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From the Editors 

 

Editor’s Corner 

Yay-Business Partners!  

In addition to the camaraderie and the support I receive from my fellow 
Administrators, the Business Partners are the best part of being a 
member of ALA-GGC. Every time I go to an event where the Business 
Partners are present, I come away richer for the experience. The job 
of administrator is not without its challenges and we truly cannot do it 
alone. We are made better because of our network. We are smarter, 
better connected and have our fingertips on the pulse of what’s 
happening because of the relationships we have made with our fellow 
administrators and our business partners. 

In this issue, I reached out to our current business partners and asked 
them to submit some pictures and answer the question “What does 
Being a Business Partner with ALA mean to you and your company?”  
Several Business Partners indulged me and sent in answers to the 
question as well as some fun pictures. With the help of our amazing 
layout editor, Diane Miller, you will find a picture spread of some of our 
Business Partners with some of their thoughts. I do hope you enjoy it! 

This past October I had the privilege of attending my very first 
Regional Business of Law Conference. I am grateful to belong to a 
firm that sponsored me to go. I learned so much at the conference. 
From sessions about all that is happening with the Affordable Care Act 
to sessions about the ever-growing concerns over cyber safety in our 
firms, I was made aware (once again) that there is so much we need 
to know as administrators today. It made me appreciate how much 
more there is to learn due to our quickly and ever-changing landscape.  

Like all things ALA, this conference was not only about work.  The 
time with our chapter members sharing a cocktail or the privilege of 
meeting a spouse of a fellow administrator was a special bonus. And 
of course, add to that the fun events put on by our Business Partners 
complete with awesome food, plentiful libations and “song” – aka 
dancing – and well—a good time was had by all. I cannot wait until 
next year. 

Just a reminder to all of you that K2L is fast approaching.  Although 
Business of Law Conferences are a great place to learn and grow, so 
too is K2L, which has the added bonus of being local. Please mark 
your calendars for March 17th (yes—St. Paddy’s day), don your green 
and join your fellow Bay Area Administrators at the Hyatt Regency. I 
promise you will not be disappointed! 

Have a safe and happy holiday season and a very blessed New Year. 

 
 
 

Happy Reading! 
Linda Republicano 

Editor 
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President’s Message 

Business Partners and the Holidays 
 
The theme of this issue of The Bridge is Business Partners and the Holidays. In my mind, this is 
not a random pairing of topics.  This time of year reminds us to think about what we are thankful 
for as we celebrate our holiday season.  (It also reminds us that end-of-year deadlines are loom-
ing!) 
 
I am very happy to be able to thank all of our Business Partners (BPs) publicly for all they’ve done 
for our chapter this past year.  Our chapter and the BPs have the same goal:  To better our work-
ing lives and give back to the community. 
 
Not only do the BPs subsidize our educational programs, they volunteer alongside us at our com-
munity service events, and offer their own educational sessions (without delivering a sales pitch) 
via our new “Business Matters” program.  They want to learn alongside us, they reach out to us in-
dividually, and they genuinely care about our chapter and its members.   
 
Know Our Business Partners 
 
Later in this issue is a page which lists all of our business partners, and their contact information.  I 
highly recommend that you print this page, and keep it handy.  We all get so many emails and 
calls every day, it’s sometimes difficult to identify our business partners.  So as you look through 
your emails and listen to your voice mails, if you identify a business partner among those messag-
es, please respond!  Even if it’s to say “I have no say or purchasing authority as to [your product] 
in my firm” or “we really don’t have a need right now,” please be courteous and get back to them.   

 
Our BPs put a lot of thought into what kind of education they can offer to us so attend their educational sessions!  If they send 
you a survey or ask some questions, please participate.  They are striving to be more valuable to us and it is to our benefit to be 
responsive.   
 
Make an effort to attend our BP social events where you can enjoy getting to know them (and other members) in a fun, casual 
setting.  Don’t be shy:  Introduce yourself, tell them about your position and your firm.  (Don’t feel embarrassed if you have to 
glance at their nametag, we all do it!) 
 
You may not need a Business Partner’s service now, but down the road, you just never know when you may.  Keep the list in 
this issue handy! 
 
The Holidays 
 
This Thanksgiving, as you are gathered around the table with loved ones, add the BPs to your “Things for which I am Thankful” 
list.  You might get some looks (“What is a BP???”) and you can take the opportunity to educate the others!   
 
Our Holiday Lunch is right around the corner!  This is one of the most fun and easiest times to socialize with and get to know 
our BPs.  The atmosphere is festive, and everyone is in the holiday spirit.  I hope you will all plan on attending this event on 
Thursday, December 17th. Watch for information later in the month. 
 
Chapter Members, have a safe, warm and wonderful holiday.  Enjoy your family and friends.  I am not only thankful for our 
Business Partners but also for all of you who are so supportive of the chapter, and its leadership. 
 
Thank You! 
 
 
 

Pam Delnevo 

Senior Employee  
Relations 
Morrison & Foerster LLP 
 
Pam Delnevo can be 
reached at 415-268-6466  
or by email at  
pdelnevo@mofo.com 
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When Larry Page and Sergey 
Brin were students at Stanford 
they developed technology that 
was designed to search Stanford 
University’s Web pages, which 
immediately became popular 
among the students and faculty. 
This was 1996, and everyone 
thought that Yahoo! was the 
dominant search engine, and 
there could never be another 

one.  

Larry and Sergey did not think their technological innovation 
was the basis for the company they wanted to start, so they 
put it on the market—at a price of approximately $1 million. 

Fortunately for the rest of us, there were no takers. Had they 
found a buyer, Google probably never would have been 
born. It is an excellent example of how overpricing can have 
salutary effects. 

Unfortunately, most professionals under price their intellec-
tual capital. They justify this with a variety of excuses: 

 We do not have enough quality customers. 

 Customers view what we do as a commodity. 

 Customers do not understand the value we provide. 

 Our people do not understand their worth. 

 When customers engage in hardball negotiation tactics, 
we capitulate. 

 Our profession has too much capacity, which drives pric-
es down. 

Most of these are nothing but excuses to explain away a 
lack of purpose, strategy, marketing effectiveness, and poor 
customer selection. But I believe there is a deeper reason, 
which I truly did not understand until I began teaching value 
pricing to my colleagues.  

Many participants of my courses have commented that they 
would “feel guilty” about charging a substantial multiple of 
their hourly rate. The epiphany for me was that this was not 
a strategic, or even a pricing competency issue, but rather a 
low self-esteem issue.  

Low self-esteem (or self-respect) does go right to the heart 
of why professionals question the value of the service they 
provide. Do you truly believe the benchmark of your value is 
the hours you spend? What about the years of experience 
that stand behind that $1 million idea that took 15-minutes to 
create? Is the value really one-quarter your hourly rate?  

You Are Your First Sale 

The lesson is vital, and it is this: Before you can charge a 
premium price, you first have to believe, internally, that 
you are worth it. If you do not think you are worth multi-
ples of your hourly rate, your customers never will be-

lieve it either. 

Have you ever dealt with a professional, such as a doctor or 
a consultant, who came highly recommended? When you 
learned of the price, did you try to negotiate it downward?  

Most highly recommended professionals will not budge on 
their pricing, because they know they deserve it and are 
worth it. They are secure and confident in their worth, and 
they price above the market as a result. Obviously, not eve-
ryone can do this. But the ones who do all possess a com-
mon characteristic: high self-esteem.  

Psychologist Nathaniel Branden has done extensive work on 
self-esteem. His treatise on the subject is The Six Pillars of 
Self-Esteem, wherein he defines it as: 

1. Confidence in our ability to think, confidence in our abil-
ity to cope with the basic challenges of life; and  

2. Confidence in our right to be successful and happy, the 
feeling of being worthy, deserving, entitled to assert our 
needs and wants, achieve our values, and enjoy the 
fruits of our efforts. 

 

Branden says “Self-esteem is the reputation we acquire with 
ourselves.” That is profound. Professionals are deeply con-
cerned, and rightfully so, with their reputations: They care 
what their customers think of them, of their firm, of their in-
tegrity. But what about their reputation with themselves? 
Most professionals were never taught even to ask the ques-
tion.  

Yet how can people feel good about themselves, their work, 
and their service to the customer and the greater community 
if they believe they are commodities, whose value is meas-
ured in six-minute increments? 

There is no Standard Price for Intellectual Capital 

In 1935, Edgar Kaufman, the German-American business-
man and philanthropist who owned Kaufmann’s  department 
store, asked Frank Lloyd Wright to design a small summer 
home for him near Mill Run (75 miles southeast of Pitts-
burgh).  

Wright surveyed the site but procrastinated on the design. 
When Kaufman telephoned him one day saying he was 
nearby and would like to stop by to see the design, Wright 
replied, “Come on Edgar, we’re ready.” 

(Continued on page 6) 

What Are You Worth? 
By Ron Baker  

http://www.amazon.com/Six-Pillars-Self-Esteem-Definitive-Leading/dp/0553374397/ref=sr_1_1?s=books&ie=UTF8&qid=1373812973&sr=1-1&keywords=the+six+pillars+of+self-esteem
http://www.amazon.com/Six-Pillars-Self-Esteem-Definitive-Leading/dp/0553374397/ref=sr_1_1?s=books&ie=UTF8&qid=1373812973&sr=1-1&keywords=the+six+pillars+of+self-esteem
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Two of Wright’s draftsmen who heard the call could not believe it, since no one had drawn a single line. Draftsmen Edgar 
Tafel explains what happened next in his book about Wright: 

Wright hung up the phone, walked to the drafting room and started to draw, talking in a calm voice. ‘They will have 

tea on the balcony…they’ll cross the bridge to walk into the woods,’ Wright said. Pencils were used up as fast as we 

could sharpen them. He erased, overdrew, modified, flipping sheets back and forth. Then he titled it across the bot-

tom: Fallingwater. 

This is why intellectual capital, expertise, wisdom, judgment, ability to synthesize information, along with all the other char-
acteristics of knowledge work, cannot be denominated in hours, efforts and costs to produce. 

Napoleon Hill wrote in Think and Grow Rich: 

There is no standard price on ideas. The creator of ideas makes his own price, and, if he is smart, gets it. 

 

Do not feel guilty or ashamed of your success, and do not let low self-esteem interfere with being paid what your are worth. 

 

Ron Baker is a radio talk-show host on the www.VoiceAmerica.com show: The Soul of Enterprise: Business in the 
Knowledge Economy, and the best-selling author of seven books, including: Implementing Value Pricing: A Radical Busi-
ness Model for Professional Firms (John Wiley & Sons, Inc.); and The Soul of Enterprise: Dialogues on Business in the 
Knowledge Economy. You can reach him at (707) 769-0965, or e-mail at Ron@verasage.com. He Blogs at 
www.verasage.com, www.thesoulofenterprise.com, and LinkedIn as one of its Influencers; on Twitter @ronaldbaker. 

 

What Are You Worth        (Continued from page 5) 

http://www.voiceamerica.com/
http://www.voiceamerica.com/show/2347/the-soul-of-enterprise-business-in-the-knowledge-economy
http://www.voiceamerica.com/show/2347/the-soul-of-enterprise-business-in-the-knowledge-economy
http://www.amazon.com/Implementing-Value-Pricing-Business-Professional/dp/0470584610/ref=sr_1_1?s=books&ie=UTF8&qid=1417112204&sr=1-1&keywords=ronald+j+baker
http://www.amazon.com/Implementing-Value-Pricing-Business-Professional/dp/0470584610/ref=sr_1_1?s=books&ie=UTF8&qid=1417112204&sr=1-1&keywords=ronald+j+baker
http://www.amazon.com/Soul-Enterprise-Dialogues-Business-Knowledge-ebook/dp/B00U2T4VEU/ref=asap_bc?ie=UTF8
http://www.amazon.com/Soul-Enterprise-Dialogues-Business-Knowledge-ebook/dp/B00U2T4VEU/ref=asap_bc?ie=UTF8
mailto:Ron@verasage.com
http://www.verasage.com/
http://www.thesoulofenterprise.com/
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 Putting The K2L Puzzle Together 
 By Suzanne Lawler 

 
 
 
 
 

 
 
 

Your 2016 Knowledge to Leadership Committee, headed by Steve Morris, is hard at work to provide you with the best local con-
ference experience ever, and I have no doubt that the Committee will deliver! 
 
My small part the K2L puzzle is recruiting and overseeing the Exhibitors, most of whom will be our Chapter’s Business Partners.  
I’d like to welcome the following Business Partners who have committed to the March 17, 2016 (yes, that happens to be St. Pat-
rick’s Day) event.   
 

Adams & Martin Group 
Ahern Insurance Brokerage 
Behmke Reporting & Video Services, Inc. 
Blaisdell’s Business Products 
Dealey, Renton & Associates 
Element Professional Staffing 
First Legal Network 
Kearney, Boyle & Associates 
Nelson Legal 
Pathways Personnel 
Ricoh Legal 

 
As you can see, we are off to a good start with a diverse group of service providers.   
 
The 2016 K2L is being held at the Hyatt Regency San Francisco, as it was in 2014.  It’s a perfect venue for many reasons, the 
first being location, location, location!  The Hyatt is easy to get to and it’s perfect for commuters, being so close to BART, MUNI 
and the Ferry.  It also provides a wonderful, open space for our attendees to flow through between session rooms and the ex-
hibit hall.   
 
K2L is the perfect opportunity for the Chapter’s Business Partners and local vendors to exhibit, as the conference attracts many 
attendees who could not make it to ALA’s annual conference or one of the Business of Law Conferences.  The more intimate 
venue makes it easier for exhibitors and attendees to mingle. There will be many opportunities to do so with breaks scheduled 
for both mid-morning and mid-afternoon, as well as lunch.  And we will be topping off our day of robust education with a spot of 
humor and a Wine Reception in the Exhibition Hall. 
 
Exhibitor benefits include: 

 Attendance at the educational sessions (space permitting) 

 Special acknowledgement in pre-conference marketing 

 Company profile and contact information included in the attendee educational materials 

 Receipt of attendee list pre- and post-conference 

 Breakfast and Lunch with attendees and table signage 

 Special acknowledgement in the Conference Program 

 Acknowledgement on the Golden Gate Chapter website 

 Networking at the post-conference Wine Reception 

 Additional opportunities to sponsor Keynote Meetings and Educational Sessions that include introducing 
speakers and additional exhibition space within the room 

 
Business Partners and vendors who are interested in exhibiting at this event can contact me at 415-955-5039 or  
slawler@lubinolson.com.    
 
We look forward to seeing members and non-members attend at what promises to be the best Knowledge to Leadership ever. 

mailto:slawler@lubinolson.com
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People often ask me if it was hard for 
me to go from running really large 
organizations to having my own 
(implied — “much smaller”) company. 
This was never an issue for me be-
cause I always maintained a psycho-
logical distance between the power of 
my role, (managing a $1B+ global 

business, multi-hundred-million dollar budget, and thou-
sands of people) and my own personal power. 
 
I took responsibility for the power of the large role very seri-
ously, but I never pretended that I personally owned that 
power.  So when I stepped out of a huge business into a 
small business, it was not difficult for me, because I was still 
the same me.  But I often see executives who claim this big 
role power for their own — I refer to this as Imagined Power. 
 
Imagined-Power People 
I am thinking of one woman in particular who exemplified 
this behavior. She was a C-Level direct report to the CEO of 
a fortune 50 company. She was meeting me and my peers 
who were at the time C-Level direct reports to the CEO of a 
fortune 5000 company. Her dismissive demeanor made it 
immediately clear that she saw us as way below her on the 
food chain.  I remember thinking when I met her: Wow you 
are trying so very hard to make sure you come across as a 
big, scary executive. That must be exhausting!  I won-
dered…Is this because: 
 
1. You are insecure and have a need to make people feel 

like you are more powerful than they are? 
2. You were taught, or simply believe, that this is the way a 

big executive is supposed to treat others? 
3. You are so self-involved that you don’t even realize that 

you are so thoroughly dismissing people? 
4. You actually believe that you are a superior life form? 
 
I never know which of these is at play when I meet one of 
these executives. But I always feel that they are confusing 
the power of their role, with their own power. 
 
Real-power people and respect 
The leaders that most inspired me were the ones that did 
not get caught up in personal power. They were the ones 
who built true business power by engaging and respecting 
employees at all levels. 
 
They were the ones who even though they are far above me 
organizationally, would sit across the table and talk to me as 
an equal. They’d say things like, “This is a tough business 
we are in! What are you seeing out there? What do you think 
I should do?” They were interested. They were open. They 
were always learning. 
 
 

Wasted energy 
The problem with treating role power as personal power, is 
that since that grand-scale personal power is not actually 
real, you need to spend an awful lot of time and energy 
manufacturing the facade, and then protecting it.  That is 
time taken away from effectively leading and doing stuff. Not 
to mention it does nothing to build any trust and loyalty — 
Quite the contrary it builds fear and resentment. 
 
Real Business Power 
If you take the other road of acknowledging you have a big 
responsibility — because you are in a powerful role — but 
you share power and respect with others, you will build a 
loyal and powerful team to support you. So you actually gain 
real power in your business. Much bigger power than you 
can create if you try to own the power yourself. 
 
You end up with an army of people who will do great things 
to make the business succeed. They have your back be-
cause you are sharing the power. People like that. 
 
I’d rather have 1000 peoples’ worth of positive power, genu-
ine support, and forward momentum in my business, than to 
try to build my own power by keeping 1000 people down. It 
is exhausting to even think about! I choose the road of help-
ing people thrive.  Here are some practical ways that I have 
seen the difference play out. 
 
1. Human vs. Boss 
If the thinking starts with we are both humans vs. I am the 
boss and you are the worker, you create an environment 
where everyone feels acknowledged.  If you flaunt special 
privileges that only the boss gets, everyone else feels re-
sentful and will not bring their best to the business. 
 
If you bother to spend personal time with people in the 
trenches, on the assembly line, on the help desk, or literally 
in the trenches (if your business digs trenches), you show 
that you understand and value all the jobs in your organiza-
tion and you are not “above it all”.  It builds tremendous loy-
alty because when you ask someone to do work for you, 
they know you appreciate what you are asking them to do. It 
is hard to over-estimate the value of this as a leader. 
 
2. Curious vs. Right 
People protecting their power need to be right and to stay 
right. So it’s not just that they are not good listeners, they 
actually need to not listen — because what they hear might 
threaten their power facade.  Leaders who are genuinely 
curious invite new ideas and are always learning. They learn 
what is really going on in their organization and therefore 
know what is causing inefficiency, frustration and suffering 
— so they can fix it. 
 

(Continued on page 9) 
 

Imagined power vs. Real power and respect 
By Patty Azzarello 
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The Always-Right executive doesn’t want to hear it. They are 
right often enough that they can succeed to a certain extent, 
but they miss the opportunity to recognize breakthroughs 
that others might contribute. And they never have a truly loy-
al team to help them when things get tough. 
 
3. Promote others vs. Inflate yourself 
Leaders who take personal credit for their organizations’ 
work are again, trying to hold on to false personal power. 
Leaders who promote and elevate their stars build a much 
higher value organization. 
 
This is well said in the book Five Frogs on a Log by Mark 
Feldman and Michael Spratt: “A players hire A+ players, B 
players hire C players, and C players hire idiots.” Insecure 
leaders who hire weak players so no one threatens them, 
make the whole organization weaker.  A players (leaders 
who share power) hire people better than themselves and 
give them support to excel. Then they give them recognition 
and help them move up. The whole organization gets strong-
er. 
 
4. Open vs. Secret 
People protecting false personal power are very secretive. 
They believe that if they know more than everyone else, they 
will remain very important.  Real leaders communicate a lot. 
They make it a point to share as much information as possi-
ble with everybody.  They see additional power in having a 
well-informed team that can contribute more because they 
know more, a team who is motivated to contribute more be-
cause they feel respected. 
 
5. Respect vs. Money 
Another trait I have seen with leaders protecting their per-
sonal power is that they need to buy people off.  They pay 
people more money than they could make elsewhere, with a 
key requirement of the job being: 
 

Don’t question me, stay in your place, and make me 
look good. Build up my ego by being at my beckon 
call. I pay you a lot, I deserve your un-wavering and 
constant adoration. 

 
Effective leaders win people over by building an environment 
of trust and respect. They create meaning for people so they 
can feel proud of their work. They offer personal recognition. 
They go out of their way to make the work matter to the peo-
ple doing it. 
 
Your choice… 
I was very fortunate early in my career to meet a mentor who 
showed me that you could be a very successful business 
leader by respecting people, and sharing power.  There are 
many examples of executives that go the other way… They 
hoard power and treat people like crap. I might have be-
lieved that was necessary without a good role model. 

You can certainly succeed as a power hungry asshole, but 
it’s not a requirement. I also believe that building a strong 
team is a much more reliable approach to achieving suc-
cess, and it gives you more real power in the end. 
 
Patty Azzarello is an executive, best-selling author, speaker 
and CEO/Business Advisor. She became the youngest gen-
eral manager at HP at the age of 33, ran a billion dollar soft-
ware business at 35 and became a CEO for the first time at 
38 (all without turning into a self-centered, miserable jerk) 
You can find Patty at www.AzzarelloGroup.com, follow her 
on twitter or facebook, or read her book RISE…3 Practical 
Steps for Advancing Your Career, Standing Out as a Leader, 
AND Liking Your Life. 

Imagined power vs. Real power and respect 
(Continued from page 8) 
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Six Business Lessons Learned From My Alcatraz Swim Run Biathlon  
By Steven M. Morris  

At 21, I ran my 
first 5k race.  My 
next running 
competition took 
place almost 35 
years later.  This 
time, it was a 1.5 
mile swim from 
Alcatraz Island 
followed by a 
seven mile run 
around the Gold-
en Gate Bridge.  
While recently 
participating in 

this 500-athlete event, I pondered why 
this commitment mattered and discov-
ered six lessons relevant to the busi-
ness world. 
 
GOALS:  The entry fee payment com-
bined with the calendar-marked race 
date was enough motivation to develop 
a training program. Established workout 
routines increased in frequency and 
duration as race day neared.  Having 
been a long-distance swimmer in high 
school, it felt like riding a bicycle.  Incre-
mental goals quickly increased to 100-
lap swims without incident. Jogging was 
different.  Coming home exhausted after 
a 10 minute loop around neighborhood 
streets was common on the first several 
attempts.  Eventually, I was able to 
complete distances in training that 
translated into finishing on race day with 
a smile and victory arms. 
 
Business goals are achieved through 
incremental milestones and involve a 
fair amount of introspection into what is 
important for your business and what 
you want the future to look like.  Compa-
ny goals will only be effective if you 
have a clear vision of what you want to 
achieve – and how. 
 
QUITTING:  Before race day, I commit-
ted to finishing, even if I walked the last 
three miles.  On race morning, this 
thinking transformed into a decision be-
yond not quitting to running the entire 
time – no walking.  If I stopped, starting 
again was going to be near impossible. 
 
Business obligations sometimes require 
meeting seemingly impossible dead-
lines.  Often the difference is the forti-
tude to not stop.  The strength to find a 

way to complete the task at hand cre-
ates an environment for success. 
 
INSPIRATION:  Part of the way through 
the swim, I spotted a competitor without 
a wetsuit in the cold water.  He looked 
half my age.  He inspired me.  I decided 
that I would not only pace off him, but 
finish the swim before him.  Race statis-
tics are posted online.  My post-race 
research of his number found this 26 
year old finished the biathlon in 50th 
place out of 500 with his impressive 7-
minute miles.  In my mind, at almost 30 
years his senior, I was a winner as I did 
beat him out of the water by 5 seconds.  
During the run, several competitors 
passed me.  They provided inspiration 
as well.  I found that I ran faster overall 
because when they passed I increased 
my pace in an attempt to keep up with 
them. 
 
At work, certain colleagues and leaders 
in our chosen fields provide inspiration 
to think, do or create differently.  Staying 
open to learning through observation 
and application improves one's own per-
formance over time. 
 
INTERRUPTIONS:  An inadvertent kick 
is inevitable with 500 swimmers aiming 
for the identical finish line.  The run's 
obstacles included strollers, bicyclists, 
and uneven path conditions.  Yes, these 
momentary interruptions caused con-
cern. They needed attention and course 
correction. Ultimately, they did not stand 
in the way of making it to the finish line. 
 
Effective business leaders maneuver 
through the inevitable daily interrup-
tions, while maintaining focus on the 
goals before us.  An acceptance mind-
set that interruptions are a necessary 
part of leadership enables one to 
achieve more by incorporating all as-
pects of one's responsibilities into one's 
work days without resentment.  By ac-
knowledging, accepting and addressing 
the inevitable interruptions that develop, 
we equip ourselves to adjust, resolve, 
and move on more effectively. 
 
RELATIONSHIPS:  I would not have 
competed alone.  My brother asked me 
to participate.  Accomplishing this race 
together mattered.  We needed each 
other to succeed and drew on our rela-
tionship when doubting ourselves during 

training. Neither of us would let the oth-
er down.  He and his wife spent three 
days at our home around race time.  
Living in separate states with independ-
ent family obligations allowed the race 
to be the magnet that drew us together 
for a memorable bonding experience. 
 
Often, business environments rely on 
teamwork and group efforts.  Whatever 
the role, most often an end product is 
the result of multiple colleagues working 
in conjunction or collectively with others.  
Creating reliance situations with ac-
countability often moves projects along 
and allows for greater achievements 
than if the work was completed individu-
ally. 
 
MOTIVATIONS: Volunteers were 
placed at various markers throughout 
the race.  All did their directional job to 
keep athletes headed on the correct 
path toward the eventual finish line.  
Only some provided encouragement by 
clapping and giving verbal praise.  I was 
surprised that hearing, "Looking good, 
finish strong" translated into impactful 
action to actually finish stronger than I 
may have without the volunteer chants.  
Knowing a celebration awaited with fam-
ily also incentivized my ongoing race 
efforts. 
 
As a business leader, investing time to 
show appreciation and give recognition 
to employees pays dividends.  Although 
money is certainly important, it only 
rents efforts whereas non-financial moti-
vators such as praise and time invest-
ment create lasting company loyalty.  
When projects and successful company 
events conclude, creating celebration 
moments for involved team members 
also motivates participants. 
 
Time dispenses equally for us all. How-
ever, how we spend time varies greatly 
from one person to the next.  Running a 
biathlon at 55 not only created a memo-
rable life experience, it nurtured a reflec-
tion on six valuable lessons that trans-
late to the business world.  Thoughts on 
goals, quitting, inspiration, interruptions, 
relationships and motivations material-
ized in an unexpected manner through-
out the two-hour competition.  Those 
lessons will be applied in my business 
life without waiting 35 years to run an-
other race. 
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4 Mistakes Really Nice Leaders Make 
By Peter B. Stark, CSP, President of Peter Barron Stark Companies  

We all want to be liked and accepted in both our personal and 
professional lives. But when it comes to effective leadership, a 
high need to be liked most often leads to disaster.  I’ve encoun-
tered many leaders who were genuinely “nice” people, and 
would do absolutely anything to support their people and make 
them happy. Sounds like a wonderful person to work for, right? 
In reality, these leaders had significant problems on their 
teams, and very low morale. 
 
Leaders who place a high value on making everyone happy 
often sacrifice good decisions to do so. There is a difference 
between doing what is nice, and doing what is right. When 
leaders fail to do what’s right, they are not acting in the best 
interest of the organization and its employees. They lose the 
respect of their staff, create people problems, and cause mo-
rale to plummet.  Here are 4 major mistakes to avoid as you 
walk the fine line between being well-liked and highly respect-
ed. 
 
Failing to deal with problem employees. Leaders who have 
a high need to be liked tend to ignore employee problems. 
They prefer to manage by “hoping-and-hinting.” First, they 
hope problem employees will improve and correct their behav-
iors without any intervention. When this doesn’t happen, they 
drop a hint. Instead of coaching, counseling, and terminating 
employees who do not want to improve, overly nice leaders 
ignore the problems or transfer the problem employee to anoth-
er department. Doing so further undermines morale, and the 
leader loses the respect of the employees. Employees know 
that their manager is shirking responsibility by not dealing with 
the problems impacting the team. In fact, even the problem 
employee loses respect for his/her leader because he/she 
knows the leader doesn’t have the guts or courage to deal with 
the situation in an effective manner. 
 
Failing to act on problems quickly. As part of the hope-and-
hint strategy, nice managers prefer to wait, hoping that the situ-
ation will improve on its own. If problems are not acted on 
promptly, problems within a department or organization get 
worse, not better. The problems linger and worsen, and morale 
suffers. The employees blame management, and management 
blames employees. When there is a problem, swift action is 
required. The sooner you eliminate problems, the more respect 
you will earn as the leader. 
 
Failing to set and maintain high performance standards. 
Nice leaders are often hesitant to set and maintain high stand-
ards of performance. They lower their standards when employ-
ees complain about their high expectations. After all, nice man-
agers who have a  high desire to be liked listen to their employ-
ees and adjust accordingly. Ironically, it’s impossible to main-
tain high morale in a department or organization without having 
consistent standards and expectations. 
 
Equal distribution of rewards for unequal performance. We 
currently work with several organizations who have phenome-
nal reward and bonus systems. These organizations consist-
ently provide their employees with above average raises, and 

they award bonuses to every employee on a regular basis. 
How can an organization that provides bonuses once a year, or 
even once a month, ever have low morale? Morale suffers 
when there is no differentiation in the reward a top-performing 
team or employee receives versus the reward a low-performing 
team or employee receives. When rewards are not based upon 
performance, top performers’ morale and engagement suffers 
because the reward system is unfair. Why should they consist-
ently go above and beyond, when those who do the bare mini-
mum receive the same reward? In addition, low performers’ 
morale also suffers because they can’t see how their individual 
or team contributions are impacting the results. 
 
Strong leaders understand that being respected is far more 
important than being well-liked by every employee. They take 
the following actions to ensure they are always acting in the 
best interests on their employees and organization. 
 
Tell the Truth 
Nice leaders tend to communicate in whichever way they think 
will avoid ruffling people’s feathers. They speak in overly gen-
eral terms and hedge their words. In reality, people don’t trust 
or respect leaders who do not communicate honestly and 
openly. Be honest, and tell it like it is. If a member of your team 
presents an idea that isn’t in line with the vision and goals of 
your department, tell them the truth. Don’t mislead them by 
saying, “That’s a great idea, maybe we can explore it more in 
the future.” 
 
Go with your Gut 
When you think about doing the right thing, your gut will almost 
always lead you to the right decision. Your head will argue with 
your gut and encourage you to take the easy way out. If you 
know in your gut that you should address two team members 
who are not working well as a team, your head will try to con-
vince you that maybe it will get better next week if you don’t 
say anything to either of them. Almost always, in these head/
heart/gut arguments, the gut is right. 
 
Hold People Accountable 
When a vendor, direct report or cross-functional team member 
is not doing the job  you need them to do, it's important that 
you shoot straight and communicate the exact expectations 
that are desired. It is also important to ensure that they see the 
problem, are committed to fixing it, and are taking the actions 
necessary to correct the outcome. 
 
Lean into Conflict 
Very seldom does conflict in an organization or on a team go 
away on its own. It may go dormant because one of the coun-
terparts decides he/she no longer wants to bring up or discuss 
the topic, but it seldom goes away. As a leader, you will gain 
tremendous respect when everyone knows you are really com-
fortable leaning into, rather than avoiding conflict, and playing 
an active role in getting the issue resolved. 
 

(Continued on page 14) 



 

    14    Golden Gate Chapter  November/December 2015 

4 Mistakes Really Nice Leaders Make 
(Continued from page 13) 

 
Make the Right Decision 
Most times, there is a decision that is the right thing to do. Dealing with conflict is the right thing to do. Holding people accounta-
ble is the right thing to do. Ensuring that team members treat each other with dignity and respect is the right thing to do. Clarify-
ing strategic direction and being able to articulate how we will go about accomplishing our goals is the right thing to do. Shooting 
straight and telling the truth is the right thing to do. On all of these examples, the converse will possibly lead to people describing 
you as “nice” but will not lead to respect for you as a leader. 
 
Happy employees are not the result of leaders who spend their time pleasing every employee. Strong workplace cultures and 
happy, engaged employees are the result of great leaders who are willing and able to make tough decisions that are in the best 
interest of the organization. Make sure your actions are not misguided by a desire to be well-liked by everyone.  

 
Peter B. Stark, CSP, is the President of Peter Barron Stark Companies where he and his team partner with clients to build or-
ganizations where employees love to come to work. Peter and his team are experts in employee engagement surveys, leader-
ship and employee development, team building, and executive coaching. 
 
For regular tips on how to become an even stronger leader, follow him on LinkedIn, on Twitter at @PeterBStark, or through 
email by signing up for his leadership newsletters.  

The Chapter’s next Knowledge to Leadership Conference  (K2L) on March 17, 2016, will 
again be held at the Hyatt Regency in the Embarcadero Center.  The property is conven-
iently located close to all major public transit points, walking distance from anywhere in the 
Financial District and has convenient parking available for those who need to drive in. 

K2L will be held on a single floor of the property which will be used exclusively by Chapter 
Members on the event day.  All main sessions, in addition to meals, will take place in one 
conveniently located area of the property.  Chapter Business Partners will also be near 
breakout session meeting rooms.  Meals will be composed of seasonal available produce 
and expertly prepared by the hotel banquet staff.  Our day will conclude with a wine and 
cheese reception with Business Partner raffles—be sure you bring a lot of business cards! 

So, please save the date and register as soon as you can! 

  ~~Louis Tullius 
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Being a business partner of the ALA is one of 
the most professionally satisfying relationships 
I've ever experienced.   The ability to interact 
and be part of  the skilled and talented people 
who manage their law firms is a relationship 
unlike any other I've experienced before.  The 
camaraderie  and information exchange has 
taught me a lot.  It allows me to bring greater 
knowledge and experience to my job, which 
makes me a better representative.  
 

Ricoh Corporation has established a legal ver-
tical specifically designed to bring improved 
work flows and cost savings to the business of 
law, particularly in light of the challenges and 
changes law firms are undergoing.  
 

Whether it's out-sourced personnel, software 
programs, eDiscovery assistance or copying 
equipment, working with the ALA helps me 
understand how to more effectively sup-
port  the Office Administrators.  
 

Thank you for this opportunity.    
                         
Kathy O'Connell 
Strategic Account Manager Legal Specialist  

Founded in 1997, AHERN Insurance Brokerage (AHERN) is 
one of the largest full-service insurance brokerage firms 
specializing in the insurance needs of law firms in the coun-
try. 
 
With an agency philosophy of building long-term business 
relationships with both insureds and insurance companies, 
founder William Brian Ahern has established AHERN as 
one of the most respected agencies in the marketplace. In 
addition, AHERN is supported by a professional and com-
petent staff of 40 individuals who comprise extensive expe-
rience in brokering services, underwriting and claims. 
 
As a result of this considerable experience, AHERN has 
developed strong industry partnerships that enable the 
agency to provide its clients with superior value added ser-
vices, professional representation, and the ability to deliver 
the most comprehensive programs to over 4,000 law firm 
clients. 
 
At AHERN, we selectively align ourselves with quality insur-
ance partners that share our commitment to excellence and 
integrity. As such, we are proud to be a business sponsor of 
the Golden Gate Association of Legal Administrators. We 
appreciate the opportunity to network, learn what new chal-
lenges our clients face, and of course, catch up with old 
friends! 
 
 
Randy T. Gust, Vice President  
Kelley L. Milks, CIC CRM RPLU, Vice President  

Celebrating Our Business Partners 
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Robert Half Legal has enjoyed a long-standing partnership 
with the Association of Legal Administrators (ALA). On a 
local level, we have worked closely with the ALA Golden 
Gate chapter by sponsoring a variety of events, presenting 
industry content, and contributing articles for the chapter 
newsletter.    
 
As a business partner of ALA, Robert Half Legal has formed 
great relationships with many members and developed re-
lied-upon confidences with them. As a result, we have built 
a strong customer base and grown our business through 
loyal ALA members. They call upon us for their legal staffing 
needs, and we also serve as a resource for information on 
legal hiring trends – both locally and nationally.  
 
Finally, the ALA is a tremendous resource for the legal com-
munity. The introductions we’ve acquired through ALA 
events, has helped us form strong relationships and provid-
ed insight on the value Robert Half Legal can bring to the 
ALA and its members. As a legal staffing firm, our goal is to 
provide our clients with immediate access to highly skilled 
legal talent and our partnership with the ALA allows us the 
opportunity to meet top-shelf legal administrators who help 
us to achieve that goal.  

Being a Business Partner with the ALA Gold-
en Gate Chapter is an opportunity to meet and 
spend time with our local Administrators (as 
well as other Business Partners) both profes-
sionally and personally through educational 
events, conferences, networking events and 
social gatherings.  I have gotten to know some 
fantastic and fun people and appreciate and 
value the relationships I have made with 
Chapter members as a result of being a Busi-
ness Partner. 
 
Offering a truly comprehensive suite of legal 
services, First Legal Network is the industry’s 
first true “File to Trial” solution provider. With 
over 14 offices in the Western United States 
alone, First Legal Network has been serving 
thousands of law firms and corporations for 
over 30 years with an array of solutions includ-
ing Support Services, Records Retrieval, Digi-
tal Solutions, Investigations, Deposition Solu-
tions and Trial Services. 
 
Sue Hammer, Account Executive  
Dave Andrews, Account Executive  

Celebrating Our Business Partners 
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Founded in 1946 and headquartered in 
Cranford, New Jersey, ALL-STATE LEGAL 
is the nation’s premier provider of en-
graved and printed stationery, marketing 
materials, vizCard mobile business cards, 
filing products – including Fibre-Guard and 
Redweld expandable files, and legal spe-
cialties for law firms. ALL-STATE LEGAL 
is employee owned and dedicated to help-
ing law firms manage and grow their busi-
nesses by making it easier for them to run 
their law offices, consistently communicate 
their unique brands, and do so in an envi-
ronmentally friendly manner. 
  
ALL-STATE LEGAL has a national produc-
tion and distribution “footprint,” a best-in-
class online ordering platform, and an ex-
perienced and knowledgeable client ser-
vice team – all focused on providing the 
highest quality products and services to 
law firms of all sizes, from solo practition-
ers to the largest global firms. 
  
We are proud to have been ALA’s first 
“Business Partner” when the organization 
was formed back in 1971, and we have 
maintained our commitment to ALA, na-
tionally, regionally, and locally, ever since. 
ALL-STATE LEGAL proudly supports the 
ALA Golden Gate chapter! 

Celebrating Our Business Partners 

For Behmke, supporting the ALA by being an ALA Business 
Partner is our way to say “thank you” to the many ALA mem-
bers that we partner with. We also hope our sponsorship along 
with the other Business Partners helps continue the mission of 
the ALA now and into the future. See you at out booth during 
the conference in March! 
 
 
Behmke was established in 1989 and is owned and operated 
by California Shorthand Reporter, Paula S. Behmke, CSR. We 
are a certified women-owned and green business. Behmke 
has been providing reliable, quality and timely court reporting, 
legal video and electronic trial presentation to the legal com-
munity on a national and international scale. 
 
David Perry 
Director of Business Development 
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Celebrating Our Business Partners 

We at Element Professional Staffing have 
been Golden Gate Chapter Business Part-
ners for many years and we value the rela-
tionship in every sense of the word 
“Partner.”  Because we do law firm staffing 
and recruiting, our success is mostly meas-
ured in the success of the people we place 
with your firms.  If a placement works well, 
we are elated.  If it doesn’t we are very dis-
appointed and work hard to make the situa-
tion right.  We know that the Business Part-
ners you select to work with reflect on your 
judgment at your firm and with your col-
leagues, so we want to make you look good 
for giving us the opportunity. 
 
On a more personal note, we have made 
many lifelong friends in the Chapter and 
seeing them at events or in our personal 
lives is best part of being a “Partner”.  It’s 
very gratifying and we hope to keep the rela-
tionship going for many years to come. 
 
Steve Gomez 
Managing Director 

Blaisdell’s is proud to be an ALA partner and 
sponsor of the upcoming Knowledge to Leader-
ship Conference in 2016.  We view the ALA as a 
group of dedicated, hardworking professionals 
who often benefit most from our services.  One of 
the keys to our success has been our ability to 
build strong partnerships with customers while 
helping them to meet their goals.  It doesn’t take 
long to see that’s exactly what the ALA accom-
plishes; a network of professional working to im-
prove their skills and share best practices so they 
can positively impact the firms they repre-
sent.  Blaisdell’s wants to be part of this network 
and will continue to work hard to be viewed as a 
valued partner for office products, furniture, cof-
fee services and more. 
 
 
Michael Fitting 
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  Business 

Partners 
  

  2015/2016   

Business Name Service Type Contact E-Mail Phone 

Adams & Martin Group Staffing Katy Wrinkle kwolfe@adamsmartingroup.com 415-541-3966 

Ahern Insurance Brokerage  Insurance Kelley Milks 
Melinda Mesiano 

kmilks@aherninsurance.com 
mmesiano@aherninsurance.com 

800-282-9786 
800-282-9786 

ALL-STATE LEGAL Printer/Engraver Katherine Ingargiola  
Lori Genzel 

kingargiola@aslegal.com 
 lgenzel@aslegal.com 

800-222-0510 
x6107 
800-222-0510 

Behmke Reporting  

And Video Service 

Court Reporters David Perry david.perry@behmke.com 415-597-5600 

Blaisdell's Business Products  Office Supplies Michael Fitting mfitting@blaisdells.com 510-483-3600 

Canon Business Process  

Services, Inc. 

Facilities Mgt Sherwood Domingo 
Ellen Brubeck 

sdomingo@cbps.canon.com 
ebrubeck@cbps.canon.com 

415-246-4464 
212-502-1430 

CFS/MilliCare Facilities Mgt Alex Kopsahilis akopsahilis@cfsyes.com 510-266-5287  
x606 

City National Bank Banking Bill Podger 
Connie Luc 

Bill.Podger@cnb.com 
connie.luc@cnb.com 

415-576-2573 

Corodata Records Mgt Records Mgt 
Storage 

Jack Appleton jappleton@corodata.com 510-307-4415  
x1727 

DataSafe, Inc. Records Mgt 
Storage 

Pretty Sohol psohol@datasafe.com  

Dealey, Renton & Associates Insurance Katherine Mraz 
Jeffrey Schmidt 

kmraz@insdra.com 
jschmidt@insdra.com 

510-465-3090 
510-465-3090 

DTI Outsourcing Jeff Han jhan@dtiglobal.com 415-495-4100 

eBillingHub Accounting Services Ken Wineke ken.wineke@thompsonreuters.com  

Element Professional Staffing Staffing Steve Gomez  
Shareen Fanburg 

steve@elementstaffing.com   
shareen@elementstaffing.com 

415.215.2432 

First Legal Network Attorney Services Sue Hammer shammer@firstlegalsupport.com 415-626-3111  
x1212 

Kearney Boyle & Associates Staffing Carol Kearney 
Debra Boyle 

carol@kbajobs.com 
debra@kbajobs.com 

415-477-1930 
415-477-1930 

Ligature, The Printing  Baird Conner bconner@theligature.com 510-526-5181 

Nationwide Legal Courier Mike Taraban mtaraban@nationwideasap.com 415-351-0400 

Nelson Legal Legal Staffing Sarah Corwell scorwell@nelsonstaffing.com 415-217-3373 

Pathways Personnel Staffing Christopher Crow-
ley 

ccrowley@pathwayspersonnel.com 415-391-2060 

People Connection Staffing Jean Eddy jeddy@people-connection.com 415-397-6800 

Planet Depos Court Reporters Hollie Ashby hollie.ashby@planetdepos.com 888-433-3767 

Ricoh Legal Facilities Mgt Kathleen O’Connell kathleen.oconnell@ricoh-usa.com 408-546-2753 

Robert Half Legal Legal Staffing Cristina de la Cruz 
Tabatha Knopick 

cristina.m.delacruz@roberthalflegal.com 
tabatha.knopick@roberthalf.com 

510-982-2001 
720-488-2794 

Skyline Construction Construction Craig Jones cjones@skylineconstruction.build 415-247-2924 

Synoptek Technology Jeff Young jyoung@synoptek 415-651-4236 

TriNet – Ambrose Outsourcing Andral Hagos Andral.hagos@trinet.com 510-875-7123 

Unispace Interior Design 
Architects 

Ian Hales Ian.hales@unispace.com 415-423-0111 

Vendor Direct Solutions Outsourcing Jim Young jyoung@teamvds.com 213-362-5622  
x417 
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    20    Golden Gate Chapter  November/December 2015 



 

    21    Golden Gate Chapter  November/December 2015 

MEMBER ANNIVERSARIES Congratulations! 

MEMBER NAME        ALA JOIN DATE        ANNIVERSARY 

November   

Bella Askinazi 11/18/2014 1 

Jennifer B. Dullea 11/18/2014 1 

Jeremy R. LaCavera-Miller 11/22/2013 2 

Tibisay Boggio-Turner 11/19/2012 3 

Betty B. Smith 11/26/2007 8 

Erik S. Scales 11/08/2006 9 

Sally Hatchett 11/14/2005 10 

John R. Randall 11/14/2005 10 

Nancy E. Hamlett, CPA 11/22/1991 24 

Diane M. Miller 11/22/1991 24 

   
December   
Cindy M. Francois 12/12/2014 1 

Kristine Stratton 12/12/2014 1 

Terrance C. Heath, PHR 12/18/2014 1 

Katherine Hollander 12/31/2012 3 

Monique N. Defebaugh 12/08/2006 9 

Saskia White 12/21/1993 22 

Karen L. Nelson, CLM 12/31/1993 22 

Marsha van Broek, CLM 12/30/1992 23 

Linda P. Chu 12/20/1991 24 

Susan L. Newberry 12/18/1981 34 

   

TEST YOURSELF!  

1. Under COBRA as amended, which of the following is a 
qualifying event for coverage? 

 
a. Loss of employment due to gross misconduct 
b. Loss of full-time student status 
c. Dependent attains age of 26 
d. Employment attains age of 65 

 
2. When a quick resolution is needed on an important issue 

and the buy-in is not critical, a manager should use which 
resolution technique? 

 
a. Accommodation 
b. Forcing 
c. Comprising 
d. Collaboration 

 
 

3. What type of insurance is available to a dead attorney or 
estate, a disabled attorney, or a retired attorney to protect 
indefinitely his prior legal work from future liability? 

 
a. Tail coverage 
b. WC coverage 
c. Death benefit coverage 
d. Prior acts coverage 

 
4. All of the following are advantages of leasing except 

 
a. Use of an asset without purchasing the asset 
b. A fixed monthly payment 
c. The ability to return the asset at any time 
d. Tax deduction 
 
 

  Answers on page 24 



 

    22    Golden Gate Chapter  November/December 2015 



 

    23    Golden Gate Chapter  November/December 2015 

ADAMS & MARTIN GROUP 

NELSON LEGAL 

 

 

 

 

 

 
 

 

 

 

 

ALL-STATE LEGAL 

CORODATA RECORDS MANAGEMENT 

THE LIGATURE 

MILLICARE BY CFS 

 

 

PEOPLE CONNECTION  

PLANET DEPOS, LLC 

UNISPACE 

  

 

If you have any questions or wish to invite a potential Business Partner to join our program, please contact Suzanne Lawler at 

slawler@lubinolson.com.  Complete BP information is available at alasf.org. 

BLAISDELL’S BUSINESS PRODUCTS 

CANON BUSINESS PROCESS SERVICES, INC. 

DATASAFE, INC. 

DEALEY RENTON & ASSOCIATES 

DTI GLOBAL 

EBILLINGHUB 

 

 

 

NATIONWIDE LEGAL 

SKYLINE CONSTRUCTION 

SYNOPTEK 

TRINET—AMBROSE 

VENDOR DIRECT SOLUTIONS 

 

AHERN INSURANCE BROKERAGE  

BEHMKE REPORTING AND VIDEO 
SERVICE 

CITY NATIONAL BANK 

ELEMENT PROFESSIONAL STAFFING 

 

KEARNEY BOYLE & ASSOCIATES 

PATHWAYS PERSONNEL 

RICOH LEGAL 

ROBERT HALF LEGAL 

 THANK YOU 2015-16 BUSINESS PARTNERS FOR YOUR SUPPORT  

OF THE GOLDEN GATE CHAPTER AND  

YOUR COMMITMENT TO THE LEGAL COMMUNITY 

For a listing of our Business Partners by Specialty Click:  BP Directory 

FIRST LEGAL NETWORK 

 

http://www.alasf.org/en/directories/search.asp
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TEST YOURSELF: ANSWERS! 
 

 
 

Don’t forget to use the job bank on our web site!  

Members can send resumes to our Job Bank Chair and check on-line for 
openings. 

Employers can post openings for free on the website and get copies of résumés 
in the Job Bank. 

Just click http: www.alasf.org/job-bank to go directly to the Job Bank or contact 
our Job Bank Chair—Jennifer Connon at jconnon@reedsmith.com 

415-659-5920. 
 

       Jennifer Connon    

 Chapter Job Bank 

1. Under COBRA as amended, which of the following is a 
qualifying event for coverage? 

 
c. Dependent attains age of 26 
 

 
2. When a quick resolution is needed on an important issue 

and the buy-in is not critical, a manager should use which 
resolution technique? 

 
b. Forcing 
 

 
 
 
 
 
 

3. What type of insurance is available to a dead attorney or 
estate, a disabled attorney, or a retired attorney to protect 
indefinitely his prior legal work from future liability? 

 
d. Prior acts coverage 

 
4. All of the following are advantages of leasing except 

 
c. The ability to return the asset at any time 
 

http://www.alasf.org/job-bank/
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  Golden Gate Chapter Leadership 2015 - 2016 

OFFICERS 

SECTIONS 
COMMITTEES 

 

 

 

 

 
__________________________ 
* Voting Member of Board 

 
 
President 
Pamela Delnevo*, SPHR 
Morrison & Foerster LLP 
415-268-5055 
pdelnevo@mofo.com 
 
Vice President/President-Elect 
Ceanne H. Herndon* 
Beveridge & Diamond, P.C. 
415-262-4000 
cherndon@bdlaw.com 
 
Secretary 
Annie Lathram* 
Reed Smith LLP 
415- 659-5939  
alathram@reedsmith.com 
 
Treasurer 
Cynthia Walrod, CLM, PHR* 
Adler & Colvin 
415-421-7555 
cynthia@adlercolvin.com 
 
Director at Large 
Linda Belcher* 
Musick, Peeler & Garrett LLP 
415-281-2040 
l.belcher@mpglaw.com 
 
 
 

Finance 
Co-Chairs 
Amie Morelli* 
Roisman Henel LLP 
510-433-2683  
amorelli@roismanhenel.com 
 
Jennifer Mansfield 
Blacker Sammis & Blacker 
415-397-3222 
Jennifer@blackersammis.com 
 
Human Resources 
Co-Chairs 
Penny Marie Evans* 
Keller Sloan Roman & Holland  
510-368-8842  
pevans@ksrh.com 
 
Jennifer Dullea 
Hanson Bridgett, LLP  
415-995-5163 
jdullea@hansonbridgett.com 
 
Leadership & Management 
Co-Chairs 
Juanita C. Luna* 
Pacific Gas & Electric 
415-973-2155 
jclw@pge.com 
 

Charity Woodward 
Hassard Bonnington LLP 
415-288-9800 
csw@hassard.com 
 
Jennifer Lieder 
Nicolaides Fink Thorpe 
415-745-3778 
jlieder@nicolaidesllp.com 
 
Operations & Technology 
Co-Chairs 
Betty Smith* 
Mintz Levin Cohn Ferris Glovsky 
& Popeo 
415-432-6002 
bbsmith@mintz.com 
 
Kristen Russell 
Grancell Stander Reubens  
Thomas and Kinsey 
415-892-7676 
krussell@grancell-law.com  
 
Small Firm Administrators 
Round Table 
Krista Mencarelli 
Carr McClellan 
650-342-9600 
kmencarelli@carr-mcclellan.com 
 
 
 
Awards Coordinator 
Michael Koehne 
Goodin Macbride 
415-392-7900 
mkoehne@goodinmacbride.com 
 
Bar Liaison  
Louis Tullius 
Goodwin Procter, LLP 
415-733-6000 
ltulluis@goodwinprocter.com 
 
Business Partnering  
Co-Chairs 
Suzanne Lawler 
Lubin Olson & Niewiadomski LLP 
415-955-5039 
slawler@lubinolson.com 
 
Matthew Ogden 
Duane Morris LLP 
415-957-3035 
msogden@duanemorris.com 
 
Evalina Cunha 
Coblentz Patch Duffy & Bass, LLP 
415-677-5298 
ecunha@coblentzlaw.com 
 
 
 
 

Community Connection  
Co-Chairs 
Jeanne Marlow 
Hersh FamilyLaw Practice 
415-788-2200 
jmarlow@hershfamlaw.com 
 
Katherine Hollander 
Friedman & Springwater LLP 
415-834-3817 
khollander@friedmanspring.com 
 
Diversity/Intern  
Co-Chairs 
 
 
 
Immediate Past President 
Kim Coates* 
Munger, Tolles & Olson  LLP 
415-512-4000 
kim.coates@mto.com 

 
Job Bank  
Chair 
Jennifer Kay Connon, CLM   
Reed Smith LLP 
415-659-5920 
jconnon@reedsmith.com 
 
K2L 
Steve Morris, CLM 
Allen Matkins 
415-273-7452 
smorris@allenmatkins.com 
 
Regional Representative 
Suzanne Lawler 
Lubin Olson & Niewiadomski LLP 
415-955-5039 
slawler@lubinolson.com 
 
Membership  
Co-Chairs 
Edward Rymsha 
Fenwick & West,  LLP 
415-875-2493 
erymsha@fenwick.com 

 
Kim Coates 
Munger, Tolles & Olson LLP 
415-512-4000 
kim.coates@mto.com 

 
Newsletter 
Co-Editors 
Linda Republicano 
Carlson, Calladine & Peterson 
LLP 
415-901-0969  
lrepublicano@ccplaw.com  

 
 
 
 
 

Merrilee Gates, MBA 
 
Designer 
Diane M. Miller 
King & Spalding 
415-318-1201 
dmmiller@kslaw.com 
 
Proofreaders 
Sheila Garvey, PHR-CA 
415-356-6885 
sheilagarvey@LKClaw.com 
 
Matthew Ogden 
Duane Morris LLP 
415-957-3035 
msogden@duanemorris.com 
 
Quarterly Meetings/Events  
Co-Chairs 
Maryann Milla 
Fox Rothschild LLP  
415-364-5549 
mmilla@foxrothschild.com 
 
Karen Nelson, CLM 
Coblentz, Patch Duffy & Bass LLP 
415-772-5777 
kln@coblentzlaw.com 
 
Salary & Benefits Survey  
Co-Chairs 
Timothy R. Blevins 
Littler Mendelson 
415-677-3179 
tblevins@littler.com 
 
David Chi 
Zelle Hofmann Voelbel & Mason 
415-693-0700 
dchi@zelle.com 
 
Webmaster 
Co-Chairs 
Ingrid C. Hester, SPHR, CLM 
Farella Braun & Martel LLP 
415-954-4923 
ihester@fbm.com 
 
Jennifer Murov 
Morrison & Foerster LLP 
415-268-7528 
jmurov@mofo.com 
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Submission deadline for the  

Jan/Feb 2016 issue of the elec-
tronic newsletter The Bridge is 

December 15, 2015. Please send 
submissions to: 
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Up-To-The-Minute Chapter  
and Association event information. 

 
Just click on the calendar above. 
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