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Lessons learnt

1 Use your experts

Ensure you have strong sponsorship

Don't underestimate the power of project management!

2
3
4

Be transparent around the process
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This publication is not intended to constitute legal advice. Taylor Wessing entities operate under one brand but are legally distinct, either being or affiliated to a member of Taylor Wessing Verein. Taylor Wessing Verein does not itself provide services. Further information can be 
found on our regulatory page at https://deutschland.taylorwessing.com/en/regulatory.
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