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Insurance GCs Name The Law Firms That Get It Right 
 
by Juan Carlos Rodriguez 
 
 
A host of insurance company general counsel have named the firms they have the best 
relationships with and that provide the best client service, a reflection of the value top firms 
place on building and maintaining working partnerships, according to a new report. 
 
In the 2014 BTI Client Relationship Scorecard report from The BTI Consulting Group 
(Wellesley, Mass.), corporate counsel gauged the strength of their current relationships with law 
firms, to provide a measure of the firm’s skill at building and maintaining excellent client 
relationships. The report said more than 48 percent of corporate counsel replaced one of their 
primary law firms within the past year, showing the importance of keeping clients happy. 
 
More than 500 corporate counsel at Fortune 1000 companies and several other large 
organizations were interviewed for the report. 
 
BTI President Michael Rynowecer said top firms have an in-depth understanding of their clients’ 
businesses, have the ability to use that knowledge quickly and efficiently to solve clients’ 
problems, and are proactive about sharing industry and legal news with clients to keep them up 
to date. 
 
Sidley Austin LLP was named as one of 23 “Power Elite” firms that boasted the highest number 
of strong client relationships in general. And in the insurance practice area, it was ranked as a 
“Powerhouse” — the only firm with that top designation. 
 
Michael P. Goldman, co-chair of the firm’s global insurance and financial services group and a 
member of its executive committee, said client service is a foundation of the firm’s culture and 
lawyers are continually seeking better ways to improve client relationships. 
 
“We’ve always prided ourselves on providing the ultimate level of client service. It’s bred in our 
lawyers from the day they start at the firm until the day they retire,” Goldman said Wednesday. 
 
He added that the firm’s culture emphasizes cooperation, collaboration and openness among its 
attorneys. With such a collegial atmosphere at Sidley, lawyers are less likely to be distracted by 
in-house distractions and better able to focus on what they can do for their clients. And clients 
recognize and appreciate the harmonious internal relationships at the firm, Goldman said. 
 
Another key component of the firm’s successful client relationships is its ability to not only 
complete the necessary tasks at hand but also see beyond that at a business-interest and strategic 
legal level, and have clear discussions with the client about those aspects. 
 



“If there’s a market trend, or type of transaction, or legal development, or decision that a court 
reaches that’s of interest to our clients, we reach out to them and let them know that we’re 
thinking about how such development might affect their interests,” Goldman said. 
 
The BTI report said a typical large organization relies on 46 law firms to meet its legal needs. 
But only two firms, called primary providers, capture the bulk of a client’s legal work, and these 
primary providers annually earn nearly five times as much in billings than other providers do. 
 
Breathing down Sidley’s neck were five firms the report classified as “Leaders,” which are 
Debevoise & Plimpton LLP, Foley & Lardner LLP, Greenberg Traurig LLP, Hunton & Williams 
LLP and Maynard Cooper & Gale PC. 
 
Walter J. Andrews, head of the Hunton & Williams’ insurance litigation and recovery 
practice, said that in addition to simply winning or obtaining outcomes favorable to clients, 
his firm adds value to client relationships. 
 
For example, lawyers at the firm can’t just forward a pleading filed by the other side in a dispute 
to a client, Andrews said. Hunton & Williams attorneys strive to add context, advice or other 
information over and above what is expected of them. 
 
“If we just say, ‘Here’s the motion for summary judgment the other side filed,’ and we don’t add 
anything of value about it, it looks like we are looking for the client to tell us what to do. Why 
aren’t we telling the client what we think we should do in response and what our view is?” 
Andrews asked. 
 
Andrews also said the firm makes every effort to broaden and deepen its client relationships, 
including partnering with them on pro bono projects. 
 
Following the “Leaders” is the “Honor Roll,” a list of 34 firms that are close to cracking through 
to the elite level. One of those is O’Melveny & Myers LLP. 
 
Richard Goetz, chair of O’Melveny’s class actions, mass torts and insurance litigation practice, 
said that in addition to the requisite high level of written and oral communication with the client, 
one thing the firm’s lawyers work on are projections on current matters that are intended to avoid 
surprises. 
 
O'Melveny partner Tancred Schiavoni backed that up, saying upfront, honest projections are the 
most important thing to model legal strategies and help develop cost efficiencies. 
 
It’s also important to take advantage of the experience and knowledge of an insurer’s in-house 
counsel, Schiavoni said. 
 
“When that relationship with an insurer is working well, you’re getting synergies that deliver 
punch in the courtroom because you’re making the right calls on adopting litigation strategies 
that generate a result that the client wants and does it cost-efficiently,” he said. 


