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a new area without the proper experi-
ence.
  Although it may be tempting to di-
versify because of the bad economy, 
“dabbling” claims always go up when 
the economy goes down.
  “It’s not that it’s not okay to [take on] 
new areas of practice; you just have to 
dedicate the time to learn it,” said Mc-
Carthy. She suggested finding a mentor 
or a more experienced attorney as a 
resource.
  It’s also important to manage the less 
experienced attorneys in your firm by 
reviewing their work and doing frequent 
status checks, said Ablan.

Document, Document, 
Document
  When deals go south, a client’s 
memory can easily get clouded about 
what a lawyer promised to do.
  Lawyers need to meet with the cli-
ent in person, understand the client’s 
expectations and document the scope 
of the relationship.
  For example, in a case where a cli-
ent asserts that the lawyer should have 
done more due diligence before making 
a deal, a detailed engagement letter that 
effectively says, “I’m not here to advise 
you whether this is a good or bad deal” 
could help win the day, Baney said.
  In addition, any changes to the rela-
tionship should be recorded in writing, 
even if it is a long-lasting relationship 
based on personal contacts and phone 
calls, he said.

Collect Your Bills
  Although lawyers can be shy about 
bill collection, this is another key to 
managing risk.

  McCarthy recommends collecting 
your fee in advance where possible.
  For clients who are already behind, 
insist on being paid or get out of the case 
before it gets worse.
  “It may hurt to walk away from 
$5,000 or $10,000, but if you let it get 
to $50,000 or $70,000, as soon as you 
sue for that bill you’re going to get hit 
with a cross-claim for malpractice. If 
you continue with a client, you are mak-
ing the decision to either go pro bono 
or you have a high risk of being sued at 
the end of the day if you try to collect,” 
Matthai said.
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Calendar of Upcoming Events

June 11-13, 2009
Missouri Bar Solo and Small Firm Conference

Tan-Tar-A, Lake of the Ozarks

September 23-26, 2009
Missouri Bar/Missouri Judicial Conference Annual Meeting

Hilton Hotel at the Ballpark, St. Louis

November 20, 2009
Missouri Bar Fall Committee Meetings

Capitol Plaza Hotel, Jefferson City




