
Columbus Chapter, 
Associa�on of Legal Administrators

PRESIDENT’S MESSAGE 

‘Unity is strength…. when there is teamwork  
and collabora�on, wonderful things can happen.’

Ma�e Stepanek

Dear Colleagues, 

As I make my exit as the President of the Columbus 
Chapter the quote above could not ring more true.  
Working together with the Board has made the 
experience enjoyable, successful and rewarding.  

Through guidance and others experiences I was able to navigate my year as 
President.  A huge thank you Board of Officers, this job is not done alone! 

Con�nued on Page 2

CAN’T-MISS LEAD GENERATION AND CONVERSION STRATEGIES 
By Erin Brereton, Owner, Chicago Journalist Media 

To locate and land new clients, you need a strong online presence, 
diverse contact list—and quick callbacks. 

In today’s compe��ve market, finding poten�al clients isn’t easy.

Convincing them you’re the best choice can prove even more challenging. The 
average consumer a�orney converts just 5 to 15 percent of every 100 leads into 
paying clients, according to Stephen Fairley, Chief Execu�ve Officer (CEO) of 
legal marke�ng service The Rainmaker Ins�tute.

“Many a�orneys fall prey to the one-call-quote belief,” Fairly says. A 
prospec�ve client calls, you talk to them for 5 to 25 minutes, pitch them, and 
the client signs up.” 

Con�nued on Page 8
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SPECIAL POINTS OF INTEREST 

• Member/Business Partner Event—
Wednesday, March 14 at  4:30 pm at 
The Kitchen 

• March Monthly Chapter Meeting—
Tuesday, March 20 at 12:00 pm at 
Hahn Loeser 

• April Monthly Chapter Meeting—
Tuesday, April 17 at 12:00 pm at 
Bricker & Eckler 
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Unity is strength…. when there is teamwork and collabora�on, wonderful things can happen.
Ma�e Stepanek

I look forward to the new Board Elect serving the Columbus Chapter.  We are 
currently finalizing the slate of officers. The elec�on will be held during the 
March 20 chapter mee�ng at Hahn Loser and Parks.  A proxy will be emailed to you 
prior to the mee�ng. If you cannot a�end you can s�ll cast your vote by returning 
the signed proxy prior to the mee�ng.

As a thank you to our members and business partners we will be hos�ng our 
annual apprecia�on event at The Kitchen on March 14.  We will enjoy wine, food 
and good conversa�on….salu�!

As I move forward to serve as Immediate Past President this experience has ignited 
my desire to do more, be more and serve more.  Thank you for allowing me to 
serve on the Board, it has been a valuable and learning experience.  The years did 
fly by! 

Best wishes! 

--Lisa 

PRESIDENT’S MESSAGE, CONTINUED FROM PAGE 1
EDITORIAL POLICY 

The Columbus Chapter News is 
published monthly for the 
educa�on  and benefit of legal 
administrators.  It is not 
published for the purpose of 
rendering legal, accoun�ng, or 
other professional services or 
advice.  Nothing contained in this 
newsle�er should be construed 
as legal, accoun�ng, or other 
professional services or advice.  
Reprint of ar�cles contained in 
this newsle�er requires the 
wri�en permission of the Editor 
of the Columbus Chapter News. 

ALA MISSION STATEMENT

The Associa�on of Legal 
Administrators’  (ALA) mission is 
to promote and enhance the 
competence and professionalism 
of all members of the 
management team; improve the 
quality of management in law 
firms and other legal services 
organiza�ons; and represent 
professional legal management 
and managers to the legal 
community and to the 
community at large. 

COLUMBUS CHAPTER, ALA 
MISSION STATEMENT 

The Columbus Chapter, 
Associa�on of Legal 
Administrators, provides 
educa�onal and networking 
opportuni�es to administrators 
with varied legal backgrounds in 
the Central Ohio area.  We are 
commi�ed to increasing 
awareness and building 
rela�onships, upholding the 
integrity of our profession, giving  
back to our community, 
contribu�ng to the ongoing 
training of our membership, and 
suppor�ng one another in our 
chosen careers. 
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Let’s Put the Shoe on the Other Foot 
By Mel Kleinman, h�p://humetrics.com

When was the last �me you interviewed for a job and why is this 
important? If you are responsible for applicant interviews and 
employee selec�on and have not been on the applicant’s side of 
the desk in the last few years, it is �me for a refresher course in 
how it feels. It’s the one way you can authen�cally project the empathy, considera�on, 
and respect that will a�ract the best and brightest applicants to your organiza�on.

Here are some sugges�ons as to how you might go about it:

1. If your company is big enough, you can simply go to a different branch or loca�on 
where you are not known and apply. 

2. Apply at one of your compe�tors and hope they call you for an interview. If their 
reply is “thanks, but no thanks” or they don’t get back to you at all, no�ce how that 
makes you feel. 

3. If you belong to a trade or professional associa�on, as an ac�vity for one of the 
monthly mee�ngs, set up a program where hiring managers from different 
companies interview each other. 

4. Role play the process with someone outside your organiza�on who also is 
responsible for interviewing. 

5. Next �me you see a “Now Hiring” sign in your travels, stop in and ask for an 
applica�on blank or tell the manager you are interested in the job. (I think you’ll find 
that just asking—even when you don’t really want the job—is not an easy thing to 
do.) 



GOLD SPONSORS 

Affinity Consul�ng Group     Aspen Careers, LLC 

SILVER SPONSORS  

FiberSeal 

Minuteman Press of Dublin 

Ohio Society of Notaries 

Premier Office Movers 

Robert Half Legal 

MEDIA ADVERTISING 

IST Management 

The Columbus Chapter, Associa�on of Legal Administrators, appreciates the support of our 
Business Partners.  Business Partners are Vital to Our Success. Visit our Business Partner  

page on the Columbus Chapter website: www.alacolumbus.org

PLATINUM SPONSOR   

DAWSON

PLATINUM SPONSOR   

UNISHIPPERS

Allstate Legal 

Canon Solu�ons America

GoGreen 

Gordon Flesch 

Kinol Sharie Leyh & Associates 

Legacy Maintenance 

Ricoh 

Rippe & Kingston LLC 

Ritter’s Office Outfitters 

Roby Foster Miller Earick, Inc. 

Veritrak 

BRONZE SPONSORS 





CALENDAR OF EVENTS

2—Friday 
Associa�on Leadership Ins�tute
Rosemont, IL 

14—Wednesday—4:30 pm 
Member/Business Partner Event
The Kitchen 

20—Tuesday—12:00 pm 
Monthly Chapter Mee�ng
Hahn Loeser 
HIPAA Guidelines—What you Need  
   to Know 
Bryn Hunt, Associate General Counsel, 

Ohio Hospital Associa�on, Speaker
Sponsored by Minuteman Press of Dublin 
   and Robert Half Legal 

ALA Webinars: 
1—Thursday—3:00 pm 
Trello: Increase Your Produc�vity
  Overnight 
8—Thursday—3:00 pm 
The Financial Repor�ng Checklists
  Every Firm Should be Doing 
14—Wednesday—3:00 pm
Time Entry to Cash Receipts: 8 Steps to 
  Increase Revenue & Partner Profits 
20—Tuesday—3:00 pm
ALA Commi�ee on Diversity and Inclusion
  presents: Diversity & Inclusion: 60 Tips 
  in 60 Minutes 

6—Friday—12:00 pm 
Annual Chapter Board Retreat
Fisher Phillips 

17—Tuesday—12:00 pm
Monthly Chapter Mee�ng
Bricker & Eckler LLP 
Jane’s Journey with Donatos and 
  her Involvement with the Reeb 
  Avenue Center 
Jane Grote Abell, Chairwoman of the 
  Board of Donatos Pizza, Speaker 

24—Tuesday—12:00 pm 
Chapter Board Mee�ng
Fisher Phillips 

ALA Webinars: 
5—Thursday—3:00 pm 
Advanced 401(k) Planning and Strategies 
12—Thursday—3:00 pm 
Impac�ng Financial Performance: Key
  Performance Indicators 
18—Wednesday—3:00 pm
Proving Cybersecurity Due Diligence 
  For Your Firm 

3-6—Thursday—Sunday 
ALA 2018 Annual Conference & Expo
Na�onal Harbor, MD

15—Tuesday—12:00 pm
Monthly Chapter Mee�ng
Speaker and Loca�on to be Announced

29—Tuesday—12:00 pm 
Chapter Board Mee�ng
Fisher Phillips 

ALA Webinars: 
3—Thursday—3:00 pm 
Managing Law Firm Growth: A Look into 

the Science Behind Personnel Analy�cs
10—Thursday—3:00 pm
A Transgender Experience: A Personal 
  Account 
15—Tuesday—3:00 pm
Payroll Mistakes that Can Land You in 
  HOT Water! - How to Avoid Ge�ng
  Turned by Costly Mistakes 
16—Wednesday—3:00 pm
How Applied Improv Helps Legal 

Administrators Become Innova�ve
  Thinkers & Possibility Creators 

Coupon Bundle for ALA 2018 Webinars or Download-on-Demand: Purchase a bundle of 5 coupons for $499; 10 coupons for $899, 

or unlimited access to all 2018 webinars for $1,999 (ALA member price).  Visit the ALA web site for more information. 

If you would like to host a webinar, and at least five chapter members attend, the Columbus Chapter will pay for the webinar.  

Please contact Lisa Justus at ljustus@hahnlaw.com if interested.  Visit the ALA web site for eLearning Course details. 

5 

Sun Mon Tue Wed Thu Fri Sat 

1 2 3 

4 5 6 7 8 9 10 

11 12 13 14 15 16 17 

18 19 20 21 22 23 24 

25 26 27 28 29 30 31 

March 2018 

Sun Mon Tue Wed Thu Fri Sat 

1 2 3 4 5 6 7 

8 9 10 11 12 13 14 

15 16 17 18 19 20 21 

22 23 24 25 26 27 28 

29 30 

April 2018 

Sun Mon Tue Wed Thu Fri Sat 

1 2 3 4 5 

6 7 8 9 10 11 12 

13 14 15 16 17 18 19 

20 21 22 23 24 25 26 

27 28 29 30 31 

May 2018 





MEMBER/BUSINESS PARTNER EVENT 

Wednesday, March 14, 2018, 5:00—8:00 pm 
231 E. Livingston Avenue, Columbus, OH 43215 

Menu: 
Tuscan salad 

Vodka Tomato Sauce with Grilled Chicken 

Dark Chocolate Flourless Cake 

We will be making fresh pasta! 

We hope to see you there! 

*Please let Lisa know if you have any dietary restrictions as they can be accommodated) 
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Can’t-Miss Lead Genera�on and Conversion Strategies, con�nued from Page 1

In reality, the process is o�en much longer and much more involved. To successfully convert promising leads into lucra�ve 
new business, firms need to have a solid marke�ng plan—and a thorough follow-up process in place. 

In a recent study from the Legal Marke�ng Associa�on and Bloomberg Law, 67 percent of firms said they were 
increasing their focus on business development and marke�ng. Internal pressure to generate revenue was the 
biggest reason. 

GENERATING LEADS
In a recent study from the Legal Marke�ng Associa�on and 
Bloomberg Law, 67 percent of firms said they were 
increasing their focus on business development and 
marke�ng. Internal pressure to generate revenue was the 
biggest reason. 

To build business and profitability, firms may want to try 
ramping up efforts in the following areas: 

Online marke�ng: The majority of consumers—76 
percent—who needed an a�orney looked for one online, 
according to a Lexis-Nexis Mar�ndale-Hubbell study. 

Driving traffic to the firm’s website should be an obvious 
goal; however, because search engine algorithms change 
frequently, staying on top of search engine op�miza�on 
(SEO) trends can be tricky, according to Fairley. He 
recommends hiring a professional with a proven legal 
industry track record. 

In the past three to five years, he says, firms have also 
begun to see value in having more robust prac�ce 
area-centric content. 

“If you have two compe�tors in the same city, one has a 10-
page website and the other has a 200-page site, Google will 
rank the 200-page site higher in its search results,” Fairley 
says. “We have clients now who have several thousand 
pages of content on their website.” 

Offering more interac�ve content—a checklist, for example, 
compared to an ar�cle—and design that inspires users to 
take ac�on can also help increase lead genera�on, 
according to Rita Chaires, Director of Web and Online 
Services at a membership-based prac�ce management 
organiza�on called the American Academy of Estate 
Planning A�orneys.

“If your site is sta�c or a boring online brochure, it’s not 
going to move anybody to pick up the phone and reach 
out,” Chaires says. “Certain design elements should be 
tested. Does an orange bu�on produce more clicks than a 
green bu�on? Does a ‘download now’ op�on produce more 
clicks than a ‘submit’ one?” 

Some industry members, according to Fairley, are using 
innova�ve tools like professionally produced videos to 
a�ract clients.

“There are a lot of misconcep�ons about what a�orneys do, 
and consumers are more cynical and skep�cal than before,” 
he says. “If you’ve created a video about who you are, what 
you’re like to work with, what results you’ve go�en for 
clients and why someone should hire your firm, that stands 
out from the compe��on.”

Referrals: Roughly 40 percent of a�orneys say referrals are 
responsible for more than 40 percent of their new business, 
according to a Super Lawyers survey. 

In the current compe��ve market, however, firms can’t 
depend solely on them to generate leads, according to 
Stevan Pardo, Chair of the construc�on, hotel and li�ga�on 
groups at bou�que Miami law firm Pardo Jackson 
Gainsburg, PL. 

Con�nued on Page 11

The way a firm communicates with the leads 
its marke�ng and referral efforts generate 
can either earn it new business or end the 
rela�onship before it starts.



9 



The Ohio Society of Notaries was established in 2009, and is the not-
for-profit, professional associa�on for Ohio notaries. Our mission is to 
promote pride, professionalism, awareness, and advocacy for the 
175,000 prac�cing notaries in our state. We provide educa�onal, 
communica�ons, and business services for notaries to assist them in 
execu�ng the responsibili�es of this �me-honored and essen�al 
office. 

OSN is your best resource for Ohio notary informa�on. Have a 
ques�on about a notary signing procedure, unusual document, or best 
prac�ce? Our email and telephone helplines provide prompt, straight 
answers, and are available day or evening, seven days a week at 614-
336-7878 or info@ohionotaries.org – this FREE service is the only such 
resource in the state. 

OSN is heavily involved with upda�ng and improving Ohio’s 
an�quated notary statutes. We recently helped author a Bill en�tled 
The Notary Public Moderniza�on Act, that is now working its way 
through the Ohio Senate. This legisla�on will markedly update our 
notary laws, and provide notaries the tools they need to meet the 
challenges of deterring fraud the 21st Century. 

Our advanced notary training seminar is en�tled “Beyond the Stamp 
– Your Role, Responsibili�es, and Risks as an Ohio Notary Public”. 
We present the class to groups all around the state, and it serves as 
the basis for the Ohio Notary Law seminar we created for the OSBA. 
Call or email OSN for details on class content and scheduling op�ons.

It is our pleasure to be a Silver Sponsor of the Columbus ALA. Many of 
your members are notaries, and we remain at your service. 

Roger Rill, President 
h�p://ohionotaries.org/ 
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Con�nued on Page 12

“Selling who you are to other lawyers in the community isn’t 
as effec�ve as it used to be,” Pardo says. “You have to go to 
the business client directly and supplement what you do 
through a lawyer referral network.” 

Pardo Jackson encourages its a�orneys to get involved in 
community groups, business organiza�ons like the Chamber of 
Commerce, and not-for-profits to expand their contact base. 

Jonathan Fitzgarrald, Managing Partner at Equinox Strategy 
Partners, a legal business and development consultancy, 
recommends partnering with complimentary service 
providers—accountants, insurance brokers, business 
managers—who may view recommending services as offering 
clients added value. 

“There are other professionals outside of legal who are 
essen�ally targe�ng the same market” Fitzgarrald says. “The 
more you can form an alliance with them, the more likely they 
are to think of you when one of their rela�onships needs a 
lawyer.” 

To help a�orneys network and meet new referral sources, 
some savvy firms are star�ng to provide client development 
training earlier than in the past, according to Fitzgerald. 
“Most law firms don’t have their a�orneys focus on any client 
genera�on un�l the a�orney becomes a partner—then 
they’ve wasted 10 years of mentoring and developing future 
partners,” he says. “Yes, it’s expensive for law firms, but it’s an 
investment that can pay off beau�fully in the future.”

SIGNING NEW CLIENTS THROUGH IN-PERSON INTERACTIONS
The way a firm communicates with the leads its marke�ng and 
referral efforts generate can either earn it new business or end 
the rela�onship before it starts.

“Whenever somebody fills out a ‘contact us’ form or 
completes another ac�on on your website, it’s very important 
someone within the firm is responsible for making sure each 
lead gets put into a marke�ng database, and there’s a very 
specific follow-up sequence that’s tracked,” Chaires says. “If 
somebody downloads a probate checklist and is interested in 
learning more, are there addi�onal resources you should be 
emailing them? That’s someone looking for help.” 

It’s equally as important to respond to other correspondence 
quickly. A study from sales management so�ware provider 
Velocify showed returning a call within a minute increases the 
likelihood of conversion by nearly 400 percent. Star�ng in the 
second minute, that number drops to 160 percent—and keeps 
declining. 

Yet 42 percent of law firms take three or more days to reply to 
voicemails or web-generated inquiries from prospec�ve 
clients, according to an ABA Law Prac�ce Division study.

“With the level of compe��on, you need to follow up 
persistently with mul�ple phone calls and emails—6 to 10 
�mes before giving up,” Fairley says.

Instead of assigning the task to a busy a�orney or paralegal, he 
recommends appoin�ng an office manager or other non-
a�orney team member, or adding a new role.

“Once you’re ge�ng more than 30 to 50 leads per month 
coming into the top of that sales funnel, you need to hire a 
dedicated client intake specialist,” Fairley says. “You can get 5 
to 10 �mes the return on your investment.”

Roughly 40 percent of a�orneys say referrals are responsible for more than 40 percent of their new business 
… In the current compe��ve market, however, firms can’t depend solely on them to generate leads.

Can’t-Miss Lead Genera�on and Conversion Strategies, con�nued from Page 8
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Can’t-Miss Lead Genera�on and Conversion Strategies, con�nued from Page 11

Once you’ve made contact, a few other moves may help you 
woo poten�al clients:

Mee�ng face-to-face: “You will always have a higher 
conversion ra�o if you can get a lead to come in,” Fairley 
says. “People are more commi�ed if they get in a car or 
on a bus or train to come into your office. There are less 
distrac�ons, and you can build a rapport easier than on 
the phone.” 

Being sympathe�c to the situa�on: “Clients want to feel 
like their issue is the most important issue,” says Linda 
Worton Jackson, Chair of Pardo Jackson’s bankruptcy/
restructuring and corporate transac�on groups. “Even 
though you’ll need a lot of informa�on to get to a 
solu�on, they need to know you’re already thinking 
about it.” 

Considering alterna�ve fee arrangements: That’s 
helped Pardo Jackson bring in new clients, according to 
Jackson. “Clients have to budget for legal services, and 
they expect  us to budget, too,” Pardo says. “If we can’t 
tell them approximately what we think it will cost on a 
retainer, with some flexibility for adjustments, they’re 
not going to feel like we’re as nimble in our ability to 
sa�sfy their goals and needs.”

If you can’t convince the prospec�ve client you can offer 
an agreeable arrangement, another firm might. 

The legal market is highly compe��ve, and that isn’t 
likely to change any�me soon. However, with a carefully 

cra�ed value proposi�on and an ongoing commitment 
to expedi�ous communica�on, opportuni�es to convert 
poten�al par�es into signed business can abound.

“Turning rela�onships into clients is not rocket science,” 
Fitzgarrald says. “If the �ming is right and the message is 
right, there are tons of people out there.” 

Erin Brereton is a legal industry marke�ng consultant and 
freelance journalist who has wri�en about the legal 
industry, finance, business and other topics for more than 
50 legal associa�ons, magazines, websites and other 
publica�ons.

ABOUT THE AUTHOR 

breretonerin@gmail.com 

twi�er.com/erbrer09

www.chicagojournalist.com 
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March/April 2018 

UPCOMING MEETINGS/EVENTS

MARCH MEMBER/BUSINESS PARTNER APPRECIATION EVENT
Wednesday, March 14, 5:00—8:00 PM

The Kitchen, 231 E. Livingston Avenue, Columbus 

Members and Business Partners—join us at The Kitchen on Wednesday, March 14, from 5:00—8:00 pm (and if you can’t 
stay the whole �me we hope you’ll join us for as long as you can). There will be networking, cooking, ea�ng, drinking, 
and lots of fun! We hope to see you there! (See page 7 for more details). 

MARCH CHAPTER MEETING and ELECTION OF OFFICERS
Tuesday, March 20, 12:00 pm

Hahn Loeser & Parks 
Bryn Hunt, Associate General Counsel, Ohio Hospital Associa�on, Speaker

HIPAA Guidelines—What you Need to Know 

We are pleased to be joined by Bryn Hunt, Associate General Counsel with Ohio Hospital Associa�on, who will guide us 
on what we need to know regarding HIPAA. We will also hold our elec�on of officers for the 2018-19 chapter year at this 
mee�ng. If you are unable to a�end the mee�ng please return your proxy, which will be emailed to you prior to the 
mee�ng. The March mee�ng is sponsored by business partners Minuteman Press of Dublin and Robert Half Legal. 

APRIL CHAPTER MEETING
Tuesday, April 17, 12:00 pm

Bricker & Eckler LLP 
Jane Grote Abell, Chairwoman of the Board of Donatos Pizza, Speaker 

Jane’s Journey with Donatos and her involvement with the Reeb Avenue Center 

We hope you will join us for our April chapter mee�ng on Tuesday, April 17 at Bricker & Eckler, where Jane Grote Abell, 
Chairwoman of the Board of Donatos Pizza, will discuss her community involvement with the Reeb Avenue Center as 
well as her journey with Donatos. Jane will have copies of her book for sale and the Chapter will purchase some copies to 
be given away in a drawing. Please note that 100% of the proceeds from the sale of Jane’s books will go directly to the 
Reeb Avenue Center. 

The annual Board Retreat will be held in  late March, at which �me dates for the 2018-19 events will be finalized. Look for a calendar 
with all the dates in an upcoming issue of Columbus Chapter News. 



What is your current job �tle and major responsibili�es? Office Services Supervisor at Hahn Loeser & Parks. I oversee daily 
opera�ons.

Give us an example of a �me when you said to yourself, “Is this really in my job descrip�on?” When I found a large cockroach 
in the bathroom at work. 

What did you want to be when you grew up? Military Police Officer. 

If you could plan the perfect day, what would it look like? Early morning stroll on the beach with my coffee, a day in the sun, 
dinner and dancing and then curl up to watch my favorite TV shows. 

What is the best thing that has ever happened to you? My children. 

What was your first job? Root beer stand waitress. 

Who or what had the greatest impact on your life? My stepmom Janet. 

What is your favorite ac�vity (besides work, of course)? Going to the beach! 

What would you do if you had more free �me? Volunteer. 

If you weren’t working in law firm administra�on, what career would you have chosen? Military. 

Anything else you would like for us to know about you? My favorite food is crab legs! 
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Kelly Hammer, Hahn Loeser & Parks 
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Consider random acts of kindness of your own and email Cindy Wesney 
at cwesney@bricker.com with your sugges�ons or something you’ve done. (and

if you’ve done something kind and want to remain anonymous that’s fine). 
Let’s keep Lisa’s idea going all year and make 2018 the Year of Kindness! 

LET’S KEEP IT GOING!
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Jennifer Rosengrant 
10 years 

Election	of	Of�icers
2018-19 Chapter Year 

The Columbus Chapter, ALA elec�on of officers for 

the 2018-19 chapter year will be held at our March 

chapter mee�ng.  If you are unable to a�end the 

March mee�ng, please return your signed proxy, 

which will be emailed to members prior to the 

mee�ng.

If you would like to get more involved in the Columbus Chapter but aren’t 

quite ready to take the leap to joining the board, we have a lot of commi�ees 

and the commi�ee chairs could always use help! See page 18 of this newsle�er 

for a list of commi�ees and reach out to any commi�ee chair or member, or 

board member, for more informa�on.



Photos from the Partner Lunch 

19 



20 



21 

2017-18 Columbus Chapter Board 

LISA JUSTUS 
President 

Hahn Loeser & Parks 
614.233.5162 

ljustus@hahnlaw.com 

DEBBIE DURBIN 
Vice-President 

Fisher & Phillips LLP 
614.453.7617 

ddurbin@fisherphillips.com 

JASON WOMACK 
Treasurer 

Shumaker, Loop & Kendrick, LLP 
614.628.4460 

jwomack@slk-law.com  

LORI PORTER
Secretary 

Bricker & Eckler LLP 
614.227.8853 

lporter@bricker.com 

JENNIFER ROSENGRANT
Immediate Past President 

Kegler Brown Hill + Ri�er Co LPA
614.462.5449 

jrosengrant@keglerbrown.com 

KAREN SCURLOCK 
Vice President of Membership 
Calfee Halter & Griswold LLP 

614.621.7767 
kscurlock@calfee.com 

CINDY WESNEY 
Vice President of Communica�ons

Bricker & Eckler LLP 
614.227.8962 

cwesney@bricker.com

LAURA CARPENTER 
Vice President of Business Partner Rela�ons

Geiser Bowman & McLafferty, LLC
614.222.4444 

lcarpenter@protec�ngohio.com 

Business Partner Programming 
Beth Hoe�, Chair  614.221.1216 
Fishel Hass Kim Albrecht LLP  
bhoe�@fishelhass.com
Laura Carpenter  614.222.4444 
Geiser Bowman & McLafferty, LLC
lcarpenter@protec�ngohio.com

Community Service
Sonja Kondas, Chair 614.233.5393 
Dinsmore & Shohl 
sonja.kondas@dinsmore.com 
Debbie Durbin 614.453.7617 
Fisher & Phillips LLP 
ddurbin@fisherphillips.com 
Angela Vecchio 614.223.9321 
Benesch, Friedlander, Coplan & Aronoff 
avecchio@beneschlaw.com 

Diversity & Inclusion
Kristel Sargent  614.344.4800 
Kooperman Mentel Ferguson Yaross 
ksargent@kmfylaw.com 

Membership/Mentoring
Karen Scurlock 614.621.7767 
Calfee Halter & Griswold LLP 
kscurlock@calfee.com 

Newsle�er and Public Rela�ons
Cindy Wesney, Chair  614.227.8962 
Bricker & Eckler LLP 
cwesney@bricker.com 

Partners’ Event/Past Presidents’ Council
Jennifer Rosengrant, Chair 614.227.8888 
Kegler Brown Hill + Ri�er Co LPA
jrosengrant@keglerbrown.com 

Salary Survey 
Karen Scurlock, Chair 614.621.7767 
Calfee Halter & Griswold LLP 
kscurlock@calfee.com 

Social Media 
Jennifer Rosengrant, Chair 614.462.5449 
Kegler Brown Hill & Ri�er Co., L.P.A.
jrosengrant@keglerbrown.com

Website/Online Membership Directory 
Lisa Justus, Chair  614.233.5162 
Hahn Loeser & Parks 
ljustus@hahnlaw.com 
Cindy Wesney 614.227.8962 
Bricker & Eckler LLP 
cwesney@bricker.com 

Committee/Event Chairs 



JOIN US FOR OUR MEMBER/BUSINESS PARTNER  
APPRECIATION EVENT 

Wednesday, March 14, 2018, 5:00 pm at The Kitchen 
See page 7 for more details 

(Photo taken at our paint + wine Member/ 
Business  Partner Event in June 2017) 

Columbus Chapter Member Change Form

If any of your information changes, please complete this form in its entirety and e-mail or fax to: 
Cynthia L. Wesney, Newsletter Editor, Bricker & Eckler LLP,  cwesney@bricker.com

and 
Karen Scurlock, Vice President of Membership, Calfee Halter & Griswold, kscurlock@calfee.com

Name:  ______________________________________________________________________________ 

Title:  ______________________________________________________________________________ 

Firm: _______________________________________________________________________________ 

Address: ____________________________________________________________________________ 

City, State, Zip: ______________________________________________________________________ 

Telephone Number: ___________________________ Facsimile: _____________________________ 

E-mail: _____________________________________ Number of Attorneys: ____________________ 



Date Mee�ng Type/Speaker/Topic Venue 

14—March 
4:30 pm 

Member/Business Partner Event 
Par�cipatory cooking/dining event

The Kitchen 
231 E. Livingston Avenue 

20—March 
12:00 pm 

Chapter Luncheon Mee�ng
HIPAA Guidelines—What you Need to Know with Bryn 
Hunt, Associate General Counsel, Ohio Hospital 
Associa�on
Sponsored by Minuteman Press of Dublin and Robert 
Half Legal 

Hahn Loeser 
65 E. State Street 

17—April 
12:00 PM 

Chapter Luncheon Mee�ng
Jane’s Journey with Donatos and her Involvement with 
the Reeb Avenue Center, with Jane Grote Abell, 
Chairwoman of the Board of Donatos Pizza, Speaker 

Bricker & Eckler 
100 S. Third Street 

Please note that chapter mee�ngs are generally held on the third Tuesday of the month (excep�on will be February for 
Partners’ Luncheon). Please mark your calendar accordingly.  

Chapter Mee�ng/Event Dates
Times and Dates are subject to change 

LETTERS TO THE EDITOR

We value your comments/sugges�ons and even your submissions.  A�er all, this is your Newsle�er!  If you would 
like to write a Le�er to the Editor, make a sugges�on that would enhance the newsle�er, or would be willing to 
write an ar�cle for the newsle�er (either about a commi�ee event or an educa�onal topic that would be of 
interest to our members), please e-mail Cindy Wesney, Newsle�er Editor at: cwesney@bricker.com.  Your input 
would be greatly appreciated! 
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