
Community Advocates - Lawyer information 
You are an experienced general practice attorney.  You have volunteered (no fee) to advise 
Community Advocates for Women and Children (CAWC), a nonprofit organization, in 
connection with a lease problem.  You are aware that your professional responsibility does not 
change just because you are not charging a fee.  In addition, you personally support this 
group=s mission, and want to provide excellent representation.  In other words, the time/cost 
of your efforts should not affect the client=s decisions or your advice to them. 
 
Here is what you know from a previous conversation with the president of the Board of 
Directors of CAWC : 
 
CAWC was organized five years ago for the purpose of promoting good nutrition for poor 
pregnant women and young children.  Its primary activities have been education and advocacy. 
 Education about nutrition has been directed at patients at maternity clinics and parents 
enrolling children in subsidized daycare.  Advocacy efforts are focused on helping and 
encouraging their clients to take advantage of existing food supplement programs designed for 
this population, as well as publicly speaking up for expansion of those programs. 

 
For the past two years, your client has rented office space in Shopping Center.  The current 
one-year lease will end on Dec. 31, this year.  The lease provides that it will be renewed for an 
additional one-year term at its termination, unless the party wishing to terminate the lease or 
to change its terms sends a letter to the other party at least 60 days prior to the termination 
date.  On Sept. 1, this year,  your client receive a letter from Shopping Center stating that the 
lease will not be renewed.  While the letter did not state a reason for the change, you know 
from knowing the local business news that the Center is being substantially remodeled, and 
rents will be going up. 

 
Currently, your client is paying $14.00/square foot/year for the space of about 1200 square 
feet (half of the space is reception and two small offices, and half a community meeting room 
for classes).  Their research shows that the going rate for commercial space has risen to 
between $26 and $30, a figure your client states that they cannot pay. 
 
You are meeting with the Board President again to discuss what to do. In your initial 
conversation with him/her, you asked her/him to meet with key decisionmakers of CAWC prior 
to this appointment, to get an idea of what their goals and priorities are, and s/he should be 
prepared to tell you these at this session.  The purpose of this session is to move the 
decisionmaking process forward if possible.  It may or may not be the last time you speak with 
this client. 
[counseling to prepare for negoatiation – client would be best served by developing 
alternatives and thinking in terms of interests instead of positions, possibly seeing this as an 
opportunity; also needs more facts about plans for the shopping center before demands are 
made.  This problem may be most useful in a course that includes negotiation. 
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