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Donovan Capital
Capital Solutions for Energy
Entrepreneurs

QMost oil and gas capital
providers lend or invest money

directly, why hire an advisor?
Just as athletes need agents, oil and gas
producers need capital advisors.  At
Donovan Capital, we specialize in raising
private capital for oil and gas companies.

We know the market, but more im-
portantly, we know who’s investing in
your space.  Our principals have closed
over $11 billion in transactions, and
capital providers continue to lean on us for
new opportunities.

At Donovan Capital, we
structure and negotiate the best
deals for our clients.  We cut
through the red tape to avoid
pitfalls typically associated with
complex transactions.

Ultimately, the service we
provide as advisors gives our
clients optionality and expedi-
ency, but most importantly,
confidence in closing.  

QWhat sets Donovan Capital
apart from others?

At Donovan Capital, our expertise comes
from more than 20 years of energy private
equity and investment banking experi-
ences with some of the largest names in
the industry.  This allows us to competi-
tively access the private capital markets
on our clients’ behalf to secure the capital
they need to grow.  

We have strong relationships with
all of the energy capital providers and
we specialize in making complex deals
simpler; where others see obstacles, we
see solutions.  

Perhaps our greatest differentiator
lies in the success of our clients.  There
is no better way to qualify Donovan
Capital as your advisor than to call our
clients for references.

QWhat advice would you give  to
someone seeking capital?

First, know your audience.  Debt providers
generally favor assets and collateral while
equity providers tend to favor manage-
ment teams.  Be certain you have a com-
pelling and distinct story around one or
the other before you go to market. 

Two, know which firms are actively
investing and in what they are investing.
This increases the number of offers your
company receives, minimizes your
company’s execution risk and goes a
long way towards maximizing your
potential equity returns.  

Third, remember that there is no
formula for raising capital for new ven-
tures, and there is certainly no “silver
bullet.”  The capital raising process will
require flexibility and nimbleness to
make it to final closing.  

Fourth, keep presentations short, be
prepared to answer questions not out-
lined on paper and realize that from the
moment you sit down, you are being
evaluated.  

Finally, hire a qualified advisor like
Donovan Capital, who can do all of
this for you.  At Donovan Capital, we
have successfully navigated over 60
transactions from start to finish.

QWhich comes first, investors or
assets?

This is a question we encounter frequently

and it can go both ways.
Generally speaking, startups have

more success raising capital with an ex-
ecuted letter of intent (LOI) in hand.
The challenge, however, is convincing a
seller to provide exclusivity without
capital in hand.   Just get ready to run
fast – an LOI with a 60-90 day exclusive
and no money circled will require quick
and decisive action.  

Later-stage companies with existing
assets and/or management, on the other
hand, are better positioned to negotiate
financing as long as the storyline is at-
tractive.  The capital markets are efficient
so don’t jump the gun if there is still
shaping to be done.
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Ultimately, the service we provide
as advisors gives our clients optionality
and expediency, but most importantly,

confidence in closing.

www.donovancap.com

—John Donovan


