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Every business conducts an annual as-
sessment. It’s an exercise in measuring 
strengths and successes, while also fore-

casting what issues are ahead and how to pre-
pare for them. Law is no exception. COMMERCE 
Magazine asked the managing partners of New 
Jersey’s leading law firms to discuss the biggest 
changes or trends that they see and explain how 
they are adjusting their practices to them. Here 
is what we found:

Chiesa Shahinian & 
Giantomasi PC
Patricia Costello,
Managing Partner

At CSG Law, we’ve never been 
content to rest on our laurels. As 
we’ve transitioned back into the 

office setting, the firm has sought to implement 
the lessons learned from the pandemic. Zoom, 
for instance, is not going anywhere, so we’ve 
updated our technology at our new headquar-
ters in Roseland to provide a seamless and more 
user-friendly experience. We have also adopted 
a policy of three days in the office, at least one 
of which is with your respective team, and the 
ability to work remotely the other days, and we 
encourage our attorneys and staff to dress for 
your day – more formal for when you’re meet-
ing clients or business casual for when you’re in 
the office doing document review.

While the ubiquity and accessibility of plat-
forms such as Zoom have been transformational, 
there’s no substitute for being able to meet with 
clients, attorneys, staff and vendors in person. To 
further facilitate collegiality and collaboration 
in our new space, we’ve encouraged our team to 
make all internal meetings in-person. Fortunate-
ly, our new headquarters allows us unique flexibil-
ity in that regard – our first floor has numerous 
private and upscale client-facing meeting spaces 
and conference rooms while the other floors of 
the building are reserved for CSG Law staff but 
also filled with significantly more conference 
space. As a result, we’ve found an increase in cli-
ent usage of our new headquarters, along with 
more opportunities to engage and mentor the 
team more extensively. We’re very much looking 
forward to what the future holds for CSG Law.

Cole Schotz
Warren A. Usatine,
Co-Managing Partner

By far, the most significant 
change in the practice over the 
last year has been navigating the 
continuation and normaliza-

tion of hybrid work schedules. At a macro level, 
and generally speaking, firms have struggled 
with balancing the desire to offer flexible work 
schedules that are consistent with the market in 
conjunction with the equally important goals 
of maintaining the firm’s culture and fostering 
comradery among its attorneys and other pro-
fessionals. At a more granular level, department 

and team leaders are challenged with how to 
ensure clients get the full benefit of the firm’s 
collective knowledge and experience when the 
regular interactions among department profes-
sionals – interactions where colleagues’ opin-
ions and ideas about pending matters can be 
solicited organically – are decreased due to re-
mote work schedules. Our practice groups are 
thoughtfully leveraging department and one-
on-one meetings by calendaring these events on 
days that are consistent with our hybrid work 
policies. Practice leaders, in collaboration with 
marketing and business development profes-
sionals, craft intentional agendas that tackle the 
questions and issues most pertinent to attorneys 
within the group and allow for an open Q&A dis-
cussion at the end of the meeting for attorneys 
to dive deeper into the matters they are tackling 
and the client questions they have received. Our 
attorneys are also being encouraged to share up-
dates on pending matters and soliciting views 
from colleagues across modes of communica-
tion, including during in-person conversations 
as well as leveraging technologies like messaging 
platforms, video conferencing and email.

Connell Foley
Timothy E. Corriston,
Managing Partner

Like other businesses, we experi-
enced a very tight labor market in 
2022. We turned what could have 
been a negative impact on business 
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Law firms are adapting their technology to adapt to hybrid work schedules and client meetings.
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into an opportunity. Right now, we are actively re-
cruiting and hiring attorneys as the need for tal-
ent is evident in our revenue growth. And in turn, 
we have focused on adding diverse and talented 
attorneys to our roster. Since I’ve been Managing 
Partner, our diversity metrics have continued to 
meet and exceed the goals we have implemented. 
In 2022, 50% of our new hires were women, and 
25% were diverse. Also, in 2022, Connell Foley 
achieved 5.0 Mansfield Certification by Diversity. 
Mansfield measures whether law firms are affir-
matively looking at 30% women, underrepresent-
ed groups, lawyers with disabilities, and LGBTQ+ 
lawyers for hiring and promotions. Connell Foley 
is committed to continuing to recruit, elevate 
and retain diverse talent which will enable us to 
respond to client needs with the broadest pool of 
knowledge, skills, and experience. I am proud of 
our commitment and progress.

Gibbons, P.C.
Peter J. Torcicollo,
Managing Director

I don’t think I’d be unique in 
saying that the biggest change 
(and trend) in the legal industry 
over the past year has been deal-

ing with both the continuing adjustment to the 
post-COVID practice of law and the continuing 
impact the pandemic has had on all our lives. 
During the pandemic, our lawyers immediate-
ly were forced to adjust to almost exclusively 
remote opportunities to perform their jobs 
and meet with clients across all practices. Our 
litigators initially were confronted with a near 
complete closure of the courts, which evolved 
over time from telephonic and Zoom-based 
appearances – including entire trials that were 
conducted via video conferencing – to the cur-
rent status where the courts have re-opened 
but a large number of proceedings continue 
to be remote. And our transactional attorneys 
were dealing with the same issues, developing 
remote protocols for conducting meetings and 
closing deals.

So for us – and pretty much all other practi-
tioners – the changes have involved updating 
(and upgrading) technological capabilities to 
ensure that all systems are well situated to con-

tinue down the hybrid path, training attorneys 
and non-attorney staff to work with the new 
technologies while remaining on top of their 
game as practitioners, and finding new and dif-
ferent ways to stay connected to existing clients 
and connect with new client opportunities. We 
have been able to accomplish all of this, while 
staying true to our objective of providing the 
best legal services possible for our clients.

McCarter & English, LLP
Joseph Boccassini,
Managing Partner

As trusted advisors to our cli-
ents, we have the responsibility 
to stay ahead of trends and de-
velopments not only within our 

own industry, but theirs as well. With that in 
mind, our focus remains on our talent: pro-
fessionals at all levels who share our spirit of 
innovation, commitment to client service, and 
dedication to the communities in which we live 
and work. As dynamic as this industry is, one 
thing never changes: our success depends en-
tirely on the relationships we establish and cul-
tivate with our clients, and those relationships 
depend upon the quality of the service we offer 
and the character and integrity with which we 
offer it.

Working collaboratively, our colleagues 
across the firm have identified and adopted 
groundbreaking technological tools that have 
allowed us to perform our work more effective-
ly and efficiently. They have also emerged as 
champions and thought leaders on the issues 
that are most meaningful to our clients: the 
recruiting and development of diverse profes-
sionals and individuals from underrepresented 
backgrounds, the pursuit of social justice, and 
our collective work toward sustainability. As 
leaders, our greatest responsibility is to remain 
focused on a strategic plan that encompasses 
these objectives and maintain a platform that 
empowers our colleagues to work alongside us 
in achieving those goals.

Nachman Phulwani Zimovcak 
(NPZ) Law Group, P.C.
David H. Nachman,
Managing Partner

There have been many changes 
and trends in the legal profes-
sion, and one of the most salient 

is the need to deliver consistent and quality 
customer service in an increasingly competitive 
business. NPZ has managed to maintain its high 
standards in customer care while simultaneous-
ly providing a more flexible work schedule for 
our immigration specialist support staff who 
are working more efficiently as a result. Another 
adaption which is on trend now is greater accep-
tance of virtual teleconferencing platforms for 
consultations and paperless options for submit-
ting immigration documents to the U.S.C.I.S.

NPZ immigration lawyers also continue to 
see greater interest in U.S. and Canadian immi-
gration laws, particularly the law’s impact on 
the ability to conduct or open an international 
business. Topsy-turvy world politics result in 
more interest in global initiatives in business 
with individuals and their families relocating 
to either the U.S. or Canada. To this end, NPZ 
Immigration Lawyers closely monitor world 
politics and continue to adjust our practice ac-
cordingly. We use cutting -edge technologies to 
be in direct and constant contact with our cli-
ents amidst new developments in US and Cana-
da immigration law.

Overall, NPZ views these trends and adapta-
tions as positive ones which lend a bright out-
look for the year 2023.

Sills Cummis & Gross, P.C.
Max Crane,
Managing Partner

The rockier global economic cli-
mate is requiring in-house coun-
sel to stretch their budgets even 
further, especially when it comes 

to spending on outside law firms. In addition, 
top in-house legal decision makers have more 
goals and priorities than ever before; their de-
partments are stretched thinner than ever. This 
makes it even more important for law firms to 
be nimble enough to navigate individual client 
pressures. The management of Sills Cummis 
has been very strategic about the Firm’s size, 
structure and flexibility over the years, allowing 
the Firm and our attorneys to pivot as needed 
to best meet the needs of our clients. This also 
includes our attorneys identifying, early on, 
how to be most successful with respect to each 
client’s priorities. At Sills Cummis, we have dou-
bled down on one of our guiding principles – we 
consider ourselves more than just a legal service 
provider, but rather true counselors and strate-
gic collaborators with our clients. Separately, as 
a result of these actions, we have been finding 
that we are providing a good landing spot/plat-
form for frustrated outside counsel who are in 
a billing environment where they are unable to 
provide the level of service and experience that 
their clients require at a billable rate those cli-
ents find acceptable.

Immigration law has become crucial, not only 
for new residents but also for global trade.

Personalized service and customer care is 
paramount in growing and keeping clients.
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