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Investment performance to 31 March 2015 

 

 

3 months 

 

6 months 

 

1 year 

 

Since Inception 

(pa)  

Evans and Partners International Fund (hedged) 2.80% 9.84% 15.58% 13.84% 

Benchmark
 

5.13% 8.84% 15.91% 15.71% 

Difference  -2.33% 1.00% -0.33% -1.86% 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Market commentary 

 

       Holdings as at 31 March 2015 

Company Region Sector 

Ecolab US Materials 

Praxair US Materials 

3M US Industrials 

Legrand Europe Industrials 

Illinois Tool Works US Industrials 

Nordson US Industrials 

Compass Group UK Commercial Services 

Reed Elsevier UK Commercial Services 

Grainger (W.W.) US Commercial Services 

Omnicom US Commercial Services 

Nestlé Europe Consumer Staples 

L'Oréal Europe Consumer Staples 

Swatch Group Europe Consumer Discretionary 

Fiserv US Information Technology 

 

 

Objective 

We aim to generate absolute returns of 8-12% pa over a 5-7 

year investment cycle. Our approach is to own a 

concentrated portfolio of 10-15 high quality, value-creating 

businesses acquired at material discounts to their intrinsic 

value.  

 Portfolio weight by source of revenue 

 

Performance is net of management and administration fees only. These figures represent historical performance only. Past performance should not be taken 

as an indication of future performance. Inception date is 18th February 2014. Numbers may not sum due to rounding. Since inception return is annualized.  

Contributors to portfolio return - March quarter 2015 

Top 5 Bottom 5 

Fiserv 1.29 American Express -0.32 

Ecolab 1.14 Swatch Group -0.30 

Illinois Tool Works 0.99 Grainger (W.W.) -0.12 

L’Oreal 0.96 Praxair 0.00 

Omnicom 0.81 Nordson 0.17 

 

Securities movements for the March quarter 

Bought in: Swatch Group, Nordson 

Sold out: American Express 

Increased 

holding:           
Ecolab, Reed Elsevier 

Decreased 

holding: 
Illinois Tool Works, Omnicom, Legrand, 

L'Oréal, Compass Group, Fiserv, 

Grainger (W.W.), Praxair 

 

Source: Company filings, E&P analysis 

Portfolio Manager Stephen Arnold 

Benchmark
 

MSCI All Countries World 

Accumulation Index Ex-Australia 

(A$) (hedged) 

Inception Date 18
th

 February 2014 

 

Numbers represent contribution in basis points of each stock to the percentage 

change in portfolio value. 

 

USA

47%
Europe, 

UK, 

Middle 

East, 

Africa

26%

Asia

17%

Latin 

America

9%

Evans and Partners Pty Ltd (ABN 85 125 338 785, AFSL 31807) has prepared this document for information purposes only based on information provided by Equity Trustees Limited (ABN 

46 004 031 298, AFSL 240975), the Responsible Entity for the Fund. Any information contained in this publication is current as at the date specified at the beginning of this report (unless 

otherwise specified) and is provided by the issuer of the Fund. Neither Equity Trustees Limited nor its related entities, directors or officers, guarantees the performance of, or the 

repayment of, capital or income invested in the Fund. This document should be regarded as general information only rather than financial product advice. It has been prepared without 

taking account of any individual’s objectives, financial situation or needs. As such, you should, before acting on any such information, consider its appropriateness, having regard to your 

objectives, financial situation and needs. We strongly encourage you to obtain professional advice and to read the relevant Product Disclosure Statement (PDS) in full before making an 

investment decision or, where available by making an application through the mFund settlement service (mFund) by placing a buy order for units with your licensed broker. A copy of the 

PDS can be obtained by contacting Evans and Partners or referring to the Evans and Partners web site: www.evansandpartners.com.au. 
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Market commentary 

International equity markets in local currencies rose by 5.1% for the quarter. Among developed equity markets Europe led the 

way with a 15.2% return, including 22.0% from Germany. Investors have responded enthusiastically to quantitative easing as 

well as some signs of improving economic activity (the Purchasing Manager’s Index in March hit its joint highest level for three 

years). Large outflows from US equity funds were matched by record inflows into European funds, driving European share 

markets sharply higher in the quarter. Japan rose by 10.2%, helped by the fact that it is among the world’s largest beneficiaries 

of the collapse in the oil price due to its dependence on foreign oil following the decommissioning of its nuclear power sector. 

Optimism has also been fuelled by some signs of improvement in both investment and consumption, and signs of higher wage 

growth.  

 

The US market rose by just 1.2%. Earnings for many US multinational companies are being negatively impacted by the effect of 

the strong US dollar on their overseas earnings. Current expectations are that the S&P500 will see year-over-year declines in 

earnings per share in both the March and June quarters, the first period of consecutive quarterly earnings declines since the 

recession – a reminder that corporate earnings do not necessarily move in lock-step with the economy.  

 

The UK market appreciated 4.0% in the quarter. It is interesting to note that in an economy with genuine underlying health and 

momentum UK retail prices have fallen for 23 consecutive months, with prices in March down by 2.1% compared to a year ago. 

Non-food items such as clothing and electrical goods fell by 2.8% while food prices fell 0.9%. This has put pressure on earnings 

for retailers and their suppliers, businesses where one may have prima facie expected to see good growth.  

 

Turning to emerging markets, China followed last year’s sharp rise with an 8.1% gain for the quarter. Russia rewarded the 

contrarians with a 15.7% gain, while Brazil rose by 2.6% and India put on 4.5%. 

 

Looking at sectors Health Care followed last year’s market-leading performance with a 9.9% gain, helped by ongoing acquisition 

activity. The broad Consumer Discretionary sector put on 8.1% while Materials rose by 5.5%. Laggards were Utilities (down by 

1.7%), Energy (down o.6%), and Information Technology (up 3.4%). Weighing on energy shares was a further 10% fall in the US 

price of oil in the quarter, perhaps underscoring the maxim that the worst is always worse than one thinks. Regarding banks it is 

interesting to note that a study by KPMG showed that six years after the crisis the UK’s five major banks earned a return on 

shareholder equity in 2014 of just 8%, no more than a reasonable estimate of their cost of equity capital. 

 

A major development over the quarter was the extraordinarily large moves in a number of currency pairs. Most notable was the 

decision by the Swiss central bank to abandon the ceiling it had maintained for three years for the value of the franc against the 

Euro, three days after reiterating its commitment to the ceiling. The Swiss franc ended the quarter 15% higher vs the Euro, 

having initially risen by close to 40%. The Euro declined by 11% against the USD, having fallen by 12% over the prior twelve 

months, while the Brazilian Real declined by 17% against the USD. These moves will have significant implications for export 

competitiveness, the ability to service foreign debt and capital flows. The appreciation of the USD against most currencies has 

begun to affect the competitiveness of the manufacturing sector – export orders for March contracted for the third consecutive 

month, while European industry will see a boost in competitiveness. A significant portion of outstanding mortgages in Eastern 

Europe are denominated in Swiss francs (37% of all household debt in the case of Poland) and these loans now represent a far 

higher portion of local incomes. For emerging markets such as Brazil, Turkey, Russia and South Africa, who have significant levels 

of US-denominated loans, servicing this debt is becoming more burdensome. Moody’s reports that net inflows of foreign capital 

to emerging markets has fallen from an average of $17bn per month last year to $3bn per month since the start of this year.  
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Portfolio Performance 

The Evans & Partners International Fund – Hedged appreciated by 2.8% in AUD for the quarter, 2.3% behind the return from the 

global equity market on a currency-hedged basis.  

 

Key positive contributors to performance in the quarter were L'Oréal (up by 22.2% in local currency), Ecolab (up by 9.1%), Fiserv 

(up 11.8%), Illinois Tool Works (up 2.9%) and Omnicom (up 0.8%). 

� Fiserv – Fiserv is a leading third-party provider of software used by generally small to mid-sized banks in the US, to run their 

core account processing and to facilitate online and mobile banking and bill payments. Fiserv’s underlying revenue growth 

accelerated over the course of 2014 to a rate of 4% in the December quarter. With an improvement in the profit margin, 

EPS rose by 13% yoy. Revenue from software for online and mobile banking and bill payments rose by 7% yoy, and 

management expect this side of the business to drive further improvement in growth for the group over the coming year.  

� Ecolab – Ecolab (described in more detail on page 7) reported a very strong financial performance in the December quarter, 

with underlying revenue growth accelerating from earlier in the year to 6% and EPS growth of 14%. Ecolab is clearly taking 

share across the majority of its end markets, and highlights included growth of 7-8% in sales to traditional and quick-service 

restaurants in the US; 11% growth in revenue from the energy markets; and 8% growth in sales into industrial sectors such 

as aerospace, chemicals, pharmaceuticals and manufacturing. There has been investor concern at the prospects for 

Ecolab’s Energy division, which account for 30% of sales. The company notes that only 17% of Energy sales are from 

exploration, an area where revenue is expected to decline about 30% this year. However, total Energy sales are expected to 

be flat to modestly up this year and, assuming no change in the oil price, grow by around 8% in 2016.  

� L'Oréal – in mid-February L'Oréal reported its full year 2014 results, showing a strong end to the year after a difficult first 

nine months. Underlying growth in the December quarter was 4.8%, with the highlights being 4.3% growth in Western 

Europe; an improvement in market share performance in both the Europe and the US; very strong growth in the Luxury 

segment of the cosmetics market (usually sold in department stores); and 14% growth in Latin America.  

� Compass Group – in a trading update for its March half year, Compass reported pleasing underlying revenue growth of 

5.5%. North America was a highlight with 8.0% growth and a client retention rate of an outstanding 97%. Compass’ 

business there is benefitting from growing employment among its client base and we would expect this to be a tailwind for 

some time to come. In emerging markets underlying growth was 14% and Compass is seeing an increasing trend towards 

outsourcing as organisations look to garner efficiencies in slowing economies. Revenue in Europe returned to growth and is 

expected to show further improvement in the second half as this region benefits from the investment Compass made over 

the last year or so in its sales organisation. Australia was the one negative, with revenue declining by about 6% due to a 

combination of lower volumes and price reductions in the natural resources sector.  

� Illinois Tool Works – ITW had an excellent year in 2014 and in the December quarter it reported EPS growth of 28%. ITW is 

two years into a five year program to significantly improve profit margins from already enviable levels, the two principal 

elements to this program being the consolidation of around 900 independently-run operating units into 90 larger ones, and 

the creation of a global procurement function. These programs are generating savings in excess of management’s 

expectations, and in December the 2017 profit margin target was revised upwards. In 2015 management will begin to place 

a greater emphasis on underlying revenue growth, and this metric will be incorporated into executive incentive plans for 

the first time. We believe if the company is successful in its twin objectives of faster revenue growth and higher margins 

ITW will continue to deliver strong earnings growth over the next few years.  

� Omnicom Group – Omnicom, which one of the world’s leading advertising and media services groups, continues to extent 

its long record of outpacing its markets and taking share. Underlying revenue growth was 5.9% in the December quarter, 

including impressive gains of 8.3% in North America and 6.2% in the UK. Omnicom’s agency brands have also continued 

their long history of creative excellence, and at the International Advertising Festival at Cannes in June they won 57 awards, 

more than twice as many as any peer, including the Grand Prix, the industry’s most prestigious.   

 

 



 

 

PAGE 4 OF 8 

 

EVANS & PARTNERS 
INTERNATIONAL FUND (HEDGED) 
QUARTERLY REPORT MARCH 2015 

Detracting from performance were American Express (down 17.6%) and Swatch Group (which fell by 5.0% after our 

purchase in early March). Grainger (W.W.) and Praxair declined by 7.1% and 6.5% respectively.  

� American Express – see page 6. 

� Swatch Group – see next page. 
� Grainger (W.W.) – Grainger is described in more detail on page 7. We believe the company is currently facing a number of 

headwinds:  

1. US (80% of revenue) – growth in Grainger’s core domestic business has slowed meaningfully in the last two months 

and is currently performing below management’s expectations. The major area of weakness is heavy manufacturing, 

which accounts for about 18% of US revenue. This end market has slowed due to the negative effect on export 

demand from the high US dollar, as well as weak demand from the oil and gas industry. The oil and gas industry 

directly accounts for 3-4% of Grainger’s revenue and was down 20% yoy in February. On top of weak demand is the 

negative effect on revenue from deflation in product pricing.  

2. Canada – (10% of revenue) – this business is performing below expectations and revenue on an underlying basis was 

down by 8% in February. Alberta, which is one-third of Grainger’s revenue in Canada, was down 20% yoy due to 

decline in demand from the oil and gas industry, while other provinces were flat to up.  

3. Europe – revenue from this small business continues to be below expectations.  

Lower revenue from all geographies will make it difficult for the company to achieve guidance given in January for 

improvement in profit margin for the year. We continue to view this business and its management very highly, but 

have moderated our position size to reflect the current headwinds to earnings.  

� Praxair – we believe there is scope for disappointment in this year’s earnings due to a combination of currency translation 

effects and weaker industrial activity. In terms of currencies, Brazil and Europe account for around 13% of revenue each, 

and those currencies have fallen against the US dollar by 11% and 17% respectively since the beginning of the year. 

Industrial activity in many of Praxair’s markets appears to be growing at a slower pace than management had expected, 

which will also have implications for profit margin. We view Praxair as a very high quality business and rate its management 

highly, but view a smaller portfolio position as appropriate given these challenges.   
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Portfolio Changes - stocks added to the portfolio 

Swatch Group 

� Swatch is the leader in the Swiss watch export industry with an estimated market share of 25%, 3x that of its closest listed 

peer, Richemont. Over the last 10 years Swatch’s sales have grown at 7.5% pa compared to the growth in Swiss watch 

exports of 6% pa over the same period.  

� Omega accounts for 35% of sales, followed by Longines (16%) and Tissot (14%). The Swatch brand accounts for just 5% of 

sales. By geography greater China accounts for 38% of group revenue with the rest of Asia accounting for a further 18%.  

� Swatch Group has been controlled by the Hayek family since the early 1980s. Nicholas Hayek, the founder, died in 2010 and 

his son Nick has been CEO since 2003. In our view, the Hayek family has been an excellent steward of the business and its 

brands, and a sound and conservative allocator of capital. Our portfolio has purchased non-voting shares due to the higher 

trading liquidity compared to the voting shares.  

� Over the last decade Swatch has generated attractive levels of profitability, with EBIT margins averaging 22% and return on 

capital averaging 16%.  

� Swatch’s balance sheet is conservative. It has net cash of CHF1.4bn, equal to 6% of market capitalisation. Off balance sheet 

pension obligations are minimal. In recent years the group has used its free cash flow to grow inventory, primarily gold and 

precious stones, given the low returns available on cash deposits. Inventory is currently worth two and a half years sales, 

about 50% above the level we believe is required, representing excess inventory of CHF2bn.  

� Swatch’s share price has declined over the last six months. We believe the market has concerns regarding three issues –the 

risk of a slowdown in sales in China, the implications of the recent appreciation of the Swiss franc and the launch of the 

Apple Watch. 

• China – Swatch management reports that sales to China have remained “extremely solid” despite the government’s 

anti-extravagance campaign. While sales at the luxury end have slowed, sales in the mid-ranges (the luxury tax applies 

to price points above US$1,600) have been doing well.  

• Swiss franc – around 85% of the costs of making Swiss watches are denominated in francs. Around 60% of Swatch’s 

sales are in USD or in markets, such as the China and Hong Kong, where the currency is linked to the USD. While the 

appreciation of the franc against the Euro has been material its movement against the USD has been far smaller. At 

current rates we believe currency movements will detract around 7% from earnings in the current year. Partially 

offsetting this will be the absence of the negative effect on 2014 earnings of a factory fire and elevated levels of 

marketing related to the Winter Olympics.  

• Apple Watch – in our view the Apple Watch may well represent competition for the Swatch-brand, and a Swatch-

branded smart watch will be launched this year to counter this threat. However, the vast majority of the Group’s sales 

are from expensive and well-crafted watches that represent a very different purchase. As such we believe the 

competitive threat from Apple is not a significant risk to Swatch Group. 

� We believe Swatch’s EBIT margin will rise over time from last year’s 20% to their ten year average of 22%. We expect 

underlying revenue growth of around 5% pa.  

� We value Swatch at CHF533, 22% above our purchase price.  
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Nordson 

� Nordson manufactures products used to dispense, apply and control adhesives, coatings, polymers, sealants and other 

fluids. Nordson serves many diverse markets, including the appliance, automotive, bookbinding, container, electronics, 

energy, food and beverage, furniture, life sciences, medical, metal finishing, non-woven, packaging and semiconductor 

industries. 70% of sales are from outside the United States. 

� Nordson has leading to dominant positions in very concentrated markets. In their best business, hot-melt adhesive 

dispensing, Nordson has a market share of 60%, 5x their largest competitor and earns an EBIT margin above 30%.  

� Barriers to entry across Nordson’s markets are very high. Nordson products add value to their customers’ operations 

through production speed, reliability, precision and flexibility. They represent a small expense to customers and deliver 

significant value in terms of productivity, and where failure represents a material cost to customers in terms of downtime. 

Nordson complements its technology and applications expertise with a direct sales and service team that operates globally, 

which is notably different from its competitors.  

� We believe Nordson can continue to grow EPS at a rate above 10% pa. We expect this to be driven by underlying revenue 

growth of 5-6%, 2-3% pa from acquisitions, modest ongoing expansion in profit margin and the benefit of share 

repurchases.  

� Nordson is seeing excellent growth in markets such as medical devices, electronics and automotive. It is benefitting from 

the substitution of metal for plastics in markets such as medical devices and automotive production, and from wire bonding 

to underfill technology in the case of consumer electronics.  

� The durability of Nordson’s business is reflected in its record of 51 consecutive years of dividend increases, placing it in the 

top 15 of publicly listed US companies.  

� We believe Nordson to be worth $95 per share, which compares to our purchase price of about $76. In our view the 

company warrants a premium valuation that reflects its durable and highly profitable franchise, its attractive growth 

prospects, solid balance sheet and excellent management. 

 

Stocks removed from the Portfolio – American Express 

� On February 12th American Express (Amex) announced that its 16 year partnership with Costco in the United States, under 

which they issue co-branded cards and where Amex is the only card brand accepted by the retailer will end on March 31, 

2016. The two parties were unable to agree terms on which to renew the contract. This follows on from the recent loss of 

the Costco Canada account.  

� We view the loss of this contract as a clear and material negative for Amex. Costco US accounts for 10% of Amex’s cards in 

force, 8% of worldwide billed business, and 20% of worldwide loans. An additional 1% of worldwide billed business comes 

from spending by other Amex card members at Costco US.  

� Spending on Amex cards at Costco is done at a very low merchant discount rate. As such the effect on Amex’s discount 

revenue should be far less than the 9% effect on billed business. However, customers using Costco Amex co-branded cards 

are likely paying the regular interest rate on loan balances, and as such the effect on Amex’s net interest revenue will be 

material.  

� Amex management noted that 70% of spending on Costco Amex partner cards is outside of Costco stores. Further, they 

believe they have been successful in the past in retaining many cardmembers where such partnerships have ended through 

issuing them with regular Amex cards.  

� Management said they will raise their planned marketing spending in 2015 in a bid to retain these cardmembers. The effect 

on earnings will therefore be felt this year through higher expenses, and next year through lower revenue. 

� Amex, at 2.5%, was by far the smallest position in the portfolio. We had reduced the position size by 2% in mid-November, 

citing rising competition in the co-brand segment of the US card market. 
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Stock focus – Ecolab 

Ecolab is the global leader in chemical products and service programs to maintain clean environments, optimise energy and 

water usage, protect operating assets against scaling and corrosion and improve operation efficiencies for customers in the food, 

energy, healthcare, industrial and hospitality markets. Ecolab is 2-3x the size of its nearest competitor in most activities.  

 

Ecolab’s business model combines industry-leading chemistry with in-unit dispensing and in-unit service to create a formidably 

competitive organisation. Looking at each of these in turn: 

� World-class innovation and chemistry – Ecolab employs 1,600 R&D associates, about 30% of whom are PHDs. The focus of 

innovation is on technology that will reduce costs such as water and energy for its customers.  

� In-unit dispensing – in the majority of cases Ecolab’s water treatment and cleaning chemicals are dispensed via proprietary 

equipment in the customer’s operation – for instance the dish cleaning operation of a restaurant or bottling operation of a 

soft drink company, making for a “razor and blade” business model. 

� In-unit service – Ecolab has a field organisation of 26,000 people, over 60% of the company’s total headcount. These 

employees are on customer sites frequently and in many cases permanently. Management describes the field service 

organisation as the company’s greatest asset.  

 

Ecolab’s corporate strategy is built on winning with big customers. It starts by developing a “beachhead” with a large customer 

through a core application in a particular country, builds a relationship, brings more and more solutions for that customer in that 

operation, wins business in other divisions for the customer and follows that customer around the world. Large clients, many of 

whom have been customers for decades include McDonalds, Chevron, Dow Chemical, Heineken, Hilton, Wal-Mart, Alcoa, Nestlé, 

Cocoa-Cola, Abbott Laboratories and Unilever. By growing its “share of wallet” Ecolab typically grows at 2x the rate of growth of 

its customers. We believe the company will continue to grow at an attractive rate over time, driven by rising health and 

environmental regulations, the desire of customers to save water and energy, and market share gains.  

 

Stock focus – Grainger (W.W.) 

Grainger is America’s largest distributor of products used to maintain, repair and operate (MRO) commercial buildings. Grainger 

physically stocks over 600,000 items, including pumps, motors, hand tools, janitorial supplies and fasteners. The majority of MRO 

supplies a customer needs are not ordered every year, so knowing Grainger can have a product delivered within 24 hours saves a 

customer warehouse space and working capital. The company’s 2m customers are drawn from a broad range of industries 

including healthcare, manufacturing, government and hospitality.  

 

Like Ecolab, Grainger is built to serve large, demanding customers. 75% of revenue comes from customers who spend over 

$100,000 on MRO supplies and employ over 100 people. Grainger has an 18% share of this segment of the market, up from 12% 

in 2008, and revenue from large customers has grown at over 10% pa for many years as Grainger has won a consistently greater 

share of their business. Keys to winning with these customers include: 

� Product breadth – to satisfy more of its customer’s MRO needs Grainger has progressively increased its stocked items from 

about 80k to over 600k over the last decade, whilst increasing inventory turns; 

� Unit cost – Grainger achieves productivity savings of about 4% pa. 25% of sales are from own-label product; and 

� Infrastructure – 37% of US sales are placed online, making Grainger America’s 13
th

 largest online retailer. Grainger’s e-

commerce infrastructure handles 600k sessions per day, while its call centres handle almost 3m calls each day.  

 

Grainger has a number of initiatives to improve its penetration with small and medium sized customers. One of these is an 

online-only model, called Zorro Tools in the US and MonotaRO in Japan. These businesses are together growing revenue at 40% 

pa and expected to have revenue of $1bn next year. While Grainger is facing some headwinds this year we do expect the 

company to build on its long record of growing market share over time, growing profit margins and sensibly allocating capital to 

the benefit of shareholders.   
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GENERAL RESEARCH DISCLAIMER, WARNING & DISCLOSURES  

 

This document is provided by Evans and Partners ABN 85 125 338 785, holder of AFSL 318075.  

The information is general advice only and does not take into consideration an investor’s objectives, financial situation or needs. Before acting on the advice, 

investors should consider the appropriateness of the advice, having regard to the investor’s objectives, financial situation and needs. If the advice relates to a 

financial product that is the subject of a Product Disclosure Statement (e.g. unlisted managed funds) investors should obtain the PDS and consider it before 

making any decision about whether to acquire the product.  

 

The material contained in this document is for information purposes only and does not constitute an offer, solicitation or recommendation with respect to the 

purchase or sale of securities. It should not be regarded by recipients as a substitute for the exercise of their own judgment. Investors should be aware that 

past performance is not an infallible indicator of future performance and future returns are not guaranteed.  

Any opinions and/or recommendations expressed in this material are subject to change without notice and Evans and Partners is not under any obligation to 

update or keep current the information contained herein. References made to third parties are based on information believed to be reliable but are not 

guaranteed as being accurate.  

 

This document is provided to the recipient only and is not to be distributed to third parties without the prior consent of Evans and Partners.  

 

EVANS AND PARTNERS DISCLOSURE OF INTERESTS  

 

Evans and Partners and its respective officers and associates may have an interest in the securities or derivatives of any entities referred to in this material.  

 

RESEARCH ANALYST CERTIFICATION  

 

I, Stephen Arnold, hereby certify that all the views expressed in this report accurately reflect my personal views about the subject investment theme and/or 

company securities. I also certify that no part of my compensation was, is, or will be, directly or indirectly, related to the specific recommendations or views 

expressed in this report.  

 

RESEARCH ANALYST DISCLOSURE OF INTEREST  

 

I, Stephen Arnold, and/or entities in which I have a pecuniary interest, have an exposure to the following securities and/or managed products: Evans & 

Partners International Focus Portfolio and Evans and Partners International Fund.  

 

DISCLAIMER  

 

Except for any liability which cannot be excluded, Evans and Partners, its directors, employees and agents accept no liability or responsibility whatsoever for 

any loss or damage of any kind, direct or indirect, arising out of the use of all or any part of this material. All information is correct at the time of publication; 

additional information may be available upon request. 

 


