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Robert Attai’s work as a partner in 
Husch Blackwell’s Denver law office takes 
him all over the world.

While he’d been warned about the 
overly aggressive vendors on the Giza Pla-
teau near Cairo, home of the pyramids, he 
wasn’t prepared for what happened to his 
client team there while on a business trip 
to the Middle East.

Don’t say anything, don’t look at any-
body, don’t engage anyone unless you 
want to end up being forced to pay for 
armloads of T-shirts and trinkets or, in 
some cases, for help getting off a camel, 
he had been advised.

As he and a tour guide approached the 
first pyramid, Attai said he listened care-
fully to the guide’s description of the area, 
but then realized that four members of his 
client team from the United States were 
nowhere to be seen.

“I turned around and saw the general 
counsel atop a camel, with a Bedouin 
headdress on, wielding a riding crop, 
announcing his strong desire to be let 
down,” Attai said. “The CEO was chasing 
after the general counsel on the camel, 
trying to get the camel herder to order the 
camel down so he could retrieve his gen-
eral counsel, while laughing to the point 
of crying.”

The chief operating officer was nearby, 
holding a green T-shirt that had been 
shoved into his hands and wearing what 
appeared to be a matching headdress, 
shouting, “No, no. Leave me alone, I’m 
not buying!” 

Another member of the team, mean-
while, was negotiating his own two-for-
one T-shirt deal.

“That was by far the most hysterical five 
minutes of my professional career, and 
the most fun I’ve ever had with a client,” 
Attai said.

Attai, a partner in the Denver office of 
Kansas City-based Husch Blackwell LLP, 
can share stories from all over the world, 
thanks to a career spent dealing with cross-
border issues and business transactions. 
His international, corporate, energy, secu-
rities, and mergers and acquisitions prac-
tices at Husch have taken him to 11 coun-
tries since the beginning of this year.

“I don’t put my ‘Out of Office Assistant’ 
on my email anymore,” he said. “My cli-
ents usually have no idea where I am, but 
I always get back to them.”

One trip this year took him to Houston 
and on to Lima, Peru; Madrid; Tel Aviv, Is-
rael; and London. He got back to Denver 
on a Thursday and then left Sunday for a 
trip to Frankfurt and on to Abu Dhabi and 
Dubai in the United Arab Emirates.

Attai has two passports, because he’s 
working on deals in Israel and also in sev-
eral other Middle Eastern countries that 
won’t let you in if you have stamps from 
Israel in your passport.

“It’s just doing a business deal, no mat-
ter where you are. If I have a computer, 
phone and an Internet connection, that’s 
all I really need,” Attai said.

Prior to joining Husch Blackwell about 
three years ago, Attai worked for about a 
dozen years for private firms representing 
corporations, including Space Imaging in 
Thornton before it was purchased by Or-
bital Imaging Corp. (now GeoEye Inc.), in 
global transactions. 

Before he earned his law degree from 
George Washington University in Wash-
ington, D.C., in 1997, he held various posi-
tions with the U.S. State Department and 
the Office of the Secretary of Defense.

He has represented an investor in a $100 
million investment in a South American 
mining operation, an Israeli energy com-
pany working to produce natural gas in 
the waters offshore of Israel and a client 
in Central America regarding a dispute 
with indigenous people over ancestral 
property rights. 

All of it has involved extensive and 
sometimes downright crazy travel. Attai 
once traveled to Namibia in southern Af-
rica for one day and to Japan three differ-

ent times in two weeks. He doesn’t mind, 
he says, because likes to meet with people 
face to face. “I like to just sit and talk to 
someone. It’s harder to be nasty in per-
son. Plus you get a lot more done.”

Anthony Paniccia, president and CEO of 
Endwell, N.Y.-based Delta Engineers, Ar-
chitects and Land Surveyors PC, traveled 
with Attai to the Middle East to negotiate a 
business deal, and was the executive chas-
ing his general counsel on the camel.

“We learned it’s free to get on the camel, 
and it costs $20 to get off the camel,” Pan-
iccia said.

The visit to Egypt was a fun sidebar to 
an intense business trip, he said. Attai 
rearranged his schedule with only two to 
three days’ notice to go overseas to repre-
sent them.

“This was our first opportunity to work 
internationally, and he walked us through 
that,” Paniccia said. 

Attai, his wife Isabelle and their two 

daughters live in Centennial, and Isabelle 
says he’s been to London more often than 
she’s been to downtown Denver. 

“I know how hard that is on his fam-
ily,” said James Ash, chairman of Husch 
Blackwell’s business services division and 
head of the firm’s international services 
team. “It’s stressful, but he works hard to 
keep a balance.”

The good news for his clients: He doesn’t 
charge for his travel time.

“The few dollars we leave on the table 
while we’re sleeping on the flight to Lon-
don is well worth it for the investment that 
clients see we make in them,” Ash said.

Beyond his international expertise, At-
tai attracts clients because he is authen-
tic, effective and respectful of cultural 
differences, Ash said.

“He is absolutely genuine,” he said. “Cli-
ents like him for his ability to get to the 
heart of things quickly and efficiently.”

Mary Stuart, managing partner of 
Husch’s Denver office, said Attai gener-
ates work beyond his practice “by devel-
oping a deep relationship with the client. 
The client looks to Robert for things be-
yond his legal expertise.”

Plus, she said, “He adds a lot of color to 
the office, with the photos of camels and 
sand dunes, and the stories he tells.”
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Well-traveled Attai conducts business worldwide
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Robert attai, a partner in the Denver office of husch Blackwell llP, is a global traveler: “it’s just doing a business deal, no matter where you are. if i have a com-
puter, phone and an internet connection, that’s all i really need.”
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a less formal Robert attai relaxes  on the dunes during a visit to Namibia, Africa. 
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BORDER CROSSING
Attorney Robert 
Attai shares his 
international 
experiences. 
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