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Online LawPartnering®™ Manual, including all future additions to this expanding resource.
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meaningful change in the legal profession. If you have experience relating to partnering strategies or
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Join Our Faculty.

The Table of Contents of the Online LawPartnering®* Manual is presented on the next page of this
document. For more information about the LawPartnering®¥, please visit our Web site at
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LawPartnering®" Orientation

Introduction To Partnering

Introduction To Partnering, by Peter C. Jenkins, President, LawPartnering, Inc.,
September 2000 (available, without restriction to all members of the LawPartnering="
Institute).

Partnering: The "New" Client-Law Firm Relationship, by Andrew Fitzsimons and Steven
Lauer, Corporate Legal Times, July 1997.

Convergence and Strategic Partnering: Key Concepts, by Thomas F. O'Neil lll, Chief
Litigation Counsel, MCI WorldCom, Inc.; and John C. Wyman, Partner, Murtha, Cullina,
Roche, Carens & DeGiacomo, December 1999.

Convergence and Strategic Partnering: Key Concepts (revised), by Thomas F. O'Neil lll,

Chief Litigation Counsel, MCI WorldCom, Inc.; and J. Michael Brown, Partner, Wyatt,
Tarrant & Combs, May 2000.

Partnering: Testing Your Firm's Mettle, by Peter C. Jenkins, President, LawPartnering,
Inc, and Michael Roster, General Counsel, Golden West Financial, LMA Strategies, The
Journal of Legal Marketing, Volume 3, No. 2, September 2000.

The "Art" that is part of "Partnering," by Jack L Foltz and Steven A. Lauer, Corporate
Counsel's Quarterly, January 2001.

Partnering: What's Holding Back Law Firms?, by Peter C. Jenkins, President,
LawPartnering, Inc., Marketing for Lawyers, Vol. 14, No. 12 Leader Publications, April
2001.

Ten Principles For Creating Powerful Partnerships, by Christopher Avery, President,
Partnerwerks, Inc., November 2001.

Getting Serious About Controlling Legal Costs, by Peter C. Jenkins, President,
LawPartnering, Inc., November 2002.

LawPartnering® Strategies

Conducting The Needs Analysis

Conducting The Needs Analysis, by W. Frederick Uehlein, President and Managing
Director, Insurers' Recovery Group, Inc., December 1999.
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Conducting The Needs Analysis, by Jonathan P. Bellis, Global Practice Leader, Law Firm
& Law Department Consulting Group, PricewaterhouseCoopers LLP, December 1999.

Evaluating Partnering Potential

Leading Partnering Initiatives - Shifting The Paradigm

Surviving The Paradigm Shift: The In-House Perspective, by Jim Holland, Senior Vice

President - Business Development and General Counsel, Teletech Holdings, Inc.,
December 1999.

Making The Paradigm Shift, by Sidney N. Herman, Managing Partner, Bartlit Beck
Herman Palenchar & Scott, December 1999.

Developing Partnering Opportunities

Finding and Developing Partnering Opportunities: How to Get Started, by Peter C.
Jenkins, President, LawPartnering, Inc., June 2000.

Creating The Partnering Network

Creating the Law Firm Network, by Randall A. Hove, Principal, Hove & Associates, PC,
December 1999.

Creating the Law Firm Network, by William H. King, Jr., Partner, McGuire Woods, LLP,
December 1999.

Creating the Law Firm Network, by Ann Lee Gibson, Ph.D., Ann Lee Gibson Consulting,
December 1999.

Creating the Law Firm Network, by Lisa Stevens, Client Account Manager, Weston,
Benshoof, Rochefort, Rubaclava & MacCuish, May 2000.

How Companies Develop Short Lists and Select Legal Network Partners, by Daniel F.
Hopp, Senior Vice President, Corporate Affairs and General Counsel, Whirlpool
Corporation, June 2000.

Evaluating And Selecting Partners

RFP Guidelines: Lessons Learned, by Richard Weiss (Former Senior VP, General
Counsel and Secretary, Motorola, Inc.), Partner, Steptoe & Johnson LLP, May 2000.

Changing Relationships With Outside Counsel Through Dynamic RFPs, by Richard
Weiss (Former Senior VP, General Counsel and Secretary, Motorola, Inc.), Partner,
Steptoe & Johnson LLP, May 2000.

Partnering With Legal Products/Services Providers

Partnering with Other Service/Litigation Support Providers, by James Seidl, President,
Legal Research Center, and James J. Seifert, Vice President, General Counsel and
Corporate Secretary, Tennant Co.; Dan Winter, Senior Vice President Litigation Services,
Senior Litigation Consultant, FTI Consulting, May 2000.
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Outsourcing and Unbundling Non-Core Legal Services, by Jim Seidl, President, Legal
Research Center; Ralph Crosby, Chief Executive Officer, Crosby Marketing
Communications; and Gregory Mazares, President-Legal Group, Spherion Corporation,
November 2001.

LawPartnering®™ - Ethical Considerations

Partnering & Convergence: Ethics and Privilege Considerations, by Thomas E. Spahn,
Partner, McGuire Woods, LLP; and Phillip H. Rudolph, Vice President and Deputy
General Counsel, McDonald's Corporation, May 2000.

Metrics - Measuring Success

Metrics On Convergence And Partnering, by Rees W. Morrison, Esq., Altman Weil, Inc.,
December 1999.

Metrics On Convergence And Partnering, by Rees W. Morrison, Esq., Altman Weil, Inc.,
revised/supplemented May 2000.

Synchronizing Business and Legal Priorities, by John H. Ogden, General Counsel,
Coperion Corporation, ACCA Docket (Volume 18, Number 9) at pages 18-34, October
2000.

DuPont Legal 2001 Benchmark Survey, provided by James Michalowicz, Manager of
Legal Services, DuPont.

LawPartnering®" Tactics

Basic Building Blocks - Working In Teams

Winning Through Collaboration, by Don G. Rushing, Partner, Gray Cary Ware &
Freidenrich LLP, May 2000.

Partnering: You Mean We Have To Work In Teams?, by Peter C. Jenkins, President,
LawPartnering, Inc., Marketing for Lawyers, Vol. 14, No. 8, Leader Publications,
December 2000.

Building The Virtual Law Firm Through Collaborative Work Teams, by Don G. Rushing,

James D. Shomper, Deborah D. Kuchler and Christopher Barbee, reprinted with
permission as published in the ACCA Docket 19, No. 9, October 2001.

Teaming With Lawyers! (Or, How To Invite Small Groups To Step Up To Shared
Responsibility), by Christopher M. Avery, President, Partnerwerks, Inc., November 2001.

11 Strategies for Developing a Collaborative Mindset: How to build and maintain great

partnering relationships by tuning your mind for collaboration, by Christopher M. Avery,
President, Partnerwerks, Inc., November 2001.

5 Conversations Every Team Should Have, by Christopher M. Avery, President,
Partnerwerks, Inc., November 2001.
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Initiating Strong Partnering Relationships

Implementing a LawPartnering®™ Network, by O. Forrest Morgan, Vice President-Strategic
Partnering, LawPartnering, Inc., November 2002.

How to Create a LawPartnering®™ Relationship, by David Seitter, Partner, Spencer Fane
Britt & Browne, November 2002.

Maintaining And Growing Partnering Relationships

Key Elements In Successful Outside Counsel Management Programs, by Jonathan P.
Bellis, Perspectives on Corporate Legal Management, Fall 1996.

A Complete Approach To Legal Cost and Value Management, by Jonathan P. Bellis,
Perspectives on Corporate Legal Management, Spring 1998.

Maintaining Your Law Firm Network, by James D. Shomper, Corporate Counsel and
Manager, Law Firm Partnering, DuPont Legal, December 1999.

Outside Counsel Management Improvement Opportunities, by Jonathan P. Bellis, Global
Practice Leader, Law Firm & Law Department Consulting Group,
PricewaterhouseCoopers, July 2001.

Achieving Efficiency In Partnering Networks - Part |, by Peter C. Jenkins, President,

LawPartnering, Inc., Marketing for Lawyers, Vol. 15, No. 3, Leader Publications, July
2001.

Achieving Efficiency In Partnering Networks - Part Il, by Peter C. Jenkins, President,
LawPartnering, Inc., Marketing for Lawyers, Vol. 15, No. 4, Leader Publications, August
2001.

Maybe Humpty Dumpty was a Lawyer, by Steven A. Lauer, Law Department
Management Advisor, December 2001.

Re-enqgineering The Delivery Of Legal Services

Re-engineering Legal Work Processes for Successful Partnering, by John H. Ogden,
General Counsel / Corporate Secretary, Krupp Werner & Pfleiderer Corporation,
December 1999.

Resource Multipliers: Creating a Virtual Legal Department, by John H. Ogden, General
Counsel / Corporate Secretary, Krupp Werner & Pfleiderer Corporation, ACCA Docket
(Volume 15, Number 3) at pages 30-44, 1997.

Re-engineering Legal Work Processes for Successful Partnering, by Robert H. Peahl,
Vice President, Risk Enterprise Management Limited, December 1999.

Re-engineering Legal Work Processes for Successful Partnering - Establishing Extranets
and Research Programs, by Robert H. Peahl, Senior Consultant, Hildebrandt
International, May 2000.
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Early Case Assessment Programs: A Tool for the Well-Managed Litigation Practice, by
Jeffrey D. Paquin, Michelle Joy Wecksler, Jennifer L. Boyens and Moira S.. McNabb,
Ernst & Young, May 2000.

Finding the Cure for Commercial Conflict: Designing and Implementing Commercial
Alternative Dispute Resolution Programs, by Jeffrey D. Paquin, Michelle Joy Wecksler
and Jennifer L. Boyens, Ernst & Young, May 2000.

Designing and Implementing Systematic Corporate ADR Programs, by Jeffrey D. Paquin
and Andrew Heaton, Ernst & Young, May 2000.

Corporate Conflict Management Programs: Multidisciplinary Aspects of Program Design
and Implementation, by Jeffrey D. Paquin, Jennifer Boyens Victor and Michelle Wecksler,
Ernst & Young, May 2000.

Using Re-engineering Tools to Provide Competitive Advantage, by Robert H. Peahl,
Senior Consultant, Hildebrandt International, June 2000.

Re-engineering In The Legal Profession, by O. Forrest Morgan, Vice President-Strategic
Partnering, LawPartnering, Inc., November 2001.

LegalLean: Applying Six Sigma Principles to the Legal Profession, by O. Forrest Morgan,
Vice President-Strategic Partnering, LawPartnering, Inc., November 2001.

Outside In: Applying Six Sigma to Law Firms Means Shaping The Practice To Reflect
Client Goals Rather Than Firm Goals, by Kate Fitzgerald, California Law Business, May
2002.

Work Flow Management And Integration

Technology And Partnering Arrangements

State Of Technology In The Legal Profession, by O. Forrest Morgan, Partner, McGuire
Woods, LLP, December 1999.

Maximizing The Use Of Technology In Partner Networks: Leveraging Technology Tools
For Greater Collaboration And Communication, by David Steensgard, Technology

Research Manager, West Online, Technology Development Group, West Group,
December 1999.

Extranets: Bringing Your Outside Counsel - In", by Don C. Fuchs, Associate General
Counsel, Niku Corporation, May 2000.

Cost Reduction And Efficiency Programs

Budgeting for Legal Services and Costs, by Howard J. Castleman, Partner, Murtha,
Cullina, Roche, Carens & DeGiacomo, December 1999.

Comments On Controlling Litigation Costs, by Hayward D. Fisk, Vice President, General
Counsel and Secretary, Computer Sciences Corporation, 1991.

© LawPartnering, Inc. — 2002. All rights reserved.



Total Quality Management In The Provision Of Legal Services, by Hayward D. Fisk, Vice
President, General Counsel and Secretary, Computer Sciences Corporation, 1993.

Cost Reduction Initiatives and Efficiency Programs, by Robert H. Peahl, Vice President,
Litigation Management, Risk Enterprise Management Limited, December 1999.

Reducing Legal Costs Through Frequent-Flyer Programs, by David M. Mason, Partner,
Goldberg, Kohn, Bell, Black, Rosenbloom & Moritz, Ltd., December 1999.

Cost Reduction Initiatives and Efficiency Programs, by Philip R. Sellinger, Partner, Sills
Cummis Radin Tischman Epstein & Gross, PC, December 1999.

Alternative Fee Arrangements

The Legal Profession Is Dying, by Ronald M. Martin, Strategic Planning Partner, Holland
& Hart, ABA Law Practice Management Magazine, November 2001.

New Tools For Legal Engagements, by Jeffrey Carr, Vice President and General
Counsel, FMC Technologies, Inc., November 2001.

NAB Reins in Firm Fees with Innovative Rate Structure, by Nat Slavin, Corporate Legal
Times, May 2002.

FMC Technologies - Innovative Technologies, Creative Solutions, by Jeffrey Carr, Vice
President and General Counsel, FMC Technologies, Inc., November 2002.

Budgeting Legal Services: Who Says It's Not Possible? by Ralph Palumbo, Member,
Summit Law Group, October 2002.

Building Revenues And Increasing Profitability

LawPartnering®™ For Legal Administrators & Law Marketers

Partnering And Legal Administration

Partnering And Professional Services Marketing

LawPartnering®™ Case Studies

DuPont Legal

Leaps and Bounds - Moving Ahead With The DuPont Legal Model, by Marjorie Doyle,
Associate Counsel and Chief eCommerce Counsel, DuPont Legal; and James D.

Shomper, Corporate Counsel and Manager, Law Firm Partnering, DuPont Legal, May
2000.

Case Study: DuPont Takes Leadership In Accountability With Six Sigma, by John G.
Kelly, Legal Thought Leader, May/June 2001.
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The DuPont Legal Model, by Don G. Rushing, Gray Cary-Technology's Legal Edge,
November 2001.

EMC Technologies

Creating New Delivery Systems For Legal Services: Building The New FMC

Technologies Legal Team, by Jeffrey Carr, Vice President and General Counsel, FMC
Technologies, Inc., November 2001.

FMC Technologies: Adding Value Through Alignment of Corporate Goals and Legal
Service Provider Objectives, by John G. Kelly, Legal Thought Leader, October/November
2001.

General Electric

General Electric's Integrated Conflict-Management System, by Elpidio "PD" Villarreal,
Jeffrey D. Paquin and Jennifer Boyens Victor, Chief Legal Officer, Spring 2002.

Heller Financial

Heller Financial, Inc. - Small And Large Law Firm Partners In An International Network,
by David M. Mason, Partner, Goldberg, Kohn, Bell, Black, Rosenbloom & Moritz, Ltd.,
December 1999.

Case Study: Heller Financial Legal Services, by John G. Kelly, Legal Thought Leader,
September/October 2001.

Olin Corporation

A Risk That Paid Off - "Business Approach" To Providing Legal Services Produces A
Great Legal Bottom Line, interview of Johnnie M. Jackson, Metropolitan Corporate
Counsel, October 2000.

Partnering From Olin and Beyond, by John G. Kelly, Legal Thought Leader,
November/December 2002.

Schlumberger Limited

Implementing Knowledge Management In A Multinational Law Department, by Vincent I.
Polley, Deputy General Counsel, Schlumberger Limited, November 2001.

Sears, Roebuck and Co.

Optimizing Your Technology Investment, by Carol Ann Petren and Heidi Rudolph,
November 2002.

Stanford University

The Stanford Story: Redesigning How We Interact With Law Firm Partners, by Michael
Roster, General Counsel, Stanford University and Stanford Medical Center, December
1999.
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Partnering Through Strategic Alliances, by John G. Kelly, Legal Thought Leader,
July/August 2001.

Case Study: Stanford University, by Debra L. Zumwalt, General Counsel, Stanford
University, November 2001.

Summit Law Group

Brave New Firm, by Susan Beck, reprinted with permission from the American Lawyer,
December 1998 issue.

Creating The Law Firm of the Future, by Ralph H. Palumbo, Member, Summit Law Group
PLLC, November 2001.

United Parcel Services

United Parcel Service - Big Company, Small Law Department, by Bryan Brum, Attorney,
United Parcel Service, December 1999.

United Parcel Service - Big Company, Small Law Department, by Bryan Brum, Attorney,
United Parcel Service, revised and supplemented June 2000.

Successful Partnering Between Inside and Outside Counsel: Recent Achievements and
New Horizons, by Bryan M. Brum, Attorney, United Parcel Service, September 2001.

UPS Delivers Technology To Its Core Counsel Network, by Bryan M. Brum, Attorney,
United Parcel Service, November 2002.

Whirlpool Corporation

Whirlpool Corporation Case Study: National Product Counsel Partnershipby David
Grumbine, Senior Counsel, Dispute Resolution Group, Whirlpool Corporation, November
2001.
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