
W
hile your J.D. and 
experience probably 
impact your success as 

a lawyer the most, “sounding” like a 
lawyer is also important. Nika Kabiri, 
director of strategic insights, law and 
society analyst at Avvo, addressed 
in Attorney at Work the role that 
pitch, volume and tone play in client 
relations, the courtroom and business 
development. She offers seven tips to 
improve vocal communications.

1.  Gather intel about what your client 
wants. Adjust your vocal style to 
sound like the lawyer the client 
expects.

2.  To convey compassion, relax your 
voice. Based on a study of therapists, 
a patient’s muscle tension reduced 
when the therapist began with a 
conversational tone and decreased 
the tone as the session continued. 
But beware, as sounding too nice  
may put clients off.

3.  To convey power, deepen your 
voice. Deep voices are associated 
with those in leadership and power. 
Kabiri suggests speaking from your 
belly, not your chest, to achieve the 
right pitch.

4.  Convey credibility and charisma 
with vocal variety. An analysis of 
TED talks found that speakers with 
more vocal variety came across as 
more charismatic and credible.

5.  Avoid vocal fry. Also known as 
“creaky voice” or “glottal scrape,” 

vocal fry happens when your vocal 
folds close, creating a jittery or 
sizzling sound. Per Kabiri, 83-86 
percent of people prefer a “normal” 
voice to one with vocal fry.

6.  Record yourself to know how you 

sound to those around you when 
you speak.

7.  Smile. Whether you are speaking 
to someone in-person or over the 
phone, studies show that people 
hear it in your voice.

O
bviously it is very important 
for newly hired lawyers to 
make a good impression on 

their first day at a new job.
However, the often-overlooked 

onboarding process led by law firms 

and companies is a very important 
building block in constructing strong 
relationships among employees. If it 
is done correctly, a firm or company 
can garner long-term rewards in terms 
of better performance, loyalty and 
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Six Ways to Lead an Effective Onboarding Process

Sound Like the Lawyer You Want to Be



retention of employees.
A recent Robert Half Legal survey showed a major 

disconnect between the way newly hired lawyers and the way 
managers viewed the effectiveness of onboarding processes. 
Fifty-four percent of new hires reported that there was at 
least one mishap in their onboarding experience, whereas 92 
percent of human resource managers said that their onboarding 
processes were either “somewhat or very effective.”

Here are six easy ways to ensure a smooth transition 
into a firm or company for newly hired lawyers through an 
onboarding process.

1.  Get the Paperwork Out of the Way 
Send most of the paperwork a new hire needs to fill out 
before their first day or have them finish it on the first 
day, so they can devote as much time early on to learning 
the ins and outs of the company and meeting colleagues.

2.  Provide a Fully-Functioning Workspace 
Provide your employee with a desk, computer and 
internet access. Additionally, make sure everything is 

functioning well before his/her first day of work.

3.  Highlight the New Hire’s Importance to the Organization 
Go over the new employee’s skills and role with current 
employees and let them know why he/she was chosen to 
join the company.

4.  Integrate the Employee into the Office on the First Day 
Introduce the new employee to the rest of the team on 
the first day, so he/she knows who everyone is and feels 
acclimated.

5.  Offer Short-term, Concrete Goals 
Give the new employee realistic, short-term goals so that 
he/she has something to work on without feeling anxious.

6.  Provide Mentoring 
Have the new employee shadow a colleague and always 
offer help/instruction, so that he/she clearly knows how 
things work around the office. Additionally, be someone 
the new employee can ask questions of, if need be.

I
nflation has been of little concern for more than a few 
years. A confluence of factors, including low-wage 
pressures, falling oil prices, and dollar strength, has kept 

inflation at bay. Recently, however, these trends have shifted a 
bit, causing investors to look at ways to help protect them-
selves during an inflationary environment. One such hedge 
includes Treasury inflation protected securities, also known as 
TIPS.

First introduced in 1997, TIPS are considered a relatively low-
risk investment since they are backed by the U.S. government.  

One of the main attractions to this investment is that the par 
value rises with inflation, while the interest rate earned by the 
investor remains fixed. 

Although securities in the asset class are backed by the 
full faith and credit pledge of the U.S. government, TIPS are 
distinctly different from conventional Treasury securities, such 
as the 10-year Treasury note. The main characteristics of TIPS 
include: 

•  The principal value increases and decreases with the level of 
inflation based on the Non-Seasonally Adjusted Consumer 
Price Index for Urban Consumers.

•  Coupons are paid twice a year with the rate tied to the 
inflation-adjusted principal. In other words, the coupon 
payment also adjusts with inflation.

•  TIPS are issued with maturities of 5, 10, and 20 years. 
•  At maturity, the greater of the original face amount or 

Environment May be Ripe for TIPS

Morris Cheston Jr.
June 5, 2016, age 78

William McLellan Barnes
Aug. 11, 2016, age 88

Eugene Chovanes
Oct. 29, 2016, age 90

Murray H. Shusterman
Dec. 5, 2016, age 104

■   I N  M E M O R I A M  ■

Please send In Memoriam notices to tplmag@philabar.org.

Have you considered a contribution to the Philadelphia Bar 
Foundation in memory of a de ceased colleague?
For information, call Jessica Hilburn-Holmes, 

Executive Director, at 215-238-6347.
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the inflation-adjusted principal is 
returned to the investor.

•  The semi-annual interest payments 
and any inflation-adjusted increase 
in principal are taxed annually.

TIPS can be a favorable alternative to 
conventional Treasuries, as they provide 
both a comparable yield and the credit 
quality of Treasury notes, while also 
furnishing protection against the risk of 
higher inflation. In addition, since TIPS 
return the greater of the face value or the 
inflation-adjusted principal at maturity, 
these securities may increase in real 
value even during a deflationary period. 

In general, high inflation coupled 
with low economic growth provide 
the optimal environment for TIPS 
performance. From both a valuation and 
goal-based methodology, TIPS can be an 
attractive addition to many portfolios in 
certain environments. 

The material presented in this article is of a general 
nature and does not constitute the provision by 
PNC of investment, legal, tax, or accounting 
advice to any person, or a recommendation to 
buy or sell any security or adopt any investment 
strategy. Opinions expressed herein are subject 
to change without notice. The information was 

obtained from sources deemed reliable. Such 
information is not guaranteed as to its accuracy. 
You should seek the advice of an investment 
professional to tailor a financial plan to your 
particular needs. For more information, please 
contact PNC at 1-888-762-6226.
The PNC Financial Services Group, Inc. 
(“PNC”) uses the marketing names PNC 
Wealth Management® and Hawthorn, PNC 
Family Wealth® to provide investment, wealth 
management, and fiduciary services through 
its subsidiary, PNC Bank, National Association 
(“PNC Bank”), which is a Member FDIC, and 
to provide specific fiduciary and agency services 
through its subsidiary, PNC Delaware Trust 
Company or PNC Ohio Trust Company. PNC also 
uses the marketing names PNC Institutional Asset 
Management®, PNC Retirement Solutions®, 
Vested Interest®, and PNC Institutional Advisory 
Solutions® for the various discretionary and non-
discretionary institutional investment activities 
conducted through PNC Bank and through 
PNC’s subsidiary PNC Capital Advisors, LLC, 
a registered investment adviser (“PNC Capital 
Advisors”). Standalone custody, escrow, and 
directed trustee services; FDIC-insured banking 
products and services; and lending of funds are 
also provided through PNC Bank. Securities 
products, brokerage services, and managed 
account advisory services are offered by PNC 
Investments LLC, a registered broker-dealer and 
a registered investment adviser and member of 
FINRA and SIPC. Insurance products may be 
provided through PNC Insurance Services, LLC, 
a licensed insurance agency affiliate of PNC, 
or through licensed insurance agencies that are 
not affiliated with PNC; in either case a licensed 
insurance affiliate may receive compensation if 

you choose to purchase insurance through these 
programs. A decision to purchase insurance will 
not affect the cost or availability of other products 
or services from PNC or its affiliates. PNC does 
not provide legal, tax, or accounting advice 
unless, with respect to tax advice, PNC Bank has 
entered into a written tax services agreement. 
PNC does not provide services in any jurisdiction 
in which it is not authorized to conduct business. 
PNC Bank is not registered as a municipal advisor 
under the Dodd-Frank Wall Street Reform and 
Consumer Protection Act (“Act”). Investment 
management and related products and services 
provided to a “municipal entity” or “obligated 
person” regarding “proceeds of municipal 
securities” (as such terms are defined in the Act) 
will be provided by PNC Capital Advisors. 
“PNC Wealth Management,” “Hawthorn, 
PNC Family Wealth,” “Vested Interest,” “PNC 
Institutional Asset Management,” “PNC 
Retirement Solutions,” and “PNC Institutional 
Advisory Solutions” are registered service marks 
of The PNC Financial Services Group, Inc. 

Investments: Not FDIC Insured. No Bank 
Guarantee. May Lose Value.
Insurance: Not FDIC Insured. No Bank or 
Federal Government Guarantee. Not a Deposit. 
May Lose Value.
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Get Published in

The Editorial Board of this mag-
azine welcomes submissions 
from attorneys and other pro-
fessionals who wish to share 
their expertise on law-related 
topics. 
As policy, we do not compen-
sate our writers.
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: 1,500 words
*  General Interest: 1,500 words
*  Fiction: 1,000 words
*  Practice Areas: 750 words
*  Essays or Humor: 750 words
*  Book Reviews: 750 words

For more information,  
e-mail: tplmag@philabar.org.
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Dear Ms. Snyder:

I was delighted to read Steve LaCheen’s 
article about Tzedakah in the Fall, 2016 
issue of The Philadelphia Lawyer.  I 
became an attorney in 1953 and joined 
the Philadelphia Bar Association 
shortly thereafter.  I have always been 
impressed by the good works so many 
of our members perform.

Around 1984, my wife and I were 
looking for a way to give back to the 
community.  That is when Rabbi Aaron 
Landes of Beth Sholom Congregation 
in Elkins Park taught me the levels of 
Tzedakah, as set forth in Mr. LaCheen’s 
article.  We chose to create a charity 
focused on the eighth, or highest, tier 
and founded the Hebrew Free Loan 
Society of Greater Philadelphia (HFL). 
I am proud to have served as HFL’s 
first president, for 20 years. I remain an 
active member of the board.  Our work 
continues under the co-presidency of 
my son, Marshal (also an attorney) and 
my daughter-in-law, Tamar.

Following the concepts outlined in 
Steve LaCheen’s article, we created 
a fund to provide loans to members 
of the Jewish community in need of 
temporary financial aid.  Our loans 
bear no interest and have no fees.  A 
borrower must provide one to three co-
signers to guaranty repayment.  Loans 
are made discreetly by the HFL board 
members.

In recent years, we have been fortunate 
to partner with Beth Or Congregation 
in Maple Glen, and a non-sectarian 

business loan fund now helps 
entrepreneurs start a new venture or 
change the direction of their business.  
Again, there is no interest and no costs 
to receive a loan from HFL.

HFL loans are granted for many 
purposes, and can be up to $7,500.  
Business loans are made up to $15,000.

Additional information about this 
unique method of Tzedakah can be 
found at www.HFLPhilly.org.  For 
potential borrowers outside HFL’s 
service area, other free loan societies 
exist around the world.  More about 
them at www.IAJFL.org.

Sincerely,
Bernard Granor

To: Jennifer Platzkere Snyder, Editor-in-Chief of The Philadelphia Lawyer:


