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While the Investor Relations (IR) function is meant to be about developing a strong influence sphere with 
key investors, the reality is totally different. Many companies view IR as an ancillary function and have a 
tendency to randomly allocate the task to someone with a communications or marketing background.   
This then means that IR is approached in a one-size-fits-all manner. Financial/business related 
information is communicated to a specialist audience in a generic manner. Occasionally, a finance 
executive is designated to handle this role, on top of his/her day job. Information provided is all data, 
and no context. Definitely a recipe to put the most ardent insomniac to sleep. To top this, during results 
season, this finance executive is then too busy closing the accounts. Or, the function is parked within the 
Legal Department! 
 
For IR to be effective, and to contribute to the company’s bottomline  - in terms of results and reputation 
– it has to be viewed as a dedicated specialised function which integrates the communications and 
finance functions.  Information presented must be targeted, customised and planned.  The content has 
to be sharp and concise. And relationships need to be built with the financial community on an ongoing 
basis, not just when issues need to be addressed. 
 
To the company’s CEO who is looking to attract the right long term shareholder, a well executed IR 
programme will make a substantial difference to the company’s bottomline. A CEO who cares about the 
company’s brand and reputation should be concerned about how shareholders (owners), creditors 
(funders) and customers (partners) of the company perceive the company financially. A targeted, 
planned and robustly implemented IR programme ensures stronger bottomline and reputation. 

 
 
SOME KEY QUESTIONS THAT WILL BE ANSWERED BY THOSE ATTENDING THIS WORKSHOP 
 
 Why do I need to pay attention to IR 
 How IR can be a powerful vehicle to enhance the corporate profile and build trust within the 

financial community  
 Insights into how stakeholders perceive and process a corporate’s financial information  
 How to develop a compelling IR message to attract the attention of analyst and investors 
 How do I deliver and present the IR message to stakeholders  

 

 
 
 

Investor Relations – Why Bother? Date : 15 January 2013, Tuesday. 

Venue : The Theatrette, LG Floor 
  Main Building, Bursa Malaysia 
  Exchange Square, Bukit Kewangan 
  50200 Kuala Lumpur 

Fee : RM400* for MIRA members 
   RM600 for non-members 
  (*redeemable via MIRA vouchers) 
 
Registration 8:45 am 
Commence 9:00 am 
End 12:00 pm 

Who should attend: 
 CEOs, CFOs, Finance Directors 
 Investor Relations Directors 
 Corporate Communications  
 Senior Management 

Presented by: 

Eu Jin Song 

Partner, 

Influence360 Business Sdn. Bhd. 
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PRESENTER 
 

Eu Jin Song, a financial professional by training, brings with him over 15 years of experience within the finance and 
communication industry in London, Singapore and Kuala Lumpur.  

Prior to founding Influence360 with 2 other partners, Eu Jin was a Director, Corporate and Finance Practice at Ogilvy 
Public Relations in Singapore, with key responsibilities including developing regional communications campaigns, crisis 
counsel, and senior client management.  

He was also part of the communications team brought in to successfully turn around the negative perception that 
followed after Malaysia Airlines announced its record losses in 2005. During his five years with the company, he held 
the position of Investor Relations Officer as well as Head of Group Strategy.  

Eu Jin has also held various other positions in the Financial Industry including investment banking at Schroder 
Salomon Smith Barney (renamed Citigroup Global Markets), investment management at Maybank Fortis and senior 
sell-side research analyst at ECM Libra Securities. He was also previously on the Board of Directors for the Malaysian 
Investor Relations Association from 2007-2008. 

 
 
PROGRAMME SCHEDULE 
 

08.45 am   Registration 
 
09.00 am   Introduction and Objective Setting  

 

09.10 am Interactive session: With or Without Investor Relations? 
   

 What is IR? Why should it matter to corporations? How IR can impact a 
company’s financial performance? 

 Myths,  realities and possible solutions 
 What happens when IR is not working for the company? 
 Session conducted in a debate-like manner 

 
10.00 am How do you start an IR programme? 

 
 Understanding your financial stakeholders 
 How do analysts/investors analyse and what do they look for in a company 
 How to stay on the radar of key analysts and investors 
 Aligning the company’s business plan to the financial branding programme 
 Case Study/Exercise 2 – Identification of key corporate financial drivers  

 

10.30 am   Coffee break 
 
11.00 am What does the ideal proactive IR programme look like? 
 

 The IR Timeline  
 How corporates should present financial information, how much information 

to provide and when 
 Making the routine different - how to approach quarterly regulatory 

announcement 
 Building trust  
 Current trends and best practices 
 How to manage market-sensitive queries  

 

 
12.00 pm   Q & A session 
 

End of workshop 


