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Give us a brief outline of your acade-
mic and professional background.  

I joined Finanzas & Gestión in 2016 after 
obtaining a BA in Business Administration 
from the Universidad Nacional de La Plata 
(UNLP) and a Master in Finance program at 
the Universidad Torcuato Di Tella (UTDT). 

Prior to joining Finanzas & Gestión, I worked as a Financial Analyst in the Tre-
asury and Planning departments at YPF S.A. (top Oil & Gas company based in 
Argentina). 

Skilled in Corporate Finance, Investment Banking, M&A, Business Develop-
ment, Corporate Strategy, Valuation, Financial Modeling, Due Diligence, and 
related financial analysis. 

Experienced professional in working under significant pressure and deadlines, 
flexibility in dealing with diverse groups, excellent interpersonal relationships 
either with clients or co-workers at all levels. High sense of responsibility and 
commitment, self-driven to achieve results, multifunctional profile. 

2. What has been your experience of the M&A industry to date? 

I have experience in the analysis, evaluation, and support in the execution of 
various types of corporate finance and investment banking deals. 
Elaboration of marketing materials for different industries projects. Financial 
Analysis. Financial Modeling. Coordination of Due Diligence processes. Expo-
sure to a variety of sectors/industries. 
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3. What do you find particularly exciting about the job? 

I find particularly exciting to operate at the highest levels, working with large 
global or local companies and advising chief executives how best to position 
their companies for the future, developing a relationship with clients and hel-
ping with their strategic thinking. 
Furthermore, being close to clients' decision-making process and strategic 
planning is very interesting. 
The fact that M&A is giving me a generalist experience while developing a 
strong technical skillset is quite relevant for my career and future job oppor-
tunities. 
Otherwise, it is important learning a lot about the negotiation process, mana-
ging egos, bringing buyer and seller to terms. 

Working with other foreign teams, with people of different backgrounds and 
cultures, can provide me a greater variety of perspectives and ideas, which 
can lead to more creative solutions. Get inspired by foreign members should 
help me to empower my individual performance at a higher level and to 
increase productivity. 
Furthermore, I consider important to rely on other team members to delegate 
the workload and to learn from individual experience. 

4. How important is it for you to get inspired by other foreign members?

5. What phase of a deal process do you like the most? 

Closing a deal is a very rewarding and satisfying experience, especially when 
the deal is a transformational one for a client from a strategic development 
perspective. 
In addition, preparing marketing materials and financial modeling is also a 
great experience.  



MANUEL SAMAN

6. In what fields do you consider more training is needed? 

During my experience, I realized that it is very important to develop more 
quantitative expertise related to modeling/technical skills.

On May 2, 2018 Clara Capital S.A. (an Argentine private equity firm, focused on 
the aluminum packaging sector in the pharmaceutical industry) announced 
the closing of an agreement for the acquisition of 100% of Barrier Solution 
S.A. (a leading Argentine company, focused on the manufacture and commer-
cialization of printed aluminum foil and laminated packaging for the pharma-
ceutical industry). 
During this transaction, I participated in the Finanzas & Gestión team as the 
financial advisor of Barrier Solution in the structuring of the transaction and 
coordinated the negotiations with the interested parties. 
The process consisted on: Operations review and understanding of the com-
pany/client, preparation of business model and marketing materials, identifi-
cation of potential buyers, selection of potential buyers to approach, organiza-
tion of the potential buyers contact process, Data Room preparation, monito-
ring of the information exchange, analysing of NBO price determination, analy-
sis of payment alternatives, evaluation of financial and closing risks, definition 
of transaction timing, negotiation of main terms and conditions with different 
parties (buyer, lawyers and accountancies), negotiation of SPA and closing.

7. Tell us about your best experience in your current job. 


