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COMMENTARY
Growth in the ranks 
of the super high net 
worth — and the 
facts of life — put 
private client in favour

Speaking to your average M&A lawyer can be quite depressing 
these days. With no deals on the horizon this side of Christmas 
and banks not cutting any slack on financing, many partners are 
down in the doldrums.

But not so for the private client lawyer. Tightening tax laws and 
falling oil prices mean more work for wealth management special-
ists. Despite a general downturn in activity in pretty much every 
sector bar litigation and restructuring, the private client arena has 
remained one of the more resilient to market fluctuations.

Of course, much of this work, with the exception of the occa-
sional high-profile divorce settlement, gets little press attention. 
And while the sector prides itself on client discretion, internally 
at least many partners are finding themselves in the limelight as 
one of the few remaining profitable practices in many firms.

During the past decade, there has been a steady decline in the 
number of firms able to give advice to high net worth individ-
uals, with firms including Simmons & Simmons and Stephenson 
Harwood slowly drifting away from the area after losing part-
ners to LG and Charles Russell respectively.

At the time, the justification was purely monetary: large 
corporates and banks are more regular and more lucrative cli-
ents. But with the wheel coming full circle and the wealth held 
by individuals often surpassing corporate clients, it is not sur-
prising that private client departments are looked on with envy. 
Indeed, some teams benchmark themselves by the number of 
billionaire clients in the roster.

As one seasoned partner puts it: “It is not the drafting of long 
wills for old ladies with a bequest to their cat that makes us cash. 
If your average client is worth a hundred million or so, they prob-
ably have more free cash than most companies at the moment.”

And if your other strengths lie in the fading glory of property 
and private equity, such as the likes of LG and Macfarlanes, it 
must make your private client department that bit more popular.

As the work is by nature international, such as advising on 
overseas tax structures, and the stream of work brought in by 
the Government’s changes to non-dom tax and immigration 
laws, partners are also citing the added hedge built into the busi-
ness protecting against the UK downturn.

Add to this the renewed emphasis from governments to crack 
down on offshore tax havens in an attempt to boost revenues, 
and you can see why wealth management lawyers are getting 
pride of place in managing partners’ budget reports.

One head of department commented: “There is more and more 
regulation in the world these days, all generating work for us. 
Equally, individuals are comparatively much less regulated than 
companies and have the ability to do things at the moment that 
companies couldn’t — which also means work for us.”

Inevitably, partners are facing increasing pressure on fees, 
and many clients are also delaying tinkering with aspects such 
as estate planning, unless strictly necessary.

However, with Alistair Darling’s recent pre-budget report high-
lighting plans to reassess tax in crown dependencies, including 
the Isle of Man and Channel Islands, and incoming US President 
Barack Obama being one of the major signatories to the ‘Stop 
Tax Haven Abuse Act’ in the US, it is clear that the stream of 
work for private practice is far from drying out.

So with the inevitable tax joke, one partner summarises: 
“They say only two things in life are certain — death and taxes. 
Well, both of those fall into our remit.”
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Death and taxes help 
private client teams 
beat the crunch

claire.ruckin@legalweek.com

Property boutique Forsters is 
advising regeneration special-
ists Menta on a £500m mixed-use 
development scheme in Croydon.

The firm has been fielding a 
team led by commercial property 
partner Eugene McMahon advising 
Menta on the scheme at Cherry 
Orchard Road in Croydon, next to 
East Croydon station. 

McMahon’s team is providing 
Menta with property, planning, 
construction and finance advice 
on the project, which is expected to 
create more than 1,000 residential 
units across three towers. 

One of the towers will be 51 sto-
reys high — making it the tallest 
residential tower in London. Plan-
ning application for the scheme, 
which will also comprise 470,000 
sq ft of commercial development, 
was submitted to Croydon Council 
late last month, with a decision 
expected in spring 2009. 

McMahon said: “The project is 
a very good example of our cross-

disciplinary work, as it brings 
together the commercial property 
and finance expertise of the firm.  
At the moment, this type of project 
is good for firms as the scheme has 
legs. At a time when the investment 
market is flat, this kind of major 
regeneration project — which takes 
years — provides a good stream  

of work for law firms.”
Royal Bank of Scotland funded 

the project, with the bank turning 
to Scots leader McGrigors, where 
former partner Colin McKay 
headed the team before leaving for 
Eversheds. London-based finance 
partner William Greig subse-
quently took over from McKay.

The Cherry Orchard Road 
scheme was designed by Ken Shut-
tleworth, of Make architects, who 
also designed the Gherkin tower in 
the City.

Separately, Eversheds has 
advised Croydon Council on a part-
nership with developer John Laing 
for a different £450m regeneration 
project in Croydon. The deal makes 
Croydon the first local authority to 
use an asset-backed public-private 
urban regeneration partnership, 
with the pair creating a 25-year 
union with 50/50 ownership.

Eversheds is running a team led 
by commercial partner Kuljeet Hothi 
while Denton Wilde Sapte real estate 
partner Richard Budge is leading 
the team advising John Laing.

Forsters picks up £500m Croydon 
residential development mandate

Leading property boutique secures major London development opposite McGrigors

Croydon skyline: 
Forsters advising 
on three new 
residential 
tower blocks
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Herbert Smith to handle 500m refinancing
jeremy.hodges@legalweek.com

Herbert Smith and Clifford 
Chance (CC) have taken lead 
roles on a 500m (£429m) 
refinancing deal for IT and 
business services company 
Logica.

Logica turned to Herbert 
Smith, while CC advised the 
arranging banks. 

Herbert Smith finance 
partner Malcolm Hitching led 
the team for Logica, assisted 
by associates Elliot Beard and 
Louise Shelford.

The top 10 City firm has 
advised the IT giant since 2005, 
when a Freshfields Bruck-
haus Deringer conflict handed 
Herbert Smith a role on Logi-
ca’s 930m (£798m) takeover 
of French rival Unilog and a 
related rights issue. The firm 
was initially introduced to the 
company when it acted for Mer-
rill Lynch and Close Brothers 
as financial advisers on Logi-
ca’s 2002 merger with CMG.

Hitching commented: “For 
Logica to secure this financing 
in very difficult markets is evi-

dence of the quality of the com-
pany that such a significant 
amount of capital has been 
committed.” 

CC advised a syndicate of 
arranging banks comprising 
Barclays Capital, BNP Paribas, 
HSBC, Scandinaviska Enskilda 
Banken, Nordea Bank Finland 
ING Bank, Lloyds TSB Corpo-
rate Markets and RBS. 

The magic circle firm fielded 
a team led by London banking 
partner Geeta Kheehar, assisted 
by associate Steven Stavrous.

The new arrangements, 

which mature in 2011 and 2013, 
replace around half of the com-
pany’s existing banking facili-
ties. It comprises a 200m 
(£171m) three-year facility and 
a 300m (£257m) five-year 
revolving facility. 

Under the terms agreed, 
Logica will also have the flexi-
bility to add further banks and 
increase the amount of lending 
at a later date if needed.

Logica is a leading IT and 
business services company, 
employing 39,000 people across 
36 countries.

Paul Hastings acts on $680m Boeing purchase
emma.sadowski@legalweek.com

Paul Hastings Janofsky & 
Walker has sealed its first 
mandate for new client DCM 
Deutsche Capital Manage-
ment — advising the German 
fund manager on the $680m 
(£460m) acquisition of four 
Boeing 777F aircraft.

 The US law firm fielded 
a team from its European 
offices led by London corpo-
rate partner Keith Wilson, 
with Frankfurt corporate 

partner Hergen Haas advising 
on the German law aspects of 
the deal.

 The transaction marks the 
first instruction for Paul Hast-
ings from DCM Deutsche Cap-
ital, with the mandate coming 
through its German office. 

Lovells advised aviation 
fund Deucalion Capital, which 
sold the freight planes to DCM, 
with asset finance chief Robin 
Hallam heading the team 
acting for the sellers.

The deal involved around 

$380m (£257m) of financing, 
which was provided by a 
syndicate of lenders led by 
Calyon and the European arm 
of Sumitomo Mitsui Banking 
Corporation.

The banking syndicate 
drafted in Norton Rose for 
advice, with Munich asset 
finance partner Duncan Batch-
elor taking the lead role.

Commenting on the deal, 
Wilson said: “The impres-
sive thing about this deal 
was DCM being successful in 

raising this amount of finance 
in troubled markets. 

“The syndicate banks were 
more heavily involved in nego-
tiations than would have been 
the case pre-credit crunch and 
the quality of the assets — 
both aircraft and lessee — 
undoubtedly drove the banks’ 
enthusiasm.”

The four aircraft, which 
were financed separately, will 
be leased to Aerologic — a 
joint venture owned by DHL 
and Lufthansa Cargo. 


