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The delivery of quality legal services requires that lawyers function as
customer service representatives as well as legal technicians.
Succeeding as Outside Counsel was written by an in-house lawyer with
over 15 years of experience managing and utilizing the services of
outside counsel. As a result, this book provides outside counsel with
practical guidance on how to improve the level of service they provide
and how to deepen their relationships with their clients-all from a
client's perspective. This essential guide will discuss how outside
counsel have excelled, where they have fallen short


