Report of PLANC Committee on Relationships with Commercial Vendors
In its fall meeting of 2004, PLANC established a “Committee on Relations with Commercial Vendors.” The question of relations arose because of (1)  the attempt of some of the test prep companies to “cross pollinate with the Mock Trial Association, (2) the fact that commercials sponsor individual tournaments through the American Moot Court Association in an attempt to sell prep courses, and (3) the prep companies involvement in pre-law advising. (Kaplan has said that they are the “largest pre-law advisors in the nation.”) Given this, what should our response as a National Co-Coordinating Council, as APLA’s, and as individual pre-law advisors?


For these purposes, “Commercial Vendors” shall be defined as any for profit organization, group or individual, who is not officially connected with an institution of higher learning and whose pre-law advising function is primarily for profit.


To explore this matter further, a questionnaire was developed and made available to a number of pre-law advisors. Though the response was minimal, the committee felt that it represented a fair sample of attitudes towards commercials.
The Situation

For years Kaplan, Princeton Review, and other prep organizations and individuals not connected with institutions of higher learning have offered prep courses for the LSAT. Though pre-law advisors generally have not endorsed these courses, some students have found them to be of value and in most cases these commercial vendors have not posed a problem for individual pre-law advisors.


However, in recent years, some of these commercials have increasingly ventured into the realm of pre-law advising, both providing students with, in some cases inaccurate information and in other cases less than the best advice, and charging students for these services that pre-law advisors at educational institutions offer at no cost. In some cases, this has led to conflicts between pre-law advisors and the commercials as well as confusion on the part of the students. All of this has being augmented by the increasing number of individual for profit pre-law advisors who are not connected with an educational institution.


Given this situation, several questions have arisen.

1. What should be the relationship between individual pre-law advisors with the commercials?

2. What should be the relationship between the APLAs and the commercials?

3. What should the relationship be between PLANC and the commercials?

Below are the recommendations of the PLANC ad hoc Committee on Relationships with Commercial Vendors.

I. Relationships Between Individual Pre-Law Advisors and Commercial Vendors

It is clear that the commercials are here to stay and that we have no real authority over them. However, as individual pre-law advisors, with the backing of our APLAs and PLANC ought to be able to exert some influence over the activities of the commercials. The following actions might be taken.

(1) In areas where the commercials operate, the local pre-law advisors might meet with the representatives of the commercial vendors and agree that the pre-law advisors will make known to their students the availability of the commercial test prep courses (this is not to imply any endorsement) and, in turn the commercial vendors will make known to students enrolled in their courses the services of the pre-law advisors for their campus. Perhaps the pre-law advisors will consider preparing handouts identifying their services which commercial vendors will agree to make available in their offices.

(2) Pre-law advisors should make a renewed effort to advertise on their campuses the services provided by their offices, the materials available and emphasize the fact that these services are provided at no cost by their institution.  Where feasible and appropriate, the students should be informed that it is the institution’s pre-law advisor who has direct connection with law school admission officers, has the latest information from Law Services, is a member of the regional APLA, and receives updates on admission practices from the APLA and from PLANC.
II. Relationships Between the APLAs and Commercial Vendors

The question of the relationship between the commercials and APLAs presents an interesting problem, perhaps a two-edged sword. When APLAs hold their annual conferences, the question becomes to what extent may the commercials participate? Should they be allowed to attend our workshops and have access to materials prepared by pre-law advisors? On the other hand, materials prepared by pre-law advisors are generally available for free to applicants and other pre-law advisors but when commercials have access to these materials they are used for profit. On the other hand, since commercials do, in fact, advise applicants, is there an obligation on our part to see that all applicants have access to the best information available?
In view of these questions, the Committee recommends the following guidelines;

(1)
Commercial organizations, including individual for-profit pre-law advisors may attend our annual conferences but will be charged at a “commercial rate.” This, of course, is the current practice for most APLAs. They may have display tables in areas designated by the APLAs.
(2)
Commercials may have access to all materials distributed at the conferences but may not reproduce any of these materials for in-house use or distribution to applicants without the consent of the authors or organizations, as appropriate. If such reproductions and distribution is requested and approved, an appropriate fee will be charged and paid to the institution of the author, or the APLA or PLANC as appropriate.
 (3)
Commercials may send representatives to all sessions, except business sessions, they may participate in panels and discussions only by invitation of the APLA.

III. Relationships with PLANC and PLANC’s Role in the Monitoring Process

All relevant items in Section II shall apply to PLANC’s national conference.


PLANC, in cooperation with the APLAs will serve in a monitoring capacity. When an individual pre-law advisor wishes to lodge a complaint against a commercial vendor, the pre-law advisor will report to his/her APLA who will then investigate the matter and write an appropriate letter to the local offending commercial with a copy to the national office. If a suitable response is not forthcoming, and appropriate action taken, the APLA may refer the matter to PLANC. The Chair of PLANC will draft a letter to the national office of the commercial, copy to the individual offending office. If a suitable response is not forthcoming and appropriate action taken, then both the APLA newsletter and PLANC POINTS will publicize the matter.


Upon approval of the PLANC Board, this policy and these procedures will be recommended to the APLAs.
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