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Section I.

The Role of IR in Turbulent Markets

Michael Mitchell – The Investor Relations Society



Agenda  
• What’s been happening in world markets

• How does IR help

• Role of the IRO

• Target audiences

• The IR programme

• Dealing with the Board

• Conclusion



Market Background
• The Sub-prime ‘crisis in the US has spilled over into other areas

Banking, housing, construction and retailing

Stock market turbulence

Currency divergence $ and £ down, € and renminbi up 

Potential impact on economic growth 
• Massive increases in raw material prices

Increased demand from emerging markets

Speculation/Hoarding

Inflationary pressures
Uncertain outlook for 2008/9



How has this impacted companies?
• Increase in share price volatility

• Major impact on Balance Sheets of financial institutions

• Flight from risk / aversion to complex instruments

• Hunger for information

• Renewed focus on corporate governance

• Emergence of Sovereign Wealth Funds as ‘investors of last resort’

Increased need for good communications



What have companies done?
• Some CEOs have ‘fallen on their swords’

• Some are still brazening it out

• Disclosure of bad news has often been piecemeal (whether 
deliberately or because of lack of knowledge)

• Some major changes in strategy 

• All management teams have come under increased pressure for 
improved disclosure

Need for good investor relations even more important



What is IR?

‘Best practice IR provides the context in which shareholder & potential 
investors can make an informed judgement about the fair value of a 
company’s shares consistently over time’

(The Investor Relations Society)

‘The broad range of ways in which a quoted company communicates 
with the various investors - & potential investors – in its shares’

(London Stock Exchange)



How does IR help
• Facilitates communication

• Allows two way dialogue

• Improves understanding

• Optimises management time spent on investor communications

• Creates conditions for a fair valuation

IR is not a substitute for a sound business strategy

IR cannot ‘make the share price go up’



Why is IR important?
Helping the market understand the Company’s investment proposition

The Company
Operations
Management
CFO
CEO

IR

The market
Buy side analysts
Sell side analysts
Fund managers
Private investors
Media

2-way communication



Role of IRO
• Communications strategist

• Perception manager

• Marketer 

• Facilitator



Key responsibilities
• Managing expectations

• Information flow

• Annual IR programme/strategy

• Compliance with regulatory environment

• Crisis management

• Shareholder analysis/targeting 

• Communication management

• Dealing with pressure/special interest groups
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Key Internal Audiences

Key External Audiences

Knowledge of the Company

IRO

People skills

Information
management

Marketing

Understanding of statutory 
& 
regulatory environment

Financial analysis 
& markets
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Key Internal Audiences

• The Board

• CEO & CFO

• Finance team 

• Operational managers

• Employees
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Key External Audiences

• Analysts (sellside)

• Institutional investors (buyside)

• Financial press

• Media – national and trade 

• Private shareholders (retail)

• Market makers & brokers

• Company advisors – brokers, PR agency, auditors, design agency



Typical annual IR programme
• Financial results – Annual / Half Year / IMS

• Roadshows – UK, Europe, USA, 

• AGM

• Ad hoc announcements i.e. M&A, trading updates  

• One on one meetings, lunches & interviews

• Analyst day

• Site visits

• Conferences



Shareholder analysis / targeting
• Foundation of the IR strategy

• Identifies institutional/beneficial ownership

• Allows tracking of ownership

• Peer group analysis

• Institutional profiling

• Investor targeting



Communications management
• Ensure consistency between dissemination channels

• Company reports

• Presentations/brochures

• Website

• Conferences/events

• Meetings

• Phone/Email



Managing expectations and 
information flow
• Providing accurate, timely information to the market

• Always keep the market informed – in good times and bad

• Managing key messages/positioning 

• Monitor the forecasts of analysts

• Respond promptly to queries from all stakeholders 
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Inside Information
Definition
Section 118c of FSMA regards an issuer as having insider

information if the information is precise 118c(1); is not generally

available 118c(2a);relates to qualifying investments 118c (2b) and

would be likely to have a significant effect on the price of the

issuer’s financial instruments 118C(2c)

Disclosure rules

LIST!
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Dealing with the Board

• Reporting line into the CFO 

• Close working relationship on day to day basis

• Present market feedback at Board meetings

• Regular provider of market information



Preparing Board Reports
• Market feedback

• Research

• Shareholder analysis

• Investor perceptions

• Data and trends



5 Practical ‘Cs’ of IR
• Clarity - message, strategy, key points

• Consistency - investors have long memories

• Credibility - your technical competence

• Continuity - talk in good and bad times!

• Conduit - two way flow of information



Section II.

Global Trends in Investor Relations -
A Survey of Depositary Receipts Issuers Worldwide

Joseph Oakenfold – The Bank of New York Mellon



• Annual survey of DR issuers worldwide to identify common IR practices.

• Survey examined, amongst other things:

– Goals and priorities of IR strategies

– Scope and frequency of IR outreach activities

– How DR issuers leverage external resources

• Develop a benchmarking tool – by region, program type and market capitalisation.

• Establish a platform to discuss how The Bank of New York Mellon can support its DR 

clients’ global IR programs.

Executive Summary – Why we do it



• Issuers share a common goal:  elevating demand for their DRs in the 
international investment community

• A company’s market cap has far greater influence on the results than its region

• Investor Relations plays a key role in the companies surveyed, with both 
personnel and infrastructure being allocated to the function

• Investor outreach is global and consistent amongst survey participants

• A rising share price isn’t always the primary objective of the IR team

Key Findings



Respondent Profiles: Geographic Region

Of the 172 respondents:

• 34% are from Western Europe

• 28% are from the Asia-Pacific region

• 20% are from the Emerging Europe, Middle 
East and Africa (EEMEA) region

• 18% are from Latin America



Respondent Profiles: Market Capitalization

Of the 172 respondents:

• 16% are mega-cap companies 

(Over $25 billion)

• 34% are large-cap companies 

($5 – 25 billion)

• 27% are mid-cap companies 

($1 – 4.9 billion)

• 19% are small-cap companies 

($150 – $999 million)

• 4% are micro-cap companies 

(Under $150 million)



Respondent Profiles: Program Type

Of the 172 respondents:

• 33% have DR programs that trade over-the- 
counter (OTC)

• 27% have DR programs listed on the NYSE- 
Euronext

• 19% have Reg S/144A DR programs

• 13% do not currently have a DR program

• 7% have NASDAQ-listed DR programs

• In addition, one respondent’s DR program    
traded on OTCQX

Depositary Bank Relationship

Of the 151 respondents with DR programs:

• 95% are Bank of New York Mellon DR clients

• 5% are DR clients of other depositaries



Regional Findings - Staffing

• EEMEA issuers have 3.2, 

the lowest average between 

the regions

How many employees are in your Investor Relations department?



Regional Findings – Internal Communication

• Globally, IR departments give counsel 
to the CFO more frequently than they 
do to the CEO.

• The greatest percentage of Western 
European (52%) and Latin American 
(45%) respondents counsel the CFO 
daily.

• EEMEA issuers are more likely to give 
counsel to the CFO weekly (40%).

How frequently does the IR department give counsel to the CEO/CFO?



Regional Findings - Information Flow

• EEMEA issuers tend to report 
analyst opinions and share price 
(quantitative) information more 
frequently than issuers in other 
regions.

• Other regions concentrate on 
more frequent provision of 
information on shareholder 
composition and investor 
feedback.

What type(s) of information does the IR team provide to senior
management? (Select all that apply)



Regional Findings – Board Contact 

• IROs in the EEMEA region present more 
frequently at board meetings than IROs in 
other regions. 

How often does the IRO present at board meetings?

Always

As Needed

Never



Regional Findings – Investor Meetings

• Senior management of Western 
European and EEMEA 
companies participate more 
frequently in IR meetings than 
senior management of their DR 
issuer counterparts in Latin 
America and Asia Pacific. 

• IROs in the EEMEA region are 
less likely to meet with investors 
on their own than the IROs in 
other regions.

What percentage of your meetings with the investment community are
conducted with senior management?



Regional Findings - Roadshows

• DR issuers concentrate their road 
show activities in the financial centers 
closest to their home base.

• At the same time, companies in all 
regions dedicate at least 25% of their 
roadshow efforts to the U.S., making 
the U.S. the most common destination 
for road shows overall.

• EEMEA issuers spend almost double 
the time road showing in the UK than 
IROs from other regions.

What is the approximate annual percentage of company road shows done in
the regions mentioned below? 



Regional Findings – Hedge Funds

• The vast majority of DR issuers 
from all regions recognize the 
value of meeting with hedge 
funds, with 88% on average 
globally  reporting they are 
currently meeting with hedge 
funds.

Does your company meet with hedge funds?

What percentage of your meetings are with hedge funds?

• The percentage of an issuer’s total 
meetings that are with hedge funds varies 
from region to region and within each 
region.



Regional Findings – External Counsel

• Use of external IR counsel varies to a 
greater degree on a market-cap basis 
rather than regionally, with the 
exception of Latin America.

• The level of IR consultancy use is 
surprisingly low across the board given 
the complexity of International 
markets, the range of services IR firms 
provide and the relative size of internal 
IR teams. 

Do you use external IR Counsel?



Regional Findings – Corporate Social Responsibility

• Western European issuers lead the 
respondents on targeting and meeting 
with socially responsible investors (54%), 
followed by Asia-Pacific issuers at 29%. 

• Only 11% of EEMEA issuers target or meet 
socially responsible investors. 

Is targeting socially responsible investors part of your investor 
relations strategy?

Does your company publish a corporate social responsibility report?

• Western European issuers are also most 
likely to publish a corporate social 
responsibility report.

• Less than half of EEMEA respondents are 
publishing a corporate social responsibility 
report.



Regional Findings – Outsourced IR Services
For which of the following functions do you rely on external IR/PR? 
(Select all that apply)

• Issuers from all regions rely on external 
IR/PR firms, but often for different 
reasons.

• Western European and Asia-Pacific 
respondents tend to rely on external IR/PR 
for shareholder identification and stock- 
watch projects.

• Latin American issuers are the most likely 
to tap into external IR/PR firms, 
particularly for event support and 
logistical work.

• EEMEA issuers use external assistance for 
message development. They don’t 
however, utilize consultants for investor 
feedback as frequently as IRO’s in other 
regions.



Regional Findings – Society Membership

• Survey respondents leverage the 
professional development and 
networking opportunities of IR 
organizations.

• DR issuer’s region affects IR 
organization membership, with 
almost 70% of EEMEA issuers 
reporting no membership.

In which of the following IR organisations do you participate?



Conclusion

• This survey demonstrates how companies around the world are capitalizing on 
the growth of the DR market.

• Specifically, the survey’s results:

1) Provide insight on which IR elements are being given the greatest resources

2) Highlight where there are gaps

3) Enable us to identify market trends.

• We share these “best practices” with you to help you effectively assess how your 
IR practices compare to those of your peers in today’s global marketplace.

• The results will hopefully allow you to pinpoint potential opportunities and to 
enhance your own IR program.



Section III.

Share ID - How it is done, what it means 
and how to use and interpret the data?

Mark Simms – Capital Precision



Capital Precision Ltd

Shareholder Analysis and Investor Targeting



Capital Precision
We specialize in helping Companies (and their Advisory 
Banks) identify who are the beneficial owners of their shares 
and who manages the investment decisions

We are employed for both Investor Relations and Corporate 
Transaction projects

We work for approx 200+ Blue Chip companies and 24 Banks

40+ years of collective experience

Awarded the contract to provide CMI Services to the London 
Stock Exchange IR Solutions team, Nov 2005



You cannot create a relationship with your 
investors if you do not know who they are!

Who will support the company in a transaction?
Who holds the voting power?
Who is buying and selling the shares?
Who is impacting the liquidity?
Which investors could buy more shares?
Who is not investing yet but could be?
Which investors could be activist?
Where are the strengths and weaknesses in the 
shareholder base?

Why is it so important to know who 
owns your clients shares?



Know your customer

Who is the customer?
What is motivating them to buy (or sell)?
What do you need to do to keep them?

Where do you find more of the same?

How do you determine where they are and what will motivate 
them to buy?
How do you measure whether your IR Programme is working?

IR is a marketing discipline



What methodologies can you use to determine 
who owns the shares?

The Share Register

Broker/Bank

A “Public Filing” Database

Bespoke Analysis



The Share Register

The Share Register typically is only useful for 
determining domestic Shareholders

International (and domestic) Shareholders employ 
Custodian Banks to hold on their behalf and are 
shown as “Nominee Accounts”

Uncovering who is behind the Nominee Accounts 
is a skill set that is rarely kept “in-house”



Brokers/banks

The limitation for brokers is that they do not necessarily have a broad 
view of which Institutions are actively investing/trading

UBS – 9.0%
Goldman Sachs – 8.2%
Deutsche Bank – 8.1%
Citigroup – 7.9%

Credit Suisse – 7.3%

(Q4 2006 Leading Brokers, Top 5 ranked by value traded
Source - The Trade)

The potential investors outside their field of (trading) vision have to be 
obtained from public information sources



“Public Data” sources

The lack of “up to date” information

The lack of complete information

“Public Data” sources do not identify who makes 
the investment decisions for multi-managed and 
outsourced funds  



The lack of “up to date” information

US Mutual Funds - 13F Filings  

4 snapshots in the year
45 days in which to file
“Window dressing” & “Bed and Breakfasting”

The lack of “up to date” information



Which Non-US companies are filed 
on a 13F?

Run Date: 07/09/2007 ** List of Section 13F Securities **

294821 60 8 * ERICSSON L M TEL CO ADR B 
SEK 10
294821 90 8 ERICSSON L M TEL CO CALL
294821 95 8 ERICSSON L M TEL CO PUT

92857W 20 9 * VODAFONE GROUP PLC NEW 
SPONS ADR NEW
92857W 90 9 VODAFONE GROUP PLC NEW 
CALL
92857W 95 9 VODAFONE GROUP PLC NEW



Country Frequency by year
Austria 2

Belgium 2

Denmark 2

Finland 2

France 2

Germany 2

Greece 2

Italy 2

Netherlands 2

Norway 2

Portugal 2

South Africa 2

Spain 4

Sweden 4

Switzerland 2

United Kingdom 2

Mutual Fund public update 
frequency (Europe)



The lack of complete information

Mutual Funds only represent (approx) 25% of investments  

Pension Funds
Sovereign Wealth Funds
Active and Activist Funds
Insurance Funds
Hedge Funds 
Prime Brokerage and Proprietary Desk positions
Wealth Management
Stock Lending
Retail

FEW IF ANY “FILE” OR APPEAR IN PUBLIC DATABASES 



The average percentages for 
Public Data Vs Bespoke ($100BN+)
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The lack of complete information

The graph is based upon the average 
coverage for 5 Blue Chip companies.

On average bespoke analysis more 
than doubles (2.25x) the amount of 
institutional investment seen through 
public data sources



Bespoke Analysis vs Public Data

Public Data Capital Precision

Russia 37% 87%

France 56% 96%

Germany 53% 83%

Norway 72% 97%

Finland 66% 93%

Netherlands 54% 84%



Bespoke Analysis

US Stock Surveillance
- Institutional/Portfolio Manager Canvassing
- Omnibus Surveys
- Timed to coincide with “Filing dates”

The Custodial Bank route
- Highly focused
- Does not interrogate Fund Managers
- Uncovers all types of investor
- Current shareholders uncovered



Investor Targeting

The objective is to create maximum demand for the 
shares – This cannot be achieved if you leave it to the 
market to determine who will be buying

The challenge is to find investors whose investment profile 
matches the future investment proposition

The better the Targeting, the better control you have over 
your shareholder structure

Do not forget existing investors when Targeting



The “Weighting” objective

The primary goal of all Targeting Programmes is to find 
investors who have the appetite and the capacity to buy 
your shares

You are looking for funds/institutions that are overweight
in your peers/sector/region but underweight in you

You are looking for funds/institutions who are currently
buying into your peers/sector/region



What is the starting point for a Targeting 
Programme?

The first step is to identify which shareholders 
could rotate out of the stock in the future

The second step is to determine the impact that 
this selling activity is likely to have on liquidity and 
smaller investors



What to consider when designing a 
Targeting Programme?

Which potential investors will match the future 
developments of the company - Growth? Value?

Segment the targets based on the objectives for 
the stock - create more liquidity? Create more 
stability?

Counterbalance “activists” with investors who 
typically support management



The objective is to identify new (and existing) 
investors who have the capacity to acquire more 
shares

1. Net asset value of fund
2. % Fund exposure to the sector
3. % Fund exposure to the country
4. % Fund exposure to the rest of world
5. Top 10 holdings of each individual fund

63

How do you evaluate 
potential targets?



The perfect balance?

• Stability or turnover?

Index

Hedge Fund

Income

Country/
Sector Focus

Yield

Value

GARP

Growth

Broker 
Dealer

Aggressive 
Growth

Low

High

Medium



Which methods can you employ to 
Target Investors?

Utilise brokers/banks

Use a public filing database

Commission bespoke research

Use a combination of the above



Weighting Analysis using “Public 
Data” sources

Because there are mostly only Mutual Fund 
positions in the public domain, you can only base 
a Weighting Analysis on a partial percentage of 
an Institutions true investment potential

If you are comparing bespoke researched 
shareholder positions against public filings, the 
peers may appear “underweight”



Bespoke Targeting Analysis

Targets are generated from the observation of 
CURRENT Institutional trading activity

The “Targets” asset allocation is analysed and 
(where possible) verified

Targets could be pre-qualified (if possible)



How do you measure whether 
you have targeted the right investors?

Monitor subsequent trading activity

Determine investor perceptions

A constantly evolving process



Section IV.

Crafting An Investment Message 

Steffan Williams – Capital MS&L
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Three primary channels of communication

Clients

Authorities

Suppliers

Peers
Employees

IR programmes

IR / FPR programmes

FPR programmes Media

Sellside

BuysideCompany
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The investment process

Fund manager

Analyst

Strategist

Asset 
allocation

Economist

Area of 
influence 
/ access
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Traditional?
Goals for  good investor communication

• KEEP THE MESSAGE SIMPLE : Investors 
should walk away with a simple 
understanding of why they should own the 
stock and both historical and future 
expected performance
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Traditional?
Goals for  good investor communication

• PREDICTABILITY : Publicly available 
disclosure should be sufficient to make 
earnings predictable
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Traditional?
Goals for  good investor communication

• CONSISTENCY : Sequential operating 
metrics regarding operating & financial 
performance v history & peers allow 
investors to easily understand performance 
of assets and management
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Traditional?
Goals for  good investor communication

• CLARITY ON USE OF CASH



Enter Date in Header Footer copy goes here 76

Traditional?
Goals for  good investor communication

• KEEP THE MESSAGE SIMPLE : Investors should walk away with a 
simple understanding of why they should own the stock and both 
historical and future expected performance

• PREDICTABILITY : Publicly available disclosure should be sufficient 
to make earnings predictable 

• CONSISTENCY : Sequential operating metrics regarding operating & 
financial performance v history & peers allow investors to easily 
understand performance of assets and management

• CLARITY ON USE OF CASH



Enter Date in Header Footer copy goes here 77

Institutional Investor Research / Rankings : A 
good source of who does what well

• “The companies on this list 
excel

• where it matters most to
• shareholders : they focus on
• frequent and open investor
• relations, they determine
• executive compensation based
• on shareholder value, and they
• ensure equal voting rights to all
• shareholders…These are the
• companies [investors] feel good
• about seeing in their portfolios”
•
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What successful communications cover

• Review of operations 
• Review of markets
• Review of projects
• Outlook on “controllable metrics”
• Earnings / Cash Flow estimates based 

on uncontrollable metrics
• Use of cash flow
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Show me the MONEY!

• VALUE, VALUE, VALUE : 
• communicate that you…

• focus on it, 
• that you’ve delivered it, 
• that your stock price offers it
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Highly praised companies make it 
EASY to understand what they 

can be
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Case study 1 : SLC Agricola
• “Brazilian farm company is an 

example of a company with 
limited liquidity, a recent IPO, 
but whose disclosure and 
investment in helping people 
understand the business, its 
performance, and its detailed 
financials has helped it develop 
a superior investor base which 
increasingly gets the story.  

• “The stock has materially 
outperformed the agricultural 
commodity basket”
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Case study 2 : Emeco
• “Emeco is an example of a 

company whose poor 
disclosure, lack of marketing 
time/interest, and flimsy IR 
infrastructure has lead to a 
consensus of investors 
hating the company.  

• “The deeper this problem, the 
bigger the challenge for a 
value-oriented management 
team to improve stock price 
performance.”
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Case study 3 : Century Aluminum

• “Century is a small-cap company that is exceptional 
in taking time to meet investors, explain the story 
SIMPLY, and walk through project economics and the 
strategy behind capital decisions.  

• “Their presentations are sometimes sparse, but the 
richness of content on their calls – and enabled by 
their accessibility to ALL investors – helps to make a 
difference.

• “These 4 slides – plus CLEAR explanations of  the  
detail behind them provided on the calls, are all you 
need to know:”
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Case Study 4 : Freeport McMoran
• “For me amongst single-commodity 

companies, FCX has reliably been THE gold 
standard – you know exactly what you are 
going to get and what management targets 
have been and are today from their reporting 
format.  

• “Their superior multiple to peers is deserved. 
Like Century, management is also very 
focused on FREQUENTLY meeting investors 
(FCX has had 6 investor appearances since 
the end of Q3).”
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Intrinsic  

value

Asset 
value

Value

How are investment decisions 
made?
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Intrinsic  

value

Financials

Asset 
value

Value

How are investment decisions 
made?
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Intrinsic  

value

Financials

Asset 
value

Value

How are investment decisions 
made?

Extra 
financials
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Full market     
value

Intrinsic  

value

Financials

Asset 
value

Value

How are investment decisions 
made?

Extra 
financials
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Full market     
value

Intrinsic  

value

Financials

Asset 
value

Extra 
financials

Value   
potential

Value

How are investment decisions 
made?
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Checklist

• Where are you now?

http://creative.gettyimages.com/source/search/ImageEnlarge.aspx?MasterID=10186165&s=ImageDetailSearchState|3|5|0|15|0|1|0|0|1|1|60|2ed3.d7c5.03ff.e000.002f.7ef0|1|0|%22Reaching%22+and+%22Anticipation%22+and+%22Despair%3aConcepts%22||1|0&pk=6
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Checklist

• Where are you going?

http://creative.gettyimages.com/source/search/ImageEnlarge.aspx?MasterID=10186165&s=ImageDetailSearchState|3|5|0|15|0|1|0|0|1|1|60|2ed3.d7c5.03ff.e000.002f.7ef0|1|0|%22Reaching%22+and+%22Anticipation%22+and+%22Despair%3aConcepts%22||1|0&pk=6
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Checklist

• How will you get there?

http://creative.gettyimages.com/source/search/ImageEnlarge.aspx?MasterID=10186165&s=ImageDetailSearchState|3|5|0|15|0|1|0|0|1|1|60|2ed3.d7c5.03ff.e000.002f.7ef0|1|0|%22Reaching%22+and+%22Anticipation%22+and+%22Despair%3aConcepts%22||1|0&pk=6
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Checklist

• Five metrics (only one financial)

http://creative.gettyimages.com/source/search/ImageEnlarge.aspx?MasterID=10186165&s=ImageDetailSearchState|3|5|0|15|0|1|0|0|1|1|60|2ed3.d7c5.03ff.e000.002f.7ef0|1|0|%22Reaching%22+and+%22Anticipation%22+and+%22Despair%3aConcepts%22||1|0&pk=6
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Checklist

• Where are you now?
• Where are you going?
• How will you get there?
• Five metrics (only one financial)

http://creative.gettyimages.com/source/search/ImageEnlarge.aspx?MasterID=10186165&s=ImageDetailSearchState|3|5|0|15|0|1|0|0|1|1|60|2ed3.d7c5.03ff.e000.002f.7ef0|1|0|%22Reaching%22+and+%22Anticipation%22+and+%22Despair%3aConcepts%22||1|0&pk=6
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How rational are capital 
markets?

• “People in the city believe that a beard conceals a weak 
face and that the man behind it has something to hide…”

• “ Be aware of any business where there is a cult of 
personality or the business is led by a charismatic individual’

• “Does the HQ have a flagpole and are the secretaries and 
receptionists absurdly glamourous?”

• “Watch out for art in the offices”

• “A third leg to the business that everyone hails as strategic 
diversification… ever seen a 3–legged dog, it doesn’t walk Source: How to spot when things are going wrong by William Cullum based on interviews with city analysts
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BP vs Shell
“BP’s Lord Browne [is] a boss to whom the City has warmed, who delivers on a
regular basis the most comprehensive performance and financial updates and
who is widely credited with having transformed the business.  There are few in
the country who are held in higher regard.

“Sir Philip, on becoming Chairman of Shell, has not made anything like the same
kind of impression.  His brushes with analysts, and to a lesser extent, with the
media have been one of the defining points of his regime.

“The rest is greyness.  The image of Shell as a bureaucratically-driven company
is as strong now as when he assumed the top job.”

Anthony Hilton, Evening Standard, June 2005
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Feedback is vital
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Crisis!
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Senior
team

Knowledgeable Experienced

International Tailored

Focused on ends not means

Steffan Williams
steffan.williams@capitalmsl.com
+44 7767 345 563
www.capitalmsl.com





Agenda – Friday 16th May



Section I.

Communicating with Investors, Analysts & The Media

Ann Mayhew – M:Communications



You’ve done your homework …

Perception research…..

Monitored peer group announcements…..

Previewed key market issues…..

Decided on 3-5 core messages…..



Now how do we make these key messages stick?

Let’s first check they’re the right core messages …

Ask yourself “why would I buy my company’s shares TODAY?”

Are they:

– Forward looking?

– Believable, credible?

– Exciting?  Frisson …



What is an investor presentation?

A relationship-building dialogue aimed at showing that your 

company’s shares offer the best investment opportunity available 

which matches the Fund Manager’s investment criteria



Experiencing empathy

Research suggests that people do not receive and experience empathy 
as a nurturing ‘warm and fuzzy’ focus on their feelings

Rather they sense empathy as a discerning and thoughtful appreciation
of their situation



Building rapport

1. Avoid distracting thoughts

2. Listen in order to understand, not just to respond

3. Describe the problem before offering the solution

4. Use paraphrase

5. Analyse your ‘talk-listen’ ratio



Exercise in Peers

“Building Rapport”



2 different opportunities to persuade investors 
with different challenges

One-on-one meetings:

– Building rapport

– Trust

– Inspiring confidence

Group meetings:

– Professionalism

– Charisma

– Engagement

– IMPACT



Firing up sell-side analysts

A “Brokable story”

Themes and message

Industry – market share – differentiators

Growth drivers

Inspiring the media

Sound bites and substance

In tune with current issues

Ross’ notes



The shocking statistics about public speaking

57% of communications body language

37% tone of voice

6% content

Inspiration to look more deeply

Investor is not Rational Economic Man – his decisions are firstly 
emotional, then reasoned



Let’s practice

“The Challenge”



Section II.

Leveraging Technology to Communicate Your Story Efficiently 

Diane Faulks – Cantos Communications























































Section III.

Global Thematic Investing

Paul Markham & Simon Pryke - Newton
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Investment process 
Overview

London based, performance fee oriented

• Themes provide long term orientation
- ‘big picture’ to avoid short term focus

• Career research analysts split by global sector

• Each analyst provides +/- 10 global stock ideas
– compensation based on success of these

• Research Recommended Lists act as stock menus

• Single location essential
– enables rapid idea generation and implementation 

• Communication culture

• Directly invested, seamlessly constructed portfolios 

• Commonality is naturally occurring
– model portfolios
– client portfolios exceed 95% commonality

• Quantitative assessment by Portfolio Analytics Team

TEAM INTERACTION

Research
Recommende 

d
Lists

Research 
Recommended

Model 
Portfolios

Client 
Portfolios

GLOBAL RESEARCH
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• Themes are our 
interpretation of key forces 
that drive change 

• Themes provide a stimulus 
for debate at the widest level

• Themes continually evolve 
prompting a stream of new 
ideas

Idea generation 
Themes efficiently focus our research

Themes make us better stock pickers
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The era of disinflation has fostered a supercycle of credit growth in many of the developed economies.  In recent years the 
pace of credit expansion has accelerated in response to global financial deregulation, relatively loose monetary policy and 
innovations in structured finance.  The resulting high level of corporate and individual leverage in these economies is in 

stark contrast to that prevailing in the developing world where savings rates remain high.
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Credit penetration: 
total loans as a percentage of GDP (%)Features and Scope

• Globalisation of credit markets

• International carry trades

• Securitisation, derivatives and 
structured finance multiply credit 
availability

• Volume driven lending

• Successive record debt / GDP 
ratios

• Geographic variation in debt / 
savings levels  

Opportunities / Risks

• Plentiful liquidity 

• Generalised inflation risks

• Has facilitated strong 
consumption and asset bubbles

• M&A, trend towards ‘efficient’ 
balance sheets

• Uncertain central bank 
responses, sensitivity to interest 
rates

• Developing world financials have 
superior risk / reward profiles



155

Newton_NCM_Mar 08_PM Mike Harrington

• 2007: The credit cycle turned – a painful year for the banking 
sector

• Outlook: fundamentals remain very challenging

– Falling property markets and weaker economic environment 
increasing bad debts

– Challenging banking environment impacting revenue growth 
prospects

– Regulatory backlash and litigation risk inevitable

– Equity issuance and dividend cuts expected 

Idea generation 
Banking sector – global perspective is key
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NEWTON VIEW: Continue to avoid US and European banks
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Stock: Deutsche Boerse Recommendation: Buy 

• High earnings growth 
supports premium valuation 

• Recommended as BUY since 
2001 IPO 

• High earnings growth 
supports premium valuation 

• Recommended as BUY since 
2001 IPO

Idea generation 
How we select stocks

Portfolio holdings are subject to change at any time without notice and should not be construed as investment recommendations
Source: Newton

• Secular growth in global 
capital market trading 
volumes 

• Beneficiary of economic and 
capital market volatility – 
boosts trading volumes 

• Demand for risk 
management driving high 
growth in exchange traded 
derivatives 

• Lower risk – intermediary not 
position taker, high cash flow 
return to shareholders 

• Secular growth in global 
capital market trading 
volumes 

• Beneficiary of economic and 
capital market volatility – 
boosts trading volumes

• Demand for risk 
management driving high 
growth in exchange traded 
derivatives 

• Lower risk – intermediary not 
position taker, high cash flow 
return to shareholders 

Themes
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Newton’s appeal 
Our process delivers

Our performance has stood the test of time

• Stock picking with conviction

• Strong performance regardless 
of investment environment

• High information ratios – strong 
risk adjusted returns

• The process has worked for 30 
years

Please see appendix for full disclosure information
Source: Internal Composite 

*Period to 12/31/07, USD

• Exceeded benchmark in each of the last 
12 calendar years

• Annualised outperformance 
since composite inception 
(Apr 1, 95 – Dec 31, 07): +4.5% p.a.

• 10 year information ratio 1.0*

Newton Global Equity Institutional Composite 
Versus MSCI World NDR Index

Performance relative to the Index 
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Section IV.

Strategic Roadshows –
Making the most of your time with investors and analyst 

Perry Hall – City Savvy
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