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How can German companies gain more U.S. shareholders?
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Let’s start with German-American relations: The first German settlers came to Philadelphia in October 1683



Sample to Insight

4

Third most common spoken languages in the U.S.

Source: http://globalmappimng.tumbler.com Copyright © 2014 Manish Nag. All rights Reserved, Amer. Community Survey 2012 5-Yr (b16001)

Did you know German-Americans – about 44 million people – are the largest ancestry group in the U.S.? 
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Americans love Germany – every year they march up Fifth Avenue in the Steuben Parade
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In EUR billions
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Americans love buying German products – and it’s more than just cars
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Domestic
35.8%

Foreign
53.7%

Not attributable
10.5%
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DAX ownership overview

Source: Ernst & Young report “Wem gehört der DAX?” (April 2018)
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Americans also love investing in German companies – they currently own about 21% of the DAX index
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As of September 30, 2016

Nominal total value of the investment: 
€16.2 bn

As of September 30, 2016

Nominal total value of the investment: 
€29.9 bn

As of September 30, 2016

Nominal total value of the investment: 
€107.5 bn
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MDAX SDAXTecDAX

Source: Cometis and IPREO “Wem gehört der deutsche börsennotierte Mittelstand”
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Americans love MDAX, TecDAX and SDAX companies even more – all have higher U.S. holdings
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So let me ask some questions:

How can we do a better job on the 

road of efficiently reaching 

U.S. investors?

Why only 

20% or 

30%?

How can we get more U.S. investors 

if only a few German companies 

have U.S. listings?

If Americans love Germany so 

much, what can we do to foster

more interest in German shares?

?
1

Why can’t we reach 40% or 50% 

share of U.S. investors in

German stocks?

2

3

4

German companies have decent holdings among U.S. investors – but we can do much better
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U.S. investments in foreign equities

10

Source: U.S. Federal Reserve

We can get more U.S. investors: U.S. investments in non-U.S. equities is about $9 trillion and growing
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BOAML survey: Equity markets to overweight over the next year

Source: Bank of America Merrill Lynch Regional Fund Manager Survey
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We can get more U.S. investors: Germany is seen as most attractive European market to overweight in 2019
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“The Trillion Dollar Club” investment companies

Source: Bloomberg, company websites, Willis Towers Watson, visualcapitalist.com

We can get more U.S. investors: The U.S. is home to 11 of the 15 “Trillion Dollar Club” investment companies
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So let me give a call to action:

4
Do roadshows right –

visit the right investors… 

in the right cities… 

with the right planning

 Case study: Exane BNP

3

Play chess, not checkers –

use clever ways to gain visibility 

and attract attention

 Case study: Merck KGaA

 Case study: Actelion

21
Improve access and visibility –

act local, but do it from Europe

 Case study: QIAGEN

Find a way for U.S. investors to settle 

trades in your stock in U.S. dollars –

get over the bad history of ADRs

 Case study: Morphosys

$

Call to action: Let’s find ways to get more U.S. investors in German companies
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THE BUILDING BLOCKS OF LIFE:

DNA AND RNA

14

QIAGEN: The molecular revolution is gaining momentum – increasing importance of valuable insights
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 2017 sales ~$1.42 billion

 Global reach >35 countries

 Employees ~4,800

 Share listings Frankfurt / NYSE 

(global share)

 Headquarters Netherlands

 Leader in molecular testing solutions

 True hybrid covering continuum from 

Life Sciences to Molecular Diagnostics

~87%

~13%

Instruments and automation systems

Consumables (incl. bioinformatics)

QIAGEN: World leader in molecular testing solutions to gain valuable insights from biological samples

Scientific breakthroughs

Academia

~23%

Pharma

~19%

Better and safer drugs

Applied Testing

~10%

Secure and protect

Molecular Diagnostics

~48%

Better healthcare

Facts and figures

QIAGEN at a glance

15
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James Allison – 2018 Nobel Prize (medicine)

Frances Arnold – 2018 Nobel Prize (chemistry)

Tasuko Honjo – 2018 Nobel Prize (medicine)

QIAGEN: “One big idea” to help customers gain valuable molecular insights – and even win Nobel Prizes
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We are a Dutch N.V. holding company… 

With operating headquarters in Germany and the U.S. … 

IPO on NASDAQ in 1996 with global shares (not ADRs!)… 

Secondary IPO in Frankfurt with same global shares in 1997… 

Switched listing to NYSE in 2018… 

49% of our investors in the U.S. …

And 55% of our sell-side analysts.

QIAGEN: We have to “act American” because half of our shareholders and analysts are in the U.S.
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Separate U.S. and European business cards Must be available late European nights for U.S. calls

QIAGEN: We approach IR to be “American in the U.S.” and “European in Europe” – and always reachable
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NY 
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FRA 

Time

Monday

“Results release day”

Tuesday

“Results IR call day”

Wednesday

“Travel day”

Thursday

“Roadshow day”

Friday

“Roadshow day”

00:00 06:00

01:00 07:00

02:00 08:00

03:00 09:00

04:00 10:00

05:00 11:00

06:00 12:00

07:00 13:00

08:00 14:00

09:00 15:00

10:00 16:00

11:00 17:00

12:00 18:00

13:00 19:00

14:00 20:00

15:00 21:00

16:00 22:00

17:00 23:00

19

Public announcement

Sell-side calls (to 1 a.m.)

Global leadership call

QIAGEN: We announce news at times to reach all shareholders and analysts worldwide – not just Europe

Media calls

IR conference calls

Follow-up calls

Roadshow

Roadshow

Roadshow

Roadshow



Sample to Insight

20

QIAGEN: We allocate ~50% of CEO / CFO and IR team travel to U.S. activities

IR days on the road:

 47% in U.S.

 47% in Europe

 6% in other regions

Sell-side broker conferences:

 45% in U.S.

 55% in Europe
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A – Analyze shareholder base and potential targets

B – Background potential targets on equity story

C – Conduct CEO / CFO discussions as close

Our ground rule:

“No one talks to CEO / CFO without prior discussion with IR”

ABCs of Investor relations

QIAGEN: We are pushing phone calls and site visits as MiFID 2 leads to reduction in broker activities
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U.S. GAAP and IFRS annual reports

QIAGEN: We produce results in U.S. GAAP and IFRS to address investor needs and regulatory rules
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Call to action: Consider how to make your IR program more “U.S. investor friendly”

1

2

3

4

5

What time of day do you make announcements? Middle of the night for U.S. investors?

IFRS reporting? Do you offer a reconciliation or explanation of key differences to U.S. GAAP?

How easy is it for the U.S. financial community to reach you via phone and e.mail?

How culturally prepared are your CEO / CFO and the IR team for the U.S.? 

How prepared are you for a U.S. activist attack? Who are your friends in the U.S.?
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So let me give a call to action:

4
Do roadshows right –

visit the right investors… 

in the right cities… 

with the right planning

 Case study: Exane BNP

3

1
Improve access and visibility –

act local, but do it from Europe

 Case study: QIAGEN

Find a way for U.S. investors to settle 

trades in your stock in U.S. dollars –

get over the bad history of ADRs

 Case study: Morphosys

$

Call to action: Let’s find ways to get more U.S. investors in German companies

Play chess, not checkers –

use clever ways to gain visibility 

and attract attention

 Case study: Merck KGaA

 Case study: Actelion

2
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Known in the U.S. as … “Merck KGaA, Darmstadt, Germany”

Case study: Merck KGaA gains access to U.S. investors through sell-siders covering acquired subsidiary 
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Swiss biotech company acquired by Johnson & Johnson in 2017

 Only listed in Zurich 

 Recognized in Extel rankings for outstanding IR (U.S. and Europe)

Roland Haefeli

Case study: Actelion combined as many IR trips as possible with medical industry and sell-side conferences
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Call to action: Consider how to make your IR program more “U.S. investor friendly”

1

2

3

How could you expand your sell-side interest in the U.S. without aggravating your European analysts?

Do you have business units that have U.S. peer companies and could be a way to gain attention?

Are your top leaders at industry conferences that are well attended by key investors and analysts?
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So let me give a call to action:

4

Play chess, not checkers –

use clever ways to gain visibility 

and attract attention

 Case study: Merck KGaA

 Case study: Actelion

21
Improve access and visibility –

act local, but do it from Europe

 Case study: QIAGEN

Find a way for U.S. investors to settle 

trades in your stock in U.S. dollars –

get over the bad history of ADRs

 Case study: Morphosys

$

Call to action: Let’s find ways to get more U.S. investors in German companies

Do roadshows right –

visit the right investors… 

in the right cities… 

with the right planning

 Case study: Exane BNP

3
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53%
say MiFID 2 means more work,

but not going to expand teams

63%
do not want to organize 

roadshows themselves

71%
want more investors in the U.S., 

vs 64% in Europe

Source: Exane BNP survey (October 2018)

53%
expressed difficulties in 
booking roadshows

MiFID 2

81%
complain about increase in 
direct requests from buy-side

MiFID 2 stinks: It is creating a mess for corporates – more inbound visits and direct buy-side contact
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“This is not rocket science, but it is an 

art to find the right investors in the right 

cities and avoid travel hassles.”

 Don’t waste time on investors who cannot invest overseas

 Also avoid those interested in competitor checks

 Logistics are far more critical than in Europe

 Big distances can mean big weather issues

 Travel East to West – use time zones to your advantage

 Remember holidays – federal, state and religious

 Look for meeting critical mass in selected cities

 Consider video conference before visit

 Combine trips with visits for other corporate needs

 Small and mid-cap companies: 

 Pick times when calendar not busy with U.S. company 

reporting and broker conferences

U.S. roadshow planning views

Case study: Make sure to be aware of key issues particular to U.S. investor relations

Benedicte Thibord
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MDAX / TecDAX / SDAX top holders

September 30, 2016 
vs. September 30, 2015F

Rezo Kanovich

Consistency in the “usual suspects” among top U.S. holders in MDAX / TecDAX / SDAX companies
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MDAX top holders

September 30, 2016 
vs. September 30, 2015

Consistency in the “usual suspects” among top U.S. holders in MDAX / TecDAX / SDAX companies
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TecDAX top holders 

September 30, 2016 
vs. September 30, 2015

Consistency in the “usual suspects” among top U.S. holders in MDAX / TecDAX / SDAX companies
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SDAX top holders

September 30, 2016 
vs. September 30, 2015

Consistency in the “usual suspects” among top U.S. holders in MDAX / TecDAX / SDAX companies
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Case study: Exane BNP U.S. investor overview

Case study: Why always the same accounts in New York, Boston and Los Angeles?

Source: Exane BNP Paribas insight, In orange: main Institutions active in European Small & Mid caps



Sample to Insight

36

MDAX roadshow cities

German companies have to test the waters outside of New York, Boston and Los Angeles
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TecDAX roadshow cities

German companies have to test the waters outside of New York, Boston and Los Angeles
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SDAX roadshow cities

German companies have to test the waters outside of New York, Boston and Los Angeles
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Call to action: Consider ways to target and attract U.S. shareholders outside New York and Boston

1

2

3

4

Have you made an acquisition that can provide access to new sell-side analysts?

Do you have a U.S. subsidiary that would be interesting for a visit?

Who are your peer companies? Are there analysts in the U.S. interested in your industry?

How can you squeeze more out of your IR budget for travel? What are video conference options?
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So let me give a call to action:

Do roadshows right –

visit the right investors… 

in the right cities… 

with the right planning

 Case study: Exane BNP

3

Play chess, not checkers –

use clever ways to gain visibility 

and attract attention

 Case study: Merck KGaA

 Case study: Actelion

21
Improve access and visibility –

act local, but do it from Europe

 Case study: QIAGEN

Call to action: Let’s find ways to get more U.S. investors in German companies

4 Find a way for U.S. investors to settle 

trades in your stock in U.S. dollars –

get over the bad history of ADRs

 Case study: Morphosys

$
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Great!

41

Do you offer a way for U.S. 

investors to trade your stock 

in U.S. dollars?
?

Yes

No

Losing 

access to 

potential 

investors!

A quick quiz: Do you provide access to investors to settle trades in U.S. dollars?
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Top 20 Depositary Receipt holders (As of December 31, 2016)

Source: BNY Mellon 2016 ADR Report

If you answered “no,” you are losing out on access to >$200 billion of U.S. funds that only invest in dollars
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 U.S. dollar-denominated instruments issued by a

depositary bank and traded in the U.S. market

 Represents ownership of underlying shares deposited

in local custody

 ADRs and local shares are fungible

Welcome to the world of American Depositary Receipts (ADRs)

Source: Deutsche Bank

ADRs are a way for U.S. investors to trade your stock in U.S. dollars on a U.S. exchange or OTC market
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Source: Market Business News

ADRs explained: Banks buy and sell home market shares, offer “depositary receipts” in dollars to investors
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 Restrictions: Certain funds can only hold 

dollar instruments and

 Convenience: Ease of holding since

ADRs are treated like a U.S. stock

 Economics: ADRs can be a cheaper trading option

than transaction costs for underlying foreign shares

 Increase and diversify U.S. ownership

 Raise visibility in the U.S. (customers, suppliers, etc.)

 Facilitate U.S. employee stock ownership

 Raise capital in the U.S. or use acquisition currency

For investors For corporates

ADRs offer many advantages

Source: Deutsche Bank

But you are still exposed to foreign exchange risks

ADRs offer significant benefits to both investors and corporates – but still leave holder with FX risk
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Program type Description SEC filing 

requirements

Capital 

raising?

Unsponsored  ADRs traded on U.S. OTC market, use existing shares

 No contractual relationship with company

 Up to four depositary banks can establish

Form F-6

12g3-2(b) exemption

No

Sponsored Level I  ADRs traded on U.S. OTC market, use existing shares

 Company has contract with single depositary bank

Form F-6

12g3-2(b) exemption

No

Sponsored Level II  ADRs listed on NYSE or NASDAQ

 Use existing shares

Form F-6

Form 20-F

No

Sponsored Level III  ADRs initially placed with U.S. investors 

 Listed on NYSE or NASDAQ

Form F-6

Form 20-F

Form F-1

Yes

46

Types of ADRs

Four different types of ADRs are available to you – not everyone needs a sponsored program
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“U.S. listing wave” among German companies

At one point 18 German companies were listed on NYSE or NASDAQ – or nearly half the DAX index!
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Source: Wolfgang Bessler

But then came the financial crisis and Sarbanes-Oxley – so German companies abandoned Wall Street
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Current German sponsored ADR programs Current EMEA listings on NYSE 

Source: NYSE data

The outcome: Only a few German companies still have sponsored ADR programs on NYSE and NASDAQ
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UK
34%

Netherlands
13%

Russia
10%

Switzerland
9%

Israel
7%

France
6%

Luxemburg
4%

Belgium
4%

Germany
3%

South Africa
2%

Other
8% Russia

20%

UK
20%

South Africa
8%Netherlands
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Israel
8%

Switzerland
6%

Finland
6%

Spain
5%

France
4%

Luxemburg
3%

Other
12%
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Europe, Middle East & Africa (EMEA)  

Depositary Receipt trading value

Total DR value: $1.4 trillion Total DR volume: 61 billion

Depositary Receipt trading volume

Germany

does not 

even show up!

Source: Citibank ADR Report

The outcome: Germany is underrepresented in ADR trading and losing access to potential U.S. investors
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Case study: Morphosys Level III ADR offering

Source: Citibank 2018 ADR Report

Case study: Clever decision by Morphosys to launch Level III ADR and gain U.S. support for higher valuation
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Source: NYSE

Companies often cite listing and legal fees – up to $1 million a year – as a reason against a U.S. listing
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Source: OTC Markets

OTC Markets: Novel way for German companies to “dip a toe” into the U.S. market with unsponsored ADRs
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Call to action: Consider the value of a U.S. listing for investors – as well as for use with other stakeholders

1

2

3

4

5

6

Are you offering U.S. investors a way to settle trades in U.S. dollars? Why not even an OTC listing?

How do you rate the attractiveness of your stock for U.S. investors?

How is your competitor landscape? How many are in the U.S.? 

Has your company considered raising capital through a U.S. offering?

How would a U.S. listing help in terms of creating acquisition currency?

Do you need a U.S. listing for share-based compensation?
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Improve access and visibility:  

Act local, and even do it from Europe

Play chess, not checkers: 

Use clever ways to gain visibility and attract attention

Find a way for U.S. investors to settle trades in your stock in 

U.S. dollars: Get over the bad history of ADRs

Do roadshows right: 

Visit the right investors in the right cities with the right planning

55

Summary: Go big or go home. Let’s find ways to get more U.S. investors in German companies
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Before I end, an update on the newest IR trend – Instagrammable investor meeting rooms



Sample to Insight

57

This was a standard room at the Goldman Sachs / Berenberg Germany conference – dull and boring
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But this was the Westwing room – we all have to step up our game


