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ABOUT THE FEATURE

The first DealMakers Women of SA's M&A and Financial
Markets feature was released in 2021 and profiled 67 incredible
woman from South Africa’s M&A industry.

The stories of these women, the roads they had fravelled and
the advice they had, were so inspiring, we decided to make
this an annual feature and we are so glad that we did,
because each year we get to profile more and more
inspirational women who have so many insights and so much
knowledge fo share.

In 2022 we released the 279 issue of this exciting feature and we
also infroduced the Catalyst Women of SA’s Private Equity and
Venture Capital Markets AND the DealMakers AFRICA Women
of M&A feature.

2023 saw the launch of the first Women of M&A event and the
hardcopy book of the feature which included the DealMakers,
Catalyst and DealMakers AFRICA features.

In 2024, we infroduced video conversations featuring some of
the remarkable women in the industry, sharing their personal
journeys, professional insights, and areas of expertise.

Take a look at the previous issues:

SA Women of M&A 2021 | 2022 | 2023 | 2024
Catalyst Women in Private Equity 2022 | 2023 | 2024
Africa Women of M&A 2022 | 2023 | 2024



https://www.dealmakerssouthafrica.com/dm-q2-2021-womens-feature-2021
https://www.dealmakerssouthafrica.com/dm-q2-2022-womens-feature
https://www.dealmakerssouthafrica.com/dm-q2-2023-womens-feature
https://www.dealmakerssouthafrica.com/dm-q2-2024-womens-feature
https://www.dealmakerssouthafrica.com/catalyst-q2-2022-womens-feature
https://www.dealmakerssouthafrica.com/catalyst-q2-2023-womens-feature
https://www.dealmakerssouthafrica.com/catalyst-q2-2024-womens-feature
https://www.dealmakersafrica.com/dma-q2-wf2022-intro
https://www.dealmakersafrica.com/dma-q2-wf2023
https://www.dealmakersafrica.com/dma-q2-2024-wf2024

HOW TO BE INCLUDED IN THE
2025 FEATURE

The feature is open to all M&A and financial
markets participants, including advisory
firms, in-house practitioners and other
contributors across Africa.

Listings are laid out by country and then in
alphabetical order (by firm)

Listing options in the magazine
* Q&A
* Insights article

BAE

All magazine listing info must be supplied by no later
than: Friday 27 June 2025

Once the listings have been sent to layout, they will
be sent back for sign off.

All listings need 1o be signed off by no
later than Tuesday 16 July 2025
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LISTING OPTIONS

Q&A

Question and answer profile covering work
experience, education, some personal
information, some fun facts and advice to
others looking to enter this field.

I s o Froie article

Article with a specific theme [eg the role of a mentor]
written by the executive from a personal point of view
or an article style profile on the executive covering
work experience, education, interesting facts etc.

Info blocks

A standard set of information, displayed
as info blocks on the page.

These could include:
Education and qualification
Biggest / most complex deal worked on

Fun fact

Etc etc
Letter
Looking back on your journey, what advice
would you give yourself; what to look out
for; how to handle possible obstacles and
how to stay frue to yourself.
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LISTING OPTIONS (examples

Stella Mambo
Acting Head of Markets and Director:
Sales - Kenya, Absa Corporate and Investment Banking

Where did your corporate
finance journey begin, and how
did you end up where you are today?

/\ My Corporate journey dates 15
years ago at a medium-sized
local bank in Kenya called ABC Bank
Transitioned to CfC Bank in 2007, and

in June 2008 CfC Bank and Stanbic
Bank Kenya (part of Standard Bank
Group) merged to become CfC Stanbic
Bank. This was later rebranded to
Stanbic Bank Kenya, as it’s known
today. T kicked off as a junior sales
dealer in the Markets division and
rose through the ranks to become
Head of Market Sales, CIB, for Kenya
and South Sudan in April 2016. Key
engagements in different markets have
been phenomenal for building my
career namely London, Nigeria, South
Aftica, and Zambia.

Tn 2020 Absa Bank Kenya came
knocking, and T joined the group as
Director, Global Market Sales. My
mandate s to develop and execute

the sales strategy for Kenya’s global
markets (across RBB and Corporate);
ensure a strategic and coordinated
sale, focusing on servicing the local
and global markets’ needs of existing
and new business clients; and provide
‘market risk management across.
multiple asset classes, including foreign
exchange, interest rates, commodities,
and high-yielding investment structures.
This past February I was appointed

on an interim basis o run the Markets
business, encompassing trading,
brokerage and sales.

[2] DeclMakersAFRICA

Did you have a mentor at any

point in your career? If so, who
were they and what did you learn from
them?

I have been fortunate and blessed
to have had both professional and
personal mentors. On a personal lens,
my mentors are my lovely parents, Dr
Francis Mambo Gatumo, a business
entrepreneur as well as a university
don at USTU-Africa; and Mrs Diana
Muthoni Mambo, a former Human
Resources Director, Kenya National
‘Treasury and now an entrepreneur.
They continue to instil values like
integrity, prioritising humankind, hard
work and self-drive. The other key
person is my grandmother, Beatrice
Kanini Nyaga. Tn 1963 she was the first
woman to be elected councillor in the
Republic of Kenya, and she’s still a
politician today. She continues to teach
me the art of resilience and the act of
sitting at the table — values that have

7\
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acquisition of Kenol Kobil, which
was awarded 2018 Deal of the Year
(East Africa) by DealMakers AFRICA
It was a USD350 million deal, which
made it the largest M& A deal in East
Affica.

How did the COVID-19
pandemic affect your work
or career?

COVID-19 was a godsend for my
work/life balance. In my previous
life, T would work very long hours
(some of my acquaintances say I was
aworkaholic), but I have leamed to
separate my work from my personal
life. 1 am now intentional in how I step
in and out of either environment. Due
to the rebalance, T now have more time
to connect with my family and close
friends, and to create my “Me Time to
unwind and re-energise. From a career
perspective, I have leamed the act of
delegation and trusting the process. |

shaped my career in a big way.

instrumental in my
journey while Jenni
cofounder of Desig
walked with me on
discovery and gro
What are son
memorable d
worked on?

‘The biggest tra
involved in wa

R ina is a passionate investment
professional who serves as Operations
Director at Faida Investment Bank and
directs the Corporate Finance Advisory
Unit

now have time to build professional

Rina Hicks

Operations Director

Rina authored the book, Money-Ifise: Create,
Grow & Preserve Iealth in 2016, and hosts
the YouTube Channel, “Money-Iise with
Rina Hicks,” which has more than 40,000
subseribers and over 1.5 million total views
from over 50 countries, Her personal vision

Responsible for firm-wide strategic planning
and processes in Kenya and Rwanda, Rina

has led the firm in carrying out several capital
market transactions over the past six
including cross listings, rights issues, faimess

years,

opinions, mergers and acquisitions, take over
transactions, and general capital raises in
Kenya, Rwanda and Uganda.

As an Authorized Reprosentative under
the Nairobi Securities Exchange Growth

erprise Market Segment (GEMS), Rina has
fostereda 0

. s is o sce Affic
‘propelled to greater heights in the management
of their finances, creating a continent of
financially secure families, and in 2022, Rina
was voted one of the top 10 women to watch
in Banking and Finance in Affica (Angaza
Awards 2022). She is a Certified Prof
Couch (ICF), is married and has three

nal

ldren.

Q What was the toughest deal you ever
worked on and why?

The toughest deal I ever worked on

purchase of a family-owned

20 through, and this has fuelled her desire to
advance local retail investor participation and
higher levels of savings to finance Kenya’s
overall investment needs.

Rina i the founder of RH Group Limited and
Money-Wise, a platform that s involved

in content creation,

westment conching and
casingly become an
intemationally recognised voice on financial

raining, she has in

literacy and investor education. Specifically,

business. The have an
investor come on board for hirm t0 cash out
alite, butalso for succession purposes. He
had never worked with pro
we had 10 assisthim with appointing lawyers
and other professionals that would help him
along the joumney. We worked on the deal for
10 months, held many meetings 1o help the
founder understand the investor, how things

ssional firms, so

would change, what the desires of the investor

were, the terms of the deal and so on. We

she has trained over 5,

through her online course, Investable, and
through partnerships and collaborations with
organisations such as Standard Chartered,
KCB Group, Kenya Airways, Kenya Wine
Agencies L., ABSA, Telkom Kenya, Kenya
Revene Authority, Minet Kenya, and many
others.

s, legal and
operational duc diligence, und then a term
sheet was shared by th

was not happy with the offer, and we went

investor. The founder

through rounds of negotiations. We finally got
some headway, and the founder accepted the
offer. The relevant documents were finalised
‘and on the day we were 1o sign, the investor

DealMakers AFRICA
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Amina Abugdanpoka Kaguah
Managing Partner

Q What led you to pursue a career in
M&A?

I started off wanting to work for the
Commission on Human Rights and
Administrative Justice (a human rights
organisation in Ghana) and live in a big
‘govemment bungalow in Northem Ghana
(1'had seen a lawyer with that organisation
living in a big bungalow in Northern Ghana)
However, an opportunity 1o intern with the
then largest corp 1aw

the company had propertics littered across the

country, with poor record keeping. The deal
also meant that T had t0 lead a team of lawyers,
‘mostof whom were fresh out of school, to
ensure that the due diligence and all other
requirements for the acquisition were done to

perfection.

This was particularly challenging a:
sifting through tons of dusty papers

ENSafrica 1§,

Thave grown fond of the telecoms

ector, as some of my most memorable

experiences and a lot of my M&A deals have
been in this sector.

Why the fondness? The deals tend to be
huge, which translates to good fees, with an
‘opportunity to work with various entities

and on versatile topics. Over the years, a
good relationship with the telecoms regulator

has also led to g less

data room era), dealing with

firm came knocking one afternoon, while [ was
hunched over my books in the University of
‘Ghana law faculty library

after that day, T got to intern

at that firm, and assisted with various

transactions. Particularly, | assisted with the

due diligence on a large state-owned bank that
was going to be privatised. When I qualified
asa lawyer in 1998, 1 continued working for
the firm for over cight years. During my fourth
year, T joined the corporate team, and so began
my M&A carcer

What was the toughest deal you ever
( 2 worked on and why?
/\ While working at Oxford & Beaumont,

founded, and in

nior partner in charge of

a law firm that I co-
which I was the
work, we were instructed to work on the

acquisition of the only state-owned telecoms
a, which was also on its way

1o privatisation. That deal was the largest of ts
kind then, and still is, as it was valued at $900

‘million. We

great work on it, which was

the nice part The tough part was the fact that

D] DeclMakersAFRICA

A Iplay Squash and Iove it Its hard

work, but also lots of fun. When I'm in
the office after a stressful conversation or task.
like to take walks to the Arboretum Forest,
which is not t0o far from our office. The sound
of birds, the warmth of the sun, and the green
and yellow hues lighten things somewhat and
help to give me perspective.

FUN F/

\CTS

Favourite Colour: Purple.

Current book on your nightstand:

Parenting Teens with Love & Logic by Foster

Jim Fay

Item icked off your bucket list:

Sky diving & Bungee Jumping.

Inem not yet completed on your bucket list:

To visit Israel

Three things that your colleagues »

uld say

‘about you Family first, supportive and that |
take on too much

[3) DealMakersAFRICA

I record keeping at y regi
across the country, learning very technical
aspeets of fibre acquisition and transfer on the
job, while coaching, guiding and carrying my
team along to ensure that the deal was closed,
with all deal documents ready. This was a

defining deal in my M&A journey.
Q What, in your opinion, is the hardest
part of « M&A deal?
Twould say, dealing with regulators.

Until quite recently, most regy

Ghana operated manual systems, so we could
not conduct a search at the click of a button or

in the comfort of our offices, no!

We had to visit the various registries, hear
Stories of missing files, and somehow manage
to submit all deliverables for the smooth
closing of deals. Even now that a number of
registries have digitised their processes, we

often still have to manage *system downtimes”

and a sheer slow grind, while ensuring that

deals are closed on time.

Q Wihat s your favourite sector to do a
deal in and hy?

frustration!
Q What picce of advice would you give
a young woman joining your team on
her first deal?
A\ Take every task you perform as seriously
asa World Cup!

Give it your all by researching well, relating
wel with teammates, clients and all others),
and g

g for the best guides and role models
that there are. Always remember that if it must

be done, then it must be done well

Be confident in yourself, and keep learning.

and perfecting the art of excellence!

FUN FA

Favourite colour: Ammy green and gold.

Faourite restaurant: 1 love my kitchen!

Item ticked off your bucket list: Getting fit
and staying fit. T now love to punch it out!
Three words that your colleagues would
use to describe you: Resilient, dedicated and

‘nurturing
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COSTINGS

There are a number of editorial | advertising
options available to participate in the 2024

Feature
Each profile includes the following:

« Photo of the executive

« Company logo

« Content as supplied

All listings are designed using our standard layout
and the colours used are pulled from your
company logo

2 — 10 Profiles  USS90 for the first listing plus USS65
for every additional listing

11+ Profiles USS90 for the first listing plus USS50
for every additional listing

Add a half page advert to a listing and convert it
from a full page fo a double page listing — listing
cost plus US$50

Full Page Advert USS100
Full Page — Last Page of Feature USS$120
Advert

DealMakers



FEATURE EXPOSURE

{ 2025 Feature

l Digital \ [ Hardcopy ]

4 N\
Websites LinkedIn Women’s Day
Event

August 2025

PDF Download \- J
And Full Feature
Unique page
Full Company
Listings

l Individual Listing \

DeqlMakersAFRICA
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WEBSITE EXPOSURE

The 2023 DealMakers AFRICA Annual issue is out.

u

E Criteria changes are coming for West Africa deal and
=l transaction tables . watch this space!

Heme Magazing DM Africa Awards About

DealMakers AFRICA Q2 2023

Rina Hicks
Operations Director

Mercy Vella
Corpeorate Finance Executive

Download Profile

DealMakers AFRICA
| Bountocontents |

DealMakers AF

WOME

Home Magazine DM Africa Awards About

DealMakers AFRICA Q2 2022

Deal Submissions DealMakers SA

FOREWORD
Deo|MakersAFRlCA

OMEN 2

Women of Africa’s M&A and Pmam‘lal Markets Industry

Marylou Greig
Editor

v

DeclMakers
AFRICA

|n Africa, Women's Day is commemorated annually on July

31st, although some countries on the continent celebrate at

.

CONTENTS

Absa

t African women have mads in the
ecognise the critical role that women
nt of the continent; while recognising
§  ioross nations and regions Iris a day
Bowmans

d political achievements of women
accelerating gender parity.

Deal Submissicns DealMakers SA

DeOIMakersAFRICA

Women of

«al Institute (The power of parity: Incorporating Kiete Law LLP, Kenya
2 formal economy, Africa has made
to executive committees and board

1 representation at the board level of

rica's MEA and

smen at the top of the pyramid do } 5 A
y African women. The continent lags Women of Africa’s M&A and

- . . Financial Markets Industry
nder equality in society - particularly

N 2022

ICA

~viras and anahlars of eronamic

Janet Ruthuku

Corporate Finance Executive

‘-3"' The DealMakers AFRICA Q1 2025 is out.

= DealMakers

7l Look out for info about the Q2 Woman's feature info - Coming soon! AFRICA 7
Home Magazine DM Africa Awards About DMA Directory Deal Submissions DealMakers SA

DeoIquersAFRICA

Women of Africa’s M&A and Fm:mt]a\ M’]IRE\S \rduslr/

DealMakers AFRICA Q2 2024

Deloitte.

KENYA NIGERIA

Felista Mutahi-Kiruthu

Manager | Financial Advisory

Abimbola Ogundare

West Africa Financial Advisory
Market Leader | Corporate
Finance Leader, Africa (Exc. SA)

Download Profile

Download Profile
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CONTACT US

Vanessa Aitken |

YEINEMGERVEHNNEY

Women of Africa’'s M&A and
Financial Markets Industry

- WOMEN 2022

.. -~ AFRICA
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Women of
Financial

Women of Africa’s M&A and Financial Markets Industry
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