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1. Executive Summary

The viable U.S. strategy for Korean law firms is not simply to lease a prestigious office in New York, Los Angeles,
Washington, or Atlanta. The realistic strategy is to design a regulated cross-border service platform in which
Korean-qualified lawyers, U.S.-licensed attorneys, and nonlegal professionals operate with clear role separation,
controlled branding, conflict protocols, and jurisdiction-specific limits on legal advice. The business opportunity is
substantial because Korean companies are increasing U.S. manufacturing, technology, supply-chain, finance, and
real-estate activity, while U.S. legal services remain fragmented, relationship-based, and expensive. But the
compliance risk is equally real: U.S. law practice is regulated mainly state by state, ABA Model Rules are
influential but not self-executing, and foreign lawyers must not hold themselves out as admitted U.S. lawyers
unless they are licensed in the relevant jurisdiction. [S1-59]

The most executable path is a staged model: start with a Korean Business Desk plus Strategic Alliance, add a
Cross-Border Transaction and Regulatory Boutique once anchor demand is proven, and then build a narrow
U.S.-licensed attorney office only in cities where client demand, staffing, and regulatory structure are already
validated. A Korean firm should avoid a general-service U.S. office. It should instead select two to four verticals
with strong Korean client demand and weaker incumbent coverage: U.S. market-entry legal project management,
immigration and workforce compliance for Korean manufacturers, trade/sanctions/CFIUS coordination,
Korean-language M&A; and financing support, supplier disputes, IP commercialization, and Korean-American
business succession.

Recommended first markets: New York for finance, capital markets, M&A;, and institutional credibility;
Washington, D.C. for trade, sanctions, CFIUS, government-facing regulatory work, and policy intelligence; Georgia
for Korean automotive, battery, logistics, immigration, employment, and local operating issues; and Texas for
energy, semiconductors, manufacturing, real estate, labor, and high-growth middle-market demand. California
should be used selectively for technology, startups, IP, and Korean-American business, while lllinois is a useful
Midwest logistics and disputes hub with lower cost but lower Korean-specific visibility.

Planning economics: a full U.S. office staffed by U.S.-licensed lawyers can require roughly $750,000 to $2.5
million of first-year cash commitment depending on city and lateral hiring. An alliance or Korean desk can be
launched with $75,000 to $500,000, but has less control. A boutique or advisory platform typically sits between
these extremes, with greater ability to generate recurring retainers and institutional client relationships. These
ranges are strategy-planning estimates, not vendor quotes.

Board-level recommendation: do not enter as a foreign law firm trying to look like a U.S. general
practice firm. Enter as the Korean-language, Korea-U.S. execution layer for companies that need
U.S.-licensed legal service, regulatory navigation, deal management, workforce compliance, and
local counsel coordination.
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2. Regulatory Framework: The Rules Define the
Business Model

U.S. Market-Entry Regulatory Architecture

State Supreme Court / Bar Admission Rules
Who may practice law, FLC registration, in-house counsel, pro hac vice

Professional Conduct Rules
UPL, fee sharing, advertising, confidentiality, conflicts, supervision

Federal Practice Authorities
Immigration, USPTO patent, tax, securities, trade and agency representation where allowed

Commercial Structure
U.S. law firm, affiliate, alliance, nonlegal consulting arm, client referral protocols

Operating Controls
Engagement letters, disclaimers, work allocation, privilege, conflict checks, malpractice insurance

2.1 The core principle

U.S. legal practice is not federally licensed. Each state determines who may practice law, how foreign lawyers
may register, when out-of-state lawyers may practice temporarily, and what constitutes unauthorized practice of
law. ABA Model Rule 5.5 is the national reference point: it prohibits a lawyer from practicing law in a jurisdiction
in violation of that jurisdiction’s regulation and prohibits non-admitted lawyers from establishing a systematic
and continuous presence or holding out as admitted except as authorized by rule or law. [S1]

For a Korean law firm, this means the operational question is not "Can we open an office?" but "What legal
services may each person provide from that office, under which state authority, and with what client-facing
description?" The answer changes by state, practice area, and staffing mix.

2.2 Foreign Legal Consultant and Special Legal Consultant routes

Several key jurisdictions provide foreign legal consultant or equivalent pathways. These are not full U.S. law
licenses. They usually permit advice on the law of the foreign jurisdiction where the lawyer is admitted and
impose limits on U.S. law advice, court appearances, real estate instruments, estate documents, and holding out.
New York has Part 521 for licensing legal consultants; California permits a Registered Foreign Legal Consultant to
advise on the law of the country where the consultant is licensed but not California law; D.C. uses special legal
consultant mechanisms; Texas, lllinois, and Georgia each maintain foreign legal consultant pathways with their
own eligibility and practice limits. [S4-59]

The National Conference of Bar Examiners summarized the FLC concept as a limited practice path for
foreign-licensed attorneys to advise on the law of their home jurisdiction; it reported that in 2023, 12 jurisdictions
registered 146 foreign legal consultants. That small number is strategically important: FLC registration is useful
for credibility and compliance, but it is not, by itself, a mass-market business model. [S10]

2.3 Ethics rules affecting the business model
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Rule / Issue Strategic implication for Korean firms

UPL and holding out

Rule 5.4 fee sharing /
nonlawyer ownership

Rule 1.5 fees

Advertising and referral rules

Confidentiality and privilege

Do not market Korean lawyers as U.S. attorneys unless admitted in the state or otherwise authorized.
Use titles such as Korean Attorney, Foreign Legal Consultant, Korea-qualified lawyer, or Cross-Border
Counsel only after ethics review.

Do not share U.S. legal fees with accounting firms, consultants, immigration agents, or a
nonlawyer-owned platform. Integrated networks require separate contracts, careful allocation of fees,
and professional independence. [S2]

Written fee terms, clear scope, and reasonable pricing are essential; cross-border referral and fee
division must comply with local rules. [S3]

Content marketing is permissible, but paid recommendations, exclusive reciprocal referrals,
misleading specialization claims, and unclear lawyer responsibility create risk. [S4]

Cross-border document sharing must preserve U.S. attorney-client privilege, Korean confidentiality
rules, cybersecurity, and conflict protocols.

2.4 Role separation: what Korean lawyers and U.S. lawyers should do

m Korean-qualified lawyers U.S.-licensed attorneys

Client intake Identify Korean-language needs, business facts, Run U.S. engagement process, conflict checks, scope of
Korean law issues, cultural/client relationship context. representation, malpractice and privilege protocols.

Legal advice Advise on Korean law and coordinate cross-border Advise on U.S. federal/state law, sign U.S. legal opinions,
legal strategy within authorized FLC limits. appear before courts/agencies, supervise U.S. legal

work.

Transactions Bridge Korean parent/subsidiary decision-making, Draft and negotiate U.S. law documents; manage due
documentation flow, Korean approvals, bilingual diligence, closing, securities, antitrust, tax, labor, IP, real
negotiation. estate.

Regulatory Explain Korean corporate/government context and Handle U.S. sanctions, export controls, CFIUS,
gather evidence from Korea. immigration, employment, environmental, securities,

and agency filings.

Disputes Korean-language fact development, witness Court pleadings, arbitration advocacy where authorized,
preparation logistics, Korean law expert coordination. = discovery, privilege review, settlement strategy.
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3. U.S. Legal Market Structure and Demand Drivers

The U.S. legal market is both massive and fragmented. Big Law controls premium M&A;, capital markets, private
equity, antitrust, high-stakes litigation, and regulatory work for global corporations. Mid-sized and regional firms
control local implementation, real estate, labor and employment, immigration, permitting, mid-market litigation,
and state-specific matters. Boutique firms dominate specialized disputes, IP, immigration, white collar, trade, and
tax. Accounting and consulting firms increasingly compete for adjacent managed services, legal operations,
compliance, tax, immigration support, and transaction advisory, but they remain constrained when activity
constitutes legal practice. [S2, S11-514]

Market data show a strong but unstable premium legal market: Thomson Reuters described the 2026 U.S. legal
market as marked by record profitability but underlying fault lines. Citi Hildebrandt reported strong demand and
revenue growth in law firms in recent advisory materials. Reuters also reported a growing alternative legal
services market, reflecting client pressure for lower-cost, technology-enabled, and managed-service delivery. For
Korean entrants, this means the opportunity is not to replicate Big Law, but to insert a Korea-specialized,
client-intimate execution layer between Korean clients, U.S. legal specialists, and adjacent
tax/accounting/advisory providers. [S11-S14]

3.1 Demand drivers for Korean law firms

® Manufacturing localization: Korean automotive, battery, semiconductor, shipbuilding, logistics, and supplier
networks need U.S. entity formation, site acquisition, construction, labor, immigration, environmental,
incentives, tax, and litigation support.

® Regulatory complexity: Trade controls, sanctions, CFIUS, export controls, import rules, IRA and industrial-policy
incentives, customs, and supply-chain restrictions create high-value demand that Korean clients often cannot
manage with general local counsel alone.

® Capital and finance: Korean banks, funds, family offices, and strategic investors need U.S. real estate finance,
private credit, securities compliance, fund formation, lending, distressed situations, and enforcement.

® \Workforce and immigration: Korean headquarters often need Korean engineers, executives, technicians, and
managers in the U.S.; visas, I-9 compliance, worksite investigations, wage/hour, union, safety, and
employment disputes are recurring needs.

® Disputes and investigations: As Korean companies localize, they face supplier disputes, employment claims, IP
disputes, contract litigation, product liability, DOJ/SEC investigations, and arbitration.
3.2 Profitability logic

The most profitable entry path combines three revenue types: (1) high-margin advisory retainers for U.S.
market-entry and risk monitoring; (2) matter-based premium legal coordination for M&A;, regulatory, IP,
litigation, and financing; and (3) recurring compliance programs in immigration, employment, trade, privacy, and
corporate governance. Pure one-off referral brokering is weak because it creates Rule 7.2 and Rule 5.4 issues,
does not build defensible expertise, and leaves client ownership with the local U.S. firm. [S2-54]

3.3 Client segmentation map
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Client Segmentation: Where Korean Firms Can Win

Korean conglomerates / chaebol U.S. subsidiaries Enterprise
High-ticket, relationship-driven, conflicts-heavy; needs U.S. regulatory, M&A, labor, immigration, litigation coordination

Mid-market Korean manufacturers and suppliers Growth
Fast-growing demand in factories, site selection, real estate, employment, trade, customs, tax, immigration

Startups, VC-backed companies, founders Innovation
Price-sensitive; needs incorporation, IP, visas, fundraising, commercial contracts, exits

Korean banks, asset managers, investors Finance
Securities, fund formation, lending, sanctions, real estate finance, litigation risk

Korean-American SMEs and immigrants Community
Volume matters: immigration, disputes, business formation, employment, family-business succession
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4. Market-by-Market Comparison: Six U.S. Entry
Points

Market selection should be driven by client workflow, not prestige. A Korean firm should ask: Where are Korean
clients already operating? Which matters require Korean-language trust and U.S. legal execution? Can the firm
hire credible U.S.-licensed attorneys? Can the office or desk generate recurring work within 12 months?

City-Practice Opportunity Heatmap (1=low, 5=hi90h)
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New York Finance, capital Highest institutional Highest cost; extreme Use as credibility and finance
markets, M&A;, credibility; deep bilingual competition from global firms;  hub, not first general office unless
funds, arbitration, finance talent; New York  lateral hiring expensive; hard anchor clients exist.

Korean banks, major = FLC rule; strong client to win large deals without
corporate clients. perception. marquee U.S. partners.

California Technology, IP, Large Korean-American High salaries, rent, and Use as tech/IP/startup desk with
startups, venture community; startup/IP competition; state-specific local alliance before full office.
capital, ecosystem; strong employment and privacy
entertainment, Asia-Pacific orientation; complexity; fragmented
Korean-American FLC route available. geography.

businesses.
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Washington,
D.C.

Texas

Illinois

Georgia

4.1 Recommended city sequencing

Trade, sanctions,
export controls,
CFIUS, federal policy,
international
arbitration,
investigations.

Energy,
semiconductors,
manufacturing, real
estate, labor,
immigration,
corporate work.

Chicago logistics,
finance, disputes,
Midwest distribution,
employment, real
estate.

Automotive, battery,
logistics, suppliers,
immigration,
employment,
incentives, local
disputes.

Best regulatory market;
access to agencies,
trade counsel, think
tanks, diplomats; Special
Legal Consultant route.

Fast-growth business
market; lower cost than
NY/CA; strong Korean
industrial relevance; FLC
route exists.

Central U.S. hub; lower
cost; sophisticated legal
market; Illinois FLC rules
exist.

High Korean industrial
concentration; lower
cost; strong need for
bilingual operational
legal coordination.

Less local operating work;
competition from elite
regulatory boutiques and
global firms; clients may not
need physical office daily.

Multiple cities; local
relationship networks matter;
Texas-specific UPL and FLC
compliance must be
respected.

Less obvious Korea-specific
brand pull; competition from
regional firms; weaker
startup/Asia perception.

Smaller premium legal market;
fewer Korean-speaking senior
U.S. lawyers; local
politics/immigration issues
may be sensitive.

Build policy-regulatory desk or
alliance; high value for chaebol
and manufacturing clients.

High-priority growth market;
consider Dallas/Houston/Austin
depending on industry.

Use as Midwest alliance market,
not first branded office.

Best niche market for Korean
manufacturers and suppliers;
Atlanta/Savannah corridor
strategy.

Phase 1: New York or D.C. as institutional/regulatory hub plus Georgia or Texas as operating-client hub. Phase 2:
add California if startup/IP/tech demand is validated. Phase 3: add lllinois only when Midwest clients and local
counsel network justify it.

The American Newspaper | https://americannewspaper.org

Page 9 of 25



5. Competitive Landscape and Differentiated

Positioning

Korean law firms cannot win by claiming broader U.S. law expertise than U.S. firms. They win by owning Korean
client trust, Korean-language execution, Korea-U.S. cultural translation, Korean parent-company governance, and
cross-border matter management. The competitive field includes elite U.S. firms, mid-sized regional firms,
boutiques, accounting firms, consulting firms, immigration firms, litigation firms, and ALSPs.

Competitor Weaknesses Korean firms Recommended response
can exploit

Major U.S. law Prestige, deep benches,

firms complex deals, regulatory
and litigation firepower.
Mid-sized / Local cost advantage; real

regional U.S. firms estate, labor, litigation,
permitting, state

knowledge.

Boutique firms High expertise in trade, IP,
immigration, investigations,

arbitration, employment.

Accounting firms /
tax advisors

Tax, transfer pricing,
accounting, incentives,
payroll, finance
transformation.

Consulting firms Market-entry, site selection,
supply chain, government
incentives, operations.
Immigration firms  High-volume visas, worksite
compliance, family/business

immigration.

Trial skills, local courts,
class actions, product
liability, employment
disputes.

Litigation firms

5.1 Differentiation thesis

Expensive; may lack
Korean-language intimacy;
conflicts; less attractive for
mid-market Korean suppliers.

Limited Korea capability;
inconsistent cross-border project
management.

Narrow scope; may not manage
Korean corporate relationship or
broader entry project.

Cannot practice law in most
states; privilege and Rule 5.4
limitations.

Not legal counsel; risk of UPL if
they over-advise on legal
requirements.

May not connect immigration to
corporate, labor, site, tax, and
regulatory strategy.

Reactive, expensive, often no
preventive Korea-client advisory
channel.

Partner selectively; do not compete head-on
except as Korean client relationship owner.

Build alliances by city and practice; create
bilingual matter-management layer.

Use as specialist network; negotiate
nonexclusive collaboration.

Separate legal and nonlegal services; joint
go-to-market with clear fee and privilege
boundaries.

Offer legal risk layer and coordinate with
consultants rather than replacing them.

Create Korean workforce-compliance package
with U.S. immigration counsel.

Build early dispute-prevention and Korean
evidence/witness coordination.

The defensible brand should be: "Korea-U.S. legal execution partner for companies entering, operating, financing,
and defending business in the United States." This avoids overclaiming U.S. law authority while highlighting the
real value: cross-border execution, Korean client trust, bilingual project control, and a curated U.S. licensed legal

network.

5.2 What not to claim

Do not advertise U.S. legal advice from Korean-only lawyers.

Do not claim to be a U.S. law firm unless the entity, lawyers, and jurisdictional rules support that claim.

Do not sell local counsel referrals as if they were integrated legal services unless engagement, conflicts,

supervision, and fee rules are satisfied.

Do not offer tax, accounting, immigration, lobbying, and legal services through a single unstructured fee pool.

Do not rely on brand-name Korean clients alone; U.S. clients buy enforceable expertise, responsiveness, and

liability-backed legal accountability.

The American Newspaper | https://americannewspaper.org

Page 10 of 25



6. Entry Model Evaluation

No single model fits every Korean firm. The right sequence depends on capital, risk tolerance, current U.S. client
base, practice strengths, and whether the firm can hire credible U.S.-licensed lawyers. The following seven
models should be evaluated as a portfolio rather than mutually exclusive choices.

Best use First-year Regulatory Control Revenue
cost risk potential

High if staffed well

U.S. office staffed by
U.S.-licensed attorneys

Strategic alliance with
local U.S. firm

Korean business desk
Cross-border transaction
boutique

International arbitration /
disputes team

U.S. market-entry
advisory platform

Integrated legal-tax-acco
unting-consulting network

The American Newspaper | https://americannewspaper.org

High-control platform after
validated demand

Low-cost launch and local
credibility

Client development and
bilingual coordination

M&A;, financing, corporate
market-entry

Treaty, commercial,
construction, supply-chain
disputes

Recurring packages for
Korean companies

One-stop project delivery

$750k-$2.5M

$75k-$250k

$150k-$500k

$450k-$1.2M

$600k-$1.5M

$250k-$800k

$1M-$3.5M

Medium-high

Medium

Medium

Medium-high

Medium

Medium

High

High
Low-mediu
m

Medium

High

Medium-hig
h

Medium-hig
h

High if
structured

Medium

Medium

High

High but cyclical

Medium-high

High but
compliance
intensive
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6.1 U.S. Office Staffed by U.S.-Licensed Attorneys
T

Initial cost $750,000-$2.5 million first-year cash commitment. Major drivers: lateral partner guarantees, associate
salary, rent, malpractice insurance, legal research, local marketing, compliance infrastructure, and
bilingual support.

Regulatory risks Medium-high. Risk falls if the office is actually controlled and supervised by admitted U.S. lawyers and
Korean lawyers do not hold out as U.S. practitioners. Risk rises if Korea HQ directs U.S. legal work without
local attorney supervision.

Revenue model Hourly and alternative-fee U.S. legal work, outside general counsel retainers, transaction fees, regulatory
projects, employment/immigration compliance packages, and litigation management fees.

Client acquisition Start only with 10-20 identified anchor clients. Use Korean parent-company relationships, Korean banks,
chambers, industry groups, supplier networks, and U.S. local counsel referrals. Do not pay referral fees
unless permitted by local rules.

Branding strategy Brand as a U.S.-licensed Korean cross-border law platform. Name and entity structure must be reviewed
under state firm-name and ownership rules.

Staffing structure 1 U.S.-licensed partner with portable work or strong local credibility; 1-2 U.S.-licensed associates; 1
Korea-qualified cross-border counsel/FLC if available; 1 bilingual paralegal/project manager; outsourced
tax/accounting/litigation support.

Marketing channels Client briefings, Korean-language U.S. legal alerts, webinars with Korean chambers, LinkedIn, targeted
CEO/CFO/GC roundtables, SelectUSA/KOTRA-style events, and industry conferences.

Three-year growth Year 1: launch with two core practices and strict intake controls. Year 2: add lateral partner in

roadmap regulatory/employment/immigration or M&A.; Year 3: add second city only if utilization, collections, and
client-source metrics justify expansion.
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6.2 Strategic Alliance with a Local U.S. Law Firm

Initial cost $75,000-$250,000 for due diligence, alliance agreement, joint marketing, travel, templates, joint training,
and client-event budgets.

Regulatory risks Medium. Referral, fee-sharing, confidentiality, conflicts, supervision, and misleading co-branding are the
main risks. Keep the relationship nonexclusive unless ethics counsel approves.

Revenue model Matter referrals, co-counsel fees where permitted, Korean-law work, client-retention value, and advisory
retainer revenues around the U.S. local firm’s legal work.

Client acquisition Use the U.S. firm’s local credibility and the Korean firm’s Korea-side relationships. Start with three industry
sectors: manufacturing, finance, and immigration/workforce.

Branding strategy "Korea-U.S. strategic alliance" or "preferred local counsel network" rather than a single integrated firm
unless structure supports it.

Staffing structure Korea-side relationship partner, U.S. alliance partner, bilingual coordinator, ethics/conflicts contact, and
practice-specific escalation lawyers.

Marketing channels Joint seminars, Korean-language market-entry guides, executive breakfasts, trade association panels,
legal checklists for Korean subsidiaries, and referral training.

Three-year growth Year 1: test 10 matters and measure responsiveness. Year 2: narrow to the best 2-3 practice/city
roadmap combinations. Year 3: convert into a joint venture, dedicated desk, or U.S. office only if economics justify
it.
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6.3 Korean Business Desk

Initial cost $150,000-$500,000 for one bilingual senior counsel or project director, local counsel retainers, content
marketing, travel, website, and intake systems.

Regulatory risks Medium. The desk must avoid U.S. law advice by non-U.S. lawyers. Use written disclaimers and route U.S.
legal questions to admitted counsel.

Revenue model Monthly advisory retainers, fixed-fee intake packages, Korean-law opinions, U.S. counsel coordination
fees, translation/project management, and repeat operating matters.

Client acquisition Target Korean subsidiaries without in-house U.S. counsel, mid-market suppliers, founders,
Korean-American family businesses, and Korean banks serving corporate clients.

Branding strategy "Korean Business Desk" emphasizes language, industry, and execution rather than unauthorized U.S. law
practice.
Staffing structure 1 desk lead, 1 bilingual paralegal/project manager, outside U.S. lawyer panel by state and practice, and

Korea HQ specialists.

Marketing channels Korean-language newsletters, Naver/LinkedIn content, community banks, Korean chambers,
consulate-adjacent business communities, CPA referrals, and manufacturer associations.

Three-year growth Year 1: build intake and referral flow. Year 2: convert recurring clients to annual retainers. Year 3: spin off
roadmap a U.S. office or boutique if enough matters are captured internally.

Recommended Operating Structure: Two-Layer Model

Korea HQ / Korean Law Team U.S. Licensed Attorney Entity

Korean law, client relationship, bilingual coordination, project mbfadegmradvice, state/federal filings, opinions, court/agency representation

Nonlegal Advisory Affiliate Local Specialist Network

Market entry, site selection coordination, complianck project stppatconamstagjdabor, immigration, IP, litigation, real estate, lobbying where needed

Client Intake + Conflict + UPL Control Center

Scope letters, role allocation, disclaimers, privilege protocols, matter profitability

The American Newspaper | https://americannewspaper.org Page 14 of 25



6.4 Cross-Border Transaction Boutique

Initial cost $450,000-$1.2 million for a compact team handling U.S. market entry, M&A;, joint ventures, financing,
corporate governance, and due diligence.

Regulatory risks Medium-high because U.S. corporate, securities, tax, antitrust, labor, and real estate advice requires
admitted U.S. lawyers and specialists. Foreign-law and project-management roles must be documented.

Revenue model Premium hourly and fixed-fee transaction work, closing success fees where ethically permissible, due
diligence packages, outside GC retainers, and board/management advisory.

Client acquisition Start with Korean companies acquiring U.S. assets, suppliers following Korean OEMs, Korean funds buying
U.S. real estate or private companies, and startups raising U.S. capital.

Branding strategy "Korea-U.S. Cross-Border Transactions" with industry sub-verticals: mobility/battery, semiconductor,
finance, technology, real estate, and defense/supply chain.

Staffing structure U.S. corporate partner, midlevel associate, Korean transaction counsel, tax/accounting alliance,
employment/immigration specialist, and real estate/local counsel bench.

Marketing channels Deal alerts, CFO/GC roundtables, bank/lender relationships, startup accelerators, investment conferences,
Korea-side conglomerate networks, and industry white papers.

Three-year growth Year 1: fixed-scope transaction packages and alliance counsel. Year 2: hire one U.S. lateral with portable
roadmap deals. Year 3: add regulatory/trade partner to deepen control over deals.
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6.5 International Arbitration and Dispute Resolution
Team

Initial cost $600,000-$1.5 million for senior arbitration counsel, case managers, expert network, bilingual document
review, and litigation-support technology.

Regulatory risks Medium. Arbitration may allow broader foreign lawyer participation than court litigation in some
circumstances, but court filings, enforcement, discovery, and U.S. legal advice still require authorized U.S.
counsel.

Revenue model High-value disputes, emergency measures, enforcement actions, expert coordination, settlement strategy,
supplier disputes, construction/project disputes, and treaty/policy disputes.

Client acquisition Target Korean construction, energy, battery, technology, shipbuilding, procurement, distribution, and
joint-venture disputes; use prevention memos to create relationships before disputes arise.

Branding strategy "Korea-U.S. disputes, arbitration, and enforcement" rather than generic litigation. Emphasize bilingual
evidence, Korean witness handling, and U.S. enforcement coordination.

Staffing structure Arbitration partner, U.S. litigation partner or alliance, Korean disputes counsel, e-discovery/project
manager, Korean-English translators, and expert-witness bench.

Marketing channels Arbitration institutions, industry seminars, dispute-prevention reports, litigation risk workshops, corporate
legal department briefings, and cross-border enforcement guides.

Three-year growth Year 1: build cases through alliances and expert content. Year 2: capture mid-size disputes and

roadmap enforcement work. Year 3: add sector specialization in construction, battery supply chain, IP, or finance.
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6.6 Advisory Platform for Korean Companies
Entering the United States

Initial cost $250,000-$800,000 for playbooks, intake platform, project managers, outside counsel panels, compliance
templates, and marketing.

Regulatory risks Medium. The platform can provide business and project-management support, but must not deliver U.S.
legal advice through unlicensed staff. Every legal module requires named authorized counsel.

Revenue model Subscription retainers, fixed-fee market-entry packages, compliance audits, board briefings, entity
formation coordination, incentive and site-selection legal risk support, and premium escalation matters.

Client acquisition Target first-time U.S. entrants, suppliers, startups, and mid-market firms that cannot afford Big Law but
require organized execution.

Branding strategy "U.S. Entry Legal Command Center for Korean Companies" with transparent separation between legal
advice, project management, tax/accounting, immigration, and consulting.

Staffing structure Platform director, U.S. outside counsel manager, bilingual project manager, knowledge manager, and
roster of U.S. lawyers/tax/accounting/consulting providers.

Marketing channels SEO in Korean, downloadable checklists, webinars, YouTube/LinkedIn explainers,
KOTRA/chamber/accelerator programs, banks and CPAs serving Korean clients.

Three-year growth Year 1: publish core playbooks and sell entry packages. Year 2: add retainers and dashboards. Year 3:
roadmap integrate with boutique or U.S. office for higher-margin legal work.
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6.7 Integrated Legal, Tax, Accounting, and
Consulting Network

Initial cost $1.0 million-$3.5 million depending on whether the network is contractual, alliance-based, or a set of
affiliated entities with separate governance.

Regulatory risks High. Rule 5.4, fee-sharing, professional independence, confidentiality, conflicts, privilege, insurance,
advertising, and UPL are central risks. This model must be designed by ethics counsel before launch.

Revenue model Enterprise retainers, market-entry packages, compliance managed services, tax/accounting coordination,
workforce compliance, board advisory, regulatory monitoring, and premium legal matters.

Client acquisition Target companies building U.S. plants, acquiring U.S. assets, opening sales offices, raising U.S. capital, or
moving Korean workforce into U.S. operations.

Branding strategy "Integrated Korea-U.S. business risk network" with a clearly identified law firm component and separate
nonlegal advisory components.

Staffing structure U.S.-licensed law firm leader, Korean law partner, tax/accounting lead, immigration/employment counsel,
project-management office, conflicts officer, data/security officer, and approved vendor panel.

Marketing channels CEO/CFO programs, manufacturing localization conferences, private briefings for chaebol suppliers, banks,
accounting alliances, and investment agencies.

Three-year growth Year 1: create separate entities/contracts and launch two pilot clients. Year 2: standardize
roadmap managed-service modules. Year 3: expand only where compliance, profitability, and client outcomes are
measured.

Structural warning: the integrated model is commercially attractive but not plug-and-play. In most U.S.
jurisdictions, the law firm component must remain professionally independent from nonlawyer-owned or
nonlawyer-controlled entities. Fee allocation, branding, client consent, privilege, conflicts, and liability
coverage must be documented matter by matter. [S2]
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7. Practice-Area Prioritization

A Korean law firm entering the United States should not sell every practice. It should select a small portfolio with
clear Korean-client demand, sufficient margin, low-to-manageable UPL risk, and local counsel supply.

Profitability Client-acquisition potential | Entry priority
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Immigration +
workforce
compliance

Trade, sanctions,
export controls,
CFIUS

M&A; / corporate
market entry

Labor and
employment

Real estate /
incentives /
construction

IP / technology /
startups

Securities /
financial regulation

Litigation /
investigations

International
arbitration

7.1 Highest-probability niches

Recurring need for executives,
engineers, technicians, site
launches, and I-9/worksite
compliance.

Korean companies face U.S.-China,
defense, chip, battery, critical

minerals, and supply-chain controls.

Acquisitions, JVs, subsidiaries,
supplier contracts, finance,
governance.

Factories and U.S. offices trigger
wage/hour, discrimination, union,
safety, handbook, and termination
issues.

Plants, offices, warehouses, leases,
construction contracts, local
incentives.

Patents, trademarks, trade secrets,
licensing, software, Al, venture
deals.

Korean banks, funds, issuers,
broker-dealer and investment
adviser issues.

Employment claims, commercial
disputes, product liability, white
collar, discovery.

Cross-border projects, supply

contracts, construction, JV disputes.

High if packaged into
retainers; lower if
commodity visa filing
only.

High due to
complexity and
urgency.

High but competitive
and
staffing-intensive.

Medium-high;
recurring preventive
work.

Medium-high; local
counsel needed.

High when
specialized; low if
generic filings only.

High but requires

senior U.S. expertise.

High but volatile;
requires U.S. trial
capability.

High but episodic.

Very high for manufacturers,
startups, investors, and
Korean-American businesses.

High for chaebol, suppliers,
banks, and investors.

High with Korean banks,
conglomerates, funds, and
startups.

Very high for operating
companies.

High for manufacturers and
investors.

High in CA/NY/TX.

High in NY/DC; narrower
elsewhere.

High once clients operate in
u.s.

Medium-high with strong
content and relationships.

Top priority,
especially Geor
gia/Texas/Califo
rnia.

Top priority,
especially
D.C./NY/Texas.

High priority
after anchor
clients.

Top operating
priority in Georg
ia/Texas/CA.

High in
GA/TX/IL.

Selective high
priority.

Selective
premium
practice.

Partner first;
internalize later.

Build niche, not
general
arbitration
practice.

Korean manufacturing U.S. launch package: entity, site, real estate, incentives, labor, immigration,
tax/accounting coordination, import/export, supplier contracts.

Korean workforce mobility and compliance: visas, technician deployment, 1-9, worksite investigations,
wage/hour, safety coordination, employment policies.

Trade/sanctions/CFIUS Korea desk: D.C.-centered regulatory watch, escalation memos, supply-chain risk
mapping, investment reviews.

Supplier dispute prevention: bilingual contract templates, UCC/commercial terms, warranty/liability clauses,
early dispute protocols.

Korean startups to U.S. capital: Delaware/CA/NY corporate setup, IP, founder visas, seed financing, U.S.
customer contracts.
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8. Recommended Organizational Structure and
Operating Controls

Recommended Operating Structure: Two-Layer Model

Korea HQ / Korean Law Team U.S. Licensed Attorney Entity

Korean law, client relationship, bilingual coordination, project mbfadegmradvice, state/federal filings, opinions, court/agency representation

Nonlegal Advisory Affiliate Local Specialist Network

Market entry, site selection coordination, complianck project stppatconamstagjdabor, immigration, IP, litigation, real estate, lobbying where needed

Client Intake + Conflict + UPL Control Center

Scope letters, role allocation, disclaimers, privilege protocols, matter profitability

8.1 Minimum viable organization

The minimum viable U.S. market-entry team should include: a Korean relationship partner, a U.S.-licensed
supervising attorney in the target state or practice, a bilingual project manager/paralegal, a conflicts and intake
process, a local specialist panel, and a written escalation protocol. Even if no office is opened, the firm should
create U.S. matter numbers, engagement templates, conflict checks, document-retention rules, and authority
matrices.

8.2 Compliance checklist

Engagement letters Identify the legal entity providing services, responsible lawyer, governing law, scope, fee basis, exclusions,
and whether U.S. legal advice is provided by locally licensed counsel.

Title protocol Approve every title used by Korean lawyers, FLCs, U.S. lawyers, consultants, and project managers. Avoid
ambiguous "U.S. counsel" titles unless licensed.

UPL triage Classify questions as Korean law, U.S. federal law, state law, business consulting, tax/accounting, immigration,
or litigation; route accordingly.

Conflict checks Use a single cross-border database or mandatory exchange protocol before any U.S. local counsel receives
confidential information.

Privilege controls Limit distribution of legal advice, label attorney-client communications carefully, and separate nonlegal
consulting work.

Referral and fee rules  No paid referrals or fee-splitting unless analyzed under applicable state rules and disclosed to client where
required.

Insurance Malpractice coverage for U.S. legal work; E&O; coverage for consulting; cyber insurance; contractual
indemnity terms with network providers.

Marketing review Every website, pitch deck, legal alert, webinar, and Korean-language advertisement should be reviewed under
the target state advertising and specialization rules.
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9. Strategic Mistakes Korean Law Firms Should

Avoid

The U.S. legal market rewards credible specialization, local execution, and liability-backed professional
accountability. The following mistakes can turn a promising cross-border strategy into a costly brand and
regulatory problem.

Opening a prestige office before demand validation. A New York or Los Angeles address without anchor clients,
U.S.-licensed talent, and a clear practice thesis becomes a fixed-cost trap.

Using Korean lawyers to answer U.S. law questions without authorized supervision. This is the central UPL risk
and the most damaging reputational error.

Building a general practice. Korean entrants should not imitate a U.S. full-service firm; they should build
focused verticals around Korean-client demand.

Overreliance on referral economics. Referral relationships are useful but strategically weak if they do not
create client ownership, repeatable knowledge, and compliant revenue capture.

Ignoring local middle-market firms. Big Law is not the only competitor or partner; regional firms may be more
cost-effective for Korean suppliers and operational matters.

Combining legal, accounting, tax, immigration, and consulting services without structure. Rule 5.4, privilege,
conflicts, and fee allocation can make the integrated model risky if launched casually.

Marketing in Korean without U.S. ethics review. Korean-language materials can still violate U.S. advertising,
specialization, holding-out, and solicitation rules.

Hiring only junior bilingual lawyers. A U.S. market entry requires at least one credible senior U.S.-licensed
attorney or formal alliance partner who can own U.S. legal risk.

Failing to productize recurring services. One-off projects are unstable; the most durable revenue comes from
compliance retainers, market-entry packages, and continuing outside-GC relationships.
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10. Execution Plan: 90 Days, One Year, Three Years

Three-Year Growth Roadmap

0-90 days Months 4-12 Year 2 Year 3
Regulatory design Launch desk/platform Convert to boutique Scale focused practices
city selection retain U.S. counsel add lateral partner formalize network
anchor-client interviews publish playbooks build recurring retainers  add litigation/regulatory bench
alliance short list first 15-25 matters open satellite if justified measure profitability

Rule: do not lease prestige before validating client demand, regulatory route, and matter economics.

10.1 First 90 days

® Select two primary markets and one secondary market based on existing client demand. Recommended
default: New York or D.C. plus Georgia or Texas.

® Interview 20-30 potential clients: Korean subsidiaries, suppliers, banks, startups, Korean-American businesses,
and in-house counsel.

® Commission jurisdiction-specific ethics review for firm name, title use, FLC availability, advertising, referrals,
fee sharing, and UPL controls.

® Build a U.S. local counsel panel: corporate, immigration, employment, trade/sanctions, tax, real estate, IP,
litigation, and arbitration.

® Create three productized offerings: U.S. market-entry package, workforce compliance package, and
trade/regulatory risk review.

® Publish two Korean-language executive guides and host one private webinar for target clients.

® Define metrics: number of qualified leads, conversion rate, revenue per matter, referral leakage, utilization,
collection cycle, and client retention.

10.2 One-year plan
Operate as Korean Desk + Alliance + Advisory Platform unless revenue already supports a U.S. office.
Secure 15-25 matters, including at least five recurring retainer clients.
Hire or contract a U.S.-licensed senior attorney in the strongest practice-city combination.

Formalize engagement templates, ethics review process, conflicts database, and bilingual intake protocols.

Build content authority: quarterly Korea-U.S. regulatory briefings, sector-specific playbooks, and board-level
risk memos.

® Evaluate profitability by practice. Cut practices that produce low margin, high UPL risk, or poor collection.

10.3 Three-year plan
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® Open a U.S. office only if the firm has recurring revenue, a U.S.-licensed lead attorney, and a pipeline that
covers fixed costs under conservative assumptions.

® Scale no more than three practices: likely immigration/workforce compliance, trade/sanctions/CFIUS, and
M&A;/market-entry/corporate.

® Add a second city only after the first city’s utilization, profitability, and client retention are stable for four
consecutive quarters.

® Create an integrated network only with written ethics opinions or counsel memoranda covering Rule 5.4,
referral, privilege, conflicts, fee allocation, and advertising.

® Develop proprietary knowledge assets: Korean-language U.S. compliance database, industry playbooks,
contract templates, regulatory trackers, and client dashboards.

® Measure success by contribution margin, recurring revenue share, client lifetime value, and the percentage of
U.S. matters sourced from Korean-client relationships.
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11. Investment Decision: Recommended Path

For most Korean law firms, the recommended investment path is not "Open New York office first." It is:

I S

Stage 1: 0-90 days Design and test Korean Desk + U.S. local Lowest cost, highest learning rate, manageable regulatory risk, fast
counsel network in New York/D.C. plus client discovery.
Georgia/Texas.

Stage 2: Year 1 Launch advisory platform and Creates recurring revenue and client ownership while routing U.S.
productized retainers for market entry, legal advice to authorized counsel.
immigration/workforce, and
trade/regulatory monitoring.

Stage 3: Year 2 Hire U.S.-licensed lateral partner or build Increases control and margin only after demand is validated.
cross-border boutique in the practice
with proven demand.

Stage 4: Year 3 Open or expand physical office only if Prevents prestige-driven expansion and protects profitability.
utilization and recurring revenue support
fixed costs.

Recommended default configuration: a New York/D.C. regulatory-finance desk, a Georgia/Texas
operating-company desk, a U.S.-licensed attorney alliance, and a Korean-language U.S. market-entry advisory
platform. California and lllinois should be added selectively, not automatically.

Investment gate: before spending more than $500,000 on U.S. expansion, the Korean firm should have at least
15 qualified prospects, three anchor clients, a signed local counsel network, a state-by-state ethics memo, and
one senior U.S.-licensed attorney or alliance partner with clear responsibility for U.S. legal advice.

Final strategic thesis: Korean law firms can enter the U.S. market successfully if they stop
thinking like branch-office builders and start thinking like regulated cross-border platform
operators.
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Selected Sources and Regulatory Notes

Sources were reviewed for strategic grounding. State rules change; local ethics counsel should confirm every jurisdiction-specific
implementation step before launch. Access date for this report: May 28, 2026.
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