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Lawyers volunteer to help military families cope
By Brandon J. Vogel

As it has after every military action 
since the Gulf War, the Association’s 
Lawyer Referral and Information 
Service is deploying to help military 
families untangle the legal maze that 
can be their personal affairs, upon the 
return stateside of their soldiers. 

With so many members of the mili-
tary either deploying to or returning 
from Iraq, service men and women and 
their families often find themselves 
with more legal questions than 
answers. More than a dozen 
Association members are volunteering 
their legal services for this program.  

LRIS, as it is known, provides legal 
referrals to the public in 41 Upstate coun-
ties without local bar-sponsored referral 
services. Volunteer lawyers are providing 
consultations free of charge for members 
of the military and their families. 

New war, new concerns
“In 2004, we received many inqui-

ries from armed forces personnel who 
were suddenly deployed and had 
questions regarding their legal 
affairs. At that time, we were able to 
provide answers free of charge and we 
are pleased to be able to provide this 
service once again,” said David J. Pajak 
of Corfu (Pajak Personal Injury), chair 
of the Committee on Lawyer Referral 
Service. “The JAG [Judge Advocate 
General] Corps do an excellent job, but 
cannot always handle the workload, 
and our members are once again eager 
and ready to help.” 

Service men and women need assis-
tance learning what their rights are 
before, during and after deployment. 
“Upon returning from deployment, 
our service men and women can find 
that they did not have sufficient life 
insurance; their families did not know 
how to pay their bills; or their job is no 
longer available. This program can 
help ease the veterans’ transition to 
everyday life when they return home 
and makes it easier on the family while 
they are away,” said Major Matthew 
Tully of Niskayuna (Tully, Rinckey and 
Associates, P.L.L.C.).

Tully’s wife, Kimberly, has learned 
how to cope with the business side of 
family life during the years of her hus-

band’s many military tours. 
“Deployment is an overwhelming 
experience for all involved, and fami-
lies need to be prepared. Make sure 
you have a trustworthy Power of 
Attorney; have your legal documents 
and wills updated; and that you know 
how to handle your finances,” said 
Mrs. Tully.

Matthew Tully, an Association mem-
ber and former LRIS panel member, 
became a lawyer after his first deploy-
ment to Korea in 1998. Upon his return, 
Tully was demoted from his position as 
a federal enforcement officer. That 

experience prompted him to enter law 
school. Today, he specializes in military 
employment law. His firm has main-
tained his personal commitment to 
help other veterans in need by provid-
ing them with free consultations.

He has been deployed overseas 
twice since 2005, having completed 
tours in both Iraq and Egypt. 

Members interested in volunteering 
for LRIS and/or its military program 
should call 800/342-3661 or e-mail 
lris@nysba.org. ◆

Vogel is NYSBA’s Media Writer.

Law Practice Management: Useful tips updated online weekly

By Pamela McDevitt, Director of Law Practice Management

You can get new 
law practice manage-
ment tips every week 
on the Law Practice 
Management 
Committee page on 
the Association’s Web 
site at http://nysba.org/
lpm. Each tip is a 
pithy, timely com-

ment on some aspect of managing the 
practice of law. Prepared by Joel Rose, 
a vice chair of the LPM Committee and 
a noted management consultant, the 
tips are designed to help all lawyers, 
including those in smaller law firms.

Below is an example of a recent on-
line tip:

Rewarding Rainmakers
The problem with “permanent” 
origination credits.

By Joel A. Rose
In many law firms, originating part-

ners receive “permanent” credit for all 
work performed for the duration of 
relationships with the clients they 
brought in. In others, the trend has 
shifted so that originating partners 

only receive credit for a limited time, 
ranging from three to seven years. 
After this period, no credit is given, 
although the partner may still be the 
client’s primary conduit within the 
firm.

If the concept of “permanent” origi-
nation credit is still part of your firm’s 
partner compensation system, now 
may be the time to change and address 
the potential problems. These general-
ly relate to:

• The perception that partners who 
receive permanent origination credit 
lose their incentive to work as non-
originators. These partners no longer 
have to generate new business from 
prospects, nor must they produce as 
much personal billable work since 
they automatically receive a share of 
the profits because of the personal 
production of other owners. This 
problem intensifies in firms where 
non-originating partners may inherit 
origination credit from departing rain-
makers.

• Disincentives for cross-selling the 
firm’s services or expanding client 
work originated by another partner. 
Owners claim, perhaps rightfully so, 

that it is not worth taking the time 
needed to sell another partner’s client 
when such efforts go unrewarded.

A permanent alternative? 
Give origination credit to partners 

who initiate, individually or with others, 
new clients and firm business. As part of 
the switch, allow partners to share origi-
nation credit with owners who develop 
business by cross-selling the firm’s ser-
vices to clients whose accounts were 
originated by another partner. This 
approach-which addresses the two 
aforementioned problems-should be 
coupled with the alternate system that 
sets limits on origination credit.

In addition, offer “maintenance 
credit” as long as the originating part-
ner completes the following tasks 
designed to reinforce the relationship 
between the client and the firm:

• Bring the client in the door and 
make certain the work is referred to the 
appropriate practice area and attorney.

• Guarantee that the client’s work 
will be performed in a high quality, 
timely and cost-effective manner.

• Maintain active contact with the 
client, keeping in mind the opportuni-

ty to aid in the development of the cli-
ent and his or her activities. 

• Build a personal and professional 
relationship with the client; handle any 
potential or actual problems that arise 
over the course of the relationship, i.e., 
processing of legal work and collec-
tions, etc.

• See that the partner responsible 
for the work within the firm ensures 
that client schedules are agreed upon 
and that internal schedules are met.

• Oversee timely and appropriate 
billing and collection of fees and costs.

Your firm’s compensation or execu-
tive committee should also review the 
contributions of partners who receive 
maintenance credit to determine if this 
credit should be retained or re-allocat-
ed to others as changes occur in the cli-
ent relationship and work 
performance. ◆

Rose is a vice chair of the Law Practice 
Management Committee, a certified man-
agement consultant and President of Joel 
A. Rose & Associates, Inc., management 
consultants to the legal profession, Cherry 
Hill, New Jersey. McDevitt is NYSBA’s 
Director of Law Practice Management.

McDevitt

“The JAG [Judge Advocate 
General] Corps do an excel-
lent job, but cannot always 
handle the workload, and our 
members are once again 
eager and ready to help.”

-- David J. Pajak

Attorney at War—Major Matthew Tully of the U.S. National Guard, pictured in a 
casual moment at Camp Victory in Baghdad, Iraq in November 2005. His service as a 
soldier has given him first-hand knowledge of the legal challenges his non-attorney 
comrades-in-arms face upon returning stateside.


