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Executive Summary

Overview:

. Investor relations professionals spend a disproportionate amount of time focusing
on institutional investors but should they also focus on attracting retail investors?

. Retail investors are growing in size, income and equity ownership and it's estimated
that half of all households in the U.S. own equities.

. Given that many retail investors are long-term oriented, having a solid base of retail
investors may help companies during periods of volatility.

. Also, communicating the importance of management proposals to retail investors
may help influence how they or their shares are voted for during proxy season, thus
increasing the importance of retail investors.

In this report, we provide an overview of the retail markets, the benefits and tradeoffs of
retail outreach and the most effective strategies for targeting retail investors. In addition,
we conducted a survey of 102 executives at U.S. companies about their viewpoints
regarding retail investors.

Survey Highlights:

. 66% of respondents are from small and mid-cap firms and the majority (79%) are
investor relations professionals.

. 67% of respondents believe that retail investors are a necessary or an important
part of the investor mix.

. Nearly half of those surveyed seek retail investors for diversification and nearly a
third view retail as long-term oriented investors.

. 24% believe that adding retail investors will reduce volatility associated with short-
term hedge funds.
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Benefits and Tradeoffs of Targeting Retail Investors:

Benefits: Tradeoffs:

*Investment power gaining in importance. *Not as financially savvy as institutional investors.
*More than 91 million retail investors in the U.S. *Many require a lot of time and education.

*Over $6 trillion invested in equities. *Some have short investment horizons.
*Investment style - most are long-term oriented. *Minimal impact on stock and return on investment.
*Retail investors tend to favor “easy-to-understand” *Risk of potential class-action lawsuits may

stocks and stocks that pay dividends. increase.

Strategies Used Most Often to Target Retail Investors:

What strategies do you use to target/attract retail
investors ? Check all that apply
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A Thomson Tip Sheet detailing how to build a retail investor base is included in the
report.
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Innovative Solutions to Build and Maintain Shareholder Value

Thomson Financial Corporate Services

With 15 years of experience serving the Investor Relations needs of more than 4,500 corporations
worldwide, partner with Thomson and leverage our significant investments in content, people, and
technology to navigate today's dynamic markets. Combine Thomson's sophisticated desktop solutions,
unrivalled advisory services, and industry-leading communications technologies to:

» Understand and explain what is driving valuation relative to your peers and to the overall market.
+ Identify and target potential investors.

 Predict the reaction of your shareholders to corporate and market changes.

* Implement reliable, effective and compliant communications programs to reach and engage your
internal and external audiences.

* Measure the effectiveness of your overall IR efforts

For more information about this report, please contact Arzu Cevik at arzu.cevik@thomson.com.

Contact us at: www.thomson.com/financial / tfcorporate@thomson.com

North America: 866 915-9891
Europe: +44 207 369 7199
Asia: +852 2533 5564

Important Notice

This disclaimer is in addition to and not in replacement of any disclaimer of warranties and liabilities set forth in a written
agreement between Thomson and you or the party authorizing your access to the Service ("Contract Disclaimer"). In the
event of a conflict or inconsistency between this disclaimer and the Contract Disclaimer the terms of the Contract
Disclaimer shall control.

By accessing these materials, you hereby agree to the following:

These research reports and the information contained therein are for your internal use only and redistribution of this
information is expressly prohibited. These reports, including the information and analysis, and any opinion or
recommendation included in the reports are not intended for investment purposes and do not constitute investment
advice or an offer, or an invitation to make an offer, to buy or sell any securities or any derivatives related to such
securities. Nor do these reports constitute or contain legal advice. If you require legal advice, you should consult with
your own counsel.

Thomson does not warrant the accuracy of the reports for any particular purpose and expressly disclaims any warranties
of merchantability or fitness for a particular purpose; nor does Thomson guarantee the accuracy, validity, timeliness or
completeness of any information or data included in these reports for any particular purpose. Thomson is under no
obligation to provide you with any current or corrected information. Neither Thomson, nor any of its affiliates, directors,
officers or employees, will be liable or have any responsibility of any kind for any loss or damage (whether direct,
indirect, consequential, or any other damages of any kind even if Thomson was advised of the possibility thereof) that
you incur in connection with, relating to or arising out of these materials or the analysis, views, recommendations,
opinions or information contained therein, or from any other cause relating to your access to, inability to access, or use of
these materials, whether or not the circumstances giving rise to such cause may have been within the control of
Thomson.

The information provided in these materials is not intended for distribution to, or use by, any person or entity in any
jurisdiction or country where such distribution or use would be contrary to law or regulation or which would subject
Thomson or its affiliates to any registration requirement within such jurisdiction or country.
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