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MISSION  

STATEMENT 

• Promote and enhance the 
competence and   profes-
sionalism of all members 
of the legal management 
team; 

• Improve the quality of 
management in law firms 
and other legal service 
organizations; and 

• Represent professional 
legal management and 
managers to the legal 
community and to the 
community at large. 
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Fall--It’s that glorious time of 

the year when football starts, Arkan-
sas weather is actually pretty per-
fect, and we turn our thoughts to 
Thanksgiving and all the things that 
we are thankful for!  Among those 
things from an ALA perspective are 
our ALA friends and our Business 
Partners. We recently celebrated our 
Business Partners at our annual fall 
Business Partner Event.  Connie, 
Tonya, and Ken did a fabulous job 
in making the event a lot of fun, and 
Ann surprised our guests with 15 
minutes of impromptu fun with her 
sing-along.  It was a lot of fun, and 
we are already looking forward to 
our next Business Partner Event in 
the spring. 

We cannot say thank you enough 
to our wonderful business part-
ners.  Not only do we have special 
friendships with them, but they are 
always willing to educate us about 
their field and assist if we call with 
an issue.  In addition, they make a 
huge difference in our ability to fund 
scholarships.  We feel particularly 
blessed that we were able to award 
$10,000 in scholarships to allow our 
members to attend conferences this 
year.  We are optimistic that we will 
be able to do that again next year.  
We would be unable to do that if it 
were not for the support of our Busi-
ness Partners.  Thank you! 

As many of you know, ALA interna-
tional challenges its chapters to get 
involved in our communities with 
Community Connection (“CC”) 

initiatives.  This year our CC Team 
suggested four CC events.  Our next 
event is The Leukemia & Lympho-
ma Society's Light the Night Walk 
on October 5, 2019, at 6:00 p.m.   
Michelle Tyree and Ken Johnson 
have special connections to this 
event, and we want to support them. 
We would love to have not only 
ALA members and their firm mem-
bers but, also, Business Partners par-
ticipate with us.  It would be another 
networking opportunity for our 
chapter members and Business Part-
ners to connect.  If your schedule 
permits and you are interested in a 
rewarding and fun activity on a Sat-
urday evening, join our team, 
“Move to Strike (Out Cancer), by 
visiting our team page on the fol-
lowing website: 

https://pages.lightthenight.org/gat/
LittleRk19/MovetoStrikeOutCancer. 

I hope you all have an opportunity to 
get out and enjoy our beautiful Ar-
kansas fall weather and our spectac-
ular scenery!  I look forward to see-
ing all of you at our next meeting!   

 

Diane Smith 

Arkansas Chapter 

President Cover photo by pixels.com 
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The IRS has strict guidelines that requires all flexible spend-
ing account (FSA) transactions to be substantiated, proving 
the purchase was for an eligible medical expense (this does 
not include transactions that are auto-substantiated at the 
point of sale).  To substantiate means to prove or support 
something, confirming it is true or valid.  In the context of a 
FSA debit card, substantiation means a plan participant must 
provide documentation, such as an Explanation of Benefits 
(EOB) from their insurance provider or an itemized receipt 
to confirm the purchases were for an eligible expense.  An 
itemized receipt must include all of the following: 
 

 Merchant or provider name 

 Services received or item purchased 

 Date of Service 

 Amount of the expense 
 
An Insurance EOB is an excellent source for this infor-
mation.  Cancelled checks, handwritten receipts, cash regis-
ter receipts or previous balances invoices cannot be used to 
verify an expense. 
 
Participants may ask “Why? Isn’t it my money?!”.  Yes, the 
money they put into their FSA is their money to be used for 
eligible expenses.  To receive this money without paying 

taxes, though, they 
must follow the IRS 
rules.  The IRS says an 
FSA can only be used 
for IRS-determined 
eligible expenses.  If a 
participant is unable to 
provide documentation 
that their card was 
used for an eligible 
expense, the IRS may 
consider your FSA 
reimbursements taxa-
ble, meaning they 
would be responsible for all taxes on the money contributed 
to their health FSA.  There could also be tax implications for 
the employer/plan sponsor as well. 
 
If you’d like to discuss FSA benefits for your employees, 
reach out to your McGriff Benefits Consultant today! 
 

By: Lee Ann Ragsdale, FCS, CFC 

Flexible Benefis Relationship Manager 

Employee Benefits - National 
McGriff Insurance Services, Inc 
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McGriff Insurance Services offers a wide range of pro-
grams including: 

• Medical and Prescription Drug 

• Dental 

• Vision 

• Disability 

• Group Life 

• Accidental death and dismemberment 

• Long-term care 

• Group travel and accident 

• Voluntary benefits 

• Supplemental benefits 

• Flexible benefits 

• Employee assistance 

• Wellness 

• Executive Benefit Programs 

 
Justin Spencer 

Vice President 

Employee Benefits Division 

 

1500 Riverfront Drive 

Little Rock, AR 72202 

Direct: 501.660.7112  

Cell: 501.517.0691 
 

Justin.Spencer@McGriffInsurance.com 

FSA Debit Card Substantiation 

Save your Receipts 
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Are Your Accounts Receivable a Problem for Your Firm?  

Or Are They an Opportunity? 
 

By Jake Krocheski, President, Client Connection 
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You can look at your law firm’s accounts receivable 
program in one of two ways.  If you are a pessimist, you 
are likely to see it as a problem – dealing with difficult, 
aging receivables.  However, if you take a more 
optimistic view, you might regard it as a chance for the 
firm to enhance its revenues.   
 
Client Connection suggests you take the more positive, 
forward-thinking approach and turn your accounts 
receivable management program into a proactive way to 
generate revenues for your firm. 
 
Why Does Your Accounts Receivable Management 
Program Need to Start as Soon as Possible?   
 
The answer is a simple one: to have a solid, consistent 
cash flow stream, which most businesses today require, 
and to ensure the firm gets paid for the work that your 
attorneys do and detect problems with payments sooner 
rather than later.   
 
That’s the simple answer.  Put a little more bluntly, the 
reason why law firms need a strong accounts receivable 
management program early in the ageing process is to 
prevent a domino effect of self-inflicted pain.  Firms so 
often do this by letting receivables age without having 
effective, results-oriented know-how in place to collect 
receivables promptly.  Here’s why:   
 
 When law firms send out their regular monthly bills, 

and attorneys do not follow up promptly when 
clients don’t pay after 30 days, they are, in essence, 
saying to their clients:  “Pay when you can.  Our bill 
is not a priority.  We don’t need the money right 
away.” 

 With poor follow-up with clients early on, firms lose 
the opportunity to determine, as soon as possible, 
whether or not a client can or will pay.  This gives 
the client confidence that they themselves control 
when and if they will pay. 

 Lastly, firms give their attorneys too much autonomy 
by assuming they are on top of managing and 
collecting their bills.  This leads to the question of 
whether they have a collections and accounts 

receivable management problem or a lawyer 
management problem. 

There are certain clients and types of transactions that do 
not or cannot follow prompt payment guidelines.  
However, these are the exception and not the rule.  Law 
firms need to understand that these exceptions gain 
traction and before long become problem-paying 
accounts as they age.  On top of that, firms gain a false 
sense of security that they have a pot of revenue just 
waiting to be paid, when what they really have is a 
wealth of empty promises.  
 
Here is what you need to focus on: 
 

 Put into play the most effective practice management 
strategy for getting accounts collected early in the 
aging process, rather than having to devote the far 
greater efforts necessary for collecting receivables 
over 90 days. 

 Manage your clients’ expectations, so that they know 
that they will be contacted early in the ageing 
process.  By showing clients that the firm is in 
regular contact and is monitoring their payment 
status, they will understand that payment is 
expected. 

 Keep timely collections a priority throughout the 
year, rather than putting them off until the final days 
of December.  Too many firms are still locked into 
the misguided notion that “if we bill, they will pay.”  
Although waiting until year-end may work for some 
institutional clients, consistent efforts all year will 
prevent a lot of blood, sweat and tears at year-end. 
 

How to Move Forward? 
 
Before deciding what direction your firm should take in 
building an A/R program to address receivables early in 
the aging process, take a step back and evaluate what 
would work in your firm, considering your firm’s size, 
culture, practice areas and management objectives.  
Accounts receivable management is not a one-size-fits-
all program.  It needs to start small and grow, based on 
measurable collection results. 
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Are Your Accounts Receivable a Problem… (Continued)  

 Analyze what is going on in your firm.  Have we 
relied too much on clients paying at their own 
discretion?  Does the make-up and culture of our 
firm permit attorneys to go it alone in how they 
manage their receivables?  Have we built an A/R 
management infrastructure without measuring how 
well it is performing? 

 
 Have an honest 

conversation with the 
various leadership members 
of the firm, explaining why 
the firm needs to do a better 
job in managing its A/R.  
You can’t do this without 
the buy-in of firm 
leadership. Recognize that 
you cannot entirely revamp 
your collection practices 
overnight.  Review step-by-step with leadership how 
the firm manages its receivable now – from the time 
the first bill goes out to the point at which you have 
problem older receivables. 

 
 Start small, think big and build consensus – On one 

hand, you truly want to embrace institutional 
thinking and manage your receivables as a business, 
putting practices and processes in place.  On the 
other, you want to give individual attorneys some 
autonomy, recognizing the different circumstances 
that may impact payment from clients.  Meet with 
your attorneys to let them know your goals.  Tell 
them that the firm wants to take decisive action 
throughout the aging process, starting between 30 
and 60 days.  Help them understand that they need to 
collect the A/R themselves or get help from the 
firm’s accounts receivable management team.   
 

The Perils of Older, Difficult Receivables 
 
Older receivables will not magically disappear.  They 
will actually continue to grow and require much more 
time to get them collected.  In many cases, the firm has a 
good idea why the client is not paying, but rather than 
resolving the issue early on – during the first 90 days – 
when the problem was small, it allows the problem to 
grow. 
 
For many of these accounts, it’s found money.  Getting 
something on the dollar is better than getting nothing.  
You have nothing to lose but revenue if you don’t.  

Clients are a lot smarter than you sometimes give them 
credit for.  Rarely will they call you. Dealing with 
problem accounts may give you a wake-up call to 
evaluate your accounts receivable needs and develop a 
strategy to ensure they avoid the bad habits that result in 
old receivables.  Learn from your mistakes – and 
determine why your clients did not pay your bills.   

 
 Do you have internal issues that 
prevent you from flagging problems 
accounts early? 
 
 Do you give your clients too much 
flexibility in giving them more time to 
pay? 
 
 Is your staff up to the task of keeping 
on top of ageing receivables? 
 

 Are you giving your attorneys too much leeway in 
pursuing older accounts? 
 

Keeping Collections a Priority Year-Round 
 
Too many law firms continue to think collections is an 
easy process – all you have to do is remind clients to pay 
and they will pay.  If only that were so.  More and more, 
clients are savvier about their payments, and many take 
considerable time to pay.   
 
Throughout the year, firms must stop tolerating “good 
clients” who just don’t pay their bills.  Although waiting 
until year-end may work for some institutional clients 
that typically pay at year-end, many clients require much 
more effort throughout the year.   
 
Continue to measure monthly revenue projections, but 
more importantly, be realistic about whether the firm is 
underachieving in its collections goals and if the firm has 
developed bad collection habits.   
 
Help your attorneys understand that when they see 
problems with older and difficult A/R later, many of 
these problems actually started earlier in the ageing 
process – when action could have been taken. 
 
 
Jake Krocheski is President of Client Connection,  
which assists law firms of all sizes throughout the United 
States by furnishing accounts receivable management 
services and developing practical receivable programs. 

 



 

 

Document Hardware & Software Solutions 
 

Todd Baker, Account Representative 
501/663-4414 

toddb@standardbusiness.com 
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Business Partner Spotlight Profile 
Joe Frederick: Heartland Payment Systems 

I work for Heartland Payment Systems.  I am the local 
support behind a national infrastructure of systems and 
people representing one of the largest merchant service 
providers and payroll processing companies in the 
world.  I have been representing Heartland for the past 6 
years.   
 
I am a former CPA and business owner and user of 
Heartland's payroll services.  Like many business own-
ers, I also tried several of the competitors in the local 
and national marketplace prior to settling in with Heart-
land.  My goal is to show businesses what a well-
supported payroll/HCM system can do and help you 
utilize those tools to become more efficient and cost-
effective.   
 
So, what makes us different: 
 Local knowledgeable support 
 Three-year price lock 
 Best Customer Support in the Industry with a dedi-

cated payroll contact for your account 
 HR, Electronic Onboarding/Applications, Direct 

Deposit, Employee Self Service, Time Systems, etc. 
 
We are not an insurance or 401k broker, but we work 
with local agents and most insurers and retirement sys-
tems to support our clients.  We 
also facilitate in transitioning 
from a "bad marriage" with an-
other provider.  I am always 
available for my clients.  
 
Joe Frederick MBA 

Sr Payments Advisor- AR and  

Surrounding Areas 

Email: joseph.frederick@e-hps.com 

Mobile: 405.245.3591   
Office: 501.940.0571 
Service: 877.729.2968   
heartland.us 

mailto:joseph.frederick@e-hps.com
http://heartland.us/
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ALA Arkansas 

2019 Business Partner 
Networking Extravaganza 

Thursday, August 22, 2019 

Professor Bowl West 

A lively group of people gathered on that lovely fall 

evening to enjoy food, fun and time getting to know 

each other better.  There were door prizes galore given 

away, and we even harmonized on a few old folk songs.  

ALA members want to sincerely thank our Business 

Partners for enabling us to send members to beneficial 

educational conferences and meetings throughout the 

year. We couldn’t do it without you! 

 

Here are a few candid shots: 

Vincent Jackson, PCA Technology Solutions /  

Trena Hall, Alaris Litigation Services /  

Nichole Pullen, Anderson, Murphy & Hopkins L.L.P. 

Chad Williams, Computer Hut /  

Matt Hollister, Pivot Legal Services 

Carol Minor,  

Lax Vaughan 

Fortson Rowe & 

Threat, PA /  

Ron Weltman, 

LawMed 

Insurance Group, 

Inc. /  

Tonya Wallace, 

Anderson, Murphy 

& Hopkins, L.L.P. 

Anna Wakeling,  

Riggan Law Firm 

Continued on next page 
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2019 Business Partner Networking Extravaganza (cont.) 

Mary Nell 

McBryde  

and Ben 

Holifield, 

Business 

World /  

Kim Wilson, 

Voice 

Products / 

Selina Wood, 

PPGMR Law 

P.L.L.C. 

Greg McKee, Friday Eldredge & Clark / 

Connie Straw, Trammell Piazza Law Firm 

Clarke Sherrod,  

Cross Gunter Witherspoon & Galchus PC /  

Lee Major and Brooke Wallace,  

Arkansas Times 

Continued on next page 
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2019 Business Partner Networking Extravaganza (cont.) 

Mallory Rhoades, Justin Spencer, Tiffany Davids and Beth House, McGriff Insurance Services 

Lisa Piechocki,  

Alaris Litigation 

Services /  

Brendan Monaghan,  

Hannah Kincaid and 

Amanda Palmer,  

BXS Insurance 

Michelle Tyree,  

The Brad Hendricks 

Law Firm /  

Michelle Stewart, 

Kutak Rock L.L.P. / 

Connie Straw, 

Trammell Piazza 

Law Firm P.L.L.C. 

Continued on next page 
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2019 Business Partner Networking Extravaganza (cont.) 

Connie Straw, ALA President-Elect, setting up 

Diane Smith, ALA President, Anderson, Murphy & Hopkins, LLP /  

Kelly Newberg, Friday Eldredge & Clark 

Clarke Sherrod, Tonya Wallace, Carol Minor, Diane Smith  

and Michelle Tyree waiting for the fun to begin 
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Continued on next page 
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Produce Spotlight: Context (continued) 
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We are Alaris. When it comes to serving our clients, 
we believe there is no task too large or small that we 
aren’t willing to tackle. The Alaris team strives to do 
whatever necessary to make sure our clients receive 
the best level of service possible. Alaris is grateful for 
the ability to grow and support not only our clients, 
but to also act as a pillar within our community. We 
value our community and patrons and pride ourselves 
on the reputation and foundation of trust that we’ve 
built with them over the years. We achieve this suc-
cess by always emulating to our core values.  

Our core values are the foundation of who we are. 
They guide every decision we make, unify our team 
and define the character of the company. Alaris is: 

 Responsive: We pride ourselves on being availa-
ble 24/7/365 so that our work hours mirror our 
clients’ work hours.  

 Resilient: We view challenges not as problems, 
but as opportunities to learn and grow. We are 
experts at finding solutions.  

 Dependable: We take our jobs seriously. We 
finish what we start, follow through on our com-
mitments and deliver stellar customer services.  

 Ethical: We say what we mean, and we mean 
what we say. We’ve earned our customers’ trust 
by acting with integrity.  

 Innovative: We ask questions, try new things, 
and keep up with the latest in legal and communi-
cations technology so we can offer the best possi-
ble solutions to our clients.  

 Respectful: We believe in the inherent value of 
all human beings, whether it’s our customers, our 
employees or our vendors.  

 Proactive: We not only meet the needs of our 
clients, we anticipate them. We look ahead and 
forecast what’s coming. Our experience allows us 
to work with our clients to provide the services 
and support that they may not even realize is 
needed. 

 Continuously Learning: We believe there is no 
end to knowledge and that the best leaders are 
also learners. Our industry is driven by technolo-
gy, so we make sure our team is trained and 
ready to respond as the demands of new technol-
ogy continues to evolve. 

 Flexible: We are adaptable and ready to serve in 
any way. With client satisfaction foremost in our 
minds, we will turn on a dime, burn the midnight 
oil and go the extra mile. We’ve said it before – 
because our mantra is “never say no”, our clients 
can always expect solutions. 

As a reflection of our core values, we believe in serv-
ing our surrounding communities. At Alaris we are 
proud to offer services that echo our commitment to 
preserving the environment through our Go Green 
program. By partnering with the Missouri Coalition 
for the Environment, our Go Green program gives 
clients a discount on their invoice by choosing to go 
paperless. A donation is also made in the client’s 
name to the Missouri Coalition for the Environment, 
which provides money and services to assist in keep-
ing Missouri State Parks free. The Missouri Coalition 
for the Environment also assists the Soil and Water 
Sales Tax, which supports soil and water conserva-
tion farming efforts.  

One of the many ways Alaris shows flexibility is 
through our Employee Day of Giving program. This 
program allows employees to take a paid day off for a 
community service project of their choosing. It’s a 
great opportunity for each employee to better support 
their surrounding community and aid a non-profit 
program, while enriching and inspiring the lives of 
Alaris employees.  

As a proud Woman-Owned Business Enterprise 
(WBE), Alaris is privileged to continue our partner-
ship with ALA Gateway, notably by volunteering 
bimonthly for Let’s Start. Let’s Start is a support 
program dedicated to assisting women in transition 
from prison life to society. For 15 years, Alaris has 
supported these efforts by offering packed lunches 
for children to eat with their mothers during visits.  

Alaris’s dependability is also reflected in the support 

We Are Your Partner. We Are Your Community.  

We Are Alaris. 
By Debbie Weaver, CEO & Owner 

(Continued on next page) 
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we offer to local artists through our Kansas City loca-
tion. Located within the Crossroads neighborhood, Ala-
ris is in the heart of “Film Row,” where numerous art 
galleries offer First Friday viewings. Since 2017, Ala-
ris has provided free parking in addition to connecting 
with the entire legal community by promoting local 
artists’ works in our office. On many occasions Alaris 
has been fortunate enough to promote local lawyers 
who have works of art for display. 

We are Alaris. We have a long-standing tradition of 
helping worthy causes. “Our community partnerships 
are the cornerstone to expanding and succeeding. We 
are committed to giving back to organizations that 
make a difference in the communities we serve,” said 
Debbie Weaver, Owner and CEO. “As Alaris continues 
to grow, our core values will guide our decisions every 
step of the way.” 

Debbie Weaver is the CEO and owner of Alaris Liti-
gation Services, Trial Services and ADR Services. She 
began her career as a court reporter and has over 35 
years’ experience providing solutions to meet the needs 
of her clients. 

We Are Alaris. (continued) 

 

“If you’ll just 

show up 

when you’re 

supposed to, 

you’ll already 

be halfway to 

succeeding at 

any career.” 

  
- Glenn Shepard 

 
Reprinted with 

permission from Glen 

Shepard Seminars 

www.glennshepard.com 



 

 

 

The success of any business relies upon its ability to match the 

right opportunities with the right resources and  

most importantly, the right people. 

 

The right resources: professional liability coverage │ risk 

management │ claims analysis and advocacy │ life, employee 

benefits, and continuity plans 

 

The right people: Brendan Monaghan, JD/AVP 
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ARKANSAS CHAPTER  

OFFICERS AND DIRECTORS 
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Michelle Tyree 

The Brad Hendricks Law Firm 
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mtyree@bradhendricks.com 
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Paul Walker 

Snow Christensen & Martineau 
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Michelle Stewart 
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Secretary 

Ann Norris 

Beacon Legal Group, PLLC 
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anorris@beaconlegalgroup.com 
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Bar Liaison 
Selina Wood 

PPGMR Law, PLLC 
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Michelle Stewart 

Kutak Rock, LLP 
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Michelle.Stewart@kutakrock.com 

Business Partner Relations/
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Connie Straw 

Trammell Piazza Law Firm, PLLC 

(501) 371-9903 

connie@trammellpiazza.com 

Mentor Program 

Terri Dickinson 

Barber Law Firm, PLLC 

(501)372-6175 

tdickinson@barberlawfirm.com 
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Webmaster/Social Media/Mentor 

Program 

Angela Falco 

Watts, Donovan, & Tilley P.A. 

(501) 372-1402 

Angela.Falco@wdt-law.com 

Business Partner Relations/

Sponsorships  

Tonya Wallace 

Anderson, Murphy & Hopkins, L.L.P. 

(501) 210-3633 

wallace@amhfirm.com 

Newsletter Editor/Photographer 

Ann Norris 

Beacon Legal Group, PLLC 

(501) 907-9539 

anorris@beaconlegalgroup.com 



 

 

2019 BUSINESS PARTNERS 
 
 

DIAMOND PARTNER 

Standard Business Systems, Inc. 

 

PLATINUM PARTNER 

Business World, Inc. 

LexisNexis 

 

GOLD PARTNERS 

Heartland Payment Systems 

Alaris Litigation Services 

BXS Insurance 

McGriff Insurance Services 

 

SILVER PARTNERS 

Arkansas Times 

DataMax 

LawMed Insurance Group, Inc. 

PCA Technology Solutions 

Voice Products 

Pivot Legal Services 

Bushman Court Reporting 

 

BRONZE PARTNERS 

All About Staffing 
 

THANK YOU to our Business Partners for your Support! 
 

Gold, Silver, and Bronze Sponsorship opportunities are available. 
 

Please contact an ALA member for more information on how your company 

 can benefit from partnering with our chapter. 
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BUSHMAN  

COURT REPORTING, 

LEGAL VIDEO, &  

VIDEOCONFERENCE 
 

Arkansas’ Oldest and  

Largest  

Court Reporting Firm 
 

www.BushmanReporting.com 

501-372-5115 



 

 

Sun Mon Tue Wed Thu Fri Sat 

1 
 

 
Muharram/Al-

Hirra/Ashura 

(Islamic): 8/31-

9/28 

2 
 

 

Navaratri/

Dassehra (Hindu): 

9/29-10/7 

3 4 
 

 

 

 
Webinar: Amplify-

ing your IQ 

5 6 7 
 

 

Kim Bennefeld’s 

Birthday 

8 9 10 
 

 

 
 

Webinar: Contin-

gency Planning 

11 
 
Business Mtg: 

Janie Warner—

McGriff Ins: 10 

Leadership Habits 

12 13 
 

Diane Smith’s 

Birthday 

 

Reg Closes for: 

HR2 & FM2 

14 

15 16 17 
 

 
Certification 

Course: Legal 

Lean Sigma & 

Project Mgmt 

18 
Webinar: Long-

Term Care Insur-

ance Marketplace 

 

C4 Conference: 

The Legal Industry 

19 
 

Tonya Wallace’s 

Birthday 
 

C4 Conference: 

The Legal Industry 

20 
 

 

 

 
C4 Conference: 

The Legal Industry 

21 

22 
 

 

Michelle Tyree’s 

Birthday 

23 24 
 

 

Michelle Stew-

art’s Birthday 

25 
 

 

 

 
Webinar: Retire-

ment Planning 

26 
 

 

 
Conference: Intel-

lectual for Legal 

Professionals 

27 
 

 

 
Conference: Intel-

lectual for Legal 

Professionals 

28 

29 30 

 
 

Rosh Hashanah 

(Jewish): 9/30-

10/1 

     

       

Sept 2019 
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Sun Mon Tue Wed Thu Fri Sat 

  1 2 3 
 

 

 

4 5 
Chapter Fall 

Community Con-

nection Event: 

Leukemia & Lym-

phoma Society 

Light the Night 

Walk. 6:00 pm. 

6 7 8 
 
 
 
Webinar: Octo-

ber’s Hot Topic 

 
Vijaya Dassehra 

(Hindu): 10/8 

9 
 
Business Mtg: 
Brendan Mona-
ghan—BXSI: Top-
ic TBD 
 
Yom Kippur 
(Jewish): 10/9 

10 11 12 
 

 

 

Carol Minor’s 

Birthday 

13 14 
 
 
 
 
Sukkot (Jewish): 
10/14-20. Ob-
served  14 & 15 

15 
 
 
 
 
Sukkot (Jewish): 
Observed  14 & 
15 

16 
 

 

 
Webinar: Block-

chain: An Evolu-

tion or Just a 

Passing Thing? 

17 18 19 

20 
 

 

 

 

21 
Conference: Adv 

HR Administra-

tion  

ALA Master 

Class: Leadership 

Shmini Atzeter 
(Jewish): 10/21 

22 
 

 

ALA Master 

Class: Leadership 

 
Simchat Torah 
(Jewish): 10/22 

23 
 

ALA Master 

Class: Leadership 

 

Webinar: Creat-

ing a Culture of 

Accountability 

24 25 26 

27 28 29 30 31   

Oct 2019 
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Sun Mon Tue Wed Thu Fri Sat 

     1 2 

3 4 
 

 

Selina Wood’s 

Birthday 

 
 

5 
 

 

 

 

 

Webinar: Redi-

recting Negative 

Behavior 

6 7 
 

 

 

 

 

Webinar: Building 

Accountability 

into Your Culture 

8 
 

 

Clarke Sher-

rod’s Birthday 

9 

10 11 12 
 
 
 
 
 
Guru Nana 
Jayanti (Hindu): 
11/12 

13 
 

 

Business Mtg: 
Tony Macia—
Standard Business 
Systems: Topic 
TBD 

14 15 16 

17 18 19 
 

Kathy Cagle’s 

Birthday 
 

Webinar: Driving 

Data-Driven 

Change 

20 21 22 23 

24 25 26 27 28 29 30 

Nov 2019 
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EDITORIAL POLICY 

 

This newsletter is published quarterly by the 

Arkansas Chapter of the Association of Legal 

Administrators for the education and benefit 

of its members.  

 

Opinions expressed in articles and advertise-

ments contained herein are strictly those of 

the contributors and advertisers and do not 

necessarily reflect the opinions of the Arkan-

sas Chapter or its members.  

 

Reprinting of any portion of this newsletter by 

any means, including photocopying, record-

ing, or any information storage and retrieval 

system, is prohibited without permission of 

the editor and authors.  

 

Editor: Ann Norris 

Photographers: Michelle Tyree & Ann Norris 


