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I. Introduction

A. I'm deliShted io be with you today

IVe been asked to describe strategies especially designed to enable
Marketing Directors to work hand-in-glove with lawyers to mate
marketing an integral part of their Practice Grcup b$ine$ plan'

B. My oufline contains examplesof forms and illwtrative marketing plans
eriployed by Marketing Directors in fin"ancially -and professionally
successful law fiflns to assist their practice gmups develop:

1. A marketing culture'

2. Methodologr for establishing marketing goals,

3. The process for plannlng, organizing and implementing Practice
Group client development planning efforts,

4. A MarketinS Matrix that describes the Firm's expectations of its
atiorneYs, and

5. Performance measures to establish performance expectations of
attorneys ln practice groups, to provide support and Suidance, and to
set performance expectations and evaluatlons'
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C. I will do as much of this as possible within the time lirnitationa. Holvever,
first I lvant you to understand that as a manatement consultant to law
offrcer, I deal with the practicalities of helping attorneys in law firms
increase their revenuc and profitebility.

1. Marketing is the key way to enhance revenue and profitability.

2. T"he most successful "rainmakers" in law firms have developed -
intuitively or as the result of much practice - a "marketing state of
mind" that is grounded on the fundamentals of:

a. Client serr"ice,
b. Cross-selling the firm's expertise to every client, and
c. Maximizing market opportunities in each of the markets in

which the firm practices.

3. The strategies and marketing activities that I will describe today have
been implemented by parfners in larger law firms with more than a
fair degree of success.

Orqanization of Practice Grnuo Client Development Effqts

A. Practice groups that focus on(l) substrntive areas of practice and (2)
induslrial classifications are incre.asingly becoming the way law firms
manage their businesses, including a significant component of their
Marketing efforts/activities.

1. Too many larlr firms market their practices by areas of law, whereas,
executives of clients' businesses focus on their business and industrv
concerns, and prefer their law firms to do the same.

2. Those attorneys who focus their attention on the clients' business and
industry concerns also promote cross-selling of legal services, i.e.,
they are able to identify which real estate, corporate, tax and other
areas of their firm's expertise may be tailored to satisfy their client's
needs.

3. It is no coincidence that attorneys in most ofthe more financially and
professionally successful law firms have developed a "marketing

mind-set" thet is an inherent part of their firm's culture.



B. Levels of Ieadership within a Iaw firm that Need to be Involved to
Develop a aMarketing Mind-sef Culture for Client Development

1. Senior Firm Leadership Needs to be Passionate about Marketing, i.e.,
Managlr.9 Pafiner endlor Executiye Committee

2. Praatice Group or Depa-rtment Chairs must be supporliye of the
Marketing Culture

3. Client Development or MarketinS Department Chair must be witling
to devote the time and effort to plan, coordinate the implementation
of the marketinS program and be willing to recommend that
corrective action be taken, as required.

4. Indlvidtal Attorneys must be willing to subordinate some of their
independence for the good of the firm and be accountable for their
actions or inactions that relale to marketing the firm's legal services.

5. Marketing Director must;

a. Possess the expertise in marketing professional senrices,

b. Understand that he or she musl take a longer-term view ofthe
marketing function in terms of developing and implementing
the firm's marketing plans and evolvint results.

c. Be capable of perceiving short term set-backs as just that,
rather than crushing setbacks.

d. Be realistiC about whtt Action plans and rezuli-may be
delivered, especially since there are so many yariables that the
MarketinS Director cannot control.

e. Constantly look for more ways to guide the firm and its
lawyers so that it is capable of remaining competitive in the
fast-changing, highly competitive legal market(s) in which the
firm practices.

f, Recognize that generally, attorneys are risk adverse and may
be satisfied with the status quo.

8. Understand that he or she is an agent of change and as such,
lives with the daily challenge of motivating attomeys to
embrace the concept and practice of marketing the firm's legal
expertise to existinS and potential clients.
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Possess excellent verbal and written skills, especially in the
legal environment in which every word, and how it is
arlt(ltlated, may make the difference between a successful
and unsuccessful client assignment.

Be an excellent leader and team builder.

Be an advocate for the client in order to plan and implement
prqErams that are deslgned to altract and retain clients.

Ma.ke sure that you deliver every4hing that you promise in a
high quality, timely 4nd cost-effective manner.

III.

6. Additional marketing, advertising or public relations professionals -
who will be called upon by the Marketing Director or the Chair of the
Marketing Committee, as required.

Ihe Firm Should Embrece as an hherent Component of its Culturc a Practice
croup Apprcach to Client Development

A. Develop an Appropriate Firm Culture for C1ient DeveloPment

1. Develop an identifiable and desirable firm culture

2. Deyelop L clt lture of client development

3. Develop a team or practice group approach to client development

a. Importance otbuy-in by Senior Firm Leadership and Prachce
Group or Department Chairs

b. Significance of comperuahon system

4. Some elements of t'structure" is required to Establish and Implement
within the firm a m4rketinq mind-set that includes the client
Development Culture

Set clear expectations for non-billable time deYoted to
marketing - fixed time commitments, i.e .,200 hours a year for
partners and 1OO hours a year for associates vs. variable time
commitments based upon each atforney's hisiorical marketing
performarce, interest in marketing, willingness to devote the
time to marketing, etc.
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Incorporate marketinS into the criteria to progress to partner
status, i.e., isjust doinS excellent legal work sufficient for an
associate to progress to equity partner status?

Create marketint plans at every level, i.e., firm, practice
group, individual attorney. The marketing plans should be
written, simple and focused, and should set short-term Soals
in the pursuit of lonter term marketint objectives - see sample
planning forms.

Monitor marketing performance expectations - see the
Marketing Matrix in the hand-out material. Praise the over
achievers and counsel the laggards. Most marketint initiatives
have to be repeated several times before they beSin to pay-off.
Because of the lag-time between initiatint the marketing
initiatives and the posifive return, rewarding only positive
results may not be sufficient. Consider rewarding effort that
supports the marketing plan.

Communicate marketing successes using personal
communications, intranet postints, internal news letters,
monthly status reports, etc.

Be willing to devote the time and enerSy to assess marketing
initiatives before they are implemented and monitor the
results.

Create a forum for marketing accountability - &hedule
monthly marketing forums for members of practice groups
where members may report on the results of their efforts -

both positive and negative; share leads and marketing ideas
that work; distribute minutes and make sure the results are
reported throuth reports, newsletters and practice troup
meetings and presentations.

lstablish a Key Client (Prospects) ProSram - with one (or
more) parfner(s) designated to serve as the Client Relationship
Manager for each Key Client, with responsibility for learning
the client's business, insuring the client's total satisfaction,
responding to any of the client's concerns immediately and as
measured through periodic client satisfaction audits, etc.

e.

h.
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5. Branding Your Firm and its Practice Groups

a. Establishing an identity for your firm and hactice Group.
Making a positive impression in order to differentiate your
law firm and,/or its Practice Group(s) from oller competing
1aw firms with the capabiliiy of performing similar kinds of
legal services.

b. This may be accomplished by eva.luating the performance of
the attomeys in your hactice Group from a client's perception
since the client's perception is reality.

c. Understanding what clients and prospective clientJ want from
their legal counsel.

(1) Help in solving problems.
(2) Help in preventing problems.
(3) Ways to saye, retain or flrake money.
(4) Expertise in substantive matters.
(5) Expertise in the client's industry or field of business.
(6) Attention
(7) AvailabilitY
(8) New ldeas
(9) Timeliness
(10) Confidence - peace of mind.
(11) Name of a re cog\Lzed exprt-
(12) Being kept informed.
(13) follow-up.
(14) General business counsel.
(15) Personal counsel.
(16) Value
(17) The "right chemistry."

d. Doing legal work vs. ServinS the client

1. The importance of "adding value" to your client ln
addition to just doing legal work on a client file.

2. Htg\ qualify work is not necessarily hiSh quality
ser}llce

e. Developing a "total marketing effort," a lq8o, a web-site with
collateral material that is "crisp", cunent, easy to access and
read, etc.



Iv. Existint Clients

A. Accumulate data on existing clients

1. Easiest and most lucrative sources of new business

2. Examine opportunities for cross-selling

B. Fomulate marketing plan for existing client

1. Involve those attorneys currently doing work and specialty you want
to infroduce

2. kt Eoals and require prqEress reports

c. Keep score of all new busin$s

1, Publish internally all new work received, and from refenals

2. show trend lines of the volume of new and profitable work from
major and key clients by practice area

D. Attorareys should yisit their mqior and tey clients at least once a month
to get io bond with their clients, know the clients' business and identify
other leSal issues

1 . Go to your client's offices, e.g. , house ca1ls - Consider whether the
client should be charged for these "educational" visits - to help them
better understand their clients'objectives and to better enable lawyers
to represent their clients

2. Meet key executives and operating manaters

a. Ask them about theirjobs, their objectives and what obstacles
they Deliyering excellent legal services in a timely manner at
fees that are fair to the client and the firn,

E. Managing Lawycr Expectations About the firm's and Each Practice
Grpup's Marketint ProSram and setting a limited number of priorities

1. Making sur€ that the attorneys understand that all of the 4bove steps
and that the refurn on the investment of time a.nd out of pocket costs
and related expenses take time to develop and implement.
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F. Budget and spend marketing dollars for marteting (2 to 3% of firm
' revenue)

Listen io your clients when they speak

1. Let them tell you what they are interested in

2. React to their expanded needs

3. Ask where their business is going, pressures and competition they
face, and if applicabte, if they are facing any letislative or reSulatory
concems

4, Where and whenptactTcalratthe conclusion of every assignment, ask
the client for their views on how the representation went - Do not
charge for this visit

a. Ask abouf staffing, timeliness, fees, value received, etc.

b. Use this opportunity to inquire about where the client's
business is going, e.g., growing, downsizing, moving, requiring
othe( kinds of specialized r€Presentatlon

c. Cross-sell, when aPproPrlate.

Mrrketing Simulations

1. I am a proponent ofmarketing simulation, role playingand rehearsals.

a. S€t up circumstances where lawyers call on each other rn a
firm,;itting next to another business person on an airplane of
Amtrak train. One lawyer plays the client and the other person
is the marketer.

b. Practice asking questions and responding rcalistically so that
when the attorneys encounter "real situations" they know how
to respond placing the firm and his or her Practice Group in the
most favorable light

H.

Componenb of a Strategic Marketing Busine$ nan - dei€rmined by rtrc
Iabor and Employment Group with the Approval of the Straiegic Planning
and Executive Committe$. This plan includes:

V.

A.
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1 .

2.

3.

5 .

6.

Description of the Practice Group's Business

How the Group's expertise will be Marketed

Who is the Practice Group's Competition?

How will the Practice Group's Plan Op€rate?

Who will Staff it?

What are the Cost, Revenue and hofit Proiections?

B. cettint to Cohesiveness and Profitabilitlc The firm's and the labor and
Emplo)rment Group's Collective and Individual Attorneys' Plans

1. Summary Fin ancial/Peopleflanfor the labor and Employment Group

Z- Pwchce/Industry Group Marketing Action Planning form

Target clients and potential clients

Establish client teams within Practice Groups, as needed

Importance of developing and implementing follow-up plans

Take the time to reduce the Practice Group's plan to writint -
identifying goals and objectives; determine the number and
balance of experfise called for as staffing requiremenb;
measuring resultsl etc.

Monitor the plans and take corrective action, as required.

Talk to you( clients regularly about substantive and personal
matters in order to persona.lize relationships, if appropriate.

3. Memorandum Re: Business Development Plan to be Presented to Labor
Department Attomeys - This meeting will focus the Group's
maximum effort where it has the potential for maximum payoff. It will
also experiment in our Group's practice areas that cost less in terms
of time andlor money.

Individual Attorney Business and Marketing Planning Form.

c .

b.

e.

f.
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5. Principal Performance Input form - which affords each Principal the
opportunity to proyide input on aspects of his/her performance for the
preceding evaluation year and exqclalions for the forthcoming
evalualion year.

6. Performance Measures ' These performance measures describe
performance expectations for principals and provide guidance for the
evaluation teams and principals in setting perforrnance expectations
and evalualing performance for;

a. PracticeDevelopment

b. Client satisfacfion

c. ProfessionalDevelopment

d. firm Assitnments

e. Leadership

f. People Development

g. Firm Commrtment

vI. Concludinq Comments



Attachments



PRACTICE GROUP PLAT\
LABOR AND EMPLOYMENT GROUP

STJMMARY FINANCIAL/PEOPLE PLAN

See attached financial information

OPERATING PLAN (STRATEGIES) - No more than 6 for the Group - A few
accomplished is better than manv forqotter

. We intend to grow the practice by an aggressive practice development cffort
which would consist of:

l. Expanding labor representation of existing clients.

2. Conducting seminars on the east and west side of the state, as well as
holding breakfast updates.

3. Making our attomeys more visible on a local, regional and national basis by
participating in Bar and legal-related organizations and/or committees.

4. Writing and publishing ofarticles in our area.

5. Encouragingspeakingengagements.

. Targcting of specific potential clients and/or industries such as automotive
(companies and suppliers), education, K-12, colleges, universities, health care,
high tech, banking/financial, retail and gaming.

. Putting together and marketing a major litigation team.

e Increasing profitability ofspecial fee anangements.

List top clients ofthe group.



Revenue
2001

Revenue
2000

Revenue
1999Name

1 .
z.
3 .

j

In the Labor and Employment Group, top clients may change from year to year,
depending on whether we have a large matter going.

Describe plaus to develop additional work for these or similar clients, including cross-
selling other groups or lawyers within the firm.

. Above I have outlined a number of pmctice development initiatives that will be
undertaken. Historically, the Labor and Employment group has liked to work with
other practice groups in developing business and we will continue to do so. In
fact, if we don't do more inter-group practice development, I believe our ability to
succeed will dirninish, that is for the group as well as for the firm,

Plan your meeting schedule (publish to all members ofthe goup), your recurring agenda
items, your routine reports and other methods you'll use to track and measure
performance during _,

We have monthly meetings wherein the monthly blue sheets are discussed as well as
practice development, and we also have substantive issues brought up and discussed, We
also regularly discuss practice developmort offorts, workloads and active cases and
current d€velopments in the law.

Our four most important goals for th€ group for next year ( ).

l. Expand work with existing clients.

2. Obtain work fiom clients that we are not doing labor and emplo)'rnent work for.

Addrqss profi tability of fee arrangements.

Addressing retention of attomcys.

3 .

DELIB:2?0261 J. 1999999.90012



MEMoRANDUM

Dear Gang:

The following are the legs of the practice development plan which will be
discussed at our January I I meeting. Some ofthese are things that we are already doing,
and some are obvious. Others are new and may prove to be less useful. I am mindfirl of

recent advice that when I find myself riding a dead horse, it is best to
dismount. We will heed that wisdom whert appropriate, but I am also mindful of the
Lottery's motto, "you can't win ifyou don,t play," so ifit has potential and only costs $1,
we v/ill try it.

One of our general guiding principles will be that vle will focus rnaximum effort
where we have the potential for maximum payoff. Therefore, we will experiment in
areas that cost less in terms of time and/or money. I may well have forgotten to include
something valuable. This plan is a work in progress and can be amended. However, we
are going to try to focus ourselves slightly differently, so please do not assume that we
will continue to sgpport certain expenses just because we have done so in the past.

A, All efforts ne€d to be coordinated within our department and with the rest of
the lirm.

fDescibe Eowl

B. We will continue to participrte in activities which raise the prolile of our
Iirm, our group, and our itrdividual attorneys.

[Describe How]



1. Morning Updates

fDescibe PIanJ. Participants: and Deadline:
February I

2. Associate Sp€eches

[Descibe Plan] Participants: All Associates, Group Leader, and Firm
Marketing Director, Deadline for topic identilication: February I

3. Employm€trt Law Alliance

[Descibe Plqnl Participants: and_, Deadline: February
I

4. Americar Bar Association and Other National Organization Meetings

fDescribe Planl Participants: Numerous. Detdline: Vari€d.

C. We need to focus more attention on contacts who can qenerate rdork

[Descibe Plan]

Participatrts: Everybody in the group. Deadline: before the department meeting
on January 18.

D. We need to r€view and improve our marketing materials.

fDescibe Planl Participants: . . and
Deadline: March 1 for propos€d changes, April I for implementation.

E. We need to devote signilicant efforts to retain aDd grow business for
iDstitutions with which orr relationships ar€ in transition.

fDescibe Planf Participants: All attorneys. Deadline: before the
department meeting on January 18. Cultivation plan participants:

and - Deadline: February 1.

-2-



F. W€ need to continue to move in circles wher€ potential contacts can be mrde.

[Describe Planl Participants: All attortreys. Deadline: February l.

G, We need to contitru€ to id€ntiry practice development opportunities.

fDescribe Planl Participatrts: All attorneys. Deadline: Otrgoing.

DELIB1702288. I U99999-90030
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PRACTICE/INDUSTRY GROUP MARKETTNG ACTION PI.AN
GROUP

[DATE]

I. Situatioo Analysis

A- Suergths ofthe groupl

l.

B. Weaknc6ses ofthe group:

1.

3.

C. Srcngths and Wealocsscs oftle Firm as they alfcct the group:

'|

II. Ident lngOpponuniries

A- Identiry dree ot more existing clients with c.oss-selling Potential.

,

B. Iderti& three ot more prospective clieats - GPecific iDdividuals or comParies.

1.

2.



C. Identiry three or more prospective clielt groups - industti.s o! q{rcs.

D. Identify three to frv€ prcscnt or poteltial soutces of referrals - iudustrics,
comparies or indiYiduals.

l.

2.

5.

fV. Recruitiag aod Training

A- Ideoti$ epccific recruitidg ne€d6:

B. Identify the specific group traiaiog nccde:

V, Sertiug Goals ard Obiectives

A- Short-tero Go.ls

1. The group estabushed rhe followiag th.ee short-term goals

a.

b.

c.

2. Iu working towatds these 6bort-terqr goals, thc group set rhe followilrg
oae-ycar obiectives:

Goal #1:

Obiectir"cs: 1,

3.



Goal#2t

Obiectives: 1.

,|

Goal #3r

Objectives: 1.
2.
3.

B. Long-Tcrm Goals

1. The group estabUshed the folowing tluee lodg-term goals:

4.

b.

c.

2. Io workiag towards thcse long-term goals, tle group cet rhe followilrg
onc to frvc year odectives:

Goal #l:

Obiectives: 1.

J.

Goal#2:

Obicctivce: 1.
2.
3.

Goal #3:

ObiectiYes: 1.
,

3.

V, CrcateActivityRespoasibilities



SHORT fiRM GOAIJ

short Term Goals #l
Objectivc:

Activitv

Short Term Goals #2
objectivc:

Aclivity

Short Term Goals #3

Responsible Target
Attornev(s) Date

Responsiblc TsrSet
Aftornev(s) D le

objcctive:

Activity
Responsible TarSet
Attorrrey(s) Date



LONG TERM GOAIJ

Long-Term Goal #1
objectiYc:

Activity

Iong-Term Goal #2
Objcctivc:

Activity

Lng-Term coal #9
objectiYe:

ActiYitv

Responsible Target
AttorneY(s) Date

Responsiblc Tatget
Attornev(s) Dat€

Responsible Target
Aftomev(s) Date



Attomey; Date:

Practice Group: Environmental and Regulatory

l. Extemal Activities
Indicate activities that you will personally undertake to accomplish this caleldar year in the
following cat€gorics:

A. MeDberships
I will becorne an active mcrnber in:

l. Bar A,ssoclatioD Sections
r. Elrdronme[td Lrw Scction of the Stste Bar

2. Civic or ProfessloDrl Orgrnizrtiors
.. Troy Chrmber ofcoEnerce Boar.d ofDirector.s
b. Troy Women's Buslness Forum Member
c. Autornatiotr Altey_Mrrketitrg Committee Vlce Ch.if
d. Automation Alley Mrrketilg Subcommittee on Intertr.l Awaredcrg
€. Originsl Equlpment Suppliers Association--work to get activ€ly ltrvolved

in the Environmctrtal Coutrcit.
f, Itali.u atrd Amedcrl Busitress and Techtrology Alliance_IAEAT

3. Other
a. Unit€d Wry Speclal Allocatiotr II Cohmittee Voturte€r
b. Public Sperker Buretu for the Organ procuremert Agency of Michigatr

aDd the N.tloDd Kidrey Fou[d.don

Lerdership
I will wolk towards serving in a leadership position in thc following:

B.

Associatiodoreanization
PositioD Desired to

AttaiD
Terget
Dete

Troy Chamber Bd. of Dirs. Chairpcrson
Original Equipment Suppliers Asm. EnYironmental Council

Mernber
IABAT To be determined



C. Seminlrs atrd Presetrt4doDs

I will participate in the planning ofthe following FIRM o. outside sponsored semrnar, as
a prirnary or panel speaker:

D. Articles
I will prepare the following articles as a primary or co-author:

Topic Tarset Audience
Ttrget
Date

None

E. PersonalDevelopment
I will undertake the following activitics to help me develop my penonal skilts ard level
of Drofessionalism:

CLES, courser, films or trpes!

. Attend LeadcnhipTrainingl&Il

. United Way Fund8ising Coordinato. for Troy Ofnce.

TerchiDg or lecturing opportuDities:

. Co-t€ach2 . Practice Development Classes.

Otheri

. Serve on Firm's Recruitrnent and Diversity Codmittees.

. Actively promote the Firm's Auto Industry Group and expertisc across p.actice
goups.

Seminm Topic Tarqet Audience
Target
Drle

OSHA Compliarce Update in MI Safety and Env. Compliance
Olficers ofComoanies



ll, BuslnessOevelopmentActlvities

A. Cllent Development end RetetrtioD

Identiry existing clients whom you will regularly entertain by \ray of lunches, dinners,
ctc.:

Comoany Name
Iaiget
Drte

B. Client Visits
T.rget
Drte

1. Identiry clients rvho would be appropriate targets for inviting to
visit one, or mor€, ofour offic€s and make a prcsentation about
their busiress€s to our attomeys:

2. Ideftiry clients who would be appropriate targets for a Sroup of
FIRM attomeys to visit thc ollices o{, aad make a prcsentation to,
on a timely issue of inierest or conc€m:

C. Cross-SelliDg
IdeIltiry existing clients that you will intoduce to another FIRM attomcy for cross-sclling
pulposes.

Client
rIRM

Attorney
Descrlptlotr of Action
rnd Outcome Gorl

D, Prospects add Referrds
Identiry prospects or rcferral sources whom you will rcgularly enkrtain hy way of
lwrches, dinn€rs, e&.:

Prospect or Referral Source Activitv
l. Various ltalian Companies during SA.E- Attend Italian Consulaie

receDhons
2. IABAT Lrmch--{o discuss involvement with

IABAT
3. OESA Lunches to work oo Enyironnental

Council and molc contact vitl membels



 t.

E. New Busitress DevelopEent
Identiry target prospccts you will seek to develop new business from duling the calendar
year:

Target ProsD€ct
Type of

Lesal Work Activitv
OSIIA Cortinuous Contact-Provide info. Set up

meetins with
2. Bus. S€wices Work with to arrange meeting with

General Counsel
3 . Env.lReal

Estate
Set up meeting to acquire a parcel

Env. Meet w/ (lunches, Euchre Parties) to
discuss oppo.hrnities. Coordinate with re:
same.

5 . Bus. Services Llmches
6. Env. Arsist Marketing efforts with large

conrpanies to fund and suDDlv an ....
Continue various business
corrcspondence with wrious local
and foreiqn Italian Comoanies.

Profi lability and Produdivity

Goals for Eours Detril or DescriDtion
Projected billable houls: 1700

Projeoted rrarketing hous: 500

Paojecied administsatiye hous: 200

Projected other hours (describe): 80 Charitabley'Pro Bonoi Hockey Game

Cu.rert billing rate(s): $250

% of write-ofs: <3%

Proj ected ori ginations: NA

Other:

DELts:2702510.1[9999{6032



MARKEIING PLANNING FORM

You can customize a personal actioir plan by compleling this template. There are l5 activities
listed below. Your goal should be to complete as many of these as possible durinS the next six
months. The more of them you do, the more likely you will be ro atract new business and new
cllents.

1. Upd,le d^taba&, biography and personal information

a. Set up (of update) a data base of your network resources and contacts. Determine
by what date you will have completed these activities,

( 1) lpcate business cards and other scattered information by -.

(2) Determine the type of software database you will use by -.

(3) Database will be completed by -.

b. Updare your biography to r€flect specific experience and special skills,

(l) Date by which this activity will be completedi -.

c. circulate internal memos or e-mail notifying other lawyers of the specific skills,
expertise or inter€sts you have.

( I ) Date by which this activity will be compleled: -.

d. Set up a system for measuring and monitoring the way you use your non-billable
ume.

(l) The p_errcn with whom you need to speak to learn about options for
recofolnS my nme rs: _

(2') The date by which you will have a system in place to measure your non-
billable time: -

2. List three individuals at key client companies with whom you will meet to discuss their
level of satisfaction, and their ongoing legal and business needs.

a. clients (company and contact):

( 1 )
(2)
(3)
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3. Think of one client with whom you would be willing io discuss an alternatiie fee
struciure. Wriie the client's name and the possible fee structur€ that you would be
willing to propose to that client (retainer, fixed fees, free phone calls' success fee, elc )

a. client:

b.

c ,

Alternative fee ldea:

Date by which you will have a preliminary meetin8 to detcrmine the client's
interest in and possible preferences for an altcrnative fec strgcture. -

4a. List three prospective clients for whom you believe you or your firm could do legal work.

(2)
(s)

4b. List the res€arch methods you \Yill use io learn more about their businesses. (for example,
calling people in your neiwor! reading relevant articles or annual reports' conductinS
on-line searches, visitinS coftpany websites, etc.)

( l
(2
(s

4c. Date by which preliminary research will be completed:

4d.

( l )
(2)
(3)

( 1 )
(2)
(3)

You will need to make a phone call or send a letter to set up an initial rneeting with
someone at each prospeclive clienl company to discuss their business and legal needs.
This is a meetinS to follow up on your research, Sather information, and learn whelher
thee may be ways to assist tha prospect in his or her business (this meeting is not to make
a pitch), The date by which you will call the primary contact (or someone els€) to set up
a meeting for each prospective client is.

Note: ff this meeti.ns uncovers idormation lhat leadt to ideat fot ways in which you can
govide value by peionning eettain legal seruices, you lhould ask to set up a meelilg aI
which you ean make a spcific pte*ntation.



5.

3

Think of rcme people who have done an important favor for you, given you a referral or
s€nt some extra business your way. Send that person a modest gift (book, golf balls, bottle
of wine, etc.) or a handwritten note thanking them for their help,.referral or work"

N"* .  
-

Thank you gift idea (if not
Letfer or gift to be sert by:

letter):

N4me:
Thank you gift idea (if not letter):
l€fter or Sift to be sent by:

Name:
Thank you gift idea (if not letter):
l€tter or 8ift to be sent by:

6a. Think of three existing clients who rnay have additional legal needs that you or your firm
arc not currenlly serving:

Name of client # I :
Possible additional

Name of client #2:

legal needs:

Possible additional legal needs:

Name of client #3:
Possible additional

Do sorne research, ask client contacts relevant questions, invest some time and explore
from the client's point of view whether you can add value to the client's business by doing
the work. List below the research methods you will use to learn more about their
busines.ses. (for exarnple: calling people in your network, reading r€levant articles or
annual r.eports, conducting on-line searches, visiting company websites, etc.)

a l ; o - *  f l .

legal needs:

6b.

Date by which this activity will be completed:

clie t #2:
Date by which this activity will be completed:

C\e\t #21
Date by which this activity will b€ completed:
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6c. You will need to make a phone call or send a letter to s€t up an initial meetinS with
$omeone at each client company to discuss their business and legal needs. This is a
meeting to follow up on your researlch, Salher information and learn whether therc may
be ways lo assist the prospect in his or her business (this meeting is not to make a pitch).
The dale by which you will call lhe primary contact (or someone else) to set up a meeting
ls:

client #1:
Client #2i
Client #3:

Think of a client whose business is extremely important to you. Suggest a brown bag
lunch at which you (and possibly another lawyer in your office) will give the client some
free advice or an update on some important legal or business developments.

a. Name of clierit:

(Note: lfthts mectitrg unaverc infonnation that leads Io ideat for ways in which you can
provide value by piorming ceiain legal 6et vices, you thould ask to,tet up a meeting at
which you can make a specilte prcsentation)

7a. Schedule a lunch or breakfast meetinS with a client or contact and plan to do nothing but
ask questions.

Name of Derson with whom vou will have lunch:

fist some questions you might ask (e.g. How are you responding fo industry condidation,
labor shortages, competition, etc.? What are yourcompany's long-term business goals and
stmtegies? What ar€ your personal career plans? What have you seen lawyers do that
you really like that you dislike? How can lawyers be more valuable to you? How often
are you in a position to give referrals? Elc.)

8. think of a client or contact who could benefit from a referral lo rcmeone else in your
network

a. Name of client or contact:

b. Person to whom you will introduce your client or contact:

c. Date by which you will make the introduction:

9.

la Date by which you will call to offer the meeting:
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c. List specific issues that you will propose for discussion, but let the client select the
subject matter. Ideas might include: recent or pending legislafure changesl how
to avoid liability, use lawyers more efficiently, improve negotiation skills, position
the company for 8rcMh, rctain employees, e!c.

I O. T'hink of a business acquaintance with whon you once enjoyed a good relationship, but
have not been in touch with for awhile. Reconnect with that person by letter of Dhone
call. (For exarnple, "Hi -,I know I should have been beHir about itaying in iouch,
but I thought it would be nice, if we could reconnect. . . ) Designate a person below.

b. Event or activify:

a. Name of person:

b. Date by which you will contact this person:

c. Ho.v\4 (l€tter or call)

1 1 , Think of a client you would feel comfortable inviting to a social event, or wilh whorn you
could play golt tennis, bridge, etc.)

a. Nante of client:

12. Think of a friend, client, or business acquaintance whom you have wanted to introduce
to one of your partners (because you know they could benefit from his or her specific
knowledge or experience), Pick up the phone and make the call to set up the meeting.

c. Date by which you will make the offer:

a. Name of friend. client or acquaintance:

b. Name of Dartner or associate:

c. Dale by which you will call lo introduce them:



14 .

6

13. Suggest to a client that the next time you s€e lhem you would like to spend 15-20
minutes, off lhe cloc\ discussing their satisfaction or something relevant to their business,
personal issues, rcme value-added, ideas, a news story, or just to gel to know eaah other
befter. Idenii{y this client below.

a. Name of client:

b. Date of next face-to-face meeting:

Possible topics of discussion:

Date by which you will make the call to suggest lhe conversafion:

sActive listening" is a secrel weapon to building a pfactice. Ask a colleague, your
secretary, marketinS director or someone in your network if the know of any "active-
listening" training proSrams that you can attend.

Person you will ask for help locatin3 the training prograrn:

Date b5r which request will be made:

Dale by which you hope to have completed the traininS:

Think of an upcoming client meeting that would typically take place at your office.
SuSSest that the meetinS take place at the client's site of business.

a, Narne of clienl:

b, Person you will call lo suSgest the change in meeting silet

Date by which you will make

a.

b.

the call:

Reputation'Enhancins MarketinS:

Allow yourself to pursue two of the following activities over the next six months, but deyote an
appropriate amount of time.

1. Contribule to a newsletter or client advisory.
2. Write an article fof an industry or trade publication.
3. Make a speech at a business or industry conference or seminar.
4, Host a seminar on a specific legal or business subject.
5. Join a business or industry association or oryiar\izatio and participate actively on a

commlftee.
6. Act as a hosl or sponsor for a charify or community service event.
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Pf,tr{crpAl PERToRMANCE INpti"r
( PriDcipd:

EvalustioD Periodi

T:y:::-:!:!u lyy! 6:o oflord each priacipar the opportuniD, to provide inpu on
?-lT:- 

"! *r^: p?ormance lor the preceding evalu^tion year and e\pectuiors for the
JOn ncomt ng eva I u48on yeoi

Wile proidingJotuz.l inpat b not mandalory, each principal i, slrongly eraouraped toconptete attdforwrd this doanent ,o her/his eealuation ieam. t"onliio' teti.iitt use tt isinput ia prepaing draf Perfonnauce Eyalu4tiot, ona f"r[or^"r"" zrpiiiiLport-

l. D$cnbc achicvements and contibutiols clatcd to pncdca devclopnrflt dudrg the cvaluatioopen:od (cxaryles.of clie[t retcntioo, clicDt cxpansioD, new ctieos o6hirc4 col&Eti; itrscting, paniciprrio! in civic, charitablc acrivilca to ir"*" eood*iIl-- 
----'-*'

2. Dcscrftc aspccts ofperformanc€ rrlatcd to pnotice deveropm.ft tbar feu shon ofcxpecbtionsduring tbc cvaluation pcriod

3. Itrdi"Frc wlut you bclievc should bc you key pafonDance opectatiots relatcd to pnctice
d€velopmcna for lhc Dcxt cvaluation Deriod

l. D€scribc achicvcD€trE rnd contributioB rclsrcd-ro cllent s.tisf.ctiotr dudtrg rb. evalurtonpcriod (cxrrylcs ofclicnt fccdback, rcfcrral!, rerc.€nc6. ctc.l

2. Itcsc.ibc aspccts ofpcrfotualrcc relatcd to clebt srtirf.ctio! thst feu short ofcxpcctatioB duriAgtbe cvsluatioo pcriod

3. Indicrt what you belicve should bc your kcy pcdor.a,,cc €xpectatio's related to cliertsetlsf.cdo! for ihc ncxt ctiluatio! pcriod

L Delcribc achicvcmeDts slld corlriburioos rela&d ro profassio[rl dcvclopDq 

 

driDg thecvaluatiod period (cxccution of professiooal dcvcloi*rr pf r,, ir".*i"! .*p"fJr"tni"a
skjlls, rcpuiario!, adb.reDce to ethical nrlcs a.od standards,_.ot^o""."or o-fo.Ut"-solviog/aDalytical slil$ crrativify and efrcctivcDcss)

2. D6cribc ajpccts ofp.rformarc. lelated ro professioDrl d€velopmenf rhat fcl sho( of.xpecratiols duridg tbe cvduation period

3. bdicarc wt,t you belicvc sbourd b. )our kcy pcrforr&ce cx!,ccraiio$ Eralcd to professiond
d€veloprDcot for th. oex! ctalulrior Deriod

Reviscd l1l24l04



(
l. Dcscnbe achicvceeDts and coatributiotrr relad to lirm .$igtrDe|rb dudrg the evaln tion pcdod

(cxaqles of pe.forrarc. associstcd with spccial rcleq cornritrcc assignEDts and ,Fcirl
PIojccrs)

2. Dcscafu€ aspc.ts ofp€rfo.nume relatcd !o firm $signments that fell short ofcxpcctarioDs during
lhe €valuatiotr p€riod

3. Indicate wbat you belicvc should bc you.lcy perfoltDancc €xFctations rchtcd to ,ird
rsrigDmenL for tbc Dext cvaluatiotr pcrioc

1. Dascnbc achievcEeEls and codtributiols reLtcd to leadership duridg thr evaluatio! p€riod
(cxa4les ofbuilding coosensus, devcloping loity aud Fonoting 6rE objcctivca, parti:r.pstio! iD
busiDcss plaDtritr8, goal sctting snd visionirg)

2. Describc aspccts ofperfornance rclatcd to l..de|rhlp tbat fell sbort of.xFcotiorB dr;ng tbc
cvaluation pcriod

3, ltrdicde what )ou bclicve should be your l(.y pcrforEancc .xpcctations rclrl€d to lc.d.rship for
the nert evaluatiotr period

l. D.scrihc achievemcnts and contributioDs rrlaicd to pcople developmc dudng ihe evalultion
pcdod (exaqlcs ofetrcctivelyparticipatidg in rcquiting, nc ori!& coaching supen fuir&
t'aiDiry and developitrg otlcrs)

2. Describ€ aspccti ofpcrfordatrc. r€lated io people d€velopD.nt tbat fcll short ofcxpcclrtioDs
drring ttrc cvaluation p€riod

3. Iodic.rc whar you bclievc sbould bc you. key pcrformalcc cxpcctrtiols r€lat d ro peopl.
dcvelopmena for lhe oex!.vsluatioD pcriod

l. D.scrib€ achicvcrncnt! atrd coDtr_butiols rcld.d to lirm commiteeot duriDg tbc evaluatiod
pcriod (edopting a ffin-first orientatioA supportiry and contributitrg to flm initirtives, pronDtiDg
colcgiality, willing to givc Aeely ofpcrsoDal and profcstional tiDa to otbcrs, coopqating rrith
grcup coDcePa,

2. Doscribc a3pects ofFrfoaDalce rcla&d to f||.m comDitmert th|t fcll shon of cxDcctatioo!
during tbc cvaluation period

3. IDdic.& what you believc should bc your kcy p€rfotuDncc cxpccratioDs rclatcd to tirm
comlnltd|elt foa tbe D€xt cvrhBtiotr pcriod

Rcvilcd l1/2,1/04



z

ql

q,l

z

t

:

I
*

E
.90

! €

i , *
+=
S F
9 S
h i

9l
zl

z l

<l
>l
Ir{

$

E
E.e

|  +et
I E.!
|  3 S

I  E s
I  s {j  a :

I  s*
I  F s
I  s ' 3

I  E$
I  E 6
I  i 6
|  . = . S
Et !  $

fl$E s
EI€fE
ilF:,ru
d} EE
9-* :  S
crtq E \

l

E 9

I t
\ i

.a..s. I
s E  I

i i  I

5 g €
i  s t
S  S ' I
F i.!
;  ! €
, i-: {

l s

l !
t - .

t $
l ' -

t 9
t " .t s
l . s s
I  E :

b . s
t E

it : € g
Flg *'€
d x  P  - r !
6t . - . i f  6
|]t'i.3 t
' | -  4 , 5 '

H$gs

s

i.e
x E
$ s
: -
r'--E
n S
s €
g s
s ss :
d 6
t ' s
E \ . 1s 5 r
!  d . s: \ s
. F K E
E e,$
qsr

*{-**€

. R  F
E * €
E i R Iss s
! e €. i s  Is s E
r G E
E E g
E . 9 t r 1
! { 6 3 9

$*:g
frEag
t l t l

EI

H g E I

d

z

z

A

z

3
rJ

th

g

€
!

lrl

s
i'

E .i'
s $  E
-: €'$
S  \ s '

$$s
$.9 s
t i ;
. " r E E
s . (  F
+ u !
; f {
$-t -t =F= xx-{
: s i i ' ; 6
:  6 *  s
r s S E
€ ' 3  s  \
s iE i
9 1 : :

!EE*E

FI
2l

>l

9l
ll
: l
EI
(rl

_l

o
z

z
a

fl$i
;t+:
3$€



ll

tglz

ti
t8
lgE
I'

IEItrt

ss$$$g,F-FFFfiFEE
\J:i--

a,c i <:T

llllllrs
bthFFFhFrF I I I I I I ln"l!

, lr kkblff
EE HEEIg

16 lN)

l$ t€
l-lo

l-

^ lr.,

itf

lq,
t5l'{

|g
IHti
tz

l3

t;lo

l5

A6'
R:
<:
*5

92
\vR

:

F,

*

al

i''-/
E

L.i 9r q-

g€€

lF!
I>
tet>

tz

l3
IE
lcl>
t;

I



o

-

i\ Fro

! $fls i !.1|t
iF 5t;
*.*FIF

J S tll
!- € lFl

€;lFl o S.|: I
t i lsl
Silrl
3= | Sb I
g{ I
={l
$3 I e.^ |

s€ I
-{$ |
ia I
di I
$D I 6l

IF
IEls
IE

,t I
ill rtl
il lz
;t t>
itE
ill- tl
tl tl ll
 
tl
tl tl tl

tl tl II
tl

tc
l-
I

L€
z

o

lgtg

t2
lt!

lE

| !lo

$58 icF
$*t:
$$Fl slt I
xt
EI

tl
ql

€l

s$ri$
$FEii r'3$13
;,g.*$

Fssi EF$i *g iE'� L'9 *

t:5.
!*d

E+i :T.;
iEE ns$6

\a cr

EsS : l-c'
e€> b; s
{ E:$
F,t F 5\Y

;gi
ia3.
x; da

iNFi

F+
E€

s!
9!

s.
q

$sEH $i$l; gs!lE
; $: tF1
| ":- ilil
: sl3l *€ I

.*: I
!i I
3i I
6- Sa I

sR I
n= I
.3C I SlE I

d. l
dl --l
dl

dl
*l

s- i-
!-. F q*

i4!
lE X
.8: E 8d,q

F.:-'S
i- RS id

FI
:!

o!i
Ei
k*

.F.F
>s t-i

:.I 6F

6
\

\
$

t
J

Itr

3s
6'

a

tESs

l;rf
lFgs F? ?I E S,;l
iin€l
e;;l
tF9l
;F $l
g' I
*t



||t,,

FFFFFEEE _t:
H H H H HFE '

sss$g'gsgsgr*E

 t

ll
lE ts
EE --
lo
lz --'

I
s
-
n

tttt [[rI
t.

t-tsk
r(, ls 16

t<
t>
ti-
It

12

E
F

Yg



3
z

F'

vt

t!

ggggFg*E-gFr
ggg+uF'EFfl*FF

iFFg#flFi#
g,gFggFgFF
e s3



!
o
o
o
o
oo
o

!
4z
c!
-
!
m
v.tl
o
3
zo
ltl
.
m
oq
,
man *F*Ea*

F F'Ff s I 9.e
$ $ .sf
EFE=E g e. 6s
5 f 6d
egFg
# 3 g3

l3
t*t:
ID
t; lo
l3
IEto

E

9o:J9!9|irN:-

gAg ggg gF fgg gi$ ra
F Fi E$A EF 

'Ef 
F$F i

ggF FFg i$ fifE€i
E I sgg g€ iF gEF
g E 5e g +rFflg

F99c)c)
tqEss iix=6
E *ese
9,9E. g
Egq de
6t u ts o.5':12

3s ls r'6 lE
HF'<
Fit oo
FO
b'*
5it
;3 lo

F9

'n
oo

o
o
d
(D



!
fr
=
c!
r
!
m,
.tl
ov
=

z,
om
=
m
at
c
vm
at,

o
o

3t, D

o
!t
o
o

Io
.tl
o
8-
tt
*ru

tg. to
l=
lg
l8t=
toto
lo

t;

oo

oo
(D(D

5!L
o

qHFg€F
P E =E 9 aoo4!r-

iA$fls
$gFgEF sEgPslE
,g=Fqg F 6:.t'<
ord6'

t$ ? TQ ]
Edd- f..,'t
ga

€s 9=
td (Do)

*Po;
o5
s.x
a=

8;
oo
qd
dol
g6
o6-

d9

EE
=.o
8e
8t _(D

91 6

=a
0e 'd-a

r<- o
r(D

o<

/2. -6

-o6
cQo(D
JI

:o
il^E t- -o-

gq. 'o

I!t
d8

q'g
+6
+d.
vo



!
o
oo
o

o
0
o
o
o

o

l3
t*
ll
l3to
lo

lB= IPlo

>T

=: =
a;

!,

o-
m
oo
o

o
2. o
!r
o
(D

o

i.,

o'
@
o
6'

5-
q.

m
o
6' o
(D
o

o

o
=

m! > !
Fd g o
xo' x, v 4;f x :
=i q !,

6A id 5

t-'.

U(D-

a.J
--' u)

S. cl
qs'
0,

!
u
z
Q
!

-
!
mu
.tt
ov
=

zo
lt|
=
m
v, c
vm
o g$F#$ 

$g $6 *$ 
ffH ,

$qEEgfl5sd'F$F g-"ii€ F F { 
d Fr

EFalqHe a -E eE
3'aff-$ E E -=



tt

t
o
GI

aa t!
IE
tg
IP

lo

h=
Elo

>-E
t2. 7
e0:
rql

!, 5'
3.E
U,6

6=
EP

g. -(')
gx

=
oo

4. z
a!
r
mv
.n
o7
=

zo
n
=
m
o
c
2
mo

st
Oi

ed dq
eaF =alE
gits xdle.
6c-l@ ::'K
63
9..

@

3o
6



!
4, z
a!
r
!
m
v-'l
ov
=

-
om
=
m
o
c
vlrl
o

!,

o
., E(!

=o
-? o- q!t

o@

2e. a-

l!
lg.
t9tt

IP
t5

|83 lo

t5

-- :-Y

5 =-'

r (c,n
@_-
n 6)9
=: o-
J !t ='
"\ Aj

I 6o
i6c

!t
o,

cl
o

o

f,*EgF3 $g 'F 
F.'$ gHu,= s e sasH rflmmtmlE

q E 4 $lE
E E F FF 9,9.qq
gFSF
dF54
Egg€

,:96'
==l
3-



o
ot
o
oo

o

o l!
t3. lo
t3
to
to
lo
IFll,
lo

to

!,

!)

I

o

(cI

le
>(tr> o'co
gE F s; < ,P ='s

a*'E

-E-9'
q:'
a<
{E

6g)
!o

d.g
d6

s,
>-

8i:
o-

I!'
o- ;:

!,

=

-'

!

!,

rE$$i$E$EsF + F E E zf a Es 3F iidieiEt gFg lF rFF€ri E s sE fi'B$f F€A * srs = 5 <g 6 alt l,

a d fi+-3F 3. q
fr gE?s I g $

gSeFs s E
EA ;i 9' -aH

!
4, z
a!
-

m
F.tI
o,
3
zo
m
=
fl

o
C
vFI
v,



tl

o

o
t!
IE
|a
IJ
IP

lFl3
t@

IEt=
to

N

! !x
x xo
o x>
o <H.
o 60

E =a
-:-i

EE =x l,ii

]|
3

g
a. o
0,

--

on

=9
qr :i
x(D

d

o
o
l!

t
6'
.D

l=to
lll
tg'

le
lq.
It!

E$c F$ F$ gg gB iE "it g Fg if "F F$ '"i s e ;9 s e Fm rn rr

$+flfls#s
frF aHirF B�+#gg,Fg €9"3F a

o)

ii ="3 o g=
p o!
E ge

I i6

{ -{o
J a !..

o -n
€ YR
P 4..=
ii -o
po

o
!L
o

4, z
I!
-
!
ma
.tl

ou
=

z
m
=
m
o
c
um
U'



'1,\E lueu oldura ur gedxa uz aJ? no{ lsql ecqou aldoad " gli ol sastc ,rnotr ;o e'rour ;o euo-ul
pa;e1irr qSnoia aq pinoqs areril aurp Je o s,Ioded lurol .qt Jo IIs ol ll puas pue .s?elor ssaJd ?
4F,tn 'rtu1 fuet t t"idura ur ,{.rofta 1uu cgruSrs " e sq no.{ rurq fre X scrdol palqal-lueur.doldure
lrloqz s.radzds-arreu izcol ui salcq.rt elu"rrr pue sdnort flunuuror Pue uazqrc o1 lveds o1 roelunlon

'scrdol.{q lutu,{oldura uo sepnb JoJ nod
01 euoc llt,t,t s;e$oder Fcol eutl Je.ro l"tll PurJ llr,,rr no sra$Bu palqer_luau{oldure uo ssald
pcol eql p.tn uorlvpossu rzq .rnof, uae-aa4aq uosruq a se e Jes ol Jaalunlo1 .(3Jaue pue flJllqls.l^
i""i,tq,ri,tmq lir"iu,loldurelseq eq1 e,re nod leqt e^ellrq aldoad oleur 6nur no1 pezlszqdrue'reao
,q pn,ir" ,tou"1pu1t*f ino.t ur gedxa anuJ luaru.{oldure eql se rrarorq Suraq Jo a.u€l.rodul arll

dn SuPPedS 'Z

'sauqPsep .sFcrpouad lug odu{ eql Jo " raquarual Pu? _ a1u/( PUB alurtl
'alu,{\ pFoqs no nod raquraurer [r.^ eldoad ,Jout aW'luud ut sr€eddB rurzu Jno,{ arou aqJ
s,.i1u"i go paeu 1zet3 ur a;iz slucpoiraa iso1,q [a.{ se sJodedsaau lecol roJ selcrgs elll,t\ ol ,fuI

'uoIlEJnJJl) JpL!\ qlL!{ sl?Jlpourd

Jarlp roJ lsrurunloc l"3rl ,{Flluour ? euoteq ol uolletllur u? 01 pe?l lq89r 'wnl ul'lBqJ
'raltels/Aeu s.acraturuoc Jo raqw"qc Pcol Jno.{ roJ dll"crpoued elu-tr 'aldusxe rol Je aq 0{l II3
tsqluour aalil ,ro ortrl fra.\e tlotl.rs us alu,t\ usJ no,( JI PIJrI .rnol uI suor$tnb $aldul$ erll ue e

,ra.trsuz o1 a,,rrsueqarddz aqllrlv. pue ean PzA larlrds tr're,'t e ur oru no{ l"r{l rnlsei III \ solawg
rno.{ pueJ oq,{\ sJafn q $oW Ja#els.,i\eu rPq l"Jol Jno,{,ro; uuc no,( sz tr11uenbe,r; su sap9'rz
e1r.r11 .tr.e1 1ueur.(oldurj ur gadxe faq aql are nof, 1vq1 alzcrunuuior 01 sa{4 1I lsqar op 'lsrl

.{le^Isu.lxS eluiA I

'r,,rr1.ro[qo stql 3urnarq)B Jo s?oqteur lErr^x e.rz eraql ptlutc:ds l"qlJoIultll
dfi"cr:lsuolnB I .,r\ ,{eql 'regeu.r palqa.r- 1ueur,{oldurJ u9 e^z{ BaJE J no,{ ul sra^,{Bl lsour uaqa laql
liia"elc puz liiirsam'lad os Jlesraq ro Jlasulri la{rsur ol tdua E PIrDqs red.{€[ lueurdoldrue uV

'sre.{,{\Bl rar{}o uroq slts.LlaJar eprlllnc ol st acrlcsJd luaru.{oldue u? F{r"ur o1,{4.{ $ars?t aqJ

esod Y Iaol ^q

ur.rr:'@Zzaq9ffi !:Jtzut'!
ffiffiJfr.rfrffi-qFgeA

€200-62, @99 :uturrersl/OgcE -ZZ, @99 :"uoqdePJ
ggrggp '{aual 'ta11J 'IfIf f,rrtltrt

z9I xog'of,
eur7 &tV1oy 992 7

s&HO atl q quqJnsual 1uauattuY147-
'ctq ?4"!nssv 8tfiN 

'Y 
leol



'dno'r3 uorlercossu ePe4 Pl$lat
a ro sreu \o sseu$nq Jo uoq"lJosss lgcol Jo l?uollpu z urof'sarl4ua ssaulsnq Jeqp lo elaodror
uro4 slrJJaJaJ ssaursrq JoJ 8un1oo1 arr nof 91 3uplaes ere no,{ uo4elrdod luaqc eql 1a3,ru1

juaA no[ 'Q![q!s! cqi eA tfcs o] 'regu.eur a ltnf pu 'Jep?eJ e cuoccq ot ,ltJ

pus ltsabtu! pat a etsq '(Jpryoa no.{ qotq,a ul uottszueSto us wofe(a lv

: \olloJ
ol sollrr cBrssq o q lsBal l3 aJ? e;tql 'ecqcad rno^ qoulord ol nortgzrueSJo ue g urof uarltt\

suoll"au?8Jo SuMIoI I

( no,{ .{q ue$u,t\ sSurql os p"er r Bq I, ro cnod ltroq" rlcnw 06 PJgaq e Pq I
'q6.'trzs uosred 1zq1 a,rtq 01'auoaruos ol pecnporlw tr" no^ utq.l ' Ids" plnoqs no,l saP€locca
pus 'sserd rql w suorlBlonb tse{caads 'sSuqua Jnof q8no,rq1 eurzu rno.{ pee,rds o1 anurluo3r

'a8J€qc 
Jo .3,rJ pelnqu$Ip r.r" l"ql sanssltls,rodureluoc q1r.n 3urpep slucrpoued

asoql JoJ elulr{ ol .ol'osIV s.$al.r esoril luud ol .tdd"q aq d "nsb Itr./r\ pu8 sluaplsoJ I?ool
Inoq? sarJols sseccns qsqqnd o1 a1q spcrrouad ;eqp pus sredBds^ au Pcs[ as??lal ssaJd ? Ino
puas ol oJns aq 'wt\ol go 1no qcaads t 3ur,rt3 a.ru .ro pu'rnof z ur SrtrI.l�eedde al ie rr9 a eq nof, lI

'pe1z1:.r luaur,{oldurr ere teql
salcqrB.{us lnoqs Jotlpr eql o} sra*al a+n A ref^{q 1ueu,{oldur. rraql sz nod paeu qualdrce'r eq1
dq.r,r. azrcrlqnd o1 slsq 8ugruur acrorlc o-ra4 ro euo pus quarlc a 4codsord 'slutllc Jnof ol I puas

lur.rdar a aryur,raluud ? a ?q 'sessc rno{ ro no,{ gnoqe uagurtr olcq.re 3ur1se.ra1ur uu 1a8 no,{ ecu6

'Suqsarelur

pury lparr ,relroda,r z lgqlt\ ^\orDI Jaleu no acrp€,Id erpue rno.{ Jo sa6'9c rno,{;o aoutcgruSrs
'r{l SurssncsJp sr.d"d 1zco1;no,{ ol sastala,r ssard pues $eJrlw rep"ar ur riSrq aI? senssr .{lJFq"sJp
pu? luaurssBr?q pnx4 ,larcos s,.{uPol ur sradsds-.(au [es sJa$"ur lueu oldua a Ipco^oJd

sJad"ds^\eN garv 8ursn t

'lue e eW rzrJllqnd ol $11 Sugrzur s,,raqurzqc lzcol aql osn puz 'slua{c

a rpadsord pue tuerrnc Illof ol sJ.fU pu.s'srededs \eu pcol w lu.^a aql aslua pB s,t" \JV ilzJJt

l9nuuts u€ lr .)lsur 01 lue^e orll Suuosuods-oc s luq1 uoquzruz3.ro ssaulsnq Jeqp ro laqru?qc
eql8urcunuoc ,raprsuoc'crlsursnqlue sr uoqed!4F"d .cualPna oql pu" poo8 $ acuspue$s aql JI

'{l"l arll uI no,{ ulofol - rolrladuror ? lou lnq - PIaU rno.{ w,&uoqln"
palcedsar € elr^ur 'u"c no,t .ro,lauat111 saapuag" aq1 roJ slusssrorr pu" eoJJoc loq ' e r '|sell€oJq

rldurrs € rosuods {u"q I"co[ B ro lapq oql a sq 01,ftI J?ulruos aql 3uuosuods a^lacal [I t I
^Iclqnd arlt JoJ .3u"qcxr ur uroor rsurures aarg z qlt{r no.{ aprao,rd Iepq I"col e a €H . ocrJJo eql
ur pu - urooJpog aqt ur xago ,ro ,peng 3urga5 pro,ty o1 s.{u76 69, s" qcrs .11q,{dduus z pe33ng
'ecJeururoc 

Jo requrgqc lrJol Jnof e{[ uorl"zuz3Jo re{pus q$.al ,{ Burl+do 'Jsulures € azrusSJo

z

sJ?ururasJlesrnor(-lr-oo'E



-uraql pue; dyur sluarlc 1zq1 os ruoo.r 8u4ru;tr
s,urrrJ ei{l ur .ro acty;o.rnod uI ue rr,rr a,rzq nod 1241 salcrg" Jo slnopu"{ oluru osl€ usc no1

1a,rl sr l.radxe .u,21 luaufoldura ue se san1.rra ,rno,( 1o1xe sargzd plrql lzqt 3urmoqs acry;o rnod
w sSuql psal 01 - snounc A.rel puz - aarlurca,rddu d,re,r a.rz slue4c'.{\4 +uaudoldua w Iadxo
ur erz rlod 1zq1 acue.rnsst ,rno,{ uro,r; lrudy eluorJg,rac zdda; upg IrId Jo suoldlp f,u? PFo { nod
sr uraql,tqdqp f,1lu:uuroJd ptnoqs no.{ 'plarJ ,rnof, ol luecqruSrs q?Llepur Jeqp ro suol1zlcorss
u,or$A\q& 'suorssruruloc s.uaurolr\ 'suolsstururoc suotlsler u"u.rnr{ uro4 sel"otlFac ,{u" e.\"t{
noI Jr 

'aJoJareqJ '?'{q turur-f,oldure uI Fadx. ue e,I? nor( t"ql psJ aq1 peU.J pl4o{s ecr}Jo Jno

sduldsrg ecgy6 Sursn 6

'.radmv1 
lznpnrpur uu uBql J.rI1sJ rUJIJ ̂\q " Jo aru"u tql [Pc IIn

quarlc a,r4cadso.rd du"ur t"ql 'Je^eaoq 'pur; graa. no1 .ra38rq,rag eq lI.| spy.sra'{r*e1,{uuur 1e8IE
.&a eq lou paau pB aqI '-it\pl lueufoldure ur esrlredxe s,ru.rrJ 'rno.{ Swstuej\pg 'aurzu s.uulJ Jno,{
qlLr\ p" paxoq flBrus B urrlurcur o1 d,r1 sa8a; aoJIaA l"co[ aql ur sr€llop tur-srue pe eutos pu.ds

saSz;,rro11etr eql ur 3wsrgo,rpy I

'dzar ;nof, auroc ,{lYrque,ra
III r slBrraJar arour eql 'srs€q ̂plee-^ ? uo Wy p"relur nod aldoed e.rour aqJ sacu?lw?nbc" Jo
e1c,rrc.rno,{ suapr,tr. oslt I pu" - sluepuodsal eql Suuuasorda,r xoql llJ€lncrg"d - sla,{r\a?l 'ror{lo ol
qlqs uorlyrp3au rrrzl luaufoldura rnod JJo ,{\oqs 01 trlungoddo uu no,{ sar.r8 3ugzlpaw ec-I p!

lzcrlcz,rd .rog spnpl,rlpu! eql tno j.o6 ot a^?q no{ ueq-tr no.{ dlaq lpn sreef aq+ ra,'o urzluwur nod
l9rll sdrqsuo4"leJ aql'no.{ o1 sxzc .re;ar 1ouu"c,{aql allqttusJeclJJo scuzrlduroc pue s'ro1e8r1saau1
,{J)l slr Jo auoa qtu.\ esolc ,{IJI"J euocaq usc nod 'sr"e.{ [aJe es JoJ uoqces lueurdoldura
aql JoJ lsllaugd B sB a ras no.{ pu? uolssruruoc suo4sl.r u?ulnr{ e seq ec4czrd no,{ qclr-l r
ur r(lunoc Jo flrc erll JI uorss nuoc suorlalal u€unq elp$ ro lucol .rno,{ qlv'r ,{ururnqc auroceg

Suuaalunlo^ L

'no.{ ol auoc -[sur sl€J,ra;e,r ,re.{,nel s,.rzq eql ;o .tuzw os 'plarJ Jno,{ q lledxo ai" ot{-at sra,{l\"J rer{p
n eJ er" eraql tBql aq llh{ acuelredxe,rno lsII IeueJer r.d,. sl lecol aql uo ,Je no,{ lew aJns opr'V

:6q 1e.us.;ar .redr'rz1 leoo'J 9

',{lprcads ,rno,( ur s.re1{,t\q reqp qlh{ suo4"zru?8Jo
ur ,r(3.raua qcnur sncoJ 01 lu9.{\ 1ou ,tuur notr ',(Iurv; .ro 'Surlooqcs 'euori lz clcluuoc Jo
asnacaq eurl peluql a Bq nod Jr 

'pusq rarJp erll uO nof ot prJreJer esBc t"ql . 3{ ol q "epl eql
pue teszc z urular louuzc daql dq-al suosze,r Jeqp Jo slcruuoc a ?q sau4t lz 1yr'r r*q luaur.{oldute
Surcrlc"rd sJedM"l raqlc' a^"q no,{ saJ,rnos p,r.rege,r yzquelod ow aql '.t\orq no^ sra,{^tBl
a.rour eq; sa3e,luu.,rp? lnoqlr \ lou sr '.urrl 

Jo lol " puads ol 1u€ { no.{ rirnl,{\ uo anue^u us eq
pu ,t"ur lr aFq,,i\ 'plerJ luou oldue aqt ur sra.&{€l leqp qly( Pe+"Fdod uoll"ausSJo u" SuIuIof

'suapl^ sacJnos l"'r-teJal Jo lood tql aJour eql puz.n'orq o1 1a3 no,{ eldoed a.rour
aq1'ur e,tqcz e,rz nod suorl€zruuSJo aJour arll'^lsnohqo ^{orq ssard IBcol aq1 1el'uorleaue?to
,tu, ur JacrJJo ua euocaq no,{ JI qa 'uorl"rrossv JBg u"cuauv aql ut e rlc? euroreq to 'uollgtcoss?

r"q rno.{ Jo pJ?oq e rlncexe arll roJ u1u 'sra^,r q raqp uro4 sl€xeJa,r ,roy 3ur4oo1 art no.{;1

r



'no,( o1 seszo.reye,r o1 uorllsod s fi aq r { trJo./tr
rro,{ uroqn q1u* suedxe luctpaur a4l a{11 'r(ar{I sprocar alaJodJoc Jo ssaupunos erlt ̂\or^d Plnoqs
pus seszalal luaufoldure ur a3"n3uq aary-xe1 Surnss ;o ,fiqrqrral aql uo suorurdo no^ a r8
plnoqs sp4unoccv c,rlqrq p.gqJal IIa \ sz slradxa.raq1o sesn'esrnoc yo',ra,{r're1 luaurf,oldura ug

'sl9,r.IeJeJ

luarlc Jo secJnos Ie$ 

 

aq luarjl q1^i dlqsuo4elar 8un1,ro.tr' poo8 " qsllqe$t no,( Jt 
'urc lc€Jalu.

no.{ ulor{,{r {I \ s$rdwarll l"crsl{d pu" slsr4"rqcdsd 'sFlSoloqJ.{sd 'su€IJlsdqd eqJ uoq"urqaP
,roy w qcns 'seSeulzp e rlrund pu? 'lueusse,req 

lznxas 
'firpqzsrp ol SBr+BlaJ saa"c ul,{Ifutulurord

aln3ry deql ecurs 'suadx. pclpaur qlk\,{[. Isue1xe Surlyap eq pr* nof,'Je.t^{sl luau,{oldu.Ia ue sV

'spr.r.J.J 
Jo ,rrnos Jlqeqar e ouroc:q trlqzqord

F11rA daql's edxe Jo d,regzq r qlur drqsuoqz;a,r fpeels ' poo3 a qs4qzpa no,{;1 z'ro;3 ecqcetd tnof,
dleq oslB u8c,teql lnq'sesec rno,{ dleq quuorssego,rd .raqlo sre uur ̂iEI lurur^oldlua ur sIrloc
aql pu? slueqo rnod'no.{ dlaq 01 qsuo6saJoJd aprslno paau nod uaq { s.ur4 flq"!J? ur eJz r;aqJ

sleuorssoJord raqto ril&r 8upPo,$laN OI

'sts9q 
Puorsgcco ,ro errllno;r 3 uo lno lua6 ar" luw sura$ rorllo Pu" s+urtlr 01 lsaralur Jo selcw?

Jod"ds^reu'slllq li$ { pesolcue eq d€ru ernqcoJq Jell"urs ar{I ecrlcard eW lnoqB ua$F^{ e aq
daql lgql selcqJ" Jo lnoploJ " pu" se^lesureql lnoqs uo4rturoJur suruluoc 1tq1 a,rnqco,rq .ra8ru1
euo tseJnqco,rq orwl e,ruq sdau,rogu luaur,toldup eruos eJnqcorq rurlJ u a Bq oEB plnoqs urrrJ JlIo

b



'"crJeury ur oq.A\ s,ol.L\\ ul pels4 sr puB luaruaSBusl l acqc"rd rl\sl Jo sxelloJ
aq1 w ^\olleJ " sr ssou JW uo4"rcossv,rBg uEcrJeuv arll Jo reqularu al?rcoss" ue pu"
'uoq"rcosry I"g {Jo ^\eN aql Jo uogJas scrurouoJf, ar't ,uo4"rcosry uorp4rqJv u?cueurv
erll Jo Ieu"d IBuo4aN aq1 Jo Jeqwsru " sr aH 'uo4"rcossv r"g uB"ueruv eql Jo uo4cas
lueuratsuuw ecqceJd nq aqlgo dno,rg 6aJe1q uurJ eSJsI-?.4xg puu a8av1aq1paxu4l-o3
puB aallluru.ro3 JaSreW pu" uoqrslnbcv e{I paJr"qJ asox 'rW rs,rra-{ a,rr; .ro; .srFtrolrortr

7 quaureSruryq urrrg ,t\rl uo sdoqs{rol\ ? aoualaJnoC Fnuuy eql Jo JolBulpJooc aql
sr aso[ 4 l 'uoq"rcossv .r"g u"cueurv oqr dq peqsqqnd .i[qJ6=5E57,rd  

II rq spr.spuyls
-EfiFEqTlfrfiqTlliEfroi;itr Ud"rEouour ?qt Jo pu" uoqBrcosry r"g alAS {ro ^\eN arll
dq paqsrlqnd ' ,{ooq erB Jo roqtn"
Su4nquluoc z sr esoX JW 'spulnof uoq"rcoss" 'rrq 1rcol pu" ela1s JJqp pu" acrJJO ^\q aql
8ur8zuv141.roy pnur1111zg-ac4u]rg aql r,raA{l rl pcqca.r4 a41.1uaura8zuat{ pu" scnuouoql
acgg6 rrray 'luauraSeruP-w ptq rpu.rnof ,{Iaq sela8uy sc1 lsaurrl p8a1 3g uolturqszl6
l"uJnof -.(q puo4"N aql ur paqsrlqnd selcru? snoJerunu Wq s?q paB pu:nof .na1
IJoI ^\JN aql roJ sJ[uouo4 puu lueLuetuuull arrttg ,tru1 uo ;sruurnloc lsent u sl asou .JW

'sJosr^pv lueueS"usw lueu4J"dao ̂\rl Jo
pJaoq aql pu? lueua8zua111 puz scurouo?f, acrJJO ri ".I Jo pJ?oq ,&osnpB arll Jo J?qlueu ? sr
eH suorl9rcoss" J"q l"rol pu" q4s Jeqlo ,{u"ul pu" 'rlnlrlsul ,nr1 aoqw,q eql ,uoqaycossy
rug qosauuS4; aq1 'uoq"rcossv J"g Epuo6 eql 'elnlqsul JBg "tuu.tJdsuuag aq1 ruoquraossy
ffg a14S iroi ^\eN aql 'drqsJep"al pue luauraSruyy; urJll ,t,rrl uo .ruurureg .re4nr'1
u"cuaurv eW 'uoq"rcossv,rag u"cueurv aql roJ Jarnlcal " ueeq s?q eH .sJed,r\?l uJa^\laq
pua Srlowa surelqo,rd Sunlosa: asqJedxa plceds pur slza,qa,r Su4cnpuoc puz Suruttzld
eJuauedxe elrsualxe s?q aH 'secrlres p8a1 go tu4a>1.raur pu" suo4rsrnbcu pu? sJetJaur
Jo &ltlq6ts"al aql 'uoqusueduroc Je^.r\q '8uuu"ld Flcu"urJ prr" cr3ele4s .uorleauy8to
pur luaureSauuur u.LrrJ ,.("1 ur sluaruuSrsss Suqlnsuoc slceJlp pu? surroFad eso1 .441
'sercueSa 1uauru.ra,ro8 pu" slueur$Bdap ,rz1 ele.rod,roc tsur.ru ̂t"l elBlr,rd r{1m\ 8uqlnsuoc
ecu"uadxa Jo sr"ef Ot sBq aH zruz,tldsuuad 3o dlrsra^run zsseursng 

Jo Iooqcs apnp"Jg
uopeq.i\\ eql urorJ 'Vg'l l uz pua d1rs,re,rruJ1 TJo ,rJN uro{ S'g B palr?cal ?so1 4l

'.(asraf ̂\eN llrH .tr;aq3 ur paragenbpzaq I tadocs
ur puorleu 'uu'IJrJ aql 'uotsselord 

IsgeJ eql o1 sluvqnsuoc geutaSeueut.crq .celrrcocsy

? aso! 'V 
Iaof Jo luaprsaJd pu" lu4lnsuoJ luarua8zusw p"Ulq;u'eJ v st any .y 

Taol

sEI-FI-ITndrF



€Loo.6Z, OSd wd . ogoo.Zzt @sd . stst.r'ae(O0P,. t00€0 {.@I dN .ll!H l(@{J.z@r 3!tl6d 99Lr .z9I wg'O'd

'IiINNOSUTd'�MflCVNw.iI dO JNO'{JJnUC'�iru

suonsJ[muruoJalal .
Ioddns arF erd.

8ulssaJord qeq pue prol\.

sassgcof,d lro Nollwilomv

Japloqe&qs/&uued ol uolssaJ8ord.
serE.erd tupFuceU.

8qulerl prr€ uolrenF A,o sporFay{.
uopesuaduoJ raqto pue $FEFS.

slldvJs TvNolssildoud - JMU{do.Ia^aq uilirf,v3

&Erqn.
IrnPord lrol\ ropd Jo F^aFFu Pue uoFuaFu sProaell.

strels^S r.I{rltr pue Sup.apq 'AuJJr.J.

uopeuuorul lu.Ee8euel4l pue Iepueuld Jo uoFe4lFn.
sulers^s Sqllg pue SuFunottrV 'Sqdee) oog.

qo.quoC lsoC Pue sProf,?U ̂euor^I Pue au4J.
sp€olruo^\ Aeuolrv pue sarrsr{ luelC .qt ro, qoluoC.

sfiunoirJoud ll^tlvuJslNlt{crv oNv sI4lalsrc lvIcNvNId

suuu patuaw eqr tupe$arq.
suuld ratueJ turjsnFAg puE Sq.tpuepl.

s.Pnls ,{rrllqFetd.
sNotrlsloocv cNv sugcufl {

ql.trorC Parteford Pue
pEeqJero ,rgord rot Su.ruseld lquaulasrnqqc puB eurott{ Jo sts^Fuv .

sepllod Sulllg pue saad.
llralC puE ,{e'I ro sPlard tqd 'ra]|{E I ^q g�|Jnseu tFrlouotg }o uopenP g.

qseralul ,{Je|a!.rdord to uopenp g Pue queurembaU lqIdEC .
suopqoedxa eEoJtrI Pue sueld SuItIJEfl ,sa,|^rq.

ac[cvud lKw do sctr{oNoca

qlrorC pepaford roJ qapow rarnduoC.
qt rotC rpl^{ sualqord PllE seJgJO qJuerg '$afueI I.

ruau.Seuq l drtPno FtoJ.
s8upear l rerDo pue qEeJlau.
seq res FBa.I ,o SuFe)FsI^I.

s,€arv atF €Jd,o aulaSsuen.
lueutaieuel l Fpueu!{ Pu€ e peDsFry[PV retueura oC Erld.

cNINN\nd ACNVU CNO'I (INV NOIIVZINVCUO

sa4tk) n al 01 slul,4sltlD 11r2ur23e1t'W
'cNI 'SaJVTCOSSV A SSOU 'V'IjIOt


