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Message From the Chair
On behalf of the
Family Law Section
of The Florida Bar, I
hope you will enjoy
our latest edition of
the Commentator. It is
apropos that this issue
of the Commentator is
dedicated to practice
management.
It seems like only yespeter gladstone
terday when I set out
with one legal assistant and one paralegal
to form The Law Offices of Peter L. Gladstone. Gladstone & Weissman, P.A., has
grown to 13 employees since that auspicious day in 1997. They don’t teach practice
management in law school. What I learned
I learned by trial and error, spending many
a night hunched over an old fashioned
checkbook and a pile of bills.
As if managing my caseload wasn’t
enough, I had the added stress and responsibility of running a business! In the pages
that follow, you will find great insights and
useful tools designed to ease the burden of
balancing your obligations to your clients
and your cases with the responsibilities of
managing a law practice.
Among our most sacred duties as a
voluntary section of The Florida Bar is to
educate our members and constituents in
order to improve their capacity to counsel their clients in the most skilled and
discerning manner possible. This issue of
the Commentator is going to print shortly
after the highlight of our year as a Section: the 2010 Marital and Family Law
Review Course offered each year at the
end of January/beginning of February in
Orlando.
The centerpiece of our CLE programs,

the Marital and Family Law Review Course
has become the largest and most well attended seminar offered throughout the
entire Florida Bar. This year the Section
was proud to have secured the sponsorship
of the Florida Chapter of the American
Academy of Matrimonial Lawyers to present this most substantive and thorough
family law review course of the year. It is
our sincere hope that this partnership will
endure for years to come.
At the risk of sounding like a broken
record, I reiterate what I perceive to be the
Section’s greatest calling: to help families
reduce conflict and to facilitate cooperation
between spouses and parents in order to
enhance the best interests and welfare of
the innocent children who are impacted by
the application of our laws. It is programs
like the annual Marital and Family Law
Review Course that best prepares us to
skillfully and knowledgeably advocate
for and counsel our clients in the most
effective and insightful manner possible,
all with the goal of avoiding judicial intervention and preserving healthy and
functioning relationships between family
members.
One of the high points of our two day
program was the presentation of the
Chair’s Visionary Award. This year, the
Section was very proud to have bestowed
this prestigious honor upon the Honorable Amy Karan of the Eleventh Judicial
Circuit. Even if you do not practice in the
Miami-Dade area, many of you have become familiar with Judge Karan by virtue
of her years of service to the Section lecturing at the Marital and Family Law Review
Course on the topic of Domestic Violence.
As a former member of our Executive
Council, Judge Karan has not only served
continued, page 2
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the Section with distinction, but she
has positively impacted the lives of
thousands of everyday citizens as a
caring and devoted sitting judge. It
is with great pride that I express the
Section’s heartfelt appreciation and
gratitude for Judge Karan’s contributions to family law in Florida.
Finally, I would be remiss if I did
not plug this year’s Section Spring
Retreat: “Springtime in New York.”
From April 21 thru 25, New York
City will be on high alert as the Family Law Section of The Florida Bar
invades the streets of Manhattan.
Please join us at the Waldorf Astoria
Hotel for CLEs offered by prominent New York attorneys, great dining, tours, shopping and Broadway!
Among the most tangible and lasting
benefits of serving the Section is the
relationships that are formed with
your comrades in arms. The best way
to strengthen and enjoy those relationships is to join us for one of our
biannual retreats (Fall and Spring).
Download the brochure on our website at www.familylawfla.org. This
will be a trip you will not want to miss
and will not soon forget!
As always, I would like to person-

ally thank all of the dedicated and
talented people who volunteer their
time to the work of the Family Law
Section through its many substantive
and operational committees, as well
as those who sit on our Executive
Council, themselves leaders of many
of the same committees, who spend
countless hours of their precious time
devoted to the Section’s purpose. The
Commentator is just one of the ways
the Section works to enhance our
members’ practices. The value and
success of our publications, seminars,
lobbying efforts and special programs
are a testament to all of those hard
working volunteers who form the various standing and ad hoc committees
of which the Section is comprised.
If you are not already active in the
Section, it is not too late. I urge you
to peruse our web site and educate
yourself as to the vast array of opportunities for you to work within the
Section to contribute to the practice,
growth and direction of family law
within the state.
With great pride and respect for
the work that we do, I encourage all
of you to join us in the goals and aspirations of the Family Law Section
of The Florida Bar.
— Peter L. Gladstone
Chair of the Family Law Section
The Florida Bar

Board Certified attorney?
Carry the Certification Flag!
If you’re heading to an interesting destination and would
like to help promote board certification, please carry our
flag! Visit the Certification flag Web page, at FloridaBar.
org/certification, to track the flag’s travels.
Immediate past BLSE Chair Joni Armstrong
Coffey of Miami visited the Parque Nacional Chiloe,
a national park of Chile. Coffey is board certified in city,
county and local government law.  Former BLSE Chair Michael
G. Tanner of Jacksonville, who is board certified in business litigation and civil trial, traveled to Cyprus, the third largest island in the
Mediterranean. Robert Sugarman of Coral Gables, who is board
certified in labor and employment law, journeyed to Badwater Basin,
the lowest elevation point in the Western Hemisphere, in Death Valley
National Park, Death Valley, CA.
The flag is available to any certified lawyer who will carry it proudly
and send us photos, which will be posted on our Web page. Please contact
BLSE consultant Lisa Tipton for more information: 859/561-5769.
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Editor’s Corner
By Luis E. Insignares, Fort Myers
Many, many thanks go to Amy
Hamlin, in Longwood, who served
as Associate Editor for this issue of
the Commentator on “Office Management and More.” Special thanks
also go to our section Administrator, Summer Hall, and to our layout expert, Lynn Brady at the Bar
headquarters in Tallahassee for all
of their help in making sure you
receive every issue of the Commentator.
L. insignares
The articles in this issue cover
many relevant topics, useful not only to the sole practitioners of the State, but also to those of you who have
been practicing in small, medium or large law firms.
Well-known “Attorney Practice Advisor” Dustin Cole
contributes an outstanding article with excellent pointers on “Four Steps to Building Great Client Relationships.” Michael R. Phillips of Jacksonville gives us a
personal account on “Reducing Stress Without Sacrificing
Success in a Boutique Marital and Family Law Firm.” In
a related article, Michael L. Lundy and Michelle A.
Ralat of Tampa give us very valuable insight into the
“Fundamentals of a Successful Small Firm.” On a more
practical side, Barbara Kelly, Ph.D., offers us insight
into the importance of “Managing Challenging Personalities” in your workplace, whether you work in a solo
practice or a large firm since our staffs are invaluable
to our success and have an enormous influence on the
atmosphere in our offices. Norman D. Levin writes an
excellent article explaining the Florida Registered Paralegal program and offers us his insight into “Training
Your Certified Family Law Paralegal.”

Switching to a different but ever-expanding topic,
Blair Chan and Rachael Malkowski have provided an
article entitled “Social Networking via the Internet and
the Family Law Practitioner.” It addresses the popularity
of electronic social networking sites such as Facebook,
LinkedIn, and Legally Minded, and their potential for
use by the family law practitioner and, at the same time,
the issues that may arise regarding the rules regulating
advertising and the solicitation of potential new clients
through the use of these various sites.
We are delighted to present our “local bar news spotlight” which is an interview of The Honorable Michael J.
Rudisill, one of the youngest Circuit Judges in the State,
conducted by our very own Amy Hamlin. The segment
comes to us from the Seminole County Bar Association
in the Eighteenth Judicial Circuit, and we are thrilled to
be able to introduce a new jurist to all of you. Make sure
to check out news about our 2010 Spring Retreat in New
York City from April 21-25, 2010. You can look forward
to CLE programs presented by superstars of the New
York State Bar, receptions, sightseeing, Broadway, tours,
shopping, and much more! And, don’t forget to take note
of the upcoming continuing legal education seminars and
enjoy some photographs from our most recent Family
Law Section events.
What is YOUR favorite part of the Commentator?
Please send an email to leinsignares@lei-law.com to let
us know. Please also know that we encourage YOU to
submit articles on any topic in Family law, and we are
now looking for articles on children’s issues and issues
related to non-traditional family structures. And, we are
always looking to spotlight local bar news from other
counties. We would like to hear from YOU!

Thanks to the Commentator Co-Editors,
Laura Davis Smith and Ingrid Keller.

davis smith

keller
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Four Steps To Building Great
Client Relationships
By Dustin A. Cole
President, Attorneys Master Class
Many attorneys believe their next
client relationship will be “the luck of
the draw” so to speak. To some extent
that’s true. But it’s absolutely possible
to build a practice that is virtually
free of problem clients and has strong
cash flow - if you’re willing to refine or
redesign your client intake and communications processes.
There are four basic steps firms can
D. COLE
take to dramatically increase the quality and consistency of their client relationships and help
maintain good cash flow.

Step#1: Choose Your Clients Carefully
If you have attorneys who believe that, on a slow week,
the prospect of a little revenue from an “F” client is better than no revenue at all - they need to think again. “F”
clients - the ones who their gut is already telling them
will be trouble - usually end up costing them and the
firm far more in time, overhead, stress, and aggravation
than they will ever pay in fees. In fact, the unpaid fees
are only part of the issue. Perhaps more important is
the time they take, which attorneys could better use for
client development or taking better care of “A” clients.
“F” clients actually hold the attorney back from taking
positive actions to build their practice, and create undue
stress on both attorney and staff.
So, when an obvious “F” client is encountered, the
attorney should just say “no.” Better that they use their
time for building their practice than to give it away to a
client without scruples. And beware– not every “F” client
is obvious. Attorneys should spend more time with every
prospective client, asking questions and listening carefully to answers, attitudes, and implications, to identify
potential “F” clients.
Let’s make an important distinction between the pro
bono client and the “F” client. Pro bono work is important,
but the wise attorney chooses pro bono work up front
rather than discovering halfway through a matter that
they’re working for free.
In fact, a good client selection process starts before the
attorney ever meets with the prospective client. It starts
with the initial call to the attorney’s office. The attorney’s
assistant can ask some basic questions that disqualify
some prospective clients from making an appointment
at all. These might be questions like:
 "What is the matter concerning?" (Is it even in the
attorney's practice area?)
 "Have you worked with more than one other attorney

on this matter?" (Odds are that, if the caller has consulted with and fired more than one other attorney,
either they or the matter spell trouble.)
 "M. Jones has an initial consultation fee of $200.
Will you be paying by credit card or check?" (Most of
those who will balk at a nominal initial retainer will
be "shoppers" looking for free advice, and not serious
prospects.)
 "Who referred you to our office?" (The assistant should
have a list of the attorney's referral sources, and make
anyone referred by them a priority.)

Step #2: Define the Working Relationship
and Set Client Expectations
Attorneys often jump directly into case details as
soon as the client has agreed to work with them. They’re
off and running, already immersing themselves in the
familiar process of developing a case strategy. Unfortunately, they may well have left their client at the starting
gate.
“Client communications” is one of the most frequent
causes of bar grievances, with good reason. Clients are
seldom told what the structure and standards are in
terms of communication.
It’s vitally important to remember that the vast majority of clients seldom use an attorney, and therefore
have no idea how the relationship will work. To them
their matter is by far the most important item on the
attorney’s agenda. Without such an understanding, they
will form their own expectations about how the relationship should work. And invariably, it’s very different from
the attorney’s modus operandi.
Therefore it’s important that clients be provided with
very specific information on how they and the attorney
will work together at the very beginning of the relationship, before they form their own expectations. Rather
than simply giving them an agreement to sign - or worse,
to take home and sign (they’ll never read it all) - they
should be walked through a detailed and structured
process. This includes:
1) A verbal guided tour through the agreement.
a) What will and will not be included in the representation.
b) Terms of the retainer agreement.
2)	 A financial discussion.
a) What fees will be charged for what type of work.
continued, page 7
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b) Details on how fees are charged.
		
i) Hourly and partial-hour rates.
		
ii) How phone calls are charged.
		
iii) How e-mails are charged.
		
iv) Types of charges which may appear without
		
client involvement: Research, depositions,
		
strategy meetings, meetings with other
		
lawyers, travel if necessary, copying and
		
materials, other costs, direct and indirect.
c) How the retainer works.
d) How billings will be handled.
		
i) How soon after being recorded will hours be
		
billed.
		
ii) Who to call for questions on their bill.
e) What happens when payment is past due.
		
i) 10 days - first reminder call.
		
ii) 20 days - second reminder call.
		
iii) 30 days - work is suspended or motion to
		
withdraw is sent.
3) How communications are best facilitated.
a) Best times to call to speak with the attorney.
b) Hours the attorney will normally not be available
to speak with them.
c) How and when calls will be returned.
d) Who can help if the attorney is not available.
e) What times of day and week office meetings are
normally scheduled.
f) What kinds of materials they’ll be copied on.
		
i) How they’ll be informed of what to do with
		
them: For their file, for their response or action.
g) What to do when the call is an emergency.
h) Times when it is important to call the attorney.
Of course, all of this should be provided in writing, and
tucked into a good-looking folder where they can collect
everything the attorney’s office sends them. The entire
walkthrough can be accomplished in 15-30 minutes,
and can be done by a paralegal or associate. This small
amount of time upfront will reap considerable benefits:
• It will set the "context" of the working relationship
and reduce client stress during the process.
• It will save the attorney and staff uncounted hours
answering calls.
• It will reduce client frustration around having calls
returned.
• It will encourage clients to speak to others in the office.
• It will clarify their financial obligations and the consequences of not meeting them.

COMMENTATOR



• It will provide written "standards" which can be referred to when they express concerns over the working
relationship.

Step #3: Communicate, Communicate,
Communicate
Two important principles in communication:
The first principle: every time you communicate with
a client (or don’t communicate) you are, at the gut level
doing only one of two things: increasing trust or decreasing it.
One of the most common client complaints is “I don’t
know (or don’t understand) what’s happening!” So make
sure that effective (not just “adequate” – because who is
to decide what’s adequate? You or the client?) Here are
some ways to do that.
First, make sure that every client gets some type of
“update” communication – ideally a phone call, or at least
an e-mail or note – at least once a month – even when
nothing is happening. If that’s the case, tell them, and
let them know when you expect something will happen.
Silence breeds paranoia, and paranoia is a disease of a
“D” client.
Next, make sure the client receives copies of all
pertinent information. But don’t just send those copies – help them understand what those copies are all
about. Develop a series of pre-printed clip-on notes or
even rubber stamps which say things like “FYI and file
only – no action needed” “Please read and review for our
next meeting” “Please read and sign where indicated”
or “Please read and call to schedule a meeting.” When
necessary, dictate a cover letter of explanation.
Communications aids such a this help clients feel less
fearful, and keep them participating fully in their matter.
A client who starts missing appointments, not paying
bills, is signaling that they are fearful, suspicious – or
out of money.
Second principle: every communication contains two
elements: information and service. A client can feel served
by a phone call from a helpful team member when the attorney was not going to be able to get back to them timely,
even when they didn’t get the information they desired.
So an unreturned call justly upsets a client, not only
because they didn’t get the information they wanted, but
because they felt ignored, unimportant, unserved.
So, return phone calls promptly according to the
standards you laid out in your client education meeting.
Delegate it to the appropriate team member as per the
standards laid out in the meeting, and if you can’t return
the call in the specified period, have a team member call
with an apology and an offer to help.
How do you know if your communication efforts are
effective and not simply adequate? ASK them. The best
firms regularly have an outside person, or someone in the
firm not on their legal team, check in with clients to find
out how they are perceiving the attorney’s and team’s and
firm’s efforts on their behalf. Sound far fetched? Why?
After all, it’s the client’s matter, the client’s money, and
he client’s life. They’ve just put it all in our hands for
continued, next page
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safekeeping. We work for them.
Last, the bill. You already know it’s one of the most
fear-inducing communications you can send them, so
do everything you can to reduce the fear factor. Bill as
quickly as possible after doing the work; never let more
than 30 days go by, and provide detailed explanations of
billings. Ideally, you should keep a recorder handy, and
instead of slapping a decimal into the computer, dictate
the time and what it was spent on.
Instead of simply not billing for certain things – short
calls, check-in calls, etc. include them in the bill, along
with their cost – then deduct them as a “courtesy discount.” You already do a lot of thing for free for your
client. Let them know. We all like nothing better than
something free.
From a client’s point of view, effective communications makes the difference between doing it with their
attorney – or having their attorney do it to them. And for
the attorney, it can make the difference between happy,
paying clients, and unpaid bills, complaints, grievances
or even malpractice suits.

Step #4: Live by Your Own Standards
If the attorney sets standards for the client, they need
to be prepared to live by them, or all of the foregoing was
wasted time.
Don’t take non-urgent phone calls during hours indicated as “not available” just because you have a moment.
The client will decide you should always take them.
Train staff to direct calls to the paralegal or associate
for assistance. Return calls promptly as per the standard

given the client. Have others return calls you can’t get
to within the time standard. Copy the client with all
promised materials, with instructions on what to do with
it (read and file, read and respond, etc.)
Bill within the standard set, follow up on overdue
billings per the standard, and take actions as indicated
in the standard.
Many an “A” client slips to “D” or “E” or even “F” because of lack of enforcement of the standards that were
explained to them. When they fail to pay bills and the
attorney continues to work, they learn they don’t have
to pay. When the attorney takes a week to return their
call, they come to believe their problem isn’t important
to the attorney. When they receive unidentified papers
in the mail, they get worried and fearful.
The cumulative result is a good client who starts to
act like a poor one. All because no one educated them on
the process and the working relationship, and no one in
the attorney’s office is operating on a standard.
Sound like a lot of work? Then think about the time
an attorney spends working for free unintentionally, and
the stress caused by an unhappy client - or worse, the
grievance filed by one. Then, think about an office free of
“F” clients and filled with less stressed and more satisfied
clients (and staff).
Take steps now to build and implement a more structured client intake and communications system, for the
sake of your clients - and your sanity.
Dustin Cole, president of Attorneys Master Class, is a
Master Practice Advisor who helps attorneys build more
profitable, enjoyable practices and create financially
successful retirement and transition plans. For more
information go to www.attorneysmasterclass.com or
contact Cole at (407) 830-9810 or via e-mail at dustin@
attorneysmasterclass.com.

Interested in participating in SECTION COMMITTEES?

YOU CAN!
These committees meet via conference calls and only three times on-site. Section members interested in becoming
active within the Section should attend the next committee meeting(s), or call the Family Law Section Administrator at
850/561-5650.
• Adoption/Paternity, Dependency &
Children’s Issues
• CLE (Continuing Legal Education)
• Domestic Violence
• Equitable Distribution

• General Magistrates & Hearing Officers
• Litigation Support Committee (for Affiliate
members)
• Mediation & Collaborative Law
Learn more at

www.familylawfla.org

•
•
•
•

Publications
Rules & Forms
Sponsorship
Support Issues
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Mark your
calendar!

(Look for brochures in the mail and information
on the Family Law Section’s website:
www.familylawfla.org.)

2010
February 10

Telephonic Seminar ( Course
#0991) – [CANCELLED]

March 10

Telephonic Seminar (Course
#0997)
Topic: Ask an Expert about General
Magistrates
Chair: Doug Greenbaum

March 19

LIVE Seminar (Course # 1001)
Topic: Alimony and Child Support:
Show Me the Money
Location: Tampa Airport Marriott

March 24

Telephonic Seminar
Topic: The Use of Forensic
Accountants to Figure Out Finances
in Family Actions

April 14

Telephonic Seminar
Topic: Ask An Expert About Guardian
Ad Litems

April 21 - 25

Family Law Spring Retreat
New York, New York
Location: Waldorf Astoria
(Brochure coming soon!)

May 12

Telephonic Seminar
Topic: Ask an Expert

June 9

Telephonic Seminar
Topic: Ask an Expert About Social
Security & QDRO Issues

June 23 - 24

Family Law Section Annual
Meeting
in conjunction with The Florida
Bar Annual Convention
Location: Boca Raton Resort & Club
• June 23 - Family Law Committee
Meetings
• June 24 - Executive Council
Meeting



Chief Justice
Quince Travels State
Asking Attorneys to
Represent Children
in the Dependency
System
By Mary K. Wimsett, Gainesville, Florida
Since assuming the role of Chief Justice of
the Florida Supreme Court, Chief Justice Peggy
Quince has led the charge in calling  on members
of The Florida Bar to advocate for children in dependency court. The Chief Justice has travelled
the State speaking at events sponsored by the
Guardian ad Litem (“GAL”) Circuit Programs
and local bar associations to raise awareness of
the need for attorneys to volunteer.
The GAL Program has developed a specialized on-line training for attorneys which can be
completed on-line at guardianadlitem.org and
offers eight continuing education credits. For
more information, or if you wish to volunteer,
please go to guardianadlitem.org or call Mary
K. Wimsett at (352) 331-4922.

Chief Justice Peggy Quince (center) with Virgil Hawkins
Bar Association members Karen Meeks and Dana Moore,
GAL pro bono attorney, at an event in Highlands County,
Florida
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Reducing Stress Without Sacrificing
Success in a Boutique Marital and
Family Law Firm
By Michael R. Phillips, Esq., Jacksonville
The challenges that face a family
during the litigation process create
elevated levels of emotional stress
and anxiety both on the parties, and
the people that come into contact with
them. In dealing with the highs and
lows of a client’s perception, it is imperative to have a great team of support at the office behind the scenes.
The challenges that face a marital
and family law attorney can more
readily be designated and repaired
in the larger firm. But what happens
when there are two attorneys, both
with full case loads, and a support
staff of two to four legal assistants?
There is no room for error in a
firm that focuses on complex, often
high conflict, dissolution of marriage
cases with one to two attorneys in the
firm. Every time there is a hearing in
which testimony is provided, argument made, or evidence presented,
the attorney has to perform at or
above 100%. This requires all cylinders of the machine to operate in
sync. Many of you reading this article
will agree with the last statement
but how do you achieve this bench
mark at all stages of the litigation.
For those of us working in a firm with
one to two attorneys, the answer lies
within the corners of these pages.
The objective of my law practice is
to be as successful as I can possibly
be, while not sacrificing my quality of
life, and contemporaneously reducing
my level of stress as much as humanly and legally possible. How can this
be accomplished in the area of the
law in which we practice. By definition, complex high conflict dissolution
of marriage cases are heavily laden
with stress and emotional hypertension. In order to achieve the required
result, I must stay focused on a daily
basis and always be prepared.
The “5-P’s” should be applied to
every issue, including the hiring and
retaining of staff, and every case the

firm faces. Every matter, hearing, deposition, mediation, discovery review
and requests, client conference, witness preparation, and trial requires
preparation.
PRIOR PREPARATION PREVENTS POOR PERFORMANCE.
Since this has long been a motto
of many, there is no one individual
who can claim credit for this slogan,
including myself. If, at every one of
the detailed events, you were completely prepared with all of the facts,
and prepared with the most current
statutory law, legislative history, and
case law on the issues presented,
there would be minimal anxiety and
the stress greatly mitigated. That
attorney, with all of that information
at his fingertips, presents himself/
herself at the scheduled event with
the optimum level of confidence no
matter whom the opposing attorney,
party, or Judge on the case.
Although the idea of preparation
is something most of us take as a
canon of litigation, due to time constraints, conflicting schedules, delays
in discovery, personal life issues, and
other unexpected events, preparation cannot logistically be appropriately detailed and completed by one
person. Preparation requires team
work. The team has to depend on each
other to the point that each member
has the confidence to know that the
task has been completed correctly by
themselves and others in the firm.
This preparation requires an assessment of people and completion of your
due diligence in the hiring process to
insure that you are hiring a person
that fits both in ability and attitude.
Attainment of the ultimate goal
is to be successful, while not sacrificing quality of life, and contemporaneously reducing the level of stress
must begin with the hiring process.
The boutique firm is an intimate en-

vironment in which people work very
closely with each other and have frequent personal and verbal contact
and interaction. To limit the stress in
the office, the hiring process should
begin with people who get along and
work well with others while still having the ability to stand up for themselves. Choosing your words carefully
in dealing with members of your own
office, other attorneys, other legal assistants and paralegals, the Judge’s
assistant {especially the Judge’s assistant}, and clients is a necessity.
When the staff, including lawyers,
stand up for each other and look out
for each other, the team functions at
a higher level of productivity. When
there are personality conflicts and ill
will between members of the firm,
the team concept no longer applies
and it becomes an individual sport.
Consequently, productivity and efficiency suffer, while stress and anxiety
flourish.
In the boutique firm, we offer the
atmosphere, service, and attention
that our client’s desire. To promote
this environment, there must be internal harmony between the members of the firm. There will always be
issues, however, in our personal lives
that we carry with us that reduce our
level of tolerance on any given day. If,
on most days, you have the ability to
maintain serenity at the workplace,
this atmosphere greatly facilitates
the firm’s ability to accomplish a reduction in work place stress.
Now that we recognize that any
one individual cannot by himself
/ herself play every instrument in
the band, we now have to apply this
knowledge to the practical life of the
firm. All of us have been given certain gifts and talents. Some of us are
good at cross word puzzles, others
like word searches. Find out what
particular gift and talent your staff
continued, page 13
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Reducing Stress ———————
from page 11

possess. Some will have the ability
to speak with a client over the phone
with a calm soothing voice and defuse
an emergency by simply listening.
Others will have the ability to review
the opposing party’s compliance with
mandatory discovery and disclosure
and find one page in a stack of a
1000 that shows a missing account
or fraudulently transferred funds.
Others still may have the ability to
initiate documents with a significant
propensity for accuracy, leaving the
attorney to revise and review.
Clearly, the attorney is designated
as the person on point. The attorney
is the person who counsels the client,
gives the client sage advice, who appears in court making the argument
and examines the witnesses, who
ultimately is liable for any errors and
omissions. This fear of error causes
many of us to put our hands on every
detail in the office, down to ordering
the supplies to ensure we have the
right brand of blue pens. This inability to delegate can not only be exhausting but will greatly reduce the
desired quality of life while inversely
proportionately increasing the stress
level.
The knowledge that ultimately
the buck stops with the attorney may
often cause the mentality that if you
want something done right, you must
do it yourself. This mentality is true
for many things, but if you want to
manage a firm that focuses on complex, high conflict dissolution of marriage cases, there are some tasks that
will have to be designated to others.
Preparation of trial notebooks, organization of discovery, letters to clients
regarding specific matters, first draft
of documents, dictation, and scheduling, including new client conferences,
are some of the functions that can be
delegated to a person in the firm that
has reached a certain level of experience and a certain level of confidence,
both in themselves and in you as the
managing attorney.
The success of an attorney greatly
depends upon the firm’s ability to
work together both in talent and
personality to fully and adequately
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prepare the attorney for the battle
ahead. Some who are reading this
article have had the good fortune to
maintain the stability of a legal assistant or a paralegal for many years. If
that is the case, count your blessings,
as this person has greatly assisted in
the development of your practice and
success, and also helped to reduce
your level of professional anxiety.
If you are currently in the process
of hiring for your firm or you have
been unable to enjoy the stability of
a long term partnership with staff
members, here are a few closing suggestions. Once again apply the 5-P’s.
Preparation in the hiring process will
help to prevent the hiring of a person
who is not a positive fit for your firm.
The best possible person for a firm
is a person with valuable experience
who also has a fantastic demeanor. In
the event, you find this person, you
should have them start the following
day. However, if you face the difficulties that our firm has faced, sacrifice
some of the experience for a person
with a great personality, positive attitude, and willingness to learn. Every
firm holds tight to autonomy and has
its own version of how things should
be handled. If you are fortunate to
find that person who has the perfect combination of experience and
personality the goals of maximizing
your success, bolstering your quality
of life, and minimizing your levels of
professional anxiety and stress with
be much less difficult to accomplish.

In closing, if you share the goals
detailed above, it takes practice and
a great deal of effort on a daily basis
to achieve such lofty ideals in the firm
whose focus is complex, high conflict
dissolution of marriage cases. These
goals are even more unattainable if
there is not only conflict between the
parties of the case but conflict internally within the firm. And always
remember the 5-P’s.
Michael R Phillips is a partner with
the Law Firm of Fletcher and Phillips,
PLLC. Mr Phillips is a trial attorney
concentrating his practice in all areas
of Marital and Family Law in Duval,
Clay, Nassau, and St Johns counties
with a focus on complex dissolution
of marriage cases, high conflict child
and parenting issues, business evaluations, marital estate distributions,
and military issues. He is a former Assistant District legal Counsel for the
Florida Department of Children and
Families in both St. Johns and Duval
Counties. He is a Family Law Section
member of both the Florida Bar and
the American Bar Association and on
the executive committee of the Family Law Inns of Court. Mr. Phillips
is also a member of the Jacksonville,
Jacksonville Beach, and Clay County
bar associations. He received his B.S.
degree from the University of South
Carolina School of Business and his
Juris Doctor from Florida Coastal
School of Law.

Member Benchmarks
Congratulations to Ben Hodas! He is pleased to announce the formation
of the Law Office of Benjamin T. Hodas, LLC. Ben will continue to practice
exclusively in the areas of Marital and Family Law. His office will be located
at 301 Pine Street, West Palm Beach, FL 33407
Sheryl  A. Moore, a Board Certified Marital and Family Lawyer of Fort
Lauderdale, is proud to announce the opening of the Law Offices of Sheryl
A. Moore P. A. The office is located at 800 SE 3rd Avenue, Fourth Floor,
Fort Lauderdale, FL 33316. The office can be reached at 954-760-5636.
Carolyn D. Swift, a Board Certified Marital and Family Lawyer has
joined the office of Luis E. Insignares, P.A. in Fort Myers. The office is
located at 1619 Jackson Street, Fort Myers, Florida 33901. The office can
be reached at (239) 274-6000.

14  COMMENTATOR

february 2010

THE FAMILY LAW SECTION OF THE FLORIDA BAR Presents

Springtime in New York!
2010 SPRING RETREAT
April 21 – 25, 2010 • New York City, New York
SCHEDULE OF EVENTS
*All events included in registration cost unless otherwise noted with an asterisk
In a bygone era of gracious elegance, one
of the world’s most celebrated hostesses
was born. Acclaimed as a marvel at the
time of her opening, the Waldorf-Astoria
captured the hearts of people the world
over. Today she continues to beckon all
who enter and her story is a tapestry of
America’s fondest memories.

This NYC icon boasts:
• Four world-renowned restaurants and
three bars/lounges
• The Guerlain Spa, offering an extensive
menu of treatments/therapies and stateof-the-art fitness center located on the
19th floor
• Walking distance to Rockefeller Center,
St. Patrick’s Cathedral, the Theatre
District and the best shopping and art
galleries on Madison & Fifth Avenue!!

Available Room Rates:
• Deluxe King Guest Rooms: $249 per
night
• Superior King Guest Rooms: $269 per
night
• One Bedroom Suites: $389 per night
• One Bedroom Luxury Suites: $499 per
night

HOTEL INFO:
THE WALDORF-ASTORIA
301 Park Avenue
New York, NY 10022-6897
1-877-GROUPWA (476-8792)
Room Rates: $249 - $499
www.waldorfnewyork.com

*Reserve by March 30, 2010
to guarantee Block Rate

Wednesday, April 21, 2010
Arrive at the elegant and luxurious Waldorf-Astoria
4:00 p.m. – 6:00 p.m.
Registration and Check-In
6:00 p.m. – 8:00 p.m.
Welcome Reception

Thursday, April 22, 2010
8:00 a.m. – 9:00 a.m.
9:00 a.m. – 10:30 a.m.
10:45 a.m. – 12:00 noon
1:00 p.m. – 3:00 p.m.
6:00 p.m.
8:00 p.m.

To reg
compl ister, see
ete
or visi brochure
family t: www.
lawfla
.org

American Breakfast Buffet
“Gender Bias in Family Law Matters” CLE
“Bankruptcy Issues in Dissolution Matters” CLE
Circle Line Semi-Circle Cruise
Pre-Show “Dine Around” in the Theatre District*
Broadway Night: Tony Award Winning “Avenue Q: The
Musical*

Friday, April 23, 2010
8:00 a.m. – 9:00 a.m.
9:00 a.m. – 10:30 a.m.
10:45 a.m. – 12:00 noon
Afternoon
5:30 p.m. – 7:30 p.m.
8:30 p.m.

American Breakfast Buffet
“Equitable Distribution” CLE
“Profitable Law Firm Management in Today’s Economic
Climate” CLE
Lunch and afternoon on your own
FLS/NYSBA Joint Cocktail Reception
“Dine-Around” in the Meatpacking District*

Saturday, April 24, 2010
8:00 a.m. – 11:30 a.m.
Afternoon
7:30 p.m.

Breakfast and Executive Council Meeting
Lunch and afternoon on your own
FLS Dinner at world-renowned Chef Bobby Flay’s Mesa
Grill

Sunday, April 25, 2010
Rest, enjoy and depart at your leisure

Separately Ticketed EVENTs
Friday, April 23, 2010

Garment Center Insider Shopping Tour
SoHo & NoLita Shopping Tour
Rockefeller Center Tours
The Guggenheim
Museum of Modern Art

Saturday, April 24, 2010

Greenwich Village Food Tasting &
Cultural Tour
Central Village/SoHo Food & Culture Tour
Atlanta Braves @ New York Mets

CONTINUING LEGAL EDUCATION CREDIT:
GENERAL: 6 credit hours (pending)
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Managing Challenging Personalities
By Barbara Kelly, Ph.D., Maitland, FL
Whether you work in a solo practice
or a large firm, you are likely to have a
staff of individuals who assist you on
a regular basis. Your staff is responsible for tending to the daily tasks of
running your practice. They take care
of your schedule, talk to your clients,
help prepare documents, keep you
organized, and often times order your
lunch. They are invaluable to your success and have an enormous influence
on the atmosphere in your office.
The majority of the time your staff
makes your work life easier, and you
have that sense of camaraderie and
teamwork. There are, however, those
days when the reverse is true. You
know, those unfortunate days when
you can just feel the tension in the
office and things aren’t running quite
so smoothly. While we would probably
prefer those days never happen, they
do. In fact, they are a given. Even when
everyone is doing their best to try to get
along, conflict can happen.
Because of the diversity among us
and the fact that we each bring our
unique characteristics to work, there
are times when we are going to get
on each other’s nerves just by being
ourselves. Over time, even small irritations can build until they become big
conflicts. Add the stressors inherent to
the kind of work we do and periodically
tensions are going to erupt. Most of the
time, these occasional flare-ups resolve
themselves and our offices resume their
usual functioning. But sometimes the
conflict is the result of a more chronic
issue that needs our intervention.
For example, sometimes there
is one individual who consistently
seems to be at the center of the negativity. It can be that one person who
just rubs someone else the wrong way
or doesn’t deal with change very well
or always seems to find a way to get
everyone else worked up. This person
may excel at his work tasks but when
it comes to interacting with their coworkers, he causes upset and chaos.
Effectively managing this type of personality can be a bit of a challenge.
There are several common personality styles that cause disruption in

work groups. Fortunately, there are
strategies available for improving the
situation. The most obviously negative person in the work place is the
one who always has to be right – no
matter what. “The Antagonist” will
criticize or disagree with any idea or
suggestion that is not his. He rarely
gives anyone positive feedback and
focuses on finding problems that he
can point out. This individual is destructive to the morale of an office and
diminishes the creativity of co-workers. If you listen carefully to this individual, you will notice that although
he gives plenty of criticism, he is not
specific. The best way to deal with this

The majority of the time
your staff makes your work
life easier, and you have
that sense of camaraderie
and teamwork. There are,
however, those days when
the reverse is true.
individual is to have him give you the
reasons for his negative feedback.
First, assure the Antagonist you
value his opinion and are interested
in his concerns. Then, ask him to provide specific examples and reasons to
support his opinions. For example, “I
want to make sure I understand your
concerns so that I can address them.
Tell me what makes you think this is
a bad idea.” Do this in an interested,
nonconfrontational manner but insist
on details to ensure you understand
his thinking. The Antagonist will have
difficulty giving any detailed information past his general negativity. Do not
let him off the hook. Be persistent in
your request for additional information. If you are consistent in responding to the Antagonist in this manner,
he will likely give up this behavior.
“The Perfectionist” is someone
we initially adore. She has the high-

est standards and turns out an excellent work product. The Perfectionist
is meticulous, determined, and always strives to do better. The problem
generally develops because Perfectionists have unrealistic expectations
for themselves and for others. Even
when the Perfectionist is praised for
their exemplary work, they cannot accept the compliment. They see flaws
in their work and become negative.
They may make self-depreciative remarks and will take responsibility for
problems that are not their fault. This
can be exhausting for those around
them. Sometimes they procrastinate
due to their anxiety about creating a
perfect work product.
If in a supervisory position, the
Perfectionist may place her unrealistic expectations on others. The
Perfectionist will point out insignificant flaws and will indicate to her
subordinates that they could have
performed better. In these instances,
subordinates can never measure up
and their work performance may decline. They quit trying because they
know they will never be good enough
so “why bother?”
As a manager you need to know
that the Perfectionist actually has a
pretty low self-esteem and her perceptions are faulty. She truly does
not see her performance or the performance of her co-workers accurately.
The solution is to identify strategies for building the Perfectionist’s
self-esteem and adjusting her expectations. This may take the form
of giving praise and presenting the
Perfectionist with concrete evidence
of her competency. It is also important to help co-workers avoid taking
the Perfectionist’s behaviors personally. If the Perfectionist is unable to
develop more accurate perceptions
and expectations, she may benefit
from professional help such as mental
health counseling or life-coaching.
Every office experiences change
and people respond to change differently. Some individuals, because
of their life experiences, anticipate
continued, next page
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change as bad or scary. These folks
like their routine and the ability to
predict their future. They are typically steadfast and dependable but
when faced with change quickly become anxious, angry, or emotionally
destabilized. The problem for you as
managers is that “The Saboteur” will
not express his upset directly to you.
Rather he will resist in subversive
ways. For example, he will vent his
concerns or criticize the new changes
to his co-workers and attempt to solicit support with resisting the changes.
He may even go a step further and
purposely not learn new material
or just not implement it (without
informing you).
The solution is to try and include
the Saboteur in the change process.
If he is a part of the change he will
be less resistant. For example, ask
for his feedback about how a current
process is working and how he thinks
it could be improved. Or present him
with the problem and ask for his ideas
for a solution. It is helpful to give the
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Saboteur advanced notice of changes
so he has time to adjust to the idea.
Being ambushed by something new
will only increase his resistance and
negativity.
In some work groups there exists the person who doesn’t take her
job seriously. She has more important responsibilities outside of her
employment that take priority. She
makes it a goal to work as little as
possible so she has time to pursue her
personal interests. “The Phantom”
makes things very difficult for her
co-workers who end up picking up
the slack. She doesn’t have a sense
of responsibility about completing
her assignments and will definitely
develop a conflict with the Perfectionist if the two happen to work together.
The Phantom does not understand
her co-workers’ frustration over the
quality of her work or the way she
works. The solution for the Phantom
is to take an authoritative stance
and provide clear expectations and
goals. This thought process should
be communicated in a direct manner
both verbally and in writing with the
consequences. You should monitor
the Phantom’s work performance to

ensure she meets her goals. For some
individuals, clearly knowing what is
expected of them and that they are
accountable on a regular basis will
quickly resolve the problem.
Finally, no discussion of office conflict is complete without addressing
rumors and those who like to spread
them. “The Gossiper” just loves to
be “in the know.” She likes to share
information that is not yet commonly known about her co-workers and
bosses. The Gossiper is motivated by
feelings of lack of control or lack of
importance. Spreading rumors makes
her feel powerful and in control. She
watches to see how others react to
what she says and when the rumor
she started gets repeated, the Gossiper has an even greater sense of
importance and power. The best way
to deal with the Gossiper is to give
your office staff the information and
facts they need so that they don’t
need to rely on rumors.
Regardless of who the “difficult”
person is, it’s important to remember
that usually the difficult person is
not making a conscious effort to be
difficult. The person is often focused
on his own problems or needs and

february 2010
is unaware of how he affect others.
How we handle these situations is
important. If we aren’t careful, the
way we respond (or our lack of response) becomes the focus of the office
conflict rather than the problem that
caused the conflict in the first place.
As you think about how you will deal
with your next work group conflict,
consider the following strategies:
• Expect conflicts. Rather than fear
conflict, recognize conflict will
happen. Try and use the situation
as an opportunity for a positive
change.
• Choose your battles. Decide whether the problem is a function of
someone having a bad day or a
more chronic issue.
• Use neutral language. Be respectful. Avoid generalizations such as,
“You never get to work on time.” A
better statement is “I get very frustrated when you don’t get to work
on time because _________.” Focus
on the person’s behavior and the
consequences of their behavior.
• Be a good listener. Do not interrupt
and do try to understand what
your staff is trying to tell you before you respond.
• If you address a chronic issue and
make an agreement, follow-up
with a written memo for accountability.
One of the best ways to minimize
conflict in your office is to prevent it
before it gets started. Many offices use
team building exercises to strengthen
relationships among coworkers. These
types of activities improve communication between coworkers and foster
positive interactions within work
groups. Team building exercises can
also be opportunities to help your
staff combat work stress and burn
out. Team building can be informal or
more structured. Examples of informal team building activities include
opportunities for socializing such as
a monthly 30 minute “coffee break,”
a quarterly office lunch, or bowling
night. Structured activities include
specific exercises designed to improve
communication, problem-solving, and
build trust. These activities typically
require a trained professional to facilitate the activity in your office.

COMMENTATOR 17
Team building opportunities can occur outside the office such as team
participation in a fund raiser. Here in
the Orlando area, we have a chocolate
workshop that offers team building
and problem solving activities while
making chocolate. Remember, the
goal of team building is not to create
lasting friendships among coworkers but to improve the level of trust,
understanding, and communication.
Improving these three areas will lead
to less conflict in your office.
As a final comment, there are going
to be those situations where there is
little you can do to prevent or eliminate an ongoing source of conflict in
your office. In these circumstances
the best approach is to concentrate on
managing your own feelings of irritation, resentment, or anger that arise
from the situation. Finding healthy
ways of coping and alleviating your
frustration is not always an easy
task. This practice is especially difficult when the situation involves a
daily work group related problem.
Focusing on managing your general
stress level, finding time to relax
and enjoy friendships, exercise and

avoiding excessive caffeine intake
will all help. Finding a way to cue
you body to relax will help reduce the
physiological effects of the stress. For
some individuals, leaving their desk
and taking a short walk is helpful,
for others practicing deep breathing
will reduce their tension level. Others
are more visual and will benefit from
looking at a photograph of a favorite
landscape which cues their body to
relax. You can be creative. Find what
works for you.
Barbara Kelly, Ph.D is a licensed
psychologist and certified family mediator in private practice in Maitland,
Florida. She provides clinical and
forensic psychological services for children, adolescents and adults including
Psychotherapy, Parent Coordination,
Family Mediation, Expert Testimony,
and Psychological evaluations. She is
trained in the interdisciplinary model
of Collaborative family law and functions as a neutral coach in collaborative cases. She is a provider for the
National Basketball Association and
National Basketball Players Association player assistance program.

18  COMMENTATOR

february 2010

(L-R)
Executive
Council
members
Maria
Gonzalez
and Kathy
Beamer

Honorable
Ray Ray
McNeal and
his wife,
Marilyn

Family Law Section Fall Retreat
Miami, FL

Speaker Debbie Ford and Chair Peter
Gladstone

Section Chair Peter Gladstone and Sponsor
Michael Stewart

Sponsor Michael Stewart from Wells
Fargo Financial

Dwayne and Odette
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(L-R_ Rob and Heather Apicella with Chair Peter
Gladstone
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Executive council member, Ron Bornstein, Section
Secretary Carin Porras and Gordon Brydger

Thank You,
2009 Fall Retreat
Sponsors
Section Chair Peter Gladstone poses poolside with Sheryl
Moore, Denise Jensen and Debra Horton.

*****

Zucker Forensics
Wells Fargo Advisors. LLC
Borek Consulting Group, Inc.
Gibraltar Private Bank & Trust

More photos are available on the
Family Law Section website:
www.familylawfla.org
Margo Green and Alyson Flippo
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“Lucky Strike” Night

Frank Gonzalez and
Laura Davis Smith

Rosemane Guerini (left) and Elisha Roy

Section Secretary Carin Porras and Chair,
Peter Gladstone

Tom Sasser looks back to see if
it was a strike… or a gutter-ball!

Julia Wyda is
ready to roll!

Gordon Brydger gives it a try.
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(L-R) Tom Sasser (left), Cindy and Charles Fox Miller.

Gordon Brydger and Carin Porras

(L-R) Elisha Roy, Jessica Weismann,
Section Chair Peter Gladstone and
Sheryl Green

(L-R) Ingrid Keller, Luis E.
Insignares, Sheena BanjaminWise, Dwayne Bergman and
Laura Shaffer
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Profile:
The Honorable Michael J. Rudisill
By Amy Hamlin, Esq., Longwood
On June 5, 2009, Governor Christ
appointed Judge Rudisill to the circuit bench in the Eighteenth Judicial
Circuit to fill the seat vacated by the
Honorable James E. C. Perry, who
had been appointed to the Florida
Supreme Court.
This author sat down with the
Judge almost three months after his
appointment to talk with him about
his background and to discuss his
perspective from the Bench as a judge
new to family law.
The Judge’s parents divorced when
he was seven years old but lived close
to each other after the divorce. He
grew up in Maitland, Florida and
is a graduate of Winter Park High
School.
I asked the Judge what led him
to law school: Law has always interested him. His major in college was
history with a focus in ancient history. In his studies, he saw abuses by
people in power. Civilizations became
nations of men rather than nations of
law. Law fit well with his interest in
history. His mother told him that he
loved to argue so much that he would
argue with a brick wall.
Many readers will be interested
to know that the Judge is a sevenyear Gator, having completed both
undergraduate and law school at the
University of Florida. During his time
in law school, he did not know what
kind of law he wanted to practice.
He took some criminal procedure
classes and did an internship with
the State Attorney in the Ninth Judicial Circuit. After graduation, he took
a job with the State Attorney’s office
and spent the next three and a half
years working on hundreds of cases.
The Judge spent a great deal of time
in courtrooms and sometimes felt
like he lived in courtrooms. He prosecuted cases in Orange and Osceola
County.
Judge Rudisill left public service
because he received an offer from the
private sector that he could not refuse. At the time, he was newly mar-

ried and wanted to buy a house and
eventually start a family, so he joined
a small criminal defense firm in Maitland, Florida that concentrated in
misdemeanor and felony cases. He
would still be with the State, however,
if the hours and income were better.
I asked the Judge, now that he
is no longer one of us, but is one of
them, what the view is like from the
Bench: As a judge, he knows he is
not hearing the whole story. Sitting
as the trier of fact and hearing the
case just one time is not like sitting
in the office with a client for the first
time, hearing the story and having
the emotions right on the surface. The
parties’ stories have been filtered by
time and attorneys, although he has
heard some heated arguments in the
courtroom. For the most part, what he
has seen has not been as emotional
as he expected. He finds that family
lawyers are collegial and get along
well. He is interested in seeing how
family law is different than the law
he practiced. He hears important
issues of people’s families, their children, their savings, etc.
We discussed if it has been hard
to make the tough decisions that are

required in family law cases: Some
of the decisions have been difficult
but that is part of the job that he is
getting paid to do. He hopes for two
good attorneys who can do a good job
of presenting their case. He worries
that someone will get rolled over due
to a poor choice of attorneys. In his
days with the State, he saw cases
with great arguments not being made
by the attorneys. He has not seen this
happen yet in his courtroom. He has,
however, seen attorneys take care
not to trample over the right of pro
se litigants.
The interview turned to a more
practical discussion. We discussed
what the Judge likes to see in his
courtroom and what tips he has for
attorneys who appear before him.
As for Motion hearings, he likes attorneys to provide him with case law
and rules.
At the time of this interview, he
had not had a case that involved a
Parent Coordinator nor had he had to
draft a Parenting Plan. Parties have
been able to resolve these matters on
their own.
He believes in attorneys attempting to communicate with each other.
He becomes frustrated at the start of a
hearing when the attorney states the
same facts and requested relief; these
matters could have been stipulated
to and the issues could have been
narrowed. It is apparent when the
lawyers have not spoken with each
other. For example, attorneys come to
court without having exchanged bank
records or credit card statements. The
Court’s time is wasted with attorneys
wading through documents during a
hearing when they could have previously agreed to the numbers. Attorneys complain that they cannot
get hearing times. One reason is the
example above, with attorneys not efficiently doing their jobs. In addition,
the Judge knows that he will never
know the families’ children as well as
the parents. He would like the parties
continued, next page
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to agree regarding their children’s issues but he also understands that his
courtroom is the place of last resort.
He will make decisions if the parties
cannot or will not.
One of the on-going issues attorneys have with judges is the length of
time attorneys can get for temporary
relief hearings. There is a move in the
Eighteenth Judicial Circuit to limit
all temporary relief hearings to thirty
minutes, which has a caused a hue
and cry among family law lawyers. I
asked the Judge about his thoughts
on a thirty minute hearing: He said
that it seems the General Magistrates
can hear the temporary relief hearings. He is, however, open to having
a hearing that is more than 30 minutes in length. Part of his philosophy
is to let attorneys make their case.
He would rather have attorneys do
it right than do it quickly, right now,
and leave out key facts. He wants attorneys to be realistic about the time
they need for a hearing; don’t take 30
minutes if you need 90.
The Judge prefers short matter
hearings to be just that, short. He has
a five minute limit for uncontested
matters. He may allow for more than
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five minutes, depending on how many
people are waiting. He will not allow
any testimony or evidence. The issue
must be relatively simple and quick.
Short matters is not a time to by-pass
a busy docket.
The Judge has developed his emergency policy; there are few occasions
where he will entertain an ex parte
emergency, particularly in chambers
on a motion. He will rarely sign an
emergency motion without a hearing because the process is subject to
abuse by attorneys. He does understand there are legitimate emergencies and he will take those seriously.
He will try to squeeze in a hearing,
if possible, usually in the afternoon.
Some attorneys have asked for an
emergency hearing and when the
Judge’s JA calls to schedule the hearing, the attorneys have refused the
time because it was not convenient.
The matter is either an emergency or
it’s not an emergency.
As for telephonic hearings, the
Judge will allow an attorney to appear telephonically if no testimony
will be introduced. He won’t make
an attorney from Miami, for example,
drive four hours to attend a 15 minute hearing, if that attorney intends
to present a brief response to a motion.
Although Judge Rudisill did not
practice family law before he was

IN MEMORIAM
George O. Kluttz, 74, a Board Certified Marital
and Family Lawyer from Fort Myers, and a longtime
member of the Family Law Section died Thursday,
February 4, 2010. George practiced law in the private
sector for 39 years before becoming a General Master
and Case Manager in the Twentieth Judicial Circuit; he then served as a Magistrate Judge until his
retirement. More importantly, George was a scholar,
a gentleman and a mentor who loved his family, the
practice of law and helping others. He will be sorely
missed.

appointed to the Bench, he welcomes
the opportunity to learn this area of
the law and is interested in attending
the Marital and Family Law Review
Course at Disney’s Yacht and Beach
Club in February, 2010.
Amy Hamlin has
been an associate
attorney with Norman D. Levin, P.A.
since 2004 but has
been practicing
law since 2000. Her
practice is limited
to family law. She
is active in several
a. hamlin
committees of the
Family Law Section and is a member
of the Executive Council of the Family Law Section of the Florida Bar.
Ms. Hamlin is a recipient of the 2008
Circuit Award Winner of the Florida
Bar President’s Pro Bono Award and
has won several awards from the
Seminole County Legal Aid Society.
She authored an article entitled “At
What Point In Time Does A Court
Use To Determine The Parties’ Financial Positions for Attorney’s Fees And
Costs Post Trial” that was published
in the March, 2009 edition of The
Commentator. She co-hosted a Webinar presented by Floridom Inc. called
“Using And Training Your Registered
Family Law Paralegal.”
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Social Networking via the Internet
and the Family Law Practitioner
By Blair H. Chan, Esq., Tampa & Rachael Malkowski, Tampa
Electronic social
networking sites
such as Facebook,
Linkedin, and Legally Minded present exciting new
opportunities for
family law practitioners to expand
their ability to netb. chan
work with other
professionals both
inside and outside
the legal community, as well as market their practice
in an innovative
manner to potential clients. This article discusses the
potential for use of
social networking
r. malkowski sites by the family
law practitioner. It
focuses upon use of these sites for
networking with other professionals
and potential clients, communication
and monitoring existing clients, and
issues that may arise regarding the
rules regulating advertising and solicitation of potential new clients.
Currently the most popular social
networking sites for professionals
include Facebook, Linkedin, and Legally Minded. Although created for
students, Facebook’s popularity has
skyrocketed since its creation, and
the site now facilitates social networking among the general public.
Facebook allows users to set up a
profile page where they can list their
background, hobbies, interests, education, and vocation, as well as post
pictures and video content of their
choosing. Facebook links your profile
to the profile of each person whom
you accept as your “friend.” All of your
Facebook friends will display you as a
friend on their page, thereby expanding your access and exposure to other
persons with whom you may have a
connection. Facebook also allows us-

ers to communicate through a variety
of public and private communication
forms. Additionally, Facebook will
also suggest additional connections
with other users with whom you
share common interests, educational
institutions, or professions. For example, if you specify your profession
on Facebook, the site will present you
with the ability to set up connections
with others with the same or similar
professions. This connection benefits
a family law practitioner by opening
up lines of communication with other
attorneys and legal professionals in
different fields of practice.
Linkedin is similar to Facebook,
but it is geared primarily to appeal to
professionals looking to network for
business purposes. Linkedin’s focus
is on emphasizing professional qualifications, background, and education,
as opposed to Facebook’s emphasis
on social aspects. The site permits
its members to upload resumes and
facilitates job searches. It also monitors membership to groups organized
around common interests, such as
alumni associations. Legally Minded is a relative newcomer and was
launched by the American Bar Association in 2008. Legally Minded was
set up for the purpose of allowing legal
professionals to network, share information and ideas, and market their
practices to other legal professionals.
Notably, the ABA desired to create a
forum open to all members of the legal
profession, including law students and
paralegals as well as attorneys.
Generally speaking, these three
sites are similarly formatted, and the
information provided in this article is
applicable to all three sites.

I.	Networking and
Advertising
Internet social networking sites
are designed to establish and facilitate communication between users
and encourage the expansion of con-

nections between users to exchange
information. There is currently no
cost for involvement in this form of
networking. Proper utilization of
these networking mediums can result in exposure to a huge number of
professional contacts and potential
clients. So how would a family law
practitioner utilize social networking to benefit their practice? The first
step is to create your presence in the
network.
Generally, when new users set up
their page on the social network they
can post a picture of themselves, list
their educational background, profession, where they live and work,
where they were educated, and what
other interests they may have. Each
piece of information entered by the
new users is utilized by the site to
create connections with other users. For example, if a new user lists
his profession as “attorney,” the site
will list as suggested contacts other
users in the same locality who cited
their profession as “attorney.” If the
new user sees another colleague with
whom he would like to connect, the
user would select this person and
send a request to link profiles. If the
request to establish the connection
is accepted, the users may view each
other’s profiles and information. The
connection will also allow the users to
view each other’s list of friends, connections, and associations, thereby
each broadening their visibility in the
network. The amount of connections
a family law practitioner can create
is immense and can grow exponentially. The practitioner can create and
maintain connections with friends
from childhood; classmates from high
school, college and law school; fellow
legal professionals in and out of one’s
practice area; and other persons in
the general public with whom the
practitioner shares common friends
and interests. Additionally, many
community, business, and political
continued, next page
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organizations also are involved in
social networking sites. This way of
communication provides access to
large groups of individuals active in
the community or in politics. It can
also assist the social networking family law practitioner in targeting his or
her use of the network for marketing
to the public based upon political affiliation, community organizations,
and other large scale groups.
Each social networking system
allows the user to post personal and
demographic information. Assuming
the family law practitioner intends
to use the site primarily for networking and marketing, the practitioner
should carefully craft the posted information to convey the image and
ideals he or she wishes to present to
potential clients and colleagues. Personal and family information should
be kept to a minimum to maintain
the professional appearance. This
type information should be kept on a
separate personal page for maintaining connections with friends and family and displaying information and
communicating on a personal level.
Access limitations should be placed
on the personal account to prevent
professional contacts and potential
new clients from accessing the page
containing your personal information
without your consent. For example, if
you are intending to utilize the page
to create a network of other professionals for business purposes, do you
really want to them to see personal
pictures taken of you at family gatherings or on vacation? Probably not.
Attorneys practicing in mediumsized and large firms must also consider firm policies regarding use of social networking and use of the firm’s
name. Many firms have policies prohibiting or placing strict guidelines on
use of the firm name or trademarks
in blogs and social networking. In fact
many firms have imposed restrictions
on employee use of not only professional social networking, but personal
social networking between family
and friends. If your firm requires
employees to exercise restraint and
good judgment in their employees’
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personal web presence, such rules
should be adhered to considering how
easy it would be for the employer to
view personal web information employees post on the internet. Given
the family law practitioner’s access
to a client’s sensitive personal and
financial information, the prudent
family law practitioner should make
sure that all employees not intentionally or inadvertently disclose confidential information in their personal
web use. For example, if a high profile
potential client comes to your office
for a consultation in confidence, you
certainly wouldn’t want your office
staff disclosing on a public medium
that this person came to your office
for a divorce consultation.
Perhaps most importantly, a family
law practitioner wishing to utilize social networking sites for professional
networking and advertising must be
mindful of the Rules Regulating the
Florida Bar regarding professional
conduct, advertising, and solicitation.
Internet websites and home pages are
considered to be information provided
upon request, and are therefore exempt from the Florida Bar’s advertising filing requirement provided the
websites and home pages comply with
Rule 4-7.6(b). Rule 4-7.6(b) provides
that all internet sites controlled or
sponsored by a lawyer or law firm and
containing information that concerns
the lawyer or law firm’s services, must
disclose all jurisdictions in which the
lawyer or law firm is licensed to practice and shall disclose one or more
bona fide office locations. Additionally,
Rule 4-7.2(a) requires the disclosure
of the name of at least one lawyer.
Rule 4-7.2(b) also specifically permits
the following content that may be
included on the webpage:
• Contact information for the lawyer;
• Bar admissions;
• Current and former employment
positions;
• Recognized technical and professional licenses;
• Educational degrees;
• Military service;
• Foreign language ability;
• Fields of law in which the lawyer
practices; and

• Photographs of the attorneys
or other images specified in the
Rule.
The information posted on a professionally-geared page should be
consistent with your marketing
through other media. For example, if
your marketing strategy in television
or print media is to portray the firm
as a caring and socially responsible
family law practice, the information
posted on a social networking site
needs to support your desired marketing strategy. The language selected and images posted would need
to emphasize this desired image. The
practitioner might seek to advertise
his community involvement by displaying and linking to charitable and
community organizations as a way to
further build connections.
Pages on social networking sites
must not include information prohibited by Rule 4-7.2(c): material
misrepresentations of fact or law; information that is false or misleading;
information unsubstantiated in fact;
or information that is deceptive. Rule
4-7.2(c) also obligates practitioners to
disclose material information necessary to prevent the information supplied from being false or misleading.
Violations of Rule 4-7.2(c) include:
• Listing office locations that are
not bona fide office locations, as
described in Rule 4-7.2(a)(2);
• References to past successes, the
promising of results, improper
comparisons of the lawyer’s services to those of other lawyers,
testimonials, and/or descriptive
statements of the quality of services;
• Prohibited illustrations that create
suspense, appeals to emotion, or
exaggerations;
• Listing an area of law one does not
practice in;
• Implications that the advertisement has received Florida Bar approval;
• Deceptive or misleading illustrations;
• Claims of specialization or expertise in a particular area where
board certification of offered by the
Florida Bar and the lawyer is not
so certified;
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• Advertising fees that are not ultimately honored;
• False, misleading, or deceptive firm
names.
Additionally, the lawyer should be
vigilant and remove or prevent former clients from making statements
in violation of the Rules on your page.
Although it would be great to have
a statement from a prior client describing her happiness with your
services and the outcome of the case,
the practitioner should remove such
content to prevent the appearance of
promising results or recounting past
successes on the social networking
page in violation of Rule 4-7.2(c). 	

II. Unsolicited
Communications via a
Social Networking Site
Many of the social networking sites
permit users to send mass communications to all of their connections
through the network. This practice
allows the family law practitioner to
announce to others, in a grand scale,
changes in his practice, information
about developments or potential developments in the law, and other useful information at little or no expense.
An example of the value of such an
announcement would be publicizing
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new services the practitioner is offering, new members of the firm, or a
change in the law that creates potential new cases for the practitioner. A
real world example of this would be
the enactment of Florida Statute §
61.14(1)(b) regarding modification or
termination of alimony based upon
entry into a supportive relationship.
Through the use of social networking
sites, the family law practitioner can
publish notice of this change in the
law. This communication would create interest in potential clients, consultations, and possibly new cases, as
well as notify colleagues in your network of your knowledge of this area of
the law. However, the attorney must
be mindful of the distinction between
merely providing legal information
and giving legal advice or soliciting
legal employment. Such communications should be limited to recitations
of the new law and should avoid the
appearance of legal advice or the solicitation of professional employment,
unless certain requirements are met.
Such communications - when overtly
intended to solicit new clients – must
be in compliance with the Rules Regulating the Florida Bar regarding the
solicitation of legal employment.
Perhaps as a family law practitioner you are considering using a mass,
unsolicited e-mail communication to

all your contacts and connections in
your social network to advertise or
make others aware of your professional services. This type of mass
electronic mailing would constitute
an unsolicited communication. Mass
unsolicited communications through
social networking sites intended as
advertisements or to solicit professional services must be filed with the
Ethics and Advertising Department
of the Florida Bar prior to the dissemination of the advertisement. The
unsolicited electronic communication
must comply with the following content requirements of Rule 4-7.2:
• “Legal Advertisement” must appear in the subject line of the message;
• The communication may not resemble a legal document;
• A statement of the attorney or
firm qualifications pursuant to Rule
4-7.4(b)(2)(D) must be included;
• A bona fide office location must be
disclosed.
This form of communication must
be filed with the Florida Bar prior
to dissemination. The filing process
requires payment of a fee, submission of the proposed communication
to the Florida Bar for review, and determination of the communication’s
compliance with the Rules.
continued, next page

Spotlight on the Seminole County Bar
Association, The Eighteenth Judicial Circuit
The Seminole County Bar Association has approximately 200 members and is led by its current President, Melanie Chase of the Chase
Freeman law firm. The Bar meets
monthly for lunch at the Heathrow
County Club, in Lake Mary. Exceptional lawyers and judges are
recognized annually at the Law Day
Banquet with awards for professionalism and community services.
This year, the Law Day Banquet
highlighted a historical milestone.
The Bar celebrated the appointment of the first African-American
Justice, the Honorable James E. C.

Perry, formerly of the Eighteenth
Judicial Circuit, to the Florida Supreme Court to fill the seat vacated
by Justice Charlie Wells. On December 11, 2009, the last Bar Meeting of
the year will be devoted to our Legal
Aid Society with pro bono awards
and a silent auction to benefit the
legal aid organization. During this
meeting, the new President, Steven
D. Kramer will be sworn in to the office. If you have any questions about
the Seminole County Bar, please
contact Mr. Kramer at skramer@
mykramerlawfirm.com.
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III. Client Communication
and Monitoring
Social networking sites also permit
the user to communicate through
private and public messaging between users. This type of communication can generate leads for new
cases when other users contact you
to inquire about your services. However, great care must be taken in
communicating with potential new
clients through these mediums. The
Florida Bar Standing Committee on
Advertising in Opinion A-00-1 forbids an attorney from soliciting prospective clients through an internet
chat room, which is defined as any
real-time communication between
users over the internet. Additionally,
the attorney participating in a social
networking site must be mindful that
communications with potential new
clients through such sites will create an attorney-client relationship
if legal advice is given, confidential
matters are disclosed, and the cli-

february 2010
ent develops a reasonable perception that a client-lawyer relationship
exists. Additionally, Rule 4-1.18(b)
provides that even when no formal
client-lawyer relationship ensues, a
lawyer who has had discussions with
a prospective client shall not use or
reveal information learned in that
communication.
A context where such a situation
might arise in a social networking
site would be where a person contacts
you and requests advice through the
network on whether to seek a domestic violence injunction, or whether to
close bank accounts that are being
depleted by a spouse. In such situations, to minimize potential future
conflicts and professional liability,
the prudent attorney should decline
to address such issues through the
social networking site. Instead, invite
the inquirer to schedule an in-person
or telephonic consultation. Answering such questions over the social
network could ultimately lead to the
creation of a lawyer-client relationship with the person and potentially
result in liability for rendering advice
based on such limited information.
The seemingly brief discussion could
also create conflicts with other ex-

isting matters or potential matters.
Therefore, as a matter of course, the
attorney must not utilize a social
networking site as a vehicle to solicit
clients in real-time communications
and the attorney should not use the
social networking site to conduct an
initial intake or consultation of a
potential client.
Social networking sites also contain features that permit the attorney
to communicate with and monitor existing clients in their network. Many
of the networks, such as Facebook and
Twitter, allow the users to broadcast
up to the moment updates of their
activities to all of their connections.
As applied to the family law practitioner, if you are frustrated that you
cannot get in contact with your client
and the client won’t return your calls,
accessing the client’s social networking page may reveal that they are
vacationing or on a business trip and
out of reach. Although such messages
allow another avenue for an attorney
to monitor, contact, and otherwise
communicate with the client, one
should take great care to explain
to clients the rules governing the
confidentiality of lawyer-client communications. The attorney should
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discuss with the client that certain
information should not be disclosed
and certain discussions regarding the
case should not take place through
social networking sites to maintain
confidentiality. Exposure of confidential lawyer-client privileged information to third-parties can abrogate the
privilege. Therefore, discussions and
exchanges of information regarding
the case should not occur via visible
public social networking mediums
accessible to third-parties.
The client must be advised that
social networking sites are a public forum and care should be taken
in posting information about themselves, their family, or their case during the pendency of litigation. There
exists a potential for opposing parties to use information posted on the
internet as evidence. Clients should
be advised to exercise great restraint
during a family law action in posting
personal information, careless statements, and potentially embarrassing
pictures on social networking sites
that may be accessed by the opposing party or counsel. An example of
this would be a situation where your

client insists that the expensive trip
to the Caribbean he took and paid for
with marital funds was a business
trip. The client then rather foolishly
posts a picture of himself during this
“business trip” kissing his paramour
on the deck of a cruise ship for public
display. Conversely, such sites can
and should be accessed, if possible,
to gain additional information about
an opposing party whose counsel
has not taken these precautionary
steps. Imagine the potential evidentiary value of discovering an opposing
party’s admissions to extravagant
expenditures of marital funds on a
personal shopping spree.
In conclusion, when properly utilized, social networking sites provide
an excellent and almost limitless forum for the family law professional to
establish, build, and maintain connections with other legal professionals,
professionals in other areas, as well
as potential new clients. Additionally,
social networking sites can provide the
family law practitioner with additional
means of communicating and monitoring existing clients, as well as gain
information about opposing parties.

Adherence to the foregoing precautions
will protect the practitioner and his or
her clients and permit use of this valuable medium to enhance one’s practice
and visibility in the community.
Blair H. Chan is an associate attorney practicing family law in the
Tampa office of Ruden, McClosky,
Smith, Schuster & Russell, P.A. Mr.
Chan served on the Family Law Executive Council of the Hillsborough
County Bar Association and is also
a Florida Supreme Court Certified
Family Law Mediator. Mr. Chan attended law school at the Stetson University College of Law.
Rachel Malkowski is a third-year
law student at the University of
Florida, in Gainesville, where she
also received her Bachelor’s Degree
in Political Science and Spanish. She
returned to her hometown of Tampa,
Florida, after her second year of law
school to work as a summer associate
for Ruden, McClosky, Smith, Schuster
& Russell. She will receive her J.D.
degree in May 2010.
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Starting,
growing or closing... LOMAS provides assistance.

The Law Office Management Assistance Service of The Florida Bar
Developing Business Management Practices Within the
Law Firm Today to Promote Efficiency and Professionalism
for the Law Firm Tomorrow
If you have ever made any of these statements, our service is for you.
■ I’m thinking about opening my own law office, but I don’t know where to start.
■ I started my own law office, but now I’m afraid to open my eyes because I don’t want to see
where I’m going.
■ I’ve been doing this for twenty years. How am I doing?
■ I’m so busy running the office, I can’t find time to practice law.
We can help you reach your goals by providing skilled assistance with:
• preventive maintenance reviews of your office systems;
• consultations on specific office management problems, systems, or procedures; and
• providing reference materials for you to use to update or learn new management skills.
Our goals are to enable lawyers to:
• Expand professional competence
• Improve client services
• Increase management skills

• Implement efficient procedures
• Avoid or reduce errors
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• Business Planning
• Operations Management
• Financial Management
• Facilities Management
• Technology
• Client Relations
• Personnel Management
What If I’m Doing Things Wrong?
All LOMAS consultations are confidential so you can feel comfortable discussing management
issues without worrying about these discussions going outside of YOUR office.
Can I Afford This?
Yes! The LOMAS program is designed to be affordable for Florida Bar members, especially solo
practitioners and small firms.

Call toll-tree 866.730.2020 or visit us on the web at www.floridabar.org/lomas
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Training Your Certified
Family Law Paralegal
By Norman D. Levin, Esq., Longwood
In March, 2008
the Supreme Court
of Florida Bar adopted Chapter 20
of the Rules Regulating The Florida
Bar, titled: Florida
Registered Paralegal Program.
The purpose of
N. LEVIN
this chapter was to
set forth a definition that must be met
in order to use the title “paralegal,”
to establish the requirements to become a Florida Registered Paralegal,
and to establish the requirements to
maintain Florida Registered Paralegal status.
In order to be a Florida Registered
Paralegal, an individual must:
1. Have a bachelor’s degree in paralegal studies from an approved
paralegal program, plus a minimum of 1 year of paralegal work
experience;
2. Have a bachelor’s degree from an
institution accredited by a nationally recognized accrediting agency
approved by the United States
Department of Education or the
Florida Department of Education,
plus a minimum of 3 years of paralegal work experience;
3. Have an associate’s degree in paralegal studies from an approved
paralegal program, plus a minimum of 2 years of paralegal work
experience;
4. Have an associate’s degree from an
institution accredited by a nationally recognized accrediting agency
approved by the United States
Department of Education or the
Florida Department of Education,
plus a minimum of 4 years of paralegal work experience;
5. Have a juris doctorate degree from
an American Bar Association accredited institution, plus a minimum of 1 year of paralegal work
experience, or

6. By providing attestation from
an employing or supervising
attorney(s) that the person has
paralegal work experience as defined elsewhere in these rules for
5 of the 8 years immediately preceding the date of such attestation
prior to March, 2011.
The registration must be renewed
annually and must contain a statement that the individual is primarily performing paralegal work and a
statement that the individual is not
ineligible for registration.
A person is ineligible for registration if:
1. a person who is currently suspended or disbarred or who has
resigned in lieu of discipline from
the practice of law in any state or
jurisdiction;
2. a person who has been convicted of
a felony in any state or jurisdiction
and whose civil rights have not
been restored;
3. a person who has been found to
have engaged in the unlicensed
(unauthorized) practice of law in
any state or jurisdiction;
4. a person whose registration or
license to practice has been terminated or revoked for disciplinary
reasons by a professional organization, court, disciplinary board, or
agency in any jurisdiction;
5. a person who is no longer primarily
performing paralegal work; or
6 a person who fails to comply with
prescribed continuing education
requirements.
In order to maintain the status
of Florida Registered Paralegal, a
Florida Registered Paralegal must
complete a minimum of 30 hours of
continuing education every 3 years, 5
hours of which shall be in legal ethics
or professionalism. Courses approved
for credit by The Florida Bar, the National Association of Legal Assistants

(NALA), or the National Federation
of Paralegal Associations (NFPA) will
be deemed acceptable
A Florida Registered Paralegal may
be certified by:
1. Competency Exam (PACE certification as offered by the National
Federation of Paralegal Associations
“NFPA”) and good standing with
NFPA; or
2. Successful completion of the
Certified Legal Assistant/Certified
Paralegal examination (CLA/CP certification as offered by the National Association of Legal Assistants “NALA”)
and good standing with NALA.
A separate code of ethics is set out
in the rules which will be the subject
of another article in the future. The
purpose of this article is to outline
the way for you to prepare a newly
hired employee to meet your needs
for a family law paralegal. I have
interviewed hundreds of people over
the years for hiring into these types of
positions. In doing so, I look for people
with certain basic qualities and skills.
Many have legal training in the principles of family law from school, but
exhibit no practical understanding
of the skills needed to perform this
complex job.
Point # 1. A Paralegal is a
professional and must always act as such.
Many people applying to my law
firm for the position of family law
paralegal come in thinking this position is a glorified legal secretary position. This is as untrue as believing
that a Physicians’ Assistant (PA) is no
more than clerical for a doctor. A family law paralegal must be a person
with special skills, understanding,
and special capabilities. It is not for
everyone.
Family Law is a practice that requires unique qualities. We see good
continued, next page
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people, at perhaps, the worst time
in their lives. They are emotionally
distressed, often angry, feeling their
lives are falling apart, seeing their
dreams ending, attempting to reorganize their lives, and often lost in the
complexity of their lives.
A good family law professional
must have training and qualities to
meet all of these needs. If you think
it is just pushing paper, you’ve missed
your call. My experience indicates
that a good family law paralegal must
possess the following skills:
1. Organization
2. Capable of interacting with people
successfully
3. Capable of empathizing with people in distress
4. Dedicated to assisting the attorney
in providing quality service to the
client
5. Caring
6. Good math skills
7. Basic understanding of financial
matters
8. Good understanding of basics of
family law
9. Good understanding of Court procedures in family law
10.
Good computer skills
It will be rare that you find a person with all of these skills. But, if
you find someone with some of these
skills, you should be prepared to provide training for the missing skills.
The first five items on the above
list are innate and difficult to teach.
These qualities can always be improved and a good professional needs
to constantly work at self improvement. The last five items are skill areas that can be taught and improved
upon.
In my office we have developed,
what we believe is the best data collector, the Divorce Power Analyzer Gold, by Floridom, Inc. ( www.
floridom.com ) . Whether you use
this tool or some other tool, your new
paralegal will be greatly improved if
you give them tools that help with
organization and efficient data col-
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lection. Without efficient tools, your
new paralegal will be greatly handicapped.
A good data collector is a computer
tool that will have the following features:
1. Easy and organized data entry
system
2. Storage of the data in a way that
will allow you to easily retrieve all
data in the system.
3. Ability to use the system to perform analysis of data in multiple
ways.
4. Ability to use the system to create
multiple documents (i.e. financial
documents, equitable distribution
documents; child support documents; alimony documents; court
documents; pleadings; motions;
orders, etc. )
Point # 2. You can make yourself a more valuable paralegal if you avoid duplicating
tasks in the handling of a
case. This practice will make
you efficient, hold down billing costs to the client, and
keep your attorney always
looking prepared and on top
of the cases.
Point # 3. A good paralegal is
the one who always works to
make his/her attorney look
prepared and on top of the
caseload.
The Paralegal Must Be Able To
Work With Clients
The first appointment for the client is scheduled in our office with
the paralegal assigned to the client’s
case. The client and paralegal may
have had some casual contact before,
but this appointment is the first real
interaction. It is important to set a
rapport with the client and define
the rules of the relationship. This is
a professional/client relationship, not
friendship, not parent/child and not
therapist/patient. It is important that
the client understand the role of the
paralegal in his/her case and life.
Boundaries must be set with the
client. The client must be informed
of how contact can be made with the

office. I like to have the client contact
primarily with the paralegal rather
than with the attorney. This holds
down the costs to the client since
paralegal billing rates are lower, and
often the paralegal can resolve an issue with minor involvement of the attorney. However, the paralegal must
remember that she is not an attorney
and cannot provide advice to the client. Questions requiring an opinion
or legal response must be referred
to the attorney. You must emphasize
to the Paralegal to not step out of
bounds and to not provide legal advice.
Point # 4. A good paralegal
cannot provide legal advice
to a client.
When the client comes in for the
first meeting, the paralegal’s main
objective is to gather and organize
the information given. Paralegals
are looking to receive the following
significant items:
1. Client Novel, which is a written
history of the marriage and case.
Some clients have difficulty with
this task and you may have to
get some information verbally. In
such a case, confer with your attorney. The attorney may prefer to
do an interview. The novel should
be a detailed narrative description
of the marriage and life with the
spouse and children from commencement to the present date. We
want to know all the good things
and all the bad things, when they
were happy, and when they were
miserable. We want to know what
contributions were made by each
person to the marriage and to the
acquisition of assets. We want to
know what support each spouse
gave to the other, emotional, financial or otherwise, and what support
was given by family. We want to
know something about how the
children were raised, what participation each parent made. The
more detail, the better. It is better
for us to be the judge as to whether
or not information is important.
If it is not particularly germane
to the case, we will not use it, but
if we are not told, we will not be
in a position to know whether we
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2.
3.
4.
5.

can use it or not. We want to know
about the customs of the family,
the particular holidays that were
observed and how they were observed. We want to know what
trips were taken, where, and in
what manner. This helps us know
family lifestyle.
Financial Affidavit Worksheet
Financial Documents
Parenting Information Questionnaire in contested parenting cases
Client Witness List which is a
list of all persons who the client
believes to have any information
which would be germane to any
issues in the case. We encourage
clients to be overly conclusive with
this list. If they include someone
or some topic that is not germane,
then we can exclude that person or
that topic.

The session should be scheduled
for about two hours in most cases and
should progress as follows:
1. Review financial affidavits with
client, assist with revisions, and
complete footnotes. Make sure client is challenged to include all
expenses (e.g. replacement vehicle
fund, repairs and maintenance).
2. Review, organize and index all
documents brought in by client.
3. 	Review client novel
4. Review the witness list.
5. Check that client assignments are
complete or progressing.
Upon completion of this meeting,
if the start-up documents are incomplete, the paralegal should set a follow-up appointment for completion of
these tasks.
It is now the paralegal’s job to get
the information into the data collector, organize the information and
get it to the attorney so he/she can
begin work on the case. The paralegal should meet with the attorney
to review client materials so that
the Petition or other appropriate
pleading can be prepared. The better organized and more complete the
information is, the better it will
make his/her attorney look prepared and on top of their cases.
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Preparing the Client’s Initial Financial Documents.
The better job the paralegal does
with preparing the client’s initial
documentation, the easier the rest of
the case will go. Everything the paralegals do now, will be able to be used
as the case progresses and will reduce
later work. If the paralegal puts off
tasks now, it will make the case less
organized and increase workloads
during times when tension and pressure are higher and thus increase the
stress of their job. Force them to get
things into the data collector early.
Later assignments, such as amended
financial statements, child support
analysis, witness lists and document
lists, will be simple if the data you
have early is processed promptly into
your data collector.
Point # 5. A Paralegal who
gets data into your office
data collector early in the
case will make the rest of the
case easier to process.
Financial Affidavit. At the end
of the initial meeting the paralegal
needs to prepare the client’s initial
financial affidavit. This document is
perhaps the most important document you will prepare in your case.
The more accurate and more detailed,
the better. Footnoting entries at this
point will greatly assist your client
later on when he or she has to testify
in Court or deposition.
The preparation of the financial
affidavit is very important. It will
be presented to the Court and impact every part of the case. You must
emphasize to the paralegal to make
sure she fills out this worksheet carefully in as much detail as possible.
Estimates are permissible, but the
amounts should be as realistic as possible. Where calculations are made,
explanation by footnotes is essential.
It must be emphasized that footnoting entries at this point will greatly
assist your client later in Court or at
deposition.
If the client contemplates changing
place of residence, employment, or
living arrangements in the immediate future, estimate the expenses the
client will have after the change and
indicate with a footnote that this is

an anticipated expenditure. Multiple
expense columns are a good idea to
allow the client to look at varying
options (e.g. current expenses and
marital lifestyle).
Keep in mind that the amounts
should not be so great that they will
shock the Court. If an amount “looks
fishy,” ask the client to explain and
footnote the explanation. On the other
hand, expenses should not be less than
the client realistically needs. The standard is that clients should be able to
support themselves and any children
who are living with them in a standard
of living similar to that which they
have enjoyed during the marriage.
When completed, this financial affidavit information must be reviewed
by the attorney.
Point # 6. The financial affidavit is the most important
document in your case. The
lawyer, the paralegal, and the
client must act as a team all
they can to make it accurate,
complete, understandable
and constantly updated.
Point # 7. The attorney and
the paralegal are a team and
must communicate regularly on their cases to make certain work is complete and
up to date.
Certificate of Compliance with
Mandatory Disclosure/Response
to Request for Production.
Florida law requires each party
to make disclosure of basic financial
information to the other party. Proper
preparation of a client’s case requires
the obtaining and reviewing of these
same documents. Why do it twice? Do
it all at once.
Again training the paralegal to use
a data collector to organize their document organization will be very helpful. All documents should be indexed.
Again we use Divorce Power Analyzer
Gold, that will index all documents,
categorize them and then print out
Mandatory Disclosure in one step.
This same action is beginning to create a document list ready for a pretrial
memorandum, later in the case.
continued, next page
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Certified Paralegal —————
The Florida Bar
CLE Publications

We’re
looking for
people who
like to write!
When family law practitioners have a
question about a legal point or need
a case to argue it, many of them turn
to the “red books” – The Florida Bar
CLE Publications’ family law manuals. Our family law set includes nine
books, four FasTrains and two rules
of procedure pamphlets, discussing all areas of family law. Covered
topics include adoption, paternity,
dissolution of marriage and proceedings after dissolution, prenuptial and
marital settlement agreements, domestic violence and juvenile law.
One of the reasons our books are
so valuable is that individual chapters are written by attorneys with
experience in their fields. Authors
perform a valuable service for their
fellow practitioners by sharing their
knowledge and practical expertise.
Steering committee members review
edited chapters for content and provide suggestions for improvement.
Although we do not pay our authors,
they receive two complimentary copies of the book and can apply for
CLE or certification credit for the time
spent on the project.
If you would be interested in volunteering in this way, or would like
more information, please contact
Ellen Sloyer at esloyer@flabar.org
or 850/561-5709.

from preceding page

Pleadings/Preparing the Case
For Filing
Once your client has provided the
office with the basic information, and
your attorney has analyzed what
claims need to be made, it is time to
prepare your client’s initial pleading. I am one of those attorneys who
wants to draft my pleadings myself.
But, it is a good idea for the attorney
to teach the paralegal to draft pleadings for simple cases and to explain
the elements of claims and to provide
them with forms for them to assist
drafting.
Forms are available from The
Florida Bar at http://www.flcourts.
org/gen_public/family/forms_rules/
index.shtml.These forms were developed by the Family Law Rules Committee and are updated regularly.
They are a good starting point. I use
the pleading forms in Divorce Power
Analyzer Gold and try to explain to
the paralegal why each paragraph is
in the pleading, explaining that there
are 7 parts that every pleading must
contain:
1. Heading
2.	Title of the Pleading
3.	Introduction Paragraph
4. Body of the pleading – explaining the ultimate facts that establish
a cause of action under Florida law
listed in numbered paragraphs; If
more than one claim is included
then these should be set out in
separate counts.
5. Prayers – A listing of the things
you are asking the court to award
your client listed in alphabetical
listed paragraphs.
6. Signature Bar – signature certifies that the pleading has been
made by the attorney in good
faith.
7. Proof of Service on other party
- except original pleading where

this is provided by service with
Summons.
When the suit is prepared, if your
client is the Petitioner, the paralegal
should be able to prepare the additional filing documents: 1) Civil
Cover Sheet; 2) Summons; 3) Notice
of Social Security Numbers (child
support cases); 4) UCCJEA Affidavit
(parenting cases) and Vital Statistics
Form.
We believe that training your paralegal from the ground up is preferable
to hiring one who has bad habits from
other employers. With this in mind,
we have found that graduates from
university (4 year) programs provide
excellent candidates for new positions
in your office. You can then train them
to perform in the manner you desire.
They are typically ambitious, willing
to work hard and enthusiastic. Of
course, make certain they possess as
many of the qualities set out above to
be a great paralegal professional.
This article is the first part of the reprint edition of “THE REAL PRACTICE OF FAMILY LAW” by Norman D.
Levin, Esquire, which will also include;
II – The Paralegal’s Role in preparing a
parenting dispute; III – The Paralegal’s
Role in preparing for the temporary
relief hearing; The Paralegal’s Role
in preparing for trial; The Paralegal’s
Role at trial).
Norman D. Levin, is a Board Certified
Marital and Family Lawyer and Fellow of the American Academy of Matrimonial Lawyers practicing family
law in Longwood, Florida . He served
on the Executive Council of the Family
Law Section of the Florida Bar from
1994 through 2003 and was Chair of
the Section in 2001-2002. He is the
author and creator of Family Law
Software programs for lawyers, including Divorce Power Analyzer, The
Parenting Litigator, Divorce Decree
Finis, Alimony Solutions, Domestic
Violence Document Generator, PAR
Basic (Parenting Plan Generator)
and Norman Levin’s Contempt Arrears Analyzer.

See what’s new... Visit the Family Law Section Web site!
www.familylawfla.org
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2009 Advanced Matrimonial Trial
Advocacy Workshop a Success
By Carin Porras, Esq., Fort Lauderdale

The Family Law Section
Porras, and Ingrid Keller, wish
presented their 2009 Adto express their appreciation
vanced Matrimonial Trial Adto all the workshop leaders,
vocacy workshop in Naples,
presenters, demonstrators,
Florida from August 13 - 16th
and Luis Insignares, who enat the beautiful Ritz Carlton
listed volunteer witnesses to
Golf Resort. The workshop
act as spouses in the workparticipants were treated to
shops.
lectures and demonstrations
Any comments or suggestions
by well respected family law
as to how we can improve this
practitioners on opening and
workshop are much appreciclosing arguments, direct and
ated; please direct them to the
cross examinations of parties
Family Law Section adminisand witnesses, evidence, and
trator, Summer Hall, at shall@
ethics. The workshops were Participants at the 2009 Matrimonial Trial Advocacy Work- flabar.org.
shop. For more photos, visit the Family Law Section web site:
sold out as the practitioners www.familylawfla.org..
were interested in honing
Carin Porras is a partner in
their skills with the new parenting
The evaluations revealed that al- the law firm of Brydger & Porras, LLP
statute in effect and at the same time though they worked extremely hard in Fort Lauderdale. She practices prireceive continuing legal education throughout the seminar, the partici- marily in Broward and South Palm
credit which included credit for one pants in the workshop enjoyed the Beach counties and her practice is
“trial” for board certification. Co-chair weekend and felt they had learned a limited to family law. She is Board
Dr. Deborah Day enlisted some of the tremendous amount from the workshop Certified in Marital & Family law.
best forensic psychologists in Florida leaders, presenters and demonstrators, Ms. Porras graduated with honors
to attend the workshop. These well and the forensic psychologists. Those from the University of Miami Law
renowned psychologists were sub- who completed the workshop and are School in 1994 and she is a member
jected to direct and cross examina- interested in board certification can of the Bar in Florida, New York and
tions. They informed and educated use the workshop as a “trial” for pur- New Jersey. She is the current Secrethe workshop participants with re- poses of the application.
tary of the Family Law Section of The
gard to psychological evaluations and
The co-chairs of the seminar, Ally- Florida Bar and a current member of
the presentation of parenting plans. son Hughes, Dr. Deborah Day, Carin the Legislative Committee.

JOIN THE FLORIDA BAR’S

Lawyer Referral Service!
Every year, The Florida Bar Lawyer Referral Staff makes thousands of referrals to
people seeking legal assistance. Lawyer Referral Service attorneys annually collect
millions of dollars in fees from Lawyer Referral Service clients.
The Florida Bar Lawyer Referral Service:
•	Provides statewide advertising
•	Provides a toll-free telephone number
• Matches attorneys with prospective clients
•	Screens clients by geographical area and legal problem
•	Allows the attorney to negotiate fees
•	Provides a good source for new clients
CONTACT THE FLORIDA BAR TODAY FOR MORE INFORMATION.
The Florida Bar Lawyer Referral Service, 651 E. Jefferson Street, Tallahassee, FL 32399-2300, phone: 850/561-5810 or 800/3428060, ext. 5810. Or download an application from The Florida Bar’s web site at www. FloridaBar.org.
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The Fundamentals of a
Successful Small Firm
By Michael L. Lundy, Esq., Tampa & Michelle A. Ralat, Esq., Tampa*
All too often solo
practitioners and
partners at small
law firms, particularly family law
firms, neglect the
stark reality that
the practice of law
is not just a profession, but also a
M. LUNDY
business. Of course,
we can never forget
that we truly are
engaged in a profession first, and everything else is secondary. This means
that, first and
foremost, we must
abide by our ethical responsibilities,
M. RALAT
continually hone
our skills and expertise, and practice
with professionalism. This philosophy
is true for almost any profession in
the service industry. However, in addition to honing our professional skills
and expertise, we also ensure that we
are practicing and developing fundamental business skills, based upon
principles of integrity, service, smart
finance and efficiency, all of which are
vital to any business. Ignore these
principles, and your business will
never reach its full potential.

Integrity
To build your practice, start by
building your reputation as an honest
and ethical person. Be honest when
you deal with other attorneys, and be
honest when you deal with clients.
Generally people who have a reputation for being dishonest are well
known at the courthouse and in the
legal community. If another lawyer
dislikes you or is frustrated by you,
which is inevitable, it should be because you out-performed that lawyer
or because you aggressively pursued
your client’s rights and were successful to the dismay of the other party,

and not because you pulled one over
on the other side. Your reputation is
by far your most valuable asset, and
once it is tarnished by dishonesty, it
is virtually impossible to regain.
Honesty with your clients begins
at the point of engagement. Be relentlessly honest about your fees and
warn clients of the costs of protracted litigation. Let your clients know
when they can expect another bill for
fees and give them as much advance
notice as possible. A client that is
surprised by a bill is almost never a
happy client.
Sometimes being honest includes
saying “I don’t know.” As lawyers, we
are trained to give answers to complicated problems. In this age of constant, instantaneous access through
electronic mail and cellular phones,
clients expect and often demand responses immediately. However, it is
prudent to wait on giving those answers and responses until you are
absolutely certain that they are in
fact the correct ones. In that same
vein, when a client calls, it is not only
acceptable, but also a show of true
character, to tell a client that you have
not had an opportunity to respond to
their inquiry or to work on their case.
Assure your client that he or she will
hear from you after you have had
the opportunity to fully explore their
issue and that you also will provide
him or her with further updates on
the case. Once you follow through on
this practice, your client will forever
remember you as a person of your
word and a person of great integrity.

Service
Service may be more important
than results. Attorneys have limited
control over the results that ultimately befall their clients, but they
have absolute control over the level
of service that they provide. Return
a phone call and respond to an email
the same day it is received. Too often,
as family law practitioners, we forget

about how important the client’s case
is to the client. We must remember
that often, if not always, our client’s
case is the most important – and difficult - event in their lives. Be patient
and sympathetic during this time.
Another day at the office for us may
very well mean a client had a family
tragedy.
If you are staying late to work on
a client’s case, call him that evening
to get him to answer your questions
and let him know you are in the office
late at night working for him while he
is home relaxing (or worrying about
their case). Not only does this show
the client your commitment to excellent service, but it makes him more
confident in you because he sees that
you are thinking about his case even
when he may not be. Going the extra
mile makes the world of difference to
your client. If you want to grow your
business, show your clients that you
are more committed to service than
anyone else they know and that you
are worth every penny of the hardearned money that they are paying
you.

Finance
Retain a qualified Certified Public
Accountant, as well as a good accounting program, and do not try
to use one without the other. There
are a few important factors that you
should consider when retaining a
CPA, including:
1) Size – consider a favorite children’s story - Goldilocks and the
Three Bears. Too big, you are likely
to find yourself dissatisfied with
rates; too small and you may be
dissatisfied with the firm’s level of
resources or abilities. Find the firm
size that is “just right” for you and
your business needs.
2) Service - Who will be servicing
your account? It is imperative to
have a rapport with your particular contact, and to find out how
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much experience this individual
has in handling the kinds of issues
that your business presents.
3) Rates –It is important to keep in
mind that you often get what you
pay for. While you should never
pay exorbitant fees, the cheapest
guy on the block often ends up costing you more in the long run (this
is much the same phenomenon
we find with attorneys). Again,
establishing the ground rules and
expectations at the outset of your
relationship will help you reach an
agreement that works for both you
and your CPA.
Once you have selected a qualified
CPA, meet with him or her to discuss
your firm operations and management so that your CPA understands
both, as well as your short term and
long term goals. Your CPA will be able
to help you with ideas regarding budgeting, bookkeeping, and tax accounting so you can maximize your profits
and minimize your tax liabilities. A
little investment of time and money
on the front end will save a tremendous amount of frustration down
the road and will guide you in making more informed decisions about
your practice. Additionally, your CPA
ought to be able to assist you with the
installation and utilization of an accounting software program. There are
a number of relatively inexpensive
software programs available and they
are well worth the initial cost. Set
up the program so that you and your
accountant understand exactly what
the issues are and how you will be
keeping track of all things financial.
If you handle this appropriately at
the outset, then when it comes time
to prepare your income tax returns,
it will be as simple as giving your accountant a computer file.
As a rule, day-to-day bookkeeping
probably should not be delegated to
another person during the first few
years of practice. It is wise to be your
own chief financial officer, not because
it saves you money, but because you
need to have your finger on the pulse
of your own business. It goes without
saying that nobody will ever love your
firm as much as you do or be as heavily
invested in your firm as much as you
are. This practice is one of the keys
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to actively managing your business
and identifying areas of strengths and
weaknesses so that you can grow your
business and make necessary changes
quickly and efficiently.

Efficiency
In an effort to be fiscally conservative, it is tempting to handle all
aspects of your practice and to micromanage everything and everyone. Be
mindful of this and do not be penny
wise and dollar foolish. As much as
many of us hate to admit it, we are
paid by the hour. So, when you decide
to do something time-consuming like
spending 10 hours painting your own
office to save $500.00, remember that
you probably could just work for a
couple of hours and make it worth
your while to hire a professional
painter. I know you can prepare your
own tax return, but I assure you it
is not worth doing so unless you are
thinking about a new career as an
accountant. Stay focused on your
business and what it takes to grow
your revenues. Do not get sidetracked
by minutia or by trying to save a few
dollars here and there. If you are an
obsessive person, then obsess about
revenues, and not expenses. Businesses grow largely on increasing
revenues, not decreasing expenses.
The best way to increase revenues
is to retain quality employees who
share your philosophies regarding
professionalism, ethics, business and
management. The cost of replacing
employees is high and the time spent
correcting poor work is lost forever.
The intangible cost of low morale and
discontent among staff also decreases
productivity and can limit the growth
of your business. Although a thorough
and comprehensive analysis of good
hiring practices is beyond the scope
of this article, there are some basic
facts of which every manager must be
aware when filling any position at their
firm:
• Know your own needs – both in the
job and in the workplace
• Obtain a clear, accurate picture of
each job applicant’s strengths and
weaknesses.
• Be aware that your own actions
can trigger desirable (or undesirable) behavior in subordinates.

Assessment tools are available to
hiring managers and personnel decision-makers that assist in the hiring
process and take the guesswork out
of assembling a cohesive, competent
legal support staff.
Finally, and most importantly, the
best way to be efficient is to become an
expert in your field. The days of having a general practice and dabbling in
many different areas of law are all but
completely gone. Learn voraciously
about your area of practice, and stay
at the cutting edge of your field. Involvement in the Family Law Section
of the Florida Bar and your local bar
association or local Family Law Inn of
Court are all great ways to get started.
Always be prepared to the absolute
best of your abilities. At the end of the
day, there will never be a substitute for
good old fashioned hard work.
*Special thanks to Danielle
Loughran, CPA and Kristen
Brand, CPA of Accell, P.A.; and Genevieve Ward of Omnia Group for their
assistance in writing this article.
Michael Lundy has been practicing
law since 1999 and practices primarily in the areas of marital and family
law. He is a founding member of Older
Lundy, and is a member of the Hillsborough County Bar Association, the
Family Law Sections of the Florida
Bar, the Hillsborough County Bar Association, and a sitting member of the
Executive Council of the Family Law
Section of the Hillsborough County
Bar Association.
Michelle Ralat earned her B.S. in
psychology from the University of
Florida with Honors in 1998, and
her J.D. degree from the University
of Florida with Honors in 2002. Ms.
Ralat joined Older & Lundy in 2008
after deciding to focus her practice
exclusively in marital and family
law. She is a member of the Florida
Bar, the Hillsborough County Bar Association, and the Family Law Inns of
Court and is admitted to practice in
the Middle District of Florida.
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The Florida Bar Continuing Legal Education Committee and the
Family Law Section present

Alimony and Child Support:
Show Me the Money

• Live
• Live W
ebc
• Audio ast
CD
• Video
DVD

COURSE CLASSIFICATION: INTERMEDIATE LEVEL

Live Presentation and Webcast: Friday, March 19, 2010
Tampa Airport Marriott • Tampa International Airport
4200 George J. Bean Parkway • Tampa • (813) 879-5151

SEMINAR COURSE BOOKS WILL ONLY BE DISTRIBUTED
AND SOLD ON USB FLASH DRIVE; BRING YOUR LAPTOP
TO ACCESS MATERIAL AT THE SEMINAR. A LIMITED
NUMBER OF COURSE BOOKS WILL BE AVAILABLE AT
AN ADDITIONAL COST OF $50.

8:30 a.m. – 8:45 a.m.
Late Registration
8:45 a.m. – 9:00 a.m.
Welcome
Charles E. Willmott, Jacksonville – Program Co-Chair
Michael L. Addicott, Hallendale Beach – Program CoChair
9:00 a.m. – 9:45 a.m.
Alimony, The Who, What, Why, and How Much
Alex Caballero, Esq., Tampa
9:45 a.m. – 10:45 a.m.
Child Support
Charles E. Willmott, Esq., Jacksonville

Course No. 1001R

3:05 p.m. – 3:45 p.m.
DOR Administrative Establishment and Enforcement
Malinda Ottinger, Esq., Office of the Attorney General,
Tampa
3:45 p.m. – 4:30 p.m.
Speakers Panel:  Question and Answer Session with
Special Guests Honorable Catherine Catlin, Tampa
and Honorable Mary Handsel, New Port Richey
A sneak peak into the new temporary support division
of Tampa, Florida along with tips from the pros as they
answer your specific questions.

weBCAST
Registrants will receive webcast connection instructions
2 days prior to the scheduled course date via e-mail.
If you do not have an e-mail address, contact Order
Entry Department at 850-561-5831, 2 days prior to the
event for the instructions.

10:45 a.m. – 11:00 a.m. Break
11:00 a.m. – 11:45 a.m.
Tax and Support, a Somewhat Taxing Issue
Anthony Phillips, CPA, Tampa
11:45 a.m. – 12:45 p.m. Lunch (included in
registration)
12:45 p.m. – 1:30 p.m.
Imputation of Income for Support Purposes
Joseph Hood, Esq., Tampa
1:30 p.m. – 2:15 p.m.
Supportive Relationships and Cohabitation Effects
on Alimony and Child Support
Michael Lundy, Esq., Tampa
2:15 p.m. – 2:30 p.m. Break
2:30 p.m. – 3:05 p.m.
Modification of Alimony and Child Support
Michael Addicott, Esq., Hallandale Beach

CLE CREDITS
CLER PROGRAM
(Max. Credit: 7.0 hours)
General: 7.0 hours
Ethics: 0.0 hours

CERTIFICATION PROGRAM
(Max. Credit: 5.5 hours)
Marital & Family Law: 5.5 hours
Tax Law: 1.0 hour
Seminar credit may be applied to satisfy CLER / Certification requirements in the amounts specified above, not to exceed the maximum
credit. See the CLE link at www.floridabar.org for more information.
Prior to your CLER reporting date (located on the mailing label of your
Florida Bar News or available in your CLE record on-line) you will be
sent a Reporting Affidavit if you have not completed your required
hours (must be returned by your CLER reporting date).
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FAMILY LAW SECTION

FACULTY & STEERING COMMITTEE
Honorable Catherine Catlin, Tampa
Honorable Mary Handsel, New Port Richey
Joseph Hood, Esq., Tampa
Michael Lundy, Esq., Tampa
Anthony Phillips, CPA, Tampa
Malinda Ottinger, Esq, Tampa
Charles E. Willmott, Esq., Jacksonville

Peter L. Gladstone, Ft. Lauderdale — Chair
G.M. Diane Kirigin, Delray Beach — Chair-elect
Douglas Greenbaum, Ft. Lauderdale — CLE Chair
Eddie Stephens, West Palm Beach — CLE Chair
Michael Addicott, Hallendale Beach — Program Co-Chair
Alex Caballero, Tampa — Program Co-Chair

REFUND POLICY: Requests for refund or credit toward the purchase audio CD / DVD or course books for this program must be in

writing and postmarked no later than two business days following the course presentation. Registration fees are non-transferrable,
unless transferred to a colleague registering at the same price paid. A $25 service fee applies to refund requests. Registrants who
do not notify The Florida Bar by 5:00 p.m., March 1, 2010 that they will be unable to attend the seminar, will have an additional $35
retained. Persons attending under the policy of fee waivers will be required to pay $35.

Register me for the “Alimony and Child Support: Show Me the Money” Seminar

ONE LOCATION: (049) tampa airport marriott, tampa  (march 19, 2010)
TO REGISTER OR ORDER AUIDO CD / DVD OR COURSE BOOKS, BY MAIL, SEND THIS FORM TO: The Florida Bar, CLE Programs,
651 E. Jefferson Street, Tallahassee, FL 32399-2300 with a check in the appropriate amount payable to The Florida Bar or credit card
information filled in below. If you have questions, call 850/561-5831. ON-SITE REGISTRATION, ADD $25.00. On-site registration is
by check only.
Name__________________________________________________________ Florida Bar #_________________________________
Address___________________________________________________________________________________________________
City/State/Zip_______________________________________________________ Phone #_________________________________
SLH: Course No. 1001R

LIVE REGISTRATION (CHECK ONE):

LOCATION (CHECK ONE):

WEBCAST:

 Member of the Family Law Section: $170
 $205
	Non-section member: $195
 $230
 Full-time law college faculty or full-time law student: $97.50
	Persons attending under the policy of fee waivers: $35

 Tampa - March 19, 2010

(049)	Tampa Airport Marriott

 Live Webcast / Virtual Seminar*
March 19, 2010
(317)	Online

*Registrants who participate in the live
webcast will receive an e‑mail with a weblink and log-in credentials 2 days prior to
the seminar to include access to the course
materials.

 Check here if you require special

attention or services. Please attach a
general description of your needs. We will
contact you for further coordination.

Includes Supreme Court, DCA, Circuit and County Judges, Magistrates, Judges of
Compensation Claims, Administrative Law Judges, and full-time legal aid attorneys if
directly related to their client practice. (We reserve the right to verify employment.) Fee
waivers are only applicable for in-person attendees.

METHOD OF PAYMENT (CHECK ONE):
 Check enclosed made payable to The Florida Bar
 Credit Card (Advance registration only. Fax to 850/561-5816.)
 MASTERCARD   VISA   DISCOVER   AMEX
Exp. Date: ____/____ (MO./YR.)
Signature:_ ______________________________________________________
Name on Card:_ __________________________________________________
Billing Zip Code:_ _________________________________________________
Card No._ _______________________________________________________

COURSE BOOK — AuDIO CD – DVD – ON-LINE
Private taping of this program is not permitted. Delivery time is 4 to 6 weeks after 03/22/10. TO ORDER AUDIO CD / DVD OR
COURSE BOOKS, fill out the order form above, including a street address for delivery. Please add sales tax to the price of AUDIO
CD / DVD or course books. Tax exempt entities must pay the non-section member price.
Please include sales tax unless ordering party is tax-exempt or a nonresident of Florida. If this order is to be purchased by a tax-exempt organization, the course
book / audio CD /DVD must be mailed to that organization and not to a person. Include tax-exempt number beside organization’s name on the order form.

❑ COURSE BOOK ON USB FLASH
DRIVE ONLY (1001M)
Cost $50 plus tax

(Certification/CLER credit is not awarded for the
purchase of the course book only.)

TOTAL $ _______

❑ AUDIO CD (1001C)

(includes course book on USB Flash Drive)
$180 plus tax (section member)
$205 plus tax (non-section member)
TOTAL $ _______

❑ DVD (1001D)

(includes course book on USB Flash Drive)
$250 plus tax (section member)
$275 plus tax (non-section member)
TOTAL $ _______
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Member Benefits
The Florida Bar • 651 East Jefferson Street • Tallahassee, Florida 32399-2300
www.floridabar.org/memberbenefits • 850/561-5600 • 800/342-8060
LEGAL RESEARCH
ABA Publications
www.ababooks.org
100’s of books in a variety of formats. Rigorously reviewed to offer
highest quality information & presentation.
ref. #PAB6EFLB for 15% discount
cch association
http://tax.cchgroup.com/members/tfb
Savings up to 30% off industry-leading tax and accounting books.
Use ref. #Y5604 at check out.
FASTCASE NATIONAL LAW LIBRARY  • 866-77-FASTCASE
Comprehensive 50 state and federal case law databases. Unlimited
dual column printing.
Free Florida case law at www.floridabar.org.
lexisnexis
866-836-8116 • www.lexis.com/flabar
Flexible research and big savings. Shepard’s® and exclusive content make
research easier. Unique offerings,affordably priced and easy to customize.

bank programs
Affiniscape

866-376-0950 • www.affiniscape.com/floridabar

staples
800-3STAPLE • www.staples.com
Office supplies, furniture and technology.
Subscription Services, Inc.
800-289-6247 • www.buymags.com

gifts & apparel
the billable hour company
www.thebillablehour.com/flabar.php
Wide selection of gifts for lawyers and legal professionals. Save 10%
with code: FLABAR.
Brooks brothers
866-515-4747 • membership.brooksbrothers.com
Enroll for your Corporate Membership Card and Save 15% on regular
and everyday value priced merchandise. Enter your Organization ID
#10320 and your Pin Code #97352.
JoS. A. Bank Clothiers
800-285-2265 • www.josbank.com • Code: 91861
Specializing in men’s clothing Save 20% with the JoS. A. Bank Corporate
Discount Card. (Sale items excluded). Call for FREE Corporate Card.

Law Firm Merchant Account. Members can save up to 25% off credit
card processing fees.

mailing & deliveries

bank of america
800-932-2775 • www.bankofamerica.com/floridabar
Apply Online or toll-free! Affinity credit card. CD’s, Money Market, free
checking:
(Code: LAAZZ).

FedEx
800-636-2377 • www.1800members.com/flb
Save up to 26% on Fed Ex shipping services.

insurance

automobile rentals

UPS
800-325-7000 • www.savewithups.com/floridabar
Discounts on services.

BUSINESS PLANNING CONCEPTS, INC.
800-282-8626 • www.memberbenefits.com

ALAMO

Medical, disability, life, hospital, AD&D, long term care, retirement
programs, workers’ comp, pet insurance & more.

AVIS

www.alamo.com • 800-354-2322
ref. #93718

Year round discounts from Alamo!

www.avis.com • 800-331-1212

CELEDINAS INSURANCE GROUP
www.celedinas.com/florida-bar
Offers excess personal liability coverage, up to 60% discount.

Avis Preferred Renter fees waived.

Florida Lawyers Mutual (FLMIC)
800-633-6458 • www.flmic.com
Lawyer-created liability carrier.

HERTZ

GEICO
800-368-2734 • www.geico.com
The GEICO Auto Insurance Program offers car insurance with 24-hour
service. Bar members may qualify for additional discounts.
JURISCO
800-274-2663 • www.jurisco.com
Civil court bonds by phone in 24 hrs.

business / computers / supplies
PRODOC
800-759-5418 • www.prodoc.com
ProDoc” legal forms software. Family, EP/Probate & more.

BUDGET

ref. #A421600

www.budget.com • 800-527-0700

Year round discounts from Budget.

ref. # Y067600

www.hertz.com • 800-654-2200

Hertz #1 Club Gold fees waived.

ref. #152030

NATIONAL
www.nationalcar.com • 800-227-7368
National Emerald Club fees waived.
ref. #5650262

VACATIONS / THEME PARKS
Orlando Vacation Discounts: from the Orlando
Magical Getaway Travel Club. Florida Bar Members can easily
join by going directly to www.orlandoinfo.com.
THEME PARK CLUB MEMBERSHIPS:
Universal Studios Wet & Wild Orlando
www.floridabar.org/memberbenefits

For information on ALL Bar Membership Services, visit www.floridabar.org/memberbenefits
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The Florida Bar CLE
Audio CD / DVD List & Order Form
TO OrDEr

8 ONLINE www.floridabar.org/CLE

2 FAX 850-561-5816

Using the Audio/Video List, search ‘By Course
Number’, ‘By Sponsor’ or ‘By Title’.

order form with credit card information
for MasterCard, Visa, Disover or
American Express

+ MAIL

completed form with check to:
The Florida Bar
CLE Programs
651 East Jefferson Street
Tallahassee, Florida 32399-2300

TurNArOuND TIME
 PLEASE ALLOW 4 WEEKS FOR DELIVERY.
 FLORIDA BAR COURSES ARE AVAILABLE FOR CREDIT ON-LINE 24/7 AT:
 Attorneys with deadlines need to plan accordingly.

www.floridabar.org/CLE

8 Go to ‘Online Courses’

TO QuALIFy FOr ThE SECTION MEMBEr PrICE
 The attorney must be a member of the section sponsoring the course being purchased.
Include the attorney’s name and Florida bar number on the order form.

 Entities (government agencies, law firms, libraries, etc.) are not Section members and must pay the Non-Section
member price. S = Section member, N = Non-Section member.

PLEASE INCLuDE SALES TAX wITh yOur OrDEr
 There is an automatic 6% sales tax in Florida + any surtax that your county may require.
Example: Hillsborough = 7%, Lee Co. = 6%, Leon Co. = 7.5%, Miami-Dade = 7%, Orange Co. = 6.5%
 Out of state residents do not pay tax.

TO QuALIFy FOr TAX EXEMPT STATuS
 Include the tax exempt ID number on the order form or a copy of the tax exempt certificate.
 Include the entities complete name, street address, phone number, and indicate to whom the package should be
shipped (Attn: John Doe).

 Pay the Non-Section member price.
 Do not use the attorney Florida Bar number – attorneys are not tax exempt.
 A tax exempt customer number has been or will be assigned to each entity. Please include this customer number
when placing orders or for inquiries.

ShIPPINg
 The Florida Bar uses UPS to ship. Please include a shipping address on this order form.
 If UPS is not a viable option, orders may be sent to a P.O. Box via U.S. Postal Service.
 Please indicate your preference on the order form.
CD’s and Tapes come with a Course Book unless otherwise indicated on the AV Tapes List

OrDEr FOrM ON BACK 
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The Florida Bar CLE
Audio CD / DVD List
COMMENTATOR
www.floridabar.org

february 2010

850-561-5629

The Florida Bar

CLE Audio/Video List
KEY TO ABBREVIATIONS - CERTIFICATION CREDIT HOURS

AD = Admiralty and Maritime
ED = Elder Law
AG = State & Federal Government &
EP = Wills, Trusts, & Estates
Admin. Practice
FL = Marital & Family Law
AP = Appellate Practice
HL = Health Law
AT = Antitrust
& Trust Regulation - CERTIFICATION
IL = International
Law
KEY TO
ABBREVIATIONS
CREDIT HOURS
AV = Aviation
IP = Intellectual Property
AD	 =	Admiralty and Maritime
BL = Business Litigation CC = City, County, Local
IM = Immigration
& Nationality
Gov’t
IL	 = International Law
CA = Criminal Appellate
LE = Labor & Employment
AG	 =	State & Federal Government
&
CL	 = Construction Law
IP	 = Intellectual Property
= City, County, Local Government
RE = Real Estate
		Admin. Practice CC
CR	
=
Criminal
Trial
IM = Immigration & Nationality
CL = Construction Law
TX = Tax
AP	 =	Appellate PracticeCR = Criminal Trial
CT	 = Civil Trial
LE	 =	Labor & Employment
WC = Workers’ Compensation
CT = Civil Trial
AT	 =	Antitrust & Trust Regulation
ED	 =	Elder Law
RE	 =	Real Estate

www.floridabar.org • 850-561-5629

AV	 =	Aviation
BL	 = Business Litigation
CA	 = Criminal Appeal
0875

0922

Course
0938
No.

EP	 = Wills, Trusts, & Estates
TX =	Tax
FL	 = Marital & Family Law
WC = Workers’ Compensation
PLEASE ALLOW
FOR DELIVERY.
HL	 = FOUR
HealthWEEKS
Law

Revised
ALLOW
FOUR
WEEKS
4.0
4.0 E3/3/2009
2009 Ethical Challenges for PLEASE
the
Environmental Lawyer and
Consultant
CD Only
COURSE
TITLE
CREDITS HOURS
2009 Environmental & Land Use
Law Annual Update
FORMAT AVAILABLE
CD Only
CD = AUDIO CD
Practice Before D.O.A.H
V = VIDEOTAPE (VHS)
CD Only
DVD = VIDEO
ON DVD

17.0

1.0 E

General
8.0

E = Ethics
P = Professionalism
S = Substance
0.5 E Abuse
MIA = Mental Illness
Awareness

FOR
DELIVERY.
AG = 4.0
08/20/2009BL = 3.0
CC = 4.0
CT = 3.0

02/20/2011

AG = 17.0
CC = 17.0
RE = 17.0

08/20/200902/20/2011

Certification
AG = 8.0
CC = 8.0
CT = 6.0

Approval
10/30/2009Period
04/30/2011

S = $115.00
N = $140.00

Not
Available
COSTSin DVD

S = Section Member
N
= $455.00
Non-Section Member
S=
Not
N = $480.00
Available
in DVD
Video
CD
S = $145.00
N = $170.00

or
Not
DVD
Available
in DVD

08/01/200810/02/200802/01/2010
04/02/2010

S = $120.00
$150.00
N = $145.00
$175.00

Not
Available
In DVD

09/18/200803/18/2010
11/16/200705/16/2009

S = $165.00
N = $190.00
S = $125.00
N = $150.00

Not
Available
Not
In DVD
Available

12/10/200806/10/2010
02/01/200808/01/2009

S = $120.00
N = $145.00
S = $130.00
N = $155.00

Not
Available
In Not
DVD
Available

FAMILY LAW LAW
SECTION
ADMINISTRATIVE
SECTION
0728
0750

Domestic
Relations
LegislativeLaw
2008
Pat Dore
Administrative
Update 2008
Conference
CD includes
Course Book
CD Only
on CD-ROM

2.0
11.0

0729

Shifting Focus: Dealing with
Paternity & Dependency Issues
The Art of Objecting: A Trial
in Your Family Law Practice
Lawyers’s Guide to Preserving
CD Only
Error for Appeal
Life, Health &CD
Disability
Only Insurance
in Family Law Cases: A Legal,
Advanced
Appellate
Practice
&
Accounting
& Financial
Planning
Appellate
Overview Certification Review
2008
CD Only
CD Only
Foreclosures in Family Law
Appellate
the
Cases –Practice
And theBefore
Consequences
First DCA CD Only
CD Only
Parenting Plans: Why? What? How?
(No Course
Book Available)
Family
Law Appeals
CD&Only
CD
DVD

7.0
0
FL = 5.5
APPELLATE
PRACTICE
SECTION

0546

0732

0580

0864
0598
0733
0692

0E
1.0

FL = 11.0
1.5
AG
AP = 8.5
BL = 8.5
CC = 11.0

6.0

1.0 E

AP = 4.5
CT = 4.5

2.0

0

FL = 1.5

7.5

0

AP = 7.5
CA = 7.5
CT = 7.5

2.0
10.0

0
1.5 E
1.0 P

FL = 1.5
AP =
RE
= 7.5
2.0

01/14/200904/25/200807/14/2010
10/25/2009

S = $120.00
S=
= $145.00
$175.00
N
N = $200.00

Not
Not
Available
Available
In DVD

2.0
4.5

0
1.0 E

FL = 1.5
AP = 3.5
FL = 3.5

02/26/200908/26/2010
01/29/200907/29/2010

S = $120.00
N
S = $145.00
$135.00
N = $160.00

Not
SAvailable
= $250.00
DVD
N =In$275.00

0734

Quality Divorce on a Budget
CD & DVD

6.5

.5 E

FL 5.0

03/20/200909/20/2010

S = $235.00
N = $260.00

S = $250.00
N = $275.00

0809

Electronic Discovery in Family Law
Cases
CD Only

2.0

0
3

FL = 1.5

03/25/200909/25/2010

S = $120.00
N = $145.00

Not
Available
In DVD

0735

Taxation and Estate Planning
Issues in Family Law Cases
CD Only

2.0

0

EP = 1.5
LE = 0.5
FL = 1.5
TX = 1.5

05/20/200911/20/2010

S = $120.00
N = $145.00

Not
Available
In DVD

0810

Family Law Military Issues and
Legal Symposium 2009
CD & DVD

8.5

0

FL = 6.5

06/03/200912/03/2010

S = $205.00
N = $230.00

S = $250.00
N = $275.00

0871

Domestic Relations Legislative
Update 2009
CD Only

2.0

0

FL = 1.5

08/14/200902/14/2011

S = $120.00
N = $145.00

Not
Available
In DVD

1054

Valuing Real and Commercial
Property in Family Law Cases
(telephonic)
CD Only

2.5

0

FL = 2.0
RE = 2.5

09/16/200903/16/2011

S = $120.00
N = $145.00

Not
Available
in DVD

0881

Divide and Conquer: Dealing with
Equitable Distribution Issues in
Your Family Law Practice
CD & DVD

6.5

0

FL = 5.0

09/17/200903/17/2011

S = $165.00
N = $190.00

S = $250.00
N = $275.00

0751

4th Annual Ethics Update

S = Comp

Not

GENERAL PRACTICE, SOLO & SMALL FIRM SECTION
5.0

5.0 E

0

10/10/2008-
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Audio CD / DVD Order Form
Attorney’s Name: ____________________________________________ Florida Bar Number: ______________________
Firm Name:____________________________________________________Phone Number: ______________________
Street Address: _____________________________________________________________ Suite/Apt. #: ____________
City: ______________________________________________ State: ____________
CLER Deadline: ____________________

Zip Code: _________________

Certification Deadline: ______________________

OR:
Customer Number: ____________________________ Tax Exempt ID#: ______________________________________
Entity Name: _________________________________________Attn: _________________________________________
Street Address: ____________________________________________________________ Suite/Apt. #: ____________
City: ________________________________________________
Phone Number: _____________________

State: __________ Zip Code: _________________

Purchase Order Number: _______________________

PLEASE ALLOW FOUR WEEKS FOR DELIVERY.
FLORIDA BAR COURSES ARE AVAILABLE FOR CREDIT ON-LINE 24/7 AT:
www.floridabar.org/CLE



8 Go to ‘Online Courses’

Format

Course Title

Course #

Cost

CD = Audio CD
*(Include 6% sales tax
DVD = Video on DVD + your County surtax)

$

1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
Subtotal

$



*Sales Tax (FL Resident)

$

TOTAL

$

Include sales tax unless ordering party is tax-exempt



PAYMENT TYPE:
 Check # ____________________
 MasterCard

 Visa

 Discover

Check Amount $____________________

 American Express



Fax #: 850-561-5816

Signature: ________________________________________________________________________________________
Name of Cardholder: _______________________________________

Billing Zip Code: _________________________

Card #: ______________________________________________________________

Expiration Date: ____– 20____
Month

2

Year
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The Florida Bar
651 East Jefferson Street
Tallahassee, FL 32399-2300

Statements of opinion or comments appearing herein are those of the authors and contributors
and not of The Florida Bar or the Family Law Section.

