
T
he opportunity to harness 
social media for legal 
business development is a 

moving target. Stephen Fairley, of 
The Rainmaker Blog, writes about the 
big changes for doing business over 
social that are coming down the line. 
He says that updates in algorithms, and 

prioritization of posts from family and 
friends over business, has meant that 
organic reach is over. Fairley suggests 
several tactics that lawyers and firms 
should be using to maximize their 
social media marketing.

A significant change in social media 
engagement is the move to video. 

Consumers used to “read” on social 
media, now they “watch.” Social media 
platforms have offered video posting for 
a while, but now more and more offer 
streaming capabilities for live posting, 
all for free in most cases. Fairley sites 
a Cisco statistic that predicts video will 
produce 85 percent of search traffic in 

A
ttorney advertising has 
been a hot-button issue 
since Bates v. Arizona in 

1977 found that advertising was a 
First Amendment right. Avvo’s Josh 
King tackled attorney-advertising 
rule changes proposed by the ABA 
to its Rule 7.2, which predates Bates 
and provides “specific restrictions on 
lawyer advertising.” It said: 

“A lawyer shall not give anything of 
value to a person for recommending 
the lawyer’s service.” 
A caveat was added to Rule 7.2 after 

Bates: 
“…except that a lawyer may: 

(1) pay the reasonable costs of 
advertisements or communications 
permitted by this Rule; and (2) pay 
the usual charges of a legal service 
or plan or a not-for-profit or qualified 
lawyer referral service.” 
According to King, the debate 

has gone on about what is a 
recommendation, what is reasonable 
and what is a lawyer referral service. He 
says that Rule 7.2 is unnecessary and 

does nothing to protect the public and 
drives over-compliance. The ABA has 
extended the reach of the rule to include 
non-advertising “communications,” 
something King says will lead to overly 
broad interpretations.

He suggests that the ABA scale the 
rules back, lower the stakes and “test and 
learn.” He wants disciplinary counsel to 
concentrate more on “bad actors” than 
attorneys who may miss the inclusion 

of a disclaimer. King also suggests 
taking disciplinary measures off the 
table for the vast majority of potential 
violations. Technical compliance with 
rules should be accomplished through 
education, not threatened with reprisals. 
Lastly, King says “disciplinary 
bodies could permit controlled 
tests to address potential consumer 
harm, while allowing innovation in  
attorney advertising.”
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the U.S. by next year. He suggests posting discussions about 
issues that are germane to your target client prospects. Sharing 
other appropriate content (except for competitors’) is another 
way to engage. 

Paid social media advertising is another tactic to deploy. 
Costs are often based on conversion rates, and platforms 

like Facebook let you target your audience based on several 
demographics like geography and family size. Facebook’s 
Lead Ads, for instance, can greatly increase conversion. 
Lead Ads bring visitors directly to a form where they can fill 
out their information to purchase an eBook or sign up for a 
webinar, right from their mobile devices.  

A
merican households have never been more diverse. 
As people marry, divorce and remarry at more 
frequent rates, blended families have become a 

common part of American life. Regardless of when a couple 
decides to combine family finances, there are simple steps to 
take to streamline blended finances at any age.  

1. EVALUATE MARRIAGE IF OVER AGE 50

Managing finances for a blended family can be a trial at any 
age; however, remarrying after age 50 comes with its own set 
of challenges. With many second marriages, pension benefits 
or Social Security may reduce spousal support, and healthcare 
insurance can change once a person remarries. For older 
couples that are considering marriage, issues like government 
benefits, income taxes and estate tax concerns can influence if 
or when a couple chooses to marry.

2. UPDATE ESTATE-RELATED DOCUMENTS

Not updating estate documents after a divorce is one of the 
most common mistakes people make. Couples in a second 
marriage may assume that any assets planned for a current 
spouse or family member will go to those intended after death. 

But in certain cases, if a will, beneficiary name, or health care 
directive isn’t updated, the ownership or authority could pass 
to a previous spouse. With a second marriage, each spouse 
should revise all estate planning documents and beneficiary 
designations so that property passes to the intended heir.

3. ARRANGE ASSETS PROPERLY

Giving financial gifts or establishing trusts are two strategies 
that many couples with businesses or substantial assets consider 
to help minimize expensive tax burdens. For couples that may 
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Avoid Common Money Management Mistakes
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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 Jessica Hilburn-Holmes, 

executive director, at 215-238-6347.
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want to transfer wealth while they are 
alive, gifting assets to each other or 
loved ones may help to reduce income 
tax or estate tax payments.

4. CONFIRM LIFE INSURANCE 

POLICIES

Life insurance can be a useful 
financial tool for blended families. 
Because proceeds are normally available 
immediately after death, family members 
can use policy proceeds to pay off debts, 
provide an immediate inheritance or 
replace the money used to pay estate 
taxes.

When individuals remarry, they bring 
a mix of assets and obligations from 
previous relationships into the equation. 
Finding the right balance among his, hers 
and ours can be a daunting challenge. But 
with good financial advice and the right 
communication, combining finances can 
be a bit simpler for blended families.

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 marketing names PNC 
Wealth Management® and Hawthorn, PNC 
Family Wealth® to provide investment, wealth 
management, and fiduciary services through 
its subsidiary, PNC Bank, National Association 
(“PNC Bank”), which is a Member FDIC, and 
to provide specific fiduciary and agency services 
through its subsidiary, PNC Delaware Trust 
Company or PNC Ohio Trust Company. PNC also 
uses the marketing names PNC Institutional Asset 
Management®, PNC Retirement Solutions®, 
Vested Interest®, and PNC Institutional Advisory 
Solutions® for the various discretionary and non-
discretionary institutional investment activities 
conducted through PNC Bank and through 
PNC’s subsidiary PNC Capital Advisors, LLC, 
a registered investment adviser (“PNC Capital 
Advisors”). Standalone custody, escrow, and 
directed trustee services; FDIC-insured banking 
products and services; and lending of funds are 
also provided through PNC Bank. Securities 
products, brokerage services, and managed 
account advisory services are offered by PNC 
Investments LLC, a registered broker-dealer and 
a registered investment adviser and member of 
FINRA and SIPC. Insurance products may be 
provided through PNC Insurance Services, LLC, 
a licensed insurance agency affiliate of PNC, 
or through licensed insurance agencies that are 
not affiliated with PNC; in either case a licensed 

insurance affiliate may 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. PNC does 
not provide legal, tax, or accounting advice 
unless, with respect to tax advice, PNC Bank has 
entered into a written tax services agreement. 
PNC does not provide services in any jurisdiction 
in which it is not authorized to conduct business. 
PNC Bank is not registered as a municipal advisor 
under the Dodd-Frank Wall Street Reform and 
Consumer Protection Act (“Act”). Investment 
management and related products and services 
provided to a “municipal entity” or “obligated 
person” regarding “proceeds of municipal 
securities” (as such terms are defined in the Act) 
will be provided by PNC Capital Advisors. 
“PNC Wealth Management,” “Hawthorn, 
PNC Family Wealth,” “Vested Interest,” “PNC 
Institutional Asset Management,” “PNC 
Retirement Solutions,” and “PNC Institutional 
Advisory Solutions” are registered service marks 
of The PNC Financial Services Group, Inc. 
Investments: Not FDIC Insured. No Bank 
Guarantee. May Lose Value.
Insurance: Not FDIC Insured. No Bank or 
Federal Government Guarantee. Not a Deposit. 
May Lose Value.
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The Editorial Board of this mag-
azine welcomes submissions 
from attorneys and other pro-
fessionals who wish to share 
their expertise on law-related 
topics. 
As policy, we do not compen-
sate our writers.
Articles must be original and 
previously unpublished.
Manuscripts should adhere to 
the following word counts:

*  Major Law-Related 
       Articles: 2,000 words
*  Other Law-Related 
      Features: 1,500 words
*  General Interest: 1,500 words
*  Fiction: 1,000 words
*  Practice Areas: 750 words
*  Essays or Humor: 750 words
*  Book Reviews: 750 words

For more information,  
e-mail: tplmag@philabar.org.




