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By GeorGe e. LeLoudis

THIS IS THE STORY of the Clueless Law Firm. Clueless is 
an established firm made up of 30 well-respected and talented 
attorneys. The firm has a loyal, hard-working staff, including a 
seasoned accounting department. Firm profits have been mod-
est and consistent, so little has changed over the years. Atten-
tion to financial detail has been perfunctory, and little has been 
expected from the firm’s investment in its time and billing soft-
ware. The firm survived the Great Recession intact. Life is good.

Then one day Clueless receives a letter from its top client 
asking about the firm’s cybersecurity measures. Ultimately, 
in an effort to retain the client, Clueless realizes it needs to 
spend the cost of an associate on new software and hardware. 
Before the checks can be written, one of the firm’s rainmakers 
announces his retirement. Suddenly, as a result of these and 
other unexpected factors, Clueless is facing a possible cash 
crunch. A meeting is called, and the partners get to work on 
the problem or at least what they perceive to be the problem.

Everyone at the meeting agrees that firm expenses need 
to be scrutinized. Mary, Clueless’ recently elected managing 
partner, picks up the phone and invites Bob, the accounting 
manager, to the meeting. Having detected rumblings over the 
preceding weeks, Bob heads to the meeting armed with data. 
Questions regarding expenses are tossed about the room. 
Bob, who has worked hard to contain expenses, somewhat 
defensively explains that one way to examine expenses is to 
look at them as a percentage of revenue. He illustrates how, 
over the past three years, total expenses before distributions 
to partners held steady at 56 percent of revenue. As a result 
of the recent shocks to the firm’s economics, Bob shares that 
he projects total expenses for the current year to be 60 per-
cent of revenue. At this point, the room gets quiet.

Go forth and cut expenses
After sharing numerous assumptions and a few accusa-

tions, the partners charge Mary and Bob with the task of 
reducing expenses, with a goal of returning the percentage 
to the former level of 56 percent. Bob goes to work on devel-
oping the data for his and Mary’s review, and Mary works to 
clear her plate so that she can focus on the issue. Once Bob 

develops the needed financial data, they begin meeting to an-
alyze the projected increase and to identify possible expense 
reductions. It doesn’t take long for them to agree that they 
have a tough row to hoe. Most of Clueless’ expenses are tied 
to office space and people—two areas in which immediate 
cuts are difficult, if not impossible, to implement. They also 
agree that the wrong cuts could negatively impact the firm’s 
level of service.

After several meetings Mary and Bob decide that they need 
to broaden their analysis to include the revenue side of the 
equation. Mary, who has fully assumed the yoke of leadership, 
begins amassing a personal library of management resources. 
One morning over coffee she reads an article in Law Prac-
tice magazine regarding realization. Mary is familiar with 
the term and concept but has never seen information relat-
ed to Clueless’ performance. That afternoon, she asks Bob his 
thoughts related to the subject. Like Mary, Bob is familiar 
with the concept. After a mutually inquisitive discussion, Bob 
volunteers to take a look at Clueless’ realization.

The first place to which Bob turns is the firm’s time and 
billing software. He quickly learns that the software calcu-
lates realization rates at the timekeeper and firm levels. 
Bob notes that many of Clueless’ timekeepers have realiza-
tion rates in the 80- to 85-percent range and that the rate 
is just shy of 85 percent for the firm overall. After some re-
search he determines that Billing Realization Rate = Billed 
Amount/Worked Amount, with Worked Amount = Hours 
Worked x Rate. Bob spends the balance of the day (and a few 
sleepless hours that night) pondering what might be behind 
the numbers. The next morning, he shares his findings with 
Mary and, to Bob’s surprise, Mary appears shocked. Before 
he can ask, Mary volunteers that the Law Practice article 
she had read benchmarked realization for comparable-sized 
firms at 90 percent. And then she questions the validity of 
Clueless’ numbers.

Bob walks away from the conversation knowing that he 
has his work cut out for him. As he digs into the numbers, it 
hits him that Clueless’ time and billing software falls short 
in its ability to break down the data. Bob knows that the 
difference between the value of hours worked and hours 
billed can be tied to discounts and write-downs. Unfortu-

The Clueless Law Firm
F I N A N C E

nately, these numbers are not easily acces-
sible, nor are they reported at the client 
and matter level. Frustrated and feeling 
the pressure of an anxious partnership, Bob 
reaches out for help. Through a colleague, 
Bob is introduced to a freelance consultant 
who has a solid understanding of Clueless’ 
software and its database structure. The 
consultant quickly, and at a surprisingly 
modest cost, develops a report that extracts 
and presents all of the relevant data in Ex-
cel format. Bob is then able to slice and dice 
the data at the firm, timekeeper, client and 
matter levels.

The devil is in the ... numbers
Once comfortable with the data, Bob and 

Mary meet, and immediately Bob thanks 
Mary for her interest in realization, adding 
that her inquiry led him to his own realiza-
tion—that Clueless’ cash crunch is not solely 
tied to expenses. He explains:

“Mary, as you know, we set target rates for 
our timekeepers every year. These are often re-
ferred to as ‘standard rates.’ We also know that 
our attorneys can demand target rates on some 
matters but have to charge lower rates on oth-
ers. For discussion purposes, let’s call the low-
er rates our ‘negotiated rates.’ As you can see 
on this report, because of negotiated rates, the 
value of hours worked this year is 15 percent 
less than if worked at standard rates. So, im-
mediately out of the gate, we have less avail-
able to bill than you might expect. To be exact, 
based on a worked amount of $12,000,000, we 
had $10,200,000 available to bill. Using the 
benchmark number of 90 percent referenced 
in the article you read, we would have billed 
$10,800,000—an additional $600,000.” 

Enlightened, Mary leans back to ponder the 
numbers. Bob stops her when he shares, “Unfor-
tunately, there’s more.”

“Of the $10,200,000 we had available to 
bill, we actually only billed $8,600,000.” Mary 
quickly does the math and leans forward and 
asks, “What happened to the $1,600,000?” Bob 
points to two other columns on his report, ti-
tled “Time of Billing Discounts” and “Time of 
Billing Write-Downs.” He notes that the total 
of the two columns matches the lost billings. 
“Who’s writing down so much time and dis-
counting their bills?” Bob had anticipated this 
question and shares his findings. “Well, as it 
turns out, there were a few cases of large write-
downs but, for the most part, the $1,600,000 is 
made up of a large number of smaller adjust-
ments. It appears that all of our attorneys are 
writing down or discounting every bill.”

No clue
After reviewing the details in Bob’s report, 

including her own numbers, Mary sighs and 
shares, “I had no clue.” As it turns out, Mary 
herself had written down time and discount-
ed her bills almost $60,000 over the past 
year. Her individual realization rate was 
83 percent. Against her target, or standard 
rate, her realization rate was an astonishing 
72 percent. As a whole, Clueless’ realization 
against standard rates was comparable at 71 
percent. The two wrapped up their sobering 
discussion knowing that the real goal before 
them was to increase the firm’s billing reali-
zation. Yes, expenses needed to be analyzed 
and controlled, but revenue production and 
billing realization demanded equal scrutiny. 
By increasing billing realization 5 percent, 
Clueless’ expenses as a percentage of realiza-
tion would return to the targeted 56 percent.

Does Clueless live happily ever after? 
Does the firm improve its billing perfor-
mance? Does Mary gain the support and full 
cooperation of her partners as she works to 
improve firm profitability? Does Bob, now 
excited by the power of data, continue the 
quest for timely and relevant information? 
Perhaps the final chapter will be told in a fu-
ture article. A happy ending is certainly fea-
sible, but such an ending requires diligent 
attention to performance (management) and 
straightforward and honest communication 
(leadership). How does your story end?

George E. Leloudis is the executive director 
of Woods Rogers PLC in Roanoke. As a cer-
tified public accountant and certified legal 
manager, he has over 20 years of leadership 
and management experience in the profes-
sional services arena. 
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By PauL FLetcher 
The four Virginia chapters of the Asso-

ciation of Legal Administrators are cel-
ebrating a milestone next month: They 
will be holding their 10th annual State-
wide Retreat. 

The program will take place at The 
Main, a new Hilton hotel in downtown 
Norfolk on March 16-17.

Since 2009, this program has allowed 
the chapters from Hampton Roads, 
Northern Virginia, Richmond and West-
ern Virginia to meet, network, share tips 
and catch up with old friends.

The 2018 Statewide Retreat will fea-
ture main sessions on public speaking, 
Microsoft Excel and human resources. 

The first session is 
entitled, “Bolster Cred-
ibility, Avoid Common 
Speaking Mistakes.” 
The presenter, Chris-
tine Clapp, is presi-
dent of a Washington, 
DC, consultant group 
called Spoken with 
Authority. The goal 
is demonstrate com-
munication mistakes 
to avoid and identify 

speaking styles that will enhance a career. 
Among the questions Clapp will address:

• Does your body language convey con-
fidence or detract from your message?

• Does your vocal quality bolster your 
credibility or make listeners doubt your 
competence?

• When speaking, do your facial expres-
sions position you as a subject expert?

• Do you make lasting eye contact with 
listeners?

• Is your use of “filler” words making 
you appear less polished in conversations 
and meetings? 

Tommy Stephens, an 
accounting and finan-
cial consultant from 
Hammond, Louisiana, 
will present the second 
session, promising Ex-
cel “Tips and Tricks to 
Make Your Head Spin.”

The goal is to im-
prove day-to-day ef-
ficiency with this 
widely used program. 
Stephens will:

• Identify key features of Excel
• Differentiate between Excel functions 

to select the best one for your purposes.
• Compose a list of capabilities that 

have direct application to your business.
• Apply the knowledge gained to solve 

productivity needs.
The third of the three sessions will cov-

er “Using Conflict Resolution Phrases to 
Manage Critical Conversations.”

Barbara Mitchell, 
a Reston-based HR 
consultant will be the 
presenter. Mitchell, 
co-author of The Big 
Book of HR and The 
Essential Workplace 
Conflict Handbook, 
will share appropriate 
phrases to use to jump 
start dialogue and re-
solve conflict. In this 
session, attendees will:

• Identify what makes a conversation 
potentially difficult.

• Differentiate between “good” conflict 
and “bad” conflict.

• Learn appropriate conflict resolution 
phrases and how to use them.

• Practice using conflict resolution 
phrases in team settings.

Retreat organizers 
made this note about 
the third session: The 
use of this seal con-
firms that this activ-
ity has met HR Cer-
tification Institute’s® 
(HRCI®) criteria for 
recertification credit 

pre-approval. This activity has been ap-
proved for 1.50 HR (General) recertifica-
tion credit hours toward aPHR™, PHR®, 
PHRca®, SPHR®, GPHR®, PHRi™ and 
SPHRi™ recertification through HR Cer-
tification Institute® (HRCI®).

Back for another year
The Retreat will see the return of sev-

eral popular activities for another year:
Business Partner Orientation. The 

Business Partner Orientation is an op-
portunity for sponsors to learn more 
about not only ALA but how the Virgin-
ia Statewide Retreat works. Are you a 
Business Partner with one Chapter and 
considering sponsoring another? Join us 
for networking advice about the Retreat 
and getting your general ALA questions 
answered by the experts.

Friday, March 16, 2018 – SALON A, 
3:00 - 3:30pm

Friday Night Festivities, Including 
Music, Photobooth and Drinks. Join the 
fun at the new GRAIN Rooftop Beer Gar-
den for music, drinks, and good company. 
Soak in the beautiful Norfolk skyline at 
night, or enjoy an evening of fun with a 
photobooth, fire pits, billiards, and darts. 

Friday, March 16, 2018 – GRAIN Roof-
top Beer Garden, 8:30pm-12:00am

Business Partner Exhibit Hall. Look-
ing for a new service or system for your 
firm? The exhibit hall features over 50 
Business Partners from across the state 
showcasing the latest in legal resources. 
Network, pick up some swag, and come 
away with fresh ideas and solutions for 
the new year.

Saturday, March 17, 2018 – Salons D & 
E, 10:30am – 12:30pm

New for 2018 
New Member Orientation. For new 

members of ALA, this orientation is perfect. 
The orientation will provide new members 
an opportunity to learn more about ALA 
and the benefits of membership, as well as 
pointers on how to make the most out of the 
Statewide Retreat experience.

Friday, March 16, 2018 – PAUL FRAIM 
CLASSROOM, 3:00 - 3:30pm

ALA Retreat Boot Camp – All Levels 
Exercise Class. Join Coach Ruvi Makuni 
and start your weekend off right with 
a full body boot camp style workout. 
The ALA Retreat Bootcamp combines 
strength and cardio exercises, including 
a warm up and cool down. This workout 
can easily be modified to fit any level and 
range of experience. Whether you are new 

10th annual Retreat is on tap

to exercising or an athlete looking for a 
new challenge, this boot camp has a place 
for everyone. 

Saturday, March 17, 2018 – SALON A, 
6:45-7:30am

Round Table Discussions. Starting a 
new project? Changing a policy? Looking 
for advice on a sticky HR topic? Then join 
the new round table discussions session. 
The session will consist of several small-
group round tables to facilitate discus-
sions and ensure everyone walks away 
with an answer to their burning questions.

Saturday, March 17, 2018 – SALON A, 
2:15–3:30pm 

New chapter presidents
New officers at the four chapters will 

take office on April 1, as the ALA calen-
dar year runs from April 1 to March 30. 

Here are the current Presidents 
through March 30 are listed below and 
the incoming Presidents are listed under 
them for each chapter.  Northern Virginia 
and Western Virginia have no change at 

the president position. 
• Hampton Roads:        Lisa Daniel, 

Zoby, Broccoletti & Normile, PC (current), 
Kim Pici, Inman & Strickler PLC (incoming) 

• Northern VA: Megan Pfeifle, Sher, 
Cummings & Ellis (current & incoming)

• Richmond: Nancy Pugh, Allen, Allen, 
Allen & Allen (current), Cherie Heintz, 
Hunton & Williams, LLP (incoming)

• Western Virginia: George Leloudis, 
Woods Rogers PLC (current & incoming)

Editor’s Note about this section:  The ALA 
has five educational areas of knowledge as 
identified by the ALA Knowledge, Skills 
and Abilities (KSA) Survey. These include: 
(1) communication and organizational 
management, (2) financial management, 
(3) human resources management, (4) legal 
industry/business management, and (5) 
operations management. We have sought 
to include articles that address as many of 
these areas as possible. Future issues of the 
VA Legal Administrator will delve into the 
topics as well.

CLAPP

STEPHENS

MITCHELL

S P E C I A L  E V E N T

The ALA has five educational areas of knowledge as identified by the ALA Knowledge, Skills 
and Abilities (KSA) Survey. These include: (1) communication and organizational manage-
ment, (2) financial management, (3) human resources management, (4) legal industry/
business management, and (5) operations management. We have sought to include articles 
that address as many of these areas as possible. Future issues of the VA Legal Administrator 
will delve into the topics as well.
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By GLenda LeGendre

BridGetower Media newswires
So your piece of the  market 

isn’t where you want it to be. 
What do you do?

Start by looking at all your 
marketing efforts and honestly 
assessing their effectiveness. 
Then compare what your com-
petition has done to achieve 
success. Did they spend more 
than you did? How did they 
spend their marketing dollars 
and focus? You can subsequent-
ly eliminate or add in some new 
approaches while following 
trends and changing practices. 
I call this reflective process a 
“marketing audit.”

For some specifics, start with 
basic e-mail marketing. Data 
indicate that e-mail is still an 
effective tool but needs to be 
segmented better to achieve 
maximum results. Your e-news-
letters or client alerts can be 
customized by demographics 
or interests by simple adapta-
tions of content. To do this well, 
scrutinize your lists and client 
knowledge carefully. For exam-
ple, a general law firm newslet-
ter may not be of interest to a 
construction client. Make it rel-
evant to the specialized group. 
This approach is more work 
initially, but the content can be 
leveraged for use on your web-
site or for submission to news-
papers and publications.

Another area for review that 
is often overlooked: The trend 
in 2018 will be continued ex-
pansion of content marketing 
for both digital and traditional 
content integration. Your print 
ads, mailers, publications and 
mobile-friendly website digi-
tal focus need to be consistent, 
changed with great frequency 
and of high quality.

A newer concept of dynamic 
content is also being explored. 
For example, a campaign for 
your product or service can of-
fer different discounts to differ-
ent target groups. You likely al-
ready segment your websites by 
specialties or services.  The next 
step is tying in different content 
on each section.

In addition to advancing your 
specific client goals, content 
marketing in the digital realm 
promotes search engine optimi-
zation (SEO.) The goal of SEO 
is for your website to appear 
higher up on Google and other 
searches. This can be achieved 
through a variety of approach-
es, including changes to your 
content with tagged items, fre-
quent contributions on other 
websites and blogs, use of social 
media, media coverage and “pay 
to play” ads (Google AdWords, 
etc.). The correct mix of these 
integrated items depends on 
your budget and staff.

The final advice for increasing 
your organizational or personal 
brand recognition and market 
share in 2018? Emphasize net-
working and supernetworking 
(the combination of traditional 
networking and a social media 
presence). 

Glenda LeGendre is princi-
pal of Strategic Marketing and 
Communications in Baltimore. 

Where to focus in 2018
M A R K E T I N G
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“Loaded with expert 
advice in layman’s 

terms, this must-have 
guide will pay for 
itself many times 

over.” 
 
 
 
 
 
 
 
 

“Every law office should 
have this book on their 

shelf or desk.” 

“This is a must own 
for all legal 

professionals.” 
 
 
 
 
 
 
 
 

“You’d be hard-pressed 
to find any better source 
today of savvy, unbiased 

advice about legal 
technology.” 

 
 
 
 
 
 
 
 
 

The only book of its kind that helps solo and small firm lawyers find the best technology for their 
dollar, this annual guide provides the most current and clearly presented information and 
recommendations on computers, servers, networking equipment, legal software, printers, security 
products, smartphones, tablets, and anything else a law office might need. 

Topics include: 
 
• Updated recommendations on hardware and software for PCs, and Macs and Tablets 
• Guidance for billing software to ensure continued sustainability 
• Securing your data (even from our own government) 
• Guidance for choosing and securing today’s smartphones 
• The rise of cryptocurrencies and what they mean to the practice of law 
• Rules for safe computing on the road and abroad 
• The direction of legal technology in 2018 

 

Purchase the book from the American Bar Association at shop.americanbar.org – product # 5110819 
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By charLotte hodde
BridGetower Media newswires

Although many of the accused harassers and vic-
tims who have come forward so far are high-profile 
Hollywood stars, business executives and politicians, 
these very public reports are creating a ripple effect 
that shows no sign of slowing. As a result, employ-
ers, regulators and legislators face increasing public 
pressure to ensure changes happen.

Many Democratic and Republican politicians are 
swiftly denouncing colleagues accused of sexual mis-
conduct. Congress passed rules late last year requir-
ing lawmakers, staffers and congressional employ-
ees in both the House and Senate to complete sexual 
harassment prevention training.

The harassment laws have not meaningfully 
changed in the last few years. Federal and state laws 
prohibit sexual harassment at work, both quid pro quo 
treatment (supervisors favoring subordinates based on 
the subordinate’s response to sexual advances) as well 
as hostile work environments. Employees bringing 
hostile work environment claims must show that the 
sexual harassment they experienced was severe and 
pervasive.

The reality is that all gender-based harassment and 
discrimination, even where it does not rise to the level 
of these legal standards, causes employees emotional 
distress and deeply disrupts the work environment. 
Stressful and costly litigation often follows even mi-
nor and unsubstantiated accusations. And the recent 
news reminds us that the public relations fallout can 
be as damaging as the legal liability.

In the wake of the recent scandals, employers 
should be more prepared than ever for reports of 
past or ongoing harassment in their workplaces. In 
addition to corrective actions needed, employers also 
must be conscious of issues of legal liability. 

The usual defense to liability is three-prong: poli-
cies, reporting and investigation. Proactive employ-
ers should ensure their employee policies prohibit 
harassment, retaliation and discrimination, and 
publicize that prohibition to the workforce. Every 
employee must know the reporting procedures, how 
to report up the chain of command, and alternative 
complaint avenues available if their manager is the 

harasser. Finally, it has never been more important 
for employers to take every complaint of harassment 
seriously and promptly initiate an investigation to 
gather relevant facts and take remedial steps that 
ensure the improper conduct ceases immediately.

Another component of a strong defense is em-
ployee training. It is time to change how employees 
are educated to recognize and help prevent sexual 
misconduct. The Equal Employment Opportunity 
Commission’s Select Task Force on the Study of Ha-
rassment in the Workplace reported in 2016 that the 
usual, old sexual harassment prevention training is 
not working. In fact, some of the ways we have been 
conducting harassment prevention training could be 
counterproductive – simply checking a box to mini-
mize legal liability while harassment continues. The 
task force concluded that workplace harassment 
training needed to be revamped, suggesting “middle 
managers and first-line supervisors in particular 
could be the most valuable resource in preventing 
and stopping harassment.” A refreshed training pro-
gram is a strong part of the defense against future 
misconduct and will communicate to employees that 
prevention is a priority for the company.

A growing body of research suggests that train-
ing will work best when it includes face-to-face 
interaction, is presented by outside experts, and 
involves company leaders. The first step is to move 
past the online training programs. Employees usu-
ally watch these trainings in isolation and either 
fail to absorb or entirely ignore the content. In the 
past, courts have largely recognized online train-
ings as legitimate defenses to legal liability, but 
that trend will definitely change and these over-
ly simplistic trainings are probably encouraging 
costly lawsuits, as well as prompting talent to quit 
in the meantime.

Instead, employers can focus on workshops that 
train employees to be active bystanders, to recognize 
harassment and discrimination, and to intervene. In 
turn, these trainings will not only reduce occurrenc-
es of harassment, but also cultivate a culture of re-
spect and support for harassed employees that will 
encourage reporting and boost workplace morale.

Charlotte Hodde practices law in Portland, Oregon.

Responding in the #MeToo era
H U M A N  R E S O U R C E S

The reality is that all 
gender-based  
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discrimination, even 

where it does not 
rise to the level of 

these legal standards, 
causes employees 
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deeply disrupts the 
work environment. 
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By JereMy c. JeFFers
BridGetower Media newswires

What do you think of when you hear the term “office?” What 
image flashes through your mind? I believe for most of us, the 
answer is based on our own experiences from our careers, or 
from visiting an office that has left an impression that may be 
positive or negative.

An office is not a static layout in which one size fits all. Of-
fice design today is dynamic, and fluctuating based on recent 
design thinking and awareness that our work place is an en-
vironment that is healthy. It is a place we enjoy walking into 
every day. It optimizes our potential for production, creativity, 
and happiness.

In the design of an office, there should be no “one size fits 
all” philosophy. The imitation of the Google open office is not 
always a good thing. If an employee is an introvert, working in 
such an open environment is a torment.  Sometimes, the avail-
ability of private office space is necessary for office functions 
which require confidentiality.

In a recent article in Inc., Jeff Pochepan, the president  of 
Los Angeles-based Strong Project Inc. wrote, “With the on-
slaught of open-office trend articles and latest technologies, 
sometimes we forget the considerations of what makes for 
great, classic, authentic office designs. The deeper foundations 
of a company’s culture are sacrificed for the new and shiny, 
and fast design is mistakenly favored over thoughtful layouts 
and high-quality furniture and thoughtful layouts.”

Is there a need for privacy, or is open, creative collabora-
tion a priority? Creating a great work space that emphasizes 
and promotes the company brand and provides comfort for 
that company’s employees requires team work, attention to, 
research with the company’s branding specialist, and consid-
eration of the company culture that is to be built. A checklist 
should include:

1. Focus on the psychological comfort of the employee.
2. Not sacrificing brand identity for discounted finishes, fix-

tures, and furniture.
3. Review the materials that will be used.
4. Choose designers and suppliers whose stories resonate 

with you.
5. Measure your workspace needs for effective planning.
6. Keep movement and wellness in mind and invest in the 

employee’s physical well-being.
7. Not jumping on the open office trend if it is not right for 

your employees.
We must also be careful of those design elements that may 

be disguised as cutting edge, but are overused and out dated. 
Examples of type of design trends include reclaimed wood, 

providing too much fun or gimmicky attractions, providing 
non-office furniture like bean-bag-chairs, standing or walking 
desks which only add to office fatigue, and as what one article 
stated, “Stop imitating Google.”

The goal of today’s office design is to go beyond creating a 
building that is sustainable and energy efficient, and to work 
with the occupants for which we are designing the spaces. Our 
intent should be to make employees more efficient, produc-
tive, and inspired. Today’s emerging office design trends are 
grounded on the principle of attracting and retaining great 
people.

There are numerous articles available that share the do’s 
and don’ts of office design.  A trend identified as “Biophillic 
Design” has emerged from technology changes, a focus on the 
human factor, and environmental and energy awareness.

To call this a trend is not completely accurate, as biophilic de-
sign is a philosophy founded upon our innate connection with na-
ture and natural elements. This design concept extends beyond 
the office building type, and has become a tipping point that could 
be considered a design best-practice.  Examples of biophilic fea-
tures include green walls, plants, natural woods or stone, and any 
material that mimics the natural world. We, as a species, have 
divorced ourselves from nature. We spend more time now indoors 
at home and at work, and experience more commute time in our 
daily lives. Nature has never been more important than it is today. 
As a result, we are missing the basic benefits of our needed expo-
sure to nature.

The core features of biophilic design include scattered or 
clustered varied vegetation, overlooking landscapes, blurred 
boundaries between indoors and outdoors, dynamic and dif-
fused light, natural scents, proximity to water, the use of nat-
ural and local materials, and providing shelter or privacy. The 
benefits of biophilic design may include reduced employee ab-
senteeism, improved health, increased feeling of well-being, 
improved productivity, increased employee engagement, re-
duced stress levels, and reduced fatigue.

Sometimes our perception of new concepts is merely a re-
invention of something past. The organic architecture move-
ment of the early 20th century was developed around these 
theories. What we see today are the technologies, means, and 
methods to take the best of these practices and make them 
better. As businesses become aware of the scientific research 
into mental and physical benefits to their workforces, and 
of their increased profitability due to sustainability and im-
proved building performance, the more important biophilic 
design will become in the future of office design.

Jeremy C. Jeffers, AIA, CSI, CDT is president-elect of the 
American Institute of Architects - Idaho.

The future of the modern office
E N V I R O N M E N T
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The NOVA ALA ChApTer hOsTed The “ThirsTy ThursdAy” hAppy hOur ON Feb. 8 AT The FAirView pArk MArriOTT. The hAppy hOur wAs spONsOred by busiNess pArTNers pLANeT depOs ANd MOde 5.
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New Members
The Northern Virginia chapter reports two new members:  Mary Daly 

of  MH2 Technology Law Group and   Christina Bekelja of  Rossi Kimms 
& McDowell LLP

On the Move
Jillian Holmes has moved to Chaikin, Sherman, Cammarata & Siegel 

PC in Washington, DC.

Accomplishments
Two Northern Virginia chapter members were honored by Virginia 

Lawyers Weekly as “Unsung Legal Heroes.” 
They are Robert Kotwicki of Cooper Ginsburg Gray PLLC and Saul 

Isakower of Maddox and Gerock, PC. 
From the Hampton Roads chapter, Valerie Williams was among those 

honored by this program. 
******

Jesse Welsch was recognized last fall in the “Millennials on the Move” 
feature in COVA Biz magazine. The program honors up-and-comers in 
the Coastal Virginia business community. 

He is the marketing & operations director at Wolcott Rivers Gates and 
member of the Hampton Roads chapter. 

******
Lisa Daniel received a Chapter Leadership Award from the Hampton 

Roads chapter at the group’s fall managing partner luncheon. She was 
recognized for her service as chapter president during 2016-17. 

She was one of four people from the Hampton Roads chapter who at-
tended the regional convention in Nashville in October. Also in the dele-
gation were Valerie Williams, Kim Pici and Ann Caudle.

Retirements
Pam Walker, a past Northern Virginia Chapter President (2000-2001), 

retired from Hunton & Williams in 2017.

Membership Feature Spotlight:
From the Northern Virginia chapter: The Friday Fast Five
The Friday Fast Five is a weekly offering created in summer 2017 by 

the Northern Virginia chapter. The mission of the Friday Fast Five was 
simple: The chapter wanted to deliver relevant educational content to their 
members that could help them with their specific firm challenges without 
taking too much time from their day.  The content editors additionally take 
topic requests from members to further customize the newsletters. The 
Friday Fast Five was a hit and the distribution expanded, now reaching 
ALA national Region Two Directors, Northern Virginia chapter Business 
Partners, the Hampton Roads chapter, and the Western Virginia chapter. 
The Northern Virginia chapter is proud to be uniting with the other Vir-
ginia chapters and their Business Partners to share our knowledge and 
resources. The Friday Fast Five submissions can be reviewed on the chap-
ter’s website at: http://www.alanova.org/resources/friday-fast-five/
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