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the end of 2014 and beginning of 2015 
brought good news on three fronts 
to Brownstein Hyatt Farber Schreck: 

in its western U.S. offices, its Washington 
lobby shop and its ties to Alaska.

The Denver-based f irm’s gross 
revenue and net income grew by 
more than 10 percent last year, and 
the lobbying operation, which makes 
up the bulk of its small Washington 
office, inched into the top three among 
K Street firms in the new year. On top 
of the gains, Brownstein announced 
Wednesday i t  had hired former 
Democratic Sen. Mark Begich of Alaska 
as a strategic adviser based in D.C.

The boom year came from practice 
areas the f irm has focused on—
corporate work, litigation, natural 
resources, real estate and government 
r e l a t i o n s ,  a c c o r d i n g  t o  f i r m 
co-managing partner Adam Agron. 
The firm also has built on acquisitions 
it made more than five years ago of 
boutique firms that specialized in 
gaming in Las Vegas and water law in 
Southern California.

“It wasn’t a rising-tide issue as 
much for us as our strategy paying off. 
Nobody lagged, and nobody was heads 
and tails above the rest,” Agron told 
The National Law Journal this week.

Brownstein’s gross revenue for 2014 
totaled $166 million, an 11 percent 
increase from 2013, the firm reported 
to ALM. Revenue per lawyer grew by 
$35,000 to $735,000, while profits 
per partner increased by $100,000 
to $830,000 in 2014. The firm’s net 

income was up by more than 13 
percent, to $55 million.

Highlights last year included the 
hiring of 20 intellectual property 
transaction lawyers from several large 
firms, including Merchant & Gould 
and Arnold & Porter. Brownstein said 
it worked on two major transactions, 
for Freeport LNG Development in the 
financing of an $11 billion natural gas 
facility in Texas, and for a Denver-
based developer involved in the largest 
real estate sale in Mexico’s history, 
according to Ellen Schulhofer, firm 
co-managing partner.

loBBying Boon

Like the oil and water business 
running out West, the firm’s offerings in 

Washington expanded in recent months.
Brownstein, for the first time, has 

risen to become one of the top three 
organizations in Washington in publicly 
disclosed lobbying revenue, according 
to The Hill’s first-quarter overview.

The firm’s lobbyists earned $5.8 
million, a 7 percent increase compared 
to a year prior, in the first quarter. That 
trumped Podesta Group, a perennial 
top-three firm, by $200,000.

Brownstein still lags behind No. 1 
Akin Gump Strauss Hauer & Feld and 
No. 2 Squire Patton Boggs in lobbying 
work for the quarter.

“I don’t think there’s any goal in D.C. 
or here at the firm to be No. 1 or No. 4 
or No. 3,” Agron said.

Despite their breadth, Brownstein 
lawyers stay away from this city’s 
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traditional federal regulatory work. 
That’s different from how several law 
firms in D.C. have expanded in public 
policy with legal and lobbying business 
closely entwined.

The Washington office is still one of 
Brownstein’s smaller operations. The 
225-lawyer firm has only 10 attorneys 
in D.C., and 30 professionals total.

“We’re not trying to compete in 
Washington as a law firm in general. 
It’s one of the most competitive legal 
markets in the country. We’re not 
trying to parlay that into general legal 
services at all,“ Agron said.

The firm’s largest clients this year so 
far reflect the approach. Top client Citgo 
Petroleum Co. spent $270,000 from 
January to March with the firm to lobby 
on a Venezuelan sanctions law and other 
energy and foreign policy. Additional 
clients that paid more than $100,000 
for lobbying, according to first-quarter 
disclosures, were energy companies, 
Denver-based businesses, casino operator 
Caesars Entertainment Corp. and a 
California water sourcing company.

Not all major lobbying clients fell into 
Brownstein’s niche legal services. The 
National Cable & Telecommunications 
Association and PricewaterhouseCoopers 
hired Brownstein lobbyists for $120,000 
and $130,000, respectively, according 
to first-quarter reports made public  
by Congress.

Brownstein Brings on Begich

The hiring of Begich, who is not a 
lawyer, as a co-leader of a strategic-
services team speaks to Brownstein’s 
involvement with natural resources 
and energy industries.

Begich’s own ties with oil and 
gas interests in Alaska are strong. 
When the former senator solicited a 
celebratory quotation to include in his 
announcement press release Wednesday, 
BP America Inc. president John Mingé 
was glad to oblige, Begich said.

“Mark Begich passionately served 
the people of Alaska for more than a 
decade, and I know he will bring that 
same passion and energy to his new 
role in Washington,” Mingé’s statement 
in the Brownstein release said. BP is 
not a Brownstein client, according to a 
firm spokeswoman.

Begich has embarked on several 
professional ventures since he lost 
his re-election bid last year. The 
work, all funneled through Northern 
Compass Group LLC, the corporate 
consulting firm he founded in January 
in Washington and in Anchorage, 
capitalizes on the former senator’s 
expertise in several policy areas. Begich 
said he will spend half his time in 
Alaska and half in Washington.

“It’s very different than what most 
senators do. I wanted flexibility and 

something a little different,” he told 
the NLJ.

The Democrat will partner with 
Republican adviser Barry Jackson, a 
former aide to House Speaker John 
Boehner, at Brownstein.

As an independent contractor with 
Brownstein who will work part-time, 
Begich plans to advise another law 
firm, the boutique Sonosky, Chambers, 
Sachse, Endreson & Perry, on Native 
American issues.

The contracting arrangements with 
the two law firms, he said, would 
alleviate him from some of the strict 
confl ict-of-interest  protocol that 
lawyers at firms must follow. Some of 
Brownstein’s largest clients are major 
players in the oil and gas industries, 
while Sonosky Chambers says on its 
website it “will not represent an oil and 
gas company seeking to do business 
with a tribe.”

Begich said his job announcement 
did not come sooner this year because 
he took time to make sure his clients 
wouldn’t oppose one another.

“Both sides have been ecstatic 
about me announcing it,” Begich said 
Wednesday. “For the Sonosky people, the 
tribes are excited I’m working for them.”

Lloyd Miller, a partner at Sonosky 
Chambers and founder of its Alaska 
offices, said Begich’s knowledge in oil 
and gas would make him beneficial 
to Native American clients, despite 
the firm’s policy on not representing 
energy company interests.

Begich won’t register as a lobbyist 
after his cooling-off period from 
government expires at the end of 
2016, he added, and he said he will 
“keep my options open” in regard to 
another round in politics, even as soon 
as next year.

Contact Katelyn Polantz at kpolantz@alm.
com. On Twitter: @kpolantz
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