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Visit www.allenovery.com/alumni
to read the latest A&O and
alumni news, and to reconnect
with former colleagues.
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Moving forward
David Morley

Pause, digest, move forward.

Senior Partner David Morley speaks to H: Caused by?
Humphrey Keenlyside about a year of D: Improved economic conditions in the U.S., the UK and,
Europe, which between them account for more than
consolidation, new technology and possible increasingly,
two-thirds of our business. Over the last six months or so we’ve seen
new opportunities for A&O alumni.
quite a big pick-up in Asia Pacific.
H:

Allen & Overy now has 42 offices. Have you reached the
optimum size?

D: The short answer is no. But you have to look at the context. It’s
been a hard grind over the past five years since the financial crisis.
We’ve continued to invest counter-cyclically because we have
confidence in the long-term future of the business. We’ve done our
share of difficult adjustments and streamlining. But fundamentally
we’ve maintained a positive view of the future of the firm. The way
business develops is that you expand, you pause for breath, you
digest and then you move forward again. Last year was really one of
those pauses for breath. We faced strong headwinds up to March, but
since then we’ve seen a significant upturn in our overall levels of
activity and that’s continued through to now.
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It’s not yet boom time so, for example, the M&A market still
remains flat. But I think that will change. We’ve seen a big revival in
capital markets, for example. A lot of talk is about whether interest
rates are about to begin rising, which is triggering lots of new issuance
by new issuers trying to get in while the rates remain low. Banking
has always continued to do well.

H: Volatility is just part of the global economy now, isn’t it?
D: We have to accept that volatility is a permanent feature. That’s
one reason why we’re looking hard at our business model and how
we can make that more flexible.
There’s no doubt, first of all, that law is scaling up and, secondly,
it’s going more global. Last year, for example, U.S. firms opened more
offices outside the U.S. than they’ve ever done. The U.S. firms have
now got the message that their clients have gone global.
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H: They are snapping at your heels.
D: That’s part of the challenge. But there are very few firms who are

H: How will it work, in practice?
D: We’ve set it up as a separate

business, plugged into the A&O
system but with independent management. It will be owned by A&O
partners. It will have the A&O brand of quality. It may have a different
name but clearly A&O will be behind it. We’ll be announcing broadly
how we see it working, what the attractions are and then start
recruiting. I explain more about this new initiative on our website.

not now global who realistically have the scale and the resources to
go global. If you’re not global now, it’s going to be very difficult for
you to make it, unless you do it by way of merger, which is what
some firms have been doing. Over the last year again there’s been
more cross-border merger activity between law firms than in any
previous year in history.

H:

Last year, we spoke about the prominent roles played by David
Wootton and John Wotton, and now Michael Reynolds is president
of the IBA. Does that say something about A&O, and is it important
for A&O people to take these wider roles in society?

H:

Looking ahead for this coming year, will you continue
to consolidate?

D: Well, for the next 12 to 24 months, our big priority is going to be
to find new sources of revenue and continue to access the very
highest level premium work.

H:

Picking up on that theme, you’ve spoken a lot about what
the global law firm of the future may look like. In this year’s
Annual Review, there was talk of A&O using high-calibre,
self-employed contract lawyers on a project basis, for example.
How is your concept progressing?

D: It’s progressed very well. The kind of model we’re looking to have
in our business is what I like to call the ‘accordion model’. Like an
accordion, it will expand and contract, according to demand. At the
moment we have a fairly rigid structure, typically one partner to three
associates, one trainee and so on, all of whom are permanently
employed. We have very little flexibility: if work suddenly increases
then we end up overworking our people and then we have to deal
with retention, in some cases; or, if the work contracts, we find
ourselves with too many people and we’re faced with the unenviable
choice between laying them off or collapsing profitability. Throw into
the mix changing attitudes to the way people want to work,
particularly to work more flexibly, and you can see the tremendous
pressure on the existing model.
The interesting thing about business models that use self-employed
contractors in other industries – IT is perhaps the best example –
is the people who are most attracted to it are the people with the most
marketable skills. They know they don’t have to worry about not
working for a few weeks because they can always get work. As soon
as they want to work, the work will be there because they’re highly
skilled. A&O alumni are all highly-skilled and highly-marketable
people, by having been here and by having gone through the A&O
training experience, quality of work and so on, and so we think that
such a scheme might well work for them.

H: At the other end of the spectrum, people starting out on their
careers, how are things progressing with your PRIME initiative?
D: I’m pleased with the way it’s progressed. We have almost 100 law
firms across the country signed up. PRIME is about fair access to a
quality work experience for young people who, because of their
backgrounds, might not otherwise have such access.
Over the last two years, more than 2,500 young people have gone
through the work placement schemes of these 100 firms. As all the
teachers tell us, work experience is the new educational currency.
If you don’t have work experience, it’s hard to get an interview, even
for the most basic jobs. So I’m pleased that it seems to have struck a
chord with other firms.

D: Personally, I think it’s very important that we play a wider role as
a firm. We run a successful business. We employ over 5,000 people.
We are influential in the world of business. I think, rightly, we expect
our own people to make a wider contribution. I received an email a
couple of months ago from a secretary who wanted to know what
was A&O’s ‘why’, because she felt it would motivate her in her job if
she felt she was part of something larger with a wider purpose.
I replied the same day to say that I thought A&O’s ‘why’ was that we
exist effectively to put the law in the service of our clients and of the
community within which we work and of society as a whole. As
Philip Wood wrote in one of his books, “the law must be the servant
of society, not its master”, and I think that’s an important way of
thinking about the role of lawyers. Any large business needs a licence
to operate in the world today, more so than ever, and part of that is
about what we give back to society.
Moving on to Michael, I know him well because I worked with
him in Brussels, when I was the first trainee in the firm ever to be
sent abroad. He is, in many ways, a classic A&O partner. He has been
with the firm all of his professional career, he’s an incredibly talented
lawyer and clients love him. He speaks a multitude of languages.
He gives speeches in at least five languages and makes them all
funny. He’s a great internationalist, who from the very earliest days
embraced the notion that the firm had to play on the world stage.
Whenever partners or former partners take on those roles, I think
it adds a little more lustre to the firm’s reputation. I’m not saying it
necessarily translates into more money in the bank today, but
long term it adds to our reputation as an open-minded, global-minded
firm which is responsible.

Read A&O’s 2013 Annual Review, Sharp focus
– seeing opportunities in a changing world,
at www.allenovery.com/annualreview
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My story

Shell scheme

An early morning revelation in France convinced Ben Wright
that one day he would become... an oyster farmer. He did,
and now he’s intent on reviving London’s oyster culture.
I joined A&O on qualification and spent three rewarding years with
the firm as a corporate lawyer. However, in the back of my mind,
I always wanted to try something different. I had the germ of an idea
to go into the oyster business.
What triggered my interest in oysters (apart from always enjoying
eating them) was an experience when I was living in France, as part of
my university degree. Within my circle of French friends was an oyster
farmer. That was exotic enough, but what really got me hooked was a
visit to the oyster beds in the Marennes-Oléron in southwest France. At
low tide, in the early morning light, they were magical and beautiful.
While I was an associate, I went to A&O Paris for six months.
During that time my oyster-farming friend called me. He was thinking
of buying an oyster farm in Jersey; could I go with him to help with
the interpreting? I could, but first I needed a briefing about the
business so that I could prepare.
This was my first exposure to doing a deal, being involved at the
sharp end in a commercial business discussion, rather than on the
outside as a lawyer. That was a further hook.
I was also intrigued by the combination of agriculture and
commerce. Added to that, oysters are associated with the water.
I have always had an affinity with the sea. My mother lives overlooking
Newlyn harbour in Cornwall and, at one point, I even signed up for
a short stint in the Royal Marines.
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Back home, I found myself looking into the oyster culture in
London. You could get and eat oysters, but over the last few decades
they had become quite exclusive, tended to be sold in fancy, stuffy
restaurants and the quality was generally terrible. I wondered why
oysters weren’t everywhere, like they used to be, and why they had
migrated from the East End street stalls to the marble and zinc counters
of the West End.
Making the break
In 2002, I left A&O to start my business. The love of oysters and the
fascination with the commercial side, combined with youthful
recklessness and complete ignorance, propelled me forward. I had no
money, no experience and no office – certainly no support system
like A&O provided. It was down to me.
Well, almost. My brother-in-law, Robin Hancock, was my partner.
We called ourselves Wright Brothers. Why? It was a fudge; it sounded
much better than Wright Brothers-in-Law!
We borrowed my sister’s car, and went over to France to get a
pallet of oysters from my French friend. We then hawked them round
the oyster restaurants of London. It was winter, but we had all the
windows rolled down because we couldn’t afford a refrigerated van
at that stage.
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A familiar voice
One day I was in the office at the oyster farm and I saw someone
getting out of a small rowing boat and walking up the beach
toward the building. He was barefoot, wearing faded shorts and
with a tatty baseball cap pulled down low on his face. He came in
and asked me if he could buy half a dozen oysters.
I couldn’t see his face, but I kind of recognised the voice.
I asked him his name. “Guy Beringer” he replied, looking up.
I was astonished. The only other time I had seen him was when
he addressed the firm as senior partner, probably in 1999.
I found out that Guy has a house just around the corner on the
Helford River. We stayed in touch, and Guy has been enormously
helpful, investing when the business hit a problem and linking me
up with other investors, including a former partner from Slaughter
and May.

Reality check
When I told Jeremy Thomas, the partner for whom I was working,
that I was handing in my notice, I was half-hoping that he would
go to some lengths to persuade me to stay and tell me that I had
a promising future at Allen & Overy. But all he said was, “That’s a
great idea: good luck!”
Half of me was definitely somewhat deflated but it made my
decision to leave a lot easier and, looking back, Jeremy taught me
a great lesson: don’t overestimate yourself!

The feedback was encouraging. Henry Harris, who runs Racine
restaurant in Knightsbridge, said they were the best oysters he had
ever tasted. Lots of restaurants signed up. The business took off.
The basic premise was right: there was a latent oyster culture in
London, which we could help to revive. And we had a new angle. We
could tell the story of oysters in London.
It became all-consuming. I was up at five every morning to drive
the delivery van around London. The rounds got longer and longer,
which was another sign that we were going in the right direction.
On the streets
The big step forward for us was in 2005. We came across a longclosed, boarded-up restaurant in Borough Market. It was the perfect
place, offering scope to expand our wholesale business, but also to
open an oyster bar and sell the oysters directly to consumers.
We negotiated a very favourable lease; I suppose I still had
enough of the lawyer in me to pull off a good deal. But there was a
lot of work to do. We did the ‘shucking’ (the shelling) of the oysters
in the kitchen. I stood on the street outside the restaurant handing out
oysters and encouraging people to come in.
It was all a bit Fawlty Towers at first, but we didn’t pretend it was
a posh restaurant. Our focus was on providing the best oysters in the
City – the pitch was, ‘If you love oysters, come and eat here.’
Thankfully, people did. Huge numbers came –
and still come – from the City, which was
surprising because we didn’t expect people to
make the short journey across the river.
We had a few classic stumbles. We recruited
some bad chefs, including one with a drink
problem. On another occasion, to my perpetual
shame, we served raw winkles to a group of
Japanese businessmen; they’re impossible to
open unless they are cooked.
I financed the first few years of the business.
Robin also invested and we took out bank loans.
We built the business incrementally, but we
moved quite quickly into profit.
The Holy Grail
Then, out of the blue, I received a phone call to say that there was an
opportunity to take over the tenancy of the Duchy of Cornwall Oyster
Farm on the Helford River in Cornwall. Oyster aficionados know the
Helford River is the best place to farm oysters in the UK. The particular
confluence of salt seawater and fresh river and rain water makes for
a magic alchemy.
The problem, as I discovered, was that the farm had been
neglected and would need a lot of work. We bid for it, putting forward
a regeneration plan, and secured the tenancy.

Ben Wright
A&O: 1999-2002
Currently: Managing Director,
Wright Bros Holdings
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I moved down to Cornwall, back to my roots, and embarked on
the huge task of restoring the oyster beds. It was hard work. We could
move 100 tonnes of oysters by hand in a week. Thankfully, we now
have a forklift and a 25-tonne boat with two winches and a crane.
We started buying oysters from a hatchery in Guernsey. They
come in bags; you put them in cages on the sea bed. The oysters feed
from the river.
We also decided to make the farm as environmentally friendly as
possible. The process is entirely organic and sustainable – we take
out of the marine environment only what we put in.
We gradually restored the oyster beds and found more outlets for
our oysters. The business was paying off. But in 2009, we suffered a
disaster when a toxic algal bloom destroyed all the oysters. That was
heartbreaking. It almost broke us, but we resolved to carry on.
We were lucky that a number of people with local interests –
including former senior partner Guy Beringer – came to our rescue (see
box). With their investment and support, we were able to rebuild the
business, but we’ve also diversified as a hedge against unforeseen
natural events. We now cultivate and harvest about five million oysters
a year, but we also grow and sell our own mussels.
The other major decision we made, again purely in response to
a golden opportunity, was to take over a bankrupt pub on the Helford
River, right on the beach overlooking the oyster beds. We did it up
and run it as a pub, of course selling our own
oysters and mussels as well as local seafood
landed on our beach each day. On a summer’s
evening, it’s just the best place to be.
Meanwhile, we expanded in London.
We opened a second restaurant in Soho and we
are hoping to open a third in Old Spitalfields
Market (A&O people, take note!).
Last year we were voted one of Zagat’s top
five seafood restaurants in London, while our
wholesale seafood business supplies the other
four. However, the thing I’m most proud of is
that we employ more than 100 people across
the businesses, with a wage bill of GBP2 million a year. We’re creating
employment and opportunities. Some parts of the business are more
profitable than others, but we keep all the parts going – especially in
Cornwall, which is a wonderful but poor county.
It’s immensely satisfying developing the business. I get a particular
buzz from working with such a diverse range of people, from Cornish
fishermen and Hungarian kitchen porters to the country’s best chefs
and – let’s not forget – Guy Beringer! We really are helping to revive
an oyster culture in London.

Visit www.thewrightbrothers.co.uk to find out more about
Wright Brothers, or, to make a booking:
Wright Brothers Soho: +44 (0)20 7434 3611
reservations.soho@thewrightbrothers.co.uk
Wright Brothers Borough Market: +44 (0)20 7403 9554
reservations.borough@thewrightbrothers.co.uk
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My story

Tony Herbert
Bowlers, banks and brushes

Former managing partner Tony Herbert has seen more
than most at Allen & Overy. In these extracts from his memoir,
he shares highlights of his half-century with the firm.
Why did I choose A&O? There were two mildly ridiculous reasons:
first, that it had modern offices, which to my discerning eye meant
that it was a modern, up-to-date firm; and the second was that my
father knew one of the partners, Lawrence Richmond Smith, with
whom he had served in the war.
My interview was in 1962. I was offered articles, or a training
contract, as we certainly didn’t call it then. My salary was £350 a year,
I think. Rent of a room in a flat in London was around £5 a week. The
price of a meal for two at a good restaurant was £5. When I qualified,
my salary went up to £1,250 a year (and when I became a salaried
partner in 1970, to the princely sum of £4,500 a year). When I joined,
there were 17 partners, the senior being Godfrey Morley, the junior
John Kennedy.
A&O at that time
What was it like in the office? Obviously much more hierarchical than
we would believe possible today. Bowler hats? Absolutely, though I
have to say that I never put one on my head. Other articled clerks still
did. Partners were called ‘Sir’ and had carpets in their rooms. Partners
had two secretaries, other lawyers one, articled clerks none.
After I qualified, I was directed to the so-called Company
department, to work for Jim Thomson and John Kennedy. The work
was a good range of mergers and acquisitions, also some flotations,
as well as IT licence agreements. One of my early tasks was to draft
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the service agreement for the then newly appointed editor of The
Spectator, one Nigel Lawson.
UBS became one of my most important clients in the Eurobond
markets. They decided to set up a subsidiary in London, and appointed
a Swiss bond trader called Armin Mattle to run it. He was heavily reliant
on us for the documents and rewarded us with unfailing loyalty.
I worked a lot with German banks, particularly Deutsche Bank.
By far the largest transactions I had ever contemplated came when
Deutsche bought all the shares in their client Fiat from, indirectly, the
Libyans. It was the shortest share sale agreement ever – no question
of any warranties – with a price in the billions which frightened the
life out of me. It was all done over a weekend in Zurich.
Then and now
To my mind, there are two differences between the way things were
during my time at the coalface and now; both caused by the same
thing, technology. The two things are travel and contact with clients.
When a client rang up to talk about a new deal, in say Mexico or
Japan, the key question was, have I got the time to get on a plane and
go there? If not, who can? You then spent some days, possibly a week,
with the clients as well as the counterparties. You got to know the
people. Today they could, and would, be dealt with by email.
Memories of these trips? Going to Caracas to explain to the
governor of the central bank that the documents had to be under

Tony Herbert
A&O: 1962-Present
Currently: Consultant, London
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English law; going to Brasília to explain, if I remember rightly, exactly
the same tricky point (many South American countries have written
into their constitutions varying degrees of hostility to foreign laws); in
Australia, explaining the intricacies of a negative pledge to a jetlagged client, who fell asleep as I was talking to him; signing a deal
in northern Quebec when the temperature was minus 40; visiting
copper mines in Zaire to work out how to organise a financing on a
barter basis (it luckily never happened); visiting the oldest
copper mine in the world – in Sweden; meeting the great Marcus
Wallenberg, shortly before he died, to negotiate the establishment
of Enskilda Securities…
In the 1960s lawyers didn’t use computers. We had manual
typewriters; and a few electronic ones – just for the partners, of
course. In the 1970s electronic typewriters developed screens and got
called word-processors. But it was in the 1980s that the word got
about that we lawyers needed to get computers.
We were being told that the Americans were ahead of us in this
– having been very slow starters with telex technology, interestingly –
and particularly Davis Polk in New York, who we knew well.
Christopher Stunt and I were deputed to go to the U.S. and talk to all
the top law firms. At Davis Polk, they were enthusiastic about
something called “email”. I remember being lukewarm. My interest
was producing documents. That was then, just as it is now,
a major part of what we sell. I was right in that; but amazingly wrong
about email.

Managing partner
I took on the role of managing partner in 1989 and did it for two and
a half years. John Kennedy as senior partner was the only partner
with a proper management role. However, a mass of committees had
grown up over time, without much logic. I put together, over a
weekend, a possible new “constitution”. Those involved were John,
Bill Tudor John, Christopher Stunt and me.
Essentially, my proposal was to have a managing partner, to share
the management role with John; and to have one single committee in
place of all the existing committees. Basically, that was what we did.
My role was mainly creating the new structure; and it lasted pretty
well. It was replaced eventually by the new constitution that David
Morley devised following much consultation around the time I retired
– the major change being that the key roles and membership of the
board are now voted for.
The Italian connection
In Italy, we had a strong position in capital market and banking work
since the days of Autostrade (see box). We had the good fortune to
work with a firm called Brosio Casati. Roberto Casati made it clear
that he was not going to leave the firm that he and Guido Brosio had
set up and grown into one of the top practices in Italy. If we wanted
a deal, it was to be with the firm, not just him. We talked about an
alliance, but all agreed that wouldn’t work. It would have to be a
merger. And that is what happened.

The negotiations were handled largely by John Rink and Ian
Dinwiddie, our finance director. I came to be involved again when
the deal had been struck and we were working out how to take it
forward. There was a meeting to discuss all this, at which Guy
Beringer was present; he turned to me and said, “Why don’t you go
to Italy? You know where it is; even if you don’t speak the language.”
(I may not be quoting completely accurately.)
What we arranged was that I should spend roughly half my time
in Italy, for perhaps 12 months. In fact, it lasted for closer to two years,
almost up to the time of my retirement as a partner. My task was to
act as a bridge between our Italian partners and the rest of the firm;
to encourage exchanges of lawyers and to try to spread A&O
expertise generally.
Retirement and consultancy
I retired as a partner in 2000, and stayed on as a consultant, doing
only the things the firm (and I) wanted me to do…, mainly helping
with various aspects of training. It all started long before I retired.
I may be wrong, but I think I gave some of the first training seminars,
at a time when we didn’t do any formal training, didn’t feel the need
to, and certainly were not (as we now are) compelled to.
After a few years, there was another aspect – drafting. Again,
this related back to something I had been involved with in the
mid-1980s. After I retired, and after we’d established overseas
offices in places where English is a second language, we realised that

the need was even greater. They are aimed at encouraging lawyers
(as I often say) to write like normal human beings and not
like lawyers.
Passion for painting
I have always painted; what I think of as holiday painting. But it is
important for people like us lawyers, who get engrossed in our work,
clients and the management of the firm, to have other interests.
Happily, I’m not alone in that Richard Rowland, Ian Elder and
James Broomfield also indulge in this particular pastime. And some
may remember the exhibition of our works that A&O kindly
sponsored a few years ago, raising modest amounts for our designated
charity – calling us the ‘Four Old Gits’, which may be an appropriate
note to finish on.

You can read Tony Herbert’s memoir,
My 50 Years of Memories with A&O,
online at: www.allenovery.com/alumni,
or contact thealumniteam@allenovery.com
for a printed copy.

Tony’s teachings

Eurobond innovation

Jonathan Brayne, partner
Tony has taught me:
• Less is more in good drafting.
• Rigorous and rational analysis is important.
• So is going skiing at least twice a year.

Autostrade
In 1963, Allen & Overy lawyers helped devise the legal structure
for the first Eurobond, a ground-breaking issue.
Credit for the name – a catchy alternative to ‘foreign loan in
dollars’ – goes to stockbroker Julius Strauss, but the idea came
from Siegmund Warburg and his colleagues at the merchant bank
S G Warburg.
Warburg noted that increasingly large amounts of U.S. dollars
were held outside the United States. He spotted a potential market,
bringing together businesses (and governments) with investors
across Europe. Warburg’s objective was to manage an issue from
London instead of New York.
The first company to issue a Eurobond was Autostrade, a
subsidiary of IRI, the Italian public body. The issue entailed
overcoming any number of obstacles: exchange controls designed
to prevent UK residents making foreign investments; UK tax rules
requiring deduction of tax from interest payments; and stamp duty
on bearer bonds issued in the UK.
A&O was appointed largely because Geoffrey Sammons was
highly regarded by Warburg as someone who could tackle
innovative deals. The firm also had a reputation for writing
short documents.
The issue brought A&O into contact with commercial and
investment banks, positioning it to capitalise on the boom in
international capital markets over the following decades.
Autostrade was a transaction of huge importance that set in
motion a market worth USD4.5 trillion at its 2009 peak and helped
re-establish the City of London as a leading financial centre.
A&O charged the grand sum of GBP5,000 (around GBP90,000
in today’s prices). Someone was getting a real bargain...

Philip Wood, Special Global Counsel
Tony is one of the most civilised and urbane people I have ever
met – a fantastic lawyer and friend. He is one of the people who
have made this firm so marvellous to work in.
Richard Cranfield, partner
Success at A&O is all about the three As: ability, availability and
affability – each of which Tony has.
Sietze Hepkema, former partner
Tony represents the ideal partner who puts the collective before
the self: serving as a role model in that regard has been his great
contribution. He has been one of the greatest integrators that
London has produced for the global firm.
Lesley Jones, former PA
Tony was an articled clerk when I first saw him, sitting in the
library of 9 Cheapside, feet up and presumably reading some
mighty legal tome! Little did I know I would find myself working
as his secretary for 25 years. His dictation was always superb,
concise and with hardly ever a change. It was a privilege to work
for him.
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My story

Catherine Husted
Making a real difference

Former Hong Kong partner Catherine Husted visited
Ethiopia and Ghana on a two-part Africa Challenge
in support of AfriKids.
Mountaineers have three rules of thumb: it’s always further, taller and
harder than it looks. So true; so true.
That’s what I was thinking as I emerged from my tent at 3.30am
on a rather chilly morning in the Simien Mountains. My Africa
Challenge, to support A&O’s global fundraising efforts for AfriKids,
had brought me to this breathtakingly beautiful part of Ethiopia. Was
I up to it?
Fuelled by a hearty porridge breakfast, my fellow trekkers and I set
out for the summit of the highest mountain in Ethiopia, Ras Dejen. We
moved steadily up the mountain under an amazing star-filled sky. As
the sun came up, the daunting task ahead of us became only too clear.
Eight gruelling hours after we started, we stood on the 4,550m
summit. The views were spectacular. The four-hour descent felt much
longer as the steep terrain tested weary legs, leaving us with no
energy to join the villagers who welcomed us back into camp with a
congratulatory dance.
Summit day marked the halfway point of our trek. Four tough
days lay ahead, including facing the infamous Devil’s Staircase – not
for the faint hearted. Our reward for the near-vertical 1,000m descent
was an icy bath in a small river – the only opportunity to wash during
the trek. Checking each other for leeches afterwards certainly seemed
to entertain the locals.
Over eight days we trekked the equivalent of climbing from sea
level to the top of Everest and back down again, walking more than
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100 miles. We endured extreme heat as well as heavy rain, snow and
hailstones; our local guide hadn’t seen snow or rain in March in the
last 30 years! We also survived encounters with the notoriously
aggressive endemic Gelada baboons.
At the end, my fellow trekkers felt like family. Our common goal,
shared experiences and the personal achievement of completing the
trek made for a great sense of a team. It was the journey, not the
destination, that mattered.
Less than two weeks later, I found myself gazing up at the stars
again, this time while trying to sleep in the courtyard of the AfriKids’
Next Generation Home (NGH) in Bolgatanga in 40°C heat. This was
the beginning of the second part of my Africa Challenge – the A&O
Alumni Experience Challenge in Ghana. Joining me were fellow
alums Jacky Williams and Jane Desnoyers and Bangkok associate
Wipawat (Som) Yingsakmongkol. The Experience Challenge is a
once-in-a-lifetime opportunity to live and work with a family, become
immersed in a new culture and witness the innovative and inspiring
ways people work to overcome the challenges they face as individuals,
families and communities.
Earlier that day, the alumni participants had received a very
enthusiastic dance and drum welcome from the children who live at
the NGH. We spent the afternoon getting to know the children and,
after a restless night, set off to meet the families who would be
hosting us for the next few days.

Catherine Husted
A&O: 1990-2012
Currently: Board Director, Community
Business Ltd

Catherine reunites with Alex who she first met
on her previous visit to Mama Laadi’s Foster Home.
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My hosts, Mary and Nicholas and their family, were so welcoming
and lots of fun. Life at Mary’s house was very different to living in
Hong Kong. We slept on the ground outside because of the heat; it
reached 45°C one day. There was no running water, so bathing
involved getting a bucket of water from the village borehole and
using it to wash by standing in a small open air part of the house. I
became expert in using very little water as I was conscious that the
whole village relied on one borehole for its supply.
I ate local food including fufu (pounded yam), tuo zaafi (a paste
made from corn flour) and rice balls with groundnut stew. Motorbikes
– not something I’d ridden before – were our main mode of transport.
Mary’s cousin Victor was my expert driver; with practice I gained
confidence and went from hanging on tightly to waving to people as
we passed.
Mary is the head teacher at a primary school which has 226 pupils
in six classes. The children giggled when they saw me and called out
“Solmia”, which is an affectionate term for white person. I taught
geography and maths lessons. I gave the school a large world map
and hope I also left some useful knowledge behind.
Mary said one of her biggest challenges is getting supplies. They
have basic teaching materials and not enough exercise books. In one
of my maths lessons, there were only four exercise books between 30
children. It was inspiring to see the eagerness of the pupils to learn
and the enthusiasm of the teachers to teach.

 e team ends the trek
Th
in Adi Arkay.
Visit www.afrikids.org
to find out more.
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Som, Jacky,
Catherine and Jane.

All smiles after Catherine’s
geography lesson at
Dagliga Primary School.
On my last morning with my family, they gave me a traditional
Ghanaian dress and a family name of Bugremah – Bugre is Nicholas’s
grandfather’s name and mah means mother. It was hard to leave.
I felt humbled by my family’s generosity and was struck by their
strong sense of family and community. Despite living very different
lives, we connected on so many levels.
On our way back to the NGH, where we stayed for our last two
nights, we helped paint a classroom at the Gbeogo School for the
Deaf. The children there were eager to teach us sign language; I don’t
think I made a very good student.
We visited two AfriKids projects, Mama Laadi’s Foster Home and
the Medical Centre. I spoke with a mother at the Medical Centre
whose baby had been admitted with severe malaria a few days earlier.
She hadn’t expected to take her daughter home but, with expert care,
that was now going to happen.
At the Foster Home, I spent time with baby Alex who I had met
on an earlier trip to Ghana. He had been brought to Mama Laadi after
his mother had left him in a basket in the market. Alex was the
second child she had abandoned; the first had died. Alex was so
malnourished he needed hospital treatment. After spending time in
hospital, Mama Laadi cared for him, feeding him milk and maize to
boost his strength. Now he is a healthy weight for his age and
completely gorgeous. It was overwhelming to see him doing so well
– another life saved by the incredible work of AfriKids.
On our final afternoon, radio host Sophia Ackumey of the Ghana
Broadcasting Corporation wanted to interview some of us about the
Experience Challenge. Jacky, Som and I volunteered, thinking there
would be safety in numbers.

An ancient Chinese proverb says “I hear and I forget. I see
and I understand. I do and I remember”. African wisdom says “I
cannot understand a man until I have walked a mile in his shoes”.
When it comes to helping people in need, one of the biggest issues
is identifying with their needs. Knowing about their needs is
one thing; experiencing them is another. My time in Ghana gave me
this experience.
My Africa Challenge would not have been possible without the
support of family, friends, former colleagues and other A&O alumni.
The funds they so generously donated will be directed to street child
programmes and social enterprise initiatives to transform young lives
for the better and forever.

GBP60,000

total raised by our
alumni challengers.
A&O globally has raised
over GBP450,000 for AfriKids so far.

Catherine with her host, Mary.
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Wipawat Yingsakmongkol
A&O: 2011-Present
Currently: Associate, Bangkok

WIPAWAT
YINGSAKMONGKOL
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jacky williams
A&O: 1989-2003
ultant,
Currently: Independent Cons
ons
essi
Your First Impr

4

For me this was
a once-in-a-lifet
ime
opportunity to
get involved fir
st hand
with some of the
AfriKids operat
ions
that finance and
deliver sustainab
le
child rights pro
jects in Ghana
. The
Experience Challe
nge itself was uni
que,
one of the most
exciting challe
nges I
have ever gone
through. What
started
off as a personal
challenge result
ed in
living in one of
the poorest are
as of
Ghana, witnessin
g the everyday str
uggle
poverty brings
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how
facilitating sma
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ough
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jects brings hop
e and
development
to
local
communities.
Being
part
of
this
eye-opening
adventure, full
of incredible mem
ories,
was an extremely
humbling experi
ence.

Visit www.allenovery.com/alumni
to read the blogs of the Alumni
Experience Challenge team.
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Alumni Network

Connecting people at A&O and beyond

Anne Baldock
A&O: 1982-2012
Currently: Portfolio of non-executive
director roles and independent
infrastructure advisory and
consultancy work, both for
government and the private sector

 Be a part of our
growing community

Pierre Gissinger
A&O: 1999-2009
Currently: Owner and manager
of La Bastide du Pin

www.allenovery.com/alumni

Visit www.allenovery.com/alumni
to access our online people directory
and connect with other members.

Read the ‘Life After A&O’
stories of these alumni at
www.allenovery.com/alumni.

Emma France (née Strang)
A&O: 1999-2005
Currently: European Director,
mothers2mothers

Christian Bedford
A&O: 2009-2012
Currently: Senior Legal Counsel,
Williams Grand Prix
Engineering Limited
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Malek Ali
A&O: 1990-1993
Currently: Founder,
BFM Media

John Dewar
A&O: 1988-1990
Currently: Vice-Chancellor,
La Trobe University

Since 2005, A&O has been committed to keeping in
touch with our alumni.
It is our people – past and present – who continue to
build the A&O Story. By offering you the opportunity
to keep in touch with former colleagues through the
Alumni Network, we hope that A&O continues to be
part of your story once you leave the firm.

Log on to the Alumni Network website to enjoy the
benefits of being a member of our global community
over 8,000 people in 70 countries worldwide.
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Q: What will the role of in-house counsel
look like in 2020?

Sajid Hussein

SH: In-house legal departments continue to be seen as cost rather

Currently: General Counsel,
Bank of America Merrill Lynch

A&O: 1994-2000

than profit centres. Our challenge as lawyers, regardless of sector,
is to demonstrate that we are not just a necessary evil but integral
thought-leaders who understand the commercial aspects of the
business. The next decade will see the rise of the lawyer who can
blend imperceptibly their legal skills with practical commerciality.

VT:

In-house counsel
20/20 vision

How will the world look for in-house counsel in 2020?
Three A&O alumni and a Brussels GC offer their predictions.

Q: What do you think your sector will look
like in 2020?

European countries, which could have far-reaching and unforeseen
consequences. Exciting times, but we’ll be in a very different place
to where we are today.

SH: The financial services sector has gone through tumultuous
change since the crisis. A lot of what we have done in terms of
crisis management is to make things simpler and clean things up, to
make sure we prevent a similar crisis ever happening again. But the
simplicity we have brought to our business has been complicated
by a plethora of new rules and regulations that are often extraterritorial, applied across multiple jurisdictions and often conflicting.
I am hoping by 2020 that we will have navigated all these rules and
achieved a more sensible, simpler and growing industry. The pace
of new regulation is now slowing, but the size and complexity of
what is already on the table means we have our work cut out to
manage this. It is crucial that we get this right.

RH: Over the next five to ten years, I expect the media sector will

VT:

IH:

The payment sector will have changed radically: because
of new technology (Visa Europe predicts 50% of payments will
be done through mobile devices rather than pieces of plastic by
2020); because of new entrants into the market, particularly from
the technology sector; and because the European Commission is
planning to adopt new regulation for payments, in particular card
payments, as is also the case at a national level in a number of
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continue to innovate and develop new products that our clients
need and want, and we will need to exploit new technology to
deliver those products.
While there has been a proliferation of information sources,
distribution channels and technologies delivering our products,
I particularly expect B2B companies that produce high-quality
products and content to thrive and grow globally. There are low
barriers to entry into the publishing and event markets but there
has been a notable flight-to-quality during the recent downturn and
I expect those stronger, more resilient products to benefit from any
uptick we see in the next few years.
Gone will be the days when newspapers give away their
content online for free. When the internet came along, people
thought online advertising would pay for content, but that hasn’t
proved to be the case. We’ve already shown with our titles that paidfor content online is the way to go, launching Sun+ at the start of
August 2013. We don’t like to talk about “pay walls”: it sounds too
much like a restrictive barrier. A better way to look at it is content

The increasing complexity of the world means in-house
counsel will have to deal with all sorts of new issues and, more
importantly, do that at high speed given the way communications
are getting faster and faster. The GC will have to choose advisers
who also understand the issues and can deal with them at equally
high speed. Also, because the in-house team is a cost centre, it will
have to work extremely cost-effectively and in a way that makes
businesses want to listen.

RH:

I think it will have continued on the current path,
i.e. increasingly important to the business, as we have become part
of the day-to-day business team and a key contributor to the
company’s success. Inevitably, we are building a higher profile
internally and externally thanks to increasing regulation, the
complexities of operating across borders and the public scrutiny
that international public companies face. Those complexities won’t
go away; they’ll grow as each country creates its own rulebook.
Particularly in emerging/developing markets, we continually see
that if you want to play in their back yard, you have to know and
deliver a business plan in the context of those rules. I see that as
part of the fun and challenge of the role.

Vanessa Turner
A&O: 2013-Present
Currently: Partner, Brussels

Rupert Hopley

IH: Thanks to digital technology, things are moving at a much
faster pace and that means it’s even more vital for the in-house
counsel to be fully integrated into the business and not left sitting
in a silo, finding things out too late.

A&O 1996-2004
Currently: General Counsel,
Chief Compliance Officer and
Company Secretary, Informa

worth paying for. I predict this will be the path most newspaper
groups will have followed by 2020.
In a world of multiple platforms and channels, papers will have
to make themselves more distinctive to compete with each other,
particularly against big providers of free news content, like
the BBC.
But the biggest issue, and most exciting change for us, is the
customer relationship. We never used to know who bought our
papers. Now, with digital subscriptions, we know exactly who we
are selling to, where they live, how old they are, what they’re
clicking on, etc, and that’s very valuable information, both for us
to market our products and for our advertisers to target their ads.
Data protection issues will be huge for newspapers as we look for
ways to leverage all that reader information, ultimately to improve
the customer experience.

Imogen Haddon
A&O: 1999-2003
Currently: Chief Compliance Officer,
News UK

“A defining moment will be when we can finally
say we are comfortable about the integrity of
the EU and the future of the Eurozone.”
Sajid Hussein
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Q: How will the role change?

Q: What will drive this?

SH: I think in-house lawyers will become more execution-driven.
Yet they will still have to manage external legal spend and external
service providers and demonstrate their own value.

IH: There is a danger that, in becoming more integrated, you might

VT: Given events in financial services (FS) in recent years, I suspect

In highly regulated industries, the role of the legal or compliance
departments is clear. It’s clear, too, in unregulated sectors. However,
the media sits somewhere in the middle ground, as we have the
current system of self-regulation. However, discussions are currently
underway as to what the new system of regulation will look like,
and I think the requirements of that new system will change the role
of an in-house lawyer in the newspaper industry considerably.

there will be an even greater focus on compliance and on spotting
problems before they are allowed to happen in this sector and,
perhaps, in others. The key for the GC will be to become a trusted
adviser to the business, the person who makes sure those problems
don’t arise.

RH:

I think the role will subtly change over the next few years,
particularly as the level of engagement and profile grows and
evolves. We are increasingly seen as a key business partner and I
anticipate the core skills of communication, engagement, education
and showing a commercial application of the law will remain central
to the role. An in-house counsel already has to be proactive,
anticipating where the business is going and the potential roadblocks
or challenges that lie ahead. I don’t think that will change.

SH: Navigating increasingly complex rules at the same time as
trying to be efficient, making money and dealing with all the
cultural issues that arise from an increasingly global market place
– it leaves you with quite a few things to juggle.

fail to remain objective and forget what your role in the business is:
to advise on legal issues, not make business decisions.

“The cost pressures we face are intense; and it
comes not just from the finance director but
from divisional MDs too: everyone is chasing
the last dollar, euro and pound.”
Rupert Hopley

VT:

Technology is such a driving force. But changes in the law
and the need to tackle cost and efficiency will also be big drivers.

RH: I think you will see companies shopping around much more

Sajid Hussein

Vanessa Turner

Sajid Hussein – GC for Europe, the
Middle East and Africa for Bank
of America Merrill Lynch.

Vanessa Turner – former GC for
Visa Europe – has just joined A&O’s
Competition team in Brussels.

People have been speculating about a big transatlantic legal merger
for some time and I suspect we shall hear and see more of that. We
need to manage our legal exposures across multiple jurisdictions
and, at the moment, there isn’t a truly global one-stop-shop that can
do that seamlessly.

For a buyer of legal services, it is a case of “horses for courses” and
the secret is getting the balance right between expertise, cost,
efficiency and service. Noticeably our suppliers are becoming more
flexible in how we are charged and the balance of risk and reward
for both parties. The pressure from our businesses for cost certainty
won’t go away and that pressure is, and will continue to be, passed
straight on to the law firms. There’s nothing I hate more than being
presented with a bill that’s 50% higher than estimated; it is a great
way to ruin a relationship and ensure the firm isn’t instructed again.
The age-old question that remains for law firms is whether
time spent on a client is the best way to judge the value of the
services provided.

VT: I think we might see more specialisation in external advisers IH: There’s more competition now, but it’s the size of things that’s
given the growing complexity of issues but, at the same time,
advisers will need an ability to apply principles and lessons from
one sector to another, whether that’s driven by technology or
regulation. Payments were once very much an FS issue, but now
there’s a clear link with the technology and communications sectors,
for example.
In antitrust, I think there will be three important trends. First, there’ll
be a greater emphasis on private litigation in Europe rather than
enforcement only by public authorities. The legislators promoting
this want to avoid replicating the American class action, ambulancechasing approach, but how it turns out remains to be seen. Secondly,
I think there’ll also be more sophisticated use of economic models
in competition cases and, thirdly, a greater emphasis on intellectual
property issues.

RH:

I suspect we will see the ever-increasing global reach of a
handful of UK and U.S. international law firms as they follow their
customers’ demands for a consistent quality of advice wherever they
go. I also anticipate the mid-market firms will continue to consolidate,
to shore up their profitability. Finally, boutique firms will continue
to emerge, with specialist knowledge and expertise that is better
provided through a smaller, personalised operation.

26 Alumni Yearbook 2013

so different today – law firms are getting much bigger and I can’t see
that changing. However, in choosing legal suppliers, in-house teams
don’t want to put all their eggs in one basket and the quality of
individual relationships will still remain the biggest deciding factor
in choosing external legal advisers.
Some law firms remain pretty old-fashioned and they will have to
catch up with business practice in other sectors. The old partner/
associate/trainee hierarchy is very regimented and may need
shaking up. They’ll face competition from newer and much more
flexible law firms. Work/life balance and helping women to progress
to the most senior positions will remain an issue in most law firms
but, in that sense, it’s pretty similar to newspapers.
In media law, there is also the issue that the law is always four or
five steps behind changes in technology. Newspapers face tough
contempt and libel laws, while social media appears to have free
rein. Similar laws apply to both, but it’s a case that the legislation is
just not being enforced in social media. Enforcing copyright on the
internet is also very difficult for newspapers and a very real threat
to our commercial interests, especially now we are charging for
content. At News UK, we’re investing quite heavily in tools to help
spot copyright infringement to see what we can do about it.

IH: It’s really all about technology and globalisation. We are all
24-hour creatures now. Look at email and how it has changed the
way we work and consume news. That will inevitably have an
effect on the legal industry.

“One thing that annoyed me as a GC was
receiving textbook advice. I didn’t need
a textbook; I needed an answer that was
relevant and useful.”
Vanessa Turner

Q: What will the legal landscape look like by then?
SH: The introduction of multi-disciplinary partnerships – the global
accountancy firms, say, offering legal services or vice versa – will be
an important change in the landscape. Lawyers have in the past
been resistant to change; accountancy firms have been more
prescient and more ready for the future. Those advisers who can
provide the sharpest, most useful and most commercial advice,
within the boundaries of legality, will come to the fore.

in future, because the cost pressures we face are intense; and it
comes not just from the finance director but from divisional MDs
too: everyone is chasing the last dollar, euro and pound.

Rupert Hopley

Imogen Haddon

Rupert Hopley – GC, Chief
Compliance Officer and Company
Secretary of media and exhibitions
giant, Informa.

Imogen Haddon – Chief
Compliance Officer for News
UK, publishers of The Times,
The Sunday Times and The Sun.

“I t’s really all about technology and
globalisation. We are all 24-hour
creatures now.”
�mogen Haddon

Q: What will be the defining trends and events?
SH: Globalisation is the defining trend. The future of China, the
speed at which the U.S. economy recovers and the future of the
Eurozone are all things we will be watching carefully. A defining
moment will be when we can finally say we are comfortable about
the integrity of the EU and the direction of the Eurozone. Member
states leaving the EU, or the Eurozone splitting up with a reversion to
former currencies, are all critical events that have been talked about
for some time. They haven’t happened yet but, if they did, they would
certainly be defining.
VT: Changes in regulation will really define the future. New
proposals from the Commission announced in July will have the
biggest impact on the payments industry if adopted, but other
interlinking areas, such as data protection and cyber-security, are all
going through review too and any changes in those areas could also
be very important. Across the FS sector there’s a huge amount of
regulation being brought in at the moment. The way banks operate
in 2020 will look rather different.

RH: Apart from cost, internationalisation is defining the way the
legal market is evolving. In-house teams are growing much more
sophisticated in terms of knowing who to work with in key
jurisdictions but, if you’re managing deals across multiple jurisdictions,
you need a multinational law firm that has the strength and the
in-depth sector expertise. For that reason alone, I think the big U.S.
and UK firms will continue to keep a grip on the top M&A deals.
I can see legal outsourcing growing and would hope that it will be
used to reduce the client’s costs and not just boost the margins of
the law firm!

IH: For the media sector, the new European data protection
legislation, due in 2016, will be crucial. We know where we want to
go in terms of using data, but we may be fettered by the regulations.
This will be a sensitive issue for newspaper legal departments.
Customers reasonably expect to know what you do with their data
– put very simply, it’s all about transparency.
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Q: What will be the role of technology
in 2020?
SH: When I became a lawyer we didn’t use email. I think working
on email has made lawyers deliver advice in a much more succinct
and digestible fashion. That’s a very good thing. Personally, I’d like
to see it restricted to 140 characters like Twitter! Innovations like
HD video conferencing are also changing the way we work. We
may not be a paperless operation yet, but I’m hoping that by 2020
we will be. As lawyers, we may miss the dusty law libraries but, if
there is to be modernisation, we have to embrace the power of
new technologies.

VT:

As I’ve said, technology is crucial and it will drive some
incredible changes in this sector. For in-house teams this is not just
about new legal issues. It’s also about how companies “bump into”
the media, and social media particularly. Managing that transition
well will be a very important task for in-house counsel.

RH: Technology is central to our growth and development as a
media business. We’re already a heavily digitised business: 80% of
our products are sold electronically. I suspect that will continue to
rise but I don’t think we’ll ever go 100% digital in publishing –
some people (particularly academics) still like the feel and touch
of a book.
From a legal perspective, it’s helping to standardise documentation,
but I don’t think we’ll ever do away with the need for the individual
lawyer to negotiate the deal and do the drafting.

IH: We know technology is going to develop at an exponential
rate over the next seven years, and all the signs are pointing
towards the mobile phone. Through technology and the digital
imprint of our readers, we will know exactly what our readers
really want and we’ll be able to get that content out to them almost
immediately, on whatever platform. While newspapers, in the
traditional paper sense, may well be gone, technology offers our
industry, perhaps more than most, incredible opportunities to
radically improve both the quality and delivery of our products.

Q: If you had a mandate, without
constraint, what would you like to
achieve by 2020?
SH: We have achieved a great deal over the last few years. We
have integrated two legal departments from two gigantic financial
institutions and set the company up to face the challenges of
regulation that is coming faster than at any time in history. In 2020,
I’d like to be able to see that the structure we set up and the
strategy we adopted have proved successful.
VT: As I’m going back into private practice, I would like to be the
sort of external legal adviser that I wanted to deal with as a client.
I’d like to give useful, not theoretical, advice; that is on point rather
than a statement of principle; and industry specific rather than
generic. One thing that annoyed me as a GC was receiving
textbook advice. I didn’t need a textbook; I needed an answer that
was relevant and useful.

RH: I would like to reduce some of the regulatory burdens
businesses have to deal with, many of which are, frankly, a pain
and are often there to protect vested interests. I would also like our
internal and external lawyers to be much more business savvy,
always producing straightforward and easily digestible advice.
We’re getting there but there is always room for improvement.
IH: I would like compliance with all aspects of the law and our
own internal policies to be so firmly embedded in News UK that
it’s second nature for all those who work here. We’ve made great
strides in this direction over the past two years, but by 2020 (or
hopefully well before) our goal is to be the gold standard – the
best-governed media company in the UK.

Imogen Haddon
Sajid Hussein
Sajid joined A&O in 1994 and worked as an associate
in the Banking department until 2000, including just over
three years in the Paris office. He joined Deutsche Bank
in London in 2001 before being recruited by Bank of
America in 2005, well ahead of its merger with Merrill
Lynch. He is currently EMEA General Counsel for Bank
of America Merrill Lynch and is based in London.

Imogen has seen the media from two perspectives and at
a time of huge change in the newspaper industry. Having
worked as an associate at A&O between 1999 and 2003, she
took a legal role at The Independent, before being appointed
in 2006 as Managing Editor, a role traditionally undertaken
by a journalist. In 2012 she joined News UK as Chief
Compliance Officer.

Q: What one piece of advice would you give to someone
starting an in-house counsel role?
SH:

Adaptability is the key. You have to be ready to re-invent
yourself at any moment. As lawyers we tend to pigeonhole ourselves
very narrowly. In an ever-changing world, you need to be able to
broaden your horizons to survive.

VT: You have to find a practical solution to business issues: pure
theory is not going to work as an in-house counsel.
I would definitely recommend going in-house. Whether you want to
stay there forever is a personal choice. I’ve been lucky enough to
see competition law from three perspectives: through the eyes of
the client, the regulator and the external adviser. You pick up lots of
nuances and perspectives from taking those different views.

RH: I think you have to understand the business, build relationships
and be commercial.

In business you have to have EQ as well as IQ; the ability to form
relationships and build people’s confidence in your judgement
is crucial.
Finally, having a commercial brain is vital. I hear criticism that some
GCs are too detached and see themselves like an external legal
adviser. I think our role is far closer to the business, and we should
aim to be a business person who knows the law and can add value
to the company.

IH: Learn how to change a printer cartridge and deal with paper
jams – in-house, you do these jobs (and all the proofreading)
yourself. Also be disciplined about keeping up with conferences
and training. They will keep your technical skills fresh and provide
helpful networking opportunities.

Join our LinkedIn group
‘Allen & Overy Alumni Network’
to read more alumni profiles.
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Vanessa Turner
In a varied career on both sides of the Atlantic, Vanessa is
the only private sector competition lawyer (partner) to have
worked for the European Commissioner for Competition,
serving between 2008 and 2010 as a member of EU
Competition Commissioner Neelie Kroes’s cabinet. She also
worked as a special adviser at the U.S. Federal Trade
Commission’s office of international affairs. She joined Visa
Europe in 2010 and became General Counsel before joining
A&O’s Antitrust practice in Brussels in September 2013.

Rupert Hopley
Rupert was a corporate associate in A&O’s London office from
1996-2004. Following a secondment with the company, he
joined Cable & Wireless in 2004 then moved to become General
Counsel EMEA for Expedia, the online travel company, in 2008.
He is currently General Counsel, Chief Compliance Officer and
Company Secretary at Informa, based in Switzerland.
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e-business
Continuity through flexibility

A&O’s online legal service group has grown
rapidly using a unique business model.
And there’s more to come.
Victoria Wells usually starts her working day with a short commute:
she climbs the stairs of her North Yorkshire farmhouse and goes into
her study. There she buries herself in the legal complexities of the
over-the-counter derivatives market.
Working Monday to Wednesday – with alternate Tuesdays in
A&O’s London headquarters – Victoria is one of the longest-serving
members of A&O’s fast-growing affiliate business, Derivative Services
LLP (www.derivativeservices.com), providing a range of valuable,
subscription-based online legal services, now seen as market-leading
by a growing cadre of clients.
But Victoria’s working life, while tailor-made to fit her and her
family’s needs, is not atypical for the lawyers working for the business.
All 18 lawyers in the online services group are women and all but one
work flexibly from locations across the UK and as far afield as Dubai.
Colleague Claire Farley, who is responsible for developing a range
of cutting edge regulatory services, including Rulefinder, the global
shareholding disclosure product, divides a four-day working week
between the London office and her home in Cambridgeshire. Another
member of the team works between 9am and 3.15pm, to fit with the
school schedule; yet another works a 21-hour week.
Even Marc-Henri Chamay, who heads the business and is the only
non-lawyer in A&O to have achieved partner-equivalent status,
usually manages to work about one day a fortnight from home, as do
many of the support staff in the business.
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Embracing flexible working is part of a business model that has
brought huge benefits to Derivative Services. The group has achieved
an average annual growth rate in excess of 25% in the last three years,
reaching GBP7.5 million in ongoing subscriptions in 2013.
This flexibility has created an incredibly stable team, with only
two lawyers leaving the group during its 12-year existence, and
allowed the group to build a fast growing and loyal client base for
some ten online products.
As Marc-Henri explains: “We’re very open about the way we
work with clients because they know the quality of what we offer.
By building a stable team, we’ve created a continuity of knowledge
that’s vital to the high-end products we provide and that clients
really value.”
Flexibility is also a great recruitment tool. As Victoria says, “It’s a
key draw in recruiting fantastic lawyers to a job that is very interesting
and involves high-calibre legal work that can be done from home. It
offers a great balance for lawyers who want to stay in touch with
cutting-edge legal work while leaving room for other important parts
of their lives.”
Feeling the way
Derivative Services started life in 2001 as – the team freely admits –
an experiment, and with an online product which none of the group
really knew how to sell. It was called netalytics and had been
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developed as a joint venture with the International Swaps and
Derivatives Association (ISDA).
In those days, A&O was regularly asked by clients to make
summaries of the annual close-out netting opinions produced by
ISDA covering, at the time, some 30 or so jurisdictions (the product
now covers 63 jurisdictions). It was time-consuming work and,
because it relied on small teams of lawyers working independently
for different clients, didn’t always produce consistent results.
So the idea was to create a generic online product for the entire
market. Clients could subscribe to it, knowing that all competing
subscribers – whether A&O clients or not – had access to the same
standard information for the same transparent cost. So netalytics was
born – but how to find customers for it?
Victoria recalls: “We were completely naïve and didn’t know how
to bring something like this to market.
“I remember the first ISDA conference we took the product to.
We rocked up with a couple of laptops and a few laminated posters
and probably looked a very sad operation. But the fantastic thing
was we ended up being the best-attended stand at the conference
because word got out that an A&O affiliate had come up with this
great new product.”

“By building a stable team, we’ve created
a continuity of knowledge that’s vital to
the high value products we provide and
that clients really value.”
Marc-Henri Chamay

Marc-Henri Chamay
A&O: 2001-Present
Currently: Managing Director,
Derivative Services LLP,
London

A new business model
It was about this time that Marc-Henri joined the business. A Swiss
engineer with an MBA, Marc-Henri had spent seven years working on
the front line of IT innovation at Reuters, Merrill Lynch, the
international bookseller Blackwell’s, and a dotcom start-up.
“I joined A&O when the dotcom bubble had completely burst. A
lot of people moved into different sectors when that happened, but I
was determined to keep working in this space. I was actually quite
surprised to find law firms recruiting in this area; it was as if they
were the only ones who hadn’t read the headlines!”
He admits that initial sales forecasts for netalytics were wildly
over-ambitious and he quickly questioned the original idea of selling
access to the product for a one-off fee. “Why would you do that when
the product is being updated each year by a team of highly-skilled
and experienced lawyers?”
Gradually a new, subscription-based business model was
developed, with flexible working built in to a broader three-point
strategy. Firstly, all the products developed by the group are standard
rather than bespoke; none of them is adapted for different clients:
everyone gets the same thing. Secondly, clients pay a fixed fee so can
be confident there are no hidden costs. And finally, the group operates
at arm’s length to the main firm, so that A&O and non-A&O clients
alike know they receive exactly the same high-quality service.
It’s this strategy that has allowed the group to develop a portfolio
of online compliance and risk management products that are now
regarded as essential to the day-to-day working of financial
institutions, funds and companies.
Each of the products turns complex areas of the law – such as
shareholding disclosure rules and restrictions on marketing and
selling financial products – into easy-to-use, colour-coded guides to
the myriad rules that apply in different jurisdictions.
Since 2006, the products have featured in the FT Innovative
Lawyer Awards 11 times, winning no fewer than four ‘Commended’,
five ‘Highly Commended’ and two ‘Standout’ awards.
Market trends have helped the business grow. The financial crisis,
and the regulatory response that followed it, have undoubtedly made
many institutions look to source reliable compliance and risk
management solutions that are cost effective and which present
information in ways that can be easily understood, by lawyers and
non-lawyers alike.
That’s an important selling point at a time when the business of risk
management is increasingly being done not just by in-house legal teams,
but by non-lawyers working in compliance and, even, operations.

“We have to keep working hard to make sure
clients are happy and getting value.”
Victoria Wells
“I think a big part of our success lies in our ability to create legal
content that can be distributed widely within institutions for a broad
audience of risk and compliance people,” says Marc-Henri.
Client reception also speaks volumes for what the group believes
is now the biggest and most comprehensive online legal services
offering in the industry. The subscription base has grown from 40 at
the start of the financial crisis in 2008 to 170 today, with an average
subscription renewal rate of 97%.
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Claire Farley
A&O 1996-Present
Currently: Head of Regulatory Products,
Derivative Services LLP, London

Victoria Wells
A&O: 1995-Present
Currently: Head of
Derivatives Products,
Derivative Services LLP,
London

Decision-makers
Claire believes one of the great attractions of working for the group
lies in the variety of work. “When I recruit people, I explain that you
have the opportunity to take a legal product right from conception to
launch and to develop it in the way you want it to go. That means
deciding on the right content, ensuring there’s a real appetite for it in
the market, and selling it.
“It’s not for everyone and some people do have a fear of making
the leap from traditional practice to this kind of work, but that, for me,
gives me much more latitude in my work than I ever had working as
a regular transactional lawyer.”
And it requires the group’s lawyers to be self-starters, she explains.
“We don’t sit around waiting for orders from on high about what we
should be developing. It’s all about responding to what clients want
and need. You don’t necessarily know how it will turn out in the end.
Then you stand back two years later and see a market-leader.”
Clients regularly request new or extended services. Victoria gives
a current example: new regulation will soon require the majority of
over the counter (OTC) derivative trades to be done through clearing
houses. “Clients are already asking when we will be doing Clearalytics,”
she says.
Marc-Henri agrees that the close relationship with clients is key.
“We commit to an ongoing relationship with clients, whereas a
transactional lawyer often commits only to the transaction. We have to
keep working hard to make sure clients are happy and getting value.
“But we are sticking to a clear strategy and that sometimes means
making decisions about what you are not going to do – which can
occasionally be a bit uncomfortable. If a client wants coverage of new
jurisdictions that are not within our plan, we refer them on to A&O
for that bespoke work.”

Where next?
As traditional law firms continue to search for new ways to operate in
a fast-changing legal market, the way that they put technology to use
for the benefit of clients will increasingly become a key point
of differentiation.
But does that suggest A&O’s online services group will continue
to grow, and at the same swift pace seen in recent years? The team
refuses to reveal specific growth targets for the years ahead, but it’s
clear they see huge scope for further expansion.
As Claire puts it: “There are plenty of areas of the law that are ripe
for development in the online space. The question is whether people will
pay for it at the right level. We’re looking for areas where we can
commoditise high-end legal data that clients will be prepared to pay for.”

“There are plenty of areas of the law that are ripe
for development in the online space. The question
is whether people will pay for it at the right level.”
Claire Farley
Marc-Henri is adamant that the trend set since the financial crisis
for online legal services is here to stay, particularly among financial
institutions, although he admits that the corporate sector – where
companies are often more sensitive about sharing information with
competitors – will take longer to crack.
But he remains confident. “In general, the quantity and complexity
of regulation means that the demand for searchable legal databases
that provide you with precise information won’t go away.
“The difficulty comes around constant demands for greater detail
and granularity. A few years ago, we thought doing a product that
covered 50 jurisdictions was fantastic. Now we’re doing a product for
over 80 and we’ll get pushed to go to 90. There’s an appetite for more
and more of what we do.”

Visit www.derivativeservices.com
to find out more.
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Hong Kong
Cleared for takeoff

Persistence, skill and a lucky break –
just the start A&O’s Hong Kong office
needed 25 years ago.
Hong Kong, 1988: a crowded legal market where simply surviving
meant the pressure on winning business was great.
But fortune smiled on A&O’s first representatives in the former
colony when the firm won the prized mandate to advise the Provisional
Airport Authority on the project to build a new airport at Chek Lap Kok.
The firm later advised on the airport’s USD6.5 billion financing;
both instructions helped put A&O’s fourth office outside London
firmly on the Hong Kong map.
In the mid-1990s, at the instigation of Jonathan Brayne (one of
three partners to move to Hong Kong in the early days) and with the
1997 handover of Hong Kong to China looming, a team of Chinese
law experts was recruited and a dedicated China practice began in
Hong Kong in the wake of the Beijing office opening in 1993.
Shanghai followed in 2002.
The Hong Kong office subsequently advised on a number of highprofile listings of Chinese companies on the Hong Kong Stock
Exchange, such as the USD11.2bn IPO of Bank of China in 2006.
Increasingly, the Hong Kong office was integrated into
a Greater China practice, mirroring the growing importance of the
Chinese economy.
The office also continued to fulfil one of its original goals, to
serve the region. In practice, Hong Kong focused more on North Asia,
and Singapore on South and Southeast Asia, but the demarcations
were somewhat flexible.
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The office’s regional capability is well demonstrated in its ongoing
advice to ING on various divestitures in Asia. During 2012 and 2013,
these have included the sale of its investment management business
in South Korea to Macquarie Group; the sale of its Malaysian insurance
business to AIA for USD1.7bn; and on the subsequent USD2bn sale of
its Asia life insurance, general insurance, pension and financial
planning units in Hong Kong and Macau, and its life insurance
operation in Thailand, to Pacific Century Group.
It has not all been unchecked growth in the office. This has been
affected by both the Asian currency crisis of 1997-1998 and the SARS
(severe acute respiratory syndrome) crisis of 2003. The currency crisis led
to the development of a Restructuring and Insolvency practice and the
firm’s involvement in some of the region’s most prominent restructurings.
Tom Brown, the Asia Pacific Executive Committee chair, says the
office has thrived by being adaptable. His 17 years as a partner in
Asia, largely in Hong Kong, but also in Bangkok and Tokyo, gives him
a unique perspective. “Volatility is characteristic of the business
environment in Asia, as is the pace of change – and law firms have to
respond accordingly,” he says. “The last 25 years have seen expansion,
consolidation, contraction and diversification, making for a dynamic
and challenging environment.”
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Vicki Liu
A&O: 1995-Present
Currently: Managing Partner,
Hong Kong

Tom Brown
A&O: 1987-Present
Currently: Senior Partner, Asia Pacific

Despite all of the changes and the intensely competitive legal
market, A&O Hong Kong remains one of the top-ranked firms across
all areas of banking and corporate finance, including project finance,
M&A, regulatory, dispute resolution and international arbitration. It is
now among the top contributing offices in the A&O network.
Linked to China
What comes next? What role will the office play? And how do Tom
Brown and Vicki Liu, managing partner of the office, see the coming
years? The short answer is that the role will depend on what happens
in China – to which Hong Kong’s fortunes are inextricably linked.
One critical date is 2047. That’s when the 50-year period granted
to Hong Kong, under the terms of the 1997 handover, to operate its
own legal system and have control over its own economy comes to
an end. This is Deng Xiaoping’s famous ‘one country, two systems’
solution. The question is what will happen in 2047? Will Hong Kong
lose its special status or even its own legal system?
Tom and Vicki do not think that will happen, although both
caution against making definite predictions. Looking at the near term,
Tom sees a number of important factors at play in China.
First, the rates of economic growth in China will be less spectacular
than over the last few years. While some analysts believe this is a
cause for concern, Tom is more sanguine. “There is certainly scope
for continued growth and China is bound to grow faster than Western
economies,” he says. “More importantly, we need to see what is
driving growth, and that is likely to come more from internal demand
than the more historic export-led impetus.”
Second, in part to meet the internal demand and the increasingly
sophisticated needs of consumers, Chinese businesses are focusing
more on outbound investment. Many of the early outbound deals
were strategic – or ‘trophy’ – acquisitions by state-owned enterprises,
but now the private sector is following suit.
“The emerging private-sector companies are an exciting
opportunity for us,” says Tom. “Their focus on diverse geographies
plays well to our platform. They also recognise that the best legal
advice of the sort we deliver should not be determined by
price alone.”
Third, the increasing exposure of Chinese companies to other
markets is bringing new ideas to the domestic market, much of which
is beneficial. It also brings with it more disputes with international
parties and exposure to foreign regulations, increasing the need for
A&O to bring to Chinese clients its leading arbitration and contentious
regulatory expertise.
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“
We feel we are well placed
to alter cross-border,
cross-cultural dispute
resolution and contentious
regulatory advice.”
Tom Brown
“As more Chinese businesses expand overseas and engage with
non-Chinese companies, there are bound to be more disputes. That
is inevitable as these businesses, which are used to doing things in
China the Chinese way, bump up against other forms of governance,
standards and cultures,” Tom notes. “Again, we feel we are well
placed to offer cross-border, cross-cultural dispute resolution and
contentious regulatory advice.”
Fourth, the attention of some commentators is probably too
slanted to outbound play; our M&A/Private Equity team in China is as
busy as ever, acting both for multinationals, as they push more
broadly into the country, and for funds, which have been particularly
active in the real estate sector. Says Tom: “Interestingly, our market
share seems to be holding up in this area despite the increasing size
and sophistication of PRC firms, demonstrating the importance and
loyalty of our global clients.”
As for the challenges, which are well documented, Vicki Liu
believes that there is a sincere desire to address corruption and
environmental damage, neither of which is simply a pressure point
from the West. “With social media and an increasingly assertive
populace, the internal demand for improvements in these areas is
intense,” she says. “If successfully acted upon, to the satisfaction of
the Chinese people, this must surely be a positive for the country and
for all investors.”
All of these points have an impact on the Hong Kong office. Hong
Kong still has an important role to play as China’s window on the
world, assisted by a strong legal and regulatory framework.
It has become a vital ‘product hub’ for China, particularly in equity
and debt capital markets products. Many of these products are
innovative, such as the development of a number of RMB-denominated
products (the Hong Kong and Beijing offices advised on the first
RMB-denominated bond to be listed on the Hong Kong Stock
Exchange). They are also complex and require Hong Kong, English
and/or New York law skills.
Mandarin skills are also a prerequisite for issues by Chinese
companies, resulting in fierce competition for highly skilled,
multilingual talent. In this respect, A&O has benefited from its longrunning and highly regarded trainee programme in Hong Kong and
from two-way secondments between Hong Kong, Beijing
and Shanghai.
“Seamless and integrated service between the three Greater China
offices is what we are always seeking to provide clients with,” says
Vicki. “We are fortunate to have some exceptional lawyers in the
three locations, all of whom are impressively multi-skilled; 65% of our
lawyers in Greater China speak Mandarin and 45% are qualified in
more than one jurisdiction.”
In short, Tom anticipates an exciting period ahead. “The 25th
anniversary is a great landmark, but it is what comes next that will be
most interesting!”

On the ground in Tokyo
A&O’s Tokyo office also celebrates its 25th anniversary in 2013.
The original intention had been to run Tokyo from Hong Kong
but the firm soon realised it needed a presence on the ground
to serve Japanese clients.
Chris Roberts, the original partner sent out to open the
office, was not given a plan, budget or, in fact, any instructions
at all. “We just had the thought that there might be some capital
markets work,” he recalls. As it happened, the first work the
office received was in the area of aircraft finance.
The big break for the office came from an unlikely connection.
Gillian Hoxley, then head of Corporate training at A&O, knew a
Japanese professor of law with whom she had studied at
University College London. The two stayed in touch. In the early
1990s, he contacted her with an enquiry from J-Exim (the short
name for the Export-Import Bank of Japan), which wanted the
name of an English firm with an office in Tokyo that could advise
on project finance loans. We do, he was swiftly told, and was put
in touch with Chris Roberts and Tom Brown, then an associate in
the Tokyo office.
The deal involved the financing of a power plant in Pakistan.
J-Exim, which later changed its name to Japan Bank for
International Cooperation (JBIC), went on to become one of the
most important clients for A&O’s Projects practice.
Commenting on our history in Japan, Simon Black, managing
partner of our Tokyo office, notes: “With the sustained outbound
investment strategy of Japan for the last 30 years, our Projects
and outbound M&A practice has flourished not only in Tokyo
but also across the Asian region. In fact, our network seems to
have grown in parallel with Japanese investment strategy.”
Recent examples of this phenomenon include the biggestever project financing in history, the USD20 billion financing for
the Ichthys LNG Project off the north-west coast of Australia
on which Tokyo and our newly formed Australian offices acted
for the project sponsors, including INPEX and Total.
Tokyo created another spectacular start for our Vietnam
offices, which opened in 2012, with the financing of the Nghi Son
Refinery Project. We advised the export credit agencies, including
JBIC, alongside the commercial lenders on a USD5bn financing.
It was the largest international project financing to take place in
Vietnam since the country opened its doors to foreign investment
in the early 1990s.
Says Tom Brown: “Time and again over the last 25 years, the
Tokyo office and its clients have originated breath-taking deals
for the global network, demonstrating the importance to the
firm of the Tokyo office and our Japanese clients.”
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Your Network
Grow your own
professional network

Visit www.allenoverycom/alumni
to access our online people directory
and connect with other members.
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“If you have a mutual
respect, friendship
will inevitably develop.”
Sheila Fahy

Mentoring
A subtle art

Mentoring is a subtle process, more like a friendship
than teaching and being taught. And it works.

At a time when more and more big organisations – including
A&O – are realising the value of mentoring as a way to unlock
and develop individual skills and talents, there may be a natural
tendency to turn to the textbooks. Surely there must be a right and
wrong way to go about it? And in an age of proliferating management
and human resources (HR) manuals, there’s certainly no shortage of
advice on hand.
But there’s a problem. Advice can be a blunt instrument. George
Bernard Shaw, in his 1903 essay ‘Maxims for Revolutionists,’ wrote:
“He who can, does. He who cannot, teaches.”
His pithy words may contain a grain of truth; equally, such a
black-and-white statement obscures the many shades of grey that it
takes to be a great teacher.
So in trying to discover what makes a great mentor – and what
qualities a mentee needs to get the most from the relationship – it’s
advisable to steer clear of stock formulas. How do real mentoring
relationships work from a more personal perspective and from a
variety of angles?
Fortunately there’s no shortage of people with close but differing
connections to A&O who have clear views on what makes a mentoring
relationship successful.
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“She’s very feisty, very
outspoken; someone who
doesn’t stand for any
nonsense. I like that
in a person.”
Pat Moseley

Sheila Fahy

Pat Moseley

A&O: 1997-Present

A&O: 1995-Present

Currently: PSL Counsel, London

Currently: Business Support
Manager, London

Respect
Meet Sheila Fahy, PSL counsel for our Employment Litigation
practice, and Pat Moseley, a manager in our Business Support team.
Both are based in the London office. Sheila joined A&O in 1997, two
years after Pat, who was then working as a PA in the Employment,
Pensions and Incentives practice. The two women quickly warmed
to each other.
“When Sheila first joined A&O, we’d never had anyone like her in
our department,” Pat recalls. “She’s very feisty, very outspoken;
someone who doesn’t stand for any nonsense. I like that in a person.
Obviously she knew what she wanted and knew how to go about
getting it.”
Although there was a formal mentoring programme in the
department, and Pat had identified Sheila as someone she’d like to
be mentored by, both agree the relationship quickly became more
of a friendship than a formal mentoring arrangement. It was
cemented when Pat took on the role of managing PAs across the
department and realised she needed further qualifications. First she
tackled a diploma from the Chartered Institute of Management and
then an MBA, achieved via distance learning over four years. Sheila
supported her closely through this very intense period of her life.
Moving to A&O’s new London headquarters in Bishops Square
was another landmark. The two found themselves sitting in
neighbouring offices and it became easier to drop in on one another
for a chat or to ask for advice. Often the actual mentoring happened
over an early morning coffee.
“I would describe our relationship as organic,” says Sheila. “It grows
and deepens with time and is very natural. It’s a two-way relationship.
I use Pat as a sounding board and find her inspirational in many ways.
It most certainly is not about Pat getting advice or feedback from me.
It’s a relationship based on mutual respect and friendship.”

The MBA, one of the most demanding qualifications, provided
a big focus. Pat was worried about taking on such a big commitment,
but wanted to get recognised external qualifications to complement
the valuable A&O training she had received.
Inevitably there were moments of doubt, but as Pat explains:
“Phrases like ‘I can’t’ or ‘I shouldn’t do this’ don’t come into
Sheila’s language.”
Sheila brought intuition to the mentoring role, says Pat, and an
ability to push her forward at the right time. “It’s important that she
knows my thought processes; she helps me voice things that are already
there and that takes a great listener. And a nudge at the right time from
someone who knows you very well makes all the difference.”
Now working in different departments – Pat works with the HR
team for Business Support covering a variety of functions including
business services and IT – the relationship has continued developing
and the friendship has grown stronger.
They meet regularly for lunch to discuss how each other’s roles are
progressing and meet socially too, including at the same book group.
“If you have a mutual respect, friendship will inevitably develop,”
says Sheila, adding that the most important first step for the mentor is
to establish a good and resilient relationship.
“They need to be comfortable with you – to be able to disagree
with you, or be vulnerable, and explore their options and possibilities.
If they can’t be honest with you, you’ll never be able to give them any
really valuable help. But, after that, they have to be able to make their
own decisions.
“The trick is to help them find out for themselves where they want
to go and what they want to do.”
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Chemistry

“Our relationship is based
on friendship so we don’t
need any kind of
formalised procedure.”
Per Lessmann

“We’re working on building
something very particular
in which we have a shared
interest.”
Rebecca Normand-Hochman

Friendship

Cornelius Fischer-Zernin

Per Lessmann

Stephen Denyer

‘Friendship’ is a word Cornelius Fischer-Zernin, Christian Hilmes
and Per Lessmann use repeatedly when describing their
mentoring relationship.
It began when Cornelius was senior partner in A&O’s German
firm and head of the Real Estate practice, and it has continued
since he retired in April 2012 to set up his own practice, CFZ-Legal.
Christian and Per are senior associates in our Hamburg office.
The three men meet on average once a month, either in the
A&O office or outside and even occasionally go on skiing trips
together. They don’t follow an agenda, or stick to a set way of
discussing topics, which can range from career development issues
through to practical, legal and commercial aspects arising from
deals they may be working on, or the purely personal.
“There’s no formal structure to this at all,” says Cornelius. “This
has just developed out of the working and personal relationship
we had when I was still a partner and it has just continued.”
Per agrees: “Our relationship is based on friendship so we don’t
need any kind of formalised procedure.”
Christian, who describes the relationship as an “almost fatherly
one,” even questions if the many upsides of it might disappear if
a formal structure were imposed.
No issues are off limits – apart from discussing deals on which
they might be acting on opposite sides. Although the relationship
hasn’t led to their working on deals together as much as Cornelius
had once hoped, Per and Christian readily admit that Cornelius
has helped them steer their own deals to a successful conclusion
on a number of occasions. And while his role is not about setting
them on a prescribed path to becoming a partner or a counsel,
Cornelius nevertheless knows his way about the firm and can act
as a useful sounding board as their careers develop.
“Having led the German practice, I know the German offices
and partners and I know quite a lot of the global partners too,” says
Cornelius. “I know how the system works.”
“My impression is that my two friends are quite willing – I’m not
going to say keen – to listen to what I can contribute based on my
30 years of experience.”
“Cornelius, you can say keen!” both men add quickly. It’s clear
they are all very relaxed with each other.
Indeed, Per thinks the relationship has improved since Cornelius
ceased to be their direct boss. There’s a danger, he suggests, that the
hierarchies within big organisations can compromise mentoring
relationships. Now, the dialogue can be more free and open and
therefore, ultimately, more fruitful.

A&O: 2001-2012

A&O: 2006-Present

A&O: 1978-Present

Currently: Proprietor, CFZ Legal

Currently: Senior Associate, Hamburg

Currently: Global Markets Partner,
Frankfurt
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Christian Hilmes

Rebecca
Normand-Hochman
A&O: 2004-2009
Currently: Director,
Institute of Mentoring

A&O: 2006-Present
Currently: Senior Associate, Hamburg

Shared interest
Rebecca Normand-Hochman, an alumna of our Paris office, approached
Stephen Denyer, A&O’s global markets partner, after she had left the
firm and was starting a new career in talent management consulting.
He is now helping her build and expand a mentoring programme at the
International Bar Association (IBA), where he previously chaired the
IBA’s Law Firm Management Committee.
In that sense their relationship stands out: it has a specific focus
which, in itself, is all about mentoring. The IBA programme is aimed
at linking partners with law firm management experience with
young lawyers keen to start and build up their own practice. It now
covers some 35 jurisdictions and around 100 lawyers.
But despite the focus that the project provides, Rebecca and
Stephen agree the relationship has no structure of the type that
might be recommended in HR manuals.
As Rebecca puts it: “It’s incredibly informal in a way – not
what some would actually call mentoring and certainly not what
mentoring in the U.S. would look like. But it’s also very hands-on
at the same time, because we’re working on building something
very particular in which we have a shared interest.”
Stephen says the relationship is thriving because it has moved
carefully through a number of phases. The first phase was to
help Rebecca understand how the IBA – a consensus-driven
organisation, with limited resources – works, then to put her in
touch with the right people and help her engage with IBA staff,
allowing her to put her ideas into practice.
Getting that right has meant striking a delicate balance, he says.
“The danger with mentoring relationships is that you can build
up too high an expectation which can quickly lead to
disappointment, or that you’re not sufficiently ambitious for what
a person might achieve. The knack is to constantly
re-evaluate the level of ambition you’re trying to inspire.”

Meeting up is not always easy. Both travel extensively for work.
Stephen is based in London and Frankfurt, while Rebecca is now
based in Provence, in the south of France. Phone calls and emails
have to suffice when a face-to-face meeting is out of the question,
but both are active in getting in touch whenever necessary.
Despite the relative informality of the relationship, Rebecca is in
no doubt about the huge benefits it has brought both to the project
and more widely to her development in a new career.
Stephen has introduced her to contacts working for A&O in
talent management, including psychologists, coaches and
consultants, with whom she now regularly shares views, knowledge
and projects. Having already co-ordinated an IBA book on strategy
with Globe Publishing, he encouraged her to do a similar book on
talent management, which was published in September 2013.
Says Rebecca: “As well as enabling me to become an officer
and advisory board member of the IBA Law Firm Management
Committee, Stephen has made an incredible difference in my
professional development.”

So if mentoring relationships do thrive when they have taken shape
and grown naturally rather than conforming to some formula, are there
personal qualities that are essential to a good mentoring relationship?
For Cornelius, it’s essential that the mentor is senior and has clear
experience, in this case in broad aspects of the law. “But a mentor
should also be naturally good with people,” he says, adding with a
chuckle: “You have to be a nice guy, in a way. There’s got to be a
willingness to have this sort of interaction.”
Stephen agrees. “It’s not something you can force yourself to do;
there needs to be that spark there where you feel this person is really
trying to achieve something worthwhile, has some great ideas and
that’s what motivates you to help them achieve it.
“But it’s also important to listen carefully and to be able to read
between the lines to discover what is actually going to be satisfying
to the person being mentored.”
Rebecca says a mentor has to be able to sense what someone
who is seeking advice is capable of. “It’s not an intellectual analysis;
it’s a question of whether I feel I want to and can help this
person grow. For some professional people, it’s quite hard to rely on
those instincts.”
In that sense, informality helps. “Very often mentoring
relationships fail because there is too much expectation or formality
about what is needed on both sides. Then it becomes very difficult,”
she says.
Sheila says subtlety is important in the mentor’s role. It’s less about
giving the high-flyers an added boost than about spotting people with
real potential who are, perhaps, a bit more reticent. She’s seen this in
mentoring young solicitors in the firm and girls from a local school,
which she says is “a brilliant experience.”
Interestingly, that’s the somewhat controversial approach to
mentoring advocated by the Facebook COO, Sheryl Sandberg, in her
book Lean In.
Says Sheila: “When Sandberg is asked to be a mentor, she never
says yes. Instead she looks around and if she sees someone with
potential – usually a woman – she will mentor them. And I really
feel that with Pat because she clearly had so much potential, but
was also a great listener and it just works with her.”
There’s a lesson here for organisations looking for ways to help
talented women progress, she says. “You’re not going to see more
women in senior positions unless those women and men leading
the organisation actively seek out the people with potential and
mentor them.”
Christian says that to get the most benefit from a good mentoring
relationship, the mentee needs to have self-confidence and an open
mind. “You need to be self-confident enough to accept another
person’s point of view and to be open-minded about their advice.”
For Per, the key is the strength of that personal relationship.
“I wouldn’t even think of being mentored by someone if I didn’t
share some of their personal views and opinions.
“It’s not something you can force yourself to do; there needs to
be that spark there…”

To find out more about Allen & Overy’s
Alumni Mentoring programme,
visit www.allenovery.com/alumni
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My story

Michael Heron
On top, underneath

Mike Heron covered a lot of ground as a lawyer and as
a sportsman. All good training, then, for his current position
as New Zealand’s solicitor-general and as a sometime
rugby judicial officer.
The transition from private practice to civil servant can be quite a
jump. If anyone knows, it’s Mike Heron, New Zealand’s top public
service lawyer since September 2012. Central to both roles is putting
the needs of clients first. His principal client now is Her Majesty the
Queen, New Zealand’s head of state. “And she is a particularly
demanding client,” says Mike with a smile.
Mike is well suited to the role. He’s practised a wider range
of law than many during 20 years in private practice – three with
A&O in London and Tokyo, 12 with Meredith Connell and five with
Russell McVeagh, both in Auckland. These practices include
international capital markets work, criminal prosecutions, commercial
litigation, serious fraud and financial regulatory work, and media
and sports law.
But, after two decades in commercial law, he was looking for a
greater role in management and a chance to use his skills in public
service. In early 2012, just as he was weighing his options, a friend
suggested he apply for the post of solicitor-general. A detailed
application form, several interviews, a psychometric test and
clearances for both political affiliations and national security later,
Mike was appointed to the role. “It was definitely the most gruelling
process I’ve been through,” he says.
His reward, however, was a two-month gap between leaving
Russell McVeagh and starting with the Crown Law Office. He took his
family on holiday to Europe. Fortuitously for Mike, a keen sportsman,

44 Alumni Yearbook 2013

the trip coincided with the London Olympics. “London was absolutely
brilliant, from the organisation right through to the quality of the
sports events,” he says.
Three roles in one
The holiday over, Mike got his feet under the new desk. As solicitorgeneral he fulfils three roles: he is the chief executive of the Crown Law
Office (effectively the government law firm); he advises the government,
and particularly the attorney-general (the most senior legal officer), on
legal issues; and he is the principal advocate for the government.
The main priority when he started was to implement a number of
reforms to the Crown Law Office that had been proposed by
two earlier reviews. In essence, the reviews recommended changes to
modernise the department, and to operate more responsively and
more efficiently in financially straitened times. Although New Zealand
may have escaped the worst of the financial crisis, it was devastated
by the earthquake in Christchurch in 2011. The rebuilding will cost
the government an estimated NZD40 billion (GBP20 billlion).
“New Zealand was not as seriously affected by the global financial
crisis as others,” Mike notes, “but government spending is certainly
constrained, and there is always a need to find ways to spend
taxpayers’ money as efficiently as possible. The emphasis was on our
public services to help them become not just more efficient but to
work more collaboratively.”

Michael Heron
A&O: 1991-1993
Currently: Solicitor-General, New Zealand
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The Kiwi Connection

Mike heads a department of some 180 people, of whom about 100
are lawyers. As a “new broom” he inevitably encountered some
suspicion within the department, but overall he has been very pleased
with the response and the willingness of people to adapt. The office
had very distinguished people but was a “little lacking in interconnectedness,” he says.
Some of the improvements were to the infrastructure. In July
2013, the department moved into new open-plan offices, and there
was significant investment in new technology, including support for
greater use of mobile communications. But, above all, Mike was keen
to inculcate the ethic of serving clients, which, as one might imagine,
had been drummed into him in private practice.
“It’s no different in public service,” he notes. “We still have a duty
to respond in a timely and professional way when dealing with our
clients. This means putting the focus on what the client wants,
working collaboratively and getting the work done in the way the
client wants it done.
“None of this is revolutionary, rather trying to make people see
there is a better way of doing things.”
Mike is quick to dispel any impression that public service makes
for an easier time than private practice. “The job has been pretty
intense, very challenging and always fascinating, especially operating
at the interchange between politics and law,” he says. The only
challenge is that the job is based in Wellington, New Zealand’s capital,
while Mike’s family (he and his wife, Catherine, have three children)
has remained in Auckland. He works one day a week in the Auckland
office, which makes it more manageable.
“My London friends tell me that what humans have done in New
Zealand is not that impressive, but the natural environment is superb.
I have to say that is somewhat harsh!” Nonetheless, he’s not complaining.
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Alumni Jo Holmes and Andrew Matthews describe returning
home to ‘the land of the long white cloud’.
Former communications manager Jo Holmes left A&O at the
end of October 2012, after two years with the firm, and spent the
next six months trying to decide if it was time to return home after
16 years away…
“I reached a resounding ‘yes’ so I packed up my [many] bags
and boxes and headed back to Auckland. I’ve been working in a
communications role at a New Zealand law firm since the end of
April 2013.
“A&O was my first job in a law firm so it has definitely had a big
impact on my career. I loved the working environment, and the
complexity and variety of the subject matter that we were dealing
with. I enjoyed it so much that I wanted to remain working in a law
firm. I landed in Auckland on a Thursday, had an interview the
following Monday and was offered the job the same day – largely
on the strength of the A&O brand!”
Former Corporate associate Andrew Matthews spent part of
2013 establishing a specialist competition and regulatory firm,
Matthews Law, after 13 years with Minter Ellison Rudd Watts, the
last ten as a partner.
“I’ve managed to stay married to Jane over the same period,
and we have three young boys. We make sure we enjoy the Kiwi
lifestyle – sailing, surfing, skiing, fishing and beaches, with kids’
soccer, tennis and golf. We’ve also managed to travel a bit.

Jo Holmes
A&O: 2010-2012
Currently: Communications
Manager, Chapman Tripp

“I’ve kept in touch with A&O friends from both the B2 and
Corporate teams of the late ’90s and visited the A&O offices in
Singapore, Hong Kong and London a few times over the last
decade. I’ve also had a number of instructions for the New Zealand
component of deals or issues from A&O and alumni elsewhere.
“My time at A&O has been immensely helpful – a fantastic
network of great friends, excellent international experience and
great credentials from that time.
“I was lucky enough to attend the last junket of the ‘Association’
in Bruges (the then alliance with Gide and Loeuff). It was just a
fantastic party – I remember playing tennis with Tom Levine, golf
with various folk, and drinking with unnamed accessories. I’m not
quite sure how it got budgetary approval.
“Working in the Moscow office in ’97 at a time when the city
was full of British and American bankers and lawyers was
interesting. I didn’t even own a winter coat. I managed to attend my
only ballet – the Bolshoi at the Bolshoi – so I figure I peaked and
should never go again.
“I’m in touch with other A&O alumni, including John McCay,
Rachel Devine, Lloyd Kavanagh and Tom Fail, my former partners
at Minter Ellison. We must have had one of the highest proportions
of A&O alumni as partners.”

Andrew
Matthews
A&O: 1997-1999
Currently: Partner,
Matthews Law

All black on track

Mike is well known in New Zealand for his various roles associated
with sport. He has been chairman of Drug Free Sport New
Zealand, and he was one of the judicial officers for SANZAR, the
body overseeing the four rugby nations of South Africa, Australia,
New Zealand and Argentina. Its main job is to adjudicate
on citings.
He found himself cast in a different role in the wake of the All
Blacks’ quarter-final defeat to France in the 2007 Rugby World
Cup. The New Zealand rugby powers-that-be, scratching their
heads over what had gone wrong with the country’s national
sport, turned to Mike for expert input.
Working with Don Tricker of Sport and Recreation New
Zealand, Mike identified a number of failings (including weakness
in kicking drop goals) which needed to be addressed. It had the
desired effect: four years later, New Zealand won the World Cup.

“ The job has been pretty intense, very
challenging and always fascinating,
especial y operating at the interchange
between politics and law.” Mike Heron

Reconnect with Mike via
the Alumni Network website
www.allenovery.com/alumni
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Profile

Michael Reynolds
Raising the bar

Michael Reynolds, International Bar Association
president 2013-14, reflects on the challenges
of promoting the rule of law.
Michael Reynolds is no stranger to hard work, which is just as well,
considering his workload as president of the International Bar
Association (IBA). His travel itinerary reads like a modern Grand
Tour; his list of appointments like a current affairs Who’s Who.
In the first six months of his two-year term of office, which began
at the start of 2013, he had visited Australia, Brazil (three times),
Canada, Korea, Peru, Russia, Thailand, the U.S. (seven times), Vietnam
and about 15 of the EU states. That’s about half the countries that he
plans to visit during his term.
His diary is rapidly filling with names including UN secretary
general Ban Ki-moon, former U.S. secretary of state Hillary Clinton,
former U.S. ambassador to the UN Madeleine Albright, Myanmar
president Thein Sein and opposition leader Aung San Suu Kyi, former
Italian president Mario Monti, World Trade Organisation (WTO)
director-general Pascal Lamy, UK foreign secretary William Hague,
and Russian prime minister Dmitry Medvedev.
Clearly Michael relishes the challenge. “It is very hard work,
although I am quite used to that. You have to be able to think quickly
on your feet, also something I have developed over my 30-plus years
as a lawyer with A&O.”
As someone who has been associated with the IBA since 1979,
Michael not only knows the organisation inside out but is a passionate
supporter of it. Established in 1947, the IBA is the world’s leading
organisation of lawyers, law firms, bar associations and law societies,
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Michael Reynolds
A&O: 1974-Present
Brussels
Currently: Partner,

and fulfils a critical role. “The IBA’s mission is to promote the rule of
law everywhere in the world,” Michael says. “The rule of law
underpins the effective workings of society, government and the
economy. History shows that the most successful societies are those
based on the rule of law.”
That extends to business. “For business to function, you need a
legal code, a properly functioning judiciary and trained, skilled and
independent law firms and lawyers. The IBA’s commercial emphasis
works in harmony with its wider mission on the rule of law, without
which commerce cannot function, or is diminished, and without
which all individuals are dishonoured.”
A busy programme
Michael sees his role as “building on the excellent work of my
predecessors.”
He is giving particular attention to the BRIC (Brazil, Russia, India
and China) countries, all huge and growing economies, all members
of the WTO, and all with challenging legal environments.
Of the four, only Russia has a relatively open, liberalised legal
sector. In China’s case, foreign law firms can open offices but are
restricted on their ability to practise local law, while in India,
international law firms are not even permitted to open offices. In
Brazil, foreign firms can’t employ Brazilian lawyers or enter into
associations with Brazilian lawyers or firms.
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“Doing antitrust, you learn a lot
about other legal systems. It is
a key international practice area.”
Michael intends to impress on governments why it is in their
interests to liberalise. He is certainly meeting the right people to
whom to make the case. In February, for example, he followed
Mr Medvedev to the podium at a legal conference in Russia and then
was invited to lunch with him and the Russian minister of justice.
While Michael is a strong advocate of liberalisation and the
benefits it brings to the profession and the economy as a whole, he
recognises the need for diplomacy. “It is no good lecturing the
Brazilians, the Indians, the Chinese, or anyone else why they must
open their doors to foreign law firms,” he says. “You have to explain
rationally and scientifically why liberalisation is a good thing.”
It also requires considerable patience. For at least a decade, there
have been expectations that India’s legal market will open up.
However, such a move faces strong resistance from large sections
among the country’s 1.3 million lawyers and especially from the
Indian Bar Association.
Extending influence
Extending the IBA’s influence was enhanced
with the opening of an office in Washington,
D.C. in early 2013. Besides being the capital
of the U.S. and home of the federal
government, Washington is also the base for
many important world organisations such as
the World Bank. American lawyers also
make up one of the fastest-growing national
sections of the IBA.
The opening of the new Washington
office also suits Michael well as he divides his A&O commitments
between Brussels and Washington, where he is assisting in the
development of the firm’s U.S. Antitrust practice.
Elsewhere, Michael will pay particular attention during his
presidency to Asia and Latin America. His visits to Vietnam and
Myanmar are particularly significant.
Vietnam is not a member of the IBA, a situation he hopes will be
put right before long. A&O, which opened offices in Hanoi and Ho Chi
Minh City in 2012, is reinforcing the support for membership.
In Myanmar, Michael met Aung San Suu Kyi, as well as senior
members of the country’s legal establishment, to talk through
Myanmar’s pressing legal needs. As Michael explains, Myanmar faces
a huge task rebuilding its legal infrastructure. “It’s as if the legal
system has been frozen for the past half-century, ever since the
military took over the country in 1962 and systematically dismantled
the legal infrastructure,” he explains. “Much of the legislation is out of
date as it’s based on English laws that were in force at the time of
independence in 1947.”
Everyone he met told him that Myanmar is determined to restore
an independent functioning legal system. “The clear message I
received is that Myanmar recognises that it needs to rebuild its legal
infrastructure, that it is looking for advice and assistance from the
international legal community and that foreign law firms will be
welcome,” Michael says. The IBA has put in place a programme to
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assist with the training of judges, the providing of equipment for the
country’s courts and facilitating the creation of independent
Bar associations.
Michael also visited Korea in early 2013, just at the time when
North Korea was making threatening noises toward South Korea. The
IBA could have postponed its visit, but Michael believed it was
important to support South Korea. The authorities have opened up
the legal market, and a number of foreign law firms (not, as yet, A&O)
have opened offices.
Special focus issues
Each IBA president is given scope to choose two areas of particular
interest to be researched and developed. In Michael’s case, he has
created two working groups: on climate change and its impact on the
human rights of individuals; and on human trafficking.
Climate change is having a dramatic effect on people’s livelihoods
in many areas of the world. In Costa Rica, for
example, changing weather patterns have
caused a failure of coffee crops in each of the
past six years. But who is responsible for that
failure and what legal redress is there for Costa
Rican coffee growers? The working group,
which comprises legal, environmental and
human rights experts, will research the legal
dimensions of climate change and make
recommendations accordingly.
Human trafficking is another pressing and
challenging issue that requires a more effective
legal response to support political initiatives.
So, all in all, Michael has plenty on his plate for the coming year,
including a tremendous amount of public speaking. In his first six
months, he gave speeches in French, Italian, Russian, Spanish and
Brazilian Portuguese.
Does his ‘day job’ in antitrust give him a natural advantage?
“Doing antitrust, you learn a lot about other legal systems. It is a very
international practice area. Dealing with the whole range of issues
that a president of the IBA has to face is like an extension of everything
I have been doing before.”
The other benefit of being a lawyer is the capacity to see the other
side’s point of view. “You have to understand the pressures and the
processes; why things are the way that they are. That helps to facilitate
agreement and progress.”
Michael is grateful to the firm for giving him the time off to fulfil
his presidential duties. “As with David Wootton, when he was Lord
Mayor, and John Wotton, as president of the Law Society, A&O adopts
a sophisticated attitude, allowing me to decide that I spend as much
time as it takes to do the job well.”
Having a partner as the president of the world’s most influential
lawyers’ organisation of course reflects well on the firm. But there are
practical benefits: Michael will come into contact with lawyers all
around the world, providing the platform on which professional
relationships are built.

1. 

3. 
2. 

Antitrust goes global
A&O has significantly strengthened its Antitrust practice in the past
couple of years, making it one of just a few firms that can offer a
global Antitrust practice. Among other initiatives, it has opened an
office in Washington, D.C. and made a number of high-profile lateral
hires and promotions.
In 2012, John Terzaken, formerly director of criminal enforcement
for the antitrust division of the U.S. Department of Justice, joined the
firm’s Cartel Defence practice in the U.S. That same year, Marta
Sendrowicz in Warsaw and Jürgen Schindler, who divides his time
between Brussels and Hamburg, were promoted to partner.
In 2013, the firm hired two other leading antitrust lawyers:
Alasdair Balfour in London, and Vanessa Turner, previously general
counsel with Visa Europe, in Brussels.
All of this has given the firm a true global capability, says Elaine
Johnston, co-head of the global Antitrust group. “We have a top-quality
team of antitrust lawyer experts in the three key centres: the U.S.,
Europe and Asia. We have successfully devoted time to coordinating
our activities and put in place effective management of the group to
ensure that we can offer our clients the service they need.
“The group as a whole has become closer and more coordinated.
We are attuned to our clients’ needs, particularly those who are
logical consumers of a global antitrust offering.”
The establishment of the firm’s Antitrust practice dates back to
Anthony Paines, a Litigation partner in the 9 Cheapside-era. But it was
Michael Reynolds who founded the modern Antitrust practice, on
opening the firm’s Brussels office in 1979. “Michael anticipated that
antitrust would become a global requirement,” says Elaine Johnston,
and he was right. In 1979, just five countries had antitrust regulatory
regimes, now more than 70 have effective antitrust enforcement
regimes and 100 have regulators who impose merger controls.
Cooperation in cross-border law enforcement is also increasing.
A&O’s Antitrust group has grown to include more than 100
specialists in 19 jurisdictions across Europe, the U.S. and
Asia Pacific. The group’s lawyers advise companies on their antitrust
policies, litigation and regulatory strategies.
Olivier Fréget, co-head of A&O’s global Antitrust group, predicts
that one of the most important changes in the next ten years will be
“very big companies choosing Europe and the U.S. as a clear
battleground in both IP and competition.”
For antitrust lawyers, he says, “that involves being able to think
strategically for clients, and to organise an effective coalition of legal,
economic and academic experts to fight their corner.”

4. 

5. 

1. Alisdair Balfour
2. John Terzaken
3. Marta Sendrowicz
4. Jürgen Schindler
5. Vanessa Turner

“We are attuned to
our clients’ needs,
particularly those
who are logical
consumers of a
global antitrust
offering.”
Elaine Johnston
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Goodbye & hello
Three who came back

Opportunities draw people away; opportunities bring them
back. Beatriz Andersen, Georgina Fulham-Kesek and
Simon Makinson retrace their steps.
Beatriz Andersen
A once-in-a-lifetime opportunity to work at the Mission of Spain to
the UN lured Beatriz Andersen away from A&O’s Madrid office. She
returned in 2010.
“I joined A&O Madrid in 2008 and switched between the
Corporate and Banking-ICM departments, finally staying in the latter.
I really enjoyed my first two years in the firm. I was involved in very
interesting transactions and learning fast.
“I wasn’t considering leaving or pursuing a career as a diplomat, but
when I was offered a position as an adviser, I simply could not turn it
down. The Mission of Spain to the United Nations doesn’t employ nondiplomats as advisers and only did so on an exceptional basis for the
Spanish Presidency of the European Union. The job offer was limited
to six months. It wasn’t an easy decision either – it was just after the fall
of Lehman Brothers and quitting my job seemed a very bold decision.
I took my chances and was very lucky to be able to return to A&O.
“How did it come about? In the autumn of 2007, I had been
offered an internship in the Mission. At the time, it was a little
understaffed, which allowed me to do some very interesting work.
After I left, I kept in touch with some co-workers and one of the
diplomats suggested me as a candidate to cover one of the positions.
“It was challenging from the beginning. I was a member of the
team negotiating UN budgets on behalf of the European Union, in
particular those of the peacekeeping missions. The Fifth Commission
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of the General Assembly is very technical and Member States usually
appoint their most experienced diplomats. I had to deal with many
challenges: I was not a diplomat, was much younger than most of my
co-workers and had to earn my credibility. A couple of months into
the presidency, I felt more confident and it was then that I started
negotiating on my own on behalf of the EU team.
“The experience was extremely rewarding. I learned negotiating
skills from experienced diplomats from many different backgrounds,
countries and cultures. On a personal level, I enjoyed learning about
the peacekeeping missions and their management.
“It was also interesting to work for the government as opposed to
a private firm – it has helped me appreciate the positive elements of
both worlds, which I try to apply in my day to day work.
The experience changed me. Every single day of the Spanish
presidency was a challenge. At the end of this experience I felt that I
could deal with anything and anyone – all my shyness had disappeared
and was replaced by a new confidence in myself.
“At the time of accepting the job offer and prior to leaving A&O,
I had decided to reapply as soon as the Spanish presidency was over.
Had it not been for the opportunity I was offered, I would never have
left. I’m now an associate in the ICM-Banking department.
“If I were to start a new career, what would I do? It would have to
be in an international environment and involve teamwork, problemsolving and developing new areas of knowledge.”

Georgina Fulham-Kesek
A&O: 2012-Present
2006-2009
Currently: Global Antitrust Business
Development Manager, Brussels

Beatriz Andersen

Simon Makinson

A&O: 2010-Present
2008-2009

A&O: 1998-Present
1982-1988

Currently: Associate,
Madrid

Currently: Partner,
Bangkok

“
You need to consider what
impact a break will have on
your long-term career plans.”
Georgina Fulham-Kesek
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“
I decided to take a
career break so that
we could go [to Geneva]
as a family and enjoy
a wonderful opportunity.”
Georgina Fulham-Kesek

Georgina Fulham-Kesek
Georgina Fulham-Kesek took a career break in 2009 to become a
‘trailing spouse,’ following her diplomat husband to Geneva. She
rejoined A&O in Brussels in 2012.
“I joined the firm in 2006, in the New Change office, and was
business development manager for several groups including Antitrust,
Commercial, TMT and IP, and the relationship manager for a number
of clients including News Corporation.
“My husband works for the UK Foreign and Commonwealth
Office and in 2009 he was posted to Geneva. I decided to take a
career break so that we could go as a family and enjoy a wonderful
opportunity. That let me retain an informal link with the firm during
the three years I was away without cutting all my ties.
“For me, the upsides of a career break included being able to
spend the early years of my children’s lives with them; travelling and
experiencing the joy of living somewhere like Switzerland; and
having the opportunity to take time out to do something different and
recharge my batteries. It’s a chance to acquire new skills.
“As for a downside, it’s difficult to think of one. You need to
consider what impact a break will have on your long-term career
plans. There’s no guarantee of a suitable vacancy at the end of a
career break. But in one sense, that’s the beauty of it: taking a leap of
faith in a new direction and letting life take you where it will. It can
be enriching to discover that things will work out perfectly.
“In Geneva, I got involved with the UK Mission as a volunteer,
organising activities for diplomats and families to socialise outside
work. One interesting aspect to the role was having a window on the
world of international diplomacy. My husband and his colleagues
worked on issues such as arms control, human rights and
cyber-security and it was fascinating to get a glimpse into the world
of diplomatic policy and the work that goes on behind the scenes of
multilateral talks at the UN.
“In 2012, the Antitrust group had created the new role of global
business development manager, based in Brussels. I was attracted by
the challenges the group had set itself, the international dimension of
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“
At the end of this
experience I felt
that I could deal with
anything and anyone.”
Beatriz Andersen
the role, working with a growing, ambitious group and the chance to
move within the A&O network. After one international move with
spouse, children and household chattels, it’s not as daunting the next
time around and we were keen to try a new European capital city.
“I was surprised by the differences between the London and
Brussels offices. The Brussels office is much smaller and has a more
familial feel. Being located in a converted convent in a leafy Brussels
suburb lends it what some people describe as a soothing air.
“Brussels is not a self-conscious city and has a fantastic variety of
architecture and a vibrant art scene. Every weekend you can find a
flea market and antique stalls. The forest reaches right into the city
and there are lots of cycle paths and parks. These are some of my
favourite things about living in Brussels. And hearing my son chatter
away in French is great too!”

Simon Makinson
Simon Makinson went on holiday to the Far East in 1987 and decided
to stay. A merger in 1998 brought him back into the A&O fold.
“I’ve been in Thailand now for nearly a quarter of a century,
which is pretty good considering I didn’t want to come here in the
first place. In 1990, the firm I was working for, Denton Hall, needed
someone to move to Bangkok from Hong Kong to team up with a
local law firm. I’ve seen plenty of ups and downs over the years, in
business and in life, but this is now home.
“I joined A&O as an articled clerk (trainee) in 1982. It was a good
time to go into law: the City of London was undergoing revolutionary
change; the Big Bang changed the landscape and I was involved in a
string of deals, first as a trainee and then as an associate.
“It was fun, busy but also gruelling, so I took a month off in
December 1987 to recharge my batteries by visiting friends in Hong
Kong. I was immediately drawn to the place; a job with Denton Hall
came up, I accepted and spent a few years with them there and in
Bangkok before opening my own firm with two Thai partners
in 1995.
“We survived the Asian financial crisis of 1997-1998. By this time
I’d re-established contact with A&O, after agreeing to take on
a secondee – Stephen Jaggs, who now heads the Banking group here.
That led to a proposal that the two firms merge, which happened
towards the end of 1998.
“The main difference I noticed, having been away from A&O for
ten years, was that A&O had gone from being a largely London-based
firm to an international firm. It had also developed into a wellorganised operation. That process has continued, as it has with most
top law firms, and we are now far more commercially-focused.
“I came back as head of the new A&O office. We went through a
rapid expansion but then also a contraction which left the office
better suited to our global requirements. It helps being businessminded as well as a lawyer. I was involved in the process of opening
new offices in Vietnam and am now helping A&O enter the Myanmar
market, among others.

“
The joke among my
Asian colleagues is
that, if there is a
committee, Makinson
is bound to be on it.”
Simon Makinson

Contact thealumniteam@allenovery.com
if you have a similar story to share.

“Our Bangkok office has continued to be busy, with a greater
focus on Thai companies investing abroad. The Asian offices work
more collaboratively than elsewhere. We think of ourselves as a
joined-up ASEAN (Association of Southeast Asian Nations) entity.
David Morley gave our sense of regional identity a real boost by
taking up residence in the Singapore office for two months in 2011.
“I like to make sure that I’m plugged into the centre and wellinformed on what is happening within the firm. The joke among my
Asian colleagues is that, if there is a committee, Makinson is bound
to be on it.
“Over the years, I’ve seen many changes in Bangkok. The city has
modernised and improved, certainly, but as far as the infamous traffic
goes, it feels like two steps forward and one step back. There’s
nothing better at the weekend than to escape the city and go sailing.”
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Obituaries

In memoriam

The Alumni Network remembers A&O
colleagues and friends who passed away
last year.
Julian Tutty

Alan Terry

Julian Tutty will be remembered by his former colleagues in A&O’s
Human Resources department as a consummate professional.
He died on 1 October 2012 at the age of 55.
Born in Reading, Julian attended the local Crosfields School and
Mill Hill School in London before going to Durham University, where
he graduated with a Diploma in HR management.
He joined A&O’s HR department in London in August 2001. He
left the firm in 2003, but continued working as a consultant on various
projects until 2008.

Alan Terry, a member of the IT Stores team at Bishops Square who
earned a reputation as a tireless worker during the 2006 London
office relocation project, died on 14 December 2012 following a tragic
train accident at Finchley Road station in London.
Joining A&O’s London office in 2004, Alan was involved in all the
changes surrounding the office move to Bishops Square. That project
lasted months and culminated in the relocation of 3,000 people to
new purpose-built premises.

Silloo Goldsworthy

Jean Morris

Elegant, meticulous, dependable: words used to describe former
A&O secretary Silloo Goldsworthy, who died in May 2013, aged 82.
Silloo was born in 1930 in Mumbai, the eldest of four sisters. She
left India in 1965 to settle in the UK and joined A&O’s London office
in 1978 as a secretary in the Property department, as it was then
known. She retired from the firm in 2003 after 25 years of service.
Silloo spent a number of years in the early 1980s working for
former partner John Dunstan. Her contribution to the well-being of
his demanding professional life was unparalleled in its support. He
remembers her as always elegant and dependable, and constantly
meticulous in her attitude to her work.

Jean Morris, who died in August 2013 at the age of 66, will be
remembered by former colleagues in the Corporate department of
A&O’s London office for her smart attire, skilled networking and love
of helping people.
Jean joined in 1997 as a DP Administrator. A naturally chatty
person, she would often be asked to look after new joiners, a role she
enjoyed. She would take them to lunch on their first day and was
happy to show them the ropes and help them settle into their new
surroundings. She was the original networker and always knew ‘a
man that can’.
Jean left the firm in 2003 after six years of service.

Phyllis Pugh

Victor Cowan

Phyllis Pugh, who enlivened A&O’s London switchboard for 30 years
with her dry wit, died in June 2013. She was 86.
Phyllis joined the switchboard team in 1973 and, after her
retirement from the firm in 2003, enjoyed keeping in contact with her
former colleagues and friends. She always sent Christmas cards and
was a regular at the annual retirees’ Christmas lunch. She could
always be counted on to have a joke to share.

Victor Cowan, one of our oldest retirees who, during his 31 years of
service, had the distinction of working for two generations of Mortons
in A&O’s London office, has died at the age of 88.
Vic joined the firm in 1956 and worked in the Corporate
department, originally working for Douglas Morton (or JDM –
partners were known by their initials in those days). Vic was one of
JDM’s formidable supporting team that also included Cherry Corbyn,
Len Leddiman and Frank Poulter.
When JDM died in 1975, Vic worked for his son, Andrew Morton,
until Vic retired in 1987.
Vic was a regular at the retirees’ Christmas lunch. He took great
delight, when David Morley used the occasion to announce a few
light-hearted statistics, in hearing that he continued to remain the
oldest retiree to attend each year.

Steve Roberts
Steve Roberts, Chief Technology Officer (CTO) in A&O’s London
IT department, passed away on 23 June 2013 following a long battle
with illness.
Through all his roles and as CTO, Steve was the architect behind
most of the major technical transformations the firm has experienced
over the last two decades.
Steve joined A&O in 1990 in London as Research and Development
Manager. He was promoted to IT Head in 2001 and to Executive
Director in 2006 in recognition of his outstanding contribution
to A&O.

Visit the Alumni Network website at
www.allenovery.com/alumni to read
the personal tributes submitted by members
of the A&O and alumni community.
Please submit you own tributes to any
colleagues who have died during the year by
emailing thealumniteam@allenovery.com.
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Coffee anyone?
It was all rather a surprise. Since receiving the results of our survey in
2011, we in the Alumni team have been looking for ways to engage
with our alumni as individuals and not just as a group.
“Why don’t we invite them for coffee?” asked Jenny, our Alumni
Executive. She suggested that we put a note into our monthly
broadcast message inviting anyone who wanted to chat about
improvements to our programme, or anything else related to their
time at A&O, to come and have a coffee with me.
The deluge of responses we received was both astonishing
and delightful.
Since that fateful broadcast message, I have spoken to you about
how to improve the experience of leaving the firm, mentoring, our
business development strategy, referral fees (we don’t pay them, by
the way), jobs in the charity sector for retired partners, what the firm
is looking for in its trainee recruits, discounts on books by A&O
authors (we might be able to help here) and numerous other things.
It has been a lot of fun for me and I hope for our alumni who have
taken the trouble to call or visit our office, and I hope that we will
gradually be able to follow up on many of these suggestions.
So if we have not yet spoken, please do take me up on
the offer of coffee or a chat about the Alumni Network, your
experience of A&O or – about anything really! Please email
thealumniteam@allenovery.com if this appeals.

We’ll also be sending out a survey to all registered members
globally in January 2014 in order to capture your feedback on the
Alumni Network to see how we can do things better. Our aim is to
offer an alumni network which really does help you keep in contact
with your A&O friends and contemporary colleagues. We’d welcome
your ideas to help us achieve this.
Alex Pease
Chairman, Alumni Network
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