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Lennon Heather use Keyhouse 
as their principal IT Supplier  

 

mmmmmm 
Lennon Heather Solicitors were founded by 
Peter Lennon and Douglas Heather in 1981 
and are a well established firm in Dublin 
based on City Quay. The firm has 14 
solicitors, 5 legal executives and 21 support 
staff providing conveyancing, commercial 
law, litigation and banking law services to 
its clients.  
 
In January 2003, under the guidance of 
Peter Lennon, the firm selected Keyhouse 
as its primary IT supplier for the firm’s 
computer network and Practice 
Management software. In February 2003 
Keyhouse upgraded the firm’s computer 
network and in March 2003 SAM3 
Accounts software was installed and all the 
client, matter and accounts records were 
converted from the firm’s old system.     
 
 

In April and May 2003 the firm had put into 
operation Cheque Requisitions and Bill 
Drafting and began the implementation of 
Case Management and Time Recording. 
 
By October 2003 Lennon Heather had all 
of the Practice Management software 
modules bedded down with approximately 
58 users using the software on a daily 
basis. The latest product that the firm 
implemented was the Keyhouse Digital 
Dictation software which was installed in 
March 2004 throughout the firm.    
 
The key to this successful implementation 
was down to Peter Lennon and his team’s 
commitment to the project. By working 
closely with Keyhouse the firm were able to 
achieve significant results from their IT 
investment in a short period.  
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At your Service 
Details of Keyhouse 

products and services 
for lawyers 

Peter Lennon (Managing Partner of Lennon Heather) 



            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            
            

   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   
   

            
            

 
 

The Clipboard 
 

KEYHOUSE ASKED 
TO ADDRESS THE 

2005 PRACTICE 
MANAGEMENT 
CONFERENCE 

 
Justin Phelan will be 
speaking at the 2005 
Practice Management 

Conference in 
association with 

Thompson Roundhall to 
be held on April 21st in 
the Westbury Hotel, 

Dublin.  He will be using 
his 25 years experience 

working with Irish 
solicitors to speak on 
Managing IT for Real 

Returns. 
For more information on 
the conference, contact 
01 662 5301 or email 

info@roundhall.ie 
 

LAW SOCIETY 
SEMINAR 

 
Brian Sweeney has been 
asked by the Law Society 

to speak at one of its 
CPD seminars to be held 

at the Ardilaun House 
Hotel in Galway on 

Tuesday 19th April 2005.  
The focus of this seminar 

will be on practical, 
achievable marketing 

techniques for the small 
to medium sized practice.  
Brian will be addressing 
the area of Using IT for 

Effective Marketing. 
For more information, 

contact 01 672 4802 or 
email 

lawschool@lawsociety.ie 
 

Some changes at 
Keyhouse. 

After 14 years as Managing Director of 
Keyhouse, I think it is time that both Keyhouse 
and Justin Phelan had a change.  Therefore, as 
of the end of March 2005, Brian Sweeney is 
taking over the reins as MD and I am moving 
into a more development oriented role.   
 
Those 14 years have been full of challenges, 
successes, disappointments, learning, 
adjustments, highs and lows – exactly as you 
would expect when growing a business from 2 
people to 21 in the tiny and highly competitive 
market that is Solicitors’ IT in Ireland.  Keyhouse 
has grown from having 8 clients to over 230 in 
the last 10 years and that has meant enormous 
change and adjustment.  Key to this success 
has been the team at Keyhouse.   
 
All organisations comprise a variety of people, 
with their different skills, talents, faults and 
idiosyncrasies, and Keyhouse is no exception 
(in fact, I think we have a very interesting 
variety!).  What our team has in spades though, 
is extraordinary flexibility and an enthusiasm for 
putting all shoulders to the wheel when called 
upon.  They are very tolerant, both of their very 
imperfect managers and of the vicissitudes and 
difficulties visited on them by the nature of our 
business.  In writing this and reflecting on the 
support, tolerance and loyalty of the team over 
the years, I can only say that I am somewhat 
mystified and grateful.  I know that Brian will 
appreciate their continuing support. 
 
It is important also to realise how Keyhouse is 
run and consequently the effect this will have on 
the business.  Essentially, all policy and strategy 
is decided by the board of directors and the MD 
simply implements those decisions.  That is 
what I have been doing over the years.  The 
board is not changing and will continue to 
operate in the same way.   
 
 

Justin Phelan, 
Managing Director 

Brian will bring however, a welcome change of 
style to the post.  He is undoubtedly a more 
outgoing person than I am and this will refresh the 
position in an important way.  I, for one, am 
looking forward to his tenure, and the positive 
effect he will have. 
 
For myself, although I’m far from disappearing into 
the sunset yet, I must also express my gratitude to 
our business advisors over the years who have 
helped me considerably as a novice MD.  Of 
course, my family have had to put up with the long 
hours and sometimes obsession with Keyhouse.  
They have been unbelievably patient and 
supportive.  I am looking forward now to getting 
back to what I prefer and am best at – developing 
software - and to working more technically with the 
development and support teams and hopefully 
coming up with some interesting ideas.  I will of 
course be maintaining, and indeed probably 
increasing, contact with our clients in many areas.  
That is the lifeblood of Keyhouse and will remain 
so. 
 
I’m sure you will all join me in wishing Brian the 
best of luck in his new post and I look forward to 
working with him on this ongoing and exciting 
adventure that is Keyhouse. 
 



            
       
 
 
 
            
            
            
            
            
            
            
         
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

The Clipboard 
 
OTTERBURN LEGAL 

CONSULTING 
SEMINARS 

 
Otterburn Legal 

Consulting is holding two 
one-day seminars in 

Dublin at the Morrison 
Hotel on April 13th and 

April 14th 2005.  The first 
seminar is an 

Introduction to Accounts 
and Law Firm 

Management, which is 
designed for new or 
prospective partners.  
The second seminar 

designed for partners and 
practice managers is on 

Profitability and Law Firm 
Management. 

For more details contact 
00 44 1484 682928 or 

visit 
www.otterburn.co.uk 

 
DIGITAL DICTATION – 

THE HARD FACTS 
 

A London commercial 
practice, Campbell 

Hooper estimate after 
three years of 

implementing a digital 
dictation workflow 

management system, 
they have saved over 

£400,000 (€584,000) on 
the cost of temps alone.  
In addition, the firm has 
increased its number of 

fee earners from 40 to 48 
during this time without 
having to increase the 
number of secretaries.  

These savings equate to 
a return on investment of 

£3,000 (€4,500) per 
lawyer per year. 

(Legal Technology Insider, 
Issue 173)  

www.legaltechnology.com 

Case Management Systems – from 
Great White Hope to Cinderella? 

 
Information Technology has been used to varying 
degrees by solicitors in Ireland for more than 25 
years.  The obvious benefits of word processing 
aside (what are solicitors if not “word 
processors”?), IT has been applied in several 
areas.  Most commonly, the Accounts function 
producing Management Reports and Key 
Performance indicators (KPIs) is being used 
routinely in both large and small firms.  Unlike 
other industries/professions which utilise general 
enterprise accounts software, Solicitors’ Accounts 
systems tend to be especially developed to handle 
the particular demands of compliance with 
Solicitors’ Accounts Rules. 
 
Many firms have stopped there, merely adding e-
mail and web access to their word processing and 
accounts systems. 
 
There are however, several other areas which can 
benefit from IT and there is a selection of software 
available for Litigation Support, Document 
Management, Time Costing, Billing Support, e-
dockets, Voice Recognition, Digital Dictation, 
Marketing, Library, HR, external Client Access, 
and many more.  Currently, the most active of 
these other system are of the Case Management 
type. 
 
On the surface, Case Management software offers 
a great deal to a solicitors firm.  It begins by 
essentially doing for case work what precedent 
documents do for authoring – standardises and 
automates those parts which can be standardised, 
thus saving repetitive work, increasing reliability 
and accuracy with consequent benefits to 
productivity, cost savings (and therefore profit!) 
and improved client service.  It then goes on to 
facilitate quality control and team management 
beyond the usual measures of fee income.  
Sensibly used, it can also have a positive effect on 
the important Fee Earner/Secretary ratio and 
should make it far easier and quicker to find 
information on cases.   
 
So, with a list of benefits such as these, and they 
are real and substantial, Case Management must 
be on every solicitor’s desk, mustn’t it?  Well, no.  
In fact, although there is no empirical data 
available for Ireland, Case Management is still 
only a minor player in day-to-day legal work here.  
Although this type of software has been available 
for quite a number of years and while many firms 
have invested in it, they are not using it, or are 
only using it in very limited areas of work.   
 

We have all heard the stories of abandoned 
case management projects.  Why is this? 
 
It is usually not to do with the quality of the 
software.  There are some very good Case 
Management systems languishing on shelves in 
computer rooms in solicitors offices.  Software 
vendors complain that their products are not 
being properly used.  Where is the cause? 
 
In my experience, it is usually to do with both 
the effort and the attitude – of solicitors.  Having 
been involved in dozens of successful and 
some unsuccessful implementations of systems, 
it is usually the solicitors that are the problem.  
Support staff tend to see the advantages quite 
quickly and adapt accordingly.   
 
Case Management systems require lawyers’ 
input at the outset to, at least, approve the 
documents and workflows involved.  Often, they 
will find them unsatisfactory but find it difficult to 
put the effort into correcting them or improving 
them.  It is in the nature of the profession that 
what will satisfy one firm will be regarded with 
disdain by another. Therefore, most firms will 
wish to fashion their own materials.  Many find 
the investment of effort here too great.  
 
The other main difficulty is with change.  A 
typical situation I have encountered would 
involve a firm buying a case management 
system in order to improve things, but wish to 
continue working the same way, ignoring the 
fact that improvement means change. 
 
Interestingly, this is not unique to Ireland.  At the 
recent legal technology conference I attended in 
London, a consensus emerged between 
solicitors, software vendors and independent 
consultants that the biggest issue in IT for 
solicitors is to get Case Management systems 
running and in everyday use for most or all 
types of work. 
 
Many of the larger firms in Ireland use Case 
Management for certain types of volume work; 
Debt Recovery, Domestic Conveyancing etc.  
These operate very successfully.  The challenge 
now is to spread these benefits to other, less 
obvious areas of work, where, although less 
structured, there are still considerable benefits 
to be gained. 
 
 



BANK OF IRELAND LEGAL SERVICES AND KEYHOUSE 
 
Bank of Ireland’s Legal Services Unit is based in Cabinteely, Co. Dublin under the 
management of Fintan O’Connor. The Unit provides a legal service to the Bank’s retail 
banking area. The Bank was looking for a business application that would fit into their 
work practices and procedures as well as providing them with important management 
information.  In May 2004 the Bank installed Keyhouse Case Management software 
using a Microsoft SQLServer database and started to implement case plans and 
documents in support of their retail banking customer. Brendan O’Flaherty and Karen 
Neary were designated as the project team for the Bank and in conjunction with Stephen 
Keogh and Helen Bester of Keyhouse, have been responsible for rolling out the system 
throughout the Legal Services Unit.    
 

Keyhouse Computing Ltd, 3A Market Court, Main Street, Bray, Co. Wicklow. 
Phone: 01 – 204 0020 email sales@keyhouse.ie web: www.keyhouse.ie DX 16024 Bray 

 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
    
   

Keyhouse 
 

The complete 
Information Technology 

(IT) solution for your 
firm. 

 
Keyhouse 

LawOffice:- 
 

Accounts (SAM3.4) 
Bill Drafting 

Cheque Requisitions 
Digital Dictation 

Case Management - 
includes case plans and 

precedents for: 
Conveyancing 

Litigation 
Debt Collection 

Probate 
Time Recording 

Document Imaging 
Web Access to Case 

Management 
 

Keyhouse Networks:- 
 

Hardware 
PC Networks 

Communications 
Training 

Network Support 
Internet & Remote Access 

Services 
 

Keyhouse 
The one stop shop 

solution. 
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ACTIVE START TO THE 
YEAR FOR KEYHOUSE 

 
2005 started off just as busy as 2004 ended 
with a variety of new clients coming on board. 
Lavelle Coleman have gone live with Digital 
Dictation which was implemented on a trial 
basis last quarter and now have 47 users 
using the system.  It fully integrates with Case 
Management & Accounts.   
 
New clients to come on board include Barry 
Lyons & Co and Walker O’Carroll Hogan.  
Both firms have chosen Keyhouse Accounts 
to replace their existing Accounts software 
package.  Hennessy & Perozzi have also 
chosen to implement Keyhouse Accounts.   
 
Case Management continues to attract new 
clients with Peter G. Crean & Co. the latest to 
come on board.  Hegarty & Armstrong, who 
are long standing SAM users, have also 
acquired the Keyhouse Case Management to 
integrate with Keyhouse Accounts 
. 

IS SPAM HIGHJACKING 
YOUR INBOX? 

 
If you are finding that your email inbox is 
constantly presenting you with lots of junk 
mail and spam then Keyhouse may have 
found a product to handle this time wasting 
and annoying problem.  
 
At the moment we are testing a system which 
we are finding very effective. We are hoping 
to make the product available to our clients 
once we have completed all the tests at 
Keyhouse.   
 
If you are interested you can contact 
Keyhouse on 01-2040020 or 
sales@keyhouse.ie.   
 
 
.   

English Leahy Donovan in Tipperary 
 

Have recently signed up with Keyhouse for Accounts, Bill Drafting, Cheque Requisitions, 
Case Management, Digital Dictation and an upgrade of their computer network. The firm 
were using BCL Accounts and Case Management and Dictaphone Digital Dictation and 
over the next 2 months Keyhouse will be converting all their data into the Keyhouse 
applications 

  Some of the Keyhouse support team 
 
 

 

Here are some of the faces 
behind the voices you hear 
regularly on the phone.  
Their experience and 
professionalism has 
rescued many of our clients 
in times of difficulty. 
 
Pictured (back row) left to right, 
Gavin Molony,Lisa McGurty, 
Anne Mellon, Chris Lawrence, 
Emilian Dackiewicz, (front row), 
Kathy Kennedy, Brian Everitt, 
Helen Bester and Samantha 
Keogh. 
Missing from the picture are 
Michelle McCombie and 
Michael Martin. 


