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SKILLSET

In my over forty years of working with companies | have assisted them in all facets of
financial matters. From helping sell a business, buy a business, raise capital, improve
performance, develop business plans, solve financial problems, restructure balance
sheets, etc. | have worked with them to achieve the best outcome.

| have encountered and dealt with most all of the issues that can arise in running
a business and worked through them either as an advisor, investor, financing
source, or senior executive.

| have spent extensive time working with private companies. | am very familiar
with the issues they face not only in running their business but also in deciding
what exit strategies or succession planning they should undertake.

| provide independent advice with no conflicts with investment banks or
financing sources.




EXPERIENCE

COMPANY Berkery Noyes
BUSINESS FOCUS Sell Side Advisory
ANALYTICAL STRENGTHS:

 Determine Cash Flow

* Assess Management

* Maximize Profitability

* Determine Capital Needs + Sources
* Develop Strategic Plan

e Assess Growth Strategy

* Understand Market Position
* Determine Value

* Review Sales Strategy

e Succession Planning

e Deal Execution

* Negotiations

LBCC, Wafra Citibank

Direct Investment Lending

This experience is critical to
providing advisory services.







APPROACH

Evaluate all options. Often
there exists more than one

Avoid conflict. The client

Know my client’s way to get to the goal.
goals. They’re not Different options will impact needs to know that your
always obvious. a client in different ways. first interest is getting the

Understand the Company. Time
needs to be spent understanding
the business and its strengths and
weaknesses. Otherwise, reaching
the goal is more difficult.

best outcome for him.
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Stay hands on. To get the
best results the advisor
needs to work all the way
through the plan. Success
takes time and effort.




CONTACT

John T. Shea
Solojshea, LLC

379 West Broadway, 2" Floor
New York, NY 10012

(mobile) 908-962-2384
(office) 646-838-0274

johntshea@solojshea.com




