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Corporate OverviewCorporate Overview

nn Founded January 31, 1898,Founded January 31, 1898,
nn 46th largest U.S. company46th largest U.S. company
nn Over 100,000 employeesOver 100,000 employees
nn Corporate Headquarters Corporate Headquarters –– Stamford, Connecticut Stamford, Connecticut
nn Net Sales (2001) = $26.4 billionNet Sales (2001) = $26.4 billion
nn Total Assets = $37 billionTotal Assets = $37 billion
nn 360 facilities in 50 countries360 facilities in 50 countries
nn Customers in 130 countriesCustomers in 130 countries
nn 33 million shareholders33 million shareholders



International PaperInternational Paper
““At-A-GlanceAt-A-Glance””



Legal Department OverviewLegal Department Overview
57Lawyers 57Lawyers (15 Non-US)(15 Non-US)

nn Stamford, ConnecticutStamford, Connecticut

nn Memphis,TennesseeMemphis,Tennessee

nn Dallas, TexasDallas, Texas

nn Savannah, GeorgiaSavannah, Georgia

nn Chicago, IllinoisChicago, Illinois

nn Covington, KentuckyCovington, Kentucky

nn BrazilBrazil

nn CanadaCanada

nn Montvale, N.J.Montvale, N.J.

nn Jacksonville, FloridaJacksonville, Florida

nn Brussels, BelgiumBrussels, Belgium

nn Paris, FranceParis, France

nn Cincinnati, OhioCincinnati, Ohio

nn Sterling Forest, N.Y.Sterling Forest, N.Y.

nn + New Zealand+ New Zealand



What Do These MenWhat Do These Men
Have in Common?Have in Common?

nnMahatma GhandiMahatma Ghandi

nnSir Thomas MoreSir Thomas More

nnAbraham LincolnAbraham Lincoln





nn All Three Were LawyersAll Three Were Lawyers



nn All Three Were LawyersAll Three Were Lawyers

nn All Three would be eligible forAll Three would be eligible for
ACCA/GCCA membershipACCA/GCCA membership



nn All Three Were LawyersAll Three Were Lawyers

nn All Three would be eligible forAll Three would be eligible for
ACCA/GCCA membershipACCA/GCCA membership

nn All Three All Three Added ValueAdded Value to to
–– Their ClientsTheir Clients

–– Their ColleaguesTheir Colleagues

–– Their CommunitiesTheir Communities



How Are They Relevant Today?How Are They Relevant Today?

nn LawyersLawyers’’  Reputations Have Slipped Reputations Have Slipped

nn In the 1967 edition of AmbroseIn the 1967 edition of Ambrose Bierce Bierce’’ss,,
The Enlarged DevilThe Enlarged Devil’’s Dictionarys Dictionary, the, the
noun noun ““dicedice””  is defined as follows: is defined as follows:
–– ““Small polka-dotted cubes of ivory,Small polka-dotted cubes of ivory,

constructed like a lawyer to lie on anyconstructed like a lawyer to lie on any
side, but commonly on the wrongside, but commonly on the wrong
oneone..””



A Better VisionA Better Vision

nn John W. Davis in an address at theJohn W. Davis in an address at the
Association of the Bar of the City of New YorkAssociation of the Bar of the City of New York
in 1946:in 1946:
––     ““True, we build no bridges. We raise no towers.True, we build no bridges. We raise no towers.

We construct no picturesWe construct no pictures……. There is little of all. There is little of all
that we do which the eye of man can see.that we do which the eye of man can see.

–– But we smooth out difficulties; we relieve stress;But we smooth out difficulties; we relieve stress;
we correct mistakes; we take up other menwe correct mistakes; we take up other men’’ss
burdens and by our efforts we make possible theburdens and by our efforts we make possible the
peaceful life of men in a peaceful state.peaceful life of men in a peaceful state.””

"" A way to A way to define the term define the term ““ Adding ValueAdding Value..””
  



 Evolving Role of Evolving Role of
Corporate CounselCorporate Counsel

nn 20th Century20th Century
–– Interesting and/orInteresting and/or

Difficult work givenDifficult work given
to outside counselto outside counsel

–– Outside firmsOutside firms
considered premierconsidered premier
professionalprofessional
opportunitiesopportunities

–– TechniciansTechnicians
–– Lawyers expected toLawyers expected to

be be ReactiveReactive

nn 21st Century21st Century
–– Interesting and/orInteresting and/or

Difficult workDifficult work
handled internallyhandled internally

–– Corporate LawCorporate Law
DepartmentsDepartments
attracting attracting ““TrophyTrophy
Lawyers.Lawyers.””

–– Governance & EthicsGovernance & Ethics
–– Lawyers need to beLawyers need to be

ProactiveProactive



How to Measure CounselHow to Measure Counsel’’s Value ins Value in
The New Millennium?The New Millennium?

nn Amount spent on Legal Fees?Amount spent on Legal Fees?

nn Number of Contracts Written?Number of Contracts Written?

nn Number of lawsuits Won?Number of lawsuits Won?

nn Amount of Hours Worked?Amount of Hours Worked?

nn Articles Published?Articles Published?

nn Telephone Calls Returned?Telephone Calls Returned?

nn Letters Written?Letters Written?



Value AddedValue Added
The New ParadigmThe New Paradigm

nn Value AddedValue Added is not a new Concept to is not a new Concept to
the world of commerce.the world of commerce.

nn Value AddedValue Added Tax is a familiar concept Tax is a familiar concept
nn Value Value is is AddedAdded when something when something

becomes better or more valuablebecomes better or more valuable
as a result of someoneas a result of someone’’s effortss efforts

nn Do Lawyers Do Lawyers Add ValueAdd Value as they process as they process
an issue for their ultimate client?an issue for their ultimate client?



What is What is Value AddedValue Added??

nn In LawIn Law , it focuses on our clients, it focuses on our clients’’
prioritiespriorities
–– financialfinancial
–– social, environmental, communitiessocial, environmental, communities
–– operationaloperational
–– contractualcontractual
–– markets and customersmarkets and customers
–– employeesemployees
–– dispute avoidance and resolutiondispute avoidance and resolution



An American Colloquial Way toAn American Colloquial Way to
Think About Value AddedThink About Value Added





The “statutory” things we have to do.





Beyond the “Statutory”  activities





If it is not “statutory”
and not adding value,

don’ t waste time doing it



Impact on LawyersImpact on Lawyers

nn LawyersLawyers’’  activities are like a gas - they activities are like a gas - they
will fill any spacewill fill any space

nn Lawyers always busy, have competingLawyers always busy, have competing
demandsdemands

nn How does the lawyer prioritize theHow does the lawyer prioritize the
work?work?

nn Value AddedValue Added becomes a  becomes a TriageTriage method, method,
a way of thinking about what we do.a way of thinking about what we do.



Impact on ClientsImpact on Clients

nn It is a concept they are used to,It is a concept they are used to,
comfortable with and understandcomfortable with and understand

nn It focuses the clientIt focuses the client’’s attention on thes attention on the
things lawyers can do to help the clientthings lawyers can do to help the client
succeedsucceed

nn It promotes good communication andIt promotes good communication and
alignment of client and counsel goalsalignment of client and counsel goals



Evolution atEvolution at
International PaperInternational Paper

nn An outgrowth of difficulty in findingAn outgrowth of difficulty in finding
right metricsright metrics

nn Purely financial?Purely financial?

nn What should we be measuring?What should we be measuring?

nn What would our clients want us toWhat would our clients want us to
measure?measure?

nn What would our clients think isWhat would our clients think is
important?important?



We AskedWe Asked
14 Functional Client Groups14 Functional Client Groups

What They Expected From UsWhat They Expected From Us

nn AdministrativeAdministrative
SupportSupport

nn AuditAudit

nn Customer ServiceCustomer Service

nn CreditCredit

nn EHSEHS

nn FinanceFinance

nn Human ResourcesHuman Resources

nn InformationInformation
SystemsSystems

nn Logistics &Logistics &
PurchasingPurchasing
QualityQuality

nn Risk ManagementRisk Management

nn TaxTax

nn WorkersWorkers
CompensationCompensation



We AskedWe Asked
15 Business Client Groups15 Business Client Groups

What They Expected From UsWhat They Expected From Us

nnExecutive VPsExecutive VPs

nnSenior VPsSenior VPs

nnDivision ManagersDivision Managers

nnFacility ManagersFacility Managers



What Our Clients Told UsWhat Our Clients Told Us

nn Be part of the business teamBe part of the business team

nn Be alignedBe aligned

nn Seek creative solutionsSeek creative solutions

nn Be ethical leadersBe ethical leaders

nn Safeguard the financial health of theSafeguard the financial health of the
companycompany

nn Make a difference - make an impactMake a difference - make an impact



Business FocusBusiness Focus

nn Be EffectiveBe Effective
Business PartnersBusiness Partners
–– Understand theUnderstand the

businessbusiness
environmentenvironment

–– Know our customers,Know our customers,
products and assetsproducts and assets

–– Focus on making usFocus on making us
betterbetter

nn Improve OperationalImprove Operational
& Financial& Financial
PerformancePerformance
–– Reduce costReduce cost

–– Increase revenuesIncrease revenues

–– Focus on making usFocus on making us
betterbetter



What We Have Done:What We Have Done:

nn Aligned with BusinessesAligned with Businesses
nn CustomersCustomers

–– Customer Counsel CouncilCustomer Counsel Council
–– Best Practice HandbookBest Practice Handbook
–– ExtranetExtranet

nn TechnologyTechnology =  = ““ForceForce
MultiplierMultiplier””
–– Knowledge SharingKnowledge Sharing
–– Admin IntranetAdmin Intranet
–– Contract Form DatabaseContract Form Database
–– Collaborative SystemsCollaborative Systems

nn   TrainingTraining

nn Value Added ReportingValue Added Reporting
–– AnnuallyAnnually

nn Business management ofBusiness management of
Law DepartmentLaw Department
–– E - invoicingE - invoicing

nn Task TeamsTask Teams
nn New InitiativesNew Initiatives (CFD) (CFD)
nn People DevelopmentPeople Development
nn CommunicationsCommunications  AmongAmong
    Offices & Practice Groups    Offices & Practice Groups
nn Increased Emphasis onIncreased Emphasis on

Preventive LawyeringPreventive Lawyering
nn ““Over the HorizonOver the Horizon””   IssuesIssues



Status ReportStatus Report

nn Lowering of costLowering of cost
through settlement ofthrough settlement of
EEO charges prior toEEO charges prior to
litigationlitigation

nn Reduction in litigationReduction in litigation
cost through mediationcost through mediation
EMA/EDREMA/EDR

nn Quicker turnaround ofQuicker turnaround of
contracts thru CFDcontracts thru CFD

nn Process Process –– Work Flow Work Flow
AnalysisAnalysis

nn Savings throughSavings through
settlements lowersettlements lower
than settlementthan settlement
authorityauthority

nn DisaggregationDisaggregation of of
Legal CostsLegal Costs

nn Focus on high valueFocus on high value
contractscontracts

nn Budgeting & TrendBudgeting & Trend
AnalysisAnalysis



CommunicateCommunicate

nn Tendency not to think about how we haveTendency not to think about how we have
added value - added value - ““ ItIt ’’s what I dos what I do””

nn We focus on it relentlesslyWe focus on it relentlessly
–– Annual Value Added Report, Annual Value Added Report, ““The ReturnThe Return

on the Investmenton the Investment””
–– Part of Goal Setting & PerformancePart of Goal Setting & Performance

ReviewsReviews
–– I Need to set an example - How can I addI Need to set an example - How can I add

value?value?
nn If I canIf I can’’ t, I do something else.t, I do something else.









A New Way ofA New Way of……
nn ThinkingThinking

–– about what we are doingabout what we are doing
–– about what we should be doingabout what we should be doing

nn PrioritizingPrioritizing
–– focusing on highest impact activitiesfocusing on highest impact activities
–– aligning with clientsaligning with clients’’  goals goals

nn CommunicatingCommunicating
–– Using the Language of BusinessUsing the Language of Business
–– Capturing the Capturing the ValueValue we  we AddAdd every day every day



By using By using Value AddedValue Added
as a lens through which we view ourselvesas a lens through which we view ourselves

and what we do,and what we do,
we will sharpen our focuswe will sharpen our focus

and and concentrate on those things that trulyconcentrate on those things that truly
Add ValueAdd Value

to our clients,to our clients,
our colleagues andour colleagues and
our communities.our communities.


