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1. MISSION STATEMENT

To provide full service legal representation as a law firm of choice serving the needs of nationally recognized contractors, as well as public and private owners and commercial developer.

2. COMMENTARY TO MISSION STATEMENT

The Construction Law Practice Group’s mission is to be a “full service” firm for construction contractors, public and private owners, and commercial developer.  The representation of general and trade contractors is the life blood of a construction practice and as such we emphasize service to national contractors such as those listed in the ENR Top 400.  Consistent with this mission, the Construction Law Practice Group seeks to serve the needs of contractors engaged in heavy construction and transportation, public owners and departments of transportation associated with such projects, and private owners whose needs include industrial, manufacturing and processing plants.  Services provided to the Group’s clients, and for their projects, range from pre-construction transactional representations to contract structure, drafting and negotiation, through the project’s “real time advice”, to preparation and defense of claims, alternate dispute resolution proceedings and litigation.  The Construction Law Practice Group’s mission is to provide full service representations, to serve all the legal needs of our clients, whatever and wherever they may be.

3. TARGETED CONSTRUCTION INDUSTRY SEGMENTS

Jenkens & Gilchrist and the Construction Law Practice Group seek sophisticated and profitable legal work.  With those goals in mind, the Construction Law Practice Group is focusing on the following industry segments and the targeted clients in Section 4 below.

a. Transportation and heavy construction

b. Power

c. Industrial and manufacturing

d. Commercial

4. TARGETED CLIENTS

Our practice group’s primary focus for client development is ENR Top 50 Contractors. Most of these firms construct transportation projects, power plants and industrial projects.  Our secondary focus is on owners and developers. Most of the projects they have constructed for them are not constructed by our targeted construction contractor clients and potential clients.

5. AREAS OF DIFFERENTIATION

A. First to market

B. Investment in client

C. Effective use of technology 

D. Strategically located

E. Full service (potentially including engineers and other ancillary services)

F. Quality service execution

6. FOCUSED SERVICES

A. Claims, ADR, Litigation and Arbitration

B. Design-Build

C. International with focus on Mexico

D. Contracts

E. Real time advice

7. ACTION AREAS

A. Training

B. Growth

1. Group acquisitions

2. Lateral hires

3. Law school recruiting

C. Marketing and public relations

D. Technology

E. Research and development

8. DEFINITIONS OF SUCCESS

A. Individual lawyers success.  Supporting documents that define success, at various milestones, in the development of the diverse career ambitions of the practice group’s members.  Each year each practice group member will complete a Personal Performance Plan outlining his or her expectations of the source of billable hours and the planned used of investment hours for career and client development.

B. Industry segments.  Supporting documents that define success, at various milestones, for each of our targeted industry segments.

C. Practice group success.  Supporting documents that detail our definition of success for the practice group at points in time.
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