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should have should have started a little earlier. I’d rather make 
a little bit than just give it away, but up until two months ago, 
I thought selling a law practice was not possible.” He found out 
differently from the OSB, then contacted Oregon’s three law 
schools to ask for names of potential new graduates who might be 
interested in taking over his practice. He is willing to introduce 
a new attorney to his existing clients and consult with and men-
tor the new person, but he wants to stop practicing at the end of 
this year.

“I suppose there are other sole practitioners in southern Or-
egon I could refer to, but I really think selling my practice would 
be a service to a newly minted attorney,” just as he benefited from 
a similar opportunity when starting out.

Scott McArthur, a Monmouth lawyer, sold his sole practice 
about 12 years ago to a lawyer whose parents were clients of 
McArthur’s. The new lawyer wanted to move to the Monmouth 
area, so he rented space from and worked with McArthur for six 
months. The subsequent sale of McArthur’s practice to the new 
attorney was “something we talked out between the two of us,” 
McArthur explains. “There’s the value of the practice itself. Very 
often the price you sell the practice for is the physical part of 
the office. The problem people have had in finding a successor 
is mainly whether that the person you leave in charge of your 
practice is going to do a good job for your clients.”

Sometimes planning a succession can have unexpected re-
sults. OSB President-elect Tom Kranovich, of Kranovich & Lu-
cero in Lake Oswego, planned to retire at age 62. But hiring an 
associate fresh out of law school prompted him to stay in practice 
longer than he anticipated. His associate and now law partner, 
Angela Franco Lucero, speaks Spanish, which “opened up a line 
of business for me in insurance defense that I otherwise would not 
likely have gotten,” he says.

As the business grew, and the recession took hold, Kranovich 
made the decision not to retire yet. He now is 64 and plans to 
retire no sooner than in four or five years, but that “will depend 
upon us, not just me, hiring someone that will get sufficiently get 
up to speed” so that Lucero “can continue the practice we have 
built with me only coming in part time.”

Thomas McDermott, a lawyer with the 14-attorney firm 
Lindsay Hart in Portland, says that after he turned 60, “I began 
consciously focusing on mentoring the younger lawyers in my 
firm. This was partly to provide clients with some certainty about 
succession planning despite (my) not having set a date to retire 
yet, but also to help develop the younger lawyers and teach them 
some of the tricks of the trade.”

“It’s not easy going from ‘leading the charge’ as a litigator to 
providing support for others to get their opportunities, but it’s 
imperative for the profession, and clients benefit greatly, as well,” 
he says. “For me, it’s been personally rewarding and a different 
kind of success, how you can bring a young lawyer along and help 
them establish a presence with long-term clients who are used to 
dealing with a specific partner but who also want to see some suc-
cession planning. It can be a tricky balance to maintain.”

A new associate, Gavin Bruce, has been working in the mari-
time law area with McDermott but did not have any “sea time” 
in the Navy or Coast Guard or in commercial fishing, as many 
maritime practitioners do, McDermott says. “In order to give him 

Resources Available

The OSB’s first Law Practice Transitions 
CLE was held on Nov. 1 with an overview 
of transition options by Olympia lawyer 

Jessica Jensen. Participants received a coupon 
code for a free “practice for sale” listing on the 
OSB’s online job board. Future programs will 
cover specific topics, including ethics implica-
tions and practice valuation, in depth. 

The Oregon State Bar Professional Liability 
Fund’s practice management advisers can help 
with the orderly closing down of practices or 
planning the steps before then if something 
unexpected happens to the lawyer. An objective 
is that someone should be designated to step 
in so that the clients’ interests are protected, 
explains Barbara Fishleder, director of Personal 
and Practice Management Assistance and execu-
tive director of the Oregon Attorney Assistance 
Program.

What the PLF’s practice management advis-
ers can help with is that if someone is buying a 
practice, the advisers can help buyers integrate 
that purchase into the buyer’s existing practice, 
including notifying the clients of the purchased 
practice in an orderly manner. The advisers 
cannot evaluate the potential purchase from a 
business standpoint, such as whether it would 
represent a fair deal, but can help buyers make a 
smooth transition with their office management 
system.

In addition, the Oregon Attorney Assistance 
Program helps lawyers develop personal career 
transition plans, including for retirement. The 
services of the PLF’s practice management advis-
ers and the Attorney Assistance Program are 
free and confidential, and they are available to 
all Oregon lawyers.

The July/August 2012 issue of the ABA’s GP-
Solo magazine (www.americanbar.org/publica-
tions/gp_solo/2012/july_august.html) included 
a special series of articles on buying, selling and 
valuation of practices, the technology of law 
practice when changing ownership, retirement 
planning, ethical considerations when closing a 
practice and other related topics. 

Also, the OSB’s BarBooks includes a chapter 
on law-practice sales titled “The Ethical Oregon 
Lawyer,” Section 12.33-12.40, Chapter 12. n


