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An Interview With Chuck Deluca 

Chuck, I notice that you’re a Fellow of 
the American College of Trial Lawyers. I 
want to congratulate you on being invited 
to join. I know that the readers would be 
interested in finding out a bit about that. 

Is it just a fellowship or do you, as a peer 
group, meet and discuss best practices?

Your firm bio lists you a major tort trial 
firm. Tell me about some of the work that 
you do. 

Tell me about the tort litigation work 
you do and specifically about insurance 
defense. 

What are one or two of the main areas of 
growth you see in risk defense?

Do you do much referral work from  
Third Party Administrators (TPAs) who 
are very active in health care and nursing 
home administrtion? 

Thomson Reuters has just acquired a law 
firm e-billing outsourcer. All of your bills 
can be outsourced to it via the Cloud. 
You would prepare bills, e-mail them to 
Thomson who would take care of all the 
formatting and e-bill transmitting to a 
client. What’s your response to that?



We’re a litigation boutique. 
We cater primarily to the 
risk industry. However, we 
do commercial litigation 
as well.

They will amass all of the billing guidelines 
in place by the major insurers and develop 
formats that ensure your data could be 
formatted into bills that would comply 
with those guidelines. Once formatted 
they would be electronically transmitted 
to the insurer for payment. A properly 
formatted and pre-vetted bill would 
eliminate rejections for non-compliance 
and be processed and paid in the shortest 
time period. What’s your response?

You’re aware that outsourcing in general 
in areas like document production and 
e-discovery is growing. What’s your 
response to that?

What’s you perspective on the emerging 
practice of off shoring routine documen-
tation work to India where lawyers with 
excellent common law training perform 
routine legal tasks for substantially lower 
fees than domestic lawyers?

Is there a good network of temporary 
lawyers you can bring in as and when 
needed on a major case?

Clients are objecting to paying law firms 
for “earn while they learn” programs put 
in place for junior associates. How’s your 
firm approaching this issue?

This is a very important point because 
many insurers believe they’re being billed 
for work that isn’t generating sufficient 
value for them. How do you let your 
clients know that you’re shouldering  
this responsibility?

The other side of that argument that 
clients often don’t appreciate is that firms 
like yours know that lawyers need to 
be trained and supervised to become 
competent. That costs time and money. 
How should this be addressed to make 
insurers aware that the development 
of competent lawyers isn’t a one way 
street? They need to shoulder some of 
this responsibility. 

Do you have a formal training/mentoring 
program?

A traditional lateral hiring route was to 
take note of young lawyers working 
in-house for insurers in captive law firms 
and recruit strong performers. Is that still 
standard practice?



Best Practice Advice to Make Convergence 
Work For You

Keep a competitive 
environment. Don’t reduce 
the number of firms in 
any one line of business 
or geographic area to only 
one, which then provides 
the primary law firm with 
no competition.
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