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Global annual report

Shaken up

Brexit has rocked Europe to its
foundations, but it will present
opportunities for law firms if they
can spot them — meanwhile, though
clients from China are potentially

a rich source of work, they can be
tough negotiators when it comes to
fees

Exactly how the international
business of Spanish and Portuguese
law firms will be impacted by Brexit
is, as yet, unclear. As clients muddle
through amid the uncertainty, law
firms are expected to receive a wave
of advisory work as businesses
explore their options and consider
whether their UK headquarters
would be better located elsewhere
in Europe. However, any surge
in advisory work will likely be
overshadowed by a significant drop
in transactional matters — some
estimates say that, in the event
of the UK undergoing a slow,
protracted separation from the EU,
the deficit in global M&A activity
could be as much as $1.6 trillion.
Beyond the tumult of Europe,
lawyers talk of the “staggering”
potential of the Chinese market.
With foreign direct investment
from the country reaching new
heights, law firms are refining
their strategies for cashing in on
the potential for major instructions
from the Far East. Singapore is also
highlighted as a major centre for
dispute resolution and arbitration
work, but the US market remains
one that many European firms
still struggle to penetrate. From a
Portuguese perspective, Lusophone
Africa remains the bedrock of many
law firm’s international business,
though they also identify Latin
America, Francophone Africa, and,
perhaps a little surprisingly, Iran as
potential hotspots.

Companies to leave UK?

“Brexit could be a big opportunity,”
according to Hogan Lovells
partner José Luis Huerta. “Many
thought Brexit was not possible
and overlooked reports, but now
some Asian and Latin American
companies, for example, are
seriously considering relocating
[from the UK].” However, Baker &
McKenzie partner Enrique Valera,
says it is “too early to describe the

result of the UK referendum as a
big international opportunity”.

He adds: “There is a question
about whether it [the result of

the referendum] will be followed
through — the application [to leave
the EU] may have to be ratified by
parliament.” Valera says it is too
soon to tell whether Brexit will be a
“huge fee driver”.

Some senior partners at law
firms in the UK said that Brexit
wouldn’t happen, according to
Allen & Overy partner Antonio
Vézquez-Guillén. He adds that it
remains to be seen whether the UK
government will act on the result of
the referendum. “We’ve had many
client enquiries and our regulatory
finance people are very busy,” says
Vazquez-Guillén. He continues: “It
is unclear whether material adverse
change [MAC] clauses in contracts
have been triggered, it depends
on the context of the transaction.”
Vazquez-Guillén believes that,
if companies in the UK decide
to move their headquarters into
Europe, among the cities that
could benefit are Frankfurt, Paris,
Amsterdam and Madrid. “UK has
got instability, but Spain has got
stability,” he says. One partner

remarks that his firm recently
conducted studies for a number of
US companies to help them make
a decision on where to base their
European headquarters. “They
[the companies] decided to go to
the UK, but that decision may now
be revised [due to Brexit],” the
partner adds.

Deal slowdown

The result of the referendum in
the UK will result in a “slowing
down” in the making of decisions
on UK-related deals, says Ashurst
partner Eduardo Gracia. “In some
cases, bidders have decided they
are not going to file their bid by the
deadline [because of Brexit] — some
companies are now wondering
‘should we keep bidding for UK
assets?” One partner argues that
investment funds that were about
to submit a bid for a UK company
before the referendum may now
be reconsidering, and this may
present an opportunity for Spain.
The partner adds: “Investment
funds have money to spend and
Spain will see probable political
stability. The Brexit issue triggers
the Northern Ireland and Scotland
issue — [investors will think] “what
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business investment can I make
there with certainty?” There is a
view that, with funds looking for
returns on investment, the result
of the Spanish election (in which
the ruling PP increased its number
of seats, though it failed to win a
majority) was good for the country
in terms of increasing its chances
of attracting investment. “This is

a great opportunity for Spain,”
says one partner. “We [Spain] can
sell stability and predictability —
Spain is a cheap jurisdiction, while
Madrid is a great hub,” he adds.

Spain would have a better
opportunity to benefit from
uncertainty in the UK if it had
a stronger government, argues
Gracia. “It would be better if Spain
was less bureaucratic, Anglo-
Saxon investors would fear this
[bureaucracy in Spain],” he says.
Gracia also says that while income
tax has recently been reduced in
Spain, regional government in
the country can set inheritance
tax as high as 80 per cent. “We
[Spain] could replace the UK, but
bureaucracy could push us out of
the game,” Gracia says.

The big banks are all in Spain,
but the country’s public sector
lacks the international standards
needed to “really understand what
investors need”, says Vazquez-
Guillén. “It’s also difficult when
the government changes the
rules — we are playing within a
global market, we have fantastic
law firms — all the big players
are in Madrid, what is needed is
an agreement to provide a stable
regime for all investors.”

‘Joke’ ministries

One partner argues that Spain
should be asking international
businesses what the country

could do to make it attractive to
investors. As another partner at an
international firm in Madrid puts
it: “We have government ministries
that are a joke, we don’t have a
serious financial court, we should
be moving quickly, we should
create an arbitration hub.”

There is also a view that major
Spanish law firms should “work
harder to convince government”
of the need to bring more “legal
business” to Spain, as one partner

puts it. He continues: “The UK
government has a plan to increase
legal business, but do we [Spain]
have a plan?” It is in this context,
that Frankfurt and Luxembourg
are identified by some market
observers as the places that have
the most to gain as a result of
Brexit.

It is understood that some major

global firms with operations in
London are now asking themselves
whether they have “over-capacity”
in the UK. One partner at the
Madrid office of a “‘Magic Circle’
firm says: “Given the value of the
pound following Brexit, it may be
more profitable for a global firm

to move 500 London lawyers to
Frankfurt or Luxembourg — you

How are the international demands of clients impacting on the way

law firms do business?

“As our clients demand high-quality service irrespective of jurisdiction, law

firms have increasingly been expanding internationally, whether by seeking local
partnerships or by setting up local offices. Additionally, we are more open to hiring
foreign lawyers and receiving lawyers on secondment from international firms.”
Antonio Villacampa, partner, Uria Menéndez - Proenca de Carvalho

“At an international level, we see that in-house legal departments are becoming
more sophisticated and demanding. It is no longer a seller’s market. Many large
international companies use different law firms depending on the matter and

they often go to panels. Surveys tell us that clients expect lawyers not just to be
technically great, but also savvy in terms of understanding their business and
ensuring we anticipate upcoming legal challenges they may face all over the world.”
Mercedes Fernandez, partner-in-charge, Jones Day Madrid

“International demand, and the full scale internationalisation of SMEs, has
allowed small and medium-sized law firms to come into contact with international
standards. This had a curious effect on the legal market in that it granted these
law firms access to experiences that otherwise would be closed, such as a greater
awareness of business development, alternative budget methods and lawyers’
careers. It also shaped, and is still shaping, how legal services are rendered - that
is, using a deeper integration of methods, documents and legal solutions.” Rita

Trabulo, associate, CCA Ontier

“Three factors drive change: non-traditional legal competitors (that is, accounting
firms, consultants, data-based suppliers and boutique law firms); the influence

of technology (technology makes it increasingly possible to displace lawyers who
handle routine legal matters); and globalisation (growing numbers of businesses are
no longer local and thus require legal advice from wider geographic areas).” Inés
Albuquerque e Castro, associate, FCB Sociedade de Advogados

“International demands are making our firms better, no doubt about it. They
are forcing us to be more professional, efficient and easy-going. International
clients now need quick responses to their inquiries and do not want barriers to
communication or understanding. Multilingual teams are required to provide
proper service.” Jordi Lopez Batet, managing partner, Pint6é Ruiz & Del Valle

“Clients demand very modern firms, with a modern and efficient internal
administration, business-orientated lawyers and lawyers that are capable of
understanding how to add value to their work for the client. Quality of service is
presumed.” Luis Marimén Prats, partner, Marimoén Abogados

“It forces lawyers and firms to train in legal project management (LPM) —
international demands make LPM compulsory if you want to successfully conduct
a multijurisdictional case.” Juan José Garcia, managing partner, Yingke Adarve

Law Firm
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also have to ask whether it makes
sense for US firms to open offices in
the UK.” Another partner remarks

the UK]. §Y

W Hogan Lovells

that banks and hedge funds could
“trickle from London”.

Chinese potential

Away from the Brexit-related
turmoil and uncertainty, the
Chinese market has “staggering
potential”, according to Valera. He
adds: “We [Baker & McKenzie] have
established a Chinese practice in

all major centres — the Chinese are

“ Many thought Brexit was
not possible, but now some
Asian and Latin American
companies are seriously
considering relocating [from

José Luis Huerta

looking at anything and everything
and there are a lot of opportunities
for cross-border work.” Valera
highlights data
showing that
China’s outward
foreign direct
investment (FDI) in
Europe and North
America amounted
to a record $40
billion in 2015.
However, despite
the opportunities
offered by
Chinese outbound
investment, there
are doubts about
how profitable such work will be
for law firms. “It will take time
to make money [from Chinese
investors],” says one Madrid-based
partner at a global firm. “The
Chinese are really tight on the way
they negotiate fees.” Meanwhile,
Singapore also offers considerable
potential, according to Vazquez-
Guillén. “Singapore is a dispute
resolution/arbitration hub — we see

a great market there,” he adds.
There seems to be a broad
consensus among law firm
partners in Spain that the US
market is a difficult one to crack.
One partner remarks that the
US market is dominated by
Manhattan-based firms and that
US firms from outside New York
are often left trailing behind
them. Another partner comments:
“Collaboration and interaction is
required and you need a strategic
view [when running a law firm],
but US firms generally seem to be
more focused on getting revenues
in quickly, they have a much more
short-term view.” Meanwhile,
there is a view that Anglo-Saxon
firms could potentially make more
inroads into the Latin American
market. “Anglo-Saxon firms
are missing business in Latin
America,” one partner says.
Indeed, Javier Villasante,
partner at Cuatrecasas, Gongalves
Pereira, highlights Latin America
as one of the most active
markets due to its “openness

opportunities for law firms?

What are currently the biggest international

“We will continue to build on our position in those major

financial and regulatory centres that are crucial to clients,

“The outcome of the United Kingdom referendum on the EU
is already creating a large number of doubts about the way
in which international agreements (such as those related to
M&A, joint ventures, distribution and technology) have been
structured over the last few decades. There are a number of
issues emerging related to applicable law, competent courts
and the role of international arbitration. Therefore, leading
Iberian firms are receiving more and more requests for advice
on the new strategies companies are implementing following
the referendum. Moreover, we are seeing a large flow of
investment coming from both Latin America and China,
where large companies (such as multilatinas and Chinese
privately-owned enterprises) have strong incentives, and the
financial resources, to continue their outbound expansion.”
Jaime Folguera, partner, Uria Menéndez

“Lusophone Africa has been, for the past few years, the
scene of a high level of investment, not only by Portuguese
companies investing abroad, but also by native investors and
foreign ones. China is also a highly desired market. However,
clients also need legal advice in: South America for energy;
Europe (Spain, France, UK, Germany, Italy and Luxemburg) for
technology; Africa and Maghreb for infrastructure, corporate
and trading.” Pedro Raposo, partner, PRA — Raposo, Sa
Miranda & Associados, Sociedade de Advogados

notably the US, London, Greater China (including Hong Kong),
Singapore, Germany and Brussels. We will also promote our
existing positions in Continental Europe, the Middle East and
Japan and we will also pursue focused investment in Africa,
Latin America and Asia-Pacific. We continue to develop our
capabilities in those areas most critical to our clients — highly
regulated sectors, and complex and transformational work, or
where the client’s reputation is on the line.” Eduardo Garcia,
partner, Clifford Chance

“Latin America offers the biggest international opportunities.
In recent years, the most important Spanish law firms have
strengthened their presence in Latin America. Firms from

the US and the UK are also increasing their presence in the
region. Fortunately, the economic slowdown of important
economies, such as Brazil, does not show signs of affecting the
potential growth of other regional economies, such as Mexico,
Colombia, Chile and Peru, which are still very attractive for
foreign investors. Argentina may also see new growth as a
result of Macri being sworn in as the country’s new President.”
Ivan Delgado, New York resident partner, Pérez-Llorca

“Currently, we have a joint venture with two European

and American law firms and the idea is to strengthen this
relationship.” Javier Casals Matute, managing partner, Casals
Advocats
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to development”. He adds that
China, Africa, and the Middle
East are also in the spotlight
due to expected developments
in a range of sectors including
infrastructure, TMT, real estate,
retail, energy (including oil and
gas) and tourism.

Add value or die

There will still be a considerable

number of opportunities for

law firms to advise on cross-

border M&A despite current

global uncertainties, such as

the slowdown in the Chinese

economy, depressed commodity

prices, falling stock markets and

Eurozone instability, according

to Alvaro Sainz, senior partner

at Herbert Smith Freehills. He

adds: “The short to medium-term

outlook for M&A as a priority

focus for capital allocation by

corporates remains extremely

robust and optimistic.”
Meanwhile, the key challenges

law firms face at a global

level include the increasing

commoditisation of the work
they do and significant pressure
on fees. “Clients are becoming
more knowledgeable and
they know how to ask

for more,” remarks one
partner. Another partner
in the Madrid-office of a
‘Magic Circle’ firm says
bluntly: “You need to

add value or you're dead.
You need to re-evaluate
your equity system and
you need to cut costs.”

In addition, lawyers also
note that, in general, there
is a significant increase in
the number of in-house
lawyers. “There are more in-house
lawyers, they come from our
profession and they know exactly
what to ask for — clients don’t want

junior lawyers learning on the job,”

says one partner.

Cheap debt driving activity
From the perspective of law
firms in Portugal, Linklaters
partner Pedro Siza Vieira says,

“Some companies are
now wondering ‘should
we keep bidding for UK

Eduardo Gracia

in a reversal of the situation in
previous years, there are currently
greater opportunities in more

assets?’ ,,

Ashurst

mature markets, rather than in
emerging markets. “Cheap debt is
the driver of activity — the Asian
economy is struggling, but there
are opportunities in Latin America
and Central America, especially
Mexico and Peru,” he adds. “We're
very busy in Africa, there is a lot of
activity, though the pipeline is not
as strong [as in previous years].” In
addition, Siza Vieira says Chinese

“The biggest international opportunities for law firms are,
without question, the Asia Pacific region. At the moment,
China and the southeast of Asia especially are some of

the most dynamic regions worldwide. This trend has been
reinforced during the last few years and recently we have
seen several international law firms opening new offices
there.” Roberto Pomares, partner, King & Wood Mallesons

“A big opportunity exists advising Spanish companies on
their international expansion plans. It is a challenge to
support clients and offer them a consistent, high-quality
service when they are making investments in other
jurisdictions, but it is also a fantastic opportunity.” Luis
Fernando Guerra, managing partner, Deloitte Abogados

“Brexit could generate opportunities for law firms due
to the impact it could have not only on companies, but
also individuals. Meanwhile, the European Commission
initiative to create a single digital market will give law
firms plenty of opportunities to provide advice on
transnational e-commerce.” Ignasi Costas, founding
partner, RCD — Rousaud Costas Duran

“The biggest opportunities for law firms can be found in
the economic and trade development of Latin America.
The recent trade liberalisation in Cuba is an excellent
opportunity for business and investment.” Bernardo
Cremades Roman, partner, B. Cremades y Asociados

“Being able to take advantage of Brexit and its impact
on UK International law firms. A lot of work done by
UK law firms will return to Portugal and Spain (such
as M&A, foreign investment, tax, intellectual property
and banking). This will also create opportunities for
multinational continental law firms.” Tiago Caiado
Guerreiro, partner, Caiado Guerreiro

“As regards dispute resolution, which is our only

area of practice, law firms may find opportunities in
connection with the fact that arbitration continues to
rise as a dispute resolution mechanism. On the one
hand, the number of arbitral proceedings is increasing in
certain sectors and jurisdictions that were traditionally
less prone to accepting this practice — for instance,

the financial sector. On the other hand, sectors and
jurisdictions where arbitration is already common are
witnessing further development and specialisation.”
Damaso Riafio, partner, Arias SLP

“The growing harmonisation of international law in
some areas could stimulate direct foreign investment.
For example, the European Commission’s project to
harmonise European contract law is going to be an
incentive for international commercial exchanges,
foreign direct investment and the establishment of
foreign investment funds.” David Avilés, founding
partner, DS Ovslaw
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outbound investment has reduced
significantly.

Nuno Pena, founding partner at
CMS Rui Pena & Arnaut, says that
the levels of interaction within the
CMS network have increased. “The

interaction is reaching a new level,”

he adds. “We have developed joint

aviation sector in Western Europe

on a Portuguese-oriented project.”

Pena says that the collapse of
Banco Espirito Santo means that
a lot of Portuguese lawyers are
experienced in bank resolution
matters and that this expertise is
“sought by colleagues in other

Though Africa is still a
significant source of work for
Portuguese firms, Pena says it can
be sometimes difficult to “take
money out due to the current
transfer restrictions in some
countries”. In addition, there is
also a lot of outward investment

teams — we're very active in the jurisdictions”.

from Brazil and this represents

What is your firm’s business model for meeting the
international requirements of clients?

“We are an independent firm with offices in Spain and Portugal.
In other jurisdictions we work with local firms that we know and
trust. We are able to, and do, manage multijurisdictional projects
for clients. We are a member of Club de Abogados and Interlaw,
among others.” Fernando de las Cuevas, partner, Gdmez-Acebo
& Pombo Abogados

“Our alliances with European law firms are combined with our
‘best friend’ collaboration relationships with law firms that are
highly specialised in narrow areas, such as shipping, mining or
healthcare (mainly local boutiques).” Antonio Garcia, partner,
Lener

“Our law firm has established a long term partnership with
McDermott, Will & Emery, an important law firm with a strong
trade practice and a presence in many different countries.
Together we have created a Cuban desk in order to provide
American, Spanish and European clients with legal advice on
Cuba-related matters.” Ignacio Aparicio Ramos, partner, Olleros
Abogados

“We are a boutique firm with a single office in Madrid. As

such, opening offices in foreign jurisdictions is not on our

radar. Instead, we have always valued strong relationships with
international firms. Working on a formalised ‘best friends’ basis
— which smacks of exclusivity — is something we have always
tended to avoid, preferring to maintain full freedom to find

the best fit for our clients’ particular needs, just as we expect
our ‘good friends’ to do with theirs. For this reason we have
always avoided joining international networks.” Clifford Hendel,
partner, Araoz & Rueda

“Our strategy does not currently include plans to open offices in
foreign jurisdictions. We try to identify, in each major jurisdiction
our clients are interested in, two or three firms that fit our profile
and requirements. We try to develop a strong relationship with
those firms that allows us to offer our clients a level of service
and commitment equal to that which we offer in Spain.” Diego
Lozano, partner, Ramén y Cajal Abogados

“AVM not only has presence in different jurisdictions, with local
offices in Angola and Mozambique, but it is also a member of
some keys networks such as World Services Group and GGl.
With respect to partnerships, AVM has strong relationships with
several international law firms, based in either London, South
Africa or Spain.” José Alves do Carmo, partner, AVM Advogados

“Opening offices in foreign jurisdictions in not a realistic
approach for us, considering our dimension. We invest a

lot in the strengthening of solid networks and ‘best friends’
relations with reputed local firms that provide the excellent
service levels our clients are used to, as well as having the
ability to work on international projects in accordance with
the best practices. This means, for example, having an active
role in the management of the networks and participating in
several practice groups at an international level.” Pedro Pinto,
partner, Pbbr

“We maintain a network of international and institutional
relationships with local lawyers in other jurisdictions, namely
in Brazil (Sdo Paulo and Belo Horizonte), Angola (Luanda),
Mozambique (Maputo), the Cape Verde Islands (Praia), Macao,
East Timor (Dili), S. Tomé and Principe (Sdo Tomé) and in

China (Pequim, Xangai, Shengdu and Shenzhen).” Rogério M.
Fernandes Ferreira, founding partner, RFF & Associados

“We have opened offices in foreign jurisdictions including
Algeria and Dubai, while also operating a ‘best friends’ network
in other countries and dedicated ‘desks’ within the firm with

a focus on the Caspian region, Middle East, China and Latin
America. As we have been present in Cuba for 20 years, the
Cuban government granted us an official collaboration with

a Cuban law firm that allows us to provide expert advice

to clients on matters of Cuban law.” José Maria Viiials
Camallonga, partner, Lupicinio International Law Firm

“We are co-founder of Marcalliance, an international network
for global law and tax practices. We have also been creating
over the years a chain of ‘best friends’ relationships, which
allow us to provide clients with legal assistance on a worldwide
basis. Furthermore, we have created foreign desks (Chinese,
Latin-American, French and German) specifically prepared

to provide services in relation to those jurisdictions.” Carlos
Lucena, managing partner, Telles de Abreu Advogados

“We believe that it is vitally important to offer customers
authenticity. In this regard, our corporate social responsibility
initiatives are designed to make a real impact on society.
Moreover, as it has been stated, our employees, consumers
and other stakeholders expect our firm to be fully and
authentically committed to making a better society — for
example, transparency in our mission and commitment
towards social issues are key. As is the idea that our people —
consumers, employees and the community where we operate
must always be at the centre of our business.” Miguel Linares
Polaino, founding partner, Linares Abogados
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an opportunity to win business
on the “private client side”,
according to Pena.

Excess of liquidity
There are significant opportunities
for Portuguese law firms to
advise international investors
on inbound investment,
particularly in the real estate
and finance sectors, says ABBC
partner Nuno Azevedo Neves.
“There is an excess of liquidity
in the international market,
investors are looking for good
opportunities and there will be
transactions — there are also a lot of
opportunities in other Portuguese-
speaking countries,” he adds.
Miranda managing partner
Diogo Xavier da Cunha says that,
aside from consolidating growth
in Lusophone Africa, the firm
has been developing business in
Francophone Africa, specifically in
countries such as Cameroon, the
Democratic Republic of the Congo,
Congo Brazzaville and Gabon.
However, he says that it is not easy
to win business in such markets
where there is “competition from
French firms”. Xavier da Cunha

adds that, despite the fact that

the natural resources sector is

“suffering” and some international

investors have decided to stop

investing in Africa, he believes it is

a continent with a lot of potential

in the future.
High-net-

worth individuals,

particularly based

in France and

Brazil, are making a

significant number of

small investments in

Spain and Portugal, Latin America and Central 4
says SRS Advogados America. 99 '
partner Gongalo Pedro Siza Vieira

Anastacio. He adds

that, due to recent

EU regulation, there

are also significant opportunities
to advise foreign investors on
issues relating to data protection
and private enforcement of
competition law.

Iranian demand

PLM]J partner Hugo Rosa Ferreira
says that his firm has adopted a
strategy of expanding its reach to
other jurisdictions in order to raise
awareness of its network. “We

“ Cheap debt is the driver
of activity — the Asian
economy is struggling, but
there are opportunities in

Global annual report

have opened a UK representative
office, we also have a Swiss desk
and a Nordic desk — we want to be
more visible in a global sense,” he
says. “We have also expanded our
reach to Brazil, we have a partner

there twice a month, there is a
lot of inbound work from there.”
Meanwhile, Pena highlights the
opening of CMS's office in the
Iranian capital of Tehran earlier this
year: “There is a lot of demand from
Portuguese clients [for advice in
Iran], which was unexpected.”

Portuguese-speaking countries
in Africa provide the most feasible
international opportunities for
Portuguese law firms, according to
Vieira de Almeida partner Manuel
Protasio. “There is a real need to
move liquidity into those countries
and capital markets are starting to
be developed there.”

The Portuguese economy is
still under pressure so clients are
looking for new markets, says Inés
Albuquerque e Castro, associate
at FCB Sociedade de Advogados.
“Law firms must accommodate the
new needs of clients and be able
to provide a multijurisdictional
service,” she adds. To this end, the
firm set up offices in Angola and
Mozambique in association with
local firms, though Albuquerque e
Castro says that such partnerships
are “not always easy and it’s
important to choose the right
partner”.

Linklaters

Huge Brexit risk

With regard to the issue of Brexit,

Siza Vieira says that once the

“template for the UK cutting off

relations with the EU” is finalised,

there will be opportunities for S>>
law firms to advise clients on

relocating. However, he adds
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that the immediate impact will be
adverse for business. “There will be
a freeze on investment decisions,”
he adds. Another partner at a Lisbon
firm comments: “There is huge risk
here [associated with Brexit] and
uncertainty creates a market for
lawyers.” However, there is a view
that any gain made by law firms

by winning Brexit-related advisory
work will be overshadowed by the
loss of transactional work.

Another hypothesis put forward
by one partner is that Brexit could
mean that UK firms would not have
access to the European market and
vice versa. He adds: “Would a UK
court decision be enforceable in a
European jurisdiction? Maybe not
anymore.” In addition, one partner
remarks that, depending on the
final terms of Brexit, Chinese and
US banks with their European
headquarters in London may not be
able to provide services in Europe.

as a financial centre is dependent
on the single market; banks in
the UK not given access to the
single market will refocus their
operations on Paris and Frankfurt.”
He adds that Europe should take
the opportunity to “push for
greater integration, for example by
implementing a single employment
insurance, for example”. The
uncertainty surrounding Brexit
is the most damaging aspect,
according to MLGTS partner
Tiago Félix da Costa. “The biggest
problem is not knowing what the
future holds,” he says. However,
Félix da Costa adds that, despite
the uncertainty, firms need to
continue with their international
expansion. “Stopping growth
abroad is not an option,” he says.
A number of leading Portuguese
firms say that 2015 was their “best
year ever”, but Rosa Ferreira says
that law firms need to prepare

law firm took the decision to
expand internationally when

the Portuguese economy began
struggling due to the crisis. He
adds: “Large law firms in Portugal
are close to their peak in terms

of how they can grow.” As one
partner puts it: “I don’t believe in
indefinite growth, law firms now
need to be prepared for doing
business in mature markets.”

The biggest challenge facing
Portuguese law firms in the
coming years will be profitability,
claims one partner at a Lisbon
law firm. He adds: “Clifford
Chance, for example, used to
be the largest law firm in the
world, but it’s changed its focus
from scale to profitability — that
change will come to Portugal.
The mid-market will be in a
difficult situation: specialisation
will be key and clients will want
solutions to specific problems

The partner continues: “London

for the future. He adds that his

and specific issues.”

| -
Jodo Afonso Fialho

Consistency in service provision is crucial

It is vital that clients receive the same
level of service from their legal advisers
regardless of the jurisdiction in which
they are working, says Joao Afonso Fialho,
partner at Vieira de Almeida in Lisbon.

“In a global world, you cannot say to
a client that you are just a local firm,” he
adds. “The best clients are global and so
lawyers should be.” Consequently, Afonso
Fialho says that, along with replicating
knowledge and know-how in different
jurisdictions, law firms need to ensure
that, regardless of geography, clients’
service expectations are met.

“There is no such thing as a patient
client,” he says. “The meaning of time
may vary from jurisdiction to jurisdiction,
but clients” conception of time is usually
unchangeable — that’s why effective and
timely delivery of service is not only
a challenge, it is probably the biggest
challenge.” Afonso Fialho adds: “Clients
expect to take their relationship with
you everywhere they go — what used to

be preliminary advice on projects or
operations is now long-term, permanent
and detailed counselling.”

As a result, it is important that
law firms put money and effort into
ensuring they have the capacity to
provide a seamless service to clients
regardless of the jurisdiction, says
Atonso Fialho. “Distinct environments
call for different solutions but with
a common denominator, that being,
adopting the same best international
practices and principles,” he explains.
But while using the appropriate IT
and adopting uniform processes — in
addition to investing in team building
and training — go some way towards
meeting client expectations, Afonso
Fialho says one of the key requirements
is giving service delivery the level of
priority it deserves. He continues: “If
mitigating professional risk is a full-
time job in an international practice, the
same should apply to delivery.”
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Spanish firms’ ‘best friends’ relationships with Latin
American firms are ‘one-sided’

Investment flows are mainly from Spain to Latin America, rather than vice-versa, which means
Spanish firms receive less referrals than they give

Spanish law firms that have "best-
friend’ relationships with firms in Latin
America do not currently receive the
same level of referrals as they provide
so the arrangement is rather one-sided,
according to Santi Pages Carballeda,
partner at Roca Junyent.

“We don’t have any offices in Latin
America as we prefer to recommend
trusted local law firms to clients,” he
adds. “However, it's not quite a two-way
relationship as investment activity is
mainly from Spain to Latin America — we
are sending over ten clients each month
to recommended Latin American firms
but not getting the same volume back.”

While some Spanish law firms have
responded to this imbalance by opening
up their own local offices in Latin
America, Roca Junyent’s strategy is based
on the idea that having an extensive
local network of trusted local law firms
provides numerous benefits for its clients.
“As a firm we may know a lot about
each culture, but we also respect other
jurisdictions and the knowledge that our

recommended local law firms have,” says
Pages Carballeda.

Furthermore, by ensuring that
Roca Junyent clients and the relevant
Latin American firm have a smooth
introduction, and then not interfering
in the relationship, Roca Junyent is able
to fulfil its main objective, says Pages
Carballeda. “At the end of the day, we are
working for our clients — when they call
us and ask us if we have a local office to
help them, we have to do it.”

Still optimistic
As for whether ‘best friends’
relationships in Latin America may

become more reciprocal, Pages

Carballeda remains optimistic. “As a

big firm, it’s not our custom to ask for a

referral fee,” he says. “Instead, we will
wait for balance to be restored — we don’t
know when this will be but we will wait
for it.” Pages Carballeda adds that Latin
American firms try to redress the balance
by “helping us to set up meetings with
possible clients”.
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Santi Pagés Carballeda

Major international law firms are unlikely
to open offices in Lusophone Africa so
clients look to Portuguese law firms to
provide them with the level of service they
expect, says Hugo Rosa Ferreira, partner at
PLM]J in Lisbon.

“We don't anticipate major
international firms establishing themselves
in those [Lusophone African] jurisdictions,
which means clients are expecting large
Portuguese firms to provide the high
level of service that they are used to,”
he explains. “But it’s a double-edged
sword: you try to grow internationally,
but at the same time, the expectations are
higher from international law firms and
international clients — it’s a big challenge
but it’s one that Portuguese firms are well
prepared to face.”

Rosa Ferreira says that the biggest
challenge for law firms operating abroad is
maintaining the level of service, something
that has been a struggle ever since
Portuguese firms began looking abroad.

International clients rely on Portuguese law firms,
rather than global players, in Lusophone Africa

It was this issue that was behind PLM]’s
decision to open in Angola and Mozambique
six years ago, he adds. “We felt we needed to

take steps towards a more stabilised presence,

into which we could inject our DNA, and
enable the legal sector there to develop by
raising the standard,” Rosa Ferreira explains.

Rosa Ferriera

Watch at Iberian Lawyer TV
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Ensurinﬁ consistency of service around the world is

major ¢

allenge

Law firms advising clients on their international operations must ensure there is good coordination
with other firms and ‘real leadership’ of the different teams involved

Luis Fernando Guerra

The biggest challenge facing law firms
is giving a guarantee to clients that the

service they receive in other jurisdictions

will be of the same high standard to
which they are accustomed, says Luis
Fernando Guerra, managing partner at
Deloitte Abogados in Madrid.

In order to offer that guarantee, firms
need to ensure “coordination with
other firms and the real leadership of
the different teams involved,” he adds.
This philosophy is important in an
environment where Spanish companies
have been enjoying an extraordinary
period of internationalisation in recent
years, Guerra says.

Competitive advantage

Firms with an international network of
offices have a competitive advantage,
according to Guerra, in the sense that
such firms are able to support, advise
and accompany their clients wherever
they decide to establish operations.
These type of firms are able to provide
the same level of service and reliability

irrespective of the geographic location,
he adds.

Guerra says firms with a “one-name
brand” that use the same methodology
and processes in multiple jurisdictions
are the “ideal travel companions” for
clients that are choosing to expand
internationally.

Multidisciplinary approach

An international philosophy is “part of
Deloitte’s DNA,” according to Guerra.
“We have a very clear international
strategy, which involves consolidating
our position of leadership and
continuing our growth,” he adds.

In the coming years, Deloitte

will continue to invest in its
multidisciplinary approach to serving
clients, Guerra says.

He adds that the firm will
particularly aim to enhance its
capacity to offer services in emerging
markets and will seek to recruit new
professionals across the globe in order
to achieve this aim.

Antonio Bravo Taberné

There has been a renewed surge in
investor interest in Latin America due to
Mexico’s energy reform, the anticipated
opening up of Cuba’s economy, and the
end to Colombia’s decades-long civil war,
says Antonio Bravo Taberné, partner at
Eversheds Nicea in Madrid.

“The end of Mexican state oil company
Pemex’s monopoly, added to local
companies’ lack of experience, brings
a magnificent opportunity for Spanish

Mexico’s energy reforms and the opening of Cuba’s
economy attracting investors

Meanwhile, Bravo Taberné says global
clients are asking law firms in Spain
for Cuban-related project management
advice with a view to establishing
relations with local companies in all
sectors.

However, Colombia is the country
that is generating the greatest expectation
in the region, Bravo Taberné says. He
adds that if peace talks with the FARC
(Fuerzas Armadas Revolucionarias de

Colombia) are successful, the country
will see tremendous infrastructure,
mining and energy investment.
Meanwhile, a large number of
Colombian companies are keen to
expand internationally, Bravo Taberné
says. Elsewhere, Argentina has received
a tresh lease of life following the election
of President Mauricio Macri, according
to Bravo Taberné. Macri’s reforms have
given the country new credibility among
investors who are eyeing the market with
much interest, he adds.

companies to work with local partners,” he
says. Bravo Taberné adds that the electricity
industry also offers huge opportunities and
says Spanish companies such as Iberdrola
are already active in the sector.

Cuba is another Latin American
country that is arousing investor interest,
according to Bravo Taberné. “Cuba will
become the pear] of the Caribbean, but it
will take time,” he says. “We have received
numerous enquiries regarding investment
in Cuba and have clients involved in joint
ventures with the Cuban government.”
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Cape Verde clients now demand more from their legal

advisers

Unlike in previous years, businesses operating in Cape Verde now place more of an emphasis on
quality and price and are less loyal to their legal advisers

Clients in Cape Verde now have much
higher expectations in terms of what
they want from their legal advisers than
they did in previous years, says Nelson
Raposo Bernardo, managing partner at
Raposo Bernardo & Associados.

“With clients now having higher
standards with which to compare legal
services, they are already making more
demands than they did five or ten years
ago,” he says. “Knowing the true value of
these legal services, they are prioritising
quality and price over loyalty — more
importantly, they are requiring that the
law firm has an effective presence in their
country.” There are a range of sectors in
Cape Verde that are providing significant
opportunities for law firms and they
include infrastructure, planning, real
estate, finance, transports and logistics,
according to Raposo Bernardo.

Raposo Bernardo draws parallels with
Angola when he describes the Cape Verde
legal market. “Not only are their [Cape
Verde and Angola’s] legal systems quite
evolved, they are in line with the world’s

most developed countries in terms of
legislation and local implementation,” he
says. However, there is also a key difference
between the legal markets of Cape Verde
and Angola, according to Raposo Bernardo.
“While Angola has become an attractive
country for business, when it comes to legal
services, despite obvious similarities with
Cape Verde, there is strong competition
from local law firms as well as international
ones,” he explains.

Raposo Bernardo continues: “Such
is the sophistication of legal services in
Cape Verde and Angola, companies are
now working in partnership on various
projects with leading international law
firms, which is having a positive influence
on the development of legal advocacy
practice. However, while all of these
factors benefit clients and substantially
contribute towards developing the legal
services market, it is when law firms
understand how to do business in Africa
and have the financial capacity to adopt
a long-term perspective that excellent
opportunities are to be found.”

,"\:_-L

Nelson Raposo Bernardo

Two of the biggest challenges law firms
can face when working abroad are
bureaucracy and corruption, according to
Inés Albuquerque e Castro, a partner at
FCB Sociedade de Advogados.

She adds: “We need to have local
partners and people on the ground to
solve those problems, working with
partners that can provide the client with
the same standard of work that they are
used to.”

Albuquerque e Castro says that the
ability to provide a multi-jurisdictional
service is very important to clients and
is one of their main requirements when
choosing a law firm. “We must be able to
provide services in new markets and in
new sectors of activity,” she adds.

Healthy markets

Given their cultural and linguistic
similarity to Portugal, Angola and
Mozambique remain the priority for
Portuguese law firms with regard to their

Corruption and bureaucracy are major challenges for
law firms working abroad

international expansion plans, Albuquerque
e Castro says. “They are two very healthy
markets, and we believe it is important to
have a presence there because the clients are
there,” she says. “We must therefore adjust
and adapt our way of working to this new
reality,” Albuquerque e Castro adds.
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AAA Advogados, Rua Alexandre Herculano 50, 8, 1250-011 Lisbon

AAA

ADVOGADOS

Contact: Dulce Franco / Gabriela Rodrigues Martins

Tel: +351 21 330 93 00 Fax: +35121 33042 33

Email: df@aaa.pt / grm@aaa.pt Web: www.aaa.pt

Main practice areas: Banking & Finance, Corporate & M&A, Commercial & Contracts, Dispute Resolution,

Energy & Utilities, Labour & Employment, Restructuring & Insolvency and Tax

Allen & Overy, Pedro de Valdivia 10, 28006 Madrid

ALLEN & OVERY

Contact: Ignacio Ruiz-Camara / Antonio Vazquez-Guillén

Tel: +34 91 782 98 00 Fax: +34 91 782 98 99

Email: allenoveryspain@allenovery.com Web: www.allenovery.com

Main practice areas: Banking & Finance, Capital Markets, Corporate M&A, Litigation & Arbitration, Public

Law, Competition, Tax and Employment

Araoz & Rueda, Paseo de la Castellana 164, 28046 Madrid

Contact: Clifford Hendel

Tel: +34 91 31902 33 Fax: +34 91 3191350

Email: hendel@araozyrueda.com Web: www.araozyrueda.com

Main practice areas: Corporate, M&A/Private Equity, Litigation & Arbitration, Insolvency & Restructuring, IP/IT,

Banking & Finance, Energy, Labour, Tax, Regulatory & Compliance, EU and Competition

Anselmo Vaz, Afra & Associados, Rua Barata Salgueiro 30, 4th floor left door, 1250-044 Lisbon

QI\JQ\ ANSELMO VAZ AFRA & ASSOCIADOS

Contact: Teresa Anselmo Vaz

Tel: +351 21 330 90 40 Fax: +351 21 330 90 49

Email: info@avalegal.com Web: www.avalegal.com

Main practice areas: Arbitration & Litigation, Intellectual Property, Technology, Media & Telecommunications,

Corporate and M&A

Arias SLP, Velazquez 18, 3D, 28001 Madrid

Contact: David Arias

Tel: +34 91781 3550 Fax: +34 91 576 55 40
Email: david.arias@ariasslp.com Web: www.ariasslp.com
Main practice areas: Dispute Resolution: International Arbitration and Litigation

Baker & McKenzie, 300 East Randolph Street, Suite 5000, Chicago, IL 60601

Contact: José A. Moran

Tel: +312 86128 29 Fax: +312 698 23 01

Email: jose.moran@bakermckenzie.com Web: www.bakermckenzie.com

Main practice areas: Banking & Finance, Infrastructure, Lending, Oil, Gas & Petrochemicals, Power and

Project Finance

Basham, Ringe y Correa, Paseo de los Tamarindos 400 A, Piso 9, Bosques de Las Lomas, Mexico D.F. 05120

BASHAM

Contact: Daniel Del Rio / Juan Carlos Serra

Tel: +52 55 52 61 04 00 Fax: +52 55 52 61 04 96
Email: delrio@basham.com.mx / serra@basham.commx Web: www.basham.com.mx
Main practice areas: Energy & Natural Resources, Coporate & M&A, Real Estate, Antitrust, Capital

Markets and Real Estate

Sponsored section: A selection of law firms recommended within the internationally recognised directories and / or by clients.
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Broseta Abogados, Goya 29, 28001 Madrid / Apoquindo, 3600 Santiago de Chile

Contact: Luis Trigo

Tel: +34 914323144 /+56 227162587 Fax: +34 91432 32 55
Email: ltrigo@broseta.com Web: www.broseta.com
Main practice areas: International taxation, Tax and Wealth Management

Deloitte Abogados, Plaza de Pablo Ruiz Picasso s/n, Torre Picasso, 28020 Madrid

Contact: Luis Fernando Guerra

Tel: +34 91 514 50 00 Fax: +34 91 514 51 80

Email: luguerra@deloitte.es Web: www.deloitteabogados.es
Main practice areas: Tax, Arbitration & Litigation, Corporate & M&A, Employment, Banking & Finance,

Real Estate, Restructuring & Insolvency, Capital Markets, TMT, Planning and Public Law

DS OVSLAW, Diagonal 405 Bis, 2, 08008 Barcelona / Raimundo Fernandez Villaverde 26, 3, puerta 233, 28003 Madrid

Contact: David Aviles
Tel: +34 93 518 01 11 Fax: +34 90 102 18 20
Email: david.aviles@ds-ovslaw.com Web: www.ds-ovslaw.com
OVSLAW Main practice areas: Corporate, M&A, Restructuring, Litigation & Arbitration, Public Law, IP, Labour Law,
Tax and Real Estate

Eversheds Nicea, Paseo de la Castellana 66, planta 4, 28046 Madrid

Contact: Juan E. Diaz
=~ B Tel: +34 91 429 43 33 Fax: +34 914299100
- B Email: jdiaz@evershedsnicea.com Web: www.evershedsnicea.com
Main practice areas: Corporate, Banking & Finance, Private Equity and Insurance

FCB Sociedade de Advogados, Avenida da Liberdade 249, 1, 1250-143 Lisbon

Contact: Inés Albuquerque e Castro

Tel: +351 21 358 75 00 Fax: +351 21 358 75 01
Email: ic@fcblegal.com Web: www.fcblegal.com
Main practice areas: Full Service Law Firm

Gomez Acebo & Pombo, Castellana 216, 28046 Madrid

Contact: Fernando de las Cuevas Castresana

Tel: +34 91 582 91 00 Fax. +34 91 58291 14

Email: fcuevas@gomezacebo-pombo.com Web: www.gomezacebo-pombo.com
Main practice areas: M&A, Corporate and Commercial

Herbert Smith Freehills Spain, Velazquez 63, 28001 Madrid

Contact: Alvaro Sainz

Tel: +34 914234000 Fax: +34 91 423 40 01

Email: alvaro.sainz@hsf.com Web: www.herbertsmithfreehills.com
Main practice areas: Corporate, Finance, Disputes, Arbitration, Energy, Infrastructure, Competition,

Insurance, Employment, Restructuring, Public Law and Tax

Sponsored section: A selection of law firms recommended within the internationally recognised directories and / or by clients.
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Hogan Lovells, Paseo de la Castellana 36-38, 28046 Madrid

Contact: Lucas Osorio

Tel: +34 91 349 82 00 Fax: +34 91 349 82 01
Email: lucas.osorio@hoganlovells.com Web: www.hoganlovells.com
Main practice areas: Banking & Finance, Competition, Corporate & M&A, Employment, Energy,

Regulatory, Insurance, Intellectual Property, Litigation, Real Estate and Tax

Hunton & Williams, 1111 Brickell Avenue, Suite 2500, Miami FL 33131

- ! Contact: Fernando C. Alonso
ol Tel: +1 3058102570 Fax: +1 305 810 24 60
h e! Email: falonso@hunton.com Web: www.hunton.com
Main practice areas: Banking & Finance, Project Finance, Cross-Border Transactions, Corporate & M&A,

Capital Markets & Securities, Energy & Infrastructure and Private Equity

King & Wood Mallesons, Goya 6, 28001 Madrid

Contact: Roberto Pomares

Tel: +34 91 426 00 50 Fax: +34 91 426 00 66
Email: roberto.pomares@eu.kwm.com Web: www.kwm.com
Main practice areas: Corporate and M&A

Linklaters, Almagro 40, 28010 Madrid

Contact: IAigo Berricano
Linklaters Te: +34 91 399 60 00 Fax:  + 349139960 01
Email: inigo.berricano@linklaters.com Web: www.linklaters.com
Main practice areas: M&A, Banking, Capital Markets, Dispute Resolution, R&l, EU & Competition Law,

Administrative and Public Law

M&A — Albergaria Silva & Associados — Sociedade de Advogados, Avenida da Liberdade 245, 7C, 1250-143 Lisbon

MéA Contact: Paula Albergaria Silva
Abergaria Siba & Assoeades | 161 +351 21 356 67 10 Fax: +351 21 356 67 19
" Email: lawfirm@malaw.pt Web: www.malaw.pt

Main practice areas: Arbitration & Litigation, Administrative & Public Law, Capital Markets, Corporate

Finance, EU & Competition, Employment, Entity Governance, M&A and Real Estate

Monereo Meyer Marinel-lo Abogados, Passeig de Gracia 98, 08008 Barcelona

Contact: Soénke Lund

Tel: +34 93 487 58 94 Fax: +34 93 487 38 44
Email: slund@mmmm.es Web: www.mmmm.es
Main practice areas: Antitrust, EU, Litigation, Intellectual Property, International Sales and IT

Morais Leitdo, Galvao Teles, Soares da Silva & Associados, Rua Castilho, 165 1070-050 Lisbon

Vel Bdaer| Contact: Nuno Galvao Teles

GALVAO TELES R +351 21 381 74 00 Fax: +351 21 381 74 99
SOARES DASIEVAS et migtslisboa@migts.pt Web:  www.migts.pt

Main practice areas: Full Service International Law Firm

Sponsored section: A selection of law firms recommended within the internationally recognised directories and / or by clients.
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Ontier, Paseo de la Castellana 55, 28046 Madrid

Contact: Bernardo Gutiérrez de la Roza

Tel: +34 9143130 00

Email: bgutierrez@ontier.net Web: www.ontier.net

Main practice areas: Corporate & M&A, Litigation & Arbitration, Finance & Capital Markets, Real Estate
and Energy

pbbr - Pedro Pinto, Bessa Monteiro, Reis, Branco, Alexandre Jardim & Associados, Av. da Liberdade 110, 6, 1250-146 Lisbon

Contact: Pedro Pinto

Tel: +351 21 326 47 47 Fax: +351 21 326 47 57
Email: pedro.pinto@pbbr.pt Web: www.pbbr.pt

Main practice areas: Full Service Law Firm

Pérez-Llorca, 375 Park Avenue, 38th floor, New York, NY 10152

Contact: Ivan Delgado

Tel: +1 646 846 66 66 Fax: +1 646 863 28 50

Email: idelgado@perezllorca.com Web: www.perezllorca.com

Main practice areas: Commercial, Corporate Governance, Corporate Law, Corporate Restructuring,

M&A and Private Equity

PLMJ, Avenida Da Liberdade 224, Edificio Eurolex, 1250-148 Lisbon

Contact: Hugo Rosa Ferreira

Tel: +351 2131973 00 Fax: +351 21 319 74 00
Email: hugo.rosaferreira@plmj.pt Web: www.plmj.com

Main practice areas: Banking & Finance, Investment Funds, Finance Transactions and UK Desk

PRA - Raposo, Sa Miranda & Associados, Sociedade de Advogados, Rua Rodrigo da Fonseca 82, 1 Dto, 1250-193 Lisbon

Contact: Sofia Godinho

Tel: +351 21 37149 40 Fax: +351 21 388 26 35

Email: geral@pra.pt Web: www.pra.pt

Main practice areas: Full Service Law Firm with Offices in Lisbon, Oporto, Albufeira and Ponta Delgada

Ramoén y Cajal Abogados, Almagro 16 -18, 28010 Madrid

Contact: Diego Lozano

Tel: +34 91 576 19 00 Fax: +34 91 575 86 78

Email: dlozano@ramoncajal.com Web: www.ramonycajalabogados.com
Main practice areas: Corporate, M&A, Commercial Contracts, Public Law and Arbitration

Raposo Bernardo, Avenida Fontes Pereira de Melo, Edificio Aviz 35, 18, 1050-118 Lisbon

Contact: Nelson Raposo Bernardo

Tel: +351 2131213 30 Fax: +351 21 356 29 08
Email: nrbernardo@raposobernardo.com Web: www.raposobernardo.com
Main practice areas: Full service law firm

Sponsored section: A selection of law firms recommended within the internationally recognised directories and / or by clients.
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Roca Junyent, Aribau 198, 08036 Barcelona

Contact: Santi Pagés Carballeda

Tel: +34 93 241 86 68 Fax: +34 93 414 50 30

Email: s.pages@rocajunyent.com Web: www.rocajunyent.com

Main practice areas: Insurance, Corporate Law (Private Equity, M&A), Family Businesses, Foundations

and Non-profit Organizations and LatAm Desk

Squire Patton Boggs, Plaza Marqués de Salamanca 3-4, 7th Floor, 28006 Madrid

Contact: Rafael Alonso

Tel: +34 91 426 48 40 Fax: +34 9143598 15

Email: rafael.alonso@squirepb.com Web: www.squirepattonboggs.com

Main practice areas: Corporate, M&A, Project Finance, Tax, Real Estate, Dispute Resolution, IP and
Employment

SRS Advogados, Rua Dom Francisco Manuel de Melo 21, 1070-085 Lisbon

Contact: Gongalo Anastacio
Tel: +35121 3132000 Fax: +35121 3132067
Email: geral.portugal@srslegal.pt Web: www.srslegal.pt
ADVOGADOS | Main practice areas: Competition, Employment, Finance, M&A, Litigation, Projects, Real Estate, Tax
and TMT

Telles de Abreu | Advogados, Avenida Anténio Augusto de Aguiar 15, 5, 1050-012 Lisbon

Contact: Carlos Lucena

Tel: +351 21 030 88 30/ +351 22 030 88 00 Fax: +351 21 030 88 39 /22 030 88 98/9
Email: info@telles.pt Web: www.telles.pt

Main practice areas: Full Service Law Firm

Uria Menéndez, Principe de Vergara 187, Plaza de Rodrigo Uria, 28002 Madrid

Contact: Luis de Carlos

Tel: +34 91 586 04 00 Fax: +34 91 586 04 03

Email: luis.decarlos@uria.com Web: www.uria.com

Main practice areas: Public, Arbitration & Litigation, Corporate, Environmental, Energy, EU & Competition, Tax

Financial, Infrastructure, Transport & Logistics, Media, IT/IP, Real Estate and Employment

Vieira de Almeida e Associados, Avenida Duarte Pacheco 26, 1070-110 Lisbon

@ Contact: Jo3o Vieira de Almeida
VIEIRA DE ALMEIDA Tel: +351 21 311 34 00 Fax: +351 21 311 34 06
S Associados Email: lisboa@vda.pt Web: www.vda.pt
Main practice areas: Full Service Law Firm

Yingke Adarve Law Firm, General Rodrigo 6, 28003 Madrid

Contact: Juan José Garcia
Vg YINGKEZ# | Tel: +34 91 591 30 60
Email: info@adarve.com Web: www.adarve.com
Main practice areas: Litigation, Business Law, Banking, Corporate, Compliance, Real Estate, Chinese Desk

Tax, Insurance and SMBs

Sponsored section: A selection of law firms recommended within the internationally recognised directories and / or by clients.
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