




F or more than 20 years, Dierking 
has advised a wide variety of cli-
ents in asset-based, commercial, 
construction and real estate lend-

ing transactions including revolving lines 
of credit, term loans, multiple-advance 
term facilities and letters of credit, as well 
as more specialized new markets tax credit, 
low-income housing tax credit, municipal 
bond and Native American tribal financing 
transactions. Today, his practice centers on 
commercial lending and real estate trans-
actions, but also includes tax credit finance 
and Native American loan issues. 

In the Beginning
Like many of his contemporaries, law 

school was always in the back of his mind, 
but Dierking didn’t follow a direct path to 
his calling. Instead, after graduating from 
Iowa State University with a finance degree, 
Dierking spent three years working at a lo-
cal mortgage banking firm until he learned 
about an informational panel at Hamline 
Law School that ultimately changed his life. 
Dierking said that the most compelling part 
of the session came from law school gradu-
ates who did not practice law, but used their 
law background in a business setting. 

“I had never thought about getting a law 
degree to further my business career, but 
that idea really resonated with me. The ed-
ucational aspect of law school was very in-
triguing, but I had no aspiration to litigate, 
which at that time was my perception of 
what lawyers do. After attending the panel 
discussion, I decided to take the LSAT and 
see what happened,” said Dierking. “I did 
well, applied to and was accepted by several 
well-respected law schools, and that really 

piqued my interest.”
Dierking attended the University of Iowa 

College of Law and was energized by his 
professors and the educational challenges 
from day one of law school. He secured a 
clerkship in Omaha after his first year and 
gained firsthand exposure to the world of 
private practice. Following his second year 
of law school, he earned a clerkship at Win-
throp & Weinstine, noting that he enjoyed 
working with the attorneys and was drawn 
to the atmosphere. 

“When I first started at the firm, I had 
no clear practice area goal, no idea where 
I would ultimately fit in,” Dierking said. “I 
helped out all over the firm, in every possi-
ble area, but quickly got scattered and need-
ed to make some choices. With my finance 
background, I found the commercial lend-
ing practice to be a natural fit, and it offered 
a variety of challenges and opportunities.”

He looked to several of the senior at-
torneys in the firm at the time for advice, 
including Roger Gordon, one of the firm’s 
founders, and Dave Moran, who still works 
with Dierking today. 

“Roger and Dave took the time to teach 
me the nuts and bolts of commercial lend-
ing,” Dierking said. “Working in this prac-
tice area made sense with my finance de-
gree and I am grateful to them and many 
others for helping shape my career.”

He also gained invaluable knowledge 
from another of the firm’s founders, Sher-
man Winthrop.

 “One of the most valuable things I 
learned from Sherman is the power of si-
lence in negotiations,” Dierking said. “Sher-
man Winthrop, was a classic gentleman’s 
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