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Rainmaker Q&A: Orrick Herrington's Hilary Winter 

Law360, New York (September 21, 2016, 11:12 AM EDT) --  
Hilary Winter is a partner in Orrick Herrington & Sutcliffe LLP's London office, 
where she leads the firm's corporate group. She focuses her practice on advising 
investment banks, brokers and financial institutions on corporate finance and 
mergers and acquisitions. She also has extensive experience advising on initial 
public offerings, secondary fund raisings and public company takeovers, including 
hostile, contested and recommended takeovers. 
 
Winter is ranked in Chambers & Partners UK and is described as "the doyenne of 
AIM" by one enthusiastic source, while others comment that she has so much 
experience that she "could do it with her eyes shut." 
 
Q: What skill was most important for you in becoming a rainmaker? 
 
A: The ability to communicate has been most important. This has many facets — being a good listener 
and being available to talk through issues that bother the client, understanding the client's 
business/objectives, and not being afraid to give honest advice. Although the client may not want to 
hear the advice at the time, my honesty is key to becoming a trusted adviser who the client seeks out in 
relation to any issue over time. 
 
Q: How do you prepare a pitch for a potential new client? 
 
A: I put myself into the mind of the client to the extent possible. I start with research from publicly 
available information about the potential new client's business (e.g. website, press and financial 
statements) and anticipating issues that they may have. This research also helps to ensure that all 
questions I ask about the business or potential transaction in the pitch are well-informed. 
 
But I’m also frank about not understanding something and asking for it to be explained. I prepare a Q&A 
of questions that the potential new client may raise about the particular transaction and my/Orrick's 
expertise and experience. As much as I can, I want to give examples of relevant issues that have come 
up on similar transactions so that the client leaves with something practical and useful to think about. 
 
Q: Share an example of a time when landing a client was especially difficult, and how you handled it. 
 
A: I was asked to pitch by the major shareholder in a company, whom I knew well, to be appointed to 
act for the company on its IPO. I didn’t know until I arrived at the pitch that the CEO had his own 
preferred law firm. From his frosty reception, it became clear that he was not at all happy that the major 
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shareholder had insisted on holding a beauty parade and was backing us. I went through the pitch as I 
always would, addressing the process of an IPO, the issues that the company would face, and how we 
were best placed to act for them. 
 
I was asked to follow up with a fee proposal, but I waited on sending it. I knew that the "elephant in the 
room" was my relationship with the major shareholder and, understandably, the CEO was concerned 
that if we were appointed we would be more loyal to the major shareholder than to the company. So I 
called the major shareholder and told him that I thought that being appointed without the CEO’s 
support would be unworkable. We agreed that I should discuss it with the CEO head-on. 
 
The CEO was surprised to hear from me, but I explained that I was concerned that he was worried about 
loyalties, and reassured him that if we were appointed I understood that we would be acting for the 
company. I also promised to do everything I could to win his trust. We were appointed and, to this day, I 
get on extremely well with the CEO. 
 
Q: What should aspiring rainmakers focus on when beginning their law careers? 
 
A: First, concentrate on being an excellent lawyer. Once you gain some skills, recognize that this is less 
than half of what it takes to be successful. The next hurdle is developing the soft skills, such as being 
personable and, above all, principled. You need to be someone who clients can turn to for reliable 
honest advice and who makes things happen to achieve their desired results. 
 
Q: What’s the most challenging aspect of remaining a rainmaker? 
 
A: Pricing. However good you are at building excellent relationships and being trusted by the client, fee 
pressure is an increasing issue. Boards and general counsel are constantly under pressure on their legal 
spend so sometimes the relationship is not enough to secure ongoing work. We are very focused on 
delivering value, but when competitors undercut us, it doesn’t always make sense to match. 
 
The opinions expressed are those of the author(s) 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. 
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