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Every area of the law has its unique challenges and rewards.  For estate planning and elder law 

attorneys, one of the greatest rewards of their practice is the opportunity to connect with clients 

on a more personal level while serving as a professional advisor.  In fact, most of my fellow 

attorneys in this field will recite this as a reason they chose estate planning or elder law as their 

area of focus.  Although an extensive and rigorous knowledge of the law is an essential part of 

the practice, the ability to truly understand and sympathize with a client’s personal and family 

situation is also key to being a good estate planning and elder law attorney.  A truly great 

attorney is one who not only has that understanding and sympathy, but who anticipates the 

client’s needs and desires even before the client expresses them. 

 

As I write this, I am days away from having surgery to repair a torn hip labrum, the recovery 

from which will require me to be on crutches with minimal weight-bearing on my left leg for 2-3 

weeks.  After that, I should be able to increase weight-bearing, but will have to limit my 

activities and movements so as not to risk reinjury while the repaired cartilage heals.  I am 

fortunate that I’ve been able to be active and become strong to this point in my life, and that the 

period of somewhat limited mobility I am facing is temporary.  It is giving me a mere glimpse 

into the consideration and forethought that is required of people whose mobility is different from 

those the world is set up to accommodate.  For those few weeks, I will have to rely on my 

husband (for whom I am very grateful) and others for transportation, because I won’t be able to 

sit in a good position for driving.  I have to consider whether I can go to my dental appointment, 

or see my hairstylist, because I may not be able to get into the chair or get through the narrow 
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hallway on my crutches.  I won’t be able to cook, because my kitchen is not set up to 

accommodate someone with limited ability to bend down or reach up high. 

 

I don’t say this to garner sympathy or to pretend that I know what it is like to be differently-abled 

on a long-term basis.  I am merely facing a minor period of inconvenience after which I should 

be able to resume my typical levels of activity and movement capability.  I’m sure that many 

reading this have been through similar circumstances.  Rather, I wanted to share my situation 

because it has helped me understand that being a great advocate and advisor means anticipating 

your clients’ needs before they ever come through your door.  Although this is true for anyone 

serving clients in personal capacity, it is especially true for elder law attorneys whose clients are 

more likely to have special needs that affect not only their planning but their interactions with 

their attorney.  

 

For example, a client who requires mobility assistance may have similar concerns to those I 

expressed above when it comes to navigating office space, or even traveling to an office.  Over 

the last couple years, most people have gained more familiarity and comfort with web meetings, 

and I know many attorneys are already taking advantage of that to offer more flexible, 

comfortable meeting options for their clients.  For clients who are not comfortable or are not able 

to do online meetings, attorneys can better serve the needs of their clients by making their office 

space as safe and comfortable as possible for those with different needs in terms of mobility, 

vision, or hearing.  

 

Of course it is critical to understand and anticipate the client’s needs in terms of planning as well, 

not just for purposes of qualifying for Medicaid or other benefits, but also in drafting documents 

essential to the client’s care in the event of incapacity.  For example, in drafting a Revocable 

Trust or Power of Attorney, it may be beneficial to specify the need to expend funds for 

caregivers or services based on the client’s particular needs.  In addition, the attorney can 

provide information and referrals on other resources for clients who may be unaware of them.  

Fortunately, I’ve had months to prepare for my recovery from surgery; I can imagine the benefit 

that a referral source can provide to someone facing a sudden change in circumstances due to 

illness or injury. 

 

This experience has given me a greater appreciation for the needs and concerns of those who 

navigate the world in a different way.  It has also given me a greater appreciation for elder law 

attorneys like InterActive Legal Advisor and founder of Elder Law College, Scott Solkoff, who 

takes great care to anticipate the needs of his clients not only in the advice he gives but also in 

details like the design of his office.  Scott will join three other esteemed panelists in a discussion 

moderated by InterActive Legal Advisor Letha McDowell on Wednesday, July 27, focused on 

this and other aspects of connecting with elder law clients, particularly those in the senior 

population.  I look forward to the discussion and hope you will join us for this Live Roundtable 

Event:  Attracting and Retaining Today’s Elder Law Clientele.  
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