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Some firms have large franchises in both (e.g. J.P. Morgan, Morgan Stanley)
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Day Trader Professional Trader
Portfolio Manager or 

Buy-side Equity 
Research Analyst

Sell-side Equity 
Research Analyst

Personal capital Firm’s or client’s 
capital

Client’s or Firm’s capital Doesn’t invest 
capital

Short-term (less than a week and often daily)
Usually 6 to 18 months 1 day to 18 

months, depending 
on client needs

Looking for near-term 
shifts in market 
sentiment

Looking for near-term 
shifts in market 
sentiment or filling 
client order

Forecast where mid-to-long-term stock-
specific expectations are wrong

Rely on financial media, equity research 
analysts and peers

Should rely on 
independent or sell-side 
research

Should conduct 
independent 
research
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Amazon.com Market share shift from traditional retailers
IBM Migration to cloud-based solutions
Nike Top line growth rate keeping up with historical trends
NVIDIA (graphics tech) Growth of virtual reality as mainstream product
The Gap Apparel pricing deflation

Time Warner Cable Growth of competing content providers such as Netflix, 
Amazon and HBO

T-Mobile Competitive pricing among the wireless carriers
VMware (software) Growth of Open Source software vs. traditional vendors
Walgreens (drug 
retailer)

Generic drug price inflation

Noise

5-20 
Factors

1-4 Critical Factors
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Generate Differentiated Insights Through Better Discovery, Questioning and InfluencingFor registered AnalystSolutions partcipants -- not to be re-distributed
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historical

new emerging

materiality
probability

consensus

How much does 
the market expect 
AAPL’s watch to 

drive EPS growth?

Did SBUX have a 
major problem by 
growing stores too 
quickly in 2007?
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50% 55% 60% 65% 70% 75% 80% 85% 90%

Even though I am required to recommend stocks, not industries, I
analyze industry/sector data

For stocks in my assigned universe, I proactively identify 1-4 key
factors per stock that will likely be critical to their performance over…

When information is critical to my valuation, I validate it using 
independent sources, rather than just the company’s management

I closely monitor a specific subset of macro-economic or industry-
level indicators and their potential impact on the stocks I analyze

Information in the financial media is either wrong or distorted

I spend my time developing new sources of information, independent
of company management

When developing assumptions about my companies, my main
source of insight is from the company and financial press

My peers are faster than me in distilling key points from information
likely to impact a stock

When researching a critical factor that is likely to impact my stock, I
have a wide network of contacts to speak with for insights, beyond…

For registered AnalystSolutions partcipants -- not to be re-distributed



For registered AnalystSolutions partcipants -- not to be re-distributed



For registered AnalystSolutions partcipants -- not to be re-distributed



If a card has a circle on one side, then it 
must have the color yellow on the other side.
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If a card has the letter S on one side, then 
it has the number 3 on the other side.

Companies with earnings growth rates faster than the 
market always outperform the market over the long term.
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Apple's off-balance sheet 
commitments [are] a 
bullish indicator for June 
quarter revenue…
…these off-balance sheet 
commitments to acquire 
components and capital 
assets (including product 
tooling and manufacturing 
process equipment), and 
related to advertising and 
R&D are a good indicator 
of revenue with correlation 
of 98% since 2007.
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AnalystSolutions does not endorse, or receive compensation from any firms listed above

AnalystSolutions does not endorse, or receive compensation from any firms recommended in its workshops
For registered AnalystSolutions partcipants -- not to be re-distributed



Dedicated 
Research 

Firm
Type Product Service

IMS Health Scripts 
Data

Global 
Measures of 
Dispensing 
Activity

IMS Health captures elements of the prescription 
details recorded in retail pharmacies of all types–
chain, independent, mail-order and specialty—in 
more than 15 countries around the world, on more 
than three billion prescription transactions a year.

Symphony 
Health 
Solutions

Scripts 
Data

Integrated 
Dataverse 
(IDV)

Symphony Health Solutions’ Integrated Dataverse
(IDV)™ provides near-census point-of-sale 
prescription data with extensive prescription, 
medical, and hospital claims.

Guidepoint 
Global

Ongoing 
Survey Tracker

Guidepoint Global is an expert network which 
includes over 225,000 professionals with particular 
strength in the technology and healthcare sectors.  
One way clients use GG's network is to conduct 
Surveys and Quick Polls.

Source: Integrity Research
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relevant
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relevant
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Essential Business Networking
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Apply Practical Valuation Techniques for More Accurate Price Targets
Master the Stock Call Techniques of Highly Experienced AnalystsFor registered AnalystSolutions partcipants -- not to be re-distributed



similarities
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6=greatest frequency
Brown, Lawrence D., Andrew C. Call, Michael B. Clement, and Nathan Y. Sharp. 2015. “Inside the ‘Black Box’ of Sell-Side Financial 
Analysts.” Journal of Accounting Research 53 (1):1–47. https://doi.org/10.1111/1475-679X.12067. (Table 2)

4.4

4.4

1.8

1.5

1.3

1.1

0.7

0.0 1.0 2.0 3.0 4.0 5.0 6.0

Price/earnings (P/E) or Price/earnings growth
(PEG) model

Cash flow model

Dividend discount model

A model based on earnings momentum or
earnings surprises

Economic value added (EVA) model

Residual income model

A model based on stock price and volume
patterns

6=greatest frequency
Brown, Lawrence D., Andrew C. Call, Michael B. Clement, and Nathan Y. Sharp. 2016. “The Activities of Buy-Side Analysts and the Determinants of 
Their Stock Recommendations.” Journal of Accounting and Economics 62 (1):139–56. https://doi.org/10.1016/j.jacceco.2016.06.002. (Table 5)

4.3

4.0

3.4

1.4

1.4

0.8

0.0 1.0 2.0 3.0 4.0 5.0 6.0

Intrinsic  value  model  (e.g. cash  ow model, 
dividend discount model, residual income model)

A proprietary model

Price/earnings (P/E) or price/earnings growth
(PEG) model

A model  based  on earnings  momentum or
earnings  surprises

Economic value added (EVA) model

A model  based  on stock price or  volume
patterns
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0.0%

50.0%

100.0%

150.0%

200.0%

250.0%

300.0%

9.0

11.0

13.0

15.0

17.0

19.0

21.0

$0.00

$20.00

$40.00

$60.00

$80.00

$100.00

$120.00 MCD Month end price (left axis)
MCD Next 12-month PE (right axis)
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10.0

12.0

14.0

16.0

18.0

20.0

22.0

24.0

26.0

28.0

$0.00

$5.00

$10.00

$15.00

$20.00

$25.00

$30.00

$35.00

$40.00

$45.00 ORCL Month end price (left axis)
ORCL Next 12-month PE (right axis)
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9.0

11.0

13.0

15.0

17.0

19.0

21.0

75%
85%
95%

105%
115%
125%
135%
145%
155%
165%

MCD P/E ratio relative to an index (left axis)
MCD Next 12-month PE (right axis)
SPAL Next 12-month PE (right axis)
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Target Realistic 
Price(s)

(SHARE™ 
Framework)

Create an 
accurate financial 

forecast(s)

Select valuation 
method(s)

Historical & 
current sentiment

Adjust for future 
time period

Range of 
multiples and 
price targets

Evaluate as 
circumstances 

change

Identify & 
Forecast 

Catalyst(s)

Identify & forecast 
potential 

catalyst(s)

Focus on 
catalysts meeting 

optimal criteria

Proactively 
prepare for next 

catalyst

Ensure Ideal Entry Point

Avoid costly 
psychological 

shortcuts

Ensure call is 
differentiated 
(FaVeS™)

Avoid 
Pollyannaish or 
hopeful thinking

Weigh risk as well 
a return

Ensure no 
imminent danger

Document thesis

Sleep on it

Monitor trading 
data

Know consensus

Survey market 
sentiment

Avoid following 
the herd

Monitor technical 
indicators

Influence the 
market

Review 
Performance 
and Thesis

Dynamically rank 
and review

Avoid "fear or 
failure"

Review original 
documentation 

Review unbiased 
comparisons

Re-think 
recommendation 
if thesis wanes

Re-think 
recommendation 

if catalyst is 
ineffective

Avoid placing 
blame or  denying 

responsibility
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Target Realistic 
Price(s)

(SHARE™ 
Framework)

Create an 
accurate financial 

forecast(s)

Select valuation 
method(s)

Historical & 
current sentiment

Adjust for future 
time period

Range of 
multiples and 
price targets

Evaluate as 
circumstances 

change

Identify & 
Forecast 

Catalyst(s)

Identify & forecast 
potential 

catalyst(s)

Focus on 
catalysts meeting 

optimal criteria

Proactively 
prepare for next 

catalyst

Ensure Ideal Entry Point

Avoid costly 
psychological 

shortcuts

Ensure call is 
differentiated 
(FaVeS™)

Avoid 
Pollyannaish or 
hopeful thinking

Weigh risk as well 
a return

Ensure no 
imminent danger

Document thesis

Sleep on it

Monitor trading 
data

Know consensus

Survey market 
sentiment

Avoid following 
the herd

Monitor technical 
indicators

Influence the 
market

Review 
Performance 
and Thesis

Dynamically rank 
and review

Avoid "fear or 
failure"

Review original 
documentation 

Review unbiased 
comparisons

Re-think 
recommendation 
if thesis wanes

Re-think 
recommendation 

if catalyst is 
ineffective

Avoid placing 
blame or  denying 

responsibility
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Source: Bloomberg 9-March 2017

0% 2% 4% 6% 8% 10% 12% 14% 16%

BA
TXT
COL
TDG
RTN
NOC
LLL

LMT
UTX
GD

Standard Deviation of Consensus Estimates
(Aerospace & Defense)
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Source: Bloomberg 9-March 2017

0% 5% 10% 15% 20% 25% 30% 35% 40% 45%

UAA

KORS

RL

HBI

COH

VFC

PVH

Standard Deviation of Consensus Estimates
(Apparel, Accessories & Luxury)

Source: Bloomberg 9-March 2017
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Uptrend line is formed by
connecting the lows 
during the uptrend.

A support level formed at $79, ending downtrend
in November.  This support level held in January,
and an uptrend subsequently ensued.

Uptrend line is formed by
connecting the lows 
during the uptrend.

A support level formed at $79, ending downtrend
in November.  This support level held in January,
and an uptrend subsequently ensued.
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Target Realistic 
Price(s)

(SHARE™ 
Framework)

Create an 
accurate financial 

forecast(s)

Select valuation 
method(s)

Historical & 
current sentiment

Adjust for future 
time period

Range of 
multiples and 
price targets

Evaluate as 
circumstances 

change

Identify & 
Forecast 

Catalyst(s)

Identify & forecast 
potential 

catalyst(s)

Focus on 
catalysts meeting 

optimal criteria

Proactively 
prepare for next 

catalyst

Ensure Ideal Entry Point

Avoid costly 
psychological 

shortcuts

Ensure call is 
differentiated 
(FaVeS™)

Avoid 
Pollyannaish or 
hopeful thinking

Weigh risk as well 
a return

Ensure no 
imminent danger

Document thesis

Sleep on it

Monitor trading 
data

Know consensus

Survey market 
sentiment

Avoid following 
the herd

Monitor technical 
indicators

Influence the 
market

Review 
Performance 
and Thesis

Dynamically rank 
and review

Avoid "fear or 
failure"

Review original 
documentation 

Review unbiased 
comparisons

Re-think 
recommendation 
if thesis wanes

Re-think 
recommendation 

if catalyst is 
ineffective

Avoid placing 
blame or  denying 

responsibilityFor registered AnalystSolutions partcipants -- not to be re-distributed
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Target Realistic 
Price(s)

(SHARE™ 
Framework)

Create an 
accurate financial 

forecast(s)

Select valuation 
method(s)

Historical & 
current sentiment

Adjust for future 
time period

Range of 
multiples and 
price targets

Evaluate as 
circumstances 

change

Identify & 
Forecast 

Catalyst(s)

Identify & forecast 
potential 

catalyst(s)

Focus on 
catalysts meeting 

optimal criteria

Proactively 
prepare for next 

catalyst

Ensure Ideal Entry Point

Avoid costly 
psychological 

shortcuts

Ensure call is 
differentiated 
(FaVeS™)

Avoid 
Pollyannaish or 
hopeful thinking

Weigh risk as well 
a return

Ensure no 
imminent danger

Document thesis

Sleep on it

Monitor trading 
data

Know consensus

Survey market 
sentiment

Avoid following 
the herd

Monitor technical 
indicators

Influence the 
market

Review 
Performance 
and Thesis

Dynamically rank 
and review

Avoid "fear or 
failure"

Review original 
documentation 

Review unbiased 
comparisons

Re-think 
recommendation 
if thesis wanes

Re-think 
recommendation 

if catalyst is 
ineffective

Avoid placing 
blame or  denying 

responsibility
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o
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Master the Stock Call Techniques of Highly Experienced Analysts
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o
o
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framework template

For registered AnalystSolutions partcipants -- not to be re-distributed



Element Wording Why important
Portion of 
ADViCE™ 
framework

Level 1 (email, page 1 of report, slides for brief presentation or voicemail script)

Br
ief

 C
on

clu
sio

n

We are or I am…
recommending the purchase of…
upgrading/downgrading…
more bullish/more bearish towards… 
raising/lowering our estimate/price target for…
reinforcing/revisiting our positive/negative view towards…

[AND]
…[stock name(s) followed by ticker(s)] because…

our work shows/suggests…
we can now conclude…
we have discovered…

[AND]
…[the critical factor(s)] is/will likely…

be better/worse than consensus/we expected
not in consensus expectations
occur sooner/later than consensus/we expected

Allows others to 
decide if they want to 
spend more time 
consuming your 
message

Conclusion-
oriented

Element Wording Why important
Portion of 
ADViCE™ 
framework

Level 1 (email, page 1 of report, slides for brief presentation or voicemail script)

Fa
Ve

S™
 el

em
en

t t
ha

t i
s b

ein
g 

ch
an

ge
d 

(b
e b

rie
f)

Our/my view about [critical factor] compels/allows/motivates us/me to…
[here is where you briefly discuss the change in your superior view, as 
defined by at least one of the following 1) a superior forecast 2) superior 
valuation method/multiple; or 3) superior short-term read of sentiment]

…raise/lower our/my earnings/cash flow/growth rate forecast for this 
year/next year from X to Y, which puts us/me XX% higher/lower than 
consensus.
…justify a valuation multiple of XX, which is XX% above/below its 
current/historical level.
…expect the stock to move XX% up/down in the near-term [only use 
this option if you have a superior view toward the short-term sentiment 
towards the stock].

[You may want to explain the FaVeS™ element you are not changing, such 
as “we assume the stock continues to trade at its current relative valuation 
multiple.”]

Briefly highlights 
your a) superior 
forecast (vs. 
consensus); and/or 
b) superior valuation 
method/multiple; 
and/or c) superior 
read on short-term 
sentiment towards 
the stock

Aware (if you 
are disclosing a 
change in 
thinking)

Differentiated
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Element Wording Why important
Portion of 
ADViCE™ 
framework

Level 1 (email, page 1 of report, slides for brief presentation or voicemail script)

Pr
ice

 ta
rg

et
 

m
at

h Applying a X [valuation multiple] multiple on our/my XX.00 [EPS, CFPS, BV] 
estimate for 20XX [time period], results in a year-end/six-month/one-year 
price target of XX, which is XX% above yesterday’s close.

Provides the 
elements of your 
price target and 
return

Conclusion-
oriented

Element Wording Why important
Portion of 
ADViCE™ 
framework

Level 1 (email, page 1 of report, slides for brief presentation or voicemail script)

Re
se

ar
ch

 to
 su

pp
or

t u
ni

qu
e 

Fa
Ve

S™
 el

em
en

t [If there is more than one critical factor driving the story, you may want to 
communicate this element and the one directly below for each critical factor 
at a time]
Our/my conclusion/above/below-consensus estimate is based on…
our/my analysis of…
discussions with…
data we/I collected from…
our/my unique modeling of…

Validates view based 
on fundamental 
research and not just 
a hunch or 
guestimate

Differentiated

Validated
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Element Wording Why important
Portion of 
ADViCE™ 
framework

Level 1 (email, page 1 of report, slides for brief presentation or voicemail script)

Qu
an

tif
y u

ni
qu

e F
aV

eS
™

 
ele

m
en

t

Specifically, we/I believe this results in $XX/XX%…
higher/lower EPS/CF/BV…
faster/slower EPS/CF growth rate…

…for 20XX [time period] than…
o current consensus expectations**
o our/my prior estimate
AND/OR

expansion/contraction of the stock’s relative/absolute valuation multiple 
from X to Y

Answers “materiality” 
question by 
quantifying how your 
view differs from 
consensus

Differentiated

Conclusion-
oriented

Element Wording Why important
Portion of 
ADViCE™ 
framework

Level 1 (email, page 1 of report, slides for brief presentation or voicemail script)

W
he

n 
an

d 
wh

y w
ill 

co
ns

en
su

s a
do

pt
 yo

ur
 vi

ew
?

We/I…
differ from consensus because…
believe consensus does not understand/appreciate…

[reason why consensus hasn’t come around to your way of thinking yet].
[AND]
We/I believe consensus will adopt/understand our/my view by [specific 
quarter or time of year] due to [catalyst that will drive the market to your way 
of thinking].

Explains how view of 
the catalyst(s) differs 
from the consensus 
thinking and when it 
will become clear to 
the market
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g?We/I have a high/low/modest degree of conviction/confidence in our/my call 

because [explain why your analysis above is valid or uncertain]. Our/my 
downside scenario results in a stock price of XX (XX% below yesterday’s 
close) and our/my upside scenario is XX (XX% above yesterday’s close).

Conveys your 
conviction level and 
provides alternative 
scenarios to 
demonstrate you’re 
not oblivious to 
where you could be 
wrong

Aware
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Identify & Monitor a Stock’s Critical Factors

Generate Differentiated Insights Through Better Discovery, Questioning 
and Influencing

Apply Practical Valuation Techniques For More Accurate Price Targets

Master the Stock Call Techniques of Highly Experienced Analysts

Communicate Unique Stock Calls Successfully So Others Take Action

Maximize Your Time for Alpha Generation
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