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PRESIDENT’S MESSAGE 
By Diana Akerman 

Can you believe it is already June?  Spring is in the air and all 

should be right with the world.  But somewhere along the way, 

Mother Nature has stepped in and hundreds of people are 

losing their possessions, and some, their lives, all swept away 

in all the rain.  I am not from Oklahoma, but I have been here 

long enough to know about earthquakes and tornadoes.  And the people on the 

coast in Florida are currently fearing the damage that Tropical Storm Colin will 

bring. 

As some of you know, last year I totaled my car coming back from Dallas.  Going 

68 m.p.h. on the back roads between Sulpher and Stratford, I sneezed and turned 

my steering wheel.  My car ran off the right side of the road for approximately 69 

feet while rotating.  When I landed, I overturned, traveled another 42 feet and 

struck a barbwire fence.  I traveled an additional 21 feet, flipped 8 feet up in the 

air and struck a tree.  It was something I should not have lived through, and yet, I 

was able to open my door and stumble up the hill until someone saw me.  I re-

ceived seven cracked ribs and a freckle on my left hand.  The rib fractures were 

from my seatbelt, the freckle, I believe, from God telling me is wasn’t my time 

yet. 

The purpose of mentioning all of this is not to depress you but to make you aware 

of I.C.E.  which stands for “In Case of Emergency”.   The aim of ICE is to notify 

your next-of-kin, or chosen contact, at the earliest possible opportunity which 

also provides confirmation of your identity, should that be required.  By providing 

this vital information, ICE can help first responder in treating you effectively in the 

event that you are unable to communicate.  In my case, I had my husband’s name 

with ICE beside it.   

The original idea was to edit the names of your contact by adding their name and 

number with ICE, however if you have a smartphone, you can download the ICE 

App.  I strongly encourage you to do this not only for yourself, but also for the 

rest of your family including children’s and parent’s phones.  My hope for you is 

that it will never be needed. 

As always, thank you for letting me be a part of this amazing group.  Joanne 

Branesky and I gained some valuable knowledge at the National ALA conference 

in L.A. that we hope to pass on.  And, hey, if you ever need a friend, put ICE be-

side my name in your contact list.  I will do my best to be there for you. 
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JUNE 

 June 2—ALA Webinar—Cloud Computing 2.0: The Next Wave of 

Technology for Law Firms 

 June 15—ALA Webinar—Innovating Legal Practice through Talent 

Management 

 June 16—Chapter Luncheon—11:30 a.m. Petroleum Club- “Is Your 

Firm the Next Target for Hackers?” Presented by Uri Gutfreund, Rob 

Kleeger, and Khizar A. Sheikh. 

 June 21—ALA Webinar—Working through the Bureaucratic Red Tape 

of Decision-Making 

 

JULY 

 July 4—HEADQUARTERS CLOSED—Independence Day 

 July 7—ALA Webinar—Kick Up Your Internal Training: How Adults 

Learn 

 July 14—Chapter Board Meeting at 11:30 a.m.—Goolsby Proctor 

Heefner & Gibbs 

 July 19—ALA Webinar—Budgeting Between Settlements: Avoiding 

the Cash Crunch 

 July 20—ALA Webinar—Creating Proactive Leadership 

 July 21-23—ALA’s Chapter Leadership Institute; Wor thington 

Renaissance Fort Worth, Fort Worth, TX 

 July 26 @ 11:30 a.m.—Diversity & Inclusion Committee meeting. Lo-

cation/Topic TBA 

 

AUGUST 

 August 4—ALA Webinar—Creating High-Performance Practice 

Groups 

 August 4-6—Large Firm Principal Administrators Retreat; Sil-

verado Resort an17d Spa, Napa, CA 

 August 17—ALA Webinar—Client Intelligence is the new Competitve 

Intelligence 

 August 24-26—Law Firm Management Essentials; Hyatt Chicago 

Magnificent Mile, Chicago, ILF 

SAVE THE DATE 

 October 27-29—Regional Legal Management Conference—

Central; Indianapolis, IN 

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 Administrator 

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@piercecouch.com  
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MEMBERSHIP COMMITTEE 

Welcome to our newest member, Elizabeth Wilson, Office Manager at Gungoll, Jackson, Box & De-

voll. 

 

NATIONAL CONVENTION 

Members Diana Akerman and Joanne Branesky attended the 2016 Annual Conference & Expo on 

May 22-25 in Los Angeles, California. There, Diana was able to get her picture taken with Keynote 

Speaker, Daymond John,  who is the President and 

CEO of FUBU. 

 

 

 

 

 

 

 

 

 

 

 

 

 

LEGAL MANAGEMENT CONFERENCE DRAWING 

Five $1,700 scholarships will be awarded for the Region 4 Legal Management Conference (formerly 

Business of Law Conferences) in Indianapolis, IN on October 27-29. The drawing will take place at 

the August membership meeting. Your name will be entered if you attend the May, June, and/or July 

membership meetings, if you are a board member and/or a committee chair, and/or if you have written 

an article for the June and/or August newsletters or submitted an article for a future newsletter. For 

example, if you attend all three meetings, your name will be entered three times. 

 

Five winning names and five alternative names will be drawn. If you are not interested in attending, 

please contact Diana Akerman at dla@abowitzlaw.com. The winners must be present to win. 

Above: Daymond John and Diana Akerman 



 

5 

THE CONNECTION 
Association of Legal Administrators 

Oklahoma City Chapter 

Volume 4, Issue 3 Bimonthly                     June 2016 

Member Spotlight: Suzy Klepac 
Suzy Klepac is the Office Manager at Sweet Law Firm, where she has been for almost 5 years. 
She benefits from ALA by being involved in leadership opportunities, learning tips and tricks 

from colleagues, and being able to stretch her brain. In her spare time, she likes to play 
with her kids, play music and sing, hunt, fish, listen to real country music, go camp-

ing and hiking, go on road trips, read, and enjoy a beautiful sunset. 

 

H ave you ever met anyone famous?  Not really, but once I touched George Strait’s 

hand.  

W hat was your first car? 1999 cherry red Ford Escort named Judy. She was beau-

tiful. RIP Judy. 

W hat do you drink? Coffee! I can’t survive the morning without my two cups of 

Joe. 

W hat’s your favorite memory as a child? Going camping and fishing with my family 

for 2-3 weeks at a time.  

W hat would your high school classmates remember you for? Being goofy, fun, and 

always coming up with some crazy idea. I embarrassed my poor sister more 

times than I can count. 

  

W hat is your strongest talent? Being accepting and loving. And playing piano.  

   

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

out? A fire-starter. 

 

W ere you were named after anyone? My grandmother and mother. Jo Ann Cathe-

rine, Anne Catherine, and Suzanne Catherine. 

 

W hat is hanging on your office walls? Pictures and art from my cute kiddos, cards 

and mementos from my friends and family, and a cross that my husband’s 

grandfather made out of barbed wire. 
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FACED WITH AN ETHICAL DILEMMA?  

What should you do? 
By Aaron Beam 

Unethical business behavior results in widespread loss of trust, personal and 

corporate reputations, and market confidence.  We have all seen the devas-

tating effects of how Enron, WorldCom, Healthsouth and the sub-prime de-

bacle impacted our economy.  The cover of Time Magazine in 2010 stated 

“Why Main Street hates Wall Street.” 

To understand how these frauds take place, we have to accept the simple 

fact that human beings commit frauds and we must try to understand why.  The study of why people commit 

fraud is referred to as “behavioral forensics.”  Fraud is theft, but not by force.  Fraud is a deception, one in 

which the victim voluntarily gives up something of value.  Deception most often is accomplished by manipu-

lating human emotions.  Fraud is frequently committed through accomplices—it is a team sport.  Typically, it 

has two sets of human beings involved:  the perpetrator(s) and the victim(s).  We must understand the mind

(s) of each when dealing with unethical behavior, including the rationalizations made by each.  We need to 

study and carefully evaluate the relationship between the fraudster(s) and the victim(s). 

What are some of these emotions?  There are many but let us focus on excitement, enjoyment, fear and 

shame. (Note: These emotions apply equally to both sets of human beings; unless the perpetrator is hard-

wired not to respond to emotions, e.g., they have anti-social personality disorder and lack a conscience as for 

a psychopath or a sociopath).  

Serious unethical behavior often starts at the highest levels within organizations.  Obviously, the more power 

and control a person has the more damage he or she can do if they do go “off the rails.”  The employees 

working for these highly-placed, powerful executives are at risk in the case where that executive has turned 

to the dark side and commits fraud.  The employee faces many emotional issues concerning their boss.  He 

or she receives excitement and enjoyment from pleasing his boss.  He also is fearful he will shame himself if 

he or she does not please the boss.  The employer holds all the power, including the employee’s compensa-

tion. So, manipulating them is not that difficult to do. 

What can an employee do when he or she is asked to follow orders that may be unethical?  Always be ex-

tremely aware of your personality and that of your boss.  It all gets back to the fact humans influence hu-

mans.  Does your boss seek input from others, does he seem to consider the feelings of you and others 

around him or is everything always about him?  Does he seek glory and the power?  Does he admit when he 

is wrong or has made a mistake?  Does he put loyalty at the very top of the list as a trait his employees 

should have?  Does money seem to be too important to him?  Do you feel at times that he manipulates you? 

(Note: Your boss can also be a woman, so it may always be a “he”). 

 If your superior has a lot of these personality traits, then when you suspect fraud you should have 
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serious concerns.  At this point what can you do?  The first step should be to share your concerns directly 

with your boss.  If he is not in the process of some evil deed and is a truly ethical person, the meeting should 

end well.  If however you believe he is lying to you and trying to do a cover up, it will not end well.  He may 

fire you or you may resign.  Both of which are better in the long run than working for an unethical organiza-

tion. 

 It is all very complex, but the bottom line is very simple.  You should always live your life in the most 

ethical manner that you can.  In 400 AD St. Augustine said, “Complete abstinence is easier than perfect mod-

eration.”  What was he really saying?  It is better to try to be perfect than settling for a near- perfect situa-

tion.  Where ethics is concerned you should set the bar at perfection.  If you set the goal lower that that you 

have already put yourself on the slippery slope.  One last question, what is the right, moderate amount of 

lying in the courtroom?  Answer:  ZERO. 
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COMMUNICATION STYLES—PART FOUR: Amiable 
By Cami McLaren 

In November, we started our journey through the Styles of Communication framework and 

I introduced a way to discern which style is which.  The purpose of this exercise is to deter-

mine the style a particular person may be so you can communicate most effectively with 

them.  Of course, it helps if you know your own style. 

In February, we looked at the characteristics (non-verbal behaviors) of the Analytical style and in April, we 

looked at the Driving communication style.  Today, we will move on to an examination of the Amiable com-

municator. 

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

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

 

 

 

 

 

 

 

 

 

Analyticals and Drivers are similar in being “above” the line on the sociability continuum.  This means that 

they have in common the tendency to be socially and emotionally more reserved.  The main distinction be-

tween Amiables and the Analyticals/Drivers is that Amiables are “below the line.”  This means they appear in 

their non-verbal behavior to be more emotionally and socially outgoing.   

Amiables and Analyticals are both on the left side of the chart.  As such both tend to be more yielding on the 

dominance scale.  They tend to ask questions to get what they want more than to direct people (“Do you 

want to sit here?” versus, “Let’s sit here.”).  They tend not to speak up or voice opinions in a group or in con-

versation with the more dominant styles (Expressives and Drivers).  Amiables are the opposite of Drivers in 

most ways. 

Amiable Behavioral Traits 

In general, under relationship tension (typically in new situations or in groups) the Amiable: 

 is less likely to speak up  

 is sometimes slower to act and to make decisions 

 has a leadership style that values relationships above tasks 

 is more likely to show emotion 
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 is more likely to talk about people and tell stories as a mode of communication than to talk about facts or 

data 

 is good at consensus-building 

 has a manner that seems easy-going 

 

I say “in general” because there is a spectrum of dominant to yielding (the horizontal axis) and a spectrum of 

socially outgoing to reserved (the vertical axis) and different Amiables will have more or less of each of these 

characteristics.   

Also, a note about valuing relationships above tasks.  All styles value both tasks (getting the job done) and 

relationships.  The distinction is in the display of non-verbal behaviors.  Amiables and Expressives lead with 

relationship types of inquiries and activities in order to achieve the tasks whereas Drivers and Analyticals 

lead with task types of inquiries and activities in order to improve relationships.  The main distinction is 

whether the style puts relationships or tasks first.  They do not typically value one and not the other. 

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

certain behaviors are interpreted.  Because 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 nonverbal behavior may cause you to interpret them 

one way or another.  Importantly, your interpretation may or may not line up with the person’s actual inten-

tion. 

For example, the amiable person may come into a networking meeting intending to meet and connect with 

people to develop future relationships. She will likely act in a way that makes others want to develop rela-

tionship with her, as this is her strength (examples: leaning in, speaking infrequently, maintaining eye con-

tact, asking questions, showing interest in the person and listening to him/her talk).   

On the other hand, the Amiable may attend a business meeting and intend to speak up and to demonstrate 

her knowledge on a topic, which knowledge is thorough.  However, she may not speak up or if she does 

speak up, she may sound tentative and appear to know less than she 

does.  This is only because there is relationship tension and her default 

behavior is to acquiesce and overthink her responses in an effort to 

maintain and appease relationships.  She may have a hard time hiding 

her nervousness (i.e., show this emotion) in the face of this kind of ten-

sion.  She may therefore appear less knowledgeable and businesslike 

than she actually is.  It is useful to know three things: 

1. If you yourself have an Amiable communication style, people may 

experience you as weak or appeasing. 

2. If you are dealing with an Amiable communication style, know that 

just because they act this way does not mean they do not have the 
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knowledge you seek or that they are not able to come through in a business situation. 

3. Finally, these behaviors can be seen as a way to discern which 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 Amiable may be quite assertive in her actions; and 

may surprise you with how much knowledge she has and how well she can convey it.  It is important to sepa-

rate one’s behavior under stress from one’s actual intention.  It is also useful to observe behaviors under ten-

sion (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 

Amelia is an Amiable.  She is relational, has a lot of friends at work and creates an atmosphere of coopera-

tion.  At the same time, she can seem slow-moving and overly talkative especially to those who want to get 

down to business and don’t care to discuss personal issues at work.  Different people respond to her in differ-

ent ways.  Drivers may be frustrated by her slow pace and desire to obtain input of others before getting the 

job done.  Analyticals may wish that she would talk less about her personal life.  Expressives may wish that 

she would stand up more for what she believes in and speak her mind.  Most people feel though, that if cli-

ents need hand-holding or a team needs to be brought together, there is no one more qualified for the job 

than Amelia. 

Amelia gets things done if she is given a clear timeline.  She is most motivated to complete a project and well, 

if she can see how it benefits other people.  Like the Analytical, she can get stuck in “analysis paralysis,” so it 

is important to give her clear instructions and not too many choices.   

One of the best ways to build a trusting relationship with Amelia is to lead off with personal inquiry, to show 

caring toward her and not rush, and to show how others are benefited by anything she is asked to do.  She is 

happy when she has time to complete a job that is well-outlined and has a clear timeline with a clear 

“people” element.  There is no one better than Amelia in a sales position if she believes in what she is selling 

and there is no requirement to be aggressive. 

How to Best Communicate with the Amiable Style 

Here’s what we have learned from Amelia.  If you are communicating with an amiable style, you should know 

that their main concerns are relationships and collaboration.  As such: 

 Be candid, open and patient 

 Show a personal interest 

 Support teamwork and harmony 

 Have a well-defined but negotiable idea 

 Support win/win relationships 

 Define specifics about what each person will do 

 Disagree gently 
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Do not: 

 Agree without checking on possible points of disagreement 

 Ignore fears or insecurities the Amiable has identified 

 Make loose or vague agreements 

 Appear as harsh in your disagreement 

 Change agreements after they have been made 

A note about the first two points under “do not”:  Amiables will acquiesce under relationship tension.  This 

means that they tend to agree with proposals for the sake of the relationship.  As such, it is very important 

that all potential points of disagreement be identified and that you make it comfortable for Amiables to say 

“No” if they are not fully invested in the agreement.  One challenge is that Amiables may say “yes” for the 

sake of the agreement, take on too much, and then fail to follow through. 

To motivate an Amiable style: 

 Show them the impact on people 

 Help them to feel included 

 Areas of Growth for the Amiable Communicator 

  

If you are an Amiable communicator, below are some steps you can take to stretch yourself and make it easi-

er for others to communicate with you. 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 behaviors that are outside your comfort zone. For ex-

ample, you can improve relationship communication by volunteering your opinion more freely, making your 

points clearly, being willing to disagree and initiating conversations. 

In general, if you are an Amiable, your stretch-point will be to : 

 Speak up 

 State your disagreements 

 Say NO more often 

 Make clear agreements and keep them 

 Talk less and ask for others’ opinions more 

 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 Communication.  Click here for more information or email Cami@mclarencoaching.com 
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What is Business Integrity? 

By Brenda Barnes, CPA 
 
People often define integrity as doing the right thing even when no one else is around. It is 
the ability to act with honesty and be consistent in whatever it is you are doing based on the 
particular moral value or belief compass you have.  
 
Browse through the mission statements of most businesses and you will notice that almost 
every company includes a statement about integrity: 

 “We act with integrity in all we do.” 

 “We hold honesty and integrity as our guiding principles.” 
“We are proud of the integrity, sincerity and transparency our employees demonstrate every day.” 
 
Honorable statements, right? But have you ever wondered why they are needed in the first place? After all, integrity 
should be the basic building blocks for doing business.  Integrity should be a given, without the need to sound off about 
its existence.  
 
Yet it’s not that simple for two reasons: First is the innate human ability to rationalize behavior.  For example, if you 
ask students whether or not it is right to cheat, most will say that cheating is wrong.  Yet research suggests that as 
many as 95% of students have engaged in some form of cheating.  Most students will justify the behavior as “not really 
cheating,” or just something that “everyone else does.”  They rationalize their situational behavior and this will allow 
them to consider themselves to be honest.  
 
As a result, no matter what choice we make, we can convince ourselves that it was made with integrity. So this leads to 
the second reason why integrity is so difficult: Everyone defines integrity differently. This is further exacerbated by 
differences in culture — for example in some business cultures people are expected to openly do favors for each other, 
while in other cultures those favors would be considered bribes.  
 
In the business world, we are all faced with integrity-based choices on a regular basis.  Do we tell our clients that we 
made a mistake?  Do we sit across the board room table from a client and tweak facts to suit our position? Do we make 
promises we do not keep?  Not if you want to be in business for very long.   
 
The power of rationalization and the difficulties of definition reveal integrity as a subject that is neither easy nor simple. 
These choices require personal judgment.  
 
In some ways the value statements about integrity are meant to remind us that integrity is not just a corporate respon-
sibility, but a personal one as well. If you are a manager, you can apply these values by setting aside time with your 
team to share integrity dilemmas and discuss the thinking behind individual decisions. If you are a business owner, you 
can lead by example.  If you say you are going to do something, do it.  If you make a promise, keep it.  If you mess up, 
own up to it.  And if you are an employee, realize that you are part of something bigger than yourself and that you 
have a duty to carry out your job duties with the best interest of your employer and clients in mind.  
 
Doing the right thing may be challenging, but imagine our world if we all did.  

 
Brenda A. Barnes is the Managing Principal of B2 Management & Consulting.  B2 provides outsourced management solutions such 
as accounting, billing, payroll, human resources and recruiting to law firms.  The B2 team also provides consulting on partner com-
pensation plans, succession planning and financial profitability analysis.  www.b2-mgmt.com 
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BIRTHDAYS 

 

Rebecca McCaslin—June 10 

Velinda Goss– June 21 

Elizabeth Wilson—July 9 

Bette Bialis—July 22 

Trent Corken—July 23 

Randy Rybicki—July 2 
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A Note From Our Editor 

By Suzy Klepac 

 

The Association of Legal Administrators provides its mem-

bers with a monthly digital magazine called Legal Manage-

ment. If you are not already subscribed to Legal Manage-

ment, I would highly encourage you to do so. Legal Management provides edu-

cation and information relating to the business of law and law firm management 

for legal administrators, managing partners of law firms, sole practitioners and 

others with an interest in this area.  

 

This magazine features scholarly articles that are relevant and current, relating 

to ALA’s five areas of knowledge. Inside Legal Management, you will find articles 

regarding Legal Industry/Business Management, Human Resources Manage-

ment, Financial Management, Communication and Organizational Management, 

and Operations Management. Further, opportunities for contributing to this 

magazine are available. 

 

To subscribe to Legal Management, ALA’s monthly digital magazine, please visit:  

https://www.alanet.org/legalmgmt. 

 

 

 

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! 

https://www.alanet.org/legalmgmt



