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Yukevich Cavanaugh was launched in response to its founder’s rejected proposal.

By ZANE HILL Staff Reporter

YUKEVICH
CAVANAUGH
HEADQUARTERS: Downtown

MANAGING PARTNER:
Jim Yukevich

FOCUS: Litigation
NUMBER OF ATTORNEYS: 33
LOGATIONS: Four

itigation boutique Yukevich Cavanaugh

was formed in 1995 as a breakaway from

a New York practice. Based downtown,

the firm expanded outward to San Diego
in 2001, Irvine in 2022 and Walnut Creek this
year (replacing San Francisco, which launched
in 2011) — and looks to continue that growth.
Yukevich Cavanaugh’s attorneys handle trials
and appeals, along with settlement coordination
and crisis management. Founding and managing
partner Jim Yukevich took questions about his
firm for this special report.

Tell me about the founding of your firm -
what were the initial expectations, and what
served as a challenge for the firm?

I was with a New York law firm and tried
to convince them to open in Los Angeles.
They opened a small office that I did not think
‘would attract major clients. I went to a part-
nership meeting to present opening offices in
Downtown L.A. They opposed, so I opened
our firm, which gave me the opportunity to
create the law firm I thought was new and
better, and better than the others. We founded
the firm because I truly believed that we could
be better lawyers and better counselors and
be more cost-effective and efficient. The chal-
lenges at the time were the economic down-
turn, and there wasn’t a lot of litigation in Los
Angeles. Another challenge was establishing
a firm with a low amount of capital that we
could market to Fortune 100 clients and meet
immediate expenses. Another big challenge
was finding the right people to help us grow
and prosper. But within 60 days we knew we
were going to be fine. Clients and staff came
to us. and within six months we were making
more money than we had been working with
the New York firm.

We are 1n an
expansion mode
because we have a lot
of new clients and we
have a lot of new cases.

JIM YUKEVICH
Yukevich Cavanaugh

What drove the firm’s first expansion out of
the Los Angeles area?

California is a country of its own. and
we always had our eyes on San Francisco as
the next market, but it’s 300 miles away. It
seemed more feasible to open in areas closer
to Downtown L.A. It used to be easier to go
to and from San Diego. so we looked there
first, and then Orange County, and then San

Squad: Jim Yukevich, front row center with sunglasses, and the Yukevich Cavanagh team at the firm’s downtown headquarters.

Francisco so we could try cases in different
jurisdictions. We wanted to have a strong
footprint in California. It took a while to find
the right people in those offices. too, but we
did. and now we have four great offices in
California.

How would you define an “L.A. law firm,”
and how does management strive to
maintain that as the firm grows outward?
There are a lot of specialists that exist in
L.A. There are entertainment law firms. There
are many law firms that represent people in
the entertainment industry, the music indus-
try; firms that specialize in corporate, tax.
labor law, etc. So, there’s that, and then there
are litigation firms that do general and specific
work like we do. I would define an L.A. law
firm as bigger than a boutique, but certainly
smaller than a 1,000-lawyer, full-service firm.
1 think that the hallmark of a good L.A. firm
is controlled, focused aggression and modern
out-of-the-box thinking. Los Angeles lawyers
are fashionable, progressive, hardworking,
good litigators, smart people, exciting, and
hopefully provide a level of service that the
people think is greater than what it is they
anticipated. To me, that is an “L.A. law firm.”
If you walk into our L.A. office you will see
we have our own courtrooms, and the facili-
ties are beautiful in a nice building. We are an
L.A. law firm with a little NY. sprinkled in.

What would you consider to be a signature
win for your firm? What case or deal defines
what the firm is all about?

Probably Rico vs. Mitsubishi, which I
argued before the Supreme Court of Cali-

fornia. There was an issue as to whether or
not another lawyer had obtained notes that I
took in a meeting with clients and then used
what they found on those notes in trial. The
Supreme Court of California focused on what
is acceptable behavior for attorneys when
they acquire a document that they know is the
work product of another attorney. What is it
that an attorney should do when that happens?
The trial court held a hearing and determined
that the attorney received the notes inadver-
tently — but acted unethically in examining
my attorney work product — and granted my
client Mitsubishi’s motion to disqualify.

Or one that we just did: Gardner v. Amer-
ican Honda Motor Co.. Inc. Last week, an
Orange County jury denied personal injury
claims totaling $32,500,000 in a verdict for
Honda that demonstrates vehicle manufactur-
ers can prevail under the consumer-expecta-
tions test in product liability cases involving
seatback defects.

What is it like to compete with your Big Law
colleagues, both those that were founded
here and those from elsewhere?

‘We compete with so many good and
intelligent lawyers, and we always respect the
people around us, but we know we can always
do a better job if we work harder. We can
outwork almost anyone. And when you're able
to do that, even though that law firm may have
1,000 lawyers and a litigation department
with a couple of hundred attorneys, we’ve
always felt that we had a more practical and
reasonable and rational approach to the cases
that we work on. and that we could beat any of
them at trial.

Some of the larger firms and Big Law
firms get down into the weeds of discussing
legal concepts and trying to defend the cases
based on legal technicalities. And that never
really gets to the point of what happened and
why it happened. and which experts we can
retain to help us get to the truth. We need to
dig deep and find the facts. The only way to
ry a case is to understand it.

What’s your approach to return-to-office?
‘We encourage our attorneys to be in the
office every day because we feel very strongly

that we need to preserve our culture, and
collegiality cannot be fostered with people
working from home all day every day. If
people want to work one or two days remotely
that is OK. but people need to be able to walk
into a senior attorney’s office and say, “Hey
T've got this problem, can you assist me?” We
work as a team, and for the most part you just
cannot phone it in.

What’s next for the firm?

‘We are in an expansion mode because we
have a lot of new clients and we have a lot of
new cases, as well as many established and
loyal clients. And so it is natural for us to
continue to grow in Los Angeles, San Fran-
cisco, San Diego and Orange County. We are
always looking for really good people to work
at the firm. And it wasn’t like that during the
pandemic, since there weren’t a lot of trials.
Right now our clients are all back in business,
defending their cases, and we have many
more clients and cases than we did when trials
came to a halt in the pandemic, and that trend
is only accelerating.
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