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LAWYER TO LAWYER MENTORING PROGRAM 
OFFICE POLITICS 

 
The following is intended to facilitate a discussion about office politics, including appropriate 
networking, socializing and personal behaviors. 
 
 

WHAT WENT WELL? 
 
Start by sharing with each other a brief story of something that went well in your practice this 
week: 
_________________________________________________________________________ 
 
 
_________________________________________________________________________ 
 
Share your reflection by on one of these questions: What caused the good event? What does it 
mean? How did you contribute? Others? How can you have more such events in the future? 
 

ACTIVITIES FOR TODAY 
 

• If mentoring in-house, discuss the type of social climate that exists in the office, 
including whether staff is expected to be formal or informal with each other, whether 
there are social functions that the new associates are expected to attend, the types of 
expenses for which it is appropriate to file an expense report, the personalities of partners, 
colleagues, and other staff, the appropriate and expected attire at the office and other firm 
events, etc.  
 

• If mentoring in-house, discuss the preferences and expectations of the new lawyer’s 
supervisor. Share tips that the new lawyer could use to impress his or her supervisor.  

 
• Suggest appropriate ways for the new lawyer to socialize and get to know other attorneys 

and judges in the community.  
 

• Discuss the types of social or office behaviors that could be perceived as detrimental for a 
new lawyer’s career, both with colleagues inside and outside of the new lawyer’s office.  

 
• Read and discuss the suggestions in the attached article by Kathleen Brady, Mastering the 

Game of Law Firm Politics, New York Law Journal (Sep. 4, 2001).  
 

• Explain to the new lawyer each non-lawyer employee’s role in the mentor’s office/firm, 
including the employee’s title, job duties, and relationship to the new lawyer (if any) if in 
an in-house mentoring relationship.  

 
• Discuss the importance of having support staff on your team and treating them with 
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respect.  
 

• Share suggested “do’s and don’ts” of dealing with support staff, colleagues, and those 
more senior than the new lawyer.  

 
• If the new lawyer has an assistant, secretary and/or paralegal, explain the types of tasks 

that are appropriate (and inappropriate) to ask each of them to do.  
 

• Discuss the importance of asking for help before taking action about which you are not 
sure and of obtaining assistance when you have made a mistake. Give the new lawyer 
examples of problems you have encountered and tried to solve without help and discuss 
the consequences that occurred.  

 
• If mentoring in-house, discuss the office culture with regard to decision-making and the 

new lawyer’s authority to do so.  
 

• Talk about how to develop appropriate support systems of persons with whom the lawyer 
can discuss problems when they arise.  

 
ACTION STEPS 

 
End the session by discussing what action steps you can take to either improve or set yourself up 
for future success based on today’s discussion. Discuss how one or more of your Signature 
Strengths can help you achieve success in these steps. 
 
______________________________________________________________________________ 
 
_________________________________________________________________________ 
 
 
 

 
 
 






