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Leading the Social 
Side of Change

ccording to a recent MIT/Sloan Management Review article, 
what really distinguishes high performers from the rest of the 
pack is their ability to maintain and leverage large, diversified 

networks that are rich in experience and span all organizational bound-
aries.

Ironic, isn’t it? Here we are, smack in the middle of the Information Age, 
discovering that our greatest advantages aren’t coming from what we 
know but rather from whom we know - and that the high achievers 
of today are not so much a product of superior expertise as they are a 
product of superior networks.

Not that it should have come as a surprise to those of us who study or-
ganizational behavior. Flattened hierarchies and virtual enterprises have 
increased workplace complexity while reducing institutional support. 
We’ve gone from relying on org charts to depending on social networks. 
So now, more than ever, successful professionals must leverage their 
relationships.

Happy New Year!! 

Hope everyone had a great holi-
day season and a good start to 
2007. April 1st is officially the 
start of our Chapter New Year. 
2006 was a great year for our 
Chapter and there are many ex-
citing events planned for 2007. 
You won’t want to miss out on 
any of them. We just celebrated 
the Chapter’s Change of Gavel 
and if you missed that event, you 
definitely missed a good time. 

I would like to personally thank 
the current Board of Directors and 
Committee Chairs. It has been 
great working with each of you 
and I am so grateful for everything 
that has been accomplished by all 
of you this past year. Because of 
these incredible individuals our 
chapter has once again earned 
the coveted GOLD Level Presi-
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SAGE OnSight improves IT service and provides 
peace of mind so you can focus on being a lawyer.

Network downtime, virus infections, and poor 

network performance cost your firm productivity. 

OnSight remotely monitors and manages your IT 

network 24/7, and provides fast response should 

something go wrong, meaning cost savings from 

less downtime and more productivity.

OnSight provides flexible and agile IT support, 

augmenting your current IT staff with help desk, 

site visits from expert SAGE engineers, and quarterly 

www.sagesol.com

technology reviews to align IT with your business 

goals.

Learn more about how OnSight can reduce 

downtime and improve your IT infrastructure. 

Please visit www.sagesol.com/alanova/ or to sign-

up for a free one-hour webinar. To discuss how 

OnSight can benefit your firm, please contact 

Karin Magness at 202-478-7604 or e-mail kmag-

ness@sagesol.com

S A G E

...we’ll watch the network.

Be a lawyer...

Insightful Solutions in Technology Management

Remote Network Management : : 24/7 Monitoring Site Visits : : Reporting and Technology Planning 



“...to nominate someone who made every 
effort to advance the profession of legal 
management and to help the ALA increase its 
stature within the legal community.”

�JAN • FEB • MAR • 2007

Contents
FEAtuREs

1 Leading the social side 
of Change

5 Prioritization Power

DEPARtMENts

� (Past) President’s Column: 
We Grab Gold Again!

4 Welcome New Members

6 Vendor spotlight: 
LPI, All Grown up!

11 thank You sponsors!

12 New Leadership

sPOtLIGHt

Jennifer Spangler, 
QUEST Award Winner

At the National Educational Conference 
in Las Vegas next month, ALA will award 
the first annual “QUEST” Award to a new 
member who became actively involved in 
the Association during their first year as a 
member.  

The NOVA Chapter reviewed a list of eli-
gible new members and was encouraged, 
by National, to nominate someone who 
made every effort to advance the profes-
sion of legal management and to help the 
Association of Legal Administrators increase 
its stature within the legal community.  Af-
ter reviewing the list of eligible members, 
it was obvious who the nomination should 
be!

This individual became a member of ALA in 
August 2005. She quickly became a friendly 
and familiar face by attending many of the 
Chapter’s monthly meetings and special 
events. In 2006 she willingly accepted the 
challenge of single handedly spearheading 
the publication of the Chapter’s newsletter.  
This is a huge task for a committee but is 
especially cumbersome for only one person 
to manage. The newsletter requires a high 
level of creativity, strong organizational and 
time management skills and the ability to 
think out-side-the-box. Our Candidate has 
all of these qualities and more. She has tak-
en the Chapter’s newsletter from a “small 
town paper” to a “metropolitan power-
house” by joining forces with our vendor 
partner, Sage Solutions.  

We are pleased to announce that the NOVA 
Chapter of the ALA has submitted Jennifer 
Spangler as our candidate for the First An-
nual ALA “Quest” Award. Whether or not 
she wins the National Award, Jennifer will 
always be a winner to us!   

Please join me in thanking Jennifer Span-
gler for her support of the chapter and for 
quickly becoming involved in ALA. 

LOOKING 
FOR A 
GOOD 
HIRE???

Advertise your open positions on the 
Chapter’s website!  It’s free for 60 days 
-- it’s easy -- and it’s effective!  

Simply email the job details to:  
katharine.mann@ofplaw.com.
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NoVaNetWork
Editor-in-Chief 
Jennifer Spangler 
703-641-4521

Contributors 
Dr. Donald L. Wetmore 

Bob Abramson

Creative Director 
Peter von Elling, SAGE 

202-478-7600

Editorial Policy
ALA NoVa Network Newsletter is pub-

lished quarterly for the members of the 
Northern Virginia Chapter of the Associa-
tion of Legal Administrators to provide 
information and education for legal 
administrators, law office managers, law 
firm managment, and others in law-re-
lated administration. This newsletter is not 
providing legal, financial, or tax advice. All 
articles, letters, and advertisements should 
not be considered endorsements by the 
Northern Virginia Chapter of the ALA. All 
written submissions are subject to editiing 
by the editorial staff and become property 
of the Northern Virgina Chapter of the 
ALA.

Advertising is assigned on an annual 
basis based upon chapter sponsorship. For 
sponsorship information, please contact 
Marcie Cedor at 703-744-8007.

ALA NOVA Mission statement
The Northern Virginia Chapter serves 

its members by providing a forum for 
improving the quality of their profession 
and that of their law firms through the 
exchange of information and by providing 
educational opportunities to administra-
tors and members of their firms.

The Northern Virginia Chapter was 
chartered in June 1980, and today has 
about 55 active members representing law 
firms, corporate legal departments, and 
government agencies. The Association of 
Legal Administrators (ALA) today has close 
to 10,000 members throughout the world. 
There are four ALA chapters in Virginia: 
Hampton Roads, Richmond, Western 
Virginia, and Northern Virginia. 

Copyright ©2006 
Northern Virginia Chapter, 

Association of Legal Administrators

NOVA ALA Welcomes 
New Members!
Colleen Crowley
Office Administrator 
McGuire Woods, LLP 
1750 Tysons Blvd., Suite 1800 
McLean, VA 22102 

703-712-5404

Kimberly Edwards
Assistant Office Administrator 
McGuire Woods, LLP 
1750 Tysons Blvd., Suite 1800 
McLean, VA 22102

703-712-5373 

Lorri Zell
Zell Law 
11710 Plaza America Dr., suite 120 
Reston, VA 20190

571-206-9355 

Craig Zalk **
Executive Director 
Birch, Stewart, Kolasch & Birch, LLP 
8110 Gatehouse Road, Suite 100 East 
Falls Church, VA 22042 

703-205-8000 

Angela, M. Crain
Human Resources Manager 
Birch, Stewart, Kolasch & Birch, LLP 
8110 Gatehouse Road, Suite 100 East 
Falls Church, VA 22042

703-205-8000 

Keisha Brown 
Office Manager 
Pratt Law Group, PLLC 
1700 Diagonal Road, Suite 610 
Alexandria, VA 22314

(703)-299-0860 
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Pr1oriti2ing Pow3r
Dr. Ronald E. Wetmore

10

I recommend taking time each evening to 
do Daily Planning for the next day. 

Prepare a list of all the things you “Have 
To” do, but, more importantly, the things 
you “Want To” do. This begins the process 
of taking control of the most precious re-
source at your command, the next twenty-
four hours.

If you were to review that list, it is likely you 
would find some items are “Crucial” while 
others are, well, “Not Crucial.” The Crucial 
items give you the best use of your time, 
but often we get caught up in the Not Cru-
cial items because they are typically quicker 
and maybe a bit easier to complete than 
the Crucial items.

We need Prioritizing Power, a tool to help 
us to get over to the Crucial side of our 
daily ledger. 

I have that tool for you through our Priori-
tizing System: 

     A = Crucial 

     B = Important 

     C = Little Value 

     D = No Value 

 * = Quickie 

“A” is for the Crucial items on your list and 
you are the only one who can determine 
whether something is Crucial or not. Now 
you will determine that in light of your 
commitments and responsibilities to oth-
ers but also in light of your long-term goals 
and “Want To’s”. (It ought to be our goal 
each and every day to work our “A’s” off.) 
“B” means Important. If you had a choice 
between an “A” and a “B”, obviously, you 
would want to work on the “A”. (You may 

find you have two “B’s” or not two “B’s”; 
that is the question.) “C” means Little Val-
ue. Chances are you will not get to your 
“C’s” today but that is fine because every-
thing else will have a higher value.

“D” means No Value. What do you do if 
you find you have a “D” on your list? 

Get rid of it because by definition it has no 
value. If you have not been through this 
process before of writing everything down 
that you “Have To” and “Want To” do, no 
doubt you will find you have been carrying 
around some “D’s” in your head and it is 
a welcome relief to scratch them off your 
list.

Finally, the “*” is for a Quickie item. Any 
item that takes less than a minute or two 
to complete ought to be identified as a 

	 “I	recommend	taking	time	each	evening	to	do	
Daily	Planning	for	the	next	day.”
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Lori DiCesare, founder and 
President of Legal Place-
ments, Inc. (LPI) and her 
staff celebrated their ten 
year’s in the staffing in-
dustry in 2006.  The firm 
offers temporary, perma-
nent and temporary to 
permanent staffing of law 
firms and corporations 
by providing hundreds of 
contract attorneys, legal 
assistants, legal secretaries, 
IT professionals, accountants 
and administrative assistants 
to nearly 500 clients. LPI has 
set up headquarters in Washing-
ton, D.C. – right in the heart of the 
legal community in the Nation’s Capital.  
Offices figure prominently in Northern Vir-
ginia/Tysons Corner and Manhattan, New 
York.  Exciting times are ahead for the le-
gal staffing firm--at the beginning of 2007 
a new office was christened in Chicago, 
thanks to the tremendous growth they 
have experienced in markets in, and out-
side of the District of Columbia.

LPI has seen its business blossom these last 
10 years by way of grit, determination and 
passion. LPI’s business started with baby 
steps in October of 1996, with a mere in-
vestment of $5,000, one employee, a tiny 
office, no IT support and one lone curious 
prospect. Since its inception, LPI has grown 
into a mature multi-million dollar busi-
ness. From one employee to 50 employees, 
DiCesare has strategically, and judiciously 
hand-selected her staff as she has nurtured 
the business from the proverbial “ground 
up”. “Everyone knows you are only as good 
as your people, and I know I wouldn’t be 
where I am today without my hard-work-
ing, loyal and motivated staff,” states DiC-
esare. LPI’s employees are comprised of 
attorneys and staffing specialists, a profes-
sional requirement DiCesare applies to her 
recruiting in effort to serve her clients with 
the utmost precision when filling an assign-
ment by a client. According to DiCesare, 
“Our growth is dependant upon knowing 

their legal business better than 
they do, and we want to be-
come masters at execution 
when it comes to staffing 
their firms and companies.”  

DiCesare points to a tell-
tale sign of growth in the 
repeat business she has 
experienced.  “90% of our 
business comes from re-
peat business – the ultimate 
complement, and sustaining 
factor for our success,” re-

marks DiCesare.  

To maintain growth of LPI’s 
business means they must contin-

ually hone in on their product attri-
butes -- their people and their skill sets.  

They use product/people positioning as a 
vehicle that promotes their brand identity 
which furthers their reputation. LPI focuses 
on skill sets by doing extensive background 
checks – criminal, social security verifica-
tion, employment reference, resume, bar 
degree status and college degree verifica-
tion.  They meet every candidate in person, 
and they also conduct drug tests if neces-
sary to ensure no stone is left unturned.

“We have also seen an unusual growth in 
the legal foreign language project arena; 
therefore, LPI has signed an agreement with 
ALTA Language Services.” ALTA is a recog-
nized language services organization with 
over 25 years of experience in providing 
language and cultural solutions to individu-
als and businesses.  Through LPI’s affiliation 
with ALTA, the staffing agency will have the 
ability to test up to 85 different languages 
and dialects, and has the resources to de-
velop the appropriate and specific tests for 
LPI contractors who are working on proj-
ects requiring foreign language skill sets.  
“ALTA is a wonderful tool for us as foreign 
language project demands have increased 
exponentially.  Law firms and corporations 
need to feel comfortable knowing they are 
getting top talent who can speak, read 
and translate the required languages with 
precision -- ALTA testing guarantees us just 
that,” remarks DiCesare.

GROWN
All

UP!
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LPI can attribute its growth to many things, 
but at the end of the day DiCesare says with 
a smile, “I rely on a simple formula that I 
believe in some way has helped my com-
pany ‘grow up’ along with my terrific team 
of employees – I think it really comes down 
common sense and something I have bor-
rowed from Sam Walton:

Rule 1: Commit to your business. Believe 
in it more than anybody else. If you love 
your work, you’ll be out there every day 
trying to do it the best you possibly can, 
and pretty soon everybody around will 
catch the passion from you like a fever.

Rule 2: Share your profits with all of your 
associates, and treat them as partners. In 
turn, they will treat you as a partner, and 
together you will all perform beyond your 
wildest expectations.

Rule 3: Motivate your partners. Money 
and ownership alone aren’t enough. Con-
stantly, day by day, think of new and more 
interesting ways to motivate and challenge 
your partners. Set high goals, encourage 
competition, and then keep score.

Rule 4: Communicate everything you 
possibly can with your partners. The more 
they know, the more they’ll understand.

RULE 5: Appreciate everything your as-
sociates do for the business.  

RULE 6: Celebrate your successes. Find 
some humor in your failures.

RULE 7: Listen to everyone in your com-
pany and figure out ways to get them talk-
ing.

RULE 8: Exceed your customers’ expec-
tations.  If you do, they’ll come back over 
and over.  Give them what they want and a 
little more.  Let them know you appreciate 
them.  Fix all your mistakes, don’t make ex-
cuses, and apologize.  Stay one step ahead 
of them.

RULE 9: Control your expenses better 
than your competition. This is where you 
can always find the competitive advan-
tage.

RULE 10: Swim upstream. Change with 
what market demands.  Ignore the conven-
tional wisdom. 

For a decade, Legal Placements, Inc. (LPI) has been providing 

the best people to the best firms. That’s because we have an 

impressive roster of experienced legal secretaries, paralegals and 

contract attorneys to step in and work at a moment’s notice. So, 

when your case load is heavy, our seasoned pros are there ... and 

when the dust settles, they’re off to the next firm in need. With 

our permanent placement attorney division, we’re positioned to 

meet any legal staffing challenge. Plus, Information Technology 

Placements (ITP) can deliver virtually any type of IT pro that you 

might need. Proven Temporary Placements (PTP) fills temporary 

and permanent positions where legal experience is not a 

requirement. So, we have the people you need ... when you need 

them. So, call us or visit www.legalplacements.com today!



8 ALA NOVA NEtWORK NEWsLEttER

Which makes me wonder about the con-
nection between personal networks and 
organizational change . . .

n the pursuit of “hard skill” compe-
tencies and formal strategies we may 
have failed to notice that the most ef-

fective change agents are those individuals 
who have placed themselves at the center 
of intricate webs of relationships. How to 
help employees build and maintain these 
unique relationships may be the most ef-
fective change-management “technique” a 
leader could learn.

The new business fundamentals include 
an increasing focus on knowledge, trust, 
relationships, and communities. And so-
cial networks - those ties among individu-
als that are based on mutual trust, shared 
work experiences, and common physical 
and virtual spaces are in many senses the 
true structure of today’s organizations. 
Anything you as a leader can do to nurture 
these mutually rewarding, complex and 
shifting relationships will enhance the cre-
ativity and readiness for change within your 
team or throughout your organization.

This is true because your team or organiza-
tion is an example of a complex adaptive 
system. In the natural world, examples of 
complex adaptive systems include brains, 
immune systems, and ant colonies. In each 
of these systems there is a network of indi-
vidual “agents” acting in concert. In a brain 
the agents are nerve cells, enzymes, etc.; in 
a corporation the agents are departments, 
functions, individuals. Each agent functions 
in an environment produced by its interac-
tions with other agents in the system. The 
relationships among agents are the con-
duits for the intelligence of the system. The 
more access agents have to one another, 
the more possibilities arise for creating in-
novative solutions to challenges faced by 
the whole system - and (as a direct conse-
quence) the more prepared the system is to 
anticipate and react to change.

But, in order to capitalize on the business 
potential in relationships between people, 
trust has to be established. Trusting is not a 
matter of blind deference, but of placing - 
or refusing to place - trust with good judg-
ment. In what are called “dense” relation-
ships, the strength of connection is such 
that trust is taken for granted. In newer, less 
dense relationships, trust must be built.

Trust is the belief or confidence that one 
party has in the reliability, integrity and 
honesty of another party. It is the expecta-
tion that the faith one places in someone 
else will be honored. Or at least that is 
the definition of trust in its “benevolence-
based” form. Another type of trust, “com-
petence-based,” describes a relationship 
in which one party believes another to 
be knowledgeable about a given subject. 
When building personal networks, both 
types of trust are essential. People have to 
believe that you know what you’re talking 
about, that you have accurate information 
and expertise, but they also have to believe 
that you’re taking their perspectives and 
concerns to heart.

Another ingredient of trusting relation-
ships is consistent credibility. One thing 
I’ve learned over the years is that you can 
talk until you’re blue in the face, but you 
will never create trust unless your sustained 
behavior parallels what you say. That’s why 
building trust can take so long. People are 
waiting to see a long-term, consistent pat-
tern of behavior that is congruent with 
what you’ve been telling them.

High-trust relationships are also very per-
sonal. Beyond the obvious link of work-

Leading the Social Side of Change
1

I
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related issues, we develop relationships 
through finding things in common: loving 
the same music, rooting for the same team, 
having children in same school, liking the 
same kind of food, or playing the same 
sport. And sometimes a leader has to cre-
ate experiences that enable individuals to 
get to know one another as fellow human 
beings.

story I often tell in my Creative 
Collaboration program is about 
Jeff Garbin, whose first manage-

ment assignment was to help facilitate John 
Deere’s change from the “cell concept” of 
manufacturing in which employees mere-
ly performed one or two operations on a 
component before passing it on to the next 
cell to a “modular production system” in 
which all employees working on a given 
component would share equal responsibil-
ity for the finished product.

Along with the other new module leaders 
at Deere, it was Garbin’s job to help his 
employees through the transition - and he 
had inherited a problem. In Garbin’s words: 
“We had ten people working the early shift 

and five on the late one. There were people 
on the two shifts who had never spoken to 
one another before. They didn’t know each 
other, they came from different manufac-
turing disciplines and they had a reputation 
for not getting along. I had to build some 
kind of relationship between the two shifts 
- and I had to do it quickly. What I thought 
of was pretty simple, but it turned out to be 
very effective. I got everyone together in a 
room for a couple of hours, with no limits 
on what they were to discuss, except that it 
couldn’t be business-related. That was the 
beginning. Within three months, people 
started coming in early or staying late just 
so that they could talk with people on the 
other shift about what was happening at 
work.”

Another issue leaders should be aware of is 
motive. Ron Burt, of the University of Chi-
cago, discovered through numerous stud-
ies that certain patterns of connections that 
individuals build with others brings them 
higher pay, earlier promotions, greater in-
fluence, better ideas, and overall greater 
career success. But the MIT study found 
that high-performers didn’t develop and 
maintain these networks because it was 

“political” or self-serving - but rather be-
cause it was a natural consequence of the 
most effective way to get work done. And 
the connections made with others worked 
in ways that were mutual and reciprocal.

I’m not saying that leaders should throw 
out all formal change-management strat-
egies. But I am suggesting that leaders 
should understand that the social side of 
change - which includes building personal 
networks and developing trusting relation-
ships - might prove to be the most power-
ful strategy of all.

Carol Kinsey Goman, Ph.D. speaks on leader-

ship, change, and creative collaboration to as-

sociation, government, and business audiences 

around the world. She can be reached by phone: 

510-526-1727, email: CGoman@CKG.com, or 

through her website: http://www.CKG.com.

In order to capitalize on the business 
potential in relationships between 
people, trust has to be established.

A
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Quickie because in the time it would take 
to figure out its priority, you could have it 
done. I typically have a handful of Quickie 
items each day and I complete them first to 
give my day a jump-start.

To further refine your focus, go back to 
each category of items and sub-prioritize 
each using the numeric system. For exam-
ple, let’s say I have five “A” items to accom-
plish on my To Do list. I cannot do them all 
at the same time but I can do them one at 
a time. I will look then at all five and ask, “If 
I could work on only one “A” item today, 
which one would it be?” 

That item becomes my “A-1“. Then if I have 
time to work on an additional item, which 
item would I do? That item becomes my 
“A-2”. Continue sub-prioritizing the “A’s” 
and then apply the same technique to the 
“B’s” and the “C’s” creating a prioritized 
action list of all the things you “Have To” 
do and “Want To” do, listed in the order 
of their importance helping to keep your 
focus on the most important items in your 
day thereby increasing your productivity.

Arrange for Don to conduct his dynamic, en-

tertaining and content-rich Time Management 

Seminar at your location, from one hour up to 

three full days for groups of any size, helping you 

to get more done in less time now! 

Dr. Donald E. Wetmore is a professional speaker 

at the Productivity Institute specializing in Time 

Management Seminars.  He can be reached at 

127 Jefferson St., Stratford, CT 06615. Phone  

(203) 386-8062 (800) 969-3773 Fax: (203) 386-

8064 and Email: ctsem@msn.com. His web site 

is http://www.balancetime.com 

5

Pr1oriti2ing 
Pow3r

A
B
C
D
*

Crucial  
You are the only one who 
can determine whether 
something is Crucial or not.

Important 
Given a choice between an 
“A” and a “B”, obviously, you 
would want to work on “A”

Little Value 
Chances are you will not get 
to your “C’s” today but that is 
fine.

No Value 
Get rid of it because by 
definition it has no value. 

Quickie 
Any item that takes less than a 
minute or two to complete.
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Presidents’ Award.  It has been great to be 
surrounded by such incredibly dedicated 
and talented individuals who sacrificially 
give of their time for our Chapter.  

It is now time to renew your Chapter mem-
bership.  Renewal notices were sent out 
in February.  If you haven’t sent yours in, 
please take a moment to complete the re-
newal form and send in ASAP.  Our chapter 
grew to 62 members in 2006 and I hope 
we can continue to increase that number 
this year.  If you know someone who should 
be a member of ALA, please contact me, 
LeAnn Cruse (lcruse@mwzb.com).   

I hope that this year you will find time to 
become more involved in the Chapter by 
attending meetings, writing an article for 
the newsletter, or joining a committee.  The 
more involvement we have from our mem-
bers, the stronger the Chapter becomes.  
Together we can do so much!!

5

PLAtINuM sPONsORs

Legal Placements, Inc.

7700 Leesburg Pike, Suite 310 
Falls Church, VA 22043

Contact: Lori DiCesare 
(lori@legalplacements.com) 
Telephone: 703-917-1829

Web Site: www.legalplacements.com 
Industry: Temporary and Permanent Pro-
fessional Placements

GOLD sPONsORs

Compass Computer services

2677 Prosperity Avenue, Suite 700 
Fairfax, VA 22031

Contact: Charles Speer 
(cspeer@compasscomputer.com) 
Phone:  703-876-5577

Web Site: www.compasscomputer.com

tRAK Legal

8200 Greensboro Drive, Suite 275 
McLean, VA 22102

Contact: Tracy Ferry 
(tracy.ferry@traklegal.com) 
Phone: 703-917-8770

Web Site: www.trakcompanies.com 
Industry: Legal Support and Records / 
Library Staffing Solutions

sILVER sPONsORs

Washington Express

12240 Indian Creek Court, #100 
Beltsville, MD 20705

Contact: Gil Carpel 
(gil.carpel@washingtonexpress.net) 
Phone:  301-210-3500

Web Site: www.washingtonexpress.net 
Industry: Courier/Delivery Service

IKON Office Solutions

1120 20th Street, N.W., M02 
Washington, DC 20036

Contact: Jason Walker 
(jasonwalker@ikon.com) 
Stephanie Johnson 
(stephanie.johnson@ikon.com) 
Phone:  202-452-1850

Web Site: www.ikon.com 
Industry:Legal Document Services

BRONzE sPONsORs

sAGE solutions Group

1020 19th Street, N.W., Suite 800 
Washington, DC 20036

Contact: Karin Magness 
(kmagness@sagesol.com) 
Phone:  202-478-7600

Web: www.sagesol.com 
Industry: Legal Technology Consulting and 
Managed IT Services

total Document solutions, Inc.

19440 Golf Vista Plaza, Suite 220 
Leesburg, VA 20176

Contact: Jennifer Graham 
(grahamj@totaldocuments.com) 
Phone:  703-771-6307 ext. 309

Web Site: www.totaldocuments.com 
Industry: Document Management

We Grabbed 
Gold Again!
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BOARD OF DIRECtORs

President

LeAnn Cruse
Office Administrator 
Millen, White, Zelano & Branigan, P.C. 
2200 Clarendon Blvd, Suite 1400 
Arlington, VA  22201

Email:  lcruse@mwzb.com 
Telephone: 703-243-6333 
Fax: 703-243-6410

President Elect

Brenda Hansen
Office Administrator 
Jackson Lewis LLP 
8614 Westwood Center Drive, Suite 950 
Vienna, VA  22182

Email: hansenb@jacksonlewis.com 
Telephone: 703-821-2189 
Fax: 703-821-2267

Immediate Past President

Deborah Stickles
Director of Administration, Baltimore 
Venable LLP 
Two Hopkins Plaza, Suite 1800 
Baltimore, MD 21201

Email: dmstickles@venable.com 
Telephone: 410-244-7511 
Fax: 410-244-7742

treasurer

Ben Sotelo
Firm Administrator 
Vaughan, Fincher & Sotelo, P.C. 
8619 Westwood Center Drive 
Vienna, VA  22182

Email: bsotelo@vfspc.com 
Telephone: 703-506-1810 
Fax: 703-506-1850

secretary

Lorri M. Holland
HR Manager 
Patton Boggs LLP 
8484 Westpark Drive, 9th Floor 
McLean, VA  22102

Email: lholland@pattonboggs.com 
Telephone: 703-744-8106 
Fax: 703-744-8001

Vice President

Marcie Cedor
Director of Administration 
Patton Boggs LLP 
8484 Westpark Drive, 9th Floor 
McLean, VA  22102

Email: mcedor@pattonboggs.com 
Telephone: 703-744-8007 
Fax: 703-744-8001

Region 2 Council Representative

Kevin O’Hare
Business Manager 
Reed Smith 
3110 Fairview Park Drive, Suite 1400 
Falls Church, VA  22042

Email: kohare@reedsmith.com 
Telephone: 703-641-4291 
Fax: 703-641-4346

COMMIttEE CHAIRs

Education Program Committee

Brenda Hansen
Office Administrator 
Jackson Lewis LLP 
8614 Westwood Center Drive, Suite 200 
Vienna, VA  22182

Email: hansenb@jacksonlewis.com 
Telephone: 703-821-2189 
Fax: 703-821-2267

Hospitality Committee

Cheri Edwards
Office Manager 
Womble, Carlyle Sandridge & Rice, PLLC 
8065 Leesburg Pike, 4th Floor 
Tysons Corner, VA  22182

Email: cjeedwards@wcsr.com 
Telephone: 703-790-4688 
Fax: 703-918-2246

Membership Committee

LeAnn Cruse
Office Administrator 
Millen, White, Zelano & Branigan, P.C. 
2200 Clarendon Blvd, Suite 1400 
Arlington, VA  22201

Email: lcruse@mwzb.com 
Telephone: 703-243-6333 
Fax: 703-243-6410

Newsletter Committee

Jennifer Spangler
Office Services Supervisor 
Reed Smith 
3110 Fairview Park Drive, Suite 1400 
Falls Church, VA  22042

Email: jspangler@reedsmith.com 
Telephone: 703-641-4521 
Fax: 703-641-4340

Leadership
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Vendor Partner Committee

Marcie Cedor
Director of Administration 
Patton Boggs LLP 
8484 Westpark Drive, 9th Floor 
McLean, VA  22102

Email: mcedor@pattonboggs.com 
Telephone: 703-744-8007 
Fax: 703-744-8001

Website Committee

Katharine (Kappa) Mann
Office Administrator 
Odin Feldman & Pittleman, P.C. 
9302 Lee Highway, Suite 1100 
Fairfax, VA  22031

Email: katharine.mann@ofplaw.com 
Telephone: 703-218-2263 
Fax: 703-218-2160

Community Challenge

Lynda Tompkins
Office Manager 
Wickwire Gavin, PC 
8100 Boone Blvd., Suite 700 
Vienna, VA  22181

Email: ltompkins@wickwire.com 
Telephone: 703-790-8750 
Fax: 703-448-1801

small Law Firm Group Committe

Tempie Tavenner
Office Manager 
Katz & Stone, LLP 
8230 Leesburg Pike, Suite 600 
Vienna, VA  22182

Email: ttavenner@katzandstone.com 
Telephone: 703-761-3000 
Fax: 703-761-6179

Congressional Hearing
Seat Holding Service

Washington Express provides competitively priced seat holding services
for all congressional and judicial hearings. Our experienced seat holders
carry cell phones and printed signs bearing the Washington Express logo
and your hearing attendee's name for easy location. We closely monitor
all hearing schedules as well up to the minute seating demand for 
individual hearings.

For more information, please contact Mike Miller at
(301) 210-0899 ext. 201 or at mm@washingtonexpress.net

Need to attend a congressional hearing
but don't have time to stand in line?

Toll Free (800) DELIVER     DC/MD (301) 210-3500     VA (703) 698-4400     Fax (301) 419-7075
12240 Indian Creek Court, Beltsville, Maryland 20705     www.WashingtonExpress.net


