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Best known for: 
Being a practical and thorough practi-

tioner who works collaboratively with all 

parties to complete transactions.

Why I chose my practice area: 
Typically all parties to a transaction have 

the same ultimate objective and it is very 

satisfying to successfully close a transac-

tion. I enjoy working with business owners 

and their financial advisors in structuring 

transactions. My undergraduate degree is in 

accounting and that background has been 

extremely beneficial in working on business 

transactions.

Most memorable case: 
I represented a foreign multi-national con-

glomerate in the acquisition of a subsidiary 

business from a Japanese public corpora-

tion. On the second day of business negoti-

ations the seller’s representative had to walk 

back some of the points he had agreed to on 

the first day. The formality and duration of 

his apology to my client was quite impres-

sive. The transaction closed successfully.

About 20 years ago, I represented two gen-

tlemen in the sale of their business. In the 

process of completing diligence, I learned 

that their accountant had never set foot in 

the building even though the accountant 

was issuing “audited” financial statements. 

It quickly came to light that the financial 

statements were actually nothing more than 

compiled statements which nearly killed the 

deal. We were able to convince the private 

equity buyer that the principals were not 

complicit, and worked through the issue to 

close the transaction.

What makes me a leader in my field: 
I do my best to identify the “pinch points” 

to transactions as early as possible to first 

determine if there is anything that will like-

ly be fatal. Thereafter I work to determine 

how to resolve each point so the transac-

tion can proceed. Most transactions need 

a quarterback to achieve the desired out-

come.

Representative clients: 
V.I.P. Inc., Easton Mark, Inc., Country 

Bank, Rockland Trust, Main Street Bank, 

Beacon Bank, Unibank, Webster Five Cents 

Savings Bank

Best known for: 
My vast experience advising life sciences and 

technology companies on corporate and secu-

rities matters. My clients range from startups 

and emerging companies to mature public 

companies and VC firms. I advise many cli-

ents throughout their lifecycle, from forma-

tion through complex transactions, venture 

capital financings, IPOs, and acquisitions.

Why I chose my practice area: 
I pursued an emerging companies and ven-

ture capital practice early in my career, long 

before it became a hot practice area. After two 

years at a Big Law firm in New York City, where 

I was far removed from the action on mega 

deals, I relocated to Wilson Sonsini Goodrich 

& Rosati in Silicon Valley. There, I learned a 

very different kind of lawyering: Instead of 

being separated from clients by layers of more 

senior lawyers, I was part of small, hands-on 

teams advising founder clients in the trenches 

on every aspect of their businesses.

Most memorable case: 
Leading two back-to-back public offerings 

for Nuvalent Inc., raising $575 million in 

2024 and $500 million in 2025. I’ve also rep-

resented Astria Therapeutics Inc. since its 

Series A financing in 2011, leading multiple 

financing rounds, its June 2015 IPO, its 2021 

acquisition of Quellis Biosciences alongside a 

$110 million PIPE, and its $920 million sale 

to BioCryst Pharmaceuticals, which closed in 

January 2026.

What makes me a leader in my field: 
I represent companies at the forefront of 

their industries and excel at helping clients 

solve first-of-their-kind problems. I’m espe-

cially adept at guiding complex deals through 

highly regulated industries and view every de-

cision from both strategic business and legal 

perspectives – crucial for early-stage compa-

nies needing counsel with a wide lens.

Bar involvement/leadership roles: 
I’ve held numerous practice leadership roles 

and continue investing time in fostering the 

next generation of young lawyers.

Representative clients: 
Astria Therapeutics, Inc.; Werewolf Thera-

peutics; Nuvalent Inc.; Crossbow Therapeu-

tics, Inc.; Georgiamune Inc.

Partner
Sidley Austin
Boston

Partner
Blank Rome
Boston

Chairman
Mirick
Worcester

ROSEMARY G. 
REILLY

JOSEF B. 
VOLMAN

DAVID E. 
SURPRENANT

Best known for: 
I would like to think I am best known as a 

creative problem-solver who collaborates well 

with colleagues across the legal community. 

Other lawyers often turn to me for help navi-

gating complex issues among shareholders, in-

vestors, board members, family members, and 

executives, especially when the stakes are high. 

As a “go-to” middle market M&A lawyer, I rep-

resent buyers and sellers across a range of in-

dustries. I’m also passionate about mentoring 

the next generation of entrepreneurs, which is 

why I’ve spent the past eight years teaching en-

trepreneurial business law at Tufts.

Why I chose my practice area: 
My path to corporate law began as a summer 

associate in New York, where Arthur Siskind 

—who later became general counsel for News 

Corporation — became a mentor and encour-

aged me to join his team. Corporate law turned 

out to be the perfect fit, allowing me to com-

bine my business background from Tufts with 

my collaborative, solutions-oriented approach.

Most memorable case: 
Representing the entrepreneurs who found-

ed Sportvision, the company that invented 

the “1st and Ten” line for football broadcasts. 

I guided them through multiple rounds of 

venture financing, major deals with ESPN and 

Fox, and strategic partnerships with MLB and 

NASCAR, ultimately leading to the company’s 

sale to SportsMedia Technologies.

What makes me a leader in my field: 
I see the role of the corporate lawyer evolving 

into that of a true counselor —a “consigliere.” 

What will set lawyers apart is their judgment, 

strategic insight, and ability to guide clients 

through complex decisions as trusted advisors.

Outlook for 2026: 
Technology will continue streamlining doc-

ument work and due diligence, making the 

counselor role even more critical for corporate 

lawyers.

Bar involvement/leadership roles: 
President, Boston Chapter of the Association 

for Corporate Growth, for three years — one of 

the few lawyers appointed to that role.

Representative clients: 
News Corporation and affiliates (20th Centu-

ry Fox, HarperCollins Publishing), Data Point 

Capital, Gemini Investors, JMH Capital, Vern-

dale, GA Foods
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Best known for: 
I represent many private equity sponsors 

and investors in buyouts, leveraged acqui-

sitions and structured preferred invest-

ments. I also do a lot of work for private 

companies and search funds.

Why I chose my practice area: 
I really enjoy structuring and negotiating 

investment and purchase/sale transac-

tions, especially in a manner that all par-

ties benefit.

Most memorable case: 
Goldman Sachs in numerous investment, 

acquisition and sale transactions, includ-

ing AlphaSense, DataStax, Deepwatch, 

Infinidat, Netskope, Nextiva, Paycor and 

Zipwhip. Great Hill Partners in numerous 

investment, acquisition and sale transac-

tions, including Ikon Science, Prodege, 

Terminus, TodayTix and Varicent. Sixth 

Street in numerous transactions, includ-

ing: Bloomreach, Keyfactor, MasterCon-

trol and SnapLogic.Locus Robotics in its 

$150 million Series E funding and $117 

million Series F funding.

What makes me a leader in my field: 
Thirty years of experience representing 

investors, acquirors, sellers and entrepre-

neurs. I have a keen understanding of the 

motivations and intentions of all parties. 

It allows me to negotiate efficiently on the 

points that truly matter, not legal theory or 

nuances.

Outlook for 2026: 
A tremendous acceleration in demand 

for our services. Valuation expectations 

between investors/buyers and entrepre-

neurs/sellers have corrected after years of 

misalignment.

Bar involvement/leadership roles: 
Co-head of Paul Hastings’ Private Equity 

team and Hybrid Solutions Group

Representative clients: 
Blue Owl, Egeria, Fortress Investment 

Group, Goldman Sachs, Great Hill Part-

ners, Sixth Street, Thayer Street Partners, 

TVV Capital, plus 50+ search funds and 

private companies including Locus Ro-

botics, Global Rescue and Software Legacy 

Partners.


