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Businesses are tipping the judicial scale in favor of law firms on this side of the Hudson and Delaware rivers.

By Dan Schlossberg

ew Jersey law firms are no
longer the poor man’s ver-
sion of their big brothers
from the big city.

According to a phalanx of managing
partners surveyed by New Jersey Busin-
¢ss in June, potential clients can actual-
ly get more bang for their buck from
law firms based in the Garden State.

“We offer our clients a better price and
better service,” says Glenn Clark, a 50-
year-old commercial litigator who serves
as managing parmer of Monistown-
based Riker, Danzig, Scherer, Hyland
& Pervretit, LLP. “We're much more
personalized.

“By coming to us instead of a New

York firm, you're going to get - for the
same dollar - a partner like me, with

20-25 years of experience, instead of a
second or third-year associate in New
York.”

A full-service firm that has 165 attor-
neys, divided among its headquarters,
plus satellite offices in Trenton and
New York, Riker
Danzig is one of
the oldest firms
in the state. It
was established
in 1882.

“Corporations
who do business
in New Jersey or
have a legal mat-
ter in New Jersey look to us because of
our reputation. We have a cost/price
structure that ymakes us extremely com-

petitive when compared with a New
York or Philadelphia firm.”

The big-city firms might not admit
they're getting competition from New
Jersey, he says, but doubt no longer
Temains.

“We've done deals with these guys,
and toe-to-toe litigation,” Clark notes.
“They may oy to distinguish them-
selves and say they're better, but the
fact is we recruit from the same law
schools and we get the same people.
Attomeys basically make a location or
lifestyle choice to be in New Jersey.”

Competition comes more in the lit-
gation area than the transactional one,
he suggests.

Riker Danzig has a New York office
for two reasons. One is to serve a par-
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ticular client group, while the other is
to serve foreign-based clients.

“We do a lot of banking work and a
lot of banks have a significant New
York presence,” he says. “We're looking
to take advantage of that. We can do
things more cost-effectively and give
these clients the same caliber of work
they used to get in New York.”

While a New York location helps, it
is not necessarily better. Experience
and reputation are far more critical
than location, according to Clark.

“If there was a major litigation or
some sort of political/governmental
affairs issue in New Jersey, a major cor-
poration might come to us,” he says.
“When we go to court, we know the
judges.

“There’s an old saying: a good lawyer
knows the law, a great lawyer knows
the judge. There’s another side to that
too: its great when the judge knows the
lawyer.”

1¢s also grear when clients realize the
value of a mid-size firm, says the Notre
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Dame Law School graduate.

“Theres definitely a niche for the
mid-size firm, which has a cost struc-
re and synergy that gives it definite
competitive advantages,” he says.
“About seven years ago, there was
tremendous  momentum  toward
regionalization and nationalization of
law firms. A lot of gurus and consult-
ants were going around saying ‘the
mid-size firm is a dinosaur’ and warn-
ing firms to get big or cease to exist.
Now that pendulum is going the other
way.

“If I had 10 offices nationally, I'd have
so much overhead that my houtly rates
would be significantly higher. I'd be at a
different rate structure for compensation
for associates and even for partners.”

Price is hardly the only consideradon
when clients pick a firm, however. Trust
is often a more important decision.

“It’s that personal trust and relation-
ship that really decides where work
goes,” says Clark.

A full-service firm, Riker Danzig han-
dles everything from state planning,
real estate and corporate law to lobby-
ing, governmental affairs and even
high-end matrimonial matters.

“Anything you can get in New York,
we can do here,” Clark insists. “As long
as I've been practicing, since 1980, this
firm has been representing major
Fortune 500 institutional-type clients.
And that existed before 1 got here.”

Though much of its business stems
from word-of-mouth, Riker Danzig also
does considerable advertising. It also
depends heavily upon e-mail, which it
considers a mixed blessing.

E-mail has reduced the focus on
location. “If youre sitting in Europe
sending an e-mail, it doesn't matter
whether the attorney is in New York or
New Jersey,” Connolly says. “That’s
where our cost structure vis-a-vis New
York is an advantage.”

At Newark-based Sills Cummis
Epstein & Gross, P.C., managing part-
ner Steven E. Gross shares those feelings.

“E-mail works better than anything
else when you're dealing with people in
differenit time-zones,” he says. “With e-
mail, blackberries and things like that, it




doesn’t matter where you sit. You could
sit in New Jersey, you could sit in New
York, you could sit in California, or you
could sit in Europe and still do your
deals. 1ts a wonderful equalizer of time-
zones.”

Founded by five attorneys in 1971,
Sills Cummis now employs 160
lawyers, some of themn based in a New
York office it has operated for more
than 10 years.

“Initially, we opened it because cor-
porate clients that came into the U.S.
would stay in New York, at the Waldorf
or Plaza,” he recalls. “We needed a
place to meet and have conferences. In
New York litigation, you need deposi-
tion rooms and you want to have it
where your other attorneys are.

“Over the last five years, we've been
expanding our New York office, adding
attorneys, because we're doing more
direct New York work. New York is still

the center of transactional work in the
U.S. and probably the world.”

Expansion has also been occurring at
the firms Essex County headquarters.

“Twenty years
ago marked the
start of a demo-
graphic shift of
corporate head-
quarters out of
New York and
into new head-
quarters in New
Jersey, plus Con-
necticut and Westchester to some
degree,” Gross says. As that happened,
New Jersey law firms, which were then
pretty small, started to get a little larger
and have more firepower.

“Very bright lawyers who went to
very good schools and originally would
only work in New York started to live
in New Jersey because of the strong

.k

Gross

says Dunican.

GIBBONS DEL DEO SAYS LAW FIRMS
MUST DEVELOP A REPUTATION

ibbons, Del Deo, Dolan, Griffinger & Vecchione, Newark, says that most of it clients are

looking for the same things: quality legal work, competitive pricing, efficiency and excel-
lent service. "Gibbons believes that law firms must establish reputations for themselves by con-
stantly delivering these components,” says Patrick C. Dunican, Jr., managing director.

Being located so close to New York City, the firm often deals with competition. One way it has
held its own against Manhattan competitors is by hiring top quality lawyers. As an example, Gibbons
recently added a director from a well-known New York law firm to its corporate department.

Clients are also willing to give the firm opportunities because of the personal service it provides,
which can not be found in many large, city firms. “Gibbons stands out because its lawyers are
always available for our client’s phone calls, and they do nat have any unnecessacy levels of review,”

The company has a large intellectual property department that has helped to distinguish the firm.
“Clients will come to receive service from this department and will end up seeing all that Gibbons
has to offeras a full service firm. This business strategy has been very successful for the practice,”
he says.

Until the mid-1990s, the law firm had been strictly a local counsel in New Jersey for many bigger
New York firms. Then, when many large, Manhattan-based law firms started opening up their own
offices in New Jersey, Gibbons knew it was time to open a New York office. "We knew it was time
for us to have a presence in New York and we believed we had the advantage of being able to offer
aur clients services at the highest level of quality, but with more competitive pricing than New York
firms,” says Dunican. The company also felt that a New York office would help them to obtain nation-
al clients. Since the founding of the New York office in 1997, it has grown to nearly 40 lawyers, mak-
ing it the largest New Jersey-based firm in New York. Gibbons also has a third office in Trenton and
is considering opening up two more offices in Philadelphia and Washington, D.C.

“New Jersey law firms face substantial challenges when competing for business against firms
in New York City and Philadelphia. We do not infend to become a thousand-lawyer law firm, but
we want to grow and strive,” states Dunican. The firm has a sophisticated business and commer-
cial litigation practice as well as a drug and medical device defense litigation practice. It also con-
tinues to expand its already solid intellectual property and corporate departments. Gibbons has
proven that it can handle cases in New Jersey, New York and the entire nation.
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corporate base. Raising their families in
New Jersey, they saw a chance Lo prac-
tice the way they had in Manhattan —
only without crossing through the tun-
nels or over the bridges. As a result,
firms like ours started to build a corpo-
rale practice.”

Gross, a 1962 Harvard Law School
graduate who practiced in Manhattan
for 15 years, was one of those expatri-
ate New Yorkers who moved across the
Hudson, amiving in New Jersey 24
years ago.

“1 leamed 1 could do just as well in
New Jersey without the horrendous
commute,” he says. Both he and the
firm prospered.

Sills Cummis’ strength is business
and industry, with heavy involvement
in phammaceuticals, medical devices
and health care, running the gamut
from litigating in a product liability
defense to working an intellectual
property deal that involves a licensed
product.

“New Jersey gives us one major ben-
efit other jurisdictions do not have,” he
says. “We are known as the Medicine
Chest of the World. That gives those of
us who practice here a greater in-depth
knowledge of the health care industry,
pharmaceutical industry and medical
devices. Thats also why a firm like
ours, working for the industry, spans so
many different areas of practice.”

Sills Cumnmis has no need to solicit
business through advertising,

“The key for us is reputation, reputa-
tion, reputation,” Gross says, “unlike
real estate, which is location, location,
location.

“Your reputation comes from cotpo-
rations you've represented, what deals
you've done, what transactions you're
noted for. In corporate law, transaction-
al experience counts. Most of our trans-
actions are based anywhere in the
country. The other law firms, more
often than not, are in New York,
Chicago or California.”

According to Gross, Sills Cummis is
a better bet for a corporate transaction
than a New York firm because of the
experience factor.

“The worst thing you can do in a

g 12=m0



transaction is put a lot of young attor-
neys on it,” he says. “They tesearch
things that are irrelevant, take up time,
and lead you down the wrong path. Its
not like litigation, whete there are a lot
of things to research.

New York firms may put their best
manpower on billion-dollar deals, but
only younger attorneys on million-dol-
lar deals, Gross suggests. “We put very
experienced lawyers on deals worth a
couple of hundred million,” he says.
“The client gets more sophisticated,
experienced talent on that size of deal
than he would if he went to one of the
biggest and best firms in Manhattan.”

Only in the last 10 years have New
Jersey law firms started winning recog-
nition as equal to their better-known
colleagues in the Big Apple, Gross says.

“Each year, its increasing. Theres a
different business model here. The
New York business model is to hire 100
entry-level lawyers and start employing
them. That is not our business model at

Sills Cummis and I don't think its the~

business model of any of the other New
Jersey firms that do corporate transac-
tional work.”

The Sills Cummis’ business model
obviously works: the firm has the high-
est revenuies-per-lawyer of any in New
Jersey, upwards of $500,000 in 2002
(the last year for which such figures are

available). Under guidelines issued by
The American Lawyer, a firm at that
leve] would rank among the Top 75 in
the United States.

The competition is alsa keen for
Lowenstein Sandler P.C., another
firm with headquarters in Essex County.

According to managing director
Michael L. Rodburg, “Our primary
focus is on providing quality and
responsive legal
services to our
existing clients.
That will eam us
the best possible
reputation and
lead our clients
and others who
know our work
to0 Tecommend
us. All we really need to do secure cor-
porate business is to be given a chance
to show what we can do with a specif-

Rodburg

ic engagement.”

Toward that end, the firm does con-
siderable marketing, including speak-
ing and writng engagements, conduct-
ing and attending seminars and even
some advertising.

“Those efforts,” says Rodburg, “are
aimed primarily at bringing ourselves
to the attention of the greatest number
of prospective clients and referral
sources. Its what you do with those

opportunities that spells success or
failure.”

The 43-year-old, Roseland-based firm
employs 220 attomeys and has offices in
Somerville, Princeton and New York.
Named New Jerseys premier law firm
by the Chambers Guide to Americas
Leading Business Lawyers, it provides a
full range of legal services to business
and industty. In addition, irs lobbying
and governmental relations subsidiary,
Issues Management LLC, is the top-
ranked lawyer-lobbying firm in the
state.

“Mid-sized businesses and closely-
held businesses leamn that they too can
et high-quality legal services on a par
with New York City firms, with the
convenience and attention they might
not otherwise get from such firms,”
says Rodberg.

“In our corporate practice, we find
that only rarely are other New Jersey-
based firms on the other side of the
transaction. We are more likely to
encounter New York or national law
firms, but we believe we are somewhat
unique in New Jersey for that reason.”

For Rodburg, opening a New York
office was a no-brainer.

“We located in New York (beginning
in February 2000) because we are a
metropolitan regional firm and New
York is the financial capital of the

Littenberg

LERNER DAVID SERVICES NATIONAL GLIENTS FROM ONE LOGATION

he law firm of Lerner, David, Littenberg, Krumholz and Mentlik, LLP. Westfield, says its main competitors are New York and California. Being-an estab-
lished, large practice, with 52 attorneys in the state, Lerner seems to hold its own against these considerable firms. “| believe that we compete suc-
cessfully with the New York firms because we measure our success in terms of our clients” success, and this approach has resulted in continued high-qual-
ity client referrals for the last 30 years,” says Joseph S, Littenberg, Esq., a partner at the firm.

Littenberg says that Lerner distinguishes itself from New York firms by the relationships it forms with its clients. “We do not
distinguish ourselves from a New York firm on the basis of cost, but rather on the basis of achieving our clients’ goals, and the
ability to convince prospective clients that we will do the same for them. We always strive to do so at minimum cost, as that
is the way to maintain long-term relationships, which are essential to a viable practice,” he says.

Westfield is the firm's only location and it does not have any plans of opening a practice in New York. “| practiced in New
York City for about five years, and love the City. However, we found that we did not need to have an office in New York or else-
where,” says Littenberg. “Our biggest asset is our knowledge and experience, and this is maximized for the benefit of our
clients by having all of the best people in the same location,” he says.

Lerner competes for clients on a national fevel. It has clients from California, Washington, Flarida and New York to Tokyo,
Finland, Sweden, Germany and England. “I consider the competition to be naticnal rather than international because we rep-
resent our foreign clients with respect to U.S. matters. The one qualifier to this statement is that we often negotiate world-
wide settlements when resolving U.S. matters,” comments Littenberg.

Lerner's practice is limited to intellectual property, which includes; patents, trademarks, copyrights and trade secrets. It also
covers all areas of technalogy. “New Jersey corporations that have knowledgeable intellectual property personnel look at firms
that can fulfill their needs,” says Littenberg.
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region, if not the world. From our New
York office, we can conveniently
expand our offerings in the metropoli-
tan area. [n addition, some practices,
like New York real estate, really need to
be in the city on a day-to-day basis.”

There are no plans for other out-of-
state locations, he adds, because they
don't fit the firmss strategic goals.

“We offer sophisticated legal services
on a national basis that do not require
any specific geography,” he says. “We
mode] ourselves after the best upper-
tier firms in New York who have no
need for branch offices. We also seek to
provide a [ull-service option to the
middle market in the metropolitan
region. We can do so from New Jersey
and New York.”

Rodburg concedes that some corpo-
rations still favor big-city firms because
of their location. But there are other fac-
tors, too.

“Some Jersey-based corporations
lean that way out of ignorance of the

New Jersey legal market or because

their general counsel or corporate offi-
cers expect them to be represented by
New York or Philadelphia firms. But its

DRINKER BIDDLE
EKPANDS IN NY

he law firm of Drinker Biddle &

Reath LLP, as part of Shanley &
Fisher, has maintained a firm location in
New York since the early 1980s.
Formerly in the World Trade Center until
September 11, 2001, the firm located its
new premises at 30 Broad Street, where
it continues very busy securities litiga-
tion, insurance law and personal and
fiduciary law practices.

Drinker, with New Jersey offices in
Florham Park, is now in the process of
growing in New York, by adding lawyers
in the practice areas of bankruptcy, labor
and employment and corporate securi-
ties. The firm is planning to increase its
New York presence by 50 percent in the
next year.

According to Daniel F. 0'Connell, the
partner-in-charge of Drinker's Florham
Park office, the law firm is committed to
growih and expansion. The firm believes
that a viable New York office is impor-
tant to its clients and to Drinker's overall
development.
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not about location. Its more about the
size and institutional strength of the
law firm and whether it represents
national and international interests of
significance.

“Until corporate practice firms lile
ours developed in New Jersey, Jersey-
based corporations rightly viewed
Garden State law finus as best-suited to
local interests, primarily litigation, real
estate and local employment issues,
and not suited to their more national
corporate needs. It will take many
more years of New Jersey firms provid-
ing in-depth and sophististicated cor-
porate legal services before the prefer-
ence for New York or Philadelphia
changes,” he says.

“It will be some time — and maybe
never — before New Jersey law firms
are viewed as equal to those in New
York or Philadelphia,” he admits, “but
general propositions are riddled with
exceptions,” he says.

Rodburg notes that his firm does not
compete for business with the uppet-
tier firms of Manhattan.

“We are not likely to attract those
transactions that must, by their nature
and size, go only to those very upper-
tier firms,” he concedes. “In that sense,
we are not fully and directly in compe-
tdton with all of the firms in New
York.”

Rodburg strongly suggested that New
York finms recognize the Lowenstein
Sandler name.

“A few New Jersey firms, and [ would
count ours among them, have given
New York law firms reason to take
notice,” he says. “They see us frequent-
ly on the other side of major transac-
tions or competing with them, often
successfully, for clients in the same
sophisticated fields of endeavor.”

He adds that location matters only
occasionally when corporations pick a
law firm.

“The market for legal services is quite
large and complex,” he says. “At the
highest levels of corporate practice, and
among the worlds largest corporations,
competition is certainly national and
international.

Location is a whole different ballgarne

in South Jersey, where the primary com-
petition comes from Philadelphia, on
the Pennsylvania side of the Delaware
River.

Flaster/Greenberg P.C.. based in
Cherry Hill, has three other New Jersey
offices, one in Philadelphia and anoth-
er in Wilmington, Delaware. With 21
practice areas, it a multi-disciplinary
lirm serving primarily small- to mid-
size businesses.

“Although we occasionally compete
on a national level, our niche is region-
al,” Managing Shareholder Peter R.
Spirgel tells New
Jersey  Business.
“Many times, the
size of the law

"

firm and the vari-
ous office loca-
tions of that firm
have a bearing on
obtaining corpo-
rate business.
“We do not consider New York our
market niche. Qur focus is in the
Southern New Jersey area, We are

Spirgel

anchored in Camden County but our
base stretches from Cumberland and
Adantic counties to Philadelphia and
Wilmington.”

Although the firm is relatively small,
employing 50 attomeys, much larger
Philadelphia firms are starting to feel
the heat.

“We compete with Philadelphia firms
and believe they are starting to perceive
Flaster/Greenberg as competition,” Spir-
gel says. “Being sandwiched between
New York, Philadelphia, Wilmington,
and Washington is a plus. Mid-sized law
firms like Flaster/Greenberg are a magnet
for top attorneys looking for opportuni-
ties to shine.”

Like a winning baseball team, Flas-
ter/Greenberg Lries to field an All-Star at
every position.

“The best law firms hire the most
competent attorneys and provide them
with the support staff and marketing
tools to compete for corporate busi-
ness,” Spirgel says. “Flaster/Greenbergs
business and geographic niche sets us

apart for other firms in South Jersey
and Philadelphia.”




Business is growing, especially in the
walke of the Camden waterfront revival.

According to Spirgel, “The redevelop-
ment of the Camden and Pennsauken
waterfront bodes well for future eco-
nomic growth with the need for legal
services increasing in real estate, land
use, construction and environmental
law.”

The suburban location of the Flas-
ter/Greenberg headquarters also helps.

“Suburban firms usually work with
lower overhead and therefore can offer

more competitive rates,” Spirgel notes.
“Large corporations also spread their
work around much more than they
used to. They seek out firms or attor-
neys with the particular expertise or
contacts best-suited to their immediate
need.”

“Competition depends upon the
legal need. If the need included securi-
ties, entertainment or international
work, there would be a lot of competi-
tion from New York City. But corpora-
tions are beginning to realize that tal-

Where Do New Jersey's
Top Dealmakers

Practice Law?

Morgan Lewis, of course.

Qur Princeton office welcomes Business and Finance Practice
partners David ). Sorin, Andrew P. Gilbert, Karen F. Leisten and
Richard S. Mattessich to its premier New [ersey-based transactional
practice, including partners Steven Cohen,Manya Deehr, Denis Segota

and Randall Sunberg,

Qur lawyers represent leading technology and life sciences companies
in New Jersey with their transactional legal needs, such as venture capital
financing, IPOs, M&A, and technology and life stiences transactions,

including the following:
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Steven M. Cohen at scohen@morganlewis.com,
Andrew P. Gilbert at agitbert@morganlewis.com,.
David |. Sorin at dsorin@morganlewis.com; or
Randall B. Sunberg at rsunberg@morganlewis.com
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ented and capable law firms exist in the
corridor between New York and
Washington.”

He adds that corporate prejudice
toward big-city firms has evaporated,
especially with the advent of e-mail and
other 21st century technology.

“Corperations choose a law firm
because of expertise,” he says. “Perhaps
20 years ago, there was a large preju-
dice toward New York or Philadelphia-
based firms. But with the technological
revolution, that school of thought had
less of an impact. New Jersey firms,
including ours, gained more recogni-
tion as technology improved (e-mail,
internet, common applications).”

He says the firms fuwure could
include an office in Mercer County.

A Monmouth County firm of similar
size, Giordano, Halleran & Ciesla,
PC., employs 43 attorneys and prac-
tices in 14 different legal areas: corpo-
rate and securities; business and bank-
ing; intellectual property; land use; real
estate and development; planned real
estate development; environment; com-
mercial litigation; health and hospital;
labor and employment; trusts and
estates; government affairs; government
contracts; government investigations;
white-collar crime;, and tax law:

“Ten years ago, a majority of our
firm’s clients were businesses based in
Monmouth, Ocean and Middlesex
counties,”  says
Phil Forlenza, a
19-year veteran
of the firm who is
currently a part-
ner in the corpo-
rate and securi-
ties department.
“Now our client
base is truly state-
wide. There’s no doubt in my mind that
technology has had a role in increasing
the firm’ footprint to include clients all

Forlenza

over New Jersey.

For middle-market clients, which are
the types of clients we typically serve,
competition is generally more regional.
Some clients prefer to have counsel
located nearby in order to faciliate face-
to-face meetings.”
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Knowledge of the local legal land-
scape also helps, according to the 45-
year-old attorney.

“A builder who seeks to obtain
approvals for a local development may
want to consider whether or not his
atorney has experience working with
the municipality in which he wishes to
develop,” he suggests.

Based in Middletown, Giordano,
Halleran & Ciesla has a Trenton office
but none in New York. Yet the firm
remains highly competitive in acquir-
ing new corporate clients, according to
Forlenza.

“In some cases,” he says, “the ability
of a firm to provide one-stop shopping
is important to a prospective client.
Cultivating referral sources, such as
accounting firms, venture capital firms,
investment banks and other financial
intermediaries, is also an important
component in altracting corporaie
work.”

Competition comes not only from
New York but from larger national
firms.

“New York firms represent an in-
creasing source of competition for New
Jersey law firms,” he notes. “And its no
secret that many New York and nation-
al firms have opened offices in the state.

“New York investment banks often
steer clients to New York firms with
whor they have a relationship, partic-
ularly in connection with securities and
sophisticated mergers and acquisition
work.”

What makes Giordano, Halleran &
Ciesla competitive is the experience and
price available to prospective clients.

According to Forlenza, “We empha-
size the quality of our services and our
experience in sophisticated corporate
matters. We give the client a good idea
of who will be working with them on a
particular project and, where appropri-
ate, stress that a partner will stay signif-
icantly involved in the matter.

“Although we don't make our rates a
point of emphasis, they are generally
lower than the rates of our New York
counterparts. We believe that is an
important factor in the client’s decision-

1aking process.

L

For more than 30 years, Flaster/Greenberg attorneys have been solving
client problems before they start. This proactive approach saves time,
energy, and money. Best of all, it helps clients relax and keep their mind on
business, because it's not just about complying with laws—It's about the

benefits that come from forward thinking.

For comprehensive and innovative legal solutions... Flaster/Greenberg P.C.
Your Home Court Advantage

= FLASTER
= (GREENBERG

ATTORNEYS A1 Law € A PROFESSI0ONAL CORPORVITON

856.661.1900
Cherry Hill | Cranford | Egg Harbor Township | Vineland | Philadelphic: | Wilminglon
WWW.FLASTERGREENBERG.COM
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INTELLECTUAL

PROPERTY

Sophistication
matters...

... to maximize IP value

COUNSEL

: ... to identify IP-related business opportunities
600 SouTs AVENUE WEST

. to effectively resolve IP threats
WESTFIELD, NJ 07090-1497
908.654.5000

Specializing exclusively in
Dpatents, trademarks, copyrights,
unfair competition and other areas
of intellectual property law.

Fax 908.654.7866

WWW.LBDLEM.COM

“I'm sure there are some Jersey-based
corporations that lean toward New
York or Philadelphia law firms because
they leel there may be a higher level of
sophistication in larger cities,” he says.
“In some specialized areas, that may be
true. But in other practice areas, a very
high caliber of legal counsel can be
found within the state, with New Jersey
attorneys usually more cost-effective for
clients.”

McCARTHY and SCHATZMAN, PA.

Attorneys at Law
731 Alexander Road, Suite 201
Princeton, New Jersey 08540
609.924.1199

Serving the Princeton Area since 1927

« TRIAL and APPELLATE LITIGATION « PARTNERSHIP and CORPORATE LAW s REAL ESTATE «
PERSONAL INJURY ¢ LAND USE-ZONING * DIVORCE/FAMILY LAW « COMMERGIAL LENDING
* EMPLOYMENT LAW « CREDITOR’S RIGHTS * ESTATE PLANNING and ADMINISTRATION
* REGULATORY LAW » MUNICIPAL COURT ¢ MALPRACTICE
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McCarter & English (M&E) may
have the greatest reach of any Jersey-
based firm, employing more than 320
attorneys in seven offices along the
nation’s Northeast corridor. Beyond its
Newark headquarters, M&E opened
branches in New York (1980), Wil-
mington (early ‘80s), Philadelphia
(1999), Baltimore and Hartford (both
2001) and Stamford (2003). The
rationale for the expansion is to
enhance the firms delivery of legal
services to clients confronting issues
and circumstances in more than one
jurisdiction.

Competition for business comes
from both Manhattan and national
firms.

According to
partner Howard
Kailes, “McCarter
& Englishs cor-
porate practice
distinguishes
itself from other
metropolitan-
based practices in
its concentration
on mid-cap and small-cap transactions.
The team of attorneys assembled by the
firm will rival or surpass in focus the
attention by metropolitan-based firms
to much larger transactions.”

The firm has a solid corporate
finance practice in mergers and acquisi-
tions, securities law, venture capiral and
fund formation, and banking transac-
tions, he says. In addition, the corpo-
rate practice is complemented by sup-
port from the firmn’s tax, intellectual
property, employee benefits, real estate,
environmental, product lability, bank-
ruptcy and litigation work.

An October 2002 merger brought
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\ the firm of Krugman & Kailes under
the M&E umbrella, with Kailes as a

Sl A Higher Standard

“M&E has interacted successfully, as
both colleagues and adversaries, with
firms throughout the country” Kailes Lowenstein Sandler Sweeps Guide to

says. “Our particular growth in six met- L : ;
. °© eadin s
. ropolitan centers outside New Jersey mg BuSlness LCULU}’QYS

Once again, Lowenstein Sandler has more attorneys listed in
. the “Chambers USA Guide to America’s Leading Lawyers
Morgan Lewis for Business” than any other law firm in New Jersey.

Adds to Ranks Congratulations to our attorneys who earned recognition:

he Princeton-based law firm of

Morgan Lewis adds seven premier
lawyers from Wilmer Cutler Pickering Hale
and Dorr LLP, who will join the business
and finance practice in the firm's Princeton
office. The group includes four partners,
one of counsel and two associates.

"We are very pleased that David Sorin,
Andy Gilbert, Karen Leisten and Rich
Mattessich and their colleagues have cho-
sen to join Morgen Lewis in Princefon,”
says Francis M. Milone, chair of Morgan
Lewis. “They are exceptional corporate
finance and technology transaction
lawyers with industry experience in the
growing areas of information technology
and life sciences. Their IPO practice adds
significantly to Morgan Lewis’ capabilities
nationally and internationally.”

Among the partners is David J. Sorin, an
attorney who has played a vital role in
building the infrastructure to support the
New Jersey/New York technology corridor.
He was the leader of a team of lawyers
who, in the last three years, represented
clients in more than 400 transactions with
an aggregate value of $18 billion. He is
also the co-founder, and serves on the
board of directors, of the New Jersey
Technology Council.

Other Morgan Lewis attomeys are:
Andrew P. Gilbert, who focuses his practice
in the areas of corporate finance, venture
capital and securities law; Karen F
Leisten, who focuses her practice on rep-
resenting information technology, biotech-
nology and other clients in the commer-
cialization of technology assets; and
Richard S. Mattessich, who practices in
the areas of corporate finance, venture
capital and securities law.

The expansion of the Morgan Lewis
Princeton office to 34 lawyers enhances
the firm's emerging growth, technology
and life sciences practices in the Mid-
Atlantic region. It also boosts the firm's
global life sciences and technology prac-
tices, supporting its strategic expansions
on the West Coast, Eurgpe and Asia.

Peter H. Ehrenberg

Chair, Corporate Department

David L. Harris

Chair, Litigation Department

Gregory B. Reilly

Member of the Firm, Litigation Department

Lawrence M. Rolnick

Chair, Securities Litigation & Enforcement Pracrice

Joseph LeVow Steinberg
Co-Chair, Real Estate Practice

Alan Wovsaniker

Member of the Firm, Corporate Department

Edward M. Zimmerman
Chair, The Tech Group

“Market commentators believe that this firm houses
‘the leading corporate department in the state.”

- “Chambers USA”

“Clients think the world of the 108 attorneys
comprising this litigation practice, praising their
‘responsive approach - it is a creative team that gives
terrific service.” - “Chambers USA”

For more information contact, Michael L. Rodburg, Esq.,
at (973) 597-2466 or mrodburg@lowenstein.com.

Please wisit us at www.lowenstein.com.

LOWENSTEIN SANDLER rc
63 Livingston Aremie 1251 Avenne of the Awericas
Roscland, Neu New York, New York 10020
Telephone i 3 Telephone 212,262.6700

Fax 973.. Fax 212.262.7402
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BUSINESS LAWYERS
FOR

BUSINESS LEADERS

Connell Foley 1ip

Attorneys at Law

COUNSELING CLIENTS IN A WIDE
VARIETY OF PRACTICE AREAS

Banking Law and Finance

Bankruptcy, Reorganization,
and Creditors’ Rights
Business_Litigation
Consn'u:t.ion Law
Corporate Law and Transactions
Enviromn—ental Law
Health Care ang_ Medical Practice
Insura;{;e Law
h\tellech;l—l Property
Internet and Infom_iaﬁon Technology
Labor and Em_ployment Law
Occupational and Environmental
Health Litigation
Product Liability and Tort Law
Professionel Liability
Public_l;inance
Real Estate Law and Land Use

Taxation and Estate Planning

ROSELAND OFFICE
85 LIVINGSTON AVENUE
ROSELAND, NJ 07068
(973) 535-0500
CONTACT: JOHN D. CROMIE

JErsey CITY OFFICE
6 CHAPEL AVENUE
JERSEY CITY, NJ 07305
(201) 521-1000
ConTtAacT: PHivir F. MCGOVERN

NEwW YoRK OFFICE
888 7TH AvENUE
NEW York, NY 10108
(212) 262-2390
CoNTACT: PETER J. Pizz!

= www.connellfoley.com ==
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speaks for itself. And our headquarters
at Newark’s Gateway Center (adjacent
to Newark Penn Station) has proven to
be an extraordinarily auspicious base of
operations.”

M&E is involved in corporate trans-
actions and litigation throughout the
country and has substantial activity
with respect to U.S. businesses entering
overseas marketing, as well as foreign
businesses doing business in the U.S.
In April, one of its corporate partners
went to Paris to address the French-
American Chamber of Commerce sem-
inar organized in conjunction with the
American embassy.

The prestige and publicity of such an
appearance helps in the never-ending
competition for corporate business.

Kailes concentrates in corporate mat-
ters, including mergers and acquisi-
tions, financing of public and private
entities, securities Jaw and creation of
investment vehicles. He has managed
numerous international acquisitions,
divestitures and investments involving
sophisticated financial arrangements.
He is admitted to practice law in both
New Jersey and New York.

A century-old Philadelphia firm with
growing New Jersey roots, Pepper
Hamilton has 400 lawyers in nine dif-
ferent offices, spread across five states
and Washington, D.C. Twenty-seven of
those attorneys operate out of
Princeton, where Dennis R. Casale is
co-managing partner of that location as
well as vice chairman of the firm’s
Financial Services Practice Group. A
one-time Deputy Attorney General of
the State of New Jersey, he joined
Jamieson Moore Peskin & Spicer in
1983, then formed Pepper Hamilton’s
Princeton office with 18 Jamieson
Moore attorneys in January 2001.

Pepper Hamilton first opened an
office in Southern New Jersey in
November 1990 to serve clients with
litigation in New Jersey. Its first Garden
State location was Westmount, though
it later moved 1o Cherry Hill. Late last
year, two years after the founding of the
Princeton office, the two New Jersey
locations were consolidated.

“The Princeton region offered more

was previously published
here with permission.
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opportunities to support and grow the
type of practice we are building,”
Casale explains. “We came to realize
that it made good business sense to
consolidate the New Jersey side of our
practice into the larger, more diverse
office in Princeton.”

Having a major presence in the
Garden State helped Pepper Hamilton
proSper.

“The rules of New Jersey practice are
quite specific about how litigation is
handled and who may practice before
the courts,” Casale says. “But with com-
munication technology being what it is
today, clients want to hire the best
lawyers for their needs, regardless of
where their offices might be.

“Locaton matters less than the ability
to serve clients effectively and elficiently.
We have many clients with offices in
Europe and we handle their legal work
as we would if we were practicing in any
city in the United States.”

The mulii-practice firm, founded in
1890, provides corporate, litigation,
and  regulatory
legal services to
businesses, gov-
ernment entities,
non-profit organ-
izations, and in-
dividuals throug-
hout the nation
and the world.
Beyond its Phila- Casale
delphia headquarters and Princeton
location, it has offices in Detroit, New
York, Washington, Philadelphia, Pitts-
burgh, Harrisburg, and Berwyn,

Pennsylvania.

Despite its size, Pepper Hamilton
prides itself on providing personalized
service. It even has a vision statement
that starts, “We counsel each client as if
it were our only client.”

According to Casale, “Thats more
than 4 slogan — we live by it. We believe
our client service distinguishes us from
many of our competitors, in New York,
Philadelphia and elsewhere.”

One thing is obvious: corporations,
clients and individuals in search of a
top-flight firm no longer have to cross a
river to find one. &
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