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By Jeffrey S. Tarr
In our last
Ne w s l e tter,
Part I of this article started out
by asking the
following question: Why own
real estate as an
investment? I
responded to
this question as
follows:
“My answer lies in the fact that a significant
amount of American wealth has been created
over the past 100 years through investment in
and long-term ownership of real estate. Simply
put, over time, American real estate generally
proves to be a very good long-term investment
(with its returns at times outpacing stock market
returns), thus making investment in real estate
well worth the difficulties of ownership. A welldiversified investment portfolio often includes,
in addition to stocks, bonds, and other financial
instruments, investments in real estate.
Okay, so you want to invest in real estate. What
is next?”
In Part I of this article, I addressed the upfront
consideration of who will be on your acquisition “team” and the important consideration
of using a “limited liability” entity to purchase
the real estate investment. Part I of this article is available at sussmanshank.com – on
the tool bar, click on “Articles,” then click on
“Newsletters,” and then click on the “Winter
2016 Newsletter.”
In this Part II, I will address the purchase and
sale agreement.

1. Purchase and Sale Agreement
Depending on the size and nature of a real
estate transaction, the purchase documenta-

tion typically takes one of two forms: (1) an
offer, followed by one or more counter-offers
between the parties, until the parties mutually
agree upon all of the terms and conditions of
the purchase transaction, with the offer and
counter-offers collectively making up the
single, binding purchase and sale agreement;
or (2) a non-binding term sheet, or letter of
intent, setting forth the major deal points in
the purchase transaction, followed by a single,
binding purchase and sale agreement entered
into by the parties after they mutually agree
on all of the terms and conditions of the purchase transaction.
Regardless of the form of the purchase documentation, many of the matters typically addressed in a purchase and sale agreement are
the same no matter what type of real estate is
involved. The following are some of the more
major matters typically addressed in most real
estate purchase and sale agreements, and how
buyers often should address them:
(a) Identification of Property Being
Purchased.
Often, there are more components to a real
estate purchase than just the land itself. For
example, there may be improvements on the
real estate (e.g., buildings); water or mineral
rights; personal property (e.g., equipment and
fixtures); and intangible property (e.g., the
name of the property; leases to occupy some
or all of the property). Care should be taken
to make sure that the purchase and sale agreement adequately describes all of the property
intended to be purchased to avoid future disputes over what was included in the purchase
transaction.
(b) Earnest Money Deposit.
Most sellers of real estate will require the
buyer to put down an earnest money deposit
(continued on page 2)

at the time the parties enter into a purchase
and sale agreement. A seller will want the earnest money deposit to be made for a number
of reasons, including ensuring that the buyer
is serious about purchasing the real property
and has the financial means to do so, and to
provide the seller with compensation (for lost
opportunity while keeping the real estate off
of the market) in the event the buyer defaults
on the purchase and sale agreement and fails
to close on the purchase transaction (in such
event, typically the purchase and sale agreement provides that the seller gets to keep the
earnest money deposit as liquidated damages for the buyer’s default). A typical earnest
money deposit ranges between 2% to 4% of
the purchase price, but can vary depending on
the circumstances. Often, the buyer will want
to initially provide a promissory note in lieu
of cash for the earnest money deposit. An
earnest money promissory note typically provides that the buyer has to convert the promissory note to cash at such time as the inspection contingency (discussed below) is satisfied
or waived by the buyer. The buyer will want
to make sure that the purchase and sale agreement provides that the earnest money deposit
will be deposited into the escrow established
for the purchase transaction (and not with the
seller or the seller’s broker). That way, in the
event there is a dispute over a breach and forfeiture of the earnest money deposit, the earnest money will remain in the hands of an independent and neutral third party (i.e., the escrow) who will not release the earnest money
until the parties mutually resolve the dispute
and direct the escrow how to release the earnest money, or as otherwise determined and
directed by a court.
(c) Contingencies
(i.e., Conditions to Closing).
Typically, a buyer will want to include a few
contingencies in the purchase and sale agreement, which permit the buyer to terminate
the purchase transaction (without being
deemed in default under the purchase and
sale agreement) should certain matters fail to
occur or turn out different than expected. In
the event a buyer cancels a purchase transaction pursuant to a contingency, typically the
purchase and sale agreement provides that
the buyer’s earnest money deposit (together
with any accrued interest thereon, if any) will
be returned to the buyer. Examples of typical
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contingencies included in most purchase and
sale agreements and some considerations with
each are as follows:

tion, then the buyer can exercise its right under the inspection contingency to terminate
the purchase transaction.

(i) Financing Contingency.

(iii) Title Contingency.

If the buyer is going to obtain acquisition financing to cover a portion of the purchase
price, then the buyer will want to include a financing contingency in the purchase and sale
agreement. A financing contingency is important to protect a buyer from the inability to
obtain the necessary financing on terms and
conditions acceptable to the buyer. A lender
may refuse to lend money for many reasons,
including due to the condition of the real estate (e.g., poor condition of the structures on
the real estate; environmental contamination
of the land); the valuation of the real estate
(e.g., the appraised value of the real estate
comes in lower than expected); or the financial condition of the buyer (e.g., the buyer had
a recent loan default or recently filed for bankruptcy protection). In the event the buyer is
unable to obtain the necessary acquisition financing to close the purchase transaction, the
buyer can exercise its right under the financing
contingency to terminate the purchase transaction.

In every real estate purchase transaction (with
virtually no exceptions), a buyer will want to
include a title contingency in the purchase
and sale agreement. The title contingency is
intended to permit the buyer to inspect and
approve or disapprove all encumbrances and
other matters of title record with respect to
the real estate. Typically, a buyer will disapprove and require the seller to remove on or
prior to the closing all financial encumbrances
(e.g., trust deeds, mortgages and tax and other
financial liens) recorded against the property
as a condition to closing on the purchase transaction. In the event the buyer finds a problem
with title to the real estate and the seller is unable or unwilling to address the problem to
the buyer’s satisfaction, the buyer can exercise
its right under the title contingency to terminate the purchase transaction.

(ii) Inspection Contingency.
In almost every real estate purchase transaction, a buyer will want to include an inspection contingency in the purchase and sale
agreement. An inspection contingency will
permit the buyer to undertake significant and
important due diligence with respect to the
real estate before being committed to close on
the purchase of the real estate. A well drafted
inspection contingency will permit the buyer
to examine and inspect such things as the
physical condition of the real estate and the
improvements on the real estate; the environmental condition of the real estate; the rent
roll, leases and other contracts, insurance policies and all other financial aspects of the real
estate; the governmental permits and approvals for the real estate; the plans and specifications for the improvements on the real estate;
and the feasibility of the buyer using the real
estate for the buyer’s intended purpose. In the
event the buyer finds a problem with the real
estate and the seller is unable or unwilling to
address the problem to the buyer’s satisfac-

(d) Seller’s Representations and
Warranties.
A representation is a statement of fact upon
which another party is expected to rely. A
warranty is a party’s assurance as to a statement of fact, as it is coupled with an implied
indemnification obligation if the statement
of fact turns out to be false. Representations
and warranties are intended to allocate risk
between parties and, in the case of a breach
or inaccuracy, serve as a foundation for an
indemnification claim to address the breach
or inaccuracy. Typically, a buyer will want to
include in the purchase and sale agreement
some representations and warranties made by
the seller regarding the real estate and matters
relating to the seller, including the following:
(i) that the real estate is not in violation of
any building code, building or use restrictions,
zoning ordinances, or other applicable law;
(ii) that there is no threatened or pending litigation involving the real estate; (iii) that there
is no threatened or pending eminent domain
proceedings involving a governmental “taking” of all or any part of the real estate; (iv)
that the seller has not caused any hazardous
substance, waste or material to be used, generated, stored or disposed of on, or transported
to or from, the real estate in violation of apSUSSMANSHANK.COM

plicable environmental laws; (v) that the seller
will not be in violation of any other agreement
to which the seller is a party by entering into
the purchase and sale agreement and consummating the purchase transaction; and (vi) if
the seller is a legal entity, that the seller has
been authorized by its owners and operators
to enter into the purchase and sale agreement
and consummate the purchase transaction.
(e) Default and Remedy Provisions.
A well drafted purchase and sale agreement
will include provisions addressing when a
party is in default under the purchase and sale
agreement, and setting forth each party’s remedies in the event of a default. Often, the default provision will also include a “cure” provision, giving a defaulting party an opportunity
to cure a default before the other party is entitled to exercise any remedies. With respect
to a seller’s remedies (for when a buyer is in
default), a buyer will want to limit the seller’s
remedies to retention of the earnest money
deposit (often referred to as a “liquidated
damages” clause). With respect to a buyer’s
remedies (for when a seller is in default), a
buyer will want to make sure that one of the
specific remedies available to the buyer is the
equitable remedy of specific performance (i.e.,
permitting the buyer to commence a legal
action to obtain a court order requiring the
seller to remedy the default and close the purchase transaction).
In Part III of this article (coming out in Sussman Shank’s next edition of its Newsletter), I
will address the due diligence process, closing
the purchase transaction, and some post-closing matters in real estate investment transactions.
Please contact Jeffrey Tarr at jtarr@sussmanshank.com or 503-227-1111 with any questions
about, or to assist you in connection with, your
real estate investment transaction.
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WASHINGTON CONTRACTORS LOSE
LIEN RIGHTS FOR FAILURE TO DELIVER A
DISCLOSURE STATEMENT
By Curtis A. Welch
Contractors
who contract
directly with
the owner on
a
Washington residential
project
(for
four or fewer
residential
units), where
the
contractor’s bid or
contract price is over $1,000, and on smaller
commercial projects in Washington (where
the contractor’s bid or contract price on the
commercial project is between $1,000 and
$60,000), must provide a statutory form of
Disclosure Statement to the owner prior to
the contractor commencing work on the project. Failure of the contractor to provide the
owner with the Disclosure Statement results
in the contractor losing his or her right to file
a construction lien.
The form of Disclosure Statement is set forth
in RCW 18.27.114 and, in general, sets forth
the contractor’s registration number with the
Washington Department of Labor & Industries, the amount of the contractor’s bond or
cash deposit, and that the owner has the right
to require the contractor to provide original
lien release documents from each subcontractor and supplier on the project. The Disclosure Statement must be in substantially the
same form as the form in RCW 18.27.114.
The Disclosure Statement, also known as a
Notice to Customer, is often confused by contractors with the Notice of Right to Claim
a Lien. Thus, contractors may mistakenly
provide the owner with a Notice of Right to
Claim a Lien when a Disclosure Statement is
required. The Disclosure Statement and Notice of Right to Claim a Lien are two entirely
separate forms, and providing the wrong one
results in the contractor losing his or her
lien rights.

In contrast to a Disclosure Statement, the Notice of Right to Lien is not required of persons
contracting directly with the owner or his or
her common law agent, whereas on residential projects and smaller commercial projects,
subject to the limited exceptions discussed
below, the Disclosure Statement is required
to be provided when the contractor contracts
directly with the owner.
Any contractor contracting directly with
the owner on certain projects, not just general contractors, must provide the Disclosure Statement.
The Disclosure Statement requirements apply
not only to general contractors, but also to any
contractor or provider contracting directly
with the owner. For example, if a carpet installer who ordinarily works as a subcontractor to a general contractor happens to contract directly with the owner to perform work
on a residential project or small commercial
project, the installer must provide the Disclosure Statement to the owner.
Delivery/Time of Delivery
As stated above, the contractor must deliver
the Disclosure Statement to the owner prior
to commencing work. The contractor must
also ensure that the owner signs the Disclosure Statement itself to acknowledge that the
owner received the Disclosure Statement. The
Department of Labor & Industries requires a
contractor to retain a signed copy of the Disclosure Statement in his or her files for a minimum of three years and to produce a signed
or electronic signature copy of the Disclosure
Statement to the Department upon request.
Because of this requirement, and the risk of
loss of lien rights, the contractor should deliver the Disclosure Statement to the owner in
person and wait for the owner to sign and date
it, instead of the contractor mailing the Disclosure Statement to the owner by certified or
registered mail.
A recommended procedure is for the contractor to attach the Disclosure Statement to his
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or her contract with the owner, and require
that the owner sign and date the original Disclosure Statement and to also sign and date
the contractor’s copy.
A Disclosure Statement is not required if
the owner is a contractor acting as a contractor, and it is not required of suppliers.
The Disclosure Statement need not be given
if the contractor is contracting with another
contractor. Accordingly, if the owner of the
project is a contractor acting as a contractor, there is no need to provide a Disclosure
Statement. Care should be taken in relying on
this exemption because, even if the owner is a
registered contractor, unless the owner is performing construction activities (defined under RCW 18.27.010 (1)) on the same project,
the contractor-to-contractor exemption does
not apply.
In addition, persons who only supply materials, supplies, or equipment, and do not
provide labor to fabricate or install, are not
required to provide the Disclosure Statement.
Further, the Disclosure Statement requirement does not apply to public works projects.
Failure to provide the Disclosure Statement
when required is a violation of the Washington Consumer Protection Act.
Other than the consequence of losing his or
her lien rights, the contractor who fails to
give the Disclosure Statement when required
is deemed to be guilty of an infraction under
the Contractor Registration Act. Such an infraction is deemed to constitute a violation of
the Washington Consumer Protection Act,
which exposes the contractor to monetary
penalties.
Conclusion
Because of the significant consequences of
failing to provide a Disclosure Statement
when required, a contractor should always
provide one to the owner, even if the contractor doubts that he or she needs to do so.
If you have any questions about lien rights in
Washington or Oregon, please contact Curtis
Welch at cwelch@sussmanshank.com or 503227-1111.
4
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THE GROWING
POPULARITY OF
TECHNOLOGYASSISTED REVIEW
By Robert E. Kim
Introduction
A company confronted with an
impending internal investigation,
litigation, or subpoena response
typically
faces
the unenviable
task of processing and reviewing documents
for potential relevance. The traditional
model of human processing and review is
typically time-consuming and expensive.
The traditional model may also lead to inconclusive or incorrect results, as well as improper disclosures of documents that should
have been withheld on the basis of privilege
or confidentiality.
The challenges of data collection and review
are further complicated by the rampant
growth in the generation of electronicallystored information (ESI). Now, more than
ever, company employees can create and exchange electronic documents such as e-mail
with great ease, especially with the constant
use of cell phones and personal electronic
devices in the workplace. The use of social
media across companies has also increased,
thus leading to another source of ESI generation. As a result, the volume of ESI stored
on a company’s servers, computers, and devices is usually enormous.
To better assist clients facing issues related
to ESI volume, lawyers have looked towards
various computer soft ware tools, more commonly known as technology-assisted review
(TAR), to reduce the burdens of electronic
discovery (“e-discovery”) in litigation. These
tools include deduplication, predictive coding, and conceptual searching. TAR has
gradually grown in acceptance, to the extent
that courts have approved its use in managing e-discovery. While not yet standard
practice, TAR can potentially be a resource
for companies in the right circumstances.

The Traditional Review Model vs.
Technology-Assisted Review
Lawyers who go through the arduous task of
ESI collection are then faced with the challenge of sorting through and reviewing their
collected ESI to pick out documents that
are relevant to the specific investigation or
litigation at issue. The situation is quite difficult, especially in cases involving hundreds
of thousands or millions of documents.
Under the traditional model of document
review, long and often convoluted Boolean
logic search strings are applied to arrive at a
broad subset of ESI. Human reviewers then
manually review these search results, one
by one, and designate whether a document
is potentially relevant and/or responsive,
privileged, or contains confidential client
information. Review typically comprises
multiple stages: a first-pass review to narrow
down the initial search results, and a secondpass review to identify key or important
documents, protect privileged or confidential information, and ensure quality control.
While the traditional document review
model is standard practice and designed to
be comprehensive, it is often time-consuming and expensive. These costs increase as
the volume of underlying ESI increases. For
example, documents often exist in duplicate
form across different employees, and e-mail
chains are actually comprised of separate
documents that must be manually reviewed
on an individual basis.
Another complication is the possibility for
human error, as individual reviewers may
categorize the same document in a different
manner. As a result, inadvertent disclosures
and insufficient productions can occur, thus
exposing companies to business or litigation
risk.
In response to these challenges, e-discovery
professionals and lawyers have developed
computer-based programs to ease the burdens and risks associated with the traditional review model. While offering different functions from each other, these tools all
fall under the umbrella of TAR. These tools
include:
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• Deduplication: Documents are compared
against each other and those that show a high
degree of similarity are grouped together. A
reviewer can then review and categorize one
example of that group in a process called
“bulk coding,” thus eliminating the need to
review each duplicate individually.
• Email Threading: Individual e-mails that
comprise a greater discussion are grouped
together, even across multiple employees, so
that a reviewer can code these e-mails more
effectively and consistently.
• Clustering: Documents are quickly sorted
into groups based on their content to give
practitioners a visual snapshot of the underlying ESI. For example, news articles are
grouped together, while e-mails are placed
into their own group.
• Conceptual Search: Reviewers, using a
document of interest or a sample set, can
search for other documents that share similar concepts or themes rather than limiting
their searches to keywords.
• Predictive Coding: A more comprehensive review tool that studies previously reviewed and coded documents and applies its
understanding to the larger, unreviewed collection of ESI, helping reviewers predict the
relevance of those unreviewed documents.
The Benefits and Costs of TAR
When used effectively, TAR carries both
practical and substantive benefits. The most
significant practical consideration is the potential reduction in time and money spent
on discovery by slashing the amount of documents required for human review. These
savings would be most notable in the early
stages of review, where significant time can
be spent reviewing duplicate or irrelevant
documents. Predictive coding, in particular,
can have great value in circumstances where
documents of interest have already been
identified and quick, accurate analysis is
needed to gauge a client’s early level of risk.
Lastly, attorneys can also use TAR as a quality control measure by helping to reduce the
inconsistencies that plague the traditional
model.
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There are concerns regarding the effectiveness and limitations of TAR. As a practical
concern, TAR costs money and vendor pricing can vary. Because TAR tools are relatively new, traditional methods of document
review remain the industry standard. The
effectiveness of TAR still relies on attorney
experience and oversight, as well as the quality of vendors that provide those services;
therefore, the use of TAR is still prone to human error.
Courts’ Gradual Acceptance of TAR
Courts have exhibited a growing acceptance
of the use of TAR in discovery. In one recent
federal case, the court stated that “it is now
black letter law that where the producing
party wants to utilize TAR for document review, courts will permit it.” Rio Tinto PLC
v. Vale S.A., 306 F.R.D. 125, 127 (S.D.N.Y.
2015). The court even clarified that TAR
should not be held to a higher standard than
the traditional model because that would
discourage parties from using TAR and realizing its cost savings for fear of having TAR
challenged in court. Id. at 129.
While courts have welcomed parties’ reliance on TAR, they have stopped short of
forcing parties to use TAR in lieu of traditional methods. In another recent federal
court opinion, the court indicated that the
parties could use predictive coding to satisfy its discovery obligations, but would not
force a party to use predictive coding over
its preferred method of traditional term
searching and refined sampling. In re Viagra (Sildenafil Citrate) Prods. Liab. Litig.,
No. 16-md-02691-RS (SK), 2016 U.S. Dist.
LEXIS 144925, at *51–53 (N.D. Cal. Oct.
14, 2016).

• Effective Data Preservation: Proper preservation is a prerequisite to any effective
document collection and review. To that
end, implement routine records retention
policies with the help of your IT professionals, and distribute prompt legal holds when
litigation is anticipated.
• Assisting the Traditional Model: Courts
are warming to the presence of TAR, but it
will not be replacing the traditional model
any time soon. TAR however can be an invaluable resource in speeding up the traditional model, ensuring quality control, and
protecting against inadvertent disclosures.
• Proper Human Supervision: While TAR
can reduce the time and costs associated with
traditional review, proper attorney supervision is still essential to making sure that TAR
is implemented smoothly and effectively.
• Choosing the Right Vendor: TAR is typically available through the services of a thirdparty vendor. Because no universal standard yet exists for TAR, these vendors have
developed their own proprietary bundles
of software that can vary in quality. Thus,
companies and practitioners must maintain
a discerning eye when choosing a proper
vendor and include requests for thorough
demonstrations of a vendor’s TAR offerings.
If you have any questions about TAR generally, or if TAR may be appropriate for your
anticipated or ongoing investigation or litigation, please contact Robert Kim at rkim@sussmanshank.com or 503-227-1111.

Considerations
Courts’ growing acceptance of TAR is a sure
sign that TAR will only grow in popularity in
the near future. However, the appropriateness of TAR for your situation will depend
on the volume of underlying ESI and the
costs of TAR versus the traditional model. If
your ESI volume is sufficiently high, and using TAR may result in sufficient cost savings,
here are a few issues to consider:
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LEGAL NEWS
WELCOME ROBERT E. KIM
Rob Kim joined the firm’s
Litigation Department.
His practice will focus on
a broad range of litigation including complex
disputes and government
investigations. His experience includes antitrust and competition law,
white collar defense and investigations, commercial litigation, and securities litigation
and regulation. Rob has advised and represented leading companies and individuals in
matters involving a variety of industries and
technologies, including consumer electronics, telecommunications, online retail, energy, gaming, and semiconductors. Rob earned
his J.D. from the University of Michigan Law
School and his undergraduate degree from
Dartmouth College.
WELCOME CURTIS A. WELCH
Curtis Welch has over
26 years of experience in
construction law, civil litigation, real property law,
and insurance law. In his
construction law practice,
Curtis represents subcontractors, suppliers, owners, and general
contractors. He has substantial experience
in both private and public construction law,
and in matters relating to both commercial
and residential construction projects. Curtis
has a broad civil litigation practice in which
he represents businesses and individuals in a
wide array of matters. Additionally, he has
trial experience in state and federal courts in
Oregon and Washington, including jury trial
experience. In his real property law practice,
Curtis represents clients involved in disputes
over real property purchases, leases, easements, boundary lines, adverse possession,
and real property partition claims. Curtis’
insurance law practice includes defending
clients who have been sued for negligence
or other torts. Curtis received his J.D. from
the University of Oregon School of Law and
a B.S. in Economics from the University of
Oregon.
6
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OREGON STATE BAR PRESIDENT –
MICHAEL D. LEVELLE
Sussman Shank is pleased
to announce that Michael
Levelle has become the
Oregon State Bar’s first
African American President, effective January 1,
2017. The presidency position is a one-year term where he will represent Oregon’s 14,000 active lawyers. Michael
will also serve a second year as immediate
past president.
Michael’s top priorities during his presidency
include improving the quality and integrity
of legal services, and increasing access to justice through inclusion, equity, and innovation.
Michael has been a lawyer in Oregon for
over 26 years and with Sussman Shank for 15
years. His practice includes complex estate
planning, estate and trust administration/litigation, guardianships and conservatorships,
as well as dispute resolution. Michael is a
certified mediator focusing on resolving contested matters involving his areas of practice.
Congratulations, Michael! We support your
leadership efforts and commitment to representing the legal profession and the greater
community.
SUSSMAN SHANK NAMED ONE OF
THE “100 BEST GREEN WORKPLACES
IN OREGON”
For the sixth year, Sussman
Shank was named one of
the 2017 “100 Best Green
Workplaces in Oregon” by
Oregon Business Magazine.
This ranking shows that our firm has implemented a variety of green policies and that
our employees place a high value on sustainable practices. A total of 370 companies
and nonprofits participated, and more than
15,000 employees completed the survey.

SUSAN S. FORD ELECTED
2017 PRESIDENT OF TMA NORTHWEST CHAPTER
Sussman Shank congratulates our Partner, Susan
Ford, for being elected
the 2017 Turnaround
Management Association
(TMA) Northwest Chapter President. Susan has
been involved with TMA for 15 years and
has served on the board for several years.
TMA is dedicated to turnaround management, corporate restructuring, and distressed
investing. TMA has 8,300 members, which
includes turnaround practitioners, bankruptcy attorneys, lenders, bankers/workout
officers, investors, and other related professionals.
Susan has over 30 years of experience resolving complex business problems for clients,
both in and out of the courtroom.
KRISTEN HILTON RECEIVES
CAMPAIGN FOR EQUAL JUSTICE
ASSOCIATES AWARD
Sussman Shank is proud
to announce that Kristen
Hilton is the recipient of
the Campaign for Equal
Justice’s (CEJ) 2016 Associate Award. Kristen
was recognized for her
leadership, commitment, and hard work at
this year’s CEJ Annual Awards Luncheon
held on February 21st at the Sentinel Hotel
in Portland, Oregon.
Kristen has served on the Associates Committee since 2015. The role of the Associates Committee is to involve new lawyers in
access to justice work and advocacy, and to
help promote a culture of lawyers giving in
support of legal aid.

SUSSMANSHANK.COM

SUSSMAN SHANK IN THE COMMUNITY
SUSSMAN SHANK IS COMMITTED TO ACTIVELY PARTICIPATING AND GIVING BACK
TO ORGANIZATIONS WITH WORTHWHILE CAUSES THROUGHOUT THE YEAR.
BRADLEY ANGLE HOUSE COAT DRIVE
October
The Sussman
Shank Sustainability Team
collected winter coats to
benefit the Bradley Angle House, an emergency shelter and service center for individuals and families who are fleeing domestic violence. With our help, there’s hope for those
who have found the strength to escape their
situation to feel the warmth of the community supporting them as they rebuild their lives.
Bradley Angle has been providing safety,
healing, and hope for over 40 years.
NOVEMBER MEANS MOUSTACHES FOR
CHARITY AT SUSSMAN SHANK
November
Since 2009, Sussman Shank has
participated
in
“Movember,”
a
campaign dedicated to raising funds and awareness for men’s
health initiatives. Throughout the month of
November, several of our attorneys, paralegals, and staff boldly ditched their razors and
grew out their moustaches. This year, Sussman Shank raised over $800 in support of
Movember.
The Movember Foundation is the only global
charity focused solely on men’s health. The
foundation has raised over $710 million and
has funded more than 1,200 men’s health
projects in 21 countries to date. This work
is helping men live happier, healthier, and
longer lives through investing in these key areas: prostate cancer, testicular cancer, mental
health, and suicide prevention.
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MULTNOMAH BAR ASSOCIATION
WINTERSMASH COURTCARE
FUNDRAISER
February
A team of Sussman Shank employees, friends,
and family attended the 15th Annual WinterSmash event, a family-friendly bowling
event and Multnomah CourtCare fundraiser.
Multnomah
C o ur t Ca r e
is a project
of the Multnomah Bar
Foundation
(MBF) that
improves access to justice by making free, drop-in childcare available for families who have business
at the court. CourtCare is operated by Volunteers of America Oregon and serves 80 to
100 children and their families each month,
serving over 13,000 since opening in December 2001. While the program receives some
public funding, it depends primarily on the
financial support of the legal community,
which contributes through the MBF.
SUSSMAN SHANK TEAMS TAKE 1ST
AND 3RD PLACE AT THE CAMPAIGN
FOR EQUAL JUSTICE PORTLAND JUSTICE TRIVIA EVENT
March
S u s s m a n
Shank attorneys took part
in the Portland
Justice Trivia
event to help
raise money
for the Campaign for Equal Justice (CEJ).
Our teams of lawyers included Dallas Thomsen, Victor Roehm, Amy Geerhart, Matt
Mertens, Julie Kelly, Rob Kim, and Kristen
Hilton. One team took 3rd place and the
other took the lead to win 1st place!

Oregon lawyers established the CEJ in 1991,
with the mission of making equal access to
justice a reality for all Oregonians. In the past
26 years, CEJ has raised more than $26 million to support legal aid programs throughout the state.
FRIENDS OF TREES EVENT
March
Sussman Shank’s Sustainability Committee and
volunteers participated in
the Friends of Trees event. Our team successfully planted nine happy trees around the
North Portland area.
Friends of Trees is an organization that
empowers people to improve the natural
world around them through planting trees
together. They are a nationally recognized,
regional leader in improving the urban tree
canopy and restoring sensitive natural areas
– through programs delivered by thousands
of volunteers. Since 1989, they have planted
more than 600,000 trees.
LOAVES & FISHES “MEALS ON HEELS”
PROGRAM
All Year
Sussman Shank has been delivering meals to seniors in the
downtown Portland area once
a week through the Loaves &
Fishes “Meals on Heels” program. This program was first adopted as part of the firm’s
50th Anniversary “Giving Back” campaign
in 2010, and is now a regular part of the
firm’s ongoing dedicated community service
efforts.
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AND WHEN WE’RE NOT TAKING
CARE OF BUSINESS…

SUSSMAN SHANK LLP
1000 S.W. Broadway
Suite 1400
Portland, Oregon 97205
Phone: 503.227.1111
Fax: 503.248.0130
sussmanshank.com

