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What is Investor Relations?

“Investor relations is a corporate activity,
combining the disciplines of communication and ,
providing present and potential with

an accurate portrayal of a company’s performance

”
L]

and

Louis M. Thompson
(President, The National Investor Relations Institute)



IR Constituencies




IR World

Analysts  Sell-side oS Buy-side  Analysts
Salesman Investors




IR World — Sell-Side Analyst

Hired in bull market & fired
1n bear markets

Job security depends on the
accuracy of the profit
projections and stock
recommendations

Under constant pressure to
generate good stories that
the salesman can pass on to
investors

Stressed by tight deadlines
for printed product, special
requests from the salesman,
and escorting institutional
investors for company visits

Life is a blur

Source: Churchill Pryce IR.
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IR World - Salesman

Sell-side
88

Job security depends upon

the volume of brokerage
transactions he generates
Must understand the
specific needs of each
investor and satisfy them

Life is stressful

Salesman

Source: Churchill Pryce IR.



IR World — Buy-Side Analyst

=  (Career path depends upon the
consistent demonstration of self
discipline, hard work and
financial intelligence

» Under constant pressure to
generate good original
investment ideas by filtering the
recommendations of stock
brokers and intelligently
critiquing their recommendations

= Not stressed by deadlines, but
expected to work long hours
assisting institutional investors
to monitor stocks

» Life is grueling

Source: Churchill Pryce IR. 7



IR World — Institutional Investor

» Hired as fund manager after
years of experience as an analyst
or stock trader

= Job security depends upon the
performance of the portfolios he
manages

= Under constant pressure to
generate good returns for the
portfolios he manages

=  (Constrained in his investment
choices by the strategy stated in
the prospectus for the fund he
manages

= Life is stressful

Source: Churchill Pryce IR. 8



How Can We Make Them Happy?

Website
Annual report
F56-1
Presentation
MD&A

22

Analysts’ briefing

Company visit
Roadshow

>

Convenience
Accessibility
Fair treatment
User-friendly
Knowledge sharing

Relevance & Adequacy
Accuracy & Up-to-date
Timely manner
Consistency




What do analysts and investors
want to know?
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What is Investor Relations?

“Investor relations is the communication of information and
insight between a company and the investment community. This
process enables a full application of
and allows the market to make
an informal judgement about the fair value and appreciate

ownership of a company.”

The Investor Relations Society
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What Do They Want to Know?

Fair value
of the company
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IR Presentation — an effective tool to
communicate the company story




“If I don’t know it in 5 to 10 minutes,

then I'm not going to know 1t in 10 weeks.”

Warren Buffet
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Three Types of IR Presentations

IR Presentations
T I

Events: Events: Events’

= PO =  SET’s Opportunity Day = Event analyst meeting

» Investment conference »  Quarterly analyst meeting - New business

* Non-deal roadshow » Earnings presentation - New strategic direction
(15t contact) - Major investment

» Company visit -  M&A or divestment
(15t contact) - Capital increase

* Analyst meeting * Deal roadshow
(Initial coverage)

=  Crisis

Source: Churchill Pryce IR. 19



Ingredients of the Presentations

IR Presentations
e I

Ingredients: Ingredients: Ingredients:
» Industry overview » Key achievements » Executive summary
» Company overview = Market updates = Rationale of the transaction
» Corporate strategies » Operational performance » Transaction information
» Core products highlights = Impact
= Market-based operations * Financial performance * Timeline
» (Customers highlights
» Competitive advantages / * Analysis of the results
strengths » CAPEX plans * What happened?
» Credit ratings » Maintenance schedules * Impact
= Recognitions = Outlook =  Solution / What’s next?

Source: Churchill Pryce IR. 20



What is Business Model?

Business model is a plan implemented by a company to generate revenue and make profit
from operations. The model includes the components of businesses, as well as, the revenues

it generates and expenses it incurs.

Key
partners

Activities 6&

What do we do

Who are our

suppliers / with our
service resources?
providers?

Resources

[ ||i‘uu -

What are our
resources?

Cost structure

What is the costs of our products?

Value

proposition %

What product
does it best?

Why customer

should buy our
product?

Revenue model

@0 0
Customer w Customer 'ﬂ\ 'ﬁ\
relationship segments

Who does Who are our
interact with our paying
customers? customers?

Channels |;—“ E

How do our

customers buy
our products?

il

I

Where does revenue come from?
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What is Value Driver?

Value driver is anything that could materially affect either a company’s

earnings or share price of its stock.

i Revenue i
' | Operating |
: Profit l
NOPAT : Cost / Expense |
Tax
Working
Invested Capital
Capital
Fixed Capital
Total Capital
Cost Cost of Equity
WACC Cost of Debt
Economic Value Added (EVA)
= Net Operating Profit after Taxes (NOPAT) — Total Capital Cost Tax Rate
Total Capital Cost

= Invested Capital x Weighted Average Cost of Capital (WACC)
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Key Profit Drivers

Price L &Supply
Revenue I Regulation
- © Market

Quantity sentiment

Operating
SO Rent/

Depreciation
Fixed
Personnel
Cost / Expense .
Material
Variable Labor
Marketing

29



Level of Value Driver

Sample — Hotel business

Operational
indicators

Company
specific

_______________________________________________________________________

Revenue

Cost/Expense

Working Capital

Fixed Capital

Number of rooms
Occupancy rate
Average daily room
rate (ADR)

Revenue per available
room (RevPAR)

CAPEX plan
Sources of funds

Portfolio mix
Guest profile
Revenue mix
Marketing
channels

= Cost per room

———————————————————————————————————————————————————————————————————————

Cost of Equity

| Operating
: Profit
—  NOPAT :
— Tax
_E_ Invested
: Capital
L Total i
Capital Cost| |
1 WACC

Cost of Debt

Tax Rate

Debt/Equity
ratio

Loan structure
and repayment
schedule
Interest rate

Effective CIT

= Debt/Equity
internal policy
= Debt covenants



Level of Value Driver

Sample — Retail property business

Operational
indicators

Company
specific

_______________________________________________________________________

Revenue

Cost/Expense

Working Capital

Fixed Capital

Lettable area
Occupancy rate

Average rental rate
(ARR)

CAPEX plan
Sources of funds

Tenant mix
Rental contract
type

Contract term
Construction
cost breakdown

———————————————————————————————————————————————————————————————————————

Cost of Equity

| Operating
: Profit
—  NOPAT :
— Tax
_E_ Invested
: Capital
L Total i
Capital Cost| |
1 WACC

Cost of Debt

Tax Rate

Debt/Equity
ratio

Loan structure
and repayment
schedule
Interest rate

Effective CIT

= Debt/Equity

internal policy

= Debt covenants



Level of Value Driver

Sample — Manufacturing business

Operational
indicators

Company
specific

_______________________________________________________________________

Revenue

Cost/Expense

Working Capital

Fixed Capital

Capacity
Utilization rate
Sale volume and value

Gross profit margin

CAPEX plan
Sources of funds

Product mix
Distribution
channel

Cost breakdown

———————————————————————————————————————————————————————————————————————

Cost of Equity

| Operating
: Profit
—  NOPAT :
— Tax
_E_ Invested
: Capital
L Total i
Capital Cost| |
1 WACC

Cost of Debt

Tax Rate

Debt/Equity
ratio

Loan structure
and repayment
schedule
Interest rate

Effective CIT

Debt/Equity
internal policy
Debt covenants

Tax privilege



