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The Spencer Fane law firm posted an-
other year of double-digit revenue growth 
in 2016, up more than 15 percent to $73.5 
million after 11 percent growth in 2015.

“The legal industry has been pretty flat 
and looks to be for the foreseeable fu-
ture,” Frank Neuner, managing partner of 
the St. Louis office, said. “One difference 
for us, we believe, is that we’ve invested 
a lot of time and resources into getting 
feedback from clients.”

Revenue at U.S. law firms grew at a rate 
of only 0.8 percent, to $292 billion, from 
2011 to 2016, according to research firm 
IBISWorld.

Spencer Fane lawyers meet quarterly 
with clients, individually and in groups, 
and ask what they like, and what they 
don’t. What they’ve learned, in part, is 
that business clients want to deal with 
partners, not beginners.

“Clients don’t like to spend money on 
training junior associates,” Neuner said. 
As a result, the firm has more partners 
than associates, the reverse of many firms. 
The St. Louis office, for example, has 39 
lawyers, including 23 partners, 11 expe-
rienced lawyers “of counsel” — soon to 
be 12 when Mayor Francis Slay joins this 
month — and only five associates. The firm 
has 198 total lawyers. The St. Louis office’s 
sweet spots include commercial litigation, 
real estate and transactions.

A corollary demand from clients: They 
want efficiency — that is, the biggest bang 
for their buck and quick results. “That 
influences how we staff,” Neuner said. 

“Typically, we have no more than two 
lawyers on a case. We also limit the num-
ber of cases each lawyer is on to increase 
efficiency.”

He also credits stability at the firm. 
“Knock on wood, our turnover rate among 
partners has been low to nonexistent, and 
we don’t take that for granted,” he said.

St. Louis firms have been stealing law-
yers from one another like there’s no 
tomorrow. Carmody MacDonald, Arm-
strong Teasdale, Polsinelli, Husch Black-
well and Capes Sokol have all been ac-
tive. Lateral hiring nationally increased 
8.5 percent year over year in 2015 and 4.8 

percent in 2014, the National Association 
for Law Placement reported.

Neuner said he was out to dinner with 
a CEO client and asked him what he likes 
about Spencer Fane’s work. “He said he 
liked the decisive, efficient and practical 
advice,” Neuner said. Clients don’t want a 
broad range of possible options dumped 
in their lap. “They want an answer, a rec-
ommendation, and then they can decide 
whether they want to take it.”

Slay and a handful of current Spencer 
Fane lawyers who work in St. Louis real 
estate, economic development and public 
financing will open an office downtown. 
Neuner said he is close to a decision as 
to where, but the deal is not signed and 
sealed.

Nationally, the firm, which is based in 
Kansas City, has been expanding in the 
West and Southwest, opening offices in 
Phoenix, Oklahoma City and Dallas and 
adding lawyers in its Denver office. “I see 
our focus in the near term to be building 
out those new markets,” Neuner said. As 
for additional growth in St. Louis, he said, 
“It would have to be a particular practice 
area that would fill a need.”

Other offices are in Omaha, Colorado 
Springs, Jefferson City and Springfield, 
Missouri, and Overland Park, Kansas.

Spencer Fane’s Frank Neuner 
said clients like the “decisive, 
efficient and practical” advice 
that his firm provides.
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