
LEGAL FEES AND HOW TO GET THEM

By JOSEPH D. QUILLIAN*

Lawyers dedicated to the discovery of the truth through legal inves-

tigation recognize that their finest fees are those of spiritual value.

Their richest remuneration is realized in the deep satisfaction arising

from the faithful performance of responsible duties, the vindication

of righteous causes and the advancement of public justice. In the

store house of every old lawyer's soul is kept the priceless memories
of such achievements. We, who belong in that category have become

reminiscent and perhaps a little garrulous; we rejoice in relating

our own experience and those of contemporary lawyers. But have no

fear. We are not about to launch upon one of those endless disser-

tations frequently imposed upon younger members of the bar.
This little article is, we hope, entirely practical, and deals exclusively

with fees of a temporal nature, collectible in money or its equivalent,

and the methods and means of obtaining such fees.

At the outset, we wish it clearly understood that this paper is not

for consumption by experienced lawyers who are informed, or should

be, concerning the subjects here discussed. Indeed, many, if not the

majority, of seasoned lawyers by their affluence evince more knowl-

edge of the subject than is possessed by the writer.
Therefore, those to whom we address this discussion are very young

lawyers and those who, barring the slight contingency of passing

the bar examination, expect to "hang out their shingle" in the near

future.
For about twenty years of practice the writer was too much interested

in the intricacies of our science to be mindful of the compensatory

features of the practice. Suddenly, came the realization that "the

laborer is worthy of his hire," and that there is nothing amiss in his

placing himself in position to be hired. Out of business experience

gained the ensuing years while the writer endeavored to "practice at

a profit," as well as for the benefit of others, was developed the advice

we here impart to you. In numbered and orderly paragraphs this

advice is set out, each item in a separate paragraph. You are, of

course, at liberty, if you deem the ideas advanced impractical or out

moded, to pass over any or all of them lightly, or disregard them

completely, in which event you are solemnly warned that in future

years through your own experience you will learn the same lessons
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freely imparted here-shall we employ a phrase of common parlance
and say, "the hard way."

The homely little suggestions that we offer for your consideration
are:

1st. Be a good man, an honorable man, "standing four square to
every wind that blows." People pay fees to lawyers in whose integrity
they repose confidence. Character is the corner stone of a successful
career.

2nd. Be sure your services constitute a merchantable commodity of
real value. To this end, study the law books, for in learning there
is much profit. Tardy or shady service is hardly the foundation of
a lucrative practice.

3rd. When you draft a contract, mortgage, deed, will or other legal
document for your client, make it neat in appearance, couched in
choice legal diction, and above all, be sure it is technically correct.
Nothing is more indicative of a lawyer's character, learning and worth
than the papers he draws.

4th. Repair to your office very early in the morning and stay
there during business hours. People who have legal difficulties sleep
poorly, arise early and usually employ the very first lawyer to be found
in his office. Stay in the office because your clients expect you to be
there, just as you expect the butcher, the baker, and the candle stick
maker to be at his post of duty when you would patronize him. Drug
store lawyers are, proverbially speaking, "a dime the dozen" and still
their tribe, increases.

5th. When you are in your office, work. There are always matters
to encourage your attention and require your earnest effort. There
may be few at first, but a lawyer can always utilize his time in legal
research. Incidentally, do not let clients waste your time. Of course,
you must be pleasant and polite, but when the discussion of his
business is complete and you have given him the benefit of your
wise counsel and have been paid for that service, it is time to be rid
of the client. He, by paying you has, of course, established his status
as a client and is entitled to relax and chat for a reasonable time.
When in your judgment that period has expired arise and stand. He
will ordinarily do likewise and depart. If he doesn't assure him
warmly of your appreciation of the business, and express unbounded
delight that he called. He will go away flattered, never realizing that
he has been rushed out.

6. Shave every morning and be careful of your personal appear-
ance; keep your office neat and make it as attractive and business
like as your resources will permit. Have law books, plenty of them
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arranged on your shelves. Law book companies will sell you all
you want on credit, and if you can't pay, they will wait patiently-
they never reclaim books or sue. They really trust you and you will
eventually redeem their confidence by paying them. Understand, law
books are not only for decoration, though they serve well in that
behalf. They are chiefly to study, so select them carefully and not
at random.

7th. Form a broad acquaintance among the people of your "trade
area." Mingle with people of the community, join civic clubs, be a
good churchman, always cordial and kind, "a hale fellow well met"
of a distinguished species. The extent of your acquaintance materially
affects the volume of your practice.

8th. Post at eye level of the average client on the door leading
from the waiting room to private office a sign printed on white card
board, in black letters about half an inch in height the words "We
Charge for Advice." If you have only one office give the sign such a
conspicuous placement there that the client cannot avoid seeing it,
and, what is more, seeing that you know he sees it. Then always be
true to the sign and charge every client for advice. The sign and the
custom will pay your office rent, telephone, and stationery bill.

9th. When you charge for advice impress the client with your
liberality and fairness by informing him that if he retains you in
the case discussed the amount paid for advice will be deducted from
the fee for services rendered in handling the case. A client will often
pay you $100.00 to feel that he has saved $5.00 initially paid for
advice.

10th. Col. Lester Dickson of Fayetteville, Georgia, sent to my son
after the latter's admission to the bar a card reading:

Over the door of the University of Bologna it is written:

DUM AEGROTUS VISITATUR
ET PROCESSUS VENTILATUR

CURA TE ACCIPERE

NAM AEGROTO RESTITUTO
ET PROCESSU ABSOLUTO

NEMO CURAT SOLVERE

Translated:

While abed the sick man's lying
While your client's case you're trying
That's the time to get your fee.
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For when the sick man has recovered,
And the law suit's won or smothered,
No one then will care for thee.

The motto can hardly be improved upon by comment.
In civil cases the established rule is that half of the fee is payable

when the lawyer is retained, and the remainder at the conclusion of
the litigation in those courts in which the lawyer by terms of his con-
tract of employment is to represent the client, except when the fee
is contingent.

11th. Lastly, and with the exception of the first items presented,
the most important is that you have a written contract with every
client, by the terms of which the matters in which you are employed,
the amount of your fee and the manner in which it is to be paid
are expressly stipulated. You will learn that clients, even honest
clients, forget the fee arrangement, others less scrupulous, deliberately
repudiate or dispute their agreement, unless the contract is in writing
and signed by them. You should furnish the client a copy of the con-
tract and keep a signed duplicate for your files. Another effect of
requiring a contract is that nothing so marks your importance to the
client. He feels like he is buying something worth while when he signs
for it. May we suggest a form of contract.

I hereby employ - to handle the
case of vs.
Pending to be filed in Court
of I agree to

pay said
$ Payable as follows:

The fee covers employment of said-

to handle this case alone in court of
and in no other matters, not including

motion for new trial or appeal. No fee will be refunded in case of
settlement. Neither I nor said
can settle this case, without the written consent of the other. I will
not attempt to make any settlement or sign any release without the
written consent of
I have read and understand this contract.

(Client's signature)

1956]
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I accept employment in the above mentioned matter on the terms
therein stated.

This day of 1956.

(Attorney's signature)
Witnessed by:

We thank you for your patient perusal of the foregoing and sin-
cerely hope it may prove profitable to you, and to you who have
the Bar Examination ahead be sure of our sincere interest and best
wishes.


