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CCeerrttiiffiiccaattee  iinn  IInnvveessttoorr  RReellaattiioonnss  

NEWS ALERT 

The Certificate in Investor Relations professional 
qualification is now regarded as an essential 
prerequisite for those entering the investor 
relations profession in the United Kingdom. 
Starting in the first quarter of 2009, MIRA is 
pleased to offer the same quality of professional 
development available in the UK to IR 
practitioners in Malaysia. The CIR is offered in 
collaboration with the Investor Relations Society, 
UK’s professional body for IR, highly regarded as 
a leading authority on IR in UK and Europe (with 
80% of companies on FTSE100 on LSE as its 
members) and among the earliest established 
professional bodies for IR. 
 
MIRA will offer training and examinaton leading 
to the CIR at regular intervals throughout the year 
covering the following topics: 
 
1. Introduction to Investor Relations 
2. Companies and Regulations 
3. Financial Markets 
4. Regulatory Environment 
5. Accounting Valuation & Investment 

Principles 
6. Practical Experience 
 
The CIR allows IR practitioners to enhance their IR 
capabilities and benchmark against international best 
practices. It allows listed companies to identify qualified IR 
professionals to strengthen their IR function. 
 
The CIR is also an opportunity for development for 
professionals from financial intermediary roles such as 
investment banking and equity research who want to make 
the cross-over into listed companies. 

Be among the f irst  to be certi f ied! 

MIRA is now accepting pre-registration for CIR. For more information call  Azlina at 03 20347677  
or 03 20347197 or e-mail  to Azlina_MdUtHong@bursamalaysia.com 

 

“Accreditation in the form of a CIR from the pre-

eminant European IR society brings with it an 

exceptional grounding in this ever more complex 

discipline. This broad and practical foundation 

will be a major attraction to employers looking to 

fill key posts in this crucial area” 
 

 

 
- Peter Hall, Vice-President 

Investor Relations, BP plc 

 MIRA members 
entitled to 10% 
discount on exam 

fees up to June ‘09 

“We are delighted to deliver the Certificate in IR 

in partnership with MIRA. We share the same 

objectives in encouraging best practice in IR and 

enabling the proficiency of IR professionals” 
 

 

 

- Michael Mitchell, 

General Manager, 

Investor Relations Society 
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CERTIFICATE IN INVESTOR RELATIONS 

Executives spend too much time talking with investors who don’t matter. 
Here’s how to identify those who do. 

Many executives spend too much time communicating with investors they would be 

better off ignoring. CEOs and CFOs, in particular, devote an inordinate amount of time 

to one-on-one meetings with investors, investment conferences, and other shareholder 

communications,1 often without having a clear picture of which investors really count. 

 

The reason, in part, is that too many 

companies segment investors using 

traditional methods that yield only a shallow 

understanding of their motives and behavior; 

for example, we repeatedly run across 

investor relations groups that try to position 

investors as growth or value investors—

mirroring the classic approach that investors 

use to segment companies. The expectation 

is that growth investors will pay more, so if a 

company can persuade them to buy its stock, 

its share price will rise. That expectation is 

false: many growth investors buy after an 

increase in share prices. More important, 

traditional segmentation approaches reveal 

little about the way investors decide to buy 

and sell shares. How long does an investor 

typically hold onto a position, for example? 

How concentrated is the investor’s 

portfolio? Which financial and operational 

data are most helpful for the investor? We 

believe that the answers to these and similar 

questions provide better insights for 

classifying investors. 

 

Once a company segments investors along 

the right lines, it can quickly identify those 

who matter most. These important investors, 

whom we call “intrinsic” investors, base 

their decisions on a deep understanding of a 

company’s strategy, its current performance, 

and its potential to create long-term value. 

They are also more likely than other 

investors to support management through 

short-term volatility. Executives who reach 

out to intrinsic investors, leaving others to 

the investor relations department,2 will 

devote less time to investor relations and  

_______________________________ 

 

1     Including a wide range of 
communications activities, such as 
annual shareholder meetings, 
conferences with sell-side analysts, 
quarterly earnings calls, and market 
updates. 

 
2     This article deals only with institutional 
investors, since management usually 
spends the most time with them. We 
also exclude activist investors, as they 
represent a different investor relations 
issue for management. 

 

Robert N. Palter, 

Werner Rehm, and 

Jonathan Shih 

 
Reproduced from  

The McKinsey Quarterly 
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communicate a clearer, more focused 

message. The result should be a better 

alignment between a company’s intrinsic 

value and its market value, one of the core 

goals of investor relations.3 

 

 

A better segmentation 

No executive would talk to important 

customers without understanding how they 

make purchase decisions, yet many routinely 

talk to investors without understanding their 

investment criteria. Our analysis of typical 

holding periods, investment portfolio 

concentrations, the number of professionals 

involved in decisions, and average trading 

volumes—as well as the level of detail 

investors require when they undertake 

research on a company—suggests that 

investors can be distributed among three 

broad categories. 

 

Intrinsic investors 

Intrinsic investors take a position in a 

company only after rigorous due diligence of 

its intrinsic ability to create long-term value 

(Exhibit 1). This scrutiny typically takes 

more than a month. We estimate that these 

investors hold 20 percent of US assets and 

contribute 10 percent of the trading volume 

in the US market. 

 

In interviews with more than 20 intrinsic 

investors, we found that they have 

concentrated portfolios—each position, on 

average, makes up 2 to 3 percent of their 

portfolios and perhaps as much as 10 

percent; the average position of other 

investors is less than 1 percent. Intrinsic 

investors also hold few positions per analyst 

(from four to ten companies) and hold 

shares for several years. Once they have 

invested, these professionals support the 

current management and strategy through 

short-term volatility. In view of all the effort 

intrinsic investors expend, executives can 

expect to have their full attention while 

reaching out to them, for they take the time 

to listen, to analyze, and to ask insightful 

questions. 

 

These investors also have a large impact on 

the way a company’s intrinsic value lines up 

with its market value—an effect that occurs 

mechanically because when they trade, they 

trade in high volumes (Exhibit 2). They also 

have a psychological effect on the market 

because their reputation for very well-timed 

trades magnifies their influence on other 

investors. One indication of their influence: 

there are entire Web sites (such as 

GuruFocus.com, Stockpickr.com, and 

Mffais.com) that follow the portfolios of 

well-known intrinsic investors. 

 

_______________________________ 

 

3     If this goal sounds counterintuitive, 
consider the alternatives. Clearly, 
undervaluation isn’t desirable. An 
overvaluation is going to be corrected 
sooner or later, and the correction will, 
among other things, distress board 
members and employees with 
worthless stock options issued when 
the shares were overvalued. 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 Mechanical investors 

Mechanical investors, including computer-

run index funds and investors who use 

computer models to drive their trades, make 

decisions based on strict criteria or rules. We 

also include in this category the so-called 

closet index funds. These are large 

institutional investors whose portfolios 

resemble those of an index fund because of 

their size, even though they don’t position 

themselves in that way.4  

We estimate that around 32 percent of the 

total equity in the United States sits in purely 

mechanical investment funds of all kinds. 

Because their approach offers no real room 

for qualitative decision criteria, such as the 

strength of a management team or a strategy, 

investor relations can’t influence them to 

include a company’s shares in an index fund. 

Similarly, these investors’ quantitative 

criteria, such as buying stocks with low 

price-to-equity ratios or the shares of 

companies below a certain size, are based on 

mathematical models of greater or lesser 

sophistication, not on insights about 

fundamental strategy and value creation. 

In the case of closet index funds, each 

investment professional handles, on average, 

100 to 150 positions, making it impossible to 

do in-depth research that could be 

influenced by meetings with an investment 

target’s management. In part, the high 

number of positions per professional reflects 

the fact that most closet index funds are part 

of larger investment houses that separate the 

roles of fund manager and researcher. The 

managers of intrinsic investors, by contrast, 

know every company in their portfolios in 

depth. 

 

Traders 

The investment professionals in the trader 

group seek short-term financial gain by 

betting on news items, such as the possibility 

that a company’s quarterly earnings per share 

(EPS) will be above or below the consensus 

view or, in the case of a drug maker, recent 

reports that a clinical trial has gone badly. 

Traders control about 35 percent of US 

equity holdings. Such investors don’t really 

want to understand companies on a deep 

level—they just seek better information for 

making trades. Not that traders don’t 

understand companies or industries; on the 

contrary, these investors follow the news 

about them closely and often approach 

companies directly, seeking nuances or 

insights that could matter greatly in the short 

term. The average investment professional in 

this segment has 20 or more positions to 

follow, however, and trades in and out of 

them quickly to capture small gains over 

short periods—as short as a few days or 

even hours. Executives therefore have no 

reason to spend time with traders. 

 

 

Focused communications 

Most investor relations departments could 

create the kind of segmentation we describe. 

They should also consider several additional 

layers of information, such as whether an 

investor does (or plans to) hold shares in a 

company or has already invested elsewhere 

in its sector. A thorough segmentation that 

identifies sophisticated intrinsic investors will 

allow companies to manage their investor 

relations more successfully. 

 

_______________________________ 

 

4   
For more on closet index funds, see 
Martijn Cremers and Antti Petajist, 
“How active is your fund manager? A 
new measure that predicts 
performance,” AFA Chicago Meetings 
Paper, January 15, 2007. 



Don’t oversimplify your message 

Intrinsic investors have spent considerable 

effort to understand your business, so don’t 

boil down a discussion of strategy and 

performance to a ten-second sound bite for 

the press or traders. Management should 

also be open about the relevant details of the 

company’s current performance and how it 

relates to strategy. Says one portfolio 

manager, “I don’t want inside information. 

But I do want management to look me in the 

eye when they talk about their performance. 

If they avoid a discussion or explanation, we 

will not invest, no matter how attractive the 

numbers look.” 

 

Interpret feedback in the right context 

Most companies agree that it is useful to 

understand the views of investors while 

developing strategies and investor 

communications. Yet management often 

relies on simple summaries of interviews 

with investors and sell-side analysts about 

everything from strategy to quarterly 

earnings to share repurchases. This approach 

gives management no way of linking the 

views of investors to their importance for 

the company or to their investment 

strategies. A segmented approach, which 

clarifies each investor’s goals and needs, lets 

executives interpret feedback in context and 

weigh messages accordingly. 

 

Prioritize management’s time 

A CEO or CFO should devote time to 

communicating only with the most 

important and knowledgeable intrinsic 

investors that have professionals specializing 

in the company’s sector. Moreover, a CEO 

should think twice before attending 

conferences if equity analysts have arranged 

the guest lists, unless management regards 

those guests as intrinsic investors. When a 

company focuses its communications on 

them, it may well have more impact in a 

shorter amount of time. 

 

In our experience, intrinsic investors think 

that executives should spend no more than 

about 10 percent of their time on investor-

related activities, so management should be 

actively engaging with 15 to 20 investors at 

most. The investor relations department 

ought to identify the most important ones, 

review the list regularly, and protect 

management from the telephone calls of 

analysts and mechanical investors, who are 

not a high priority. Executives should talk to 

equity analysts only if their reports are 

important channels for interpreting 

complicated news; otherwise, investor 

relations can give them any relevant data 

they require, if available. 

 

+++++++++ 

 

Marketing executives routinely segment 

customers by the decision processes those 

customers use and tailor the corporate image 

and ad campaigns to the most important 

ones. Companies could benefit from a 

similar kind of analytic rigor in their investor 

relations. 
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The six attributes of a 
world class IR function 
 
In Watson Helsby’s report on the evolving role of the Investor Relations Director 

and the investor relations function, Nick Helsby considers the characteristics and 

qualities that an IR function has to possess in order to be truly effective. 

 
 

The ability to gain trust and build 
confidence, both internally and 
externally, is without doubt the key 
requirement of the IR director and his/her 
function. 
 
Establishing IR’s credibility externally and 
building the trust of the analyst and 
investment community is dependent on 
the IR director’s ability to win the 
absolute trust of the CEO and CFO 
internally, and vice versa. The two are 
inseparable. 
 
Below we have identified the attributes 
that are necessary to engender this trust 
and confidence. 
 
(i) The first attribute of a world class IR 
function and indeed the core competency 
of IR is a very detailed, intimate and 
encyclopaedic knowledge of the 
business, financially, strategically and 
operationally. A good IR director, as one 
interviewee put it, “has to be able to 
articulate the DNA of the company.” 
 

“You have to know the company inside 

out and back to front and you have to 

understand, in minute detail, and be 

able to articulate what drives the 

business and what is going on in the 

business.” 

 

 

Reproduced with permission of  

& Investor Relations Society 
of UK 

“You have to know an enormous 

amount about the company. That’s why 

I employ people who have worked in the 

business. You have to be an expert in 

every part of the business.” 
 

“What institutions want is to be able to 

get hold of someone who is easily 

accessible and who really understands 

the business.” 
 
Another interviewee observed that you 
need to be able to describe business 
developments, outlook and strategy in 
the same way as the CEO or CFO would. 
 

“This is achieved by spending 

significant time with these individuals 

and by listening to their responses 

to investor questions.” 
 
Detailed knowledge of the industry sector 
is also very important, particularly when 
discussing company performance and 
prospects in a broader context. 
 

“You need to be able to have informed 

and in-depth conversations about the 

industry, as well as the business. This 

helps you reason with people more 

objectively and point out where they 

might be going wrong.” 

 

(ii) Because accounting, financial 
analysis and modelling, and the reporting 
and explanation of financial performance 
can now be incredibly complex, 
exceptionally high levels of financial 
literacy, numeracy and analytical 
capability are critical. This is the second 
attribute of a world class IR function. The 
knowledge required ranges from a 
technical understanding of accounting 
issues to the interplay between capital 
investment and revenue generation, 
through to an understanding of the 
financial and commercial implications of 
strategic business and capital 
expenditure decisions. 
 

“You have to analyse and understand 

the numbers and what lies behind the 

numbers. What does this mean, what 

does it say?” 
 

“Need a finance background to explain 

the wider position or to explain the 

treatment of pensions 

in the accounts.” 
 
The best IR teams will not be satisfied 
with just providing the correct financial 
data to the markets. They will 
complement this with the relevant 
operational and sectoral data that will 
help explain and contextualise the  



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

performance and the figures. This will 
often mean that they need to possess the 
analytical ability to ‘clean up’ operational 
data coming out of the businesses 
(finance people won’t always do this – 
they do not see it as their job), challenge 
it, validate it and reconcile it with financial 
data. 
 

(iii) The third attribute of a world class IR 
function is that it is close to / influences 
the strategy and thinking of the 
business, that it is extremely well 
connected and networked within the 
company, with strong relationships 
with key internal functions and 
operational management. This will 
ensure that information and data relating 
to what is going on in the company is 
readily accessible. It is not just about 
creating efficient disclosure practices  
across the company, though this is 
important. It is about knowing where and 
to whom to go to get key operational and 
financial data and building the rapport 
that ensures that relevant individuals / 
departments will put themselves out to 
provide the information that is needed. 
 
This takes time, initiative and self-
motivation, but if an IR team is not 
perceived to have this access, then 
credibility will be seriously undermined in 
the eyes of its key external audiences. 
 

“You’ve got to be plugged into so many 

areas of the business to get what you 

need.” 
 

“Trying to get people who don’t come 

under your influence to do things for 

you. For instance the financial teams in 

the opcos.” 
 
Strong interpersonal skills and the ability 
to build strong relationships and networks 
outside one’s immediate area are all 
critical and non-negotiable in this respect. 
 
 

The gravitas and authority to operate at 
the most senior levels in the company is 
equally critical. There will be times, for 
instance, when the IR director has to 
persuade a CEO to make a statement to 
the markets that is different to the one 
that the CEO feels strongly disposed to 
making (for instance promising certain 
levels of growth). It is crucial that the IR 
director is able to impact on debates and 
has the courage to say no to his/her 
CEO. 
 

“You sometimes need to tell the CEO 

that he’s wrong or you might need to 

dissuade him from talking up a 

particular number.” 
 

“A key skill that you need is that of 

upwardly managing your CEO and 

CFO. They might be bloody-minded 

and you need the courage to stand 

up and fight your corner.” 
 

(iv) The fourth defining characteristic of 
a world class IR function is the ability to 
communicate effectively. A world class 
IR director will understand how best to 
‘market’ and position a stock to capture 
market interest and differentiate it from 
its peers. And today’s IR director ideally 
needs to be able to write well, 
extracting key messages from the 
strategy and delivering them wih colour. 
It is a skill that requires the ability to 
assimilate and simplify complex 
information as well as an ability to turn 
this into a simple and compelling story or 
investor proposition. 
 

“Good powers of quantitative 

explanation – to explain trends in 

revenue and margin growth for 

instance in ways that are compelling 

and simple.” 
 

“The overriding aim is to differentiate 

your IR offering to become more 

memorable to investors, who 

don’t have much time.” 

 

“IR should be creating news and 

keeping the story bubbling along.” 
 
Effective communication with  external 
audiences requires not only confidence 
in articulating the story, but also 
confidence and belief in it. In 
representing the company to financial 
audiences, as the IR director does, any 
perceived lack of conviction undermines 
confidence in the investment case. 
 

(v) The fifth attribute is a detailed 
understanding of how City and global 
financial markets work and, even more 
important, an intimate knowledge of 
the drivers of sell-side and buy-side 
behaviour and decision-making. This 
entails an understanding of how analysts 
and investors judge and evaluate 
companies, how they think as well as an 
understanding of what they are really 
asking and what motives lie behind a 
question. 
 

“You need to be able to understand and 

anticipate where the line of questioning 

might go next.” 
 

“You have to listen hard to understand 

where people are coming from. Equally, 

you have to know how not to answer a 

question, as well as how to answer it.” 
 
Doing all of the above and ensuring 
compliance with UKLA disclosure rules, 
and other statutory requirements, is an 
increasingly difficult tightrope to walk. 
The current regulatory environment here 
in the UK - driven by UKLA disclosure 
rules, the Combined Code, IFRS - is 
very different from what it was. The IR 
function now plays a key role in ensuring 
that a company not only communicates 
effectively to the City, but also does so 
within the constraints of this complex and 
stringent regulatory environment. The IR 
function, in concert with the company 
secretary and the company brokers, has 
to be able to provide sound and smart 
advice about what information can be, 

This topic of financial literacy raised the issue of whether an 
accountancy qualification is now a mandatory requirement for 
an IR director. 
 

Do you need to be a qualified accountant? 
 

Yes: 18% 
No: 82% 

 

The overriding consensus was that it was not, but that some 
financial training (and certainly a strong financial background) is 
important. It was, however, generally agreed that the IR team 
now requires a qualified 
accountant within its ranks. 
 

“You need to be as financially literate as a management 

accountant.” 

 
“My team deals with spreadsheet modellers and analysts and 

you need accounting skills to talk to them.” 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

or should be, disclosed to the market and 
when. 
 
An IR team that possesses all of the 
above attributes will add value to a 
company in the following ways: 
 

• It will be strong enough to handle 
many of the investor and sales force 
meetings on its own and therefore 
capable of shouldering the burden of 
the contact programme, thereby 
freeing up the CEO’s and CFO’s 
time. Given that the time of the CEO 
and CFO is expensive, this is a 
significant benefit, the value of which 
should not be underestimated. 
Maximising the efficient use of the 
time that the CEO and CFO devote 
to IR, as well as the effectiveness of 
their interaction with investors, is one 
of the most crucial components of 
the IR director’s role. 

 

“My job is to effectively allocate a 

scarce resource, the CEO’s time, 

wisely.” 
 

• Assisting the sell-side with their 
models, and helping the market 
understand and interpret complex 
data, the implications of which could 
otherwise be completely 
misunderstood or misinterpreted (for 
instance customer acquisition data 
or clinical trial data). If sell-side 
models are wrong, inaccurate notes 
will be going out to buy-side, so it is 
incumbent upon IR to ensure that 
this risk is minimised. 

 

“Give them a better idea about how they 

should be modelling the business 

looking ahead.” 
 

“They want to understand things down 

to the micro level.” 
 

• Thinking through potential issues 
and developments within the 
business and making a sound 
judgement about how to position the 
information and when to disclose it, 
thereby ensuring that there are no 
nasty surprises. 

 

“So that when something negative 

happens, analysts will say ‘oh yes, we 

knew that was going to happen’. ” 
 

• Communicating the ‘story’ in a 
persuasive, efficient and regular 
fashion to ensure the market 
understands the business and its 
key drivers and has an informed 
view of the company’s strategy, 
performance and prospects. IR plays 
a key role in steering market 
expectations and brokers’ numbers, 

 

“Turning the economic details that 

come out of the company into succinct 

summaries of progress.” 
 

(vi) The sixth and final attribute of a 
world class IR function is its ability to 
build and develop strong relationships 
with investors combined with the 
antennae and network to pick up on 
investor mood and sentiment. An IR 
director must have an intimate 
knowledge of the shareholder base and 
an excellent grasp of what the market is 
doing and looking for. 
 
Keeping senior management aware of 
what investors are thinking and saying 
and providing a continuous loop between 
company and investors is where IR earns 
its crust. A good IR director will go out 
and proactively solicit that kind of 
information, so it is absolutely critical that 
a company employs an IR director who 
investors like to talk to and who is 
capable of winning their trust. 
 

“You have got to understand what is 

influencing and driving your share  

price, particularly if you are either a 

target or an acquirer. Equally you have 

to make sure that your shareholders 

understand you.” 
  

“You have got to keep close tabs on the 

views of shareholders, which means 

more direct dialogue.” 
 
 

This is imperative in a bid situation, when 
a company needs to know exactly what 
each of the top ten to twenty 
shareholders are looking for, what they 
are thinking, what they would like the 
company to do. The advice originating 
from IR in this area needs to be spot on, 
since it can have a significant influence 
on corporate decision-making and 
certainly on the positioning and 
presentation of decisions. 
 

“By helping create a better 

understanding of the company and 

minimise nasty surprises, the result 

should be better market valuation.” 
 

An IR function that exhibits these 
attributes should, barring 
performance issues beyond its 
control, deliver on its principal 
purpose which is to: 
 

create a better understanding of 

the equity and the investment 

case 

 

differentiate the IR offering so 

that it is more memorable to 

investors, and thereby ensure 

that a company’s profile remains 

as high as possible 

 

gain investor support for the 

strategy and tactics of the 

company 

 

…thereby reducing the volatility 

of the share price and 

ultimately… 

 

…to ensure that the share price 

correctly reflects the true worth 

of the company. 

 

As the key functional interface between the company and the capital 

markets, the IR function acts as both ‘a window out and a window in’ 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

EVENTS ROUNDUP 

Date: 17 - 18 October 2008 
Hours: 10am – 8pm 
Venue: Kuala Lumpur Convention Centre, Ground Level, Exhibition Hall 5 

This investment event was organized by ShareInvestor and MIRA and sponsored by Bursa Malaysia, CIMB 
Investment Bank and OSK Investment Bank. Its objectives  were to bring together investors, over a span of 2 days, 
to learn more about investing and to expose investors to the various financial investment products available in the 
market. A total of 27 exhibitors participated in  the expo, of which 63% were equity-related exhibitors. Despite the 
gloomy market sentiment and political uncertainty, the event managed to draw over 5,600 visitors. The event was 
launched by Devanesan Evanson, Chief Market Operations Officer of Bursa Malaysia and Dato’ Justin Leong, 
Chairman of MIRA. 

Among the many seminar sessions held were a panel discussion with heads of research houses which was packed 
to capacity with investors eager to know more on the investment outlook. Another panel discussion session was 
held with heads of four public-listed companies who shared their views on business and industry. Most of the 
seminar sessions were well attended by the investing public who were keen to learn about investments from the 
various experts, gurus, industry heads. 

Date: 16 October 2008 
Hours: 9.30am – 5.30pm 
Venue: Kuala Lumpur Convention Centre, Level 4 meeting rooms 

Corporate briefings by listed companies were held for institutional investors, invited by Bursa Malaysia, CIMB 
Investment Bank and OSK Investment Bank. The objective of the briefings was to feature small to mid cap listed 
companies to fund managers and analysts. A total of 20 corporate presentations on companies’ outlook and their 
investment merits were presented. The event drew over 100 fund managers and analysts. 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

MEMBERS’ ZONE 

Members’ say . . . 
 

. . . many IR related seminars and training have been 
provided since we joined MIRA in August 2007. We have 
learned a lot on IR since then. Also, the active participation of 
IRIP members during the training has enable the members 
themselves to share precious IR knowledge and experience 
among one another during the break . . . 

 

Our website hit rate has 
been excellent . . . ever 
since joining IRIP more 
investors are aware of the 
existence of Sino Hua-An 
and understand what 
business we are in . . . 
 In the current IT era, it seems that more 

and more people are already IT literate. 
In fact, nowadays, our experience is 
that, the communication between 
investors and ourselves is mostly via 
email. We receive more emails from 
investors (institutional and retail) 
than phone calls. Therefore, it is 
important to always update the company 
website and diseminating information 
through the website is important . . . 
 

Our IR department has compiled email 
correspondences categorized as Local 
Press, Local Fund Managers, Local 
Analysts, Foreign Fund Managers, 
Foreign Analysts, Retail investors, and 
Institutional Sales. Whenever we have 
any relevant research report, we would 
immediately send via email to them and 
the response has been tremeodous. 
They appreciate our gesture . . . 
 

. . . many listed co do not even have a 
simple website. Now, many IRIP 
members have set up thier company 
websites and that has served as an 
important communication tool in the 
current IT era. The website is a powerful 
tool in attracting new customers be it 
local or overseas. Coupled with the 
establishment of IR departments, the 
transparent communications between 
the company and investors has 
enhanced the level of confidence in the 
investors' sub-conscious mind. 

The certification program for IR 
practitioners should be expedited 
so that possibly in future, a 
general ruling can be introduced 
where every listed company must 
have IR department and at least 
1 qualified IR personnel (and 
possess the IR certificate). Also, 
if possible, do try to organize 
educational trips to Hong Kong or 
Singapore to enable the IRIP 
members to see for themselves 
and learn how IR is practiced in a 
more developed market. 

  Bernard Tan 

Sino Hua-An is a China based company principally 
involved in the production of metallurgical coke, a 
raw material for the steel industry in China. 

Sino Hua-Aan is a public-listed company on Bursa 
Malaysia, a member of MIRA  and a participating 
company under the Investor Relations Incentive 
Program (IRIP). Its website was developed by 
ShareInvestor.com under the IRIP program. 
 

DeGEM  – A NEW KID ON THE BLOCK 

 
Beginning of a fresh new experience in investor 
relations 

DeGem has over the years, pursued investor 
relations initiatives on its own to widen its 
institutional investor base and update the investing 
community. The formation of MIRA came in timely to 
complement DeGem’s effort to raise its IR exposure.  

By enrolling as a corporate member of MIRA, 
DeGem can now benefit from the various efforts put 
in by MIRA to promote various IR initiatives amongst 
Malaysian PLCs and gain relevant training 
opportunities in different IR perspectives. 
 
Successfully selected as IRIP participant and 
launched its IR website 

The Investor Relations Incentive Programme 
presented an avenue for PLCs, especially MIRA 
members, to obtain additional financing to kick start 
a brand new IR portal. DeGem seized this 
opportunity to design and construct a brand new IR 
website after it was successfully accepted to 
participate in IRIP. 

DeGem has witnessed an increase of internet hits 
(visitor traffic logs) on its IR website month-on-
month. More stakeholders have registered their 
interest under the ‘email alert’ facility since the 
launch of its IR website from end August 2008. The 
building-up of an investor database is a source of 
valuable information for DeGem to analyse, study 
and understand better the investment needs and 
expectations of its existing and potential investors. 

Although DeGem’s comprehensive IR website now 
is available and widely accessed by netizens 
globally, DeGem will strive to enhance the website 
content, making it more accessible and complete, in 
order to provide an interactive communication 
platform between the company and its stakeholders 
in the future. 
 
Gained exposure by participating in Investor 
Expo 2008 

Mindful that its efforts are important to upgrade IR 
standards and practices in Malaysia, MIRA and 
Bursa Malaysia jointly organised a 3 day Investor 
Expo in mid October 2008 at the Kuala Lumpur 
Convention Centre. It was an honour for DeGem to 
be selected as one of the PLCs to present its 
investment merit to institutional investors in a closed-
door seminar on 16 October 2008. 

The DeGem management team was delighted to 
have the opportunity to gain exposure, meet and 
brief a wide group of investors and their 
representatives in this concerted-effort event.  
 
More challenges ahead 

In today’s uncertain market, fuelled by the global 
financial crisis and economic slowdown, it is critical 
to push IR initiatives in a cohesive, consistent and 
dynamic manner in order to gain the confidence of 
and recognition by a wider community of investors in 
the long term. It is also a time to separate the ‘gems 
from the stones’, recognising PLCs that continuously 
observe transparent corporate disclosure practices, 
regardless of market cycle.  

 

 

 

 
 

 
DeGem Berhad is a jewelery 
retailer and manufacturer listed 
on the Main Board of Bursa 
Malaysia, a member of MIRA and 
an IRIP participating company. 
 


