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President’s Message
Stephen Covey, author of “7 Habits of Highly Effective People,” once wrote
“Management is efficiency in climbing the ladder of success. Leadership determines
whether the ladder is leaning against the right wall.”

Chapter President
Paul Boyd

The elected Board members of the Columbus Chapter recently attended Chapter
Leadership Institute (CLI). For anyone considering serving on the Board in the future,
CLI is the best gift the Chapter will give you. You leave CLI feeling energized with new
ideas. Sessions are designed to help you strengthen the Chapter (i.e. membership
retention and vendor relations), but the sessions also help you grow as a person. You
obtain valuable skills in problem solving, public speaking and professional writing that
stay with you throughout your career. CLI is a very fulfilling experience that provides
you with the confidence to lean the ladder against the right wall.

Lastly, we continue our search for volunteers for Project Mentor, a Big Brothers/Big Sisters school-based
program. Your participation in this diversity/community service initiative would be greatly appreciated.
You can register online at www.projectmentorcolumbus.org. Betsy Wetherby from Bricker & Eckler
ewetherby@bricker.com can answer any questions.

Paul

Attend the Chapter Meeting free-of-charge

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
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 at the next scheduled
meeting.

in your ALA Anniversary Month!
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It’s our way of saying “Happy ALA
Anniversary!”
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21—Wednesday—12:00 PM
Monthly Chapter Meeting
Columbus Renaissance
ALA Update and Resources
Steven Wingert, ALA Region 3
Director, Speaker
RSVP to Cara Tammaro at
ctammaro@keglerbrown.com
21—Wednesday—2:00 PM
ALA Webinar
Legal Risks to Assessing Candidates
by Social Networking Sites
Shelly L. Freeman, J.D., Speaker
27—Tuesday—12:00 PM
Chapter Board Meeting
Chester, Willcox & Saxbe

18—Wednesday—8:00 AM
BREAKFAST MEETING—Please
note time change
Monthly Chapter Meeting
Columbus Renaissance
Health Care Reform
Char Sutak, Willis of Ohio, Inc.,
Speaker
Meeting Sponsored by Platinum
Business Partner LexisNexis
RSVP to Cara Tammaro at
ctammaro@keglerbrown.com
18—Wednesday—2:00 PM
ALA Webinar
Law Firm Profitability Enhancement
Richard G. Turnbow, Speaker
31—Tuesday—12:00 PM
Chapter Board Meeting
Chester, Willcox & Saxbe

15—Wednesday—2:00 PM
ALA Webinar
Electronic Records Management:
How to Manage your ESI in the
21st Century
Dana C. Moore, National Records &
Information Compliance Manager,
Foley & Lardner LLP, Speaker
23—Thursday—12:00 PM
Member/Business Partner Golf
Outing
Oakhurst Country Club
23-25
ALA—Large Firm Administrators
Retreat
Barton Creek Resort & Spa,
Austin, TX
28—Tuesday—12:00 PM
Chapter Board Meeting
Chester, Willcox & Saxbe
Please note that the Member/Business
Partner Golf Outing will be held in lieu
of our monthly chapter meeting. Please
join us for our next chapter meeting in
October
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Diversity Spotlight
Opportunities to Bring Diverse
Staff to Your Law Firm
Having a diversified workforce is indeed a priority for all organizations
today. Job sites such as Career Builder and Monster now allow
employers to expand their recruitment reach through use of diverse
partner network sites. These networks are designed to expose an
employer's job posting to candidates who have either self-identified
themselves as diverse candidates or have accessed partner network sites who are focused on delivering
content specific to diverse communities and cultures. Diversity partner networks include such sites as
iHispano, BlackPlanet.com, AsianAve, GLEE, The Retired Enlisted Association, Hire Disability Solutions
LLC's website, and Military.com among others. If an employer chooses to use the diverse partner network,
their job posting is replicated on the partner sites, typically in a career or jobs section of the site.
We began this year with using this avenue at Bricker & Eckler as an additional tool to ensure we are doing all
we can to reach diverse candidates for select staff job opportunities. For the initial posting, reports indicated
approximately 10% of the resume flow to us came through a diversity partner site. (An employer is not able
to identify the submission source, be it regular or diversity site.) The cost for one 30-day online posting that
includes diversity partner sites is approximately $250 more than the cost of a regular 30-day posting.
I would urge you to learn more through your recruitment specialist about this opportunity to further
diversify your workforce and reach talent you might otherwise be missing through such recruiting solutions.
Submitted by Betsy Wetherby, Diversity Committee Chair
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Full Circle:
Alternative
Pricing
October 6, 2009
By Ed Wesemann

T

he silver lining for law firms in the
recession may just turn out to be
alternative pricing. For years,
sophisticated managing partners have realized
that changing the basis for pricing legal services
could enhance profits more than any other
available action. The only problem was that
neither their lawyers nor their clients were
willing to move away from the billable hour. In large measure that problem
still exists but now everyone appears willing to at least discuss the concept. So
if alternative pricing is such a good idea, how do we go about selling it to all
the parties involved and using it without losing profits?
A Short History of Legal Pricing
If, for the sake of discussion, we consider alternative pricing to be anything
other than billing by the hour, then the hourly rate has enjoyed a rather short
and ignoble rein as the standard for the legal profession. Traditionally,
lawyers charged clients on a fixed fee or retainer basis.
Typically, the lawyer would charge a retainer at the beginning of an
engagement and then make a subjective judgment as to the appropriate fee
upon completion. While lawyers would joke about the fee being based on the
weight of the file times the wealth of the client, in reality it was a judgment of
fair compensation for the value of services provided.

Reprinted with permission from
H. Edward Wesemann
http://edwesemann.com

Then, in the 1960’s and 70’s the size of law firms increased rapidly with the
growth of the complexity of matters. As everything got bigger, it became more
difficult for billing partners to accurately assess the activities of a large number
of lawyers involved. As firms moved to a quantitative standard of charging by
the time expended, they found that their revenues increased dramatically and
law firm leaders fought with their partners about keeping accurate records of
their time expended. The popularity of billing by the hour was supported by
technology, first through “one-write” record books, then electronic accounting
machines, and eventually, computers until it became the pricing standard for
the legal profession. But in the 1980’s the shift to the billable hour came under
attack on several fronts. Legal ethicists became concerned about what they
saw as an inherent conflict of interest in hourly based fees that could drive
lawyers to being purposefully inefficient in the pursuit of profit. Consultants
warned firms that charging by the hour was akin to butchers charging by the
pound and it gave way to viewing professional services as commodities.
Worse, it made it more difficult to tailor a bill to effectively reflect the
aggregate of complexity, unique legal issues, time constraints and the myriad
issues that the Code of Professional Conduct allowed lawyers to consider in
setting their fee. By the time the ABA Section on Legal Economics (the
predecessor to the Section on Law Practice Management) published the book
Full Circle: Alternative Pricing, continued on Page 9
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Full Circle: Alternative Pricing, continued from Page 8
Beyond the Billable Hour in 1989, it was generally agreed that the use of time expended as the primary
consideration in setting price would be dead in the near future.
Fast forward to 2009 — 20 years have gone by and the swing to alternative billing methods has been nowhere
close to the immensity predicted. The reasons are quite basic. Lawyers are lazy when it comes to
administrative matters. If billing decisions can be made by a computer based on objective factors, it makes
their life easier. Further, clients, especially general counsels at institutions and large corporations, have
themselves been reluctant to embrace alternative billing because it makes their efforts to control costs less
demonstrable than a negotiated discount from an hourly rate. But perhaps the most significant barrier to
alternative billing has been law firms’ resistance to change. Hourly rates are the norm and we are
comfortable with what is considered normal.
A Shift to Alternative Billing?
It will take a couple of years for the legal profession to clearly observe whether the current interest in moving
away from billable hours is just window dressing by all parties involved in the legal billing process or if there
is a true shift in the pricing of legal services. We are, in fact, seeing some movement. In last Friday’s Wall
Street Journal, K&L Gates said that 30 percent of their revenues comes from alternative fees (although that
may be somewhat effected by a significant overseas practice where fixed fees are more widely used). But, at
the same time, some general counsels who advocate fixed fee billing want the best of both worlds by
demanding approval of staffing and access to lawyer time sheets.
After setting all of the arguments aside, the greatest profitability tool that law firms have available to them
may well turn out to be the ability to separate revenue from operating costs. That is, use efficiency and
productivity to increase profit — and that is the primary benefit of alternative billing.
However, as many firms have experienced, using alternative billing methods requires law firm leaders to do
more than just encourage their use. Intent and desire are important, but to make alternative billing work it
takes implementation, which, for management, translates into five specific actions:
1. Benefit from the law of large numbers. To assure profitability, any form of alternative billing must
involve enough cases to balance out the potential for losses and unique situations. Both fixed fee and
contingent fee cases (the two basic forms of alternative billing) present the risk that the cost of providing
legal services will exceed the revenue from a matter. Unfortunately, the tendency of most firms is to stick
their toe in the water and experiment with a limited number of alternative fee matters. This almost
guarantees that a firm will lose money on its investment. The balancing factor is that, over a large
number of cases, there will also be at least an even number of situations where the matter is completed
with less of a time investment than estimated. Therefore, alternative fees don’t work for one-off or unique
matters. The more cases involved, the more proficient the firm becomes in estimating cost, managing
resources and hedging risk.
2. Active leadership support. It is the job of law firm leaders to get their partners to do what they don’t
want to do on their own and nowhere is that more true than in trying to institute a program of alternative
billing. To make alternative fees work, leaders must be active and aggressive supporters and not allow
passive support to come off as damning with faint praise. In leading lawyers, it is not sufficient to simply
Full Circle: Alternative Pricing, continued on Page 10
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Full Circle: Alternative Pricing, continued from Page 9
say what is expected of them. To accept and support firm objectives, lawyers must know the reasons for
support and how it will benefit the firm. In the case of alternative fees, it is the job of firm leadership to
articulate how moving away from hourly rates will help the long term success of the law firm.
One firm that is particularly committed to moving away from hourly billing requires that partners discuss
pricing alternatives with clients for every engagement. The purpose is to demonstrate the importance of
the issue to their lawyers while helping clients become comfortable with the options of fixed and
contingent fees.
3. Skills training. Lawyers are very good at quickly acquiring information. But working with alternative
fees requires the ability to effectively discuss fees with clients, create cost estimates and evaluate
contingent fee cases. These are skills that are developed through hands-on experience, practice and
coaching. If a firm is going to be serious about alternative fees, it must permit its lawyers to hone these
skills without putting large amounts of firm revenues at risk while they attempt to learn on the job.
4. Share the risk. While compensation systems may not be able to motivate partners to take specific actions,
they can certainly de-motivate them by presenting a disproportionate risk/reward situation. Lawyers
make judgments on what the firm values based on the compensation system. If the partner remuneration
plan puts a greater penalty on revenue losses in alternative billing situations than the rewards for wins, it
quickly becomes clear what the firm values and lawyers will act accordingly. The focus must be on the
reward for the positive result even though there may be a counterbalancing penalty for negative results.
5. Institutional learning. The culture of many law firms is to not dwell on failures so as to not embarrass
the partners involved. However, in dealing with contingent and fixed fees, having an effective feedback
system that allows all partners to learn from prior experience is integral to building the ability to manage
a profitable alternative billing practice. The firm must use its technology to measure actual time
compared to estimated time — not to punish people for being inefficient but to constantly refine the
ability to create accurate estimates. And the firm’s performance on all forms of cases must be openly
available for analysis and learning.
Take Away
Firms can react to alternative fees in two ways. They can view them as something that their clients are
demanding and go about compliance without enthusiasm or creativity. The result, predictably, will be a loss
of revenue, a decline in profitability and, in all likelihood, the loss of clients. The alternative is to recognize
that fees based on factors other than hours represent the opportunity for greater profitability than could be
achieved through attempts to increase billable hourly performance and raise rates. The ability to manage the
balance of productivity and legal outcome allows the best managed firms to enhance client satisfaction and
build sustainable profitability, even in the most competitive environment.
This time, are alternative fees here to stay? Yeah, I think they are and you probably want to get out in front of
this.♦
Ed Wesemann specializes in assisting law firms with strategic issues involving market dominance, governance, merger
and acquisition and the activities necessary for strategy implementation. Ed is considered to be the leading global expert
on law firm strategy and culture and has worked with law firms in the UK, Europe, Africa, China, Australia and New
Zealand, and South America as well as the U.S., Canada and Mexico. Ed can be reached at 877.922.2040 or
ed@edwesemann.com.
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Wednesday, June 16, 2010

Chapter Meeting Minutes
Members Present: Laura Carpenter, Kelly Coholich, Diane Cook, Marty Eisenbarth, Camille DeLozier, Jack
Green, Randy Headley, Beth Hoeft, Jennifer Johnson, Sara Leech, Phyllis Manifold, Doyle Rausch, Beverly
Ringhiser, Kathy Rosenberry, Karen Scurlock, Kathy Smith, Cara Tammaro, Cindy Wesney, Betsy
Wetherby, Larry Wiesman, and Jennifer Young.
Guests: Tim Anderson, Sarah Powell, and Luke Ubelhor – all from Meridian Managed Technologies
(meeting sponsor).
Jennifer Johnson opened the meeting and welcomed everyone in attendance.
Jack Green announced Chapter members with membership anniversaries this month: Marilyn Jewell (13 years),
Janie Jude-Askew (3 years), Chris Monahan (10 years), Kit Murphy (15 years), and Larry Wiesman (1 year).
Jennifer introduced our guests from Meridian and Tim Anderson gave a quick overview of Meridian’s
company history and current capabilities/service offerings. He also handed-out a case study describing
Meridian’s recent engagement with Schottenstein, Zox & Dunn.
Jennifer requested a motion to approve the May meeting minutes. Jack Green motioned to approve and
Larry Wiesman seconded the motion. Minutes approved.
ANNOUNCEMENTS:
Project Mentor – Jennifer encouraged everyone to read about Project Mentor in the newsletter. If 15
Chapter members sign-up to volunteer, then our group will have its own training session and group
schedule. Interested individuals may sign-up online and should indicate you’re a part of ALA (and please let
Betsy Wetherby know by the end of the month if you do so).
Golf Outing – Will take place at Oakhurst Golf & Country Club on Thursday, September 23. Jennifer reminded
everyone that even rudimentary golf skills are NOT a prerequisite to participate. A registration form will
be contained in an upcoming Newsletter.
July Chapter Meeting – Will feature ALA Region 3 Director Steven D. Wingert (from Marshall Gerstein &
Borun LLP). Steve will share some insights from both a regional and national perspective.
Meeting Evaluations – Jennifer reported that she and Cara Tamarro discovered an online survey site called
Survey Monkey. Using this service will allow the Chapter Meeting Evaluations to be done quickly online,
anonymously (if desired), and results can be easily compiled. A link to Survey Monkey will be sent to those
in attendance in order to solicit feedback for today’s meeting.
Chapter Meeting Minutes, continued on Page 12
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Chapter Meeting Minutes, continued from Page 11
Chapter Awards – Jennifer announced the awards which our chapter received at the ALA National
Conference & Exposition in Boston. She presented individuals with certificates and plaques for those awards
with which they were most directly involved.

 Presidents’ Award of Excellence – Platinum Designation (Laura Carpenter)
 Educational Excellence: Best in Office Operations Mgmt – 1st Place (Diane Cook)
 Visibility: Community Challenge – 1st Place (Cara Tammaro)
 Newsletter Excellence – 2nd Place (Cindy Wesney)
 Quest Award – 1st Runner Up (Doyle Rausch)
Congratulations to those who worked very hard to not only achieve these tremendous results, but also
manage the application submission process!
Laura Carpenter arranged for several National Conference Break-out Session Recaps from the chapter members
who attended (See, ALA Conference Recaps on page 13). Finally, Laura encourage each member to attend a
regional or national conference in order to take advantage of great opportunities for both networking and
education.

Respectfully submitted,
Doyle E. Rausch, Secretary

Quote of the Month
What do I want to take home from my summer vacation? Time. The wonderful luxury of
being at rest. The days when you shut down the mental machinery that keeps life on track
and let life simply wander. The days when you stop planning, analyzing, thinking and
just are. Summer is my period of grace.
- Ellen Goodman
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Wednesday, June 16, 2010

ALA Conference Recaps
Laura Carpenter arranged for several National Conference Break-out Session Recaps from the chapter members
who attended.
Jennifer Young shared her thoughts on a session entitled “Seize the Day, Not the Podium” presented by Jenni Prisk.
Highlights included: recognizing that audiences ask “what’s in it for me?,” emphasizing the importance of
getting an audience to see you first as a person (and not just a speaker) because they want to relate to you,
and the observation that most speeches have “pillars” at the start and finish, but most forget the content in
the middle.
Sara Leech provided outlines of two different sessions. First, she reviewed “Lease Negotiation and Management,”
presented by John A. Kessler, Jr., J.D., Bernard Morrissey, & Dave Fitzgerald. Tips included: starting the process
early (as much as 3 years in-advance for a large firms), examining a building’s “stacking plan (building map
of tenants and the length of their lease commitments),” and negotiating for tenant improvement money to
be provided by the landlord.
Next, Sara discussed her favorite session from the conference – “Financial and Operational Dashboards” by
Thomas G. Stephens, CPA, CITP. Dashboards allow information to be compiled in real time from multiple
programs (such as spreadsheets and accounting software etc.). Furthermore, they allow a user to create
concise formatted reports to firm management and, in the process, reduce the likelihood of data entry
errors. Excel dashboards are based on Excel 2007, which not all firms have. She recommends those
interested in dashboards visit the following website: http://www.tinyurl.com/aladashboards
An outline of “Legal Trends in a Changing Economy” was offered by Randy Headley. This session was presented
by Blane R. Prescott from Hildebrandt who believes the recession is technically over although it remains a
“buyers’ market” for legal services, which is driving many related - and, in some cases, permanent changes in the industry. Some of the changes include: trying to improve the cash cycle through requiring
attorneys to bill quicker, downward rate pressure and client preference for fixed fees and alternate billing
arrangements, outsourcing functions like legal research and marketing, and increased staff-to-timekeeper
ratios.
Laura critiqued a lecture by James A. Durham. J.D. entitled “The 3 Legs of the Marketing Stool: Business
Development, Marketing, and Public Relations.” The speaker discussed firm websites and the importance of
regular updates and soliciting feedback from clients. Re: marketing, he emphasized the importance of
attorney visibility and trust in developing and maintaining client relationships and suggested lawyers need
to know their clients’ industries better than the clients themselves. James also stated that 3rd-party
endorsements and referrals are much more powerful than advertising and that attorneys should work to
maintain client relationships long after a particular project has ended.♦
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Wednesday, July 21, 2010

July Meeting Preview—Region 3 Director to Visit
Steven D. Wingert, CLM, ALA Region 3 Director, will travel from Chicago to spend time
with the Columbus Chapter for our July Chapter meeting. We are very fortunate to have
Steve take time out of his busy work and ALA schedule to visit Columbus. Steve will
give us an update on ALA initiatives and talk to us about how to get the most from our
ALA membership.
Our meeting will be held on Wednesday, July 21, 2010, beginning at 12:00 p.m., at the
Columbus Renaissance, 50 N. Third Street. Please RSVP to Cara Tammaro at
ctammaro@keglerbrown.com by Friday, July 16.
We hope to see all of you at our July chapter meeting.
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ALA Announcements
ALA Alumni Program: The Association of Legal
Administrators recently launched its Alumni
Program to help former members keep their ties
with ALA, the profession and each other. Former
ALA members who meet certain criteria, and are
retired or employed outside the legal management
profession, can participate in the ALA Alumni
program. For more information or to register, visit
the ALA Web site at http://alumni.alanet.org.

ALA Large Firm Principal Administrators’ Retreat:
This annual retreat is for principal administrators
with 100 or more lawyers. Its highly focused
educational program addresses some of the unique
challenges in large firms. The conference will be
held September 23-25 at Barton Creek Resort & Spa,
Austin, TX. For more information contact the
Director of Conferences & Meetings at ALA
Headquarters.

ALA Law Firm Profitability Enhancement
Webinar: Join Richard J. Turnbow, C.P.A., for this
3.5 hour Webinar on Wednesday, August 18 to
learn how to analyze and improve profitability
within your law firm. By the end of the session
you should be able to determine costs of various
components of your firm’s operations; build cost
accounting and profitability measurement systems;
and measure profitability over time and by area of
law and practice group. Go to www.alanet.org/
education/profit.aspx for more information.

ALA Intellectual Property Retreat: The ALA 2010
Intellectual Property Retreat will be held October
13-14 at the Drake Hotel in Chicago. A brochure for
the conference will be available in July and
registration will be online and open at that time.
ALA Region 3 Conference & Exposition: The ALA
Region 3 Educational Conference & Exposition will
be held October 15-16 at the Drake Hotel in
Chicago. Look for the conference brochure 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!
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Platinum Business Partner LexisNexis Spotlight

Company Name:

LexisNexis

Company Address:

9443 Springboro Pike Dayton, OH 45342

Phone Number:

937-409-8541

E-mail:

jess.cordery@lexisnexis.com

Web site:

www.lexisnexis.com

Company Contact:

Jess Cordery

Fax Number:

866-960-2389

Key Services: Our practice is strengthening your practice
Managing your firm is a balancing act. To be successful you must devote yourself to both the practice and
business of law. You maximize limited resources, finding ways to get administrative tasks done efficiently,
so you can devote your time to clients’ legal matters. All the while, you have to invest time and money to
market yourself in an increasingly competitive environment where clients are savvier than ever.
LexisNexis is ready to help. We offer best of breed solutions that allow you to practice law efficiently and
effectively, manage your business and market your capabilities. Our leading research tools provide the most
comprehensive and relevant legal, news, business and PR content to give you unparalleled clarity. Our suite
of integrated practice management solutions help you efficiently manage matters and streamline
administrative tasks. Our client development solutions take the time and guesswork out of marketing with
simple solutions, and easy to understand reports that track results.
Tell us a little about your company:
LexisNexis® (www.lexisnexis.com) is a leading global provider of content-enabled workflow solutions
designed specifically for professionals in the legal, risk management, corporate, government, law
enforcement, accounting and academic markets. LexisNexis originally pioneered online information with its
Lexis® and Nexis® services. A member of Reed Elsevier [NYSE: ENL; NYSE: RUK]
(www.reedelsevier.com), LexisNexis serves customers in more than 100 countries with 18,000 employees
worldwide.
What makes you different from other companies?
We consult closely with you to create a package of content and tools that addresses your specific needs, and
we help you seamlessly migrate away from existing tools so you don’t lose a minute of valuable time. It
won’t take long for you to see the benefits of having one responsive, knowledgeable vendor – LexisNexis –
as your partner.♦
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ALA July Anniversaries:
Cathy Bagot
Barbara Campbell
Wendy Coffey
Alex Lagusch
Sara Leech
Karen Scurlock
Cara Tammaro

13 years
4 years
6 years
9 years
3 years
9 years
3 years
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Community Service Opportunity
Project Mentor is recruiting thousands of mentors from our community to help Columbus
City School students graduate and empower them for a lifetime of success. A collaboration
between Columbus City Schools and Big Brothers Big Sisters of Central Ohio (BBBS), with
the Nationwide Foundation as the lead sponsor, Project Mentor rolled out in 2007. Project
Mentor supports the mission of Columbus City Schools to ensure that each student is
highly educated, prepared for leadership and service, and empowered for success as a
citizen of the global community.
Mentors meet weekly with their student for about an hour during or immediately after school. Investing
one hour a week in a child is a powerful investment.
Volunteers are interviewed, enrolled, approved and provided with up-front training from BBBS and the
Mentoring Center of Central Ohio. BBBS Program Coordinators are at the schools whenever volunteers are
on-site.
For more information visit Project Mentor’s Web site at www.projectmentorcolumbus.org, contact Betsy
Wetherby, Columbus Chapter Diversity Committee Chairperson, at ewetherby@bricker.com, or contact
Rachel Getzinger, Partnership & Customer Relations Manager at BBBS, rpastorek@bbbscentralohio.org.
Submitted by Janie Jude-Askew and Sonja Kondas, Community Service Committee Co-Chairs

The Association of Legal Administrators’ goals are to:

 Develop and deliver programs and products that will provide high-quality,








competency-based education to members of the legal management team;
Improve and strengthen the flow of information to and from the members;
Enhance the services and benefits available to members;
Increase the visibility and credibility of the Association of Legal Administrators and its
members in the legal community through effective marketing and communications,
and through partnering efforts with the bar and other law-related associations;
Retain and recruit members from all components of the legal management team;
Maintain the Association's strong economic base;
Increase diversity in the Association, in the legal management community and in all
legal service organizations;
Promote and continue an organizational structure which clearly and effectively
allocates the policy and operational roles and responsibilities of volunteers and staff
through Governance Policies that ensure that organizational resources are best-used to
achieve the Association's Mission and Goals.
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2010-11 Columbus Chapter Board

EDITORIAL POLICY

Vice President
Chester, Willcox & Saxbe
614.334.6199
jjohnson@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.

CARA TAMMARO

ALA MISSION STATEMENT

PAUL D. BOYD
President
Chester, Willcox & Saxbe
614.334.6153
pboyd@cwslaw.com

JENNIFER L. JOHNSON

Treasurer
Kegler, Brown, Hill & Ritter
614.462.5467
ctammaro@keglerbrown.com

DOYLE E. RAUSCH
Secretary
Squire, Sanders & Dempsey LLP
614.365.2888
drausch@ssd.com

LAURA CARPENTER
Immediate Past President
Roetzel & Andress
614.723.2014
lcarpenter@ralaw.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

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 Business Partner Relations
Wiles, Boyle, Burkholder
& Bringardner Co., L.P.A.
614.221.5216
rsander@wileslaw.com
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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.

JULY 2010

Committee/Event Chairs
Community Service

Partners’ Event

Janie Jude-Askew, Co-Chair ................614.464.3563
Loveland and Brosius, LLC
jjude-askew@lblaw.net
Sonja Kondas, Co-Chair ........................614.224.5205
Peck, Shaffer & Williams
skondas@peckshaffer.com

Laura Carpenter, Chair ..........................614.723.2014
Roetzel & Andress
lcarpenter@ralaw.com

Past Presidents’ Council
Laura Carpenter, Chair ..........................614.723.2014
Roetzel & Andress
lcarpenter@ralaw.com

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

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

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

Legal Career Development
Mo Keifer, Chair .....................................614.444.3036
Saia & Piatt , Inc.
mkeifer@splaws.com

Web site/Online Membership Directory
Marty Eisenbarth, Chair........................614.227.8888
Bricker & Eckler LLP
meisenbarth@bricker.com
Rick Anderson, Webmaster
randerson@bricker.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

Thank You! to Williams Lea for printing the Columbus Chapter News.
For more information about Williams Lea, call Ian McCullough at (614) 462-2619.
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Photos from the June Chapter Meeting

Randy Headley (Bailey Cavalieri), Jennifer Young (Kegler
Brown Hill & Ritter) and Doyle Rausch
(Squire, Sanders & Dempsey)
Jennifer Johnson (Chester Willcox & Saxbe) with
Luncheon Sponsors Tim Anderson and Luke Ubelhor from
Silver Business Partner Meridian Managed Technologies

Karen Scurlock (Isaac Brant Ledman & Teetor)
and Cara Tammaro (Kegler Brown Hill & Ritter)

Sarah Powell (Meridian Managed Technologies)
and Camille DeLozier (Connor Evans & Hafenstein)
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SAVE THE DATE:

Columbus Chapter Member/Business Partner Golf Outing
Thursday, September 23, 2010
Oakhurst Golf & Country Club
LOOK FOR THE REGISTRATION FORM IN NEXT MONTH’S 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
Cara Tammaro, Treasurer, Kegler, Brown, Hill & Ritter,
E-mail: ctammaro@keglerbrown.com, or Fax: 614.462.2634
Name: ______________________________________________________________________________
Title:

______________________________________________________________________________

Firm: _______________________________________________________________________________
Address: ____________________________________________________________________________
City, State, Zip: ______________________________________________________________________
Telephone Number: ___________________________ Facsimile: _____________________________
E-mail: _____________________________________ Number of Attorneys: ____________________
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CHAPTER MEETING RESERVATION FORM
LUNCHEON MEETING
Wednesday, July 21, 2010, 12:00 PM
The Columbus, a Renaissance Hotel
50 N.Third Street, Columbus, OH 43215

TOPIC: Update on ALA Initiatives and Getting the
Most from Your ALA Membership
Steven D. Wingert, CLM, Region 3 Director, Speaker
Menu: Pizza Buffet! Caesar salad with parmesan cheese, cheese
pizza, vegetarian pizza, and pepperoni pizza, herbed bread sticks
served with Chef’s selection of dessert
Please e-mail your RSVP to Cara Tammaro at ctammaro@keglerbrown.com
no later than Friday, July 16, 2010
$20 per chapter member. Please make checks payable to
Columbus Chapter, ALA

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
business partner, 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 Cara Tammaro 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.

Region 3 Council Meeting
October 8, 2009
1:00 p.m.—3:00 p.m.
St. Louis, Missouri
Chase Park Plaza Hotel

Officers: Karen Griggs, CLM (Region 3 Director), Michael Farrah (At-Large Director), Julie Hill
(Education Officer), Cheryl Nelson (Projects Officer), Fran Gentili (Communications Officer)
Attendees: Suzy Faulkner (Indiana), Mary Jennings (Gateway), Diane Brummel (Greater Chicago), Randy
Headley (Columbus), Gloria Merritt (Cleveland), Janet Sullivan (Cincinnati), Logan Smith (Northwest
Ohio), Denise Doherty (Metro Detroit), Lois Martin (Metro Detroit), Anne Hohne (Dayton), Amy Johnson
(Dayton), Chong Lee (Minnesota), Mark Brauch (Minnesota), Kim Ess (Minnesota), Shari Tivy
(Minnesota), Michele Sauder (Minnesota), Wayne Schertler (Minnesota), Mickey Biedermann
(Wisconsin), Tracey Reams (Wisconsin), Kim Besta (Wisconsin), Carol McCallum (Chicago), Teri Young
(Greater Kansas City), Tim Severson (Iowa), Julie Huie (Wichita). [Chapters not represented: Nebraska,
Mid Michigan, North Indiana, West Michigan]
“Meet Me in St. Louis” Agenda
1. Welcome and Introductions. Karen Griggs welcomed everyone and introduced the Region 3 Team.
Julie Hill asked that chapters submit their educational summaries. She also thanked those who volunteered to be Session Managers at Conference. Fran Gentili announced that she would be asking for
chapter news for the ALA News, with deadline of October 30. Fran also said the next edition of Full
Disclosure (Region 3 Newsletter) will be coming out after the first of the year. Cheryl Nelson announced that preparation for the next Region 3 Conference would begin as soon as this one ends and
that the Region 3 Team will be working on lining up an outstanding group of exhibitors. Karen
Griggs shared her responsibilities for the business of the region. She said the Strategic Plan of ALA is
on the LMRC. She also said the Board established a committee to rewrite ALA’s Code of Ethics.
2. Icebreaker. Fran Gentili facilitated the Icebreaker. Attendees had the opportunity to interact with one
another.
3. Conference Overview, presented by Julie Hill and Cheryl Nelson.
a. There are 45 attendees from the St. Louis Gateway Chapter.
b. Cheryl Nelson is enthralled with the success of the vendor hall. She asked people to stop and
visit the exhibitors to thank them for being here and, after the conference, to give them a little
of your time when they call you, since they support ALA. Karen Griggs pointed out that the
registration alone would have cost $1,134, if no vendors.
c. It is important that the chapters’ regional rep reports back to the chapter what was discussed
at the council meeting.
4. ALA Update, given by Michael Farrah.
a. Executive Director Search. John Michalik is retiring in January 2010, after 15 years as ALA’s
Executive Director. Committee is working on finding his replacement. Committee consists of
the Board of Directors, ALA President Susan French Koran, ALA Past President Patti Groff,
and ALA President Elect Rita Alli, as well as Bill Migneron, Dick Nigon, and Mike Palmer.
The Committee selected an executive search firm to interview candidates. At the next Board
meeting in Salt Lake City in November, the Committee will interview the selected candidates.
-over-

5.

6.
7.

8.

9.
10.
11.

b. Use of ALA Logo/Control Policy. The deadline for use of the old ALA logo is October 31,
2009. Michael handed out guidelines and discussed what you cannot do on the logo redesign.
c. ALA Benefits. Michael emphasized the importance of being aware of all the benefits of being
an ALA member and helping others to become more aware, e.g., the conferences, webinars,
ALA bookstore, VIP program with discounts from organizations, job bank, ALA Currents,
ALA Management Solutions. He reminded that the benefits will save our firms money.
Roundtable Discussions. The Roundtable Discussions were actually general discussion among the
whole group, led by Karen Griggs and the Region 3 Team.
a. Professional Legal Management Week;
b. Membership Recruitment;
c. New Member Orientation Program. Karen Griggs spotlighted the Gateway Chapter’s New
Member Orientation Program.
Region 3 Outstanding Volunteer. This is the third year for this honor. The 2009 recipient will be
announced during the Conference Opening Session.
2010 Region 3 Conference. Next year’s conference will be held October 14-16 at the Drake Hotel in
Chicago. The Chicago Chapter gave a scholarship to the 2010 Conference; Gateway Chapter won the
scholarship. Chicago President Diane Brummel passed out Franco chocolates to give a taste of
Chicago.
Scholarship Drawings. Region 3 gave two scholarships to the 2010 National Conference, won by
Dayton and Cleveland. Karen Griggs recommended these scholarships be given to a chapter member
who has never attended a conference, that the recipient write an article for the Region 3 newsletter
when they return from the conference, and that they be required to be a Session Manager at
Conference.
Webinar Drawings. Two free webinars were awarded to: Minnesota and Greater Kansas City.
Karen Griggs asked attendees if they like having the keynote speaker/Opening on Thursday instead
of Friday morning. Discussion followed.
Karen Griggs asked if there were any issues chapters wanted to discuss. Conversations about Bar
Liaison projects and Funding ensued.

Region 3 Council Meeting concluded at 3:00 p.m.

Respectfully submitted,

Fran Gentili
ALA Region 3 Communications Officer

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.
8.

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

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-regulation. 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.
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