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Sweet Charity Circa 2022

It was thrilling to a�end my first big post-pandemic nonprofit event last week, the 22d Legal Momentum Aiming High
Awards. Legal Momentum, the Women’s Legal Defense and Educa�on Fund, honored Kathryn Ruemmler, the Chief Legal
Officer of Goldman Sachs; Lore�a Lynch, the former United States A�orney General and current Paul Weiss partner; Debra
Perelman, the CEO of Revlon; and Susan Lindenauer, Legal Momentum board member and former Legal Aid Society
General Counsel. I helped create the Aiming High Awards in 2001 to support Legal Momentum’s pioneering work in
promo�ng gender equality. Our key fundraising strategy has been to honor powerful business leaders, women, and men,
who would in turn agree to enlist support for Legal Momentum from their companies and law firms. In the process, I have
developed exper�se on law firms’ ge�ng the most value from their charitable and sponsorship contribu�ons. I summarized
sponsorship best prac�ces in a 2004 ar�cle in the Los Angeles Daily Journal: Sweet Charity.

As you face post-pandemic sponsorship requests, consider these best prac�ces:

• Before approving contribu�ons, the firm should require the patron to outline their strategy for ge�ng
maximum value from the sponsorship and require the patron to assume responsibility for managing the event.
For example, consider whether the event presents opportuni�es to meet new people from the client or to
introduce addi�onal firm lawyers to the client. Always evaluate whether the cost is propor�onate to the value.

• When clients are being honored, invite guests from the client organiza�on to sit at your table and prepare
lawyers from the firm with informa�on about them.

• When possible, get an a�endance list in advance to iden�fy addi�onal people of interest. If a guest list is not
available, review other informa�on like members of the group’s board who are likely to be there. When you
iden�fy people of interest, ask your host to help you meet those people.

• Always arrange for your lawyers and guests to arrive early at events to take advantage of networking
opportuni�es.

• Make sure your people are well prepared to ini�ate business rela�onships when they meet people and to
follow up. Ask the patron to report on the benefit obtained from the sponsorship. More cri�cal than just
mee�ng new people is the plan and commitment to following up a�erwards.

Example: In connec�on with year-end budge�ng, a partner reported to the firm that the general counsel of one of her
clients had joined the board of a legal services group and was likely to ask the firm to contribute to the organiza�on. The
partner asked for guidance on the amount the firm would agree to contribute. When the partner met with the client, she
congratulated the client on joining the group’s board and volunteered that the firm would be pleased to learn ways the firm
could support the organiza�on. The general counsel invited the firm to meet with the group to discuss pro bono
opportuni�es, including projects in which the client’s team was involved. When the client later asked the firm to sponsor a
fundraising event, the partner was well-prepared to obtain firm approval for a contribu�on and filled the table by invi�ng
firm lawyers and clients with whom they had done pro bono work for the group to a�end.

My advice in 2022 is the same as it was in 2004: Give up random acts of charity. Instead, apply the same kind of inten�onal
and well-organized strategic thinking to your charitable interac�ons with clients as you use when you deliver great legal
services.

Helping you create and reinforce the habits of successful career building,
gleaned from my work as a business development strategist, trainer and coach
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