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INSTRUCTIONS

Secure Your TC Offer With Ease
Four Main Questions

How We Help

Almost every facet of the application
process, whether implicitly or explicitly
phrased as such, involves four main
questions.

Each section in the research pack is
crafted to help you tackle the last
three questions above. There are
many sections but don’t worry.

These four questions come up again
and again. Recruiters use them to
assess your suitability.

You’ll be guided throughout. A special
symbol (illustrated in the table below)
will indicate what you can use a piece
of information for:

1) Why Law
2) Why Commercial Law
3) Why Us
4) Why You

Purpose
General (all three areas below)
Cover Letter
Interview Preparation
Training Contract Application Form

Symbol

WHY US

SLAUGHTER AND MAY
Overview
Amongst the UK magic circle firms,
Slaughter and May (Slaughters) is the
smallest but most profitable. The firm
has an impressive clientele others
firms would kill for, including big
names like Google, Royal Dutch
Shell,
Unilever,
Rolls
Royce,
Deutsche Bank, John Lewis and
Ladbrokes (the list keeps going on).

Key Practices
• Corporate
• Capital Markets
• Litigation

Unlike some of the other magic circle
firms who focus on banking and
finance, Slaughter and May’s core
work revolves around corporate
transactions.

Knowing a firm’s strength helps you frame your application. Don’t drone on
about shipping if Slaughters has a reputation for corporate transactions like
IPOs. Show recruiters that you’ve done your homework.

WHY US

Legal 500 Rankings – UK
TIER 1 – Corporate M&A
In terms of M&As, Slaughters advises
a range of clients across many
different industries. One deal which
will ring a bell to book readers is the
Penguin and Random House merger
in 2012. Both companies are of
course, well-known publishers of
literature.
More recently, the firm has advised
Royal Dutch Shell, another old client,
on its acquisition of BG Group. The
latter is a multinational oil and gas
company based in Reading. For a
time, it was the largest supplier of
liquefied natural gas to the US, with
operations across many countries like
Brazil, Egypt, India and Tunisia.

TIER 1 – Equity
Capital Markets
Well known for their listing expertise,
Slaughters has advised on a string of
IPOs throughout the year. Some
listings
involve
companies
in
established industries, like specialist
bank Shawbrook’s £725m IPO.

On the other hand, the Honeycomb
Investment Trust IPO in 2016 was a
foray into the up and coming fintech
industry (we’ll talk more about this
under our Notable Deals section
below).
Other
eye-catching
transactions
include the £1.3bn Prada IPO that the
Hong Kong office handled, which inter
alia, involved limited edition Prada
bags for the legal team after the
company’s successful listing. Just
saying.

TIER 1 – Insurance
Slaughters
also
specialises
in
insurance matters for corporate
clients. The nature of work often
involves advising on regulatory
compliance. Recently, Slaughters
advised on a longevity swap
transaction involving Aviva. Fancy
name. So what’s a longevity swap
transaction?

WHY US

Legal 500 Rankings – UK
First, there are two key players you
need to know about. Pension
schemes and insurers. Now pension
schemes are responsible for ensuring
that retired individuals have the
means to support themselves. If these
pensioners happen to live a long life,
then they are entitled to pension
payouts for as long as they live. In this
day and age, life expectancies are
only going to go up.
But from the pension scheme’s
perspective, if everyone lives longer, it
might not have enough to pay out to
all its pensioners. So what the
scheme does is outsource this “risk”
(we prefer the term “probability”) of
people living longer than expected to
insurers
(who
run
their
own
calculations and decide if the risk is
worth it). If Mr Smith, a pet shop
owner in Bolton, lives to the ripe age
of 100 instead of the expected 80, the
insurer will cover the extra pension
payouts. So that’s one way pension
schemes solve their cashflow issues
in a way which still safeguards
pensioners’ interests.

TIER 1 – Litigation
Many different subpractices exist
within litigation and Slaughters is top
in three of them: commercial, tax as
well as banking litigation.
Commercial litigation cases the firm
has taken up recently include a
defence of client Gain Capital against
the claims of 450 individuals. Part of
the litigation (Bull v Gain Capital
[2014] EWHC 539) involved a
nuanced application of the principles
relating to summary judgment.
Slaughter’s tax litigation practice also
complements their corporate focus
since corporate clients which run into
trouble with the taxman turn to them
for help. For instance, the team
recently advised Santander bank in its
appeals against HMRC.

You’ve seen which areas the firm is strong in. Use the preceding pages to
look for anything that sparks your interest. These will come in handy in your
interview when you’re asked why you like the work at Slaughters.

NOTABLE DEALS

Featured Transaction:
Mutual Sale and Acquisition
Between Diageo and Heineken

NOTABLE DEALS

Deal Background

Here’s a deal to get your spirits up.
Let’s meet the cast. First off, we have
the seller, Diageo.

Headquartered in London, this British
multinational is one of the largest spirit
and beer producers in the world.

Seller

Buyer

Johnnie Walker. Smirnoff. Baileys.
Guinness. If you’ve ever drunk any of
these, then you’re more than familiar
with our seller in this transaction,
Diageo. All the brands you see here
fall under its portfolio.

The buyer, Heineken, also needs little
introduction. Based in Amsterdam,
Heineken produces the iconic lager
beer that comes in the green bottle
with the red star caps.

NOTABLE DEALS

Deal Background
Assets
These are the companies which were
being bought and sold.
Desnoes & Geddes (D&G) – Based
in Jamaica, the company brews Red
Stripe lager, a very popular Jamaican
export.

Guinness Ghana Breweries Limited
(GGBL) – A listed company on the
Ghana Stock Exchange. GGBL was
previously 20% owned by Heineken
Ghanaian Holdings BV. It produces
Guinness and Malta Guinness, a nonalcoholic beverage.

GAPL – A joint venture between
Diageo and Heineken. It owns
Guinness
Anchor
Berhad
(a
Malaysian entity) which brews and
distributes a range of beers, including
those you saw above.

The point of going into such detail is to give you a tangible idea of what the
businesses are about. When you think about Diageo, you’ll immediately think
of Guinness, or Baileys. That helps you to remember this deal.

NOTABLE DEALS

Deal Background
Transaction Nature

Jurisdictions Involved

Diageo is selling D&G and GAPL to
Heineken. In return, Heineken will sell
its 20% stake in GGBL to Diageo.
Diageo will get to pocket £440m after
the sums from both deals are offset.

Applicants often quote billion
dollar deals in their applications.
But why does deal size matter to
you? You need to substantiate
your answer by exploring what the
size of a deal implies.

Diageo is listed on the LSE and NYSE
while
Heineken
is
listed
in
Amsterdam. It gets even more
complicated. D&G is based in
Jamaica, and GGBL in Kaasi, Ghana.
In addition, GAPL is in Singapore
while its subsidiary, GAB is in
Malaysia.

The Notable Deals sections provides in-depth analysis of actual deals. One
common question recruiters and TC application forms ask is this: “Why do you
like our firm?” Large transactions like this might be part of that reason. Use the
information here to give substance to your answers.

RISK FACTORS

Risk Factors
PESTLEB Analysis
Exercise Time: Part of a lawyer’s job
is to advise on the risks in a
transaction, legal or otherwise. How
would you advise your client in this
case?

Political

If you run a worldwide business
marketing beer, what are you most
concerned
about?
Use
the
P.E.S.T.L.E.B analysis to help you
generate possible risk factors.

Economic

Legal

Environmental

Social

Technological

Business

Don’t turn the page yet! See if you can think of possible risks by yourself.
This will be hard at first but over time, you’ll benefit from this exercise.

RISK FACTORS

Political
Regime Change – Shifts in the
political establishment of a country
can adversely impact alcohol sales.

South Africa for instance, allows
advertising of alcoholic beverages on
its TV channels.

Governments may take a hostile
attitude towards the consumption of
alcohol on religious, health or public
order grounds.

But
its
Cabinet
is
currently
contemplating a draft liquor policy
which will restrict advertising to the
10pm to 6am period. You can see how
that would affect alcohol sales.

This attitude may manifest itself
through onerous taxes levied on the
sale of alcohol, restrictions on the
hours during which alcohol can be
sold and possibly even complete bans
on alcohol consumption.

Written assessments usually test your commercial awareness using a
business scenario. Here, we’ll demonstrate how you can apply the
P.E.S.T.L.E.B analysis to actual business issues to help you spot risk factors.

RISK FACTORS

Economic
Tax Structure – As opposed to a
straightforward sale, there is a sale
and acquisition going on at the same
time here.

Diageo intends to buy GGBL from
Heineken, with the former being a
listed company on the Ghana
exchange.

Suppose you’re an artist. You buy a
loaf of bread from the local baker for 5
quid. At the same time you sell him a
painting for 15 quid. That’s a net gain
of 10 quid to you so you wouldn’t pay
the 5 quid to the baker to begin with
right?

To buy GGBL shares, you need to pay
in the local currency. That’s where
foreign exchange risk, or forex risk,
comes in.

Likewise, an offset makes more sense
for Diageo and Heineken. Instead of
paying
tax
for
two
separate
transactions, the sums for the
acquisition and sale can be offset so
it’s more tax efficient. Failure to do so
creates the opposite consequence.
Foreign Exchange – Different
companies have different operating
currencies. Since Diageo is a UK
company, it is likely that the pound is
its operating currency.

Political events, like Brexit, can
weaken the pound in relation to other
currencies,
making
certain
transactions far more expensive than
anticipated.
There
are
however,
pricing
mechanisms which can lock in the
transaction price at a fixed point in
time.
The
parties
negotiate
which
mechanism to use and write them
down in the SPA. Nonetheless, forex
risk is a cross border issue which is
worth mentioning since it crops up in
many deals.

RISK FACTORS

Social
Employment – By selling D&G,
Diageo creates what is called a
“change of control” event.

If so, they might have to be offered
various incentives to persuade them
to stay on.

Such events are contractually defined
events. They can result from events
like a change in ownership or
composition of a company’s board of
directors.

Reputation – Consumer brands like
Guinness are very dependent on their
reputation in particular markets.

These change of control events often
allow, inter alia, employees to
terminate their contract with their
employer.
Now Diageo is selling a majority stake
in D&G to Heineken. From Heineken’s
point of view, it’s important that D&G’s
key personnel stay on after the sale
since they are a key reason why D&G
is profitable.
Such personnel include marketing
staff, brewers and technicians. So all
their contracts might have to be
reviewed by lawyers to see if a
change of control event entitles them
to terminate.

This is even more critical in emerging
markets where brand loyalty is not as
clearly established.
Diageo’s foray into the African market
is a good example. Any scandals or
incidents involving defective products
pose serious risks to the profitability of
the business.

RISK FACTORS

Technological
Patent Infringement – There are
many ways to cook an egg. Boil it.
Toss it into a fire. Sit on it. You get the
idea. Similarly, there are many ways
to brew beer. And people protect
these techniques through patents.
Actual beer recipes however, are not
protected this way (we’ll discuss that
further in the legal risk section below).

Have a look at this patent, filed by a
certain
Louis
Pasteur,
of
pasteurisation fame, way back in
1873. He discovered that it was a bad
idea to leave the boiled malt extract
exposed to air because the quality
and quantity of beer produced
deteriorated. So he found a solution
and patented it.
That was in 1873. You can imagine
how many beer related patents there
are nowadays.
Here’s a simple exercise: think of a
major beer event you know of, like
Oktoberfest. Then see if you can
recall any gadgets or machinery used
in the supply of beer to the
customers. Chances are that patents
will be involved.
Beer producers must ensure that their
operations do not infringe on the
patents of other brewers. Sometimes
that is not possible and litigation might
result. These are examples of the sort
of technological risk factors that beer
companies face.

RISK FACTORS

Technological
Infrastructure – To run a brewery,
you need a source of clean water and
a steady supply of electricity. This
can be tricky in developing countries.
For example, the water pipes
responsible for channelling fresh
water to the brewery may be rusty
from years of use.
Also, during fermentation, yeast
produces an enzyme called catalase,
which
works
at
an
optimum
temperature of 37 degrees Celcius.

Power outages across the country
may prevent this temperature from
being maintained.
That would disrupt the enzymatic
reactions necessary for producing a
good
beer
at
the
optimum
temperature.

RISK FACTORS

Legal
Corporate – Some of the companies
being sold off and acquired are listed
on stock exchanges. Guinness Ghana
Breweries Limited is listed on the
Ghana Stock Exchange while GAB is
listed on the Bursa Malaysia, which is
the latter’s stock exchange. Publicly
listed companies are subject to
disclosure obligations and failure to
comply in a timely manner can lead to
penalties or sanctions.
Contracts – Selling beer is not as
straightforward as you might imagine.
You can’t brew a barrel of beer and
set up shop right outside your house.
The supply chain usually involves
three parties: brewers, distributors
and retailers.
In some countries like the US, this
structure is not merely customary but
mandatory. You cannot be a brewer
and a distributor at the same time.
Brewers have to go through
independent distributors who then sell
to retailers.

Students who have done mortgages
will remember the case of Kreglinger
which briefly discussed solus ties;
contractual agreements to buy or sell
a particular product from a particular
company and no one else. Brewers
used to negotiate such ties as well but
that practice is now prohibited in many
jurisdictions.
Nonetheless, the legal instrument that
links up the entire supply chain is still
the contract. These are important for
brewers like Diageo since they want
to ensure that there will be someone
who can distribute their beer on a long
term basis without disruption, and for
a stable fee.
Non-compete – Breweries don’t just
brew their own beer. Sometimes other
companies sign brewing agreements
with them.
The breweries agree to brew the beer
for these clients. Now, can that
brewery also sell that beer off to other
people? If that isn’t the intention of the
client, then restrictive covenants might
have to be put in place to prevent the
brewery from doing so.

RISK FACTORS

Legal
IP – Beer recipes are closely guarded
secrets. In fact, many recipes are.
When the Chicago Tribune released a
recipe purporting to be the original
KFC recipe, there was a media frenzy
because previously, no one really
knew what the 11 KFC spices were.

In terms of IP law, recipes are not
patented because firstly, it is difficult
to pass the “novelty” and “inventive
step” requirements. Secondly, patents
require public disclosure.
If everyone knows what your secret
recipe contains, they can copy it after
your patent expires. So recipes are
often protected as trade secrets
instead. A remedy lies in equity for
breach of confidence in relation to the
latter secrets.
Regulatory – Distributors need
licences to operate. For instance,
GAB, which as you recall is owned by
GAPL, is the sole licensee for
Guinness and ABC Stout distribution
in Singapore.

If you’re a retailer there, you can only
get your beer from GAB. Loss of this
licence counts as a potentially
devastating risk factor.
Leases – Brewing has to take place
at a physical location. That location
can either be owned or leased by the
brewer.
When valuing the share price for a
listed company like GGBL, it is
important to know if the lease is
expiring and if it is, whether it can be
renewed.
You don’t want to pay a high price for
the shares of the company only to
realise after the acquisition that you
will either have to pay more to renew
the lease or worse still, be evicted and
forced to lease a new plot of land.
These are possible legal risks that a
beer related transaction like Diageo’s
might face.

RISK FACTORS

Environmental
Alcohol is made via the fermentation
of feedstock, like barley. These crops,
if sourced locally, take up space that
could have been used to grow other
crops.
Also, when you grow a crop, you are
exporting
water.
Groundwater
reserves might be depleted as a
result.

These activities can potentially run
afoul of a country’s environmental
regulations, particularly in more
developed countries.

RISK FACTORS

Business
Motive – What is the point of Diageo’s
transaction? It bought a 20% stake in
GGBL. So what does it see in Ghana?
According to Diageo’s 2015 Annual
Report, its Ghana operations reported
a 32% increase in net sales growth.
So Ghana is clearly one of Diageo’s
growth areas. Spend a few minutes
and see if you can suggest some
ways to sustain or increase this
growth rate. If you’re stuck, here are a
few possibilities:
a) Marketing is one way to boost
growth. The beer has to cater to
the taste of the local population.
Do they prefer light or frothy beer?
Are they more likely to buy brands
of beer which are advertised on
television or those sold at local
beer fairs? Depending on the
answer, different legal issues
arise, like having to negotiate
agreements with local news
agencies to buy TV advertising
slots.

b) Building a good reputation is
another long term move. Diageo
has partnered with local suppliers
and taught them how to protect
their water resources. They also
buy raw materials locally, which is
a
win-win
situation.
The
community benefits from trade
while Diageo enjoys lower costs of
production. These are activities
that can foster a healthy public
image for its Guinness brand.
Competition – Another form of
business risk comes from competitors
in the beer industry. How does GGBL
differentiate its product from other
beers?
Does it compete on price alone or will
it target a certain consumer segment
which is willing to accept higher prices
for a premium product?

Commercial awareness is not mysterious. It’s simply about understanding
business motives. Once you know what the motive is, you will be able to
assess the pros and cons of any corporate activity in relation to that motive.

NOTABLE DEALS II

Featured Transaction:
Honeycomb Investment IPO
[Not Included in Sample]

DEALS

Why Are Deals Interesting?
Due Diligence

Country Specific Knowledge

Essentially, due diligence means
checking the veracity of information.
Making sure that a real estate
company owns the land it builds on,
that the number of borrowers in
default are not under-reported and so
on.

Large transactions, like the Diageo
sale and acquisition, tend to feature
cross border issues. That can also be
exciting if you’re curious about the
regulations in other countries like the
upcoming draft liquor policy in Ghana.

Think about Diageo’s and Heineken’s
operations all around the world. Due
diligence means running checks to
make sure that the assets being
bought and sold in Malaysia and
Ghana really exist.
Lawyers need to find out whether
regulations
in
the
respective
jurisdictions present obstacles to the
deal. Due diligence can be really fun if
you’re interested in the underlying
operations of a business!

At other times non-legal knowledge
may be needed on a deal. For
instance, in the Diageo acquisition, it
was
important
to
have
an
understanding of domestic demand
for beer in Ghana.
.

Tight Deadlines
Many deals are time sensitive. IPOs
for instance, have a fixed listing date.
Buyers in an M&A may not be willing
to keep their offer open for long. Its
make or break. That adrenaline rush
can be exciting, especially in the last
few weeks of a deal.

Sometimes word limits prevent you from going into too many deal-specific
details. Nonetheless, saying you like a deal “because it is exciting” sounds
vague; it suggests lack of thought as to what a legal career entails. So here
are three aspects of an “exciting deal” which you can use as simple but
efficient elaboration.

WHY US

Training & Firm Culture
Why Us – Firms want to know why
you want to work for them. Not any
other firm. You need to find ways to
differentiate them from the rest; every
firm
has
“cutting-edge”
deals,
international offices worldwide and top
clients. You need to say something
more specific than that if you want to
stand out.

Training Varies Across Firms –
Training can be an important pull
factor. Some partners are really
hands-on while others leave it to
associates to supervise you. It
depends on what you’re looking for in
a firm.

Culture is Key – Leaving aside the
big deals and the training, what it
really comes down to is the culture of
a firm. You’ll be spending 8 hours
each day (at least) working with these
people, so choose a firm that makes
you feel comfortable.
When making points about training
and culture, remember to use the
“Statement - Elaboration Technique”.
State a general reason. Then
elaborate with concrete examples.
You’ll leave a much stronger
impression on the recruiters who read
through your application.

Statement
I am drawn to the quality of training at Slaughter and May.
Trainees are treated like associates from day one and partners
let them handle as much work as they prove themselves
capable of doing.
Elaboration

“Why Us” is a key question of all TC applications. The previous sections help
you to answer that question from the work perspective. This section provides
information on the training and culture at a particular firm. You can also use
this to answer the “Why Us” question. This is an area where it’s easy to sound
vague. So be sure to bring in your personal experiences and use the
Statement-Elaboration technique.

WHY US

Training and Culture
Statement
1
Slaughter and May
offers me a unique
international
experience

Elaboration
Whereas most other firms have large overseas offices, I like
how Slaughter and May is heavily UK focused. This means I
get involved in all the international action from the London
office.
Often, transactions are at the very frontiers of commerce. The
Honeycomb Investment IPO for instance, ventures into the
nascent world of fintech and consumer lending.
I also like the fact that Slaughter and May has a group of best
friends across the globe and look forward to working with them.
This will be very useful for building up relationships and also
helps me tap on the local expertise of foreign lawyers.
Over time, I will be able to spot cross border issues like
disclosure obligations for listed Ghanaian companies in the
Diageo deal. This in turn helps me provide better advice to
clients which have operations worldwide.

2
I value the holistic
training that I will
receive at Slaughter
and May.

Your multi-specialist approach means that legal teams are
leaner. I benefit from being given greater responsibility and
more opportunities to learn.
I also get a holistic view of each deal as a result of not being
specialised in one field. This is very important to me.

When I organised a marathon in school, I realised that a good
organiser does not just coordinate the runners. He or she also
has to know how to plan running routes, designate water
points, prepare for inclement weather and put medical staff on
standby.
In this regard, I find that our philosophies are very much
aligned.

WHY US

Training and Culture
Statement
3
Your firm has a
healthy working
environment.

Elaboration
The Slaughter and May lawyers I have spoken to were very
friendly and patient. I was grateful to Richard, who patiently
explained the complexities and difficulties of the Penguin
Randomhouse deal to me.
Grace Cheng also shared with me at the law fair that the lack of
billable targets and lock step system creates a cooperative
environment where everyone helps one another. That is the
sort of firm culture I’m looking for.

4
I feel supported
despite the steep
learning curve.

The firm’s mentoring programme provides me with supervision
by an associate. This ensures that I can step up to the level of
responsibility expected of me.
I am also glad that there is someone who has been in my shoes
as a trainee solicitor who can give me guidance.

WHY US

Training and Culture
Extra Tips
Statement 1 – For most other firms,
talking
about
their
overseas
secondment opportunities and how
international they are is a sure way to
score points with recruiters. But
Slaughter and May only has four
offices worldwide. So what you can do
is to flip that argument and emphasise
how the London office is really the
exciting place to be. Make them feel
that they’re different from all the other
firms.
Statement 2 – Share some anecdotal
experiences to avoid sounding too
vague. What sort of support did the
Slaughters lawyers you’ve met
receive? Did the partners and
associates bother to explain the
rationale of say, a particular clause in
a Share Purchase Agreement?
Statement 3 – The multi-specialist
approach is a must mention for
Slaughters because they really believe

in it. Show them why you believe in it
too. We’ve given you an example
based on organising a marathon, but
any example will do, so long as it
reinforces the idea that it’s important
to see the big picture.
Statement 4 – Everyone is going to
say that they like the firm “culture”.
This is your chance to shine. Mo
Kolim and Janine Arnold are the HR
officers at the London office (as of
August 2016), so if you enjoyed
speaking with them and other
Slaughters lawyers at the law fair, do
mention their names.

Use that to illustrate the firm culture.
After all, the HR staff are the ones
reading your application. Familiar
names help you to leave an
impression. If you’re interested in pro
bono, these videos will give you
examples to reinforce your point about
how you really like the firm’s culture.

WHY US

What Do You Have to Offer?
Law firms always look for a “good fit”.
Have a look at what Slaughters wants
their trainees to have. We’ve broken
down the lingo into plain English
for you.

• “Someone with energy and
spark who can relate to those
around them” → don’t sulk in the
office all day
• “Independent thought” → able
to go beyond the tried and tested
deal templates
• “A range of interests outside of
the law and commercial
awareness” → we’ve helped you
tackle this in the earlier Notable
Deals and Rankings sections
• “Ability to show grit under
pressure” → persevere despite the
long hours; you must really want to
be a lawyer and not be bored by
intense proofreading

Teamwork
At 3am in the morning, with a deal
waiting to close, the last thing firm
lawyers want to worry about is an
uncooperative trainee. They need
someone who can work with their
buddies, associates and partners.
This is true in general, although there
are certainly firms with lawyers that
have agro written all over their faces
and cufflinks.

What you can say to Slaughter and
May:
“In 2015, I staged a theatre
production in school. My experience
as production manager taught me
about team dynamics. Working
together is even more crucial given
Slaughter and May’s small teams
and often time-sensitive deals like
the Honeycomb IPO.”
Using examples like these, you can
demonstrate that you’re a trainee
with “energy and spark”.

Now
think
about
how
your
experiences match the firm’s needs.
Here’s how you can demonstrate
some of the traits that Slaughters
wants.
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What Do You Have to Offer?
Law firms always look for a “good fit”.
Have a look at what Slaughters wants
their trainees to have. We’ve broken
down the lingo into plain English
for you.

• “Someone with energy and
spark who can relate to those
around them” → don’t sulk in the
office all day
• “Independent thought” → able
to go beyond the tried and tested
deal templates
• “A range of interests outside of
the law and commercial
awareness” → we’ve helped you
tackle this in the earlier Notable
Deals and Rankings sections
• “Ability to show grit under
pressure” → persevere despite the
long hours; you must really want to
be a lawyer and not be bored by
intense proofreading

Now
think
about
how
your
experiences match the firm’s needs.
Here’s how you can demonstrate
some of the traits that Slaughters
wants.

Attention to Detail
As a trainee a fair bit of your work
involves proofreading. If you can spot
the errors that your time starved
supervisors miss, you will be a great
help to them. On another level, being
able to spot minute changes in legal
clauses is important; lawyers from the
other side might try to sneak things
into obscure clauses in the hope that
you don’t notice and agree to them
anyway.

What you can say to Slaughter and
May:
“As secretary in my high school
microfinance club, I meticulously
checked through proposals prepared
for our clients.
Attention to detail is particularly
important given Slaughter and May’s
focus on corporate transactions,
which involve careful drafting and
proofreading of agreements like
SPAs.”
Highlighting your attention to detail
also segues nicely into a general
showcase of your “ability to show grit
under pressure”.

BONUS RESEARCH

Firm Expansion
Slaughters doesn’t really open
international offices. They have their
Brussels, Hong Kong and Beijing
office. That’s it. Instead, they have a
network of best friend firms around
the world that they use. In the past
few years, Slaughters has been
involved in major African transactions.
For instance, it advised on the
financing of the Egyptian Mostorod Oil
Refinery Project as well as the
development of the Jubilee oil field in
Ghana.

The Diageo deal itself has African
elements too.
While other firms like Clifford Chance
have been setting up offices in Africa,
Slaughters has not been resting on its
laurels. In 2012, the firm hosted a
conference in Botswana for 27 law
firms from 16 African countries to
establish and strengthen ties with
local firms.

After an interview, you get to ask questions. Ask about expansion plans. Ask
how the firm’s newest office ties in with the firm’s business strategy. This
shows you’ve given some thought to the firm you’re applying to.
To make your response even more impressive, do research on particular
markets which you are interested in. For example, investigate the growth
potential of African countries like Ghana.
Then ask the interviewer how Slaughters intends to capitalise on growth in
these markets. Does it have a best friend firm that can advise on local law? Is
it building relationships with other African firms as a precautionary measure?
All these questions suggest to the interviewer that you’ve given some thought
to the firm’s future.
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Important Partners
The firm’s senior partner in London is
Steve Cooke. He succeeds Chris
Saul, who spent 39 years at the firm.
Steve has advised on deals with
household names, like the merger
between British Airways and Iberia.
He was also involved in the iconic
Kraft-Cadbury
takeover
(Kraft
eventually won).
So if you happen to bump into him at
an Open Day, feel free to ask him
what a hostile takeover feels like from
the point of view of the target
company, and what the challenges
were.

Moving on, Robin Ogle has been a
partner at the firm for 14 years.

He advises on corporate and asset
management deals, including the
Diageo acquisition you read about
earlier (the other partner on the
Diageo deal, Simon Nicholls, heads a
general corporate practice).

Robin also helped Diageo with a
previous
acquisition
concerning
United Spirits, so it might be worth
asking him about the challenges
behind maintaining a healthy long
term relationship with a client like
Diageo.

This section comes in handy for interviews. Recruiters are impressed when
you’ve read about deals that partners have done. If you’re lucky, the partner
you’ve read about might be your interviewer! He or she might have worked on
one of the Notable Deals, so you can impress them by asking about parts of
the deal you didn’t understand or found interesting. Don’t worry about
sounding silly, you’re not expected to know the deal inside out.
Details about the background of partners help you to make small talk before,
during and after interviews. You don’t want to seem like a person who is just
there to mechanically answer interview questions. Treat the interview as a
conversation instead. It helps to lighten the mood and also makes the process
enjoyable for the interviewer.
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The Next Step
Ready To Go
Alright, you’re all set now. Put the
information here to use and nail that
application. Come back to this
research pack again once you’ve
received an invitation to interview with
your firm. Then focus on the sections
where we’ve provided help icons like
this:

They will help prepare you for the
interview
questions.
Remember,
practice makes perfect. You want to
rehearse your answers multiple times
before going into an interview.

Interviews
Being able to provide an almost
automatic response to standard
interview questions has a few
advantages. Firstly, it frees up mental
capacity and helps you tackle
curveball questions more easily. It’s
like learning a dance.

If you’re still struggling to remember
all the basic steps, you won’t be able
to focus on the finer points of the
dance.
Being well rehearsed also means you
can concentrate on advocacy. Instead
of having to think hard for the answer
to each question, you’ll be free to
concentrate on your interviewer.
Maintain eye contact, smile, and make
funny self-deprecating comments from
time to time.

Support
We want to make sure that you have
all the guidance you need to get that
job offer. So feel free to contact us at
admin@tcportal.net and we’ll respond
as soon as possible. For extra
information, do check out the TCportal
website. Don’t worry, we’ve been in
your shoes before and we know how
to help.

GLOSSARY OF TERMS

Acquisition Finance

A means by which a buyer finances an acquisition. Often involves
loans by banks

B&F

Banking & Finance

Bonds

A form of debt financing (raising money by borrowing). The main
difference between a bond and a bank loan is this: bonds are
generally tradeable (you can sell off your bonds on a bond
market) but loans aren’t.

Capital Markets

Figuratively speaking, a market where companies go to raise
funds (capital). Capital Markets can be broadly divided into equity
(think IPOs, stocks) and debt (think bonds) capital markets.

Chinese SOE

Chinese State Owned Entity

CSRC

China Securities Regulatory Commission

DD

Due Diligence
The process of checking a company (through records filed with
the relevant company registries, the company’s statutory books,
financial statements and documents showing its litigation history
and so on). One of the aims is to ascertain the economic viability
of a company.

HKEx

Hong Kong Stock Exchange

HMRC

HM Revenue and Customs

IPO

Initial Public Offering
A company issues shares to the public in exchange for money. In
the process, it lists on a stock exchange.

LSE

London Stock Exchange

M&A

Mergers & Acquisitions

NDRC

The Chinese National Development and Reform Commission

PESTLEB

A useful cognitive tool that helps you generate possible risks
factors that a company faces for a particular transaction.

Prospectus

Key document in an IPO

SAFE

The Chinese State Administration of Foreign Exchange

SASAC

The Chinese State-owned Assets Supervision and
Administration Commission

SPA

Share Purchase Agreement
The key legal document in an M&A which contains important
clauses stipulating items such as the purchase price, warranties
and restrictive covenants to be given.

