
Tips for Starting  An Unbundled Peacemaking Practice or Incorporating 
Unbundling Into Your Current Practice
Forrest (Woody) Mosten
Commit to Legal Access and a Consumer Approach
1. Commit to the learning Concepts, Law,  Skills and Craft of UNBUNDLING  
2. Commit to Making Your Living through non-court UNBUNDLING Work
3. Draft and vet a mission statement for your unbundling practice
4. Draft and vet a business plan for your unbundling practice
5. Pencil out your profitability. Illustration: if you charge $150 per hour and you believe that you can bill and collect 2 unbundled or peacemaking  hours per day, four days a week, for 50 weeks per year, you could anticipate $60,000 gross income. With 30% anticipated income, your adjusted gross would be $42,000. With this anticipated base, you could anticipate what additional non-unbundling legal work (if any) you would need to pay your living expenses and how much more marketing you would need to do to increase your income.
6. Reflect and Continually Re-Evaluate: How is my plan working; how can I improve
7. Study law practice management books, particularly, Jay Foonberg, How to Start and Build a Law Practice, 5th Edition (ABA 2005)
8. Select an area for your practice which has an underserved population. While it is better to live in the community where you practice, be prepared for a substantial commute to your practice in an geographical area with a shortage of lawyers, particularly lawyers who unbundle
9. Be clear about the services that you are offering. Inventory your current services and think about what limited scope services you are already offering and let your clients know about them;
10. Be prepared to accurately and succinctly explain the option of unbundling and its benefits and risks to those clients that ask for full service;

11. Be Alert to the ethical and malpractice risks of unbundling and be prepared to explain and handle them;

12. Invest the time to prepare unbundling friendly client handouts and practice materials

13. Do an Unbundling Impact Study on your web site, firm brochure and other marketing to make sure that you inform prospective clients of the unbundled services that you offer

14. Prepare a script for your staff to handle unbundling inqueries from clients on the telephone or from website messages;

15. Install skype and arrange for conference call telephone service to provide long distance unbundled services

16. Refine your assessment screening to make sure that clients are appropriate candidates for unbundling
17. Always use a current written unbundled client lawyer limited scope engagement agreement

18. Clarify your fee requirements and make sure that your limited scope clients do not owe you money as this situation only hurts your client relationship and willingness to render further services to the client in need

19. Design your office to be unbundling friendly with a client library that provides information and education to do it yourself clients;

20. Initiate an evaluation protocol to assess client satisfaction

21. Let other lawyers in your community know that you unbundle and are willing to handle their referrals of clients that they will not take
22. Assemble a Board of Advisors to meet at least 4 times per year to guide and evaluate your practice development
23. Be proactive in finding and utilizing unbundling role models and mentors
24. Attend unbundling trainings and conferences--even if you have to travel

If you have read this far, here are is a bonus of ten additional tips that Woody Mosten published for family lawyers in the AFCC News
:

Let clients know that you unbundle
Tell clients in the first meeting or even on your website that you are available and enjoy helping them on a limited scope basis: you will meet for short sessions (30 minutes), by telephone or Skype rather in person; or can help them for just one issue (summer vacation) or task (ghostwriting letters to their parenting partner). 

2. Before a client signs up for full service, offer a comparison with an unbundled approach
Information is the essence of client informed consent. Compare and contrast a full service approach with limited services by discussing the benefits and risks of an unbundled approach using following variables: clients' ability or willingness to handle part of the work themselves, the difference in stress, cost differential, and the ability of the client to later convert to a full service approach after starting on a discrete task basis.

3. Offer stand-alone orientation services 
Unbundle your role as a client educator from that of a service provider. Develop services that can inform divorcing parents individually or together about the legal or parenting issues and available process options in your community—then refer the clients to others rather than providing the services yourself

4. Turn your office into a divorce family classroom 
By creating a client library with DVD’s and computerized information, handouts, and access to community resources, you can empower client's informed decision-making by giving them information to help themselves or keep their costs down within a full service context.

5. Be a shadow coach 
Clients appreciate having you prepare them for negotiations with the other party at Starbucks or a court mediation session and having you available on- call if they need your ideas, advice, or support during the session itself. Your involvement can remain confidential so that the client can get your help without provoking or frightening the other party.

6. Attend sessions as a consultant 
As a professional trained and supportive of mediation and collaborative law, you can attend sessions as a client resource rather than an advocate.

7. Limit your services to be a conflict manager 
Some matters are not yet agreement-ready and clients may need help to gather information, handle immediate issues, or locate/engage other experts. Be available for these pre-settlement tasks and be open to the client utilizing another mediator or representative to actually negotiate the deal when the time is ripe.

8. Endorse confidential mini-evaluations (CME) 
Put as many barriers as possible between the family and the courthouse—and still get necessary expertise and recommendations to resolve impasse. Offer CME’s within the mediation and collaborative processes and recommend the use of CME’s with other neutrals when you already have another professional role. 

9. Suggest and offer second opinions 
Oncologists often insist that their patients obtain a second opinion before commencing or continuing treatment. So should we. Make such unbundled second opinion recommendations a standard part of your practice and consider offering second opinions yourself.

10. Be an unbundled preventive conflict wellness provider 
After successfully resolving a family conflict, conduct an unbundled future conflict prevention consultation to discuss methods to resolve future disputes, regular parenting meetings, and options to monitor and avoid future family conflict. Helping clients maintain family conflict wellness may be the most important contribution that we make to the divorcing families we serve.
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