopular decision.
Focus on:

o« Conviction + data



e Communication
e QOutcome

Q: Why this firm?
You should reference:

o Their practice strengths
o Growth strategy
« Where you can create value

4. Questions YOU Should Ask Them
This is where top candidates stand out.
Firm Strategy

o “What are the firm’s top 3 strategic priorities over the next 3 years?”
o “Where is profitability under pressure today?”

Financial Discipline

“How consistent is partner adherence to billing and collection
expectations?”

Data & Infrastructure

“Do partners currently have visibility into their economic
performance?”

Culture & Governance

“How are difficult financial decisions made within the partnership?”



5. Your “Closing Narrative” (Must Prepare)

You should have a tight 30-60 second close:

“l specialize in helping law firms translate financial discipline into increased
partner profitability. Across my career, I’ve improved realization, reduced
lockup, and driven operational efficiency through data transparency and
partner alignment. I’m particularly excited about this opportunity because |
see a clear path to driving measurable PPP growth while supporting the firm’s
broader strategic goals.”

6. Final Preparation Checklist
Be ready to speak to:

« 2-3 major transformation wins

« 2-3 profitability improvements (with numbers)
« 1 partner conflict story

» 1failed initiative + lesson learned

o Yourfirst 90-day plan



