
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

      

 

 

 

 

 

 

 

 

 

 

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 2019 
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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
http://www.wi-ala.org/
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PRESIDENT’S MESSAGE 
Kathy Pline, Executive Director, Boardman & Clark, 
LLP 
 
 
Welcome to summer!   I hope this edition finds all of 
you enjoying the warm weather and fun summer 
activities.    Over the last 
couple of months, we’ve 
had a lot of great things 
happening in our 
Wisconsin Chapter. 
 
The Big Hearts Campaign 
kicked off this spring and 
we are happy to being in 
support of NAMI 
Wisconsin.   NAMI is a 
wonderful non-profit 
organization that provides 
advocacy, education, support and public awareness 
for mental health and well-being.    Providing services 
to people & families living with mental illness.   With 
the challenges of today’s world, this is such a valuable 
organization.   Helping our kids, families and loved 
ones with mental health challenges will make a huge 
difference, so please, let’s do everything we possibly 
can to bring them the support they need and deserve 
through our Big Hearts Campaign.  
 
As many of you also know, WALA is dedicated to the 
rejuvenation our partnership with the State Bar of 
Wisconsin.   The state conference was in mid-June 
and WALA teamed up with the State Bar to bring our 
educational values to many attorneys and law firms 
that may not have realized that they have resources 
to help them administrate their firms, solo practices 
and start-ups.   A WALA membership is such a 
valuable resource and we have to work intelligently 
and actively to get our messages out to those who 
need our help.   Thank you for spreading the word 
and creating the network that keeps all of us 
successful and moving forward.  

 
Have a wonderful summer and keep doing great 
things!  
 
 
VP of EDUCATION 
Holly G. Coyle, Accounting Manager, Murphy 
Desmond, SC 
 
Our relationship with the State Bar of Wisconsin is one we 
trust & value to an immense degree.   The educational 
resources we can provide to Administrators, Attorneys and 
Staff is collectively 
huge.    During the 
Wisconsin State Bar 
convention in June, we had 
the opportunity to address 
hundreds of Attorneys and 
discuss the opportunity for 
education in how to manage 
a firm.   It was our pleasure 
to introduce WALA to those 
who did not know who we 
were or what we do.   The 
excitement they shared that 
there ARE answers to their 
solutions was palpable.    What many also learned is the 
State Bar of Wisconsin and their “State Bar 411” program 
is also a valuable educational tool.   Together with WALA 
and the State Bar, we are now offering a well-rounded 
resource & network for every firm, large to small, every 
practitioner, start-up, everyone in the legal field.    The 
message is a good one and well-received.    
 
It is both our hopes that we continue to grow & be 
successful in reaching everyone across the state of 
Wisconsin with our message.    Spread the word.  
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CONGRATULATIONS JESSICA BEYER! 
 

HUGE congratulations to our 
very own … JESSICA BEYER!  
 
She is a very worthy 
recipient of a 2019 Susan L. 
French Emerging Leader 
Fellowship.  

To learn more, please click 
here.  

 
 

 
RECAP FROM 2019 ALA CONFERENCE SCHOLARSHIP 
WINNERS 
 
Laurie Dey-Canales, Halling & Cayo, S.C., Milwaukee 
Clients Rule: Emerging Risks for Law Firms  
Presented by Jody Harris, ARM, RPLU, 
Laura Zaroski, JD, RPLU, Christopher Mixon and 
Michael Furlong, JD  
 
Thank you to WALA’s Business Partners for their 
support which allows many of our 
members to attend ALA and WALA conferences. I am 
especially thankful since I was able to attend the ALA 
Annual Conference in Grapevine, Texas.   
  
I was pleasantly surprised by the content of this 
session and how close to it hit home.  It was reported 
that recent studies show that there has been a shift 
in power and that clients rule. Due to the recession 
there are more in house lawyers, more aggregation of 
services, and the General Counsels are having to 
answer to CFO’s and CEO’s. Clients are demanding 
more efficiency and are cutting costs. As I mentioned 
this hit close to home as I’ve noticed 
this especially true in our insurance defense practice 
area where the clients require submission of invoices 
through their online service and bills are first 
reviewed through use of a computer program.    

  
In addition to the increased demand for efficiency and 
cost cutting measures, the clients often require their 
outside counsel to acknowledge and agree to their 
Outside Counsel Guidelines, sign their 
Indemnification Agreements and even occasionally 
ask for Secondment Attorneys. These requirements 
can show up in the RFP’s, Billing Guidelines and 
Retainer Agreements.   
  
Often these Billing Guidelines or Outside Counsel 
Guidelines don’t make their way to everyone that 
needs to see them as the attorneys just want to start 
working and billing, so they agree to the guidelines or 
even digitally sign agreeing to them. The danger is 
they have now possibly agreed to indemnify the client 
and/or agreed to arbitrate disputes with the 
client. While that may be okay with that particular 
attorney, it might not be okay with your firm or your 
Professional Liability Insurance carrier who may not 
agree to arbitration and may now not cover your 
losses, if any, in a dispute with the client.  
  
First and foremost, the recommendation made was 
to consider instituting a policy to manage these 
guidelines so they can be reviewed and/or agreed to 
by a centralized person or review department in your 
firm.   
  
Also, there are ways to push back on some of the 
guidelines. For instance, you might consider 
conditioning any indemnity upon the “availability” of 
professional liability insurance coverage or try to limit 
indemnity to a fixed amount or at least to the limit of 
your firm’s professional liability coverage.    
  
Let your lawyers know that no, not all the other law 
firms are agreeing to the terms of these 
guidelines. Try to eliminate any obligation to 
“defend” or “hold harmless” the client, or to pay legal 
fees or costs or at least limit the amount of the firm’s 
obligation. Also keep in mind that your professional 
liability insurance doesn’t cover everything and 

https://www.alanet.org/about/about-ala/foundation/susan-l-french-emerging-leader-fellowship-program
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indemnification agreements often do so you should 
be aware of what exactly is covered before agreeing 
to an indemnity.   
  
Another thing that is sometimes hidden within the 
Billing Guidelines is a forever conflict waiver.  While it 
may seem like a non-issue, you could be agreeing 
to forever bar your firm from ever being adverse to 
that client.   
  
Lastly, clients demanding Secondment Attorneys also 
pose a problem as they usually require a senior level 
associate or paralegal to work for (and in) the client’s 
legal department. The problem is that those 
attorneys or paralegals often foster a relationship 
with the client and your firm may end up losing that 
senior level associate or paralegal.  
 
 
Pamela Zacharias, Meissner Tierney Fisher & Nichols  
S.C., Milwaukee 
Motivating People from the Inside Out 
Presented by: Judy Ryan, CEO, LifeWork System 
 
This year’s ALA National Conference, held in 
Grapevine, Texas, did not disappoint…but then 
again, they never do. Every year after I attend the 
National Conference, I think “wow, that was great use 
of my time away from the office”. When the next year 
sneaks up on me, I always hope that it is as good as 
the year before, and somehow it always is. A 
huge “THANK YOU!” to our diamond Business 
Partner, Gordon Flesch Company, for sponsoring the 
scholarship I happened to be fortunate to win this 
year.  
 
So many sessions rang true to me this year including 
the three general sessions. So many reminders of our 
humanity and inter-dependence upon 
others.  Also, there were many testaments to how 
strong we, “ordinary people”, can be when put to the 
test and what motivates us. I have chosen to write 

about a session I attended entitled, “Motivating 
People from the Inside Out”. 
 
This session taught that there are four core needs 
that we as humans all have in common. They are:  

The need to feel empowered.  
The need to feel loveable.  
The need to feel connected.  
The need to feel we are contributing.  

  
We reviewed what each of the needs meant to 
individuals…and how we all really have these needs. 
Judy Ryan laid out how supporting theses four basic 
needs in the people we work with will ultimately 
motivate them from the inside out. Ensuring that we 
are supporting the four core needs in our employees 
leads to encouragement and trust and in the end 
intrinsic motivation.  
  
When people are intrinsically motivated, they have 
more of a stake in the game, they are 
emotionally involved. This type of motivation 
provides for more engagement, lower turnover and 
higher productivity than control-based motivation. 
With this in mind, we as leaders need to provide our 
staff with a sense of meaningfulness; a sense of 
choice; a sense of progress and a sense of 
competence, which all feed into our four core needs.  
  
Just last month when I returned to the 
office after ACL surgery, I decided to try to put these 
concepts to work at my office. ACL recovery is 
very long, and I knew I would need the best from my 
team to keep the office running smoothly as I 
recovered. I am already feeling the energy switch and 
noticing my support staff being more engaged and 
taking more ownership of their positions. It takes a 
little bit more time in all my all my interactions. I am 
listening a lot more than I am talking, to ensure I learn 
what it is they need. Tasks are being delegated 
with clear outcomes and ideas on how to reach 
them. I make sure I am providing positive feedback 
and gratitude and that they have all the tools and 
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network of contacts to be successful. Everyone has 
really stepped up to new and different challenges and 
are really giving it their best. It has been very eye 
opening.  
 
I hope my support staff is noticing this energy switch 
as much as I have and truly hope that I am doing a 
little better job of supporting their four core needs.  
 
 
VP OF MEMBERSHIP 
Sandy Schmitt, Galanis, Pollack, Jacobs & Johnson, 
S.C.  

Summer is finally here!  As you plan your activities 
and mark your calendars, be sure to check out all that 
WALA has to offer as well 
as the many benefits 
included with your 
membership.  Our Big 
Hearts Campaign is in full 
swing with the proceeds 
going to NAMI.  Special 
thanks to Jess Beyer, her 
committee, and Chris 
Shattuck for the great 
kickoff event and Spring 
Social where this 
year’s charity was 
chosen.  It was a delightful evening that featured our 
members and BP’s interacting and testing their trivia 
skills.  Be sure to attend the Big Hearts Finale and 
Expo that will be held on October 8, 2019, at the 
Concord House in Sullivan.  Let’s T.E.A.M. Up and 
raise funds for this very worthy organization.    

The student member/intern program will again be 
offered this fall.  We will be working with Marquette 
University and Madison College.  Look for an 
announcement soon with details, and please consider 
having your firm participate.  It is a great way to build 
our T.E.A.M. and future leaders.  

I am pleased to welcome our newest members:  

Felicia Krueger is the Accounting Manager at Ruder 
Ware, L.L.S.C. in Wausau.  She has been with the firm 
for 3½ years, and her responsibilities include billing, 
accounts receivable, and cash payments for its three 
locations.  This is Felicia’s first time in the legal 
field.  Her prior experience involved working in health 
care for one year and as an auditor at Wipfli for 4½ 
years.   

Last movie seen:  Dumbo with her 5-year-old 
son, Carsten, on his birthday  

Best part about summer:  Camping with my 
family  

Team I like cheering for:  Wisconsin Badgers   

In my spare time, I enjoy:  Reading, spending time 
with my children at the playground, swimming, and in 
the garden  

Lori Pharo is the Legal Assistant Supervisor at DeWitt 
LLP Law Firm in Brookfield.  She has been with the 
firm for eight years and was promoted to her current 
position three years ago.  Lori is responsible for 
managing eight Legal Assistants and handling their 
PTO, work flow, and any issues regarding 
assignments.  After high school, she began working in 
an accounting firm and then transitioned to the legal 
field where she has been employed by some of the 
major law firms in the Milwaukee area.   

Last book read:  Becoming by Michelle 
Obama  

Best part about summer:  Longer days and 
sunshine  

Team I like cheering for:  Green Bay Packers – 
I’m an owner!  

In my spare time, I enjoy:  Crocheting, reading, 
playing with my four-year-old beagle, Murphy  

Daniele Thompson is a founding partner at St. Marie 
Boll, LLC in Madison.  She opened the firm with James 
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Boll in July, 2016, after working several 
years at Axley Brynelson and MG&E as well as on her 
own.  Daniele’s main practice areas are general 
business, commercial real estate, utility, and 
insurance work.  She received her B.B.A. from the 
University of Wisconsin – Madison, and her J.D. from 
Marquette University Law School.   

Last movies seen:  Toy Story 4 with her 
children and Men in Black:  International  

Best part of summer:  Waterskiing  

Team I like cheering for:  Milwaukee Brewers  

Fun fact about me:  My whole family is involved with 
the Mad-City Ski Team and their waterski shows  

Congratulations go out to Mark Bridgeman on his 
recent retirement from the U.S.  Attorney's Office 
Northern District of Illinois and to Jess Beyer for 
passing the CLM exam!  Both are to be commended 
for attaining these special milestones! 

Enjoy the lazy, hazy, crazy days of Summer!  I look 
forward to T.E.A.M.ing up with you soon!   

 
DO YOU SEE THE FOREST FROM THE TREES? 
Paul Purdue, Principal at Attorney Computer Systems 
 
My mother loved Christmas Trees. Some of my 
earliest memories include her love for the intricacies 
of each ornament, the details of the strings of lights, 
and her attention to detail regarding how each item 
on the tree should be placed.  As my mother got older, 
her eyesight worsened, and her love for Christmas 
Trees changed.  In her later years she no longer would 
obsess over each and every detail on the tree.  Instead 
of concerning herself with each ornament and string 
of lights, she enjoyed looking at thetree from the 
other side of the room.  
 
Even though her eyes were not able to see like they 
could in her younger years, she enjoyed seeing the 

tree all lit up.  One may say that with poorer eyesight, 
she was finally able to see the entire tree as one 
whole instead of just a collection of smaller details.   
 
Christmas Trees are a unique example of how we 
collect details.  We bring together all the things in our 
life and in our work and we hang them with care.  We 

put them on display for 
others to see and enjoy.  

In this process, we can 
take enjoyment from 
making sure each 
ornament is carefully 
selected and placed on 
our tree.  We carefully 
choose the lights that 
decorate our tree, and 

we find a place to 
proudly display our 

arrangement of details.   
For those people who do not create their Christmas 
Trees to show off to others, there is still a satisfaction 
in putting together something meaningful for 
yourself and those around you.  In a way, these 
decorated trees become a physical collection of our 
decisions, our preferences, and our styles.  
 
These same decisions, preferences, and styles can be 
seen on display in our work and personal lives as well.  
It is easy to get wrapped up in all the small details. In 
fact, it is important that we do so because we are 
creating something brilliant.  We are creating a 
masterpiece with all 
these details as they complement and contrast each 
other.   
 
It is important to pour ourselves into creating 
something we feel moved to create.  It is important 
that we put our heart and soul into the passions that 
move us.  These are the details and the care that my 
mother was putting into the creation of her perfect 
Christmas Tree.   
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However, it is also important to take time to 
recognize that these details are creating something 
larger.  It is important to take a step back and look at 
the whole tree to enjoy how well everything came 
together; to recognize that the good and the bad are 
part of the same whole; to recognize how the trials 
and triumphs add color and excitement to  the 
decorations of the trees.  As you step back and see 
the whole, you’ll notice yourself experiencing an 
appreciation for all that you and those around you do 
each and every day.  You’ll discover a compassion for 
yourself which will steady and calm you as you go 
about your business, both at home and at work.   
 
Do you see the whole?  Do you see the importance of 
being able to develop this new type of eyesight?  This 
is the type of eyesight my mother gained when she 
lost her regular eyesight, and it was a gift. Being able 
to pull back away from the closeness of everyday 
details to appreciate what it is you are creating, to 
appreciate what and who you have in your life, and to 
appreciate how brilliantly everything fits together 
when you can see it all at once is a gift. 
 
If gaining this type of sight requires me to lose my 
sight, then sign me up. I know I want to be able to see 
the forest from the trees because I’m told the sight of 
the forest is breathtaking - simply breathtaking.  Until 
that happens, I will busy myself with the details of my 
daily work knowing that it all comes together to 
create a masterpiece.  Thank you, Mom, for teaching 
me this lesson.  Thank you. 
 
 
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 

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

distinction. 
• Search for educational materials, Conference 

information, or webinar information on the 
Education webpage. 

• Stay abreast by reviewing the Antitrust 
Guidelines. 
 

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.   
 
 
VP OF SPECIAL PROJECTS 
Jessica A. Beyer, Office Manager, DeWitt Ross & 
Stevens 
 
Can you hear that?? That’s the clickety clackety of this 
ride picking up 
momentum. And this ride 
is called the Big Hearts 
Campaign. We had so 
much fun at the Spring 
Social voting on the Big 
Hearts Campaign charity 
NAMI of Wisconsin. Now 
it’s time to rekindle that 
excitement and let the 
fundraising begin. You 
should have received a 

http://www.attorneycomputersystems.com/
http://www.attorneycomputersystems.com/
mailto:paul.purdue@attorneycomputersystems.com
http://www.attorneycomputersystems.com/
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/about/diversity
http://www.alanet.org/education/certification
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
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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save the date via email and snail mail along with 
marketing materials. Let the fundraising begin! 
 
Here are some fun ideas to get you started: 

•    Host a $5 jean day at your office 
•    Set-up a table at your local farmers market 
with a donation jar 
•    Team up your favorite Business Partners to 
team up on your efforts 
•    Or connect with your favorite Business Partner 
to create a friendly competition on a fundraising 
war 
•    Host a Baggo or Euchre tournament at your 
local establishment 
•    Ask our employer for a match on employee 
donations 
•    Tell your family, friends, and neighbors what 
you are raising money for 
•    Coordinate with your local grocery store to set-
up a hotdog/brat sale (just like the Scouts do!) 
•    Hand out ice cream bars at your office and 
suggest donations for the free treat 

 
I know you are all creative administrators or 
managers, so let’s hear about YOUR ideas and efforts. 
Be sure to post your activities on WALA’s social media 
outlets or connect with your area captain to share 
pictures and stories. See the flyer included with the 
newsletter for those details. The flier also includes 
talking points about NAMI of Wisconsin so you can let 
people know about the organization’s efforts in the 
mental health industry. Our fundraising will end on 
September 30, 2019, so do not delay! 
 
Now, go ahead and put October 8, 2019, on your 
calendar so you can celebrate with WALA on our 
fundraising accomplishments. And while you are at it, 
feel free to let me know what items you would like to 
donate for the silent auction table at that event. 
 
I can’t wait to hear about all the fun things you will be 
doing to raise funds, awareness, and camaraderie 

with your fellow WALA members and business 
partners.  
 
To our mutual success and mental health! 
 
 
WHAT NEW HIRES MAY LACK – AND HOW TO FIX IT 
Erin Brereton, Owner, Chicago Journalist Media 
Reprinted with permission 
 
These in-demand skills may not be inherent; 
however, lawyers and support staff can learn them. 
 
This month, a new crop of third-year students will 
begin graduating from law schools across the United 
States — but some may not feel at all ready to start 
working in a law firm or department.  
 
A Gallup-Purdue Index study published last year 
found only 20 percent of law school graduates who 
received a degree between 2010 and 2015 think their 
educational experience prepared them well enough 
to enter the legal field.  
 
A separate survey suggests other industry members 
agree: 95 percent of hiring partners and senior 
associates told LexisNexis they believe recent law 
school grads don’t possess key practical skills when 
they’re hired.  
 
PIECING TOGETHER KEY PROFICIENCIES  
The issue may stem, at least in part, from the fact that 
law schools tend to focus on technical skills. However, 
attorneys who participated in an Institute for 
Advancement of the American Legal System study 
identified professional competencies — such as 
listening attentively and responding promptly to 
requests — as far more important than being able to 
draft briefs or prepare a case for trial.  
 
With technology changing the legal secretary role’s 
definition in the past 15 years, and Robert Half Legal 
research reporting blended/hybrid paralegal and 
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legal secretary positions have become more 
prevalent in the last two, legal support staff members 
may also be finding expectations for their role have 
changed.  
 
Luckily, employers are stepping up to provide 
additional hardand soft-skill instruction that can help 
position new hires to succeed, according to Valerie 
Fontaine, a Partner with legal search firm Seltzer 
Fontaine Beckwith.  
 
“If associates have a particular issue in an area, they 
may bring in outside coaches and consultants and 
have [a] special class on a subject,” Fontaine says. “It’s 
one of the things candidates ask about. A firm that 
has excellent training and mentoring will be able to 
better attract and retain attorneys; it’s a competitive 
advantage.”  
 
Some firms are incorporating specialized skills into 
the onboarding process — and beyond. Consider 
integrating these into your procedures.  
 
COMMUNICATION 
“[Associates want] more soft-skills training and more 
networking training,” says Lauren Stone, Director of 
Lawyer Recruiting and Development at 200-plus 
attorney firm Morris, Manning & Martin LLP. 
“Especially in the past few years, that has come up.”  
 
This spring, the firm plans to host a communications-
centric training session for associates in their third 
year and above.  
 
“We have someone coming in to talk about how to 
communicate with others and listen to connect,” 
Stone says. “Sometimes, with different 
communication styles, people don’t always get the 
right point across to others when they communicate.”  
 
In today’s digital environment, communication skills 
are something to consider when hiring employees 
with significant experience — and ones who are 

newer to the workforce, according to Fennemore 
Craig, Chief Human Resources Officer Marlene 
Humbert.  
 
The Mountain West law firm has tweaked some of its 
training, Humbert says, since starting to bring 
students from Arizona State University’s LSAT-
oriented Critical Legal Preparation Program to do 
entry-level work about a year and a half ago.  
 
“We get students who are very comfortable 
communicating via text or electronically, but we 
stress the importance of face-toface time,” she says. 
“Part of the training we provide [involves saying], ‘if 
you’re going back and forth over email three to four 
times, you need to pick up the phone, because 
something is getting lost in transit.’”  
 
CLIENT RELATIONS 
Internal communication is, of course, just one aspect 
of legal work; firms may also offer instruction to help 
associates interact effectively with clients.  
 
For instance, one of the training videos attorneys 
watch during their first week at Knobbe Martens 
covers delivering exceptional client service — 
including adhering to individual client preferences, 
such as sending all communication via letter, says 
Jonathan Bachand, a Partner at the Orange County, 
California-headquartered firm, which employs nearly 
275 lawyers and scientists.  
 
“We try to make sure associates understand it’s not a 
one-sizefits-all situation,” Bachand says. “A lot of soft-
skills training is about being engaged with your team; 
if attorneys have a question about how to respond to 
[a] client, talk about it to a partner first — the kind of 
skills that some would argue are common sense but 
someone practicing law for the first time might not 
understand.”  
 
In the annual weeklong group orientation that all 
associates underwent in September, Knobbe Martens 
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offered additional relations-related insight in a 
presentation featuring seven tips to keep clients and 
partners happy.  
 
“The idea was when you start out as an associate, in 
many respects, your clients are the partners you work 
with,” Bachand says. “You aren’t bringing in your own 
clients right away; your job is to keep the partners 
happy so they’re giving you work. Explaining that — 
and setting out specific ways of being responsible and 
expectations — they can see, ultimately, keeping 
clients happy is the same thing as keeping partners 
happy.”  
 
Because staff members may have contact at times 
with clients before an attorney does, the firm also 
offers handson training — which can include 
shadowing an assistant who’s been with the firm for 
years — when they start that’s intended to illustrate 
positive client interactions and underscore the 
importance of confidentiality.  
 
“They sit together, so everything that comes through, 
they’re working on with somebody who knows 
exactly what to do,” Bachand says. “The overall 
takeaway is to make sure people understand clients 
are the most important thing to the firm. We want 
staff to understand to be ultra-polite to everybody 
that person calls on the phone; it might be our most 
important client.” 
 
LEGAL SPECIFICS 
While much of the new hire instruction that’s offered 
skews toward soft skills, firms also sometimes 
educate attorneys about technical work.  
 
Although new attorneys may have been exposed as 
summer associates to e-discovery, copyright work 
and some of the transactional and litigation topics 
that Knobbe Martens covered during its September 
group training, the presentations, Bachand says, can 
serve as a refresher on how to perform specific tasks, 
such as claim drafting or assisting with legal research. 

“Most people are doing patent prosecution. Some 
will be doing trademark prosecution, and some are 
going to focus on patent and trademark litigation,” he 
says. “Since Knobbe Martens focuses on intellectual 
property, it gives us an opportunity to preview a lot 
of different things they will be doing on a day-today 
basis. It just helps to provide that touchstone, where 
they can go back and look at the training materials.”  
 
In the months following its annual group training, the 
firm also tends to plan follow-up lunches that cover 
specific additional topics — such as its international 
patent prosecution department’s role, the subject of 
one of its lunchtime training sessions last fall.  
 
“That’s important to many clients seeking protection 
in foreign countries, and it is very nuanced, because 
each country has specific rules,” Bachand says. “In-
house specialists help with a lot of that and 
coordinate filings with foreign counsels.” 
 
TIME MANAGEMENT 
Operating within a billable hours’ system can be a 
new experience for young associates.  
 
“Working efficiently and effectively is difficult for 
attorneys who are just starting out,” Bachand says. 
“You can be at the office from 8 a.m. to 6 p.m., look 
at the clock at the end of the day and say, ‘I only billed 
four hours; that’s not up to my quota.’ You have to 
make sure they have the resources available to 
[manage their time].”  
 
To help associates maximize productivity, Bachand’s 
firm provides training to help them learn how to best 
work with staff and other attorneys — including 
determining what items they can hand off, and which 
they should hold on to.  
 
“As they get more senior roles, often, delegating work 
becomes more important,” Bachand says. “They’re 
faced with the dilemma of, ‘Do I do this? I know I’ll be 
able to do it right the first time.’ But you have to train 
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for the future, too. Yes, you can do it; that doesn’t 
mean you don’t need to explain it to a more junior 
attorney who could work with you on this and is 
striving to learn more things.” 
 
COLLABORATION 
In addition to presentation-based learning, a number 
of firms offer mentoring programs. According to 
Fontaine, these programs can provide useful 
information about firm practices, as well as insight 
into how to succeed within a firm member’s work 
environment.  
 
“They teach new attorneys, whether they’re laterals 
or newbies, the unwritten rules,” she says. “Every 
firm has its own style — certain ways to 
communicate, hidden power structures; that’s 
something every new attorney needs [to know].”  
 
Stone’s firm has found its 3 year-old mentoring 
program has helped integrate both lateral associates, 
who meet with a mentor on a monthly basis for their 
first year at the firm, and entry-level associates, who 
are paired with a mentor for their first two years.  
 
The firm tries to match mentees with someone within 
their larger practice group that the mentee won’t be 
working with on a daily basis — for example, 
matching an associate who does merger and 
acquisitions work in the corporate group with a 
technology attorney from that group.  
 
Participants get to know each other during periodic 
social events the firm plans during the year.  
 
“The value in associates having a mentor outside of 
who they’re working with all the time is it gives them 
an opportunity to get to know someone else at the 
firm, so they don’t feel isolated in their own group,” 
Stone says. “We’ve found the more relationships they 
have with people, the more likely they are to stay. Our 
retention rate has improved — about 20 percent less 

associates leave. It’s also hopefully opening up 
potential cross-selling opportunities.” 
 
BUSINESS DEVELOPMENT 
With 82 percent of managing partners and chairs 
singling weak business development skills out as the 
top reason for their firm’s chronic underperformance, 
according to Altman Weil’s 2017 Law Firms in 
Transition Survey, development efforts are clearly an 
area firms and attorneys are — or at least should be 
— focusing on.  
 
Older, experienced attorneys aren’t the only ones 
being asked to contribute to business growth. Some 
of the small to midsize firms Seltzer Fontaine 
Beckwith recruits for offer business development 
training programs geared toward junior associates, as 
well as higher levels, according to Fontaine.  
 
“Business development has become an essential 
skill,” she says. “A lot of things go into being able to 
do it — leadership, public speaking. Some people are 
just natural-born marketers and have connections. 
But they need to start thinking that way if they’re 
not.”  
 
In addition to the business development presentation 
Knobbe Martens included in the weeklong training it 
offered new associates, the firm also sponsored a 
business development-based lunch last fall with the 
partner who’s in charge of the effort internally.  
 
The lunchtime session, according to Bachand, helped 
give its new hires an overview of what the firm 
considers to be business development best practices 
— which can be an unfamiliar, yet crucial, concept.  
 
“Law school doesn’t prepare you to be a salesperson, 
and when you’re an attorney at a law firm, part of 
your role is you’re selling yourself and the firm’s 
capabilities,” he says. “When it gets down to it, there 
are a lot of highly skilled lawyers that clients can 
choose from — it does take a special skill to be able 
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to convince people you are the person they should be 
spending their time and money on.” 
 
ABOUT THE AUTHOR 
Erin Brereton  is a freelance writer, editor and content 
strategist who has written about the legal industry, 
business, technology and other topics for 20 years.   
 
breretonerin@gmail.com  
twitter.com/erbrer09  
www.chicagojournalist.com  
 
 

mailto:breretonerin@gmail.com
http://www.chicagojournalist.com/
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THE LAST WORD 
VP OF COMMUNICATIONS/CLASS ACTION EDITOR 
Pamela Zacharias, Meissner Tierney Fisher & Nichols  
S.C. 
 
Something I have learned a lot about in the past 
couple of years is Trust. Building it, having it and 
keeping it. Trust is really a set of values…something 
else I learned from the session I attended on 
Motivation at The ALA National Conference this year.  

The eight values that build trust are:  

1. Straightforwardness – being clear about what 
is expected or what you need or want  

2. Honesty – maintaining high standards of 
honesty in everything you do  

3. Receptivity – listening to new ideas or 
methods and giving them a fair hearing  

4. Disclosure – communicate your ideas, 
opinions and feelings in an open, non-
threatening manner  

5. Respect – unconditionally value other people  

6. Recognition – Gifts, talents and differences in 
others are acknowledged  

7. Seeks Excellence – doing our best  

8. Keeping Commitments – follow through on 
agreement/promises  

To have a good relationship with anyone (inside or 
outside of work) we need to constantly be reviewing 
these values and looking at how we are 
doing at keeping up our end. Then, we need to really 
evaluate how the other person is fairing on their end. 
Make strides to create improvements in you first and 
then, and only then, with the other person.  
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2019 MEMBERSHIP CAMPAIGN 
 

 

 

 

In 2019, it’s time to T.E.A.M. Up with WALA!  Together Everyone Accomplishes More!  When you get involved with WALA 
and take advantage of the many benefits afforded by your membership, you will see amazing results both professionally and 
personally!  Listed below are various opportunities to be part of the T.E.A.M. and earn some financial rewards, too!  SCORE!   

 
PLAYER – Join the T.E.A.M. as a new member or renew your membership in WALA and win a certificate to attend 

your first luncheon meeting in 2019 for FREE!  Upon receipt of your dues’ payment, the WALA membership committee will 
e-mail you a coupon to present at your next Madison or Milwaukee luncheon.  TOUCHDOWN!   

 
CHEERLEADER – We need you to shout our praises and encourage the T.E.A.M.’s endeavors by serving on a 

committee.  It is a good way to get involved, share new ideas, and keep our chapter relevant.  Choose from Business Partners, 
Communications, Education, Membership, Special Projects, or Next Generation Emerging Leaders.  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 Fall Social.  Contact Sandy 
Schmitt at sschmitt@gpjlaw.com 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.  GOAL! 

 
COACH – Every successful T.E.A.M. needs a good coach who is always working to develop new talent.  Recruit a new 

player (member) and earn a $25 gift card.  If you recruit a rookie (student member), you will earn a $5 Starbucks gift card.  
For each new free agent (business partner) you recruit, you will earn a $100 gift card.  Make sure the new Business Partner 
lists your name in an e-mail to Maribeth Karpinski at mkarpinski@lindner-marsack.com.  SLAM DUNK!   

 
MASCOT – Defined as a person who brings luck to the T.E.A.M., what makes our events successful is your 

participation!  Whether at the monthly luncheons, social events, Big Hearts campaign, or community outreach events, 
member attendance is key.  The T.E.A.M. benefits by getting to know new members and reconnecting with returnees as well 
as our business partners.  Attend four (4) events in 2019 for a chance to win a registration scholarship to ALA’s 2020 Annual 
Conference.  Just send an e-mail to Sandy Schmitt at sschmitt@gpjlaw.com listing your four events and your name will be 
entered into the drawing to be held at WALA’s Annual Meeting.  HOME RUN

mailto:sschmitt@gpjlaw.com
mailto:mkarpinski@lindner-marsack.com
mailto:sschmitt@gpjlaw.com
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THANK YOU TO OUR 2019 BUSINESS 
PARTNERS 

 
Business partners continue to be an integral part of WALA.  Without them 
we would not be able to offer scholarships and other benefits of 
membership!  Remember, any WALA member who brings in a 
new paid Business Partner will receive a $100 gift card.  So let me know if 
you have any leads on potential BPs and I will be happy to reach out to 
them!  
 
Diamond 
 
 

 
 
 
 
Gold 
Creative Business Interiors  
Johnson Insurance Services LLC 
M3 Insurance Solutions, Inc. 
 
 
Silver 
ABA Retirement Funds 
Affinity Consulting 
Complete Office of Wisconsin 
First Choice Coffee Services 
Focal Point Financial Strategies (new) 

 
James Imaging Systems  
Rippe & Kingston 
 
Bronze 
Action Digital Document Solutions, Inc. 
All-State Legal 
Information Technology Professionals 
Tobin Solutions, Inc. 
Thomson Reuters (new) 

 

If you have a need for any of the services 
provided by the above businesses, please 
consider using them.  Thank you for your 

support of our Business Partners!  They are a 
critical component of the success of WALA! 

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/
https://www.cowiweb.com/public/Default.asp
https://firstchoiceservices.com/
http://www.jamesimaging.com/
http://www.rippe.com/
https://www.actiondds.com/
https://www.aslegal.com/index-b.asp
http://www.itprosusa.com/
http://www.itprosusa.com/
https://etobin.com/
http://www.gflesch.com/
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