A firm’s culture is essentially the “way of life” in the work
environment. Factors that shape the culture of a firm include
dress code, job titles, behavioral policies, and even the gender
or ethnic diversity of the work force. Every workplace has an
established culture, whether it is intentional or not. The Walt
Disney Company is famous for its company culture that requires
every single employee to contribute to a positive guest experience,
thereby creating satisfied and loyal customers. Disney employees
are trained, and trained again, to live and breathe this culture
established by Walt Disney himself.

Obviously the “Disney Way” may not be appropriate or
attainable for your firm, but centralizing your firm’s goals around
a “marketing culture” can help you to align your efforts and
create successes. A marketing culture is the level of belief that
the ultimate purpose of the business is to create superior customer
value and profitability with an overarching focus on markets and
clients. The following factors can shape your firm’s culture to
reflect this ideal.

Client-focused work ethic

This includes a combination of attitudes, behaviors, tools
and practices established to understand what your clients need,
and how to provide the highest quality of services in the most
efficient manner. Evaluate the current culture and structure of
the firm, and utilize what tools you may already have to re-align
the focus from internal to external. Do you offer customer service
training? Use these programs to educate your staff on phone
etiquette, enforce the importance of response times, and provide
general client interaction techniques. Create a customer service
manual to use as a guide for training sessions and distribute to
all employees to keep as a reference guide. One helpful tool that
could facilitate a more client-friendly environment is a contact
management database to help manage client information. If you
already have a database, be sure it is being used to its fullest
potential. See if your database offers a tracking tool for client
prospects. While checking conflicts is necessary, you never want
to sue a significant potential client. Customer surveys can also
serve as a valuable tool to determine their level of satisfaction
clients derive from your firm’s services.

Positive firm image
Every act by your firm and its employees influences public

CREATING A MARKETING
CULTURE WITHIN A FIRM

By ED MILLER AND MADLEN MILLER

perception. It is the responsibility of all your employees to
uphold your firm in a positive light. This means not only being
fair and honest with clients, and willing to help them at all times;
but also answering the phone with a friendly tone or even holding
the elevator. What is the current image of your firm? Does it need
to be improved? If so, start internally. Evaluate and improve your
internal processes to reflect an optimistic and positive atmosphere.
Once you have established internal positivity, look to your local
community for ways to improve the firm image externally. This
doesn’t mean just throwing money at local charities. Get your
staff and attorneys physically involved by serving on boards
and volunteering. The more committed your employees are to
upholding the firm image, the easier it will be to improve.

Incentivize your employees

Incentives should not be seen as rewards but rather as
encouragement of desired behaviors within your firm. Survey
the needs and wants of your employees and see what kinds of
incentives will be effective. Use these tools with all of your
workers to enforce responsibility for customer care while retaining
a positive work environment. Incentives could be monetary or
they could just mean being praised publically in front of the entire
firm. While tangible incentives are effective, intangible rewards
have more staying power and will ultimately result in continuous
desired behavior.

Awareness of competition

Marketers call it the SWOT method: Strengths, Weaknesses,
Opportunities, and Threats. Evaluate your firm based on these
four factors; you should have at least one item to list in each
category. This will help you identify who your competition is,
and how they may threaten your firm’s success. Not only evaluate
what your opportunities are, but develop plans on how to turn
those opportunities into successes. Whether you find your firm’s
weaknesses to be internal or external, make an effort to remedy
them before they become your Achilles’ heel. You may find that
you are better or stronger than your competition on paper, but if
you don’t market yourself as the best, then your efforts will be
fruitless. Disseminating your SWOT results internally is central
to your “re-culturing” efforts. Enlist skilled marketing/publicity
professionals to publicize your firm’s strengths externally a
regular basis.

(Continued on page 27)
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Creating a Marketing Culture
(Continued from page 26)

Firm marketing budget

Dedicate firm resources to invest in marketing. As you very
well know, nothing is free. If you desire to create a marketing
culture within your firm, you must allot the appropriate resources
to do so. The industry standard is to allocate 2-4% of revenue
to a marketing budget. This theory can be applied to your
overall annual marketing budget, or to each individual client.
Budgeted expenses can include client-requested donations, firm-
sponsored events, and entertainment. Do not expect one-dollar
out, one-dollar in. Many marketing expenditures may have only
intangible results. Just because you buy Yankees tickets for a
client, that doesn’t mean he’s going to bill an equal or greater
value the next day. A marketing budget is an investment that will
benefit you in the end; it will just take time to earn interest.

Individual marketing budgets

Every attorney should have a marketing budget as well, even
if it is a small one. To maintain controls, have your marketing
team or office manager track expenses, using a review system to
keep expenditures in check. This will encourage responsibility
for individual marketing and for building a positive image of the
firm. This sense of accountability will also trickle-down to the
staff as well.

Measure your success
Create tools to evaluate and measure all marketing efforts.

Acknowledging successes internally will encourage the
marketing culture within your firm. These tools will also help
you to establish your budgets for marketing funds. As mentioned
above, track your marketing budget. This will ensure you are
investing in marketing tools that are worthwhile. Monitor your
website for traffic patterns. Did traffic to a specific area increase
two weeks after you sent out a press release? This is important
information you should have. Log the origin of each client.
Did they call after attending a free seminar you hosted? If you
implement the correct tools, you may be surprised to find that
some of your cold calls aren’t so cold.

Each of these seven factors is significant to creating your
firm’s marketing culture. It is essential for managers to embrace
this culture and lead by example. Talking the talk won’t cut
it. This may entail hosting training sessions for management
before implementing anything with employees. Focus on
individuals who implement these initiatives, and advertise their
successes internally. The confidence of each individual will
spread throughout the firm, and will help to build a successful
firm culture.

Ed Miller is the Chief Marketing Officer,
and Madlen Miller is the Marketing Coordinator,
of Norris McLaughlin & Marcus, P.A. in Bridgewater

»
CapitalOyne Bank

EXPERTS
ONSITE

to Lending and Deposit solutions. You'll get the support of an

trust for services tailored to your needs.

business, contact:

William C. Gascoigne
973.439.7664
william.gascoigne@capitalone.com

LENDER

We provide New Jersey lawyers and accountants with phenomenal
service and a full suite of products from Treasury Management,

experienced banker who knows your world and the strength of a
top 10 bank. Capital One is a partner you and your clients can

To learn more about how our commercial banking expertise can work.for your

Terese Gardenier Miletic
973.439.7631
terese.miletic@capitalone.com

@ Ei%‘ié Products and services offered by Capital One, N.A., Member FDIC. ©2011 Capital One. Capital One is a federally registered service mark. All rights reserved.

Commerc_lal Banking Group
=y Professional Services

FaLL / WINTER 2011



La _ ?ﬁwu @S p po -

from Mummmqumww firms worlk SSs

"ﬂ -i:" = _-*1*..-. ‘--—&TW' i : O
__r-:‘wt—?:ﬂhcufm [ SR,

ﬁﬂ'gineering
Consﬂ_-'t._l_l._.. .

When your people call fo

Telephone: 631-422-5267

AN Associates Facsimile: 631-422-5296

www.lanassociates.com

NEW YORK | LONG ISLAND | NEWARK | BETHESDA | RALEIGH

FaLL / WINTER 2011




Our annual Equipment and Office Services Survey has been
completed and distributed electronically to the NJALA members
who participated. This was our first year doing the survey
through an on-line source, SurveyMonkey, and we are happy
with the results.

This article will provide a summary of the responses received,
and, if you were unable to participate this year, encourage you to
be a part of this annual event next year. We are always moving
forward and upgrading our systems and equipment as new
technology becomes available and affordable. Whether your
firm is large, small, or medium in size, you will certainly benefit
from keeping abreast of the latest technology options available to
make your firms more cost effective, and to keep your employees
trained and their skill sets up to date.

Demographics
Of the responding administrators, 50 percent represented
firms of less than 25 attorneys, and 50 percent represented firms
employing more than 26 attorneys. Almost 13 percent employed
more than 75 attorneys, and 19 percent employed less than 10
attorneys.

Do we have IT staff on our payroll? Yes, and no. Interestingly,
43 percent of the responding firms do not employ a dedicated
information technology professional. These firms instead rely on
outsourced business partners/help desks for network, computer
and software support needs. Approximately 26 percent of our
responding firms have one IT professional on staff, 11 percent
have two, 7 percent have three, and 11 percent have more than
three.

The equipment survey provides additional demographic
information, including number of employees, paralegals,
secretaries, finance department staff, billing and collections
staff, and other staff (such as librarians, receptionists, and office
services clerks).

The Basics
The majority of our responding firms continue to use
analog dictation equipment (60%) although 17% now use digital
dictation equipment, and 26.5% use a combination of both analog
and digital. For those using digital, the software supporting this
equipment is most often Winscribe, with some firms relying on
Olympus and/or Dragon Naturally Speaking.

Our mailrooms utilize Pitney Bowes (65%), Neopost (33%),

WHATS NEW IN YOUR OFFICE?
NJALA’S ANNUAL EQUIPMENT AND OFFICE
SERVICES SURVEY—THE RESULTS ARE IN

By LisA J. Currarl, CLM

and Francotyp Postalia (FP) machines.

We show more variety in our fax machine choices, where both
Xerox and Canon came in at 33.3%, Ricoh at 24.5%, Panasonic
at 13%, and Muratec at 8%.

Likewise, we like several copier/multi function device
manufacturers. Xerox continues to hold the highest market
share at 36%, with Canon and Ricoh coming in second and third,
followed by Konica, Savin and Lanier.

A different picture emerges for our printers—94% of our
documents are printed on HP printers, 9% on Xerox, 2% on Dell,
and 1.9% on Lexmark. Obviously, most of our firms have more
than one type of printer, but we rely mainly on Hewlett Packard,
the leader in the printer market.

For cost recovery systems and software, which allow firms
to track photocopies, prints, scans, fax transmissions. and long
distance telephone calls—either for the purpose of passing these
costs back to clients or for accounting purposes—our primary
business partners are Equitrac and Copitrak. nQueue Billback is
also a provider of note, along with Danyl card readers, ImageWare
and Savin. We don’t generally track our long distance phone
calls—64% of respondents said they don’t, but for those who do,
Equitrac is most often the provider.

Who provides long distance service to our law firms? The
majority of you say Verizon, with Optimum, Comcast (cable),
and AT&T following the pack. Telephone system providers
include Paetec, Qwest, Broadview Networks, Cooperative
Communications, Optimum, Comcast, Siemens, Cisco, etc. and
38% of our firms are now using VoIP technology.

Software Systems—Business

Our firms are run on various software systems for
accounting, bookkeeping, record keeping, document management,
file management, etc. Some providers cater to larger practices,
some to smaller. With that in mind, you will need to examine
the survey to see what firms of your size, in particular, are
using. The most used accounts payable and accounts receivable
software programs are provided by Elite and TABS, followed by
Rainmaker, PC Law, Quickbooks and Juris. The most popular
timekeeping and billing software is TABS (33%) followed by
Rainmaker, Elite, Aderant and Juris.

(Continued on page 30)
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What’s New in Your Office?
(Continued from page 29)

We also prefer ADP for our payroll provider, with Paychex
the closest competitor. Ceridian and Balance Point are also in
the mix.

Employee Benefits
If your firm offers a Flexible Spending Account to your
employees, then you are in the majority of our respondents,
with 64% saying they do. Many of these plans are administered
by third party providers, rather than handled in house. We rely
on Beneflex, Benefit Resources, Ameriflex, Aflac and Paychex
to handle our FSAs.

Software-Systems—Legal

Law firms need to be secure in their calendaring, docketing
and scheduling activities. There are many providers of
software resources to make these tasks manageable. Our
survey shows that 64% of responding firms rely on Microsoft
Outlook, and 13.6% utilize PracticeMaster. Time Matters,
Rainmaker, Elite, Amicus and CompulLaw are also in play.
One firm in particular has custom software for these tasks.
Again, I would urge you to obtain a copy of the Equipment
Survey in order to see exactly what your colleagues are using
and speak with individual administrators regarding their
experience and recommendation of specific providers.

Conflict-checking software is an essential and ethical
requirement for all law firms. Your malpractice carrier will
continually stress the importance of identifying potential
conflicts in the attorney-client relationship at the time of the
initial meeting with a new client, or at the time a new matter
is opened for an existing client. Your firm’s case management
software is often used as the tool to check for conflicts.
However, particularly if your firm does not have document or
case management software, there are other sources to check
for potential problems, such as your attorney calendars and
notes within electronic client files.

Not all firms use special software for conflict checking.
You can create your own client database in Microsoft Word or
Excel and then do a search/find within the chart or spreadsheet.
Keep in mind that your conflict checking will only be as good
as the information that has been put into your client database.
Our administrators rely on several different software providers
in this area: Elite was selected in our survey by almost
30% of respondents, 22% selected PracticeMaster, 18% use
Rainmaker or Juris, and 3.7% use Needles or Worldox.

Case management software similarly draws information for
docketing and calendaring into the same database containing
client information. We utilize CaseMap more than any other
software for this purpose, with PracticeMaster coming in

(30

second, and Time Matters and Needles each being used by
15% of our responding firms.

Document management software is not the same as case
management software. Generally, it allows users to keep all
documents and communications for specific client matters in
electronic folders easily accessible by everyone at the firm.
The most popular software for this purpose (in our survey) is
Interwoven/iManage, followed by PC Docs, PracticeMaster,
Worldox, Hummingbird, and Time Matters.

A word or two about word processing software. While 20%
of our responding firms are preparing documents using Corel
WordPerfect either solely or in conjunction with Microsoft
Word, MS Word rules the day with an 80% market share. Over
50% of our firms have upgraded to Word 2007, and 9% have
moved up to Word 2010. Interestingly, 40% are still using
Word 2003—don’t despair!

Other Survey Categories

The annual equipment survey includes questions regarding
PC and network operating systems, server models, virtual
networks, cloud computing, website design, anti-virus and
spam protection, data back-up software and devices, etc. For
any firm administrator looking to upgrade or change their
current systems, the survey is an invaluable tool for making
informed decisions based on the current marketplace and
upon what other law firms are using and doing. Specific
information is provided in the survey identifying website
designers and hosts, outsourced IT professionals and other
network consultants, internet access providers, phone system
providers, etc.

The final three sections in this year’s survey provide the
names, addresses and telephone numbers of providers of the
following services: messenger, outside copy/scanning, file
storage, shredding, wiring, painting, cleaning, accounting,
catering, and printing. There is not a single reference in my
office that I use more often than our NJALA survey. It is
easily searchable in Excel (saved your desktop) or in a print
version on the side of your desk. The survey results are free to
everyone who participates. The cost is $100.00 for all others.
If you would like to receive a copy of the 2011 Equipment
and Office Services Survey sent to you electronically, please
contact me. To all of you who made this survey such a success,
thank you for your time and energy!

Lisa J. Cuffari, CLM,
is the Office Administrator for
Fox and Fox LLP in Livingston
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NEW MEMBER SPOTLIGHT

INTRODUCING OUR NEWEST MEMBERS OF NJALA

Helping to make your workday
feel more like a vacation day.

We all want our days in the office to feel like a breeze. To have customized, automated tasks that can help you do your job with almost
no effort af all. That's why Canon Business Solutions is here. We can help you streamline your document management processes fo lower
costs and simplify the everyday fasks at your law firm. With our fechnology, services, and solutions you can:

® Billback clients ® Automate document indexing ® Uiilize Bates stamping
® Produce litigation imaging ® Outsource/insource services ® Secure documents
® Baich fox ® Customize documents
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For some time now, 401(k) plans have been a popular vehicle
for retirement savings. When the economy was booming, little
attention was paid to the various costs associated with these
plans. Employees were able to draw out substantially more
than the sum of their deferrals, and, where applicable, their
employers’ contributions. Everyone was happy.

The economic slide we have been experiencing for the past
three years has taken its toll on the value of 401(k) accounts.
As employees watch their account balances diminish, they have
asked why. One obvious reason is the decline in investment
values, but that is not the whole story. Closer scrutiny reveals
that the employee’s account is also charged for some of the
fees associated with the plan. There has been a marked lack of
transparency regarding these costs, and it is hoped that some
changes in reporting requirements will clear some of this up.

Until recently, most 401(k) plans had similar structures,
known as Traditional Bundled Plans. There is an advisor, a
mutual fund or insurance company, a plan sponsor (employer),
and plan participants. Under these plans, the sponsor and those
administering the plan on behalf of the sponsor (such as law
firm administrators), have significant liability exposure. In
addition, the plan participants had little idea of what back-end
fees were actually being charged to or collected from them.

Following is a summary of The Department of Labor’s
Employee Benefits Security Administration’s (EBSA) Final
Rule to Improve Transparency of Fees and Expenses to
Workers in 401(k)-Type Retirement Plans:

* Investment of plan assets is a fiduciary act which requires
plan fiduciaries to act prudently and solely in the interest
of the plan’s participants and beneficiaries.

*  When a plan allocates investment responsibilities to
participants or beneficiaries, the plan administrator
must assure participants and beneficiaries are made
aware of their rights and responsibilities with respect to
the investment of assets in their accounts and provided
sufficient information regarding the plan and its
investment options, including information on fees and
expenses, to make informed decisions regarding their
individual accounts.
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40I(K) CHANGES ARE COMING

By DoNaLD K. PIERMONT, JrR., PHR

* A plan administrator must provide certain plan-related
and investment-related information, as described below,
to each plan participant or beneficiary.

o Plan-Related Information
o Investment-Related Information
e Performance Data
*  Benchmark Information
* Fee and Expense Information
* Internet Web Site Address
*  Glossary

401(k) vendors should be ready to provide the required
information to plan participants by the April 1, 2012, deadline.
The plan’s sponsor, the employer, can be held liable if the
information is not provided. In many cases, the firm and the
individual administrator of the plan can share this liability, so
it would be prudent to contact vendors soonest to confirm they
will be complying.

Sponsors who are concerned about the liability exposure
they bear can look into changing their plans’ structures from
the Traditional Bundled Plan to a Plan Sponsor-Centric
approach. Under a Sponsor-Centric approach, there are two
entities, a 3(38) Fiduciary Advisor and a 3(21) Fiduciary,
which have the liability exposure, having lifted it from the
shoulders of the sponsor. [Specific definitions for those two
advisors can be found at advisormorningstar.com/articles/
article.asp?docld=17902.] In addition to eliminating liability,
another potential benefit is lower costs for both the plan sponsor
and participants.

To investigate whether a Plan Sponsor-Centric approach
would be right for a sponsor, first identify a 3(21) fiduciary,
some of whom have one or more 3(38) Fiduciary Advisors with
whom they work. After that, it is highly recommended that
any firms contemplating a switch from the Traditional Bundled
Approach consult an independent professional (an attorney or
401(k) specialist) before proceeding further.

Donald K. Piermont, Jr., PHR,
has been a member of NJALA since 2008
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I quit trying to change the world a few years back. Not that I
didn’t believe in it anymore or anything. It just seemed like so
much work! There was no changetheworld.org back then, and I
hadn’t met the Association of Legal Administrators, of course.
It was just little old me and the corner that needed the traffic
light; the homeless man that needed a meal every night; the sky
that needed to shine a little bluer.

Of course, there was also an endless list of nonprofits—check
that, there is an endless list of nonprofits—trying to do their part
to shoulder the burden. But, I thought, who needed them? I
can do this on my own. And, as you know, nothing much got
done.

Had I met the Association of Legal Administrators sooner
that all might have been different.

I am often amazed at the amount of time and energy people
give voluntarily to help in their little corner of the world. And
some of them are part of this very organization. They edit this
newsletter, find sponsors for the organization’s events, arrange
the education programs, manage the equipment and employee
benefits surveys: They keep this organization running. And they
work full-time as administrators in law firms every day!! Who
are these people?!! What are they drinking?!!

Well, I don’t have an answer for that. Not yet. They may
indeed be aliens from planet Volunteer, also known as the planet
where  people-who-give-tirelessly-of-themselves-for-a-good-
cause live. I don’t know. But I have a hint now.....CLI. Shhh! I
think you are supposed to whisper that. No, it’s not quite LSD.
But there is something going on there. Chapter Leadership
Institute. (Whisper:) These people have help!

I learned about them this past July at the CLI annual meeting
in Las Vegas. (Continue whispering:) These people talk to each
other. Share ideas. Try to learn better ways to run the ALA
chapters. Support each other and commiserate. Imagine? And
they’re pretty good at it. Take the people in Oregon. Their
chapter is spread out all over the place. (And we know they
have real aliens out there.) They utilize video conferencing,
webinars and other technology tools to host their meetings.
Other chapters host education events at different times of the
day—breakfast or lunch.

FaLL / WINTER 2011

HANGING WITH THE ALIENS AT CLI

By MiCHAEL HARRISON

Even [ picked up a good idea. You know, me—the guy that
couldn’t get the light installed. I heard someone say (I’'m still
whispering) in a session on “Building Partnerships with Bar
Associations and Other Law Related Organizations” that you
should invite the Executive Director of the Bar Association to
Managing Partners’ night. That was a useful suggestion. So
next May, if you go to Managing Partners night and see Angela
Scheck, this was where we got the idea from.

Of course, it wasn’t all “praise-O-Great-One-and-pass-the-
sunflowers” kind of thing. (I said it was CLI, not LSD.) There
was a long soul-searching, all-in session addressing the issues
associated with the next ALA annual meeting in Hawaii—er,
strike that—Honolulu. And there was a pretty good motivational
speaker talking all things leadership who probably didn’t have
his best stuff, wasn’t quite as funny (IMHO), or as creative as
he wanted to be. He said a lot of things that if you are lucky
enough to have had some leadership training and did some
leadership reading you probably would have heard before. And
that’s not a bad thing. But you know, being with the aliens, you
kind of wanted to have your jets lit up.

He mentioned things like keeping a positive attitude,
remembering the power of incentives, active listening, and
mirroring. Here’s one you can work on: “Great people make
other people feel great.” Try making that your morning mantra
with your staff and attorneys. Not doing it for ya? Try this then.
“Make work fun.” I probably should have whispered that one.

This was a well organized, well thought out weekend
of training that used small groups effectively to allow for
presentations and group discussions that were suitably filled
with practical information for improving the running of our
chapter. Both of the aliens I went with, our beloved—she really
is from planet Volunteer—president Gayle Englert and secretary
Robbin Dolan (I’'m beginning to think that she’s from Volunteer
too!), really appreciated the session on the legal issues that are
associated with running a non-profit organization. I didn’t, of
course, because there was a lot of stuff, and I don’t have that
planet Volunteer cyborg memory thing going on.

We talked about all kinds of you’re-getting-me-worried things
like bylaws and UBITS (unrelated business income taxes) and

(Continued on page 34)
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Hanging with the Aliens at CLI
(Continued from page 33)

taxable advertising income and antitrust and copyright and
salary surveys. Did I say I was a lawyer when I came in?

Document TecHNoLoGIES, INC.

To memorialize all this, we got a thick book with copies wwwdliglobal.com

of presentations and handouts and supplemental materials.
And get this. (I think I have to whisper again.) We even got
to hang out a little. Okay, it wasn’t quite the Marquee, the
hot new night club in the hot new Cosmopolitan hotel where

the conference was held or anything. Well, to put it bluntly, it J o I N T H E
wasn’t anything like that, I must confess...with some regret. REv o Lu TI o N

(Ou sont les neiges d’antan?) But it was cool. And we did all

of that good stuff that goes along with having time away from
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frankly. But it is people like these that are making me think
that some little bit of that might be possible after all....
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NJSBA membership

B FREE publications like the Daily Briefing email

“My membership has enabled me to
gain knowledge and share expertise

in law office management issues with

members of the New Jersey State
Bar Association as well as increase
the visibility and credibility of the
Association of Legal Administrators
and its members in the legal
community. / belong, do you?”

Rosa Verna

Business Support Manager
Greenberg Traurig, LLP

includes:

service and New Jersey Lawyer Magazine

B FREE online legal research from Fastcase
(access to the complete New Jersey law library,
plus access the national database for just
$195/year). With Fastcase you can:

¢ \isually map search results at a glance
e Easily sort cases by authoritativeness
e Pull and convert cases into a variety of formats

in just seconds

¢ Get FREE research support from the

Fastcase team

IS easy!

Visit www.njsba.com and enter
VIP CODE 0946 to receive a
special $75 membership offer.
Or call Member Services at
732-249-5000.

B SAVINGS of up to 50% on these products

and services:

Your voice. Your vision

Cell phone service (Verizon Wireless and
T-Mobile)

Shipping services (FedEx and UPS)

Data recovery and off-site back-up (CompUNite)
Magazine subscriptions (Subscription Services, Inc.)
Print and online subscriptions to NJ Biz

Office products from Office Depot

Legal software from Easy Soft

And more

. The State Bar.
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MEMBER HIGHLIGHTS

Gayle Englert, currently a resident of Sea Bright, New
Jersey, was born in Newark and spent most of her formative
years in West Orange. She is the baby of her family, arriving
at the Englert home eleven years after her three older brothers
were born. In keeping with a family tradition of picking
names that began with the letter “G,” her mom, Lorraine,
chose the name Gayle for her baby. The name wasn’t spelled
traditionally because Mrs. E was so delighted (gay) to have
given birth to a daughter; she wanted the baby’s name to
reflect her joy.

The feeling was mutual: Gayle identified
her mom as one of the heroes in her life.
Gayle’s mom was an inspiration to Gayle.
Lorraine Englert always encouraged her
daughter to strive for success and to excel
at her endeavors. Gayle said she grew up in
a “normal” household, playing with Barbie
dolls and (believe it or not) collecting
Matchbox cars and trucks. She loved to
design clothes, which her mom would
translate/sew into outfits for Gayle. Gayle
enjoyed singing and acting and did both
in high school. She played Gypsy Rose
Lee, the American burlesque entertainer,
in a high school performance. Is this the
same Gayle Englert who went to Syracuse
University and earned a bachelor’s degree
in political science?? The same one who
earned a master’s degree in public administration from
Fairleigh Dickinson??? This is a lady with many surprises
and talents.

During the summers of her college years, Gayle worked
at Rickels, a home improvement store. Knowing Gayle’s
penchant for organization and structure, I’ll bet the stockroom
and aisles in Rickels never looked better. She also worked
at McDonalds (Gayle is very proud of the fact that she never
got burned during her two and a half years of employment
there—that has to be a record!).

Gayle was employed as an administrative clerk at Sills
Cummis while finishing up her grad school courses. Gayle
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2011-12 NJALA president, Gayle Englert
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MEET YOUR CHAPTER PRESIDENT

By FrRAN PunTiLLO, CLM

initially thought she’d like to pursue a career in local politics
afterreceiving her degree, but instead she accepted an attractive
employment offer from the firm of Hannoch Weisman as their
HR Director. When the Hannoch firm dissolved several years
later, Gayle joined Cole Schotz Meisel Forman & Leonard,
a firm with 120 attorneys and 5 offices, as their Director of
Human Resources. And as Gayle’s mom was known to say,
“Everything happens for a reason!” Gayle’s fate was sealed.
She found her “niche” working in law firms.

Gayle enjoys her current position at Cole
Schotz, where she specializes in human
resources and recruiting. She thrives on
the diverse responsibilities of her position,
including  overseeing seasoned legal
secretaries and shepherding legal newbies
through the firm’s Summer Associates
Program. Cole Schotz also gave Gayle an
opportunity to continue her singing “career”
by encouraging her to join the firm’s rock
bank, CoSho. And she hasn’t given up
acting either: Last year she won first prize
at the costume/talent contest at Region 1’s
Conference in Long Branch, NJ. And let me
tell you, Snooki never looked so good!

Gayle’s professional bio should include
the fact that she is a member of SHRM and
has served as president of SHRM’s Morris
County chapter. She was chair of the Garden State SHRM
Conference Committee. She is a member of NALP (National
Association of Legal Career Professionals), sat on their board
of directors, and served as their vice president.

Gayle joined ALA and NJALA in 2000. Initially, she
was unsure if membership in NJALA would be beneficial,
because she thought ALA and NJALA might not be directly
relevant to her position. Ha! We quickly converted her,
and she now thinks of the networking portion of NJALA’s
monthly meetings as her personal therapy sessions. NJALA
quickly tapped into Gayle’s prior experience with SHRM and
NALP and asked her to serve on NJALA’s board of trustees.
She rose through the officer ranks to become the chapter

(Continued on page 37)
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Meet Your Chapter President
(Continued from page 36)

president for the 2011-2012 year. Overall, Gayle feels that
the return on her investment in NJALA has far exceeded her
expectations.

When this busy lady has personal time off away from the
office, she loves to travel. Gayle has been to exotic places
like Iceland, Greenland, and Russia, as well as Monument
Valley in Utah, which was one of her most memorable
family trips with her parents. She continues to incorporate
her love of family, the beach, and vacations. She has taken
family members to Hershey Park for Christmas. She has
taken her nieces to Bermuda for their 16" and 21* birthdays;
and on their 25" and 30" birthdays, the ladies continued their
tradition and visited the Bahamas and Disney. Did you know
that Gayle is Godmother to two nieces and one nephew? I’'m
sure those three are hoping their Godmother will continue
the tradition of celebrating major events on the road.

When asked about memorable moments in her past, Gayle
reported that she is a Universal Life Minister and officiated at
her niece’s wedding not too long ago. She has also authored
a book entitled Leading the Legal Recruitment Team: A
Recruitment Administrator s Handbook.

Gayle admitted to me that she enjoys wine, Pinot Grigio in
particular. While sharing some wine during this interview,
I asked Gayle to tell me which famous people she’d like to
meet. She immediately responded she’d love to meet Cher
and Bill Clinton. A little baffled by her selections, I asked
her to explain her choices. We talked about Cher’s career,
which includes acting, singing, comedy, etc. ~ So, okay, I
“get” Cher. But Bill? Really, Gayle???

I asked Gayle to describe her pet peeves. She said as a
Libra, she loves organization and harmony, so she hates
things that are askew. She also can’t understand how people
can be intentionally cruel.

I asked her to describe the professional challenges she
expects to face in the future. Just as smartphones have
become commonplace, Gayle foresees hoteling and virtual
offices becoming the norm, rather than the exception, in the
future. She feels that keeping a good balance between the
needs of the staff and the good of the firm, combined with
the isolation factor that the virtual office imposes, is what
legal administrators will be dealing with in the near future.

But I’'m not worried. With people like this year’s NJALA
president to lead us through the tough times, we’ll all make
out just fine!

Fran Puntillo, CLM, is the Office Manager
of Weiner Lesniak, LLP in Parsippany
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LAW FIRM MARKETING
IS ALL ABOUT [HERY TUNET T

= W.ith a content-rich website, blog
= Using social media, email and
traditional client communications
With public & media relations

Through leadership opportunities

m Weinmann M ank stuzg

Providing professional marketing services for individual
practice through mid-size law firms in NJ since 2007
Your Virtual Marketing Assistant, www.AskJulianne.com

908-637-9895

www.weinmark.com

Master the technology, conquer your market.

Answers to the Cultural Challenge, from page 20.

1. Dionysius (Greek) or Bacchus in Roman mythology.

2. True.

3. A 65’ high statue guarding the Pyramids at Giza.

4. Mississippi, Florida, Alabama, Georgia, Louisiana, Texas,
Virginia, Arkansas, Tennessee, North Carolina, South Carolina and
parts of Kentucky and Missouri.

5. Seafaring warriors from Scandinavia.

6. (1896.) It upheld the constitutionality of state laws requiring
racial segregation in private businesses (particularly railroads) under
the doctrine of “separate but equal.”

7. Twelfth Night, by William Shakespeare.

8. Hobson was a liveryman who forced his customers to take
whichever horse stood nearest the door. Thus, a Hobson’s choice is no
choice at all.

9. Walt Whitman, Leaves of Grass.

10. It measures the distance light travels in one year.

11. Samuel Taylor Coleridge.

12. Horses and donkeys can interbreed producing mules (male

donkey/female horse) and hinnies (female donkey/male horse). The
world is a mysterious place.

D




vOoN HALLE

BROKERAGE GROUP

Providers of Employee Benefits
And Insurance Services

For the Legal Community

We serve as your single source for:
- Benefit Brokerage Services
- Administrative Assistance

- Human Resource Support

Group Benefits
* Medical
* Dental
* Short Term & Long Term Disability
» Life
* Long Term Care

* Voluntary Programs

Qualified Plans
» 401(k)
* Profit-Sharing
* Age Weighted
* Cash Balance ¢

* Defined Benefit Serq)zce I *

* Section 125
Joq] community
[e ga! C

Securities offered through Cadaret Grant & Co., Inc.
Member FINRA/SIPC.

2
von Halle & Co., and Cadaret Grant are separate entities to f/j f’

We are proud to include as clients many members of NJALA:

Saiber, LLC Lerner, David, Littenberg, Krumholz Orloff, Lowenbach, Stifelman & Siegel, PC
Florham Park, NJ & Mentlik, LLP Roseland, NJ
Karen Steinberger, Firm Administrator Westfield, NJ Veronica Hurless, Firm Administrator
973-622-3333 Ray Janeczek, Firm Administrator 973-623-1000

908-654-5000
Podvey, Meanor, Catenacci, Hildner, Berman, Sauter, Record & Jardim, PC McManimon & Scotland, LLC
Cocoziello & Chattman, PC Morristown, NJ Newark, NJ
Newark, NJ Elli Albert, Firm Administrator Helen Lysaght, Director of Administration
Anne Krpata, Firm Administrator 973-267-9600 973-622-1800

973-623-1000

48 Notch Road, Little Falls, NJ 07424  tel: 973-256-2800 fax: 973-256-2805 pvh@vonhalle.com
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FFICE MANAGEMENT/VENDORS

The following Business Partner Sponsors continue to
support the NJALA with their generous donations and the
sharing of their expertise in their respective fields. We thank
them for their support and applaud their efforts in bringing their
knowledge and expertise to our members. In appreciation,
please support all of our Business Partners whenever you
can.

Canon

CANON BUSINESS SOLUTIONS

Canon Business Solutions
Ashley Bombard

201-225-7306

www.solutions.canon.com

Canon Business Solutions recommends forward thinking
strategies to law firms looking to achieve the highest level of
efficiency related to the management of information. To help
you accomplish your goals, we design, implement, and track
legal solutions that reduce costs, increase productivity, and
are environmentally conscious. We can bring you some of the
latest and greatest technology, coupled with innovative services
to help you improve the flow of information throughout your
firm.

Legal Solutions range from litigation imaging and printing,
document distribution, cost recovery, Bates Numbering,
document archival, security options, and more. Many law
firms across the United States have built a more efficient and
growing business with our solutions. We would be pleased to
discuss options for your firm with you today.

For more information, please contact your local Canon
Business Solutions Representative, Ashley Bombard, at
abombard@solutions.canon.com or call 201-225-7306. You
may also visit our website: www.solutions.canon.com.

PRESENTING...
OUR BUSINESS PARTNERS

By ROSE ENGLISH AND NANCY FOSINA

DOCUMENT TECHNOLOGIES, INC

wearw dtigiobal com

Document Technologies, Inc. (DTI)
Susan Aldworth

484-363-0025

www.dtiglobal.com

Document Technologies, Inc. (DTI) was founded to deliver
on-site and off-site facilities management and litigation services
to the legal community. DTI prides itself on having redefined
the basic expectation of facilities management services as
they have been historically provided to the legal community.
The traditional model has most often included staffing and
equipment for managing mail, copy, fax and hospitality services.
Today, DTI brings new value added services such as automated
document routing, quality on-site litigation services, and
exceptional technology implementation/integration resources.
We save our clients significant dollars, either compared to the
cost to provide services in-house or when compared to what
they were paying their previous provider. DTI’s value-added
on-site solutions, combined with unique off-site capabilities,
make us the perfect fit for law firms today.

For more information please contact Susan Aldworth,

Director of Sales at 484-363-0025, saldworth@dtiglobal.com
or visit our website, www.dtiglobal.com.

(Continued on page 40)
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Presenting Our Business Sponsors
(Continued from page 39)

(WAL Associates

LAN Associates
Richard Schulman
631-422-5267
rschulman@lanassociates.com

We have been to many of your events and often your friends
sing our praise, but let me formally introduce LAN Associates.

Since 1986 LAN Associates, now part of All Covered, has
delivered high-value IT solutions to New York, Washington,
D.C., and North Carolina law firms (as well as many remote
offices throughout the world), and other businesses.

Our practice disciplines span from the fundamental network
infrastructure that supports your IT network to the servers,
storage, and vital information processing applications your
business depends upon. The rapid, accurate response that has
become the hallmark of LAN Associates’ Client Services begins
at our Help Desk.

LAN Associates has expert Account Executives that meet
regularly with clients to review new developments in their
businesses, and to discuss new technologies and the performance
of those we have already integrated into their environments.

Theheartof our practiceis the Legal Community. With hundreds
of law firms rewarding our services with continued loyalty
and confidence, LAN Associates is considered the foremost
expert in how technology not only enhances the Law Office,
but more importantly how it improves employee productivity
and henceforth profitability. Document management, case
management, Litigation Support, Document Imaging, as well as
continually remaining “up to speed” on current trends in Legal
Technology. Contact Richard Schulman for more information.

~£ -JOURNAL

REDWALLET
CONNECTION

Redwallet Connection
201-223-2644 or 800-316-5119
www.redwalletconnection.com

Redwallet Connection is a leading manufacturer of professional
filing products, servicing the global legal community for 55
years.

Our New Jersey-based plant and corporate offices make
doing business with Redwallet Connection convenient and cost
effective. We are the supplier of choice for law firms using many
of the following items:

Expanding Open Pockets

Expanding Envelopes with Ties or Elastics
Trademark & Patent Folders

Pressboard Folders and Binders

Custom Special Folders

Some of the benefits of purchase these folders from Redwallet
Connection include:

A Longer Lasting Product

Recycled, Acid-Free Products

Next Day Delivery

Free Warehousing & Printing on 1000 Pieces or more
Factory-to-You Pricing with Quantity Discount

Call and speak to our friendly customer service representatives
at 201-223-2644 or 800-316-5119, or visit our website, www.
redwalletconnection.com.

Rose English is the Human Resources Manager of
Morgan Melhuish Abrutyn in Livingston

Nancy Fosina is the Administrator of
Maraziti, Falcon & Healey, LLP in Short Hills

FaLL / WINTER 2011




Jer-Zourna,

What's New
at the
NJALA?

Come and Visit
Our Dynamic Website

www.njala.net

The NJALA website provides many
resources to our members:

Obtain the most current
information on meetings
and events

Obtain contact information
for our business partner
sponsors

Look up member
information

Update your contact
information and photo

Print a membership
directory

Post job openings

Read the Jer-Z-Journal
online

Visit us at
www.njala.net

today!
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BUSINESS PARTNER
SPONSORS

NJALA is grateful for the continuing support of its spon-
sors, and recognizes that their sponsorship and assis-
tance make possible many of the educational programs
and opportunities offered to our members. Please visit
www.njala.net for full sponsorship information.

Premier
UPS

New Jersey
Herbert L. Jamison & Co., L.LC.
Micro Strategies
USI Affinity

Executive
Humanscale
LAN Associates

Garden State
Atlas Consulting Services
Archive Systems, Inc.
Canon Business Solutions, Inc.
Capital One Bank
Document Technologies, Inc.

J. H. Cohn LLP

Océ Business Services

Liberty
Cityside Archives, Ltd

Dri-Klean LLC

Nuance
MCS Management Services
Omega
Parette Somjen Architects LLC
Priority Archives

Vendors & consultants to the legal industry interested in
sponsoring or underwriting programs for NJALA
should contact Rose English at 973-863-7585
or e-mail at renglish@morganlawfirm.com.

~
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MEMBER HIGHLIGHTS
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It’s autumn once again. It has been an eventful summer
with earthquakes, hurricanes, rain, and floods. It should be
an interesting winter coming our way. The good news is your
friends and colleagues had a lot to share over the past few
months as well.

Robbin Dolan (Laddey, Clark & Ryan) shares a great idea
that her firm has for Halloween. The firm donates $5.00 to a local
charity for every employee who wears a costume on October 31.
The costumes this year must represent something from the year
they were born—could be an event, a person, etc. They also
have a “guess the number” of candy corn in a jar. Rumor has it,
Robbin was wearing a Hula outfit to the office this year.

Joanne A. O’Beirne (Wolkstein, Von Ellen & Brown)
headed down to the Dominican Republic for some fun in the sun
Oct. 22-29th!! It was her first vacation since taking the new job
that she has been in for 10 months. Luckily, she is back in time
for Halloween as her new neighborhood is full of kids and adults
who love Halloween!!

Congratulations to Mariann Stamm (Farer Fersko), who
graduated from Montclair State University with B.S. in Business
Administration (magna cum laude) back in January.

Congratulations to
Cindy Landis (Gennett
Kallman) whose daughter,
Carol, married John Beck
on Saturday, September
17, 2011, at Sacred Heart
in Rockaway. A reception
followed at Lake Mohawk
Country Club in Sparta. In
May of 2011, John started
a new job at Washington
College in Chestertown,
Maryland. Carol returned
home for a few months, and
was happy to follow him
down to Maryland after their
honeymoon at the Outer Banks in North Carolina.

Ronald Henry (Wilentz, Goldman & Spitzer) and his wife,
Donna, checked another one off their bucket list. In October,
they headed off to Tanzania and Kenya for a two-week safari.

HATCHES, MATCHES
QL DISPATCHES

By Tom J. KAMINSKI

Barbara Isabella (Margulies Wind) and her husband took
an amazing trip to China last July. It was a combination land
tour and river boat cruise down the Yangtze River. They started
out in Beijing and ended in Shanghai. Barbara reports that it was
absolutely fascinating. While there, they visited, among other
things, Tiananmen Square, the Forbidden City, the Great Wall of
China, the Terracotta Warriors, a Hutong, a children’s classroom,
the Great Gorges and the Great Gorges Dam. It was a trip they
will never forget!

Congratulations to Linda
f_r“ Gerber (Einhorn Harris)
who welcomed her second
grandson, Oliver Steven
Porro, on August 24, 2011.
Oliver joins his proud
parents, Karen and Steven
Porro, and big brother
Gavin!

Barbara Maglin
(Simeone Law Group) is
ontherun!!! Thatis, sheran
a 5K race called “Tunnel to
Towers” in Brooklyn, NY,
on September 25, 2011,
with her 20-year old son
who is a volunteer firefighter in Sparta, NJ.  The Tunnel to
Towers organization raises money for the families of firefighters,
police, etc., who were affected by the tragedy of 9/11. Barbara
will also be traveling to Disney in November to celebrate her
younger son’s 5™ birthday.

Well folks, that concludes another edition of Hatches Matches
& Dispatches. Remember: Life is a ticket to the greatest show
on EARTH... make sure you get your ticket before they’re all
SOLD OUT!!!

Until next time, strive to be your best!

Tom J. Kaminski has been a member
of NJALA since 2008
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TELL THAT
SALESMAN TO GO
AWAY! CAN'TYOU

217 |5
SEE WE'RE AT WAR:? ,‘/

When it comes to office equipment, practice management & cost recovery tools,
why stay stuck in Medieval times?

Document Solutions

presents

AANAGEMENT

TOTAL DATA 1\/IANAGEMENT TDM is the most comprehensive,turn-key legal office technology
solution available today while also being the simplest to use!

* Document Solutions’ expert Engineers provide your firm with a brief, free,
and comprehensive cost and time savings technology assessment,

* Our product-neutral specialists identify the BEST technologies and solutions
that are guaranteed to streamline your firm’s day-to-day operations,

» Our management team provides you with a full report of our findings which
will show you exactly how much time and money you will save,

“* « Customize your savings options and when you're ready,
‘!"ﬁ Document Solutions will deploy the best-in-breed solutions to your needs!

SPECIAL DISCOUNTS FOR
NJALA MEMBERS. 15 1 Sumner Avenue
MENTION CODE “NJALA2011”

Kenilworth, NJ 07033

908) 653-0600
AND YOUR WHOLE TDM W\(;VW.C)locsolnj.com

SOLUTION COULD BE FREE!'*
Call today to schedule your FREE on-site analysis

DOCUMENT
solutions

ardern G hndog,. b s
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SAC TODAY

BY ANITA SETARO

Describe something unique about your firm’s culture.

Barbara Hughes of Littler Mendelsohn. Although we have
office in 48 states there is a very collaborative work ethic.

Karen Steinberger of Saiber. That’s easy for me! Saiber is

unique in many, many ways. It is truly a
great place to work (I know everyone says
that!). Everyone is treated like family—
really—because they really care about
the people here. As an attestation to that,
we have had TWO secretaries leave and
return to the fold in the past few months,
and an associate left awhile back and is
now back with us. There’s a reason for
that—we treat people like people and we
have a good time working together.

Rosemary Jerome of Lasser
Hochman. Of our 17 clerical employees,
one was hired in 1977; seven were hired
in the early to mid 1980’s; two of those

employees were back from time off for child rearing and were
originally hired in the 1970’s; six were hired in the mid 1990’s;
and the remainder in the early to mid 2000’s. All are with us

Cynthia Landis of Gennnet Kallman Antin & Robinson.
Every Friday afternoon we all gather in the kitchen at 3:00 for

coffee and dessert. The treat is brought in by the employee

today, including myself who has been with the firm for over

50 years.

who signed up for that particular day. It is a way for all of us

to get together—sometimes leading to
discussions on particular cases.

Angela Segal of Latham & Watkins
LLP. Latham & Watkins works
under the “one firm concept” with no
individual practice office profit centers.
Supporting this philosophy, we don’t
have a home/corporate office, either.
We do have a fairly large group called
“GSO” personnel (Global Service
Organization), but they don’t reside in
any one location. So you can be part of
the global staff supporting all the offices
for a particular function and work out
of any one of the 32 offices. Example,

Global HR staff members are located in either DC or NY.
Global Accounting is located in LA. Global Operations staff is
located in San Diego, LA and Chicago.

Anita Setaro is the Office Manager
of Duane Morris, LLP in Newark
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Association of Legal
Administrators

A New Year of ALA Webinars!

Mark the 3" Wednesday of the month
on your calendar for ALA Webinars.

Great Ways to Save:

Yearly Pass
Save 20 percent off the ALA member price
by ordering all 11 Webinars in advance.
Purchase before February 2012.

Coupon Bundle
Save more than $150
by purchasing a bundle
of five (5} coupons.
Each coupon is valid for any
2012 live or archived Webinar.

Learn more and register
www.alanet.org/webinars

Your connection

to knowledge, resources and networking
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2011/ 2012 NJALA COMMITTEES AND CHAIRPERSONS

IF YOU NEED ASSISTANCE,
OR IF YOU WANT TO BE PART

OF AN NJALA COMMITTEE,
PLEASE CONTACT ANY
COMMITTEE CHAIR (Below)

OR BOARD MEMBER (See Page 3).
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& WE WOULD LOVE TO HEAR FROM YOU!

BAR RELATIONS

Sara Diaz, 201-348-6000 (Chair)
Lisa Cuffari, CLM, 973-597-0777
Gayle Englert, 201-525-6307
Nancy Fosina, 973-912-9008
Michael Harrison, 908-233-6800
Fran Puntillo, CLM, 973-403-1100
Louise Ruffo, 973-624-0800

Rosa Verna, 973-360-7900
Audrey Young, 973-830-8430

BUSINESS PARTNER EXPO
Mary Ellen Dolan, 973-360-7900 (Chair)
Sarah Clark, CLM, 973-565-2004
Rose English, 973-994-2500
Joanne O’Beirne, 973-376-1114
Jackie Pampinella, 973-992-4800
Angela Segal, 973-623-1000
Steve Segal, 973-623-1000
Audrey Serban, 908-516-1061
Anita Setaro, 973-424-2061

Jim Wostbrock, 973-623-2700
Audrey Young, 973-403-9200

BUSINESS PARTNER RELATIONS
Rose English, 973-994-2500 (Chair)
Nancy Fosina, 973-912-9008

Joanne O’Beirne, 973-376-1114
Louise Ruffo, 973-624-0800

BY-LAWS
Karen Steinberger, CLM, 973-645-4835

CHAPTER ARCHIVES
Rose English, 973-994-2500
Barbara Herbert, 973-992-1100

CHAPTER AUDIT
Michael Sikora, 732-545-4717

CHAPTER AWARDS
Sarah Clark, CLM, 973-565-2004

CHAPTER BULLETIN
Elli Albert, 973-292-5473

40

CHAPTER PRESIDENT

AND BOARD OF TRUSTEES

Gayle Englert, 201-525-6307 (President)
(See also page 3 of newsletter.)

COMMITTEE DEVELOPMENT
Mary Beth Donoghue, 973-966-8146

COMMUNITY CHALLENGE

Sarah Clark, CLM, 973-565-2004 (Co-Chair)
Jim Van Leir, 973-593-4900 (Co-Chair)
Barbara Herbert, 973-992-1100

Mary Ellen Dolan, 973-360-7900

Nancy Fosina, 973-912-9008

Cindy Landis, 973-285-1919

Mary Mehling, 973-540-0054

Kathy Reuter, 973-538-4700

Carole Sanguino, 973-538-4700

COMPENSATION/BENEFITS SURVEY
Audrey Serban, 732-537-2107 (Chair)
Robbin Dolan, CLM, 973-729-1880

Fran Puntillo, CLM, 973-403-1100

Judy Sotardi, 201-845-1000

EDUCATION WORKSHOPS
Robbin Dolan, CLM, 973-729-1880 (Chair)
Fran Puntillo, CLM, 973-403-1100

EQUIPMENT SURVEY
Lisa Cuffari, CLM, 973-597-0777 (Chair)
Robbin Dolan, CLM, 973-729-1880

MEETING MINUTES, ATTENDANCE
AND MAILINGS

Robbin Dolan, CLM, 973-729-1880

MEMBER DIRECTORY
AND DEPOSITS
Mary Ellen Dolan, 973-360-7922 (Chair)

MEMBERSHIP DEVELOPMENT
Mary Ellen Dolan, 973-360-7922 (Chair)
Cynthia Young, 973-325-1500

NEWSLETTER ADVERTISING
Doreen Marino, 998-654-5000

NEWSLETTER EDITORS
Elli Albert, 973-292-5473
Anita Setaro, 973-424-2061
(See also page 3 of newsletter.)

NOMINATIONS
Fran Puntillo, CLM, 973-403-1100

PAST PRESIDENTS COUNCIL
Fran Puntillo, CLM, 973-403-1100

PROFESSIONAL LEGAL MANAGERS’ WEEK

Fran Puntillo, CLM, 973-403-1100

FaLL / WINTER 2011

PROFESSIONAL PLACEMENTS
Robbin Dolan, CLM, 973-729-1880

PROGRAMS
Lisa Cuffari, CLM, 973-597-0777

PUBLICITY

Doreen Marino, 908-654-5000 (Chair)
Audrey Serban, 908-516-1061 (Chair)
Elli Albert, 973-292-5473 (Advisor)
Michael Harrison, 908-233-6800

REGIONAL REPRESENTATIVE
Mary Ellen Dolan, 973-994-7577
Fran Puntillo, CLM, 973-403-1100

SOCIAL EVENTS

Jackie Pampinella, 973-992-4800 (Chair)
Sarah Clark, CLM, 973-565-2004

Mary Ellen Dolan, 973-360-7933

TREASURER
Audrey Serban, 908-516-1061

WEBSITE
Michael Harrison, 908-233-6800

ADVERTISERS IN
THIS EDITION

All-State Legal
Canon Business Solutions...
Capital One Bank
Complete Document Solutions
Diversified Impressions
Document Solutions
Document Technologies, Inc
Guaranteed Subpoena
Jamison Risk Services
LAN Associates
Legal Vendors Network, Inc
Micro Strategies
New Jersey State Bar

Association
RainMaker.........cccovveenreceeennnen. 19
Rosenberg & Associates
Somerset Hills Bank

USI Affinity....
vonHalle Brokerage Group
Weinmann Marketing




Why leading law firms
are switching to Escrow Ease.

Escrow Ease
Attorney Trust Accounts

4 we organize your accounts
All client funds maintained in a single
trust account.

A4 We furnish year-end tax
reporting on all accounts

We prepare all 1099 Interest Statements
and IRS filings.

EWe provide accurate record
keeping and tracking

4 We make transactions simple

The People you know.

Nancy Minette
The Product you want. Senior Vice President
The S . Director of
e Service you need. Professional Services

For more information on setting up your Escrow Ease Account contact

Nancy Minette at 908-630-5017

OOMERSET HILLS BANK

The way your bank should be
www.somersethillsbank.com
Six Convenient Branches

Bernardsville Long Valley Madison Mendham Morristown Summit
155 Morristown Rd. 24 Schooley’s Min. Rd. 265 Main St. 98 East Main St. 151 South St. 510 Morris Ave.
908-221-0100 908-876-5525 973-377-7720 973-543-9900 973-889-1000 908-522-6555
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N ’ A l A New Jersey Association
of Legal Administrators
’A Chapter of the Association of Legal Administrators

430 Moutain Avenue
Suite 303
Murray Hill, New Jersey 07974

We are an end-to-end solution provider -

from needs analysis through end user training - providing solutions to law firms of all sizes.

You need an IT company you can rely on - one that is rock solid. For over 25 years,
we've provided our clients with superior service. Much of our staff has been with us from
the very beginning, and this continuity enables legal industry expertise and unsurpassed
understanding of our clients' operations and needs.

Autonomy iManage Partner
Microsoft Gold Certified Partner
IBM Premier Business Partner
Workshare Partner

SOLID AS A ROCK

MICRO STRATEGIES

973.625.7721 www.microstrat.com People | Passion | Technology




