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A Colorful FoIk

Pennsylvania Germans & the Art of Everyday Life

Now through January 3,2016 * Winterthur Galleries

Explore the unique world of Pennsylvania Germans and their colorful folk art in this exhibition highlighting
recent acquisitions from the estate of legendary collector and scholar Frederick S.Weiser.

Details at 800.448.3883 or winterthur.org/colorfulfolkart.

Bookplate from a tune book for Catarina Amold (detail), attributed to Johann Adam Eyer, Hamilton Township, Northampton (now Monroe) County, Pa., 1805. Collection of Nicholas and Jo Helen Wilson
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Tlffony Glass: Poln’nng W|’rh Color and Light

Opening September 5, 2015, in the Winterthur Galleries
winterthur.org/tiffanyglass
Well by Fence window, design attrib. to Agnes Northrop (1857-1953), Tiffany Studios, New York City, ca. 1910. The Neustadt Collection of Tiffany Glass, Queens, N.Y. Presented by ﬂ M&T Bank
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When outstanding customer
service, superior security and
advanced technology matter
to your depositions...

Expect More - Choose Veritext

A National Leader in Court Reporting

Outstanding Customer Service. Superior Security. Advanced Technology.

As your single source service provider, Since we are HIPAA and PII compliant Veritext streamlines the deposition
Veritext will arrange for any deposition and employ SSAE 17 security, be process to help you manage the most
service required - court reporting, assured your data is secure with us. complex cases. We ensure you have the
videography, and interpreting. Schedule best tools for each case - interactive
online via our easy-to-use customer realtime, transcript synchronization,
portal or with a single phone call. exhibit management, remote depositions,

online repositories and more.

Call to schedule your next deposition:

V E R I T E X T Phone: 302.571.0510 Fax: 302.5711321

LEGAL SOLUTIONS 300 Delaware Ave,, Suite 815 | Wilmington, DE 19801
l 1111 B South Governors Ave. | Dover, DE 19901
Or visit us at www.veritext.com
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DoubleTree by Hilton Downtown

Wilmington Legal District

Now featuring 2 fully functional law centers located within
one block of both the Federal and Superior Courthouses.
Our 2 turnkey centers exceed 3,000 square feet in size and
incorporate all of the following features:

2 private lead attorney offices

Large War Room space with 52” HD flat screens

3 large administrative workstations

4 paralegal workstations accommodating up to 8 people First Floor
Oversized file storage rooms complete with shelving Ealll 1 el rhurgifmezrrpsﬁ{;i%/Suire
Kitchen areas complete with full-size refrigerator, = ’
microwave, coffee maker and water cooler

# Direct-dial speakerphones with voicemail at

each workstation

A : H Second Floor

# Private, secu red entrances W|thlkey. card access Sandra Day 0'Conner Legal Sute
s+ 100 MG dedicated Internet service in each center
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For all your trial team needs contact: Ca" to schedule a

Doubletree Sales Department DOWNTOWN WILMINGTON

302.655.0400 site tour todayl LEGAL DISTRICT

#2009 Hilton Hetels Corparaticn

700 North King Street * Wilmington, DE 19801
Reservations: 1.800.222.TREE Hotel Direct: 302.655.0400
www.WilmingtonDowntown.DoubleTree.com
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OSMALL DETAILS
INSPIRE BIG IDEAS

Set your legal team up for success at The Westin Wilmington. Our 2,100-square-foot
legal center is a refreshing space designed to inspire productivity and enable your team
to thrive. Take advantage of our convenient location, just a short drive from US District

Court and the Supreme Court of the State of Delaware and enjoy unlimited use of our
complimentary shuttle to take your team to and from the courthouse.

The Westin Wilmington’s state-of-the-art legal center features:

A large boardroom, private office space
and flexible workstations

A private hospitality room and large refrigerator
Dedicated secure Internet service
Printer and copier access

Catering options for larger teams

With a 24-hour, secured key access legal center, healthy catered menus, and competitive
room rates, you’ll see what a pleasure it is to do business at The Westin Wilmington.

For additional information or to set up a tour, please call 302-654-2900 today.

THEWESTIN

WILMINGTON



EDITOR’S NOTE

James H.S. Levine

To a large extent, the issues confronting young lawyers
today are similar to those faced by their predecessors. Educa-
tion, training, professional development and advancement,
and balancing work and personal obligations are all familiar
concerns to lawyers as they embark on their budding careers.

But in several material ways, young lawyers today meet
additional obstacles to those encountered by the genera-
tions that came before them. Technological developments in
communication and the proliferation of online legal research
tools have changed the game for all lawyers, but especially the
most newly-minted ones.

Gone are the days of toiling endlessly in the stacks search-
ing for a single case to support an argument. With access to
nearly every published case just a few keystrokes away, today’s
lawyers are expected to find troves of support for positions in
multiple briefs, all within a single day.

Similarly, the proliferation of email, smartphones and oth-
er technology has made the practice of law a 24 /7 endeavor,
and it is frequently the greenest team members who get the
“pls hndle” email at 11:30 p.m. when the client or boss wants
an answer by 9:00 the following morning.

The evolution of law firms and the adoption of stricter
and more complex business models lead firms to maximize
resources, and junior associates are stretched thinner as their
time is in greater demand. This is even more pronounced
among public interest and government lawyers, many of
whose departments or agencies are fighting draconian budget
constraints and have been forced to freeze hiring until more
money magically becomes available.

And more young lawyers than ever are forced to perform
under the added crushing pressure that comes from having
had to borrow hundreds of thousands of dollars to put them-
selves through college and law school. While the salaries of
many young lawyers have increased to enable them to satisfy
these overwhelming debt obligations, salaries in smaller firms
and public service have stagnated. The purchasing power (or
debt-repayment ability) of those lawyers has decreased sub-

stantially over the past several years.

In this issue, several outstanding authors offer their in-
sight on how to tackle these and other concerns. First, Larry
Bodine shares his advice on how young lawyers can make the
most out of networking opportunities to build relationships
in anticipation of one day developing business.

Next, Tricia Widdoss discusses the value of mentoring in
relationships among lawyers and the benefits that run to both
younger lawyers and the more experienced practitioners who
advise them.

Our third article envisions a conversation between lawyers
of different generations, a discussion that ultimately leads
each of them to gain a broader understanding of how the
other thinks and approaches the practice of law (and life).

In the fourth feature, Samantha Lukoff relays why she
chose a career in government service, and how that choice
(and her subsequent decisions to remain in public interest)
has enabled her to spread her influence beyond the practice
of law and into the policy realm.

Finally, we close with Srinivas Raju’s profile of R. Franklin
Balotti, who recently retired after a 45-year career in which
his achievements were many, but perhaps none so great and
lasting as the impression he made on the generations of law-
yers that came after him.

Henry David Thoreau famously said, “Every generation
laughs at the old fashions, but follows religiously the new.”
The practice of law is evolving faster today perhaps than ever
before and it can be challenging for lawyers, regardless of vin-
tage, to keep up. We hope this issue will offer some insights
to help young lawyers stick with the profession long enough
to become old(er) lawyers, provide more experienced lawyers
with some added insight into the perspectives and concerns
of their younger colleagues, and enable all Delaware lawyers
to work more collaboratively and with a better understanding

of one another.

P tusses o —

U James H. S. Levi&c
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DELAWARE BAR
FOUNDATION

Join The Gonversation!

To learn more about Delaware Lawyer or the possibility of joining
our volunteer Board of Editors, please contact
Bar Foundation Executive Director Missy Flynn at 302-658-0773.
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WHO CAN YOU DEPEND ON WHEN YOUR CLIENTS ARE INJURED?

Delaware
Back Pain
. & Sports

Rehabilitation Centers

Depend on us to
get you better faster.

GETTING YOUR CLIENTS BETTER FASTER!

BOARD-CERTIFIED PHYSICAL MEDICINE, REHABILITATION AND INTERVENTIONAL
PAIN MANAGEMENT SPECIALISTS

A MULTI-SPECIALTY TEAM DEDICATED TO TREATING YOUR CLIENT’S PAIN
WITH NON-SURGICAL CARE & REHABILITATION

ACCEPTING NEW MOTOR VEHICLE & WORKERS’ COMPENSATION CASES
WORKERS COMP CERTIFIED PROVIDERS

Physical Medicine & Rehabilitation / EMG
Barry L. Bakst, D.O., FAAPMR
Craig D. Sternberg, M.D., FAAPMR
Arnold B. Glassman, D.O., FAAPMR

Anne C. Mack, M.D., FAAPMR,
Certified Brain Injury Medicine

Stephen M. Beneck, M.D., FAAPMR
Lyndon B. Cagampan, M.D., FAAPMR
Welcome to the practice Jeffrey S. Meyers, MD, FAAPMR

Pain Management Counseling
Irene Fisher, Psy.D.
Interventional Pain Management
Emmanuel Devotta, M.D.
Pramod K. Yadhati, M.D.

Kristi M. Dillon, D.C.
Brian S. Baar, D.C.
Debra Kennedy, D.C.
Marjorie E. MacKenzie, D.C.
Adam L. Maday, D.C.
Scott Schreiber, D.C., DACRB
Mark Farthing, D.C.
Becky Keeley, D.C.
Hetal Patel, D.C.
Ty Harmon, D.C.
Interventional Pain Management / PMR / EMG
Rachael Smith, D.O., FAAPMR
Kartik Swaminathan, M.D., FAAPMR

Depend on Teamwork for: Physical Medicine & Rehabilitation e Interventional Pain Management e Injections ® EMG e
Platelet Rich Plasma Therapy (PRP) e Prolotherapy ® Ultra Sound Guided Joint Injections ¢ Acupuncture e Chiropractic Care
Rehabilitation Therapy ¢ Psychology ® Pain Management Counseling ¢ Massage Therapy ¢ QFCEs

Depend on Time Saving Solutions: Centralized Communication — we’ll keep track of every phase of your client’s care ® Prompt
Scheduling — often within 24 hours ® Timely Response — to your requests for documentation e One call for any record requests

Depend on Convenience: Six Convenient Locations © Hospital Consultations at St. Francis and Kent General ¢ Early Morning,
Lunchtime, and Early Evening Appointments ® Free, Handicapped-Accessible Parking ¢ Transportation Available for Auto and
Work-Related Injuries ® Accessible to Public Transportation ¢ ONE-STOP CARE!

GETTING YOUR CLIENTS BETTER FASTER IS JUST A PHONE CALL AWAY. CALL US TODAY!

Wilmington Newark / Glasgow Smyrna Dover
2006 Foulk Road 87 Omega Drive 29 N. East Street 200 Banning Street
Suite B Building B Smyrna, DE 19977 Suite 350

Wilmington, DE 19810
302-529-8783

700 Lea Boulevard
Suite 102

Wilmington, DE 19802
302-529-8783

Newark, DE 19713
302-733-0980

2600 Glasgow Avenue
Suite 210

Newark, DE 19702
302-832-8894

302-389-2225

Dover, DE 19904
302-730-8848

TRANSPORTATION AVAILABLE




CONTRIBUTORS

Larry Bodine

is a nationally recognized attorney,
marketer and journalist. He has advised law
firms and partners on business development
for more than 15 years. He is the author of
The LawMarketing Blog, and is a frequent
contributor to the Huffington Post, Legal
Ink Magazine and LexisNexis’s Business

of Law Blog. An award-winning journalist,
he has served as editor-in-chief of Lawyers.com and
Martindale.com, editor and publisher of the American Bar
Associntion Journal, editor and publisher of Lawyers USA
(formerly Lawyers Alert), assistant editor of the National Law
Journal, and a reporter for the New York Daily News and

The Star-Ledger of New Jersey. He is a cum laude graduate of
Seton Hall University Law School and Amherst College.

Samantha J. Lukoff

is the Special Assistant to the Chief of Staff
to Wilmington Mayor Dennis P. Williams
and Acting Information Technology
Director for the City of Wilmington.
Following her graduation from Widener
University Delaware Law School in 2005,
Ms. Lukoff embarked on a career in public
service as a Deputy Attorney General in
the Criminal and Family Divisions of the Delaware Department
of Justice. From 2009 to 2012, she worked as Legislative
Attorney to the Wilmington City Council, and spent the two
following years as a Criminal Justice professor

at Delaware Technical and Community College.

Srinivas M. Raju

is a Director with Richards, Layton &
Finger, P.A., and focuses his practice on
corporate advisory, corporate governance,
transactional and complex litigation
matters relating to Delaware corporations
and alternative entities. He has litigated
numerous corporate control, corporate
governance and contractual disputes in
the Delaware Court of Chancery and the Delaware Supreme
Court. Mr. Raju also has advised corporate boards, special
committees and general partners with respect to governance
and transactional issues. A frequent speaker on fiduciary duty
and governance issues, particularly with respect to Delaware
alternative entities, he has published numerous articles on
these topics in The Business Lawyer, Securities & Commodities
Regulation, the Delaware Journal of Corporate Law, and
Insights. Mr. Raju is a graduate of Indiana University and a
cum laude graduate of Georgetown University Law Center.

Tricia A. Widdoss

is the Manager of Attorney Recruiting
and Development for the Wilmington
office of Skadden, Arps, Slate, Meagher
& Flom LLP, where she coordinates

the office’s recruiting and attorney
development initiatives. A graduate of
Pennsylvania State University and
Widener University Delaware Law School,
she started hcr professional career as an associate in
Skadden’s Corporate Restructuring group.
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DELAWARE BAR
FOUNDATION

The Delaware Bar Foundation cannot continue this important work without your support.
To join, please see our website www.DelawareBarFoundation.org and click the DONATE button. Thank you!

All gifts are tax-deductible in accordance with IRS regulations.

It’s Time to Join or Renew Your Membership
to the Delaware Bar Foundation!

Not only does the Delaware Bar Foundation manages the IOLTA program for the Delaware Supreme Court
which has provided over $25million in the past 30 years to legal service for those less fortunate,
but the Foundation also supports a variety of programs in our community such as:

Creating a legal mentoring program for youth interested in careers in the field of law
Partnering with the University of Delaware on an in school anti-bullying program

Publishing and providing Delaware Lawyer magazine free to every member of
the Delaware Bar

Supporting Liberty Day — Constitutional lessons for every fifth grade student in
the Delaware Public Schools

Sponsorship of the Mural Project by foster children in both the New Castle and
Kent County Family Courts

Funding the Senior Lawyer Oral History Project to compile personal recollections
of Delaware legal history

Sponsoring with the Delaware State Bar Association the Office and Trial Practice
Seminar on October 19, 2015 at the Chase Center on the Riverfront

Developing a student oriented, anti-bullying website, www.DEleteBullying.org
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If you stayed here, you'd know...

We're More Than a Great Vacation Hotel!
Catering to Business Clients is Second Nature to Us!
From our Ballroom to Breakout Rooms, We Do Meetings Best.
Conference Attendance is High When Events are Held Here.

And Many of Our Corporate Clients Return Year After Year.

HOTEL & CONFERENCE CENTER

—

1 Baltimore Avenue
Rehoboth Beach, DE 19971

302-227-2511
www.AtlanticSandsHotel.com
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Larry Bodine

PeeX. A Business Develome

Insights and tips to
help younger lawyers
generate business
and evolve

from employees to
rainmakers.

10 DELAWARE LAWYER SUMMER 2015
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There comes a day when you decide — or are told — to build your own

clientele. Partners will no longer assign work to you and they will expect

you to generate your own matters. For an attorney, this can be a chilling

(or exciting) moment.

he key to survival is making the
Ttransition from worker bee lawyer

to rainmaker, which can be done in
steps. Fortunately, business develop-
ment is a learned skill and is not neces-
sarily an inborn trait. While more senior
lawyers will often offer advice on busi-
ness development, there are some prin-
ciples to bear in mind:

¢ Business development is not a

magic art.

® A charismatic personality is not

required. Business development is

casily done by introverts.

¢ You don’t have to make cold calls

or direct pitches. This is a relief

because nobody went to law school

to become a salesperson.

® You won’t have to enter a giant

room full of unknown people and

expect to find a new client.

It 4s a transition, however, because
lawyers are trained to be worker bees —
cranking out billable hours and learn-
ing the law. Happily, a lawyer’s profes-

sional skills and traits, such as being
organized, analytical, hard-working, a
good listener and a skilled questioner,
can translate directly into business de-
velopment skills.

All rainmakers are unique. Some are
extroverted while others are quiet and
studious. Some look like movie stars
and other look like suburban moms and
dads. The characteristic they all possess
is that they have a lot of relationships.

Getting new business means build-
ing relationships. You can spend money
on advertising, public relations and di-
rectories, and they will make you better
known in your market. But new business
actually comes from person-to-person
interactions. Nothing beats having rela-
tionships that generate new business.
Business Development is Seeking
Opportunities to Help Somebody

You can accomplish this by finding
out enough information from another
person to see how you can be helpful
to them. I mention this because you’re
going to find yourself in many business



development situations. You may find
yourself in front of a client who needs
more services. You may find yourself in
front of somebody who could be a good
referral source to you. Or you may find
yourself in front of a potential client.

Unless you start to see business de-
velopment as an opportunity to help,
you will naturally fall back on bad hab-
its, such as trying to promote yourself or
sell the other person.

A good analogy is to market and sell
like a doctor. As you sit in the examina-
tion room, the doctor focuses on you,
the patient. The doctor asks you a series
of diagnostic questions and zeroes in
on, “Where does it hurt? What are the
points of pain?”

The way to do this as an attorney is
to focus on a potential client and ask a
series questions to probe for business
problems. For example, ask, “I just read
an EEOC report that says employee
discrimination complaints are rising. Is
this an issue you have to contend with?”
Or, “The Chamber of Commerce says
that disputes with suppliers are a prima-
ry drain on company profits. Has this
come up in your industry?”

You are asking diagnostic questions
to find out what “pain” they have. If
it’s a pain you can relieve, you’ve just
opened up a new matter.

The core element of this approach is
“no pain, no sale.” If the potential client
doesn’t have a business problem or busi-
ness pain, so to speak, they’re not going
to buy anything from you. Remember,
legal services are bought, not sold, so
your goal is not to pitch, it is to inquire.
It’s an interview.

Business Development is
Most Effective in Person

New business does not come in sec-
ond hand — it comes in through per-
sonal, face-to-face business meetings
arranged with the aim of developing a
relationship. The cardinal rule here is
that you will likely have to leave your
office. You don’t build a relationship by
sending emails, PDFs and Federal Ex-
press packages back and forth.

The best place to start is with current
clients. They are the low-hanging fruit.

New business does
not come in second
hand — it comes in
through personal,
face-to-face business
meetings arranged with
the aim of developing
a relationship.

These are people with whom you (or
your firm) already have a relationship.
They trust you; they like you; they’re
already sending you checks. It’s much
casier to generate a new matter from a
current client than to bring in a brand-
new client with a legal issue.

However, an attorney has to be in
touch with that client. You have to meet
them face-to-face, not talking about
the current matter, but inquiring into
what’s going on with their business.
Knowing a current client well will lead
to new business. It all begins, of course,
by excelling at legal skills. The next step
is to conduct a friendly interview of the
client about their business (not their legal
work). Clients like lawyers who know
their business.

The interview can be done over
breakfast, lunch or at an in-person visit
to the client’s office. The point is to
learn how the client makes money and
which of their activities lead to disputes.
A great way to bring up the topic is by
attending a meeting of a trade associa-
tion to which the client belongs.

At the client meeting, don’t bring
anything with you — no brochure or
handout. Just ask questions and avoid
making a pitch. Give verbal and visual
cues that you are interested in what they
are saying. This will enable you to devel-
op a relationship that will cause the client

to think of you when they need a lawyer.
Market Yourself Within Your Firm

Don’t expect the firm to market you
— you must take the initiative. Look for
other lawyers who want to co-market
with you — your best ally may be just
down the hall. And your next new client
may be an internal client.

When it comes to business develop-
ment, find a partner that does the kind
of work that you enjoy and recruit them
as a mentor. You have to be the eager,
inquisitive lawyer who approaches an
experienced partner and, in so many
words, says, “I want to be like you. I
want to have my own clientele. I want
to learn how you generate new business
and I’d like to meet some of the people
that you know.”

Learn how the partner built their
practice. Find a way to make yourself
useful to that partner and request to
join them in informal meetings with
clients. As Yogi Berra said, “You can
observe a lot by just watching.”

Build Your Network Outside the Firm

Start building a network with your
current contacts. Reflect on all the peo-
ple you’ve gotten to know over the years
— college, law school, professional and
social connections — and target the
movers and shakers. Get to know your
counterparts at your clients. They may
be junior executives now, but one day
they will move up the ranks. These are
the people who may ultimately lead you
to new clients.

Spend time with these people and do
it on their schedule. Take the time they
have available, whether lunch, dinner
or even a cup of coffee on the way to
work. Learn what they do for fun and
suggest an outing together so that you
can really connect with them. Multiply
your opportunities by introducing one
contact to another.

Look for the gaps in your network
and fill them in. If you know a lot of
other lawyers, financial advisors and real
estate brokers, make a point to get to
know more business owners, association
leaders or executive recruiters.

LinkedIn is an excellent way to
make new contacts. It is by far the most

SUMMER 2015 DELAWARE LAWYER 11



FEATURE

popular social network with lawyers.
According to the American Bar Associ-
ation’s 2014 Legal Technology Report,
an overwhelming majority of attorneys
have a LinkedIn profile:!

* 99% of respondents from firms
of 100+ attorneys

® 97% of respondents from firms
of 10-49 attorneys

® 94% of respondents from firms
of 2-9 attorneys

® 93% of solo respondents

Start by creating a detailed profile
with a professional, color picture. Next,
search LinkedIn Groups to find a col-
lection of attorneys or local businesses
and join it. Begin checking the discus-
sion topics every day and add an occa-
sional comment.

Once you become familiar with the
culture of the group, start a discussion
of your own, based on a new develop-
ment that you have discovered. Pay at-
tention to others who start discussions
and make comments and connect with
them on LinkedIn. Before you know it,
you’ll have a relevant, useful set of con-
nections.

Make Sure Your Bios are
Constantly Updated

Tune up all your biographies — on the
firm website, LinkedIn and any other
social media platforms you use — so they
are best designed to attract clients. To-
day, the vast majority of potential clients
will check out a lawyer’s website before
retaining the lawyer.

Emphasize the points that clients are
looking for:

e Familiarity with particular

industries.

* A representative list of clients
you’ve worked for.

® The results you’ve obtained.

An effective biography should be
300 words maximum. Skip the boiler-
plate section about where you’re admit-
ted and the bar associations to which
you belong. Instead focus on client
service — describe how well you explain
options to clients. It helps to include

just a little personal information — es-
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You may have
dabbled with Facebook
or Instagram, but this
time it's different:
you are being active
for business
development purposes.

pecially charitable work or an activity
with which people can identify.

Maximize Your Associations and
Your Roles in Them

Get active in an association of clients.
Your goal is to be visible in the organiza-
tion, not warm a chair. It’s no good just
being a face in the crowd or attending
some of the meetings; you need to at-
tend all of the meetings. Ideally, it will
be an organization that is composed of
clients and not competing lawyers, or a
civic organization that has many busi-
nesses or leaders of industry as members.

Examine all of the organizations with
which you participate, start to trim the
number in which you’re active, and pick
a select number as your “majors.” Don’t
make the mistake of joining lots of orga-
nizations or your efforts will be spread
thin. A good way to pick a group is to
ask clients which meetings they attend.

Your mission is to win a place on the
board of directors, because everybody in
the organization knows the board mem-
bers. Start by asking the president for
a chore you can do. The president will
reward you with a committee appoint-
ment. Once you are on a committee,
your goal is to become the chair. Anoth-
er way to start is to offer to write for the
newsletter, with the goal of becoming
the editor. Offer to speak to the group,
with the goal of becoming the program
chair.

It is in these organizations that you

will develop opportunities for public
speaking, which is one of the best ways
to generate business. Being the speaker
in front of a room makes you an author-
ity. As an introvert myself, this was hard
for me at first. But I made a point of
attending many speeches at conferenc-
es, studying the techniques of engaging
speakers and incorporating them into
my own repertoire.

Once I developed confidence, I vol-
unteered to speak at meetings of clients
and was always impressed how effective
a public speech is in developing new
work.

Make Appropriate Use of
Social Media

You may have dabbled with Face-
book or Instagram, but this time it’s
different: you are being active for busi-
ness development purposes. Again, the
best place to start is on LinkedIn, where
you can demonstrate your expertise in
many ways:

e Write an article and publish it on

your profile.

¢ Record a quick video at your desk

about a hot legal topic.

¢ Contact the owner of a group and
volunteer to be a moderator (a great
way to make contacts).

® Get to know other people in the
group and network with them,
actively or passively.

Yes, You Can

It may feel overwhelming as you
start your journey to becoming a rain-
maker. But if you approach it one step
at a time and break things down into
specific steps and activities, you’ll start
to get results. The trick is to prune
away less productive activities and treat
business development just like billable
work because it’s that important to your
career.

And the best time to start is today. ¢

FOOTNOTES

1. Stephen Fairley, How Attorneys Are Using
Social Media in 2015, The National Law
Review, Feb. 20, 2015 (citing American Bar
Association 2014 Legal Technology Survey
Report).
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May the force
of Mentoring) |

You don’t have to be

a Jedi warrior

to benefit from the
insfruction, experience
and wisdom of

a trusted mentor.
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Recently, I enjoyed a night out at a dine-in movie theatre with my three

school-age children. After a chaotic 20 minutes of placing orders, ensuring

that tray tables were at the ready, unwrapping utensils, explaining that no,

this was not the theatre with reclining seats, and admonishing (with limited

success) all three about repeatedly hitting the attendant call button, I was

finally able to settle in and watch the previews.

o my great delight (as a longtime fan

of the franchise), I was able to see

the big screen trailer for The Force
Awakens, the next installment in the
Star Wars series. When Han Solo and
Chewbacca appeared at the end of the
trailer, excited murmurs and even a
few cheers were heard throughout the
theatre.

As we drove home that evening, my
children asked me why the Star Wars
movies engender so much excitement,
which led to a lively discussion about a
number of related topics, one of which
was Yoda, the great “Jedi Mentor.”

So, in honor of my padawans and
the December release of the next in-
stallment in this iconic movie franchise,
it seemed timely to revisit a few of the
great mentoring takeaways from the
Star War trilogies.

The First Mentor
‘A long time ago in a galaxy
far, far away ..."!

Much like the story of the Jedi, which
occurs long ago and far, far away, the
concept of mentoring has historic roots
that date back to the ancient Greeks and
Homer’s Odyssey, where the character
“Mentor” is introduced as a trusted ad-
viser and teacher.?

During childhood, we all benefited
from the wisdom of the adults around
us who offered (both solicited and
unsolicited) guidance and advice about
life and growing up. For the most part,
this mentoring circle — our parents,
caregivers, teachers, coaches and coun-
selors — forms as a result of pre-defined
societal roles.

Our need for guidance and advice

continues as adults, especially as we



transition from student to professional.
The mentoring circle expands to in-
clude a new category of trusted advis-
ers, those to whom we look for aid in
understanding and developing the skills
and knowledge that make us successful
in our careers.

This is especially important in the
legal profession, where the foundational
teachings of law school, while important
for a substantive understanding of the
law, cannot fully prepare a new lawyer to
practice. In an insightful recent article in
The Bencher, a publication of the Ameri-
can Inns of Court, H. Garrett Baker
and Yvonne Takvorian Saville wrote the
following about admission to the bar:?

There is no bright light infusion of

knowledge that is bestowed at that

moment. Indeed, many of us had
very little familiarity with the legal
field prior to embarking on our legal
education; and none with the prac-
tice of law.

The Benefits of Mentoring

"Pass on what you have learned.” *

Mentorship is defined in many differ-
ent ways, but always includes a sharing of
knowledge, skills and wisdom between
the mentor and the mentee. In the legal
profession, mentorship usually focuses
on a combination of attorney integra-
tion and inclusion, skills development
and career enhancement. The mentor-
ing relationship, however, encompasses
so much more than this broad categori-
cal summary. A wise mentor of mine de-
scribes the relationship as follows:?

Mentoring is a caring relationship
built upon trust and mutual respect
in which a senior colleague imparts
knowledge and practical advice to
spark the professional development
and confidence of the associate.

Mentoring assumes the delegation
of meaningful opportunities of
increasing responsibility to the as-
sociate and corresponding honest
feedback, both constructive and
positive, from the mentor.

The mentoring relationship should
be open and candid, allowing both

Mentoring is a caring
relationship in which
a senior colleague
imparts knowledge
and practical advice to
spark the professional
development and
confidence of the
associate.

complex and the most basic ques-

tions to be asked and answered.

The amount and frequency of guid-

ance may differ, but there must be a

personal connection through regular

communication and contact for the
relationship to work.

It should be understood that the

mentoring relationship is a journey

with ups and downs in which the
mentor’s goal is to inspire the associ-
ate to progress to the next high level
of competence.

Embarking on a new career path or
transitioning into a more senior position
in an existing career is often equally ex-
citing and anxiety-provoking. Productive
mentoring relationships play an impor-
tant role in ensuring that attorneys do
not find themselves without the support,
community and skills that they need to
be successful in their organizations.

Regardless of whether they are for-
mal or informal, strong mentoring re-
lationships help organizations enhance
recruiting initiatives; streamline attor-
ney integration; align benchmarking
goals with skills development; increase
engagement and retention; develop
leaders; implement succession plans;
increase cultural awareness, diversity,
and inclusion; and bridge generational
differences.

Developing the Mentor Relationship

"I've been waiting for you, Obi-Wan.
We meet again, at last. The circle is
now complete. When | left you, | was
but the learner; now, | am the master.”

With the benefits of mentoring now
widely known, many legal organizations
have developed programs that pair new
lawyers (or others new to the organi-
zation) with one or more experienced
mentors. These mentoring programs are
often initially focused on orientation and
integration and begin just prior to or as
the new lawyer joins the organization.

As the lawyer moves into the mid-
level years, these programs become less
formalized, allowing previously struc-
tured mentoring relationships to evolve
naturally to address the specific needs of
a particular associate. Relationships at
this level now focus on enhanced skills
development, a passing of knowledge
and expertise from a more experienced
professional to an apprentice.

As the lawyer transitions into a senior
associate, the mentoring relationship
transitions as well, with the mentor now
becoming a champion or sponsor for the
mentee’s career advancement. During
this evolution, the mentee learns the art
of mentoring from the mentor. Ultimate-
ly, the circle is complete and the mentee
becomes his or her own legal master.

So how do you find your Jedi Men-
tors? First, remember your childhood.
It took a team of mentors to help you
develop into an adult. Expect the same
during your professional career. You may
need a counselor to help you determine
your career path; a teacher to help you
understand the nuances of crafting a per-
suasive argument; a coach to make you
edit merger agreements until you memo-
rize the specifics of every variation of a
particular provision; and a caregiver to
remind you to have fun, think creatively
and harness your youthful energy.

Second, periodically assess your ca-
reer goals and the role that different
mentoring relationships may play in
helping you achieve these goals. This
self-awareness will aid you in identifying
your mentoring needs and expanding
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your mentoring circle to fit those needs.
Third, be proactive. Take advantage
of your organization’s mentoring pro-
grams, but also look for opportunities to
meet, get to know and work with poten-
tial mentors, both in your organization
and in the larger legal community. Some
mentors are obvious, but many are not.
Like Luke Skywalker, you may be sur-
prised at what you find when you look.
Maintaining a Successful Mentoring

Relationship
"Do. Or do not. There is no 1‘ry.”7
Mentors volunteer their services
because they recognize the benefits of
a productive mentoring relationship
and are fully committed to the profes-
sional development of their mentees.
Notwithstanding this commitment by
their mentors, some mentees find they
have difficulty establishing or main-
taining relationships with their men-
tors. What can you do to ensure that

Be a worthy mentee
by demonstrating
your commitment to
the process and
the relationship.

you have a productive relationship with
your mentors?

First, be realistic. Like most relation-
ships, mentoring relationships require
work. In her well-known book, The
Lawyer’s Guide to Mentoring, mentor-
ing expert Ida Abbott highlights five
key practices that mentees should un-
dertake to ensure successful mentoring
relationships: 3

e Initintive. Be enthusiastic about
mentoring. Create opportunities
to interact and /or work with your
mentors.

® Goal setting. Take a thoughtful
approach to mentoring. Be self-
aware and know your short- and
long-term goals and what you hope
to accomplish in your mentoring
relationships.

® Receptivity. Seek out, be receptive
to, and consider advice and
constructive feedback from your
mentors. You do not need to accept
it all, but be respectful and open to
the possibilities suggested by your
mentors.

o Worthiness. Mentoring is a
commitment. Be a worthy mentee
by demonstrating your commitment
to the process and relationship

and your potential for personal

and professional growth and
development.
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o Appreciation. Thank your

mentors. Never take for granted

the importance of recognizing

your mentors for their role in the

relationship.’

“Do” be prepared to undertake these
best practices and to work hard to cre-
ate and maintain a successful mentoring
relationship. Mentors are accomplished
individuals with limited time. As a re-
sult, the burden of maintaining mentor-
ing relationships often falls more heav-
ily on mentees. Commit to the process
and carry the burden when necessary to
guarantee successful relationships with
your busy mentors.

Second, be creative. Modern men-
toring relationships may span floors,
offices, states and even countries, not
to mention generations, cultures and
ideologies. The traditional weekly in-
office mentoring meeting may not be
feasible or productive. Think creative-

If a mentoring
relationship is not
working, change it.
Make sure
you've found
the right partner(s).

ly about your mentoring goals, your
mentors’ role in helping you achieve
these goals and alternative means of
connecting.

Does your mentor work through
lunch so that he/she can leave earlier in
the evenings to spend time with family?
Suggest a breakfast meeting or a quick

walk to the local coftee shop. Does your
mentor travel frequently? Offer to work
on a pro bono project, bar service initia-
tive or community activity in which your
mentor is involved. Does your men-
tor work in another location? Connect
through videoconferencing or email.

“There is no try.” Lastly, embrace
change (and create it when necessary).
There are many different types of men-
tors and mentoring programs. Expand
your mentoring circle as appropriate
for your evolution as an attorney and
embrace opportunities to incorporate
new mentors and types of mentoring
relationships into your professional de-
velopment.

If a mentoring relationship is not
working, change it. In my experience,
dissatisfaction with a mentoring rela-
tionship is rarely one-sided. It takes two

See Mentoring continued on page 26
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Bridging the
Generational
[iap:

An imaginary
encounter between
an older and

a younger lawyer
captures a clash of
perspectives.
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An Honest

Conversatisn ™

Editor’s Note: This article is an abstract frank discussion between two

fictional lawyers whose approaches to their profession demonstrates some

extreme stereotypes that younger and older lawyers may hold about each

other. The fictional participants are not intended to depict “right” or

“wrong” beliefs; rather their portrayal is intended to highlight differences in

perspective and how lawyers of all generations can learn from one another.

The content was inspired by input from dozens of Delaware lawyers,

younger, older, and everywhere in between. Delaware Lawyer thanks those

who helped develop this article with their survey and interview feedback

on matters of importance to younger and more experienced lawyers alike.

Older Lawyer (OL): You’re late.

Younger Lawyer (YL): Hi. Did you
get my email? I said I might be a few
minutes behind. Wait... it’s 11:00 ex-

actly. ’m right on time.

OL: You’re late. You should always be
5 to 10 minutes early for an appoint-
ment.

YL: So because I’'m not early, I’m late?
I’'m right on time. Did you get my
email?

OL: How would I have received your
email? I’'m not in the office.

YL: Don’t you have a Blackberry or an
iPhone?

OL: I do have a Blackberry, but I leave
it in the office. I don’t want to be both-
ered when I am in meetings or at lunch.

YL: I’m just saying, if you had your
Blackberry, you would have seen my
email and known that I might be late.
Which I’'m not.



OL: You are late, but it’s beside the
point. What did you want to meet with
me about?

YL: Well, T was hoping we could dis-
cuss my professional development. I’ve
been working here for a few years now,
and I feel like I’m learning a lot and im-
proving my skills, but I wanted to ask
how you think I’m progressing.

OL: Don’t you have performance re-
views? I thought I answered some ques-

tions about your work a few months
back.

YL: Yes, I do have annual evaluations,
but I was hoping for some more tar-
geted input. Whenever I email you and
other partners my assignments, I always
ask for feedback, but hardly anyone ever

responds.

OL: You still have a job, don’t you?
And partners still give you work? That

indicates that your work is adequate.

YL: Adequate. Thanks. That’s both
inspiring and informative. I think I’'m
looking for something more substan-
tive than “adequate” and the standard-
ized, generic language in my evals. I'd
like to really know how my work is de-
veloping. I’d like to have an honest con-
versation about it.

OL: Honest. We can have an honest
conversation. When I have questions or
follow-up for you, I ask. But you can’t
ask every lawyer you work for to give
you detailed feedback on every assign-
ment, no matter how small. It isn’t a
good use of anyone’s time.

YL: Helping me develop as a lawyer
isn’t a good use of your time? I don’t
know how to respond to that. I under-
stand that you work with a lot of junior
lawyers, and I’m not looking for a Yelp
review of each memo. Just to know that
you and the others that I work for are

pleased with the work I produce.

OL: I think your work is fine, and as
you get more experience, it will get

even better.

| understand that
times have changed,
but | challenge whether
the practice of law
and clients have really
changed that much.
Clients still have legal
problems, big and
small. Lawyers still
need experience.

Younger Lawyer

YL: T would like more experience.
That’s been a big frustration for me. I
feel like I’m ready to do more than I’'m
doing now. Learn new things. Work on

more complicated assignments.

OL: Those things come in time. I know
it can be frustrating. Why, when I was a
young lawyer, not much older than you
are now... Did I ever tell you this story?

YL: About when you tried a case solo
when you were three years out of law
school? And how you won? And how
Chancellor Seitz commented that you

did an excellent job?
OL: Yes, that’s the one.

YL: You may have mentioned it a few

times. ..
OL: Honest indeed.

YL: T get it. You’re proud of your ac-
complishment. You should be. It’s a
huge one. But that’s exactly what I’'m
talking about. Those are the kinds of
opportunities my peers and I want. Not

that I’'m asking to try a case tomorrow,

but I’d like to know that you and the
others would give me similar opportu-
nities.

OL: It’s different now. The practice of
law is different. Clients are different.
Those kinds of opportunities for junior
lawyers are seldom if ever available.

YL: So you’ve said. I understand that
times have changed, but I challenge
whether the practice of law and clients
have really changed that much. Clients
still have legal problems, big and small.
Lawyers still need experience. Didn’t
you say that the best way to get experi-
ence is to go out and do something?

OL: Of course I said that, but you’re
wrong about the practice and clients.
Clients have always been concerned
about the bottom line. It was true when
I was a junior associate and they still
want to minimize their legal expenses
now. But they also want something
done right the first time. They don’t
want to pay for a junior lawyer to work
and for me to babysit and make sure it
doesn’t get messed up. Or to fix it if it
does. They’d rather pay once to have it
done correctly.

YL: But isn’t part of the responsibility
of being an experienced lawyer to teach
and advise junior lawyers so we can
gain that experience? Otherwise who
will follow in your footsteps when you
retire?

OL: T have no plans to retire—
YL: Yes, you’ve mentioned that too.

OL: As I was saying. I have no plans to
retire, but when I do, I will make sure
that those who come after me are up
to the task, and are prepared to pick up
seamlessly where I’ve left off. It is what
our clients deserve.

YL: All Pm saying is that junior law-
yers want opportunities. They don’t
have to be exactly the same as the ones
you had at exactly the same time. We
want to develop our skills so that we
can be better lawyers. To run deals,
argue motions, take depositions, and
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even try cases. We have our futures to
think about.

OL: Your future? Your future will be

fine.

YL: That’s easy for you to say. I worry
every day about the future. If I lose my
job, what will happen to me and my
family? Whether I’ll be able to find an-
other position that I enjoy. How we’ll
make ends meet.

OL: Make ends meet? We pay you more
than enough that you should have large
savings set aside.

YL: T am paid well, and 1 appreciate
that. But surprising as it may be, we live
largely paycheck to paycheck.

OL: How is that possible? You make
more than the partners did when I was
an associate.

YL: I don’t know about that, but be-
tween the mortgage, living expenses,
childcare, and student loan payments,
it’s not easy to get ahead.

OL: Childcare expenses? I thought
you were married. My wife raised our
children and I wouldn’t have had it any
other way.

YL: T am married, but we both work.
Our careers are important to us. And
even though we’re both lawyers, we
decided that with the kids, one of us
needs to have a job with more flexibil-
ity. Unsurprisingly, that person makes
substantially less. Factor in two sets of
student loan payments on law school
tuition and living expenses, and we’re
essentially paying for a mansion that
we don’t get to live in, primarily on my

salary.

OL: T still remember paying off my
loans. It took me nearly four years of
hard work, but I was so pleased with
myself afterward. I don’t see any reason
why it should be so much more difficult
today.

YL: Well, you may not have heard, but
since you went to school, college and
law school tuition has skyrocketed.
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Law school today costs more than 12
times what it did 30 years ago.! I prob-
ably paid more for one semester of law
school than you paid for your entire
education.

OL: And that’s why we compensate
you so favorably.

YL: Thanks for the reminder. You do
understand that when you calculate the
number of hours junior lawyers work
at large firms, the average hourly rate
is closer to a government salary, right?
It’s not like this is a 9-to-5 job. You pay
us well, but you also expect us to put
in 60-to-80 hours a week on average.
If I don’t respond to an email at 11:30
p.m., I have to explain why not in the
morning.

OL: Great rewards come with great ex-
pectations.

YL: How about reasonable expecta-
tions? How about a work-life balance?

OL: Work-life balance. All we hear
about from your generation is work-
life balance. If you work hard, you are
compensated well and you can afford to
have nice things in your life.

YL: I don’t think it is unreasonable to
expect to have my evenings and week-
ends free, aside from the rare emer-
gency. Having time to pursue outside
interests makes lawyers more balanced
and well-rounded. Particularly those of
us with families. It is hard to be happy
and productive in our jobs when we
have spouses and children at home that
we never get to see. Also, the quality of
our work will improve because we will
be more well-rested and able-minded to
tackle tough problems.

OL: Reasonable.
practice of law is a service industry.

Unreasonable. The

Lawyers sometimes lose sight of that,
but it’s true. We exist only because of
our clients, and we must meet their ex-
pectations. When clients are demand-
ing, we must rise to the occasion. That
sometimes means working nights and
weekends.

YL: But the time demands are just not
workable. You want answers right away,
to complicated questions that are often
answerable only by analogy. When you
wait until the evening to ask for a case
in a unique fact pattern that stands for
a very specific proposition, and ask for
the research first thing in the morning,
you have to know that it kills any hope
we have of going home and spending
time with our families.

OL: We all did it as junior lawyers. I
spent years working until 10:00 or
11:00 most nights, having dinner at the
Columbus Inn with my colleagues, and
then going home. Many senior lawyers
still work those hours. And with the
rise of the technological advancements
which you seem so eager to embrace
when they serve you, you can work as
efficiently at home as in the office. Or
so you and your colleagues claim when
you say you’re “working remotely.”

YL: Yes, technically we can work from
home. But when partners cruise the
hallways in the evenings to see who is in
the office and who is not, and when as-
sociates get feedback questioning their
“commitment to the firm” because they
are not in the office at all hours of the
day and night, that does not contribute

to balanced lives for junior lawyers.

OL: Work-life balance is a myth. We
balance ourselves to meet the expecta-
tions of our clients. Otherwise we’re all
out of a job.

YL: T understand client expectations,
but when the client says they’re fine
with the answer by the end of the
week, while the partner still wants the
research done by first thing Tuesday
morning, it’s hard to see why the rush

is necessary.

OL: That’s because you think it is all
about you and your schedule. Perhaps
the assigning attorney will be in depo-
sitions for several days. Or has a brief
due in another case. Or has had other
conversations with the client to which



you were not privy. Or any number of
other possible reasons. Regardless, the
assigning attorney needs to manage
his or her other commitments while
scheduling enough time to review your
research and follow up with you if any-
thing is unclear, or if further research is
necessary. Seldom are assignment dead-
lines artificial.

YL: T suppose that’s possible. But it is
frustrating to turn in a memo to meet
a rush deadline, only to have it sit on
someone’s desk or inbox, unread, for
days or even weeks at a time.

OL: While that may happen on a rare
occasion, more senior attorneys have
many of the same types of commit-
ments that you have. Many of them
work the same nights and weekends
that you complain about, and have
done so for much longer than you can
imagine.

YL: T suspect it is easier to work some
evenings when you’re at a dinner or
reception for “business development,”
or playing golf on the weekend with a
client.

OL: Easy? Business development is not
easy. There is never-ending pressure to
bring in work. We need matters to keep
you and your colleagues busy, so you
are able to pay the mortgage and the
daycare bills and the loans.

YL: Noteasy? Isn’titjustalot of drinks
and handshakes?

OL: There are cocktails and there are
handshakes. But that IS the easy part.
The hard part is initiating the conversa-
tion. The hard part is making the pitch.
The hard part is closing the deal and
trying to put a bow on it before a com-
petitor comes along and tries to talk the
client in another direction.

YL: Hasn’t social networking replaced
a lot of that? Don’t clients find you
through the website and LinkedIn?

OL: You can’t possibly be so naive as to
think that potential clients just browse
the Internet and pick their lawyers

All the social
networking in the world
cannot replace
the value that comes
from meeting someone
face-to-face and
having a real discussion
about real issues.

Older Lawyer

based on some articles they wrote and
because they like their website photo.
All the social networking in the world
cannot replace the value that comes
from meeting someone face-to-face and
having a real discussion about real is-
sues. Isn’t that why you asked me here
today? Your social networking cannot
and will not replace real, tangible net-
working.

YL: I guess I never really thought
about it that way. Perhaps if you and the
others included me and other junior
lawyers in these discussions we would
be more attuned to the process and un-
derstand better how it works.

OL: This one isn’t about me. The best
way to learn how to network is to go
out and meet people. Talk to your law
school friends. Talk to your college and
high school friends. Join a bar associa-
tion committee or a trade association.
Anyone can be a potential client; but
youw’ll never meet them and impress
them through a “friend request.”

YL: But I thought the best business
development tool is my existing rela-

tionships. If I’'m supposed to leverage

my contacts to generate leads and ul-
timately new matters, and my contacts
primarily network via social media, why
won’t that be successful?

OL: One day, maybe. But now, even
though your contact may be a savvy
online marketer, that person is probably
not the decision-maker. The decision-
maker is likely to be someone who is
older, more experienced, and who does
not exclusively look for lawyers on the
Internet. I suppose it is possible that
things may change in the future, but
for now, real-life personal relationships
get the job done, not virtual relation-
ships.

YL: Then what would you suggest?
You’ve obviously been successful at
developing relationships. What can a
younger lawyer do to develop business?

OL: T already told you. Reach out and
develop your existing contacts, but do
it with a phone call or lunch, not a text
message or an email. People hire people
they like, and when clients have ques-
tions, often they will want to discuss
over the phone or in person, rather than
in an email. It is important to get to
know them on a personal level, to un-
derstand how they think. Whether they
are practical or more cerebral. Whether
they are sarcastic or lack a sense of hu-
mor. You cannot build that relationship
in 140 characters, and humor and sar-
casm are often lost in email.

YL: Speaking of clients, how is the
firm doing financially?

OL: That is a very direct and abrupt

question.

YL: Yes, but an important one I think.
I read about industry news. I see how
many firms are struggling financially.
It’s scary, particularly for younger law-
yers with lots of financial commitments.
We have a lot riding on the success of
our organizations, and I don’t think
it’s unreasonable to ask how secure we
should feel in our jobs, and by analogy,
in our lives.
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OL: Things are fine. You shouldn’t
concern yourself with such matters. Just
concentrate on developing your skills

and leave the finances to the partners.

YL: That’s the thing. You may not
think that junior lawyers should know
things about the firm’s finances, but
when we can’t help but hear conversa-
tions in the hallways, we think about
it. And when those conversations are
about uncollectible receivables and pos-
sible budget cuts and “staffing issues,”

we worry about it.

OL: If the firm is in trouble, we’ll let

you know.

YL: Will you? Or will I get a call one
day that the firm is downsizing and that
there just isn’t enough work for every-
one, and while everyone likes me and I
do good work, my place in the future

of the firm is no longer secure? I un-

derstand that legal hiring and staffing
are different today than when you were
more junior, and that loyalty doesn’t go
as far as it used to, but no one wants to

be blindsided.
OL: You’re right about one thing. Loy-

alty doesn’t go as far as it used to. Junior
attorneys these days jump from firm to
firm, trying to get incremental pay in-
creases and signing bonuses. Partners
even do it when they are promised high
guaranteed salaries. But that kind of
movement breeds skepticism within
firms. Why should we expend the time
and energy to train and develop associ-
ates who are going to stay with us for
two years and then jump to the firm
down the street for a small raise, often
damaging the relationships they have
built here? As you know, we still do it,
but this new approach to legal hiring

and career “development” leaves much
to be desired in my book.

YL: There is sometimes a lot of move-
ment among junior lawyers. I’ll give you
that. But it’s not fair to say that it dem-
onstrates a lack of loyalty. Sometimes
junior lawyers see that their future may
be somewhere else. Sometimes they
want to work closer to home. Some-
times they want to try a different area of
the law, which their firm does not offer.
Rightfully or wrongfully, sometimes
they think an influential senior lawyer
doesn’t like them and may impede their
progress. Maybe there are several other
lawyers at their level, and not everyone
can advance. Some feel it is better to
leave on their own terms than to wait
for “the conversation.” And yes, some
do leave for more money. But to cat-
egorize all lawyers who leave as disloyal
is unfair.
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OL: In my day, the reasons to leave
your firm were few and far between.
If you wanted to run for office, to
become a judge, or if a client asked you
to become their general counsel. That
was it.

YL: I think you’re forgetting all the
lawyers who left because they were

asked to leave.

OL: That did happen, but not often.
You joined the firm, worked hard, made
partner, and we were all in it together.

YL: It was a different time. Lawyers
were more loyal but so were firms.
Firms didn’t overhire and then actively
seek to thin the associate ranks out after
a few years. Commitment and loyalty
have to be two-way streets. If junior
lawyers feel unappreciated or as though
their time is limited, they have to look

out for themselves.

OL: So you’ve been told?
YL: So I’ve been told.

OL: Firms were different. Lawyers were
different. The practice of law was dif-
ferent. But as I am reminded every day
working with younger lawyers, things
do change. Suits and dresses have yield-
ed to khakis and polos. Handwritten
notes have become emails, and lunch is
a solitary endeavor at one’s desk rather
than a social experience. And as I am
learning, change is the wave of the fu-
ture. For better or for worse, I suppose
the choice is between evolution and ex-

tinction.

YL: Ifyou can call that a choice. So we
may not agree on everything, but one
thing that is clear is that we all want to
be the best lawyers we can be. We just
may have different ways of approaching

it. Younger lawyers want to succeed,

and we need your help to do it. And as
much as I hate to admit it, you do make

some good points.

OL: I’'m glad you can see that. I know
it may sound trite, but we worry about
your generation of lawyers. So much
depends on knowing and understand-
ing the past, and it’s crucial to have an
understanding of where we’ve come

from to know where you’re going.

YL: And to be there 5-10 minutes
early.

OL: Now you’re getting it... ¢

FOOTNOTES

1. http://www.lawschooltransparency.com/
reform/projects/ Tuition-Tracker/. From 1985
to 2013, in-state tuition at public law schools
increased from approximately $2,000 per year
to approaching $24,000, an increase of nearly
12 times.
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Samantha J. Lukoff

alled to
Serve:

Legal careers

in government and
nonprofit organizations
often provide benefits
that no law firm or
in-house position
could ever match.
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“I was having a better time at my job than were those of my peers who had

opted for private practice. Life as a public servant was more interesting. The

work was more challenging. The encouragement and guidance from good

mentors was more genuine. And the opportunities to take initiative and to

see real results were more frequent.”

— Associate Justice Sandra Day O’Connor (Retired) !

rowing up, I never had aspirations

of becoming a lawyer. I knew that I

wanted a career that would enable
me to help others and to have an impact
on the world around me, but of all the
possible paths, I never really considered
the law as an avenue to that goal.

Working as a public servant for the
past decade has allowed me to pursue
my desire to live an impactful life while
using my law degree and legal experi-
ence to propel me through a series of
rich, meaningful and varied positions
in the public sector.

I have often been asked why I chose
public service in lieu of a (let’s face
it — more lucrative) law firm or in-
house counsel position. While there
are a myriad of reasons why the public
sector is the right fit for me, the three

most prominent considerations that

have kept me in public service for a
decade are the desire for my work to
have an impact on my community, the
opportunities for career advancement,
and the ability to achieve a life-work
balance.

A Meaningful Choice

My desire to help others started
from a young age and stemmed from
having an older sister with an intellec-
tual disability. I played an advocacy role
for my sister long before I ever made a
conscious choice to do so.

My first job out of law school, work-
ing as a Deputy Attorney General, al-
lowed me to merge my desire to help
others with my propensity for advocacy
through my work on behalf of victims
of crime as a prosecutor for the State
of Delaware. I represented the inter-

ests of the People, and especially those
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who had been victimized by strangers,
taken advantage of by friends or col-
leagues, or abused by loved ones.

Speaking on their behalf, especially
when they were unable to speak for
themselves, was an amazing feeling.
I worked to calm their fears through
an intimidating (and sometimes ardu-
ous) court process and did my best to
gain reparations for what was often the
worst experience of the victim’s life. I
felt as if my work mattered, not only to
the victims, but also to society-at-large,
by bringing those who had harmed the
community to justice for their criminal
and destructive acts.

In every position I have held
throughout my years in public service,
the feeling that I am doing meaning-
ful work is what drives me. It is espe-
cially important for me to know that
the hours that I spend at work (which
can sometimes be as long and demand-
ing as those of my private practice
colleagues), away from my family and
friends, are purposeful and impactful.

I believe that my work makes our
community a better, safer place, and
that is the main factor that has kept me
working diligently and happily in pub-
lic service.

Opportunities Abound

In addition to doing important
work, another advantage to being a
public servant is the innumerable op-
portunities available to attorneys with-
in the public sector. My service has
taken me from the courtroom to the
classroom and government strategy
rooms. I have been a criminal trial at-
torney, a legislative attorney, a college
professor and, most recently, a political
and policy aide and head of a govern-
mental division.

Despite the varied nature of these
roles, I have found that each position
along my career path has seamlessly
and organically led to the next, based
on the skills I acquired and developed
in my previous roles.

One of the benefits to the absence of

a defined career track in public service
is the endless opportunities that allow
lawyers to use their skills in numerous
fields and along whatever career trajec-
tory they choose. This type of flexibil-
ity and varied prospects also enables
lawyers to work to their strengths,
even if it means that they may not be
performing traditional legal functions.
The age-old mantra that you can do
anything with a J.D. is true and I love
that I am the embodiment of it.

The varied options present in the
public sector enable an attorney who
works hard and is a motivated, self-
starting, high achiever to be acknowl-
edged for their work and given in-
creased responsibility and authority at
a rate that, in most cases, exceeds the
typical eight-to-ten-year partnership
track. Great responsibility is foisted
upon public sector lawyers as soon as
they walk in the door, as a more famil-
iar law firm staffing model does not
exist. In its place are hands-on devel-
opment and opportunities for profes-
sional growth on a schedule dictated
only by an attorney’s own initiative.

Setting my own career path and
pace is a rare benefit that I doubt I
would have found in private practice,
particularly not so early in my career.
Balancing the Scales

Finally, the public sector has been
an arena in which I have been able to
find a true life-work balance. As a full-
time working mom in the legal field,
maintaining some semblance of equi-
librium between the demands of work
and the responsibilities of family is dif-
ficult, yet that balance is very impor-
tant to me.

Realistically, there are not enough
hours in the day for any working par-
ent to feel like they are ever spend-
ing enough time with their family or
enough time at work. Working in the
public sector, however, allows for a
more flexible schedule than attorneys
would otherwise be expected to main-
tain in a law firm, in no small measure

because there are no billable hours to
track, or an in-house counsel position,
where frequent travel, for example, may
be a potential obstacle to maintaining
the desired balance.

The days are still long and the
workload is still capable of filling my
every waking moment with work-re-
lated tasks. Being a government em-
ployee, however, means that there are
a finite number of hours in the work
day for which an attorney is expected
to attend meetings or appear for court
hearings — or during which there is an
expectation that an email or phone call
will be attended to immediately.

The courts and government offices
close at 5:00 p.m., which allows for
flexibility in how an attorney decides
to spend the remaining hours of the
day. I do still work some evenings and
occasionally check my email after my
daughters have gone to bed. Most of-
ten I do it because it is the schedule that
works best for me that day, not because
my superiors or colleagues expect it.
No Regrets

My career has not always been per-
fect. As you might imagine, the pay and
resources available to public sector law-
yers sometimes pales in comparison to
those available to private attorneys. But
I can’t imagine a legal career outside
of the public sector that would allow
me to consistently be involved in such
impactful, exciting work or to maintain
a work schedule that would allow me to
feel equally as fulfilled in my dual roles
as Mom (my most important job) and
attorney.

I am fortunate and grateful for the
opportunity to be able to use my legal
education and experience to serve oth-
ers. And it’s never too late to make a
similar decision for yourself. ¢

FOOTNOTES

1. Justice Sandra Day O’Connor, Address at
Stanford University Commencement (May
16, 2004) (transcript available at http://news.
stanford.edu/news,/2004/junel6/oconnor-
text-616).
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Mentoring
continued from page 17

to tango, so make sure you have found
the right partner(s).
Types of Mentoring Programs

“"When nine hundred years old you
reach, look as good you will not."*°

Mentoring programs usually fall into
one of two categories: formal or infor-
mal. Formal programs are designed,
implemented and supervised by the
organization and usually involve the
pairing of one or more mentees with one
or more mentors. As discussed above,
these formal programs are often focused
on specifically defined populations (new
associates, mid-level associates, senior
associates) and goals (orientation and in-
tegration, skills development or career-
path enhancement).

Informal programs have mentoring
relationships that develop from close
working relationships between men-

tors and mentees. Alternative mentor-
ing options include group (one mentor
with several mentees) or peer (non-
hierarchical) mentoring. These alterna-
tive options work well as a supplement
to existing programs or in organizations
with smaller populations, specialized
practices or specific needs (inclusion
mentoring or solo practitioners).!

Even the most successful mentoring
programs may have flaws. One size does
not fit all and continuously evolving or-
ganizational priorities, workplace prac-
tices and technology can quickly date
even the most effective programs.

If your organization’s mentoring pro-
gram has aged or is not as effective as
you think it could be, think creatively
about how to make it more effective and
share those thoughts with your program
manager. If your organization does not
have a mentoring program, approach
your leadership about creating one.

With some initiative and creativity,
you too can realize all the benefits of
mentoring.

May the Force (of Mentoring) be
with you! @

FOOTNOTES

1. Star Wars (Lucasfilm 1977).
2. Homer, Odyssey, Book I1.

3. H. Garrett Baker & Yvonne Takvorian Saville,
Let the Circle be Unbroken, The Bencher, Mar.-
Apr. 2015 (available at http://home.innsof-
court.org/for-members/current-members/the
-bencher/recent-bencher-articles/marchapril
-2015/let-the-circle-be-unbroken.aspx).

4. Return of the Jedi (Lucasfilm 1983).
5. The author thanks Frederick Iobst, Esquire,
a true Jedi Mentor, for sharing his thoughts on

mentoring and for his many years of mentorship
to her and other members of the Delaware Bar.

6. Star Wars (Lucasfilm 1977).
7. The Empire Strikes Back (Lucasfilm 1980).

8.1Ida O. Abbott, Esquire, The Lawyer’s Guide
to Mentoring, 73 (2000). This book is an ex-
cellent resource for those interested in creat-
ing, enhancing, or learning more about men-
toring programs.

9. Id. at 83-86.
10. Return of the Jedi (Lucasfilm 1983).
11. Abbott, supra at 152-160.
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continued from page 28

Frank’s mentoring also extended
beyond RL&F to law school stu-
dents, members of the Delaware Bar
and corporate practitioners. A signifi-
cant part of Frank’s professional life
was spent as a law school professor,
including stints at Widener University
Delaware Law School, Cornell Law
School and University of Miami School
of Law, to name a few. Frank very much
enjoyed teaching law students about
corporate law.

Furthermore, Frank was extensive-
ly involved and assumed numerous
leadership roles in the American Bar
Association and the Delaware State Bar
Association, including serving as the
DSBA’s President from 1994 to 1995.
Frank also was a prolific author of
materials geared to the corporate prac-

titioner, including most prominently
his co-authorship of a leading trea-
tise on Delaware corporate law, The
Delaware Law of Corporations and
Business Organizations. Frank fre-
quently spoke at seminars and con-
ferences, and he was always very gen-
crous with his time and advising his
fellow practitioners.

Even in retirement, Frank remains
a tremendous resource to me and
countless others as a sounding board
while navigating complicated or sen-
sitive matters.

Throughout his career, and even
today, Frank has been and is a great
mentor to many people. I have listened
to and have followed the guidance and
advice Frank has provided over the
years, and I am very thankful to have
had the opportunity to learn from
such a titan of the Bar. ¢
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Srinivas M. Raju

OF GOUNSEL: R. Franklin Balotti

hen R. Franklin Balotti retired
in 2012, it marked the cap-
stone of a long and storied legal
career. Frank was a preeminent cor-
porate lawyer at Richards, Layton &
Finger, PA., (RL&F) for more than
four decades and built a reputation
that extended far beyond Delaware.

As a litigator, Frank was on the
front lines of many notable Dela-
ware Court of Chancery and Dela-
ware Supreme Court cases and was
known for his superb skills in man-
aging complex corporate cases. His
skills made him a commanding pres-
ence in the courtroom, for which he
was recognized by being elected as
a Fellow of the American College of
Trial Lawyers.

As a corporate advisor, Frank was
actively involved in advising boards of directors and public
companies on all kinds of corporate matters, including, most
notably, M&A transactions. Indeed, when Corporate Board
Member magazine ran a feature in 1998 titled “The 10 Best
Lawyers to Have on Your Side” in the context of contested or
hostile M&A situations, Frank was the only Delaware lawyer
named to this select list.

Separate and apart from all his notable professional acco-
lades (just a few of which are recounted here), Frank also had
a deep and lasting impact at RL&F and on the Delaware Bar
by advising, training and influencing multiple generations of
corporate lawyers. The word “mentor,” as a verb, means to
advise or train someone, especially a younger colleague, and
that is what Frank did. I am just one of many of those who
benefitted from Frank’s wisdom and guidance and am grate-
ful to have had the opportunity to work with him.

I received many lessons from Frank over the years. One
day when I was a very junior associate, I was consulting with
a fellow associate regarding a situation in one of my cases.
While we were discussing various options, Frank, who was
standing nearby, said, “Why don’t you apply for relief under
Section 322 [of the Delaware General Corporation Law]2” 1
told Frank that I was not familiar with Section 322 but would
go look it up right away. Frank responded, “How do you
expect to become a capable Chancery litigator if you do not
know the DGCL?” Point made, in typical Frank style. I made
sure that I became well versed in the DGCL.
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Another time, I prepared a draft
reply brief for Frank’s review. Frank
told me to change the structure of
the draft because a reply brief should
summarize concisely the arguments
made to date and then explain why
our arguments should prevail. Frank
explained that, in his view, the ob-
jective in crafting a reply brief is to
make it a “self-contained” docu-
ment such that the judge is able to
write an opinion with nothing other
than the reply brief for reference.
This was great advice, and I have ad-
opted that approach ever since.

In addition to the affirmative les-
sons and advice that Frank provided,
one could learn a lot by just being
around him. For more than five
years during my early years at the
firm, I had an office right next to his. Hence, I would see
Frank nearly every day, other than those days he was out for
“business development,” and hear many of his conversations
with clients and co-counsel. I was impressed not only with
the substantive advice that Frank would provide to clients,
but also with the manner in which he communicated the ad-
vice. Through a mix of practicality, intellectual capacity, So-
cratic method, humility, authoritativeness and folksy charm,
Frank would deliver the right advice in such a manner that
clients would be most receptive — and, in fact, often would
leave the conversation thinking it was they who had come up
with the answer. Making the clients feel empowered helped
Frank build enduring relationships.

Frank’s guidance was not limited to associates. After I
became a partner, Frank gave me great advice and guidance
both on how to become valued by clients and on the respon-
sibilities of being a partner. Frank advised that new partners
should be very cautious in speaking during partners’ meet-
ings during their first year as a partner.

Although the advice initially struck me as a bit odd, Frank
said that it would take at least a year of participating in part-
ners’ meetings for a new partner sufficiently to gain the un-
derstanding of the issues, historical dynamic and various in-
terrelationships necessary to form and express an informed

view. In hindsight, he was spot on.

See Of Counsel continued on page 27
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