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ABOUT THE FEATURE

Since launching in 2021 with the profiles of 67 incredible
women in South Africa’'s M&A industry, the DealMakers
Women's feature has grown into a highly anficipated annual
tradition.

The extraordinary journeys, insights, and expertise shared by
these leaders inspired us to expand our reach each year.

In 2022, we proudly infroduced the features: Catalyst Women
of SA’s Private Equity and Venture Capital Markets alongside
the DealMakers AFRICA Women in M&A and Capital Markets.

Building on this momentum, 2023 marked the launch of our
inaugural event: Women in M&A and a premium hardcopy
book combining all three prestigious features.

Take a look at the previous issues:

SA Women of M&A 2021 | 2022 | 2023 | 2024 | 2025
Catalyst Women in Private Equity 2022 | 2023 | 2024 | 2025
Africa Women of M&A 2022 | 2023 | 2024 | 2025
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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/dm-q2-2025-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.dealmakerssouthafrica.com/catalyst-q2-2025-women-s-feature
https://www.dealmakersafrica.com/dma-q2-wf2022-intro
https://www.dealmakersafrica.com/dma-q2-wf2023
https://www.dealmakersafrica.com/dma-q2-2024-wf2024
https://www.dealmakersafrica.com/dma-q2-2025-wf2025

HOW TO BE INCLUDED IN THE
2026 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

All magazine listing info must be supplied by no later
than: Thursday 30 July 2026

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

All listings need to be signed off by no
later than Monday 11 August 2026

DealMakersAFRlCA
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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.

DealMakersAFR!CA
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LISTING OPTIONS (examples

TANZANIA

.

NIGERIA

Michelle Chikezie
Partner
G Elias

LETTER TO MY YOUNGER SELF
Dear 23-year-old Michol,

stay humb You

twica. But

your pursuit of nfor
completing work swifl, your refusal to aceept imits or mediocriy

shape you into the lawyer you aspire to becoma.
Right now. you are worried about securing the right law firm, You
are cager to learn, to gain experience. to become proficient, and
o be a superstar. Yet you worry that you may ot be good enough
or that you donit belang in this world of high-stakes negotiations

teach you something you never learnt i the classroom,

You won't just be ravianing contracts
translating legal riske into commercialnsight Vou il 9ot uzedt
finaniljaron,gro o e nancil statamentsandudorsand
ltiples. You may be (o

a narrow view, but

the fcst few times, but you'l
o Bt S I oo o

right aw firm, ans that provides the perfact start for the work you
love, and that your tanacity, empathy and collgiaity wilhetp you
succeed.

structurad on paper. You'l understand market shars, competition,

parten i sfactunli of uabass Tk ok makes
you You understand your clients and you

be moments of doubr, Butit
s this very fire that will develop not only your iils and experience,
bt alzo your character, understanding of the market, clarity, and
briliance. Thase are crucial - embrace every experionce, the 9ood
‘andithe bad,ensuring they abays ead to positive outcomss. Absorb

Wwho you are destined (0 be, and discard what

whose value resanates throuoh the room. You will get there

Mchall charcter mattrs o Dol ar ot corcuded soely

rospoctfuly snd caimly. Ba a force but fair negotiator. Tha minds
must maat somawhere: et that place be fai

tending
your quast for understanding and claity.

after you've investad so much effort. Some cliants wil test your
atience, but the victores will far outweigh the challenges. There

and work hard to understand wht tho deal truly involves. Thess
und, but they are not

Lowyers both within
andoutside yourorganisation. Notall mantorships ara formal;some
are informal. This

era your
ves an entire transaction, and clents who callyou a ‘powerhouse”
st you with their vsion. Remember to celabrate these

will help you build your knowiedge and instincts. When you begin
leading cals you'l e the tone and anticipate probloms before they

moments, but also to push onards to igger
wins and recognition will cor £0s,private equity
partners and founders about the fate of companies worth millions
or even billons. You'l help steer decisions that shape aconomies
and lvalinoods. You will come to appraciate a profession that is
both awe-inspiring and overshelmino.

Youwil schise

o, today, sk the right questions, dig deeper, and choosa lfelong
learning. Hold yourself

Sum | et ke i forthe pcole and actities you love

 work. Baing good at your job isn't enough if you're
ly burnt out. solated, or disconnected from who you are
outsids of work, Atten

 church ragularly,oin fellowship mestings.
voluntear at outreach events, occasionally hang out with friends,
callyour family ake proper rest, and create wondsrful memoriss.

watching. Bo passionate. You are already on your way there.

Though | must

mindset s good when you r

make 185 iights possibe butdore ot tppteyou Prfcton
The

A
Yourwill adapt, grow, and support others on thairjournay too.
With love and prids,

Your future self

s trgely a myth
best
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opportunies trends. or enalenges?

anc exitng fo tr plaer
et 20k 10 demiaion

ettt nencad isstrent | foreses feean

wich e attordoble and ol on e coninsn: It s fcult
b eraned xpensive for on nusstor o propery map ot nvstrrent
o reates chalngs: s moltil Afcan juridicion, sinca ach dfacs geaty

How do regulatory smironments across Afican markets afect rake cross border businsss aties sasieh with sxasth

which would oger notfcation.
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vs gt (A0 st gl

s % rarely 5t serchmart pecanaas
) Multpi pre

tha continant, what would tbe?

1 vt bring urfornisy and rac

i tecuirments which are  transformative daals i Aficaovr the next 5 - 10 yeers?

s off e contine

i nibace o Rk

—

nssctins, avd srogent regulsery orp

rsant. untappad potental to. ravolutonis

® G ELIAS

Wnat's posonat habit orroutine that Keopsyou grounded?

looting Sthi2A deas and ogsortuns.

CiypesCo

Successturs navgaton

Profle

TANZANIA

sthereauots.book,orpersonthathasinspiredyouthroughout

Nasctecn i, snnctates by Snaror Lechter whih has ane e

methen trs 11 & ik tha resite o

neh rsn it manhs ose ot bel s n

Cuype&Co
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NIGERIA

Oyekemi Ajayi
ger | Deal
PwC Nigeria

Man

Tell us about your career journey — how did you find your way
into M&A?
My M8A journey began shortly after university when | joined
2 boutique investment bank as an intem and later became an
analyst. This role gave me hands-on exposure to deal structuring.
stakeholder engagement, and financial advisory. as well as
experience preparing transaction documents and participating in
key deal milestones.
Driven bya growing interest in complextransactions, | transitioned
to one of the Big Four firms to broadan my exposure. There |
worked on financial due diligence and sell-side advisory projects,
building on my investment banking foundation and deepening my.
understanding of deal dynamics and strategy.

Itransitioned

intelligence. | make space for diverse voices and ideas, and | value

and heard, they bring their best—and that's when real progress
happ

How would you describe the current M&A landscape in Africa —
opportunities, trends, or challenges?

Africa’s M8A landscape is dynamic and evolving, driven by
opportunities in digital technology. energy, healthcare, and
fintech Advancements in Al are reshaping how deals are sourced,
assessed. and executed, making transactions more sfficient

with
growing interest in sectors like telecoms, agribusiness, renewable
energy. and healthcare especially in Nigeria, Kenya. and South
Africa A fication, and

into the FMCG sector as a Corporate Finance Manager, where
1 deepened my understanding of corporate finance, strategic
planning, and day-to-day operations beyond deal execution.

I returned to the Big Four with a sharper focus on u

integration planning, streamiining the entire M&A process.

fueled
by 2 rising generation of young, tech-savvy individuals, a rapidly
o

through strategic transactions. [ve advised on diverse eals
ranging from due diligence and valuations to corporate finance
and financial modling.

Overtime, 've gravitated toward high-impact M&A roles that blend
strategy with execution. What drives me is helping businesses
grow, transform, and create lasting valus through insight:
deals.

What leadership values or philosophies guide your decision-
making

At the core of my leadership is a commitment to purpose, people.
and progress. | believe leadership means taking responsibilty.

driving My dec ié
grounded in values based or:

Integrity: Integrity is my compass. | strive to lead with honesty
and consistency. | believe that trust is earned h actions.
not words, and | hold myself accountable to the same standards
I expect from others.

11ead with Empathy: | trulylisten to understand the people | work
with, whether 'm mentoring a colleague or leading the team. This.

andinclusive.
1 lead with purpose: Every decision | make is guided by a clear
sense of “why” | ask myself: Does this align with my values? Will
this move us closer to our goals? Wil it leave people better than |
found therm? That clarity helps me stay focused

| embrace growth and adaptability: I'm constantly learning
through feedback. | welcome change and challenges bacause
they push me to evolve and lead more effectively.

Collaboration is my strength: | believe in the poer of collsctive
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expand

impact has fintech, healthe

The focus is shifting toward strategic, long-term value creation
rather than sheer volume, making Africa an increasingly attractive
stination for discerning investors.

What advice would you give young women entering the world of
finance and M&A today?

Toyoung women entering the world of finance and M&A, my advice
would be centered around professional development, building
strong and valuable relationships.

Invest in Your Professional Development: Success in finance and
MBA begins with mastering the fundamentals. It is essential to
learn and understand the language of the industry particularly in
financial modeling. valuation. accounting. and deal structuring,
ete. Stay curious, stay current, and never stop sharpening your
edge 8

communication. M&A is aboutvision, negotiation, and storytelling;
is clear, confident,

Build and Nurture Meaningful Relationships: Relationships are
the currency of finance. Build your network early, connect with
peers. seok mentors, and find sponsors who will champion you
Surro ong

‘er women. Collaboration over competition creates lasting
impact And as you ise, lft others with you.

Own Your Voice and Your Value: You belong in the room, so own
it Speak up, ask the right questions, and embrace challenges as

o o Sat
boundaries, advocate for yourself,
and align with environments that —

value inclusion.

pwec

Njeri Wagacha

Partner | C

rate & Commer

CDH Kenya

DEAL LEADERSHIP THROUGH THE FEMALE LENS

We viera nearly at the finish line. The Share Purchase Agraement

oblgations were unmet, would have et poor precedent and
given them the upper hand forthe rest of the negatiation.
explained our strategy 1o the clent in the room an

(SPA)was in near final form, and an all-partes callwas scheduled
o close out outstanding points before signing. Our client was.
entering the Kenyan market,acauiring a majoriy stake ina Kenyan
business, and retained us as legal counsel to steer them through
the acaquisition. The deal had dragged on for much longer than
anticipated, and with all parties eager to sign. itwas a significant
discussion for avaryo

We opened the call with a practical and time sensitv
when could we expect to receive the specific disclosures from the
Sellas, which they had committed to providing wesks earlier For
context.the deal included a disclosure process, and the disclosure
latter would be signed togather with the SPA and was, tharefore,
critical element at this stage. Instead of addressing the question,
the sellrs deflectad. They claimed the reason for the delay was
bacause we were late on delivering key dor
just factually incorrect — a5 the documents they referred to were
conditions precadent in the SPA and would only be relavant once

auestion:

uments, which wasnit

0 hift blame and cast us as baing disorganised and unprepared.

sellers that we would ot be proceeding with the calland would
instead revert with our comments on the document | framed the
fssue cloarly: the tone was unconstructive, and our client, who hax
engaged i ocess in good faith,
forum. The sellrs immediately softened their stance and aked to
procsed The restof the callwent significantly btter - of course, not
without ficton - but with a sense of mutual respect and
Sometimes the most powerful move s to pause, not s a surrender
butasa recalibration.

eserved a more respectful

ths pr

Reflections on being the female lawyer i the room

Being a female commercial lawyer in Affca often means you are

be presumed. You'e questioned mre. Your judgment is second:
Quessed. Your opinions are questioned more readily. But
loarnt that being calm is not being passive, it is being strategic
being raspectfulis not being submissive t is baing professional
and being a woman does not make you

makes you more prepored

pable - it often

Inthat moment We would not

call
Negotiation strategy
The opposing team was predominantly male-led and adopted a
firm approach from tha outset. There ware moments whare the
challenging with our perspective on certain
mattars mat with notable resistance. In complex professional

nusual and require steady,
delberate management. As lead counsel. | chose to maintain an
approach grounded in facts, clarity, and composure. We pushed
back where necessary. but abways in @ measurod ond constructive

i 8 space that ramains, in many rg
traditionally male-dominated. there were moments whre | folt
auestionad more reacily than would have b
R Vel 7 e s
« mon!

nagotiations, such dynamics are not

manner. As a woman ects,

of my rml couniars o
isproportionate. These. morne
ki iR i i

owre comr

and

s was necassary. grounding each argument in fact,and ensuring

o chton s strong, but it s atways important

hebicosithpesinlels It and not on
the noise. Clients. even well-meaning ones. can sometimes be.
awayed by louder voices or more ‘seasoned-ounding’ arguments.
but what earns long-term trust

yes on the resul

dolvery and solid
or imply

oning. Despte tho attompts to shake our confidonce
fault our client remained steadfastly aligned with our tea
thattrust was earned

To young women entering thie el
oudest voice to be the strongest. Insteod,
remain calm. Learn the deal structure. undarstand yo
commarcial motivations to know how to be
abways be ready to insist on explining your position, even in the

ot need o bo the

be informed, clear,and

represnt them, and

its going nowhere: walking away sn't a sign of weakness t can be.
scsnbecdrm vt vt te

o be. Finall ce when you
o the e for tham defend thirintaests ot hasrice and
lead withou

ussion back towhero.

your work speak Your client wil

ego. That's where real credibityis built

Asforme,

Deciding to call off the call was more than a negotiation tacti: it
was a leadership choice. Itwould have bean easy to push through
the conversation, hoping the tension would ease. But allowing
the sallers to dictate tone and narraive, aspecially when thelr
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ioloutcomes ltwas
akes nvironmants. ransaction
knowledg,srateqy. preparation and i

confidence wins the dy. Thats how you
load,wi wustand closo s doal B9

a powerful reminder that i high-s
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LISTING OPTIONS (examples

Q&A

Felista Mutahi-Kiruthu

Senior Manager | M3A Tr

Consulting Services | Deloit

What was your first deal or transaction like

away from it
I could write a book about the transactions | have had the privilege
to work on, but | choose to reflect on my first public transaction
because it shaped me inways [l never forget

It was an intense and eye-opening experience, marked by several
figorous demands from both the client and potential investors. It

and my ability to perform under pressure.

Through it al, | gained invaluable insights ~ not only into the
technical aspects of the deal, but also with respect to the
importance of collaboration.

that

experience s ireplaceable, and that no matter how challenging a
transaction may be. it will eventually come to an end. And when it
oes, nothing beats the fesling of knowing your transaction has

Reading the room, understanding the client’s perspective, and
presenting the findings In a thoughtful and solution-oriented
Not only must we highlight the risks, we must
also propose viable paths forward,

manner s crit

This key learning has shaped the way | apply myself on projects

with insight and tact while being intentional about how | engage
with my clients and guide difficut conversations.

Have your views on work-life balance changed over tim:

At the start of my career, | was focused on achieving the evasive

work-lfe balance. But, as | mark a decads in my professional
journey, experience has taught me that life s less about balance

work il follow me home, and times when family becomes part of
myworkday, and that i okay.

pride, accomplishmant and relief
Have you faced any gender-based challenges or biases in you

Contrary to most people’s expectations, some of my biggest
cheerleaders in the M&A space have been men who have not only
achieved remarkable success in their own careers, but who have

also broken glass cellings in their own respect.
They have played an instrumental role in my career trajectory by
offering guidance, affording me opportunities to daliver on high.
impact and career defining transactions, and actively speaking
about my contributions. They have also provided me with direct
and constructive foedback. which has helped to position me for
long-term success. | remain indsbted to them for the incredible
trust and mentorship they continue to extend to me.

As a result, | have become intentional about actively identifying
potential within my own teams, and creating opportunities for
them to contribute meaningfully and grow

thatwe all navigate complex personal and professional realities.

nentor or support other women ent

I am intentional about cultivating individual unique and
meaningful connections with women breaking through the M&A
space. | also share experiences from my own journay (both wins.
and setbacks) in a way that is relevant to them, so that they can
tearn, grow and draw strength from those experiences.

1 also advocate for them to create systems and processes that
Support their long-term success. In addition, | often remind them
that tough times den't last, and no challenge should ever be
wasted.

Further, | make it a point to be available to them as a trusted
sounding board, offering them support as they navigate key
decisions and opportunities.

What keeps you motivated on tough days'

As a mother, | strive to set a strong example for my daughter, so
that she grows up believing in her ability to overcome challenges.
The nature of M&A work can be extremely demanding, but
appreciating the significance of the opportunity to serve world:

class clients, and the fact that my work plays a pivotal role in
protecting shareholders' interests and driving sustainable value
~ whether through job creation, wealth management or bridging

hat's the hardest lesson you've learnt, and how did it shape
One. v

client wants to hear the details or red flags of a transaction As

advisors. it social gaps.

attuned to how we communicate them.
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MAURITIUS

Deloitte.

NIGERIA

Ayotunde Owoigb:

Partner

Banwo & Igho

Tell us about your journey. How did you find y y i
MaA?

25years ago.
. | was privileged to have early exposure to cross-border
transactions, which piqued my interest in the strategic and
pmme. -soling nature of dealmaking My focus areas have been

and
prjectfinance.Over e, | bacarme further crawn o the dynamism
of M&A. and | have seen first-hand that every deal presents a
unique blend of legal, commercialand “human factors. Working on
complex acquisitions across different industries and jurisdictions
deepened my appreciation for the transformative power of deals -
ot ust for businesses, but for economies and communities - and
this excitement continues to fuel my work today.

What's the most complex or memorable deal you've worked on
and what did you learn from it?

I have had the opportunity to work on many landmark M&A deals

rogress in gender representation in dealmaking
roles? What sill needs to change?

I have seen encouraging progress over the years, with more
women occupying senior advisory, investment and executive roles.
However

the only female lead legal adviser at the negotiation table.

The industry still grapples with unconscious biases and a culture
that often  sidelines women in  high-pressure, transactional
environments. To change this. firms must be intentional about
mentorship, inclusive hiring, and creating work structures that
support women through different life stages. Visible female role
models in M&A leadership are also critical for inspiring the next
generation, and that is why | absolutely love the inspiration behind
the DealMakers AFRICA Women of MA feature. which showcases
leading women in M&A and financial markets.

How do you personally support or uplift the next generation of

in sectors spanning financial services, FMC
others. It is not easy to choose my most complex or memx

deall In the financial services sector, | would pick Access Bank Pic's
acquisition of - and subsequent merger with - Diamond Bank Plc
to create one of the largest banks in Nigeria, on which | worked for
the buy-side. On the sell-side, the sale by five shareholders, resident
in different jurisdictions, of their combined »90% interest in Union
Bankof Nigeria Plc remains top of mind.

Key learnings from these transactions include the tricky interplay
between differing regulatory considerations, divergent legal
frameworks and cultural nuances, which sometimes made
coordination and alignment complex. In the end, what stood out
was the importance, very early in the process, of building strong,
trusted relationships with all stakeholders - in-house general
L Jurisdictions
Iearnt that beyond technical expertise, emotional intelligence and
adaptabillty are invaluable skills in high-stakes negotiations, and
that the ability to remain calm under pressure often determines the
outcome of difficult moments.

How do regulatory environments across African markets affect
deal structuring and execution?

Africals diverse regulatory regimes can significantly impact deal
timelines, structures and viability. Variations in foreign investment
laws, merger control thresholds, sector-specific restrictions, and
capital and FX controls require bespoke structuring strategies
for each jurisdiction and, accordingly, each deal Inconsistent
or evolving regulations can introduce uncertainty, 50 proactive
regulatory due dilgence s cruclal Engaging eay withreguiators
toanticipate hurdl
expectations. Increasing reglonal harmonisation under frameworks
Uke ACFTA offers hope for more efficient cross-border dealmaking,
but for now, navigating regulatory complexities remains a defining
feature of African

DeclMakersAFRICA

I both formally

I actively guide younger women lawyers to navigate the technical,
“political” and personalaspects of building a career in corporate law.
and dealmaking. | also advocate for their inclusion in transaction
teams, ensuring they gain real exposure to negotiations and client
suateay Beyond the workplace, | participate in women-in-business
ks and industry panels to share experiences and insights. |

vetewer
spaces where younger professionals can learn, ask questions, and
feel seen. On a more personal note. | run a small not-forprofit (The
Esther David Foundation) in Nigeria which, with other initiatives,
provides scholarships (full tuition at Nigerian universities and the
Nigerian Law School) for young women intending to study law, who
require financial support

How
Professionally.| define success bythe qualityand impact of thework
1o, the strength of the relationships | build and the doors | help
open for athers. It is about being respected for both competence
and character rather than simply stacking up a long list of closed
transactions

Personally, success mear fauthenticity. fulfil d
balance, and
making a positive difference In the spaces where | have presence
and influence.

Ultimately, in both my professional and personal spheres, my aim
is to leave a legacy of integrity, kindness and excellence. A lagacy
underpinned by these

values has been and

temains my constant N

measure of success In

real terms.

BANWO&IGHODALO

ALETTERTO MY YOUNGER SELF
Dearyoungerme,

You are 21, wide-eyed, and convinced that the world of law i linar;
that once you have chosen a path, you must remain on it. You have
et completed o s s il v L o A

Wigation side of law leels performative, almost alien. But you nm
vered something else: the quiet satisfaction of working behind

the scenes, reviewing contracts, and observing the mechanics of
pointing you

towhere you truly belong.

path. You will not begin your career at a prestigious law firm. In fact,
you will spand more than a decade in-house: an experience that,
at times, will feel like a detour, and you will occasionally wonder
whether you made a misstep. You have not. That chapter will offer

There will be moments of doubt; significant ones. Times when the
pressure feels unrelenting and you question whether you are doing

e moments,
aliways visible. Sometimes it s the resilience built while reading the

to speak up in a room full of experts. Those moments are shaping
you. If | could whisper something to you during those tong nights,
overthinking every decision, it would be this: confidence is ot the
‘absence of uncertainty: it is the commitment to show up, even when
you are unsure. Ask questions. Challenge respectfully. Share your
thoughts. Do not wait to be “senior enough’ to contribute. Your voice
matters now.

If there is one thing I wish you had embraced earlier it is the
discomfort that comes with growth. You will spend too many years

inadequacy, and that over-preparation is the only path t credibility.

leam that and that showing

p
understanding of operations, and empathy for the internal ctients
you will one day advise externally. Those years will teach you how
business decisions are made in real-time, and will shape your ability
to translate legal risks into practical outcomes. You will be stretched
(sometimes uncomfortably so), but in the process, you will sharpen
your, d o

edge.
You wil lear that corporate finance is not just about numbers or
torminlogy. It sbout peorle,skout rltiorips forged through

about understanding what keeps decision-makers awake at
mghL and about how legal frameworks underpin transformative
decisions.

In those early years,you wil ot b the ane caling the shots, but

up authentically, even with uncertainty, s a quiet act of courage.

You wil also learn that your career does not need to consume your
identity. You will find joy in catching sunsets, in curating music
playlists that calm the mind, and in the laughter shared with close
friends. There will be difficult days, ones that test your resolve, but
you will endure. You will leam to pause when necessary. to protect
your time, and to nourish yourself, because you cannot serve others
from an empty cup.

To the young woman working on her first deal: | see you. It is
ovenwhelming, but you do not need to know everything: you simply
need to stay curious. There will be moments you feel like you do not
belong. Persist anyway. You will find your voice, not by mimicking
others, but by trusting your instincts, doing the work, and letting

you and begin
how the pieces fit mqenm That quiet curiosity will become. s
areatest strength. Later, you wil realise that the boardroom, too,

2 emationaly cherged emviranment fust more subdued than the
courtroom and a tad less dramatic

Eventually, you will join a taw firm, much later than most. You willfeel
ke an outsider, convinced that others are ahead of you, with firmer
footing and more traditional experience. You are not behind. In fact,
you will surprise yourself by how quickly you adapt. The rigour, the

. more
than ever, for empathy, nuance and balance. For women to lead,
ot by assimilation, but by authenticity. And, increasingl. for legal
professionals to be agile in a world shaped by technological shifts.
Artificial hvlemgence will reshape how we work, but not why we work.

automation and data at scale. Yet the human
touch,udoment athc,srtegi counsol, wil omoin rotaceotis
Embrace the change. Lear the tools. But never lose sight of the

structure and the speed
apart will not be your technical knowledge. It wil be your calmness

Hwill ot tell you to rush less or worry less; that would not be you. You

ot see becauseyou have sat on both sides of the table. You will come
to understand that your perspective is not only different, but valuable.

figured out. and th:
is more than enough. When it all comes together, you willlook back.
be proud, but

of

the fence, you wilt advice that

and colleagues will come to value that clarity, especially when the
stakes are higl

[3] DeclMakersAFRICA

With pride and perspective,

Ayesha

faveyou ver b 1 ke prfessional sk How did K shape

ht me that
sss isn't always

about climbin

P

— sometime:

it's about carving

your own path an

being willing to
start afresh.

s there a dfining moment or del that

et o s conlsr sl d e vt
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profesions woman in theincustry?

When it co

to mentorship,
1 believe two
things matter
most: exposure

and opp

Wi sactor o rgions I Afica st prticalarly xcngfom  rouncit
an Mk parspocie?
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