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Understanding the rolesUnderstanding the roles

Public Listed 
Company

Investor Relations
Function

SELL-SIDE BUY-SIDE

Broking & Research 
House

Mutual Funds

Analyst
• Generate research ideas 
and recommendations

Disseminate information
- briefings, plant tours, visits

• Institutional Dealing
• Retail Dealing

Research

report

Fund Manager
• Manage portfolio of 

investments

• Insurance Companies
• Government Funds 
(EPF, Tabung Haji)
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AgendaAgenda

� Effective IR framework

�What info are FM/A looking for?

�How to attract interest from FM/A?

�Managing FM/A expectation

�Handling difficult questions from FM/A

�Do’s & Don’ts

�About ZJ

� Effective IR framework

�What info are FM/A looking for?
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�Handling difficult questions from FM/A

�Do’s & Don’ts
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Framework for effective IRFramework for effective IR

Company FM/A
Continuous 

communication in 
good AND bad times

Response / Feedback

• Response as expected?
• Met co’s expectation?
• Fine-tune IR plan

Identify

Identify
•Corp image
•IR objectives
•Key message
•Communication channels
Formulate
•IR plan/strategy
•Timeframe

Execute IR plan

• Deliver key message
• Manage expectation

Formulate

Transparency

Growth

Sustainability

Identify

1

2

3

4



ZJ Advisory. Private & Confidential. 5

Key areas of concernKey areas of concern

Earnings 
sustainability

Earnings 
visibility

Growth 
drivers

Healthy 
fundamentals

Credible 
management

Competitive 
edge
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2 Methods to Attract Interest2 Methods to Attract Interest

� Mass

� Awareness to open public

� Commonly via newspapers, magazines

� Targeted

� Right message to the right audience

� Interactive

� Easy to obtain feedback 

� Mass

� Awareness to open public

� Commonly via newspapers, magazines

� Targeted
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� Interactive

� Easy to obtain feedback 
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Close-ended communicationClose-ended communication

Business 
inter-
views

Product 
inter-
views

Press  
advertise
ment

Detailed 
Results 
comment

ary

Press 
release

MASS

1-way communication
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Open-ended communicationOpen-ended communication

Plant 
tour

Road 
shows 

Conf call 
on 

results

1-to-1 
inter-
view

Group 
briefing

TARGETED

2-way communications
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Suggested Approach to Build InterestSuggested Approach to Build Interest

Mass Communication

Targeted Communication

time

Generate awareness
• Start to generate / 
increase 
awareness 
amongst FM/A

Interactive 
communication

• Most effective once 
awareness is 
created and 
corporate image is 
formed

Maintain presence
• Ensure open 
communication 
channels

• Follow-up regularly 
with updated 
information

• Long term continuous process
• Takes time & effort to build & maintain relationships

1 2 3
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Managing expectationsManaging expectations

Why?

� Ensure FM/A stay informed & minimize panic decisions

� Avoid unnecessary surprise to FM/A

How?

� Maintain proactive communication (even in bad times)

� Be open and share more information

� Be realistic and honest about business outlook

� Organize periodical update meetings 

Why?

� Ensure FM/A stay informed & minimize panic decisions

� Avoid unnecessary surprise to FM/A

How?

� Maintain proactive communication (even in bad times)

� Be open and share more information

� Be realistic and honest about business outlook

� Organize periodical update meetings 

It’s not so much about the actual outcome but rather, its 

variation from the expected outcome.
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Potential tough questionsPotential tough questions

“Yes, we are affected by the rise in <raw material> but <state 
some contingency plans or positive news going forward>”

Effects of unfavourable
industry trends

“To the best of our knowledge, there are xx companies like us 
but <state company’s strengths>. Hence we estimated we have 
xx% market share in this industry”

Market Share (when 
there is no report to 
substantiate the figure)

“Perhaps it’s easier to….”Breakdown  of product 
sales mix

“That is rather sensitive info, however, the range is between 
xx% and yy%”

Individual product margin

“Expects double-digit/single-digit growth”

“Expect <local> contribution to maintain while <exports> to 
grow ~xx%”

Forecast revenue & profit

SuggestionsQuestions

Guidance on answering some sensitive questions:-
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Answers to avoid…Answers to avoid…

Avoid answers which may not reflect well on 
management:-

• “I don’t know”
• “No comments”
• “I cannot tell you that”
• “Err.. Um…”
• “Oh, I forgot/don’t remember the info”

If you don’t have answers on the spot, suggest
“Let me check and I shall revert to you shortly.”
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Do…Do…

� Establish credentials based on track record

� Explain how management thrives ahead of competition

� Substantiate statements with figures & facts

� Be honest & forthcoming although things are less positive

� Stay focused on key message and growth prospects

� Show passion!
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Do not…Do not…

� Overly delve into history, losing focus on future (growth)

� Bad-mouth competitors

� Provide qualitative statements without substantiating data

� Hide the real situation & surprise on the downside

� Confuse audience by branching out into too many    

(irrelevant) topics

� Appear defensive or argumentative when provoked 
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Q & AQ & A
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Thank you

For further enquiries, please e-mail me at 

danny@zj.com.my
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About usAbout us

ZJ ZJ 

AdvisoryAdvisory

Capital 
Markets

Investment
Management

Corporate
Finance 
Advisory

Private 
Equity

Investor 
Relations 
& Media 
Relations

� Corporate road map
� IR Strategy
� Increase awareness
� Methodical 

dissemination of 
information

� Fund raising (debt + equity)
� Listing exercise 
� Derivative + structured products
� Capital restructurings

� Mergers & Acquisitions
� Corp. Restructuring
� Management Buy-Out 
� Privatisation & spin offs
� Strategic advisory

� Development of active investment 
& financial strategies

� Valuation
� Performance monitoring 

� Deal flow
� Origination & structuring
� Direct investments
� Nurturing/Value add
� Network development
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Media ArticleMedia Article

LCL in Malaysian Business (October 2005)
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Press AdvertisementPress Advertisement
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Buy Report generated 
after 1-to-1 interview

Buy Report generated 
after 1-to-1 interview
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Press ReleasePress Release
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Press coverage 
after press release

Press coverage 
after press release

Starbiz dated 8 November 2005

Business Times dated 
8 November 2005
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Detailed Results CommentaryDetailed Results Commentary
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Group Briefing – Fact SheetGroup Briefing – Fact Sheet
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Plant TourPlant Tour

Plant Tour of Big Wheel Holdings Berhad
September 2005, Sabah
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Press Coverage after Plant TourPress Coverage after Plant Tour

The Sun dated
21 September 2005

Utusan Malaysia dated 
21 September 2005
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Growth DriversGrowth Drivers

� Catalyst for higher turnover & profit, ie

where is growth/demand coming from?

� Focused growth direction

� Clear corporate strategy

� Catalyst for higher turnover & profit, ie

where is growth/demand coming from?

� Focused growth direction
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Earnings VisibilityEarnings Visibility

� Relatively clear earnings expectation for at 

least over the next 12 - 18 months

� Dislike big fluctuations 

� Relatively clear earnings expectation for at 

least over the next 12 - 18 months

� Dislike big fluctuations 
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Earnings SustainabilityEarnings Sustainability

� Sustainable earnings is key, esp for long 

term investors

� Prefer gradual healthy growth over time

� Sustainable earnings is key, esp for long 

term investors

� Prefer gradual healthy growth over time
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Competitive edgeCompetitive edge

� Key differentiating factors from competitors

� Strong & comfortable position in the value 

chain

� Key differentiating factors from competitors

� Strong & comfortable position in the value 

chain
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Credible managementCredible management

� Trustworthy, transparent & forthcoming 

management, especially with negative news

� Access to management, even during 

business downturn and/or crisis 

� Trustworthy, transparent & forthcoming 

management, especially with negative news

� Access to management, even during 

business downturn and/or crisis 
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Healthy fundamentalsHealthy fundamentals

� Healthy balance sheet – not overstretching 

gearing or cash cycle for growth

� Decent dividend payout (for non-high 

growth firms)

� Good historical track record
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