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Speaker Info

Gail W. Ruopp, Executive Director, Flaster Greenberg

In her capacity as Executive Director of the firm, Gail W. Ruopp manages and directs all administrative
areas including finance, accounting, personnel, operations, systems, library and marketing. Prior to joining
the firm in 2001, she managed law firms Bennett Bricklin & Saltzburg LLP in Philadelphia and Mandel and
Resnik in New York City, and consulted with various law firms on the eastern seaboard.

Ms. Ruopp graduated first in her class as summa cum laude from Rider University in with a B.S. in
Management Organization and Behavior. She also earned an M.B.A, cum laude, with an emphasis in

accounting and finance from Rider University.

Active in the Association of Legal Administrators (ALA) and having served in various leadership roles of its
Philadelphia Chapter, Ms. Ruopp is also active in numerous additional professional organizations, including:
the Legal Marketing Association Metropolitan Philadelphia Chapter (LMA); the Delaware Valley Legal
Marketing Group (DVLMG); Executive Women International (EW1); the International Legal Technology
Association (ILTA); Women in eDiscovery; and the Philadelphia Bar Association. She is a former member of
the Board of Reviewers (2005-2007) for the ABA Law Practice Magazine and an associate member of the
Mid-Size Law Firm Committee of the Philadelphia Bar Association. She has authored several articles for

various legal publications.

Lisa Beth Horowitz

Lisa Horowitz has a unique combination of experience developed as a practicing attorney, senior talent
development professional and national bar association leader that provide her with a well-rounded

perspective on the legal profession.

Ms. Horowitz practiced federal procurement and construction law in Washington, D.C. as a Partner and
Associate for 18 years. She then obtained her Masters in Organizational Development and transitioned into
law firm management becoming a recognized leader in the field of attorney talent development during the

last ten years.

As Director of Professional Development at a global AMLAW 100 firm, Ms. Horowitz designed and
implemented a comprehensive and integrated career progression and professional development system
including core competencies, training, mentoring, and career advising. This system subsequently served as
the foundation for the firm’s move from a “lockstep” to a “competency-based” performance evaluation and

compensation model.



**Certificates of attendance and CEUs, when available,
must be requested through the online evaluation.**

Evaluation for Live Event:

We'd like to hear what you thought about the audio conference. Please take a moment to
fill in the survey located here:

http://www.c4cm.com/handouts/051013.htm

Requests for continuing education credits and certificates of attendance must be

submitted within 10 days of the live event.

Evaluation for CD Recording:

Please use the following link to submit your evaluation of the recorded event:

http://lwww.c4cm.com/handouts/CDEval.htm

Please note: All links are case sensitive

CLE:

C4CM provides audio conference attendees with CLE credit processing services. To expedite C4CM processing your
CLE request, please complete and submit the evaluation form available from C4CM at the conclusion of the audio
conference. It will be necessary to enter the following information: name of each attorney requesting CLEs with full contact
information, including e-mail address, bar number, and the state in which the attorney wants credits. Each attorney
requesting credits must submit an evaluation.

Please be advised CACM audio conferences are subject to approval from each CLE issuing organization and approval is
not guaranteed (state bar associations in Delaware, Indiana, Kansas, Ohio, and Pennsylvania do not grant CLE credits for
audio conferences). The approval process takes approximately 6 - 8 weeks for most organizations but can take as long as
3 - 4 months. You will be notified via e-mail with the final status of your CLE application.

Any person applying for CLE credits must attend the audio conference from start to finish (attendance will be taken for
compliance reasons). Requests for CLE credits must be received no later than two weeks following the conclusion of the
audio conference or live conference. CLE credits are not available for CD recordings.

If you have any questions regarding CLE credits, contact Jill Adler at 631.368.2082 x 21 or jill.adler@meeting-
matters.com.
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c:c'.M Why compensation is no longer the

CENTER FOR key carrot for winning associate
M ANAGEMENT loyalty?

Love and Belongingness Needs\

hip, family, intil

Safety and Security Needs

Maslow'’s Hierarchy of Needs
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centen For  HOw Have Associate Expectations

COMPETITIVE

MANAGEMENT Changed?

- Expectations of Gen Y
 The value of time

 The devaluing of being a
partner

« The value proposition

(I.M What is being retained from
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center for  traditional lock step packages.
MANAGEMENT

e Junior associates remain on lock
step

e Quasi lock step for more senior
associates




@M How to evaluate associate

CENTEE FoR performance in addition to hours

MANAGEMENT

e Measure productivity and work
quality

e Measure efforts to increase
firm’s profile
e Measure probono activities

e Measure contributions to firm’s
activities
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(:C~M What kinds of non-salary rewards

COMPETITIVE

EaMAGTHENT can build loyalty.

e Recognize and encourage
innovation

e Institutionalize training

e Provide mentoring and
sponsorship opportunities

e Rethink billable hour
requirements for first years




( ( Which types of bonus programs are
center foR  working and where we may be
MANAGEMENT headed.

e Origination

e Merit

e Overall contribution
e Productivity

e Referrals

@M How to build loyalty and reduce
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COMPETITIVE turnover.
MANAGEMENT

e Engage associates in the decision
making for firm

e Be Transparent
e Invest in associates
e Be consistent

e Integrate associates into the
business of the firm




@M How to increase associate

CENTER FOR

CENTER FOR awareness of firm business.

MANAGEMENT

Explain and share financials

Get associates involved in
business and growth strategies o

Engage associates in marketing
strategies

e Encourage and reward client
development

(CM

contact us:
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MANAGEMENT

e Gail Ruopp

Flaster/Greenberg P.C.
(856) 661-2299

gail.ruopp@flastergreenberg.com

e Lisa Beth Horowitz
(202) 294-6709
Ibhorowitz@gmail.com
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Questions
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