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fact that the client knows that he is less likely
to be objective because of the headiness of the
deal momentum. Many of my clients have told
me that for them to feel like that received the
full value for the hourly rates they were
paying, they wanted me and their other
professionals to carefully observe them and be
candid about what was seen. These clients felt
that they were paying for another set of eyes
and deserved to receive the results of clear
vision. 

By continuously looking out for warning signs
and red flags, it will inherently slow the
momentum of a deal down just enough to
analyze carefully the information and issues
presented without jeopardizing the pacing of
the negotiations. By empowering the client to
listen to his instincts, he is much more likely
to avoid a bad deal and to make better
decisions because he inherently knows what is
right and what is wrong and what makes sense
and what does not. Client should not be afraid

to walk away from a deal that does not feel
right. There is almost always another
opportunity just around the corner. Whenever
a client of mine is having difficulty with this,
I remind him that when asked what his most
p rofitable transactions were, a highly
successful real estate developer that I admire
answered without hesitation, “the ones that I
didn’t do.” 

iA n d rew M. A p f e l b e rg of Rutter Hobbs &
Davidoff (www.rutterhobbs.com) is a corporate
attorney specializing in mergers and
acquisitions and serving as primary outside
counsel to companies and entre p re n e u r s .
A n d rew's clients benefit from his stro n g
business and finance background gained from
working for investment and commercial banks
prior to attending law school. Andrew can be
reached at (310) 286-1700,
Aapfelberg@rutterhobbs.com, 1901 Avenue of
the Stars, Suite 1700, Los Angeles, CA 90067 or
by facsimile at (310) 286-1728.




