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President’s Message
lead·er·ship
Pronunciation:\ˈlē-dər-ˌship\
1: the office or position of a leader 2: capacity to lead 3: the act or an instance of leading

Chapter President
Laura Carpenter

“They say it’s a dry heat.” Every now and then someone would make this comment
in jest. We’d all smile and chuckle as the sweat dripped down our forehead.

The elected members of the Columbus Chapter recently returned from Carefree, AZ
where we attended the Annual Chapter Leadership Institute (CLI). As I have
shared during our chapter meetings and in previous letters, the purpose of
Chapter President
attending CLI is to educate ourselves on running successful chapter meetings,
Laura Carpenter
maintaining membership recruitment and retention, and enhancing vendor
relations. We individually attend to better our leadership abilities and strengthen our Board as a whole
and build upon our existing structure.
Further, this conference is scheduled for a weekend with scheduled general sessions and/or breakout
sessions that pertain to chapter management, what’s happening at ALA Headquarters, and it allows us
the opportunity to meet the ALA Board of Directors and staff.
As the weekend progressed, I learned a few other interesting facts along the way:
∗

ALA is made up of 100 Chapters in 30 countries with a membership of 10,000 people;

∗

People speak at a rate of 250 wpm; listen at a rate of 450 wpm; think at a rate of 700 wpm and
hear less than 25% of what you are saying (hmm….);

∗

The desert is filled with small creatures that scurry about day and night and when you are
walking back to your casita (a small house) at night, it can be a little daunting;

∗

ALA Board of Directors, Staff and Region 3 Leaders are very helpful and extend themselves to
help further the development of all ALA members;

∗

106 degrees in Carefree, AZ really is a dry heat;

∗

CLI can be a great place to network and develop relationships;

∗

Large animals (coyotes) make loud noises throughout the night, which can be daunting;

All in all, the weekend at CLI was fulfilling. When I think of the value of being part of an international
association that offers us the opportunity to enhance not only our local chapter but our individual
leadership skills, it is an association for which I am proud to be a member.
President’s Message, continued on Page 18
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6—Thursday—12:00 PM
Small Firm Meeting
Location to be Announced
Strategic Alignment
14—Tuesday—4:00 PM
RSVP to Becky Hartman at
Past Presidents’ Council Meeting becky@cmhlegal.com
Marty Eisenbarth’s home
RSVP to Karen Scurlock at
19—Wednesday—8:00 AM
kas@isaacbrant.com
Monthly Chapter Meeting
Columbus Renaissance
15—Wednesday—12:00 PM
Wellness Programs
Monthly Chapter Meeting
Tom Rubino, Speaker
Columbus Renaissance
Meeting sponsored by IKON
Financial Panel Discussion—How RSVP to Jennifer Johnson at
to Cost Out a Practice Group
jjohnson@cwslaw.com
Paul Boyd, Jack Green and Steve
Odum, Panelists
19—Wednesday—2:00 PM
ALA Webinar
RSVP to Jennifer Johnson at
Records Management—Finding
jjohnson@cwslaw.com
the Needle in the Haystack and
15—Wednesday—2:00 PM
Why It’s Important
ALA Webinar
Dana Moore, Foley & Lardner,
Alternative Work Arrangements
LLP, Speaker
Jeannie Foster and Lori Johnson,
Bryan Cave, Speakers
20—Thursday—2:00 PM
ALA Webcast
28—Tuesday—12:00 PM
Law Firm Profitability
Chapter Board Meeting
Enhancement
Roetzel & Andress
Richard Turnbow, CPA, Speaker
1—Wednesday—12:00 PM
Chapter Board Meeting
Roetzel & Andress

25—Tuesday—12:00 PM
Chapter Board Meeting
Roetzel & Andress

10-12
ALA Large Firm Administrators
Retreat
The Broadmoor, Colorado
Springs, CO
16—Wednesday—2:00 PM
ALA Webinar
Strengthen Your Bottom Line
With a Well Built Budget
Steve Odum, Bricker & Eckler and
Sarah Taylor, Maslon Edelman
Borman & Brand, Speakers
17—Thursday—12:00 PM
Member/Vendor Golf Outing*
Oakhurst Country Club
RSVP to Rob Sander at
rsander@wileslaw.com
29—Tuesday—12:00 PM
Chapter Board Meeting
Roetzel & Andress
*No September Chapter Meeting due
to the golf outing

Columbus Chapter News

6

July 2009

T
How Do You
Know if Your
Marketing
is Working?
By Sharon Berman

he results of marketing and public
relations are notoriously difficult to
measure, particularly in the realm of
professional services. One reason is that
marketing these services is a long-term,
relationship-building process. For example, a
prospective client may hear one of your
attorneys speak, then receive your email
newsletter a month later, and three months
after that meet with another one of your
attorneys for lunch. When that prospect
finally signs up for a service, perhaps a year
later, what do you measure?
There are steps you can take to capture useful
information and measure your results to the
extent they can be quantified. It’s not rocket science; it just takes some
discipline.
1. Develop a system to capture the information. Many firms have
no formal method — not even a paper “tic” sheet — for tracking
where their business comes from. They may capture the
information for new clients, but not the equally important
information on leads that don’t turn into clients and referrals
who call for a brief conversation but are never heard from again.
Some attorneys claim that they convert every prospect they get
in front of into a client, which would make tracking new clients
the same as tracking leads. However, their memory is probably
selective, and if all sources of business were actually tracked, it
could be eye-opening.
Consider the leads that are generated by your website and other
online marketing. Your attorneys may not have the opportunity
to get in front of each one of them, yet you want to know the
total number of leads generated through your site.

Reprinted with permission from
the Leadership Exchange, the
newsletter published by the
Greater Los Angeles Chapter of
the Association of Legal
Administrators,
February 2009

2. Centralize and seal your system. Tracking all sources of
business requires a “sealed” environment with a centralized data
recording point. That means everyone has to be aware that the
firm is capturing the data and to whom it should be forwarded.
Make sure everyone knows they are expected to contribute, and
determine who is responsible for tracking what data. Appoint
one person as the centralized keeper of the data.
Communicate those expectations regularly lest people forget and
you lose pieces of the puzzle. Say, for example, that you are
How Do You Know if Your Marketing is Working?, continued on Page 7
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How Do You Know if Your Marketing is Working?, continued from Page 6
sending out client email alerts on a regular basis. If Joe Attorney gets a legitimate lead as a
result of such an alert, but does not capture the information because the prospect does not
become a client, important information is escaping from the system. Miss enough tic marks
and you may wrongly conclude that your alerts are not generating any interest and stop
sending them.
3. Establish a baseline. Measuring anything requires a
baseline. For example, an IP litigation firm may have the
goal to increase its trade secret litigation work by X%, but it
has no figures on the amount of work it is currently doing
in that area or has done in the last year or two. How can
the firm know its progress toward the X% increase without
knowing the starting point? This does not mean you have
to spend countless hours establishing accurate figures
down to the last penny. All you need is something against
which you can measure progress, even if it’s your best
educated guess.

If a particular initiative appears
to not have any concrete,
measurable results, ask yourself
what the difference would be
if you discontinued it.

4. Measure everything you can. Under ideal circumstances, new business (or additional business
from existing clients) can be traced to specific marketing initiatives. For example, after one of
your attorneys gives a talk or writes an article, she gets a phone call and a new client signs the
engagement letter. Those one-to-one correlations are terrific, but they are not the norm.
Different tactics call for different measures, and measurable outcomes are not necessarily even
leads. For instance, an attorney might receive a phone call or email from a referral source, client
or colleague just to comment on a recently published article or to say thank-you for an
actionable email alert. Those types of communications should also be tracked because they
mean that awareness is being generated sufficient to prompt a contact. Awareness leads to
top-of-mind awareness, and that eventually leads to business.
5. Measure marketing separate from sales. Another reason why it’s so important to go beyond
simply tracking new business is that marketing and sales are different processes. In short, the
role of marketing is to get the phone to ring; once you answer it, the sales process begins. Your
marketing may be working and generating qualified leads, but if your attorneys are poor
closers or rainmakers, they may not be able to convert those leads into clients. If you don’t
track both leads and new business, you might erroneously assume that your marketing is not
working when it’s really your attorneys’ selling skills that need polishing.
6. Commit to measuring for the long-term. Marketing a professional service is a long-term,
relationship-building effort, so results need to be measured over time, say a year or longer
rather than just quarterly. Start now by taking a look back at 2008. Where did your qualified
leads come from? Did you embark on a consistent website optimization program in 2007 or
early 2008, which resulted in more inquiries through your website? Or, were those prospects
attracted by the blogs a couple of your attorneys started writing?
While there is much to be measured, some marketing outcomes will remain intangible because they are
based on anecdotal or instinctive knowledge, such as some general positive feedback attorneys may be
How Do You Know if Your Marketing is Working?, concluded on Page 8
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How Do You Know if Your Marketing is Working?, continued from Page 7
hearing about e-blasts. If a particular initiative appears to not have any concrete, measurable results, ask
yourself what the difference would be if you discontinued it. Would you be losing ground? How about
reducing your visibility? If either answer is yes, then it makes sense to persist and keep an eye on future
results. If the answer is no, it may be time to rethink that tactic or try another.
Don’t be discouraged by the less tangible aspects of marketing outcomes. Set up a system to track and
measure what you can and be persistent in the effort. W. Edwards Deming, father of Total Quality
Management, said there can be no improvement without measurement. Measuring your marketing results
is a prerequisite for leveraging what’s working, so you can invest your time and resources wisely for
optimal ROI.♦
Sharon Berman is principal of
Berbay Corp., a marketing consultancy that
specializes in working with law firms.
She can be reached at berman@berbay.com

Brad E. Bennett, Downes Hurst & Fishel LLP,
Receives Burton Award for Legal Achievement
Brad E. Bennett, an associate with Downes, Hurst & Fishel LLP, was awarded the
2009 Burton Award for Legal Achievement for his article, “Don’t be Caught Up a
Creek Without a Paddle,” which discusses proposed changes in employment law.
The Burton Foundation is a volunteer, not-for-profit, academic organization
concentrating on legal writing. The program is run with the Library of Congress
and this year’s awards event was held on June 15, 2009. Each year, only 30 authors are selected of the
entries submitted by the nation’s 1,000 largest law firms.
Mr. Bennett specializes in the areas of labor and employment law. He is also an adjunct instructor at
Keller Graduate School and Embry Riddle Aeronautical University where he lectures on numerous topics
including Employment Law, Human Resource Management and Labor Relations.
The Columbus Chapter congratulates Mr. Bennett and Downes, Hurst & Fishel for this prestigious honor.♦

Columbus Chapter News

9

July 2009

Wednesday, June 17, 2009

Chapter Meeting Minutes
Members present: Catherine Bagot, Donna Bean, Paul Boyd, Laura Carpenter, Marty Eisenbarth, Jack
Green, Randy Headley, Beth Hoeft, Jennifer Johnson, Sarah Leech, Floyd Mattern, Karianne Mumper,
Doyle Rausch, Kathy Rosenberry, Kathy Smith, Cara Tammaro, Larry Wiesman, Jennifer Young. Guests:
Speakers Helee Hillman and Scott Rantala, both of Jones Lang LaSalle, and Bill Burns, Squire, Sanders &
Dempsey.
President Laura Carpenter opened the meeting and welcomed all in attendance.
Laura Carpenter requested a motion to approve the May meeting minutes. Jack Green motioned to
approve and Karianne Mumper seconded the motion. Minutes approved.
Jack Green introduced new members Larry Wiesman and Floyd Mattern.
Laura Carpenter announced changes to some of the committees. Randy Headley has agreed to be our
representative for Region 3. Marty Eisenbarth has offered to be the chair of the Web site.
Laura Carpenter reminded attendees of the June 30 webinar, "Down but Not Out," hosted by Baker &
Hostetler. If interested in attending, please contact Cindy Wesney and plan to bring a brown bag lunch.
Laura Carpenter announced that one of our member firms received a Burton Award. Brad Bennett, an
associate with Downes, Hurst & Fishel LLP received national recognition at a ceremony with the Supreme
Court Justices in DC. He was awarded for recognition in legal achievement in writing and was one of
only 30 authors selected from across the country. For more information on the award go to
www.burtonawards.com.
Laura Carpenter introduced the three chapter members who attended the Franklin University Leadership
Symposium. Each provided an overview of one session that they attended.
•

•
•

Cara Tammaro: The opening session speaker was Martha Rogers, Ph. D. Change Leader,
Consultant, and Author. Martha's session focused on making the correct assumptions to
drive your business.
Donna Bean: Attended a breakout session led by Martha Rogers that discussed looking at
the long-term value of a client and the value of good old fashioned values.
Doyle Rausch: Attended a session led by Steve Stivers, Lieutenant Colonel and Former
State Senator. The session discussed the basics of leadership. Good leaders are great
communicators, manage by being where the problems are, and are good decision makers.
Making a bad decision is better than making no decision at all. The book, "Good to Great"
was a recommended read.

Paul Boyd introduced the speakers, Helee Hillman and Scott Rantala of Jones Lang LaSalle.
Respectfully submitted,
Cara M. Tammaro, Secretary
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Wednesday, June 17, 2009

Speaker Recap
LEED® for Commercial Interiors - Building a Green Workspace
Helee Hillman and Scott Rantala, Project and Development Services, Jones Lang LaSalle, Speakers
The speakers, Helee Hillman and Scott Rantala, have experience working on office build outs for
customers who want to incorporate green initiatives into the remodel. One way to reduce an
organization's environmental impact is to incorporate sustainability elements in the design and build out
of the interior workspace. When taking on a project such as this it is important to factor in the
organization's sustainability goals, budget and the state of the building you occupy.
LEED® certification for commercial interiors, the U.S. Green Building Council's (USGBC) certification
program, is a highly recognized industry benchmark and a dependable rating system for owners and
tenants. In some cases, the cost of purchasing green materials required for LEED® credits and consulting
fees is cost-prohibitive. When certification is not an option, an organization can still make an impact by
incorporating sustainability concepts into its build out.
Keys to a successful project:
• Engage the planner and the designer at the beginning - once the project is started the cost to
correct is greater
• Enlist an expert
• Assess your building - the base structure may affect your ability to obtain LEED® credits
• Obtain stakeholder input and buy-in
Things to consider when building out your space:
• Commissioning - commissioning is intended to verify that energy-related systems are calibrated
to perform at the highest efficiency.
• Lighting - poor lighting and inefficient fixtures waste energy
• Mechanical
• Electrical - purchase ENERGY STAR-eligible equipment and appliances
• Plumbing
• Furniture
• Flooring
• Local, recycled, and salvaged materials - using local materials supports the local economy and
reduces environmental impacts as a result of transporting the material.
• Sustainable construction standards - construction itself takes a toll on the environment when we
tear down old and consume new materials.
• Low VOC materials and products - enhance indoor air by reducing indoor contaminants.
• Innovation
Bill Burns and Doyle Rausch from Squire Sanders commented on their use of LEED® when building out
their office space. Sustainability was an objective because they wanted to be a community leader; they
were able to eliminate 90% of the demolition waste though recycling; clear communication about the
"what and why" in the beginning of the project as well as during the project was key to the success; and
the process of tracking the LEED® credits is time consuming. However, LEED® also kept them on track.
They were on time, under budget and no attorney lost time. ♦
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Small Firm Corner
Strategic Management
Meeting Date: August 6, 2009
While we have many topics of interest to explore in
Firm Administration, one of the key topics that we
will be discussing during our August meeting is
Strategic Management. I know the subject matter
sounds intimidating and daunting but we all
practice various aspects of this activity during our
daily activities at work.
What is Strategic Management? According to J.
David Hunger and Thomas L. Wheelen, authors of
Essentials of Strategic Management, Strategic
Management is that set of managerial decisions and
actions that determines the long-run performance of
a corporation. The four key elements of this process
involves environmental scanning, strategy
formation, strategy implementation and evaluation
and control. We will discuss each of these four
elements and decide how we as respective firms can
utilize this process to assist in our firm’s growth and
development.
Remember, the size of your firm does not matter to
our committee, we welcome both large and small
firm administrators.
We will let you know the location of the August
meeting at our next scheduled ALA meeting. We
have had offers by various administrators to host
our future meetings which is exciting to both Becky
and me.
Janie Jude-Askew and Becky Hartman
Co-chairs Small Firm Administrators’ Forum

July 2009
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Region 3 Council Meeting
May 17, 2009 1:30-3:15 pm, New Orleans, LA
Karen Griggs welcomed all attendees to the Region 3 meeting in
New Orleans. She explained that the role of the meeting is to
inform us of region news, get acquainted with our region leaders
and interact with each other on the regional level. The Region 3
leaders were all introduced. A fun icebreaker conducted by
leaders Cheryl Nelson and Julie Hill followed.
An explanation of the Regional Nominating Committee (RNC) and the Association Nominating
Committee (ANC) followed.
Karen reminded us of upcoming CLI and expressed her enthusiasm and desire for as many board
members as possible to attend. Reservations are available online. A new session “Managing Chapter
Finances” will be offered to help chapter leaders recognize and institute checks and balances,
reporting methods to vendors and membership, liabilities, determine reserves, and become
knowledgeable about interest income.
Additionally, Karen informed us that there are funds available for Regional Chapter leader visits.
Regional leaders are available to present topics at meetings and/or meet with chapter leaders as
needed. There is also $500 for Chapter Assistance. This fund could be requested for special
scholarships or to finance a program. Regional leaders are aware of the types of budget cuts we are
all experiencing.
The Alumni Section will soon be available on the website Former members can stay connected to
ALA and make use of the job bank/resume assistance if needed.
Fran Gentili discussed the new Region 3 newsletter and reminded everyone that a newsletter name is
still being sought. Input from the Chapters is requested and encouraged.
Mary Jennings promoted the Regional Conference scheduled for October 8-10 in St. Louis. The
sessions and speakers have been established and excitement is high.
Respectfully submitted,
Karen A. Scurlock

Illumination of the Month
The secret of happiness is the realization that life is a gift, not a right.
— Author Unknown
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July Chapter Meeting Preview
Please join us on Wednesday, July 15, 2009, at noon at the Columbus Renaissance for our July chapter
meeting. This month we will hear from three experts in their field, Paul Boyd, Jack Green and Steve
Odum, as they discuss how to cost out a practice group. All Columbus Chapter members with July ALA
anniversaries are welcome to attend this meeting as guests of the chapter. Please RSVP to Jennifer
Johnson at jjohnson@cwslaw.com by Friday, July 10, 2009.

Law Firm Profitability Enhancement Webcast 2009
Thursday, August 20, 2009, noon—3:30 p.m. Eastern
It’s more important than ever to control costs, target your firm’s financial strengths and increase
profitability. Join this program to acquire a solid understanding of how to confidently determine the most
profitable pricing and staffing arrangement. The program includes a powerful “profitability
enhancement” tool so that you can attract and pursue the most lucrative areas of law for your firm. The
speaker, Richard Turnbow, provides in-depth information on law firm profitability and other relevant
issues. Participants are guided through a step-by-step approach to determine the total cost of a completed
matter. Participants will receive all the Excel® spreadsheets tailored to build financial information for
one’s own firm efficiently, quickly and with optimal results. By the end of this session, participants should
be able to:
•
•
•

Determine costs of various components of the firm’s operations
Build cost accounting and profitability measurement systems
Measure profitability over time and by area of law, practice groups and levels beneficial to
one’s own firm

Who Should Attend?
• Principal administrators in small & midsize law firms
• Controllers, accountants and financial managers in law firms of any size, looking to analyze
and improve profitability within their firm
• Legal administrators who are new to the profession
• Anyone who needs to be up-to-date on issues of cost accounting for individual closed matters
The fee is $225 (individuals only). For more information or to register for this Webcast, visit the ALA Web
site at http://www.alanet.org/education/profit.aspx.
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NEW MEMBER
The Columbus Chapter
welcomes the following new member:
Lawrence E. Wiesman

Office Administrator
Dinsmore & Shohl LLP
191 W. Nationwide Blvd.
Suite 300
Columbus, OH 43221-2569
Telephone: 614.227.4264
Fax: 614.628.6890
E-mail: lwiesman@dinslaw.com

ALA July Anniversaries:
Cathy Bagot
Barbara Campbell
Wendy Coffey
Alex Lagusch
Sara Leech
Karen Scurlock
Cara Tammaro

12 years
3 years
5 years
8 years
2 years
8 years
2 years

July 2009

Announcements
Salary Survey Committee: Jack Green is
looking for volunteers to review and revamp
the Columbus Chapter’s salary survey for 2010.
If interested, contact Jack at jgreen@ssd.com.
Columbus Chapter Year-End Financial Report
Available: A summary of the Columbus
Chapter’s year end financial report for fiscal
year 2008-09 is now available. If you would
like to receive a copy of the report, please
contact Paul Boyd at pboyd@cwslaw.com.
Certified Legal Manager (CLMSM) Study
Group: Randy Headley, CLM, is heading up a
CLMSM Study Group for anyone interested in
sitting for their CLMSM designation. The
Chapter has purchased CLMSM in a Flash, a
series of flash cards specifically designed to be
used as a training aid in preparation for taking
the Certified Legal Manager (CLMSM) exam.
Contact Randy Headley, CLM, at
randy.headley@baileycavalieri.com if you
would like more information about the study
group.
Save the Date for the ALA Region 3
Educational Conference & Exposition
October 9-10, 2009, at the Chase Park Plaza
Hotel in St. Louis, MO. Look for the
registration package soon.

LETTERS TO THE EDITOR
We value your comments/suggestions and even your submissions. After all, this is your Newsletter! If
you would like to write a Letter to the Editor, make a suggestion that would enhance the newsletter, or
would be willing to write an article for the newsletter (either about a committee event or an educational
topic that would be of interest to our members), please e-mail Cindy Wesney, Newsletter Editor at:
cwesney@bakerlaw.com
Your input would be greatly appreciated!

Columbus Chapter News

16

July 2009

Antitrust Guide
For Members of the Association of Legal Administrators
Professional associations such as the Association of Legal Administrators (ALA), although well recognized as
valuable tools of American business, are subject to severe scrutiny by both federal and state governments.
The single most significant law affecting professional associations is the Sherman Antitrust Act, which makes
unlawful “every contract, combination in the form of trust or otherwise, or conspiracy, in restraint of trade or
commerce …”
A professional association by the very nature of the fact that it is made up of competitors is a combination, thus
satisfying one of the elements in proving an antitrust violation. Section 5 of the Federal Trade Commission Act is
also applicable to professional associations; it makes unlawful the same types of conduct that are prohibited by the
Sherman Act. Furthermore, almost all states have enacted antitrust laws similar to the Sherman Act.
There is no organization too small or too localized to escape the possibility of a civil or criminal antitrust suit.
The federal government has brought civil or criminal actions against such small organizations as Maine Lobstermen,
a Virginia audio-visual association, Bakersfield Plumbing Contractors, the Utah Pharmaceuticals Association, and
local barbers associations.
The government has brought approximately five civil and ten criminal cases a year against professional associations.
It is thus imperative that every professional association member, regardless of the size of the association or the size
of those comprising the membership, refrain from indulging in any activity which may be the basis of a federal or
state antitrust action.
There are four main areas of antitrust concern for professional associations: price fixing, membership,
standardization and certification, and industry self-regulation. The area of greatest concern, for it is the area where
individual members are most likely to violate the law and the area where the government appears most concerned,
is price fixing. The government may infer a violation of the Sherman Act by the mere fact that all or most of the
members of the professional association are doing the same thing with respect to prices. It is not required that there
be an actual agreement, written or unwritten, to increase prices. Rather, price fixing is a very broad term which
includes any concerted effort or action which has an effect on prices or on competition.
Accordingly, professional association members should refrain from any discussion which may provide the basis for
an inference that the members agreed to take action relating to prices, production, allocation of markets, or any other
matter having a market effect. The following topics, while not the only ones, are some of the main ones which
should not be discussed at regular meetings or member gatherings:
1.
2.
3.
4.
5.
6.
7.

Do not discuss current or future billing rates, fees, disbursement charges or other items that could be construed
as “price.” Further, be very careful of discussions of past billing rates, fees or prices.
Do not discuss what is a fair profit, billing rate or wage level.
Do not discuss an increase or decrease in price, fees or wages, or disbursement charges. In this regard,
remember that interest charges are considered an item of price.
Do not discuss standardizing or stabilizing prices, fees or wages, or disbursement charges.
Do not discuss current billing or fee procedures.
Do not discuss the imposition of credit terms or the amount thereof.
Do not complain to a competitor that his billing rates, fees or wages constitute unfair trade practices. In this
context, another law firm (or even a corporate legal department) may be considered a competitor.
ALA Antitrust Guide, continued on page 17
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ALA Antitrust Guide, continued from Page 16
8.

Do not discuss refusing to deal with anyone because of his pricing or fees.

Do not conduct surveys (under the auspices of ALA or informally) relating to fees, wages or other economic matters
without prior review by antitrust legal counsel. Any survey should have the following characteristics: a)
participation is voluntary and open to non-members, b) data should be of past transactions, c) data should be
collected by an independent third party, such as an accounting firm, d) confidentiality of each participant’s data
should be preserved, and e) data should be presented only in a composite form to conceal data of any single
participant. If these criteria are met, an association can collect and disseminate data on a wide range of matters,
including such things as past salaries, vacation policies, types of office equipment used, etc.
However, care must be taken to ensure that the purpose of any survey is to permit each firm to assess its own
performance. If a survey is used for the purpose of or has the effect of raising or stabilizing fees, wages,
disbursements, credit policies and the like, it will create serious antitrust problems.
Within this same legal framework applicable to surveys, an association can make presentations or circulate articles
regarding such educational matters as establishing sound office procedures, etc., provided it is clear that the matters
are educational, and not a basis for law firm uniformity or agreement.
Inasmuch as association antitrust violations can subject all association members to criminal and civil liability,
members should be aware of the legal risks in regard to membership policy and industry self-regulations. Fair and
objective membership requirement policies should be established. Membership policies should avoid:
1.
2.
3.

Restrictions on dealing with non-members.
Exclusions from membership, especially if there is a business advantage in being a member.
Limitations on access to association information, unless the limitation is based upon protection of trade secrets.

The Association of Legal Administrators has a code of ethics, which sets forth parameters of ethical conduct.
However, to ensure that the Code of Ethics does not create any antitrust problems, ALA must continue to ensure
that its Code does not have arbitrary enforcement procedures or penalties.
The penalties for violating federal or state antitrust laws are severe. The maximum criminal penalty for violating
the Sherman Act was increased in 2004 from $350,000 to $1,000,000 for an individual and from $10,000,000 to
$100,000,000 for a corporation. Pursuant to the Sentencing Reform Act, alternative maximum fines could be
increased to twice the pecuniary gain of an offender or twice the loss to another person.
Individuals and corporate officers who are found guilty of bid rigging, price fixing or market allocation will
virtually always be sentenced to jail pursuant to the Sentencing Guidelines; community service cannot be used to
avoid imprisonment. The minimum recommended sentence is four months; the maximum is three years.
Additionally, there are civil penalties such as injunctions or cease and desist orders which could result in
government supervision of association members, restricting the association’s activities or disbanding the association.
Civil suits may be brought by consumers or competitors. Civil antitrust actions result in treble damage awards and
attorneys’ fees. Thus, if association members are held liable to a competitor for antitrust violations which resulted in
$500,000 worth of lost business, the verdict may exceed $1,500,000.
The government’s attitude toward professional associations requires professional association members, as well as
professional associations themselves, to at all times conduct their business openly and avoid any semblance of
activity which might lead to the belief that the association members had agreed, even informally, to something that
could have an effect on prices, fees or competition. Thus, it is important that members contact the association
headquarters or legal counsel for guidance if they have even the slightest qualms about the propriety of a proposed
activity or discussion.
Copyright © 1996-2009 by the Association of Legal Administrators. All rights reserved.

Columbus Chapter News

18

Attend the Chapter Meeting free-of-charge

July 2009

The Columbus Chapter would like to extend
an invitation to all Columbus Chapter
members to attend the monthly meeting —
on us — in the month of their ALA
Anniversary!
A member of the Board will contact you to
personally invite you to join us at the
meeting to celebrate your anniversary
month. If your anniversary falls during a
month in which we do not have a monthly
meeting, or the meeting is sponsored by a
vendor, you can use your “free” month
some other time.

in your ALA Anniversary Month!

It’s our way of saying “Happy ALA
Anniversary!”

President’s Letter, continued from Page 3
My hope is to someday be reading the Columbus Chapter newsletter and (insert your name here) read
someone writing about spending a significant weekend at CLI and the impact it had on their ALA career.
It is also our hope that you too will seize the opportunity to become more involved in ALA and will share
your own story.
As the year progresses, you will begin to see changes in the ALA logo etc. In early May, we received an
email indicating the launching of an extensive rebranding, including a new corporate logo and tagline.

Quite honestly, the tagline sums up the experience at the 2009 Chapter Leadership Institute weekend.
Be sure to check out the June/July issue of ALA News. The Columbus Chapter is featured in the Region 3
section highlighting members and what our Chapter has accomplished.

Laura
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2009-10 Columbus Chapter Board

July 2009

EDITORIAL POLICY

Vice President
Chester, Willcox & Saxbe
614.334.6153
pboyd@cwslaw.com

The Columbus Chapter News is published
monthly for the education and benefit of
legal administrators. It is not published
for the purpose of rendering legal,
accounting, or other professional services
or advice. Nothing contained in this
newsletter should be construed as legal,
accounting, or other professional services
or advice. Reprint of articles contained in
this newsletter requires the written
permission of the Editor of the Columbus
Chapter News.

JENNIFER L. JOHNSON

ALA MISSION STATEMENT

LAURA CARPENTER
President
Roetzel & Andress
614.723.2014
lcarpenter@ralaw.com

PAUL D. BOYD

Treasurer
Chester, Willcox & Saxbe
614.334.6199
jjohnson@cwslaw.com

CARA TAMMARO
Secretary
Kegler, Brown, Hill & Ritter
614.462.5467
ctammaro@keglerbrown.com

KAREN A. SCURLOCK
Immediate Past President
Isaac, Brant, Ledman & Teetor
614.220.5103
KAS@isaacbrant.com

JACK D. GREEN
Vice President of Membership
Squire, Sanders & Dempsey LLP
614.365.2749
jgreen@ssd.com

CYNTHIA L. WESNEY
Vice President of Communications
Baker & Hostetler LLP
614.462.4742
cwesney@bakerlaw.com

ROBERT E. SANDER
Vice President of Vendor Relations
Wiles, Boyle, Burkholder
& Bringardner Co., L.P.A.
614.221.5216
rsander@wileslaw.com

The Association 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 organizations; 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, Association of
Legal Administrators, provides
educational and networking
opportunities to administrators with
varied legal backgrounds in the Central
Ohio area. We are committed to
increasing awareness and building
relationships, upholding the integrity of
our profession, giving back to our
community, contributing to the ongoing
training of our membership, and
supporting one another in our chosen
careers.
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Committee/Event Chairs
Community Service

Partners’ Event

Sonja Kondas, Co-Chair ........................614.224.5205
Peck, Shaffer & Williams
skondas@peckshaffer.com
Cara Tammaro, Co-Chair...................... 614.462-5467
Kegler, Brown, Hill & Ritter
ctammaro@keglerbrown.com

Karen Scurlock, Chair ........................... 614.220.5103
Isaac, Brant, Ledman & Teetor LLP
kas@isaacbrant.com

Diversity Initiatives
Elizabeth K. Wetherby, Chair ..............614.227.8840
Bricker & Eckler LLP
ewetherby@bricker.com

Golf Outing
Paul D. Boyd, Co-Chair..........................614.334.6153
Chester Willcox & Saxbe LLP
pboyd@cwslaw.com
Jennifer L. Johnson, Co-Chair..............614.334.6199
Chester Willcox & Saxbe LLP
jjohnson@cwslaw.com
Lori L. Muetzel, Co-Chair......................614.628.0822
Carlile Patchen & Murphy LLP
llm@cpmlaw.com
Robert E. Sander, Co-Chair...................614.221.5216
Wiles, Boyle, Burkholder & Bringardner Co., L.P.A.
rsander@wileslaw.com

Legal Career Development
Mo Keifer, Chair......................................614.444.3036
Saia & Piatt , Inc.
mkeifer@splaws.com
Paula Coulter, Co-Chair.........................614.340.2029
Columbus Bar Association
paula@cbalaw.org
Kathryn D. Rosenberry, Co-Chair.......614.365.2810
Squire, Sanders & Dempsey LLP
krosenberry@ssd.com

Membership/Mentoring
Jack D. Green, Chair.............................. 614.365-2749
Squire, Sanders & Dempsey LLP
jgreen@ssd.com

Newsletter
Cynthia L. Wesney, Chair .....................614.462.4742
Baker & Hostetler LLP
cwesney@bakerlaw.com

Past Presidents’ Council
Karen Scurlock, Chair ........................... 614.220.5103
Isaac, Brant, Ledman & Teetor LLP
kas@isaacbrant.com

Public Relations
Karrianne Mumper, Co-Chair.............. 614.223.9321
Benesch, Friedlander, Coplan & Aronoff
kmumper@bfca.com
Doyle E. Rausch, Co-Chair ................... 614.365.2888
Squire, Sanders & Dempsey LLP
drausch@ssd.com

Region 3 Representative
Randall P. Headley, CLM, Chair ........ 614.229.3256
Bailey Cavalieri LLC
randy.headley@baileycavalieri.com

Salary Survey
Jack D. Green, Chair .............................. 614.365.2749
Squire, Sanders & Dempsey LLP
jgreen@ssd.com

Small Firm Administrators
Becky Hartman, Co-Chair ..................... 614.221.2220
Shayne Nichols LLC
becky@cmhlegal.com
Janie Jude-Askew, Co-Chair ................ 614.464.3563
Loveland and Brosius, LLC
jjude-askew@lblaw.net

Web site/Online Membership Directory
Marty Eisenbarth, Chair ....................... 614.227.8888
Bricker & Eckler LLP
meisenbarth@bricker.com
Brigette S. Walters, Webmaster
bwalters@bricker.com
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Photos from Previous ALA Golf Outings

July 2009
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SAVE THE DATE: Thursday, September 17, 2009

Member/Vendor Golf Outing
Oakhurst Country Club

Look for the Registration Form in the August Newsletter!

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, Baker & Hostetler LLP,
E-mail: cwesney@bakerlaw.com, or Fax: 614.462.2616
and
Jennifer L. Johnson, Treasurer, Chester, Willcox & Saxbe LLP,
E-mail: jjohnson@cwslaw.com, or Fax: 614.221.4012
Name: ______________________________________________________________________________
Title:

______________________________________________________________________________

Firm: _______________________________________________________________________________
Address: ____________________________________________________________________________
City, State, Zip: ______________________________________________________________________
Telephone Number: ___________________________ Facsimile: _____________________________
E-mail: _____________________________________ Number of Attorneys: ____________________

CHAPTER MEETING RESERVATION FORM
Wednesday, July 15, 2009, 12:00 PM
The Columbus, a Renaissance Hotel
50 N.Third Street, Columbus, OH 43215

TOPIC: Financial Panel Discussion:
How to Cost Out a Practice Group
Paul Boyd, Jack Green and Steve Odum, Panelists
Menu: Santa Fe Chicken Salad: BBQ chicken breast on baby
field greens w/pommeray mustard potato salad and roasted corn
or Smoked Turkey Breast, low-carb tomato tortilla w/jack cheese,
roasted peppers, shredded lettuce and mayo mustard spread

$20 per person
Please e-mail your RSVP to Jennifer Johnson at jjohnson@cwslaw.com.
Reservations must be received by Friday, July 10, 2009. Checks
should be made payable to Columbus Chapter, ALA, and mailed to:
Jennifer Johnson
Chester, Willcox & Saxbe LLP
65 E. State Street, Suite 1000
Columbus, OH 43215
ALA Anniversary Month: If this is your ALA Anniversary month, you may attend the meeting as the chapter’s
guest. No payment will be required. If your anniversary falls in a month when the chapter meeting is sponsored by a
vendor, or in a month when there is no meeting, you can use your “free” month for a later meeting.
Parking: If your firm is located outside a one-mile radius from the meeting location and your firm will not reimburse
you, the Columbus Chapter will pay for your parking at the Columbus Renaissance. See Jennifer Johnson at the
beginning of the meeting to obtain a parking voucher.
No-Shows: If you RSVP and are then are unable to attend the chapter meeting, payment will still be required.

Operation USO Care Package

Hundreds of thousands of military personnel are serving in far-off places defending the liberties we hold
so dear—away from their families, friends and the comforts of home. In 2003, the USO discovered the
changing needs of those thousands of deploying troops. Understanding the impact that the little things
can have and difference they can make, the USO launched Operation USO Care Package providing the
comforts of home in the form of a care package. Operation USO Care Package is the only program of its
kind recognized by the White House and the Department of Defense due to the program’s strict
adherence to security requirements.
USO CARE PACKAGE CONTENTS
While a $25 donation sponsors one USO care package and allows donors to demonstrate their support
to our men and women in uniform by writing a personal message, each care package is valued between
$50 and $75. Care packages include a personalized message of support from the donor, a prepaid
international phone card, playing cards, reading materials, travel size toiletries (shampoo, conditioner,
sun block, hand sanitizer, tooth paste, toothbrush, sunscreen), snacks and other requested and needed
items. Individual items from the general public cannot be included in USO care packages, thus items are
donated by or purchased directly from manufacturers in bulk.

*Please support the USO and Operation Care Package
by donating what you can at the July Chapter meeting.*

