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M aking partner at a law � rm is an economic and psychological reward for years 
of labor, a signal of achievement to clients and colleagues and often the start of 
an even longer climb up the ladder of � rm management. The 21 M&A lawyers 
we pro� le below all made equity partner within the last 12 months. They have 
become key members of client teams, and many will become � rm leaders.

We selected the 21 by scanning new partner announcements at top corporate � rms. We chose 
only one lawyer per � rm and considered only U.S. lawyers. For some � rms, the decision was easy: 
Cleary Gottlieb Steen & Hamilton LLP; Davis Polk & Wardwell LLP; and Sullivan & Cromwell LLP, 
among others, didn’t make a new partner in either area. Others, such as Cravath, Swaine & Moore 
LLP and Debevoise & Plimpton LLP, had small classes that included only one.

In contrast, the new partner classes of 31 at Latham & Watkins LLP and of 46 at Jones Day 
presented di�  cult choices among multiple lawyers in di� erent o�  ces with divergent practices. 
A few � rms made multiple partners in New York, like Shearman & Sterling LLP with three and 
Wachtell, Lipton, Rosen & Katz with four. We opted to focus on one lawyer in greater depth than 
attempt a group portrait in a few hundred words.

The announcements also showed the practice areas and geographies in which � rms are investing 
and often o� ered unexpected insights. For example, Wilson, Sonsini, Goodrich & Rosati PC 
made only one new M&A partner but two in privacy and data protection and three in technology 
transactions, which suggests how important those specialties are to Wilson’s tech clients.

—David Marcus

The Deal chose these 21 attorneys as the most promising new 
M&A partners of 2019.          21 NEW M&A LAW PARTNERSTop
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Amber Meek

Fried Frank

A graduate of the University of San Diego and 
Harvard Law, Amber Meek of Fried, Frank, 
Harris, Shriver & Jacobson LLP was initially 
drawn to the collaborative nature of M&A 
and has worked on high-pro� le deals across 
a wide variety of sectors, including several  
with Jacobs Engineering, IBM Corp.’s (IBM) 
acquisition of SoftLayer Technologies Inc. 
from GI Partners LP, and Coach Inc.’s $2.4 
billion acquisition of Kate Spade & Co.

Meek said collaboration deepens one’s 
understanding of M&A. 

“I think it makes you a better lawyer, [when] 
you’re not bound by the baseline knowledge 
that you have,” she told The Deal.

Fried Frank appointed nine other new 
partners on Jan. 17, including Shant P. 
Manoukian, Erica Ja� e, and Simon Saitowitz. 

— Alexandra Gar� nkle


