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President’s Message 
 

I t’s the most 
wonderful 
time of the 

year (you just 
sang that, didn’t 
you?)  Welcome 
to the winter 
edition of the 
First State 
Chapter’s ALA 
newsletter where 
you are sure to 
find valuable 

information from our members and business 
partners, personal testimonies, captured 
memories from social events and so much more! 

As we round out 2017, I would like to thank our 
incredible Board members for all that you do -- 
seen and unseen!  We are fortunate to gather 
once a month to catch updates at Board meetings, 
but how refreshing and reassuring to know that 
our committees and Board members work so well 
together in the background and simply “get it 
done.”   

For example, in late October, the Social 
Committee, led by Bill McCall, pulled off another 
successful series of community involvement 
activities by coordinating the annual food drive 
benefiting Emmanuel Dining Room (EDR); 
providing volunteers to EDR for adopt-a-child sign
-ups; and hosting the annual children’s Halloween 
party.  Big thanks to Bill and all of the volunteers 
who make these efforts a big success each year. 

In November, in addition to the educational 
program on “Understanding Balance Sheets and 
Financial Statements,” coordinated by Elizabeth 
Danforth and the Education Committee, our 
Business Partner Committee hosted the Business 
Partner Round Table event at Tonic.  Three of our 

esteemed members (Julie Dubreuil, Angie Poulin 
and Denise Frawley) shared valuable insight on hot 
topics in the industry.  Thanks to all of you for 
sharing your time and experience with our guests. 

On December 6, 2017, the First State Chapter’s 
Social Committee also hosted the annual Holiday 
Party at Domaine Hudson.  Although our 
members and business partners find it fairly easy 
to have fun when we gather together, bringing in 
The Fun Department added a comical spin on 
holiday trivia, creating a little healthy competition 
among “teams.” 

With an exciting 2018 on the horizon, there are a 
few noteworthy items to mention here.  The 
Education, Business Partner and Social 
Committees have been working diligently to plan 
the year ahead with a perfect balance of events 
that speak to our members’ preferences and our 
business partners’ requests.  It goes without saying 
that everyone has a crazy, busy schedule.  To 
assist in your planning, going forward, Elizabeth 
Danforth will send, in advance, Save-the-Dates 
through a calendar invite for all 2018 education 
sessions.  Clicking “Accept” upon receipt will 
place it on your calendar to aid in your future 
planning.  Approximately two weeks’ prior to the 
actual event, you will receive the detailed 
invitation seeking a true headcount.  Save-the- 
Dates and invitations for Social and Business 
Partner events will also be sent via calendar invite!  
We hope you will find this to be a very helpful 
tool.   

Another exciting project that has been on our 
radar, and “under construction” for the last 
several months is a ListServ on the ALA National 
website (www.alanet.org ) that will allow our 
chapter members to communicate in a private 
chapter-only forum -- where the email addresses 

(Continued on page 5) 
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are maintained!  Once the Board members have 
tested this process tried and true, we will invite all 
members to join the forum and encourage all to 
use it as a standard practice when communicating 
amongst the members.  Stay tuned for more on 
that! 

In closing, please join me in extending a warm 
welcome to the newest members of the First 
State Chapter and a “thanks for being here” to all 
of our members!  We look forward to seeing all 
of you in the New Year! 

Thank you for taking a few moments to read my 
President’s Message!  At any time if you’d like to 

connect, you can always reach me at (302) 651-
7522, or snyder-roncace@rlf.com.  Wishing you 
and yours a beautiful holiday season and a very 
happy new year! 

Fondly ~  
 
 
 
 

Kellie Snyder-Roncace 
First State Chapter  
President 2017-2018 
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Gender Quake 2.0 
By Mauricio Velásquez, MBA  
The Diversity Training Group 
 
Many years ago I authored an article entitled 
“Gender Quake” and it was about the Anita Hill-
Clarence Thomas hearings – the first time sexual 
harassment and gender equity issues entered our 
living rooms (through TV) and never left.  Almost like 
a tsunami of gender insensitivity – but it came and 
went fast.  Before this – Anita Hill-Clarence Thomas 
- sexual harassment issues did not make the newspa-
per or even local news – not even a blip or a men-
tion.  Now, national, international news and hours of 
coverage (educating public) on the nightly news and 
cable is the norm, the new normal.   
 
We just experienced another major Gender Quake – 
the “Gender Quake of Quakes” and the aftershocks 
are just as bad.  Ailes, O’Reilly, Weinstein, C.K., 
Rose, Lauer, and so many more “household names 
are going down in flames.”  You see as a Sexual Har-
assment Prevention Trainer, Consultant, Coach and 
Strategist I have been to this rodeo before (for 25 
years), and I do see changes – tectonic shifts in the 
national conversation. 
 
What are the Lessons Learned from all of the 
national headlines? 
 
Is our corporate culture – our workplace climate - 

gender friendly, inclusive (diversity friendly and 
welcoming)?  Safe? 

  
  Corporate Culture – what people do when no 
one is watching – MV 
  Where were the “other men” in all of these 
organizations – why did they not speak up for 
the victims?  I am sure they saw something, 
heard something – HR must investigate even 
gossip, or hearsay 
  What was the impact on turnover, morale, 
hiring? 

 
There is no such thing as hush money – the money 

the target/victim receives to leave the organiza-
tion (they don’t stay silent, “word gets out”) 
quietly, discreetly 

 

Once these issues get into the public sphere – social 
media and traditional media get a hold of it – 
there is an immediate impact (stock price hit for 
example) on brand, brand loyalty, customer 
mindset, corporate image 

 
The mobile phone is the new “evidence generator” 

with an audio, video tape, voice mail or text the 
victim has evidence (not saying necessarily ad-
missible in court) but harasser cannot deny or 
say “I did not do that” or “I don’t remember” 
 
 You see if we don’t get the harasser on the 
actual harassment, we will get them on the lie 
and cover up - we do our fair share of investigations 
and audits 

 
Capitalism will prevail – legal fees, settlement monies, 

advertisers abandoning, customers boycotting – 
the cost of “keeping the harasser” is too great – 
Fox News numbers do not include legal fees, turno-
ver (morale), recruiting challenges, Weinstein Co. 
could go bankrupt 

 
 Did these organizations “Do the right thing” or 
“Was the math just not working anymore?” 

 
Leadership of the Organization will be questioned – 

When did you know? (if you knew for a long 
time and did not remove harasser organization is 
liable for institutional issues – “Prior Knowledge” 
- cover up, greater liability?)  

 
Ultimately Be Proactive, Not reactive – Risk 
Management 101 – “Affirmative Defense”  
 

Check your policy – make sure it is clear 
and up to date (with clear reporting 
processes) 

 
Make sure there is a formal and trusted 

complaint process (DTG even serves as 
an Ombudsman for clients) – there are 
people you can go to besides your own 
boss and you are “allowed or encour-
aged to go outside your department” 
and they are trusted 

(Continued on page 7) 
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You have conducted training – recently, 

regularly (once every year to two, CA 
every year) – “live, in-person” for Su-
pervisors and Managers – e-learning for 
all (1 hour workshop) is not enough 

 
Lastly when something happened – the or-

ganization responded quickly and deci-
sively 

 
A Checklist - Questions for any organization 
that does not want to be the “Next Harass-
ment Headline” 
 

1.  What does your policy say?  Does it protect 
and clearly define consequences of a “false 
accusation?”  Back door has to be closed 
and tight, not just the front door.   

2.  When was your Policy last updated?  Came 
across a client with no policy 

3.  When was your Policy last distributed?  Came 
across a client that had never distributed 

4.  Who can employees go to – to complain?  
Outside direct chain of command 

5.  Do you have a “hotline” and are all of your 
complaint processes and procedures trusted 
and have high integrity?  Do you have an 
ombudsman service in place? (3rd party out-
side channel for complaints) 

6.  When was the last time you conducted train-
ing for all of your employees, specifically for 
your supervisors, managers, and leaders?  If 
you cannot remember – get busy rolling it out. 

7. How quickly does HR and the organization 
respond to complaints? 

 
Gender Quake – my first article, very interesting to 
go back and read that article and see how far we 
have come since since Anita Hill and Clarence Thom-
as. 
 
My mentor was Linda Shevitz – she taught me every-
thing she knew about sexual harassment, gender eq-
uity, etc.  When she led workshops she was labeled 
“a radical feminist” and I could do the same work-
shop and people would comment - “very thought 
provoking, very enlightening.”  Same workshop, same 
content.  How far have we really come?  “Economics 
trumps hate or capitalism often prevails over morali-
ty,” I like to say. 
 
Mauricio Velásquez, MBA, President, DTG 
 

 
Diversity Training Group   
Web www.diversitydtg.com 

(Continued from page 6) 
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Please provide some 
biographical highlights 
about yourself: title, 
primary responsibilities, 
number of years at the 
Tonic Bar and Grille the 
positions you have held 
there, what you did prior 
to working there, 
education, any other 
organizations you belong 
to or relevant industry 
affiliations.   

 
Amanda Ferguson, General Manager of Tonic Bar 
and Grille for past 2 years.  Previously I was 
General Manager of Big Fish Grill in Glen Mills PA. I 
opened 3 of the restaurants in their group while 
employed with them for 8 years. I graduated from 
Wilmington University with a bachelor degree in 
Business Management. Prior to college I worked 
for various restaurants in Wilmington as a server 
and bartender. 
 
 
Please tell us a little 
about Tonic Bar & Grille 
and the services you 
provide and how you 
think you stand out from the competition. 
  
Tonic Bar and Grille focuses on providing a feeling 
of well-being.  We want to build lasting 
relationships with each and every guest by 
providing a superior dining experience that is 
above the rest.  We have a full-service dining 
room, lively bar, 3 areas for private dining and 
provide full service and casual catering.   
 
 
 
Describe the accomplishment in which you take the 
most pride, with relation to your role in your company.   
  
I take great pride in making sure each and every 
guest feels as though they are the most important 
one from the moment they walk through the door 
to the moment they leave.  
 
 

What trends, areas of focus or challenges do you 
foresee as most important to your customers?   
 
We strive to make sure that all dietary restrictions 
are handled with the most care. We also are 
focusing more on our casual catering, providing a 
superior product but still having the convenience of 
a drop off lunch to the office with little fuss.  
 
 
Working with law firms requires a unique approach 
which differs from that of other corporations - how has 
your experience been working with law firms as  
opposed to non-law firm clients and traditional 
corporations? 
 
When working with law firms we are catering to 
an ever-changing schedule.  Whether it be a last-
minute trial or a long case with out of town 
associates we make sure to serve the finest, 
freshest ingredients available and be sure to have a 
large variety of different menu options. 

 
 
 
 
 
 
 

 
Why do you support the ALA? 
 
We are passionate about supporting the growth of 
a group that builds relationships with others in 
business.  Also reaching out within the community 
we are striving to be a strong presence in. 

Business Partner Spotlight:    Amanda Ferguson, Tonic Bar & Grille 
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Krista Hart, SHRM-CP   
Panitch Schwarze Belisario & Nadel LLP  
 
I was sitting in a very important meeting on a bright 
Tuesday afternoon in October, so naturally I was 
checking emails on my phone. I saw an email from 
our Chapter President, Kellie, letting me know I 
was the lucky contestant chosen for the ALA 
Regional Scholarship through the chapter.  I 
politely excused myself and started to get ready.  
Seeing how I was in Chicago the week before, I 
was lucky that my boss and managing partner were 
just as ecstatic as I was.  I quickly started calling 
hotels, looking for flights, and calling my sister to 
postpone our weekend plans (she was not as 
overjoyed as I was…).  I’ll spare you the horrific 
details of changing plans with my sister, and call 
after call to find a hotel, but everything came 
together and that is all that matters.  

 
My first day at the conference was Thursday, and I 
attended the ALA Region 1 Council Lunch. There 
was a discussion about the future of the ALA and 
ways to add value. There was a big push for more 
communication amongst chapters, especially 
sharing of events and speakers so smaller chapters 
can partake and share resources.  Each chapter 
having a social media presence was also a big push; 
Facebook, LinkedIn, and Twitter in order to get 
the word out and again have that open 
communication between chapters.  We 
participated in a word association activity and 
shared words on topics such as how we think 
others perceive the ALA.  The most common 
words that people associated with ALA were 
networking, beneficial, education, and leadership. I 
will admit, I used the adjective “sanity;” in our field, 
it is priceless to have a support system of people 
who know exactly what it is like!  

 
The afternoon proceeded with the keynote 
speaker, David Thomas, who spoke on Leadership’s 
Indispensable Ingredient. This was about integrity 
and what it means. It is beyond just honesty, it is a 
way of living and of vital importance in today’s 
workplace.  It is a simple concept, but it is 
something we do not talk about enough.  

 
Day 1 ended with a great session with Izzy Gesell:  
How Applied Improv Helps Legal Administrators 

Become Innovative Thinkers & Possibility Creators.  I 
thoroughly enjoyed this session, as it was great to 
learn techniques to break out of our everyday 
established patterns to look at things in a different 
way.  
 
I was able to meet up with the other First State 
Chapter members that were attending and they 
helped get me through the very overwhelming first 
day at the conference.  After all the sessions, we 
headed to dinner at Suzy Wong's House of Yum.  If 
you have not already heard the story, it’s a good 
one. There is picture of the group and Cher to 
prove it.  The night ended with the limitless live 
music that Nashville provides and only a few 
cocktails.  
 
Day 2 was heavy with HR related sessions. Michael 
S. Cohen of Duane Morris held two sessions that 
hit the hot HR topics rights now: ADA, EEO 
complaints, LGBTQ, and transgender sensitivity 
and ways to improve the ever dreadful firm 
handbook updates.  As much as some of our 
managing partners do not want to hear it – tattoos 
are in!  I also went to Get a Better Seat at the Table: 
Demonstrate Your Value to the Partners by Rebecca 
Haack. We took a quiz to find out what type of 
communicator we were and I was “The Analyzer.” 
Sounds like a super hero, but this communication 
style is described as an efficient perfectionist, 
cautious and task-oriented. Me?!  Yep… pretty 
accurate.   

 
The ALA Philadelphia Chapter graciously extended 
an invite to the First State Chapter members to 
join them on the General Jackson Showboat.  I am 
glad they did.  It was a fun night of Nashville music, 
southern food and frozen adult beverages.   
 
Saturday I was able to attend an early session by 
Pete Smith: What’s NOT Being Said NEEDS to Be 
Understood.  Pete discussed how communication is 
more than just body language, tone and words. It is 
interpretation, what we see, how we hear it, our 
internal beliefs, our own expectations, our own 
personal lens.  In HR, this is something I have had 
to learn, and it always is a good reminder to step 
back and think before you speak or before you hit 
send on that email.  

(Continued on page 10) 
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Overall, my first ALA Regional Conference was a 
success.  I had the other First State Chapter 
members to support me through the maze of the 
conference and will be continually grateful for their 
time and knowledge.  My time in Nashville would 
not have been the same without them.  I am also  
very appreciative to the First State Chapter for 
providing the scholarship, especially as a new 
member.  I look forward to continuing my legal 
administration education through the Chapter and 
hopefully future conferences.  

(Continued from page 9) 
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If you have an item you’d 
like to contribute to a 
future column, please send 
it to Susan Holton at 
sholton@skjlaw.com 
 
 
 
 

 

 
Congratulations to Sherm’s Catering on becoming 
a Certified Veteran Owned Small Business. 
 
 
Congratulations to Elizabeth Danforth, Director of 
Human Resources at Richards, Layton who passed 
her SHRM-CP certification in December 2017.  
Well done, Elizabeth! 
 

B L U E  H E N  N E W S  

Bragging Rights 

Certified Legal Manager (CLM) Pop Quiz  

 
Thinking about taking the CLM Exam?  Test your CLM knowledge with the questions below.  Who 
knows – you may be the First State Chapter’s next CLM! 
 
1.  A system whereby the firm adopts a mandatory policy of sending a questionnaire to clients at the 
end of each engagement, inviting the client to evaluate the firm. 
 
2.  The IRS form filed quarterly to report income tax, FICA and Medicare withholdings. 
 
3.  Depicts the condition of any property after completion of construction activity and installations of 
basic building services which includes basic flooring. 
 
4.  A court order requiring an employer to withhold a certain percentage from an employee’s pay in 
order to settle a debt with a creditor. 
 
5.  Description and tagging of files or boxes for input into a tracking system. 
 
(Turn to page 15 for the correct answers.)   
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John Niehoff, CPA, Partner  
and Christine Trunnell, Partner 
Baker Tilly 
 
The sun is slowly setting on the Elite Enterprise 
support, requiring many systems to be converted, 
while other firms are looking for more advanced 
and robust applications to provide the 
information necessary to manage their law firm 
and price their services. Replacing these older 
legacy accounting systems is a perfect opportunity 
for a firm to focus on how to best organize their 
business operations and most effectively 
summarize financial data into management 
reports. 
 
More often than not firms are using financial 
accounting packages that were installed 15-20 
years ago and have only been updated on a 
sporadic basis. During the initial system 
implementation, most firms focused simply on the 
basics, hours and rates. There was little 
consideration given to the differences in practice 
groups, their unique individual business models or 
the possibility of office expansion. Given the 
constraints and limitations of many of these aging 
financial accounting systems, a sea of Excel 
spreadsheets was developed to provide and 
evaluate critical analytical data. Redwood 
Analytics, Hyperion, Oracle and other bolt-on 
business intelligence solutions were available to 
those who could afford the cost of installing and 
maintaining these applications. Much of the added 
analytical ability has now been built into the 
financial accounting packages of today. 
 
As firms are considering the future of their 
financial accounting systems, it is important to 
understand that an effective project management 
process needs to be established for a successful 
system conversion and implementation. The 
project management function serves throughout 
the system implementation lifecycle, which 
includes three distinct phases:  
 

1. Plan and evaluate 
2. Build and test 
3. Cutover 

 
The following describes key activities of each 

phase in greater detail. 
 
1. Plan and evaluate 
 

The implementation of any new system 
presents an opportunity for adopting 
leading practices to leverage the software 
and improve a wide range of financial, 
project and operational processes and 
procedures. The initial project planning 
phase is critical and includes the 
confirmation of the project objectives, 
scope and approach. By focusing on the 
end product of your law firm’s activities 
you ensure that relevant system and data 
requirements are addressed. 
Planning the conversion to a new system 
may not just be a matter of replicating 
the current landscape but can be 
prophetic in nature to harness the value 
of new systems, reflecting the firm’s best 
attempt at addressing the future needs of 
an ever changing strategic plan. What will 
be the future business needs of the law 
firm, how does the firm want to organize 
their business and the underlying 
databases?  What data will be clearly 
essential as the firm grows?   
 
The underlying databases have been 
historically set up to record and report 
on an individual attorney’s hours, rates 
and realization. Those basics are no 
longer adequate nor do they provide all 
the information law firms need to analyze 
the profitability of individual client 
matters, determine which practice 
groups are profitable, determine which 
practice groups are being subsidized and 
also be able to manage multiple office 
locations. To analyze profitability, what 
payroll and FTE/headcount information 
now needs to also be retained within the 
accounting software database? Only with 
this data can a firm effectively manage 
operations, competitively price their 
alternative fee arrangements and 
determine where to allocate firm 
resources. 

(Continued on page 14) 
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Key plan and evaluate activities include: 
Discussions with end users and the 

management committee on current 
and future business needs and 
strategic objectives 

Facilitate detailed design workshops 
with key stakeholders to re-
evaluate billing templates and the 
electronic billing processes 

Discuss profitability and establish what 
information will be needed on a 
prospective basis to provide 
meaningful results 

Inventory and prioritize monthly and 
annual management reports, 
consolidating where applicable 

Conduct design walkthroughs and 
obtain key stakeholder sign-off 

 
2. Build and test 

After the plan and evaluate phase, the 
implementation team will plan to build 
the new system based on the design of 
core structural elements and test the 
selected applications based on the law 
firm’s business requirements. This phase 
also includes extensive end user testing 
and training to ensure the resources, 
processes and software applications are 
ready for go-live. Key activities in this 
phase will be to prepare data mapping 
documentation to restructure the 
database to accurately reflect the future 
needs of the law firm.  
Key build and test activities include: 

Develop end user plans to test each 
individual business process work 
stream 

Conduct end user training 
Manage the individual testing phases 

Test customizations and billing 
templates  

Test automated data 
conversions  

Test interfaces 
Prepare testing results, identifying and 

analyzing any issue 

Create an initial cutover plan 
Develop training materials 

 
3. Cutover 

The cutover team will execute the go-
live activities to prepare the 
development environment to be 
transitioned into production. The key to 
a successful go-live is to ensure that the 
law firm’s cash flows are not affected.  
The cutover team should be prepared 
to support the go-live billing process 
and address any system operation issues 
as they arise to ensure an effective 
transition. 
Key cutover activities include: 

Finalize cutover plan 
Finalize end user training 
Execute final go-live testing, if needed 
Conduct readiness assessment 
Conduct quality assurance review 
Execute cutover plan and go-live 
Conduct post go-live support 
Execute transition plan 
Maintain project management 

infrastructure 
Implementing a new financial accounting system 
is a complex process. It takes the support of 
senior management to select a solution that 
meets the firm’s current and long-term needs, as 
well as careful planning, skilled resources for 
implementation, robust communication and on-
going project management. Each project phase 
lays the foundation for the next and should be 
managed in a thoughtful manner. 

 

(Continued from page 13) 
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Julie K. Dubreuil, Office Administrator 
DLA Piper LLP (US) 
 
From the time I was a young manager and 
continuing now as a more seasoned office 
administrator, ALA has always been the 
organization I count on for providing me with 
support.   The educational opportunities are 
endless but maybe even more importantly, I get 
the support of my peers.  I know that if anyone 
can understand what is going on in my office or 
firm, it’s another legal administrator.  From the 
time I first joined ALA, to my first committee, 
then the Board and eventually as the President, I 
have learned so much and grown not only as a 
manager and leader, but also as a person.   
 
I have also come to learn how important it is to 
ALA, the  Chapter and to me to have the 
support of our Business Partners.  From the 
time I joined my first law firm as a secretary, I 
knew that I was able to get information and help 
from our Business Partners.  However, once I 
became a manager, I began to understand the 
true value our Business Partners provide.  The 
educational opportunities provided to me by the 
ALA as a direct result of support from our 
Business Partners has been invaluable.  Later, as 
I grew more experienced and comfortable in my 
role, our Business Partners’ support continued 
to be invaluable.  Many times they are ahead of 
the game and can provide training and 
information on such topics as new technology, 
better ways of processing data and security and 
what firms are looking for when they hire, just 
to name a few.  I’ve also learned about and 
incorporated areas I had absolutely no 
knowledge of from our business partners.  In 
addition to the learning opportunities, they are 
always there for me whenever I call to make 
sure my office runs smoothly and efficiently 
which in turn affects my bottom line.  I’ve even 
had Business Partners give me leads when I am 
trying to hire staff! 
 
I also reflect on how the partnerships I have 
formed with our business partners in my 
Chapter have been invaluable to me over the 
years not only professionally, but also personally.  
During some tough personal times, I was able to 

count on my close relationships with the 
business partners to provide my Firm with high 
quality services and know that I was not going to 
have to check up on them.  They also provided 
comfort and support to me during those tough 
times.  I am so appreciative of our business 
partners and cannot imagine life without them.  
 
The following testimonial from chapter member 
Rachel Nuzzi of Maron Marvel Bradley 
Anderson & Tardy LLC, describes her 
experience in building relationships with 
business partners: 
 

“My objective in joining the 
First State Chapter of Legal 
Administrators five years ago 
was to make strong 
connections with other 
administrators in the legal 
community.  I hadn’t even 
given thought to the idea that 
there would be a benefit to 
the relationships I would make 
with the chapter’s Business 
Partners.  From day one, I was 
impressed by what I saw from 
our Business Partners in the 
form of participation in the 
chapter events and interest in 
our legal community.  I am 
grateful for their support of 
our chapter, as their 
contributions have provided us 
the ability to put together 
outstanding educational 
sessions, which have helped 
me learn and grow 
tremendously as an 
administrator. 
 
As an HR department-of-one/
firm administrator wearing 
many hats, I have looked to 
our Business Partners on many 
occasions for guidance and 
service – from recruiting 
needs, facilities maintenance, 
catering, technology – you 

(Continued on page 16) 

The Importance And Value Of  Business Partners 



P A G E  1 6  

 

B L U E  H E N  N E W S  

V O L U M E  1 1 ,  I S S U E  1 4  

name it.  It’s made my job so 
much easier knowing I have 
dedicated Business Partners to 
turn to for whatever my firm’s 
needs may be. Building the 
solid relationships with the 
Chapter’s business partners 
over the years has given me 
the confidence to recommend 
their services to my firm,  and 
it’s made me look good in 
front of my partners for 
choosing such great service 
providers for the firm through 
the relationships I’ve made 
with the Business Partners.” 

 
Rachel Nuzzi, Maron Marvel 
Bradley Anderson & Tardy LLC 

  
Through members’ relationships with business 
partners, business partners are able to learn 
how our firms operate and what issues are 
important to the legal administrators.  The 
following testimonial is from Jeremy Luzader of 
DLS Discovery about his experience as a 
business partner with the First State Chapter: 
 

“The power of a true 
partnership is in working 
together, being united by a 
common purpose, while 
bringing our strengths to the 
table. That’s what we share 
with the First State Chapter of 
the ALA. Our goals are to 

offer great service and 
communication to our clients. 
Being a smaller group you 
really have a personal 
relationship with all members. I 
have personally recommended 
and will continue to 
refer businesses to join the 
ALA as it offers more benefits 
than any other local group. 
Our team at DLS Discovery is 
proud to be a part of the ALA 
in making our legal market the 
best it can be. 
 
It is clear that your Chapter is 
run very well—from top to 
bottom. I applaud the 
leadership for encouraging a 
culture of inclusiveness, 
professionalism, and FUN! We 
are proud to be your Business 
Partner, and we look forward 
to many more years.” 
 

Jeremy Luzader, Vice President 
DLS Discovery 

 

Both the First State Chapter and I are pleased to 
have the support of its business partners and we 
are grateful for the services and advice they 
provide to our members.  I am also pleased that 
in addition to myself, many of our administrators 
are now able to call the business partners their 
friends. 
 

(Continued from page 15) 
 

Answers to CLM Pop Quiz from Page 10 
 
1.  Systematic Client Feedback 
2.  Form 941 
3.  Bare Shell 
4.  Garnishment 
5.  Indexing 
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The Blue Hen News and the First State Chapter support Green initiatives and this is an electronic newsletter. 
Please do not print this newsletter unless it is absolutely necessary. 
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