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Dealmakers Q&A: Orrick’s Dennis Martin 

Law360, New York (August 12, 2014, 10:48 AM ET) --  

Dennis P. Martin serves as co-chairman of Orrick Herrington & Sutcliffe 
LLP’s global 200-attorney finance business unit. Prior to this role, he served as 
chairman of the firm's international real estate group. His practice focuses on 
real estate joint ventures, fund formation, project or portfolio-based 
syndications, complex financings, equity and debt restructures, and 
sophisticated distressed asset acquisitions, such as the recent acquisition, 
financing and disposition of 140 properties and assets from the Hostess 
Brandsbankruptcy and the acquisition and financing of Culver Studios. 
 
Martin is known as a leader in California court-appointed receiver sales 
transactions, acting on behalf of funds sponsored by Westbrook Partners 
and Starwood Capital Group. He spent seven years in Japan, where he built up 
Orrick’s international real estate practice with a focus on establishing 
acquisition, financing (including mezzanine financing), securitization and servicing platforms of real 
property, nonperforming loans and subperforming loan portfolios for international financial institutions, 
real estate investment trusts, investment banks and private equity funds. 
 
As a participant in Law360's Q&A series with dealmaking movers and shakers, Dennis Martin shared his 
perspective on five questions: 
 
Q: What’s the most challenging deal you’ve worked on, and why? 
 
A: Within the last 10 years, the most challenging “deal” has been a series of transactions with various 
layers of complexity which transformed Hackman Capital Partners (HCP), a regional industrial 
operator/manager that did one or two industrial property acquisitions a year into a national real estate 
and equipment fund manager handling multiple major transactions each year across the United States, 
with over $1 billion of assets under management. In a short time span, HCP transitioned from mundane 
deals using “friends and family” money to high-profile transactions involving major institutional 
investors such as Oaktree Capital and Square Mile and lenders like Deutsche Bank. 
 
Deals along the way have included a joint venture for the successful restructuring of a $455 million six-
tranche financing secured by 26 industrial properties located in the U.S. Northeast, a $62.5 million 
stalking horse acquisition of 140 manufacturing facilities and equipment from the bankrupt Hostess 
Brands (code name: Project Twinkie) and the subsequent sale of all 140 properties in separate 
transactions to 140 different buyers in the span of approximately one year, and its first real estate and 
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equipment acquisition in Mexico. In an interlude from the glamorous world of industrial property and 
equipment acquisitions, HCP forayed into the realm of movie magic earlier this year with its acquisition 
of the historic Culver Studios in Culver City, California, home to movie classics like "Gone with the 
Wind," "Citizen Kane," "E.T.," "A Few Good Men," and "The Matrix." This complex transaction involved a 
capital raise for the acquisition of the property and a concurrent bridge financing provided by Deutsche 
Bank. Interestingly, throughout many of these transactions, HCP has weaved its “high-net worth” 
syndication model into a multifund platform while completing these sophisticated deals. 
 
What made these transactions challenging and rewarding at the same time was the strategic 
transformation that needed to take place to make HCP’s success story possible, which I was fortunate 
enough to be a part of. 
 
Given its mom-and-pop shop roots, it was part of HCP’s DNA to grind and negotiate every single point 
and to squeeze every penny out of every deal. Part of my role in advising HCP since it entered the 
“volume” transaction business was to encourage a significant effort to (1) focus HCP on performing cost-
benefit analysis of resource allocation (which often leads to leaving some money on the table on a 
particular deal), (2) make HCP think like “big capital” that invests in many deals, rather than just a couple 
of deals, (3) make HCP prioritize opportunities, (4) encourage HCP to develop relationships for repeat 
business, (5) cause HCP to listen to a counterparty’s business objectives/perspectives in order to seek 
resolution of highly-negotiated issues, (6) persuade HCP that other parties’ positions may actually be fair 
and (7) convince HCP that everybody else out there is not trying to get the better of HCP. While they 
have done well with this ideological transformation, I have found myself becoming more and more 
entrenched as their friends and family counsel, though I still view myself as a “big capital” specialist. 
 
Q: What aspects of regulation affecting your practice are in need of reform, and why? 
 
A: The regulation of fund managers constantly keeps me on my toes in advising clients, especially for 
real estate principals who do not believe they need any oversight while conducting business. Though the 
constant chatter from the IRS on removing the capital gains treatment on carried interests is probably of 
more interest to our clients (and those clients would uniformly say that no such reform should be 
implemented). 
 
Q: What upcoming trends or under-the-radar areas of deal activity do you anticipate, and why? 
 
A: At the risk of commenting on areas that are not really under-the-radar: 
 
1. Opportunistic real estate funds will return to investing in non-U.S. markets after focusing on U.S. 
investments since mid-2009, as the U.S. real estate market has become quite frothy, and distressed debt 
opportunities are finally making themselves available in Europe and Asia. 
 
2. As many manufacturing facilities have been shut down or will be shutting down, real estate investors 
who can also dispose of manufacturing equipment will continue to have a leg up in acquiring real estate 
and achieving significant risk-adjusted returns, as the sellers/bankruptcy trustees/financial advisers 
prefer to deal with one buyer when disposing of these assets. 
 
3. Japanese real estate companies will return to set up operating platforms in the U.S., after fleeing the 
country 20 years ago due to failed investments in high-profile projects, with a new focus on nontrophy 
assets, since returns in Japan are quite low. While core and core-plus investments in the U.S. have lower 
returns, such returns are much higher than those in Japan, and many Japanese companies have learned 



 

 

how the U.S. real estate market operates due to (1) joint ventures with U.S. operators/capital from the 
late 1990s through the mid-2000s when there was significant U.S. investment in Japan and (2) hiring 
Japanese professionals who worked for U.S.-based companies that were investing in Japan. 
 
Q: What advice would you give an aspiring dealmaker? 
 
A: The question makes it seem like I have all the answers, which is clearly not the case. But I will give it a 
whirl: 
 
1. Read as much as you can about your industry. It will seem incredibly boring at first, but as you learn 
about who is doing what, you will be able to chime in at industry events with your industry knowledge. 
 
2. Listen to what your clients are saying. Figuring out their goals is important. There is no such thing as a 
pure “business issue” and your legal advice needs to tie in with your clients’ ultimate business needs. 
 
3. Understand financial terms. You’re going to have to draft them anyway, so if you can actually 
negotiate financial terms without your client’s input, you will have a leg up over your peers. 
 
4. In client development events, put yourself in situations where you are most comfortable — 
clients/potential clients notice when you are uncomfortable. I personally can’t stand really formal/high-
end restaurants, and some of our best closing dinners are at random Mexican restaurants in Chinatown 
and the West Village. 
 
5. Work with/promote others within your shop. You will never achieve any scale by yourself. 
 
6. Hold yourself (and others) to the highest ethical standards. You will come across the same clients, 
peers and industry players for many years to come, so build a reputation as somebody who is fair, 
honest and good to work with. 
 
Q: Outside your firm, name a dealmaker who has impressed you, and tell us why. 
 
A: Not exactly a gray eminence due to his shock of brown hair and tender age, Noam Haberman 
at Gibson Dunn stands out as someone well on his way to becoming a superior dealmaker. In my 
dealings with him, he has represented Deutsche Bank’s Special Situations Group, which specializes in 
making riskier (for a bank) loans/investments. He has always struck me as being honest (or has excelled 
at fooling me into thinking he is), a hard worker and a quick study. From his client interactions, I can tell 
that his clients rely on him for sophisticated advice (even on business issues), and while he is a 
phenomenal drafter (I always know what his client’s position is, even if I do not agree with it), he 
remains fair and focused on closing the deal to the satisfaction of all parties. 
 
The opinions expressed are those of the author and do not necessarily reflect the views of the firm, its 
clients, or Portfolio Media Inc., or any of its or their respective affiliates. This article is for general 
information purposes and is not intended to be and should not be taken as legal advice. 

All Content © 2003-2014, Portfolio Media, Inc. 

 


