
!The market for boutique, small, and 
mid-size legal ! rms is rapidly 
expanding. Despite this growth, 
however, ! nding opportunities at 
these ! rms remains elusive to 

most law students and graduates. 
At Boalt’s Career Development O"  ce (CDO),

where I provide one-on-one counseling to stu-
dents, present career-oriented programs, and 
lead outreach e# orts to small and mid-size 
! rms, we’re hearing more and more questions 
about how best to approach these ! rms. 

How do I learn about job opportunities?
My conversations with alumni who work at 
such ! rms revealed that most found their cur-
rent positions through personal or professional 
contacts. James McManis ’67, founder of 
McManis Faulkner in San Jose, suggests proac-
tively reaching out to a ! rm’s a$ orneys. If the 
candidate makes a good impression and a busi-
ness need exists, McManis says a position could 
be created. McManis Faulkner associate Jennifer
Murakami ’10 found her current position when 
a former supervisor introduced her to a partner 
at the ! rm.

Other ways to learn about potential opportu-
nities include joining bar associations to meet 
practitioners and ! nding reputable recruiters 
connected to small and mid-size ! rms. You can 
also search Martindale.com to locate alumni, 
and review job postings on online forums such 
as b-Line (the CDO’s job database). With 
b-Line, you can search the job database, review 
employer pro! les, and set up searches accord-
ing to your chosen criteria to run automatically 
at selected intervals.

What do these ! rms look for in candidates?
Partners and associates give varying answers, 
but they share a common thread: “! t.” What 

that means, of course, is o% en unique to each 
! rm. To Don Tamaki ’76, co-founder of Minami
& Tamaki in San Francisco, good character 
and trustworthiness are vital traits. To Karen 
Stambaugh ’06, co-founder of mod4 LLP in 
Berkeley, a candidate must be commi$ ed to help-
ing the ! rm grow. Joshua Benson ’08, an associ-
ate at Taylor & Company Law O"  ces in San 
Francisco, says producing “A+ work” is required. 

& e resources mentioned above can also 
shed valuable light on a ! rm’s culture, to help 
you ! gure out what “! ts” a particular ! rm and 
whether the ! rm “! ts” you.

What are the rewards and challenges of 
working at smaller ! rms?  
Minami & Tamaki co-founder Dale Minami ’71  
cites working with people he likes and respects 
as the greatest reward'and balancing eco-
nomic survival with personal, community, and 
political commitments as the greatest chal-
lenge. For John Tsai ’09, an associate at Bridges 
& Mavrakakis in Palo Alto, o# ering personal-
ized advice directly to clients is tremendously 
satisfying, while assisting in the administration 
of the ! rm poses a sobering responsibility.

Sarah London ’09, an associate at Lie#  
Cabraser in San Francisco, appreciates being 
able to build strong relationships with clients 
while both helping them and advancing the law. 
On the ( ip side, she says the biggest challenge 
is taking on large assignments with serious 
responsibilities in her cases relatively quickly. 

For more information, visit our website at 
h$ p://www.law.berkeley.edu/careers.htm. You 
can also contact me at sselim@law.berkeley.
edu, or Robert White, Director of Alumni 
Career Services, at rwhite@law.berkeley.edu. 
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“ My conversa-
tions with 
alumni who 
work at small 
and mid-size 
! rms revealed 
that most 
found their 
current posi-
tions through 
personal or 
professional 
contacts.” 
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Samorn Selim ’09 is Director of Employer Outreach at 
Boalt’s Career Development O!  ce. She previously worked as 
a litigation associate for Mana" , Phelps & Phillips in San 
Francisco, where she was active in the # rm’s recruiting e$ orts.
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