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About Practice Pipeline 
Business development is a challenge in a competitive landscape where lawyers are too 
busy to prioritize practice growth. Our solution is unique: we combine a simple 
technology platform with substantive metrics that provide performance tracking and 
accountability.  

Practice Pipeline is a simple business development tool that supports lawyers in their 
pursuit of new business. The software prioritizes key relationships, motivating lawyers 
to concentrate on the key clients, prospects and referral sources that are most likely to 
yield business results.  

Practice Pipeline also generates comprehensive analytics, providing the firm’s 
marketers and management with a resource for oversight of key performance 
indicators. Actionable reporting helps drive business strategy and connects business 
development efforts to bottom-line revenue. 

About Us 

Ackert Inc. provides a wide array of client development solutions to law firms across the 
globe. With over years of experience in the field, we have worked with thousands of 
lawyers, from regional boutiques to top Am Law mega-firms.  

Our flagship e-learning platform, Practice Boomers, has won LMA Your Honor Awards 
in both the US and Canada. Our professional coaching programs have garnered 
excellence awards and have been profiled in the Wall Street Journal, the Los Angeles 
Times and several other media. 
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"Practice Pipeline helps lawyers establish good habits and 
encourages business development activity.  
It easily pays for itself." 

Allison Prince 
Partner, Goulston & Storrs 
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How Practice Pipeline Works 
Practice Pipeline provides a simple, user-friendly dashboard that helps lawyers prioritize 
their top clients, prospects, and referral sources. Users can track key relationships, 
assign due dates to their business development action items, receive email reminders, 
and measure their progress with the Pipeline Score. 

Each opportunity is tracked on a colored Tile. Creating a Tile requires very little data 
entry; lawyers simply enter their contact’s name, company and primary objective. Then, 
they determine the immediate next step they will take with that contact and a due date 
for that task. 

Tiles change color according to their due date; red tiles are past due, yellow tiles are 
due this week, and green tiles are due in more than 1 week.  

Completing action steps and objectives earns the user a high Pipeline Score. Lawyers 
receive a score out of 100 that is based on their productivity and proactivity.  
Lawyers can compare their individual score to the firm average for some healthy 
competition. When lawyers complete objectives, they can record the realized revenue 
so the firm can assess ROI on their BD efforts. 
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Built-In Outlook® Calendar Integration 
Practice Pipeline integrates seamlessly with the Microsoft Outlook® calendar. Calendar 
updates ensure that lawyers keep their business development pursuits top-of-mind. 
When a user assigns a new action item on his/her dashboard, the software 
automatically creates an Outlook calendar event on the due date. This will alert the 
lawyer when a Tile task becomes due. 

 

Alerts & Push Notifications 

Users receive weekly Pipeline Alert reminders. These email reminders track 
approaching deadlines and prompt lawyers to take action.  

Practice Pipeline is available as an iOS or Android mobile app. Lawyers can receive 
instant notifications and access their Pipelines on-the-go.  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Comprehensive Reports & Analytics 

The Management Report allows in-depth analysis and reporting of key metrics such as 
user engagement, productivity and revenue realization. Management and marketing 
professionals can see which users are embracing the program and becoming 
rainmakers. 

The reports allow a review of lawyers’ objectives, action steps, and the touch-points 
that each lawyer has accomplished with their relationships. The software tracks 
overlapping prospects (companies or contacts being pursued by more than one 
lawyer simultaneously), and provides the following key performance indicators: 

• Logins 
• Productivity Scores 
• Opportunity Value 
• Close Ratio 
• Total BD Revenue 

These data points are cues 
for effective coaching, 
training, and mentorship. 
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“Practice Pipeline is easy to use and helps me keep my most 
important relationships top of mind.  
I wish I had discovered this product years ago.” 

Bill O’Neil 
Partner, Winston & Strawn 
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Kickoff Session 

As a key part of a Practice Pipeline rollout at the firm, this live workshop introduces the 
firm’s lawyers to the software and shows them how to use it to its full benefit. During 
the kickoff, lawyers clarify their business development objectives, then tie those goals 
to their Practice Pipeline dashboards. They will learn how to populate their dashboards 
with the right opportunities to keep their pursuits efficient and effective.  

We typically deliver the kickoff as a one-hour lunch-and-learn at the firm’s offices, or 
virtually via webinar. 

Train-the-Trainer Program 

Accompanying the tool, we will provide the firm with a Train-the-Trainer program. It 
equips the firm’s marketing staff with the skills to facilitate group coaching sessions, 
thus enabling the firm to create a scalable coaching program using internal personnel 
in the future.  

The Business Development Institute (BDI) is a three-month remote training course 
that provides BD professionals with the knowledge, confidence, and resources to 
coach and train lawyers in key BD areas. 

Session topics include Targeting Client Opportunities, Pipeline Management, and 
Overcoming Coaching Roadblocks. Over 100 firms have gained their certification 
from BDI, and 95% of our past participants recommend it as a valuable professional 
development resource. Ours is one of the only consulting firms with an established, 
reputable train-the-trainer program in our industry.  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Pricing 

We work with firms of all sizes and budgets. Contact us for pricing options and our 
recommendations for the best solution for your firm’s needs. 

Case Studies 

Practice Pipeline has a proven track record of success at law firms of all sizes. Our client 
list includes several top firms in the Am Law 100. 

The following case studies were conducted on three US law firms who have used 
Practice Pipeline within the last 24 months: 

• Firm #1 is a mid-sized regional firm that started using Practice Pipeline in Q1 2015. 
They provided access to 127 of their lawyers. Within the first few weeks of utilization, 
they reached an ROI of 500%. 

• Firm #2 began using Practice Pipeline in Q1 2017, providing access to 93 of their 
lawyers, and they generated an ROI of 360% within the first few weeks. 

• Firm #3 works on a global scale and has over 1,000 lawyers. They provided 25 
lawyers with Practice Pipeline access beginning in Q1 2015. The firm generated a 
staggering 11,500% ROI over one year, which translated to more than $10 million in 
new revenue. 

Click here for more case study information. 
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“This technology provides a high level of transparency that 
appeals to the CMO who wants to monitor progress and track 
lawyer performance.” 

Adam Stock, CMO 
Allen Matkins 

https://www.practicepipeline.com/contact/
https://www.practicepipeline.com/practice-pipeline-case-studies/

