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What are your favorite highlights from this year’s conference? 

Jill and Betsi: The three themes – networking, education and cutting-edge
solutions. We've had the opportunity to meet so many new attendees, reconnect
with long-time friends, hear great case studies and meet with terrific
exhibitors. Also, hearing from so many different clients within the various
sessions throughout the week.

Can you share some significant statistics about this year’s event? 

Jill and Betsi: We had over 1400 attendees from 47 states and 18 countries.
Another fun fact is that we had the largest hotel room block ever, meaning the
largest number of conference attendees ever staying under one roof.

What happened in Vegas that shouldn’t stay in Vegas? 

Jill and Betsi: Networking! Don’t stop when you get home. Stay in touch with
the people you meet. Join SIG groups where you have areas of
interest. Education! Tune in to LMA webinars, read Strategies magazine, visit
the Strategies+ blog, participate in the post-conference #LMAchat on Twitter



(Thursday, April 13th at 1 p.m. CT), subscribe to LMA Podcast and invest in the
annual conference recordings. There are so many opportunities to learn with
LMA year-round.

As LMA’s top leaders, how did the conference further your goals for
the organization this year? 

Jill and Betsi: Number one - the conference brought "the voice of the
client" to our attendees. Number two - aligning our educational sessions with
LMA's Body of Knowledge demonstrated the value that framework provides
to our members. Number three - regionalization: we had the opportunity to
meet with the regional presidents and board members, and many regions
hosted events to bring together their members who were attending the
conference. Plus, it reminds us of how much we have in common and
encourages collaboration throughout the year.

What are you most excited about for next year’s conference in New
Orleans? 

Jill and Betsi: A wonderful location and we're sure the 2018 Annual
Conference Advisory Committee will have a great line up of programs. Seeing
everyone again and hearing how they have implemented what they learned at
this year’s conference.

Viva Las Networking: Yesterday in Vegas

Your Honor Awards (Please Also See More Below)

General Counsel Panel
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Trade Show Breakdown

See You Next Year in The Big Easy

Hit the Jackpot: Session Summaries

LMA ANNUAL REPORT

• As of January 1, 2016, LMA has a new structure, with eight regions across the
U.S. and Canada. Tell us your story about how "We are #OneLMA."

• The Body of Knowledge, created by LMA, is an essential tool for all legal
marketers.

• The success of LMA depends on hundreds of dedicated, passionate, and
amazing volunteer leaders from across the country. To become one of them,
email us at membersuppport@legalmarketing.org.

• In 2016, LMA regions contributed to their local communities and provided a
multitude of professional development and networking opportunities. Watch
the 2016 LMA region highlights video to hear about some of them.

• LMA is financially strong and has big plans for 2017 and beyond. This includes
local programming about the “Next Big Thing” in legal marketing: artificial
intelligence, and laying the foundation for an advocacy initiative that will help
drive change in our industry.

YOUR HONOR AWARDS  



LMA handed out 34 prestigious Your Honor Awards on Wednesday, recognizing
excellence and creativity in legal marketing. We inducted four new members into
our Hall of Fame in recognition of their extraordinary contributions to legal
marketing and the LMA. And keep an eye on our Rising Star, given to an
individual age 35 or under with fewer than 10 years legal marketing experience
who shows exceptional professional growth. Thank you to YHA Awards judges
and co-chairs Robert S. Algeri, Partner at Great Jakes Marketing Company, and
Jabez LeBret, Chief Marketing Officer at GNGF, and congratulations to all the
winners, including these highlights:

Best in Show:

Technology Management: Software and Platforms 
Allen Matkins Leck Gamble Mallory & Natsis LLP
Using Data Visualization to Improve Business Development Processes

Rising Star:

Lindsay Bombardier
Business Development Manager, Corporate and Capital Markets Group
Borden Ladner Gervais LLP

Hall of Fame:

Catherine Alman MacDonagh, Esq.
CEO / Co-Founder
Legal Lean Sigma Institute / Legal Mocktail / LSSO

Jennifer A. Manton
Chief Marketing and Business Development Officer
Kramer Levin Naftalis & Frankel LLP

Merry Neitlich
Managing Partner
EM Consulting

Lisa M. Simon
Chief Client Development Officer



Lathrop & Gage LLP

Click here to view all winners.  

THE RAPIDLY CHANGING LEGAL BUYING CYCLE: WHAT LAW
FIRMS AND VENDORS NEED TO DO TO RESPOND

General Counsel Panel Hosted by ALM

Law firm rates go up every year while clients’ legal budgets either don’t change
or decrease. Not surprisingly, increasingly savvy GCs are bringing work in-house
and exerting tighter management over outside spending. Law firms that don’t
understand this new paradigm are going to find it increasingly hard to win
business that depended solely on relationships in the past.

That was the message of an all-star in-house panel at this Wednesday break-out
session. Panelists included: Connie Brenton, Chairman of the Board, Corporate
Legal Operations Consortium (CLOC) and Senior Director of Operations,
NetApp, Inc.; Jeffrey Franke, Chief of Staff to the General Counsel and Senior
Director of Global Legal Operations, Yahoo Inc.; Steve Harmon, Vice President
and Deputy General Counsel Legal Services, Cisco Systems Inc.; George K.
Milionis, General Counsel, Petersen-Dean Inc.; and moderator Richard Caruso,
Vice President, Legal Media, ALM LLC.

A few takeaways from the session:

• Fixed fees haven’t taken off because many legal departments don’t understand
what matters should cost. But they are learning and that will result in more
clients holding their law firms to fixed fees.

• Clients want to pay for outcomes, not inputs. Law firms are focused on inputs
and that will have to change.

• “It depends” is not a good answer to “how much will it cost?” Law firms
wouldn’t accept this from their vendors and in the future it will not suffice for
legal clients.

Your Vegas is Showing on Social Media

#LMA17Selfie
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Save the Date: #LMA18
April 9-11, 2018 in New Orleans

Meet Al, the Gator! Official #LMA18 Mascot

@LMAintl #LMA17 Legal Marketing Association lmaintl
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