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Introduction
Most attorneys do not give sufficient thought to planning their legal careers.  Sure, when they 
graduate from law school, they seek out the best jobs they can get.  They practice for a couple 
of years and then  at some point probably decide to seek new jobs.  Yet sometimes even after 
working for a few years, and possibly even after multiple job changes, these attorneys still don’t 
know where they really want to be in their legal careers.  If they do know, then they don’t know 
how to actually get there.  Because of this, countless attorneys continue to follow unfulfilling 
career paths, and as a result many end up leaving the practice of law completely.  Many of these 
attorneys could have built successful and rewarding legal careers had they only been more 
aware of how to plan such a career.

Legal recruiters often are valuable assets to attorneys who are trying to find fulfilling career 
paths.  Good legal recruiters are experts in the legal market.  Their clients rely on them for advice 
on every issue that might affect their careers.  Furthermore, their clients count on them to locate 
not just any jobs, but jobs that are perfect fits for each client’s own individual career goals.

Good legal recruiters do not merely know about the general legal market; rather, they forge close 
relationships with both law firms and candidates.  They must grasp what each firm is looking for 
in potential hires and know about everything from firm culture to specialized practice groups.  
Additionally, they must identify what each candidate really is looking for in his/her career and 
must know enough details about each candidate to (a) discern which employer would be the 
best fit for that candidate, and (b) successfully present the candidate to that particular firm.  In 
short, good legal recruiters need to know where their clients truly want to go their legal careers, 
and how they can get there.

BCG Attorney Search is the largest and most successful legal recruiting firm in the United States.  
The company has gotten jobs for tens of thousands of attorneys, and the depth of its resources 
is unrivaled in the industry.  BCG’s recruiters are first-rate attorneys who have practiced with 
major American law firms.  Additionally, BCG works only on placing attorneys in law firms, 
and has developed unmatched expertise regarding the unique needs of attorneys.

This book gathers articles that have been written over the years by A. Harrison Barnes, founder 
and managing director of BCG Attorney Search.  Through his work with BCG and other 
companies he has started, Harrison is responsible for getting more attorneys jobs than any other 
single individual in the United States.  

The articles in this book contain advice to help attorneys obtain not only jobs, but also successful 
and fulfilling legal careers.  The first articles discuss important general considerations for 
planning your legal career.  The next section contains advice on how to conduct yourself in your 
work environment in order to get the most out of your career.

Often, it is necessary to change jobs to find what you seek. The following is a series of articles 
on when and how you should go about this momentous process.  There is specific advice on 
conducting your actual job search and advice on working with legal recruiters to find the right 
position for your career goals.  Finally, the book closes with articles containing general insights 
into the legal profession.



Every attorney is different.  Attorneys have different goals and different interests.  One might seek a 
competitive work environment, while another might long for a more collegial work environment.  
One litigator might value behind-the-scenes strategizing, while another might gravitate toward 
courtroom drama. The best job for one attorney could be the worst job for another.  

The job of a recruiter is to assess the needs of each firm and each candidate, and consider what 
each can offer the other.  After careful evaluation, the recruiter can match their needs and make 
a successful placement.  By utilizing the services of recruiters, countless attorneys have obtained 
jobs that perfectly suit their career goals.

Obviously, nothing can substitute from working personally with a good legal recruiter, who will 
focus on your own particular needs and wants.  However, the articles in this book incorporate 
advice for attorneys at all stages of their careers and from all fields of practice.

The advice contained in this book is useful for any attorney who seeks a path to a successful 
and fulfilling legal career.  After reading this book, you will be well on your way to taking your 
career in any direction you choose.
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YOUR LEGAL CAREER

“Can you be trusted?” 

Beyond any other single question, regardless of how motivated you are, where you went to law 
school or your work history, if you slip up on an issue of credibility, you might as well forget 
about a successful career in the law. Certainly, there are many people who get ahead by playing 
fast and loose with the rules. I have seen more examples of this than I can count over the course 
of my career. Nevertheless, when all is said and done, no matter how far untrustworthy people 
get, they almost always come crashing down. When these crashes occur, they are not normally 
bumps in the road. Legal careers end. 

I used to teach professional responsibility in law school. In this class, like most professional 
responsibility classes, we spent a lot of time going over the rules and debating various ethical 
questions. Personally, when I took this class in law school, I believed that it was somewhat of a 
“blow off,” as did most of the students in the class I was in. This is not a blow off article about 
professional responsibility, however. As a legal recruiter, I have seen far too many legal careers 
end—or stall out—due to credibility lapses by attorneys. This is more common than you might 
think. In fact, I would estimate that at least 5-10% of all legal careers experience long-term 
negative effects because an attorney has done something that is dishonest or not credible. When 
you probe the reasons why top attorneys often can not get interviews or are not hired when 
references are checked, it is most often because people believe they cannot be trusted. While 
the need to maintain credibility may seem obvious—for example, no self-respecting attorney 
would steal client money, or lie in court—most often, indiscretions can be far more subtle. If 
an attorney shades the truth to superiors or does not make important information known to a 
client or superiors, the results can be disastrous on his/her career. 

Beyond any other single trait, credibility is something that can instantly ruin a career. Over the 
course of my career as a legal recruiter, I have witnessed what seems like countless legal careers 
crash and burn due to credibility slipups. Moreover, in the organizations I have been involved 
in or run, the most persistent cause of failure is someone losing credibility as well. Once people 
lose credibility, their careers usually end and their lack of credibility ends up following them to 
their next job and then their next job because people remember this and talk about it. It doesn’t 
matter if you screw up in a law firm in Chicago and move to New York or Florida. Wherever 
you go, the chances are very good that your past lack of credibility will follow you. 

“Can you be trusted?” Once any doubt is injected into this calculus, you have lost a great deal. 
Fortunes can be lost and rebuilt. Firings for things you did wrong where your credibility was 
not at issue almost always go away in the future. If you lose your credibility, however, that may 
never be regained. 

First, this article examines what “credibility” is. An often loosely defined concept, credibility 
in the legal profession encompasses far more than you might be aware. Second, this article 

Credibility and Your Legal Career
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examines the reasons it is important to maintain credibility at all times. It also examines some 
of the more common causes of a loss of credibility. 

While many of the messages in this article may seem self evident, I do not believe they are. 
Paradoxically, it is almost always the most accomplished, aggressive, and talented people who 
often lose their credibility. Their motivation becomes such that years of achievement become 
ruined in one poor lapse of judgment. 

Credibility in the Legal Profession Defined
Credibility can be defined in many ways. For the purposes of this article, credibility means 
several things: (1) It means never being dishonest, (2) It means never failing to make someone 
aware of the truth in circumstance where you should; and, (3) It means not cutting corners and 
doing what you say you are going to do when you say you are going to do it.

1. Credibility Means Never Being Dishonest
If you lie in the course of your job, then you are toast. Most liars are exposed. People stop 
trusting them. Partners do not give them work. Clients stop doing business with them. 

This sort of dishonest behavior is all too common. When it occurs, careers end quite often. You 
simply cannot be a good attorney and lie to others. This does not work. 

2. Credibility Means Never Failing to Make Someone Aware of the Truth of Circumstances 
When You Should
This is one of the most common causes of a loss of credibility. This is also one of the things that 
many attorneys actually do not think is dishonest, which I do not understand. Attorneys are 
supposed to be advisors. As an advisor, your task is to make others aware of information which 
can either help or hurt them. When dealing with clients, this sort of behavior is paramount if 
you want to succeed. Holding back information can really hurt your credibility and do long-
term damage to your career. 

One of the most common examples of this is the prosecutor who does not turn over exculpatory 
evidence simply because he is not asked for it. These sorts of prosecutors can become pariahs in 
the legal community. More importantly, when you are an attorney working for others, you are 
expected to make your superiors aware of information which they should know. If you have 
failed to do something, or done something which others should be made aware of, you need to 
make them aware of this. 

As an attorney, others will trust you if you make them aware of information they should know. 
Keeping silent can often be construed as lying. There are numerous examples I could get into 
here. Nevertheless, if you do this then you are hurting yourself and getting yourself into a 
situation where you may not be trusted. 

3. Credibility Means Doing What You Say You Are Going to Do and Not Cutting Corners
I believe that this is the most common way to lose credibility among attorneys. In fact, I would 
estimate that this is also the single largest credibility failure that I have ever seen an attorney 
get in trouble for. 





Many attorneys don’t really know what they want from their careers.  They 
don’t give sufficient thought to planning their legal careers and, as a result, end 
up stuck in unfulfilling jobs.  They often leave the practice of law completely.  
Many of these attorneys could have built successful and rewarding legal 
careers had they only been more aware of how to plan such a career.

This book gathers together articles by A. Harrison Barnes, founder and 
managing director of BCG Attorney Search.  Through his work with BCG 
and other companies he has started, Harrison is responsible for getting more 
attorneys jobs than any other single individual in the United States.

Legal recruiters have helped thousands of attorneys on the path to fulfilling 
careers, and BCG Attorney Search is the most successful legal recruiting 
firm in America.  The recruiters at BCG are experts in matching the needs of 
outstanding attorneys with the needs of outstanding law firms.

While nothing can compare to working directly with a top legal recruiter, 
not all attorneys have such an opportunity.  The articles in this book contain 
advice that can help all attorneys, regardless of career path or practice area, 
get what they want from their legal careers.  Find out when and how to 
switch jobs, how to conduct yourself on the job for maximum success, and 
much more.  Armed with this knowledge, you will be well on your way to a 
successful and rewarding legal career.




