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aul Herrera is a global attorney and citizen in

every sense, Born in Panama to Honduran and
Panamanian parents, Herrera grew up in the
Philippines and attended college and law schoaol in
the United States. He has travelled to over 65 countries.
He served as general counsel for the Inter-Arnerican
Investment Carporation, the private sector affiliate of
the Inter-American Development Bank, from 1995

to 2003, and as interim general coursel for the Green
Climate Fund (based in Korea) in 2017,

As a corporate transactional lawyer, Herera's work has taken hirm o svery
COURAry in Latin Arnenica and many in the Canbbean. As 2 conporae partner
at Arnold & Porter LLE, Herrera leverages his legal expertise and biscultural
background to represent clients in ransactionalfinance-related issues and
international arbitration matiers.

Herrera says there ane somse key similarities in international deals in the Urited
Srates and Latin America, such as with the use of trust structures and reditals,
covenants, conditions of disbursement, security/collateral prowisions, and
everts of default found in finandng doouments.

In terms of kegal differences, Herrera notes that regulatory and compliance
issues in trarsactional doowments are generally mare prominent in the United
Siates, thowgh it can vary case by case in Latin America. Herrera alsa cites
Wiexioo’s recenthy formed Federal Boomomic Competition Commission, which

in some ways s more stringent tham the U5 Departrment of Justice in enforcing
Itz antftrust lzews, but wet perhaps more complicated because of the lack of
enacting regulations and guidelines.

T b successful practicing in Latin Amesica, Herrera says, attomeys need

to be ot |ust experts in thel practice area and bllingual, but also culiurally
competent by recognizing the social and cultural differences. Language s
particulady important, Herrera notes, since Latin Ameca |5 Sthe only region

in the world where afthaugh English is still the kanguage of business, ., | have
clients whia ray speak multiple languages, but they feel comforable speaking
with you in Spanish.”

Knowing the subtleties of the language also can make all the difference when
it cormes o conducting business, n Spanish, certain words don't translate
directly either, and we ane now using tems in Spanish from the corporate
finance ansa, 4ich as mezzanine finance, securitization, shalf regitration,

B, Hesriang says.

Understanding the cultural rmeees is crucial, Hermera says, noting that o practice
in Latin America ane rseds to understand that it's also a relationship-based,
rather than solely a ransaction-based, approach, It is impartant to develop

a relationship beyond the matter at hand, he sayvs.

*Relationships are very impartant,” Hermera says. "“When first engaging with

a Latin dient, | often entertain at home, where we break bread ta get to know
each otier. | can take dients to restaurants, but I'd rather bring them to my
home because | know it's often more comfortable, very meaningful, and
appreciated.”

For young attormeys intenestad in intarnational waork, Hemrera says language
fluency is critical to be successful in a globalzed emdronment.

“Uza the languages you know o your advantage,” Hermera says. “It's never
too late to start learning.”

Originally featured in the October 2018 issue of Washington Lawyer, published by The District of Columbia Bar.



