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Register Now • 888-224-2480 • AmericanConference.com/LFleader

Law firm partners and professional development experts from leading law firms
will provide insights and executable techniques on how mid-level and senior
associates can develop a personal game plan for success and how to:

• Evaluate career goals and partnership prospects

• Improve leadership style

• Take charge of cases or transactions

• Gain partners’ trust 

• Build a book of business

• Become a revenue generator

Featuring Exception Faculty From:

Arnold & Porter

Buchanan Ingersoll 

Edwards Angell Palmer & Dodge

Goodwin Proctor 

LeBoeuf, Lamb, Greene & MacRae

McDermott Will & Emery

Paul,Weiss, Rifkind, Wharton 
& Garrison 

Sales Results, Inc

Sullivan & Worcester 

Vorys, Sater, Seymour and Pease

Wisnik Career Enterprises, Inc.

and many more

PLUS, DON’T MISS: MASTER CLASS ON EFFECTIVE PRESENTATION

Communicating Your Expertise and Using Speaking Opportunities 
for Business Development 

Wednesday, November 15, 2006

American Conference Institute Presents

Business development and leadership strategies to take associates to the next level

LAW FIRM 
ASSOCIATE LEADERSHIP

SUMMIT

EARN

CLE
CREDITS



Becoming a successful attorney takes more than just great legal skills. Success depends upon
proving to your firm that you are a manager, leader, business developer, and mentor. The
years spent in law school and as a junior associate don’t teach you these crucial skills, and if
you wait to learn them when you make partner…. that day will never come. It’s critical that
you master these skills and distinguish yourself from your peers now – as a mid-level or
senior associate. 

Unlike other conferences and training programs, ACI’s unique, interactive program will
offer you practical, first-hand advice on how to focus on your career path, become a good
leader and maximize your value to the firm. Each session will focus on real-life situations
and case studies to give you valuable insight into what it really takes to succeed. Regardless
of whether partnership is your goal, our experienced faculty of law firm training
professionals and partners will help you gain the skills you need to develop into a well-
rounded, successful attorney. The topics to be explored include:

• Creating a professional development plan that keeps your career on track

• Overcoming the leadership challenges that you face as a mid-level and senior associate

• Acting like a partner: Altering perceptions of yourself within the firm as you move 
up to partnership

• Making the most of your relationship with your mentor

• Establishing your niche and becoming known for your expertise

• Grasping key business development opportunities

• Honing your networking skills

• Raising your value in the eyes of clients

• Marketing yourself both inside and outside your firm

You can also add value to your attendance by taking advantage of the Master Class on
Effective Presentation: Communicating Your Expertise and Using Speaking Opportunities
for Business Development. This session will offer proven techniques for enhancing your
presentation and communication skills. Plus, you will learn how to apply these skills in all
types of interactions – with colleagues and clients, and in business development situations.

Take this opportunity to get the information and play-by-play strategies you need from top
law firm leaders and training specialists. Delegates will also benefit from the extensive
written materials prepared by the speakers especially for this conference. Register now by
calling 888-224-2480, or faxing your registration form to 877-927-1563 or registering
online at http://www.AmericanConference.com/LFleader

WHO SHOULD ATTEND

Develop the Skills You Need to Transition from Being 
a Good Attorney to Being a Successful One…

Accreditation will be sought in
those jurisdictions requested
by registrants which have
continuing legal education
requirements. To request
credit, please check the
appropriate box on the Registration Form.

This course has been approved in
accordance with the requirements of the
New York State Continuing Legal
Education Board in the amount of 12.5
hours. An additional 3.5 credit hours
will apply to workshop participation.

ACI certifies that this activity has been
approved for CLE credit by the State Bar
of California in the amount of 10.5
hours. An additional 3.0 credit hours
will apply to workshop participation.

CONTINUING LEGAL EDUCATION CREDITS

Register now: 888-224-2480 • fax: 877-927-1563 • AmericanConference.com/LFleader

• Mid-level associates 

• Senior Associates

• Junior Partners 

• Professional Development
Directors/Managers 

• Practice Group Leaders

• Managing Partners

The speakers and
agenda for this
program will provide
a great opportunity
for senior associates to
learn what lies ahead
in their careers.

John B. Rosenquest, III
Partner, Edwards Angell
Palmer & Dodge LLP

• Focus on Leadership

- Finding your leadership style

- Honing your leadership skills

- Uncovering the leadership challenges 
that go along with becoming a partner

• Career Planning
• Project Management
• Law Firm Finance

• Focus on Business Development

- Marketing yourself internally

- Promoting your expertise externally

- Finding new business opportunities

- Maximizing relationships with 
current clients
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TUESDAY, NOVEMBER 14, 2006

Register now: 888-224-2480 • fax: 877-927-1563 • AmericanConference.com/LFleader

Leadership and Partnership

• Developing an owner’s mentality when it comes 
to management and leadership of the firm

• Changing the way clients view you – getting them 
to view you as a leader and advisor

• Altering perceptions of yourself within the firm 
- going from peer to supervisor 
- ensuring you don’t fall into “no-mans land” 

between associates and senior partners
- transitioning from employee to trusted colleague

12:00 Networking Luncheon

1:15 Taking Charge of Your Career: Mapping 
Out Your Personal and Professional Path

Sari Fried-Fiori
Chief Professional Development Officer
Holland & Knight LLP (Los Angeles, CA)

Heather V. Edes
Director of Professional Development
Sullivan & Worcester LLP (Boston, MA)

John B. Rosenquest, III
Partner
Edwards Angell Palmer & Dodge LLP (Hartford, CT)

• Is partnership the pot at the end of your rainbow? 
- evaluating yourself objectively: Do you have 

what it takes to be a partner? 
• Preparing to meet the expectations of partnership:

Learning which skills you need to develop to get there
- turning the traits that make you a successful associate

into those that make you a successful partner and/or 
a well-rounded attorney

• Creating a professional development plan
- why is it so important?
- setting goals: Developing short-term and long-term

goals, as well as strategies for achieving them
- developing a plan that enhances your strengths 

and corrects your weaknesses
- making it happen: Seeking out the right work

opportunities, working with your department/practice
group head to get the right experience

• Factoring in your approach to work-life balance
- identifying what is most important in your life 

and balancing those areas that are most important 
• Testing the waters: Starting to implement your plan,

thinking like a partner and taking ownership of matters
• Creating a Plan B: Preparing for possible transition if 

you don’t make partner

2:45 Afternoon Refreshment Break 

3:00 Mastering the Art of Project Management 

David A. Cruickshank 
Director, Professional Development & Training
Paul, Weiss, Rifkind, Wharton & Garrison LLP 
(New York, NY)

8:00 Registration and Continental Breakfast Q

8:50 Co-Chairs’ Opening Remarks

Dr. Sharon Meit Abrahams
Director of Professional Development
McDermott Will & Emery LLP (Miami, FL)

John B. Rosenquest, III
Partner
Edwards Angell Palmer & Dodge LLP (Hartford, CT)

9:00 Taking the Reins: Becoming a Leader 

Dr. Sharon Meit Abrahams
Director of Professional Development
McDermott Will & Emery LLP (Miami, FL)

Diane M. Costigan
Director of Legal Personnel and Professional Development
LeBoeuf, Lamb, Greene & MacRae LLP (New York, NY)

Kathy Morris
Chief Career Development Officer
Gardner Carton & Douglas LLP (Chicago, IL)

Mark Beese
Marketing Guy
Holland & Hart, LLP (Denver, CO) 
www.leadershipforlawyers.typepad.com

Heather Bock, PhD
Director, Training and Professional Development
Howrey LLP (Washington, DC)

Connie Schroyer, Ph.D.
Vice President and General Manager
Hay Group (Washington, DC)

Good lawyers don’t always make good leaders. As an associate,
you spend a huge amount of time developing your substantive
legal skills. This leaves little time to examine the bigger picture
and gain the skills necessary to get the most out of the team
you are working with. This interactive session will feature real
life scenarios, case studies, and leadership exercises that will
equip you with the skills you need to become a leader in your
practice area. Topics will include:

Creating Your Leadership Style

• Analyzing what works for you and what doesn’t 
- identifying your personality type and the related

leadership traits
- adapting your style to employ successful leadership

traits from other personality types
- testing out your style before you make partner

• Pinpointing what works
- exploring popular leadership models 
- understanding the mindset and characteristics 

of great leaders 
• Developing emotional intelligence and sensitivity 

to other peoples’ styles

Developing Leadership Skills

• Understanding what motivates people to perform
• Learning how to delegate effectively and utilize 

your team efficiently
• Giving constructive feedback: what works, what doesn’t

LAW FIRM ASSOCIATE LEADERSHIP CONFERENCE



WEDNESDAY, NOVEMBER 15, 2006

Register now: 888-224-2480 • fax: 877-927-1563 • AmericanConference.com/LFleader

Scott A Westfahl
Director of Professional Development
Goodwin Proctor LLP (Boston, MA)

Karen L. Febeo
Senior Manager of Training 
Goodwin Proctor LLP (Boston, MA)

• Learning the fundamentals of project management
- establishing project objectives
- identifying requirements for achieving those objectives
- developing a project plan
- managing risks 
- adapting to changes 
- reporting progress to team members 
- reviewing and analyzing project results

• How does project management work in a law firm? 
- implementing it for litigation matters
- how it can work for corporate and other practice areas

• Using effective project management to advance your career 

4:15 Understanding the Business of Law and 
Your Impact on the Firm’s Bottom Line

Lou Bury
Executive Director
Freeborn & Peters LLP (Chicago, IL)

• Exploring the basics of law firm finance
- what you need to know about your firm’s

compensation structure
- understanding the key points of  billing & collection  

- write-offs and discounts 
- collection problems

- financial considerations when bringing in new clients 
- understanding basic financial reports
- pricing services and alternative billing methods

• Maximizing your financial value to your firm
- getting experience “on the job” when clients 

won’t pay for that time 
- balancing the need to begin business development 

with the pressure to bill hours

5:00 Conference Adjourns

8:00 Continental Breakfast Q

8:50 Co-Chairs’ Opening Remarks

9:00 Spreading the Gospel Internally: Building 
Your Reputation among Your Colleagues

Albert J. Solecki, Jr. 
Partner 
Member, Executive Committee & Chair (New York)
Goodwin Procter LLP (New York, NY) 

Michele L. Bendekovic
Manager of Professional Development
Buchanan Ingersoll & Rooney PC (Pittsburgh, PA)

James R. Lovelace
Manager of Lawyer Development
Miller & Chevalier Chartered (Washington, DC)

• Earning the respect of your peers 
• Choosing the right mentor: Moving from your initial

mentor to one who can help you develop your career
- finding a mentor who will champion you internally

• Becoming visible internally: Getting a place 
on a firm committee 

• Finding your niche and developing expertise 
in one area 
- marketing your expertise within the firm
- ensuring your skills and experience mesh 

with firm’s existing and prospective clients
- cross-marketing your expertise to partners 

and associates in other practice areas
• Building a relationship with the right partners 

- treating the partners you work for as the 
“client” to help
- develop your client service skills 
- prove yourself to partners

- seeking out the rainmakers 
- strengthening partners’ trust in you so they 

will put you in front of clients and prospects

10:00 Building Awareness, Establishing 
Credibility, and Setting Yourself Apart 
Through External Marketing

Caren Ulrich Stacy
Director of Professional Development
Recruiting & Legal Personnel
Arnold & Porter LLP (Washington, DC)

Pamela Bresnahan
Partner
Vorys, Sater, Seymour and Pease LLP (Washington, DC)

• Diagnostic quiz: How marketable are you?
• Building your creditability to enhance your marketing efforts
• Knowing your potential clients and yourself – what need

do you fulfill?
• Tracking and targeting your current & expanding 

“client” network 
• Building a solid relationship with the marketing department 
• Best practices on:  

- writing articles for firm newsletters, ezines, and Web sites 
- creating a practice-specific blog 
- seeking out speaking engagements, and giving 

effective presentations at seminars, panel discussions,
and other events 

- getting involved in right organizations and associations
for you (i.e., bar associations, civic organizations,
industry associations, community organizations, 
and local business groups) 

- networking at parties, cocktail hours and 
other opportunities

11:00 Morning Coffee Break Q

LAW FIRM ASSOCIATE LEADERSHIP CONFERENCE
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11:15 Reeling in a Fish: Developing New Business 

Eva Wisnik
President
Wisnik Career Enterprises, Inc. (New York, NY)

Giovanna M. Cinelli
Partner
Patton Boggs LLP (McLean, VA)

Michael O’Horo
Partner
Sales Results, Inc. (Washington, DC)

• How to begin to build a book of business 
• Honing your networking skills

- using and expanding your existing network 
- turning social contacts into business relationships

• Finding your business development style: 
Experimenting while still an associate
- knowing how and when to pitch
- focusing on how to sell without being too “salesy”

• Knowing the “right” clients for you and your firm 
- prioritizing business development opportunities 

based on who the potential clients are
- recognizing that partners want you to learn to develop

business as an associate but probably do not want or
need the business you may actually be able bring in

• Deciding what new business tactics to employ based 
on your ability to support these clients

• Closing the deal

12:15 Networking Luncheon

1:30 Adopting a Client-Centric Approach 
to Maximize Business Opportunities 

Stephanie West Allen, JD
Principal 
WestAllen (Denver, CO)

• Harnessing lawyer aptitudes for optimum 
client relationships

• Establishing and maintaining client rapport
• Managing client expectations
• Asking questions as an effective method of 

communicating with clients
• Building relationships with your peers at client companies  
• Expanding new business and service opportunities 

with existing clients 

2:30 Conference Concludes

©American Conference Institute, 2006

WEDNESDAY, NOVEMBER 15, 2006

3:00 P.M. – 6:00 P.M. 

(REGISTRATION OPENS AT 2:30 P.M.)

MASTER CLASS ON EFFECTIVE PRESENTATION
Communicating Your Professional 
Expertise and Using Speaking Opportunities 
for Business Development

Thomas J. Lombardi
Principal
Presentations Plus
(Kendall Park, NJ)

Effective communication is a key skill that can help you
stand out as an associate and improve your odds of making
partner. Whether it’s at a client lunch, a department
meeting, or in front of an audience of potential clients, the
ability to effectively communicate your ideas and expertise
can make the difference between your professional success
and failure.

It’s never too early in your career to start developing your
communication skills. This session will teach you proven
techniques for improving presentation and communication
skills and will provide you with the tools necessary to stand
out from your peers. 

The leader of this interactive master class will show you
how to:

• Develop your main message and key points
• Deal with stage fright and make it work for you
• Present to different audiences including:

- clients and potential clients
- management and peers
- audiences at association or other professional meetings

• Effectively design and use visual aids
- how to use and avoid misuse of PowerPoint

• Utilize effective delivery techniques
• Project a professional image
• Prepare for the Q&A session and use it to your advantage
• Turn an opportunity to speak at or attend a meeting or

conference into a business development opportunity

LAW FIRM ASSOCIATE LEADERSHIP CONFERENCE

ACI works closely with each sponsor to create a distinctive package tailored to individual marketing and business development
objectives. Our objective with every sponsor is to foster a rewarding and long-term partnership through the delivery of a wide variety 

of sponsorship benefits and thought leadership opportunities. For more information, please contact: 
Benjamin Greenzweig, Director of Business Development, U.S. (212) 352-3220 ext. 238 or B.Greenzweig@AmericanConference.com

SPONSORSHIP OPPORTUNITIES
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PRIORITY SERVICE CODE:

ATTENTION MAILROOM: If undeliverable to addressee,
please forward to:  Professional Development Director, 

Practice Group Leader, Managing Partner

CONFERENCE CODE: 643L07-WAS
����YES! Please register the following delegate(s) for the LAW FIRM ASSOCIATE
LEADERSHIP SUMMIT

�
REGISTRATION FORM

MAIL American
Conference Institute
41 West 25th Street
New York, NY 10010

PHONE 888-224-2480

FAX 877-927-1563

ONLINE
AmericanConference.com/LFleader

EMAIL
CustomerCare
@AmericanConference.com

5 Easy Ways to Register

�

℡

�

�

�

P AY M E N T  M U S T  B E  R E C E I V E D  P R I O R  T O  T H E  C O N F E R E N C E

❏❏   I have enclosed my check for $___________________  made payable to 
American Conference Institute (T.I.N.—98-0116207)

PAYMENT
Please charge my    ❏❏   VISA ❏❏   MasterCard    ❏❏   AMEX         ❏❏   Please invoice me

Number __________________________________________ Exp. Date _______________________

Signature _________________________________________________________________________
(for credit card authorization and opt-in marketing)

NAME ___________________________________________ POSITION _________________________

APPROVING MANAGER ____________________________ POSITION _________________________

ORGANIZATION _____________________________________________________________________

ADDRESS __________________________________________________________________________

CITY ____________________________ STATE ________________ ZIP CODE __________________

TELEPHONE ________________________________ FAX ___________________________________

EMAIL _________________________________TYPE OF BUSINESS __________________________

I wish to receive CLE Credits in ______________________ (state)

To reserve your copy or to receive a catalog 
of ACI titles go to www.aciresources.com

or call 1-888-224-2480.

CONFERENCE PUBLICATIONS

We offer special pricing for groups and government
employees. Please email or call for details.

S P E C I A L D I S C O U N T

Hotel Information

VENUE: Sheraton National Hotel
ADDRESS: 900 South Orme Street

Arlington, VA 22204
A limited number of rooms are available at a
discounted rate. To make your hotel reservation
please visit www.globalexec.com/aci. If you need
assistance please call Global Executive on 800-516-
4265 or email aci@globalexec.com. The hotel will not
be able to make or change your reservation directly.

Registration Fee

The fee includes the conference, all program materials,
continental breakfasts, lunches and refreshments.

Cancellation and Refund Policy

Substitution of participants is permissible without prior
notification. If you are unable to find a substitute, please
notify American Conference Institute (ACI) in writing
up to 10 days prior to the conference date and a credit
voucher will be issued to you for the full amount paid,
redeemable against any other ACI conference. If you
prefer, you may request a refund of fees paid less a
15% service charge. No credits or refunds will be given
for cancellations received after 10 days prior to the
conference date. ACI reserves the right to cancel any
conference it deems necessary and will, in such event,
make a full refund of any registration fee, but will not be
responsible for airfare, hotel or other costs incurred by
registrants. No liability is assumed by ACI for changes in
program date, content, speakers or venue.

Incorrect Mailing Information

If you would like us to change any of your details
please fax the label on this brochure to our
Database Administrator at 1-877-927-1563, or email
data@AmericanConference.com.

PLUS, DON’T MISS:
MASTER CLASS ON

EFFECTIVE PRESENTATION

Communicating Your
Expertise and Using
Speaking Opportunities
for Business Development

Wednesday, November 15, 2006

FEE PER DELEGATE

# of Registrants Conference Price Conference + Workshop

1 - 3 ❑ $1895 ❑ $2395 ❑ $1895

4 - 6 ❑ $1400 ❑ $1900 ❑ $1400

7 + ❑ $1200 ❑ $1700 ❑ $1200

❏❏   I cannot attend but would like information regarding conference publications
❏❏   Please send me information about related conferences

*FREE
WORKSHOP
(VALUE $500)
when you register

and pay by 
August 31, 2006

EARLY BIRD

Conference & FREE Workshop
– register by Aug 31


