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By Barry Walsh

Social media contact 
ownership is an is-
sue of increasing 
concern for many 
employers due to 

the risks regarding breach of 
confidentiality and restrictive 
covenants through the use of 
social media.

Ownership of social media 
contacts is not regulated by 
law and can be complicated, 
especially where many em-
ployees come to their em-
ployer with long-established 
existing business-focused 
social media accounts, such 
as LinkedIn, and then add 
their new employer’s logo to 
help them create new con-
tacts which are then further 
built up over time.

Departing employees 
Breaches of employee con-
fidentiality and of restric-
tive covenants (such as 
non-competition or non-so-

licitation clauses) have been 
long-standing concerns for 
many employers. 
However, in the digital 
workplace with the hugely 
increased use of social me-
dia by many employees, such 
risks have taken on a new 
dimension.  

Departing employees po-
tentially have access to many 
hundreds of clients and busi-
ness contacts through Linke-
dIn accounts outside their 
employer’s direct control. 

While many employers 
have rightly embraced the 
business benefits introduced 
by social media, and have 
enthusiastically encouraged 
employee activity on busi-
ness-related social media in 
the interests of winning busi-
ness, they have been slow to 

come to terms with the cor-
responding confidentiality 
and competitive risks.

Contractual  
protection
At our recent breakfast 
briefing we spoke about the 
importance of introducing 
strong contractual protection 
for employers addressing 
ownership of social me-
dia contacts created during 
employment and restricting  
employee use of such con-
tacts to compete with their 
employer. 

Such protection is best 
achieved through precise 
clauses in the contract of em-
ployment and a clear social 
media employment policy. 

Careful drafting should 
assert an employer’s con-

tractual right to ownership 
of social media contacts cre-
ated during employment as 
a cornerstone of any social 
media policy. 

Appropriate cross refer-
ences should be made to 
confidentiality clauses and 
restrictive covenants in the 
contracts of employment.  

This serves to underline 
the employer’s view that 
any competing social media 
activity by employees could 
be a breach of contract.

There is no case law in 
Ireland directly dealing with 
the question of ownership of 
social media contacts created 
during employment. 

However, court decisions 
from other countries, partic-
ularly Britain, such as Hays v 
Ions (2008) give significant 

support to the notion that 
employers can control such 
matters through prudent 
contracts and policies.

Accordingly, employers 
should, as standard, include 
appropriate language in con-
tracts of employment and 
introduce or update social 
media policies to deal with 
this important protection. 

Operational measures, 
where practicable, such as 
the creation of new social 
media accounts on com-
mencement of employment 
and the employer holding 
employee log-in and pass-
word details can also go some 
way to reducing risk.

Barry Walsh is head of McDow-
ell Purcell’s employment and 
benefits. See mcdowellpurcell.ie
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When an employee leaves, who 
gets to keep the Twitter followers? 

Movers & Shakers

■ David Murphy has been 
appointed director of 
technology transfer at NUI 
Galway. Prior to this, Murphy 
was Fidelity Ireland’s vice-
president for innovation, 
communications and 
external relations for 11 
years. He was also formerly 
group director with Siebel 
Systems, for four years 
before the company was 
bought by Oracle.

pFEATURED APPOINTMENTS: Barry Devereux (second from 
right) has been appointed chairman of McCann FitzGerald, 
succeeding John Cronin, who will return to full-time client 
work. Devereux has been McCann FitzGerald’s head of 
corporate finance for more than 17 years. The firm has also 
appointed Alan Fuller (left) as head of corporate; Seán Barton  
(second from left) as head of dispute resolution and Shane 
Fahy (right) as head of real estate. Adam Finlay (not pictured) 
is a new partner in the firm’s technology and innovation group.

■ Matrix Recruitment 
Group has appointed a 
new financial services 
recruitment manager. Gillian 
Wall is joining from BNY 
Mellon, where she was 
senior fund accounting 
manager for 18 months. Wall 
was also formerly assistant 
vice-president of fund 
accounting with State Street 
for five years.

Career Moves

By ElainE O’rEgan

ireland’s biopharma 
sector and associated in-
dustries will create 3,000 
new jobs over five years, 
according to the national 
institute for Bioprocessing 
research and Training 
(niBrT).

The iDa-funded re-
search and training fa-
cility in Dublin, which 
opened in 2011 at a cost of 
€57 million, brought 500 
candidates together with 
biopharma employers at a 
careers event last Tuesday.

niBrT’s second annual 
biopharma job fair had 
representatives from 20 
companies in the sector, 
including amgen, Pfizer, 
Biomarin and alexion.

“The industry has been 
growing very signifi-
cantly with some major 
announcements in the 
recent past. Bristol-My-
ers squibb is spending 
€900 million in building 
a bioprocessing facility 
in Dublin,” said Dominic 
Carolan, niBrT chief ex-
ecutive.

“regeneron is making a 
significant investment in 

limerick, alexion is an-
other Us company which 
is building a major facility 
in Dublin as well,” he said.

“There are also a lot of 
existing companies ex-
panding like amgen, Pfiz-
er, genzyme, Biomarine, 
Janssen and Eli lilly. ”

Carolan added the roles 
on offer in these com-
panies were for “highly 
technical” engineering, 
manufacturing and quali-
ty support roles, with sal-
aries from about €40,000 
to more than €100,000.

“Typically, the start-
er-type roles in the sector 
are in the €45,000 to 
€55,000 range,” he said.

niBrT would partner 
with employers to provide 
training services to more 
than 3,000 candidates 
this year, Carolan said, 
upskilling a further 400 
unemployed springboard 
candidates for roles in the 
bioprocessing sector. 

“Bioprocessing engi-
neering skills are always 
in short supply. sixty-six 
per cent of our graduates 
from last year are now in 
employment in the sec-
tor,” said Carolan.P

eter Minogue has 
been managing 
director of tech-
nology consulting 
firm Bearingpoint 
for eight years. For-
merly known as 
KPMG Consulting, 

Bearingpoint spun out of KPMG and 
changed its name in 2002. 

The company employs 245 people 
in Dublin, London and Belfast. Mi-
nogue joined Bearingpoint in 2006 
as director of commercial services, 
having been Capgemini’s sales di-
rector for seven years. 

Are you where you expected to be 
in your career? 
I never imagined I would be where 
I am. Like many people, I took the 
opportunities that arose and hoped 
they would offer me a step in the 
right direction. I believe you must 
have ambitious, but realistic career 
goals that take into account the right 
fit for your skills. I tell young peo-
ple today that as they head towards 
30, they may find themselves in 
a career that is completely differ-
ent than what they had envisaged 
starting out.

What was the best career advice 
you got along the way? 
Working for companies with good 
people policies taught me a lot 
about getting the best from people. 
I learned some strong fundamental 
principles about respect, openness, 
trust and the importance of helping 
people to develop their career skills 
and experience. These principles, 
along with a strong work ethic, have 
helped the evolution of my own 
career over the years. 

 
Based on your own experience, 
what are your top career tips? 
■ Be flexible: people change roles 
and jobs much more frequently 
today than they did 20 years ago. 
Embracing this change can lead 
to new roles with your current 
employer or opportunities with a 
different company. 
■ Create trusted relationships with 
clients and staff: Ireland is a small 
market and many of the people you 
deal with - whether as a customer 
or colleague - will be in contact 
with you for years to come. Some 
as they move up through organisa-
tions. Your reputation in this small 
market is your most valuable asset. 

It’s important that the people you 
deal with trust that you are honest 
and committed in all your dealings. 
■ Be tenacious: clients want effec-
tive solutions to their operation-
al, management and technology 
challenges. 
■ You must be an expert in your 
field. That means constantly learn-
ing more and upskilling to meet the 
demands of the market and keep 
pace with all key developments in 
your sector. 

How would you define your work 
style?
I have a very open style, with a 
strong emphasis on ‘we’, not ‘I’. 
Over time, I’ve learned the impor-
tance of treating people with hon-
esty and openness and that means 

giving credit and recognition to the 
people who deliver. 

In terms of managing teams 
and individuals, what are your 
insights? 
You have to be able to persuade and 
ensure that staff trust you to do what 
is right. People want:
■ to be treated fairly; 
■ to be able to develop themselves 
through coaching or training;
■ have career opportunities to grow, 
and; 
■ to be recognised for a job well 
done. 

I work in a business that requires 
people to perform to the best of their 
ability to support our clients every 
day. In return, you must work hard 
to retain the best talent and nurture 
their skills and abilities. I am lucky 
to work with a very committed, 
capable senior team in Bearing-
point who are well able to manage 
their parts of the business. Having 
the trust to develop those people 
creates the right framework for a 
successful business. 

What about communication and 
negotiating the typical ups and 
downs of working life? 
You have to be open and frank with 
people. The last few years have chal-
lenged us all, because we’ve had to 
learn to manage businesses during 
a difficult period. You learn more 
in bad times than in good times. 
You have to be willing to address 
all issues with your team. Prob-
lems arise. How you address them 
is what’s important. You must learn 

and move on. Another key to ef-
fective communication is to listen 
more than you speak. 

If you want to share a big idea 
with a colleague, a boss, a men-
tor, or indeed a client, have a plan 
and think carefully about how you 
can most effectively communicate 
it. Like all pitches, you may only 
get one opportunity to communi-
cate your message. Your clarity of 
thought and speech will create a 
much bigger impact.

Has networking played an 
important part in your career?
Yes, absolutely. It’s invaluable to 
build a network and relationships 
as your career progresses. This re-
lationship-building should always 
be a case of quality over quantity, 
as having a good strong band of 
contacts is critical to developing 
your career. 

If you had to choose another 
career tomorrow, what would it 
be and why? 
I dream of being a professional 
golfer, then I wake up. I started my 
career working as an auditor in the 
civil service and then moved into 
IT auditing. I found technology 
more interesting than accounting 
and joined IBM, and it was there 
that I started working directly with 
customers, selling products and 
services. 

In my current role with Bearing-
point, I can honestly say that I am 
content. We are constantly working 
with new ideas and technologies, 
so every day is different.

Peter Minogue, managing 

director, Bearingpoint
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Each week, we profile one of Ireland’s 
foremost corporate leaders, tracing 
their career to date and exploring 
the lessons they have learned along 
the way. This week, we meet Peter 
Minogue of Bearingpoint
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