
  Week of December 30, 2008 
 "Can't We All Just Get Along?"  

There is no doubt that this recession means pain for lawyers 
(click to hear podcast). The real "hurt" today is being felt by 
the vast majority of the nation's one million-plus lawyers who 
are sole practitioners or members of small firms. They're not 
at the top of the pack to begin with, and they generally 
represent individual clients and small businesses. That type 
of business involves personal injury, family disputes, criminal 
defense, and personal debtor claims, among others, that 
tend to pay less. Couple this with the reduction in number of 
clients and number of matters and the slower collection of 
receipts, and the financial and economic difficulties most 
lawyers face are substantial. They can ill-afford a large 
reduction in compensation, and with the current financial 
collapse, and investment values plummeting by 50 percent in 
many cases, they may have to work lon ger years than they 
anticipated.  
  
The result of all this pain is stress, and the result of stress is 
often anger and hostility. This is a reaction that lawyers as a 
profession can ill afford when providing their services. In 
recent years, many state and local bar associations adopted 
voluntary professionalism goals and standards that attempt 
to discourage "unprofessional conduct" and encourage 
"civility" for lawyers engaged in litigation. Typically these 
codes are not mandatory, and non-compliance carries no 
sanctions. However, they indicate a real problem that too 
often exists in legal practice.  
  
Why do some of us feel the need to be rude and obnoxious 
to our adversaries? Do we truly believe that such conduct will 
win us points or cause our client's position to be moved 
forward? On the contrary, such behavior often merely 
entrenches the opposition further. Being courteous requires 
neither that we be a doormat nor that we cave in to our 
adversary's position. We can stand forthright to advocate our 
client's interest and position, yet still be civil.  

 

Ed's Coaching will:  
  
• Put your professional development on 
the fast track so you are moving up to the 
next level of success 
• Provide you with a confidential sounding 
board 
• Open your eyes to solutions to your 
challenges that have a proven record of 
effectiveness 
• Partner you with a peer who has walked 
in your shoes before and acquired the 
insight and judgment to mentor and guide 
you 
• Have no other agenda than your 
success  
  
Clients include attorneys, managing 
partners, executive directors and financial 
directors at small, mid-size, and large law 
firms. We have seen many of our clients 
increase their revenue by five or six 
figures-that's $50,000 to $400,000 based 
on reports thus far.  
  
Many of my clients have experienced:  
  
• Increased revenue with long-term 
strategies for sustainability 
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Consider client relations. Clients, like all people, like to buy 
from people they like. Doctors receive training about 
developing "bedside manner" and treating patients with 
"compassionate care." Yet law schools don't teach lawyers 
how to interact with clients or learn what is most important 
to clients, and when both lawyer and client are stressed out 
over the economy, hostility can result in unpaid bills and 
disciplinary claims.  
  
In the effort to excel, made more intense by the pressure of 
a shrinking economy, trying too much to win can cause 
problems for otherwise successful lawyers. Generally, we're 
successful because we're competitive. But, if we don't know 
when to stop, and have to come out on top even in little 
things, the effort can be counterproductive or hurtful. In the 
practice of law, we should never forget that we are dealing 
with human lives. Our goals should be to bring a sense of 
order to troubled situations, and to maintain full respect for 
everyone with whom we deal. The law cannot be a 
profession unless we ourselves maintain professionalism. As 
Rodney King asked, "Can't we all just get along?"  
  
Best wishes,  
  
Ed Poll 
lawbiz.com 
lawbizblog.com 
(800) 837-5880 Order Phone 
(310) 827-5415 Office Phone 
  
Please use the URL below to link to this issue: 
www.lawbiz.com/nlimages/tip-12-30-08.html  

• Attainment of partnership level 
• Enhanced performance resulting from 
focused energy and reduced stress 
• Feelings of increased control over 
professional life 
• Heightened productivity due to being 
held accountable and being questioned 
and challenged 
• Objective, situational assistance from 
one of the country's top coaches and 
consultants  
  
If you want to be more successful 
tomorrow, call Ed now!  
  

What Readers Are Saying... 
  

"I look at Ed as my business partner 

now—my once-a-week essential business 

meeting to take the pulse of my practice. 

During our one-hour phone conversations, 

we hash out the larger and smaller 

business challenges of my law firm. I 

always come away from those 

conversations enlarged, challenged, and 

sometimes even quite shaken, but with 

the tools necessary to move forward 

down the path he and I are constantly 

redefining for me and my firm."  

-AL, Northern California 
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