
R
E

G
IS

TR
ATIO

N
This series is open to W

B
A

m
em

bers and non-
m

em
bers. SPA

C
E IS LIM

ITED
!

E
m

ail program
s@

w
om

ensbar.org
to register for the entire series, or for 
individual sessions.

P
lease provide your nam

e, m
ailing address,

W
B

A
m

em
bership status (m

em
ber or non-

m
em

ber), and the course num
ber(s) of the

session(s) you w
ish to register for. To register

for the entire Series, please use C
ourse

#ESS100. 

PR
IC

ES
W

B
A

M
em

bers: $15 per session; $75 series
N

on-m
em

bers: $25 per session; $125 series

P
lease bring a check payable to the “W

om
en’s

B
ar A

ssociation” to your first session. 

LO
C

ATIO
N

S
John A

dam
s C

ourthouse
O

ne P
em

berton S
quare 

2nd Floor C
onference S

uite
B

oston

Social Law
 Library

O
ne P

em
berton S

quare
S

uite 4300
B

oston

M
EM

B
ER

SH
IP

For inform
ation on becom

ing a W
B

A
m

em
ber,

please contact M
arianne Spencer at 

m
em

bership@
w

om
ensbar.org, or call 

617-973-6666.

A
bout the W

om
en’s B

ar A
ssociation of

M
assachusetts 

Founded in 1978 by a group of activist
w

om
en law

yers, the W
om

en’s B
ar

A
ssociation is one of the oldest and

largest bar associations in the country.
Today, the organization boasts a m

em
-

bership of m
ore than 1600 w

om
en

law
yers, judges and law

 students across
M

assachusetts. The W
B

A
is com

m
itted to

the full and equal participation of w
om

en
in the legal profession and in a just socie-
ty. For m

ore inform
ation, please visit

w
w

w
.w

om
ensbar.org. 

A
bout the B

usiness D
evelopm

ent
C

om
m

ittee

The m
ission of the B

usiness
D

evelopm
ent C

om
m

ittee is to prom
ote

the success of w
om

en in the law
 by cre-

ating an open environm
ent to understand

and build the skills necessary to develop
business. The C

om
m

ittee arises, in part,
from

 studies citing business developm
ent

as one of the key obstacles to w
om

en's
progress in law

 firm
s.  S

ince rainm
akers

are decision-m
akers in firm

s, in order to
effect positive change such as prom

oting
w

ork-life balance, it is our goal to help all
w

om
en develop business. W

e also rec-
ognize that w

om
en's ability to develop

business prom
otes financial independ-

ence and increases available career
options. 
For m

ore inform
ation about the B

usiness
D

evelopm
ent C

om
m

ittee, please visit
http://w

w
w

.w
om

ensbar.org/W
B

A
/

com
m

ittees/bus_dev.aspx



C
ourse #E

S
S

101: H
ow

 to Efficiently and
Effectively M

arket Your Practice and
Build Your Book of Business
W

om
en cite lack of tim

e as the num
ber one

obstacle to effective business developm
ent.

This sem
inar w

ill explore strategies to help you
focus your m

arketing efforts and leverage your
tim

e by learning how
 to: (1) identify your m

arket-
ing niche, (2) develop strategic partnerships and
netw

orks, and (3) prioritize and leverage your
business developm

ent efforts.

P
resenter: Linda M

onica, P
resident,

M
onica &

 A
ssociates, P

C

W
ednesday, A

pril 1, 2009
4-6 p.m

. at the John A
dam

s C
ourthouse

C
ourse #E

S
S

102: D
em

ystifying the
Business D

evelopm
ent and Sales

C
ycle: O

rigination is not m
agic; you

already have the tools and can ow
n

the pow
er! 

Learn the fram
ew

ork and sales structure for cre-
ating a plan to grow

 your practice, find your per-
sonal com

fort zone w
ith the sales process, get

to "yes" or at least "m
aybe!" 

P
resenter: H

ollis R
. C

hase, P
resident,

C
hase &

 A
ssociates

W
ednesday, M

ay 6, 2009
4-6 p.m

. at the John A
dam

s C
ourthouse

C
ourse #E

S
S

103: Barriers, Boundaries and
Bridges: Silence Your Inner C

ritic and
Succeed in Business D

evelopm
ent

You m
ay recognize the need for rainm

aking, sell-
ing and m

arketing your legal services, but hesitate
in doing so for m

any reasons, including the fear of
failure and the belief that you do not have the per-
sonality for sales. In this sem

inar, you w
ill learn

how
 to recognize and refram

e your internal barri-
ers, to set appropriate boundaries, and to build
bridges w

ith other people - and not even notice
that you are becom

ing adept at business develop-
m

ent. 

P
resenter: Fredia W

oolf, Founder, W
oolf

C
onsulting

W
ednesday, June 3, 2009

4-6 p.m
. at the John A

dam
s C

ourthouse

C
ourse #E

S
S

104: The Legal M
ocktail™

:
A

n Experiential Training Event

Join your W
B

A
colleagues for an unforgettable

learning program
 to develop the skills required for

successful netw
orking.  W

ith your "bartenders"
R

oberta M
ontafia and C

atherine A
ltm

an
M

acD
onagh, you w

ill have the opportunity to learn
in a sim

ulated social event how
 to use such

opportunities to develop m
eaningful and produc-

tive relationships.  

P
resenter: C

atherine M
acD

onagh,
P

resident, Legal S
ales and S

ervice
O

rganization

W
ednesday, July 1, 2009

4-6 p.m
. at the S

ocial Law
 Library

C
ourse #E

S
S

105: External Business
D

evelopm
ent: Increasing Your

Presence in the M
arketplace and

C
reating and Strengthening

R
elationships w

ith R
eferral Sources

In this sem
inar, you w

ill learn how
 to be strategic

about w
here you go, w

hat groups you join and
how

 to turn external netw
orking and com

m
unity

activities into business opportunities.  

P
resenter: M

argaret C
oughlin, P

resident,
Intelligent M

arketing S
olutions

W
ednesday, Septem

ber 2, 2009
4-6 p.m

. at the S
ocial Law

 Library

C
ourse #E

S
S

106: C
lient R

elationships:
D

eveloping and N
urturing Your Best

A
sset to D

rive R
evenue G

row
th

R
esearch and history show

 that clients (existing
and inactive) are your best sources of future rev-
enue.  W

hether your clients are individuals or cor-
porations, w

e w
ill discuss how

 to leverage these
relationships (and the internal relationships w

ith
people w

ho often m
anage the client relationships)

to drive future revenue.  

P
resenter: Silvia L. C

oulter, Vice P
resident,

C
hair, C

lient D
evelopm

ent and G
row

th
P

ractice, H
ildebrandt International

W
ednesday, O

ctober 7, 2009
4-6 p.m

. at the John A
dam

s C
ourthouse


