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LAWPARTNERINGSM MANUAL 

The Online LawPartneringSM Manual comprises the LawPartneringSM Institute's basic instruction materials. 
We've taken the best submissions from corporate and law firm faculty members in our past national 
partnering forums and other contributions and combined them into a comprehensive online resource. 

If you attended one of our prior national partnering conferences or you purchased this Manual or 
materials from our prior programs, as a registered member of the LawPartneringSM Institute you can 
access the most current version of the Manual through the Institute Library in the members-only area of 
site.  Otherwise, members of the Institute can pay a one-time subscription fee that permits access the 
Online LawPartneringSM Manual, including all future additions to this expanding resource.  

CONTRIBUTING AUTHORS 

Profiles of contributing authors to the articles and other materials in the Online LawPartneringSM Manual 
are posted on the LawPartneringSM Institute Web site under “Meet Our Faculty.”  The Institute sincerely 
appreciates the generous contributions of its faculty in our nationwide educational efforts to facilitate 
meaningful change in the legal profession. If you have experience relating to partnering strategies or 
tactics and are interested in moderating one of our discussions forums, please submit an application to 
Join Our Faculty. 

The Table of Contents of the Online LawPartneringSM Manual is presented on the next page of this 
document.  For more information about the LawPartneringSM, please visit our Web site at 
www.lawpartnering.com or contact Peter Jenkins, President of LawPartnering, Inc., at 928-776-4600 or 
peter.jenkins@lawpartnering.com. 
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