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PRESIDENT’S MESSAGE 
By Diana Akerman 

I know we have all heard the saying that looks can be deceiving.  

How true that statement becomes if you attended our ALA’s Got 

Talent Business Partner Expo.  If you were there, you understand.  

If you missed it, then let me try to explain.   

I had this clever idea that I would dress up like a gypsy fortune 

teller and read palms and spread the great news about business 

partner’s products or websites.  Instead, the only one who wanted their palm read was 

Trent Corken, and that, my friends, made me decide I had picked the wrong talent.  But I 

digress.   

I believe I can say, beyond a shadow of a doubt, that no one recognized me.  With yellow 

fingernails, big hoop earrings and long, straight red hair, most people passed me by when 

I spoke to them.  They would look, nod their heads as in “hello” and then looked at my 

name tag.  Surprised is an understatement. 

It was one of the most enjoyable Business Partner Expos that I can remember.  The Skirvin 

was an excellent venue.  It was well attended, the food was wonderful and the Business 

Partners were great.   

I need to thank some people that I did not mention in my speech.  I want to thank Ricoh, 

USA, Inc. for printing 125 brochures for us.  I also want the thank Larry Price with McLain-

Chitwood who donated the labels for our name tags and the labels for all the stickers that 

Rebecca Adams created.  And I want to apologize to Standley Systems for being Diamond 

and not acknowledging them and for donating the big “X”s at the sign in table.  

What a great time.  And now, back to the beginning.  I learned a few lessons at the expo.  

I pretended to be someone that I am not, and it made me feel uncomfortable.  I can paint 

my nails, change my makeup and hair, and unless I spoke, you didn’t know me.  I wonder 

how many times I have made that mistake.  To see someone or something on the outside 

and not search for who they were on the inside.  It was a valuable lesson I know that I will 

take with me, both personally and professionally.   

So, the new Board takes their position April 1st.  Please show your support and be in-

volved.  Events like the Expo only happen because of teamwork.   

It has been an honor and a privilege to serve as your President this last year.  Thank you 

to Denise Abston for always having my back, Geri Marak for making us toe the line, to 

Velinda Goss, who was a wealth of information and to Rebecca Adams for all the hard 

work regarding our speakers and standing beside me. 

And, thank you for trusting me to be President again of this great association.  I am look-

ing forward to serving with Rebecca Adams as VP, Bette Bialis as Secretary, Suzy Klepac as 

Treasurer and Velinda Goss as Past President.  I know it is going to be another great year.  

Won’t you join us? 
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MEET YOUR NEW BOARD! 

The OKC Chapter is proud to introduce the 2016-2016 Board of 

Directors:  

Diana Akerman, President; 

Rebecca Adams, President-Elect 

Suzy Klepac, Treasurer 

Bette Bialis, Secretary 

Velinda Goss, Past President 

 

We are excited to see what this year has in store for our Chap-

ter! 

 

MEMBERSHIP COMMITTEE 

Welcome to our newest member, Mary Kay Scott. Ms. Scott is 

the Office Administrator at Foliart, Huff, Ottaway & Bottom.  

 

BOARD NEEDS TO FILL COMMITTEE CHAIRS  

If you would like to chair one of the following committees, the 

Board would gladly accept your willingness to do so. The cur-

rent committee chair positions that are open are the Business 

Partner Committee and the Community Connection Committee. 

 

SUSAN FRENCH SCHOLARSHIP WINNER TO BE AN-

NOUNCED AT APRIL MEETING 

A winner for the Susan French Scholarship to attend the Na-

tional Convention on May 22-25 in Los Angeles will be drawn  

at our April 21st meeting. Your name will be entered if you at-

tended a January, February, or March meeting, and your  name 

will be entered an additional time if you have submitted an arti-

cle to The Connection, our bi-monthly newsletter, or served on 

the Board or a committee in 2015 or 2016. You must be present 

to win! Also, please email Diana Akerman at 

dla@abowitzlaw.com if you do not interested in attending Na-

tional this year. 

 

 

2016-2017 Board 

President 

Diana Akerman 

Office Administrator 

Abowitz, Timberlake & 

Dahnke, P.C. 

dla@abowitzlaw.com 

President-Elect 

Rebecca Adams 

Legal Administrator 

Durbin Larimore &  

Bialick, P.C. 

radams@dlb.net 

Treasurer 

Suzy Klepac 

Office Manager 

Sweet Law, PLC 

suzy@sweetlawfirm.com 

Secretary 

Bette Bialis 

Office Adminstrator 

Goolsby Proctor Heefner 

& Gibbs, P.C. 

bbialis@gphglaw.com 

Past President 

Velinda Goss 

Office Manager 

Pierce Couch Hendrick-

son Baysinger & Green, 

L.L.P.  
vgoss@pierce- 

couch.com  
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Adam Childers to speak on “Recent Developments in 

Employment Law in Oklahoma” at April 21st Monthly 

Meeting 
 
On April 21, at our monthly chapter meeting, Adam Childers, Director and Co

-Chair of the Labor & Employment Practice Group at Crowe & Dunlevy will 

inform us of the new developments of employment law in Oklahoma. He will 

be speaking on Recent Developments in Employment Law. Mr. Childers will 

be speaking for an entire hour, and this session can be credited towards your 

CLM certification. 

 

We are opening this meeting to guests, so please invite your managing partners, human resource managers, 

or guests that you feel would benefit from this session. The fee is $22.00 per person. Please RSVP to Rebec-

ca Adams by April 18, 2016 at radams@dlb.net. A vegan plate lunch is available upon request. 

 
The meeting will be held at 11:30 a.m. at Petroleum Club, Room A on the 36th Floor. 
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ALA’s Got Talent! 

Another wonderful and successful Business 
Partner Expo 2016. As expected, the com-
mittee did a fantastic job of putting together 
a fun event: Denise Abston, Rebecca Adams, 
Diana Akerman,   Bette Bialis, Velinda Goss, 
Gari Marek, Suzy Klepac, Bev McElroy and 
Lisa Rose. Lisa Rose and Bette Bialis acted as 
co-chairs. 

The change of venue from Chase Tower lobby 
to the Skirvin was a hit with the Business Part-
ners and guests. The Skirvin is a beautiful 
place and they were very accommodating. 
The Happy Hour food was yummy and all 
gone by 5:30! 

Our theme was ALA‘s Got Talent. Several 
committee members dressed the part includ-
ing Bev McElroy as a judge and Diana Aker-
man as a fortune teller with red hair! Booths 
were decorated and a few Business Partners 
had photo opportunities which we all took 
advantage of. The Skirvin’s Artist in Resi-
dence, Gayle Curry, provided an art lesson in 
painting with encaustics (wax) for one of a 
kind picture.  

Our Platinum Business Partner was Ricoh. 
Brad Watkins, Alan Huffines, Matt Guffey and 
Jake Marple were in attendance. Ricoh print-
ed our brochures for the event as well. 

The Business Partner who won the $250.00 
scholarship to be applied to next year’s Busi-
ness Partner Exposition was  TRC Staffing. 

The grand prize winner was  Elaine 
McPheeters, who visited every business part-
ner’s booth!  

 

The Winners Are: 
AND: Suzy Klepac and Ray Jackson 
Thomson/Reuters/Westlaw: Martha Bussey 
McLain Chitwood Office Products: Charlotte Black-
lee and Geri Marak 
Imagenet: Lisa Brown 
Admiral Express: Maribeth Mills 
OneSource Managed Services: Lisa Giles-Caison 
Underground Vaults: Lorri Cargill 

Cornerstone Recruiting: Barbara Urtz 
Xcel Office Solutions: Lorri Cargill 
LexisNexis: Eva Taylor 
Ricoh: Amanda Amin 
Skirvin: Leah Foster 
Dobson Technologies: Diana Akerman 
Redbud Placement: Rebecca Adams 

Bev McElroy 

Above: Diana Akerman 

Far Right: Susan Frew (TRC 

Staffing) and Rebecca Adams 

Left: Suzy Klepac and Lisa Giles-Caison 
Below: Cindy Woolridge (Standley Systems), Den-
ise Abston, Adam Brown (Standley Systems), and 
John Baker (Standley Systems) 
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Left, from Ricoh: Matt Guffey, Jake Marple, 
Alan Huffines, and Brad Watkins 

Below, from Professional Reporters: Greg 
Brown, Jake Underwood, Wes Woodward 

Above, from ThomsonReuters/

Westlaw: Ron Sharp and Dayne Tracy 

 

Right, from Admiral Express: Will 

Baker and Cathy Garver 
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Member Spotlight: Donna Bond 
Donna Bond is the Office Administrator at Resolution Legal Group, 
where she has served for 2 1/2 years. On any given day, Donna can be 

found jamming to “Happy” by Pharrell Williams and eating Pecan Pra-
lines and Cream ice cream from Braums. She appreciates the ALA for 

the information and knowledge the members provide and also for the 

fun friends she has made. 

 

W hat are some of your favorite hobbies? Cooking, home decorating, and of course 

my 14 grandchildren! 

H ave you ever met anyone famous?  Yes! I’ve met Janet Jackson, Diana Ross, 

Charles Barkley and Ice T (cop on Law & Order), Snookie from Jersey Shore….. 

don’t ask, LOL and Celine Dion  

W hat was your first car? A brand new 1979 light blue firebird with those awesome 

T-Tops (giving away my age now) 

W hat was your first job? Principal’s Secretary at Millwood High School.   

 

W hat’s your favorite home cooked meal? Sun Dried Tomato Ravioli with Italian 

Sausage 

W hat would your high school classmates remember you for? That awesome fire-

bird of course, track, cheerleading, and Michael’s little sister.  

W hat is your strongest talent? Empathy (my husband would say Comedy, LOL)    

   

I f you were stranded on a desert island, what is the one item you couldn’t live with-

out? My rubber finger! 

W ere you were named after anyone? No 

 

W hat color of clothing do you most like to wear? Black of course!  Is there any 

other color?!  LOL 

W hat is your favorite reading material? God’s word the bible.  My husband and I 

have a custom of reading a portion of it daily.  
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CALENDAR OF EVENTS 

 April 5—ALA Webinar: The Generally Accepted Recordkeeping Priciples® 

 April 7—ALA Webinar: Managing Partner/Firm Leader Integration 

 April 8—International Practice Management Association (IPMA) Managerial Skills Seminar 

 April 12—ALA Webinar: USPTO eMod Text Pilot Program 

 April 12—Chapter Leadership Institute Call for Presentations Deadline 

 April 14—ALA OKC Monthly Board Meeting  

Time: 12:00 p.m.  Location: Abowitz, Timberlake & Dahnke) 

 April 15—Silent Auction Donation Deadline 

 April 19—ALA Webinar: Litigation Funding: Ethical Responsibilities 

 April 20—ALA Webinar: Brand Yourself! How to Differentiate Yourself and Stand Out in a Crowd 

 April 21—ALA OKC Monthly Lunch Meeting 

Time: 11:30 a.m. Location: Petroleum Club, Chase Tower 

Speaker: Adam Childers, Crowe & Dunlevy, Director and Co-Chair of the Labor and Employment 

Practice Group 

Topic: Recent Developments in Employment Law in Oklahoma 

 April 27—Solutions Series Webcast: Leveraging Your Travel Payment Solution to Increase Back 

Office Efficiencies and Reduce Accounts Reeivables 

 

 

 May 5—ALA Webinar: Part 1: Mapping—the Essentials of a Powerful Process Improvement Tool 

 May 12—ALA OKC Monthly Board Meeting 

Time: 12:00 p.m. Location: Abowitz, Timberlake & Dahnke) 

 May 18—ALA Webinar  Part 2: Mapping—Expanding on the Essentials of a Powerful Process Im-

provement Tool 

 May 19—ALA Monthly Lunch Meeting 

Time: 11:30 a.m. Location: Petroleum Club, Chase Tower 

Speaker: 

Topic: 

 May 22-25—2016 ALA Annual Conference & Expo 

Location: Los Angeles Convention Center, Los Angeles, CA 

 May 25—Deadline to submit news/articles for June issue of The Connection 
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COMMUNICATION STYLES—PART THREE: Driver 

By Cami McLaren 

In November, we took a look at the Styles of Communication framework and I introduced a way to 

discern which style is which.  The purpose of this exercise is to determine the style a particular per-

son may be so you can communicate most effectively with them.  Of course, it helps if you know 

your own style. 

You will recall that we are working with a chart that has as its vertical axis the spectrum of sociability and as its hori-

zontal axis the spectrum of dominance so that the various communication styles look like this: 

 

In January, we looked at the analytical style.  This month we’ll take a look at the driver style.  The main distinction be-

tween Analyticals and Drivers is where they sit on the horizontal spectrum of dominance.  This means that Drivers are 

similar to Analytics in the sense that both tend to be emotionally/socially reserved, “above the line” on the socia-

bility axis.  In other words, with both Analytics and Drivers, you will not usually see a lot of emotion looking at their 

non-verbal behavior.  Actions and body motion are restrained; there is little voice inflection; and they tend to talk more 

about tasks and data than about relationships and people. 

 

Driver Behavioral Traits 

You can see by the chart above that a driving communicator is more dominant than an analytical communicator and is 

more reserved socially/emotionally than Expressives and Amiables.  This means that in general the Driver 

is more likely to speak up  

is quick to act and to make decisions 

makes things happen 
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has a leadership style that gets things done through assertive and controlled behavior 

 

I say “in general” because there is a spectrum of dominant to yielding and a spectrum of socially outgoing to reserved 

and different Drivers will have more or less of each of these characteristics.   

 

Remember that we are dealing here with nonverbal communication behaviors and not necessarily with personality traits.  

It is useful to remember that the characteristics I have listed above are (1) behaviors; and (2) the way that certain behav-

iors are interpreted.  Additionally, these are behaviors which arise most often in situations of relationship tension.  Be-

cause these are not personality traits, one can learn to shift or change one’s behaviors by bringing conscious attention to 

them.  How different people act in newer situations will differ based on their communication styles.  And their nonver-

bal behavior may cause you to interpret them one way or another.  Your interpretation may or may not line up with the 

person’s intention. 

 

For example, the driving person may come into a networking meeting intending to meet and connect with people to de-

velop future relationships. She may, however, act in a way that makes it seem she is brusque or abrupt and perhaps 

seeming that she does not have the time or desire to connect.  This is only because there is relationship tension and her 

default behavior is to become more talkative, decisive and action-oriented in the face of this kind of tension.  She may 

therefore appear less caring and like she does not listen well.  It is useful to know three things: 

 

1. If you yourself have a driving communication style, people may experience you as abrupt and a poor listener. 

 

2. If you are dealing with a driving communication style, just because they act this way does not mean they are actually 

uninterested in you. 

 

3. Finally, these behaviors can be seen as a way to discern what communication style you are dealing with.   

 

Knowing which style you are dealing with will help you when you decide how to best communicate with the person. 

 

As a side note, when there is less relationship tension, the Driver may be quite calm in her actions; may even seem re-

flective and present.  It is important to separate one’s behavior under stress from one’s actual intention.  It is also useful 

to observe behaviors under tension (new situations) in order to discern communication style.  One’s behavior at home, 

for example, does not necessarily give us the appropriate information to determine communication style. 

 

Case Study 

 

Danny’s style is Driver.  He is fact-driven, action-oriented and quick-moving.  Different people respond to him in differ-

ent ways.  Some people are put off by his fast pace and seeming lack of caring for the input of others.  Some people 

wish that he would talk more about his personal life and ask them about theirs.  Most people feel though, that if some-

thing absolutely needs to get done, then Danny is your man. 

 

Danny excels in getting things accomplished and quickly.  On the other hand, he does not always get things done fully, 
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crossing all “T’s” and dotting all “I’s”.  Sometimes the way he does things does not comport with how others think they 

should be done.  One way that people have learned to work best with Danny is to sit down with him before there is a 

sense of rush and discuss the most important parts of the project – the absolutely required deliverables.  This meeting 

must be direct and to the point without anything that might seem time wasting.   

 

On the other hand, if there is a situation that requires a lot of client hand-holding and finesse, he may not be the best per-

son for the job.  When faced with a need for the soft touch, Danny seems to become impatient and talk about facts and 

logic as a way of inspiring forward movement.  He will tell rather than ask and does not seem to listen well.  Under ex-

treme stress, he becomes autocratic and directive.  His attitude is one of “let’s just get this done.” 

 

One of the best ways to build a trusting relationship with Danny is give him a project and let him run with it.  He appre-

ciates seeing bottom-line results and feeling in control.  Danny is happy when he is given a couple choices and is al-

lowed to be the one to make the final decision. 

 

How to Best Communicate with the Driving Style 

 

Here’s what we have learned from Danny.  If you are communicating with a driving style, you should know that their 

main concerns are bottom-line results and feeling in control.  As such: 

 

Get to the point quickly 

Keep the conversation short and focused 

Provide options they can choose from and let them choose 

Be decisive and self-confident 

Be businesslike and results-oriented 

Be specific in your questions and your instructions 

Do not be: 

Vague, time wasting 

Personal, informal, casual 

Pretentious, irrelevant 

Conclusive or arbitrary 

Careless with facts and forecasts 

Seen as personalizing the decision  

To motivate a Driving style,  

Show them how their actions lead to specific results 

Help them to feel in control of the outcome 

 

Areas of Growth for the Driving Communicator 

If your personal style is Driver, here are some steps you can take to stretch 

yourself and make it easier for others to communicate with you. 
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One thing that can be said about any style is that it is a comfort zone.  Even if you wish your behavior was different, it is 

still a place where you are comfortable.  As such, to expand and become more flexible, you will want to try some behav-

iors that are outside your comfort zone. 

For example, you can improve relationship communication by injecting personal conversation into meetings; then listen 

and respond.  Another growth action for the Driver is meet with someone who rubs you the wrong way – have coffee 

with them; see how you can improve the relationship. 

In general, if you are a Driver, your stretch-point will be to say what you feel, make personal remarks/engage in small 

talk, devote more time to relationships, listen without interrupting, talk less and ask for others’ opinions more, and allow 

others to take the lead. 

If you are interested in this work and bringing it to your team, McLaren Coaching offers in-house workshops on Styles of Communi-

cation.  Click here for more information or email Cami@mclarencoaching.com 
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Why Rebrand? 7 Business Indicators that Show it’s Time 

By Dory Alford, Senior Sales Representative, ALL-STATE LEGAL 

 

We all know how powerful brands can be.  As consumers, when we choose a product or service, 

we're not just looking at price.  We often choose to do business with a company because of the 

company’s overall brand promise. The same holds true for your firm. You've built a relationship 

with your clients and your brand means something to them.  That can be a valuable competitive 

advantage, but in certain circumstances, your brand may be holding you back. If that's the case, 

it's time to look at strategic rebranding.  

Rebranding is more than redesigning your logo or website—it is a total makeover of your firm’s 

public persona.  Rebranding can be expensive and complicated, but it is sometimes necessary.  

So how do you know when it’s time?  While there is no specific rule that applies to all firms, below are some of key business indi-

cators that can help you decide if it’s time to consider rebranding. 

 

1. Your firm name has changed.  

During a firm name change, you are already going to incur the expense of updating materials including online assets, stationery and 

printed materials, office signs and the like.  As such, it is the perfect opportunity to conduct a brand audit to determine if your new 

firm name fits seamlessly and cohesively with your existing brand.  Since many firms include their firm name initials or the first 

few names in their firm's brand, it is more than likely that a firm name change will cause a complete rebrand.  The trend to shorten 

the firm name - often to one name - makes it easier to build brand recognition. 

 

2. Your firm’s brand is old or outdated versus your competitors. 

When people talk about branding, a firm’s logo is the usually first thing that comes to mind.  Branding, however, goes much deep-

er.  It’s the voice of your website, press releases and social media interactions.  It’s your office décor.  It’s the way your employees, 

from the receptionist to the partners, interact with clients.  It’s your firm culture.  As the first impression of your firm is formed, 

your logo is still one of the most important aspects of your firm’s brand and it's easy for the aesthetics to become dated.  Ten thou-

sand Baby Boomers reach retirement age every day and Millennials now make up the largest generation in the U.S. This genera-

tional shift will have an impact on how buyers of legal services will choose law firms. 

Add to a dated look, the proliferation of the internet and social media sites has made it much easier for your potential clients to 

view and learn about your firm’s and your firm’s competitors’ brand and culture without ever stepping foot an office or speaking 

with an associate.  The emergence of these channels has resulted in many law firms reevaluating their brands and initiating rebrand-

ing projects in order to develop new brands that resonate more and stand out more prominently when they are conveyed over these 

new media channels. 

Rebranding affords your firm the opportunity to define who it is today and articulate its unique value making your firm a fresh new 

option for many potential clients. 

 

3. Your firm has changed significantly.  

Firms usually evolve over time and often these evolutions require a fresh branding effort.  Whether it is through new practice areas, 

new partners, new locations or even a change in your business model, any major change in your firm’s operations may require you 

to evaluate whether your current brand is accurately representing your firm’s services and philosophy. 

If your general practice firm acquires an IP boutique firm, will your brand attract new clients to this practice?  What if your Chica-

go firm opens a new office in Houston?  Will your brand convey the same message to both locations? As your firm grows and 

changes, your brand may need to be refreshed to keep one, cohesive image.   

 

4. Your brand isn’t compatible with your firm’s identity.  
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Your brand should convey your firm’s identity and give clients an idea of what to expect when they interact with you.  If you have a 

very inviting, modern persona online, but all of your printed materials are traditional and serious, you will confuse your potential 

clients.   

Every part of your firm’s brand, from your color scheme to your messaging should be consistent with your firm’s culture and identi-

ty.  Is your firm’s logo difficult to understand? Does it convey your firm’s message and identity? If it doesn’t, it might be time to 

rebrand to ensure consistency and clearly define who you are from the first interaction. 

 

5. You want to appeal to a new client base. 

When entering new markets, your firm needs to assess whether or not your current brand will reach the correct audience and stand 

out competitively.  Perhaps your firm is now targeting clients in a new region or country.  Maybe your firm’s clients were typically 

individuals, but now the firm is trying to attract corporate clients.  If such changes in your firm’s target client base occur, then it may 

be time to consider rebranding.   

Rebranding will ensure that your firm is presenting the right identity to give new clients an understanding of exactly what you have 

to offer. 

 

6. Customers have developed a negative association with your brand. 

Typically, a long-standing brand is a positive because of increased name recognition over time, but if your firm has been associated 

with a negative incident, it may prove too hard to overcome.  The most obvious example is when a firm experiences a major PR 

problem or controversy, though sometimes smaller missteps can lead clients to view your firm in a negative way.  This can trigger a 

rebrand. 

Changing your firm name or at least the look and feel of your brand (e.g. your logo) can reduce the association and allow the nega-

tive event to fade. 

 

7. Your revenue growth has diminished. 

If your firm has experienced stagnant growth or decreased profits over 24 – 48 months, a new brand can breathe new life into your 

business.   With the right buzz surrounding it, a successful rebranding initiative should help generate new leads. 

If your firm has experienced any of the above, it’s time to take a closer look at your firm’s brand to determine if it is an asset or a 

liability.  If your firm isn’t prepared for a total rebrand, consider tweaking your brand as part of your daily operations to gradually 

reposition your firm in the market. 

 

 

Founded in 1946 and headquartered in Cranford, New Jersey, ALL-STATE LEGAL is the legal industry’s most trusted rebranding 

specialty printer. The company has been involved in over 20 major rebrands over the past year, has a national footprint (with manu-

facturing and distribution centers located in and around all the major U.S. legal markets), a best-in-class online ordering platform, 

and an experienced and knowledgeable client service team – all focused on providing the highest quality products and services to 

law firms of all sizes, from solo practitioners to the largest global firms. Over 94% of clients surveyed say they would recommend us 

to a colleague or friend. 
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Career Tips to Improve Your Performance in 2016 

By Dr. Brandi Stankovic 

 

Ready to truly jumpstart your career for 2016? Motivational speaker and organizational expert Dr. Brandi Stankovic, 

who regularly coaches high level executives from Fortune 500 companies around the globe, wrote a new career coach-

ing handbook that will help you do just that. The Strategic MVP offers key lessons and motivational messages from 

some of the world’s most notable CEOs, along with 52 ongoing workshop-type exercises to truly help you identify and 

improve areas specific to your own career.  

 

So just what exactly is an MVP? According to Stankovic, an MVP is not just someone who achieves greatness, but one 

who also makes others around him or her great. Her new book shows you how to do just that.  Below are some key practices, excerpted from 

The Strategic MVP, that are sure to help you bring out your inner MVP. 

 

1. Unleash Your Inner Nerd 

In a world where everything comes to us in bite-sized snippets, we are steadily losing our capacity to focus and truly read anything beyond the 

popular 140 characters. Lifelong learning is more than a phrase; it is a commitment to being the best you can be through action, through educa-

tion and through learning. Maybe there is an online class you can take to brush up on new technologies, a workshop on innovations affecting 

your industry, or even just a book on principles that could help you improve your company’s performance. Let your inner nerd flourish. Em-

brace education as it allows you to enhance your leadership and position the organization for the future.   

 

2. Be in the Know 

Let reading for business become your pleasure. Subscribe to business publications, your industry’s newsletters and trade publications if availa-

ble. Staying up to date on industry trends in your field and industry will help you stay relevant and educated about key topics affecting your 

business now and potentially down the road.  

 

3. Spreading Your Influence 

Long term, sustainable influence is built on getting things done consistently. As an MVP leader, you should have influence within work groups, 

your organization, and even the industry. It gives you the power to connect with people inside and outside your circle and impact situational 

outcomes. 

 

4. Expand Your Network 

MVPs know the value of building meaningful, long term relationships and being a part of a community of peers. Strive for quality not quantity 

in your networking efforts. Select a few people to be in your network and invest in them. Choose people who care about the same things you 

care about. These relationships serve as your professional family. These are the people who will ultimately help you achieve your goals.  

 

5. Remove the Unnecessary 

Have you ever created your own roadblocks keeping you from success? Take a moment and make a list of those things that are not in alignment 

with your passions and goals – time wasters, old perceptions, ineffective policies, negative influences, etc. Then outline what you will start doing 

differently today to bring about the support you need to create the career of your dreams. 

 

 

 

 

Dr. Brandi Stankovic is a professor, organizational change expert, motivational speaker and Mommy who inspires firms globally with her mod-

els of leadership, engagement, and award-winning education.  Her clients include billion dollar organizations, trade associations and non-profit 

foundations. She also coaches Pepperdine University doctoral students, teaches College of Southern Nevada undergraduates and serves on 

boards for Children’s Miracle Network Hospitals, Aid for AIDS, and World Council of Credit Union’s Global Women Leadership Network. 

Www.brandistankovic.com  

http://Www.brandistankovic.com
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BIRTHDAYS 

 

April 1—David Snider 

May 11—Richard Cathcart 

May 12—Jennifer Johnson 

May 22—Danita Jones 

May 28—Rebecca Adams 

 

 

 

 

Left: Diana Akerman 

and Denise Abston 

met Dylan McDer-

mott, an actor on The 

Practice, when they 

were in Nashville in 

May of 2015 for the 

ALA National Expo. 
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A Note From Our Editor 

By Suzy Klepac 

 

In this issue, Cami McLaren discussed the driver communi-

cation type. Those of us whose behavioral traits character-

ize the driver communication style can admit that on more 

than one occasion, we have accidentally hurt someone’s 

feelings or caused someone to feel “put off” by us. Possibly, 

McLaren’s article immediately brought to your mind someone who is fast-

paced, seemingly overbearing, and blunt. As McLaren states, drivers are people 

who get the job done, usually in a matter-of-fact manner. Because these charac-

teristics can be intimidating to people, McLaren suggests that drivers step out of 

their comfort zone, slow down, and have a casual conversation with a cowork-

ers. Further, McLaren suggests to those that know a driver that helping a driver 

reach his goals in an efficient manner would build a trusting relationship with 

the driver. 

Diana Akerman pointed out that we don’t know who people are just by looking 

at them on the outside. It takes getting to know someone to really understand 

and appreciate them. For those in your firm who are difficult to communicate 

with, dictatorial, or externally distant, it would benefit you to reach out and 

attempt to understand their communication style and their behavioral traits. 

Get to know the way the work and why they work that way. Then, as you build a 

trusting relationship, it will become obvious you didn’t know the person just by 

looking at the outside. Sometimes the gypsy wig must come off for someone’s 

true self to show. 

 

To submit a topic suggestion, question, article, photo, 

or story to the Association of Legal Administrators Ok-

lahoma City Chapter newsletter, please contact: 

 

Suzy Klepac 

ALA OKC Newsletter Editor 

suzy@sweetlawfirm.com 

 

 

Your contribution is greatly  

appreciated! 
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Thank you to the  

Business Partners of the Oklahoma City 

Chapter of the Association of  

Legal Administrators! 


