@7-MAY-2083 14:35  FROM
Client: Eden Group
Publication: Euroweek
Date: 02 May 2003

TO 982075897010

P.82

* Edelman

__Independent research firms
in Europe set to fill vacuum

s

The backlash against investment
banking analysts is rapidly increas-
ing the demand for independent
rescarch among both fund man-
agers and banks.

While regulations in the US and
the UK are making it less econom-
ical for investment banks to pro-
vide vast amounts of research,
independent tescarch providers
are stepping up to fill the gap.

Independent research teams
have had a presence across Europe
for about 10 years, and are finally
starting to find a mainstream role.
Aamie Stewarl, head of institu-
tional marketing and rescarch at UK
stockbroker Eden Group, said that

a[though there h%v—crbrcwcn-
dent providersimEwrope lor a num-

ber af years, the market is much less
developed than in the US. ’
“There are abaut 400-500 inde-
pendent research firms worldwide
that are recognisable, and the
majority of these are in the US,"
he said. “There are about 150 in
thie UK, and [continentalf Europe
is gradually expanding from a

.zero baseline.”

Mast arc obscure, but a select
few are becoming better knowu
than their counterparts at invest-
ment banks,

Eden Group distributes indepen-

dent research, helping fund man-

" agers 1 pick the analysis which is

best for them. Although mast
research still comes frou invest-
ment banks, Stewart said that pros
portion is falling. “Ten years aga,
97% ol research resaurces were
taken fram traditional sell-side
analysts. Now ir is mare like 75%
— and heading fast towarcds 50%.,"

But it is not all plain sailing for
independent providers, Dynamic
Decisions is a quantitative research
firm that supplies analysis to,
among others, the largest French
and [talian fund managers and
one of the top five US hedge
funds. The company uses options
theary to caleulate how much of a
share price comprises growth and
how ruch veal asset value,

Qlivier Vall$e, managing direc-
tor at Dynamic Decisions, said
thar many [und rnanagers stifl pre-
fer to receive all-encompassing
vesearch rather than specific ideas.
“We've had ro fight upstream to
sell aur research,” he said, “We
find ir-difficult ta-sell on a weekly
subscription basis.”

However, as fund managers
realise that they cannot afford the
in-house research teams built up
aver recent years, and ay insritu-
tions such as Gattmore push
througl unhundling (see srory

right), investors are likely to |

becoine more receplive 1o inde
pendent research.



