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BACKGROUND 



• 40 years survey-based rankings and analysis  
Annual studies of global equities and fixed income markets provide access to leading 

investment professionals across the world, accompanied by in depth articles and insight in II 

Magazine 

 

o Research                                                Europe  
o Sales                                                        Japan 
o Trading                                                    Asia 
o Investor Relations                                   LatAm 
o Hedge Funds                                          U.S. 

 

Institutional Investor Research 



Research Methodology 2016 



Research Methodology: Triangular Approach 

Buy-Side 
Investors 

Corporates 

Sell-Side 
Analysts 

• 817 sell-side analysts 
• 139 firms 

→ nominating  1,015 COs 
→  across 31 sectors 

• 1,245 buy-siders and PMs 
• 668 firms 

→ nominating  938 COs 
→ across 31 sectors 

547 IROs and CFOs giving 
insight on best practice in 
investor engagement 



 
Buy-Side Voter Universe 



 
Sell-Side Voter Universe 



 
• Global Voter Universe 
• Confidential and anonymous 
• No weighting on AuM 
• No vote swapping 
• Unprompted – ‘write-in ballot’ 

 
 

Research Methodology: Key Differentiators 



Research Methodology – Write-in Ballot 



Research Methodology – 6 Performance Metrics 



The Analysis 



Football is a simple game; 22 men 
chase a ball for 90 minutes and at 

the end, the Germans win. 
 

—•Gary Lineker[1] 
 

https://en.wikipedia.org/wiki/Gary_Lineker
https://en.wikipedia.org/wiki/England%E2%80%93Germany_football_rivalry#cite_note-1


What Buy- and Sell-siders want? 
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BS 2017 Rating
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The company
provides a timely
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level of financial

disclosure

Senior executives
are accessible

The IR team is well
informed and

empowered to
speak

authoritatively on
the company's

behalf

Quality of
corporate

documents and
investor kit
materials

The company
responds quickly

and thoroughly to
requests

Hosting the most
constructive

conference calls

8.35 8.18 7.89 7.72 7.28 7.15 

8.39 8.09 
7.25 7.35 

6.95 6.83 

SS 2017 Rating BS 2017 Rating



Overall Ranks and Analysis – IR Programme 
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BS/SS – Financial Disclosure & Transparency 
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BS/SS- Access to Senior Management 
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BS/SS: Credible and authoritative IR Team 
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Quality of Corporate Documents 
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Filling in the blanks…Best Practice 



5% 

19% 

26% 

17% 

33% 

13% 

25% 25% 

13% 

25% 

-% -% 

43% 

14% 

43% 

%
5%

10%
15%
20%
25%
30%
35%
40%
45%

Less than 1
year

1-3 years 4-7 years 8-10 years More than 10
years
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IR Experience & Professional Background  

43% of German companies have more than 
10 years experience 

Average number in IR Team is 3 – German IR 
Teams  have 4 
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IR Programme activities 
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The Buy-Side 



Buy-Side: Allocation of Time 
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Hosting of Analyst days 
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Channels of attracting new investors 
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Buy-Side : Effective Communication 
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Buy-side: Effective Interaction 

How often does the company's executive 
team initiate contact with the buy side?  

Change in executive team's interaction 
with the buy side  
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Buy-side: Effective Interaction 

One-on-one meetings with analysts or portfolio managers Events sponsored by a sell-side firm
Total UK 234 90
Total German 328 71
CEO UK 124 30
CEO German 63 39
CFO UK 110 40
CFO Germany 232 28
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The Sell-Side 



Sell-side: Effective Research  

An average of 24 sell-side analysts 
cover German companies versus 

19 in other European countries 

Change in published research by brokerage firms  
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German Companies read an 
average of 16 analysts research 

consistently versus 14 in other 
European countries 



100% 

71% 

43% 

29% 

43% 

14% 

88% 

50% 

63% 

38% 

63% 

0% 

86% 86% 

43% 

0% 

14% 14% 

0%

20%

40%

60%

80%

100%

120%

Earnings calls and Q&A Personal contact by
phone or email

Company publications
(financial

announcements,
annual reports, etc.)

One-on-one meetings Group analyst briefings
and site visits

Nondeal road shows

Spanish Companies UK Companies German Companies

Sell-side: Effective Interaction 



Change in executive team interaction with 
the sell side  
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Sell-Side: Effective Interaction 

How often does your executive team 
initiate contact with the sell side?  
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• Fresh blood 

• Stay close to investors 

• More active road show management, with broker and 

independently 

• Regular workshop based analyst/investor days 

• Relevant industry conferences to attract more new investors 

• Increase sell-side interaction with one-on-one meetings 

 

Key take outs 



Thank you for your time  
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