
Candidate in Europe Wants to Relocate Home to the US
By Harrison Barnes from  Los Angeles Office Managing Director

An attorney working for a top law firm in Europe contacted us with a desire to move back home to the
Midwest. It is very common for attorneys who go to top law schools to take jobs in places like New York City
and then often be transferred to the firm's European office in cities such as London, Frankfurt or Paris. After a
few years of this, however, many of these attorneys approach us expressing interest in coming back home. In
most cases, the attorneys are not interested in a return to New York City but would prefer to go back to their
hometown and settle down. This was just such a case.

When an attorney is going home after working in New York and overseas, they tend to have very
sophisticated corporate experience, mostly in capital markets. Depending on the size of the market they may
be interested in relocating to, there may not be a sophisticated capital market practice. This attorney wanted
to relocate to a relatively small Midwestern market where they had grown up and settled down to be closer to
family and friends.

The problem with this relocation was the attorney previously worked on very sophisticated transactions (in
many cases representing governments issuing debt around the world) and this type of law practice was not
being done by the firms in the market to which they planned to return. To position this candidate properly, we
first stressed that the attorney wanted to be closer to parents and their commitment to the market. While there
certainly were a lot of talented attorneys in the market, most of the attorneys had not gone to the same caliber
of law schools, worked in major cities like New York or internationally and did not have anywhere near the
level of sophistication this attorney did. This meant that we risked the attorney looking too big for their
britches if they did not come off correctly.

In situations where a younger attorney with outstanding qualifications wants to relocate to a smaller market, it
is always important we make sure that the attorney is humble and comes across well to the attorneys they are
meeting with. We do not want the attorney to appear arrogant, or if they feel like their better than the attorneys
they are interviewing with in any way. Instead, we want the attorney to position themselves as someone who
believes a small market is better for their legal career. While this may seem self-evident, many attorneys do
not do this when interviewing with smaller law firms, which ultimately can hurt them.

Because this attorney has sophisticated experience, we made the law firms feel that not only was the
attorney willing to learn but they also wanted to work in a smaller market. We also told the law firms the
attorney believed that working in a smaller market represent a better opportunity because they would be able
to develop clients whereas they could not develop clients while working for a major international law firm in
Europe.

After a few weeks, we managed to get several law firms within the smaller market to gain interest in our
attorney. The attorney returned to the area over Christmas break and interviewed with several of the law
firms. Each firm they interviewed with liked the attorney a great deal and consequently made offers. The
attorney returned home after Christmas break, gave notice and started at a new firm a few months later. This
was a successful placement in a very small market. In each case, the law firm the candidate interviewed with
had no openings. Yet, we were able to create opportunity by positioning the candidate in the correct manner.

When a law firm finds an outstanding attorney who wants to come home, the fact that there is an opening or
not is irrelevant. The law firm realizes that they have one chance to get the attorney and will go out of their
way to hire the attorney if they believe they have enough work. In fact, we believe attorneys who are
relocating are often easier to place--regardless of whether or not there is an opening-- than attorneys that are
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looking in an existing market and competing with other attorneys for the same openings.
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