
Bomi Lee, 37, Fenwick & West
Office: San Francisco.
Practice area: Corporate and mergers 
and acquisitions.
Law school and year of gradua-
tion: Yale Law School, 2009.
How long have you been at the 
firm? Five and a half years.
How long were you an associate 
at the firm? About three and a half 
years.
Were you an associate at another 
firm before joining your present 
firm? I was previously an associate at 
Cravath, Swaine & Moore from 2009 
to 2015.
What year did you make partner at 
your current firm? 2019.
What’s the biggest surprise 
you experienced in becoming a 
partner? I am still surprised by the 
extent to which becoming an owner 
has changed my perspective on the 
firm and my practice, and how much 
like a true owner I actually feel. It 
really helps that Fenwick emphasizes 
transparency and participation among 
the partnership. Even as a junior 
partner, I have good visibility into the 
firm as a business, and I have a greater 
responsibility to affect the change I 
want to see. As a corporate lawyer, 
I counsel founders and CEOs about 
their businesses all the time, but it’s a 
different and invigorating experience 
to tackle issues and think through 
business strategy for a business in 
which you are a part owner.
What do you think was the deciding 

point for the firm in making you 
a partner? The first transaction I 
worked on when I joined the firm 
was a high-profile carve-out transac-
tion for one of Fenwick’s oldest cli-
ents. The deal lasted for almost eight 
months and involved lawyers from our 
corporate, securities, debt, employee 
benefits, intellectual property, tax and 
litigation practices, often in in-person 
sessions at the firm’s giant confer-
ence rooms. As a lateral associate, 
it can be hard to get to know people, 
but when you spend literally hundreds 
of hours together in the trenches on 
a stressful transaction, you quickly 
leapfrog over the awkward getting-to-
know-you stage and become trusting 
colleagues and even friends.
Of course, that deal wasn’t the decid-
ing point, nor do I think there was ever 
a single deciding point. But it was the 
first of many, many transactions that I 
worked on over the next few years at 
Fenwick that enabled me to develop 
deep relationships with a broad range 
of people within the firm and with cli-
ents who then supported me to part-
nership. Mergers and acquisitions can 
be a really stressful practice area, but 
I value the depth of the relationships 
that I’m able to build during a deal 
process, and I try to build on them.
Describe how you feel about your 
career now that you’ve made part-
ner. Like I mentioned above, I have an 
ownership mentality that I didn’t have 
as an associate, and that includes (a 
little) more control, more confidence 

and definitely more responsibility. As 
an owner I want to find ways to make 
Fenwick better as a firm, and hopefully 
more sustainable and diverse.
I think Fenwick is still at a point 
where we are evolving and striving to 
become the best version of ourselves. 
Even in the time I’ve been here, Fen-
wick has undergone a lot of strategic 
change, for example, expanding into 
the New York and Santa Monica mar-
kets and growing its San Francisco 
office.  Fenwick 20 years ago was 
a totally different firm than Fenwick 
is now, and I expect and hope it will 
be different yet again 20 years from 
now (of course, for the better!).  That 
creates so much opportunity for new 
partners and even associates to have 
a voice in where we go and how we 
do things, and that’s what makes 
being at Fenwick so exciting for me.
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"Make sure that being partner actually enables you to do the aspects of the job that bring you  
energy and you find satisfying."

Allison Cooper
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What’s the key to successful busi-
ness development in your opin-
ion? When I was a law student and 
junior lawyer, I remember thinking that 
business development sounded like 
such a sexy and important thing to do, 
and I was always disappointed when 
I was told by partners that the best 
way to develop business was to do 
good work. They were right, but I’ll add 
one more thing: Successful business 
development comes down to doing 
good work but also making sure your 
contributions and value are visible. 
That doesn’t mean you have to brag or 
beat your chest. It just means that you 
should be thoughtful about helping the 
client, your senior associate or your 
partner understand and appreciate your 
value. If you’ve spent hours working to 
make improvements on an agreement, 
use the cover email to highlight a 
few of the value-add changes you’ve 
made. If you win some critical points in 
a negotiation, make sure the client is 
able to appreciate the implications of 
those wins. It’s not about taking credit 
or being immodest; it’s about making it 
easier for the client to understand the 
good work you are doing.
What’s been the biggest change, 
day-to-day, in your routine since 
becoming a partner? Not a lot! But I 
have a lot more calls from clients with 
one-off questions that are unplanned 
because I’m consulted much earlier in 
the process on a potential transaction 
or a strategic initiative. I can start a 
day with very little on my calendar and 
by the end of the day, I’ll have had to 
jump onto eight to 10 calls for a whole 
host of unexpected things. The flip side 
is that I have more advance notice 
of deal work and transactions, and I 
can better predict where things will 
ultimately go.
Who had the greatest influence in 
your career that helped propel you 
to partner? There was a time when 
I was honestly considering whether 

partnership was the right fit for me. 
Doug Cogen, who co-chairs our 
mergers and acquisitions practice, 
took me out to lunch and I was able 
to be honest about my concerns and 
doubts. He told me not to look at the 
partnership as it is now, but to look 
around at my peers, the associates in 
my class year and below, and whether 
I’d want to be partners with them. It’s 
easy to look at the senior partners and 
not see yourself as one of them. Doug 
helped me shift the focus to see that 
I could have a hand in shaping and 
becoming a part of something that was 
not static but constantly evolving. That 
conversation was very empowering. It 
was a moment I remember well and 
think about often because it probably 
was the first time the prospect of 
partnership felt more exciting than 
scary or intimidating. Just last week, 
we voted in a new class of Fenwick 
partners, many of whom are my friends 
(and eight of whom are women!), and it 
is really special to think about crafting 
the future of the firm alongside them for 
many, many years to come.
What’s the best piece of advice you 
could give an associate who wants 
to make partner? I don’t think making 
partner should be a goal, but rather 
part of a very long career trajectory. 
Make sure you are doing what you 
like to do, and that you understand 
what aspects of your practice you 
most enjoy. Then make your decisions 
toward doing more of that. Make sure 
that being partner actually enables you 
to do the aspects of the job that bring 
you energy and you find satisfying.
How would you advise an associate 
to network at a time like this? Reach 
out to people and stay in touch. It’s 
strange, but it’s almost easier to get in 
contact with people now than during 
the pre-COVID times. In normal times 
it could take months to plan a dinner or 
drinks or coffee with a client, because 
everyone is so busy. Given that every-

one is working 
from home now, 
it’s almost easier 
to grab 15 min-
utes for a video 
chat or phone 
call. It’s impor-
tant to be pro-
active and take 
initiative to make 
connections with 
your colleagues, 
with your clients 
and with your friends.
Also, when you reach out for advice, 
come ready to ask questions, and don’t 
just ask the questions you think you 
should be asking. Ask the questions you 
are curious about. Unless you are hon-
est about your concerns or your uncer-
tainties, the advice you get may just be 
cookie-cutter and perfunctory. You will 
only get as much out of a conversation 
as you put in, and being vulnerable and 
asking real questions is the only way to 
make a meaningful connection.
What I wish I knew then? I wish I had 
known that there really are no wrong 
or right decisions. There are so many 
things outside of our control, and I 
think I wasted a lot of time stuck in 
decision-making paralysis over things 
that ultimately I could not have known 
the outcome of.  As a law student it can 
sometimes feel like you’re faced with 
so many critical path decisions — what 
law firm to interview with, what firm to 
intern with, what practice group to be 
in, what partner or senior associate to 
work for, and on and on. Of course it’s 
important to be deliberate and thought-
ful, but sometimes you’ve got to flip 
the coin, make the decision and then 
just pursue it wholeheartedly. And ulti-
mately that’s where the energy should 
go. Once the decision is made, you 
have the ability to make the best of the 
circumstances and find the path that’s 
right for you within that decision. Don’t 
tire yourself out with all the “what-ifs”!
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