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K&L Gates inched up its headcount by 
just under 1 percent, moving from 1,747 
lawyers in 2009 under the Dec. 31 cutoff 
date to 1,763 in 2010. The equity partner 
tier remained relatively flat, moving from 
295 equity partners in 2009 to 294 in 
2010. The non-equity tier increased by 1.3 
percent from 605 non-equity partners to 
613, the firm said.

When asked how the firm managed to 
grow PPP 8 percent when revenue 
increased just 2 percent and no equity 
partners were cut nor were major cost-
cuts conducted, Kalis said the firm was 
busier and was able to hold its pricing.

DECHERT
Philadelphia-based Dechert saw a 9 per-
cent drop in gross revenue in 2010, bring-
ing in $65 million less than it had in 2009.

The firm earned $648.6 million in rev-
enue in 2010, compared to $713 million in 
2009 and $815.9 million in 2008.

The firm’s headcount dropped 8.8 per-
cent between 2009 and 2010 to 756 full-
time equivalent lawyers. Between 2008 
and 2009, the firm’s headcount dropped 
by nearly 12 percent.

Dechert grew in profits and profitability, 
however, while maintaining close to the 
same number of equity partners.

With The American Lawyer’s new calcu-
lations, Dechert saw a 5.5 percent decrease 
in RPL to $858,000 in 2010 from $908,000 
in 2009 and a 2.6 percent increase in PPP 
from $1.96 million in 2009 to $2.01 million 
last year. The firm’s average compensation 
for all partners grew by about 2.5 percent 
from $1.37 million in 2009 to $1.41 million 
in 2010.

The firm was able to grow profits at a 
higer rate than it shrunk the equity part-
ner tier. The firm had 148 equity partners 
in 2009 under the Dec. 31 cutoff date com-
pared to 146 in 2010, making for a 1.3 per-
cent decline in that tier. The non-equity 
partner tier dropped by about 3 percent 
from 106 to 103.

Dechert grew its net profit by nearly 1 
percent to $294.3 million. The firm’s profit 
margin grew from 41 percent in 2009 to 
45.4 percent in 2010.

Chairman Barton J. Winokur said the 
firm’s strategy of focusing on the highest-
end work for clients as well as moving 
quickly to adjust to a changing legal land-
scape during the recession allowed it to 
maintain profitability without significantly 
cutting equity partners and despite seeing 
gross revenue fall.

MORGAN LEWIS & BOCKIUS
Morgan Lewis & Bockius saw its gross rev-
enue increase 1.5 percent to $1.08 billion. 
The firm’s revenue per lawyer increased 
more than 6 percent to $875,000 and its 
profits per equity partner grew nearly 10 
percent to $1.4 million. The firm’s head-
count fell 4.4 percent to 1,239 attorneys. 
The firm was ranked 11th last year and 12th 
the year before that.

REED SMITH
Pittsburgh-based Reed Smith grew its rev-
enue 1.7 percent from $942 million in 2009 
to $958 million in 2010.

The firm was also able to bump up its 
profit margin a percentage point from 33.6 
percent to 34.6 percent, bringing in net 
revenue in 2010 of $331.7 million.

After seeing headcount drop between 
2008 and 2009, Reed Smith moved in the 
opposite direction in 2010, bumping head-
count a little more than 1 percent from 
1,433 lawyers to 1,449 last year. The equity 
partner tier remained virtually flat, mov-

ing up from 315 to 316 equity partners 
year-over-year. The non-equity partner 
tier grew 3.3 percent from 362 non-equity 
partners in 2009 to 374 in 2010.

Based on the Dec. 31 cutoff, Reed Smith 
averaged revenue per lawyer in 2010  
of $661,000 and profits per equity partner 
of $1.05 million. The firm’s average 
compensation for all partners came in at 
$677,222. Under the Aug. 31 cutoff date 
used in 2009, Reed Smith’s RPL was 
$660,000, its PPP was $1 million and its 
average compensation for all partners was 
$652,415.

Though not an exact comparison, 
between 2009 and 2010 the firm roughly 
increased its RPL by 0.2 percent, its PPP 
by 4.7 percent and its average compensa-
tion for all partners by 3.8 percent.

While the firm’s headcount barely 
inched up, its hours billed grew by 3.4 per-
cent from 2.39 million in 2009 to 2.47 mil-
lion in 2010. That didn’t result, however, in 
an equal rise in gross revenue.

“To move the revenue needle in this 
year was not easy,” Reed Smith managing 
partner Gregory B. Jordan said. “Keeping 
the productivity up was really a challenge. 
When there is a lack of demand, price com-
petition becomes more intense and that 
definitely has an impact on realization and 
the net results.”
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Gross Revenue: $979M
Equity Partners: 303
Total Attorneys: 1,484‡$938,000
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   *Based on Dec. 31 FTE     ‡Based on Aug. 31 FTE
    Due to a change in reporting methodology, the RPL, PPP and headcount figures are not an exact year-over-year 
    comparison for 2009 and 2010.
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