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BRIDGING INVESTMENTS THROUGH INVESTOR RELATIONS 
GET HOOKED BEYOND BORDERS 

Malaysian Investor Relations Association, MIRA, was launched on 21st June 2007. It is 
Malaysia’s first and only professional association committed to developing and 
advancing the status and integrity of IR Professionals and the proficiency of its 
members in the field of IR.  MIRA is sponsored by Bursa Malaysia and funded by the 
Capital Market Development Fund (CMDF). 

focus
Message from the 

CEO 
Dear Valued Members, 
 

The global economy faces a dual challenge 
of a high oil prices, and a credit crisis of 
potentially colossal proportions. All this is 
leading to rising inflation and imminently 
lower and even negative growth rates. In 
Malaysia, there is also a political battle 
raging, leading to great turbulence and 
uncertainty. At the same time we see a rise 
in companies exposed on accounting 
irregularities. I see these as ingredients of an 
economic “perfect storm”! 

Enhancing the quality of corporate 
reporting and investor communications 

Lately we see a few cases of accounting 
irregularities and concurrent drastic tumble 
of share price. It may be argued that the size 
of the companies is small, the number of 
companies is few and their combined market 
capitalization is a mere drop in the bucket 
compared to the size of the market. 
However, this doesn’t help the perception of 
the quality of the market. 

While many companies have exemplary 
corporate governance and excellent IR 
practices, the actions of a few companies 
abusing the market has affected investor 
sentiment. We would like to see not only 
improvement in the practice of IR but also 
quality in levels of disclosure, in its breadth 
and depth. There is no point in having 
regular communication and engagement if 
the quality of reporting is lacking. 

For example, we want to see more clarity in 
balance sheet items (such as overstated 
receivables and off-balance sheet entities). 
Good IR covers quality of disclosure as 
well. 

What the foreign investors are hearing, 
and not hearing 

Among foreign investors, there is a 
perception that the Malaysian business 
environment is dependent on government 
contracts and government pump-priming 
and fiscal policies. This perception is not 
always true and certainly not applicable to 
all sectors. However, such a perception, 
given the current political uncertainty, has 
caused investors, especially foreign 
investors, to take flight. 

Foreign investors are rebalancing their 
portfolios in these uncertain times. 
Nevertheless, in spite of uncertainty, they 
continue allocating funds but are more 
judicious in choosing their preferred asset 
classes. How and where they place their 
funds is dependent on the outlook in the 
sector or region. 

I met a few global fund managers whose 
asset holdings are so enormous it’s dizzying! 
I noticed that some foreign funds are still 
bullish on emerging market investments, 
which are perceived to be volatile but offer 
above average returns. 

Some foreign investors are prepared to 
allocate a small portion of their portfolio, 
but sufficiently large by our standards, in 
spite of these risks. 

Foreign investors are not hearing enough on 
why they should stay in the market and we 
urge listed companies to continue engaging 
investors even during this period of 
uncertainty. 

 
 
                                 Eddie Razak, MIRA 
 



 
 
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Retail Investors Fairs can be a source of lucrative           
long-term business relationships -  Clare Harrison, IR MAGAZINE  
If you have any cash swilling around in 
your IR budget during these financially 
tight times, you might want to head down 
to the fair – the investor fair, that is. 
Because while the choppy stock market 
has provided its fair share of white-knuckle 
thrills, taking a chance on retail investors 
still has the potential to pay dividends. 
 
The big retail investor events are still 
largely confined to the US. ‘The World 
Money Show has run now for several years 
in London and there are a few other small-
scale UK fairs that have taken place in the 
last couple of years, but they seem to be 
more ad hoc affairs than regularly 
scheduled events,’ notes Roger Lawson, 
communications director of the UK 
Shareholders Association. 
 
The recent economic downturn has left 
many shareholders out of pocket, but there 
are still retail investors looking for new 
companies to bulk up their portfolios. And 
if last year’s attendance figures are 
anything to go by, they will be turning up 
in their droves to the most established 
events. Last year some of the biggest 
shows attracted upwards of 10,000 
investors and nearly 300 exhibitors, of 
which nearly half were publicly listed 
companies. 
 

The two-person US-based IR team from 
Swedish motoring company Volvo travels 
to the World Money Show every year. As 
well as having a booth at the show, Volvo 
uses the conference as an opportunity to 
push its investment brand to a wider 
audience. ‘We typically have one or two 
presentations or panel  discussions, which 
generate additional questions,’ says John 
Hartwell, director of IR for Volvo North 
America. 
 
So what’s the advice for IROs hitting the 
retail circuit? 
 
Bring the right paperwork 
 
‘We bring investor fact sheets to hand out, 
models of our products, quarterly reports 
and a few annual reports,’ Hartwell 
explains. 
 
But when it comes to information, less is 
sometimes more. Beth Grudzinski from 
Better Investing reckons there’s not much 
to be gained from lugging unwieldy 
documents to investor fairs. ‘Don’t bring 
annual reports,’ she advises. ‘If you have a 
10K, that’s great, but a two-page fact sheet 
is best.’ 
 
Grudzinski also advises against bringing - 

lots of spares along just in case. ‘Always 
bring fewer documents than there will be 
delegates. If you know there will be 500 
or so attendees, only bring 350 pieces of 
collateral because you don’t want to 
have to shift stuff home.’ 
 
Prepare your spiel 
 
The key challenge in a conference 
environment is getting and sustaining 
people’s attention. ‘Think about what the 
attendee needs, and why your company 
would be the best suited to meet those 
needs,’ says Janice Rushing, PR officer 
for MoneyShow.com. ‘Relationships are 
central to business, and one-to-one 
conversations are key to building a 
lasting business relationship.
 
‘Prepare your graphics and be sure they 
have data through the most recent 
quarter-end. Performance is not the main 
selling point; it is very important to have 
other data available.’ 
 
Bridge the brokers 
 
Kill two birds with one stone: investor 
fairs cost money and time and normally 
involve sacrificing a Saturday, too, but 
they do provide opportunities for forging 
relationships. 
 
Grudzinski suggests using a trip as an 
excuse to meet brokers in new places. ‘I 
tend to tell my clients that are doing 
investor fairs to always try to plan other 
meetings,’ she says. ‘There are always - 
 
 



 
 
 
 

 brokers in the city that you can go and see.’ 
                                                      
Volvo also goes out of its way to make the 
most of its annual excursion. ‘In addition to 
our booth and presentation, we will visit 
local brokers or investment houses to talk 
about our stock,’ Hartwell says. 
 

Getting attention 
With competition fierce and attention 
spans limited, exhibitors have to be    
prepared to vie for an audience.  
 
‘You have approximately five seconds -   
 

to get a delegate’s attention, so your 
booth should be eye-catching and 
attention-grabbing,’ Rushing says. 
‘Graphics must say who your company 
is, what your  - company does, and why 
you are better than your competitors.’  

Walk in investors’ shoes 
Your IR website shouldn’t be a place 
where you merely dump electronic 
versions of your disclosure releases, 
presentations, reports and filings — and 
forget about them. It’s a meeting place, a 
gathering point for people with a common 
interest i.e. your company. Give them 
something worth coming to. Ask yourself: 
“If the roles were reversed, what would I 
want?” Think about the different scenarios 
under which investors visit your site and 
design accordingly. 

Webcast almost everything 

This is aimed mostly at European 
companies, but North American companies 
should also take heed. Anything less than a 
one-on-one with a key shareholder or 
major prospect should be made accessible 
to all investors, preferably via a live 
webcast and a follow-up transcript. That 
means all presentations, group conference 
calls and tours should be webcast for no 
other reason than it’s now insulting and 
elitist to exclude a broader audience. 
Again, this is not a regulatory issue. It’s 
something you’ll do if you want to remain 
popular with investors of all sizes. Cost 
and logistics are no longer a valid excuse 
for not webcasting everything. Look at the 
new “Ustream.tv” service, for example. 
Using a webcam, laptop with Internet 
access, and an Ustream.tv account, you can 
live video webcast almost any event with 
very little effort or cost. You can also 
record your webcast for on-demand 
playback on your website. The only 
limitation on what you can webcast is 
having access to a high speed Internet 
connection. In those rare situations where 
you don’t have web access, record the 
event on a digital video camera, upload the 
footage to YouTube and then embed it on 
your site. It’s free. 

Simplify 

Write shorter sentences. Use plainer words. 
Do the math for people, such as providing 
% change columns in financial statements. 
Use simple visual tools like diagrams, 
charts and tables. Use informative       - 

headings for sections of text. No one is 
asking for dumbed down disclosure. They 
want smart disclosure. And smart 
disclosure is when you do some of the 
brain work before investors get the 
information. 
 
Put the web first 
Don’t leave important decisions about the 
format and design of your disclosure 
documents to the last by dumping stuff in 
PDFs. These things should be the first 
things you think about. By thinking 
ahead of time about how your information 
will appear on a screen, you will be less 
likely to make common web usability 
mistakes and more likely to end up with 
information that people will enjoy using. 
They’ll come back. Often. 

Stop butting in 

Too much of what passes for investor 
communications today is scrubbed, spin-
cycled, scripted and over-lawyered by 
legions of helpers. There’s little open 
discussion and conversation around mutual 
interests. Management behaves like it’s 
under siege and investors behave like 
clamoring monkeys catching peanuts at a 
zoo. Blog, chat, “throw your CEO under a 
bus”, if you have to, but let management 
do the talking in their own words and let 
everyone participate. Most important, 
listen to the feedback — again, it’s free! 

Get hip to new tech 

There are a lot of useful new technologies 
around today purpose-built for helping 
people communicate better. Most of them 
are cheap. Adapt, adopt, mash and 
experiment with new ideas. A lot of the 
stuff you’re paying for right now from 
Thomson and Shareholder is long past its 
sell-by date. Throw it out over time as you 
discover better ways to tell your story. 

Get a web guru 

I’m sorry to break it to you, but every IR 
department needs at least one of these 
folks. In the old days, you’d send stuff to a 
design firm and then to a typesetter and -   

printer. Today, you control your own 
printing press, your own radio station 
and TV channel. Jeepers, everybody 
does. Look at blogs and YouTube, 
they’ve democratized access to media. 
What? You going to be the only kid on 
the block without these toys? You need 
someone on your staff who gets this 
stuff. 
 
Think global 
It’s a big wide wonderful world full of 
equally wonderful people looking for 
companies to invest in. The Web gives 
you a way to reach them. But to do that, 
you have to speak their language — 
which actually is mostly plain English. 
The other common language is HTML 
text — not PDF, not Word, not text 
jpegs. You see, HTML makes it easy to 
translate a web page using Google 
Translate or Babel Fish or one of the 
other crappy online translation tools that 
people still use for some strange reason. 
Oh, and don’t forget there are no seasons 
(summer, winter etc.) on the Web. And 
the month in dates should always be 
spelled out or abbreviated. And what 
currency is that in, actually? 

Get independent advice 

This is only partly a bit of shameless 
self-promotion. Look, it’s no secret that 
most IR people don’t know a lot about 
technology and web communications. If 
we were in their shoes, we’d get 
independent advice on any new project 
from impartial experts who don’t also 
build or sell website design, 
development or hosting services. There 
is no way that anyone who offers such 
services can give you unbiased advice. If 
it means you’re going to get good, 
unbiased counsel that will benefit your 
investors, it doesn’t matter where you 
go, just as long as you get the advice you 
need. 

 

By Dominic Jones | Published: April 
13, 2007 
Source: www.irwebreport.com 
 



 
 
 
 

 
 

 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

We find out what analysts want from a balance 
sheet and how they use the data, so you know 
how best to present the numbers. 

What information do analysts and investors 
expect when they assess a company’s 
balance sheet?  

The answer can inform how assets and 
liabilities should best be presented, and 
indicate the importance (or otherwise) of 
measuring assets at fair value. 

The best way to find out what information 
analysts value is to ask them. In late 2006 
PricewaterhouseCoopers met buy and sell-
side investment professionals in Boston, 
London and New York, as well as some 
investors based in San Francisco, Frankfurt 
and Toronto.  

The results are captured in PwC’s report, 
Measuring Assets and Liabilities – 
Investment Professionals’ Views. 

The findings show that support for 
measuring assets and liabilities at fair or 
current value depends on the asset or 
liability in question.  

Survey respondents were satisfied with the 
use of current value measures for highly 
liquid financial assets, but were generally 
concerned about their use for illiquid assets 
and many liabilities.  

“The biggest concern we heard was when 
it comes to using fair value for operating 
assets,” says Alison Thomas, a director in 
PwC’s corporate reporting team.  

“It’s critical that analysts get a clean view 
of the operating performance of the 
company.”  

Changes arising from marking to market 
could cloud that view, particularly because 
they are not necessarily under 
management’s control and therefore are 
irrelevant to an assessment of 
management’s performance.  

Ralf Frank, managing director of the 
Society of German Investment 
Professionals, believes analysts understand 
the concept of fair value.  

 

But he says: “For balance sheet items for 
which you don’t have a market value, 
that’s where it becomes really tricky. It 
opens the door for all sorts of estimates.”  

Therefore companies need to disclose 
clearly any assumptions they make when 
valuing balance sheet items. “You have to 
add explanations to show how you arrive at 
these figures,” Frank says.  

Thomas agrees that detail on how 
valuations are reached is essential. “The 
more you are using models to value an 
asset, the more you need to have 
transparency in terms of the assumptions 
going into that model,” she says.  

“Analysts would like information so as to 
be able to normalise those assumptions so 
they can compare and contrast companies.” 

Take pensions liabilities, which may be 
based on different assumptions about 
mortality rates. Analysts need to see these 
differences and be able to perform their 
own back-of-envelope calculations to view 
accounts on a comparable basis.  

Some analysts may require a lot of detail. 
“They want granularity,” Frank says.  

“They want to look at an item on the 
balance sheet and be able to dig down to 
the constituent elements, until the reason 
for this number has been solved.”  

To provide such granularity efficiently, 
Frank advocates considering the use of 
XBRL, the electronic language for 
financial reporting.  
 

“XBRL gives the user the possibility in 
an electronic way to find the constituent 
components he or she needs,” he says.  

Analysts’ needs will often vary 
depending on the balance sheet item in 
question. PwC’s report considers a range 
of items, including property, plant and 
equipment (PP&E), debt, working 
capital, goodwill and other intangibles, 
and pension liabilities.  

Property, plant and equipment 

The majority of respondents in PwC’s 
survey did not explicitly include the 
balance sheet amount for PP&E in their 
investment analysis.  

However, PP&E data was considered 
useful in more asset-intensive businesses 
such as automotive (83 per cent) and 
retail (100 per cent).  

In terms of measurement in the financial 
statements, most respondents (74 per 
cent) were satisfied with the status quo 
(historical cost less depreciation and 
impairment). 

However, views were different when it 
came to disclosures – 52 per cent were 
seeking information about replacement 
cost and 37 per cent were looking for a 
sales price or similar measure of exit 
price.  

Most of those favouring sales price were 
fixed income analysts – people generally 
more concerned about debt coverage and 
potential break-up values.



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

One respondent commented: “I would love 
to see a footnote on capital expenditures, 
breaking these things out into more detail 
in terms of maintenance and investment 
capital expenditure and where it has gone.” 

Debt 
According to PwC’s report, debt 
information is almost universally 
considered to be “very useful” (except in 
financial services) and particularly relevant 
for assessing credit risk. In almost all cases 
(86 per cent), the preferred measurement 
basis is the settlement amount rather than a 
current value.  

One respondent said: “If I really want to 
know the market value of the debt, it’s on 
Bloomberg.” 

“It’s interesting that the fixed income 
respondents and the equity specialists both 
by and large struggled with the value of 
marking-to-market quoted debt,” Thomas 
says.  

“Fixed income analysts are really 
concerned with how much money will 
have to be paid out at what time in the 
future. They can get a lot of current value 
information from Bloomberg, so they are 
more concerned about inflows and 
outflows.”  

Meanwhile, equity specialists are worried 
about the potential for marking to market 
to “muddy the waters” in terms of the 
income statement.  

Working capital 
In all sectors apart from financial services, 
information on working capital is at least 
seen as more useful than not.  

It provides input to cash flow models (51  

per cent) or gives evidence of business 
trends (42 per cent). All fixed income 
analysts participating in the survey used 
working capital data as an input to a cash 
flow model. 

In terms of measurement, a small 
proportion (ten per cent) of respondents 
(across industry sectors) said that working 
capital should be measured on a current 
value basis. The remainder preferred a 
version of historical cost. 

Goodwill and other intangibles
Most respondents to PwC’s survey said 
they did not consider goodwill balances in 
their company analyses – 70 per cent 
described goodwill as “not useful”.  

Where some use is made of goodwill, it is 
to assess the success of past acquisitions. 
Analysts were ambivalent about its 
measurement.  

Only 38 per cent expressed an opinion, and 
most of these respondents favoured 
measurement at historical cost less 
impairment. 

Turning to other intangibles, many 
respondents viewed them in a similar way 
to goodwill – 74 per cent described 
information on intangible assets as “not 
useful”.  

Participants were interested in the nature 
and amount of a company’s intangibles, 
but not in recognising such amounts in the 
balance sheet.  

Concern was expressed about the 
reliability of data related to intangible 
assets. One survey respondent noted: 
“These things are incredibly hard to value. 
If you look at most businesses, much of the 

 

value is actually in the intangibles. But 
valuing them is impossible.”  

Pension liabilities 

PwC’s survey found considerable 
concern about accounting for defined 
benefit pension plans.  

One respondent noted: “Smoothing 
mechanisms make pension accounting 
completely impenetrable for most 
people.”  

Participants were unanimous in their 
desire to see the underlying economics 
of pension plans clearly reflected in the 
financials. There was little unanimity, 
however, about how this should best be 
done. 

The potential impact of pension 
liabilities on company balance sheets 
was highlighted in Lane Clark & 
Peacock’s report, Accounting For 
Pensions 2006.  

It estimated that under the relevant 
international accounting standard (IAS 
19), the aggregate FTSE 100 deficit for 
UK defined benefit schemes was £36bn 
(53bn) in July 2006.  

Given that most companies were opting 
to recognise defined benefit pension 
deficits in their balance sheets, volatility 
in equity and bond markets was having a 
direct impact on those balance sheets.  

For example, the aggregate FTSE 100 
deficit for UK defined benefit schemes 
hit a high of £54bn in January 2006, but 
fell to £29bn in April that year. 

Sarah Perrin, Real IR 19th September 2008 



Retaining shareholder loyalty in times of uncertainty 
 
Companies need shareholder support to continue their business evolution. Shareholder support is critical for capital raising exercises, both 
for take-up and cost of capital reasons. Loyal, cornerstone shareholders should be treated as key stakeholders in the company’s business. 
They are entitled to be kept informed despite challenging times. 
 
During challenging times, shareholders may opt to hold the company’s shares rather than cut loose, whilst alternative investment 
opportunities begin to diminish. To retain loyal shareholders, companies should have an IR calendar – a timetable of disclosure & 
engagement, throughout the year. Companies that don’t have an IR calendar should start one. 
 
 
Stick to the IR calendar 
Assuming that the company has put into place an IR 
programme and has scheduled a timetable for addressing the 
investment community, it should stick to the calendar no 
matter whether times are bad or good. 
 
Even when results are challenging companies need to be 
transparent and explain the conditions that it is facing. 
Investors already invested will spend more time to diagnose 
the company. They may choose to hold its shares, or stay on 
the sidelines. But more importantly they have understood its 
business.  
 
There are many companies in the US and Europe who 
diligently stick to the IR calendar in spite of bad times. Such 
companies will be the first out of the gate with capital 
raising activities when the economy picks up again. 
 
 
Invest in information 
Companies should invest in information during a downturn, that pays off when the market recovers. This means that the company allocates 
resources for putting together corporate information, in a coherent, comprehensive way  and disseminating it consistently to investors. 
Investors may take a wait and see approach with information it receives, but as soon as they see an positive turn in the market, the company’s 
shares will be the among the first gainers. 
 
As soon as business picks up again the company may want to initiate a capital raising exercise. For instance, the company may want to issue 
placement shares, rights issue or issue debt instruments. If the company has kept investors informed even during a downturn, it will have a 
better chance of success in the take-up rate of its capital raising exercise. 
 
On the other hand, companies that only begin communicating when the market picks up, may find that it takes a longer time and more effort 
to convince investors. Even so, it may not get the right response from the market. It may face insufficient underwriting commitments, or may 
have to give in to more discounting or a higher placement fee or a higher coupon rate. This means that the cost of capital of the capital 
raising exercise has gone up. 
 
Eventually when the market fully recovers, opportunities of gaining investor support may have been foregone, in an increasingly competitive 
investment environment. 
 
Some companies only communicate their investible proposition before a capital raising exercise but after the transaction is completed there is 
no follow through of information. Companies should continue to update investors regularly according to its IR calendar, especially on its 
performance and actions after a capital raising exercise. 
 
Breadth of communication 
Companies should make use of technology for disseminating information, by putting information online, making it accessible 24/7. This 
makes it easy for shareholders, analysts and investors to make timely investment decisions, at any time or from any timezone. 
 
Besides an online presence, companies can make use of tele-conferencing for briefings to outstation and overseas analysts and investors, post 
its webcasts of analyst briefings on its website, collect analysts’ questions via e-mail and post management Q&A on the website. It can also 
put shareholders, analysts and prospective investors onto an e-mail alert list and automatically blast out alerts whenever the company has 
new announcements, news, or results release. 
 

 
 



 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

14 August 2008 
MIRA “Ask The Xperts” Networking Lunch 
 20 June 2008

MIRA First “Birthday Bash”  
Awesome Party 

 

27 May 2008 
MIRA/ShareInvestor "Investor Relations  
in the Information Age" Seminar 
 

 

8 May 2008 
MIRA/E&O "IR Success Stories" Panel Talk 
 

 

23 April 2008 
MIRA “Media Coaching” 
Seminar 
 
 

 
 

 

MIRA Events Roundup . . . 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

25 & 25 March 2008 
MIRA/Churchill Pryce “Vital 
IR: Shaping and Delivering A 
Powerful Corporate Message 
to Enhance Shareholder 
Value” Workshop 
 

  

18 March 2008
MIRA “Investor Relations Management: Strategies for Managing and 
Executing Investor Relations” Seminar 

 

8, 9 & 21 January 2008
MIRA/Churchill Pryce “Effective Annual Reports: A Strategic 
Approach” Seminar 
 

 

29 October 2007 
MIRA “The Best IR Approach 
To Releasing Price-Sensitive 
Information” Panel Talk 
 

 
 

 

4 December 2007 
MIRA/Churchill Pryce “Inside The Mangled Mind Of A Modern Fund 
Manager: How To Deal Effectively With Stressed And Sceptical 
Institutional Investors” Luncheon Talk 

  

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

25 July, 14 August, 17 
September 2007 
MIRA/Columbus Circle 
“Investor Relations: A 
Practical Approach” 
Workshop 

 
25 Jul 07 – Kuala Lumpur 

14 Aug 07 – Penang 

17 Sept 07 – Johor Baru 

 

21 June 2007
Launch of Investor Relations Manual and Establishment of Malaysian 
Investor Relations Association 
 
 

 

21 June 2007
Launch of Investor Relations Manual and  
Establishment of Malaysian Investor Relations 
Association 
 

Date Venue 
 

5 June 2007  Kuala Lumpur  

12 June 2007  Kuching  

23 July 2007  Kota Kinabalu  

6 August 2007  Johore Bharu  

13 August 2007  Petaling Jaya  

27 August 207  Penang  
 


