
R
egistration is now open 
for the 2013 Bench-Bar & 
Annual Conference at Revel 

in Atlantic City, N.J. on Friday and 
Saturday, Oct. 4-5, 2013. Seven CLE 
credits and 22 seminars are available.

A new addition to this year’s 
conference will be a Law Practice 
Management track among the 22 CLE 
seminars that will be offered. Another 
highlight of the weekend will be the 
Friday night reception at Revel’s HQ 
nightclub. Prices for the 2013 edition of 
the Bench-Bar & Annual Conference are 
being kept at 2012 levels. You can also 
save $80 by registering for the Bench-
Bar & Annual Conference by Sept. 13.

The Bench-Bar & Annual Conference 
provides attendees with the opportunity 
to earn continuing legal education credit 
while networking with colleagues and 
members of the bench. Hundreds of 
attorneys and judges are expected to 
attend.

A special REVEL hotel room group 
rate is available to Bench-Bar attendees. 
A rate of $179 plus tax is available Friday, 
Oct. 4 and a limited number of rooms are 

available at $149 plus tax for Thursday, 
Oct. 3. You must be a registered attendee 
of the Bench-Bar & Annual Conference 
in order to reserve a room at the group 
rate. Once you are registered for the 

conference you will receive instructions 
on how to make your room reservation.

For more information and to register, 
visit philabenchbar.com.

W
hen it comes to recruit-
ing attorneys, employers 
should showcase their 

non-financial perks, a new survey has 
revealed. 

Sixty-nine percent of lawyers 
interviewed cited flexible work 
hours or telecommuting as one of the 
best incentives, followed by free or 
subsidized training or education (50 

percent) and on-site perks (33 percent). 
Higher compensation ranked fourth, 
with 14 percent of the survey response.

In a separate question, 25 percent 
of respondents said leadership or 
advancement opportunities would most 
entice them to take a job with another 
law firm or company, followed by more 
interesting work (14 percent) and a 
flexible schedule or telecommuting (12 

percent). Higher compensation ranked 
fourth, with 9 percent of the survey 
respondents.

The survey was developed by 
Robert Half Legal and conducted by 
an independent research firm and is 
based on telephone interviews with 350 
lawyers in the United States and Canada. 
All of the respondents have hiring 
authority within their organizations.
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Non-Financial Perks Important in Recruiting

Register Now for Bench-Bar & Annual Conference at Revel



David J. Perlman of the Law Office of David J. Perlman and 
board member of the ABA’s Council of Appellate Lawyers and 
editor of its publication, “Appellate Issues,” was misidentified in 
the Spring 2013 edition of The Philadelphia Lawyer. We regret 
the error.

I
t is our view that the economy and markets are much 
improved from the dark days of the Great Recession. 
For the third year in a row the economy has continued to 

expand. However, compared with past economic recoveries, 
the U.S. post-recession economy has not fared well in a few 
spots, including employment and personal income, which are 
also recovering, but slowly. In our opinion what is missing 
from this economic recovery, which in fact would make it 
more robust, is contribution from the private sector, which has 
been hemmed in by housing. 

The housing market is firming up, which is likely having 
an impact on consumer confidence and economic outlook. 
Existing home sales grew 0.8 percent in February 2013, the 
fastest pace in three years. Increased 
demand with limited supply is helping 
to push up property values, which adds 
to consumer net worth and in turn sparks 
consumer spending. 

Housing starts are also poised to potentially improve, 
given lower inventories and low mortgage rates. New home 
sales in January jumped the most they have in two decades. 
Homebuilder confidence has risen to its highest level in more 
than six years. Because real estate tends to be a consumer’s 
biggest asset, rising home prices have a marked impact on 
consumer balance sheets. Home prices, while still off a low 
base, appear finally to be adding much needed value back 
to homeowners’ balance sheets. A stronger balance sheet – 
personal wealth – increases a consumer’s propensity to spend. 
For the first time since the recession, rising property values 
could boost consumer spending. Often referred to as the “wealth 
effect” by economists, consumers spend when they anticipate 
their wealth will increase. Since housing represents about 30 
percent of household assets, this is an important indicator of 
consumer spending. 

Housing affordability remains high, with mortgage rates 
continuing to set record lows. This affordability, coupled with 
increased confidence, tends to spur purchasing activity. The 
outlook for housing appears promising, and while it is likely 

to be a small contributor in the overall picture in 2013, it can 
help provide an offset to slowdowns in other areas. We expect 
housing to add to GDP this year and, even more, next year.  

The material presented in this article is of a general nature and does not 
constitute the provision by PNC of investment, legal, tax or accounting advice 
to any person, or a recommendation to buy or sell any security or adopt any 
investment strategy.  Opinions expressed herein are subject to change without 
notice. The information was obtained from sources deemed reliable. Such 
information is not guaranteed as to its accuracy. You should seek the advice 
of an investment professional to tailor a financial plan to your particular 
needs. For more information, please contact PNC at 1-888-762-6226.
The PNC Financial Services Group, Inc. (“PNC”) uses the names PNC Wealth 
Management®,  Hawthorn, PNC Family Wealth® and PNC Institutional 
Investments® to provide investment and wealth management, fiduciary 
services, FDIC-insured banking products and services and lending of funds 
through its subsidiary, PNC Bank, National Association, which is a Member 

FDIC, and uses the names PNC Wealth Management® 
and Hawthorn, PNC Family Wealth®   to provide 
certain fiduciary and agency services through its 
subsidiary, PNC Delaware Trust Company.  Brokerage 
and advisory products and services are offered through 
PNC Investments LLC, a registered broker-dealer and 

investment adviser and member of FINRA and SIPC. Insurance products and 
advice may be provided by PNC Insurance Services, LLC, a licensed insurance 
agency affiliate of PNC, or by licensed insurance agencies that are not 
affiliated with PNC; in either case a licensed insurance affiliate will receive 
compensation if you choose to purchase insurance through these programs. 
A decision to purchase insurance will not affect the cost or availability of 
other products or services from PNC or its affiliates. Hawthorn and PNC do 
not provide legal or accounting advice and neither provides tax advice in the 
absence of a specific written engagement for Hawthorn to do so.   
“PNC Wealth Management,” “Hawthorn, PNC Family Wealth” and “PNC 
Institutional Investments” are registered trademarks of The PNC Financial 
Services Group, Inc.

“For lawyers who are already 
highly compensated in many cases, 
job satisfaction is often linked to 
non-monetary criteria,” said Charles 
Volkert, executive director of Robert 
Half Legal. “These attorneys may be 
enticed to leave their current employer 

for a firm that offers more advancement 
opportunities, meaningful work or 
better work-life balance.”

 Volkert added that these factors may 
hold more sway than raises when it 
comes to recruiting and retaining Gen Y 
professionals. “In particular, Millennial 

workers, who often place great value 
on collaborating with their colleagues 
and balancing their professional 
and personal obligations, may seek 
employers who offer telecommuting, 
flexible work schedules and a team-
oriented environment,” he said.

Daniel Mungall Jr.
March 18, 2013, Age 97

Marshall A. Bernstein
March 19, 2013, Age 87

Judge Marvin R. Halbert
March 24, 2013, Age 80

Robert S. Blau
April 1, 2013, Age 61

Austin Hogan
April 5, 2013, Age 75

Fred Blume
April 8, 2013, Age 72

Robert J. Weinberg
April 27, 2013
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■   i n  M e M o r i a M  ■

Please send In Memoriam notices to 
tplmag@philabar.org.

Have you considered a contribution to the Philadelphia Bar 
Foundation in memory of a de ceased colleague?

For information, call Lizabeth Macoretta, 
Director of Development, at 215-238-6334.

Housing Recovery Taking Shape

Clearing the Record
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N
inety-six percent of law firm 
leaders say they believe 
more price competition is a 

permanent change in the legal market 
in 2013, according to the fifth annual 
Law Firms in Transition Survey.

“There have been some dramatic 
shifts in opinion about the business of 
law over the last few years, but a lot 
less tangible action,” said Altman Weil 
principal and survey author, Tom Clay. 
“Most firms seem to be operating in a 
short-term, defensive mode driven by 
market threats rather than opportunities.

Additionally, eight out of 10 firm 
leaders think ‘more non-hourly billing’ 
is here to stay. In contrast, only 29 
percent of leaders report that their 
firms have significantly changed their 
strategic approach to pricing since 
the recession.  Law firms’ primary 
response to pricing pressure appears 
to be discounts. The survey found that 
a median of 21 to 30 percent of legal 

fees are discounted. In firms with 250 
or more lawyers, the median amount 
of fees discounted goes up to 31 to 40 
percent. “Discounting is not a strategy,” 
said Clay. “In fact, it undermines the 
idea of value and it’s a margin killer.”

Ninety-six percent of survey 
respondents also believe that a ‘focus 
on improved practice efficiency’ is a 
permanent change in the legal market. 
Ninety percent of leaders say there will 
be ‘more commoditization of legal 
work’; and 79 percent expect ‘more 
competition from non-traditional 
service providers.’ 

Despite this broad consensus, only 
45 percent of leaders report their firms 
have made significant changes in their 
strategic approach to efficient legal 
service delivery. 

This year for the first time the survey 
asked if law firm leaders believe 
growth, in terms of lawyer headcount, is 
a requirement for their firms’ continued 

success. Fifty-six percent of survey 
respondents said ‘Yes;’ 36 percent said 
‘No;’ and the rest were not sure. In this 
area, opinion and action appear to be 
more aligned. When asked about net 
change in lawyer headcount in 2012, 54 
percent of survey respondents reported 
an increase in equity partners in their 
law firms last year; 65 percent of firms 
said the number of non-equity partners 
grew; and 59 percent said they had a 
net increase in partner-track associates. 

“Growth is not dead, but size alone is 
not a safety net,” said Clay.  “Firms are 
beginning to think more strategically 
about growth – trading up to improve 
profitability, rather than bulking up to 
drive gross revenues.”

When it comes to the greatest 
challenges over the next two years, 
increasing revenue was their number 
one answer, followed by generating new 
business, firm growth and profitability.  
The top four answers, all focusing on 

Price Competition a Permanent Change for Law Firms
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internal priorities, constituted 53 percent 
of total responses. Delivering value to 
clients appears at number eight on the 
list of challenges, mentioned by just 5.6 
percent of law firm leaders.  Improving 
efficiency is eleventh on the list, cited 
by only 2.8 percent of respondents.

“This is very troubling,” according to 
Clay. “Law firms that do not put client 
needs at the top of their priority lists 
and align themselves with those needs 
misunderstand what is driving the forces 
of change in the legal market in 2013.”

Conducted this spring, the Law 

Firms in Transition Survey polled 
managing partners and chairs at 791 
U.S. law firms with 50 or more lawyers. 
Completed surveys were received from 
238 firms, including 37 percent of the 
250 largest U.S. law firms.

I’m a retired Philadelphia attorney (Temple Law, 1973).
I just read Justine Gudenas’ “From the Editor” submission. 

I was surprised to see your reference to Jake Kossman. Those 
of us who remember him are few and far between. What a 
character!!! (Did you ever see his office – the mess and disarray 
is impossible to describe).

 My associate, Leon H. Kline, would often do Jake’s 
appellate work. I remember seeing the briefs on cases involving 
Angelo Bruno, Ray “Long John” Martorano, etc. I suspect you 

never met Jake’s wife – a soft-spoken, petite pediatrician who 
professionally went by the name Dr. Estelle Gold. A more 
unlikely pairing cannot be imagined.

 Thanks for bringing back the memory of Jake – a Damon 
Runyon-type character the likes of which we will never see 
again.

 
 Joseph H. Danziger

To the Editor:


