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YTD: KLCI   1,075.24 D22.6%   STI  2,333.14 D32.4%   HSI  18,378.73 D27.7%   NIKKEI   9,958.44 D12.4%   DOW   8,447.00 Ð3.8%   RM/USD  3.513 Ð0.3% 

¯If your client is not of more 

than US$200 million market 

cap, I don®t wanna waste 

time seeing them,° said a 

Hong Kong-based fund man-

ager, as we pitched a Main 

Board company with less 

than RM200 million market 

cap and a single digit PE. 

The common concerns of 

most fund managers are 

valid; what with the risk of unsustainable business 

model, as well as lack of avenues for financial  

resources and mid-level human capital to spearhead 

the company®s direction.  

Of course, there are some funds who invest in small 

caps; but even then, these are a dying breed as the 

markets vanquished last year along with them.  

Their investment is often premised upon these small 

caps one day becoming the future®s blue chips. But the 

risk of investing in a small cap can be high; are they 

investing in a ­dog® or a ­star®?     

Unless small caps are able to convince the 

funds of their business sustainability, they 

could be in for a hard time getting long-term 

investors or analysts. 

In today®s capital markets where funds are just spoilt for 

choice, small caps® Investor Relations officers/

consultants need to have the right strategy for the  

investment fraternity and media to buy in to their 

growth stories. 

+ĖĎĿúÌ×Ĺ ĵBúí÷ T×ŉ {ĖĹŉ÷Ķ CĎŞ×ĿŉĖĹĿ. While institu-

tional funds tend to invest in companies with high  

liquidity (which can be a challenge for small caps), high 

net worth investors would usually not mind investing in 

illiquid growth companies. Not beholden to anyone, they 

can be in for the long term even if the share price dips. 

Besides, these investors, after buying in, would not  

hesitate to recommend the stock to their rich peers.  

Participate in Investor Conferences. Investor confer-

ences, organized by brokerages or IR Agencies, can be a 

good platform and a cost-effective way for small caps to 

showcase their companies® investment merits. If you 

have already research coverage, talk to the analyst to 

take part; otherwise engage a well-connected IR Agency 

to organize investor roadshows or conferences. 

Engage the Retail Market. Forget about the large  

insurance funds in the meantime, whose minimum  

investment can potentially make you their associate 

companies! Your IR strategy should instead be balanced 

between institutions and retail market. More impor-

tantly, it is invariably the retail investors that provide the 

liquidity boost to an otherwise quiet stock. 

Catch-22  fo r  Smal l-Cap Compan ies 
INVESTOR relations for small- to mid-cap companies has never been easy. On one hand, the securities 
authority requires these companies to fulfil their corporate governance responsibility to keep investors 
informed; on the other hand, the sell-side analysts and media are not biting since they are deemed too 
small to begin with! In fact, the situation is worsened in the currently-compressed valuation market 
environment, where large blue-chip companies are trading at a steal.  

Take -home for 

Small Caps:  

¶ Hold at least 2 

analystsõ brief-

ings annually to 

motivate re-

search coverage  

¶ Editors might not 

pick up press 

releases, so give 

regular exclusive 

stories to media  

¶ Ensure annual 

reports contain 

investor -friendly 

information, and 

send a copy to the 

heads of research  

¶ Consider out-

sourcing to the IR 

specialist that 

has the expertise 

and the investor 

and media net-

works  

REDHERRING  

Corporate Responsibility: A Delicate Balance between Profits & Social Obligations 
IT seems like a paradox for companies to embrace social responsibility and, at the same time, 
enhance profitability. Is it a myth that good CSR companies appeal to quality investors? 

In all our years of organiz-
ing investor roadshows and 
analysts® briefings, I must 
say we have never heard 
investors asking about a 

company®s CSR initiatives.  

Let®s be honest, an investor 
would rather have people 
smoking leaf, than get his 

hands (investment) burned. 

Wait a minute! Has the 
authority made a mistake in legislating all 

listed companies to embark on CSR? 

We believe the competitive market place  
today demands businesses to first appeal to 
their consumers, with high respect for the 
environment and stakeholders® interests. Such 
customer-centric CSR tends to perpetuate a 
business®s viability, thus creating long term 

sustainability.   

iĖĊ×ŉúĊ×ĿÉ ŉ÷× ĵĿĖÀú¥ĄĄŢ-Ĺ×ĿħĖĎĿú¶Ą×Ķ 
positioning, or the perception of having 
one, does appeal to an increasing num-
ber of consumers, which in turn trans-

lates to a bigger bottom line.  
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The consumers® support will undoubtedly 
create value and attract investors, ulti-
mately enriching the valuation of a listed 
company. The only caveat is that it may 
be one big cycle before the CSR initiative 

has any impact on the profits.   

So, before you sign 
the cheque for the 
next CSR initiative,  be 
sure that it captivates 
your consumers first -
then the investors will 

follow.  
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The team at Aquilas has in-depth experience in serving more 
than 50 Bursa-listed clients across a broad range of  
industries and has produced annual reports for not only 
MainBoard PLCs but also many mid and small cap  
companies.  

This has given us extensive knowledge of the changing  
regulatory and legislative landscape and a real understand-
ing of how to communicate your investment merits and  
corporate performance in a compelling and persuasive way. 

Aquilas Advisory provides clients with clear direction in the produc-
tion of Annual Report by giving advice on the practical application of 
best practices and by producing distinctive key messages to  
communicate strategically to the shareholders, through the Chair-
man®s Statement, Operations Review/Management Discussion & 
Analysis of Results, Corporate Responsibility Review, Financial  
Highlights, and Corporate Governance Statement. 

Our methodology is as follows: 

Aquilas works alongside clients in developing 
shareholders® and media communications 
strategy for AGM that is consistent with the 
key messages in the Annual Report. 

Annual Report & AGM Services  
All About Communicating The Right Messages  

 

Aquilas® team has been helping regional PLCs communicate with the  
investment public since 2002. 
 
We are experts at developing compelling IR message and implementing 
fully-integrated financial communications strategy that will motivate your 
targeted investor audience. 
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Aquilas offers complete 
turnkey from Design & 
Layout to Digital Color 
Proofing, Printing and 

Delivery. 


