
I cannot believe how quickly this year is 
going! Happy Thanksgiving to everyone! 

Fall is here, and as I am writing this, the 
board has just held its last quarterly board 
meeting of the year. The board looked at 
the year so far and finalized our planning 
for the last quarter of the year. As our 
Nominating Committee presented to you, 
our members, the wonderful new slate of 
officers — dedicated members who are 
willing to give their time and energy to 
continuing our chapter’s fine work, I can-
not help but think about the many accom-
plishments of our chapter so far this year. 
These accomplishments are largely due to 
the boundless energy and dedication of the 
people who have served so selflessly on the 
board and on our committees this year!

We have had a jam-packed year of activi-
ties so far, and I am very proud of all we 
have accomplished as a chapter. We have 
had wonderful events on a monthly basis, 
which have provided us with the oppor-
tunity to get together and see each other 
and to participate in interesting programs 
put on by our sponsor firms and organiza-
tions. We also continued the fun tradi-
tion of participating in CLE at the Braves 
game this summer. We have learned about 
many topics and have found our law firm 

partners to be high quality 
presenters in addition to 
being generous supporters 
of our chapter. 

We have been privileged to 
provide support to several 
pro bono initiatives. First, 
we held a terrific Golf, 
Tennis, and Spa event that 
enabled us to bring together our members, 
generous law firm and vendor sponsors, 
and the Pro Bono Partnership to support 
that fine organization. Second, we spent the 
sponsor dollars we raised at our monthly 
lunch meetings wisely by supporting a 
minority summer intern who provided 
value to each company he visited and who 
gained valuable experience himself with 
our member companies. Finally, we partici-
pated in the National Community Service 
Day to support the Foster Care Foundation 
of Georgia. 

Along with several other members of the 
chapter, I was privileged to attend the ACC 
Annual Meeting in Seattle, Washington. It 
was a beautiful setting and a great meeting! 
What a fine opportunity to network with 
our colleagues throughout the country, and 
to participate in educational sessions as 
well as social events.  

I hope that many of you 
will consider attending 
next year’s annual confer-
ence in Boston! I look for-
ward to seeing you there!

We are in the process of 
planning events that will 
benefit our members and 
our community in the next 

year as well. A committee of dedicated 
volunteers is working hard on our In-house 
Law School Tournament for March, and we 
are looking into new pro bono initiatives to 
help us start the new year.

As 2008 is drawing to a close, I urge you to 
continue to be involved with our chapter 
to help us put on programs and host events 
that meet your needs, to provide service 
to our community that inspires you to 
be involved and to continue to network 
and join together to achieve our goals. It 
has been and continues to be a pleasure 
to serve as the President of this terrific 
chapter!

Best regards to all of you,  
Lori Shapiro
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Counseling Around Corners
Susan Hackett 
Senior Vice President and General Counsel, Association of Corporate Counsel (ACC) 
Contact: hackett@acc.com

The economic downturn is more evident 
everywhere I go. The impact can be seen 
and felt all around us: closing businesses, 
laid off workers, less abundance, less 
“consumerism,” and an increased focus on 
family time. 

My mother recently reminded me of some 
things I had since pushed aside. Mom, 
born in the Depression years, grew up in 
a very large family that barely made ends 
meet from day to day. They lived without 
a lot of frills, and only because all of the 
kids pitched in at home or to earn money. 
They focused on frugality, getting good 
value from everything they purchased, 
doing everything they could with less. I 
saw the enduring imprint of the Depres-
sion on my mom every time she rolled up 
and “re-gifted” the paper and the ribbon 
off her birthday package, or made us carry 
recycled lunch bags, or carefully washed 
and stored the empty mayonnaise jars for 
future use. We teased her mercilessly about 
this kind of frugal behavior. 

In the last few months, those of us who 
grew up with plenty and who have been 
living large have seen a glimpse of what 
was bred in many of our elder parents’ 
bones: a healthy respect for prudence, a 
less ostentatious lifestyle. We are step-
ping back from excess and more carefully 
shepherding our resources because we are 
worried about what might come. Those of 
us fortunate enough to enjoy relative secu-
rity in our jobs, our homes, and our daily 
routines cannot escape the unfortunate 
comparison to some of our neighbors and 
colleagues who have been harder hit. 

By reflecting on the past, we can learn 
prudence relevant to corporate counseling 
in today’s volatile environment. As you 
examine your budgets and look at what 
can or must be trimmed, or what you can 
do to drive greater value, outside coun-
sel costs often rise to the top of the pile. 
Empirically, we know that outside counsel 
costs constitutes more than 50 percent of 
the budget for more than half of in-house 

departments. While many outside counsel 
are worth every penny they are paid, we 
all know there are many more who could 
be managed to spend a bit less for the 
work they perform, relative to the value of 
the services provided. Unless we manage 
toward those efficiencies, we are going to 
be caught spending our precious time in 
unproductive arguments over bills.

ACC has resources readily available to you 
for your consideration as you hone in on 
costs and increased value:

Hours, Rates, and Budgets
Don’t ask for a discounted rate or a 
freeze on fees. Many members have 
indicated that their approach to their firms 
this year is to ask for a 10 to 20 percent 
rate decrease. In part, this plan is fueled 
by the perception (and reality) that rates 
charged are out of proportion, and that 
they have grown exponentially for several 
years without any corresponding increase 
or change in the value of the services those 
counsel provide. Services have gotten more 
expensive and AmLaw and others continue 
to report that firms and leading partners 
are sometimes profiting in an almost 
unseemly manner. While everyone likes a 
profit, you have to start to wonder, “Who is 
in control here?” 

Every situation has its own unique driv-
ers, and I believe focusing on reducing 
outside lawyers’ rates is the wrong way 
to go in establishing the groundwork for 
successfully controlling costs. In-house 
counsel are surprised to find that, despite 
setting lower billing rates, fee ceilings, or 
blended rates for their work, the overall 
bill submitted did not get any smaller. Law 
firms that overcharge for matters and that 
agree to freeze or reduce their rates, just 
bill more hours, involve more billers, or 
do not properly control other expenses. 
Bills inevitably gravitate toward a certain 
amount, regardless of what might have 
been negotiated. 

Set a budget for the project and to hold 
the firm accountable. Talk about what 
that project or matter is worth. Do not 
attach a price to the project, nor accept a 
fee reduction or a request for a discount. 
Simply state that this is what the matter 
is worth to you and then ask, “Is the firm 
willing to take this matter on for this fee?”

You should clearly articulate that you will 
not allow adjustments or overruns, except 
in pre-determined (in writing) extreme 
circumstances. For the price you agree to, 
they must finish the project, however that 
is defined. If it is important to you, tell 
them which lawyers you want in charge 
of or working on your matter. Make sure 
you are playing fair: tell them up front 
that you will not seek a refund or rebate if 
they resolve the matter more quickly/less 
expensively. You want them to profit by 
working efficiently. While some worry that 
the work done could suffer as a result of 
this kind of arrangement, I believe this is a 
myth of convenience, without any empiri-
cal merit. Firms that set flat fees for ser-
vices begin to value lawyers who provide 
services not based on hours, but on getting 
clients what they want quickly. 

What do you get from this? Much of the 
time, you will get lower costs. However, 
even if costs are not reduced, there is 
something to be said for managing them 
predictably for your clients in such tumul-
tuous times, since busted budgets and 
missed financial targets often cause even 
more trouble. In addition to the surety of 
bills inline with your expense expectations, 
you and the firm will not have to waste 
time arguing over hours or bills.
 
Establishing a Budget
A project budget is not something that 
your outside counsel should prepare. It 
is something you must drive. Outside 
counsel should be critical in the process of 
mining their data. Perhaps they have done 
437 of these kinds of cases over the last five 
years and can average some costs for you 
as a starting point. In-house departments 
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must set—and evaluate—the budget based 
on the value of the work to the client. If 
a project is only “worth” $50,000 to the 
client, what does it matter if the firm says it 
will cost $100,000? You either find another 
firm or settle out now for $40,000, and 
spend your time and effort on something 
that has a higher value. 

While many of us are unsure of how to 
effectively evaluate the “worth” of some 
kinds of matters, we have to do this in the 
process of owning our own budgets and 
costs. If you do not know what a mat-
ter is worth, you certainly cannot expect 
your outside firm to live up to your cost 
efficiency expectations. We are developing 
a highly refined set of evaluation tools for 
our ACC Value Challenge project that will 
help in-house counsel determine the value 
of legal work by some other method than 
the cost of a lawyer’s hour multiplied by 
the time the lawyer spends working on the 
matter. If your goal is to set budgets based 
on incenting efficient performance from 
all players, inside and out, be sure to visit 
www.acc.com/valuechallenge for additional 
tools and insight. 

A significant portion of the time you 
spend with your firms should be focused 
on evaluation and review of their ser-
vices. Most of us, however, do very little 
to tell our firms what they do that we like 
and what we want them to do differently. 
The closest we get is paying or disput-
ing the bill. While your outside firms are 
not blind, they may not focus on what 
your needs or concerns are unless you tell 
them. They are aware that companies are 
tightening their belts, that legal services 
are a cost center, and that you are under 
pressure to do more with less, but what 
do you expect them to propose without 
guidance from you? Further, if you work 
in a larger department, you must also 
have this “evaluation/review” conversa-
tion with your own lawyers internally. You 
want to incent their better management of 
firms by rewarding those who drive better 
performance at lower and predicted costs, 
and reproaching those that do not. Keep 
in mind that cost overrun by law firms is 
often enabled by a lack of good in-house 
management.

You need to consider adopting evalua-
tion/review criteria for both the in-house 
staff and the outside firm. Make it clear 
that compensation and continued reten-
tion depends on adherence to a set of 
criteria that you all understand and are 
equipped to employ. If you are going to 
tell internal counsel that they must hire 
firms and return results and rates within 
set parameters, you have to allow them 
to select firms that will accept and abide 
by those terms, which may mean firing 
more expensive and less flexible firms that 
you’ve worked with for years. You have to 
support your staff ’s decisions. 

Perhaps one of the best exercises you can 
go through now is that of data mining to 
review the kinds of work done in the last 
year and compare it to previous years, 
looking at a variety of comparatives. Ask 
your firms to begin to mine their data for 
you, too. Given that many of them have 
long experience performing the kind of 
work you retain them to do, they should 
be able to clearly discuss specific types of 
work, what it costs, when it’s successful, 
who does it best, etc.

What if You are Unable to Hire 
Outside Help At All?
When you cannot afford to hire exper-
tise, or the extra hands you need to create 
a solution to a thorny client problem, 
your friends in the ACC network can 
help. There is intrinsic value to what you 
will derive from a conversation with an 
experienced in-house peer over the value 
of analysis of a legal problem that an out-
side firm might offer. ACC offers several 
ways to leverage your membership: 

Join an ACC committee to find other 
practitioners interested in the same 
subject; (There is no additional cost and 
no limit on the number of committees 
you can join as an ACC member)
Attend your local chapter meetings 
to find similarly situated peers who 
are confronted with many of the same 
issues as you;
Post questions or requests on any of our 
many Listservs; 
Visit the online Membership Directory 
to reach out to a company that is likely 
to have an answer you want, or has the 
established best practice you would like 
to emulate; 

•

•

•

•

Search ACC’s online database of 
research, which includes thousands of 
documents such as articles (including 
back issues of the ACC Docket), how-
to’s, ACC InfoPAKS, program materials/
outlines, collected member forms, and 
policies, and links to other useful sites 
or resources;
Look through ACC’s Leading Practices 
Profiles for added insight to mem-
ber and department practices. These 
practical benchmarking tools capture 
how members have tackled tough top-
ics through in-depth interviews that 
address their experience in getting 
started, key resources they devel-
oped, staffing and expense and lessons 
learned; 
Contact vendors who support ACC 
for discounts, ideas and access to their 
research. Especially helpful may be 
those vendors in the ACC Alliance pro-
gram that co-market specialized prod-
ucts and services made for corporate 
counsel and available to ACC members 
at a reduced cost. 

For those of you who have already been hit 
by the downturn and have lost, or may be 
in jeopardy of losing your job, know that 
ACC is standing right beside you. We offer 
in-transition membership at no cost (so 
long as you were a member prior to losing 
your position), and we also offer a variety 
of services and the best job postings in the 
business on ACC’s In-House Jobline.

Please share your thoughts on what you 
are doing to focus on more prudent man-
agement of your client’s time and spend. 
You can reach me at hackett@acc.com. 

•

•

•
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ACC-GA Board and Officers  
for 2009
ACC-GA is pleased to announce the fol-
lowing officers and directors-at-large for  
ACC-GA for 2009:

President 
Mr. John Tanner
Senior Vice President & Division Counsel
Financial Services Division
McGriff, Seibels & Williams, Inc. (a BB&T 
Company)

President Elect
Ms. Betsy Griswold
Attorney
United Parcel Service of America, Inc.

Vice President Sponsorships &  
Programs
Ms. Virginia Wadsworth
Vice President, General Counsel and Cor-
porate Secretary
Automobile Protection Company (APCO)

Vice President Outreach Initiatives
Mr. Matt H. Schwartz 
General Counsel
Caucho Technology

Vice President Membership
Ms. Kristen Hathcoat
Senior Attorney
Global Payments, Inc.

Vice President Special Programs
Mr. Stephen Kaplan
Senior Attorney
CompuCredit Corporation

Vice President Communications
Mr. Michael E. Ruberti
Real Estate Attorney
Chick Fil-A- Inc.

Secretary
Mr. Thomas Schroeder
Senior Attorney
The Georgia Lottery Corporation

Treasurer
Ms. Lori Ann Haydu
General Counsel
Polysius Corporation

Board of Directors
Name and Address
Term of Office

Ms. Lori Shapiro	
One year as Past President
Counsel
Graphic Packaging International, Inc.

Mr. Joseph M. Freeman
Three years
Associate General Counsel
Cox Communications, Inc.

Ms. Wanda M. Morris
Three years
Director
The Home Depot, Inc.

Ms. Suellen W. Bergman
Two years to fill the term of  
Virginia Wadsworth 
Contract Risk Manager
General Electric International, Inc.

Ms. Kristen McGuffey
Two years to fill the term of the vacant 
director position
Senior Vice President & General Counsel	
Simmons Bedding Company

Ms. Martha P. McMillin
One year to fill the term of  Mike Ruberti
Deputy General Counsel
The Housing Authority of the  
City of Atlanta

ACC GA Chapter Presents  
October 2008 Intellectual  
Property Update
On October 14, 2008, the ACC Georgia 
Chapter held a timely and interesting pro-
gram on intellectual property and inno-
vation. The program, titled “Intellectual 
Property Update and Developing an IP 
Strategy for Innovation,” was sponsored by 
the firm of Woodcock Washburn LLP. Top-
ics included: The latest issues and case law 
regarding intellectual property, strategies 
and techniques for managing intellectual 
property litigation, and ways to manage 
the intellectual property development 
process. The presenters from Woodcock 
Washburn LLP were: Gary Levin, Partner, 
and Ed Carreras, Of Counsel.

Gary Levin’s presentation centered on 
strategy and practice in view of develop-
ments in patent law relating to threatened 
or contemplated litigation. He covered 
new developments in willful infringement 
and declaratory judgment issues. Also 
discussed was discovery of electronically-
stored documents and litigation holds.

Ed Carreras addressed managing intellec-
tual property and litigation costs strategi-
cally. He explained sources of intellectual 
property costs and approaches to manag-
ing these costs, as well as intellectual prop-
erty litigation costs including management 
approaches and tools.

Overall it was an excellent program and 
provided a good review of some very 
important issues in intellectual property 
law. 

Please contact Henry Abelman 
(678.612.7872 or henry@abelman.com) or 
Stephen Kaplan (770.828.3011 or stephen.
kaplan@compucredit.com) if you are inter-
ested in participating in or sponsoring a 
future program. 

For information on upcoming chapter 
programs, go to georgia.acc.com.
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President
Lori Shapiro
Graphic Packaging 
International, Inc.
770.644.3244
shapirol@graphicpkg.com

President Elect
Betsy Griswold
United Parcel Service of 
America, Inc.
404.828.7004
betsygriswold@ups.com

Vice President 
(Sponsorship & 
Programs)
Henry Abelman
First Data Corporation
678.612.7872
henry.abelman@ 
firstdata.com

Vice President 
(Membership)
Tressade Andrade
Lockheed Martin 
Aeronautics Company
770.494.3387
tressa.deandrade@ 
lmco.com

Vice President (Special 
Programs)
Stephen Kaplan
CompuCredit Corporation
404.617.9750
stephen.kaplan@
compucredit.com

Vice President 
(Communications)
Caroline Pearlstein

Vice President  
(Outreach Initiatives)
John Tanner
McGriff, Seibels & Williams, 
Inc.
404.847.1607
jtanner@mcgriff.com

Secretary
Matthew H. Schwartz
Caucho Technology
678.401.2400
mhs426@yahoo.com

Treasurer
Kristen McGuffey
Simmons Bedding Company
770.392.2502
kmcguffey@simmons.com

Immediate Past 
President
George Sewell
The Facility Group Inc.
770.437.2736
gese@facilitygroup.com

Board of Directors
Myra Coleman Bierria
Stacey Geer
Michael Ruberti
Thomas Schroeder
Virginia Wadsworth

Chapter Administrator
Lisa Smith
770.562.5371
lisasmith@csosolutions.net

Board Members and Contacts
Welcome New Members
We wish to welcome the following new members who have joined 
our chapter recently:

Christian Arden-Joly, Belbrands USA, Inc.

Kenneth Bergman, AdvancED

Georgett Dickinson, YKK Corporation of America

Lawrence Dietrich, Coca-Cola Enterprises

Dawn Ely, Vystar Corporation

Wendy Fleske, Mandarin Oriental Hotel Group

Jennifer Hill, Place Properties

Susan James, Regency Hospital Company, LLC

Megan Jones, Air Serv Corporation

Timothy Kozik, Beazer Homes USA, Inc.

Debra Kuper, AGCO Corporation

Meredith Lackey, Colonial Pipeline Company

Christina Lawrence, Pfizer Inc.

Avril McKean Dieser, UCB, INC.

Robert Moore, NationsBuilders Insurance Services, Inc.

Ryan Pott, Yanmar International

Raymond Powers, Crawford & Company

Octavia Spencer, Akzo Nobel Inc.

Kevin Stubblebine, URS Corporation

M. Stuart Sutherland, Community Generation Partners, LLC

Shani Thome, The Coca-Cola Company

Richard Voigt, Starbucks Corporation

Curry Woods, Orange Business Services

Key Wynn, YKK Corporation of America


