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employment, insolvency, franchising,
trademarks and software licensing.
The family law practice led by Mary
Hayes is highly regarded.

Reddy Charlton McKnight
www.rcmcek.com
Partners/Solicitors: 11 (10)
Managing Partner: Paul Keane

The firm’s five primary areas of
practice are business, property,
litigation, IP and IT, and private
client.

Kilroys
www.kilroys.ie
Partners/Solicitors: 10 (9)
Managing Partner: Eamon Jones
The firm has a focus on
commercial property and
construction, distribution, insurance,
information technology, public
tendering and telecoms. The firm is
structured into three principal
departments - corporate and
commercial, property and litigation
and dispute resolution. Managing
partner Eamon Jones advises clients
on transaction work, construction
projects, complex commercial
litigation, arbitration, and statutory
investigations and tribunals.

Lavery Kirby Gilmartin
www.laverykirby.ie
Partners/Solicitors: 9 (8)
Managing Partner: James Flynn

The firm is a full service general
practice with a focus in corporate
and commercial work including
company law, corporate governance,
mergers and acquisitions,
shareholder arrangements and
commercial contracts, commercial
property, and banking and finance.
The firm says M&A is a practice area
where it has excelled over the past
12 months.

Other Dublin Law Firms
With Commercial Practice

McMahon O’Brien Downes
www.modlaw.com

O’Hare O’Connor Walshe
WWW.00CW.ie

Hayes McGrath
www.hayesmcgrath.ie

Crowley Millar
www.crowleymillar.com

Vincent Beatty
www.vblaw.ie

Sheehan & Co
www.sheehanandco.ie

GJ Moloney
www.gjmoloney.ie

Brian O’Donnell
www.brianodonnell.com

Gleeson McGrath Baldwin
www.gleesonmcgrathbaldwin.ie

Murray Flynn Maguire
www.murrayflynn.ie

Patrick F O'Reilly
www.patrickforeilly.ie

Denis McSweeney
www.denismcsweeney.com

O’Connor
Www.oconnorsolrs.ie

Corrigan & Corrigan

Terence Lyons
Practices with eight or more solicitors
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Closer To The Client

Law firms should try harder to become their
client's trusted partner, writes ADRIENNE REGAN

experience, excellence, even

brilliance are no longer enough
to deliver a competitive edge. They
are simply taken as givens by
clients. These clients increasingly
take for granted the professional
expertise of their legal and other
advisors and look for alternative
reasons to continue retaining them.
This is not merely some hunch or
gut feeling on my part. This is based
on the solid data and evidence
collected from a series of client
surveys carried out over the past
two years on behalf of a number of
leading professional practices.

Many corporate clients are
themselves subsidiaries of major
global corporations and operate in
the context of shifting loyalties and
relationships at boardroom level. For
the Irish subsidiaries any change at
the top can affect local
relationships. But this is not always
the case. The Irish firm can enjoy a
high degree of autonomy in these
matters, and may be able to stay
with their current advisors. But they
have to be sufficiently motivated by
a high quality relationship with the
advisor if they are to do so. For this
reason, many lrish professional
practices are becoming affiliated to
international networks, both to give
them a more complete offering as
well as to directly assist in winning
new business.

Clients do not always perceive
professional advisors as genuinely
adding value. This is usually unfair
to the firms involved. The firms are
probably adding a great deal of
value to their clients’ business

E xpertise, professionalism,

affairs on a
daily basis;
the problem
is that the
clients either
don’t know
about it or
don’t fully
appreciate
it,ormost Adrienne Regan
probably both. Clients need to be
reminded of the value being added
by their professional advisors. And
the way to do this is through
employing good customer or client
relationship management practice.
Too often it is the case that
clients only hear from professional
advisors when they have specifically
requested service from them or
when they receive the bill. Client
engagement has to be ongoing,
both during and between individual
assignments. Business winners and
partners in professional practices
need to take time to get out and
visit their clients and talk to them
about their business generally. They
have to forget their focus on
chargeable hours and look upon
these visits as investments in client
retention. They should endeavour to
shift their relationship from that of
supplier-customer to that of trusted
partner. Clients should feel
comfortable about picking up the
phone and talking through issues
without worrying about a hefty bill
at the end of the call.

Adrienne Regan is a partner in
Regan Lowey, a marketing
consultancy for professional
service advisors
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Sideline The Lawyers

Involving solicitors too early in commercial negotiations can slow down the
process and lead to its collapse, argues PATRICK MEENAN

s a business consultant and tax
advisor, I have been involved in a
considerable amount of negotiations
resulting in legal relations being
formed between two or more parties.
Recognising best practice, all of my clients
would be advised to obtain the views of
their legal representatives prior to the
execution of any agreement. I have found,
however, that the introduction of a solic-
itor at an early stage of contract negotia-
tions may not be beneficial as it can lead to
one or some of the following:
n significant delays in moving negotiations
forward
n divergence of the parties to the extent
that the negotiations cease
n reductions in benefits contained within
the agreement
n an increase in cost to both parties which
again may lead to a termination of
discussions
n a reduction of enthusiasm in bringing
the negotiations to completion
n misunderstandings regarding
benefits most valuable to the parties.
Why is it that these negative effects may
be suffered by clients if they involve their

the

‘Delay dissipates
energy in the sale
process’

solicitor at an early stage? It is my
contention that when two or more parties
come together with an interest to discuss
some commercial agreement that a sales
environment exists. Each party wants to
enjoy benefits from the other party and
these benefits must be obtained at a fair
and reasonable cost. Delay in reaching
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agreement dissipates
the energy which
exists within this
sales environment.
The loss of energy
will influence the
parties’ initial deter-
mination to benefit
from each other’s
property. Once the
energy level dis-
sipates to a low
point, one of the
parties may start to
seek reasons for
ceasing relations.

Time is therefore
of the essence and
the speed at which
the first draft of
an agreement is
produced is  of
vital importance in
keeping the parties
interested. My understanding and
experience of solicitors’ best practice is to
produce a draft document that will contain
as many clauses as thought necessary to
protect their own client against every
eventuality. This is what a solicitor is
trained to do but I believe this is in direct
conflict with the client’s chance of
completing a satisfactory agreement. This
is because of the likelihood of the other
party’s solicitor clearly recognising the
bias within the draft agreement and
re-drafting with a bias for his or her
own client, thereby creating needless
conflict.

The start of negotiations is the point at
which both parties are at either end of the
football pitch. Eventually both parties will
relinquish their positions to the extent that
they are both approaching the half way
line and this is where the agreement is
likely to be agreed and executed. The
problem is that the extended time lag
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Patrick Meenan: move the goalposts

between commencement of negotiations
and reaching the middle ground puts a
severe strain on the continued existence of
the required sales environment.

Where the client is advised (as an
option) to negotiate the commercial terms
before engaging the solicitor, the solicitor
could always assist by reviewing the
commercial terms likely to be included
and then providing the client with advice
on sensitive legal aspects which may
arise with these terms and conditions.
Obviously in these circumstances, the
other party should be told that when
commercial terms are agreed (in principle)
he will present them to their legal advisors
prior to these terms being included in the
final draft of the agreement. BP)

Patrick B Meenan Business Consultants
advises on commercialisation of intellectual
property, financial management and tax.

Contact (01) 260 3467.






