
Featuring speakers from small, medium and large firms, professionals who have generated millions of dollars
in new business, nationally recognized authors, communications and branding experts, and in-house counsel.

This tactics-oriented workshop includes a major segment on how in-house counsel select outside counsel.

THURSD AY & FRID AY
OCTOBER 4-5, 2007

build y our book of busines s

PALMS C ASINO RESOR T
LA S VEG AS, NEV AD A

 F O R  L A B O R  A N D  E M P LO Y M E N T  A T TO R N E Y S

L E A R N  T H E  T I P S,  TO O L S,  T E C H N I Q U E S  A N D  S T R AT E G I E S  TO  C LO S E  M O R E  B U S I N E S S

Ethics credit offered
CLE pending in many states

See inside for details

THE HELP CENTER, LLC
www.closersgroup.com

YYYYYOU SHOULD AOU SHOULD AOU SHOULD AOU SHOULD AOU SHOULD ATTEND IFTTEND IFTTEND IFTTEND IFTTEND IF:::::
n You want to grow business for yourself, your practice group, your office and/or marketing department
n Your firm is expecting more emphasis on business development as part of its year-end bonus awards
n You need to build a pipeline
n You are looking long-term at advancing at your firm with both legal skills and business generation tools
n You are uncomfortable “selling” but want to learn a range of tactics that you can customize
n You are personally committed to growing business

Register your practice group, regional office, or marketing team and receive a professional group discount



AGEND A - DA Y 1 THURSD AY
OCTOBER 4, 2007

10:00 am – 11:30 am SPECIAL PRE-WORKSHOP PROGR AM
MARKETINGMARKETINGMARKETINGMARKETINGMARKETING, BUSINESS DEVEL, BUSINESS DEVEL, BUSINESS DEVEL, BUSINESS DEVEL, BUSINESS DEVELOPMENT AND LAOPMENT AND LAOPMENT AND LAOPMENT AND LAOPMENT AND LAW FIRM EXPECTW FIRM EXPECTW FIRM EXPECTW FIRM EXPECTW FIRM EXPECTAAAAATIONS TIONS TIONS TIONS TIONS – THE CHANGING D– THE CHANGING D– THE CHANGING D– THE CHANGING D– THE CHANGING DYNAMICYNAMICYNAMICYNAMICYNAMIC

1:00 pm  – 1:15 pm Conference Opening and Welcome

1:15 pm – 2:15 pm THE LATHE LATHE LATHE LATHE LAWYER SELECTION PROCESS – UNDERSTWYER SELECTION PROCESS – UNDERSTWYER SELECTION PROCESS – UNDERSTWYER SELECTION PROCESS – UNDERSTWYER SELECTION PROCESS – UNDERSTANDING YOUR TARGETANDING YOUR TARGETANDING YOUR TARGETANDING YOUR TARGETANDING YOUR TARGET
• The In-House Counsel View – Mia Montpas (Honeywell)
• In-House Counsel “Pressure Points”
• Outside Counsel’s Response

2:15 pm – 2:45 pm CREACREACREACREACREATING YOUR PLAN OF ATTTING YOUR PLAN OF ATTTING YOUR PLAN OF ATTTING YOUR PLAN OF ATTTING YOUR PLAN OF ATTACK – THE IMPORTACK – THE IMPORTACK – THE IMPORTACK – THE IMPORTACK – THE IMPORTANCE OF INDIVIDUAL MARKETING PLANSANCE OF INDIVIDUAL MARKETING PLANSANCE OF INDIVIDUAL MARKETING PLANSANCE OF INDIVIDUAL MARKETING PLANSANCE OF INDIVIDUAL MARKETING PLANS
• What to Include
• Setting Time Lines
• Enlisting Marketing Support
• Creating Accountability

2:45 pm – 3:00 pm Break

3:00 pm – 3:45 pm CRAFTING YOUR MARKETING THEMECRAFTING YOUR MARKETING THEMECRAFTING YOUR MARKETING THEMECRAFTING YOUR MARKETING THEMECRAFTING YOUR MARKETING THEME
• The Importance of “Personal Branding”
• The Right “Elevator Message”
• The “Value” of Giving Speeches and Writing Articles
• Positive PR – How to Get It

3:45 pm – 4:30 pm MEASURING YOUR RESULMEASURING YOUR RESULMEASURING YOUR RESULMEASURING YOUR RESULMEASURING YOUR RESULTSTSTSTSTS
• Business Development Lead Tracking
• Success Reporting
• Dealing with Rejection
• Staying “On Track”

4:30 pm – 5:00 pm BUSINESS DEVELBUSINESS DEVELBUSINESS DEVELBUSINESS DEVELBUSINESS DEVELOPMENT EXOPMENT EXOPMENT EXOPMENT EXOPMENT EXCUSESCUSESCUSESCUSESCUSES
• Frequent Lawyer Comments
• Myths Debunked
• How to Avoid These Traps

5:00 pm – 5:15 pm Closing

COSTCOSTCOSTCOSTCOST:  $899 PER PERSON:  $899 PER PERSON:  $899 PER PERSON:  $899 PER PERSON:  $899 PER PERSON
The fee for this two-day conference
includes continental breakfast
and daily refreshments, lunch on
Day 2, extensive course materials
and more.

DADADADADATETETETETE:  :  :  :  :  OCTOCTOCTOCTOCTOBER 4-5, 2007OBER 4-5, 2007OBER 4-5, 2007OBER 4-5, 2007OBER 4-5, 2007

LLLLLOCAOCAOCAOCAOCATION:  PALMS CASINO RESORTTION:  PALMS CASINO RESORTTION:  PALMS CASINO RESORTTION:  PALMS CASINO RESORTTION:  PALMS CASINO RESORT
4321 West Flamingo Road
Las Vegas, NV 89103
866.725.6773

The workshop is designed to provide you with multiple opportunities to challenge and customize
your own approaches.

ACCOMMODACCOMMODACCOMMODACCOMMODACCOMMODAAAAATIONSTIONSTIONSTIONSTIONS:::::
Hotel reservations are the responsibility of
participants and can be made by calling the hotel
directly and requesting The HELP CenterThe HELP CenterThe HELP CenterThe HELP CenterThe HELP Center conference
rate.  A limited number of rooms are available, so
please make your reservations as early as possible.

W I N  B U S I N E S S  N O W              T R A I N  TA L E N Tnnnnn



AGEND A - DA Y 2
FRID AY
OCTOBER 5, 2007

5 WA YS TO REGISTER

7:30 am – 8:30 am Continental Breakfast (Speakers available to discuss your questions and individual plans)

8:30 am – 9:15 am KNOW YOUR COMPETITION – AND WHAKNOW YOUR COMPETITION – AND WHAKNOW YOUR COMPETITION – AND WHAKNOW YOUR COMPETITION – AND WHAKNOW YOUR COMPETITION – AND WHAT TT TT TT TT TO DO ABOUT ITO DO ABOUT ITO DO ABOUT ITO DO ABOUT ITO DO ABOUT IT
• Trends in Employment and Labor Work
• Deluge of RFPs
• Commoditization of Employment Practice
• Growth of National Specialty Firms
• Surviving as a Local Boutique
• General Practice Firms’ “Red Headed Stepchild”?

9:15 am – 10:00 am INVISIBLE MARKETING TOOLSINVISIBLE MARKETING TOOLSINVISIBLE MARKETING TOOLSINVISIBLE MARKETING TOOLSINVISIBLE MARKETING TOOLS
• Personal Relationships
• Charity & Community Service Organizations
• Alumni Groups
• Former Colleagues
• Client/Work Opportunities

10:00 am – 10:15 am Break

10:15 am – 11:00 am BUILDING RELABUILDING RELABUILDING RELABUILDING RELABUILDING RELATIONSHIPS THATIONSHIPS THATIONSHIPS THATIONSHIPS THATIONSHIPS THAT LEAD TT LEAD TT LEAD TT LEAD TT LEAD TO WORKO WORKO WORKO WORKO WORK
• Commitment to Service
• Understanding Client Needs and Goals
• Unprompted Communications
• Staying in Touch and Letting Them Talk
• Responding to Complaints/Problems

11:00 am – 11:30 am ASKING FOR THE BUSINESSASKING FOR THE BUSINESSASKING FOR THE BUSINESSASKING FOR THE BUSINESSASKING FOR THE BUSINESS
• Timing and Tone
• Making the “Right” Presentation
• Who Should Participate?

11:30 am – Noon CLIENTS BEGET CLIENTSCLIENTS BEGET CLIENTSCLIENTS BEGET CLIENTSCLIENTS BEGET CLIENTSCLIENTS BEGET CLIENTS
• “Word of Mouth” Marketing
• Asking for Introductions
• Co-Marketing with Clients
• Cross-Selling

Noon – 1:15 pm Lunch (Provided with the Program)

1:15 pm – 2:00 pm CREACREACREACREACREATE YOUR ACTION PLAN NOW!TE YOUR ACTION PLAN NOW!TE YOUR ACTION PLAN NOW!TE YOUR ACTION PLAN NOW!TE YOUR ACTION PLAN NOW!

2:00 pm – 3:00 pm ETHICAL ISSUES IN MARKETING AND BUSINESS DEVELETHICAL ISSUES IN MARKETING AND BUSINESS DEVELETHICAL ISSUES IN MARKETING AND BUSINESS DEVELETHICAL ISSUES IN MARKETING AND BUSINESS DEVELETHICAL ISSUES IN MARKETING AND BUSINESS DEVELOPMENTOPMENTOPMENTOPMENTOPMENT
• Common Scenarios
• Ethics Credit Available

3:00 pm – 3:15 pm Closing

MAILMAILMAILMAILMAIL
Complete and return the back registration card to:Complete and return the back registration card to:Complete and return the back registration card to:Complete and return the back registration card to:Complete and return the back registration card to:
The Help Center, LLC
990 W. 190th Street, Suite 450
Torrance, CA 90502

PHONEPHONEPHONEPHONEPHONE
(310) 225-5668

FAXFAXFAXFAXFAX
(310) 217-8184

EMAILEMAILEMAILEMAILEMAIL
bizdev@the-help-center.com

WEBWEBWEBWEBWEB
www.the-help-center.com/bizdev.html

D R I V E  F U T U R E  R E S U LT S         B U I L D  P I P E L I N Ennnnn



BUILD Y OUR BOOK OF BUSINES S
REGISTR ATION FORM

OCTOCTOCTOCTOCTOBER 4-5, 2007 OBER 4-5, 2007 OBER 4-5, 2007 OBER 4-5, 2007 OBER 4-5, 2007           PALMS CASINO RESORTPALMS CASINO RESORTPALMS CASINO RESORTPALMS CASINO RESORTPALMS CASINO RESORT, LAS VEGAS, LAS VEGAS, LAS VEGAS, LAS VEGAS, LAS VEGAS

FACUL TY BIOGR APHIES

L E A R N  T H E  T I P S,  TO O L S,  T E C H N I Q U E S  A N D  S T R AT E G I E S  TO  C LO S E  M O R E  B U S I N E S S

MIA EMIA EMIA EMIA EMIA E. MONTP. MONTP. MONTP. MONTP. MONTPASASASASAS –  –  –  –  – is Chief International Labor & Employment counsel for Honeywell’s Law Department.  She is currently responsible for all world-wide
employment, labor and benefits matters for the Transportation Systems businesses with 15,000 employees in 42 locations across the globe.  Mia also
provides counsel for labor and employment law matters related to mergers, acquisitions, divestitures, integrations and reorganizations.  She assists with the
law department’s corporate training and corporate policy initiatives.  Before joining Honeywell in 1997, Ms. Montpas had almost a decade of experience
with O’Melveny & Myers, LLP.  Her law degree is from Loyola University of Los Angeles.

ALLAN COLMANALLAN COLMANALLAN COLMANALLAN COLMANALLAN COLMAN –  –  –  –  – is Managing Director of the Closers Group, an advisory/consulting firm specializing in assisting law firms to develop new business
rapidly.  He has spent more than two decades listening to in-house counsel make decisions and understands their reasoning for selecting outside counsel.
Allan has helped generate millions of dollars in new business for his firms and clients and has had articles published in The National Law Journal, Managing
the Law Firm, Of Counsel  and Strategies.  He was a partner and Senior Vice President at DecisionQuest and Chief Business Development Officer for Howrey LLP.

PAUL EPAUL EPAUL EPAUL EPAUL E. PRA. PRA. PRA. PRA. PRATHERTHERTHERTHERTHER –  –  –  –  – is a founding member of the law firm of Kiesewetter Wise Kaplan Prather, PLC of Memphis, Tennessee.  He practices exclusively
representing management in the area of labor and employment relations law.   He has been recognized in The Best Lawyers in America and in Chambers
USA: America’s Leading Lawyers.  Paul is also a member of the American College of Labor and Employment Lawyers and currently serves as a member of
the Tennessee Commission on Continuing Legal Education.  He  received his Juris Doctor degree from the University of Memphis.

JOSEPH LJOSEPH LJOSEPH LJOSEPH LJOSEPH L. BEACHBOARD. BEACHBOARD. BEACHBOARD. BEACHBOARD. BEACHBOARD –  –  –  –  – is Client Services Shareholder with the firm of Ogletree, Deakins, Nash, Smoak & Stewart, P.C. in their Los Angeles office.  He
oversees the business development activities of the firm’s 350 attorneys in 30 offices.  He is also an expert on employment law for such leading publications
as Workplace, HR Executive Magazine and the Los Angeles Times  and has had articles appear in the Los Angeles Daily Journal, Los Angeles Business Journal,
HR Advisor, Nashville Business Journal and The Tennessean.  He holds a Juris Doctor degree from Vanderbilt University School of Law.

LARRY SMITH LARRY SMITH LARRY SMITH LARRY SMITH LARRY SMITH ––––– is a Senior Vice President for Levick Strategic Communications and one of the profession’s leading consultants on media strategy as it
directly affects the marketing of legal services.  He is also a leading crisis and litigation communications consultant.  Larry is the author of the books,
Inside/Outside: How Businesses Buy Legal Services and Stop the Presses: The Crisis
and Litigation Desk Reference.

NANANANANATHANIEL SLATHANIEL SLATHANIEL SLATHANIEL SLATHANIEL SLAVINVINVINVINVIN –  –  –  –  – is the former publisher of Inside Counsel (Corporate Legal
Times), and cofounder and publisher of Business Without Borders and U.S. Business
Litigation.  He is the author of more than 100 articles on legal department management
and frequently speaks on that topic as well as marketing strategies.  Nat regularly
works with law firm leadership to advise on marketplace trends and consults with
corporate legal departments.  He currently serves as the 2007 President of the
International Board of Directors of the Legal Marketing Association.

JEFFREY MORGANJEFFREY MORGANJEFFREY MORGANJEFFREY MORGANJEFFREY MORGAN –  –  –  –  – is a Principal with Greenfield/Belser Ltd., a national leader in
brand strategy and design services businesses and organizations. He was Vice
President for Law Firm Practice Development at American Lawyer Media, working
with hundreds of international, national and regional law firms on their marketing
and positioning strategies.  Jeffrey has also held positions as a public relations account
executive and marketing/media consultant.

100% GUARANTEE100% GUARANTEE100% GUARANTEE100% GUARANTEE100% GUARANTEE
If this is not the most informative and cost-effective seminar that
you have attended in the last year on this subject, we will refund
100% of your registration fee — no questions asked!

CERTIFICACERTIFICACERTIFICACERTIFICACERTIFICATION INFORMATION INFORMATION INFORMATION INFORMATION INFORMATIONTIONTIONTIONTION
CLE credit is pending for attorney participants.
Call Allan Colman at 310-225-3904 for details.

CANCELLACANCELLACANCELLACANCELLACANCELLATION POLICYTION POLICYTION POLICYTION POLICYTION POLICY
• A $100 processing fee applies to ALL ALL ALL ALL ALL conference cancellations.

• Registrants are responsible for the entire PROGRAMPROGRAMPROGRAMPROGRAMPROGRAM fee
for any cancellation made after 5:00 p.m. three weeks
prior to the event (whether or not you attend the program
or fail to cancel).

• An alternate may attend in place of the original registrant.

Name(s)  _______________________________________________________________________________________

Title(s)  ________________________________________________________________________________________

Firm/Company _______________________________________________________________________________________

Address  ___________________________________________________________________________________________

City  ____________________________________________     State  __________      Zip  _______________________

Phone  ___________________________________________     Fax  _______________________________________

Email Address(es)  ________________________________________________________________________________

Check Enclosed Payable to The Help CenterThe Help CenterThe Help CenterThe Help CenterThe Help Center, LLC , LLC , LLC , LLC , LLC enclosed (990 W. 190th Street, Suite 450, Torrance, CA 90502)    Conference Fee:  $899   Conference Fee:  $899   Conference Fee:  $899   Conference Fee:  $899   Conference Fee:  $899

Charge Payment                                                      MasterCard Visa                   AmEx Discover                         Please Bill Me

Card #  ___________________________________________Exp. Date  _________________________________

Signature  ___________________________________________________________________________________

nnnnn www.closersgroup.com


