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Happy Holidays Everyone. 

One of my very good friends, Kathy Whang (the person who 

walked me down the path to GLA), annually writes a Christmas 

story that she sends out with her cards.  It is definitely not the typi-

cal “here’s what we did this year and aren’t my kids perfect” type of 

holiday letter.  No, she writes beautiful touching stories and I feel 

very privileged that she has allowed me to share one of her stories 

with her fellow GLA members.   

I wish you all a holiday season filled with love, health and every-

thing that brings you happiness.     

Many hugs to everyone!  

Maureen Varnes, CLM

Maureen o. Varnes, clM 
mov@rodipollock.com
213-438-5234
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PRESIDENT’S MESSAGE

You Should Have Come, There Was Cake 
It’s that time of year – that blur between fall and winter – you 

know that stretch filled with all those year end holidays and events 
and parties and family gatherings and obligations. That time of year 
that promises JOY, JOY, JOY!  But, sometimes leaves one dizzy with 
calendar shuffling and intermittent acid indigestion.

Expectations are high.  You are to be ever effervescent, energetic, 
continually cordial, and just downright together. You are in high de-
mand, personally and professionally.  

Everyone will have issues re what to eat, what gift to give, who 
to invite, who not to.  But not you, you will manage your office, your 
position, your life effortlessly.  You will put your issues in your back 
pocket and Smile-Baby-Smile.

I know how it goes and I sometimes yearn for the quiet  
life in the country with the frolicking lambs and waving  
daisies………….. ahhhh. 

Time to wake up!  
Time for the next big event.
So here I go.   
It’s a particularly touchy gathering we are about to embark on 

– it’s the annual blended extended family gathering.  There are so 
many issues involved with this group of people that at this point no 
one is quite clear on who did what to whom and why.  What we do 
know is that it is Christmas and irrespective of how we got here we 
are family.  And, it is time for THE GET TOGETHER!  It has taken me 
all morning to coordinate the gang.  It is my intent to get them in the 
van and on the road by 2:00 p.m.   This is a bit challenging for me 
because although I manage an office full of attorneys and staff, it has 
been years since I have managed a house full of family.   As I count 
my blessings that they are all here within my reach, I must admit 
that while some grow patient with age, I am not one of them.   Every-
one is touchy – some want to go, some feel obligated to go, some are 
barely awake and some are going to tell me at the last minute – “no 
way, not me” – I’m staying home!

My initial response to this announcement, is pure horror!  Pure 
selfish horror as to how in the heck am I going to explain this very 
noticeable absence to THE FAMILY.   So in dread am I, that I am ren-
dered speechless - probably a good thing.  My mind churns away 
drafting the explanation I will be giving upon arrival.  An explana-
tion that will make everyone feel OK, loved, understood.

My 3 ½  year-old granddaughter has been given a choice; she can 
go with us or stay at home with her dad.   Her dad being a reason-

able man (most of the time)  and extremely democratic has given this 
little pigtailed beauty a choice because as sure as he is that he doesn’t 
want to go, he is just as sure that his choice should not be her choice.  
This is not a trait he has gotten from me.  No, I was the “do it because 
I said so” kind of parent.   

He carefully explains to her that it’s a party and “yes” she can sit 
next to her cousin in the van (best of pals these little ladies) and “yes” 
Uncle and Aunt are going as well as Gran.  She ponders this choice as 
only a tot can, admires her new shoes, grasps her baby doll and her 2 
year-old cousin’s hand, looks up at all the adults looking down and 
asks her daddy “will you be lonely?”.   He shakes his head “no”, and 
she shakes her head “yes”.  

We assemble in the entrance hall.  We make sure that we have 
presents, food, wine, coats, cameras.  We double check my grand-
daughters to make sure their baby dolls, books, and snacks are tucked 
in backpacks.  No, we are not going to Alaska we are going down the 
405, and we are going to be prepared no matter what.  And may I 
make it perfectly clear; we are going to have fun, FUN!

It’s the typical ride down the 405 (slow….), giving all time to col-
lect thoughts, nap, redo lipstick and catch up on sports.   As always, 
we are late – we phone ahead.  “OK”,  they say.  “No problem still 
working on the turkey.  Uh huh, we’ll wait.”

Tucked in the third row back seat, I rehearse my grand entrance 
and my apology for the missing family member. 

And, it is a grand entrance – trust me. 
Hugging!  Hugging! Kissing!  Kissing! And, out of my mouth I hear  

“No he is not here, and that’s all there is to it.   No questions, no dis-
cussion, please.”   Voices stop, jaws drop and eyes stare!   As if on cue, 
my granddaughter smiles and says “my Daddy’s at home, but I’m 
here.”  Well, there you have it.” I gush (dazed by my matter-of-fact 
outburst).

Surprisingly, that was all it took.  A simple statement of fact.  The 
party shifts back into 4th gear.  

My granddaughters know how to work a room, enthralled with 
the attention and gifts, they happily move from group to group, espe-
cially pleased with the cheese dip and later the mashed potatoes, and 
finally pick a spot in the corner with the basket of toys Great Aunt 
has provided.   I watch them play together in this hubbub – sweetly 
oblivious to adult tensions, expectations, and all those nagging is-
sues.  Sweetly content to be in the moment, to be together, to just be.

“Last call.  Coffee!  Dessert!”   We gather for chocolate cake and ice 
cream.   My grans are delighted.  Great Aunt is careful to cut 2 pieces 

continued on page 20
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EDITOR’S MESSAGE

tsui chu, phr
213-430-6206  
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daTe evenT TIMe & locaTIon conTacT

no chaPTer luncheon ThIs MonTh

5 Magazine articles and ad Deadline for February issue

7 gla ala
Board of Directors Meeting

City National Bank
555 S. Flower St, 13th Flr
Los Angeles, CA  90071

5:30 PM to 8:00 PM

Maureen Varnes, CLM
mov@rodipollock.com

213-438-5234

8

gla ala University/clM program
Program:  IT Management
Speaker: Stephen Green

of Morgan Lewis & Bockius

Morgan Lewis & Bockius LLP  
300 S. Grand Ave, Suite 2200                  

Los Angeles, CA  90071

Allen Matkins Leck Gamble Mallory & Natsis LLP
1901 Avenue of the Stars, Suite 1800

Los Angeles, CA  90067
6:00 PM to 8:30 PM

Janet Shaw, CLM
janet.shaw@akerman.com

213-688-9500

22

gla ala University/clM program
Program:  Insurance

 Speaker:  Kelley L. Milks of
Ahern Insurance

Allen Matkins Leck Gamble Mallory & Natsis LLP
1901 Avenue of the Stars, Suite 1800

Los Angeles, CA  90067

Akerman Senterfitt LLP
725 S. Figueroa St, 38th Flr

Los Angeles, CA  90017
6:00 PM to 8:30 PM

Janet Shaw, CLM
janet.shaw@akerman.com

213-688-9500

24

2009 gla ala annual
employment law seminar  

Speakers:  Kelly O. Scott and Karina 
Sterman of Ervin, Cohen & Jessup

The Beverly Hills Hotel
9641 Sunset Blvd

Beverly Hills, CA  90201
8:00 AM to 12:30 PM

Debra Gray
dgray@frandzel.com

(323) 658-9767

27

hr section Meeting  
Topic:  Roundtable                        

Speaker:  Fred Griffin of Dreier Stein 
Kahan Brwone Woods George LLP

TBD
Lydia Tavera

ltavera@dreierstein.com
424-202-6017

29

gla ala University/clM program
strategic/Business planning 

rescheDUleD  
Speaker:  R.W. “Hap” Ziegler Jr. of 

Ziegler Consultants

Allen Matkins Leck Gamble Mallory & Natsis LLP
1901 Avenue of the Stars, Suite 1800

Los Angeles, CA  90067

Akerman Senterfitt LLP
725 S. Figueroa St, 38th Flr

Los Angeles, CA  90017
6:00 PM to 8:30 PM

Janet Shaw, CLM
janet.shaw@akerman.com

213-688-9500

JANUARY CALENDAR

save The daTes
 daTe evenT  conTacT
 March 5, 2009            GLA University/CLM Program:  HR Session I                Janet Shaw, janet.shaw@akerman.com 

 March 11, 2009 GLA ALA Chapter Luncheon: Topic TBD  Hugo Ospina, hospina@carlsmith.com

 March 19, 2009           GLA University/CLM Program:  HR Session II               Janet Shaw, janet.shaw@akerman.com 

 March 30, 2009           Application Deadline for CLM Exam                        Janet Shaw, janet.shaw@akerman.com  

 April 7, 2009 GLA ALA Chapter Luncheon: ALA President Wendy Rice-Isaacs Hugo Ospina, hospina@carlsmith.com 

  April 9, 2009            GLA University/CLM Program:  HR Session III              Janet Shaw, janet.shaw@akerman.com 

 April 30, 2009           GLA University/CLM Program:  Review Testing Skills       Janet Shaw, janet.shaw@akerman.com
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daTe evenT TIMe & locaTIon conTacT

4 gla ala
Board of Directors Meeting

Beverly Hills Country Club
3084 Motor Ave

Los Angeles, CA  90064
5:30PM to 8:00 PM

Maureen Varnes, CLM
mov@rodipollock.com

213-438-5234

5 Magazine articles and ad Deadline for March issue

5

gla ala University/clM program
Program:  Insurance Part II

Speaker:  Kelley L. Milks, CIC, CRM, 
RPLU of

Ahern Insurance Brokerage

Allen Matkins Leck Gamble Mallory & Natsis LLP
1901 Avenue of the Stars, Suite 1800

Los Angeles, CA  90067

Akerman Senterfitt LLP
725 S. Figueroa St, 38th Flr

Los Angeles, CA  90017
6:00 PM to 8:30 PM

Janet Shaw, CLM
janet.shaw@akerman.com

213-688-9500

10

gla ala chapter luncheon                    
Topic:  Wrestling Control of E-mail 

Speaker:  Paul H. Burton of 
Vision Mechanix, LLC

Omni Los Angeles Hotel
251 S. Olive St

Los Angeles, CA  90012
11:30 AM to 1:30 PM 

Hugo Ospina
hospina@carlsmith.com

213-955-1233

17 Finance section Meeting

Alston & Bird LLP
333 South Hope Street, 16th Floor 

Los Angeles, CA 90071 
12:00 PM to 1:00 PM

Wayne Mitchell
wayne.mitchell@alston.com

213-576-1159

18 it section Meeting  
Topic:  Video Conferencing 

City National Bank
12:00 PM to 1:00 PM

Michael Masta 
mmasta@woollspeer.com

213-629-8798

19

gla ala University/clM program
Program:  Financial Management

Speaker:  R. W. “Hap” Ziegler Jr. of 
Ziegler Consultants

Allen Matkins Leck Gamble Mallory & Natsis LLP
1901 Avenue of the Stars, Suite 1800

Los Angeles, CA  90067

Akerman Senterfitt LLP
725 S. Figueroa St, 38th Flr

Los Angeles, CA  90017
6:00 PM to 8:30 PM

Janet Shaw, CLM
janet.shaw@akerman.com

213-688-9500

19

san Fernando section Meeting                                          
“Me, Inc.” - The Many Hats We Wear

Speaker:  Paul Hekimian of 
The Paulsive Movement

TBD

12:00 PM to 1:00 PM

Deanna Pepe
dapepe@hewittlegal.com

818-509-0311

19-21 extraordinary law Firm conference
Carefree Resorts & Villa

Carefree, Arizona
www.alanet.org

24
gla ala

new Member 
orientation luncheon

Goodwin Proctor LLP
601 South Figueroa St, 41st Flr

Los Angeles, CA 90017

Goodwin Proctor LLP 
10250 Constellation Blvd, 21st Flr

Los Angeles, CA 90067
11:30 AM to 1:30 PM

Joanne Stillwagon
jstillwagon@andrewskurth.com

213-896-3110

26 Multi-office section Meeting                                     TBD
Bonita Paul

bpaul@milbank.com
213-892-4643

FOR MORE INFORMATION ON THESE AND FUTURE EVENTS SEE WWW.GLAALA.ORG AND WWW.ALANET.ORG

FEBRUARY CALENDAR
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Healthcare costs, and consequently the amount your employer 

pays for your medical premium, have been rising almost double the 

rate of inflation over the last several years. Most employers simply 

cannot avoid facing vastly increasing premiums with their medical 

plans, year after year. 

Why are healthcare costs rising so high, so fast? This article 

explains the factors leading to the continuing onslaught of rising 

healthcare costs.

national healthcare costs

Unpredictable and uncontrollable health insurance rate increas-

es are having a very serious financial impact on most employers. To 

begin to understand why employee medical plan rates are rising 

so dramatically, you must first understand that the overall costs of 

healthcare are skyrocketing across the United States — reflecting 

the biggest surge in medical inflation since the early 1990s. 

For example, from 1994 to 1998, average yearly healthcare cost 

increases hovered around 2%. From 1999 to 2000, however, costs 

leapt 9.4%, and increases have entered and stayed at or near double 

digits ever since. 

As healthcare costs rise, the amount your employer must pay 

for your health benefits rises. Health benefit costs continue to rise 

faster than the rate of inflation. This trend is expected to continue.

Do you know how much your employer pays for your health 

benefits? In 2007, the average cost of health benefits in the United 

States was $4,479 per employee and $12,106 for family coverage. 

That’s in addition to salaries and hourly wages, and any other ben-

efits the employer provides. 

Why are healthcare costs rising?

Why are U.S. healthcare costs skyrocketing? Several market con-

ditions working together have lead to this onslaught of steep in-

creases. Understanding these factors will help you be aware of the 

reasons behind any benefit or employee contribution (the amount 

you are required to pay out of your paycheck) changes your em-

ployer decides to make. 

The aging of america

It is an inescapable fact: the U.S. population is aging. While the 

number of older Americans is increasing, the number of children 

and younger people is remaining stable and even decreasing for 

some age groups.

According to the U.S. Census Bureau, from 1990 to 1994 the 

elderly population increased 9-fold. During the same period, the 

number of people under the age of 65 rose only 3-fold. The growth 

rate of elderly persons is expected to be modest from 1990 – 2010, 

and is then expected to ascend dramaticaally from 2010 to 2030 as 

the Baby Boom generation enters the 65 and older category. About 

1 in 5 U.S. citizens will be elderly by the year 2030.

As the American population ages, there is a subsequent rise in 

the occurrence of chronic diseases like asthma, heart disease, and 

cancer, and a resultant need for more resources to fight these dis-

eases. This leads to elevated utilization of prescription drugs and 

other medical services, and an overall rise in healthcare spending.

dramatic rise of Prescription drug costs

Rising prescription drug costs are a primary cause of escalat-

ing overall spending on healthcare. Pharmaceutical research is 

continually providing treatment breakthroughs that should not be 

impeded, but the costs associated with this progress is undoubt-

edly having an impact on insurance companies and managed care 

organizations, and consequently on employers who sponsor em-

ployee health plans. Prescription drug costs have become a major 

component of health plan costs, with employers who provide man-

aged care plans (HMOs) being hit especially hard because of the 

generous drug benefits those plans tend to offer.

The Centers for Medicare and Medicaid Services (CMS) report 

that prescription drug expenditures make up 11% of our overall na-

tional healthcare spending, and project that figure to reach 14.5% 

by 2012. Recognizing this trend, insurance companies and employ-

Why are healthcare costs rising?

Janet sherry
626-535-1480
jsherry@boltonco.com
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ers are moving towards more cost-effective benefit designs, such as 

higher copayments for prescription drugs than in previous years, 

or plans with three copayment levels (e.g. $10/$20/$30) for various 

drugs, rather than the traditional two-level plan (e.g. $10/$20).

The reasons for the increase in spending on prescription drugs 

are many, and include the following:

	 •	 Introduction	of	new	brand-name	drugs	to	the	marketplace.	

These new drugs are often more effective than the old ones 

they replace, but this kind of innovation bears a hefty price 

tag for insurance companies, employers, and you — the 

consumer.

	 •	 A	general	increase	in	the	number	of	prescription	drugs	be-

ing used. Basically, more people are using more prescription 

drugs, thereby driving overall spending upward. 

	 •	 Individuals	with	insurance	are	more	likely	to	use	prescrip-

tion drugs than those without, and the growing prevalence 

of managed care plans — which often offer generous drug 

benefits — has fueled increased prescription drug use. 

	 •	 With	the	general	aging	of	the	population,	there	is	a	higher	

incidence of chronic disease, and a resultant increase in the 

use of pharmaceuticals to treat those conditions.

	 •	 Pharmaceuticals	play	a	primary	role	in	increasingly	aggres-

sive diagnoses and treatment methods.

	 •	 Direct-to-consumer	 advertising	 of	 prescription	 drugs	 —	

outlawed by the FDA until 1985 — has grown by leaps and 

bounds over the last decade. Critics of this practice feel that 

promotion of drugs directly to consumers, rather than to 

doctors, creates inappropriate consumer demand and uti-

lization of certain medications. In addition, many feel that 

drug prices could be lower if drug manufacturers did not 

spend huge sums of money on advertising.

consolidation of Insurance companies

During the managed care boom of the 1990s, competition 

among insurance carriers and managed care companies was fierce. 

In order to gain market share, many large insurance companies ac-

quired smaller, weaker firms and kept their rates low in order to 

stay competitive. This practice has taken its toll, leading to dips in 

profitability and stock prices for a large number of insurance carri-

ers. Now, those companies that have survived are faced with much 

less competition and are committed to returning to profitability, 

which has ultimately resulted in increased rates for employers.

expansion of Providers

One of the major factors driving up the cost of healthcare is the 

growth of healthcare providers. Expansive healthcare systems that 

offer acute care hospitals, specialty facilities, clinics, labs, physician 

practice groups, and other services are becoming prevalent. While 

these systems provide many benefits to the communities they 

serve, they also require a great deal of money to fuel their growth — 

and ultimately place upward pressure on the costs of many medical 

services.

Political environment and government regulation

Health insurance, and more specifically managed care, is one of 

the most regulated insurance sectors on both the state and federal 

levels, and has become one of the most highly debated topics in the 

political arena. 

State and federal mandated benefits have increased 25-fold 

over the last three decades. Often these mandates duplicate or 

conflict with each other, and usually come with increased costs 

for the healthcare system. For example, the Health Care Portability 

and Accountability Act of 1996 (HIPAA) continues to influence the 

operations of many health plans seeking compliance. According to 

an April 2002 study by PricewaterhouseCoopers, HIPAA alone is re-

sponsible for adding billions of dollars of new compliance costs to 

the healthcare system.

Aside from HIPAA, there are over 1,500 mandated benefits at 

the state and federal level. Each of these has a cost associated with 

it, and together they have had a significant impact on healthcare 

costs.

Increased utilization and consumer demand

Utilization of many healthcare services has risen over the last 

decade. A number of factors such as improvements in medical 

technology, the influence of managed care, elevated consumer 

awareness and demand, and a boost in the number of practicing 

physicians caused health services like the number of surgical pro-

cedures and the number of prescription drugs dispensed to rise 

significantly. Other services such as breast cancer screenings, im-

munizations for children, and diagnostic procedures like CT and 

MRI have also experienced sharp utilization increases.

new Medical Technology

Life expectancy and mortality rates in the U.S. are steadily im-

proving. Developments in medical technology, including methods 

for early detection of disease and the introduction of new treat-

ments and medications for acute illness have played a major role in 

enhancing these statistics. Old techniques are being replaced with 

new, often expensive treatments using new medical devices, diag-

nostic products, drugs, and surgical procedures. It is not surpris-

ing that these new procedures come with hefty price tags and are 

influential in driving overall costs of healthcare — and the cost of 

healthcare benefits — upward.
continued on page 20
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These are tough, uncertain times for nearly everyone.
  The recent takeovers, rescues and bankruptcies have left 

many investors reeling and have damaged America’s financial ser-

vices system and its stock and credit markets, forcing the federal 

government to intervene with a broad array of extraordinary mea-

sures aimed at shoring up both public confidence and Wall Street. 

The U.S. financial system is getting its biggest transformation since 

the New Deal. All Americans are struggling to figure out what this 

means for their home values, retirement plans and credit availabil-

ity in general. 

Many things led us to this point: Wall Street, mortgage brokers, 

some borrowers and speculators, some inconsistent and non-ex-

istent regulation and some companies that let greed overwhelm 

prudence. Much of the excess was built on the faulty premise that 

home values could never go down.  

Mortgage lending offers a telling set of facts: In 2001, traditional 

30-year fixed-rate mortgages accounted for 84 percent of all home 

loans. By 2006, the number of traditional mortgages originated had 

fallen to 55 percent, and nearly one-third of all home loans took 

the form of subprime, interest-only and other exotic mortgages 

that had low payments for two or three years. In many cases, these 

products encouraged people to buy homes they couldn’t afford. 

Lenders, many unregulated or lightly regulated mortgage provid-

ers, made a lot of bad loans, which then were passed on through 

Wall Street to investors like hot potatoes in the form of mortgage-

backed securities. It all worked as long as property values were go-

ing up and payments were being made. But when that stopped, the 

whole house of cards began to crumble. 

As America’s businesses, including law firms, begin to evaluate 

the recent Wall Street carnage and start to adapt to the new finan-

cial climate for 2009, it is clear the historic $700-billion Wall Street 

bailout package will have a lasting impact on the stock market and 

financial sector in particular.

 

some of the highlights:
	 •	 For	 the	 financial	 services	 industry,	 it’s	 back	 to	 basics.	 And	

that’s a good thing. Looking back, it’s clear that some of the 

nation’s more lightly regulated financial institutions long 

ago strayed from the fundamental principals of traditional 

banking. These companies loaned money to borrowers 

they didn’t know, in markets they didn’t understand, and on 

terms that made little sense. 

	 •	 Credit	 is	 still	 available,	 but	 it’s	 now	 more	 important	 than	

ever for a borrower to have a good, strong relationship with 

a solid bank. Most of America’s 8,000 banks are strong; it’s 

the rogue lenders that are being driven away. Prudent busi-

ness borrowers are now evaluating – and in some cases re-

evaluating – their own borrowing plans.

	 •	 Federal	 Deposit	 Insurance	 has	 undergone	 some	 radical	

changes this year. The Federal Deposit Insurance Corp. is 

an independent agency of the government that protects 

against the loss of insured deposits if an FDIC-insurance 

bank or savings association fails. Significant changes have 

been implemented recently to the rules governing FDIC in-

surance coverage, and the situation is fluid. 

	 ➣ The first, which became effective on Sept. 26, changed 

the rules surrounding revocable trust accounts and the 

definition of their beneficiaries. 

	 ➣ The second change, which became effective on Oct. 

3, temporarily raises the FDIC’s standard maximum 

deposit insurance account coverage from $100,000 to 

$250,000 until December 31, 2009. Two weeks later, the 

FDIC announced an additional temporary program 

under which it fully insures all funds on deposit in  

non-interest bearing transaction accounts. The gov-

ernment gave banks 30 days to opt out of this program. 

If a bank stays in the program, the coverage and the ad-

ditional insurance assessment will continue until De-

cember 31, 2009. Some banks, like City National Bank, 

have decided to remain in the program, so all clients’ 

non-interest bearing accounts are fully insured now 

and will remain so through 2009.

 

evalute Your Bank
Like all businesses, law firms nationwide are struggling to adapt 

to the tightening of the credit markets and to make sense of the 

recent turmoil in the financial industry. As part of this process, law 

Barbara Van Wormer
Barbara.VanWormer@cnb.com

What laW FirMs neeD to KnoW aBoUt BanKs as the econoMy shiFts
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We’ve not only passed the bar…
We’ve Raised It!

www.adamsmartingroup.com

213.430.0222
777 S. Figueroa St., Ste. 1305

Los Angeles, CA 90017

310.788.3897
10100 Santa Monica Blvd, Ste. 275

Los Angeles, CA 90067

Adams & Martin Group is proud to support the Greater Los 
Angeles Association of Legal Administrators in its continuing 
efforts to develop, strengthen and advance the legal profession. 

Adams & Martin Group is values-driven legal staffing firm 
that specializes in the full service placement of attorneys, 
paralegal and litigation support teams, records 
management, and legal support professionals.

Dedicated to creating remarkable experiences for the 
nation's finest law firms and corporate legal departments, 
Adams & Martin Group is passionately committed to our 
firm's express purpose: 

To make life better for the people we serve.™

Attorneys  • Paralegals  •  IT Litigation Support  •  Case Clerks
Practice Support Managers  •  Records Clerks  •  Legal Secretaries

Staff Management  •  Legal Recruiters  •  Law Librarians
Clerical Support  •  Contracts Specialists

firms must also take a new and closer look at their banking relation-

ships.

These days, it is key for law firms and partners to investigate 

their banks and make sure it is a healthy institution that serves 

their needs. Law firms need banking relationships that are solid 

and adaptable, partnerships that will grow as the firm does.

To evaluate whether your bank is strong, there are several re-

sources law firms can use.  Several companies, including www.

bauerfinancial.com and www.bankrate.com provide free access to 

their ratings on all 17,000 U.S. banks, savings and loans and credit 

unions. The best banks have four or five stars. More detailed finan-

cial reports on an institution are available for extra cost. 

In addition, here are a few other tips:

	 •	 Check	your	bank’s	capital	ratios	and	credit	ratings.	

	 •	 Call	 your	 banker.	 Is	 he	 or	 she	 getting	 back	 to	 you	 quickly	

enough? Or is he or she too focused on internal distractions 

and obligations. 

	 •	 Is	your	service	officer	of	ten	years	suddenly	no	longer	avail-

able? Are you dealing with the third service officer repre-

senting your firm in the past 18 months?

Remember, bankers want your business, and law firms have a 

choice in picking an institution to bank with. 

In the wake of the turmoil on Wall Street and the tightening 

credit environment, most bankers still see law firms as good credit 

risks, despite the collapse or merger of clients that supply billable 

hours to law firms.  

Just be advised, banks are more focused on returns than ever. 

They are also scrutinizing existing loans more closely, especially as 

some law firms become more dependent on lines of credit because 

of slow collections. 

ahead In 2009
The financial services industry is crossing a river right now. 

Some banks will make it, others will not. Plenty of rogue lenders 

have been swept away by the high water. We are going to see a re-

turn to more traditional banking and the “old-fashioned” virtues of 

stable deposit funding, responsible credit standards and strong cli-

ent relationships – the fundamental principals that have enabled 

bankers and City National Bank to finance entrepreneurs, busi-

nesses and job growth for many decades.  

 

About the Author:  Barbara Van Wormer is a senior vice president 

and manager of City National Bank’s Private Client Services in Cen-

tury City. City National Bank, which has more than $16 billion of 

assets and is well-capitalized, with a double-A credit rating, has no 

subprime loans or CDOs. If you have questions about this article, call 

any member of the senior legal team in Los Angeles or check www.

cnb.com.

Reprint from New York with permission of the NYC Chapter of 

the ALA.
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Marsha petrie sue, MBa, csp
marsha@marshapetriesue.com
888.797.6700

Improve your bottom line, reduce turnover and increase pro-

ductivity by learning more about Generation Y.  Are you ready to 

turn your thinking from Generation Y (1978 – 1999)  as difficult 

people to great corporate citizens? Generation X  (1963 – 1977) and 

the Baby Boomers (1946 – 1962) have not had this kind of press be-

cause they remained within a “norm” of others expectations. And 

interestingly, Gen Y do not consider themselves to be difficult or 

toxic people. 

Think of the cost. According to an article in Law Practice Today 

from the American Bar Association, most managing partners said 

that the average cost/loss is $200,000 to $400,000 per departing 

lawyer.

Change your thinking and understand that Generation Y 

learned the importance of balancing work and life from watching 

their overworked parents. So here are some ideas of what they bring 

to an overworked, entitlement driven work force. 

hold only Productive Meetings

Email will be the medium for information that just needs to be 

shared. Thirty minute meetings will pull everyone to the same page 

while motivating them to get the work done. They bring to the table 

efficiency, focus and definitive expected outcomes. 

Training obsessed

And they will determine what they need to learn by engaging 

great mentors. So if you are a Gen X or Boomer, learn to mentor. 

This is where the online “social” networks will play a role. Want to 

learn new skills and polish old ones? 

hire administrative assistants

Gen Y constantly ask themselves, is this the best use of my skills?  

If not, someone else needs to do it! They can find over 500 extra 

hours a year by not doing tasks that don’t maximize their talents. 

Interestingly they are willing to pay for this themselves because it 

give them more “free” time.

shorter Work days

Maximizing technology to get more work done in less time is the 

name of their game. Already the workplace is watching Gen X take 

eight hours to accomplish the same work a Gen Y can do in six.  

gen Y won’t retire – they will reinvent

They do demand 401K’s and excellent benefits. Every few years 

they will take time off to enjoy life, then come back with new vigor 

and ideas on how they want to work and live. 

emotional Intelligence Promotions

Generation Y will force the Gen X’s and Baby Boomers to pro-

mote them because they do an excellent job.  Not because of ten-

ure, seniority, paying your dues or office politics. They will hone 

their people skills to the lead people more effectively. 

They value their helicopter Parents

Parenting comes with a license to hover over the Gen Y kids. Be-

cause of this, Gen Y’s respect their parents because of the undying 

interest in the kids growth and success. Some companies have al-

ready designated a “parents waiting room” used while their Gen Y is 

interviewing for a new position!

new view on Performance reviews

Since they expect constant feedback because of the model set 

by their Helicopter parents, they will expect the same from their 

leaders.  Frequent feedback, and spot reviews will move Gen Y to 

quicker improvement and this really matters to them.

higher starting salaries

Gen Y look out for themselves and do their homework.  They 

know the value of their talents and what the supply and demand 

is in their field.  They will use Monster.com, Jobbing.com and Pay-

scale.com for salary information. 

Actually these nine elements are good lessons for everyone that 

wants to be successful.  I would recommend reading this again  

and replace the Generation Y reference with your name. Take per-

nine Ways to MaxiMize the sUccess oF generation y in laW FirMs
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sonal responsibility on understanding Gen Y and YOU will be the 

star.  

Email Marsha for a complimentary copy of Legal Profession Dif-

ferences from 1980 to 2000 and Beyond

The Decontaminator of Toxic People

Author of Toxic People: decontaminate toxic people without us-

ing weapons or duct tape 

www.MarshaPetrieSue.com to sign up for newsletter and blog

To book Marsha for your next event or law retreat please contact 

Marcia Snow at MarciaSnow@MarshaPetrieSue.com.  Your group 

will be entertained and informed!

Stop Searching. Start Finding.

Now online.

Introducing a better way to get
the authoritative legal management
answers you need  – alanet.org/alame.

The ALA Management EncyclopediaSM has a new
home online — at alanet.org/alame. It’s filled with
carefully indexed, highly searchable answers to
your questions on financial management, marketing,
strategic planning and more.

Available as an annual subscription or as individual
articles, the ALA Management EncyclopediaSM

is the perfect legal management resource for your
entire firm. It’s easy to print, easy to distribute and
easy to access whenever you need it — 24/7/365.
And because it’s updated on a regular basis,
you’ll always have the right information right
at your fingertips.

So stop searching, and start finding: Learn more
about the ALA Management EncyclopediaSM

at alanet.org/alame, and get the knowledge you
need — when you need it.

alanet.org/alame

Stop Searching. Start Finding.

Now online.

ala3430_MEncAd_UPDATE  3/13/06  3:48 PM  Page 1 Stop Searching. Start Finding.

Now online.

ala3430_MEncAd_UPDATE  3/13/06  3:48 PM  Page 1

800 700 1377    www.tangraminteriors.com
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Litigation Support including e-Discovery, Imaging/OCR, Coding 

and Web-Hosting

Mail, Copy, Print and Fax Management

High Volume Image Printing and Digital Conversion

Word Processing, Desktop Publishing and Help Desk

Records Management

24/7 Reprographic Services via Nationwide Network of 

Document Solution Centers

Contact: John Saliamonas  
Phone: 213-438-7236 
E-mail: john.saliamonas@pb.com 

Learn more about Pitney Bowes Legal Solutions 
at www.pb.com/legalsolutions

Pitney Bowes 
Legal Solutions
Your Single Source 
for Expert 
Legal Support Services

PBAdLegalSolutions4c3.625x4.875  3/24/06  3:00 PM  Page 1
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Technology has changed the way information is shared and ac-

cessed, and one of the most prolific changes is the use of blogs.  A 

blog is a website usually maintained by an individual to share infor-

mation with the public at large, similar to an online diary.  But un-

like a personal diary, which was meant to be read by the writer only, 

blogs have the potential to be shared with anyone who has access to 

a computer.  Therefore, many things that were once kept private can 

now be made known by the world in a matter of seconds.

In today’s Internet era, blogs pose an interesting dilemma for 

businesses.  Many of your employees maintain blogs, and in those 

personal blogs, they may comment about their job, their work proj-

ects, their boss and/or their co-workers.  While most of this type 

of information falls under the guise of gossip or griping, some of it 

presents very significant legal issues.  For instance, a blogger who 

discloses company information or projects may be disclosing com-

pany trade secrets or other proprietary information.  A blog that 

gossips about co-workers could violate the right to privacy of oth-

ers, and may include comments that could rise to the level of sexual 

harassment or other inappropriate comments about race, national 

origin, religion or sexual orientation.  While most companies have 

policies to deal with such issues as they arise in the workplace, it is 

important for companies to address such issues as they might arise 

in the online world.

The dilemma presents itself because most companies do not 

want to dictate how an employee conducts him or herself when “off-

duty.”  However, when that conduct affects your company, then the 

company should provide guidance and policies to employees about 

their blogging and provide for disciplinary action if the employee 

violates those policies.

Some companies, such as Yahoo, set forth a blogging policy that 

encourages their employees to blog – but to do so following some 

very specific guidelines so that the employee protects and respects 

both the company and the privacy of others.  Any policy should 

clearly state that the employee must not disclose any confidential, 

proprietary or trade secret information.  Further, the employee 

should be instructed that he or she cannot use any company trade-

mark, logos or copyrighted material.  

Since blogs often serve as an outlet for venting or gossip about 

one’s workplace, some blogging policies offer guidance to their em-

ployees that, to the extent he or she discusses any other employees, 

such discussions should not use language that is profane, obscene, 

libelous, abusive, harassing, hateful, derogatory or embarrassing.  

However, such a policy may result in the employer inserting itself 

into the personal and off-duty conduct of its employees and should 

be used sparingly.

While certain media companies might permit blogging while at 

work (and for some, blogging might be part of their job description), 

most companies have a policy that blogging is not permitted during 

working hours or while using company computers.  To the extent 

that blogging is part of an employee’s job, then additional guidelines 

are appropriate to control the flow of information to the public.  In 

particular, such guidelines often include instructions that if the em-

ployee has any doubt as to what is appropriate, he or she should 

consult their supervisor. 

When implementing a blogging policy, a company must be mind-

ful of an employee’s rights.  For instance, under the National Labor 

Relations Act, an employer cannot restrict an employee from using 

company computers to unionize.  Similarly, an employee who com-

plains about unsafe working conditions, or other illegal conduct at 

the workplace, may be considered a “whistleblower” and protected 

from any adverse employment action as a result of such a blog.

Of course, many bloggers do so anonymously.  In that way, they 

might be able to avoid identification and any disciplinary action 

that might occur as a result of conduct that violates a company’s 

blogging policy.

The type of policy that is appropriate for your type of business 

and your employees depends on the nature of your business and 

the extent to which blogs play a role in your industry.  If you need 

guidance in establishing a blogging policy or if you have any ques-

tions, please contact the Silver & Freedman Labor and Employment 

Department.  

eMployee Blogging: 
Sticks and Stones for the New Millennium 

Bess Blank, esq.
bblank@silverfreeman.com
310.282.9416
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HR CHALLENGES

The last six months of 2008 were very financial challenging for 

our firm, but we managed to avoid the lay-offs happening at so many 

firms.  As the primary administrator, I have serious concerns about 

the declining levels of monthly productivity and the impact on firm 

financial stability.  The partners have discussed their concerns about 

the continuing decline of billable work, but have not developed any 

action plans.  They seem to be waiting for the general economy to im-

prove hoping that additional client work for the firm will follow an 

overall improvement in California’s business climate.  What should 

I be doing as we go into 2009 to be more pro-active (like you always 

recommend) to help the firm through this difficult situation?

Individuals and business leaders throughout the country are 

struggling with this same question. While our country has histori-

cally experienced periodic business fluctuations with economic 

lows being followed by recovery and growth, current state and na-

tional economic indicators appear to indicate that 2009 will provide 

little relief to the seriously faltering business climate in California, 

the USA and even the international community. 

Not surprisingly, law firm economies have cycled in tune to the 

general business climate. In a recent Altman Weil survey, 63.5% of 

the responding law firms indicated an expected decline of up to 

10% in legal revenue in 2009 on top of the already disappointing 

2008 profits.  Firms who have not already undertaken cost survival 

strategies would be wise to evaluate 2009 estimated budgets with 

average billable hours continuing to decline and increased down-

ward pressure on realization.  Beside remaining upbeat and posi-

tive, what else can this administrator do to address the situation?

	 •	 Look	at	the	source	of	fee	revenue	for	the	past	three	years	and	

the percentage of total income represented by the top 20 

clients.  Prepare to illustrate to the partners the clients lost 

and any vulnerability posed by existing clients representing 

more than 5-10% of revenue.

	 •	 Chart	the	firm’s	use	of	its	line	of	credit	and	the	stability	of	the	

firm’s banking relationship.  Prepare to inform the partners 

of the impact on firm operations if the credit line were to be 

reduced or withdrawn on short notice.

	 •	 Determine	the	amount	and	the	due	date	of	all	off-balance	

sheet liabilities.  These liabilities would include accrued va-

cation pay, lease termination buy-outs, office lease escala-

tors, multi-year contracts for research material or on-line 

services and unfunded pension contributions.

	 •	 Since	law	firm	personnel	costs	typically	represent	over	75%	

of firm expenses, take a critical look at both the quantity and 

quality of current personnel.  With billable hours down, eval-

uate options to eliminate under-performing and redundant 

staff.  Absent under-performing associates, the termination 

of good attorneys could ultimately be harmful to firm suc-

cessful continuity. Consider salary cuts for highly compen-

sated associates and exempt staff. Advise the partners of the 

budgetary impact of exempt personnel salary reductions of 

5%-20%.

	 •	 Facilities	 costs	 are	 typically	 the	 second	 highest	 expense	

items on the law firm income statement.   Calculate the im-

pact on the bottom line of sub-leasing empty offices.  Con-

tact the firm’s leasing agent to discuss the feasibility of office 

lease renegotiation or returning space if the current lease 

rate is above-market.

	 •	 Of	course,	there	are	other	areas	of	a	law	firm’s	operating	bud-

get that can be evaluated for expense reduction.  Areas such 

as business development, continuing education, market-

ing and recruiting have a tendency to balloon during good 

times and may be ripe for economizing during lean years. 

	 •	 The	primary	administrator	is	generally	in	the	best	position	

to get a realistic picture of the mood of all members of the 

firm.  How are the firm rainmakers responding to reduced 

income?  The defection of a nervous rainmaker could be a 

crucial event for a law firm already under fiscal pressure.  

Are key associates concerned enough about decreased cli-

ent matters to seek employment elsewhere?  Considering 

the daily news about legal downsizing and firm closures, are 

the staff nervous about job security? 

Are the partners informed about firm morale and developing 

plans to avoid loss of necessary talent?  The administrator can help 

partners grasp the implications to the firm of the stress partners, 

associates and staff are undergoing and the possible negative im-

pact on the firm’s bottom line if the partners fail to communicate 

about the firm’s condition and future plans.

	 •	 Recommend	that	early	in	2009	the	partners	arrange	meet-

ings with leading clients to discuss their current matters and 

their business plans for rest of the year.  Ask the partners 

to re-evaluate the credit worthiness of clients with existing 

matters and discuss options for payment of existing and fu-

ture firm billings.  (All too frequently when there is a short-

age of billable hours, attorneys, anxious to accept new busi-

ness, fail to evaluate the client’s ability to pay their fees.)

Jan christensen 
jan.c.christensen@gmail.com
310-480-3774
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	 •	 While	any	discussion	of	practice	group	profitability	 is	cer-

tain to generate partner discord, the administrator who 

performs the analysis can use the profitability information 

to recommend retraining and reassignment of attorneys to 

expand the more profitable practice areas. 

	 •	 Capital	 needs	 such	 as	 scheduled	 equipment	 and	 software	

upgrades should be evaluated and the impact of deferral 

evaluated.  

Administrators can gather facts, objectively evaluate income 

improvement and expense reduction options, and prepare a com-

prehensive written proposal of options to help weather the current 

economic situation.  The administrator can explain the range of 

fiscal and operational opportunities with an analysis of the risk/

rewards of the individual options and a suggested timelines for op-

tion implementation. The partners should be encouraged to make 

decisions early in the year and to communicate firm plans to all 

employees to help ease their job anxieties.

The administrator is the most visible representation of the cul-

ture of the law firm.  Human resources are every law firm’s most 

valuable asset.  In difficult times, an administrator’s most critical 

role may be to ensure that all personnel are treated with compas-

sion and respect even when difficult decisions must be made.    

  

alerT

effective January 1, 2009

	 •	 New	 Salary	 Test	 for	 Computer	 Professionals	 –	 An	 annual	

salary of $75,000, paid in monthly amounts of not less than 

$6,250, exempts computer professionals from overtime re-

quirements IF the duties requirements are also met. (Effec-

tive October 1, 2008)

	 •	 Mental	Health	Parity	–	Applying	only	to	group	health	plans	

with 50 or more employees, mental health coverage must be 

provided under the same terms and conditions as physical 

health coverage. 

	 •	 New	 Fringe	 Benefit	 for	 Bicycle	 Computers	 –	 Bicycle	 com-

muters may set aside part of their salary and receive up to 

$20-a-month tax free reimbursement from their employer 

for the purchase repair or storage if a bicycle is regularly 

used for travel between the residence and worksite. 

	 •	 Texting	While	 Driving	 Prohibited	 –	 Drivers	 are	 prohibited	

from the use of “electronic wireless communication devic-

es” including texting, e-mailing or instant messaging while 

driving.  (Employee handbook policies should be updated 

to ensure employees comply with this new law.)

	 •	 Annual	 Personnel	 Forms	 Distribution	 –	 Employer	 who	 of-

fer employees a Health Care Organization, are required to 

provide employees a Personal Physician Designation Form 

upon hire and once a year thereafter.  It is strongly rec-

ommended that employers distribute annually the same  

sexual harassment information sheet that is given to new 

hires.  

  

For prompt response, e-mail HR questions to 

jan.c.christensen@gmail.com or 

call her direct at 310-480-3774.

The author is not an attorney and does not engage in rendering 

of legal or tax counseling through this publication.  No statement in 

this article should be interpreted as legal or tax advice.

Temporary Full Time (Perm) Contract to Hire Help Desk - CIO

Information Technology (IT) Staffing Services

Contact Brian Levine at: (714) 541-1920
Visit us on the web: www.wintechstaffing.com 

Wintech ad bus card size:Layout 1  2/29/08  2:53 PM  Page 1
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of equal size with equal scoops.  The girls sit side by side in rapture 
with this sugary, chocolate feast.  

It seems only moments ago we arrived, and now it’s time to leave.   
We hug and kiss our way out the door.  

We belt the girls into their car seats.  Eyes are heavy and their faces 
are dusted with chocolate.  Soon they will be asleep, although at this 
moment they assure us that they aren’t tired.  

North up the 405, homeward bound.  Relaxed now.  We adults are 
smugly pleased with ourselves.  We have met our obligations, done 
our duty, made it through.

We literally tumble in the front door with blurry eyed girls, bags 
of opened presents, jackets, baby dolls…………

“Hi baby, did you have fun?”  
“Oh Daddy, you should have come, we had cake!”
The message is clear.
If you can’t, don’t.   
If you can, do.
If you do, go light heartedly – chances are there will be cake.    
 

May each of you have a wonderful holiday season,
                                         May you and yours find “cake” in all you do.

Kathy Whang

Your employer, like others, is undoubtedly trying to determine 

how to keep accelerating health plan rates from having a serious 

financial impact on your company. Many firms absorbed the in-

creasing costs for years to avoid further burdening their employ-

ees. Now, most are realizing that they will have to pass portions of 

the costs on to employees in the form of greater contributions from 

their paychecks, or benefit designs that require them to pay more 

out-of-pocket for the medical services they use (increased coinsur-

ance, co-payments, or deductibles). Keep these factors in mind 

if your employer reduces your health benefits, or asks you to pay 

more. These measures will go a long way toward keeping you and 

your company healthy for the long term.  

About The Author: With over 15 years in the employee benefits 

arena, Janet’s varied background brings many advantages to her 

clients.  Her experience includes working for two prominent Health 

Insurance Carriers before transitioning to the Broker side of the in-

dustry. As an Employee Benefit Specialist, Janet strives to keep the 

insurance process as simple as possible and to find creative solutions 

for minimizing risk for her clients. Janet has been a member of the 

National Association of Health Underwriters for many years and has 

helped with various fundraising events.

Bolton & Company is a business resource companies can count on 

for expert perspective in insurance, risk management and employee 

benefits.  For over 75 years, Bolton has provided companies with 

integrated insurance and benefits solutions to address the broader 

needs of their business.  We know that insurance is just one part of a 

much bigger picture.  That’s why we strive to ensure our clients have 

the options, information and clarity to make the best insurance and 

benefits-related decisions possible.  

PrEsiDEnt’s MEssagE continued from page 6

HuMan rEsourCEs continued from page 11

“What type of volunteer programs 
does our firm participate in?”

“Please respond to jhv@ffslaw.com 
before January 15”.  thanks in advance.

Of the 9 firms that responded.........30% 
pay seniority based, 35% were seniority 
and merit based, and 35% were merit 
based.  

answers for november Question:  
Does your firm pay merit or 

seniority based bonuses?  
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L O S  A N G E L E S 2 1 3 . 2 4 4 . 9 9 9 4
700 S. Flower Street, Suite 2102
Los Angeles, CA 90017
www.ProvidusGroup.com

Providus is the most 
experienced agency in 
recruiting and screening 
attorneys, law school 
graduates and paralegals 
with native language 
�uency, including:

Italian  Spanish
French  German
Portuguese Russian       
Romanian Hungarian       
Czech  Chinese       
Japanese Hindi

Providus has expertise in 
immigration and visa issues.

With the global economy, your clients are doing business in multiple languages.  
                                        When discovery requires reviewing and translating documents 
                                        from around the world . . . 

PROVIDUS Speaks Your Language
Providus will sta� your litigation document 
review with legal professionals who are �uent 
in any language. . . all documents are reviewed 
under your supervision and control.

Language a Barrier?

Providus provides lawyers and paralegals
on a contract and permanent basis to law �rms

and corporate law departments as well as consulting
services for large-scale document reviews.

L O S  A N G E L E S  •  H O U S T O N  •  C H I C A G O  •  W A S H I N G T O N ,  D . C .
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COACH’S CORNER — Beware of Clients Seeking Discounts – No Matter What They’re Called

ed poll, J.D., M.B.a., cMc  
EdPoll@lawbiz.com
800-837-5880

We have written earlier about the importance of collections in 

law firm operations.  Certain collection guidelines are fundamen-

tal for firm administrators.  Spell out collection terms in the en-

gagement agreement, regularly review client accounts during the 

engagement to ensure that they are current, and take immediate 

action if clients fall behind in payment.  These are especially vital 

considerations in tough economic times.

The discounting Trap

Another essential collections caveat for administrators is that 

the firm should resist discounting its fees – particularly if the client 

has earlier agreed to pay the full amount in the engagement letter. 

Clients who argue about over-billing often just want a discounted 

bill. Such price shenanigans are quite popular with clients during 

the month of December. They agree to pay their bills in order to 

wangle discounts, knowing that partner compensation is based on 

collections by year-end and that bills collected in January do not 

count for another 11 months. 

Even worse is when law firms themselves propose the discount.  

Often on accounts for repeat clients with significant billings, the 

firm in its year-end push to collect fees will offer some type of dis-

count.  Even clients with a signed fee agreement soon say, “I’m not 

going to pay without a discount. I’ll just wait until the end of the 

year and I know I’ll receive a discount at that time.” 

There are a number of alternatives to choose from in stopping 

this practice – some better than others, but all certainly practical.

	 •	 Offer	 the	 discount	 immediately	 to	 get	 outstanding	 bills	

paid, emphasizing that subsequently there will be no more 

discounting in December or any other month – and mean 

it.

	 •	 Refuse	 to	 offer	 the	 discount	 in	 December,	 tell	 clients	 that	

there is a fee agreement in place and it will be enforced – ir-

respective of the firm’s failure to enforce it in the past.

	 •	 Tell	clients	that	unless	they	honor	the	agreement	that	they	

accepted and signed, the firm will, under Rule 1.16 of the 

Code, discontinue work for them.  They should get other 

counsel and the firm will seek to enforce collection of all 

billed fees outstanding.

	 •	 Offer	a	discount	for	everything	to	date,	with	the	proviso	that	

all work hereafter will be billed at full rate and collected in 

accord to the fee agreement.  Get full acknowledgement of 

both the discount acceptance and the future adherence to 

the fee agreement.

	 •	 Accept	the	discount	process	and	admit	that	means	accept-

ing less than 100% – then compensate by raising the fee/rate 

either higher or sooner than other firms.

The Flat Fee danger

Just as year-end discounts can become firm “policy” if payment 

terms are not enforced, another form of ongoing discount is often 

adopted without adequate analysis.  This is a flat fee arrangement 

in which the billing rate is determined and stipulated in the engage-

ment letter, before the assignment even begins.  It will not vary no 

matter how much time the lawyer expends, or what the result.  Flat 

fees are especially useful for routine legal services, and encourage 

the use of technology to streamline the provision of those services.  

The challenge with this approach is that firms often don’t know 

their costs of operation. Thus, the fee figure chosen often is a “by 

guess, by golly” fee, not one based on a cost benefit analysis.  Your 

firm cannot aspire to set an accurate flat fee unless you understand 

the operation of the firm as a business (budget, collections, profit, 

loss), the firm’s billing structure, and how each attorney determines 

firm profitability.  A flat fee is only an acceptable billing alternative 

if you know the cost structure behind it, and if the client accepts the 

value that the fee represents.

It should go without saying that a volume discount at a flat fee 

should be based on a prospective, rather than a retrospective, guar-

antee of work – or, even worse, on a possibility of work.  Anything 

other than a prospective arrangement fails to offer any security and 

makes planning impossible.  The fundamental idea of a flat fee is 

that the firm offering it is willing to treat clients fairly when clients 

reciprocate. In other words, the quid pro quo for a flat fee is a guar-

antee with payment up front.  It makes no sense to do business with 

a client who will not agree to do that.  

About the Author:  Ed is a coach and consultant to lawyers and 

law firms; he writes and speaks to lawyers and bar associations 

throughout the United States. His audience, lawyers in private prac-

tice settings and corporate law departments, seek advice about how 

to better manage their practices and their case loads. Ed is nation-

ally known through his 12 books on law practice management and 

many articles in major publications for organizations such as the 

American Bar Association, Association of Legal Administrators, Ca-

nadian Bar Association, State Bar of California and others. His latest 

work, Law Firm Fees and Compensation: Value & Growth Dynamics, 

was released in April. Ed can be reached at www.lawbiz.com, www.

lawbizblog.com, edpoll@lawbiz.com or 800-837-5880.
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 Dare to dream
        Accept the challenge
 Create the extraordinary

FEBRUARY 19-21, 2009

YOU CAN MAKE IT HAPPEN
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The Greater Los Angeles Chapter Holiday Luncheon

Checking in - What’s in a name? Your 2008-2009 Board-ready set PartY!

“sweet” recognition! Wendy will be our new 
region 6 Education officer when she takes 

over at the annual Conference & Exposition in 
new orleans on May 19, 2009. “is it ME?” “am i the winner?”

Elizabeth Wagner (right) presents winning  
section basket to Michelle Liffman, PHr (on left)

robert santos presents $3k check to 
Les Jones of Career LaunchPad

robert santos presents $3k check to 
Erin Burdett of union rescue Mission

angela ungurean presents $3k check to 
Michelle siegal and roni Lomeli of “shoes that Fit”.

The Holiday Cheer rang true in the Gold Room at the Biltmore 

Hotel for GLA ALA’s Holiday Luncheon on December 9th this year.  

The gala event, organized by our industrious Programs Team con-

sisting of Hugo Ospina (Chair), Elizabeth Wagner and Rose Bazan, 

began with everyone bringing a new pair of athletic shoes to be do-

nated to “Shoes That Fit” for needy school children.  Numerous gift 

baskets created by our GLA section teams were won by our members 

along with a multitude of prizes donated by our Business Partners 

(Adams & Martin Group, Robert Half Legal, Innovative Comput-

ing Systems, Pitney Bowes, Vendor Direct Solutions, Keystone Docu-

ment Discovery, Hire Counsel and Providus).  We were entertained 

by the talented La Salle High School Blue Note Quintet before and 

during our meal.  The slide show review of chapter activities dur-

ing the year brought smiles to our faces.  But the highlight of our 

afternoon was the $3,000 donation to each of our CCW charities: 

Shoes That Fit, The Watts/Willowbrook Boys and Girls Club and the 

Union Rescue Mission – Hope Gardens.  Good Cheer was shared 

by all of the 130 in attendance.  Another successful GLA ALA well-

orchestrated event.  KUDOS to all those that helped make this fun-

filled day a success.  
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The Greater Los Angeles Chapter Holiday Luncheon

all 130 of us enjoy a festive holiday lunch.

Your Program tEaM, Elizabeth Wagner, 
Hugo ospina (Chair), rose Bazan

new shoes Donations to shoes that Fit isabel Warner drops her ticket to win a section Prize

Checking your ticket number for the winner.

“i’m just sure i have the winning ticket”.

La salle High school Quintet attentive audience
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David roberts, cpa  
droberts@rbz.com 
310-478-4148            

“Economic Trends in Southern California Law Firms” was the 

subject of our November 11th chapter luncheon, held at the Bev-

erly Hills Hotel.  In this time of economic turmoil and uncertainty, 

this subject was of particular importance and interest, drawing an 

impressive 60 member turn-out!  We are thankful to Afinety for 

sponsoring this very successful event.  

Perhaps a better title for this presentation, say our featured 

speakers, David Roberts and Dennis Duitch of RBZ, LLP, would 

have been “Goodbye Trends and Hello New World” or “The Party’s 

Over”.  

As we are all aware, there have been significant changes in the 

economy in recent months.  In the past decade, law firm economic 

trends have experienced unprecedented growth in revenue and 

profits.  Approximately three months ago, however, the “rules” 

completely changed and the global economy went into a nosedive.  

Within the legal community, some (counter cyclical) practices 

(such as bankruptcy, employment, litigation and gaming) will do 

well.  Unfortunately, in many other firms, things are quite different.  

Basically, we should all realize that this is the end of the decade-

long unprecedented growth in revenue and profits for law firms.  In 

fact, in 2009, profits may decline by 5% 15% for many firms. 

So, what should we be doing about all of this?  How do you pro-

tect the firm?   Here are a few suggestions:  

	 •	 Focus	 on	 collections	 NOW!!!	 (Institute	 a	 strong	 collection	

policy).

	 •	 Take	 a	 hard	 look	 at	 2009	 revenue	 (by	 practice,	 industry,	 

client).

	 •	 Deal	with	under-productive	individuals,	failing	practice	ar-

eas and performance issues.

	 •	 Determine	if	there	is	excess	capacity	and	suggest	solutions.

	 •	 Review	 expenses	 (current	 cuts	 and	 future	 contingency	

plans).

	 •	 Review	capital	expenditures.

	 •	 Communicate	 with	 our	 bankers	 and	 make	 sure	 credit	 is	 

secure.

	 •	 Communicate	 with	 partners	 regarding	 the	 potential	 for	

earnings. 

	 •	 Try	and	keep	the	morale	high.

	 •	 Market	more	(but	effectively).

	 •	 Client	service	is	key	(competition	will	be	fierce;	we	need	to	

stay in touch with our clients.)

Taking these actions now will prepare the firm for what may be 

ahead.  Remember, the economy will get worse before it gets better.  

If your firm is benefiting from this economic downturn, you are one 

of the lucky ones.  If your firm isn’t benefiting, bring your PJ’s, your 

favorite music and pictures of loved ones.  

In short, we’ve got a lot of hard work in front of us.  Good luck 

to all!  

Dennis Duitch, cpa  
dduitch@rbz.com 
310-478-4148            

LUNCHEON RECAP — Southern California Law Firm Economic Trends

we do!
Why not work
with the best?

LEGAL | CORPORATE | ATTORNEY | TECHNICAL

That’s why California’s top law firms and corporations call on Davidson

Legal Staffing to provide them with access to the best legal talent.

Whether you are seeking direct hire employment, or in need of temporary

support, Davidson Legal Staffing has the connections to make it happen.

www.DavidsonStaffing.com • (888) 788-2828

LOS ANGELES | ORANGE COUNTY | SAN DIEGO | SAN FRANCISCO | EAST BAY

If you are looking for the best, call Davidson Legal Staffing today!

GLA Quarter Page Ad:Layout 1  4/4/08  5:05 PM  Page 1
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Dennis Duitch, cpa  
dduitch@rbz.com 
310-478-4148            

MONTHLY MEETING NOTICE 

Tuesday, February 10, 2009 
11:30 a.m. – 12:00 p.m.  Networking 
12:00 p.m. – 1:30 p.m.   Lunch and Program 

 
Conquering E-mail: A QuietSpacing(tm) Primer 

Guest Speaker:   Paul H. Burton 
Are you constantly interrupted and distracted by e-mail?  Do you struggle to find blocks of 
time to focus on complex or lengthy assignments?  That's the modern working environment. 
E-mail, and its corresponding expectations, has us bouncing from task to task with little time 
to produce meaningful results.  This one-hour seminar provides the solution. By capturing 
just six minutes a day of extra productivity, you produce 24 hours a year of increased 
accomplishment.  Imagine what you might do with three additional days each year, because 
that's what this program provides you.   

Paul Burton is a former corporate finance attorney, software executive, and successful 
entrepreneur. He works exclusively with lawyers and law firms, providing his clients individual 

productivity, leadership skills, and business development training, coaching, and consulting. Paul frequently speaks 
and publishes on professional development issues. 

 

 

                                           
 

Location:  
 

Omni Los Angeles Hotel 
251 S. Olive St., Los Angeles, CA  90012 
Hosted Valet Parking at the Omni   
Self Parking, California Plaza 

 
COST:   $30.00 (members) 
               $35.00 (guests and at the door) 

 
  _______________________________________________________________________________________________ 

Reserve on our website www.GLAALA.org PLEASE RSVP BY 
February 3, 2009 

 
For questions regarding this event, please contact  

Hugo Ospina, Carlsmith Ball, LLP  
(213) 955-1233   hospina@carlsmithball.com  

  

 
 

Refunds will be provided only if cancellation notice is received by 12:00 p.m. on Friday, February 6, 2009. 
 
As this is a sponsored event, please do not invite guests with a competing business. 
 
Certified Legal Management Program (pending) 
302775.1   
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This time of year is seldom fun for people in the finance func-

tion under the best of circumstances. With the recent economic 

developments, including general turmoil among financial institu-

tions, things have only gotten more complicated. Maximizing cash 

flow during December for law firms has become trickier than ever.

Just like any other year, collecting outstanding receivables will 

and should receive a tremendous amount of attention. This year, 

more than most others, reducing expenses and investments will 

also receive a lot of attention.

collecting outstanding receivables - 

don’t shoot Your controller

Because of tightening credit conditions, many clients who cus-

tomarily pay everything that they owe will not be doing so this year. 

Certain industries have been particularly hard hit. Clients that are 

involved in housing development, construction, and other infra-

structure businesses have been severely impacted by economic 

conditions. Realistically, even deeply discounting the receivable 

may not be sufficient enticement for these types of businesses to 

pay their bills in December. For many of them, the money is just 

not there.

Rather than devoting an even amount of attention to all of your 

open receivables, efforts should be focused on those clients that 

are in industries that have not been impacted as much as others. 

(If you have clients in the petroleum industry, invite them to lunch 

immediately.  What the heck, pop for dinner!)

controlling expenses and Investments

This year we’ve seen the majority of our local law firms scaling 

back their holiday parties and other activities that in other years 

were taken for granted. This is partly in reaction to the inelastic-

ity of collections which we talked about above, and partly to show 

sensitivity in an environment where many have lost their jobs. The 

overall impact is mostly symbolic, because there are very few things 

that can materially change the overall expense level other than lay-

ing off attorneys and staff.

But how about delaying major investments in infrastructure? 

This can actually amount to a large number of dollars and there 

is a certain amount of discretion as to when these outlays need be 

made. Although it may seem counterintuitive, this could be the 

wrong thing to do given the HR 5140 economic stimulus package.

hr 5140 economic stimulus Package

With this law currently on the books, there are two very good 

reasons to move forward with capital purchases this fiscal year in 

spite of economic conditions. This of course assumes that your 

firm’s economics have not changed to the point where a complete 

re-evaluation of business direction is necessary.

The Economic Stimulus Act of 2008 included special provisions 

for Section 179, which increased the “expensing” limits from $125k 

to $250k and the “bonus depreciation” from $500k to $800k in total 

capital expenditures.  This means that the first $250K of personal 

business property placed in service during 2008 can be treated as a 

pure expense, and special depreciation rules may be applied to the 

excess over $250K, up to $800K.

Alicia Solomon of J&A Legal Financing provided the following 

example, given an investment of $800K.

Cost of the Equipment  $800,000.00

Section 179 Deduction $250,000.00

50% Bonus Depreciation

(On amounts above $250k) $275,000.00

Regular First Year Depreciation Deduction $55,000.00

Total First Year Deduction  $580,000.00

Cash Savings on your Equipment Purchase 

(Assuming 35% Tax Bracket)  $203,000.00

Lowered Cost of Equipment after Tax Savings $597,000.00 

An important thing to consider is that the depreciation bonus 

portion of this law will expire at the end of 2008. In order to qualify 

for it the equipment must be placed in service between December 

31, 2007 and January 1, 2009.

Assuming the equipment were purchased using a financing 

lease or a traditional loan, the tax savings would be far greater than 

the cash outflow for the first year.

summary

In these troubled times, maximizing net cash flow may require a 

mixture of different and creative approaches.  

Wayne Mitchell is the Executive Director of Alston & Bird and 

chairs the Finance Section of the GLA ALA.

g. Wayne Mitchell 
wayne.mitchell@alston.com
213-576-1159

FINANCE ExTRA — Planning For The Year End
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MEMBER UPDATES

neW MeMBers

DeBra l. roWe
Office Administrator

Spile, Siegal, Leff & Goor, LLP
16501 Ventura Boulevard, Suite 610

Encino, CA 91436
Telephone:  (818) 784-6899

Fax:  (818) 784-0176
E-Mail:  drowe@spile-siegal.com

laUra l. salisBUry
Facilities Supervisor

Manatt, Phelps & Phillips
11355 West Olympic Boulevard

Los Angeles, CA 90064
Telephone:  (310) 312-4363

Fax:  (310) 914-5731
E-Mail:  lsalisbury@manatt.com

HeLp Us Keep In TOUCH 
wITH YOU And OTHers!

please let us know if you or 
another member has moved or changed firms. 

SECTION REPORTS

san Fernando valley section Meeting

The San Fernando Valley section met on November 4, 2008 at 

Polk, Prober & Raphael in Woodland Hills.  Lunch was hosted by 

Pride of Los Angeles.  Our thanks to Polk, Prober & Raphael for host-

ing the meeting and to Marsha Cohen at Pride of Los Angeles for 

providing lunch for the attendees.  

There were five people present for our roundtable discussion on 

“What’s Happening with the Valley Law Firm.”  Among the topics 

we discussed were the issues Valley firms faced with respect to of-

fice environment and staffing issues.  We particularly focused on 

how the declining economy is challenging law firms in the San Fer-

nando Valley.  

Our next meeting will be held at noon on Thursday, February 19, 

2009, in North Hollywood.  Paul Hekimian of Overnite Express and 

creator of The Paulsitive Movement will be our speaker.  Paul em-

braces the opportunity of speaking to young people today, with the 

goal of empowering them to believe in themselves. When they ac-

knowledge their own greatness, personal strength, and intelligence, 

they become capable of creating the path to a positive future.  We 

are hopeful he can pass that “Paulsitive” message on to Valley ad-

ministrators.   

Author: Deanna Pepe, San Fernando Valley Section Chair.

Multi-office section Meeting

Dave Pacheco from Rhumbline Legal spoke about office culture, 

differences in salaries across the country and various other chal-

lenges faced when recruiting across offices.  Even though there 

were just a few of us, we had a lively discussion which not only in-

cluded recruiting but how changes in the economy are affecting all 

of us.  We discussed how we were handling our holiday luncheons, 

summer events and other office get togethers.  In the end, the at-

tendees were very complimentary and indicated that they looked 

forward to more multi-office section meetings. 

 Author:  Bonita Pau, Multi-Office Section Chair

hr section Meeting

On Tuesday, November 18th, 2008, The HR Section of the GLA 

ALA had its November meeting with a great turnout of 23 members. 

The topic was “An Eye on the Future, What’s Shaping Employment 

Law in 2009”, where speaker Ron Novotny spoke on what to expect 

in employment law in the coming year. Mr Novotny discussed how 

the new Obama administration will affect us in the workplace and 

provided the group with changes in federal labor laws proposed 

by the new Administration. Mr. Novotny also cited several specific 

Supreme Court and California Court cases that have recently been 

decided or will be decided and how they will differ from current 

law. Mr. Novotny encouraged the group to stay after the meeting to 

ask specific questions or to clarify the material discussed.

Ronald Novotny, Esq., is chairman of the Labor Department at 

Hill Farrer & Burrill, LLP. Mr. Novotny represents and advises man-

agement in union-employer relations, the defense of employment 

discrimination and harassment claims, compliance with wage and 

hour laws, the development of employment policies and manuals, 

and the arbitration of employment claims. He can be reached at 

rnovotny@hillfarrer.com or (213)620-0460.

Thank you to Silver & Freedman for hosting and providing 

lunch for all attendees. We appreciate their support of the Human 

Resources Section and GLA ALA. The next Human Resources Sec-

tion meeting will be held on the last Tuesday in January 2009. It will 

be a round table discussion to recap the 2009 GLA ALA Annual Em-

ployment Law Seminar, location TBD, Downtown.  

Author:  Tiffany St. John, HR Section Co-Chair

   
GGGRRREEEAAATTTEEERRR   LLLOOOSSS   AAANNNGGGEEELLLEEESSS   CCCHHHAAAPPPTTTEEERRR      

AAASSSSSSOOOCCCIIIAAATTTIIIOOONNN   OOOFFF   LLLEEEGGGAAALLL   AAADDDMMMIIINNNIIISSSTTTRRRAAATTTOOORRRSSS   

     NEW 2008 REFERENCE LIBRARY 

AAvvaaiillaabbllee  ttoo  yyoouu  ttooddaayy!!!! 
 

GGLLAAAALLAA’’ss  NNeeww  LLeennddiinngg  LLiibbrraarryy  iiss  ffiilllleedd  wwiitthh  mmaannyy  
rreessoouurrcceess  wwrriitttteenn  bbyy  ggrreeaatt  aauutthhoorrss  ooff  oouurr  ttiimmee!!  

RReessoouurrcceess  tthhaatt  aarree  vveerryy  IInnffoorrmmaattiivvee    
AAnndd  aarree  yyoouurr    

TTrruuee  GGuuiiddaannccee  ttoo  nneeww  ssuucccceessssffuull  ssttrraatteeggiieess  aanndd  ssoolluuttiioonnss  
ssuucchh  aass::    

220000  WWaayyss  ttoo  MMaakkee  YYoouurr  LLaaww  FFiirrmm  AAnn  EExxttrraaoorrddiinnaarryy  PPllaaccee  ttoo  WWoorrkk  
AA  SSuurrvviivvaall  GGuuiiddee  ffoorr  WWoorrkkiinngg  wwiitthh  HHuummaannss  

TTrruuee  PPrrooffeessssiioonnaalliissmm  
PPeerrffoorrmmaannccee  MMaannaaggeemmeenntt  
PPeerrssuuaassiivvee  CCoommmmuunniiccaattiioonn  

CCaasshh  FFllooww  FFoorreeccaassttiinngg  
OOrrggaanniizziinngg  SSuucccceessssffuull  CClliieenntt  SSeemmiinnaarrss  

TThhee  OOnnllyy  NNeeggoottiiaattiinngg  GGuuiiddee  YYoouu’’llll  EEvveerr  NNeeeedd  
WWhhoo  iiss  SSuuppeerrvviissiinngg  tthhee  SSuuppeerrvviissoorr??  

And others highlighted in our June Issue of the Leadership Exchange Magazine 
 

 NNeeww  ddoonnaattiioonnss  oonn  oouurr  sshheellff  aarree::  
MMaarrsshhaa  PPeettrriiee  SSuuee’’ss::  

  11))  TTooxxiicc  PPeeooppllee    --  DDeeccoonnttaammiinnaattee  them without weapons or duct tape! 
                                      22))  GGoo  FFoorr  TThhee  GGoolldd  AAddddiinngg  RRiicchhnneessss  aanndd  BBaallaannccee  ttoo  YYoouurr  LLiiffee  ––  CCDD’’ss  

  
EEddwwaarrdd  PPoollll’’ss::  

                      DDiissaasstteerr  PPrreeppaarreeddnneessss  &&  RReeccoovveerryy  PPllaannnniinngg  ffoorr  LLaaww  FFiirrmmss    
 

Let’s make GLAALA’s new Lending Library bigger and more resourceful by donating 
your best topic today!   

 
CCoonnttaacctt  VViivviiaannee  AA..  AAbbrraahhaamm,,  CCoonnttiinnuueedd  EEdduuccaattiioonn  CCoooorrddiinnaattoorr  aatt  

((331100))  669911--22006666  ttoo  mmaakkee  yyoouurr  ddoonnaattiioonn  oorr  rreeqquueesstt  aannyy  ooff  tthhee  ggrreeaatt  rreessoouurrccee  ttiittlleess  ffrroomm  oouurr  
nneeww  GGLLAAAALLAA  LLeennddiinngg  LLiibbrraarryy  lliisstt  tthhaatt  iiss  aallssoo  ssoooonn  ttoo  bbee  ppoosstteedd  oonn  oouurr  wweebbssiittee  ffoorr  yyoouurr  

ccoonnvveenniieennccee..  

 

Greater Los Angeles Chapter 
of The Association of Legal Administrators
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GGGRRREEEAAATTTEEERRR   LLLOOOSSS   AAANNNGGGEEELLLEEESSS   CCCHHHAAAPPPTTTEEERRR      

AAASSSSSSOOOCCCIIIAAATTTIIIOOONNN   OOOFFF   LLLEEEGGGAAALLL   AAADDDMMMIIINNNIIISSSTTTRRRAAATTTOOORRRSSS   

     NEW 2008 REFERENCE LIBRARY 

AAvvaaiillaabbllee  ttoo  yyoouu  ttooddaayy!!!! 
 

GGLLAAAALLAA’’ss  NNeeww  LLeennddiinngg  LLiibbrraarryy  iiss  ffiilllleedd  wwiitthh  mmaannyy  
rreessoouurrcceess  wwrriitttteenn  bbyy  ggrreeaatt  aauutthhoorrss  ooff  oouurr  ttiimmee!!  

RReessoouurrcceess  tthhaatt  aarree  vveerryy  IInnffoorrmmaattiivvee    
AAnndd  aarree  yyoouurr    

TTrruuee  GGuuiiddaannccee  ttoo  nneeww  ssuucccceessssffuull  ssttrraatteeggiieess  aanndd  ssoolluuttiioonnss  
ssuucchh  aass::    

220000  WWaayyss  ttoo  MMaakkee  YYoouurr  LLaaww  FFiirrmm  AAnn  EExxttrraaoorrddiinnaarryy  PPllaaccee  ttoo  WWoorrkk  
AA  SSuurrvviivvaall  GGuuiiddee  ffoorr  WWoorrkkiinngg  wwiitthh  HHuummaannss  

TTrruuee  PPrrooffeessssiioonnaalliissmm  
PPeerrffoorrmmaannccee  MMaannaaggeemmeenntt  
PPeerrssuuaassiivvee  CCoommmmuunniiccaattiioonn  

CCaasshh  FFllooww  FFoorreeccaassttiinngg  
OOrrggaanniizziinngg  SSuucccceessssffuull  CClliieenntt  SSeemmiinnaarrss  

TThhee  OOnnllyy  NNeeggoottiiaattiinngg  GGuuiiddee  YYoouu’’llll  EEvveerr  NNeeeedd  
WWhhoo  iiss  SSuuppeerrvviissiinngg  tthhee  SSuuppeerrvviissoorr??  

And others highlighted in our June Issue of the Leadership Exchange Magazine 
 

 NNeeww  ddoonnaattiioonnss  oonn  oouurr  sshheellff  aarree::  
MMaarrsshhaa  PPeettrriiee  SSuuee’’ss::  

  11))  TTooxxiicc  PPeeooppllee    --  DDeeccoonnttaammiinnaattee  them without weapons or duct tape! 
                                      22))  GGoo  FFoorr  TThhee  GGoolldd  AAddddiinngg  RRiicchhnneessss  aanndd  BBaallaannccee  ttoo  YYoouurr  LLiiffee  ––  CCDD’’ss  

  
EEddwwaarrdd  PPoollll’’ss::  

                      DDiissaasstteerr  PPrreeppaarreeddnneessss  &&  RReeccoovveerryy  PPllaannnniinngg  ffoorr  LLaaww  FFiirrmmss    
 

Let’s make GLAALA’s new Lending Library bigger and more resourceful by donating 
your best topic today!   

 
CCoonnttaacctt  VViivviiaannee  AA..  AAbbrraahhaamm,,  CCoonnttiinnuueedd  EEdduuccaattiioonn  CCoooorrddiinnaattoorr  aatt  

((331100))  669911--22006666  ttoo  mmaakkee  yyoouurr  ddoonnaattiioonn  oorr  rreeqquueesstt  aannyy  ooff  tthhee  ggrreeaatt  rreessoouurrccee  ttiittlleess  ffrroomm  oouurr  
nneeww  GGLLAAAALLAA  LLeennddiinngg  LLiibbrraarryy  lliisstt  tthhaatt  iiss  aallssoo  ssoooonn  ttoo  bbee  ppoosstteedd  oonn  oouurr  wweebbssiittee  ffoorr  yyoouurr  

ccoonnvveenniieennccee..  
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Various organizations and communities are challenged on a 

daily basis - trying to obtain the resources they need to help peo-

ple and further their cause. To help those in need tackle their every 

day challenges, the Association of Legal Administrators (ALA) cre-

ated its Community Challenge Weekend (CCW) program in 1999 

where it encourages ALA chapters, its members, firms, vendors, 

relatives and friends to come together to contribute time, energy 

and resources toward improving their own communities.  As an 

extension of this effort, the Greater Los Angeles Chapter has cre-

ated a community relations committee to help identify need and 

extend our support to those in need.  

Our next activity is called  Feeding the Hungry Heart Food 

Drive held from February 9th through February 13th, 2009.  GLA 

ALA Member firms are encouraged to participate by collecting 

canned non-perishable food to be donated to the Los Angeles Re-

gional Foodbank.  

The Los Angeles Regional Foodbank is a nonprofit charitable 

organization that has been serving the disadvantaged of our com-

munity for 35 years. They are at the heart of a charitable food dis-

tribution network that includes nearly 900 charitable agency sites 

in Los Angeles County.  

Over one million people in Los Angeles County are at risk of 

going hungry.  This year appears as though it may be the toughest 

the Foodbank has ever seen.  The skyrocketing cost of living and 

record poor economy has sent many working families into food 

pantries for the first time.  Most of the charitable agency sites in 

the Foodbank’s network of 875 agencies have seen record increas-

es in the number of new, first time clients looking for emergency 

food assistance.  

  While many choose to donate much of the needed food dur-

ing the holidays, by the time February comes around, foodbanks 

are in dire need once again.  Here is your chance to help those fac-

ing empty food cupboards.  Please donate to this worthy cause.  

Robert Half Legal is partnering with GLA ALA to pick-up all 

of the food being collected in our firms and deliver it to the food 

bank.   Each  participating law firm will receive a certificate of rec-

ognition for their participation from both the GLA ALA chapter 

and the Los Angeles Regional Foodbank.  

The Los Angeles Regional Foodbank accepts dry, shelf-stable, 

refrigerated and frozen food items; foodservice items; and per-

sonal care and cleaning products.  The items most needed are 

canned meats, canned vegetables, canned fruits and peanut but-

ter. Thank you.

Feeding the Hungry Heart Food Drive runs from February 

9th through February 13th, 2009.  For more information or to 

schedule a pickup date and time for your law firm, please contact 

Angela Ungurean  (310) 305-2100 x139 or aungurean@hgla.com 

   

Happy Holidays with Best Wishes for 2009,

      Angela

Angela A. Ungurean 
310-305-2100 
aungurean@hgla.com

FeeDing the hUngry heart FooD DriVe 

All Work Completed With Pride

(818)343-8659 www.prideoflosangeles.com

Marsha Cohen & Leonard Cohen
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Successful Law Firm Marketing...
...has nothing to 

do with luck.

 
Berbay Corp. - We’re your real four-leaf clover. 

To learn more, call 310/914-4200 x110 or email info@berbay.com.

www.Berbay.com

Successfully marketing a law firm has nothing 
to do with luck.  Rather, success has everything 
to do with experience.  At Berbay, we have a 
proven track record of developing Marketing 
and Public Relations programs that get the 
phone to ring.  

Marketing & Public Relations for Law Firms .

OverniteExpress
A Division of 

AdoptHelp
Adorno Yoss Alvarado & Smith 
Allen Matkins
Anderson, McPharlin & Conners, LLP
Appellate Defenders, Inc.
Atkinson, Andelson, Loya, Ruud & Romo
Baker, Keener & Nahra, LLP
Berger Kahn, A Law Corporation  
Berman, Berman & Berman, LLP
Bisnar & Chase, LLP
BKG - Litigation 
Bonne, Bridges, Mueller, O’Keefe & Nichols 
Bryan Cave, LLP  
Buchalter Nemer  
Buckner, Alani, Khouri, Chavos & Mirkovich
Burke, Williams & Sorensen, LLP  
Burkhalter, Michaels, Kessler & George, LLP
Caldwell, Leslie, Proctor & Pettit
Carlton, DiSante & Freudenberger, LLP  
Carroll Burdick & McDonough, LLP  
Carroll, Kelly, Trotter, Franzen & McKenna
Center for Disability Access, LLP
Chapman Glucksman & Dean
Christensen, Miller, Fink, Jacobs, Glaser & Weil 
Clark & Trevithick
Cline Carroll & Company
Cox, Castle & Nicholson, LLP  
Crowe & Rogan, LLP
Cummins & White, LLP
Curiale Dellaverson Hirschfeld & Kraemer, LLP
Dale, Braden & Hinchcli�e

Have you taken advantage of the best overnight shipping company in the state?

Daniels, Fine, Israel & Schonbuch, LLP David 
Taussig & Associates
De Castro, West, Chodorow, Glickfeld & Nass 
DLA Piper US, LLP
Ernster Law O�ces, P.C.
Ervin, Cohen & Jessup, LLP
Fagen Friedman & Fulfrost, LLP 
Ford & Harrison, LLP
Fox & Sohagi, LLP
Frandzel Robins Bloom & Csato, L.C.
Fredrickson, Mazeika & Grant
Freeman, Freeman & Smiley  
Fulwider Patton, LLP
George Smith Partners, Inc.
Gordon & Rees, LLP  
Grant, Genovese & Baratta
Green & Hall, APC  
Greenberg Traurig, LLP  
Haight, Brown & Bonesteel, LLP  
Hammel, Green and Abrahamson, Inc.
Hamrick & Evans, LLP
Hart, King & Coldren, PCL
Hecht, Solberg, Robinson, et al.
Hershorin & Henry, LLP
Hewitt & O’Neil, LLP
Hollins Schechter, Attorneys at Law
Hooper, Lundy & Bookman, Inc.
Houser & Allison, APC 
Howrey 
Hunt, Ortmann, Blasco, Pal�y & Rossell
Irell & Manella, LLP 

Jackson, DeMarco, Tidus & Peckenpaugh 
Je�er, Mangels, Butler & Marmaro, LLP
Kane, Ballmer & Berkman Kimball, Tirey & 
St. John
Klein, Denatale, Goldner, et al. Koeller, 
Nebeker, Carlson & Halluck 
Kolodny & Anteau
Kreindler & Kreindler, LLP
Legalink 
Leven & Seligman
Levene, Neale, Bender, Rankin & Brill, LLP
Liebert Cassidy Whitmore
Lim, Ruger & Kim
Liner Yankelevitz Sunshine & Regenstreif, LLP
Loeb & Loeb
Louie, Stettler & Liebherr
McEl�sh & Associates
McGuireWoods, LLP
McNicholas & McNicholas, LLP
Miller Brown & Dannis Law
Milstein Adelman & Kreger, LLP
Morison-Knox Holden & Prough, LLP
Murtaugh Meyer Nelson & Treglia 
Nemecek & Cole
Newmeyer & Dillion
Nossaman, Guthner, Knox & Elliott, LLP  
Oldman, Cooley, Leighton, Sallus, Gold & 
Birnberg
O’Melveny & Myers, LLP
Palmieri, Tyler, et al.
Pardue, Cornwell & Associates

Parker, Milliken, et al.
Payne & Fears, LLP  
Pircher, Nichols & Meeks
Pivo, Halbreich, Martin, Wilson & Amo, LLP
Pond North, LLP  
Pothier & Associates
Proctor, McCarthy, & Slaughter, LLP
Robinson, Diamant, et al. 
Rus, Miliband & Smith
Rutter Hobbs & Davido�
Scha�er, Lax, McNaughton & Chen
Shafron & Kammer, LLP
Shulman Hodges & Bastian, LLP
Silver & Freedman
Soltman, Levitt & Flaherty
Stradling Yocca Carlson & Rauth
Strumwasser & Woocher, LLP
Sullivan & Cromwell, LLP
Sullivan, Hill, Lewin, Rez & Engel
The Muller Company  
Troy & Gould
Tyre Kamins Katz & Granof
Weinstock, Manion, Reisman, et al.
Weston Benshoof Rochefort Rubalcava & 
MacCuigh, LLP
Wolf, Rifkin, Shapiro, Schulman & Rabkin, LLP
Yoka & Smith, LLP
Zwicker & Associates, P.C.  
(Partial Listing)

  overniteexpress.com                               1-800-683-7648 (OVERNITE)                             Overdelivering.™       

Visit overniteexpress.com to set up an account and learn more about 
our unique service and guaranteed savings. Try us out and receive 5 free 
shipments.* Be sure to reference marketing code: 08GLAL08
*Free shipments valid during �rst 7 days of opening an account

Something’s missing...Your Firm Name!
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AND THE WINNER IS. . . . .

I attended the GLA ALA Vendor/Member mixer at the Elevate 

Lounge on September 25, 2008.  I was enjoying the evening by lis-

tening to music, networking with numerous vendors and chatting 

with several members.  I did not think this great event could have 

been any better when all of a sudden I heard my name being called 

out as the lucky winner of a FREE trip to the Region 4 & 6 Education 

Conference in Austin, TX.  If you have ever talked yourself out of 

attending a GLA ALA networking event, let this be a lesson to all of 

you - networking can make you a Winner!

My trip to Austin, TX began with the early morning news that 

the 405 freeway was closed because there was a blazing wild fire on 

the side of the freeway.  I managed to arrive at LAX in time for my 

flight by taking several surface streets and by winding up and over 

a canyon.  This experience reminded me that as Administrators, we 

have learned to be prepared in a crisis situation and to make sure 

we always have a Plan A, B and C in our hip pocket.  My Plan B 

worked out for me on this day!

Region 4 & 6 Conference offered numerous educational classes 

and I was excited to learn that ALA members could download the 

handouts.  This is such a great system because of ALA’s effort to go 

“green” by saving paper and because members who were unable to 

attend have the opportunity to download the handouts and learn 

from them too.  If you are interested in downloading the handouts, 

they are available through ALA’s website, www.alanet.org/region46.  

These educational classes definitely have value and I have already 

shared some of the information I learned and I have implemented 

a few new procedures as well.  The Keynote Speaker, Steve Uzzell, 

told an interesting story about the Open Road and he displayed 

photographs which helped us visualize the concept.  His message 

truly resonated with me because we all need to find a way to free 

ourselves of work and life clutter so that we can visualize the Open 

Road – to see the forest and the trees.  Once we open our minds and 

focus on the problem at hand, then we can work towards a solu-

tion.  Many of us are so busy at work and life that we must perform 

several tasks simultaneously.  Multitasking is also an opportunity 

to make multiple mistakes.  Another value I learned is that we must 

allow ourselves to take a “time out” to ponder situations and seek 

a solution.  

Education was not the only value that I took away with me from 

Austin, TX.  I was sitting alone at breakfast looking over the class de-

scriptions and planning my day.  A group of members from the Las 

Vegas, NV Chapter sat down at my table; we introduced ourselves 

and exchanged Chapter pins and business cards.  I shared with my 

new friends that I had an open secretary position in our Las Vegas 

office and within seconds I received a candidate referral with the 

promise of more that would be emailed to me.  Within days of my 

return to work, I made an offer to the candidate that was referred to 

me on that day.  If you have ever talked yourself out of attending an 

ALA Educational Conference, let this be a lesson to all of you – net-

working can make you and your firm a Winner!  

Author: Cindy G. Fortune • 310-552-3400 • cfortune@gglt.com

GLA ALA MEMBERSHIP RENEWAL
Remember to renew your GLA ALA membership before 

January 30th ! For the same low price as last year - just $75.00.

The GLA ALA offers a wonderful networking opportunity for all of our members. Monthly luncheons are 
held featuring speakers at the local and national level. Topics cover a full range of all aspects of legal admin-
istration including human resources, information systems and technology, leadership, marketing, finance 
and motivation. Additionally, the Chapter hosts an annual Employment Law Update. This half-day seminar 
reviews the new laws that go into effect each year under State and Federal law. The conferences, membership 
orientation, seminars, special events, resources, and relationships you establish with the other members is a 
priceless benefit.  

We look forward to seeing you again in 2009!
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Increased Productivity Through Better Processes

  Managing E-mail 

  Sequestering

  Capture All Billable Time   

FEBRUARY LUNCHEON SPEAkER - Getting More Done

paul h. Burton
paul@visionmechanix.com

971-223-3663

continued on page 39

302775.1   

MONTHLY MEETING NOTICE 

Tuesday, February 10, 2009 
11:30 a.m. – 12:00 p.m.  Networking 
12:00 p.m. – 1:30 p.m.   Lunch and Program 

 
 

Conquering E-mail: A QuietSpacing(tm) Primer 
Guest Speaker:   Paul H. Burton 

Are you constantly interrupted and distracted by e-mail?  Do you struggle to find blocks of 
time to focus on complex or lengthy assignments?  That's the modern working environment. 
E-mail, and its corresponding expectations, has us bouncing from task to task with little time 
to produce meaningful results.  This one-hour seminar provides the solution. By capturing 
just six minutes a day of extra productivity, you produce 24 hours a year of increased 
accomplishment.  Imagine what you might do with three additional days each year, because 
that's what this program provides you.   
 
   
            

 

 
Location:  

 
Omni Los Angeles Hotel 
251 S. Olive St., Los Angeles, CA  90012 
Hosted Valet Parking at the Omni   
Self Parking, California Plaza 

 
COST:   $30.00 (members) 
               $35.00 (guests and at the door) 

 
  _______________________________________________________________________________________________ 

Reserve on our website www.GLAALA.org PLEASE RSVP BY 
February 3, 2009 

 
For questions regarding this event, please contact  

Hugo Ospina, Carlsmith Ball, LLP  
(213) 955-1233   hospina@carlsmithball.com  

  
 

 
 

 
Refunds will be provided only if cancellation notice is received by 12:00 p.m. on Friday, February 6, 2009. 
 
As this is a sponsored event, please do not invite guests with a competing business. 
 
Certified Legal Management Program (pending) 

 



Greater Los Angeles Leadership Exchange36

2009 GLA ALA ANNUAL EMPLOYMENT LAW SEMINAR

We are happy to announce that our presenters for the 2009 An-

nual Employment Law Seminar are Kelly O. Scott, Esq. and Karina 

B. Sterman, Esq.   Kelly and Karina spoke at last year’s event, which 

was both informative and entertaining—their ratings were off the 

charts!  This year’s seminar promises more of the same and will 

consist of two sessions—the first will be an employment law update 

and the second will focus on privacy rights in the workplace.  These 

topics are previewed below.  

eMPloYMenT laW uPdaTe
The holiday season means different things to a lot of people.  

To employers, it means that it’s time to prepare for the numerous 

“gifts” that the Legislature has provided, many of which become ef-

fective on January 1 of the following year.  This year is no exception, 

and there are a number of new laws going into effect in 2009 that 

will alter the relationship between California employers and their 

employees in a variety of ways.  In addition, 2008 was a busy year 

for the judiciary, with important developments that have had an 

immediate impact on California employers in all industries.  Meal 

and rest breaks, class actions, union organizing, overtime status, 

individual liability, disabilities, privacy rights – these are just a few 

of the topics that will be discussed at the 2009 GLA ALA Annual Em-

ployment Law Seminar.  

PrIvacY In The WorKPlace: an eMPloYee’s rIghT To 
PrIvacY versus an eMPloYer’s rIghT To KnoW

Deciding where an employee’s right to privacy ends and an em-

ployer’s right to know begins is an uncertain line that both employ-

ees and employers must walk.  While various state and federal stat-

utes regulate employee privacy in the workplace, state and federal 

Constitutions generally supply the necessary framework for deter-

mining whether a violation of the “inalienable” right to privacy has 

occurred.  Although the essential elements of a claim for invasion 

of privacy may vary slightly from state to state, or from state law 

to federal law, typically speaking, an employee-plaintiff must es-

tablish that: (1) the employer engaged in conduct that invaded the 

employee’s privacy interests, (2) the employee had a reasonable ex-

pectation of privacy as to the interests invaded, (3) the invasion was 

serious, and (4) the invasion caused the employee to suffer injury, 

damage, loss or harm.  An employer-defendant may prevail in such 

a case by negating one of these elements or by demonstrating that 

the invasion of privacy was justified because it furthered the em-

ployer’s countervailing interests.  

With these standards in mind, the question of whether an em-

ployee has a legitimate right to privacy permeates virtually every 

aspect of the employee-employer relationship.  Among the more 

prominent issues are electronic monitoring of an employee’s of-

fice computer, the monitoring of employee telephone calls and text 

messages, video surveillance, physical searches of an employee’s 

person and personal work space, employee background searches, 

and regulation of workplace romances.  Each of these subjects will 

be addressed in detail as Kelly and Karina educate the attendees 

about defining employees’ privacy rights and employers’ rights to 

look out for their best interests when privacy issues arise.  

QUEST AWARD — Recognize A New Member Who Has Been Involved In Association Activities 

In 2006, ALA implemented the “Quest Award” as a way to rec-

ognize a new member who has been involved in Association ac-

tivities during their first year of membership and has demonstrated 

conviction, dedication and relentless pursuit of personal and pro-

fessional excellence.  In November each year, ALA Headquarters 

sends every chapter President a list of their new members for the 

year.  The President consults with their Board of Directors to select 

a person to nominate for the award for their chapter.  The President 

prepares an essay of 1,000 words or less describing the traits of our 

candidate, how the candidate has met or exceeded our expecta-

tions as a chapter and any local events or projects our candidate 

participated in during the year.  The performance objectives and 

criteria are established by ALA Headquarters and each nominated 

candidate should aspire to meet or exceed these objectives.  Eli-

gible candidates must be a regular member in good standing, first 

time member of ALA (not someone who has rejoined), a primary 

member of our chapter and have been a member for more than 

one, but less than two years.

The GLA ALA nominated Joanne Stillwagon in 2006 and Hugo 

Ospina in 2007.  Both received Honorable Mention awards at the 

ALA National Conferences.   This year’s nominee will be recognized 

at the ALA National Conference in New Orleans, LA in May 2009.

What a nice way for the chapter (and ALA) to say thanks for 

quickly becoming an active member!  
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ALA FINANCIAL CONFERENCE

This year’s Law Firm Financial Management Conference and 

Exposition in Schaumburg, Illinois was a valuable experience and 

a great way for a new Association of Legal Administrators (ALA) 

member to familiarize herself with all that being a member of this 

organization has to offer. I also gathered that the conference was 

a great way for seasoned members to reconnect with old friends, 

brush up on advances in vendor products and fine tune financial 

management skills, especially in such a competitive work environ-

ment.

I joined the ALA approximately four months ago in order to ac-

quaint myself with law firms and was excited to learn that the or-

ganization was hosting such a comprehensive conference. Initially 

I had a hard time deciding if I should attend because I could not 

fathom dropping everything to leave home and the office for ap-

proximately four days including travel time. After careful consider-

ation, I concluded that I would be missing out on a lot of pertinent 

knowledge if I did not attend and now I know that I would have 

missed out on a lot more. I was also sold on the fact that I could 

earn continuing professional education credits to put towards my 

CPA license at the same time.

In addition to being one of the most organized and informa-

tional financial management conferences that I have attended, 

I met several wonderful colleagues from all over the country and 

even had a chance to get to know some of the speakers as I served 

as session manager for two of the sessions over the duration of the 

conference. I even got to know a few members from my local chap-

ter, the Greater Los Angeles chapter, who I might not have had the 

chance to network with in a similar environment otherwise.

I was especially impressed with the committee’s choice of hotel 

and session topics. The Renaissance Schaumburg Hotel and Con-

vention Center was spacious and beautiful and the rooms were very 

cozy. The staff was accommodating and made my stay away from 

home a pleasant experience. The session topics were relevant and 

timely and the speakers were very knowledgeable. It was apparent 

that each speaker put a lot of time and effort into their presentation 

and handout(s), which were conveniently posted on the ALA web-

site prior to and after the conference. 

I was impressed with each speaker’s willingness to share their 

experiences with the other members and make themselves avail-

able for questions not only during the sessions, but after the ses-

sions as well. I had the honor of introducing Richard Nigon, CLA, 

CPA during his Law Firm Budgeting Basics: The Critical Nuts and 

Bolts session and thought it was remarkable that he took the time 

out of his busy schedule to attend the conference and share his 

knowledge and experience with the rest of the group. Let us not 

forget the vendors who were there in full force lining the exhibit 

hall and eager to share information regarding their products. Did 

I mention they even gave away prizes like $50 cash and $100 Visa 

gift cards?

After long days of exposure to thought provoking material, there 

was plenty of fun to be had. The hotel offered a free shuttle service 

to and from the local mall and surrounding restaurants. The hotel  

 

 

 

 

 

 

 

 

also boasted a first-class restaurant, bar and plenty of lounge ar-

eas to relax. There were even a couple of vendor hosted dinners. I 

actually felt pampered as I took advantage of room service and the 

hotel’s workout facility.

I definitely returned to Beverly Hills, California with more than I 

left with. Not only did I gain a lot of knowledge that pertains specifi-

cally to my job, but I also cherish the contact information I received 

from colleagues in my local chapter and across the country, as well 

as the information I received from vendors that specialize in the 

nuances of law firms. I really enjoyed this experience and highly 

recommend this conference.   

Wendy caldwell, cpa, MBa
310.855.3228 

wcaldwell@eisnerlaw.com

Along with years of 
Commercial Printing 

experience, we now have 
an HP 5500 Digital Press 

We can save you 
time & money.

We’ve added Digital Printing!

2040 East Walnut Street, Pasadena CA 91107
Phone 626 795 8093 • Fax 626 795 2423

www.typecraft.com

Combining Commercial Printing with Environmental Responsibility
A Forest Stewardship Council Printer

626-487-0784 • www.tracographics.com
tdragoo@tracographics.com • tdragoo@mac.com
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Dodie edelstein 
Legal Information Systems Training
707-776-4695 • dodiemail@comcast.net

here are some great tips to making contacts work with you:

Fastest Way to Find Someone 
Click on the blue line (top line) on any person in your Contact list.  Start typing the last name.  The 
cursor jumps to the first person it finds with that name.  If you pause and start typing again, it thinks 
you are starting over.

If you can’t find a person, click Find and type in their name.  This searches all areas in a Contact.  
Maybe the person is misfiled.  (See next step below to fix this)

Entering Contact’s Name
If the Contact has a suffix (Jr., III, Esq., CPA, etc.) be sure to click the Full Name button to see how 
Outlook is filing your contact.  Misfiled Contacts happen easily and are frustrating since you won’t be 
able to find them by looking under last name.

Easiest way to get Person in a Contact List
Right-click on the e-mail, choose Move to Folder, find your contacts folder or your attorney’s (if you 
have access).  Click & Drag each piece of info (name, title, company, address) from the Notes area into 
the respective slots on the contact record. 

Phone Numbers -  
Need more than 4?

You can store up to 19 phone numbers, only 4 show on the main screen.  Click any number’s drop-
down arrow to see more.  You can store 3 physical addresses, 3 e-mail addresses and a webpage. 

Keep Track of Birthdays, Anniversaries
Put a date in once on the Details tab under Birthday or Anniversary.  It shows up on your calendar 
every year!

Getting Directions to a Contact’s Location
Click  (the black & yellow curve sign) to get an instantaneous map to that person’s address.

Creating Distribution Lists

You can make your own “groups” in Contacts that can consist of internal and external people.  
Steps from Outlook: 

1. Go to the File Menu
2. Click New 
3. Click Distribution List
4. Type in a Group Name
5. Click the Select Members button
6. Click the name of the person
7. Click the Add button
8. Repeat steps 7 & 8 until complete
9. Click the OK button
10. Click Save and Close

Looking at your Contacts a Different Way Use the “Views” choices to display them as a Phone List, Company List, or by Category to name a few.

Printing your Contacts
Once the view is changed, you can print the whole list in that View.  (Good for taking a copy of a print-
ed phone list with you if you’re going somewhere without computer access.)

New Contact -  
Same Company

If you don’t want to type the same company info over and over, but you get a new contact from the 
same company as one you already have, go to that existing contact, click Actions, then New Contact 
from Same Company menu item.  Everything except the name, title, phone and the e-mail address 
gets copied into a new record for you to use.

E-mailing a Contact
If you need to e-mail someone in your Contact list, you can start from the Contact by clicking on the 
Mail Message button.  

Remember to Call a Contact You can click the “Flag” button  to set a reminder that notifies you in the future to call that contact.  

Dodie Edelstein is the owner of Legal Information Systems Training (LIST), which specializes in helping you get the most from 

the software you have.  She provides customized legal-specific training and support services for document processing, e-mail and 

document management software.  Dodie can be reached through e-mail at dodiemail@comcast.net, by telephone at 707-776-

4695 and on her web page at www.aboutlist.com. 
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Member Spotlight — Judy Doss

The Things I Like Best About Being A Legal Administrator Are:
The variety in role scope and the ever-changing responsibilities, I 

also enjoy positively affecting lives and the operations of the firm

To be successful, legal administrators have to:
Possess cross skills in people management, organizational leader-

ship and demonstrate strong business acumen

The best advice I received from a fellow legal administrator was:
Think strategically when making operational decisions but 

speak humanistically when conveying news that will be difficult  

to accept.

I try to encourage my staff to:
Work had and maintain an attitude of collaboration. Find ways 

to refine skills to ensure consistent quality output that is accurate, 

complete and timely. Demonstrate excellence in the performance of 

duties regardless of rank or position. 

If I weren’t a legal administrator I would be:
a writer and/or actor

In my spare time I like to:
Working out, taking bike rides along the beach, enjoying socials 

with family and friends.   

I joined ALA because:
The opportunity to network, the role of legal administrator is an 

isolated position. The ALA enables connections to others doing this 

work and provides resources and references that help make the work 

easier.

Activities (other than work) I’m involved in:
Currently pursuing a doctorate in organizational psychology. 

Received national honors recognition in the program.

Three words that describe me: 
Smart, equitable and fun.

  The last good book I read was: 
20/20 Thinking (general interest reading on mental cognitions)

Other interesting facts I would like members to know about me:
Love dance and enjoy introducing ballet basics and choreo-

graphed movement to six inner-city girls and boys. The kids love it 

and it’s my way of giving back.

please list committees and/or events that you would like to volunteer 
to assist:

I’m not really sure of all the various committees or events with ALA 

but I would readily volunteer wherever or whenever needed. 

er-ending nag about consistently writing it down. The statistics are 

overwhelming: You can lose 20 percent of your billable time if you 

don’t write it down immediately upon completing the work. So track 

it constantly through the day! Here are pointers to help. 

	 •	 Get	client/matter	numbers	at	inception.	When	you’re	hand-

ed a file or you engage in a case-related discussion with 

another lawyer, ask for the client/matter number up front. 

This will do two things: (1) make it clear that you’re going to 

bill the time you work and (2) eliminate the need for you to 

chase down the number later, which, of course, wastes bill-

able time!

	 •	 Copy	yourself	or	your	assistant	on	all	e-mails.	I’ll	say	it	again:	

Here’s your track record of what work you’ve done in e-mail. If 

necessary, you can print out the messages—including client/

matter number and time spent—and have them transferred 

to the firm’s billing program. You did the work, so make sure 

that it’s captured.

	 •	 Complete	your	daily	timesheets	by	day’s	end.	The	best	prac-

tice is to keep a running log of time (software-based or oth-

erwise) of everything you do as you do it. If you’re a scrap-of-

paper person, then you need to aggregate and compile the 

list for your billing program before leaving the office that day. 

Even if your memory rivals that of the elephant, you will miss 

things if you don’t do this every single day. Recall our earlier 

math—one missed 10th of an hour each day translates to 23 

lost hours a year.

Implementing some or all of these suggestions will definitely in-

crease your productivity. Better productivity will improve your com-

pensation and sense of accomplishment. In turn, your increased ac-

complishment will produce greater career satisfaction.   

About The Author: Paul is a former corporate finance attorney, 

software executive, and successful entrepreneur.  He works exclusively 

with lawyers and law firms, providing his clients consulting, training 

and coaching on leadership skills, individual productivity, and busi-

ness development.  Paul frequently speaks and publishes on profes-

sional development issues.  You can learn more about Paul and his 

practice at www.visionmechanix.com.He can be reached at paul@

visionmechanix.com. © 2007-2008 Vision Mechanix.

gEtting MorE DonE continued from page 35
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This month:  Time

If only you had an extra week of vacation, or a day, or even just a 

few hours to catch up on life.  What about five minutes, asks Nancy 

Coulter-Parker.  It  doesn’t sound like much  but according to Jeffrey 

Brantley, MD, director of the Mindfulness-Based Stress Reduction 

Program at Duke Integrative Medicine in Durham, North Carolina, 

and co-author of the Five Good Minutes book series, just a few min-

utes an be enough to reduce anxiety and put your love life, career, 

or relationship to the Earth back on track.

 Each of the four Five Good Minutes books offers 100 practic-

es for dealing with different aspects of life - morning to evening.  

“There is a constant sense of hurry, worry, urgency, and distraction, 

and a lot of things happening in our modern life,” explains Brant-

ley.  “I encourage people to focus on the present moment.  It’s not 

just about clock time.  It’s about reconnecting with the deepest and 

best parts of ourselves.”  Although every five minute practice dif-

fers, Brantley says the basics should remain the same:

First minute:  Breathe mindfully and be present.

Second minute:  Set an intention, whether it’s to be happier or 

to be friendlier to a co-worker.

Remaining three minutes:  Act wholeheartedly - laugh and try 

not to worry or judge yourself.

Good to remember, especially with the start of the holiday sea-

son just around the corner.

So remember, slow down, find gratitude in what you have, take 

time to take care of yourself.....and BREATHE. 

See you in February.    

 

About The Author: Gloria Albert, Director of WellnessWorks, has 

been a health consultant for over 20 years.  Her approach to reducing 

stress and adding wellness to one’s life is practical, hands-on, pro-

active and fun.  

To find out more information, request a brochure or  

schedule a class, please contact Gloria at (phone) 310-393-6078,  

(e-mail) galbert@wellnessworksusa.com, or visit our website at  

http://www.WellnessWorksUSA.com.  Please feel free to pass this in-

formation along to co-workers, friends, family.

SOS (SUCCEED OVER STRESS), a monthly column, is brought 

to you compliments of WellnessWorks, providing innovative stress 

management and wellness programs. 

WellnessWorks is dedicated to providing the utmost in innova-

tive stress reduction/wellness programs to our clients. Our goal is to 

save clients money by helping employees control their stress, be more 

productive, and live healthier, happier lives. WellnessWorks is now  

offering seminars for your employees that will help them find that 

balance in their lives.  In addition, we also work with people indi-

vidually, and have a comprehensive wellness program for seniors.  

For more information on what we do, please be sure to visit us at 

http://www.WellnessWorksUSA.com.

gloria albert, Director of WellnessWorks
galbert@wellnessworksusa.com
310-393-6078

“Guard well your spare moments.  They are like uncut diamonds.
Discard them and their value will never be known.

Improve them and they will become the brightest items in a useful life.”  
 — Ralph Waldo Emerson
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Marketing Spotlight — Marketing Plan Redux

There are a host of new marketing elements in the air, such as 

“social media” and Web 2.0.  As the dust settles, they’re sure to have 

a role in a firm’s marketing arsenal; however, one basic fact never 

gets old: to get the best ROI from these and other tactics, they have 

to be integral components of a well thought-out plan.

No matter what the economy, it’s important to have a market-

ing plan, and this is the time of year to be laying the foundation for 

2009. If you’re serious about making 2009 the best it can be, don’t 

skip any of the following steps.

 

step 1: situational analysis

The situational analysis gives you a picture of where the firm 

stands today, where it has come from, and where you want it to go. 

Start by identifying professional strengths and weaknesses. What 

type of work do your attorneys enjoy and what do they dread doing? 

Leveraging the areas they enjoy will create a strategic advantage. 

Next, look at the firm in the context of the marketplace. What 

are the core competencies? What are its strengths and weaknesses 

when it comes to marketing? Are your lawyers great at creating rela-

tionships, but less good at nurturing them in the long term? Is your 

marketing department skilled at planning ambitious campaigns, 

but not persistent in execution? What can you learn from the firm’s 

billing patterns about the services that really attract clients?

 

step 2: Problems and opportunities

Your situational analysis may have revealed problems to ad-

dress, which may or may not be a result of the economy. With eco-

nomic challenges come opportunities your competitors may be 

missing. Compare each of your firm’s service lines to the service 

lines of competitors. Look for overlaps of service and—most impor-

tant—market niches that are ripe for a new service your attorneys 

could supply. Next, research your clientele’s industries, particularly 

emerging trends, “hot” issues and new market opportunities that 

may necessitate additional services or a new practice area. 

step 3: Target markets

Who, specifically, is going to buy your firm’s services?  Firms 

tend to think in terms of practice areas, but clients think along in-

dustries. Although the legal services that attorneys provide may be 

similar in different sectors, clients want to know that you have spe-

cial expertise in an area of commerce.  Additionally, becoming that 

industry expert broadens your positioning outside of someone who 

just provides legal services.  Think broadly across a wide spectrum 

of geography, industries, company sizes, etc., then focus it down so 

you can target your efforts.

step 4: Marketing objectives

Set both short-term goals (a year or less) and long-term goals 

(up to three years) for marketing. Set targets for the year, with in-

terim quarterly objectives.  Be specific.  For instance, one objective 

might be to sell $200,000 in tax controversy services over the next 

year, 40 percent of which will come from small business owners, 

an underdeveloped niche you discovered during your situational 

or billing analysis.

Examine the trends in lead generation, overall and by service 

line, for the past few years and project them out for the planning 

period to arrive at a top-line forecast. Then, do a bottom-up pre-

diction by factoring in the amount of business your attorneys can 

realistically attract, projections of repeat business and estimates of 

other new income. Although your top-down and bottom-up num-

bers will likely differ, you can find a common ground by consider-

ing market factors, trends, your firm’s expansion plans, etc. 

step 5: Marketing strategies

Before you decide on specific tactics to increase business, look 

at the marketing process from a strategic perspective. Your strat-

egies might include educating clients about the full scope of the 

firm’s services or a new practice area, or increasing visibility through  

public relations, or an e-newsletter in an emerging area of law.

step 6: communication points

Develop key messages about the firm. These should be “univer-

sal” statements that can be tweaked for various target audiences, 

with the essence of the message remaining consistent. The goal is 

to create a positive, memorable position for your services in the 

minds of target audiences.

step 7: Tactical marketing tools

The ever-broadening range of marketing tactics includes tradi-

tional venues (advertising, direct mail, telemarketing, media rela-

tions, publicity, web and email), as well as new tools such as social 

media, e.g., LinkedIn, twitter, etc. Develop detailed plans within 

each tactic and include specific objectives. For example, if you de-

cide to send email blasts on new case law, what do you wish to ac-

complish with this tactic? 

step 8: Marketing plan budget and timetable

Budgets and time tables go hand in hand. Looking at your bud-

get and timetable from a yearly perspective may save you money 

in the long run. For example, you can stretch your budget further 

by planning your marketing activities to take advantage of special 

sharon Berman    
Berman@Berbay.com
310-914-4200 Ext.10
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advertising rates or low-season discounts offered by newspapers. 

step 9: execution

This is where you get to “share the wealth” of marketing plan 

responsibilities. Everyone in the firm, from senior partners to re-

ceptionists, should have a role to play in executing the plan. This 

helps build accountability.

step 10: evaluation and measurement

Specify in your plan how you will evaluate and measure your 

efforts. You’ll learn much from an examination of what worked and 

what didn’t during the year. As much as possible, your measure-

ments should be quantitative, but some will, of necessity, be quali-

tative.

Now that your marketing plan is complete, make sure that it 

remains a living document. Don’t let it sit on a shelf while your at-

torneys are wondering why the phones are not ringing. Your whole 

firm has invested time and effort into the plan. Now put it into ac-

tion and reap the benefits.     

About the Author: Sharon Berman is principal of Berbay Corp., 

a marketing consulting firm specializing in working with law firms.  

She can be reached at berman@berbay.com.  The firm’s website is 

www.berbay.com
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Bio 

 I began my career in the legal industry when I landed a job as a 

Proofreader at a law firm in the 80’s with the promise that I would 

be able to “learn to use the computer.”  Proofreading was great, 

but that computer sat on my desk, and I was crazy with curiosity. 

I pestered the Word Processing Supervisor until she let me turn it 

on and transcribe!  Well, it took awhile to get through the first tape, 

but I had found my passion!  Arriving at work early, I played with 

that little machine then stayed late to figure out all of the keystrokes 

(there were no icons). 

Then came the point where the Firm was switching to a “net-

work.”  At this same firm, the Administrator gave me the chance of  

a lifetime when she asked me to became the Network Administra-

tor. I said, “Sure.  What does a Network Administrator do?”  She  

sent me to Novell Netware classes, and I soon found out!   With 

the help of great vendors, I provided network support as well as  

training.  

Finding that I truly enjoyed training, I gave up my Network Ad-

ministrator job to become Help Desk Support/Trainer at another 

firm.  Each job brought new challenges, and this one involved creat-

ing templates, providing new hire training and help desk support. 

I then got the opportunity to move to the vendor side, and 

worked for a major network integrator as one of their trainers.   

In this position, I traveled all over the U.S. training law firm  

personnel.  

In 2004 circumstances made me decide to go out on my own 

and CARM Consulting, Inc. was born.

company Profile 

CARM Consulting, Inc. has been in business for 4.5 years.  CARM 

has not been around that long, however, my experiences have 

taught me that it is not only knowing the software, but knowing 

your audience that is important.  Therefore, all of CARM’s training 

partners have years of experience in the “law firm environment.”  

Our team of legal trainers work hard at each project to provide the 

most comprehensive and to-the-point training.  Our experience al-

lows us to be aware of what features are “important” to train on.  

We have partnered with many of the major software vendors such 

as Interwoven and Workshare so that we can stay current with up-

grades.  We are all also “geeks” and are unable to rest until all icons, 

buttons, menus are tested and understood. We are all very excited 

about the Office 2007 suite — with its ribbons, and new features!

What is the most important component of the vendor-cli-

ent relationship? 

Creating a relationship of trust and honesty.  Showing the client 

that we will go the extra mile to ensure a successful outcome is our 

goal be it New Hire Training, an Interwoven upgrade, WordPerfect 

to Word upgrade, Office 2007 upgrade or a small Excel class.  When 

we begin a job, it becomes ours.  We know what needs to be done 

and what questions need to be asked.  Honesty brings trust, and 

that is the relationship we strive to build.  We want our clients to 

know they can count on us.

What characteristic do you possess that helps you to be  

successful?   

Being intuitive to individual needs of legal assistants, attorneys 

or staff and still get the job done.  Training is sometimes a “dance”.   

I have learned to “dance” with the many personalities.  Big changes 

in someone’s daily workday that comes with new software com-

bined with busy schedules can make for some uncomfortable  

people.  We have learned to recognize worry, and stress and work  

within everyone’s comfort level — perhaps spending an extra few 

minutes with someone or getting straight to the topics needed with 

busy attorneys. 

I believe I am a good planner, team player and great with follow 

through.  I learned this about  myself when I completed my first Los 

Angeles Marathon.  I am on my 7th Marathon this year — the Los 

Angeles Marathon.  As this relates to training — years of law firm 

and networking experience combined with our partnerships with 

great software and hardware vendors allows us to plan and gain the 

knowledge we need before training so we can follow through and 

successfully disperse that knowledge. 

What makes carM consulting, Inc. awesome? 

CARM Consulting, Inc. is awesome simply because we enjoy 

helping people learn to do their job more efficiently!  We also like to 

see their face when they have that, “got it” moment.  
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BUSINESS PARTNER SPOTLIGHT — CARM Consulting, Inc

CARM Consulting, Inc.
Promoting Productivity and Growth Through Training and Support
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ONE CALL CAN PUT
100 ATTORNEYS AND
100 PARALEGALS
TO WORK IN
LOS ANGELES,
WASHINGTON DC,
NEW YORK, AND
BISMARCK.

Big business isn’t just for big cities. As legal professionals, we’re able to get you what you need, when
and where you need it. We provide the best services in the business, including space
management, technical solutions, online timekeeping and the best quality temporary staff nationwide.
To learn how we can help you, please contact Brian Hartstein, Esq., Senior Managing Director of
National Client Relations at (213) 223-2031 or bhartstein@hirecounsel.com. One Call Does It All.

Office Locations
Atlanta Chicago Houston Los Angeles New York Philadelphia San Francisco Stamford Washington, D.C.

Interview Facilities
Hartford Kansas City Miami Newark Pittsburgh Richmond San Diego

WWW.HIRECOUNSEL.COM
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WELLNESS ZONE — How To Protect Your Back At Work

Back pain is one of the most common medical problems in the 

United States.  The cause is often poor posture and body mechan-

ics in the workplace.  A supervised program of back protection and 

exercise may be the key to alleviating and even preventing such 

problems.  

Correct posture and body mechanics play a vital role in pre-

venting back pain because pressure on the discs and strain of the 

muscles, ligaments and back joints is aggravated by incorrect pos-

ture and body mechanics.  At the same time, when your posture is 

good and you move your body correctly, you reduce the strain on 

your back.

sitting down on The Job

 Sitting is often the greatest cause of back pain.  When sitting 

either in a relaxed position, driving or while at work, support your 

lower back.  Use a rolled towel, small pillow or a specially designed 

seat support.  Remove this low-back support every half hour for five 

minutes to give your lower back a change of position.  Your head 

should be positioned so that your ear is in line with your shoulder 

and your chin is parallel with the floor.

Avoid leaning to one side when you are sitting and avoid over-

stuffed furniture, as it does not offer adequate support.

When working at a desk, your chair should be pulled close to 

the desk.  An office chair with short arm rests will allow this.  Office 

chairs should also have adjustable height back rests and seats.  The 

back rest spring should be adjusted so that the back rest moves with 

you.  A seat that tilts forward is a particularly useful feature.

Use a swivel chair to enable you to work without twisting your 

back.  Place objects such as adding machines and computers as 

close to you as possible to minimize the amount of twisting and 

turning you need to do.  When you lean forward at your desk, bend 

forward at the hips instead of rounding your lower back.  This will 

allow you to keep your back straight and in good alignment.

Talking on The Phone can Be a Pain In The neck

Holding the phone between your ear and shoulder is a common 

cause of neck pain.  Use a clipboard to hold your papers down so 

that your hands are free.  Special phone adapters are also avail-

able.

After sitting for a prolonged period, it is helpful to straighten 

your back to an upright position and, if possible, stand and walk 

for a while.

don’t Forget exercise

Appropriate exercise, done regularly, will provide the strength 

and flexibility in the muscles of your legs and back that you need 

to help avoid excessive strain and possible injury.  Some forms of 

exercise, such as yoga and tai chi, may help relieve or prevent back 

pain by increasing flexibility and reducing tension.  These exercises 

should not be done, however, if they are uncomfortable or place 

a strain on the back.  And don’t neglect strength training: strong 

abdominal, back and leg muscles play a vital role in helping you 

maintain good posture and body mechanics.    

About the Author: Judy Hissong, ACE certified personal trainer 

and transformational coach.  Contact Judy for more information at 

judy@positive-energies.com or visit her website at www.positive-en-

ergies.com. Reprinted with permission from IDEA Health & Fitness, 

Inc. (800) 999-4332.

Judy hissong, clM 
judy@positive-energies.com 
800-999-4332 
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