Rising Waters: Practical Tips on
Making it Rain
2015 NAPABA Annual Convention

Panelists
•
•
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•

Jack Chen, Microsoft Corporation
Bjay Pak, Chalmers Pak & Burch
Manita Rawat, Duane Morris
Ekwan Rhow, Bird Marella
Pallavi Mehta Wahi, K&L Gates
Moderator: David Kim, Gonzalez Saggio &
Harlan

Finding a Strategy
• What have you done to find and develop a
strategy that works for you?
• Do you have a personal marketing plan?
• How much time do you devote to rainmaking?
• How do you find a niche within a law firm,
organization, or legal industry?

Implementing a Strategy
• When trying to connect with someone, what
is your go to topic or question?
• What have you done to build genuine
relationships that lead to legal business?
• Which do you find works better, soft sells or
hard sells?

Utilizing Resources and
Overcoming Obstacles
• How does your law firm help you develop
business?
• What has been the biggest frustration in
developing business?
• What obstacles have you overcome (and what
privileges have you enjoyed) because of your
race, religion, gender, sexual orientation,
gender identity, etc. in building your practice?

Generating Business in a
Law Firm Environment
• How do you attract, develop, and/or retain
talent within your firm?
• When a team lands a client, how do you
manage origination credit?
• When a junior attorney increases his/her role
with a client, how do you manage origination
credit?

General Advice
• Is there a difference between building your
book from scratch and inheriting a book?
• What advice would you give to a first year
associate looking to build his/her own book?
Senior associate? Junior partner? Senior
partner?
• How has rainmaking changed from when you
first started to think about rainmaking?
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Minority Powerbrokers Q&A: K&L Gates' Pallavi Wahi
Law360, New York (January 16, 2015, 8:55 AM ET) -- Pallavi Mehta Wahi is a partner in the Seattle office of
K&L Gates LLP and serves as a leader for the firmwide commercial disputes practice group, as well as
co-chairwoman of the firm’s India practice. She focuses her own practice on corporate and intellectual property
litigation and as global coordinating counsel for large clients worldwide.
As a litigator, Wahi routinely represents clients in high-stakes litigation involving multiple lawsuits and parties.
As global coordinating counsel, she represents large international clients, coordinating needs across borders and
subject matter areas, including developing programs on a global and national scale for clients to drive
efficiencies of costs and consistency of process and approach.
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Wahi was named one of 2014’s Most Powerful and Influential Women of Washington State by the National
Diversity Council and recognized as a top 250 Women in IP nationwide by Managing Intellectual Property. She
previously served as a was a Rule 6 law clerk to the Hon. Commissioner William H. Ellis at the Washington
State Court of Appeals.
As a participant in Law360's Minority Powerbrokers Q&A series, Wahi shared her perspective on five
questions:

Pallavi Mehta Wahi

Q: How did you break the glass ceiling in the legal industry?
A: As a South Asian woman, new mother to a five-month-old baby, and a first-generation immigrant to the United States, there were a lot of glass
ceilings for me to think about as I progressed through my career as a lawyer. To “break” through these, I decided early in my career that I would
focus on one thing: client service. True success to me, as a lawyer, and as a businesswoman, is being able to earn and maintain a client’s trust. In
such situations, it is not about being or not being a woman of color but simply being a client’s trusted adviser. There is no shortcut for hard work in
achieving this success. Top-notch legal work, determination, and focus on anticipating and providing solutions to my clients’ concerns have been
key factors for me to ensure that I earn my client’s trust. Armed with that trust, my focus has never been about the ceilings I face, but instead about
contributing to my clients’ successes.
Q: What are the challenges of being a lawyer of color at a senior level?
A: As a partner of color, one is in a unique position to forge a path of success for others who will follow. As such, one has to balance the
competing interests of being an advocate for change as well as wanting to be the same as everyone else. As a woman of color, I am proud of the
fact that I am an immigrant of South Asian descent who can provide first-rate legal advice and also suggest the best curry restaurant in town. It
took me some years to realize that this is what makes me “unique,” not “different.” Indeed this very uniqueness has contributed to my success as a
lawyer and my authentic voice as a client adviser.
Q: Describe a time you encountered discrimination in your career and tell us how you handled it.
A Early in my career, I was the lead counsel at a mediation. I was accompanied by my client and local counsel (both men). The mediator
proceeded to address my male local counsel as he conveyed settlement positions and strategy. No matter what I did, he preferred to speak with my
local counsel, not me. After about an hour, we took a break and (with my client’s blessing), I asked my local counsel to leave the mediation and
mediator’s office. When the mediator returned, he asked where the lead lawyer was and I said, “Right here, as I have been saying all along.” We
settled that case after 12 hours even with the “lead” counsel absent from the meeting.
Q: What advice would you give to a lawyer of color?
7/29/2015 11:24 AM
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A: Do not set limits or let anyone set limits for you. As a young attorney, I used to wonder how it would be possible to develop my own book of
business. With the help of my mentors and advocates within the firm, I started to focus on building my practice instead of the challenges
confronting me. By accepting who I am and being comfortable in my own skin and with my own voice, I have been able to find success in the
marketplace. I had to accept that you do not have to be anyone but yourself. I attribute this change in focus to being able to build a book of
business which has helped me expand my confidence and “break” through glass ceilings.
Q: What advice would you give to a law firm looking to increase diversity in its partner ranks?
A: If a firm is a true meritocracy, its leadership and its senior ranks reflect its values. K&L Gates is one such firm. By being a meritocracy, it has
allowed someone like me to believe there are no limits and flourish in my career. I recently read a survey that Asian-American women are the
worst off in terms of career advancement and progression in law firms. My law firm appears neither to have subscribed to such a theory nor to
have received that survey.
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.
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