
 

 

 

 

 

 

 

 

 

 

      

 

 

 

 

 

 

 

 

 

 

Welcome to the Wisconsin Chapter of the Association 
of Legal Administrators (WALA) Newsletter.  

 

WALA provides information for not only current 
members, but also valuable information for 
prospective ALA and Wisconsin Chapter members 
(ALA membership required in order to join Chapter). 
Information is available for attorneys, legal 
management directors, legal management 
department directors/managers (finance, human 
resources, facilities, marketing and information 
technology) and legal industry business partners and 
service providers. Legal departments and law firms, 
once solely managed by attorneys, now turn to legal 
administrators for support and enhancement of the 
practice of law. 

CHAPTER EVENTS 

CHAPTER NEWS 

BOARD MEMBERS 

Summer 2018 

http://www.wi-ala.org/about-us/board/
http://www.wi-ala.org/about-us/board/
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https://twitter.com/Wisconsinala/
https://www.linkedin.com/groups/Wisconsin-Association-Legal-Administrators-1888929/about
https://plus.google.com/104667018738908679121/posts
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PRESIDENT’S MESSAGE 
Mark A. Bridgeman, CLM, CRM, Information 
Governance Officer, U.S. Attorney's Office 
 
 
Engage with Members and Business Partners, Ignite with 
Leadership and Value our Volunteers! 
 

 
 
The Power of the WALA Volunteer  
 
“We make a living by what we get; we make life by what 
we give.” Winston Churchill. 
 
This year, as we celebrate our 40th Anniversary, I chose to 
dedicate the Board year to our wonderful and engaging 
members, some of the most 
powerful business partners 
in ALA, and our incredibly 
talented and dedicated 
volunteers.  
 
Volunteers are the backbone 
of any organization, 
especially non-profits like 
our own chapter.  It benefits 
not only the organization 
and its members, but also 
the individual(s) who are 
gracious enough to offer 
their services. It is very rewarding and inspiring and it can 
lead to eye-opening experiences and the development of 
new and exciting relationships and opportunities.  Other 
benefits personally and professionally, include, but are not 
limited to: 
 

1. It is good for the mind and body; 
2. The positive impact of the community, our firms 

and businesses; 

3. The fun and fulfillment it can bring our lives; 
4. The opportunity to advance our careers; 
5. Serve to mentor and develop young leaders; and 
6. To develop new skills and abilities. 

 
Recently, at the ALA Annual Conference in National 
Harbor, WALA won the 2018 IDEA Award for our Big Hearts 
Campaign.  WALA took a risk last year to try something 
new, exciting and different involving our members, 
business partners and giving back to the community. We 
championed the idea of a team competition that brought 
our business partners and our members together; the first 
ever, East vs West Big Hearts Campaign was born. The goal 
of this concept was to provide a change in platform that 
allowed for team collaboration, relationship building and 
making a truly impactful difference in our communities. 
The goal was to raise contributions in fun, innovative ways 
with their teammates throughout a three-month period. 
Team East, selected their charity as Stars and Stripes Honor 
Flight and they competed against Team West, who 
selected their charity as Badger Honor Flight. Each team 
set out to collaborate on different avenues and events to 
raise the money for their respective charities.  The chapter 
volunteers (both business partners and members) 
combined fundraising efforts of WALA’s members and 
business partners totaled $13,314.44.  This truly 
represented the power of our volunteers. We credit this 
national award to the extraordinary level of volunteer and 
leadership service that our chapter possesses. 
 
WALA is blessed!  For over the past 40-years, we have had 
a level of commitment in volunteers both those in 
leadership positions on the Board and committees, as well 
as those who serve our community, never seen before.   
 
Our WALA Board of Directors of hard working legal 
professionals support and defend their firms and 
businesses by day and are superhero chapter volunteers 
by night. These leaders volunteer their time some of them 
for many years to bring high-level education and social 
programming in order to better serve our membership and 
achieve our chapter’s mission to: 
 
Improve the quality of management in legal services 
organizations. 
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Promote and enhance the competence and 
professionalism of legal administrators and all members of 
the management team. Represent professional legal 
management and managers to the legal community and to 
the community at large. 
 
My heartfelt thanks to the all of the chapter volunteers, 
whether you are in leadership or support our committees 
and community.  You truly make a difference.  WALA and 
ALA are very proud of each of you! 
 
Best Leadership Practice #2:  I have learned from other 
chapter leaders over my 11 years with WALA is to 
acknowledge and appreciate volunteers and to always 
appreciate them and their leadership excellence. 
 
 
VP OF MEMBERSHIP 
Sandy Schmitt, Galanis, Pollack, Jacobs & Johnson, 
S.C., Milwaukee 
 
 
Welcome Summer!   

As the temperature heats up, so does the excitement 
as WALA celebrates 40 years of excellence!  We had a 
great anniversary 
celebration at the Spring 
Social!  It was so good to 
see our members and BP’s 
interact and showcase 
their bowling skills, as well 
as having five past 
presidents in attendance!  
Special thanks to Aly Lynch 
and her committee for 
providing an entertaining 
evening!  At the event, we 
were pleased to award 
lifetime memberships to Stephanie Dantinne and 
Brenda Majewski.  Both of these talented ladies have 
been very instrumental in our chapter’s success!   

Speaking of exciting activities, be sure to mark your 
calendars for the return of ACE (Annual Conference of 

Education) and Managing Partner Event on October 
4, 2018!  This premier event will take place at the 
Delafield Hotel and promises something for 
everyone.  Also, be sure to take advantage of the 
many benefits your membership provides from 
attending the monthly luncheons, roundtables, or 
social activities to networking with members and 
BP’s.  Feel free to contact me with any questions or 
comments you have.  I look forward to seeing you 
soon! 

Meet the Interns: 
 
This Spring, our chapter added its first student 
members!  Three firms agreed to work with student 
interns from Marquette University’s Handshake 
program.  Students provided 35+ hours of work over 
a six-week period in various assignments and special 
projects while gaining exposure to the legal field and 
career opportunities.  It is a win-win situation!  Our 
chapter benefits by attracting and retaining the next 
generation of workers in the legal industry and 
capitalizing on new ideas and perspectives.  The 
student benefits through networking and educational 
offerings, as well as developing work skills.  Here are 
excerpts from my recent interviews with the first 
participants: 
 
Ellis Lewis-Perry interned at Lindner and Marsack in 
Milwaukee.  He is a senior double majoring in 
Criminology & Law Studies and History. 
 
What did you gain from the experience?  I gained 
office and professional 
experience.  I learned about 
several administrative duties 
and aspects of this nature. 
 
What prompted you to 
respond to the ad?  I liked the 
flexible hours that allowed me 
to work around my school 
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schedule.  The amount of time was not too 
demanding yet beneficial. 
 
Would you recommend the program and why?  Yes, I 
would 100% recommend the program.  It definitely 
helped me gain professional experience, and after 
speaking with the attorneys in the firm, they provided 
guidance in helping me decide what type of legal 
profession to pursue.   
 
What are your future career aspirations?  My goal is 
to go to law school and focus in the area of workers’ 
compensation.   
 
Maggie McLoone worked at Galanis, Pollack, Jacobs 
and Johnson, S.C. in Milwaukee.  She is a sophomore 
studying Accounting. 
 
What did you gain from 
the experience?  I learned 
about different types of 
law and how law firms 
operate, which I didn’t 
know about before this 
internship. 
 
What prompted you to 
respond to the ad?  I am interested in attending law 
school.  I felt this would be a good experience and 
provide me with knowledge of the inner workings of 
a law firm. 
 
Would you recommend the program and why?  I 
definitely would recommend the program as this was 
a good opportunity and experience. 
 
What are your future career aspirations?  My plan is 
to go to law school and hopefully end up working in 
corporate law.   
 
Nikhar Merchant interned at DeWitt Ross & Stevens 
S.C. in Brookfield.  She is a second-year student 
studying Political Science and International Affairs. 

 
What did you gain from the experience?  I obtained 
valuable personable and professional skills and 
experience working in a professional environment.  
The law firm provided a unique opportunity to see 
how people interact and perform their jobs in 
addition to networking opportunities. 

 
What prompted you to 
respond to the ad?  It was 
the perfect combination of 
hours and skill sets a young 
college student needs.  You 
are able to get a feel for the 
legal field, and the 
internship hours were easy 
to fit in with my school 
schedule. 

 
Would you recommend the program and why?  
Absolutely!  It is a good step forward into the career 
path you’re looking for.  It was the perfect amount of 
time and manageable with school work and other 
activities. 
 
What are your future career aspirations?  I plan on 
becoming an attorney in the civil rights field.  Through 
this internship, I learned about the different type of 
law, including humanities and litigation.   
 
There were many talented applicants, and the 
committee was truly impressed with the quality and 
poise of the respondents.  My goal is to repeat the 
program again this Fall and next Spring and to expand 
the opportunity to MATC in Madison.  Look for details 
on this shortly.   
 
Take care and enjoy Summer and all the wonderful 
things WALA has to offer! 
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VP OF SPECIAL PROJECTS 
Aly Lynch, JD, MPS, Next Step Legal Consulting LLC, 
Madison 
 
 
A snow storm in mid-April couldn’t stop us from 
celebrating WALA’s 40th year in existence. Despite the 
need to reschedule for a week later, approximately 

forty WALA members, 
business partners, and 
guests came out to Rock 
& Bowl Hall of Lane in 
Jefferson for the Spring 
Social on April 25th. We 
socialized, ate homemade 
pizza and birthday cake, 
and even bowled a couple 
games together. Our 
bowling winners were 
Lisa Fox (highest series 
score and tied for highest 

game score), Brandon Veit (tied for highest game 
score), and Carrie Fox (most gutter balls). As usual, 
there were lots of laughs shared and connections 
made and reinforced at this WALA event. 
 
Don’t forget to mark your calendars now for WALA’s 
Fall Social on Thursday, November 8. The year-long 
WALA 40th birthday/anniversary celebration 
continues with this 70s-themed event, complete with 
optional 70s attire.  
 
New LinkedIn Page 
 
WALA has had a “group” page on LinkedIn, but we 
now have a “company” page as well. Find it here 
(https://www.linkedin.com/company/wisconsinala/) 
and follow the page to be informed of new posts. We 
will use this page for announcements going forward. 
You can also see announcements on WALA’s Twitter 
(https://twitter.com/WisconsinALA) and Facebook 
(https://www.facebook.com/wisconsinala/) pages, 
as well as the Class Action newsletters. Note: If you 

search for “wisconsin association of legal 
administrators” on LinkedIn, there is an old, unused 
“company” page for WALA called “WISCONSIN 
ASSOCIATION OF LEGAL ADMINISTRATORS INC,” but 
the proper page is labeled “Wisconsin Association of 
Legal Administrators (WALA).” 
 
 

 
 

LOOKING BACK OVER 40 YEARS OF WALA 
 
Memories of Early WALA, Pioneers of Change: 
Bar Relations – Past Presidents : Lori Dorn 
(1998-99) and Cecelia Vanderlip (1997-98) 
 
 
The Association of Legal Administrator’s (ALA) 
relationship with State Bars throughout the United 
States was not reciprocal and collaborative in the 
1980’s and 1990’s.  WALA wanted to change that 
situation.  Both organizations had much to offer each 
other. The majority of Bar memberships were made 
up of solo or small law firms which did not have 
professional office managers. Lawyers handled law 
office management responsibilities taking time away 
from their practice of law.  Our goal was to foster the 
role of legal administrators as “the experts” in law 
office management and to increase the visibility and 
credibility of ALA/WALA in the legal community. We 
could effectively provide Bar members with 
management expertise and ideas to improve 
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efficiencies of their day-to-day operations. They could 
bring new members into our organization. 
 
Over the years, we worked hard to transition WALA’s 
relationship with the State Bar of Wisconsin from one 
on paper to active involvement.  Our common desire 
to aid in the successful development of office 
management practices in law firms and other legal 
entities allowed both organizations to form a more 
collaborative relationship. 
 
Initially, WALA took the lead in reaching out to the 
State Bar to identify and work together on projects 
and initiatives.  WALA asked the Bar to advertise our 
education and managing partner meetings.  The Bar 
asked WALA members to participate in the 
production and review of the WisBar staff training 
videos. By the late 1990’s, WALA began meeting 
annually with the State Bar Executive Director, 
marketing and membership directors and WALA 
President, VP and Bar Relations Directors.  
Discussions during those meetings focused on legal 
trends, strategic planning and other critical issues 
important to law firm success.  Each brought topics to 
the agenda that would resolve management issues 
and shared current and forecasted issues of 
importance within their organizations. These 
meetings helped WALA’s planning efforts and 
complemented the relationships built at the annual 
spring-held WALA/Managing Partner annual dinner 
meeting, which the State Bar of Wisconsin eventually 
helped to sponsor. 
 
Within a few years, the Bar began reaching out to 
WALA to work together on projects and initiatives. 
WALA members were appointed to various State Bar 
committees including the Member Benefits Advisory 
Committee, the Law Office Management Assistance 
Program (LOMAP), and the advisory board of the 
Solo/Small Firm Conference Committee.  We offered 
the WALA salary/benefit survey for sale to Bar 
members and provided speakers at their annual 
conventions, conferences and webinars. WALA 

members were making an impact by sharing their 
knowledge as the “experts” in law office 
management.  
 
The State Bar Law Office Management Section joined 
efforts with ALA and WALA in July 2006 offering 
members a unique method to access the knowledge, 
information and resources of their separate websites 
on law office administration, marketing and human 
resource management. WALA and Bar members 
expended considerable effort to develop the Law 
Office Management Assistance Program (LOMAP). 
LOMAP provided an array of law practice 
management resources to help members more 
efficiently and effectively practice law.  It initially 
began as the Law Practice Management Study 
Committee, then evolved into the WisBar II Advisory 
committee (2004), and eventually became LOMAP, 
an advisory committee that is still an active 
committee within the State Bar. We met regularly 
with the Byll Hess, chair of the Bar LOMAP committee.  
ALA Executive Director at that time, John Michalik, 
then State Bar Executive Director George Brown, and 
LOMAP planning committee members met numerous 
times to solidify the program and confirm legality of 
the legal resources provided. 
 
WALA was one of the first ALA chapters to develop an 
extensive a program with their state bar. WALA has 
submitted many entries regarding Bar Relations at 
the ALA National Convention (and winning 1st place 
or honorable mention in all entries).  We are most 
proud of the LOMAP project entry submitted at the 
2006 ALA National Convention. We won GOLD, the 
highest award at the time, and many other ALA 
chapters reached out to us to learn more about 
developing leadership roles with their state bar 
organizations. 
 
WALA was an early success story in Bar relations 
amongst ALA chapters and State Bar associations. 
According to Jan Waugh, former ALA Director of 
Member Services, “WALA’s relationship with the 
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Wisconsin Bar was one of mutual support and 
respect, which was at a time that many (and perhaps 
most) others were still struggling to be recognized 
and/or acknowledged.  WALA was one of the very 
early success stories in bar relations.” 
 
We should be proud of this accomplishment and 
continue to further develop and establish an even 
stronger relationship with the State Bar of Wisconsin. 
 
Happy 40th Anniversary WALA and here’s to 40 more! 
 

 
 
 
 
A TOTALLY INTEGRATED APPROACH TO CLIENT 
RELATIONS 
Paul Purdue, Principal at Attorney Computer Systems 
 
If everyone could generate business, then we’d all be 
millionaires. Many firms have trouble connecting with 
the people that need their services. When you’re 
drumming up new business, there’s three “phases” 
you go through: 
 

- Acquiring a new client. Discovering who they 
are. Finding them in the first place. 

- Converting the lead. Signing on a new client. 
Completing the “sale.” 

- Consistent customer satisfaction. Retaining 
their business. Keeping clients happy.  

 

Client acquisition can be tough, as is converting your 
prospect into paid business. Once you’ve moved into 
a “regular” business 
relationship, it may feel 
like you need to treat 
your customers 
differently. But what if 
we looked at our new 
clients, our existing 
customers and our 
prospective leads 
through the same lens? 
What would happen if 
you treated all your 
prospective, established and recurring clients by the 
same standard? 
 

“Treat others as you treat yourself.” 
— Mahābhārata Shānti-Parva 

 
I was walking through Lockerbie Square in 
Indianapolis, Indiana, when an old-school style 
building caught my eye. I love strolling through Indy - 
it’s one of my favorite cities, and the weather is just 
turning nice again. When I saw this building, I knew 
I’d been there before, but I couldn’t figure out what 
was familiar. 
 
A moment later, I realized it was The Academy 
Building, and we have a client there. That felt right - 
Attorney Computer Systems serves people all across 
the country, and we do significant work in Indy. But I 
thought it was weird that I didn’t immediately 
recognize my client’s location. 
 
That’s when an internal voice spoke up: “Actually, 
Paul, we don’t have a client in that building. They’re a 
prospect.” 
 
At first, I was satisfied with that answer. Of course I 
wouldn't know every detail about a prospect - and in 
an era where we do so much work online, it’s easy to 
forget a physical location. Still, something about my 
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thought process didn’t feel right. What wasn’t fitting 
for me? 
 
So, I sat with these thoughts some more, and this is 
what I came up with: 
 
 I think many people treat prospects differently than 
they treat clients. If you want to land a prospect’s 
business, you need to communicate your value 
proposition in a way that speaks to that individual. 
When you’re supporting an ongoing client, they 
already know what you’re about, and you just have to 
execute on your promises. So, I suppose it’s natural to 
make the separation. 
 
But, what if we didn’t differentiate? What if we 
treated everyone like we were already doing work for 
them?  What benefits could result from this 
consistency?  
 

“Treat others the way you want to be treated.” 
— The Golden Rule 

A code across generations of philosophy and 
religion. 

 
How can you, your client and your company improve 
if you choose to adhere to the golden rule? What will 
happen if you apply these ethics not just to your 
personal empathy, but also to your professional life? 
 
When you treat each client the very same way, you 
have: 
 

- A Broad, Vibrant Landscape. Prospects will 
feel familiar and unintimidating. Longtime 
clients will feel refreshing and just as 
important as the day you signed them. Each 
customer will “look” the same, offering you 
equal opportunities to grow your business and 
profit.  

- Your Attitude. When you’re not creating 
different segments of business relations, you 
can just focus on customer service. Embody 

the same proactive perspective during every 
meeting. Don’t alter your behavior for who 
you’re talking to. Be comfortable. Be yourself! 

- Client’s Perception. Your clients can tell when 
you’re being authentic. A prospect can feel 
when they’re being sold too hard — when the 
salesperson is desperate. If you treat 
everyone by the same golden standard, then 
all your clients will view you in the same 
positive light. 

- Your Career. Want to eliminate obstacles 
hampering your professional success? Start 
with your own mental game. Are you breaking 
clients down into unnecessary categories? 
Why do you think you need to treat a lead 
differently than a repeat customer? Be honest 
with yourself and find the answers you need 
to hear. Then, give everyone your same level 
of attention.  

- Everyone’s Bottom Line. When you start 
treating everyone the same way, and offering 
the same killer service across the board, you 
will all make more money. Believe that your 
juiciest prospect is already your top paying 
client. They will believe you can make them 
richer. Treat your long standing business 
relationships with the same enthusiasm and 
passion you’d offer a day-one account. They’ll 
never feel taken for granted and will stay with 
you for the long haul. 

 
ABOUT THE AUTHOR: Paul Purdue is a principal at 
Attorney Computer Systems. He's a self-proclaimed 
"infrastructure nerd." Check out Paul's growing 
library of legal technology articles and videos on 
Attorney Computer Systems' web site.  

Contact Paul:  (800) 475-8104, 
paul.purdue@attorneycomputersystems.com 
www.attorneycomputersystems.com 

 

http://www.attorneycomputersystems.com/
mailto:paul.purdue@attorneycomputersystems.com
http://www.attorneycomputersystems.com/
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VP OF BUSINESS PARTNER RELATIONS 
Bridget Lueck, Reinhart Boerner Van Deuren s.c., 
Waukesha 
 
Maribeth Karpinski, Lindner & Marsack, Milwaukee 
 
 
As the busyness of 2018 moves forward, we would 
like to take some time to highlight our Diamond 
Business Partner, Gordon 
Flesch Company.  The first 
thing that you may think of 
when you hear their name 
is “that’s the place where 
we get our copiers”.  While 
it is true that Gordon 
Flesch provides a large 
array of copying solutions, 
they do so much more.  As 
it pertains to law firms, 
some of the challenges 

they help solve are 
inefficient systems for bill 
backs, growing IT needs 
without IT expertise and 
unsecure, inaccessible 
and redundant paper 
files.  To address these 
concerns that many of us 
face, they offer: 
 
• GFConsluting providing  
assistance in Business 
Process Management, 

Technology Planning, IT Consulting, 
Applications & Solutions and Cloud Services 

• Managed Print Services 
• On-Site Services like mailroom management, 

staffing a documents center and assisting with 
many other administrative tasks 

• Hardware including office copiers, printers, 
scanners and interactive displays 

• Software including Enterprise Content 
Management, Integrated Solutions and 
Custom Workflow Integrations 

 
Gordon Flesch can help us focus on the work of our 
law firms instead of technology management and can 
save us substantial time and money by utilizing the 
above solutions.   Thank you, Gordon Flesch, for your 
long-time support of WALA and all you do to help us 
address our technology challenges! 
 
And a special Thank You to all our 2018 Business 
Partners! 
 
Diamond: Gordon Flesch Company 
 
Gold:  Creative Business Interiors 
  Johnson Insurance Services LLC 
  M3 Insurance Solutions, Inc. 
 
Silver:  ABA Retirement Funds 
  Affinity Consulting Group 

Associated Bank 
Complete Office of Wisconsin 
DirectNetworks, Inc. 
James Imaging Systems 
Rippe & Kingston 
Schroeder Solutions 
 

Bronze: Action Digital Document Solutions, LLC 
All-State Legal 
First Choice Coffee Services 
Information Technology Professionals 
Moore's Law LLC 
Network Financial Services 
Tobin Solutions, Inc. 

 
 



 

10 | P a g e  

 

 

2018 MEMBERSHIP CAMPAIGN 

 
WALA is celebrating 40 years as a chapter in 2018, and we want the members to join in on the fun!  There 
will be several opportunities to be part of the many great programs and events WALA offers as well as 
earn some financial reards – another reason to celebrate! 

Here are four key components of WALA that are worth celebrating:  

 

EDUCATION - Always a crowd favorite, the Annual Conference of Education (ACE) returns in 2018!  
Plan on attending and celebrating this great day of educational sessions and our business partner 
exposition hall and earn a chance to win a registration scholarship to ALA’s 2019 Annual Conference. 

 

NETWORKING - Through the monthly luncheons, social events, ACE, and community outreach 
events, members celebrate by getting to know new members and reconnecting with each other as well 
as our business partners.  Attend four (4) events on or before the Fall Social for a chance to win two (2) 
$50 gift cards.  Just send an e-mail to Sandy Schmitt listing your four events and your name will be 
entered into a drawing to be held at WALA’s Fall Social. 

 

INVOLVEMENT - Another great way to celebrate your membership is by getting involved.  Serving 
on a committee is a good way to share new ideas and keep our organization going strong.  Choose from 
Business Partners, Communications, Education, Membership, or Special Projects.  For each committee 
you serve on, your name will be entered into a drawing for three (3) $50 gift cards to be awarded at the 
annual meeting in December.  Contact Sandy Schmitt via e-mail and let her know which committee(s) you 
would like to be a part of, and she will get you in touch with the appropriate Vice President. 

 

FRIENDSHIPS - The friendships and support achieved by members and business partners is also 
reason to celebrate.  The more we have, the merrier!  Recruit a new member and earn a $25 gift card.  If 
you recruit a student member, you will earn a $5 Starbucks gift card.  For each new business partner you 
recruit who joins before ACE, you will earn a $100 gift card to be given at the event.  Make sure the new 
Business Partner lists your name in an e-mail to Kathy Pline.   

 

mailto:sschmitt@gpjlaw.com?subject=WALA%20Networking
mailto:sschmitt@gpjlaw.com?subject=Membership%20Questions
mailto:kpline@boardmanclark.com?subject=Business%20Partner
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CALENDAR OF EVENTS 2018 
WALA CALENDAR 

 

MADISON 
 

DATE TOPIC DETAILS LOCATION 

Wednesday,  

July 12 

 

Workplace Violence, 
Active Shooter 
Awareness 

Speaker: Carrie Hemming-Cotter, 
Madison Police Department 

 

Leader: Kathy Pline 

 

Boardman & Clark, 1 S. 
Pinckney Street 

Thursday, August 16 

 

Budgeting - Industry 
Standards 

Speaker:  Christopher Shattuck, 
Wisconsin State Bar 

 

Leader:  Kathy Pline 

JOINT SESSION: Quarles & 
Brady, 33 E. Main Street, 
Suite 900, Madison 

Thursday, September 
18 

 

Records Retention, 
E-Banking and Trust 
Account Rules 

Speaker: Aviva Kaiser, State Bar 
of Wisconsin 

 

Leader:  Bridget Lueck 

 

JOINT SESSION: Quarles & 
Brady, 33 E. Main Street, 
Suite 900, Madison 

Thursday, October 
4@11:30am-6:45pm 

Annual Conference 
of Education: Human 
Resources, Business 
Continuity, and 
Succession Planning 

Speakers: 

Tammy Cowser, MBA, PHR from 
Foley & Gardere 

Kathy Scourby, CBCP from KNS 
Consulting 

Gwen Mellor, Management 
Consultant from Zeughauser 

The Delafield Hotel, 415 
Genesee Street, Delafield 

http://www.wi-ala.org/calendar/
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MILWAUKEE 
 

DATE TOPIC DETAILS LOCATION 

Wednesday,  

July 11 

 

How to Get Lawyers to 
Say “YES”! 

 

Speaker:  Ross Fishman 

 

Leader: Bridget Lueck 

Mason Street Grill, 425 
E. Mason St., 
Milwaukee 

Thursday, August 16 

 

Budgeting - Industry 
Standards 

 

Speaker: Christopher Shattuck, 
Wisconsin State Bar 

 

Leader: Kathy Pline 

JOINT SESSION: 
Quarles & Brady, 411 E. 
Wisconsin Avenue, 
Suite 2400, Milwaukee 

Thursday, September 
18 

 

Records Retention, E-
Banking and Trust 
Account Rules  

Speaker: Aviva Kaiser, State Bar 
of Wisconsin 

 

Leader:  

Bridget Lueck 

 

JOINT SESSION: 
Quarles & Brady, 411 E. 
Wisconsin Avenue, 
Suite 2400, Milwaukee 

Thursday, October 
4@11:30am-6:45pm 

Annual Conference of 
Education: Human 
Resources, Business 
Continuity, and 
Succession Planning 

Speakers: 

Tammy Cowser, MBA, PHR from 
Foley & Gardere 

Kathy Scourby, CBCP from KNS 
Consulting 

Gwen Mellor, Management 
Consultant from Zeughauser 

The Delafield Hotel, 
415 Genesee Street, 
Delafield 

 
 

ALA also provides legal business professionals with 
the best industry education available.  Many 
programs are available including conferences, live 
webinars, on-demand webinars, online courses, 

podcasts, and conference recordings.  Check out this 
link for additional information. 
 

http://www.alanet.org/education/
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eLearning Registration Open 
 
Further your human resources or financial 
management knowledge through ALA's eLearning 
courses. Learn more about how it can work for you.  
 
Webinars: There are 40 webinars scheduled for 2018; 
many are adapted from highly rated live sessions 
presented by our members' favorite conference 
speakers. Registration opens December 1, and special 
bundle pricing will be available. 
 
Finance eLearning: Registration for the Finance 
courses open later in 2018. FM1A: Law Firm 
Accounting commences May 14, while FM2A: 
Financial Information & Analysis starts July 16. The 
dates for FM1B and FM2B are to be announced. 
Passing the courses and an exam earns you the Legal 
Management Finance Specialist Certificate. 
 
Alternatively, the 2018 Annual Conference & Expo 
will offer a live FM1 track. Attendees can go to a series 
of in-person education sessions that qualify as the 
equivalent to the online FM1 course. 
 
Become a Certified Legal Manager! 
 
Earning a Certified Legal Manager (CLM) ® designation 
allows you to demonstrate that you possess the 
knowledge, skills and abilities needed to operate at a 
high level of expertise in the legal management field. 
It means you've met certain experience and 
employment requirements, received education in 
various legal management competencies and passed 
the CLM exam.  

Do you want to become a workplace leader? Do you 
want to certify your mastery of law firm operations, 
financial management, human resources and 
business management? Here are some handy details 
for potential exam takers: 

• Exam dates: September 5 is the application 
deadline for the November 5 exam. Mark 
your calendars!  

• Required education: Before applying for the 
CLM exam, you must complete the required 
coursework. Although you're welcome to 
cherry-pick from ALA's vast selection of 
webinars, e-learning and live education, 
there are two ways to make getting these 
credits easier — purchase the CLM webinar 
bundle at a substantially reduced cost, or 
attend the live education sessions in the CLM 
Application Track at the 2018 Annual 
Conference & Expo. 

NEW! study guide: This week, ALA will publish the 
new Study Guide for the CLM Exam. It's available in a 
PDF format, so prospective CLMs can view it digitally 
or print sections as needed. (If you have previously 
taken the CLM exam but didn't pass, you can take 
advantage of 50 percent off the Study Guide for your 
next attempt. Just contact certification@alanet.org.) 
 
 
VP OF EDUCATION 

Jessica A. Beyer, DeWitt Ross & Stevens, Waukesha 
 
The Education Committee is working hard to keep 
your educational events diversified. I hope you all 
received the save the date email for WALA’s annual 
conference of education. 
The event is taking place 
on October 4, 2018 at The 
Delafield Hotel. In order 
to keep things interesting 
we have adjusted the 
timing of the event to 
accommodate a 
Managing Partner Event 
in the afternoon followed 
by a social. You’re going to 
get all the great things 
that we have offered in 

http://www.alanet.org/education/online-learning/upcoming-webinars?utm_source=Real%20Magnet&utm_medium=email&utm_campaign=119746643
http://www.alanet.org/education/online-learning/elearning/online-courses/fm-1a-course-law-firm-accounting
http://www.alanet.org/education/online-learning/elearning/online-courses/fm-1a-course-law-firm-accounting
http://www.alanet.org/education/online-learning/elearning/online-courses/fm-2a-course-financial-information-and-analysis
http://www.alanet.org/education/online-learning/elearning/online-courses/fm-2a-course-financial-information-and-analysis
http://www.alanet.org/education/online-learning/elearning/legal-management-specialist-certificates
http://www.alanet.org/education/online-learning/elearning/legal-management-specialist-certificates
http://www.alanet.org/education/certification/
http://www.alanet.org/education/certification/applying-for-the-exam
http://www.alanet.org/education/certification/applying-for-the-exam
http://www.alanet.org/education/certification
http://www.alanet.org/education/certification
http://www.alanet.org/education/online-learning/webinarshttp:/www.alanet.org/education/online-learning/webinars?
http://www.alanet.org/education/online-learning/eLearning?
http://www.alanet.org/events/save-the-date?
http://ala.peachnewmedia.com/store/subscription/http:/ala.peachnewmedia.com/store/subscription/http:/ala.peachnewmedia.com/store/subscription/
http://ala.peachnewmedia.com/store/subscription/http:/ala.peachnewmedia.com/store/subscription/http:/ala.peachnewmedia.com/store/subscription/
http://www.alanet.org/events/save-the-date/2018-annual-conference/education/clm-application-track?http://www.alanet.org/events/save-the-date/2018-annual-conference/education/clm-application-track?
http://www.alanet.org/events/save-the-date/2018-annual-conference/education/clm-application-track?http://www.alanet.org/events/save-the-date/2018-annual-conference/education/clm-application-track?
https://my.alanet.org/ItemDetail?iProductCode=CLMGUIDE&Category=DNLC
mailto:certification@alanet.org
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the past at ACE: valuable education, quality time with 
our Business Partners, and of course socialization 
with your fellow WALA members. Please be sure to 
watch for more details in the near future. Consider 
adding this event to your Managing Partners’ 
calendars! 
 
Speaking of the future, check out the list below of 
upcoming monthly programming available to you as a 
valued WALA member. Guests and potential 
members are ALWAYS welcome. 
 
NOTE: The Education Committee is seeking no-cost 
venues for future luncheons in the Milwaukee area, 
preferably at member locations. If you have the 
capacity for a luncheon event of 10-20 attendees and 
would like to keep meeting costs to a minimum, 
please contact our Education Committee: 
education@wi-ala.org. 
 
 
CULTIVATING AN ACCOUNTABLE OFFICE - 
ACCOUNTABILITY BREEDS TRUST AND 
PRODUCTIVITY. HERE’S HOW TO MAKE IT HAPPEN 
AT YOUR OFFICE. 
 
 
Attorneys are constantly busy. If they’re not meeting 
with clients, working on cases or going to court, 
they’re running their firms and 
trying to bring in new business. 
For these reasons, it’s critical 
that support staff is on the same 
page as their bosses and 
dedicated to the success of their 
firms. 
 

KYLIE ORA LOBELL 

Freelance Writer 

“Accountability for us does not mean a million 
policies, forms or meetings. It means doing great 

work, being a great team player, learning from 
mistakes and contributing to the core values of the 
firm.” 

NICOLE AUERBACH 

Founding Partner, Valorem Law Group 
 

That’s where employee accountability comes into 
play. 

 
Oftentimes, the word 
“accountability” gets a bad 
rap, but it’s actually a 
positive thing, says Allan D. 
Koltin, Chief Executive 
Officer (CEO) of Koltin 
Consulting Group. “It’s a 
process and system 
whereby leadership helps 

associates to achieve their goals by working with 
them, both formally and informally, throughout the 
year to achieve those goals.” 
 
It’s important to highlight what accountability really 
means to get employees on board. If everyone is 
given responsibility, they have the power to achieve 
their own ambitions as well as fulfill the mission of the 
team as a whole. 
 
“Accountability for us does not mean a million 
policies, forms or meetings,” says Nicole Auerbach, 
Founding Partner at Valorem Law Group. “It means 
doing great work, being a great team player, learning 
from mistakes and contributing to the core values of 
the firm.” 
 
To cultivate employee accountability at your own 
firm, you first need to determine what workers 
believe their responsibilities are and what you expect 
from them. 
 
 

mailto:education@wi-ala.org
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WHAT EMPLOYEES NEED TO BE HELD ACCOUNTABLE 
FOR 
In any office, employees should be held accountable 
for sticking to their schedules, completing their given 
tasks, looking and acting professional, treating their 
coworkers with respect, and being team players. 
 
At a law firm in particular, employees need to uphold 
confidentiality and “be able to intelligently prioritize 
their workload, especially in a busy firm where a non-
attorney may be answering to multiple partners and 
staff attorneys,” says Peter A. Johnson, Esq., Founder 
of Law Practice Consultants, LLC. 
 
Koltin says it’s crucial that associates have goals for 
realization, billable time, new business and 
networking, and professional growth in their areas. 
 
“People who feel they are part of what’s going on and 
who trust that their voices will be heard will be a more 
effective part of the organization.” 

PETER A. JOHNSON 

Founder, Law Practice Consultants, LLC 
 

HOW TO ENCOURAGE EMPLOYEE ACCOUNTABILITY 
Everyone at the firm wants to feel as if they’re a part 
of something bigger. They 
crave a purpose, and to be 
involved with the team. 
 
“If we can activate a higher 
level of engagement and 
motivation on the front end, 
then accountability becomes a 
much easier task,” says David 
Freeman, CEO of David 
Freeman Consulting. “People don’t like doing things 
they don’t care about doing, so before you can ask 
someone to be accountable, we want them to buy in 
to the goal.” 
 

Johnson suggested that firm leaders encourage 
“employees to assume ownership of their area of 
responsibility, [which] goes a long way toward getting 
buy-in on accountability. Having some leeway in how 
assignments are completed is one way to inspire 
initiative, so long as the work product is good.” 
 
Individuals who are higher up in the firm should be 
willing to mentor administrative workers as well. 
According to Johnson, this is invaluable for a younger 
employee. 
 
“Too many law firms invest in mentoring for attorneys 
but ignore others who make an important 
contribution to the firm. Mentoring can be effective 
across the board with paralegals and support staff.” 
 
Another useful step leaders can take is making 
themselves available to their employees. Auerbach 
says that at Valorem Law Group, they have one-on-
one meetings to discuss issues they may want to 
raise, and “collabostorms,” a cross between 
brainstorms and collaborations, which involve all staff 
to strategizing on issues for their clients. 
 
“If we can activate a higher level of engagement and 
motivation on the front end, then accountability 
becomes a much easier task.” 

DAVID H. FREEMAN, JD 

Founder, Law Firm CultureShift 

 

“We have created an atmosphere that is open and 
collegial, and this in turn fosters dedicated and 
engaged employees.” 
Compensation should include 
a bonus or incentive that 
rewards associates for 
achieving their objectives 
throughout the year. 
“As you can imagine, it can be 
quite difficult to get associates 
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to be held accountable for a group of goals when all 
the firm says that’s important (via compensation) is 
billable hours,” says Koltin. “The worst thing that can 
happen is to give associates goals, not hold them 
accountable, and then have them be unhappy or 
surprised at the end of the year when bonuses and/or 
compensation increases come out.” 
 
ACCOUNTABILITY STARTS AT THE TOP 
 
If you want employees to buy in and start being held 
accountable, management has to lead by example. 
They must show that they’re dedicated to their jobs 
and the firm, as well as their employees’ needs. 
Management needs to have guidelines, but not be 
too rigid with the rules. 
 
“A firm that runs fast and loose with the rules 
certainly won’t inspire its employees to toe the line 
and act responsibly,” says Johnson. “At the same 
time, if firm leadership is too buttoned down, it may 
suppress and discourage individual initiative. It’s a 
real balancing act.” 
 
Johnson says that communication is the key to 
ensuring that accountability is upheld. It all starts with 
laying out a clear job description before taking on a 
new hire, and then giving employees a handbook for 
firm policies best practices. 
 
Whether it’s written or verbal, “Firm management 
must be open and honest in downward 
communication, and open and receptive to upward 
communication. People who feel they are part of 
what’s going on and who trust that their voices will be 
heard will be a more effective part of the 
organization,” says Johnson. 
 
Leadership should understand the strengths of each 
employee and how they can help them realize their 
goals. They should be open to listening and not just 
speak down to their support staff. 
 

“Find what is important to each person, and then find 
ways to align their interests and passion with the 
needs of the firm,” says Freeman. 
 
“It can be quite difficult to get associates to be held 
accountable for a group of goals when all the firm 
says that’s important (via compensation) is billable 
hours.” 

ALLAN D. KOLTIN 

CEO, Koltin Consulting Group 
 

At a firm where accountability is emphasized, every 
employee feels like he or she counts and is 
contributing to the firm’s goals. There is nothing 
wrong with holding employees accountable or asking 

more of them than simply 
doing their jobs. In the end, 
accountability benefits 
everybody at the firm. 
 
“Accountability can often be 
misunderstood to mean 
being watched over or 
checking off all the boxes you 

have to check to be a good employee, like punching a 
clock,” says Auerbach. “In reality, in an environment 
where people and the work they do is valued and 
appreciated, accountability merges into productivity 
and maintaining a constant level of excellence.”  

 

ABOUT THE AUTHOR 
Kylie Ora Lobell is a freelance writer living in Los 
Angeles. She covers legal issues, blogs about content 
marketing, and reports on Jewish topics. She’s been 
published in Tablet Magazine, NewsCred, The Jewish 
Journal of Los Angeles and CMO.com. 
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SCHOLARSHIP RECIPIENTS FOR ANNUAL 
CONFERENCE, MAY 3-6, 2018 
Jessica A. Beyer, DeWitt Ross & Stevens, Waukesha 
 
 
Being awarded a scholarship to attend an ALA Annual 
Conference is definitely an honor. I was awarded this 
scholarship by written submission. While the 
questions on the scholarship submission are few, they 
do make you think about your role within your firm 
and within WALA. I appreciated the process as it 
made me feel very lucky to be a member of WALA and 
that my firm supports my participation. I was sure to 
make the most of the experience in National Harbor, 
Maryland. 

 

While there were MANY worthwhile sessions, there 
were a few sessions that were my favorite which I 
outline below. 

 

Branch Office Managers and Secretarial Support 
Strategies Idea Exchanges: These were two separate 
sessions, however, some of the information 
overlapped so I am combining them. These types of 
sessions are led by a volunteer as opposed to an 
actual speaker. Both sessions seemed to focus on 
support staff succession planning. This is a real issue 
at my firm and it sounds as though for many others as 
well. We discussed strategies for onboarding the next 
generation of legal assistants, or practice assistants 
which I learned many firms are now calling their staff. 
I was able to cull some ideas from these sessions to 
create a development program for my current staff as 
well as a solid strategy to start hiring and training for 
my firm’s future legal assistant needs. The biggest 
takeaway, for me, was not to make any assumptions 
about young people and not to discriminate about 
one’s educational background. If the work ethic is 
there and education/training is set into place, you can 
provide success for the employee and the firm. 

 

Accommodations and Leaves of Absence: Law Firms 
Confronting the FMLA and ADA: This session was 
presented by Michael Cohen. This is the second 
opportunity I have had to hear Michael speak and he 
is a must see at your next conference. Not only is he 
full of great information, he also has a great sense of 
humor. He is able to keep your attention, provide real 
world examples and even encourages you to try and 
stump him on employment issues. The greatest 
takeaways for me during this session: 1) DO NOT let 
your attorneys respond to a request for leave or an 
accommodation.  Educate your attorneys to hand 
over any information they have learned about a 
potential leave or request directly to your HR 
Department so that it can be handled properly. 2) 
Most requests for leave or accommodation are not 
made formally. Often times an employee may make a 
comment to you as a coworker that a life event, 
illness, or something else occurred and the employee 
does not even realize that it could be an event eligible 
for leave or an accommodation. Report this to your 
HR Department as soon as possible so that HR can 
determine if the employee should receive a notice for 
FMLA or other accommodation. 

I highly recommend that you look into a WALA 
scholarship for a future event. Not only will your firm 
learn about your valuable membership with WALA, 
but you just might convince your firm to allocate 
room in the budget to secure your presence at future 
educational events where there are not any 
scholarship funds available.  All future conference 
dates can be found on the calendar on WALA’s 
website as well as ALA’s website. 
 
 
Kristi Waits, Director of Operations, Anderson 
O’Brien, Stevens Point 
 
I’ve been to dozens of professional conferences over 
the course of my career, but this year’s ALA Annual 
Conference &amp; Expo was by far one of the best. It 
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had everything someone like me could want –
information, inspiration, and even a little fun. And by 
someone like me, I mean someone new to the legal 
administration field. Someone with 20 years of 
experience in a related field, looking for pieces to a 
new puzzle. Someone who has worked in multiple 
professional environments but is mystified at times 
by the law firm culture. 
 
When I first entered the legal administration 
profession one year ago this month, I was confident 
my previous experience would provide me with the 
foundation I needed for a strong start. The tougher 
question was where would I find the necessary 
information and support I needed to connect the dots 
between my previous world and my new one? I had 
hoped to find it within my own law firm, but I quickly 
realized we were speaking two different languages. 
Every question I asked was met with perplexity and 
befuddlement. With twenty attorneys and twenty 
staff, I was extremely optimistic that I could get the 
answers I needed to succeed in my new role. But, 
instead, I began to feel isolated and dismayed. 
That’s where the ALA and WALA came in. A few 
months after I arrived at my firm, I received a call 
from a WALA representative asking if I would be 
interested in joining. I’ve never been one to join 
associations or professional organizations, but I knew 
I needed help, so I decided to explore their service 
offerings. I visited each association’s website and 
quickly realized that these were the resources I 
needed to start connecting the dots. And boy did I! 
 
I immediately joined the ALA online community and 
began receiving daily emails on discussion topics 
posed by other legal administrators across the 
country. In addition, I started reading current and 
back issues of the ALA’s monthly magazine, Legal 
Management. This was the information I needed and 
in a language I could understand. So, when I received 
the WALA announcement about a scholarship 
opportunity to attend this year’s ALA Annual 

Conference &amp; Expo I jumped at the opportunity 
to apply. 
 
I came to the conference with an open mind, looking 
for information and inspiration; neither of which 
were in short supply. The three-day conference 
offered more than 80 sessions, separated into three 
educational tracks – essentials, intermediate, and 
advanced. Over the three-day event, I was able to 
attend 13 sessions. I intentionally chose to diversify 
my learning by attending several sessions in each of 
the three tracks. So, for example, one day I attended 
a session on modernizing partner compensation in 
the morning and trust accounting fundamentals in 
the afternoon. Although I am new to the field, there 
were several advanced topics that interested me as 
much, or more, than the essential ones. 
 
As with any conference schedule, there was the 
constant conundrum of having to choose one session 
over another during a certain time slot. Thankfully, 
though, the ALA provided electronic copies of all the 
slideshow presentations for download. This allowed 
me to get an overview of each session and contact 
information of the presenter if I needed to follow up 
with questions. It wasn’t quite a beneficial as 
attending in person, but it was still a very helpful 
solution to the problem. 
 
In addition to the conference sessions, I also found 
the vendor expo to be of great value as well. As a firm 
administrator, I’m responsible for researching and 
recommending vendor solutions on a regular basis. 
And while the internet can answer most of my 
questions, it’s always nice to have the opportunity to 
speak to representatives in person. So, I made several 
trips down to the exhibit hall throughout the 
conference to get dozens of different questions 
answered. 
 
Unfortunately, the one aspect of the conference that 
I wasn’t able to participate in much was the social 
activities and networking. The conference was 
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incredibly rewarding, but also quite exhausting. By 
the end of each day I had just enough energy to eat 
dinner and crawl into bed. I knew I couldn’t do it all, 
so I had to priorities my activities. If there was one 
piece of advice I would give a first-time attendee, it 
would be to pace yourself. 
 
It was an incredible honor and joy to be a recipient of 
this year’s WALA Scholarship to the Annual ALA 
Conference & Expo. I had several reasons for wanting 
to attend this event and I’m pleased to say that each 
and every one of them were met. Whether you’re a 
networker looking to meet new people, a sponge 
looking to soak up more information, or an innovator 
looking to be inspired, this conference is 
for you. 
 
 
THE LAST WORD 
VP OF COMMUNICATIONS/CLASS ACTION EDITOR 
By: Pamela Zacharias, Meissner Tierney Fisher & 
Nichols  S.C., Milwaukee 
 
 
 In sitting down to write I find myself again wanting to 
write about the value of getting involved. To stress 
again the importance of 
our volunteers, how 
greatly they are needed 
and even more greatly 
they are appreciated. At 
the risk of sounding like a 
broken record…here 
goes…. 
In the final word of the 
Spring edition I made a 
plea to our membership to 
get involved. While I still 
make that plea, it isn’t just 
about what you can get out of your membership, but 
also what you can give to others. None of us exist in a 
vacuum. What we do, and how we do it, affects 
everyone around us. 

I originally got involved with WALA because my 
predecessor recommended it, and within a day of 
that recommendation I received an invitation from a 
member to a luncheon. That luncheon happened to 
be a roundtable. The open and accepting exchange of 
ideas drew me in. I stay involved and volunteer my 
time and efforts to WALA because of all I have gotten 
out of the relationships that have grown in it. 
 
Our membership truly is one that cares and wants to 
help others excel in our professions. At our 
roundtables and socials there is always a lot of 
discussion about how we fulfill the different aspect of 
jobs. I have learned so much from these interactions. 
This time with other professionals in my field has 
proven to be invaluable. Our organization has some 
of the most creative problem solvers I have ever 
encountered. There is never a shortage of ideas, or 
lack of enthusiasm, for what we do. WALA has 
without a doubt contributed to my success as a firm 
administrator. I hope I have contributed even a 
fraction of what I have gotten from this organization 
over the past three years.  
 
 
ALA QUICK LINKS 
 
As a member of The Association of Legal 
Administrators (ALA), there is a wealth of information 
on the website.  
• Locate a Business Partner in the Legal 

Marketplace or explore the Business Partner 
Center. 

• Learn about the Diversity Initiative. 
• Attain the Certified Legal Manager (CLM) 

distinction. 
• Search for educational materials, Conference 

information, webinar information or purchase 
materials from the Bookstore on the Education 
webpage. 

• Stay abreast by reviewing the Antitrust 
Guidelines. 
 

http://www.alanet.org/
http://legalmarketplace.alanet.org/
http://legalmarketplace.alanet.org/
http://www.alanet.org/marketing-opportunities/marketing-opportunities-overview
http://www.alanet.org/marketing-opportunities/marketing-opportunities-overview
http://www.alanet.org/about/diversity
http://www.alanet.org/education/certification
http://www.alanet.org/education/education-overview
http://www.alanet.org/education/education-overview
https://www.alanet.org/docs/default-source/default-document-library/antitrust-guide.pdf?sfvrsn=0
https://www.alanet.org/docs/default-source/default-document-library/antitrust-guide.pdf?sfvrsn=0
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http://www.alanet.org/vip
http://www.alanet.org/clm
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ALA CAREER CENTER 
 
A variety of articles & resources to help you develop 
your skills and enhance your career. 
 

• Compensation and Benefits Survey 
• Career Resources Kit 
• Free resources from Robert Half Legal® 

 
Subscribe to the Weekly Career Connection 
Newsletter. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

 

http://www.alanet.org/education/research/compensation-and-benefits-survey
http://www.alanet.org/docs/default-source/default-document-library/careerreskit.pdf?sfvrsn=0
http://www.roberthalf.com/legal/
https://my.alanet.org/careers/newsletter.asp
https://my.alanet.org/careers/newsletter.asp
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THANK YOU TO OUR 
2018 BUSINESS PARTNERS 

 
 
Diamond 
 
 

 
 
 
 
Gold 
Creative Business Interiors  
Johnson Insurance Services LLC 
M3 Insurance Solutions, Inc. 
 
 
Silver 
ABA Retirement Funds 
Affinity Consulting 
Associated Private Client Services 
Complete Office of Wisconsin 
DirectNetworks, Inc. 
James Imaging Systems  
Rippe & Kingston 
Schroeder Solutions 
 
Bronze 
Action Digital Document Solutions, LLC 
All-State Legal 
First Choice Coffee Services 
Information Technology Professionals 
Moore’s Law LLC 
Network Financial Services, Inc./Certified Equitrac Dealer 
Tobin Solutions, Inc. 

http://creativebusinessinteriors.com/
https://www.johnsonbank.com/johnsoninsurance
https://www.johnsonbank.com/johnsoninsurance
http://www.m3ins.com/
http://www.abaretirement.com/
http://www.affinityconsulting.com/
http://www.associatedbank.com/
https://www.cowiweb.com/public/Default.asp
http://www.directnetworksinc.com/
http://www.jamesimaging.com/
http://www.rippe.com/
http://schroedersolutions.com/
http://www.actiondds.com/
https://www.aslegal.com/index-b.asp
https://firstchoiceservices.com/
http://www.itprosusa.com/
http://www.itprosusa.com/
http://moores-law.com/
http://www.expenserecovery.com/
http://www.expenserecovery.com/
https://etobin.com/
http://www.gflesch.com/
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