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Economy's sweet spots –
high-tech, energy and
real estate
Israel’s legal market can point to
some key areas where the economy offers
real possibilities. One of them has been
around for a long time already, namely
the high-tech sector in which Israel is a
world leader. A total of $380m was raised
by Israeli start-ups founded in 2013,
25% of which was by internet companies,
according to human resources company
Ethosia. Historically, Israel has played
a major role in global technological
developments, with Intel’s Israel
Development Centre in Haifa developing
the 8088 chip used for the first IBM PC
and the game-changing Pentium and
Centrino chips.
The big money lies partially in the
Israeli App niche. Among the most
notably cases was the roughly $1.1bn
takeover of navigation technology maker
Waze Mobile by Google in 2013, with
Waze Mobile’s 100 employees received a
reported $120m between them when it
was sold. Another Israeli navigation app,
Moovit, has transformed the way people
use public transport by providing realtime travel information. It closed a
$28m funding round in 2013.
Israel has also become an
increasingly important centre for cybersecurity. A boom in research in the sector
culminated in the announcement of the
opening of a development centre, called
CyberSpark, in January this year at the
growing Ben-Gurion University of the
Negev in Be’er Sheva, in addition to the
desert city’s Advanced Technologies Park
established in September 2013.
Much of Israel’s prowess in this
area comes from the country’s military
and security needs. In September the
Government announced it would establish
a National Cyber Defense Authority,
described by Prime Minister Binyamin
Netanyahu as an “air force” to protect
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facilities, security agencies and civilians
against cyber attacks. An existing Israel
National Cyber Bureau was created in 2011
to defend business and infrastructure,
with the two now set to operate alongside
each other.
The sector has had significant benefits
for Israel, with a recent spike in commercial
activity. November 2014 saw Aorato,
an Israeli hybrid cloud security startup
purchased by Microsoft for an estimated
$200m. In September 2014 CyberArk,
Israel's largest privately-held cyber company
went public on NASDAQ, reflecting a
valuation of just shy than $0.5 billion.
Elsewhere in the economy, the energy
sector is also booming, largely attributed
to the discovery of two major natural gas
reserves off the Mediterranean coast,
Tamar in 2009 and the larger Leviathan
in 2010, the latter one being the largest
gas field in the Mediterranean Sea. At
622 billion cubic metres, the Leviathan
reserves are too big for Israel’s domestic
use alone, meaning supplying gas abroad
is essential for its commercial success.
With the substantial energy needs of
Europe and Israel's neighbouring Arab
countries, the gas discoveries are seen
not only through a commercial lense,
but also a geopolitical one.
Real estate is also a busy area,
particularly in Tel Aviv, where property
prices are rocketing. The city’s prime
residential property market grew 75.4
per cent in the five years to the first
quarter of 2014, according to a report by
Knight Frank, although the International
Monetary Fund has warned that it is a
bubble ready to burst. However, despite
the large volume of work, legal fees on real
estate deals are rock-bottom – sometimes
less than 0.5 per cent of the transaction
value. The Israel Bar Association has
even been pushing for a minimum legal
fee on property transactions to prevent
ridiculously low undercutting, but there
has been no progress yet on this.
One of the sweetest potential
honeypots for law firms is the prospect
of increased foreign takeovers involving
large Israeli companies, especially in
light of a law passed last year forcing
conglomerates to sell assets as part of a
war on monopolies. Most noteworthy is
the Asian interest, with Chinese stateowned Bright Food buying a 56 per cent
stake in major Israeli food maker Tnuva
this May for $960m from UK private
equity group Apax Partners.

Foreign Law firms –
The Flow to Israel
The 2012 law to liberalise the legal
market has had a slow albeit steady
impact. The earliest big arrivals were
Miami-based firm Greenberg Traurig,
which opened in Tel Aviv in early 2012,
and London’s Berwin Leighton Paisner,
which followed suit shortly afterwards.
A number of elite UK and US firms
have representative bases that sometimes
amount to as little as one lawyer at a
desk, including DLA Piper, Freshfields
Bruckhaus Deringer, Linklaters, Skadden
Arps Slate Meagher & Flom and White
& Case. All of these collaborate with
domestic firms rather than compete with
them, focusing on winning outbound
work, mostly because of the small market
and the relatively low fees on local work.
The eye-catching exception to this
trend is Yingke, China’s second-largest
law firm, which took over three-partner
Israeli high-tech, venture capital and
corporate firm Eyal Khayat Zolty Neiger
& Co in 2013, forming Yingke Israel.
This marks another step in the opening
of the Israeli economy towards China
and Southeast Asia, a trend frequently
advocated by Israeli ministers and
public officials.
Indeed, a lot has changed in the Israeli
commercial sphere in the past few years,
both generally and for lawyers. But amidst
the shifting business and geopolitical
tides, Israel's unique and promising case
remains a constant. And with unique
markets, come unique opportunities.
Robus is a leading Israeli-based
strategic consulting company which
provides business development
services. Robus accompanies both
Israeli and foreign law firms in a
wide variety of marketing and
commercial endeavours. Robus is
also behind "Israel Foreign Law
Firm Conference", the only annually
held conference devoted to foreign
law firms and their practice in
Israel. Zohar Fisher is the founder
of Robus. Visit www.robus.co.il.

“Families that play together, stay together”.
That’s what my late grandfather always used to say.
“
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ut what does his message have
to do with developing business
opportunities in a law firm?
In my opinion, everything.
Business development is about people.
It’s about relationships. Not just momentary
relationships, but committed relationships.
Relationships one would most likely find in
a family.
What unites a family and makes it
strong? Trust, common values and support.
When you know there is always someone
there that’s got your back, who will catch
you when you fall, guide you patiently when
you fail, and encourage you towards making
your dreams come true.
What would you do if you knew you
couldn’t fail? You would have the courage
to be innovative, daring and creative.
You wouldn’t be afraid to lose face.
When you’re in a secure environment you dare, and when you dare, that’s
when the magic happens. That’s when
you start to achieve amazing things.

This, I believe, is precisely the type of
environment you need to create in your
law firm in order to engage minds and
encourage vision, towards achieving your
business development goals.
A law firm is a people’s business.
And all involved must be committed to the
process of creating a secure environment and
a supportive atmosphere. The partners,
the associates, the administrative staff.
The guard at the entrance to the building.
Everyone, must be committed to the
process. Which means that everyone,
needs to feel that they are, truly, part of
the process, part of the family.
Since business development is the
subject at hand, you might ask where the
clients are in this process. The most
obvious answer would be, that the clients
are those corporations and individuals that
your firm renders its services to. And that
the entire process, is aimed towards giving
them the highest level of service and
professional advice that your firm has to offer.
Well, that is correct, but far from
complete, and a very narrow view of a
much broader picture. In my opinion, the
list of clients also includes all those within
the law firm who are involved in, and
committed to, the process itself. They are
the senior and junior partners, the senior
and junior associates, the article clerks, the
administrative staff, your colleagues, your
suppliers and yes, even the guard at the
entrance to the building. These are all your
clients. And you should value and nurture
your relationship with them. The way
you treat them, is the way they will treat
the firm’s ‘real clients’. They are just as
much the firm’s ‘real clients’, as those
corporations and individuals, represented
by the firm in complex litigation and large
scale commercial transactions.
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The industry has generally seen
revenue increase in recent years, but
this is largely because of the growth of
the biggest firms. Salaries at smaller
practices have fallen. The stable economy,
often attributed to Stanley Fischer’s
policy of limiting the country’s banks’
exposure to the sub-prime market while
Governor of the Bank of Israel from 2005
to 2013, has meant the jurisdiction is
financially more secure than many.
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The family factor - the secret
ingredient in developing
business opportunities
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No matter who you are or what position
you hold in the firm, this complex and
sensitive network of relationships works
in all directions. Bottom-up. Top-down.
Horizontally, vertically and diagonally.
All intertwined. What goes around comes around. And it is only when these
internal, family-like relationships, are
in complete sync and harmony, that the
‘real clients’ - those corporations and
individuals, who seek your undivided
attention and trusted advice, will truly
feel at home.
I believe that developing a synergy
with clients is, first and foremost, about
establishing a family atmosphere within
the firm. A spirit of trust and integrity,
which leads to a feeling of security and
commitment. Where the members of the
firm don’t just come to work. They come
to grow their family business, which they
feel part of, care about, and genuinely
hope for its success.

Some say life
is a series of
relationships
and what you
make of them.
Indeed, the firm is a business, and it
should take pride in being persistent,
competitive, driving towards
uncompromising excellence and setting
challenging goals, milestones and
deadlines. The execution, bottom line
and end results, are what ultimately
count. But the journey, the people along
the way and their personal stories,
should be recognized and valued,
encouraged to look beyond the day-to-day
machinations of work and towards
something greater, of a higher value.
Business development is not a one
man show. It’s about team effort. It’s
about acknowledging that people get
fired up and use initiative to create new,
bold, daring strategies only once their
passion is ignited, to come each day to
work with motivation and enthusiasm.
It’s about who they are, what they do,
and who they do it with.
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Every member of your firm engages,
at some point and to a certain extent,
with your ‘real clients’. Whether it’s the
secretary who schedules the meeting, the
article clerk in the elevator on the way to
the conference room, the assistant who
serves the coffee. Even the cleaner who
cleans the office. These, are your clients
as well. Their satisfaction from the work
environment, their smile, their genuine
desire to go the extra mile. The positive
things they feel and say about the firm.
They are your marketing channel. Your
face. Your brand.
This is not a simple task, and
therefore, as in every strong family, the
firm’s strategic goals will be achieved
in greater ease where there is a strong,
trustworthy and respected leadership,
which believes in, and encourages
cooperation, partnership, teamwork,
sharing and supporting one another,
and which regards transparency and
openness, gratitude and appreciation
as signs of strength and a way of life.
Some say life is a series of
relationships and what you make of
them. So is the art of developing
business opportunities. It’s about your
every interaction. Not only with your
‘real clients’, but also, with your ‘family’
members within the firm. If they feel at
home, your ‘real clients’ will feel it too.

Gilad Tuffias is the head of
business development at Fischer
Behar Chen Well Orion & Co.
Gilad is a certified mediator and
serves as the Deputy Chairman
of the Israel Bar Association’s
Hi-Tech Committee. Since 2003,
he has been the co-founder and
manager of ‘Common Future’,
Israel’s first academic endowment
fund, at the IDC Herzliya, and in
2005, he was awarded for his spirit
of volunteerism and outstanding
contribution to Israeli society,
by the South African Zionist
Federation.
Fischer Behar Chen Well Orion & Co
is one of Israel’s premier full-service
law firms. FBC offers its clients
professional excellence and personal
attention across the spectrum of
multidisciplinary business legal
services, and is involved in a wide
range of representations at the
forefront of Israel’s legal-economic
agenda. Since 2000, FBC has been
Israel’s fastest growing law firm, is
repeatedly ranked by international
and domestic indices among Israel’s
leading law firms and was voted
Israel’s “Employer of Choice”
by attorneys.

