i\ All deals have varying degrees of
complexity, and no two deals are the

same. For me, the more complex the deal is, the
greater the learning and fulfilment of closing
it. If I have to choose one, I think it would be
the transaction where I acted for Old Mutual

in their disposal of their Latin American

assets. We were working with three different
Latin American jurisdictions, with a foreign
purchaser who had a complex purchasing
structure, and American and UK counsel on
the other side. The deal involved finding a
structure that both parties were comfortable
with, given the different jurisdictions and
nature of how deals were concluded in their
respective jurisdictions. The underlying

due diligence documents were in different
languages, and insurance regulation in different
jurisdictions needed to be factored in. Add in
some complex commercial fundamentals, and
this added layers of additional complexity. We
had an immensely talented internal team at
Old Mutual, whose support on the deal made it
possible to get it over the line.

I think both teams bring different aspects
A to the table and each are required to add
value to ensure that the deal is executed with
ease. The role of external counsel is to ensure
that the client is aware of the different risks,
and is given sufficient support and advice
on how to mitigate these risks to ensure that
the agreements are drafted with the expertise
required, with the interests of the clients in
mind. External counsel should also ensure that
regulatory hurdles are anticipated in advance,
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with a clear map of how to deal with these

and timeous filings to minimise any delays.
They should be commercial in their approach
when negotiating the deal documentation, and
play a key role in ensuring that they achieve
the outcomes desired by the parties. Internal
counsel’s role is to support the external lawyers
by ensuring that they are sighted on the
important information and are given timeous
information that impacts the deal. They assist
with progressing matters commercially, and
keep communication lines open during this
period. These two individuals should be acting
as one team, each bringing the expertise that
they have to the table in order to progress

the transaction and, ultimately, to close the

transaction.

A The first piece of advice would be, don’t
see yourself as a woman on the deal —
see yourself as an attorney with the necessary
expertise, providing a great service to the
client. Labels — like being a woman or being
non-white, or anything that sets you apart
from the norm of who we see doing deals are
often just noise, adding no value to what is
ultimately required to be delivered on a deal.
So, the advice I would give anyone working
on their first deal is, don’t be afraid to ask
questions if you’re not certain — everyone is
learning all the time, so there is a lot of merit in
asking rather than assuming. Bouncing issues
off someone who has more experience will
allow you to deal with the steep learning curve
and sense check your thinking. Make sure that
you prepare and take the time to understand
what your client is looking to achieve — this
helps position you with knowledge which will
allow you to anticipate the issues and obstacles

ahead. Surround yourself with a supportive

team, and empower them to carry out their
tasks skilfully and with responsibility and
accountability. Always ensure that you are
there to support them, but it will ultimately

fall on you as to how you advise the client

on the matter. Lastly, everyone has to start
somewhere, so don’t see this as a daunting task
but rather just the next step in growing your

career and skills.

Celebrating a deal is very important. It’s
A the time to appreciate the efforts of you,
your team and your client in getting the deal
done. Usually, it involves a nice dinner and a
relaxed evening with the people you worked
with, to relive the moments of the deal — the

value in doing this cannot be underestimated.

My PA — she has been my constant

team member. She knows my clients,
understands how my practice works and,
without her, I just wouldn’t get to what I need
to do.

Current book on your nightstand:

Flying without a Net by Thomas Delong.

Favourite restaurant:

Chefs Warchouse — Constantia.

Item on your bucket list:

Seeing the northern lights.

What genre of music would one find
on your favourite playlist?

Classical, mostly piano, Bollywood, and
Whitney Houston.
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