schewing quarterly earnings
per share (EPS) guidance is
one of the recurring fads that
overtakes the investor rela-

tions profession every now
and again. But what exactly
does it mean to discontinue guidance?

Not necessarily what vou might
imagine. Usually, companies pursu-
ing this path still communicate an
annual EPS prediction and/or offer
up an array of shorter-term numbers,
such as revenue and cash flow met-
rics, or industry-specific measures
like earnings before interest, tax and
amortization (Ebita) or funds from
operations (FFO).

Google and Berkshire Hathaway
are two companies notorious for giving
no guidance whatsoever, but such
purism is rare indeed. ‘Analysis can
get frustrated with a company like
Google, which doesn’t provide any
kind of guidance, says Ashwani Kaul,
senior market analyst for Reuters
Estimates. ‘Most of the companies
that don’t provide earnings guidance
give some sort of monthly data’

Lou Thompson, president and
CEO of the National Investor
Relations Institute (Niri), agrees, not-
ing: ‘Companies that stop providing
earnings guidance aren’t necessarily
communicating less information -
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some might say they're providing
more! He cites McDonald’s, which
started furnishing monthly sales
numbers after it discontinued its
EPS forecasts: ‘Some companies
are just saying to the analysts, Here
are the numbers. Go figure.’

jury 2006 IR magazine
















