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Sealing The Deal                                                                                                                                      
1 Firm Guided 2019's Two Largest San Francisco Office Deals 

By Andrew McIntyre 

Law360 (February 21, 2020, 5:03 PM EST) -- Orrick scored work on the two largest San 
Francisco office transactions of 2019, guiding deals worth roughly $600 million and 
$800 million for two separate sellers and helping both parties navigate a complex sales 
process along the way. 
 
The firm represented an undisclosed seller of Levi Strauss & Co.’s headquarters, Levi’s 
Plaza, in a deal worth more than $800 million, and also helped Zynga Inc. with a roughly 
$600 million sale that involved leasing back some of the tech company’s San Francisco 
headquarters. 
 
Both deals had their unique sets of challenges, and both came with added pressure, 
given the large price tags involved, according to Orrick Herrington & Sutcliffe 
LLP partner Mike Liever. 
 
Levi’s Plaza, for one, was a rare property in San Francisco, given that it’s a 930,000-square-foot campus 
in a city that has few such campuses. And when the owner, a venture of three unnamed foundations, 
was looking to sell the office campus, it considered several law firms. 
 
“We got the deal through an interview process. They interviewed a number of firms and selected Orrick. 
We were very lucky to get that,” Liever told Law360 in a recent interview. “It is an urban campus in San 
Francisco. It has a nice common area. It has grass.” 
 
In addition to a law firm search, the seller also needed to do a search for a buyer, and enlisted 
broker Eastdil Secured for help. 
 
“It’s usually a process where the real estate broker sends out a package to the major players in the real 
estate industry,” Liever said. “They usually hire the lawyers before they select the buyer, and that’s what 
they did here. Then they marketed the property worldwide.” 
 
While the property was unusual in that it was a campus in San Francisco, it was also subject to a ground 
lease with the city acting as the landlord, which meant that the city needed to be involved in the sale 
process. 
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The city had to give its consent for the new buyer to take over the property, and that added an extra 
layer to the deal, on top of various other more traditional aspects of such deals. 
 
“We needed to obtain consent from the city of San Francisco. We had to go in and explain who the 
buyer is. Then they have to evaluate,” Liever said. “We review the title, survey and zoning, and make 
sure there’s nothing unusual. Then there’s a negotiation of the purchase agreement and an assignment 
of the ground lease. The whole process takes several months.” 
 
While the brokers handled the task of finding a shortlist of buyers, Liever and his team got involved in 
discussions with potential buyers when the buyer pool had been reduced. 
 
One key at that point was to ask all the finalists for comments on the purchase and sale agreement 
before selecting a buyer, Liever said. 
 
“The reason for doing it that way is to limit the number of comments that you get on the purchase and 
sale agreement,” Liever said. “When the buyer has not yet been selected you will get fewer comments 
than you would if the buyer had already been selected.” 
 
Jamestown LP was ultimately selected as the buyer, and had counsel from Farshad Morè at Gibson Dunn 
& Crutcher LLP. Morè declined to comment. 
 
Kelsey Kummer, Dustin Calkins and David Gotsill at Orrick also worked on the deal on the sell side. 
 
“The sheer size of the transactions was one interesting point,” Kummer said, referring to the Levi’s Plaza 
and Zynga deals. “When it comes with such a big sales price, it’s kind of a more high pressure deal, and 
that makes it a lot more fun.” 
 
The Zynga transaction, meanwhile, had a separate set of complications, given that Zynga was looking to 
do two things: sell its 670,000-square-foot building and also lease back part of the space. 
 
Sale-leasebacks are a common way for companies to take some chips off the real estate table by selling 
a property while maintaining a footprint, but doing so requires finding a buyer that’s willing to go along 
with the plan and also requires hammering out a somewhat complex lease agreement that works in 
tandem with the purchase and sale agreement. 
 
“It’s a more complicated legal deal,” Liever said. 
 
As part of the transaction, Zynga reached a deal with buyer Beacon Capital Partners LLC to lease part of 
the space for 12 years, and maintain its world headquarters at the building. 
 
Part of what made the Zynga deal unusual is that the company isn't a real estate firm, but rather a tech 
firm that operates in the social gaming space. Orrick had done legal work for Zynga in the past, helping 
the firm with certain litigation and cyber security matters, but had not done real estate work for the 
firm. 
 
That meant Orrick had to help Zynga work through certain real estate issues, such as the question of 
amenities. Since Zynga was not leasing back all of the building, the ensuing lease had to address the 
question of which amenities which tenants can use. Airbnb Inc. is also a tenant at the building. 
 



 

 

“For somebody’s headquarters, you have to work out how the amenity space is used,” Liever said. 
 
Orrick worked alongside internal counsel at Zynga to get the deal done, with Matt Lubniewski, Claudia 
Sanchez Wilson and Phuong Phillips also helping with the transaction. By contrast, the sellers of Levi’s 
Plaza did not use internal counsel. 
 
Liever said Orrick used a similar process with the finalists for Zynga, sending out a potential purchase 
and sale agreement and asking would-be buyers for comments prior to selection. 
 
“When you’re involved in deals with this dollar amount, there’s a lot of scrutiny from the client,” Liever 
said. “It was great to work with Zynga because they have very smart and savvy businesspeople and 
internal counsel. They came to us as a non-real estate client. We were very fortunate.” 
 
Beacon, meanwhile, had counsel from Kevin Rose at Reuben Junius & Rose LLP, and Paul Churchill 
at Mintz Levin Cohn Ferris Glovsky and Popeo PC helped the buyer on aspects of the lease back to 
Zynga. Rose declined to comment and Churchill couldn’t be immediately reached for comment. 
 
Kummer and Gotsill at Orrick also worked on the deal, and Orrick’s Jack Machalow, Brett Cooper, Grady 
Bolding and Steve Malvey also helped with the Zynga transaction. 
 
“We really like working with innovative companies on innovative transactions like the Zynga sale-
leaseback deal,” Kummer said. 
 
--Editing by Emily Kokoll. 
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