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Art Leonard, Patty Walzer, Jessica Tapia and David Chludzinski show off their cigars and smiles during a 
happy hour featuring a bourbon and cigar tasting at the Allegheny HYP Club in downtown Pittsburgh. 
Happy hour followed a “Preparing Witnesses for Depositions, Trials and Hearings” CLE on Oct. 26. The event 
was sponsored by Network Deposition Services. See more on page 4.

Bourbon & Cigar Tasting

Focus on Sole Practitioners and Small Firms

What solos
should consider
when bringing
on an employee

By Brian Knavish 

So you’ve gone solo. You’ve opened
your own firm and business is good,
perhaps so good that you’re ready to
bring on another attorney, a paralegal
or some administrative help. That’s a
big leap, and there’s a lot to consider.
For one thing, bringing on an

employee can be extremely valuable.
Bob Garber has been a solo practi-

tioner for 40 years, and he says having
a qualified assistant is crucial.
“I’ve had a secretary/paralegal/

assistant from day one. Debbie Kuhns
has been with me for 34 years, and she
is indispensable,” said Garber, whose
practice areas range from family
law to civil litigation. “She keeps
everything moving, does all the
taxes, all the checks, all the filings,
keeps my calendar, keeps me organized.
She is indispensable.”
However, those solo practitioners

who have successfully brought on
additional employees note that their
fellow solos should thoroughly think
through that decision before formally
making the move.
“There’s a big cost to it,” said Harry

Paras, who runs his own practice
focused primarily on mediation and
arbitration. “If you bring on an
employee, you have to pay them.
And if you have to pay their health
insurance, that’s a big-ticket item.”
Referring to Margie Thompson, his

longtime secretary, Paras added, “I
can say, if you can afford it, it really

FLYING SOLO
Experienced solo, small-firm practitioners
share insights on striking out on your own
By Tracy Carbasho

There comes a time in every
attorney’s life when they might
consider flying solo by opening their
own practice.
Sometimes the decision is made

based on circumstances in an attorney’s
personal or professional life. 
Jack Hall decided to venture out on

his own this summer after practicing
for a total of 45 years at two big firms
in Pittsburgh. His decision to be a sole
practitioner was driven by a mandatory
retirement policy at the firm where he
was working. 
Even though he’s 74, Hall isn’t ready

to retire. He used his experience as a
corporate trial lawyer specializing in
product liability to open his own
practice, and he highly recommends
that sole and small-firm practitioners
concentrate on a particular field of law.
“Today, everything is more complex,

even auto insurance law, so it’s
difficult to have a general practice
because you have to stay current in a
lot of different areas,” Hall said. “I
believe attorneys who specialize in a
certain area can provide better service
to their clients.”

Hall said starting a practice is
easier for experienced attorneys who
have developed a client list, gained a
reputation for their expertise and are
not strapped for cash.
Harry Paras took the plunge in 2009

after working at Tighe, Evan, Schenk
and Paras for 25 years. He focuses on
civil litigation, mediation and arbitration.
Despite looming college tuition bills
for his two sons, the timing made sense
because Bill Tighe, one of the partners,
had recently passed away and several
other lawyers at the firm were going in
different directions.
“My wife said, ‘Are we going to be

able to pay our bills?’ and I said, ‘I
hope so,’ ” he recalled. 
Many seasoned attorneys suggest

that those fresh out of law school get
some experience under their belt
before hanging out their own shingle. 
Once the decision is made to open a

sole or small-firm practice, the next
question is whether to specialize in a
certain area of law or to maintain a
general practice that covers a broad
spectrum of fields. The answer is
typically based on an attorney’s
experience and comfort level addressing
issues facing clients.

Terry Connerton, chair of the ACBA
Sole and Small Firm Practitioners
Section, found it easier to focus on
ERISA/employee benefits and
employment law, the two areas where
she has the most experience, rather
than trying to be a jack of all trades.
She started her solo practice four
years ago after working in federal
government and private firms for
33 years. 
“I firmly believe that specialization

is very important for lawyers today
because laws, regulations and case
law are more complicated and
nuanced now,” she said. “Things that
used to be ‘bread and butter’ for
general practitioners – such as simple
wills, powers of attorney, medical
directives, leases, deeds and non-
contested divorces – are becoming
obsolete because online forms and
legal services have taken over.”
Also, Connerton says it’s easier to

market and brand a practice if the
attorney has a particular specialty.
“It sounds better when you can say,

‘I can help you with your human
resources and employment matters’

Continued on page 2

Continued on page 10
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Gender Bias Duty Officers
If you (attorneys or law students) have
observed or experienced any form of gender
bias in your role as an attorney or law
student intern, you may contact any one of
the following members of the Gender Bias
Subcommittee of the Women in the Law
Division on a daily basis. The duty officers
will keep your report confidential and will
discuss with you actions available through
the subcommittee.

Kimberly Brown......................412-394-7995

Rhoda Neft ..............................412-406-5434

Jill M. Weimer ........................412-201-7632

Ethics Hotline
The ACBA Professional Ethics Committee
“Ethics Hotline” makes available Committee
Members to answer ethical questions by
telephone on a daily basis.

November
Amy Coco ................................412-765-3399

Jason Karavias ........................412-456-7700

John H. Riordan, Jr. ..............412-394-3338

December
Scott Eberle ............................412-995-3000

Gayle R. Kraut ........................412-261-4466

Ronald B. Roteman ......412-391-8510 x 828

Experience. Responsiveness. Attention.

305 Mt. Lebanon Boulevard, Suite 205
Pittsburgh, Pennsylvania 15234
412.571.9552 office
acornelius@ajciplaw.com
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Andrew J. Cornelius, P.C.  |  Intellectual Property Law
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BOB GARBER
412-261-9933
412-266-6222 (cell, available 24/7)
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Attorney Bob Garber is a trusted, proven attorney who
has been handling referral cases for over 39 years.

• All Family Law Matters • Non-Violent Crimes
• Wills and Estates  • PI & Civil Litigation
• Legal Malpractice  • Appeals

CONFLICTS? CASE TOO SMALL? CHALLENGING CLIENT? 

“I’ll take the case and do the work. 
You keep a satis�ed client.”

REFER A CASE, NOT YOUR CLIENT

Commonwealth of Pennsylvania v. Lawrence Raymond Craig*, Ignelzi, J. .............................................................................................Page 297
Criminal Appeal—Sentence (Legality)—Weight of the Evidence—Sex Crimes—Probation Conditions—Sentencing Policy

Challenge to special conditions of probation being imposed on all offenders regardless of whether they were appropriate to the specific case.

Commonwealth of Pennsylvania v. Taylor Sammy, Todd, J. .......................................................................................................................Page 301
Criminal Appeal—Sufficiency—Intent—Harassment—Stalking—Terroristic Threats

Defendant’s repeated communications with victims via Facebook and text are evidence of his criminal intent;
he should have known that the victims would be placed in fear from his actions.

Commonwealth of Pennsylvania v. Howard Freeman, Jr. a/k/a Howard Freeman, Todd, J. .................................................................Page 303
Criminal Appeal—Guilty Plea—Plea Agreement—Time Credit Issue—Timely Appeal

Defendant should challenge the computation of time credit with the Commonwealth Court.

Commonwealth of Pennsylvania v. Patrick Neal Maye, Jr., Cashman, A.J. ..............................................................................................Page 304
Criminal Appeal—POSS/PWID—Sufficiency—Suppression—Constructive Possession—Furtive Movements—Plain View

Heroin found in plain view in the ashtray of a car was sufficient to find driver guilty of possession.

*This opinion was redacted by the ACBA staff. It is the express policy of the Pittsburgh Legal Journal not to publish the names of
juveniles in cases involving sexual or physical abuse and names of sexual assault victims or relatives whose names could be used to
identify such victims.

rather than, ‘I can help you with your
legal problems,’ ” she said. “For
someone coming out of law school
and young attorneys, I recommend
specializing in an area of law, learning
all you can about the field and finding
a senior attorney who can mentor you.”
Section Vice Chair Gregory Teufel

started OGC Law in 2015 because he
had reached what he calls a point of
diminishing returns in the big law
firm environment. He had been
generating most of his own work for
years and liked the idea of eliminating
the downtown commute and having
complete control over all aspects of
his practice. He was able to lower his
hourly rate to benefit his clients, but
still have more take-home pay because
of the dramatically reduced overhead.
He and his associate handle outside

general counsel work and general
commercial litigation. He focuses on
transactional work and litigation,
covering the broad spectrum of legal
issues facing businesses.
“I have found good success with a

broad practice, but others have done
very well being far more specialized,”
Teufel said. “It depends, in part, on
the personality and skills of the lawyer
and the opportunities available.” 
Teufel said no matter what the

focus, a sole or small-firm practice

can provide greater flexibility for
parents raising children. 
“I have an easier time getting to

see my kids play sports than when I
worked for large firms downtown,”
he said.
Work-life balance was a deciding

factor when Maggi Sitko and Judy
Bruno decided to open their own firm
in 2000. Their experiences from working
at large firms and in corporations
helped them understand the importance
of running a firm like a business. 
“If you don’t like the business side

of the law, going solo or running a
small firm is not for you,” Sitko said. 
They decided to focus their boutique

firm on all aspects of commercial
real estate transactional work
because they both had extensive
experience in the field.
“With a specialized area, you can

concentrate on honing your skills,”
Sitko said. “I do not have the tem-
perament to have a general practice. I

FLYING SOLO
continued from front cover

would second-guess my skills at every
turn if I were working on something
different every day. For some, that is
part of the challenge, but that is not
my comfort area.”
Jacqueline Martinez used her

specialized skills in immigration law
to open JBM Immigration Group in
2002. Her firm has grown to four
attorneys, and the name was changed
to JBM Legal in 2010 to reflect a
broader scope of services.
“We are still a niche firm, and our

niche is all things immigrant and
immigration,” she said. “The benefit
of specializing is that you become an
expert in your area of practice, and it
becomes easier to evaluate cases and
solve issues.”
Martinez said one downside of

having your own small firm is that
practitioners can become isolated
from other legal professionals. The
solution, according to her, is to
participate in ACBA activities.
“Participating in the ACBA or other

bar associations not only helps our
practice but also helps us become
better lawyers and to fulfill our career
needs,” she said. “Some of us want to
participate in pro bono services, and
some want to network with other
lawyers and judges. The ACBA fulfills
my needs – from working with the Bar
Foundation to enjoying soft-shell crabs
at the Bench-Bar Conference.” n

My wife said, ‘Are we going

to be able to pay our bills?’

and I said, ‘I hope so.’

– Harry Paras, on his
decision to go solo.

“

”
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Cahill’s reputation did not support any-
thing more than a “nominal” amount.2
Nearly four months later, the Florida

Court of Appeal upheld a six-figure
award to an attorney for damages
resulting from her defamation case
against a former client. In Copia
Blake, et al. v. Anne-Marie Giustibelli,
P.A., et al., Giustibelli represented
Blake in a divorce proceeding, and
after a breakdown in the attorney-
client relationship, Blake posted
negative reviews of Giustibelli on
several internet websites, accusing
Giustibelli of, among other things,
dishonesty and submitting invoices
for legal fees “four times” her original
agreed upon rate.3 In response,
Giustibelli sued Blake for libel and
recovered an award of $350,000 in
punitive damages. 
In affirming the award on appeal,

the Florida court cited to the
demonstrated falsity of Blake’s state-
ments – i.e., Giustibelli introduced
evidence that Blake had been billed at
the rate indicated on the retainer
agreement she executed, not four
times that amount. Even in spite of
Blake’s defense of free speech under
the First Amendment, the court found
the negative reviews constitutionally
unprotected because the evidence of
their falsity undermined their
classification as mere “opinions” as
argued by Blake.

“Show me the damages”

While upon first glance, it could
seem that the Cahill and Blake decisions
indicate that an attorney’s recovery
for a defamation claim may depend
upon the jurisdiction in which he or
she sues, a closer look at the courts’
rationales suggests that – as in any
legal case – evidence is key. The
manner and specificity of the negative
statements also might be a determinative
factor in the court’s analysis of what
types of statements warrant six-figure
versus “nominal” awards.
In Cahill, no matter how provocative

or incendiary the negative statements
might have been (e.g., a “greedy,
crazed nutjob”), the New York
appellate court reduced Cahill’s award
because it did not find sufficient
evidence that the statements (albeit
libelous per se) resulted in quantifiable
reputational harm. In Blake, the
defamatory statements accused the
attorney of specific misconduct, which
the attorney was able to disprove with
evidence. Although neither court
precisely stated so in its decision, it
seems that “reputational harm” might
be too easily pled and too difficult to
enumerate. The holdings suggest that
actual reputational harm warranting a

substantial monetary award might
result from specific and unsubstanti-
ated defamatory statements, rather
than mere statements defaming the
attorney’s character generally.
Requiring a heightened burden of
proof for damages might signal the
courts’ resistance to a “slippery
slope” of excessive defamation
claims and punit ive awards i f
negative online reviews may only
become more ubiquitous. 

Conclusion

It might seem logical that a negative
online review attacking an attorney’s
character and integrity could cost that
attorney future business; however,
that cost might not be so easily
quantifiable in the eyes of the courts –
at least not without objective evidence
to support the alleged harm. Given the
immeasurable number of online fora
in which clients can voice their
grievances, there are more occasions
in which attorneys and other profes-
sionals may feel the need to defend
their reputations in court. But,
according to recent legal decisions,
defending one’s professional reputation
might be just that – a defense, and not
necessarily an affirmative right to
significant monetary recovery.

For USI Affinity’s resources on
LPL coverage generally and legal
malpractice risk management, see
usi.com/affinity-programs/law-firms-
associations/. n
1 Statements made by parties, attorneys,
and witnesses in the course of a judicial
or quasi-judicial proceeding are
absolutely privileged, notwithstanding
the motive with which they are made, so
long as they are material and pertinent to
the issue being resolved in the proceeding.
See Sexter & Warmflash, P.C. v. Margrabe,
828 N.Y.S.2d 315, 323, 38 A.D.3d 163 (1st
Dept. 2007).

2 Lynn & Cahill LLP v. Witkin, 130 A.D.3d
484, 2015 NY Slip Op 06020 (1st
Dept. 2015).

3 Blake v. Ann-Marie Giustibelli, P.A., 182
So. 3d 881 (Fla. Dist. Ct. App. 2016).

Andrew R. Jones, Esq., and Stefanie A.
Singer of the New York City-based law
firm of Furman Kornfeld & Brennan LLP
work as part of a team of 15 lawyers
devoted to the defense of attorneys and
other professionals in malpractice and
disciplinary matters. Please note that
this article is intended a general guide
and opinion only, not a complete analysis
of the issues addressed, and readers
should always seek specific legal
guidance on particular matters.

Internet reviews and defamation claims against former clients
By Andrew R. Jones and
Stefanie A. Singer

The far-reaching impact of the
internet and social media can be felt
in nearly every industry these days.
Recently, it has made its way into
legal opinions concerning allegedly
defamatory statements made by and
about attorneys and other professionals
on Facebook, Twitter and attorney
review sites such as Avvo.com.
As most attorneys may have

learned by their second year of law
school, defamation falls under two
categories: libel (written defamatory
statements) and slander (verbal
defamatory statements). In the context
of an attorney-client relationship,
defamation claims often can be
brought against attorneys in connection
with statements they make in motion
papers, depositions or even open
court; however, these statements are
generally protected.1
Recently, there has been somewhat

of a role reversal in which attorneys
are now bringing suit against former
clients for negative statements
made online, usually in the form of a
consumer review.

Negative client reviews

The increase in social-media use
and consumer review websites has
created a more accessible medium for
disgruntled clients to publicly voice
their grievances about their attorney
or former attorney. The rise in these
online platforms has borne a virtually
instant method for an individual to
transmit a negative statement to
thousands, if not millions, of readers
free of charge. Another factor that
seems to encourage the spread of
negative online reviews is the option
of anonymity afforded to the poster.
Regardless of the increasing ease in
publishing one’s views and opinions,
an attorney or other professional may
nevertheless face a steep burden to
recovery for alleged reputational
harm resulting from a negative
client review.
In Lynn & Cahill LLP v. Nadine

Witkin, the plaintiff attorney sued his
former client for a review she posted
online calling him, among other
things, “a bully,” “unethical” and
“sleezy.” The trial court entered a default
judgment finding the statements to be
libelous per se and awarded Cahill
$125,000 in damages for the negative
impact he claimed the statements had
on his professional reputation. On
appeal, the New York appellate court
reduced the award to only $100,
stating that the evidence (or lack
thereof) concerning the harm to

412-281-2200 www.gislaw.com 310 Grant St., Ste. 700, Grant Bldg., Pgh., PA 15219

Gismondi& associates

Quality…Experience…Results… 
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www.pittsburghlegaljournal.org
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Smoke wafts as Ray Urbash gives Bob Garber a light outside the Allegheny HYP Club.

Bourbon & Cigar Tasting

Bill Bercik and Ann Greeley were among those to enjoy the
bourbon and cigar tasting happy hour.

Kate Pomerleau, left, and Allison Ebeck relax with their
drinks inside the club.

Robin Bolea, left, brandishes her fresh bourbon while Rebecca Stein contemplates
what to drink.

Larry Ging, left, and Michael Megrey enjoy the cool evening air on the HYP patio.

Lauren Nichols and Lee Vapniarek in good spirits as they
sample some.

A full crowd enjoys happy hour on the HYP patio after learning how to prepare 
witnesses for depositions, trials and hearings at their CLE.
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 WHY LAWYERS REFER TO US  

The LIMITED TORT LAW FIRM

 Full Referral  
Fees Paid Out.

 ALL Future Business 
From Referral Source 
Returned to You.

BNY Mellon Building
500 Grant Street, Suite #29-123

Pittsburgh, PA 15219

877-GO-SIMON    412-360-7257    www.GoSimon.com    MarcSimon@GoSimon.com

Can you have both a solo practice and a life?
You can –
if you do it right
By Matthew Feinman

At first glance, a solo practitioner’s
schedule looks the same as an
attorney at any other firm: client
meetings, billing, research, writing
and court. On top of that, there’s the
home life schedule: kids, dog,
networking, family time, travel, etc.
But as you dig deeper, you start to
notice something different. You notice
that time has to be carved out to meet
with a marketing specialist about the
firm’s SEO campaign. Then there’s
the reconciliation of the business’
checking account and the IOLTA
funds. Solo attorneys might have to
write their own letters and set their
own appointments if they don’t have a
paralegal or secretary.
While there is extra work to be

done as a solo practitioner, the amazing
difference between working for
someone else and working for yourself
is that you are the one in control of
your schedule, and you can move
things around as needed to be able to
still take care of your home life.
As the owner of a solo firm, I have

found that there are four things any
solo attorney needs to prepare for to
achieve a good work-life balance:
know what you want to do in your
practice, establish boundaries, know
when you need help and keep up
with technology.

When operating a solo practice,
knowing the areas of law you want to
focus on is crucial. Some people go
solo to practice in a niche area; others
are generalists. Both are fine, but both
require plans in place to serve client
needs. Because you’re a solo, having a
general practice should not mean
that you engage in every practice
under the sun. I have solo friends who
do both criminal and civil litigation,
and others who juggle one or two
practice areas. I have four primary
areas of practice and a few other areas
that make up a smaller percentage of
my practice. 
Regardless of whether you have a

niche practice or a general one, you
need to understand the time require-
ments of your clients. Some client
work will take just a couple hours
from start to finish; others will take
longer. So, the ability to know the
amount of client work you can handle
and still get home for dinner or a

recital or a Little League game is one
that can take trial and error (no pun
intended), and the variables will
change over time as your practice and
family life changes.
Establishing boundaries is one part

of running a solo firm that many
attorneys struggle with. I have been
guilty of staying at the office until all
hours of the night because I want to
get the work for my clients done
efficiently and be the attorney they
know they can count on to get the
work done. But that means I miss time
with my family and friends. If the
work can be done tomorrow, why not
do some of it then? Go home and see
your loved ones. Turn off your work
phone and enjoy the night off. But, like
any attorney, there are going to be late
nights and early mornings. My family
understands that I won’t be home for
dinner every night – but I also never
missed a soccer game, and I go
climbing with my 10-year-old a couple
times a month. It’s all about time
management, and knowing when it’s
OK to let go for a while.
You also need to set boundaries for

your clients and colleagues. I’ve gotten
calls at 1 in the morning from a client
who had an “emergency” that wasn’t
even a legal problem. When you work
for a firm, clients might have only
your office number. But if you have a
solo practice, it may not be practical
to have only a desk phone, so you need
to be able to put the cell phone down
and walk away sometimes.
Next, any good solo attorney knows

when they are stuck. So how does this
affect work/life balance? It’s important

because when you get stuck, you might
start spending more time at work trying
to pull yourself out, instead of just
making a quick phone call to a colleague
who can point you in the right direction
in five minutes. I know that I have a
number of other attorneys I can call
for advice, direction or sample forms I
might not have on my server.
Finally, technology is key to achieving

a balance. The days of typewriters,
hard-wired phones, snail-mail only
and dial-up are gone. Today’s solo
attorney needs, at the minimum, a
good computer, a smartphone, a backup
hard drive and high-speed internet.
Client-management software can take
the guesswork out of scheduling,
matter handling, billing and expense
tracking. Understanding technology –
or having a colleague on hand who can
help you understand it – can save you
hours of time every week.
I love having a solo practice. I not

only choose my cases, but most
importantly, I choose when I get to go
home and have dinner, or go see my
daughter’s play or spend a morning in
my son’s daycare class reading a book.
I’m not tied down by someone else’s
schedule, but I have to be diligent
about my time, otherwise I end up
spending more time working to
provide for my family and less time
actually with them. n

Matthew Feinman continues to juggle
the obligations of being a husband and
father with being a sole practitioner. He
primarily focuses in the areas of
entertainment, small business, real
estate and bankruptcy.

Matthew Feinman
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Cyber-age ethics and risk avoidance 
By Amy J. Coco

Even for those who’ve only scanned
legal news over the past few months, it
should be apparent that law firms are
suffering data breaches at an
increased rate. Although solo lawyers
and those who work for small firms
might assume they are at low risk for
data breaches because the legal news
deals primarily with BigLaw, the reality
is that all lawyers are potential targets
for hackers or for data breaches.
Every lawyer has data that hackers

want. Lawyers need not represent
high-profile clients or large business
entities to be targets. Those who do
real-estate closings, who wire money
or who have Social Security or driver’s
license numbers on their networks are
prime targets. Sometimes the data
breaches are even more low-tech.
Often, the most prevalent way that
client confidential information is
breached is through law firm error,
such as losing a smart phone or
laptop. Failing to update software
programs or apps can create security
vulnerabilities, and clicking on links
and providing login information are
common ways lawyers and their staff
can make their firms vulnerable.
Often, lawyers will be unaware their
systems have been compromised until
much later. Solo and small-firm
lawyers are just as much targets as
large firms, and clients will not care
whether the lawyer who allowed their
data to be compromised was a solo
practitioner or at a big firm.
This is no longer an issue just

for lawyers who are “tech-savvy.”

It is a risk-management issue for
all lawyers.
Solo and small-firm lawyers can

and should take steps to make
computer security a priority. Take the
time to review your computer systems
and consider how they might be
compromised. Keep updated on the
latest threats to lawyers and make
sure your staff is aware. In summer
2016, hackers were sending out phishing
emails in the form of “bar complaint”
emails. The Disciplinary Board and
the Office of Disciplinary Counsel in
Pennsylvania issued a warning that
the Office of Disciplinary Counsel
never sends notice of complaints via
email. However, the Registration Office
sends emails reminding lawyers of

unpaid annual fees. Teach staff not to
open email attachments without
scrutinizing the email; nor should
they click on links that open pages
that request login information. Learn
about the newest threats. Hackers are
more astute than in the early days of
the “Nigerian prince” emails. Learn to
spot the hallmarks of a scam email.
Train your staff on use and storage

of data and the importance of keeping
data confidential. Emailing medical
records without encryption, giving out
passwords to those outside the office
or losing flash drives all increase the
risk of data breach.
Audit your technology – including

office computers, mobile devices and
any outside computers that have
access to your office computers. Make
sure laptops are encrypted. Make sure
smartphones have secure, unique
passwords and the data is encrypted
and can be remotely wiped if the
device is lost or stolen.
Be aware of issues that come with

free email accounts such as those
offered by gmail.com. Email should be
centrally managed so email accounts
can be easily deactivated when
employees leave. Some believe free
email accounts are easier to spoof
because of the simplicity of setting up
another account with the same
domain. Change passwords anytime
there is staff turnover. Train your staff
to keep their passwords confidential
and never share firm passwords with
anyone outside the office.
It is equally important that attorneys

discuss email communications with their
clients. Clients who use their employer

email accounts may compromise the
attorney-client privilege because they
probably do not have an expectation
of privacy in their email.
One of the more frequent breaches

that happen to law firms result from
spoofed emails, particularly when the
wiring of funds is involved. Lawyers
should have a policy with their clients
of never changing wiring instructions
via email and any change in wiring
instructions should occur with a “two-
step” authorization, such as fax and
follow-up phone call or the like. 
Remember that not all breaches

are due to technology. Manage public
access to your office and shred documents
instead of placing documents in the trash.
Ethics opinions now acknowledge

that cyber threats and the proliferation
in using email make using unencrypted
email sometimes unreasonable.
Issued May 11, 2017, Formal Opinion
477 of the American Bar Association’s
Standing Committee on Ethics &
Professional Responsibility places the
burden on lawyers to understand the
nature and threat to client confidential
information and how their firms store
and transmit client information. It
also places the burden on lawyers to
communicate with clients about
electronic communications.
At the outset of the engagement,

lawyers should discuss with clients
the risks and benefits of electronic
communication and the sensitivity of
the client’s information. Lawyers
should know how clients communicate
and the impact of those means on

Amy Coco

Continued on page 10
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How small and mid-size firms can
attract and retain talented lawyers
By Carey Cummings

This fall, the WLD is exploring
different policies that assist attorneys
obtaining and taking paid family
medical leave and supporting those
returning back to work following a
leave of absence. We want to help
members develop creative ways to use
paid time off for known leaves of
absence and/or ease the financial
burden and job insecurity of unanticipated
leaves. We also want to ensure that
our members are supported in the
transition from leave back to work.
We know that many big law firms

offer generous paid family and medical
leave that allow for time to care for
one’s own or a family member’s serious
health condition or the introduction of
a new child. But, only 30 percent of
attorneys work for these big law firms.
Most attorneys practice at solo, small
or mid-size firms. For these firms,
paid family and medical leave is cost
prohibitive. There is simply no way of
making a profit and providing paid
family and medical leave. This puts
these firms at a competitive disadvantage
and at risk for losing talented
lawyers – either because the attorney
is forced to resign or is enticed by a
larger firm with better benefits.
When recruiting, interviewing and
training costs are incurred (estimated
to be $250,000 to $300,000 for an
associate with five years experience),

this is burdensome for the firm and
costly to clients. A client must now
come to know a new attorney and wait
for he or she to get caught up on
the matter.
Whether or not a firm offers paid

leave or not, employees who need to
take leave for caregiving needs will
take it, whether it is paid or unpaid.
thirty-nine percent of employees with
caregiving needs leave their job to
have more time to care for a loved one
and 34% leave because their work
does not provide flexible hours. This
is turnover that can be avoided.
The question is not really if paid

family and medical leave is needed:
the question is how to pay for it.
Recent headlines have suggested a
federal corporate mandate requiring
employers to offer paid maternity
leave. But, beyond being wildly
unpopular, an unfunded mandate does
not solve the cost problem for small
and mid-size law firms.
In 2016, Pennsylvania received a

$250,000 grant from the Federal
Department of Labor Pennsylvania, to
exploring the feasibility and costs
of establishing a Paid Family Med-
ical Leave Insurance Fund in the
Commonwealth. While the full report
has not been released, the reviews
from the business community of other
states that have implemented such
programs are positive.  In California,
for example, despite concerns about

burdensome new costs prior to the
passage of the law, the majority of
employers responded to a 2016 survey
that the program had minimal effects
on their business operations and 87
percent said it had not resulted in any
cost increases.
Based on models in other states, a

Paid Family Medical Leave Insurance
Fund in the Commonwealth would be
available to all Pennsylvania workers,
regardless of employer, to full-time
and part-time workers, to union and
non-union workers and to opt-in
self-employed. It funded by annual
payroll deduction of $123 to $281
(depending on income), spread out over

pay periods and the income replace-
ment available would be progressive,
with the lowest wage earners receiving
the highest percentage benefit. There
is no employer contribution. 
By collecting small payroll deductions,

the costs of paid leave are spread
across the entire covered PA workforce,
removing the cost barriers to offering
paid family and medical leave and
leveling the playing field for small
and mid-size firms to recruit and
retain talent.  
While the specifics of the proposed

legislation are not finalized, it is antici-
pated that this bill would provide for
income replacement for up to 12 weeks
at a progressive level and subject to
a ceiling, to any worker who has
contributed to the fund and needs time
off to care for their own or a family
member’s serious health condition or
the introduction of a new child through
birth, foster or adoption. A qualified
employee would apply to and receive
the funds from the Commonwealth.
This model is good for employees

and great for small business. Please
join the Women and Girls Foundation
in the Campaign for Paid Family Leave
in PA. You can like us on Facebook and
follow us @paidleaveforpa. n

If you have questions or would like to be
involved in this critically important
effort, please contact Carey Cummings
at carey@wgfpa.org or 412-248-2527. 

Carey Cummings



Page 8 / November 10, 2017

Y E A R  P R A C T I T I O N E R S  AWA R D S  C E R E M O N Y

C O M E  C E L E B R AT E  Y O U R  F E L L O W  AT T O R N E Y S  W H O
H AV E  B E E N  P R A C T I C I N G  L AW  F O R  5 0  O R  6 0  Y E A R S

M O N D AY,  N O V E M B E R  2 7   |   5 - 7  P M   |   D U Q U E S N E  C L U B

F O R  M O R E  I N F O R M AT I O N ,  I N C L U D I N G  A N  U P D AT E D  L I S T  O F  H O N O R E E S ,  
P L E A S E  V I S I T  W W W. A C B A . O R G / 5 0 6 0 .

50 & 60

S P O N S O R E D  B Y

If somewhere along the way, you inherited the 
uno icial role of “IT person,” we need to talk.
It’s not what you were hired for, but you xed one technical issue 
and the rest is history. Now you have a handful of IT problems that 
you can solve, but you’re really just patching things together. 

JENLOR can li  the burden of IT from your shoulders, so you 
can focus on what you were actually hired to do. Leave the IT 
headaches to us and get back to your real job.

Time to talk?
Contact Shane Malone at 412.677.4109 or email us at tne@jenlor.com
Learn more at www.jenlor.com/learn-about-true-network-evaluation.

Are IT Issues Keeping You 
from Your Real Job?

PLAA Partner
Law Firm IT Experts
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PHOTOS BY ERIKA DOWD

Bethany Miller of PNC Financial Services Group interviews the Rev. Dr. Barbara
Reynolds about her relationship with Coretta Scott King as part of an Oct. 19 program
on Reynolds’ new book, “My Life, My Love, My Legacy,” at the Duquesne University
School of Law.

Homer S. Brown Division

Miller and Reynolds posed for a photo with Duquesne
School of Law Dean Maureen Lally-Green prior to the
Homer S. Brown Division’s lunch-and-learn program.

Members of the ACBA and Duquesne University School of
Law listen to the interview with Rev. Dr. Barbara Reynolds
over lunch.

Members can get consultation on their legal actions and potential
actions through the ACBA Professional Ethics Hotline.

See acba.org/officerassignments for details.
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confidentiality. If the client is using a
computer subject to access by or
control of a third party – like a work
email account – the lawyer should
warn the client that the communications
may waive the attorney-client privilege
and/or confidentiality. The opinion puts
the burden on lawyers to use reasonable
electronic security measures.
When it comes to cyber risks and

security, be aware that what was
considered reasonable in 2014 may no
longer be reasonable in 2017. Lawyers
must continually educate themselves
and train their staff.
Even apart from compliance with

the Rules of Professional Conduct,
lawyers should reasonably educate
themselves to avoid uncomfortable
situations. When an inadvertent breach
happens, no lawyer wants to be in the
position of explaining to the client that
their information was disclosed because
of a failure to use strong passwords or
a failure to keep passwords secure.
Inadvertent disclosure may happen. But
the lawyer who suffers an inadvertent
disclosure will weather it far better
knowing he or she has taken reasonable
efforts to protect the confidentiality of
client data. n

Amy Coco is chair of the ACBA Lawyers
Professional Liability Committee, co-vice
chair of the PBA Legal Ethics and
Professional Responsibility Committee
and program director for the Pitt Legal
Services Incubator. She is a partner at
Weinheimer, Haber & Coco, P.C., represents
lawyers in professional liability and
ethics matters, and speaks and writes
frequently on risk-management issues
for lawyers.

CYBER-AGE ETHICS
continued from page 6

pays to have a secretary. It allows you
to focus on practicing law.”
Craig Simpson – who has been a

small-firm practitioner since he left a
position with the Pennsylvania
Disciplinary Board in 1986 – takes a
slightly different approach to hiring
employees. He prefers to have two
part-time secretaries who share the job.
“That way, when one goes on

vacation or somebody is sick, there is
always someone here. I don’t have the
hassle and headaches of having a
temporary come in,” said Simpson,
whose practice represents attorneys
in disciplinary board matters. 
“I have two very good secretaries

now. They were best friends growing
up; it’s a nice situation,” he said. 
While hiring a paralegal or secretary

comes with an expense, the expense of
hiring another attorney is even
greater. Those small-firm practitioners
who have successfully brought aboard
additional lawyers say it’s crucial to
make sure the new attorney has the
right skillset, experience and “fit.”
“While building up my practice, I

eventually got to the point that I
needed other attorneys to help me
cover all my hearings,” said criminal
defense attorney David Shrager. “I
began by hiring attorneys as needed
as 1099 contractors. That gave me the
opportunity to assess their skills and

to get to know them without a more
significant commitment of both time
and resources.”
That approach enabled Shrager to

observe potential new employees in
action, without a firm employment
commitment. Then, when his practice
got to the point that he needed to bring
aboard full-time attorneys, he could
make educated hires.
“All of the full-time attorneys I’ve

hired were 1099 contractors first,”
he said.
Shrager now has five full-time

employees, including two full-time
attorneys, and he continues to use a
network of “10 to 15” 1099 contractors
to this day.
So what advice do practitioners

who have made this leap offer? 
When you do bring on an employee,

be diligent about selecting the right
one, said Simpson.
“My advice is to vet them very well.

Turnover is disruptive and expensive,”
he said. “I give the candidates a typing
test, I call their reference. I’ve been
fortunate, as the two I have now have
been here nine years and eight years.”
The process of vetting candidates,

itself, can be a cyclical challenge for
solo practitioners.
By the nature of the job, solo

practitioners often are extremely
busy and continually pulled in many
directions, creating the need to hire
help. But the process of hiring

WHAT SOLOS SHOULD CONSIDER
continued from front cover

employees can take an inordinate
amount of time itself, which solo
practitioners typically don’t have. 
So what’s the answer? 
“We hear that a lot. Attorneys want

to hire help because they have no
time, but they don’t have the time to
hire any help,” said Jennifer Pulice,
the ACBA’s Director of Legal
Employment Services. “That’s where
the ACBA can help.”
Launched last year, ACBA Legal

Employment Services – which can be
found online at www.Pittsburgh
LegalJobs.com – matches qualified
candidates with open positions in the
Pittsburgh legal community.
“We can help firms in two ways.

First, firms can post their open
positions on the ACBA job board.
Candidates – whether they’re attorneys,
paralegals, legal administrators or
secretaries – come to the ACBA when
they’re looking for a job. By posting
a job to our job board, firms are
capitalizing on the ACBA brand and
our organization’s vast network
of connections.
“The second way we can help

firms find the right candidates is
through direct candidate placement.
Attorneys typically do not have the
time or the HR expertise to conduct
a truly thorough search. But you
can hire the ACBA at a very
affordable price to conduct the
search for you.” n

For information about how the Lawyer Referral Service can help more clients find YOU,
please contact Whitney Hughes at 412-402-6703 or whughes@acba.org. For a closer look

at this unique Pittsburgh legal service, please visit www.GetAPittsburghLawyer.com.
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Ethical challenges in a billable-hour environment
By Gregory H. Teufel

We tend to address ethical billing
practices as lawyers rarely and only
on a basic level, like “don’t inflate the
actual time worked.” There are ethical
issues with which everyone who bills
hourly inevitably needs to wrestle but
that the legal profession largely fails
to address. There is only space to
address a couple of examples here.
Billing is ethically challenging

because of both the pressures we all
face to bill as many hours as we can
and the lack of accountability for the
many discretionary decisions we make
each day in recording our time. There
is an inherent conflict of interest
between us and our clients in billing
by the hour because the client’s
interest is served by efficient use of
our time, but the more efficient we
are, the less we get paid for a particular
task. William G. Ross, a law professor
at Samford University’s Cumberland
School of Law in 2007 surveyed 250
lawyers and found that more than
half acknowledged that the prospect
of billing extra time influenced
their decision to perform pointless
assignments, such as by doing
excessive legal research or extraneous
document review.
The Rules of Professional Conduct

provide limited guidance on billing
ethics. Rule 1.5(a) provides that a
“lawyer shall not [collect] illegal or
clearly excessive fee” and lists factors
such as time and skill required, novelty
and difficulty of questions involved
and amount involved and results
obtained. Rule 1.5(b) also requires

that “the basis or rate of the fee shall
be communicated to the client, in
writing ….” More generally, Rule 8.4
provides that it is misconduct for a
lawyer to engage in conduct involving
dishonesty, fraud, deceit or misrepre-
sentation. Rule 7.1 further provides
that a lawyer shall not make a false or
misleading communication about the
lawyer or the lawyer’s services. Of
course, technical compliance with the
rules does not equate to ethical
behavior. Other standards of ethics
apply, such as the “Golden Rule”
(found in the Bible at Matthew 7:12):
“So in everything, do to others what
you would have them do to you...”
One billing ethics question is

billing for nonproductive time. We all
have efficient and inefficient days. A
brief that takes eight hours to
research and write on a good day

might take 12 hours on a bad day. Is it
ethically allowable to bill the full
amount of time taken regardless of
how inefficiently the work was
performed? Within a pretty wide
margin of reasonableness, yes, but the
question of how much time to bill
should be guided by the goal of keeping
the total amount billed reasonable in
relation to the value conferred and the
effort and risks involved. How much
time a task should have taken and
what is reasonable in light of the
situation are more important than
billing for every second worked.
Billing ethics questions also are

raised by the use of minimum
increments, which is really a form of
task-based billing, not calculated
according to the actual amount of time
spent. To clearly communicate this to
clients in advance, I suggest engagement
letter language similar to this: “Hours
billed each day for each client matter
are rounded up to the nearest one-
tenth (.1) of an hour.”
Can an attorney who reads and

responds to 30 emails relating to 30
separate clients and matters in the
space of one hour bill three hours for
that one hour of work? Can an attorney,
through the magic of minimum
increments, bill more than 24 hours in
one calendar day? While both may
be technically allowable, neither
are recommended. 
At the minimum, it is unseemly to

bill hours far in excess of actual hours

worked, even if solely due to the effect
of minimum increments. Keeping the
total time billed closer to the actual
time worked is one way to moderate
bills to try keeping the total amount
billed reasonable in relation to the
value conferred and the effort and
risks involved, which should be
guideposts for all billing ethics
questions, because that is how you
would want to be treated and that
keeps clients happy. So consider not
billing every minimum increment
technically allowed.
Law firms and senior lawyers bear

responsibility for billing ethics by
avoiding creating excessive pressure
on other lawyers to bill more hours,
providing training as to ethical
billing practices and supervising and
correcting unethical billing practices –
yet we often fail to live up to those
responsibilities, much less address
them explicitly. Ethical billing
practices can build strong, trusting
client relationships and lead to more
successful rainmaking. Focusing on
the long-term rewards from strong
client relationships should help us
address our own billing decisions
more ethically and live up to our
responsibilities in this challenging
ethical area. n

Gregory Teufel is the managing member
at OGC Law, LLC, a law firm he formed
in Mt. Lebanon in 2015 after over 20
years of experience with large downtown
law firms. Gregory focuses his practice
on outside general counsel work and
commercial litigation, drafting contracts
and litigating about them. 

Gregory Teufel

Ethical billing practices can build
strong, trusting client relationships...
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11 ideas for those starting a law practice
By Bernie Tully

The day I went out on my own, I ran
into an old experienced attorney. I told
him what I was doing, and he looked at
me and said, “Can you get your old
job back?”
Turns out he was wrong to caution

me against going solo. Going out on
my own was the single best thing I
ever did professionally. You can be
your own boss, make your own hours
and work as little or as much as you
want to. The main thing about it is that
it’s you who gets to decide which cases
to take or work on – no more bosses
breathing down your neck, telling
you to bill more hours or bring in
more cases.
So, if you’re just starting out on

your own and aren’t bringing a boat-
load of clients with you, how do you
get to the Holy Grail of successfully
being your own boss? Here are some
ideas I learned that may help.
1. Publish a monthly newsletter,

and send it to everyone you know –
and I mean EVERYONE – even if you
don’t currently have any clients. 
No, I’m not talking email.
One page in length on the front and

back sides will work. Yes, you will
have to pay for postage, you cheapo,
but the clients and potential clients
will come to expect the monthly
newsletter. Some may even like it.
Keep in mind that clients aren’t

interested in the intricacies of the law,
but they are interested in stories and
anecdotes they can relate to.
The hard part is committing to

writing a monthly newsletter – it’s
time consuming and can be stressful.

But it’s important, because most
clients will forget about you if your
name isn’t present on their minds.
You may have represented a client

in an auto accident four years ago. Lo
and behold their cousin was involved
in a similar accident. Holy referrals!
Without a monthly newsletter, most

clients are going to forget about you or
lose your phone number. They won’t if
you write and mail your monthly
newsletter – each and every month. 
2. Don’t spend a lot of money on

Google ads, Findlaw and other
sources that claim they will get you on
the first page of Google. 
You can be absolutely sure the

salesman who comes in to sell you
their program and their monthly fee is
going to go to the next law office after
he meets with you and say the exact
thing to that attorney: “We will get you
on Page 1 of Google or wherever.”
Don’t believe it.

3. Consider advertising in the
phone book. 
Am I nuts? No one uses the phone

books anymore, right? 
Wrong.
Pittsburgh and the surrounding

area still has a strong base of older
people who do not use the Internet.
And believe me, they go through the
phone books.
Because the phone book companies

know they’re losing customers, you
can get some incredible deals with
your mug in the phone book for a very
reasonable fee.
4. Get a mentor. Get somebody whom

you can trust and feel comfortable
with in this role. You want someone
who will be brutally honest with you –
and who knows the law. 
I’m sure I would’ve been disbarred

25 years ago if I didn’t have a mentor
like Jim Cole of Cole & Hens-Greco,
P.C., guiding me.
There are others out there that you

can find. Heck, you can even pick up
the phone and call me at any time
regarding a legal issue. I promise to
be brutally honest.
5. Ask some of the older attorneys if

you can do either pro bono work or
work for them at a reduced fee.
What you’re trying to get is experience,

and the only way you’re going to get
experience is by doing the cases,
getting your head knocked around a
bit and learning from the experience.
What better way to do that than to
become associated with an attorney
who does your area of the law and is
recognized for her expertise in it?
6. Never ever – ever! – take a

client’s money unlawfully. The

Pennsylvania Disciplinary Board may
be willing to let an alcoholic attorney
or a bad attorney who barely gets by
go without wrecking their professional
lives. But they will never put up
with attorneys who steal money from
their clients.
7. Get involved in the listservs

relevant to your practice. I belong to
the solo and small-firm listserv and
the auto listserv of the state bar.
They’re a source of countless ideas
and tips from attorneys all throughout
the state.
8. Be there for your family at

dinner time. Your spouse and children
will remember whether you were. Or
were not. 
9. Smile. A client wants an attorney

they can relate to and are somewhat
happy with. If you look like a sourpuss,
clients are not going to be able to
relate to you, no matter how well you
know the Rule in Shelley’s Case.
10. If you give your word to another

attorney, be bound by it whether it was
a good deal or not. Attorneys will
always remember who went back on
their word. In our legal community,
your reputation is everything.
In more than 30 years of private

practice doing injury cases and
criminal law, I can’t think of a single
time when an attorney gave me his
word about something and then went
back on it. Incredible right?
11. Know that there’s a higher

power out there looking out for you.
Yikes – now he’s talking religion?
No. But everyone in this business

knows the pressures of being a lawyer.

Bernie Tully

Continued on page 14
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PHOTOS BY MARK HIGGS

Charles De Monaco, Lourdes Sanchez Ridge, Dianne McClelland and
Jennifer Andrade pose for group photo during the 2017 Hispanic
Heritage Month Celebration at Olive or Twist on Oct. 5. Hosted by the
Hispanic Attorneys Committee, the event honored De Monaco as the
2017 recipient of the El Sol Award.

Hispanic Heritage
Month Celebration

Gilda Arroyo, co-chair of the Hispanic Attorneys Committee, salsas with
De Monaco – who proclaimed that any party of his must be a dance party.

Arroyo and ACBA Executive Director Dave Blaner congratulate De Monaco
as he displays the El Sol Award.

Members of De
Monaco’s law firm
came out to celebrate
his receiving the El
Sol Award. Pictured
from left, are Bill
Stang, Jana Volante
Walshak, De Monaco,
Patrick Abramowich
and Seth Corbin. De
Monaco is a partner
at Fox Rothschild
LLP.

ACBA Secretary Nicola Henry-Taylor; Alysia Keating, director of the
Institute for Gender Equality; and Tynishia Williams enjoying the
celebration, which featured Mexican cuisine and music by Marlon Silva.

Regina Wilson, left, and Elizabeth Hughes
join De Monaco for a celebratory photo.
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ACBA resources that are of special interest
to sole and small-firm practitioners
Though the ACBA provides many

resources that are of interest to all
attorneys, there are some that are
especially useful for sole practitioners
and those who work at small firms.
Among them are:
Law Office Management Guide:

This comprehensive guide walks
attorneys through the process of
establishing and maintaining a new
law practice. It helps attorneys decide
on a business type, become familiar
with basic office matters and establish
a case-management system. It also
covers billing and accounting, payroll
and taxes, employee-management,
common challenges and quality-of-life
matters. And it features sample forms
and letters to help a firm get up
and running.
This 148-page PDF is available free

of charge to ACBA members at
acba.org/Law-Office-Management-
Guide.

Planning Ahead: After a law
practice has been established, an
attorney needs to address the “what
if” questions that few people enjoy
entertaining: What if I become
incapacitated and can’t perform my
job? What if I die unexpectedly?
Lawyers have a duty to make plans to
protect their clients’ interests should
the unexpected occur to the attorney.

Planning Ahead: A Guide to
Protecting Your Clients in the Event of
Your Disability or Death is a 46-page
PDF booklet available for free to
ACBA members. Created by attorneys
from the Sole & Small Firm Practitioners
Section and the Senior Lawyers
Committee, this resource not only
explains the issues that should be
considered but also provides check-
lists and forms to help attorneys protect
their clients’ interests. It’s online at
acba.org/PlanningAhead.

ACBA Insurance Program: When
you’re the boss, you’re responsible for
taking care of your practice’s
insurance needs. From professional
liability coverage to business, medical,
life, home, auto – and even pet health –

insurance, the ACBA’s exclusive
insurance broker has you covered. For
details on all that USI Affinity offers
see acba.org/USI-Affinity.

ACBA Website Design Program:
Establishing an online presence is an
essential component to a lawyer’s
marketing efforts. Through the
ACBA’s partnership with Dufour
Interactive, ACBA members can get a

modern, professionally designed
website at a very affordable price,
with packages starting at $750.
For details, see acba.org/websites.
The business of referrals: Once

you’re in business, the ACBA can help
spread the word and generate
referrals from your colleagues
through its Member-to-Member
Referral Network (acba.org/Member-

to-Member). Additionally, our public-
facing Lawyer Referral Service refers
cases to panel attorneys. To join the LRS,
see acba.org/Lawyer-Referral-Service.n

These are just a few of the many
resources the ACBA has available to its
members. For a complete list, click
the “Benefits and Resources” tab at
www.acba.org.

Knowing you are being guided by
something much bigger than yourself
is very comforting.
If you want to have a successful

financial law practice, it’s not hard.
Take some of these suggestions to
heart and put them in practice. Some
of them may work for you, some won’t.
But you will be able to adapt to the
ones that didn’t work for you and
make specific corrections.
This truly is a great profession, and

sometimes you can actually help people.
Now, go make a million dollars! n

Bernie Tully, Esq., is a personal injury
attorney with more than 30 years of trial
experience. He will mentor for free any
recently admitted lawyer on personal
injury or criminal law issues.

11 IDEAS
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• Knowledge of insurance coverage disputes and primary/
excess insurance coverages

• Member - Academy of Trial Lawyers of Allegheny County

• Approved Mediator - U.S. District Court, Western District
of PA

• Invited Member - The National Academy of Distinguished 
Neutrals (NADN)

HARRY M. PARAS
Attorney at Law

428 Boulevard of the Allies
Suite 300
Pittsburgh, PA 15219

Phone: 412-391-8100

Fax: 412-391-9972

Email: hmp@harryparas.com

Website: www.harryparas.com

Securities offered through LPL Financial, member FINRA/SIPC. Investment advice offered through  
Fragasso Financial Advisors, a registered investment advisor and separate entity from LPL Financial.

Cool Springs 1001 COOL SPRINGS DR., UNIT #4, PITTSBURGH, PA  FALL 2017  

Downtown 610 SMITHFIELD ST., SUITE 400, PITTSBURGH, PA 
North Hills  11269 PERRY HWY., SUITE 430, PINE PRO. BLDG., WEXFORD, PA 

South Hills  1500 OXFORD DR., SUITE 200, BETHEL PARK, PA
 

you live & work
WE ARE WHERE

TALK TO FRAGASSO

4 1 2.2 2 7.3 2 0 0  | F R AGA S S OA DV I S O R S.CO M

Tune in!

Sundays
8:00 am

Tuesdays at 7 pm  
Saturdays at 5 pm  
KQV 1410AM

BRANDED FOR BUSINESS:
A case study of a small-firm practitioner’s experience
By James H. Logan

As a sole and small-firm practitioner
for more than 47 years – all in the
private practice of law, all with “my
name on the door” – I can look back
upon my career and recognize how
efforts to stand out from others have
paid dividends.
Even though I had not heard of the

term “branding,” I was aware when
our new firm was started from scratch
in late 1970 that we had to have a
brand – we needed to let potential
clients and other attorneys know who
we were, what we believed and what
we had to offer. We quickly developed
a brand, and that got us going. We
started with three attorneys and grew
to have about a half dozen.
After 10 years, in 1980, I left the

firm and went out on my own as a sole
practitioner. What was I, a brand-new
sole practitioner, going to have as my
brand? I knew I had to make my
business distinguishable, and I staked
my flag in the area of individual
employment rights litigation (wrongful
discharge, breach of contract, discrim-
ination, executive contracts), representing
only employees. I placed a one-sixth
of a page ad in the Yellow Pages –
remember, this was before the internet
and Google – and I was one of the
only lawyers in my specialty area to
do that.
Things took off when I joined

forces with Kathleen Logan in 1986.

We became the two-person, husband-
and-wife boutique firm known as
Logan & Logan. All we did was
employment law. We began to build
our brand, brick by brick. We
developed a logo, “L&L,” which we
put on our Yellow Pages ad, stationery
and business cards. We gradually
added color to our Yellow Pages ad
and increased its size. We had our
pictures taken and incorporated them
into the ads, and then we started
advertising in the twice-a-month
Lawyers Journal. We used alliteration
in developing a tagline for our ads:
“L&L – Logan and Logan – Employment
Law Litigators.” We distinguished
ourselves from our competitors by

pointing out that we were a husband-
and-wife law firm, which itself was
then very uncommon. Then, in 1988,
we moved into a nicer office space, on
the 32nd floor of the Grant Building, a
fairly prestigious building. We had
and still have a terrific view – we must
be good, otherwise we couldn’t afford
that space, right? All part of the brand.
We instinctively knew that to have

a powerful brand, we had to identify
what we did, so we included in our ads
who we represented (executives,
managers and professionals) and what

kind of cases we handled (breach of
contract, employment discrimination,
sexual harassment, etc.). 
I knew that ads were not the only

branding and marketing tool. I realized
I had to be seen, so I made it a point to
be visible, going out and shaking hands
with and saying hello to attorneys and
being involved in bar association
committees and speaking at continuing
legal education events, going to the
Bench-Bar Conference. I needed to be
known by and accessible to attorneys
so that when they might want to refer
a client of theirs who had employment-
related issues, they just might think,
“L&L, Logan & Logan, Employment
Law Litigators.”
I have learned that to build a brand,

one needs to be persistent, to have a
consistent message, and to have
continuity. You must keep doing what
you are doing, making sure that the
public and the legal community do
not forget about you. The television
advertisers know this, as they
continually advertise and find more
and more places to tell people what
they do and how they are different
from or better than their competitors. 
As Logan & Logan gradually

evolved – as more and more attorneys
started to represent individual
employees, as our competitors became
more numerous – we realized that we
needed to branch out and change our

Branding at a glance
Jim Logan’s advice for branding a
law firm:
• Distinguish yourself
• Identify what you do
• Create a memorable tagline
• Advertise
• Project success
• Be visible and accessible;
network
• Have a consistent message
• Spread your message 
continuously
• Enhance your brand with
technology
• Reinforce your brand
• Explain why you’re more relevant
than your competitors

James Logan

Continued on page 19



Page 16 / November 10, 2017

LawPay.com/ACBA | 888.934.0754

Trust Account 
Compliant

TRUST OPERATING

Managing payments and growing revenue for over 40,000 
law firms in the United States, LawPay is the only payment 
solution offered as a member benefit through the ABA. 
Developed specifically for law firms, LawPay guarantees 
complete separation of earned and unearned fees, giving 
you the confidence and peace of mind that your credit card 
transactions are handled the right way.

The proven payment solution for lawyers.

THE EXPERTS IN LEGAL PAYMENTS

LawPay is a registered ISO of Merrick Bank, South Jordan UT

Proud Member Benefit Provider

Pay Invoice

Refund

Transactions

Recurring

Reports

Dashboard

Invoice Payment

Cook Brooks Johnson PLLC
7800 N MOPAC EXPRESSWAY
Suite 215
Austin, TX 78758
512.381.3000

New Charge

Card Information

Card Number                                                        CVV          

Exp.

Total  $2,000.00

$2,000.00

8765 5436 3210 9998                   001

NOV                                    2021

Amount

INV-1001-01

Quick Bill

Thank you
for your
prompt payment

 

Refund

Transactions

Recurring

Reports

Dashboard

Invoice Payment

Cook Brooks Johnson PLLC
7800 N Mopac Expressway
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Austin, TX 78758
512.381.3000

New Charge

Card Information

Card Number                                                        CVV          

Exp.
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$2,000.00

**** **** **** 9998                       001
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Thank you
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SUBMIT PAYMENT

2021

PCI Compliant



November 10, 2017  / Page 17

WWW.SITKOBRUNO.COM

412.431.7490

PRACTICING IN ALL AREAS
OF COMMERCIAL REAL ESTATE LAW

MARGARET SITKO • JUDY BRUNO • PATRICK SWEENEY
SHANNON VUKMIR • LISA BANJAK • DAWN FELDER

RONALD KRASNOW • CHRISTIAN STOFFAN • REBEKAH WOOLNER

PHOTOS BY ERIKA DOWD

Master Laura Beluschak of American Judo-Hapkido Institute demonstrates proper
form on attorney Brandon Skosnik while her husband, Grandmaster John Beluschak,
explains the move to those attending the Oct. 24 self-defense seminar that the ACBA
held in the Koppers Building. The program was presented by Shrager Defense Attorneys.

Self Defense for Attorneys

John Beluschak explains the basic principles of self-defense and personal safety to a
crowd of about 20 attorneys. The program taught basic, effective self-defense techniques
that can be used against any opponent, regardless of their size, strength or age.

A little pressure applied in the right place can stop an
attacker in his tracks. Brandon Skosnik of Skosnik Law
Firm discovered that while helping John Beluschak
demonstrate some techniques.

MaryPat Brogan and Paige Forster practice how to safely
escape a chokehold.

Event sponsor David Shrager practices the self-defense
techniques under the guidance of John Beluschak.

Attorney Shelley Duff practices
defending herself with Lyle Dresbold.
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REGISTER TODAY!

UPCOMING CONTINUING LEGAL EDUCATIONDECEMBER

LIVE AND SIMULCAST SEMINARS

Dec. 1 • The Emerging Retiree
Dec. 4 • Managing Liens and Subrogation in Auto Litigation
Dec. 5 • Elections and Disclaimers in Estates: Maximizing Benefits
 • O� icer and Director Liability
Dec. 6 • How to Prepare the Pennsylvania Inheritance Tax Return
 • Into the Cloud: Cloud Computing for Your Business 
Dec. 7 • Family Law 101
 • CLE Ethics Fun with Sean Carter 
Dec. 8 • Litigating the Insurance Bad Faith Claim
Dec. 11 • Collecting and Enforcing Judgments in Pennsylvania
 • Uber and Ly� : Where Are We Going?
Dec. 12 • 2017 Criminal Law Update
 • The Environmental Rights Amendment
Dec. 13 • The Year in Review for the General Practitioner
 • The Law of Guns in Pennsylvania
Dec. 14 • Damages and Indemnities in Commercial Contracts
 • Civil Practice/Allegheny County Court of Common Pleas
Dec. 18 • Tips from the Bench: Dra� ing Contracts
Dec. 19 • Ethics Potpourri
 • Steven Stark on Writing and Speaking to Win
Dec. 21 • Using and Ratifying The Constitution
 • Success with Summary Judgment Motions

All PBI CLE programs are sponsored by The Pennsylvania Bar Institute & The Allegheny County Bar Association 
and are held at the PBI Professional Development Conference Center, Heinz 57 Center, 339 Sixth Ave, 7th Floor, unless noted otherwise above.

Delivered over the Web at your convenience. If you can’t watch it live, sign up now 
& get credit when you watch it later (you’ve got 3 months a� er the webcast date). 

LIVE WEBCASTS

Dec. 1 • The Year in Review for the General Practitioner
 • Handling Capital Cases in Pennsylvania
Dec. 4 • Collecting and Enforcing Judgments in Pennsylvania
 • The Emerging Retiree
Dec. 5 • The Environmental Rights Amendment
 • O� icer and Director Liability
Dec. 6 • Into the Cloud: Cloud Computing for Your Business 
Dec. 7 • How to Comply with the New Rules on PA Court Filings
 • 2017 Criminal Law Update
Dec. 8 • Litigating the Insurance Bad Faith Claim
Dec. 11 • How to Prepare the Pennsylvania Inheritance Tax Return
Dec. 12 • Elections and Disclaimers in Estates: Maximizing Benefits
 • Managing Liens and Subrogation in Auto Litigation
Dec. 13 • Family Law 101
 • Litigating the Legal Malpractice Case
Dec. 14 • Civil Practice/Allegheny County Court of Common Pleas
 • Success with Summary Judgment Motions
Dec. 18 • Tips from the Bench: Dra� ing Contracts
Dec. 19 • Steven Stark on Writing and Speaking to Win 
Dec. 20 • The Law of Guns in Pennsylvania
Dec. 21 • Hacking - Practical Advice for Business and Entities

CIVIL PRACTICE IN THE

ALLEGHENY COUNTY
COURT OF COMMON PLEAS

THU., DEC. 14, 2017
Pittsburgh, Live Webcast & Simulcast
9:00 AM TO 12:15 PM; CHECK-IN BEGINS AT 8:30 AM

INCLUDED IN YOUR TUITION IS THE 
ALLEGHENY COUNTY COURT OF COMMON PLEAS 
CIVIL PRACTICE MANUAL

The thirteenth edition, with searchable thumb drive, includes 15 
chapters, all of which have been reviewed and revised. Prepared by 
experienced litigators, the book features a detailed table of contents, 
selected court rules, sample forms, and appendices. You’ll use their 
advice and the numerous forms and reference information in the 
manual again and again.

LEARN FROM THE JUDGES

Attend the course where Allegheny County judges guide you through 
civil practice procedures in the Allegheny County Court of Common 
Pleas. You’ll also have the opportunity to ask questions of the judges.

Whether you are a seasoned litigator or newly admitted to practice, 
this course o� ers a wealth of “how-to” practical information.

CALENDAR CONTROL 
& DISCOVERY PRACTICE
IN ALLEGHENY COUNTY

THE PERFECT WAY TO LEARN ABOUT THE 2017 CHANGES

WED., DEC. 20, 2017

VIDEO REPLAY

Judge Folino (Calendar Control) and Judge Colville (Discovery) will 
o� er their views on some of the most common issues they face in 
handling civil cases. The discussion will be enhanced by input from 
a panel of experienced trial attorneys who collectively handle a wide 
range of civil cases.

For those who practice in Allegheny County, this fast-paced program 
will provide critical information that will help you navigate the pre-
trial process and position your case for success at trial.

David A. Strassburger, Esq.

Hon. Ronald W. Folino Hon. Robert J. Colville, Jr. John P. Gismondi, Esq.
Course Planner & Moderator

Kimberly A. Brown, Esq. John C. Conti, Esq.
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CONSTRUCTION LAW SECTION

Current and Future Issues in Construction Law
Construction is booming in the Pittsburgh region, and that means so are 

construction-related legal issues. This CLE will focus on current issues facing
construction law practitioners – as well as lawyers in numerous related practice

areas – and their clients. The panel will discuss how those issues might affect
their practices in the coming years.  Planned topics include: 

• AIA Contract Changes – American Institute of Architects (AIA) contracts are, in
many ways, the legal foundation for construction projects in the United States.
AIA’s industry standard contract documents underwent significant changes in

2017, and this program will examine how the changes will affect owners, 
architects, engineers, and contractors on future projects.

• Medical Marijuana – Pennsylvania’s law regarding the use of medical 
marijuana have drastically changed in recent years.  How do these laws impact

contractors, who may need to balance these legal requirements with the
demands of project sites? 

• Proposed changes to the Contractor Subcontractor Payment Act – The 
Contractor Subcontractor Payment Act is one of the most effective “sticks” in
encouraging prompt payment to contractors on projects in Pennsylvania. The
state legislature is proposing significant revisions to the Act that would further

strengthen its protections and give additional rights to contractors to 
ensure timely payment.

This program and reception are sponsored by Marsh & McLennan Companies

Credits: 3 hours of Substantive CLE credit •When:Monday, Dec. 11 • Registration:
1:30 p.m. • Time: 2 - 5 p.m.; The Construction Law Section Holiday Reception will
immediately follow program. • Where: Koppers Building Conference Center, E.P.
Mellon Room, Lower Level, 436 Seventh Ave., Pittsburgh, PA 15219 • Cost: $105
for Construction Law Section members, $125 for ACBA members, $150 for all
others • Last date to pre-register: Friday, Dec. 8, 11:59 p.m.

CORPORATE, BANKING AND 
BUSINESS LAW SECTION

Corporate Compliance, Internal Investigations
and Monitorships

Compliance, internal investigations and monitors are substantial parts of 
corporate law. This program will analyze these topics from a variety of angles.

Panelists will explore the components and requirements of effective 
compliance programs, the impacts these programs have on company culture
and why such programs fail. Regarding internal investigations, the panel will

discuss the process of investigations, evidence collection mistakes, investigative
tools, things to consider prior to an investigation and more. Additionally, the

mechanics, roles and ethics of monitorships will be discussed. 
*Lunch will be provided.

Credits: 1 hour of Substantive CLE credit • When: Tuesday, Dec. 12 • Registration:
11:30 a.m. • Time: Noon - 1 p.m. • Where: Gulf Tower Auditorium, 707 Grant St.,
3rd Floor, Pittsburgh, PA 15219 • Cost: $35 for Corporate, Banking and Business
Law Section members, $55 for ACBA members, $65 for all others • Last date to
pre-register: Sunday, Dec. 10, 11:59 p.m.

_____________________________________________________

Visit www.acba.org/CLEvideoReplayService or call
412-402-6614 for more information and to view the CLEs being

offered today through our CLE Live Video Replay Service.

Register today!
412-402-6614  |  www.acba.org/CLE-Events/Events-and-Programs

FEDERAL COURT SECTION
Settlement Issues In Federal Court 

Among the primary benefits of settlement in litigation is avoiding the 
significant costs and potential unpredictability of appearing in a courtroom.

However, practitioners often find themselves litigating issues stemming from
the settlement process itself. At this event, a panel that includes United States

District and Magistrate Judges will discuss contemporary issues in federal court
relating to settlements. Panelists will provide valuable insight and context from
their years in practice prior to taking the bench. Topics to be covered include: 

Federal Rule of Evidence 408: Its application and the manner in which it
becomes the subject of litigation in the federal courtroom.; Federal Rule of Civil
Procedure 68: Issues relating to the powerful tool of the civil offer of judgment
and its application to the settlement and plea process.; Sealing and enforcing

settlements in federal court; Settlement Discussions through the eyes of a judge.

Credits: 2 hours of Substantive CLE credit •When: Thursday, Dec. 7 • Registration:
2 p.m. (Please arrive early and bring identification.) • Time: 2:30 - 4:30 p.m. •Where:
Joseph F. Weis, Jr. U.S. Courthouse, 700 Grant Street, Pittsburgh, PA 15219 • Cost:
$70 for Federal Court Section members, $80 for ACBA members, $90 for all
others • Last date to pre-register: Tuesday, Dec. 5, 11:59 p.m.

PROBATE AND TRUST LAW SECTION
How the New Public Access Policy Impacts

Orphans’ Court Filings
The Pennsylvania Supreme Court’s new public access policy governing filings

with appellate and trial courts will impact filings in Orphans’ Court and the
Department of Court Records. Speakers will discuss how the policy will impact
filing legal documents beginning January 6, 2018 when the policy takes effect.

Specifically, panelists will discuss how the policy will be implemented in
Allegheny County Orphans’ Court and Department of Court Records, along

with how attorneys will be able to access the docket.

Credits: 1 hour of Substantive CLE credit • When: Thursday, Dec. 7 • Registration:
3:30 p.m. • Time: 4 - 5 p.m.; Probate and Trust Law Section holiday reception to
immediately follow the program. • Where: Koppers Building Conference Center,
E.P. Mellon Room, Lower Level, 436 Seventh Ave., Pittsburgh, PA 15219 • Cost:
$35 for Probate and Trust Law Section members, $45 for ACBA members, $70 for
all others • Last date to pre-register: Tuesday, Dec. 5, 11:59 p.m.

TAXATION SECTION
Advising Clients on Buy/Sell Agreements

Often, ownership exits from a business can be accompanied by misinformation,
high emotions and litigation. A properly-crafted buy-sell agreement can mitigate
potential negative consequences by documenting the protocol and processes
to be followed after a “triggering event” occurs. This program will provide an
overview of the primary issues that should be considered when drafting or

reviewing a buy-sell agreement to preserve the individual investments of each
equity owner, as well as to ensure the success of the business into the future.

The program will also highlight the important role played by the business 
advisor in this process. *Lunch will be provided.

Credits: 1 hour of Substantive CLE credit • When: Friday, Dec. 1 • Registration:
11:30 a.m. • Time: Noon - 1 p.m. • Where: Rivers Club, One Oxford Centre,
301 Grant St., Pittsburgh, PA 15219 • Cost: $35 for Taxation Section members,
$65 for ACBA members, $70 for all others • Last date to pre-register:
Wednesday, Nov. 29, 11:59 p.m.

WORKERS’ COMPENSATION SECTION
A Panel Discussion of Pending Workers’ Comp

Supreme Court Cases
Get into the holiday spirit with a lively discussion about disgorgement of

unreasonable contest attorneys’ fees and subrogation. The panel will discuss
two cases currently before the Pennsylvania Supreme Court: County of

Allegheny v. WCAB (Parker), argued on October 17, 2017; and Pennsylvania
State Police v. WCAB (Bushta), argued on October 18, 2017.

Credits: 1 hour of Substantive CLE credit • When: Thursday, Dec. 7 • Registration:
4 p.m. • Time: 4:30 - 5:30 p.m.; Holiday Reception to immediately follow the
program from 5:30 - 6:30 p.m. Separate registration is required for the Holiday
Reception. • Where: Allegheny HYP Club, 619 William Penn Pl., Pittsburgh, PA
15219 • Cost: $45 Workers’ Compensation Section members, $55 ACBA
members, $65 all others • Last date to pre-register: Tuesday, Dec. 5, 11:59 p.m.

ads a bit, so we added that we also
represent small businesses in disputes
they might have with their employees.
We tweaked our brand.
When it came time to develop a

website, we could see that a properly
built and maintained website would
enhance our brand. We sought the
help of a national company that
specializes in websites for attorneys
and in search-engine maximization.
Kathleen and I have worked with that
firm for over 15 years. We inserted a

beautiful picture of Pittsburgh’s
scenic “Point” on the masthead of our
website (this was later copied by
many law firms, but we were the first
to do that). We also included our
pictures side by side to reinforce that
we were a husband-and-wife law
firm – when potential clients were
looking for an attorney, they could see
and hopefully believe that they would
be getting two attorneys rather than
only one. We listed in more detail the
types of cases we handled and provided
some details about our background
and experience.

Part of our brand was that I was
fortunate enough to have argued and
won an important age discrimination
in employment case in the U.S.
Supreme Court in 1988 (Harbison
Walker Refractories v. Brieck) and to
have won a landmark wrongful-
discharge case in 1983 (Novosel v.
Nationwide Insurance Company).
Many clients have told us that our
success in cases like those was the
reason they chose us to handle their
cases. That is another important
aspect of branding: tell people why
you just might have more relevant

background and experience than
your competitors. n

James Logan has been in practice for
47 years, is a partner with his wife,
Kathleen M. Logan, in their boutique
employment law firm, Logan & Logan,
and is also a mediator. He has argued
and won an age discrimination in
employment case in the U.S. Supreme
Court, and won a landmark wrongful-
discharge case, Novosel v. Nationwide
Insurance Company, in 1983, which
propelled the growth of individual
employment rights litigation in Pennsylvania.

BRANDED FOR BUSINESS 
continued from page 15
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on the future of
legal education.
He is a commis-
sioner on the
P e n n s y l v a n i a
Workers’ Compen-
sation Appeal
Board and, in
addition to hearing
appeals in work-
ers’ compensation
cases, he serves as
an adjunct profes-
sor of Law at

Duquesne University School of Law,
where he teaches employment law.
Before his appointment to Workers’
Compensation Appeal Board, Krebs
was a trial attorney for 20 years. He
has taught at Duquesne Law School
since 2011 and received the Adjunct
Professor Award for outstanding
contributions in teaching. The full
article can be accessed here:
http://washingtonlawyer.dcbar.org/
september2017/index.php#/12.

People on the Move
Ellen Freeman has opened Porter

Wright Morris & Arthur LLP’s new
Pittsburgh office as partner-in-
charge. Freeman, an 18-year veteran
of employment-based immigration
law, is launching her immigration

News and Notes
Elizabeth A.

Chiappetta, a prin-
cipal at Robert
Peirce & Associ-
ates, has been
elected president
of the Western
Pennsylvania Trial
Lawyers Association
by its members.
She has been a
WPTLA member
for the past 10
years and has

served on the executive board for
the past five years. The Western
Pennsylvania Trial Lawyers Association
is a professional membership organization
that brings together members of the
bar and judiciary branch to improve
and advance trial by jury and trial
advocacy. Through education, training
and community initiatives, members
work to promote, improve and advance
methods for advocating for injured
victims. Chiappetta helps clients with
legal matters related to nursing home
abuse and neglect, medical malpractice,
personal injury and the FELA.

Robert A. Krebs was featured in
the September edition of the D.C.
Bar’s Washington Lawyer Magazine

Bar Briefs

Robert A.
Krebs 

Lawyers’ Mart
APPRAISALS

ANTIQUE AUTO APPRAISALS for all vehicles 1900 to
2005. Expert Witness. Diminished Value. Certified
Appraiser - K. Merusi. 412-731-2878.

CAREER
CONSULTING

CHRIS MILLER, J.D. – 20+ years providing confidential
career consulting services for lawyers in transition.
412-926-5207. www.millercareerconsulting.com.

DOCUMENT EXAMINER/
HANDWRITING

J. WRIGHT LEONARD, BCFE, CDE. Certified. Experienced
in Federal, State & Local Courts. Testimony in 
Civil & Criminal Matters. 215-735-4000.
www.ForgeryID.com.

ECONOMIST/VOC. EXPERT
WM. HOUSTON REED, Ph.D. – 25+yrs. of forensic
economics & vocational eval. expertise in one report.
1-888-620-8933.

ESTATE PLANNING
IF YOUR CLIENTS ARE CONSIDERING CHARITABLE
GIVING as part of their estate planning The Pittsburgh
Presbytery Foundation can provide a means to support
charitable work helping those in need throughout SW
Pennsylvania. For more information contact the Foundation
at www.pghpresbytery.org/pghpresbyterianfdn.htm or
Rev. Dr. Douglas Portz at 412-323-1400 Ext 318.

INSURANCE CONSULTING
MICHAEL M. McDONOUGH, AIF®, CPA (inactive) –
Save time, elevate your advice, enhance economics and 
discharge fiduciary duties with my life, disability, LTC,
and annuity contract reviews. Innovative and well-
vetted strategies, loan rescues, solutions for the uninsurable.
Integrated planning for individuals/entities. Supported by
leading carrier advanced markets teams. Compensated
via commissions. 724-720-9317.

PROCESS SERVICE
INVESTIGATING

THE IMPOSSIBLE WE DO RIGHT AWAY! MIRACLES
TAKE A LITTLE TIME. EMPIRE INVESTIGATION 412-
921-4046. Visit us on our website, www.empireinv.com.

Louis B. Kushner

Alan C. Blanco Noah R. JordanErnest B. Orsatti

LABOR & EMPLOYMENT ATTORNEYS

EMPLOYMENT LITIGATION ATTORNEYS

Pittsburgh, Pennsylvania

(412) 338-1100   

www.rothmangordon.com

James W. Carroll, Jr. Ryan P. Stewart Stephen H. Jordan

practice while ini-
tiating the hiring
process to build up
to a full-service
office for the
Columbus, Ohio-
based Porter
Wright. Originally
from Ukraine,
Freeman counsels
clients in the fields
of biotech, infor-
mation technology,
health care and

education, advising them on global
mobility, outbound immigration,
employment-based petitions, labor
certification, consular processing and
visa waivers for foreign medical
graduates, among other immigration
avenues. Freeman is an active
member of the American Immigration
Lawyers Association and serves on an
editorial advisory board for Law 360’s
immigration coverage.

Kenneth J.
Witzel has joined
Frost Brown Todd
as a member.
Focusing his prac-
tice in oil, gas and
natural resources
law, Witzel repre-
sents businesses,
including publicly
traded corpora-
tions, in all phases
of litigation, both
in jury and non-

jury trials and appeals. He has repre-
sented oil and gas clients in disputes

involving farmout agreements,
interconnection agreements, leases,
ownership rights, seismic testing,
pipeline rights of way and various
other matters. He counsels clients on
matters pertaining to property
interests and negotiates leases,
easements and other agreements
associated with oil and natural gas
operations. Additionally, Witzel has
provided counseling and litigation
assistance to one of the nation’s
largest air medical transportation
services. He also represents companies
across industries in litigation related
to commercial contracts, unfair
competition, commercial real estate,
employment and construction.

Change in Status
By order of the Supreme Court of

Pennsylvania, attorney William James
Helzlsour has been suspended from
the practice of law for a period of
three months. The suspension takes
effect on Oct. 27.

By order of the Supreme Court of
Pennsylvania, attorney J. Michael
Farrell has been placed on temporary
suspension. The suspension took
effect on Sept. 25.

Elizabeth A.
Chiappetta

Ellen 
Freeman

Kenneth J.
Witzel

Order your 2017-18
Allegheny County Bar Association

Legal Directory today!
Call 412-402-6614 for details.


	What solos should consider when bringing on an employee
	Bourbon & Cigar Tasting
	FLYING SOLO – Experienced solo, small-firm practitioners share insights on striking out on your own
	Internet reviews and defamation claims against former clients
	Bourbon & Cigar Tasting
	Can you have both a solo practice and a life – You can – if you do it right
	Cyber-age ethics and risk avoidance
	How small and mid-size firms can attract and retain talented lawyers
	50 & 60
	Homer S. Brown Division
	Ethical challenges in a billable-hour environment
	11 ideas for those starting a law practice
	Hispanic Heritage Month Celebration
	ACBA resources that are of special interest to sole and small-firm practitioners
	BRANDED FOR BUSINESS: A case study of a small-firm practitioner’s experience
	Self Defense for Attorneys
	Upcoming December PBI CLEs
	Upcoming ACBA CLEs
	Bar Briefs



