


















Beyond the Red 
Dot

"How can Singapore lawyers deepen cross-border capabilities and regional presence?"
Hackathon for a Better World 2026
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Our Perspective

• As in-house lawyers at Temasek sitting on the client side of cross-border legal work, we deal with these issues every day.
• Catalyst, not blueprint — our focus is on mid-sized and boutique Singapore law firms who wish to deepen cross-border capabilities and regional presence.

Framing the Problem

E Education

 Cross-border knowledge not embedded in legal education — law school 
modules typically elective, not compulsory; while CPD modules focus on 
Singapore laws

Release of modules typically not coordinated across various bodies

E Experience

Foreign law firm placements and programmes exist, but tend to be ad 
hoc and relatively less structured

Current programmes are well meaning, but would benefit from more 
focus as well as defined KPIs around cross-learning

E Encourage

Law firm appraisals typically narrowly focused on billables, with little 
consideration for efforts on developing cross-border networks / knowledge

Lack of mentors with regional experience; no formal accreditation of law 
firms encouraging cross-border capabilities 

E Exchange

Law firm networks and alliances restrict access for many firms

Singapore law firms tend to “stick to their lane” in only marketing their 
Singapore law expertise and not their cross-jurisdictional perspectives

The 4Es Virtuous Cycle

Beyond the

Education
Increase access to cross-border training and know-how – start in law school, 
continue as part of professional development, and make such knowledge 
accessible in a coordinated fashion

Experience
Learning on the job – two-way exchange via reciprocal placings and visits, with focus on 
key markets (e.g. via Indonesia or PRC chapters), and scaling up existing programmes and 
incorporating well-defined KPIs (e.g. Lawyers Go Global)

Exchange
Building networks – democratise access to law firm 
networks via SAL / LawSoc referral platform; encourage 
publication of thought leadership on global developments 
(signaling to clients that firms see the world as their market)

Encourage
Domestic work alone will not sustain growth as clients 
regionalise – reward cross-border work in appraisals; create 
SAL mentorship programmes to tap on expertise of lawyers 
with experience in building cross-border practices; introduce 
SAL-endorsed accreditation

Feasibility of Implementation Envisioning Future State

Builds on existing infrastructure
• Leverage established platforms, but sharpen mandate and focus

Phased low-cost pilots
• 10–15 lawyers across 3–5 firms; one mandatory CPD module; extend current co-funding programmes

Measurable KPIs
• Secondment completions, cross-border matters originated, referral activity, % fees from regional clients 

and regional work etc

Lawyers who think "Beyond the Red Dot"
• Trained with a regional perspective
• Think and advise with a regional lens

Singapore Law Firms as a one-stop shop 
• Structuring regional deals 
• Coordinating multi-jurisdictional advice

Benefits to Society

• Supports Singapore's vision as a leading legal & dispute resolution hub
• Better access to quality counsel who provide value-for-money advice for Singapore SMEs expanding regionally
• More regional career pathways for Singapore lawyers and enhancing talent retention
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