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Why Firms Are Coaching Young Lawyers On Email
Writing

Law360 (June 25, 2025, 10:59 AM EDT) -- As a new generation of lawyers enters the profession and
artificial intelligence reshapes the practice of law, firms are increasingly turning to professional
coaches to help junior attorneys adapt. One unexpected area of focus? Teaching them how to
manage and respond to email.

Coaches who spoke with Law360 Pulse said that communication remains one of the biggest
challenges for today's early-career lawyers. They note that many new associates struggle to navigate
workplace dynamics, explain legal concepts clearly or strike the right tone in writing. As a result,
these experts say, firms are bringing in help earlier in associates' careers.

Rachael Bosch, founder and CEO of legal coaching company Fringe PD, said firms are now providing
individual and group coaching to first-year associates, a shift from the past when support typically
started around the third-year mark. Some firms, she added, are also setting up flexible coaching
budgets so junior lawyers can seek help as needed.

Much of that early training, Bosch said, centers on "proactive communication, understanding and
managing ambiguity," along with building resilience and responsiveness. One of the biggest shifts
she's seen in recent years, she added, is that many new associates aren't yet attuned to corporate
communication norms and often struggle without a clearly defined workflow.

To help bridge that gap, Bosch noted that a key part of the early coaching focuses on email. However,
rather than teaching associates how to write better emails, Bosch said her team coaches them on
how to engage effectively, using real-world scenarios — such as receiving an email they can't
immediately answer or being the most junior person on a thread — to help associates develop sound
judgment in how and when to respond.

"There was a lot of anxiety about: When should I respond? When should I not respond? Who should I
talk to? Should I jump the line?" Bosch said. That anxiety, she added, often leads to hesitation, which
can be misinterpreted as disengagement or a lack of understanding.

One frequent complaint Bosch hears from firms is the email "vacuum," where junior associates
sometimes don't respond at all, leaving senior attorneys frustrated by the silence. Even when they do
respond, Bosch said, firms often report that messages can be too long or unclear, or written too
casually, like text messages.

Bosch believes much of the issue stems from associates' not fully knowing how to navigate email
expectations in corporate practice, which can differ greatly from law school. She also cautioned that
while Al can assist with drafting, it shouldn't replace human input, as emails that feel Al-generated
often come across as impersonal and can damage relationships.

"I've had multiple people in firms bring this up to me recently — that what it actually is conveying is,
'l don't care enough about you to actually write you an email,"" Bosch said, noting that emails that
feel Al-generated can have a more damaging impact than many people realize.

Stephen Seckler, president of Seckler Attorney Coaching, also noted that law firms are now investing
far more in professional development than they did in past decades, especially at midsize and larger
firms. But he noted that generational differences continue to create friction, especially around

https://www.law360.com/pulse/articles/2357358/print?section=pulse/california-pulse 1/3



6/25/25, 1:54 PM Why Firms Are Coaching Young Lawyers On Email Writing - Law360 Pulse
communication styles.

He explained that younger lawyers often rely heavily on email and texting to communicate, while
some older generations started their careers before these technologies existed. This difference, he
added, sometimes creates tension in the workplace.

"There's nothing inherently good or bad about either type of communication because written
communication documents things. But of course, the problem with written communication is ...
there's a lack of nuance," Seckler said. For that reason, he recommends handling emotional or
sensitive topics through more direct channels, such as phone or face-to-face conversations.

While junior associates can be trained to recognize when a more personal approach is needed,
Seckler emphasized that senior lawyers also have a role to play by understanding and respecting
younger lawyers' digital communication preferences.

He also stressed the importance of setting clear expectations on both sides. He advises senior
lawyers to establish firm deadlines and avoid last-minute requests, while encouraging junior
attorneys to ask for due dates and clarify expectations to prevent misunderstandings.

Grover Cleveland, a former law firm partner and founder of Lessons for Sharks LLC, said he's also
heard concerns from firms that junior associates' emails often come across as too casual or unclear.
To address this, he offers training to summer associates on how to write with clarity and
professionalism from the very beginning.

But clear communication isn't just an internal issue, he added. New lawyers also need support
learning how to translate legal jargon into plain language for clients.

"It's often a challenge for junior associates to translate legal jargon into terms that clients can
understand and that clients can relate to, in terms of how it impacts them," Cleveland said.

Cleveland emphasized the importance of adapting to the communication styles preferred by both
partners and clients. He ties this to what he calls a "service mindset," where associates consider not
only their own workload, but how their communication and responsiveness affect others. For
instance, if meeting one deadline could interfere with another commitment, he encourages associates
to raise the issue early.

"It's like, you wouldn't stand someone up at a restaurant," Cleveland explained. "If meeting a
deadline for one person is going to cause a problem for someone else, you need to let them know.
And that's sometimes very difficult for associates because they don't like to disappoint people, but it
causes more problems if they don't say anything."

Bosch similarly noted that many firms are now working to instill a "client service" mindset in junior
lawyers well before they interact with clients directly. She explained that begins with treating senior
associates and partners as internal clients and learning how to "manage up," a skill she said will
benefit associates as they start taking on external client responsibilities.

"So if you're a new associate this fall and you're learning how to manage up, which is just internal
client service, then when you're a sixth-year or a fifth-year, and you start meeting with clients
directly, you have a transferable skill to your more senior roles," Bosch said.

While most junior associates aren't yet expected to bring in business, Bosch and others agreed that
they should begin building genuine professional relationships early on. These connections can pay off
later, especially when peers move in-house or refer work to the firm. But, they stressed, authenticity
matters.

"When you build the relationship with the outcome of business in the forefront, it feels very
transactional,” Bosch said. "And so if you're building a genuine relationship of interest in somebody's
practice and curiosity about the work that they're doing, that is going to pay so many more dividends
long term."

Bosch encouraged young lawyers to get involved in professional groups, volunteer, and nurture
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authentic relationships over time. As Generation Z and younger millennials rise in the profession,
Bosch added, there's a growing preference for meaningful over transactional connections.

Seckler agreed, noting that while law firms have historically placed little emphasis on early business
development, some are beginning to shift. He stressed the importance of relationship-building well
before there's a need for business, comparing it to the banking industry by saying, "the best time to
ask for a loan is when you don't need one."

Still, he acknowledged that the billable hour model can make it hard for lawyers to prioritize these
long-term efforts, even though he believes they should be seen as "investment hours," not just
nonbillable time.

Cleveland, however, emphasized that developing substantive legal skills is a crucial part of the
relationship-building process, as it's important for associates to be able to effectively help clients
before seeking new business.

"So early on, I encourage junior associates to stay visible on LinkedIn, because that doesn't take a
lot of time, and then to focus on developing their substantive skills so they are able to help clients,"
Cleveland advised.

--Editing by Daniel King.
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