
An activist investor rarely operates without the 
support of a company’s major shareholders. 
The questions they ask their fellow shareholders 
should be the ones you already know the answers 
to. An independent study ensures you are always 
ahead of the curve.

Our approach
A study for a top 50 company with a global 
shareholder base will differ in scope from an 
ex-100 company whose register is often dominated 
by Australian institutional investors. Tailoring the 
questions, defining the target audience and getting 
the right balance between ‘buy side/sell side’ 
analysts is key to delivering quality feedback that 
management can rely on. Interviews are conducted 
by IR specialists with decades of financial market 
experience, and the process takes 4-6 weeks. 
We work to a structured format that optimises the 
quality of feedback we guarantee to deliver.

The Perception Report 
 – Provides high quality feedback from existing and 
potential shareholders and analysts that enable you 
to refine your IR messages and activities; and

 – Identifies any underlying issues, enabling 
companies to address them before they become 
a problem.

Some of the questions the Report answers
 – Is your corporate strategy understood 
and considered appropriate?

 – What does the market see as your company’s 
operational strengths and weaknesses?

 – How effective are your presentations and reports?
 – What are the ‘hot button’ issues and performance 
expectations?

 – How are you perceived relative to your peers?
 – How is the company’s approach to financial 
disclosure and capital management regarded?

PERCEPTION RESEARCH: 
CAPITAL MARKETS
Find out what your institutional shareholders  
and informed market analysts really think…  
before an activist does.

FIRST INVESTOR RELATIONS



Investor Relations
Corporate Communications
Transaction Communication Services 
Shareholder Solicitation 
Digital and Document Design
Shareholder Analytics

Level 13, 570 George Street
Sydney NSW 2000 Australia
T +61 2 8011 0350
E info@firstadvisers.com.au

Find us on:

firstadvisers.com.au

PERCEPTION RESEARCH:  
CAPITAL MARKETS

The Perception Report delivers
 – Full transcripts of interviews with institutional 
investors and analysts.  
Responses are provided on an unattributed 
basis but identified according to ‘buy side’ 
or ‘sell side’ status

 – Quantitative ratings for key questions with 
responses identified according status

 – Summary and key conclusions for each section
 – An overall executive summary tailored for 
inclusion in board reports

 – Rating summary for the Company on  
up to twelve key criteria which can be used 
as KPIs for measuring the effectiveness of 
IR initiatives over time 

Board Presentation
FIRST Advisers can, in addition, present the 
key findings of the study to the Board, recommend 
changes to the IR programme to management and 
provide ongoing support as required.

Perception Research Retail 
Shareholders
Retail investors have different priorities to 
institutional investors. Understanding what these are 
is an important first step to tailoring how companies 
communicate with this important shareholder group. 
Refer to our brochure on Retail Perception Research.
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Summary	  of	  Key	  Findings	  

TOPIC	   FINDING	  

Corporate	  and	  	  
Business	  Strategy	  

n Participants	  generally	  believe	  that	  they	  have	  a	  good	  understanding	  of	  
XYZ’s	  strategy.	  

n While	  the	  strategy	  for	  the	  ABC	  division	  is	  seen	  as	  externally	  growth	  
focused,	  the	  ABC	  division	  and	  DEF	  business	  are	  both	  seen	  as	  
turnaround	  stories.	  A	  number	  of	  participants	  questioned	  XYZ’s	  
commitment	  to	  the	  ABC	  division	  and	  DEF	  business.	  	  

n XYZ’s	  strategy	  is	  generally	  viewed	  as	  appropriate	  and	  credible.	  
However,	  concerns	  exist	  regarding	  the	  company’s	  ability	  to	  successfully	  
execute	  their	  strategy.	  	  

n All	  participants	  indicated	  they	  have	  a	  good	  understanding	  of	  the	  
rationale	  for	  XYZ’s	  acquisitions.	  Many	  broker	  analysts	  indicated	  that	  
while	  they	  understand	  the	  rationale,	  they	  do	  not	  agree	  with	  it.	  

n There	  was	  no	  common	  view	  regarding	  the	  performance	  of	  XYZ’s	  
acquisitions.	  Key	  reasons	  for	  this	  include	  lack	  of	  information	  regarding	  
their	  performance	  and	  the	  short	  time	  period	  since	  they	  were	  acquired.	  
Some	  participants	  voiced	  concerns	  regarding	  the	  price	  paid	  for	  
acquisitions	  relative	  to	  their	  performance	  potential.	  

Competitive	  	  
Position	  

n The	  competitive	  position	  of	  XYZ’s	  domestic	  businesses	  is	  reasonably	  
well	  understood,	  however	  the	  ABC	  division	  business	  is	  less	  understood	  
and	  viewed	  as	  more	  complex.	  	  

Business	  	  
Performance	  

n The	  company’s	  key	  strengths	  are	  viewed	  as	  the	  quality	  of	  European	  
distribution,	  the	  strength	  of	  the	  DEF	  business	  and	  XYZ’s	  size	  and	  scale.	  

n Participants	  perceived	  the	  company’s	  key	  operational	  weaknesses	  to	  
be	  the	  management’s	  track	  record	  and	  lack	  of	  industry	  background,	  the	  
quality	  of	  the	  senior	  management	  team,	  the	  underperformance	  of	  the	  
ABC	  division	  business	  and	  risks	  surrounding	  XYZ’s	  acquisition	  strategy.	  

n The	  key	  risks	  facing	  XYZ	  most	  commonly	  cited	  were	  the	  impact	  of	  
competition	  on	  the	  company’s	  GHI	  business	  and	  acquisition	  risk.	  

n Participants	  believe	  XYZ’s	  strategic	  priorities	  should	  include	  increasing	  
the	  scale	  and	  presence	  of	  its	  global	  ABC	  business,	  improving	  the	  
profitability	  of	  its	  domestic	  businesses,	  and	  selling	  non-‐core	  businesses	  
at	  an	  appropriate	  valuation.	  

n The	  primary	  performance	  metric	  is	  viewed	  as	  ROIC,	  followed	  by	  EBITA	  
margins,	  EPS	  growth	  and	  ROE.	  

FIRST ADVISERS

[XYZ] COMPANY SAMPLE INVESTOR PERCEPTION STUDY

COMMERCIAL IN CONFIDENCE6

	  

	  
COMMERCIAL	  IN	  CONFIDENCE	  	   FIRST	  ADVISERS	   9	  

Section  1    
Summary:	  Strategy	  &	  Business	  Performance	  

Aggregate	  Score:	   	  32.2/	  56	   Average	  Score:	   	  4.0	  /	  7.0	   	  

	  
The	  rating	  is	  applied	  across	  four	  sections	  (8	  ratings	  questions)	  of	  the	  perception	  study:	  

1. Corporate	  and	  Business	  Strategy,	  
2. Business	  Performance	  
3. Peer	  Group	  
4. Capital	  Management	  	  
	  
The	  following	  mean	  ratings	  were	  accorded	  to	  various	  aspects	  of	  [XYZ]’s	  strategy	  and	  business	  
performance.	  Particular	  feedback	  was	  sought	  on	  the	  following:	  

• Dependence	  on	  acquisitions	  for	  growth:	  	   Highly	  dependent	  (1)	  	   ↔	   Not	  dependent	  (7)	  
• Communication	  of	  rationale	  for	  business	  	  

model	  and	  long	  term	  strategy	  for	  growth:	   Poor	  (1)	  	   ↔	  	   Excellent	  (7)	  
• Competitive	  positioning:	  	   Struggling	  (1)	  	   ↔	  	   Market	  leader	  (7)	  
• Peer	  Group	  relative	  rating:	  	   Worst	  peer	  (1)	  	   ↔	  	   Best	  peer	  (7)	  
• Dividends:	  	   Too	  high	  (1)	  	   ↔	  	   Too	  low	  (7)	  
• Gearing:	  	   Overgeared	  (1)	  	   ↔	  	   Undergeared	  (7)	  
	  

	  
Ratings	  Strategy	  &	  Financial	  Performance	  

1 2 3 4 5 6 7 

Acquisitions for Growth 

Communication of Strategy 

Competitive Positioning - Australia 

Peer Group - Relative Rating 

Dividend Policy 

Gearing Level 

Average Response 

Summary of Responses 
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Representative	  comments	  included:	  

Australia’s	  competitive	  position	  is	  quite	  poor	  at	  the	  moment.	  It	  seems	  that	  scale	  simply	  didn’t	  matter	  
when	   it	   came	   to	   the	   crunch.	   It’s	   just	   a	   function	   of	   the	   cycle.	   The	   industry	   has	   poor	   dynamics	   so	   the	  
whole	  market	  is	  struggling	  at	  the	  moment.	  

They	   are	   the	   dominant	   rental	   provider	   but	   the	   competitive	   situation	   is	   tough.	   Their	   customers	   are	  
making	  buy	  vs.	  rent	  decisions	  and	  at	  the	  same	  time	  they	  have	  contractors	  using	  kit	  on	  certain	  jobs	  and	  
when	  they	  leave	  those	  jobs	  they	  have	  excess	  kit.	  So	  as	  a	  pure	  rental	  provider	  I	  would	  say	  that	  they	  are	  
the	   clear	   leader	   in	   the	   sector	   but	   the	   waters	   are	   muddied	   by	   that	   whole	   dynamic.	   The	   market	  
conditions	  are	  overwhelming	  most	  other	  factors.	  

In	  Australia	   they	  have	   a	   good	   track	   record,	   they	   are	   the	  dominant	   player	   and	   have	   a	   good	  balance	  
sheet.	  It	  is	  the	  cycle	  that	  is	  against	  them.	  They	  also	  have	  a	  good	  name	  and	  reputation	  here.	  

I	   think	   their	   competitive	   position	   has	   always	   been	   good,	   but	   they	   are	   often	   not	   in	   control	   of	   the	  
factors	   that	   influence	   their	   business.	   They	   are	   in	   an	   exceptionally	   cyclical	   business	   and	   they	   are	   a	  
leveraged	   business	   within	   that	   cyclical	   business	   –	   operationally	   I	   mean,	   not	   necessarily	   financially,	  
although	  they	  have	  been	  that	  from	  time	  to	  time	  as	  well.	  In	  Australia	  they	  are	  mature	  and	  the	  biggest	  
player.	  

In	  Australia	  they	  have	  good	  market	  position.	  They’re	  one	  of	  the	  key	  players	  and	  have	  plenty	  of	  scale	  
and	  scale	  is	  important	  for	  this	  business.	  

It’s	   structurally	   the	   same	   in	   all	   markets,	   they	   are	   the	   swing	   player,	   the	   marginal	   provider	   of	  
equipment.	   So	   they	   are	   competing	   against	   internal	   resources	   of	   their	   customers	   and	   they	   are	  
competing	   against	   contractors	   who	   have	   their	   own	   equipment.	   So	   [XYZ]’s	   position	   has	   been	   that	  
marginal	  equipment	  supplier	  that	  needs	  to	  be	  hired	  when	  times	  are	  good	  and	  terminated	  when	  times	  
are	  bad.	  I’m	  not	  talking	  in	  terms	  of	  what	  market	  share	  they	  have	  compared	  to	  similar	  companies	  –	  I’m	  
sure	  they	  might	  be	  one	  of	  the	  market	  leaders	  of	  their	  type	  in	  Australia	  but	  that	  would	  be	  missing	  the	  
point	  that	  in	  the	  broader	  equipment	  area	  they	  are	  sort	  of	  the	  marginal	  player.	  
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Why FIRST Advisers?
We are senior practitioners who understand 
investment markets and IR issues. We have strong 
interview skills and over a decade’s experience in 
surveying investor attitudes. We focus on what you 
need to know. We respect the confidentiality of the 
feedback given to us as well as the conclusions we 
provide to our clients.

How to find out more
Contact Ben Rebbeck or Victoria Geddes 
on +61 2 8011 0350 or email us at 
info@firstadvisers.com.au  
 
Ask about our companion Retail Shareholder 
Perception Studies if you want to know what  
matters most to this important investor group.


