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Q   What led you to pursue a career in 
M&A | the Financial Markets? 

A       I studied law at the University of the 
Western Cape in Cape Town, and was 

immediately drawn to corporate law subjects. 
I was mainly interested in the complexity and 
diversity of the subjects. When I moved back 
to Kenya, I interned in the dispute resolution 
team of Kairu and McCourt Advocates, and the 
banking and finance team of Bowmans. I then 
undertook my traineeship at ALN, where my 
passion for corporate matters was cemented. 
The matters I worked on were complex, 
and I took satisfaction in understanding and 
completing them. That is when I decided to 
pursue a career in M&A. I am now practicing 
as a senior associate in the corporate & 
commercial department and the employment 
department of Cliffe Dekker Hofmeyr, Kenya. 

Q   What was the toughest deal | listing | 
issue etc you ever worked on and why? 

A       The first deal that I was assigned 
after being confirmed as an associate 

challenged me the most. The deal involved a 
purchase and subscription of shares between 
a family-run business (the client) and a 
development finance institution (DFI). The DFI 
was acquiring a minority stake in the client, 
but due to the nature of the industry our client 
operated in, the DFI was looking to exercise 
significant control in order to make more of an 
impact. The deal fell through near completion, 
as COVID-19 brought on unforeseen risks and 
changes. 

The deal was specifically challenging as (i) 
the negotiations with respect to the structuring 
of the transaction between the parties 
were protracted; and (ii) I was required to 
coordinate a team of several associates and 

trainee lawyers in carrying out a full legal due 
diligence exercise, to draft several transaction 
documents (which included a share purchase 
and subscription agreement, escrow agreement, 
deed of indemnity and disclosure letter, to 
name a few) and to oversee the completion of 
the transaction.

This deal also impacted my career the most, 
as I was thrown in at the deep end to prove 
my mettle as a corporate, commercial lawyer. 
I quickly had to learn how to manage a large 
team and a project with several moving parts; 
learn and understand legal and technical 
concepts to be applied in the drafting and 
reviewing of documents; understand the 
commercial concerns of the target business and 
the client; and, most importantly, face the fact 
that I still had a lot to learn.

Q   What, in your opinion, is the hardest 
part of a M&A deal | financial market 

transaction?

A       In my opinion, the negotiating and 
structuring stage of a M&A transaction 

is by far the hardest part of a M&A deal. This 
part requires practitioners (i) to understand 
their client’s business and what they are aiming 
to achieve in the particular investment, i.e., 
what is your value add as their transaction 
lawyer?; (ii) to be well-versed in the industry 
that the parties are operating in, which involves 
identifying what is best practice in one industry 
vis a vis another industry; (iii) to understand 
which issue is a non-negotiable and which 
they can afford to let go of; and (iv) to have a 
holistic view of the legal, tax and operational 
risks in order to provide the client with the 
best outcome. In essence, this part of the M&A 
transaction requires a high level of technical 
ability and finesse, mainly acquired through 
experience.

Q   What piece of advice would you give a 
young woman working on her first deal 

| transaction?

A       First and foremost, understand that you 
are there to learn, and note that the more 

deals you undertake, the more experience you 
gain in the M&A space. Ask as many questions 
as possible and aim to understand the why 
behind every decision that has been made. 
Secondly, understand that your definition of 
‘client’ is broader as a junior lawyer in the deal 
– your clients include your senior associates, 
partners, and the client – once you understand 
this concept, you will aim to produce quality 
work at every level within the deal. Lastly, 
understand the business case and ensure that 
whatever part you are playing within the deal 
relates to the business case – this will give you 
the commercial edge.

Q   What do you do to celebrate the closing 
of a big deal?

A       I reward myself with a relaxing trip 
(staycation or out-of-town). This gives 

my mind and body much-needed rest. It’s 
important to celebrate your achievements and 
to give yourself a chance to reset. 

FUN FACTS
Current book on your nightstand:  
Grit by Angela Duckworth.

Item not yet completed on your bucket list:  
I have a long list of travel destinations that I am 
yet to complete. 

Preferred holiday destination:  
Any location that is by the beach.

Words that your colleagues would use to 
describe you:  
Brilliant, hard-working and a team player.   
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