
 

 
 

A1 EARNING THE CALL: BUSINESS DEVELOPMENT THAT 
STRENGTHENS THE IHC-OC PARTNERSHIP ACROSS GENERATIONS  

 
California Minority Counsel Program — Annual Business Conference 

 

Date & Time: Friday, September 25, 2026, 2:45 pm - 4:00 pm 

Title: A1 Earning the Call: Business Development That Strengthens the IHC–OC 
Partnership Across Generations 

Session Description: In today’s competitive legal market, winning work is no longer 
about the best pitch—it’s about becoming the trusted call. As in-house legal 
departments evolve across generations, so do expectations around communication, 
responsiveness, value, and relationship-building. What resonates with a seasoned 
General Counsel may differ significantly from what a rising Millennial or Gen Z in-house 
leader expects from outside counsel. 

This session will explore how generational dynamics are reshaping the in-house/outside 
counsel relationship—and what that means for business development strategy. 
Through candid insights from in-house counsel and experienced outside counsel, 
attendees will learn how to build authentic, lasting relationships that move beyond 
transactional engagements to trusted partnerships. 

From understanding generational preferences to aligning with client priorities and 
delivering value in meaningful ways, this session will equip attorneys with practical, 
actionable strategies to strengthen relationships, increase visibility, and 
ultimately—earn the call. 

Panelists:  

●​ Sophia Contreras Schwartz (NextDoor) 
●​ Rob Watkins (Apple) 
●​ Robert Orozco (Roper Majeski) 
●​ Stacey Villagomez (Allen Matkins) 

Moderator: Yusuf Zakir (Davis Wright Tremaine LLP) 

 

 

 



 

 

Learning Objective: ​
 

●​ Identify how generational differences may influence communication preferences 
between in-house and outside counsel. 

●​ Recognize strategies for building trust and authentic professional relationships 
across generations. 

●​ Understand how perceptions of value may vary among clients and legal 
decision-makers.  

●​ Develop practical business development techniques to strengthen client 
relationships and increase opportunities for engagement.  

●​ Evaluate how communication style, relationship-building, and value creation 
contribute to becoming a trusted advisor rather than a transactional service 
provider. 

 

CA MCLE: 75-minute session; .50 HR General Credit 

 

 

OUTLINE:  

Introduction: Generational Perspectives and Audience Poll 

Speaker Background and Perspective on the Topic 

Each panelist will briefly introduce themselves, discuss their generation, and 
share how their experiences have shaped their views regarding communication, 
relationship-building, and value in the in-house/outside counsel relationship. 

Audience Poll 

Which generation do you belong to? 
●​ Baby Boomers (born 1946–1964) 
●​ Generation X (born 1965–1980) 
●​ Millennials (born 1981–1996) 
●​ Generation Z (born 1997–2012) 

 

Discussion Prompt 

 



 

●​ How have generational experiences influenced your expectations of 
professional relationships and legal service providers? 

Subtopic 1 – Communication Style (CA MCLE General Credit) 

Effective communication is often the foundation of a successful attorney-client 
relationship. As workplace norms evolve and newer generations move into 
leadership roles, attorneys must understand how communication preferences 
may differ among clients while remaining authentic in their approach. 

●​ What is your preferred communication style and typical response timeline? 
●​ From your perspective, how have expectations regarding communication 

between in-house and outside counsel changed during your career? 
●​ What are your experiences building effective communication habits across 

generations? 

Subtopic 2 – Relationship Building (No MCLE Credit) 

While legal expertise is expected, trusted advisor relationships often develop 
through consistent engagement, trust-building, and genuine connection over 
time. 

●​ In your experience, what separates outside counsel who receives repeated calls 
from outside counsel who handles only one-off matters? 

●​ Despite generational gaps, how do you build strong, authentic relationships and 
trust? 

●​ Is it important to maintain a meaningful relationship beyond the professional? If 
yes, what has been effective for you? 

Subtopic 3 – Delivering Value (No MCLE Credit) 

Clients increasingly expect outside counsel to provide value beyond technical 
legal excellence. Understanding what clients consider valuable can strengthen 
relationships and differentiate attorneys in a competitive marketplace. 

●​ For in-house counsel: What do you value most from outside counsel aside from 
legal expertise? 

●​ As outside counsel, aside from legal expertise, what value can you provide to 
in-house counsel who may be from a different generation? 

●​ Does the value of the work or advice provided by outside counsel change 
depending on generational perspective (not necessarily years of experience)? 

Closing Takeaways 

 



 

●​ What final advice do you have for attorneys seeking to earn the call despite 
generational differences? 

 

RESOURCES AND CITATIONS 

The following resources provide research, insights, and practical frameworks relating 
to generational differences, communication, relationship-building, trusted advisor 
relationships, and client service in professional services organizations. 

I. Generational Differences and Cross-Generational 
Communication 

Pew Research Center (2023) 

“5 Things to Keep in Mind When You Hear About Gen Z, Millennials, Boomers and 
Other Generations”   

Useful reminder that generational labels can provide context but should not be treated 
as predictors of individual behavior. The article may help frame discussion around 
avoiding stereotypes while recognizing trends. 

Available at: 
https://www.pewresearch.org/short-reads/2023/05/22/5-things-to-keep-in-mind-when-
you-hear-about-gen-z-millennials-boomers-and-other-generations/  

Center for Creative Leadership (2025) 

"Tactics for Leading Across Generations" 

Discusses practical approaches to building trust, reducing assumptions, and improving 
communication among multiple generations in the workplace. Particularly useful for 
discussion regarding communication styles and relationship-building. 

Available at: 
https://www.ccl.org/articles/leading-effectively-articles/the-secret-to-leading-across-ge
nerations/ 

Deloitte Global Gen Z and Millennial Survey (2025) 

Survey of more than 23,000 respondents across 44 countries examining workplace 
expectations, communication preferences, mentorship, learning, purpose, and career 
development priorities for Millennials and Gen Z professionals. 

 

https://www.pewresearch.org/short-reads/2023/05/22/5-things-to-keep-in-mind-when-you-hear-about-gen-z-millennials-boomers-and-other-generations/
https://www.pewresearch.org/short-reads/2023/05/22/5-things-to-keep-in-mind-when-you-hear-about-gen-z-millennials-boomers-and-other-generations/
https://www.ccl.org/articles/leading-effectively-articles/the-secret-to-leading-across-generations/
https://www.ccl.org/articles/leading-effectively-articles/the-secret-to-leading-across-generations/


 

Available at: https://www.deloitte.com/ce/en/issues/work/genz-millennial-survey.html 

UC Berkeley Executive Education (2024) 

"Enhancing Intergenerational Communication: Bridging the Gap in Global and 
Dispersed Teams" 

Discusses communication preferences commonly associated with different generations 
and strategies for improving collaboration and workplace relationships. 

Available at: 
https://executive.berkeley.edu/thought-leadership/blog/enhancing-intergenerational-c
ommunication  

JAMS (2026) 

“Boomers to Zoomers: Generational Friction in Litigated Employment Mediations” 

The article examines how generational differences can shape workplace expectations, 
communication styles, perceptions of authority, career goals, work-life balance, and 
feedback preferences. 

Available at: 
https://www.jamsadr.com/insight/2026/boomers-to-zoomers-generational-friction-in-liti
gated-employment-mediations  

II. In-House Counsel Expectations and the Value of Outside 
Counsel 

Georgetown Law Center on Ethics and the Legal Profession & Thomson Reuters 
Institute 

2026 Report on the State of the U.S. Legal Market  

The report found that while law firms experienced exceptional financial performance in 
2025, corporate clients are increasingly focused on value, cost control, and efficiency. 
The report cautions that firms cannot rely solely on strong legal demand and rising 
rates, particularly as general counsel face budget pressures and greater scrutiny 
regarding legal spend. 

Available at: 
https://www.thomsonreuters.com/en/institute/reports/state-of-the-us-legal-market-202
6  
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https://executive.berkeley.edu/thought-leadership/blog/enhancing-intergenerational-communication
https://executive.berkeley.edu/thought-leadership/blog/enhancing-intergenerational-communication
https://www.jamsadr.com/insight/2026/boomers-to-zoomers-generational-friction-in-litigated-employment-mediations
https://www.jamsadr.com/insight/2026/boomers-to-zoomers-generational-friction-in-litigated-employment-mediations
https://www.thomsonreuters.com/en/institute/reports/state-of-the-us-legal-market-2026
https://www.thomsonreuters.com/en/institute/reports/state-of-the-us-legal-market-2026


 

ACC Chief Legal Officers Survey (2025) 

Association of Corporate Counsel's annual survey examining the role and priorities of 
chief legal officers and legal departments worldwide. The survey discusses business 
partnership, operational efficiency, talent, collaboration, and use of outside counsel. 

Available at: Key Findings: 
https://www.acc.com/sites/default/files/2025-01/2025_ACC_CLO_Survey_Key_Finding
s.pdf  

Thomson Reuters Institute (2025) 

State of the Corporate Law Department Report 

Based on interviews with more than 2,400 general counsel and legal department 
leaders. Particularly valuable for discussion of what in-house counsel mean when they 
talk about "value," effectiveness, efficiency, business enablement, and law firm 
relationships. 

Available at: 
https://www.thomsonreuters.com/en/institute/reports/state-of-the-corporate-law-depar
tment-2025 
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