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By Michael Gershfeld, VP of Business Development at Emely Al

With Growing Pressure on Rainmakers to Meet Compliance Requirements, Why
Not Convert Firm Compliance from Burden to Feature?

In highly regulated industries, clients and prospects are increasingly placing significant pressure on law
firms to meet their stringent compliance requirements. This trend is driven by the need to mitigate risk,
adhere to regulatory standards, and ensure that their advisors are as committed to compliance as they
are. For rainmakers in law firms, this presents both a challenge and an opportunity.

The Compliance Mandate

Clients in regulated sectors such as finance, healthcare, and technology are under constant scrutiny from
regulatory bodies. As a result, they demand that their legal partners not only understand but also adhere
to the same three compliance pillars that they do.

e Data Security: Ensuring that sensitive client information is protected against breaches and cyber
threats.

e Regulatory Adherence: Demonstrating a thorough understanding of industry-specific regulations
and maintaining compliance with them.
e Ethical Standards: Upholding high ethical standards in policy and practice.



The Cost of Non-Compliance

For clients, the cost of non-compliance can be astronomical, including hefty fines, legal penalties, and
reputational damage. Consequently, they cannot afford to partner with law firms that do not prioritize
compliance. This pressure translates into three non-negotiable requirements.

Implement Robust Compliance Programs: Develop and maintain comprehensive compliance
programs that align with client requirements.

Undergo Regular Audits: Be prepared for regular compliance audits and assessments by clients
to demonstrate ongoing adherence to their standards by measuring and managing in real-time.
Provide Transparency: Offer transparency in compliance practices and be willing to share
compliance documentation, certifications, and reports.

Turning Pressure into Opportunity

Rainmakers who effectively address these compliance pressures can turn them into a competitive
advantage with four steps.

Formalize Standards: Ensure that the firm follows a known standard framework, like CIS or NIST,
that is measured against your actual compliance posture. Leverage technology to map this with
the ability to add client requirements that fall outside of the chosen framework and identify the
gaps (actionable data).

Document: Make sure a Compliance Officer maintains a published manual that describes firm
policy, process, and procedure in detail. Leverage technology, like Al, to answer inquiries with
ease.

Build Strong Relationships: Your IT and compliance staff should be a great resource for improving
personal knowledge around compliance. They will also provide fast answers to tough questions
that could make or break a deal.

Be Prepared: If you fail to demonstrate firm compliance (without hesitation) your deal will stall
(at best) or be lost for good. Compliance is proactive and requires preparation and planning.
High expertise combined with accurate reporting makes the conversation an easy one.

Final Thoughts

The pressure from clients and prospects to meet stringent compliance requirements is a reality that law
firms cannot ignore. However, rainmakers who embrace this challenge and transform compliance from a
burden into a feature can differentiate their firm, build trust, and secure long-term, profitable
relationships. By demonstrating a steadfast commitment to compliance, law firms can not only meet
client expectations but also turn compliance into a powerful business development tool.



