
from the editor

Now Is the Time for All Good Attorneys 
to Come to the Aid of Their Clients

B y  D E B O R A H  W E I N S T E I N

As I begin my term as Editor-in-Chief of The Philadelphia 
Lawyer, I find I have come full circle.  

After graduating college, I started out in publishing. I was hired to 
be a first reader in the acquisitions de-
partment of MIT Press in Cambridge, 
Mass. This was followed by stints there 
in copyrights, permissions and market-
ing, and ultimately as head of the jour-
nals department.  

Lately, I have been reminded of this time 
and what I learned then – lessons well 
beyond writing, marketing and manag-
ing.  

Once, when I was working late at the 
office, I heard voices arguing behind 
closed doors. I couldn’t hear what they 
were saying. Then suddenly, the door 
flew open, and the combatants, who in-
cluded the head of the Press, continued 
to disagree in loud voices in the hall-
way.  

Then, I heard the head of the Press bel-
low: “Now hear this! The purpose of this 
Press is not to benefit you. Our purpose 
is to publish books and journals and to 
devote the very best of our abilities to 
that purpose whether that happens to be 
good for you or not!”

I didn’t realize it at the time, but he was 
stating the essential definition of “pro-
fessionalism” – the commitment to put 
the interests of organizations, individu-
als or goals that we serve above personal 
gain or goals. It is a great lesson and one 
applicable to many professions, includ-
ing very much so the practice of law. I think it is particularly apt 
today, given our current roller coaster economic times, when our 
clients need us more than ever.  

A university press has as its overarching purpose the publishing of 
books and journals; ours is to serve the interests of our clients and 
promote justice through the practice of law.  

Are you thinking, “Of course, tell me something I don’t already 
know. This is just ethics 101.” 

Not so fast. Because the world has 
changed, we must now change the way 
we practice law. 

In these turbulent times, the services we 
provide must be tailored to help our cli-
ents thrive in a world characterized by 
both tremendous opportunity and in-
creased uncertainty.  

We not only have the opportunity to cre-
ate new and more effective ways to pro-
vide our legal services, but also to think 
innovatively about ways to provide more 
for less.

These challenges come at a time when 
many lawyers and law firms are under 
tremendous pressures. As the economy 
deteriorated during the past year, we at-
torneys became increasingly stretched 
among competing priorities beyond pro-
viding clients with legal services – rein-
venting our practices, commitments to 
our firms, undergoing career transitions, 
managing our personal and business fi-
nances in the new economy, and continu-
ing our contributions to the profession 
and the public good. Unprecedented num-
bers of attorneys became unemployed or 
went into career transition. Our Bar As-
sociation and legal community quickly 
responded with assistance. Never before 
have we as a profession been so chal-
lenged with unexpected developments 
and strains on resources at all levels.  

At the same time, our clients have been undergoing crises, adjust-
ments, changes and transformations of their own. In view of the 
changed economy, many are looking to their attorneys to provide 
greater value by providing legal services at lower costs or under 
alternative fee arrangements.  
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The Editorial Board of this  
magazine welcomes submis-
sions from attorneys and other 
professionals who wish to share 
their expertise on law-related 
topics.

Articles must be original and 
previously unpublished.

Manuscripts should adhere to 
the following word counts:

 *  Major law-related 
       articles: 2,000 words

 *  Other law-related 
      features: 1,000 words

 *  Fiction: 1,200 words

 *  General interest: 1,200 words

 *  Practice areas: 750 words

 *  Essays or humor: 500 words

 *  Book reviews: 500 words

For more information 
about submitting articles, 

e-mail: tplmag@philabar.org.
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You’re probably an expert in a number of
fields—but case management may not 
be one of them. That’s why Intervention
Associates is here. Since 1986 we’ve been
serving older adults, the chronically mentally 
ill, and physically disabled adults and children
by assisting with:

• Assessments
• Crisis Intervention
• Home or Facility Care
• Information/Referrals
• Advocacy

1777 Sentry Parkway West, Suite 210 Dublin Hall
Blue Bell, PA 19422
(610) 254-9001 • 1-800-254-9708

Wish you had someone
to help resolve client 
social services issues?

www.interventionassociates.org

incorporation
and limited liability 
company formation
convenient, courteous same day service

• preparation and filing services in all states

• corporation outfits and
limited liability company outfits

• same day shipment of your order

• corporate status reports
• ucc, lien and judgment search services

document retrieval services

M. Burr Keim Company
Serving the legal profession since 1931

2021 arch street, philadelphia, pa 19103
phone: (215) 563-8113 • fax: (215) 977-9386

www.mburrkeim.com
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Babylon Revisited Again

I enjoyed Peter Vaira’s column (Babylon Revis-
ited, Summer 2009) and I’m glad he had the forti-
tude to question advertisements done in bad taste. 
If the public is to have confidence in the legal 
profession, in the court system in the society we 
are creating, some sense of civility and propriety 
must be maintained. I wasn’t keen on ads for “un-
contested divorces – 50 percent off this week” in 
1973. I am not very keen on what passes for adver-
tising in the legal profession today. I understand 
that others will disagree.

Peter’s article does an excellent job of dealing with 
some other realities of the legal profession likely 
to emerge as America comes out of this recession. 
Some of the matters have been festering for 15 or 
20 years. The day-to–day economics of large seg-
ments of law practice has been changing for a long 
time. A tougher economy is likely to move such 
changes forward more quickly. 

The demise of the “preceptor” relationship (of the 
days before 1970) took away a bit of mentoring. 
Some will say that the preceptee found himself (or 
herself) in a form of short-term involuntary servi-
tude or indentured service. But it was potentially a 
way for a youngster to learn a lot of practical stuff, 
a little propriety and form good work habits. To 
help maintain a high quality of legal services, the 
organized bar should find some artifice to encour-
age mentoring. 

As an “old geezer,” I don’t want to appear to be 
always arguing for a return to the past, but some 
of these ideas may warrant a second look. I was a 
lucky one. I worked with some wonderful senior 
lawyers when I was a youngster.

Would fact pleading be so bad? The ability to gen-
erate reams of discovery and responses, without 
narrowing the contested issues, is largely enabled 

by the photocopier and word processor. Abusive 
discovery tends to raise litigation costs and ac-
complish little more. Some may view more posi-
tively than others.  

The old “seven-way pleading” tended to narrow 
the issues. It may have done so less expensively 
than notice pleading and discovery by the yard. 
Of course, round after round of modern discovery 
enables one to have the adversary force a fellow to 
prepare his own case.

In my current (more or less) retired state, I may not 
need to deal with the problems you have identified. 
I don’t have any answers that are likely to be ap-
plauded. I am still glad you raised the issues.

– David A. McCormick
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This dichotomy is one that Jeffrey L. 
Nischwitz writes about in his book Think 
Again: Innovative Approaches to the Busi-
ness of Law, published by the American 
Bar Association’s Law Practice Manage-
ment Section:  

If you’re hunkered down and conserving 
resources, client or customer services and 
communications may be falling short.  Too 
often a slow economy causes businesses to 
turn their focus almost exclusively to them-
selves ... when the best strategy is to invest 
even more heavily on and in your clients 
and customers.

One of the messages of Think Again is the 
need to create a “client-centric” practice 
which, as I see it, harkens back to the      bib-
lio-centric lesson I learned at MIT Press.  

For those of us who advise businesses, we 
are presented with an opportunity to help 
our clients look at how they want to address 
the concrete, daily challenges of operating 
their businesses in economically distressed 
times.

This may call for us increasingly to act 
as both legal and business advisors to our 
clients because legal issues do not arise in 
isolation, but rather in the context of con-
ducting business. This type of advice is 
particularly valuable today as many busi-
nesses adopt new business plans or models 
to meet the challenges of the new economy 
and to obtain more flexibility in their op-
erations.

This idea really hit home recently when a 
friend of mine, a local business owner, was 
raving to me about a visit with the com-
pany’s attorney. He wanted to “get out of” 
a contract with a vendor for products his 

company no longer needed, and was seek-
ing advice about what was allowed under 
the contract. 

“Wow! She was terrific,” he said. When I 
asked what his attorney did that was so im-
pressive, he told me, “She did so much more 
than just interpret the contract. She was giv-
ing us business advice too and she came up 
with some great ideas – ones that we had not 
thought of – all of which we can legally do.”  

All of us should be searching for different 
ways to align our client services with the 
needs that our clients have presently. No 
matter what area we practice in, most of us 

need to develop innovative ideas about what 
“client service” should look like going for-
ward, and how we can make it happen.  
 
Now, indeed, is the time to come to the aid 
of our clients.

Deborah Weinstein, Editor-in-Chief of 
The Philadelphia Lawyer, is president 
of The Weinstein Firm, which provides 
employers with legal and consulting services 
on workforce issues.  She also teaches an 
undergraduate course, “The Law at Work: 
Employment Law for Managers” at The 
Wharton Business School. She can be 
reached at dweinstein@weinsteinfirm.com

ATTORNEY DISCIPLINARY / ETHICS MATTERS

Representation, consultation and expert testimony in matters 
involving ethical issues and the Rules of Professional Conduct

James C. Schwartzman, Esq.
Former Chairman, Disciplinary Board of the Supreme Court of Pennsylvania      Former Federal Prosecutor

Former Chairman, Continuing Legal Education Board of the Supreme Court of Pennsylvania  
Pennsylvania Interest on Lawyers Trust Account Board

Pennsylvania and New Jersey matters    No charge for initial consultation

1818 Market Street, 29th Floor, Philadelphia, PA 19103
(215) 751-2863

Dana Pirone Carosella, Esq.
Representing attorneys in disciplinary/ethics matters for 13 years      Author/Speaker on ethics matters
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