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Navigating COVID‑19’s Impact: 
Advice for Healthcare Clients
The financial toll of the pandemic looms large,

Compiled by Miles Z. Epstein
Editor, COMMERCE

How has your advice to healthcare clients 
changed since the COVID‑19 pandemic? 
Can you please provide an example of 

guiding a healthcare client in the new normal? 
COMMERCE posed these questions to experts 
from New Jersey’s top accounting firms, banks 
and law firms. Here are their insights, advice 
and observations.

ACCOUNTING

Citrin Cooperman
By Aaron Cohen,
J.D., MPhil, Principal, 
Co-Leader, Healthcare Practice

COVID‑19 has created a chal‑
lenging economic environment. 
From the outset, we have worked 

closely with healthcare providers across the 
continuum of care to determine how to utilize 
the funding available most effectively from the 
COVID relief bills to help minimize the negative 
financial impact of the coronavirus pandemic. 
For example, we have worked with several hos‑
pital clients to develop a strategy to keep the 

funds received from the $175 billion Provider 
Relief Fund stemming from the CARES Act to 
the greatest extent permissible under applica‑
ble regulations and guidance. In particular, we 
have analyzed the organizations’ 2020 financial 
performance in great detail, including down 
to the general ledger level, to ascertain the lost 
revenues and additional, incremental operating 
expenses attributable to the coronavirus pan‑
demic and provided our clients with a spectrum 
of options for maintaining and reporting the 
use of the funds based upon the risk of differ‑
ent potential positions. Helping our clients to 
navigate such uncertain times has been deeply 
rewarding for our team.

CohnReznick LLP
By Peter Epp,
CPA, Partner, Community 
Health Centers, Practice Leader

Within the healthcare indus‑
try, our firm focuses on Feder‑
ally Qualified Health Centers 

(FQHCs) and community mental health cen‑
ters. Both have been dramatically impacted 
by the COVID‑19 pandemic. As an example, 
FQHCs saw a decline in patient visits of 70 
percent to 80 percent between March through 
June and needed to reinvent themselves. To help 
these providers continue services, we developed 

a COVID‑19 Financial Response Strategy to 
help them preserve cash and prepare for the new 
normal. Teaming with our Restructuring Prac‑
tice, we implemented their approach to treating 
sick companies and preventing providers from 
getting to the point of bankruptcy. Our work 
included developing a weekly cash flow projec‑
tion template to help these providers evaluate 
cash flow during the pandemic. Our team then 
developed expertise in PPP loans, Provider Re‑
lief Funds and other government funding and 
tax stimuli designed to assist providers. We 
worked with several FQHCs and behavioral 
health providers to help them make staffing 
decisions designed to right‑size the ship during 
the pandemic. Finally, we focused on telehealth 
and numerous Medicare/Medicaid regulatory 
waivers. This included assisting FQHCs and be‑
havioral health providers with their telehealth 
billing issues to ensure cash collections contin‑
ued to fund operations, albeit at reduced levels.

EisnerAmper LLP
By Ron Dreskin,
Principal-in-Charge 
Health Care Services Group

Having recently served as Interim 
CEO of St. Christopher’s Hos‑
pital for Children, I have three 

main areas of evolving advice: be willing to adapt 
technology across the organization to support 
providers, patients and employees; be flexible in 
your supply chain to solve challenges; and be cre‑
ative in your approaches to serve and retain pa‑
tients. Regarding technology, St. Christopher’s 
did not offer telehealth visits pre‑pandemic. 
We quickly researched options and implement‑
ed a new telehealth system to continue to serve 
patients and their families. Additionally, we 
purchased new technology to help our environ‑
mental services workers to keep the facility safe, 
specifically a high‑output UV disinfection robot. 
Technology can assist in many areas, whether 
supporting patient needs, maintaining a facility, 
or managing a remote workforce. Secondly, PPE 
shortages were universal, not just for healthcare 
workers but also for patients and their families. 
We looked outside of our usual suppliers to 
manufacturers who had been shut down due to 
COVID‑19 and had shifted production to man‑
ufacturing masks. Third, retaining patients is 
key to survival, especially when non‑emergent 
services were postponed. At St. Christopher’s, we 
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did that by leveraging partners to address food 
insecurity and serve as a food distribution con‑
duit to the community we serve.

Marcum LLP
By Matthew S. Bavolack,
Partner, 
National Healthcare Leader

Marcum immediately expanded 
our service model to include a 
robust virtual platform, includ‑

ing an online Coronavirus Resource Center that 
we updated daily. In addition to our traditional 

regulatory, compliance and advisory services, 
we added an intense curriculum of more than 
20 webinars for providers, to help them gain an 
understanding of Health and Human Services 
(HHS) funding and its proper reporting. We ed‑
ucated the provider community on the details 
of the Payroll Protection Program administered 
through the COVID Relief Fund, and shared 
our knowledge base throughout the industry 
to help clients, associations, and vendors stay 
up to date on new guidance and its impacts. In 
many instances, we guided clients who thought 
they didn’t qualify for PPP funding to receiving 
the maximum available awards. As we move for‑
ward in the pandemic, in addition to our core 
role as consultants and educators, we are work‑
ing with numerous providers on strategic plan‑
ning for the future. The face of healthcare will 
change after COVID‑19, and those who begin to 
plan for these changes now will be better pre‑
pared for what comes next.

Sax LLP
By Susan E. Reed,
CPA, CFP, 
Head, Healthcare Practice

Over the last decade, healthcare 
groups have had to deal with 
sweeping legislative reforms, re‑

ductions in reimbursement and re‑engineered 
delivery systems. Planning for change is certain‑

ly part of our clients’ playbook Then came the 
pandemic. Of all the changes we try to plan for, 
the closing of a practice for 6‑8 weeks certain‑
ly wasn’t on the radar. Each of our clients are 
unique and require tailored advice, but overall 
our recent guidance to our healthcare providers 
has included taking advantage of Telehealth 
technology, re‑evaluating staff to align with 
the size and roles needed at this current time, 
leveraging stimulus programs and grants for re‑
lief provided by national, state and county pro‑
grams, and maximizing tax deductions through 
the New Jersey’s Business Alternative Income 
Tax (BAIT) program. With guidance that is 
changing daily, we keep our clients updated on 
the most recent requirements. Our new normal 
has expanded to include helping our clients 
apply for and comply with the many stimulus 
programs and tax changes, including meeting 
the February 15th reporting deadline for the 
Provider Relief Funds.

Wiss & Company, LLP
By Michael Castle,
CPA, Partner

There are certainly new chal‑
lenges affecting PPE, opera‑
tions, patient volume and HR 
that have surfaced, but our 

overarching advice has not radically changed 
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UV light is proving to be an effective disinfectant.
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during the pandemic. We focus on the key 
drivers of the business. Recently our attention 
has been on ensuring that smaller practices 
are diversifying resources with outsourcing 
and moving to the cloud rather than relying 
on a single person (office manager). Similarly, 
we have been working with clients to increase 
documentation of key roles and processes 
to ensure continuity. The key driver for our 
larger clients continues to be on generating 
operational efficiencies. The increased steril‑
ization and compliance requirements related 
to COVID have impacted volume and appoint‑
ment times.

Withum
By Scott J. Mariani,
J.D., Practice Leader, 
Healthcare Services

The new normal accelerated the 
use of technology more than 
ever before, especially for the 

healthcare industry. Withum continued to 
enhance and deploy the necessary cybersecuri‑
ty solutions for our clients to ensure the pro‑
tection of their ongoing operations. During 
the height of the global pandemic, a leading 
hospital and healthcare network based in the 
Northeast was in search of a vCISO (Virtu‑
al Chief Information Security Officer) to fill 

a position on their information technology 
(IT) team. During this time, the organization 
was also in the beginning stages of the due 
diligence process as part of a potential merg‑
er with a similarly sized healthcare system. 
Withum’s Cyber and Information Security 
Services Group stepped in and discovered that 
a potentially debilitating phishing attack was 
launched when the healthcare system was most 
vulnerable as resources were limited, tension 

was high and patient care was of the highest 
priority. The team investigated further to dis‑
cover the hacker’s origin was in the Middle East 
through a third‑party vendor. We responded by 
getting law enforcement involved, performing 
various assessments to target weak areas in the 
hospital’s IT system, and deployed Withum 
AIR

4DroidsTM computer devices to deliver re‑
al‑time protection to the healthcare system in 
the future.

BANKING

Bank of America
By James Andersen,
SVP, Healthcare, Education  
and Not-For-Profit

One of the biggest challenges 
for any business is uncertainty. 
There was no modern‑day prece‑

dent for the COVID pandemic and the challeng‑
es were amplified in the Tri‑ State area as we were 
hit the hardest by the virus early on. That said, 
there were some common themes from prior 
crises that we were able to leverage, beginning 
with liquidity. In any financial crisis, liquidity 
is of paramount importance, including a safe 
place for businesses to hold their existing li‑
quidity and reliable sources of additional liquid‑
ity sufficient to get them through the worst case 
scenarios. In the first few months, we arranged 
billions of dollars of revolvers for our healthcare 
clients to help them build the necessary liquid‑
ity cushions. Another common theme is com‑
munication. We made sure to reach out early on 
to each of our clients to let them know that we 
were ready to support them and available 24/7. 
Internally, we quickly organized a process to co‑
ordinate the myriad demands on our balance 
sheet to make sure that we prioritized our front‑
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line clients most impacted by the pandemic and 
most in need of our assistance.

Investors Bank
By James Vincenti,
Senior Vice President,  
Market Executive of  
Healthcare Lending Group

Investors Bank is maintain‑
ing solid and supportive 

relationships with our clients in the 
healthcare and long‑term care sectors 
as they adapt to the difficult situations 
caused by COVID‑19. These essen‑
tial, frontline facilities are progressing 
through the pandemic by adhering to 
the guidelines set by federal, state and 
local public health organizations to 
help mitigate the spread of the virus. At 
the same time, our clients are constantly 
monitoring and responding to changes 
due to the evolving pandemic. We have rec‑
ommended that our clients work closely with 
their financial advisors as they access stimulus 
funds, grants and the increases in COVID‑relat‑
ed expenses at their facilities. Since the onset of 
the pandemic, we have asked our clients operat‑
ing long‑term care facilities to submit a detailed 
questionnaire about their facility’s compliance 
with COVID‑19 requirements along with their 

financing requests. This questionnaire also 
covers information about any advanced prepa‑
rations being made to manage and respond to 
future potential outbreaks.

Lakeland Bank
By Ron Krauskopf,
Senior Vice President  
Head of Healthcare and  
Not-for-Profit Banking

We certainly changed our ap‑
proach to serving them, but our 

advice to clients has not changed much during 
the pandemic. Because of our strong relation‑

ships with our customers, we were often able 
to anticipate their needs before they asked 
for help. We proactively reached out to the 
segments being impacted most and of‑
fered solutions such as deferral options, 
loans for emergency working capital 
and assistance with PPP applications. 
Our goal was to do whatever was pos‑
sible to help keep them operating. By 
stepping up our level of commitment 
to these customers and speaking with 

them on a weekly basis, we gained a solid 
understanding of the challenges that 

healthcare professionals faced, particularly 
in the early days of the outbreak. This also 

provided us with a whole new level of insight 
to what is at stake in this industry. We always 
suggest clients have a strong relationship with a 
bank that has as expertise in the healthcare in‑
dustry because it makes all the difference when 
the unexpected happens.
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bureaucracy of COVID‑19 relief packages.
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TD Bank
By Dan Croft,
Head, Healthcare Practice 
Solutions Group (HPSG)

Before COVID‑19, standard 
healthcare loan package require‑
ments included historical finan‑

cials, applications and practice profiles. Due to 
COVID‑19's impact, banks are now requesting 
additional updated, important performance 
data including 2020 monthly collections and 
profit and loss reports, comparing pre‑COVID 
and shutdown months to the months since the 
practice fully reopened for normal operations. 
Industrywide, bankers are asking customers 
about the number of patients seen per day, per‑
centage of patient appointment cancellations 
as compared to pre‑COVID‑19, how they have 
implemented enhanced hygiene and safety pro‑
tocols and contactless operations. Healthcare 
lenders also have an increased focus on recent 
credit reports and are asking about existing 
lines of credit and their balances to ascertain 
how much the business may have needed to 
borrow during the pandemic, increasing debt 
and leverage ratios and are working with cus‑
tomers to confirm their U.S. Small Business 
Administration Economic Injury Disaster Loan 
and PPP loan balances, forgiveness status and 
plans to apply for the new round of PPP lend‑

ing. Along with this additional due diligence, we 
continued to lend in this challenging economic 
environment and new loan origination grew 35 
percent in 2020, as compared to 2019, as health‑
care practices continue to demonstrate their 
stability and resiliency during this pandemic.

Valley Bank
By Elizabeth Butler,
First Senior Vice President, 
Director of Healthcare Lending

My strongest advice is that his‑
torical numbers are not indica‑
tive of what the future will hold, 

which would not be true under normal circum‑

stances. Today, with elective procedures in med‑
ical facilities and visitation to the elderly being 
restricted in long‑term care facilities, healthcare 
professionals need to plan for things that are be‑
yond their control. We have worked with several 
operators to provide them with a line a credit 
for the temporary reduction in cashflow while 
their revenue is impacted due to restricted ca‑
pacity under the COVID‑19 pandemic. In some 
instances when a term loan is being secured, 
lengthening the term will provide the needed 
cashflow relief. Medical professionals need to be 
realistic that occupancy levels may not return to 
pre‑pandemic levels for quite some time which 
is why the government is providing stimulus re‑
lief. A more conservative approach is prudent at 
this time.

Wells Fargo
By Wallace Saunders,
EVP, Division Executive,  
Middle Market Banking, 
Healthcare Group

In Wells Fargo’s Healthcare Prac‑
tice, we are fortunate to serve cli‑

ents across the full value chain of the healthcare 
industry, from patient‑facing providers through 
to the MedTech and BioPharma sectors. While 
the COVID pandemic has impacted various 
subsectors in different ways, the most common 
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Banks are working with customers to confirm 
their U.S. Small Business Administration 
Economic Injury Disaster Loans.
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theme has been the negative impact of the dis‑
ruption to elective procedures and visits that 
occurred in 2Q20. This impacted our health‑
care provider clients as well as the entire supply 
chain of services and products supporting those 
elective (or deferrable) cases. As a result, many 
clients faced short‑term liquidity needs and/or 
constraints due to financial covenants. To assist 
our clients, we brought the full range of op‑
tions to bear, including using our own balance 
sheet capital, assistance with amendments to 
their credit facilities, as well as arranging access 
to alternative (typically more flexible) capital 
sources, including the Convertible and Senior 
Notes markets. Fortunately, the majority of our 
clients have experienced a “v‑shaped” recovery, 
with volumes returning to near‑normal levels 

in 2H20. Nevertheless, for clients who came 
into the crisis with elevated leverage or limited 
liquidity, 2020 served as a wake‑up call regard‑
ing the importance and value of maintaining the 
sufficient liquidity and appropriate covenant 
flexibility on an ongoing basis.

LAW

Brach Eichler LLC
By John D. Fanburg, Esq.,
Managing Member and 
Healthcare Law Chair

Healthcare providers, during the 
current COVID‑19 pandemic, 
must be able to pivot appropri‑

ately and professionally, to provide necessary 
healthcare services to their patients and, at the 
same time, institute protocols to provide a safe 

environment for their patients and valued em‑
ployees. The introduction of the aggressive use 
of telehealth and telemedicine has been a huge 
benefit to patients and providers. As we see 
more of its use, patients will become more com‑
fortable and adept at embracing this plan of 
healthcare treatment. From a business perspec‑
tive, medical practices must continue to watch 
their overhead and at the same time, invest 
strategically in technology to provide services 
to their patients. It is always important for med‑
ical practices to evaluate their business options, 
whether it means aligning with a healthcare 
system or with a larger single or multi‑special‑
ty group. Wall Street options continue to exist, 
and their expansion into healthcare continues. 
The COVID‑19 pandemic has not diminished 
their grab for medical practices.

Connell Foley LLP
By William Castner, Esq.,
Partner, Health Care Group

It is truer than ever that govern‑
ment is a silent partner in many 
healthcare businesses. So for a 
number of our clients, COVID‑19 

has meant a steady shift from basically keeping 
an eye on federal, state and local regulatory deci‑
sion‑making to now daily and sometimes hour‑
ly monitoring of governmental actions that are 
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huge benefit to patients and 
providers."
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having a seismic impact on operations and reve‑
nues of the healthcare industry. Clients—more so 
than ever—are reading governmental orders and 
directives themselves and then consulting with 
counsel on the scope, legality and magnitude of 
such orders. Early in the pandemic, the classifica‑
tion of essential employees and liability exposure 
were specific topics where we provided around‑
the‑clock counseling for clients. The potential 
for shifting priorities under the new federal ad‑
ministration and how that will impact the feder‑
al government’s relationship with the State and 
New Jersey’s healthcare businesses are the most 
pressing issues on the minds of clients right now.

Gibbons P.C.
By Christine A. Stearns, Esq.,
Co-Leader of the  
Healthcare Team.

The COVID‑19 pandemic will 
have a lasting impact on the 
delivery of healthcare. It has 

pushed our healthcare system nearly to the 
breaking point. As stay‑at‑home orders forced 
providers to limit in‑person visits, healthcare 
systems were redesigned. Many pivoted to tele‑
medicine to deliver care. Federal and state waiv‑
ers granted flexibility and ensured payment 
for providers, which led to a sharp increase in 

the use of telehealth by patients and providers. 
While telemedicine is not new, widespread ac‑
ceptance and adoption of the technology had 
been modest before the pandemic. Although 
not a substitute for in‑person care, the use and 
acceptance of telehealth and remote monitor‑
ing are expected to continue. Even as we are in 
the midst of the second surge, I have advised 
clients to assess which aspects of the emergency 
policies around telehealth should become per‑
manent policies. State and federal policymakers 
are actively considering legislation to provide 
clarity on the way providers may offer and are 
compensated for telehealth. This area of the law 
will continue to evolve as the use telehealth ex‑
pands into new settings.

Greenbaum, Rowe, 
Smith & Davis LLP
By James A. Robertson, Esq.,
Chair, Healthcare Department

Healthcare clients continue to 
seek advice on the legal issues 
presented by the pandemic, in‑

cluding the complex guidance issued by federal, 
state and local authorities, as they make Her‑
culean efforts to maintain the delicate balance 
between keeping their businesses running and 
profitable, and protecting their workforces, cus‑
tomers and the community at large. We’ve been 
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barraged with questions about the guidelines 
regarding COVID‑19 testing, contact tracing 
of employees and reporting of positive cases to 
authorities. We’ve assisted in developing related 
protocols and procedures, educational materials 
and consent forms, and have advised on the con‑
certed effort to reconfigure workplaces and iden‑
tify reasonable employee accommodations in 
order to limit potential employee exposure. Still, 
we’re not yet out of the woods. With the second 

wave of cases, all eyes are on the vaccine, and we 
are assisting with the development of vaccina‑
tion policies and protocols, answering questions 
about mandating or encouraging employee vac‑
cinations and vaccination exceptions under the 
law. No questions are insignificant and delays in 
responding can have a negative impact because 
the stakes are so high. This pandemic has also 
given us a unique opportunity to bond with our 
clients and strengthen the relationship by solidi‑
fying the attorney’s position as a trusted advisor.

Harwoof Lloyd LLC
By David Meinhard, Esq.,
Counsel

Legal advice has changed rela‑
tive to dealing with potential 
pandemic‑related shortages. 
Many organizations, such as 

schools, employers, unions and sports leagues 
are engaging services of various healthcare 
providers to provide them with access to 
COVID‑related services. Due to personnel 
and supply chain shortages of key people and 
supplies necessary to handle the demands of 
servicing patients, its beneficial to have terms 
in the provider agreements with these cus‑
tomers to address these potential shortages. 
Where appropriate, contract terms are added 
related to having customers of the healthcare 
provider recognize the potential that the pro‑
vider may need to reduce or delay the avail‑
ability of certain services to the extent the 
provider’s ability to perform such services 
are impacted by pandemic‑related supply or 
personnel shortages. Essentially, it is an ex‑
pansion or clarification of circumstances that 
constitute a force majeure event. In general, 
force majeure language is an area receiving a 
lot of attention in healthcare as well as other 
types of contracts due to the upheaval caused 
by the pandemic.
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Norris McLaughlin, P.A.
By Sandra Jarva Weiss, Esq.,
Chair, Healthcare 
Practice Group.

COVID‑19 has had a dramatic 
impact on the healthcare sys‑
tem, causing a re‑evaluation of 

the way physician care is delivered. During the 
pandemic, in‑person office visits have been post‑
poned or changed to telehealth visits, elective 

procedures have been canceled and patients, 
concerned about contracting COVID, have de‑
layed or postponed their regular visits. This de‑
crease in non‑COVID care being provided has 
caused many physician practices to need to fur‑
lough or terminate employed physicians. A typ‑
ical physician employment agreement, however, 
does not include “force majeure” provisions that 
would permit employers to furlough or termi‑
nate employed physicians without having to 
satisfy lengthy notice provisions (during which 
time salaries would continue to be paid) or to 

make severance payments. Health systems that 
employ physicians should restructure compen‑
sation to be based primarily on wRVU amounts 
rather than fixed salary. While physician incen‑
tive payments are largely structured on produc‑
tivity or wRVU amounts, base compensation in 
many health systems continues to be based on a 
fixed salary regardless of productivity or volume 
of patient services provided. Restructuring com‑
pensation to be more wRVU‑dependent lessens 
the financial risk to the employer if future 
COVID spikes or a new pandemic forces another 
slowdown in the delivery of healthcare services.

NPZ Law Group, P.C.
By David H. Nachman, Esq.,
U.S. Managing Attorney

One of the most important ini‑
tiatives during the past year has 
been to develop a COVID‑19 
vaccination and to coordinate 

its successful administration across the United 
States and around the world. NPZ Law Group, 
P.C., a full‑service immigration and nationality 
law firm, represents several highly‑skilled for‑
eign nationals who are pre‑eminent medical 
researchers and scientists at U.S.‑based research 
facilities. These individuals have also acted 
as spokespersons for COVID‑19 vaccinations 
currently being distributed. Other healthcare 
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workers, scientists and researchers are candi‑
dates for employment‑based nonimmigrant 
and immigrant visa applications. NPZ contin‑
ues to be busy filing cases with USCIS to ensure 
continuity of stay for highly skilled medical 
professionals serving in the national interest 
(National Interest Waiver). Additionally, H‑1B, 
E‑2, O‑1 and other immigrant visas, including 
the EB‑5 Investor Visa, will help generate jobs 
for US workers. Best practices amidst a national 
crisis, such as the COVID‑19 pandemic, require 
high‑level thinking and creative methods for 
bringing scientists and innovators to the United 
States and all over the world.

Riker Danzig Scherer Hyland 
& Perretti LLP
By Khaled J. Klele, Esq.,
Health Care Partner

When COVID‑19 was declared a 
pandemic, we helped our health‑
care clients get their telemedicine 

programs up and running, drafted COVID‑19 
consent forms, developed reopening programs, 
assisted our urgent care clients in obtaining the 
correct COVID‑19 testing equipment and estab‑
lished testing protocols. As we pass the one‑year 
mark from the start of the pandemic, the guid‑
ance we are currently giving our clients is one of 
optimism. Our number one advice to clients is to 

seriously consider taking the vaccine if they have 
not already done so to prevent business inter‑
ruptions and to protect their health. We are pro‑
viding this advice because many practices had 
to shut down, sometimes multiple times, when 
someone from the office contracted COVID‑19. 
Similarly, we guided our clients through the 
registration process with the New Jersey Immu‑

nization Information System so they may ob‑
tain the vaccine for public distribution. We also 
advised our clients on their reporting require‑
ments under the Provider Relief Fund and guid‑
ed them in applying for loan forgiveness under 
the Paycheck Protection Program to ensure that 
they did not have to pay these funds back. Our 
second most important advice has been to final‑
ly take a vacation. We all need it.

Wilentz, Goldman &  
Spitzer, P.A.
By Grace D. Mack, Esq.,
Shareholder, Co-Chair,  
Health Law Team

An area where we have been 
guiding clients through the sig‑

nificant changes brought about by COVID‑19 
is telehealth. During the pandemic, telehealth 
visits became more acceptable to patients and 
increased substantially. Although we provided 
telehealth‑related advice even before the pan‑
demic, since the onset of COVID‑19 we have 
been helping many healthcare providers navi‑
gate the transition from face‑to‑face services to 
virtual clinical services and, specifically, the re‑
laxation of the HIPAA and licensing rules and 
regulations surrounding telehealth and the 
expansion of reimbursement for telemedicine 
visits. Recognizing the importance to be pro‑
active in understanding clients’ evolving needs 
during the pandemic, our firm activated the 
Wilentz Coronavirus Legal Response Team and 
Resource Center to help clients to stay abreast 
of key developments and the legal impact of 
COVID‑19 on their practices. The response 
from clients and users has been very positive, 
and we were pleased to be selected as one of 
the nation’s top 15 law firm coronavirus re‑
source centers by leading law firm digital agency 
Good2bSocial.
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Paycheck Protection Program.


