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Best Practice in Investor Relations

Communication with Your Stakeholders:
Channels & Tools

Agnieszka Solarz
IR of BRE Bank

Investor Relations Seminar
Macedonian Stock Exchange and PFS Program
September 24, 2009
Skopje
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Introduction

Com-
merz-
bank
70%

Free 
Float
30%

Universal bank, 
Poland’s no. 3 by total assets
 Historically exposed to corporate 

and investment banking, 
since 2000 with a very fast growing 
retail arm

 Majority-owned 
by German Commerzbank AG 

 Listed on WSE since 1992

 Member of the blue-chip WIG20 index 
mid-cap stock 

 Current market capitalisation 
of PLN 7.8 B 

 Ranked 12 among the largest domestic 
issuers

BRE Bank in a Snapshot

The largest 
Polish Banks 
by Assets

Market Value of 
WSE Largest Banks
(as at 07.09.2009, PLN B)

Shareholder 
Structure 
of BRE Bank

BRE’s Market Value 
Development
(since its IPO)

In PLN B of consolidated assets, data as of 30.06.2009

41.141.645.5
56.564.5
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Market value (PLN B, LHS)

Share price (PLN, RHS)

3.14.37.27.58.410.2
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IR Communication Model & Policy

Organizational structure

Shareholder structure

Company’s capacity

Economic situation 
of the region, country 
and sector

IR 
communication 
model 
determined by:

Historical relationship 
of the company 
with investors and analysts

Individual investors 

v. institutional investors

IR Budget

Number of IR officers 

Scope of responsibilities 
of company’s IR

Co-operation with other units

Positive v. negative opinion

on stock and company’s IR

High v. low interest 
of institutional investors 
in region, country & sector 

The Art Of Choice
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Listen & Learn

What do financial stakeholders expect from a listed company?
(based on various investor studies)

52

46

34

44

38

80

64

34

44

58

75
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54

63

57

0 50 100

Increased management credibility

More long-term investors

More analysts following

Improved access to new capital

Higher share price

Global average
USA
UK

What characteristics make for a good relationship between fund managers and management?
(% of respondents citing critical factor)

Source: IRS

Source: PWC research

The benefits of full disclosure (% of respondents citing critical factor as a benefit of further disclosure)

Openness/ Honesty 98% Full disclosure of strategy 87% Communication 75%

IR Communication Model & Policy
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RATING AGENCIES
Maximum disclosure, immediate 

response, access to all requested 
representatives of the company

Value high level of disclosure 
and access to senior management

Listen & Learn

Require a lot of attention 
at the point of entry, value quality 

of information, looking for a well-told 
story with a long-term strategic 

outlook by top management

Very rare contact 
with the company

SELL-SIDE

LONG-TERM 
ACTIVE 

SHORT-TERM 
MOMENTUM

INDEX

Key characteristics of expectations

What do financial stakeholders expect from a listed company?
(based on BRE Bank’s experience)

Level of  
information 
exchange

Usually no contact 
with the company

IR Communication Model & Policy
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Building Up Good Reputation Among Your Financial Stakeholders
IR Communication Model & Policy

Crucial points of communication 
w ith financial stakeholders

Full disclosure & corporate transparency

Access to top-level executives

Targets & goals; pro-, not retrospective

Staying in touch

1
2
3
4
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IR Communication Channels
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Source: Polish Investor Relations Institute, 2006

IR communication channels by importance 
(channels named by IR officers)

%

Channels Preferred by IROs
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IR Communication Channels
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Source: Polish Investor Relations Institute, 2006

IR communication channels by importance 
(channels named by institutional investors)

Channels Preferred by Institutional Investors

%
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more than 1
meeting per month

1 meeting per
quarter or per

month

1 meeting per 6
months

1 meeting per year No meetings

management board IR

%
Frequency of meetings with investors

Source: Polish Investor Relations Institute, 2006

IR Communication Channels
Meetings with Investors

One-to-one meetings are the most important communication channel 
w ith institutional investors

Active participation of the Management Board representatives 
is a key to success in this activity 

 One-to-one meetings

 Meetings related to publication 
of the results
(quarterly conferences)

 Investor conferences 

 Road-shows

 Investor Day

 General Shareholder Meeting

Forms of meetings w ith investors:
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 It is a good practice to organize a conference 
after results publication

 A conference dedicated to institutional 
investors & analysts helps to overcome 
misunderstandings and create positive 
feedback

 Identification of key topics requiring more 
attention in IR communication with investors 

 Building closer relationship with analysts

 Relatively low costs: 
conference in the company’s office

IR Communication Channels
Meetings with Investors: Meetings/Conferences after Results Publication

Success factors:

 Time: as quick as possible after the publication

 Participation of CEO and/or Management Board

 Conference provides information 
and explanations, it is not a political event

 Possibility to participate in the conference 
via the Internet or phone 
(webcast and/or audio conference)

 Interactivity: questions on-line

 Replay facilities
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 Possibility to meet many investors in one 
place

 Good solution for companies looking for new 
investors

 Business-oriented investors: conferences are 
usually dedicated to particular region or 
segment

 Basic form of contact: 
very effective one-to-one meetings or small 
groups

 Lower costs comparing to a road-show

 Negative: competition of other companies

IR Communication Channels
Meetings with Investors: Investor Conferences

Success factors:

 Participation of CEO or CFO

 Clear corporate message: 
What makes you different from other 
companies?
What makes you entitled to success?

 Presentation on the company 
incl. benchmarks, macro environment etc. 
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 Road-shows provide opportunity to meet 
target investors 

 Opportunity to meet fund managers who 
usually do not attend investor conferences

 Basic form of contact: 
very effective one-to-one meetings

 Possibility to organize a road-show by 
professional broker or by the company

 Feed-back from investors on your company

IR Communication Channels
Meetings with Investors: Road-shows

Success factors:

 Co-operation with a proper broker, 
depending on your target investors 
(global, US v. continental Europe)

 Participation of CEO or CFO

 Answers to tricky questions 
prepared in advance
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IR Communication Channels
Meetings with Investors: Investor Day

 Opportunity to touch the company

 Get more detailed information not covered by 
official announcements and press releases

 Close distance to CEO, Management Board
and key managers

 Better understanding:
workshops on the most sophisticated areas of 
company’s activities

Investor Day 
Benefits for visitors

Investor Day
Benefits for the company:

 Opportunity to clear misunderstandings and 
overcome shortage of information

 Building closer relationships with the market 

 Feedback on the company’s perception and market 
expectations towards the company  

 Building the management’s reputation
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IR Communication Channels

 IR website is the main channel
for public companies to communicate 
with the capital markets

 Good IR websites allow interactive 
communication

 The real challenge is to keep websites 
up to date 

Website: Never-ending Story
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IR Tools

Although the form and content 
of these documents is defined in detail,
there is always space for providing your 
investors w ith more or less information  

The choice is up to you!

Annual Report

Half-year report

Quarterly report

Official Reporting

Stock exchange 
announcements
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IR Tools
Official Reporting: How to Enrich It
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Information on the 
stock performance

Information 
on IR and CSR

Information 
on strategy

Information 
on macro scenarios

IR Tools
Official Reporting: How to Enrich It
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IR Tools
Official Reporting: How to Enrich It

Summary of factors 
influencing current 
development

Macro environment
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 Presentations help IROs to show 
the development of the company 
and explain the decisions made 
and the results achieved

 It is the basic tool 
to communicate the corporate story

 A visual form makes information more 
attractive and easy to understand

 Topics discussed in the financial report 
can include more details

 It is worth to have a standardised 
presentation with space for extra issues

IR Tools
Presentations
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IR Tools
Ad Hoc Disclosures
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Full disclosure & corporate transparency

IR Tools
Spreadsheets: Financial Spreadsheet
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Make your analyst’s and investor’s life easier 

IR Tools
Spreadsheets: Business Spreadsheet
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IR Tools
Corporate Social Responsibility

Searching for new investor groups
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Summary

Get full disclosure & corporate transparency
market value it

Stay in touch with your investors
using appropriate channels and tools of IR communication

Easy access to top-level executives
as a success factor

1
2
3
4

Listen to & learn from your stakeholders
to make IR communication effective now and in the future 

It pays to follow  the below  rules in IR Communication w ith Stakeholders
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Contact

Visit our Investor Relations website: www.brebank.pl

Joanna Filipkowska
Head of Investor Relations

Tel.: +48 22 829 04 53
Fax: +48 22 829 02 97
E-mail: joanna.filipkowska@brebank.pl

Agnieszka Solarz
Investor Relations

Tel.: +48 22 829 08 18
Fax: +48 22 829 02 97
E-mail: agnieszka.solarzjedrych@brebank.pl

BRE Bank’s Investor Relations Officers at your service:
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