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How can young women deal with microaggressions or being
spoken over in the boardroom? What is your personal strategy
for reclaiming the floor?

Forme, it starts somewhere more basic than a particulartechnique:
know who you are, trust what you know, and be prepared to
stand by your own judgment.

That sounds simple, but it isn't always easy, particularly when you
are younger. When you walk into a boardroom with people who are
more senior, experienced or simply more confident in asserting
themselves, it is easy to question whether you should defer to the
louder voice.

My experience has taught me not to do that.

Overalongcareer, | have encountered many different personalities
and behaviours. There have been professional experiences that
caused me, at times, to question myself and what | was capable of.
With hindsight, they taught me something valuable: other people’s
perceptions of you do not have to become your perception of
yourself.

Finding my own path helped me immensely. When | established
my specialist competition law practice in 2007, | left the security of
a major law firm to enter an area dominated by large, established
practices. Plenty of people thought | was taking a significant risk.
Perhaps | was! But | believed there was another way to practise
— one based on technical excellence, close client relationships,
accessibility, trust and understanding the commercial realities
behind the legal question.

Decades later, that has not changed for me. It taught me not to
confuse convention with correctness. Just because something
has traditionally been done in a particular way doesn’t mean it is
the right way for you.

The same applies in the boardroom. Reclaiming the floor doesn’t
mean becoming the loudest person in the room. Sometimes it
simply means saying calmly, “l would just like to finish my point”
Sometimes it means returning to the issue. And sometimes it
means being prepared to say, respectfully but clearly, “I see it
differently.”

Confidence doesn’'t mean believing you are always right. Good
professionals listen. | am comfortable changing my mind when
the facts justify it. What | try not to do is change my mind simply
because someone else expresses their view with greater authority.

I've also learnt that you don't need to respond to every slight. There
is power in knowing which battles matter. But choosing not to react
to every microaggression is very different from allowing yourself to
be diminished by it.

Ultimately, before you reclaim the floor in the room, you have to
claim your place in your own mind.

What is a common misconception about competition law as
part of M&A in South Africa that you would like to debunk?

One of the biggest misconceptions is that competition law is

[3] DealMakers WOMEN 2025

simply a regulatory hurdle at the end of an M&A transaction —
something to deal with once the commercial deal has effectively
been done.

It is much more than that.

To advise properly, you have to understand the transaction, the
businesses, their markets and the commercial consequences of
what is being proposed. In South Africa, we also have a significant
public interest dimension to merger regulation. The competition
lawyer therefore sits at a fascinating intersection between law,
economics, commercial strategy and the wider economic and
social environment.

Thatis one reason | still enjoy the work so much. Every transaction
teaches you something new. You can find yourself learning about
an industry you knew very little about and needing to understand
it well enough to identify what really matters from a competition
perspective.

Sometimes your role requires you to give a client an answer that
isn't the easiest or most convenient one. That is where judgment,
independence and credibility matter. My job isn't simply to obtain
an approval. Itis to identify the risks honestly, anticipate the issues
and, wherever possible, find practical solutions , enabling the
client's commercial objective to be achieved.

The South African dealmaking environment has traditionally
been male dominated, particularly at senior levels. What changes
have you seen in women’s representation over the last decade?

There is unquestionably greater visibility of women across the
profession and broader dealmaking environment than when |
started my career. That matters. Younger women can now look
around aroom and see many more examples of women succeeding
in different ways.

My own firm is woman-led and my team happens to be entirely
female. Interestingly, many of the clients who instruct me are
men. They don't come to me because | am a woman. They come
because they trust my judgment, know how | work and trust me to
deliver the best outcome for them.

Ultimately, clients are looking for expertise, judgment, commitment
and results. Credibility becomes less about whether you fit the
traditional image of the person who should be sitting at the table
and much more about the value you bring when you get there.

Build your expertise. Prepare thoroughly. Trust your judgment.
Build relationships based on integrity and trust. And don't spend
your career trying to become somebody else’s idea of what a
successful professional should look or sound like.

Some of the best decisions | have made were the ones that did not
follow the expected path. Sometimes the most valuable voice in
aroom is simply the one prepared to say, calmly and confidently:

“I see it differently.” D
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