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BACK IN THE BUSINESS OF BUSINESS INTELLIGENCE 

SESSION DESCRIPTION 

Perspectives, strategies, and opportunities for leveraging strengths and skills across teams, 

including practice management, library/research, and business intelligence. This panel will address 

how collaborative, cross-functional business intelligence teams can provide better, more targeted 

information portfolios that can influence firm strategies and decision making.  

 

SESSION SPEAKERS 

 

Amy Halverson, Litigation Knowledge Manager, Wilson Sonsini Goodrich & Rosati 

Amy Halverson manages knowledge management resources at Wilson 

Sonsini Goodrich & Rosati, a firm of more than 600 attorneys working 

from 12 offices in the U.S., China and Europe. An attorney and former 

litigator, she left private practice to direct the online editorial operations 

of law.com, a national legal website. She then returned to the law firm 

environment, where she calls upon her legal and web project experience 

to facilitate the development of tools that capitalize on existing law firm 

information flows and business processes, promoting the effective 

delivery of superior legal services. 

Michele A. Lucero, Director of Business Development & Client Services, LAC Group 

Michele A. Lucero is part of LAC Group’s executive team as Director of 

Business Development and Client Services. Michele has more than 18 years 

of experience including work with the LA Law Library, West (Thomson 

Reuters), Mayer Brown, Weil Gotshal, Lionel Sawyer and the Las Vegas-Clark 

County Library District. As an accomplished law librarian and business, 

leadership and dispute resolution professional, Michele is adept at combining 

her in-depth knowledge with skillful relationship building. Ms. Lucero earned 

her undergraduate degree in Management & International Business from the 

University of Nevada Las Vegas, her M.L.S. degree in Legal Informatics from 

the University of North Texas, and her M.B.A. in Strategic Management from 

the University of North Texas. At Pepperdine University, she completed a Certificate in Dispute 

Resolution and is currently pursuing her Doctorate of Education in Organizational Leadership and a 

Masters of Dispute Resolution.  
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TRANSPARENCY AND FOSTERING OF INFORMATION INTRAPRENEURSHIP 
 

Business intelligence, as a practice, is premised on the assumption that internal data and 

information are available for re-use and analysis.  Yet many law firms have underutilized or 

overlooked silos of departmental information, whether due to a cultural reluctance to share or as 

the byproduct of organizational changes, such as mergers.  Information transparency can facilitate 

simple processes and tools that yield high value.  And, as law firm information professionals, we are 

well positioned to initiate projects that promote transparency and foster “intrapreneurship” by 

enabling other departments and individuals within the firm to create new value from existing 

systems and processes, thereby giving the firm a competitive advantage.   

      

In this session, we will discuss ways to: 

 

 Identify untapped or underutilized caches of information and processes in your firm.   

 Make a business case for exposing information more broadly across the firm by showing 

potential contribution to the value propositions of client service, realization and/or 

business development. 

 Form practical strategies for opening departmental information silos and promoting a 

culture of transparency. 

 

Exercise:   

Rate on a scale of 1 to 3 how easily accessible the following information is to you/your attorneys. 

 

1 = I can access the information myself in real time. 

2 = I know that the information is readily available if I request it from someone who has access to it. 

3 = I'm not sure if the information is available, or it would be a big project to collect. 

 

 Firm client list 

 List of clients that are in a particular industry (banking, consumer goods) 

 Open matters for each client 

 For those open matters, who is billing to the matter 

 Subject matter experts within the firm (e.g., who has experience handling FCPA audits?) 

 List of firm attorneys admitted to practice in the state of Illinois 

 Work product created by others within the firm on matters you do not work on (sample 

pleadings, agreements, research memos) 

 List of current adverse parties 

 List of recent formal proposals/auditions 

 Fees billed for a particular type of deal or case 

 

- Amy Halverson, Wilson Sonsini Goodrich & Rosati 
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STRATEGIC LEADERSHIP AND CULTURAL INTELLIGENCE 

The legal sector has struggled due to turbulent market conditions and law firms have closely 

examined their firm performance, management, and leadership to determine how to survive.  The 

once quiet sector is now a sea of challenging times with the business of law changing.  As such, 

there is an increased need for cultural competency among law firm professionals in order for firms 

to succeed in a multicultural, globalized environment.  One opportunity for law firms to consider is 

integration of cultural intelligence (CQ) into their firm strategy in order to understand their 

environment and position for change.  

In this session, we will: 

 Identify the new normal that law firms are facing and its impact on leadership. 

 Examine what is cultural intelligence and determine your own CQ level. 

 Provide examples of how to enhance your CQ capabilities.  

 Make a business case for exposing firms to CQ in order to apply it within your environment, 

in cross-functional teams, in hiring and decision-making processes. 

 

Exercise: In order to start thinking about cultural intelligence, consider the following questions: 

 What is one cultural challenge you have faced in your role?  

 How do law firm professionals encounter cultural situations and adapt their behaviors? 

 What level of cultural understanding do law firm professionals need in varying situations?  

 
 
 
 
 
 
 
 

 
 

www.lac-group.com      
 

 

 

- By Michele A. Lucero, Director, Business Development & Client Services 

 

 

 

http://www.lac-group.com/
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QUICK CQ SELF-ASSESSMENT 

The Cultural Intelligence Center (www.culturalq.com) offers a variety of tools, 

certifications, and assessments related to raising your awareness of your CQ (Cultural 

Intelligence) from a quick selfasessment (www.culturalq.com/selfassessgo.html) to a 

multi-rater assessment (360) referenced by Michele A. Lucero during her 

presentation. 

 

CQ: THE TEST OF YOUR POTENTIAL FOR CROSS-CULTURAL SUCCESS 

David Livermore published an article in 2010 about leadership, 

and becoming increasingly aware of, “the skills you need to lead in 

a globalized world.” While David’s article was geared towards 

globalization in term of organizations operating across 

geographical barriers and the resulting cultures – many of his 

points hold true for the increasingly “global” role of information 

professionals within their own firms. While the barriers and 

challenges may not be as starkly apparent as the differences 

between operating business in the U.S. vs. Nigeria, we still need to 

be aware of the perspectives and cultures within our own firms 

(across departments, and levels of management) so that we can 

communicate effectively while operating efficiently. You can access the full article on the Forbes 

website: http://www.forbes.com/2010/01/06/cq-cultural-intelligence-leadership-managing-

globalization.html. 

David Livermore is the author of Leading with Cultural Intelligence: The New Secret to Success. He is 

the executive director of the Global Learning Center, in Grand Rapids, Mich., and is a visiting research 

fellow at Nanyang Technological University in Singapore. He averages 35 national and international 

speaking engagements a year, addressing approximately 7,500 leaders a year across 75 countries. His 

Web site is www.davidlivermore.com . To learn more about CQ, visit www.cq-portal.com. 

IMS PAIRED SERVICES 

Client and business development practical application programs help businesses increase their 

visibility, experience better interactions with their client base, and strategically allocate resources 

based on client appetites, in order to realize the most value out of their business development 

investments. 

COMPETITIVE INTELLIGENCE DATA FEASIBILITY REVIEW PART I 

Does your data provide the insights your firm needs for better business development? As a 

precursor to large-scale improvement initiatives, IMS experts will review current firm data for 

improvement suitability. This small project involves a review of your firm’s targeted area of interest 

(new business, territories, etc.) the provision of customer data with bulling amounts and 

demographic data, and data analysis for suitability. 

 

 

http://www.culturalq.com/
http://www.culturalq.com/selfassessgo.html
http://www.forbes.com/2010/01/06/cq-cultural-intelligence-leadership-managing-globalization.html
http://www.forbes.com/2010/01/06/cq-cultural-intelligence-leadership-managing-globalization.html
http://www.davidlivermore.com/
http://www.cq-portal.com/
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COMPETITIVE INTELLIGENCE CLIENT PROFILE CREATION PART II  

This small project is only available as an add-on to Competitive Intelligence Data Feasibility Review 

Part I, and only if the outcome of that review found your data to be suitable. If your data is robust, 

then IMS will create a series of client profiles to help your firm better target ideal clients: ones who 

have a high likelihood of providing profitable long-term relationships with your firm. 

 

TARGETED PROSPECT IDENTIFICATION FOR BETTER BUSINESS DEVELOPMENT  

This market study is only available as an add-on to our small project “COMPETITIVE 

INTELLIGENCE CLIENT PROFILE CREATION PART II” and will run customized client profiles 

against market data. This study will create an intelligently targeted lead-list of businesses that are 

likely to need and appreciate your services, providing your firm with ongoing and profitable 

relationships based on your historical client data and financial results. 

 
 
 


