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POSITIONING IR FOR THE NEXT RECESSION

Ongoing, global investment community research

Thousands of interviews since February 2011

Structured lines of inquiry, telephone interviewing

Representative
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LOOMING RECESSION IS A FREQUENT TOPIC OF NEWS COVERAGE
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IS A STORM ABOUT TO BREAK?

Global investment community expects economic conditions to 
stay the same or decline in the next 6 months …

45%

74%
84%

67%

Fall 
2018

Fall 
2018

Spring    
2019

Fall     
2019
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RISING TENSION IS MAKING INVESTORS NERVOUS

Global risks are driving much of the tension

* Among the global investment community

58%

18%

40%

34%

63%

43%

33%

66%

73%

80%

Rising US interest rates

Brexit

Poor eco growth in China

Threat of a global recession

Threat of a trade war

Fall 2019 Fall 2018
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MORE THAN HALF BELIEVE A BEAR MARKET IS LOOMING

* Among the global investment community

4%

29%

66%

Very likely

Somewhat likely

Not very likely
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CREDIBILITY REASSURES

What are the most important aspects of management credibility?

68% Meeting or exceeding 
articulated goals

43% Being honest, 
forthright and open

* Among the North American buy-side



74% Management Credibility

73% Effective Business Strategy

71% Good ROIC

67% Sound Capital Deployment

65% Reliable Cash Flow

64% Sustainable Margins

56% Strong Balance Sheet

56% Attractive EPS Growth

56% Revenue Growth Potential
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IN 2019, IT REMAINS THE TOP INVESTMENT DRIVER

* Among the global investment community
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THE CREDIBILITY FACTOR … WHAT IS IT WORTH?

• Easy when the tide is rising

• Difficult when the tide is going out

IRO’s TOP Job

Combatting uncertainty

Sustaining credibility

What’s at stake … valuation!
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PROVEN TOOLS OF CREDIBILITY

Access

Guidance
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GIVE INVESTORS WHAT THEY WANT… ACCESS

49%
Will NOT buy/ 

recommend a stock 
without first meeting 
senior management

* Among the global investment community



Is management more forthcoming in private meetings?

66%

30%

4% YES

NO

Uncertain

"In private settings, 
the company is a
bit more forthcoming 
with progress and struggles and are 
more candid … a face-to-face is 
always much better."

-Buy-side analyst
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ONE-ON-ONE TIME IS HIGHLY VALUED

* Among the global investment community
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SUSTAIN COMMITMENT TO NDRS

Average Number Of Non-Deal Roadshow Days Conduct Annually

11

14

17

30

Small-cap

Mid-cap

Large-cap

Mega-cap

* Among IROs in North America and Europe
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HOW DOES YOUR ACCESS STACK UP?

11% CEO’s time 

Time allocated to IR activities

Average Annual Investor Interactions

137 Buy-side Firms 17 Sell-side Firms

17% CFO’s time

* Among IROs in North America and Europe
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HOW DOES YOUR ACCESS STACK UP?

47%

33%

18%

3%

3 Times or more

Once or twice

Never

Uncertain

# of times investors meet with management 
PRIOR to investing

CEO
Annually

CFO 
Bi-annually

# times to meet AFTER
investing

* Among the global buy-side



Building 
credibility is 
not easy …

“You have to make a promise 
in order to keep a promise.”

Guidance is the implied 
promise … and bridge 
to credibility
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WHY IS GUIDANCE SO IMPORTANT?
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GUIDANCE REINFORCES CREDIBILITY

Set 
Measurable 

Goals

Achieve 
Goals

Highlight 
success to 
Investors

Key Elements

• Succinct strategy

• Not just the “what” but 
also the “how”

• Cash and capital uses
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NEW YORK TO L.A. – ARTICULATING THE ROADMAP

Strategic Plan

NYC

LA
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TRANSPARENCY - EVEN IN TOUGH TIMES GUIDANCE IS IMPORTANT

77%
Believe management credibility increases 

when companies continue to give guidance 
over the cycle

* Among the global buy-side



Investors believe no guidance warrants a lower multiple

56%
65%

 Buy-side  Sell-side
20

THIRST FOR GUIDANCE SPIKES IN UNCERTAIN TIMES

* Among the global buy-side and sell-side



57%

43%

47%

57%

56%

52%

45%

48%

54%

56%

61%

62%

EARNINGS

Capex

Operational goals

Margins

Revenues

Cash flow

May-19

Aug-14
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CREDIBILITY BUILDING BLOCKS THROUGH GUIDANCE

Preferred Guidance Metrics

* Among the global buy-side
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PREFERRED GUIDANCE FREQUENCY

They want:
• Annual   
• With quarterly updates

They would like:
• Multi-year   
• At least two years out
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IR MATTERS – NOW MORE THAN EVER

62%
69%

81%

2012 2014 2019

Investors believe good IR affects a company’s valuation

The IR Delta

+/- 30%!

Superb IR premium

+10%

Poor IR discount

-20%

* Among the global buy-side
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IR MATTERS – NOW MORE THAN EVER

IR expected to step up …

70%
1%

7%

21%

More important

Less important

No change

Uncertain

Importance of Proactive IR (Post MiFID II)
(Among the Global Buy-side)
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THE LINK BETWEEN IR AND VALUATION

10% 10% 10% 10% 10% 10% 12,5%

-15%

-25%

-17,5%
-12,5%

-20% -20% -20%

2007 2009 2010 2011 2014 2016 2019

Premium for good IR Discount for bad IR

How much can IR impact valuation?

* Among the US buy-side
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YOU MAY FEEL LIKE A BROKEN RECORD… INVESTOR A.D.D.

# companies an analyst typically owns/covers/follows

• They are looking to 
cross your name off 
their list128

* Among the global buy-side



Reinforce 

Strategy 

Do NOT pull back on providing 
management access

• Investors crave reassurance during 
uncertain times

• Must be ready to explain your exposure
• This is when relationships are really built
• Candor wins the day

Stand firm on providing 
some guidance

• It’s the key to credibility
• Something achievable (financial, strategic or 

operational)
• If you can’t see ahead, how can they? 

Heightened 

Access

Guidance 

is key
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PROTECTING CREDIBILITY






