
In the following pages, 
this year’s especially 
diverse swath of 16 part-
ners and principals from 
across the country share 
their take on what makes 
a rainmaker. There is 
no fool-proof blueprint 
to generating beaucoup 
business, one attorney 
attests. It depends on per-
sonality and competency. 
Whatever the approach,  
he adds, persistence is 
essential.     

Selected from a pool of 
nominees suggested by 
leading firms nation-
wide, each attorney main-
tains a book of business 
of $2 million or more a 
year. While most inter-
viewed have noted the 
changing economy, all 
have found ways to make 
it work. Whatever the 
atmosphere, they agree: 
Rainmaking remains 
the bedrock of private 
practice. 



Dino Barajas splits his time  
between Los Angeles, New York, and Latin America, 
focusing his practice on domestic and international 
project development and finance, with particular emphasis on Latin American infra-
structure projects, debt financings, and mergers and acquisitions. His clients include 
commercial lenders, institutional investors, investment funds, project sponsors, and 
public and private companies.

Compared to his early days in the profession, Bajaras notes that generating business has 
become an increasingly bigger challenge. “Where there were once regional powerhouses, 
today’s multi-national firms have grown so large that they’re often in four or five markets 
around the world. Branding simultaneously in different regions is not easy. Also the pool of 
competitors has gotten larger—that raised the bar. No one can rest on his or her laurels. You 
have to be there pressing the flesh, meeting new people. Marketing is a 24/7 thing—it’s really 
just nonstop. 

“But pitches are like planting seeds. Reaching out to clients rarely produces fruit imme-
diately. You may have to wait four or five years before an opportunity develops and then 
client service is everything,” he says. “An attorney becomes known over time. It’s not about 
immediate gratification.” 

Does he ever weary from the grind? Never! Not for an instant. For an inner city 
kid whose mother labored in the canneries and agricultural fields of California, 
says Barajas, his career is like a Cinderella story. And as a Mexican American he is 
delighted that his language and cultural skills are assets—something he only fully 
understood after practicing for several years. And despite his continued success, 
Barajas adds, “I’m hungry for more. I’m always asking myself: Who is my next client? 
Where can I improve? What is waiting for me tomorrow?”
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