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LAWYER TO LAWYER MENTORING PROGRAM 

ORIENTATION AND PROGRAM OVERVIEW 

 

1. Starting at the Beginning 

 

a. The Program Objective 

 

The stated purpose of the mentoring program is to elevate the competence, 

professionalism and success of Omaha area lawyers through positive mentoring 

relationships. 

 

Specifically, your mentoring relationship should accomplish the following: 

1. Foster the development of your new lawyer’s practical skills; 

2. Increase your new lawyer’s knowledge of legal customs; 

3. Contribute to a sense of integrity in the legal profession; 

4. Promote collegial relationships among legal professionals and 

involvement in the organized bar; 

5. Improve your new lawyer’s legal ability and professional judgment; and 

6. Encourage the use of best practices and highest ideals in the practice of 

law. 

 

b. More simply stated… 

 

In thinking about how you will accomplish these goals, look to the following 

principles to apply during your mentoring relationship: 

 

1. Let’s Not Recreate the Wheel 

 

You have a great wealth of experiences to share with your new lawyer. 

Share techniques and strategies that you have found to be successful, and, 

when appropriate, reveal mistakes that you have made so that your new 

lawyer can learn from these experiences. 

 

2. I Never Got the Memo 

 

Much of the professional practice of law involves learning skills that are 

not found in law books and are not taught in law school. Do your best to 

provide guidance about professional practices, unwritten rules, and 

practical application of general legal concepts. 

 

3. No Question is A Stupid Question 

 

You are there to answer the many questions that your new lawyer has. 

Make sure that your new lawyer understands that no question – no matter 
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how insignificant or obvious it appears to be – should be off limits. 

Although some of these questions may seem silly or trivial, realize that 

everything to your new lawyer is unfamiliar right now. Try to create an 

environment of trust so that your new lawyer feels free to ask these 

questions. 

 

4. Let Me Introduce You To. . . 

 

You are a veteran of our profession, and you should introduce your new 

lawyer to other lawyers and opportunities. You should help your new 

lawyer to develop relationships with other lawyers, find appropriate 

opportunities to better develop lawyering skills, and become involved in 

bar associations and other professional networks. 

 

You may be assigned to a new lawyer who does not currently have 

employment in the legal field. You may offer to assist this new lawyer in 

his or her job search, but do not feel obligated to do so. Finding a job is 

not a program goal, and no mentor should feel pressured to find his or her 

new lawyer a legal position. 

 

2. The Mentoring Term: So How Long Does this Relationship Last? 

 

The mentoring term lasts for about a year. The dates of your mentoring term are listed in 

Tab II. You are expected to maintain your relationship with your new lawyer for the 

entire term. Afterwards, both of you may mutually choose to maintain a relationship; but 

for purposes of the program, the mentoring relationship ends at a determined date. Over 

the course of the mentoring term, you and your new lawyer must complete your 

personalized Mentoring Plan in a series of in-person meetings. 

 

3. What You Will Be Doing All Year: The Mentoring Plan 

 

a. The Curriculum 

 

The Mentoring Plan is the curriculum for the program. It consists of a list of 

activities from which you and your new lawyer must choose so that you have a 

roadmap of those things that you will discuss during your relationship. You may 

discuss other issues as your new lawyer experiences them in the first year of 

practice, but the Mentoring Plan activities are those activities identified by the 

Commission on Professionalism as essential to your new lawyer’s development as 

a professional lawyer and the activities you choose from this plan must be 

completed. 

 

You and your new lawyer should choose activities together to personalize your 

Mentoring Plan so that the activities you discuss apply to your new lawyer’s 
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particular practice setting, individual needs, and personal goals. 

 

The Mentoring Plan activities are broken up into five categories: 

 

1. Introduction to the Legal Community and the Community at Large 

(First Quarter; One Activity) 

 

2. Introduction to Personal and Professional Development (Second 

Quarter; Two Activities, including substance abuse) 

 

3. Introduction to Ethics (Second Quarter; One Activity) 

 

4. Introduction to Law Office Management (Third Quarter; Two 

Activities) 

 

5. Introduction to Client Communication, Advocacy and Negotiation 

(Fourth Quarter; Two Activities) 

 

On the Mentoring Plan, each category indicates a quarter during the mentoring 

term within which it is suggested that you complete the activities chosen therein 

and a minimum number of activities which are required to be chosen therein. 

Quarters of the mentoring term are suggested for the completion of each 

category’s activities in order to assist you in your timely completion of your 

Mentoring Plan and to indicate which activities are thought to be most relevant to 

you as you move through your first year of practice. However, you are not 

required to complete the activities in the order suggested. 

 

On the other hand, you must select the minimum number of activities that are 

indicated in each category of the Mentoring Plan. Additionally, every new lawyer 

must have a discussion about substance abuse and/or mental health issues. That 

activity has already been selected on your Mentoring Plan for you. 

 

b. Deadline for Choosing Activities 

 

You are expected to meet with your new lawyer to choose your activities and 

submit a Mentoring Plan and Mentoring Agreement before the due date provided 

in the Lawyer to Lawyer Mentoring Timeline. This can be completed 

on-line at 

http://www.omahabarassociation.com. 

 

Both you and your new lawyer will also have to acknowledge an in-house or 

outside mentoring agreement. (See below for further discussion about these two 

types of mentoring relationships.) 
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Try to create your mentoring plan and acknowledge your mentoring agreement at 

your first meeting. During your first meeting, you should determine together how 

you intend to initiate future meetings. 

 

c. Worksheets 

 

In order to assist you and your new lawyer with your discussions, curriculum 

worksheets have been developed. A lettered worksheet is referenced next to each 

activity on the Mentoring Plan. Each worksheet is intended to be a tool for you 

and your new lawyer to use to facilitate your discussion about its corresponding 

topic. Worksheets contain talking points and suggestions for issues to discuss, as 

well as copies of other resources that you and your new lawyer can read and talk 

about. 

  

Worksheets and the discussion questions they contain are valuable starting points 

for conversations with your new lawyer; however, encourage your new lawyer to 

ask questions or bring up other topics related to his or her workplace experiences. 

 
4. Mentoring Agreement 

 

The Mentoring Agreement is an agreement about the parameters of the mentoring 

relationship which you must discuss and electronically sign on-line when you 

submit your mentoring plan. 

 

a. Parameters on Your Relationship 

 

The relationship created between you and your new lawyer is a teaching 

relationship. 

 

If you are mentoring an attorney in your same office or firm, you have an in-

house mentoring relationship. You must therefore acknowledge the In-house 

Mentoring Agreement with your new lawyer. If you are mentoring an attorney in 

a different office or firm, you have an outside mentoring relationship. In that 

case, you must acknowledge an Outside Mentoring Agreement. 

 

i. In-house Mentoring Agreement 

 

If you are mentoring in-house, your conversations with your new lawyer 

are safeguarded by the confidentiality that extends to all employees of 

your office or firm and a shared responsibility of liability to your clients 

for the actions taken on their behalf. Accordingly, you and your new 

lawyer are able to discuss privileged details about client cases and 

determine together courses of action on those cases. The In-house 

Mentoring Agreement does not restrict your conversations with your new 
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lawyer. 

 

Instead, the In-house Mentoring Agreement is an acknowledgment of the 

objectives of the mentoring program. During your first meeting you 

should discuss these program objectives as well as ask your new lawyer 

about his or her individual objectives so that you are both comfortable 

with your goals. 

 

1. Important Consideration for In-house Mentoring 

 

An important consideration for you and your in-house new lawyer 

to discuss is the reporting and evaluation responsibilities you have 

in your office or firm. For example, you may be a supervisor to 

your new lawyer, who assigns and evaluates his or her work or 

may be a managing partner with input into which associates make 

partner and when. Or you may be an attorney in a different 

practice group than your new lawyer and have little relationship to 

your new lawyer other than being a mentor. You should discuss 

with your new lawyer how your mentoring conversations will be 

handled in relation to the other functions you have within the firm. 

You need to clearly explain to your new lawyer whether your 

mentoring conversations could become a part of the new lawyer’s 

evaluation or how discreet you intend to be with these 

conversations, especially in the case that your new lawyer 

identifies in-house problems. 

 

ii. Outside Mentoring Agreement 

 

If you are mentoring someone outside of your office or firm, you have 

limits on the substance of your conversations. The Outside Mentoring 

Agreement places clear parameters on that which you may discuss with 

your mentor. Such parameters serve to protect you, your new lawyer, and 

your respective clients. 

 

You should discuss these parameters in your first meeting with your new 

lawyer and decide together how you will handle your discussions to 

ensure that you abide by them. Please familiarize yourself with the 

following parameters: 

 

1. Your new lawyer is not your client. 

 

The mentoring relationship does not create a confidential or 

privileged relationship between you and your new lawyer. 

Obviously, we expect both you and your new lawyer to be discreet 
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and respect each other when you confide in one another. However, 

there is ultimately no confidential relationship formed by 

mentoring. 

 

You should discuss your expectations about being discreet during 

your first meeting. You should attempt to build a trusting 

relationship and create a safe space to share with your new lawyer 

so that he or she may share the feelings, experiences or questions 

that he or she is uncomfortable asking anyone else. 

 

2. Your new lawyer’s clients are not your clients. 

 

Because your conversations are not privileged and it is entirely 

possible that your new lawyer’s clients could have a conflict with 

your clients, you are prohibited from discussing privileged detailed 

information about your new lawyer’s clients or their cases. 

Instead, you should limit your discussions to hypothetical 

situations. 

 

Additionally, your new lawyer is expected to exercise his or her 

own professional judgment. Make sure that if your new lawyer 

seeks general guidance from you about a course of action in a 

particular case, the guidance you provide is not considered legal 

advice or your assumption of responsibility for whatever course of 

action the new lawyer may ultimately decide upon. If a new 

lawyer is really lost on a particular case, encourage the new lawyer 

to associate with competent counsel to provide competent 

representation. 

 

3. You are not a source of referrals for each other.  

 

Referrals to or from your new lawyer are prohibited. 

 

4. You are not associates. 

 

Co-counseling cases during the mentoring term is also prohibited. 

 

5. Conclusion 

 

This program will only be as valuable as you and your new lawyer make it. Its success 

depends on your devotion of time to your mentoring relationship and your genuine 

interest in the discussions with your new lawyer. So please, give it your all because only 

then will you and your new lawyer enjoy its true value. 
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The OBA wishes you the best in this endeavor. If you have any questions or concerns 

along the way, please feel free to contact us. 

 

Contact Information: 

Dave Sommers, Esq. 

Executive Director 

Omaha Bar Association 

2133 California Plaza, #150 

Omaha, NE 68178 

402.280.3607 

402.280.3608 (fax) 

omahabarassociation@creighton.edu 
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