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8.30am - Welcome
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Introduction

• Purple Performance

• Developing a Performance Culture
• Creating a Great Team

Presenter
Presentation Notes
Me: Former managing partner of a medium sized law firm – also worked for some larger firms here and in Singapore, Member of Law Society Professional Standards and Ethics committee Performance Culture – key to a successful law firm – needs to start at the top with the partners.



Lawyers are Different!!

Characteristics of a Lawyer:
Outspoken      Argue every point        Pick apart weaknesses
Quick mind     Find it hard to delegate  Work in silos
Poor managers Manage not lead

Concerns of a Partner:

Presenter
Presentation Notes
Some of the great characteristics of a lawyer are maybe not so helpful when trying to work as a leadership teamLawyers are individuals, real people who also have concerns – some or more of which may apply on any day



Increasing 
competition

Professional 
indemnity 
costs

Personal 
risk and 

investment

Compliance & 
regulatory 
issues

What’s for 
dinner tonight?

Have I met 
my billing 
target?

What does the 
client really 
want?

Attracting and 
retaining talent



So, how do you get all your team 
members working together?

Presenter
Presentation Notes
How do you make that Great Team?



The route to a performance 
culture

Vision

Leadership

People 
management

Operational 
Excellence

Competitive 
Advantage

Team work

Presenter
Presentation Notes
Operating system



What does great team work look 
like?

• Teamwork video:
https://www.youtube.com/watch?v=hZ-eFaLGV0g

https://www.youtube.com/watch?v=hZ-eFaLGV0g


Hold each 
other to 
Account

Commit to plans 
and actions

Conflict is encouraged

Trust each other

Focus on 
achievement of 
collective Results

Elements of a Cohesive Team:
You need all 5 elements

Source: The Five Dysfunctions of a Team, Patrick Lencioni

Presenter
Presentation Notes
Absence of trust – not genuinely open about mistakes and weaknessesWithout trust, teams incapable of engaging in unfiltered and passionate debate of ideas; only have veiled discussions and guarded commentsWithout airing opinions in course of passionate debate, team members rarely commit and buy in to decisions; may feign agreement during meetingsWithout clear plan of action, team members will hesitate to challenge colleagues on their actions and behavioursWithout accountability, teams will focus on their individual needs such as ego and career development above the collective goals of the team/firm



Hold each 
other to 
Account

Commit to plans 
and actions

Conflict is encouraged

Trust each other

Focus on 
achievement of 
collective Results



Trust:
No reason to be 
protective or 
careful around 
the team

Presenter
Presentation Notes
Absence of trust Conceal weaknesses and maybe even mistakesHesitate to ask for helpExistence of trustAccept questions about own areaFocus on important issues not politicsOffer/accept apologies without hesitation – can show weakness



How do you create Trust?

Presenter
Presentation Notes
In a minute I will get you to look at scores for your team.



How do you create Trust?
• 360 degree feedback
• Personality profiles 
• Regular follow up by leader during the course of 

the day
• Admit own weaknesses
• Sharing and being interested in personal histories 

• Family members’ names, favourite hobbies, what did 
they do at Christmas, how did they 
spend last weekend, favourite drink

“WOW!”

Presenter
Presentation Notes
RED ARROWS DEBRIEF – after a display – squadron leader goes first in revealing what he did wrongBelbinDISCMyers BriggsStrengths Finder etcPartner awayday – even if only 3 of you 



Hold each 
other to 
Account

Commit to plans 
and actions

Conflict is encouraged

Trust each other

Focus on 
achievement of 
collective Results

Presenter
Presentation Notes
Everyone able to air their views and opinions – aim to produce best possible solution in the shortest possible timeFear conflictBoring meetingsWaste time and energy posturingIgnore controversial topicsEncourage conflictLively and interesting meetingsSolve real problems quicklyIdeas from all team members



How do you create 
Constructive Conflict?

Presenter
Presentation Notes
Constructive underlined for a reason.



How do you create 
Constructive Conflict?
• Understand that it produces best 

possible solutions in shortest time
• Realise by avoiding it, likely to revisit 

old issues time and again
• Have courage to speak about 

sensitive issues
• Better understand own attitudes to 

conflict – Thomas-Kilmann Conflict 
Mode Instrument (TKI) -
http://www.kilmanndiagnostics.com/
overview-thomas-kilmann-conflict-
mode-instrument-tki

Presenter
Presentation Notes
Acknowledge that conflict is productiveBeware of a leader that seeks to avoid conflict – counter productiveDon’t over parent in order to protectConsider “rules” for constructive conflict to assist in meetings

http://www.kilmanndiagnostics.com/overview-thomas-kilmann-conflict-mode-instrument-tki


Hold each 
other to 
Account

Commit to plans 
and actions

Conflict is encouraged

Trust each other

Focus on 
achievement of 
collective Results

Presenter
Presentation Notes
Fail to commitAmbiguity of goals and direction – CHESHIRE CATWindows of opportunity closeLack of confidence and fear of failure – again non learning environmentCONSENSUS – do not need to get own way to support a decision, merely to have been heard and consideredCERTAINTY – a decision is better than no decisionTotal commitmentClarity – no mixed messagesLearn from mistakesNo waffle



How do you gain Commitment?

Presenter
Presentation Notes
Leader to be comfortable with making decision that turns out to be wrong – don’t place too much premium on certainty�Could rate each meeting out of 10Whether expectations had been metAiming for at least 8How conducted – clarity of conclusions/actions



How do you gain Commitment?

• Buy-in is important
• Make partners feel that they own 

the project
• Need to have full understanding of 

project and what it will achieve

Presenter
Presentation Notes
Leader to be comfortable with making decision that turns out to be wrong – don’t place too much premium on certainty�



How do you gain Commitment?

• End of each meeting:
• Review key decisions
• Agree on what needs to be communicated 

to whom and how
• Agree on deadlines
• Clarify what could go wrong – usually 

reduces fear of failure 

Performance

Presenter
Presentation Notes
Leader to be comfortable with making decision that turns out to be wrong – don’t place too much premium on certainty�Could rate each meeting out of 10Whether expectations had been metAiming for at least 8How conducted – clarity of conclusions/actionsCommitment = clarity and buy in



Hold each 
other to 
Account

Commit to plans 
and actions

Conflict is encouraged

Trust each other

Focus on 
achievement of 
collective Results

Presenter
Presentation Notes
Allows team members to challenge colleagues’ performance and behaviours that might hurt the teamAvoid accountabilityCreates resentmentEncourages mediocritySignificant burden on team leader as sole source of disciplineHold each other to accountPoor performers feel pressure to improveIdentifies potential problems quicklyEstablishes respect within team who have same high standardsLoyalty – barrier to growth



How do you develop 
Accountability?



How do you develop 
Accountability?
• Publication and sharing of goals and standards
• Regular feedback
• Team rewards

A
BC

X Y
Z

Presenter
Presentation Notes
Leader prepared to step in if people are not being held to account 



START

DO MORE

DO LESS

STOP
•

• •

How do we hold each other to account?

Start – Stop – Do More – Do Less

•

Presenter
Presentation Notes
Not for now – but you may want to discuss at a partners meeting.



Hold each 
other to 
Account

Commit to plans 
and actions

Conflict is encouraged

Trust each other

Focus on 
achievement of 
collective Results

Presenter
Presentation Notes
No I in team! Whole is greater than sum of the individual parts.Individual – people enhance own positions at expense of firm/team; such a team usually stagnates and fails to grow; loses achievement oriented employeesTeam – collective – more focused and avoids distractionsTeamEnjoyment of being part of a successful teamFocused and meaningful objectives – eg profit per hour



How do you generate Results 
focus?



How do you generate Results 
focus?
• Public declaration of results
• Reward and recognition tied to specific outcomes, 

not just for trying

Presenter
Presentation Notes
Team leaders – set tone for focus on results; if focus on other areas, then other people will also look at things other than resultsResults not necessarily financial – reduction in number of errors/complaints.



A great team …

Trusts one 
another

Has unfiltered 
Conflict

Commits to 
decisions

Holds  each 
other 

Accountable

Focuses on 
team Results

Presenter
Presentation Notes
So what is your score?



Score your team … out of 10 for 
each element

Trusts one 
another

Has unfiltered 
Conflict

Commits to 
decisions

Holds  each 
other 

Accountable

Focuses on 
team Results

TOTAL =

Action priorities likely to be lowest score(s)

Presenter
Presentation Notes
So what is your score?



And if all else fails … hire these 
guys
• Cats video
https://www.youtube.com/watch?v=Pk7yqlTMvp8

https://www.youtube.com/watch?v=Pk7yqlTMvp8


Thank you
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Tom Blandford
Legal Sector Director
Armstrong Watson

Third Floor, 10 South Parade, Leeds, LS1 5QS

T: 0113 2211 300
F: 0113 2211 301
M: 07793 621951

E: tom.blandford@armstrongwatson.co.uk 

www.armstrongwatson.co.uk/legalsector



Disclaimer

This presentation and supporting documentation has been prepared in 
general terms and therefore cannot be relied upon to cover specific 
situations; application of the principles set out will depend upon the 
particular circumstances involved and we recommend that you obtain 
professional advice before acting or refraining from acting on any of 
the contents of this presentation and/or supporting documentation.  
Armstrong Watson would be pleased to advise on how to apply the 
principles set out here to your specific circumstances.  Neither 
Armstrong Watson nor the presenters accept a duty of care or liability 
for any loss occasioned to any person acting or refraining from acting 
as a result of this presentation and supporting documentation. 
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