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most of MiFID II 
How to maximise the opportunity presented
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The opportunity to 
communicate MiFID II

MIFID II

MiFID II has put the onus on companies to be more 
proactive in their investor outreach initiatives.

“ The updated regulations 
are a reminder that 
companies need to be 
more proactive in telling 
their company stories.”

Karen Coke
Client Director

IN A NUTSHELL

WHAT IS IT? 
Introduced by EU regulators in 
2007 to end the monopoly of stock 
exchanges, drive down overall 
trading costs for investors, and 
contribute to economic growth.

WHY DOES IT MATTER?
There’s now a price attached to 
the research asset managers use to 
make investment decisions. Asset 
managers received research for free 
(including written reports and phone 
calls with analysts). From 3 January 
2018, fund managers will now have to 
pay for this research.

WHAT THIS MEANS
Research providers will come under 
increasing pressure to monetize their 
time which will translate into selective 
stock picking.

THE IMPLICATIONS 
The impact on companies will be 
different depending on size and sector, 
with many facing additional resource 
and budget requirements.

• Smaller companies are likely to 
see research coverage decline

• IR teams will have to take more 
control of investor targeting, 
directly organised shareholder 
meetings, and managing analyst 
consensus, among other things.

COMPANIES CAN PROACTIVELY 
ADDRESS THESE CHANGES BY:

Telling a compelling equity story 
Companies need a clear and 
concise equity story that puts 
them ahead of the competition 
in the fight for capital.

Making information 
clear and accessible 
Fund managers and analysts don’t 
have time to do detective work and 
go through pages and pages of 
boilerplate disclosures. Review 
websites, presentation materials, 
annual reports etc, to ensure that 
information and messaging is 
consistent, engaging, easy to follow 
and supports the investment case.

Investor targeting 
and direct marketing 
Companies looking for investor 
interest will need to reach out and 
market directly to fund managers 
and prospective investors, while 
servicing with greater care 
the remaining research analysts 
covering their stock.

Using technology more efficiently 
IR as an industry is lagging behind. 
However, technology can free up 
time for more value-added activities. 
Corporate access platforms and 
shareholder ID surveillance 
technology can help in-house 
IR teams to improve productivity.

Sources 
https://www.ft.com/content/ae935520-96ff-11e7-
b83c-9588e51488a0, https://www.elite-connect.
com/en/contents/mifid-ii-gift-keeps-giving

http://irsociety.org.uk/resources/news/item/
the-impact-of-mifid-ii-for-iros-a-panel-discussion 
Bloomburg:MiFID II Impact on Investor Relations

TOP 10 COMMS OPPORTUNITIES:

01. KEEP IT COMING 
Consistent and regular corporate updates are key for companies in 
maintaining good relations with all their stakeholders. As small/AIM-listed 
companies explore new ways to get research produced on them, there 
are clear opportunities to fill in some of the information gaps.

02. ENHANCE YOUR WEBSITE  
With corporate access becoming more costly, websites must be set up as the 
first point of call for any investor. Enhance your corporate website to empower 
investor decision making - from white papers and industry pieces to 
discussions on how macroeconomic factors are impacting business affairs.

03. DEVELOP THE IR PAGES 
Articulate the investment case, show financial highlights, add newsletters, 
factsheets, white papers and industry pieces. Around results times add 
one-pagers, key facts, embed CEO and CFO scripts and areas dedicated 
to analysts such as summary financials and consensus. Adding a Q&A around 
results time to answer the most common questions ensures the roadshow 
investor meetings are an efficient use of management time.

04. REFRESH THE PRESENTATION 
Interactive PowerPoints can allow a more flexible approach to investor 
meetings rather than a simple slide turn. Think about making these more 
dynamic, using imbedded graphics. Let video do the talking. And don’t 
forget to make roadshow/investor presentations more easily available.

05. PUBLISH ANALYST CONSENSUS 
Some brokers are choosing to sector specialise and provide top coverage in 
fewer sectors, leading to a potential increase in the quality and accuracy of 
analyst consensus.  A published consensus is a useful tool for in-house 
buy-side analysts too, especially as many of the sell-side are moving to the 
buy-side as a result of the broker specialisation. 

06. LOOK AT VIDEO  
In terms of talking heads, those featured should answer the questions that 
often come up on investor roadshows and be proactive in getting the C-suite 
in front of a broader audience. Animations, storytelling and graphics can also 
bring the investment case or growth opportunities to life. Using graphics to 
visually demonstrate capex spend, sales figures or M&A opportunities can be 
a valuable asset.

07. REMEMBER INTERACTIVE CONTENT 
Repurpose AR content to really bring a website to life, e.g. a new 
infographic that properly explains the business model. Can it be 
made interactive online?

08. STAY IN TOUCH 
Ensure contact forms are available. Investors prefer to get in touch with 
corporates directly and 2018 will see more inbound queries. Is your website 
ready for the extra traffic?

09. IR ROADSHOW AND OTHER EVENTS 
The nature of the traditional results roadshow may well change with 
more meetings outside of this forum as newsflow arises throughout the 
year.  Strategic breakfast meetings, capital markets days, lunch and learn 
events, investor and analyst briefings all present opportunities for refreshing 
PowerPoints and the production of associated event collateral.

10. USE YOUR EXISTING ASSETS WISELY 
Consider repurposing any content across the communications channels to 
link up messaging and ensure consistency.  How does the company create 
value for shareholders?  How does it track performance? How is management 
incentivised?  Content from key sections such as the business model, strategy, 
KPIs, risk and remuneration could often be articulated better online. 



Get in touch if you’d like to find out more about non-financial 
reporting or any of the following topics:

Mind the gap
Gender pay – tell the story behind our numbers.

The digitisation of corporate reporting
Planning ahead for XBRL.

Communicating long-term value creation
The EU Non-Financial Reporting Directive.

Driving employer branding up the agenda
Making the intangible asset tangible - two years on.

Want more insight?

Let’s talk
If you have any questions or would like  
to learn more about how we can help you 
differentiate your brand and communications, 
we’d love to talk with you.

Rachel Crossley 
Head of Consultancy
rachel.crossley@emperor.works
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