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Rainmaker Q&A: Morvillo Abramowitz's Robert Anello 

Law360, New York (September 10, 2013, 1:14 PM ET) -- Robert J. Anello is a partner in Morvillo 
Abramowitz Grand Iason & Anello PC's New York office and has litigated in the federal and state courts 
for more than 30 years. He focuses his practice on white collar criminal defense, complex civil litigation, 
internal investigations and reviews, and appeals. He currently serves as president of the Federal Bar 
Council, as a fellow of the American College of Trial Lawyers, and as a fellow of the American Bar 
Foundation and the New York State Bar Foundation. 
 
Anello's white collar practice involves representing defendants charged with a wide range of business 
crimes, regulatory and tax violations, and civil frauds. His clients include individuals and public and 
private companies such as financial institutions, Fortune 500 companies, defense contractors and law 
firms. In addition to his trial and appellate work, Anello specializes in pretrial representation, internal 
investigations and representation of professionals before ethics and licensing boards. He has acted as 
independent, outside counsel to Deloitte & Touche LLP and Morgan Stanley in connection with those 
firms’ participation in SEC Look-Back Programs, which have included reviews of the firms’ internal 
compliance programs. 
 
Anello is an author of the White Collar Crime column for the New York Law Journal as well as a frequent 
contributor to numerous other publications and a speaker on topics in the area of white collar criminal 
law, securities law, professional ethics, and trial tactics. He is also a regular contributor to The Insider 
Blog on Forbes.com. 
 
Q: How did you become a rainmaker? 
 
A: Becoming a rainmaker takes time and effort, but is not necessarily in the way you may think. The time 
and effort is in doing quality work for your client that has positive results and gets noticed by other 
potential clients. While this can be challenging in the white collar arena, where your best work is 
generally for clients who never become known to the public, your efforts, over time, do get noticed. 
 
Yes, you need to endeavor to get to know people in the profession, perhaps by joining Bar Association 
and other professional association committees, but what you really want is for people to take notice of 
your accomplishments in the profession. High quality work, extra effort and good results will be noticed 
by clients, judges, fellow lawyers. Never underestimate who you interact with. 
 
As a young partner, I was asked to defend an arbitration for a small investment bank. The in-house 
counsel acted as second seat. We won, got attorney’s fees awarded and the in-house attorney was hero 
at his firm. Over the years, I kept up with him and, through him, others at the investment bank. That 
small investment bank grew and merged and I became an attorney for the much larger investment bank. 
 
So focus on the work first — and take the time to become the best in what you do. This is the most 
effective form of self-promotion. 
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Q: How do you stay a rainmaker? 
 
A: While you may get a foothold by your good results, developing a consistently high-quality practice 
takes a lot of time and effort. Once you have clients, showing enthusiasm for them and for your work on 
their behalf is important to maintain them. Finally, don’t forget your team — as your practice grows you 
will not be able to sustain it if you are not supported by other high quality professionals. 
 
I have worked at my firm my entire professional career and during this time have crossed paths with 
some incredible lawyers. Early on, more senior partners included me on their team, often turning over 
aspects of a case for me to handle. When I started to lead matters that I brought to the firm, younger 
partners became part of my team. Always make your colleagues true partners, both in the cases on 
which you work and in interacting with your referral and client contacts. 
 
Q: What advice would you give an aspiring rainmaker? 
 
A: Don’t make decisions because you think you’ll get noticed. Make decisions that are good for your 
clients. Remember, it’s not about getting your name in the paper. It is about doing the best for your 
client, which just may mean frequently keeping their name, and yours, out of the press. But do let 
people know what you are good at. Join organizations but try to target broader groups beyond those 
associated with your practice area. By being part of more diverse groups, your practice specialty will 
stick out. I like being the only white collar defense lawyer in a room of successful professionals. 
 
Q: Tell us a tale of landing a big client. 
 
A: Patience is sometimes your best friend. I once participated in a beauty contest for a significant client 
who was confronted with a broad array of legal issues — criminal, civil, regulatory, congressional 
hearings and more. The potential client was very nervous — he was at the top of his professional game, 
had a lot on the line, and had lots of lawyers from whom to choose. It took him four weeks to make a 
decision about who would represent him — and he only made that decision after speaking to other 
clients of mine who would speak to their results and their experience working with me. Comfort to him 
meant selecting a lawyer who would not only be available to him but who would put his interests first. 
 
Another time, I represented someone in a lawsuit against a significant financial institution headed by a 
powerful and difficult chief executive. I got a terrific result for my client at the extreme displeasure of 
that executive, who had a very colorful way of describing me. Years later, I got a call from his in-house 
counsel asking me to represent that same company that previously was my adversary. I reminded him of 
my nickname — asking if his chief executive remembered who I was? He said yes — and that was exactly 
why he needed me now! 
 
The opinions expressed are those of the author and do not necessarily reflect the views of the firm, its 
clients, or Portfolio Media Inc., or any of its or their respective affiliates. This article is for general 
information purposes and is not intended to be and should not be taken as legal advice. 
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