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BRIDGING INVESTMENTS THROUGH INVESTOR RELATIONS 
GET HOOKED BEYOND BORDERS 

Message from the 
CEO 

Investor Relations Incentive Program 
 
To help public-listed companies get started with 
IR, we have an IR Incentive Programme 
offering a free online IR package for a duration 
of 2 years. Under this program up to a 100 
public-listed companies would be selected to 
participate and get an online IR portal 
developed and maintained for them for two 
year. This program is jointly administered by 
Bursa Malaysia Berhad and MIRA and is 
funded by the Capital Market Development 
Fund. The value of this program is RM50,000 
per company. This online portal will be 
managed by ShareInvestor.com which operates 
the largest online IR network in Malaysia, 
Singapore and Thailand. 
 
The online IR portal is a good start to an 
effective IR process whereby companies are 
able to outsource the development and 
maintenance of their IR information to a third 
party service provider.  
 
Companies get to follow a template and put its 
corporate information online in a coherent and 
comprehensive way. This will make it the 
company’s corporate information, including 
announcements, results, presentations, and 
webcast, available online 24/7 making it easy 
for analysts, local or foreign, to research the 
company at any time and from any location or 
time zone. You need to make your corporate 
information easily available   otherwise 
investors may give you a miss. 
 
Companies that are interested can go to 
MIRA’s website at www.mira.com.my. There 
are still a few slots available and companies can 
apply through MIRA. We would like to see a 
variety of companies from different sectors 
under this program so there will be a selection 
criteria and the decision will be made by MIRA, 
Bursa Malaysia and CMDF.

 
Investor Expo 2008 
 
MIRA’s role is to encourage information flow 
between listed companies and investors. 
Therefore, we are pleased to be hosting Investor 
Expo 2008 which will be held from 16th to 18th 
October 2008. 
 
This event is organized by MIRA together with 
ShareInvestor.com and sponsored by Bursa 
Malaysia, CIMB Investment Bank and OSK 
Investment Bank. 
 
It’s a 3 day event but Day 1 (16th October 2008) 
will be a closed door session. On this day, 20 
public-listed companies selected by Bursa, 
CIMB and OSK will be making their corporate 
presentation to invited fund managers and 
analysts. MIRA is providing the platform for 
these selected companies to be given the 
opportunity to showcase themselves and present 
their investment merits. We are specifically 
focussing on small and mid capitalized 
companies who usually do not get enough 
attention from fund managers. By putting them 
together in this joint corporate briefing, analysts 
can attend this one day session and learn about 
20 companies and these companies will have 
the opportunity to reach out to about 80 fund 
managers and analysts. 
 
Day 1 is a closed door session, but Day 2 and 3 
will be open to the public and admission is free. 
We expect this to be the largest investment 
exhibition in Malaysia and we are expecting a 
turnout of over 10,000 visitors. It will be at 
Exhibition Hall 5 at the KL Convention Centre. 
It’s open from 10am to 8pm on 17th and 18th 
October. 
 
This is an event where investors can gain 
knowledge and techniques on investing, learn 
about investment trends, look at various 
investment products and various asset classes. 

There are over 40 talks by various corporate 
leaders, investment gurus, research analysts, 
business forecasters and information 
aggregators.  
 
There will be many free seminars, talks and 
expert panel discussion. There are a number of 
exciting topics such as: 
 

• “Market Outlook for 2009” 
• “How the US Crisis is going to impact 

the Malaysian Market” 
• “Finding Opportunities in Volatile 

Markets” 
• “Has the market bottomed? Outlook for 

the next six months?”  the market 
bottomed 

• You can find out more about Investor 
Expo at www.investorexpo.com.my. 
See you all at KL Convention Centre! 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

            IR For SMALL CAPS   
                                                
 
                                                         Small-caps may enjoy less sell-side              
                                                            coverage and deal with tighter   
                                                            constraints on time and resources, but    
                                                    '       'small'' does have its advantages, too. 
 

At companies of every size, executives 
who deal with investor relations must face 
hurdles posed by the economy, scheduling 
conflicts, securities regulation, and a 
plethora of other circumstances. At small-
cap companies, however, they face 
additional challenges, often created by a 
scarcity of resources and by a continuing 
need to raise the company's profile among 
investors and analysts. 
 
Small-cap means different things to 
different people, but one common 
definition is a stock with a market 
capitalization below $1 billion; companies 
below $500 million often are referred to as 
micro-caps. Many marketwatchers use the 
Russell 2000 Index as a guideline; as of 
early November 2003, the index had a 
marketcapitalization range of 
approximately $1.2 billion to $117 million. 
 
The challenges faced by small-cap 
companies include: 
-  Lack of brand name recognition. Many 
small-cap companies do not have the same 
recognition enjoyed by their larger-cap 
counterparts, so they find it more difficult 
to attract investors, particularly retail 
investors. 
-  Less liquidity. Due to their smaller float 
and relatively smaller pool of investors, 
small-cap stocks typically are harder to 
buy and sell easily. Since most investors 
prize liquidity, this can create a vicious 
cycle by repelling investors who will buy 
only liquid stocks. 
- Higher volatility comes in tandem with 
lower liquidity. For most investors, high 
volatility is undesirable. 
- Fewer resources. Most smaller-cap 
companies have fewer employees and 
other resources to handle a comparable 
workload; often the IR budget is 

relatively lower, too. 
- Lack of sell-side research. Many smaller-
cap companies have fewer sell-side 
analysts covering their stock. Since most 
investors use some formal analysis to make 
investment decisions, sell-side coverage is 
valuable for attracting investors who might 
not otherwise find an emerging company 
on their radar screen. 
 
Selling to the Sell Side 
That's why, at many small-caps, "the 
biggest challenge is obtaining sell-side 
research coverage," according to Tom 
Newberry, the vice president of corporate 
communications at Framingham, 
Massachusetts-based GTC Biotherapeutics. 
But as banks continually reevaluate the 
companies they cover in a tough economic 
environment, preference often goes to the 
larger, more established companies, while 
smaller companies see their coverage 
decline. 
 
Of the S&P 600 Small Cap Index 
constituents that had some coverage at the 
end of 2002, this year more than 300 lost 
one or more analysts who used to cover 
their stock. Fewer than half that number 
gained additional coverage, according to a 
recent Thomson Financial analysis. The 
average number of analysts covering 
small-caps decreased from slightly more 
than 6 per company to about 5.5, an 11 
percent decrease over the first nine months 
of 2003. From a different perspective, the 
"losers" lost nearly two analysts per 
company, while the "winners" gained 
slightly less than that number. 
 
Adds Newberry, whose company has a 
market capitalization of about $100 
million, "The emphasis is on the larger cap 
names because of the flow of trading 

commissions." Furthermore, an event at a 
large-cap company in the same industry, 
such as a delay in the approval of a key 
drug, can buffet small-cap brethren on the 
theory that the same problem will apply. 
"No matter what the IR person tries to do 
about that, it's not going to change, you're 
still going to get whacked pretty hard," 
Newberry says. "The only way to 
counteract that is to perform differently, 
which is a 'recover later' kind of strategy, 
rather than a 'prevent the slide' strategy." 
 
Some small-cap companies compensate for 
a lack of traditional sell-side research by 
paying for written research from 
independent providers. Although 
Newberry believes that this "paid-for 
research" can be helpful for posting on the 
company Web site or for sending directly 
to the sell side or the buy side, it's not an 
adequate replacement. "Paid-for research 
has no sales force, and that's really the 
leverage of bank analysts," he explains. 
"Sell-side research analysts have a 
megaphone that paid-for research doesn't 
have." 
 
Managing the Time of Key Executives 
Some small-cap firms are blessed with 
substantial sell-side coverage. Houston-
based Swift Energy Co. — an oil and gas 
exploration and production company with 
a market capitalization of $400 million — 
is covered by 10 analysts. Director of 
investor relations Scott Espenshade credits 
some of that coverage to industry 
dynamics; it's not unusual for large-cap 
energy companies to be followed by 30 or 
40 analysts. He adds, however, that he's 
been seeing pressure from some midsize 
firms that now must limit the amount of 
time they spend with Swift. 
 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

 
 

 
 
 

Espenshade understands that very well, 
since time management poses his own 
greatest challenge, which might be 
expected for a company that participates 
extensively in equity and debt conferences. 
It's not simply a matter of managing his 
own time: Espenshade must manage the 
time of key executives so he can "get them 
out marketing" while balancing their need 
to run the business "back in the office." 
 
Swift's solution is that a variety of senior 
management — such as executive vice 
presidents of key divisions, not just the 
CEO and CFO — are available to meet 
with investors. "You're not dominating any 
of your senior executives' time," explains 
Espenshade, "and it gives the buy side an 
opportunity to see more breadth in your 
management." 
 
"Small" Does Have Its Advantages 
Showing off that breadth can be one 
advantage enjoyed by small-caps. Others 
include: 
- Greater interaction between investor 
relations officers, senior management, and 
department heads. While IROs at larger-
cap companies may need to jockey for a 
few precious minutes of senior 
management's time, their smaller-cap 
colleagues enjoy easier access to key 
decision-makers. One dividend is that 
small-cap IROs may have an enhanced 
understanding of company strategies and 
initiatives, which in turn can be relayed to 
analysts and investors. 
- More contact with investors. Many larger-
cap companies with an extensive 
shareholder base find it difficult to interact 
directly with every investor, especially 
given their concerns about Regulation Fair 
 
 

Disclosure. Often they rely on public 
platforms such as conferences, and on 
mass communications such as conference 
calls and Webcasts, to disseminate 
company information. In contrast, smaller 
companies can — and often need to — 
focus on building deep relationships with a 
smaller group of investors. 
- The opportunity to expand job skills. On 
the personal front, investor-relations 
professionals who can draw on fewer 
resources often wear more than one hat; for 
instance,  they  may   take   on   the  
responsibility for public relations, too. 
Many IROs welcome this opportunity to 
expand their skill sets and overall 
knowledge. 
 
"Small Cap" Can Mean Big Results 
The small cap label doesn't automatically 
limit what a company can accomplish 
relative to its larger-cap counterparts, 
maintains GTC's Newberry. "Once you 

have the sufficient set of resources to work 
against your strategic IR plan," he says, 
"you can get as good or better response as 
the large-cap names." 
 
Adaptation is the key, maintains Newberry. 
For example, instead of hosting an investor 
day centered around one company, 
Newberry advises small-cap companies 
within the same industry or geographic 
area to pool their resources to create a joint 
event (an approach offered through some 
chapters of the National Investor Relations 
Institute). This strategy can help attract 
investors from the region and beyond, 
explains Newberry, "because now there's 
some leverage for the analysts' time." 
 

 
 

By Kara Newman, Thomson Financial 
CFO.Com 

Nov 13, 2003 
  
 
 

Meet Analyst Demands via Websites 
 
In a 2001 study conducted by Kraker & Company, over 40% of 
the analysts surveyed said they use corporate Web sites daily 
and another 35% said they use them weekly. In addition, 56% 
of the respondents said that the company’s Web site is more 
important since the passage of Reg FD. Such widespread use 
of the Internet has made it possible for companies to reach the 
entire investment community simply, immediately, and cost 
effectively via their corporate Websites. – Excerpts from CCBN.Com “7 
Reasons to Outsource your IR Website” 
 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

ANALYSING THE 

      ANALYSTS 
                                                                            - Investopedia.Com - 

Many investors just don't have the time to 
do all the needed research for the securities 
that they own or are interested in. Because 
of the vast amount of available 
information, doing in-depth research of a 
company all by yourself requires a 
substantial amount of time. This is where 
analysts come in. These individuals 
provide investors with "Cliff's Notes" on 
particular securities, which are useful for 
gauging the attractiveness of certain 
investments.  
 
Increased popularity of analyst ratings over 
the past several decades has expanded the 
influence of these ratings on the price of 
securities. The slightest change in an 
analyst's rating for a particular stock can 
send the stock higher or spiraling 
downward. Some say that analysts have 
too much power; others look to the 
conflicts of interest today's analysts face. 
It's important that all investors understand 
the different types of analysts and what 
exactly drives each analyst's 
recommendations. 
 
Analysts 
There are three major categories of 
analysts: 

Buy-side –Buy-side analysts, employed by 
large institutional investment firms such as 
mutual funds, hedge funds or insurance 
companies, offer recommendations on 
securities found in the employer's 
accounts. These analysts focus their 
research on specific sectors or securities 
that are of interest to the investment firm, 
and these reports are mainly for internal 
use.  
 
Sell-side – Generally employed by broker 
dealers and investment banks, these 

analysts are a part of the retail investment 
division. Their recommendations and 
ratings are created for the purpose of 
selling an investment and are typically 
offered free of charge to clients of the 
brokerage firm. The reports issued by sell-
side analysts are generally more detailed 
and focused than that of the buy-side 
analysts. 
 

Independent – These analysts are not 
employed or associated with any specific 
brokerages or fund companies. 
Independent analysts aim to provide 
unbiased and objective ratings. 
Independent analysts receive compensation 
either from the companies they research 
(fee-based) or by selling subscription-
based reports. 

Conflict of Interest 

Now that you know the three main types of 
analysts, we can look at the different 
conflicts of interest that arise within the 
financial industry: 

Investment Banking Relations - This is one 
of the most significant areas of conflict of 
interest for analysts. Investment banks are 
financial institutions that perform services 
such as underwriting (issuing stocks and 
bonds); investment banks also intermediate 
between an issuer of securities and the 
investing public. In essence, when a 
company decides to go public, it will 
obtain the services of an investment bank 
to help facilitate the process and sell the 
new securities to investors. Consequently, 
an analyst may face a conflict of interest 
for the following reasons: 

- If the analyst of a particular security 
works for the same investment bank 

d i i h i

underwriting the new issue, he/she may be 
inclined to give positive recommendations 
to ensure that the offering is successful. 
Compare this to the way a car dealership 
operates: all cars have advantages and 
disadvantages, but every car dealer will tell 
you that their brand makes the finest cars 
 
- Investment banks are like most other 
businesses; they are always trying to 
increase profits. Investment banks can 
attract more business by issuing favorable 
reports regarding their clientele. At the 
same time, these favorable reports keep 
existing client companies happy and 
facilitate repeat business. Prospective 
companies are then given the impression 
that they will benefit from the same 
favorable reports should they pay for 
services of the investment bank. 
 
We should note that the U.S. government 
along with the Securities and Exchange 
Commission have established regulations 
in order to clamp down on the various 
conflicts facing analysts. To learn more, 
you can read about Regulation FD in this 
article on analysts. 
 
Brokerage Commissions - Brokers 
typically generate revenues from 
commissions associated with buy and sell 
transactions made by account holders. So, 
even though these brokerages don't charge 
for the research reports that they provide, 
they are profit-oriented organizations, so 
the intent of their research reports is to 
create customer interest in a particular 
stock - which ultimately leads to more 
transactions. 
 
Analyst Compensation - When analyst 
compensation is associated with the 
performance that their ratings generate, 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

another conflict of interest may arise. 
Compensation that is directly based upon 
the number of new investment banking 
deals generated by the analyst's reports or 
upon the profitability of the investment 
bank in general can inadvertently pressure 
the analyst to issue positive reports and 
recommendations. 
 
Ownership - Through direct ownership or 
through a pooled stock purchase plan, 
analysts and employees of the investment 
bank may own the very stocks that they are 
recommending. Analysts then may be 
reluctant to issue poor reports or 
recommendations on a security they own 
because their own personal profits may be 
influenced. 
 
Analyst Objectivity 
In most cases you will find these conflicts 
of interest (if any) identified in the 
disclaimer found near the end of any 
analyst report.  

The disclaimer discloses the type of 
relationship that the research firm has with 
the company being analyzed and how 
compensation is paid to the analyst or 
research firm (should they be compensated 
at all). Be warned, though, that by just 
reading the disclaimer you won't be able to 
fully discern the relationship between the 
analyst and the company on which it is 
reporting. 
 
Not All Bad 
The historical conception that analysts are 
the "whipping boys" of the financial 
industry is another one of those instances 
where a few unscrupulous people ruin the 
reputations of the rest. Regardless of what 

recommendation an analyst provides on a 
stock, research reports are still chalked full 
of information such as highlights from last 
years results, ratio analysis, past growth 
trends, and any other pertinent information 
that would take an individual many days to 
compile. 

DUE credit must be given to Bursa 
Malaysia, Malaysian Investor Relations 
Association (MIRA) and the Minority 
Shareholder Watchdog Group who have 
been climbing an uphill battle in 
propagating the importance and relevance 
of Investor Relations (IR) awareness, 
programmes and activities towards 
achieving a more effective and 
information-driven marketplace. 

Indeed, the results are visible with 
increasing emphasis that especially larger 
Malaysian Public Listed Companies now 
place on such activities. 

Why bother? 

However, there is still a lot of scepticism 
out there. 

Some may blame it on widespread belief in 
the Efficient Markets Theory. But it is 
especially so given the current depressed 
state of global equity markets. 

With no clear positive catalysts to spur the 
investing horizon, coupled with the 
pressures to reduce costs across the board, 
it is therefore understandable for any 
rational management to question the 
timeliness, fungible and measurable 
benefits of undertaking IR. 

I would be a millionaire for every dollar I 
put aside every time I hear “With stocks 
being currently out of flavour, why even 
bother? No investor will appreciate it!” 

The ‘P’ word – Positioning. 

Such defeatist mindset conveniently 

forgets that like business and product 
cycles, the collective consciousness in 
investor thinking also adopts a wave-like 
pattern, with clearly evident up and down 
cycles. 

No one can correctly predict timing: the 
cycle will abruptly change, at least in the 
local context, when positive forward 
indicators emerge: such as clearer political 
certainty, an improving macro economy, 
with corporate earnings showing signs of 
sustainable growth. That will be when the 
herd of investors will literally scramble to 
buy stocks. 

Wooing investors 

That is when the best listed companies are 
effectively poised to capture this sudden 
shift in investor attention. 

Those who quickly come to mind are those 

 

with a pro-active and effective IR strategy, with 
a constant and continuous flow of honest 
information that will hold the key in winning 
the hearts and minds of investors. 

This would especially help companies in their 
fund raising exercises such as rights issues and 
private placements for their future corporate 
exercises. 

The perfect match 

An effective IR programme is one that is 
crafted as the perfect fit for the company. No 
one-size-fits-all instant template bought off the 
shelf will do. In formulating the right fit, it is 
imperative to structure the programme with the 
correct inputs. 

For the uninitiated; IR is the continuous 
dialogue between a company and investors and 
the channel medium that feeds the information 
to be conveyed to investors. 

It is the process of crafting and delivering the 
company’s story to the investment community, 
demonstrating its strengths and investment 
worthiness. 

Therefore, IR is also a fight for space for the 
hearts and minds of investors. 

It is not just about mindless promotion and it is 
definitely not a substitute for a company’s 
fundamentals. Listed companies may do well 
hiring a specialist IR professional. 

The basic scope of work for an IR programme 
covers the company’s key business drivers, 
strengths & weaknesses, key themes , concise 
corporate messages, communication plan, and 
effective and timely implementation.



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 

 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Synopsis: 

With Peter Drucker’s five essential questions and the 
help of five of today’s thought leaders, this little book 
will challenge readers to take a close look at the very 
heart of their organizations and what drives them. A 
tool for self-assessment and transformation, 
answering these five questions will fundamentally 
change the way you work, helping you lead your 
organization to an exceptional level of performance. 

The 5 essential questions, grounded in Peter Drucker's theories of management, will take readers on a exploration of organizational and 
personal self-discovery, giving them a means to assess how to be--how to develop quality, character, mind-set, values and courage. The 
questions lead to action. By asking these questions, readers can focus on why they are doing what they are doing in their work, and how to do 
it better. Designed for today’s busy professionals, this brief, clear and accessible book will challenge readers to ask these provocative 
questions and it will stimulate spirited discussions and action within any organization, inspiring positive change and new levels of excellence, 
helping all to envision the future of theirs' or any organization.  ISBN: 978-0-470-22756-5, April 2008 

 
 
 
 

KISS (Keep it simple, sunny) 

Be clear about the ultimate objective. 
Simplify the company’s complex story and 
convey positive messages. 

It needs to be concise with no more than 4 
key positive messages. Consistency of 
messages and its effective communication 
is key. 

Staying on track 

Taking a cue from the recently concluded 
Beijing Olympics; IR can be likened to 
training for the track: it is an on-going 
process, in good times and bad, with the  

objective of getting onto and staying on the 
investors’ mind space track. 

As such; management pro-activeness is 
paramount. Credibility is essential to build 
and gain trust among investors. 

Love it or hate it, maintaining good 
relations and contact with the analyst, fund 
management and financial communities is 
crucial to manage earnings expectations. 

Can’t afford it? 

Despite all the clear benefits of an IR 
strategy, there will always be skeptics 
among us who will lament on the costs of  

 

undertaking IR.   

What if it were free (at least over the next 
2 years)? 

If you are a bargain hunter and value 
seeker like me, it may be worth your while 
checking-out the Investor Relations 
Incentive Programme by Bursa Malaysia 
and MIRA. 

Good luck! 

 
Sherilyn Foong 

Excerpts from Biz, The Star 
6 Sept 2008 

 

 
WILEY “Read iT for Free” CONTEST 

The 1st ten entries with the correct answers to all the questions below will 
receive a copy of “The Five Most Important Questions” published by John 
Wiley.   
 

1. How old is John Wiley & Sons this year? 
2. Name one of the authors of the book “ The Five Most Important  

Questions”. 
3. Who is the Chairman of MIRA? 
4. What is IRIP stands for? 
5. What was the main featured article in MIRA’s 3rd Quarterly 

Bulletin? 
6. What are the 5 challenges faced by small-cap companies? (Article 

by Kara Newman). Eg, less liquidity. 
7. What are the advantages of being a small-cap company (Article 

by Kara Newman). 
8. What are the 3 major categories of analysts? (Article by 

Investopedia.Com) 
9. Describe Sell-Side Analysts. (Article by Investopedia.Com) 
10. Describe Independent Analysts. (Article by Investopedia.Com) 
 

All decisions made will be judged by MIRA and John Wiley & Sons (Asia) 
Pte Ltd. This contest is open to MIRA members only.  
 
All decisions made will be final and no correspondence or appeals will be 
entertained.  Email your entries to wannorita@bursamalaysia.com latest by 
15th November 2008.  
 
Please enclose: 
Name  : _________________________________ 
Organisation : _________________________________ 
Address  : _________________________________ 
Email  : _________________________________ 
Tel No  : _________________________________ 
Age  : _________________________________ 
Occupation : _________________________________ 
 



 
 
 
 
 
 
 

 

 

 
 
 
 
 

Wealth : How the World's High-Net-Worth Grow, Sustain, and 
Manage Their Fortunes 
 
Merrill Lynch, CapGemini  
 
It is true that the rich do get richer, and more plentiful. Around the world, there 
are almost 10 million millionaires, controlling an enormous pool of assets of 
some US$37 trillion.  

Just how do the very rich acquire their wealth, and how do they manage and 
grow it at a faster rate than the average investor? The wealthy are trendsetters in 
the world of finance and investment; learning about how they acquire and build 
their fortunes can help any investor achieve superior results and returns.  

In Wealth, Merrill Lynch and Capgemini present a readable guide on what drives 
the success of HNWIs, as well as the trends, growth, increased complexity and 
competitiveness of the global wealth management market, all based on over a 
decade of research.  

 Wealth offers insight and guidance from some of the world’s wealthiest 
individuals and most talented investment advisors to help you, no matter what your current net worth, to take 
charge of, and prudently safeguard, your own financial future. ISBN: 978-0-470-15303-1, Hardcover, 288 pages, May 
2008 

 

The Five Temptations of a CEO: A Leadership Fable, 10th 
Anniversary Edition 
Patrick M. Lencioni  
 
A commemorative edition of the landmark book from Patrick Lencioni When it 
was published ten years ago, The Five Temptations of a CEO was like no 
other business book that came before. Highly sought-after management 
consultant Patrick Lencioni deftly told the tale of a young CEO who, facing his 
first annual board review, knows he is failing, but doesn't know why. 
Refreshingly original and utterly compelling, this razor-sharp novelette plus 
self-assessment (written to be read in one sitting) serves as a timeless and 
potent reminder that success as a leader can come down to practicing a few 
simple behaviors behaviors that are painfully difficult for each of us to master. 
Any executive can learn how to recognize the mistakes that leaders can make 
and how to avoid them. The lessons of The Five Temptations of a CEO, are as 
relevant today as ever, and this special anniversary edition celebrates ten 
years of inspiration and enlightenment with a brand new introduction and 
reflections from Lencioni on the new challenges in business and leadership 
that have occurred in the past ten years.  ISBN: 978-0-470-26758-5, Hardcover,        
160 pages, June 2008, Jossey-Bass. 
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Transparency: How Leaders Create a Culture of Candor 
Warren Bennis, Daniel Goleman, James O'Toole with Patricia Ward Biederman 
 
In Transparency, the authors a powerhouse trio in the field of leadership look at 
what conspires against "a culture of candor" in organizations to create disastrous 
results, and suggest ways that leaders can achieve healthy and honest openness. 
They explore the lightning-rod concept of "transparency" which has fast become 
the buzzword not only in business and corporate settings but in government and 
the social sector as well. 
 Together Bennis, Goleman, and O'Toole explore why the containment of truth is 
the dearest held value of far too many organizations and suggest practical ways 
that organizations, their leaders, their members, and their boards can achieve 
openness. After years of dedicating themselves to research and theory, at first 
separately, and now jointly, these three leadership giants reveal the multifaceted 
importance of candor and show what promotes transparency and what hinders it. 
They describe how leaders often stymie the flow of information and the structural 
impediments that keep information from getting where it needs to go. This vital 
resource is written for any organization business, government, and nonprofit that 
must achieve a culture of candor, truth, and transparency. ISBN: 978-0-470-27876-5,     
Hardcover, 144 pages, June 2008, Jossey-Bass 

 
 

 
 
The Five Most Important Questions You Will Ever Ask About Your 
Organization 
Peter F. Drucker, Leader to Leader Institute (Formerly The Drucker Foundation) (Editor) 
 
With Peter Drucker’s five essential questions and the help of five of today’s thought 
leaders, this little book will challenge readers to take a close look at the very heart 
of their organizations and what drives them. A tool for self-assessment and 
transformation, answering these five questions will fundamentally change the way 
you work, helping you lead your organization to an exceptional level of 
performance.  

These essential questions, grounded in Peter Drucker's theories of management, 
will take readers on a exploration of organizational and personal self-discovery, 
giving them a means to assess how to be--how to develop quality, character, mind-
set, values and courage. The questions lead to action. By asking these questions, 
readers can focus on why they are doing what they are doing in their work, and 

how to do it better. Designed for today’s busy professionals, this brief, clear and accessible book will challenge 
readers to ask these provocative questions and it will stimulate spirited discussions and action within any 
organization, inspiring positive change and new levels of excellence, helping all to envision the future of theirs' or 
any organization. ISBN: 978-0-470-22756-5, Paperback 144 pages, April 2008, Jossey-Bass 
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