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Restrictive
Practices

The Competition Authority believes legal costs are high in Ireland because profession
structures serve the interests of the incumbents, writes KYRAN FITZGERALD

ata from the CSO contained in a
Competition  Authority

report indicates that law is big busi-

ness. Between 1992 and 2003, the

amount spent on legal services
jumped from €320m to €1 billion.
Between 1992 and 2006, the number of
barristers in practice rose from 800 to
1,660 while the number of active solicitors
increased from 3,800 to 7,240. According
to the authority, senior counsel fees
increased in real terms by 3.3% per annum
on average between 1984 and 2003, an
increase of 140% in total. Solicitors hiked
up their charges by 160% in the same
period, compared with general services
inflation of 100%.

At the top end, legal earnings are high.
An October 2005 reply to a parliamentary
question in the Dail revealed that 14% of
lawyers declared earnings in excess of
€200,000, compared with 6% of
pharmacists, 11% of dentists, 7% of
medical practitioners and a suspiciously
low 1% of accountants. Revenue data for
2002 also paint a picture of lawyer pros-
perity. Senior counsel earned €330,000,
on average, employed solicitors averaged
€72,500 while partners in law firms
grossed an average of €210,000.

Dated stats such as these, and publicity
surrounding the millions made by
tribunal lawyers, attract hundreds of
young people every year into the legal

recent

professions. Access to the professions has
been deregulated to the extent that there
is now huge over-supply of both solicitors
and barristers. Despite this, legal costs
remain very high and this is partly due to
anti-competitive practices, according to
the Competition Authority.

Bill Prasifka: taking on the lawyers

For instance, the Bar Council stipulates
that barristers must operate as sole traders
instead of in partnerships, or English style
chambers. The council contends that if
barristers were permitted to set up in
partnership, certain groups would corner
the market. Competition Authority
chairman Bill Prasifka counters that, in a
partnership structure, barristers would
actually be better placed to provide advice
and legal advocacy on a ‘pro bono’ basis
to disadvantaged clients. Partnerships
would also offer a means for new entrants
to be properly remunerated rather than
being forced to wait for years while they

build up a practice. This would facilitate
new entrants to stay in practice and
challenge established incumbents at an
earlier stage.

He added: “The barrister profession is
a textbook example in which failure is a
very real possibility. The annual attrition
rate of 15% is testament to this. Success
in the Bar depends on reputation. Those
failing to acquire a reputation are unlikely
to be able to compete with leading
barristers. The likelihood of failure and
the lack of reputation are ameliorated for
other professions by the ability to attach
oneself at the beginning of your career to
a firm or to another professional that
already has a strong reputation. Partner-
ships or firms allow those in the
profession with established reputations to
reach down to recent law graduates who
demonstrate potential.”

Prasifka also believes that the solicitor
monopoly on conveyancing should be
ended, and that a new profession of
‘conveyancers’ be licensed to act for
property vendors and purchasers. He said:
“Why can tax advice be provided by other
qualified professionals when convey-
ancing can not? The reason for the
difference is simply historic. Solicitors
were not organised to legally protect a
monopoly on tax advice. They are now
organised to protect conveyancing. That
is the simple difference.”
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Competitive Advantage

Law firms are big businesses and there are some things they could be doing
better, PwC's Paul Hennessy tells CHRIS SPARKS

aw firms face the same commercial

challenges as any other business.

They must actively drive and manage

their growth, while continually

developing their core resource - their
people. They must also ensure that they
are operating from a stable financial plat-
form, one which provides cash for their
day-to-day activities as well as offering fin-
ancial rewards. PricewaterhouseCoopers
recently examined the sector, identifying
the challenges facing Irish law firms. Here,
PwC partner Paul Hennessy discusses the
report’s findings.

BP: How good are law firms at
business planning?

PH: Generally, sophisticated law firms
will have a business plan which will be

driven by the size and complexity of their
business. It is important to have a
mechanism or practice in place which
forces the partners, from time to time, to
take a step back from their day-to-day
responsibilities and reflect on the business
and the challenges and opportunities it is
facing. Some of the techniques law firms
can introduce for effective business
planning include:

Establish where the law firm wants to
go. In order to do this, the company’s
management team must look at where the
business is now and assess its ability to
move forward. To do this effectively both
the internal and the external forces
impacting or influencing the business
must be examined.

Conduct an internal appraisal. This can

help to identify opportunities to improve
efficiency within the business. These may
include changes required within the
management team, necessary improve-
ments to business processes and operating
practices, and opportunities for sustain-
able cost reduction and performance
improvement.

Assess the external environment. The
success or failure of many businesses rests
on how the opportunities and threats in
the external environment are managed.

BP: How can a law firm embed a

quality client service?

PH: A law firm’s competitive edge today

largely rests on its technical expertise,

industry knowledge and geographical
Survey continued on page 88
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coverage. Its ability to expand these
advantages further is relatively limited,
and its competitors are continuously
working to overtake it. Client service
constitutes a different competitive field. It
cannot be easily acquired, or indeed
replicated, by a competitor. As such, client
service can provide a deep and relatively
sustainable source of competitive
advantage to any law firm. The firms that
have really taken responsibility for driving
their own growth are those that have
recognised this competitive advantage. It
is far easier to introduce additional
services to a satisfied existing client than it
is to win a new client.

The more distinctive and superior the
quality of client service a firm delivers, the
more its reputation grows and its position
strengthens in the market. The firms
which have proactively managed and
controlled their growth over the last
number of years are the firms that have
identified the day-to-day behaviours
necessary to provide a truly distinctive
quality of service.

BP: How up to speed are law firms in
their use of professional managers?
PH: Most successful law firms have
invested in establishing an appropriate
business infrastructure to support their
day-to-day operations. These support
functions are typically led by a senior
executive who has the professional
management skills to ensure that the
function provides effective support to
the business, with minimum partner
oversight.

While 93% of the participants in our
survey have a professional manager for
finance, the number of law firms who
have a professional manager for human
resources (43%), I'T (57%), marketing
(29%) and facilities 29%) is a lot lower.
The key benefit of investing in such a
support infrastructure is the resulting
reduction in time input which partners
and other fee-earners have to spend on
operational and administrative matters.

Paul Hennessy: zero-based
budgeting can control overheads

BP: How good are law firms at
controlling their cost base?
PH: Two key components that law firms
should watch are staff costs and overhead
costs. In professional services firms, staff
costs are typically the most significant
component of the cost base, often
amounting to over one-third of a firm’s
fee income. Some of the techniques that
law firms can introduce to manage their
staff costs include:
u Business case justification of incre-
mental headcount. Is the new hire an
investment necessary to acquire a certain
skillset for the firm or to help develop a
certain part of the business? If so, has the
business case to support this investment,
particularly the potential revenue
opportunity, been subjected to proper
scrutiny?
u Salary benchmarking. Firms should
regularly test their understanding of
market rate remuneration levels. This can
help identify a number of areas where a
firm is providing above market rate
remuneration.
u Outsourcing and centralisation initi-
atives.

It is easier to control overhead expend-

iture than it is to manage staff costs. Some
of the techniques we have seen work
effectively in law firms include:

u Departmental P&L accounts. Account-
ability for controlling costs has to be
vested at all levels in the firm.

u From time to time, all law firms should
conduct a comprehensive centrally-run
review of their overhead expenditure.

u The finance function in law firms
should ensure that all staff members are
aware of the relevant policies and pro-
cedures for the identification and
recharge of client expenditure and
monitor adherence to them.

u The zero-based budgeting approach
ignores the previous year and requires
that an estimate of expenditure for the
current year be developed from a starting
point of zero, forcing every budget holder
to carry out a critical examination of every

item of projected expenditure in the year
ahead.

BP: How do law firms rate for billing
and cash collection?
PH: Almost a third of the firms in our
survey have debtor balances outstanding
for more than 90 days. We have worked
with a number of law firms to improve
working capital management processes.
A practice of regular progress-billing on
all accounts, but particularly during a
period of high activity, will improve
cashflow in the business. The roles and
respon-sibilities of fee-earners need to be
clearly defined and understood. Too
often this is overlooked and fee earners
are unclear as to what their specific role
is in the billing and cash collection
process. Without the timely response of
partners to work-in-progress and billing
progress and queries, these may
accumulate and result in significant lock-
up in work-in-progress and debtors.
A culture that distrusts cross-firm
comparison targets  will,
surprisingly, result in weaker working
capital performance.

Survey continued on page 90

or not

Making it happen.

mcevoy partners, corporate law firm, connaught house, burlington road, dublin 4.
tel 01 238 3900 fax 01 238 3901 email info@mcevoypartners.ie www.mcevoypartners.ie
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P COMPANY PROFILE: Commercial Finance Ireland

Working
Capital

Solutions To Meet The
Clients’ Real Needs

and Ireland’s leading asset-based lending company, is

thriving in Ireland with growing demand from Introducer’s,
such as solicitors, for enhanced finance and cashflow solutions,
focused to their client’s specific needs.

Commercial Finance Ireland (part of Lloyds TSB CF), the UK

Tony Duffy’s team at Commercial Finance Ireland attribute the
success of year one in the Irish market to the fact that they can
offer a far broader funding facility for their clients, compared to
Invoice Finance competitors.

“Unlike more traditional invoice discounting and property finance
solutions, we make sure that we meet the FULL working capital
needs of growing businesses by ensuring we exploit ALL assets
in the balance sheet. That means we provide working capital
solutions by financing against debtors plus stock, plant &
machinery, property and even cashflow loans, where appropri-
ate. We can offer a far more competitive base rate than most
other finance institutions and it is totally transparent.

“We are a genuine Euribor based lender so our base rate is 4%,
the official ECB base rate. | would challenge the market to look
at what other lenders are using as their base rate, which is often
in excess of 4%. Indeed, it is debatable whether the Irish SME
sector has ever truly benefited from lower interest rates since
the introduction of the Euro in 2002 as banks have, in certain
instances, sought to cling onto old legacy rates such as AA to
preserve their margins. Any FD owes it to their business to check
out the alternative from a new and aggressive competitor. Some
will be literally shocked by what they see.”

Tony Duffy also sees unmistakable value in fully understanding
the dynamics of the client’s business. “Time spent learning the
customers’ true needs and the environment in which their
business operates is what actually points you to the solution.”

Essentially, Commercial Finance Ireland is offering a unique form
of finance through Asset Based Lending (ABL). ABL allows
businesses to unlock the full potential of their entire asset base,
and therefore avoid shortfalls in liquidity that could hamper the
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Tony Duffy, managing director, Commercial Finance Ireland

attainment of key financial objectives. Ensuring cashflow is vital
to keep businesses moving, and without adequate resources
meeting commercial objectives is threatened. This is something
any business intent on growing cannot tolerate.

Some examples of recent CFl deals include;

U Major International Computer and IT distributor - funding to
enable this significant entity to be acquired by one of our UK
Clients.

U Major Confectionery Manufacturer - replacing an existing
funder and providing additional facilities that enabled a
significant acquisition.

u Catering Company - business-specific working capital facilities
to suit the needs of a subsidiary of a Multinational Group.

u Employment Agency - additional working capital facilities for
an entity that is expanding quickly.

u  Major Printer/Packager - replacing an existing facility through
additional funding and overall better terms.

U Medical Devices Company - specific working capital solution
facilities to an entity that is expanding rapidly.

u Steel Importer - a stock financing facility alongside debtor
financing, thereby allowing increased purchasing from the
Far East.

“With a highly-experienced sales team across Ireland, we have a
lot to offer businesses that are looking at acquisitions, MBOs and
MBIs, as well as corporate restructurings and refinancing. We
offer businesses a more integrated overall working capital pack-
age using ALL the assets on the balance sheet, rather than just
focusing on property and debtors alone.”

To find out more contact Tony Duffy on (01) 6316087,
e-mail tony.duffy@Iltsbcf.com, or visit www.commercialfinance.ie
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LISTING CRITERIA

This listing is of commercial
law firms based in Dublin.
Partner and solicitor numbers
are drawn from the Law
Society Directory 2008. The
figures in brackets relate to
previous year partner/solicitor
total. Descriptions are drawn
from the law firms’ websites
and submissions.

Arthur Cox
www.arthurcox.com
Partners/Solicitors: 194 (173)
Managing Partner: Padraig
O Riordain

The firm has a total headcount in
excess of 550, with offices in
Dublin, Belfast, London and New
York. The practice encompasses all
aspects of corporate and business
law, with particular expertise in
mergers and acquisitions and
corporate finance. For the second
year running, Arthur Cox was named
the top Irish law firm by
Mergermarket, the international
M&A intelligence publisher, having
advised on more Irish M&A
transactions than any other firm, by
both volume and value, in 2007.
Those deals included advising Hypo
Real Estate in its €5.7 billion
takeover of Depfa Bank. Managing

Law Firms
Who's Who

Most of the big law firms in Dublin were in expansion mode
through 2007. Here we list the largest practices that specialise
in commercial law with updates on recent developments

partner Padraig O Riordain was
elected managing partner for a
second four-year term in November
2007. Under his leadership, the firm
has grown by 50% in four years.

Matheson Ormsby Prentice
www.mop.ie
Partners/Solicitors: 194 (173)
Managing Partner: Liam Quirke

In terms of the number of
lawyers, Matheson Ormshy Prentice
has been the fastest growing law
firm in recent years. In 2007, the
firm moved to new 130,000 sq ft
purpose-built offices on Dublin
quays, notable for the its glass
frontage. The firm also has offices in
London, New York and Palo Alto and
the headcount of 550 includes 350
legal and tax professionals. Besides
being a leading player in M&A
counsel, Thomson Financial says

that through 2007 MOP advised
twice as many issuers of
international debt securities as any
other Irish firm. In October 2007,
MOP was awardedtfthe
International Law Office ‘Clients’
Choice’ award for Ireland.

A&L Goodbody
www.algoodbody.ie
Partners/Solicitors: 185 (183)
Managing Partner: Paul Carroll
Employing over 550 people, with
64 partners and a total legal staff in
excess of 250, A&L Goodbody has a
breadth and depth across every
facet of law for the corporate sector.
The firm has offices in Dublin,
London, Belfast and the US and has
advised many international
companies on successful
investments in Ireland. A&L
Goodbody also regularly partners

with the world’s leading
international law firms on the Irish
aspects of multinational
transactions. The firm was involved
in M&A transactions worth €13
billion in 2007, making it the No. 1
law firm in Ireland for global M&As
for the fifth consecutive year,
according to Thomson Financial. A&L
Goodbody was recently awarded the
accolade of Irish Law Firm of the
Year by the International Financial
Law Review; Chambers Global made
a similar award to the firm in
November 2007.

McCann FitzGerald
www.mccannfitzgerald.ie
Partners/Solicitors: 174 (173)
Managing Partner: John Cronin
John Cronin takes over as
managing partner from Ronan
Molony in May. Cronin is a specialist
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in the firm’s banking and financial
services group and previously led
the firm’s London office. The firm
has a headcount of 480 people and
has overseas offices in London and
Brussels. Cronin cites the firm’s
involvement with the Hypo/Depfa
merger as the M&A deal of the past
year while on the equity front
McCanns acted for the underwriters
to the Smurfit Kappa €1.2 billion
IPO. The firm also advised TVC
Holdings’ AIM listing and Merrion
Pharma’s IEX listing and placing.

William Fry
www.williamfry.ie
Partners/Solicitors: 136 (113)
Managing Partner: Brendan Cahill
With significant involvement in
mergers and acquisitions activity,
William Fry is one of the leaders in
the commercial, corporate and
financial services sector. In addition,
the firm also provides substantial
litigation and commercial property

capabilities through its specialised
departments. With a staff of over
300, the firm operates a large
international practice. Managing
partner Brendan Cahill cites the
investment funds, projects and
construction and taxation areas as
being very busy for the firm over the
past year. The firm advised on the
2007 sale of Jury’s Doyle to Quinlan
Private, a transaction which Cahill
says stood out in terms of
complexity and scale. In the
inaugural Irish Times graduate
recruitment survey, the firm was
named as one of Ireland’s top 30
companies to work for.

BCM Hanby Wallace
www.bcmhanbywallace.com
Partners/Solicitors: 95 (81)
Managing Partner: Paul McGennis
BCM Hanby Wallace has grown
rapidly in recent years. The firm built
its reputation in the property arena
and has now developed into a full

service practice, with more than 250
personnel. Based in Harcourt Street,
the firm plans to move to a new
150,000 sq ft office block under
construction at Grand Canal Square
in the south Dublin docklands. In
the past year, the firm has gained
traction in the area of capital
markets in particular. The firm acted
for Merrion Pharmaceuticals with its
IPO and is currently acting for
Hemcon Medical Technologies’
purchase of Alltracel. Says managing
partner Paul McGennis: “Both these
transactions leveraged our
unparalleled expertise in the life
sciences sector.”

Mason Hayes & Curran
www.mhc.ie
Partners/Solicitors: 78 (61)
Managing Partner: Emer Gilvarry
Mason Hayes & Curran is the
largest law firm with a female
managing partner, Emer Gilvarry,
who took on the role in April 2008.

Outgoing managing partner Declan
Moylan is now chairman. Gilvarry
was head of the firm’s litigation and
human resources and her specialty
is dispute resolution in contentious
employment and partnership issues.
The firm has a staff complement of
230 people and has offices in
London and New York.

O’Donnell Sweeney Eversheds
www.odse.ie
Partners/Solicitors: 70 (67)
Managing Partner: Francis Hackett
Traditionally known as one of the
leading law firms in the commercial
property arena, O’Donnell Sweeney
Eversheds has been pursuing an
expansion policy by hiring specialist
partners in niche areas such as
pensions, employment law,
construction and PPPs. Says
managing partner Francis Hackett:
“This approach has helped us
deepen our expertise across the
Survey continued on page 92
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board, putting us in a position to
successfully compete for contracts
across a broader business base.” The
firm celebrates its 40th anniversary
this year and is unique among the
larger business law firms in Dublin
for its linkup with a UK law firm,
Eversheds. The banking and finance
side of the practice has been beefed
up and renewable energy is an area
of niche expertise.

Dillon Eustace
www.dilloneustace.ie
Partners/Solicitors: 63 (64)
Managing Partner: Mark Thorne
Dillon Eustace is structured in five
main departments: financial
services, corporate and commercial,
dispute resolution, property and
taxation. The firm has a significant
international practice, particularly in
the financial services, structured
finance and tax areas. The firm was
recently named European Law Firm
of the Year by the Hedge Fund
Journal. On the corporate side,
recent highlight deals include
advising the vendors in Moyglare
Holdings, advising a significant
shareholder in the Depfa Bank
merger and advising FBD in relation
to its €177m capital repayment
programme. Dillon Eustace also
advised Citibank in London in
relation to the ISTC examinership.

Beauchamps
www.beauchamps.ie
Partner/Solicitors: 53 (49)
Managing Partner: Imelda Reynolds
Beauchamps is a full service law
firm with strengths in the property
and construction area. Managing
partner Imelda Reynolds is a
commercial property specialist and
an expert on franchise law. The firm
is also strong in the corporate and

commercial area, with clients
spanning multinationals, financial
institutions, owner-managed
businesses, public bodies and
regulatory authorities. In October
2007, the firm was shortlisted by
Chambers for its Irish Law Firm of
the Year award.

Eugene F Collins
www.efc.ie
Partners/Solicitors: 50 (49)
Managing Partner: David Cantrell
EFC’s focus is on corporate and
banking, commercial property,
corporate recovery, intellectual
property and information
technology. According to managing
partner David Cantrell: “The
expression has often been used
about us is that we ‘punch above
our weight’ and this is particularly
true of our corporate and banking
departments. Every transaction has
its own particular nuances and
complexities and the skill that our
corporate and banking professionals
bring to the table is immense.” The
firm handles financial services and
project finance work and has a
strong capital markets practice, with
clients that include Anglo Irish Bank.

LK Shields
www.lkshields.ie
Partners/Solicitors: 48 (47)
Managing Partner: Hugh Garvey
The firm celebrates its 20th
anniversary in 2008 and its four core
areas are business, commercial
litigation, commercial property and
banking and financial services. The
firm has a very strong presence in
the M&A arena, and in the past year
advised Communicorp in its €200m
acquisition of Today FM and other
radio stations from Emap, and the
subsequent sale of FM104 to UTV.

LK Shields also acted for Calyx
Group in its sale to the MBO team;
Acheson & Glover’s purchase of
Finlay Breton from Readymix; and
the €21m sale of JVA Analytical to
United Drug. The firm is also
advising One51 in regard to the
takeover battle at ICG plc. In the
past year, the number of partners at
the firm has grown from 15 to 20.

Whitney Moore
www.whitneymoore.ie
Partners/Solicitors: 27 (25)
Managing Partner: Gerry Carroll

Whitney Moore can trace its roots
back to 1882 and has particular
expertise in aviation, automotive,
renewable energy and natural
resources, pharmaceutical and
healthcare, biotechnology, IT, leisure
and licensing, retail and distribution.
Managing partner Gerry Carroll is a
litigation specialist.

O’Rourke Reid
www.orourkereid.com
Partners/Solicitors: 24 (22)
Managing Partner: John Reid

Based in Dublin, O'Rourke Reid
also has a substantial practice in
Leeds and Belfast. The firm’s practice
areas are banking, commercial
litigation, commercial property,
corporate law, debt recovery,
defendant litigation and employment
law and private client. Over the past
year, the main growth areas for the
firm have been banking, securitisation
and M&A. Insurance and financial
services work has also remained very
strong. Sister company ORR Risk
Management provides risk
management and loss adjusting
services to insurers. The firm is led by
founder John Reid, one of the
country’s most progressive legal
entrepreneurs.

Lavelle Coleman
www.lavellecoleman.ie
Partners/Solicitors: 24 (21)
Managing Partner: Michael Lavelle

Founded in 1987, the firm
recently moved to bigger, modern
premises and is currently expanding
its commercial, corporate, property
and debt recovery services, as well
as adding on new areas. Lavelle
Coleman has 17 practice areas and
advises international companies on
investing in Ireland and Irish clients
who are investing overseas. The firm
is a member of Consulegis, an
international association of
independent law firms, accountants,
tax consultants and related
professional advisors. The firm was
founded in the mid-1980s by
managing partner Michael Lavelle
and David Coleman and now has
nine partners.

Maples & Calder
www.dublin.maplesandcalder.com
Partners/Solicitors: 24 (15)
Managing Partner: Andrew Doyle

Maples & Calder is an
international law firm that
specialises in offshore funds and
finance, specifically in relation to
Ireland, the Cayman Islands and
the British Virgin Islands.

Hayes Solicitors
www.hayes-solicitors.ie
Partners/Solicitors: 22 (18)
Managing Partner: Terence Moran
Hayes Solicitors, established in
1840, is a niche practice with ten
partners. The firm has expertise in
medical defence litigation,
commercial law, libel, employment
law, conveyancing and probate.
Managing partner Terence Moran
specialises in commercial property
and the medical field, as well as
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private client work including
administration of estates, trusts and
personal taxation. Says the firm:
“We have unrivalled employee
loyalty amongst our solicitors and
this continuity assists us in
providing an excellent service to
our clients.”

Ivor Fitzpatrick
www.ivorfitzpatrick.ie
Partners/Solicitors: 18 (17)
Managing Partner: Ivor Fitzpatrick
The practice was established by
Ivor Fitzpatrick in 1981 and now has
14 partners and over 90 staff. The
firm’s client base includes
multinationals, state and semi-state
bodies, financial and banking
institutions and a wide range of
property development and
construction companies. The firm’s
six core practice areas are property,
banking, debt recovery, civil
litigation, commercial litigation and
corporate and commercial.

Lennon Heather
www.lennonheather.ie
Partners/Solicitors: 18 (17)
Managing Partner: Douglas
Heather

Lennon Heather was established
in 1982 by Peter Lennon and
Douglas Heather, who have grown
the firm into a full service
commercial law practice with over
60 staff. The firm’s commercial
department has been expanding
and the highlight of 2007 was
advising Doyle Shipping on the
acquisition of Moyglare Holdings.
Lennon Heather also acted for
property developer Sean Dunne in
relation to the office lettings at
Riverside IV, where peer firm MOP
is now in occupation. Recently the
firm beat off competition from
bigger firms to represent Lagan
Construction in High Court litigation
surrounding alleged defective
products used in north Dublin
housing developments.

Smith Foy & Partners
Partners/Solicitors: 16
Senior Partner: Tom Smith

Gartlan Furey

www.gartlanfurey.ie

Partners/Solicitors: 16

Managing Partner: Dermot Furey
Gartlan Furey, set up in 1991,

specialises in banking and property law

where it has a significant niche.

Philip Lee
www.philiplee.ie
Partners/Solicitors: 16 (12)
Managing Partner: Philip Lee
Philip Lee has offices in Dublin
and Brussels. The practice areas
span corporate and commercial law,
projects and public procurement, EU,
trade and competition law.

Arthur O’Hagan
www.arthurohagan.ie
Partners/Solicitors: 15 (15)
Managing Partner: John Gleeson

Founded in 1952, the firm
employs more than 40 people and
recently moved to new premises in
Charlemont Exchange, reflecting the
firm’s strong growth in current
years. The firm’s institutional and
corporate client base has been
expanded, capitalising on strengths
in the commercial, property,
employment, education, litigation,
healthcare and family law sectors.
According to managing partner John
Gleeson, a growth area for the firm
is employment litigation. “While
growth has been across the board, it
has been particularly noticeable in
the area of disciplinary procedures
and resulting litigation,” he said.

Noel Smyth & Partners
www.nspartners.ie
Partners/Solicitors 15 (12)
Managing Partner: Colman
Bermingham
Founder Noel Smyth is one of the
Survey continued on page 94
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best known solicitors in the country
due to his high profile property
development activities. He founded
the practice in 1978 and the firm is
now branded as NS Partners.
Managing partner Colman
Bermingham heads the firm’s
construction and commercial
property departments and the
practice is also active in corporate
and commercial, banking and
financial services, employment law,
dispute resolution and private
clients work. NS Partners also has
substantial litigation experience and
expertise in representing clients
before Tribunals of Enquiry.

McEvoy Partners
Www.mcevoypartners.ie
Partners/Solicitors: 14 (11)
Managing Partner: Bernard
McEvoy

McEvoy Partners has a strong
niche in M&A, venture capital
investment, advising firms on AIM
listings, buying and selling hotels
and leisure properties and general
commercial property. The firm also
has expertise in law relating to
competition issues, intellectual
property, information technology,
employment and franchising and
distribution. The firm was shortlisted
last year by Chambers in its Irish
Law Firm of the Year ranking.

Notable deals over the past year
include acting for Origin Enterprises
in its acquisition of Odlums Flour
and advising a group of private
investors who purchased Tesco’s
distribution centre in Ireland for a
reported €115m.

Landwell
www.landwellglobal.com/ie
Partners/Solicitors: 14 (17)
Managing Partner: Garrett Breen

Landwell Solicitors is part of the
international Landwell network of law
firms that is aligned to PwC. The firm
is focused on transaction, regulatory,
litigation and structural advice to a
range of national and international
clients. Uniquely in Ireland, Landwell
offers a multi-disciplinary solution,
linking with taxation and accounting
colleagues, and has the ability to
manage and implement cross-border
solutions from one contact point.
Founding partner Eddie Evans expects
restructuring to be a big feature the
firm in 2008. He added: “We also
continue to advise a range of
growing venture capital or private
equity backed companies and expect
a busy year for them. We were also
very proud to have helped Galco
Steel acquire Sperrin Galvanisers in a
landmark deal that involved a full
phase two Competition Authority
investigation.”

Orpen Franks
www.orpenfranks.ie
Partners/Solicitors: 13 (12)
Managing Partner: John
O’Donovan

The Orpen Franks practice spans
commercial property, corporate law,
litigation and private clients.
According to managing partner John
O’Donovan: “The distinction that we
like to draw between Orpen Franks
and other firms is that we have
managed to develop to the point
where we can offer a full range of
expertise across the legal spectrum
without sacrificing the qualities
which people have always valued in
our firm - a tremendous focus on
service and the accessibility and
involvement of partners in the day-
to-day management of clients’
affairs.”

McKeever Rowan
www.mckr.ie
Partners/Solicitors: 12 (13)
Managing Partner: Paddy Kelly
Based in the IFSC, McKeever
Rowan provides a full range of
corporate legal services ranging
from legal due diligence, advising on
the purchase and sale of businesses,
investment agreements, corporate
governance, statutory compliance
and on directors’ duties and
liabilities. The firm’s other core

competencies are litigation, property
and private client. The busy family
law department is headed by Ann
O’Neill.

DFMG
www.dfmgsolicitors.ie
Partners/Solicitors: 12
Managing Partner: Brendan
O’Donovan

DFMG Solicitors incorporates
Dockrell Farrell (which was
established in 1977) and
P McGovern & Co Solicitors, which
was established in 2006. Based in
Ballsbridge, the firm specialises in
commercial law, intellectual property
law, property and litigation.

Gore & Grimes
www.goregrimes.ie
Partners/Solicitors: 11 (11)
Managing Partner: Brian O’Neill
Gore & Grimes was established in
1896 and offers a comprehensive
range of legal services to its
corporate, institutional and private
clients. Says managing partner Brian
O’Neill: “Our range of expertise
allows us to compete with the
larger firms without the high costs,
while our size allows us to give a
very individual service to our clients
catering to every legal and quasi-
legal requirement.” Commercial
activity spans M&A, joint ventures,

McKeever Rowan operates in Dublin’s International Financial Services Centre and provides a
comprehensive financial and commercial legal service. Over its 100 years of existence, the
firm has developed expertise in mainstream and niche areas of business and in more recent
times through our fluent French speakers and connections in France, we provide a service to

clients interested in investing and purchasing property in France.

Contacts: LITIGATION: Gerry Walsh
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McKeever Rowan Solicitors
5 Harbourmaster Place, I.ES.C., Dublin 1, Ireland.
www.mckeeverrowan.ie
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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

Survey continued on page 96

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.






