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Aoris Investment Management
Aoris is a specialist international equity manager founded in 2017.
We are a focused business and manage a
single international equity portfolio.
Our investment approach is conservative,
fundamental and evidence-based.

The Aoris International Fund
Our portfolio is long-only and highly selective.
We own a maximum of 15 stocks, each of which has
considerable breadth or internal diversification.
We aim to generate returns of 8–12% p.a. over a market cycle.

Our Quarterly Reports
We are business investors, not economists.
As such, our reports focus on the
performance of our investee companies.
We report on portfolio performance
and changes with candour and transparency.
Each quarter we include a thought piece or feature article on
a topic area with direct relevance to our investment approach.

Aoris International Fund
September Quarter

1 Year

Since Inception*

5.9%

22.0%

22.5%

MSCI AC World Accum Index ex-Australia (A$)

4.1%

8.7%

13.6%

Excess Return

1.9%

13.3%

8.9%

Performance to 30 September 2019 - Class A
Portfolio Return (A$) - Net of all fees

*Inception date: 26 March 2018, annualised. Past performance should not be taken as an indication of future performance.

MARKET AND PORTFOLIO PERFORMANCE
Your Investment Team

Stephen Arnold
Founder & CIO

The international equity market, as measured by the MSCI AC
World Accumulation Index ex-Australia, appreciated by 4.1%
over the quarter (all returns are in A$ unless stated otherwise).
Markets rose by 1.1% in local currency terms while changes in
exchange rates added 3.0% to the A$ return.
Developed markets gained 4.6% in the quarter. Japan led the
way, with a return of 7.3%, followed by the US, which appreciated
by 5.5%. Europe was up 2.4% and the UK returned 1.5%. Hong
Kong was the standout decliner among developed markets
with a fall of 8.4%, reflecting the escalating tension with China.
Emerging markets materially underperformed and retreated
by 0.4% during the three-month period with some remarkable
divergence. The Argentine equity market fell by 44.7% as the
country once again found itself in crisis. During the quarter
the government imposed currency controls, following a sharp
drop in the value of the peso, and requested a deferral of debt
payments to the International Monetary Fund. Turkey gained
16.2% while China declined by 0.9%.
Looking at performance by sector, the Utilities index rose by
9.7%, perhaps reflecting investor desire for higher dividend
yields in the face of further falls in cash interest rates. Consumer
Staples rose 7.8% and IT gained 6.8%. Among the laggards,
Energy and Materials fell 1.7% and 0.8% respectively, while Health
Care rose 2.6%.

Swati Reddy
Senior Analyst

Ty Archibald

Two issues caught our eye during the quarter, the first of which
is health care, which now accounts for one in every five dollars of
economic activity in the US. The cost of health care is receiving
increasing attention from voters and governments alike in
many parts of the world. In Australia, a long-standing trend of
declining participation in private health insurance by younger,
healthier people is now putting huge strain on the private
system and continual premium increases above inflation is only
exacerbating the problem. In the US, the cost of employerprovided health coverage now exceeds US$20,000 for a family
plan, and the average amount that workers themselves pay
towards premiums for a family plan having increased by 8% in
the last year to over US$6,000. In a May survey by RealClear,
health care ranked as the number one policy issue for American
voters, and was the most important issue for almost 50% more
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respondents than the economy (36% vs. 26%). In the US the
government is prohibited under the Constitution from using the
buying power of the federal Medicare and Medicaid programs to
negotiate lower prices for medical products and services. This is
not the case in China, where the government is pushing hard to
lower the prices of off-patent drugs by tens of billions of dollars.
A pilot ‘reverse auction’ program last December required drug
companies to bid for the right to supply 25 medications and
resulted in price reductions that averaged 52%. In September
the second round saw an additional 25% price reduction, further
squeezing the profits of pharmaceutical companies in China.
A second noteworthy issue during the quarter was the botched
plans to publicly list WeWork. Valued at US$47 billion only
months ago, and with a vague mission to ‘elevate the world’s
consciousness’, the co-working company’s founder and CEO
resigned and ceded control when potential equity investors
rejected not only the US$15 billion valuation in the prospectus,
but poor corporate governance and egregious conflicts of
interest between the CEO and the company. Investors have had
to reconcile themselves to the point Kanye West made when
he said “If you guys want these crazy ideas and these crazy
stages and this crazy music and this crazy way of thinking,
there’s a chance [it] might come from a crazy person”. WeWork
has US$47 billion in committed lease obligations and $6 billion
dollars of debt but just US$4 billion of committed revenue from
its tenants. Profitability is nowhere in sight. A harsher view of
businesses with big ambitions, and large and growing debt but
no profits saw share price falls in the quarter of 35% and 27% for
Uber and Netflix respectively.
The Aoris International Fund (Class A) gained 5.9% for the
quarter, outperforming our benchmark, the MSCI AC World
Accumulation Index ex-Australia, by 1.9%.
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Portfolio Changes
PURCHASES
Nike - Earnings per share
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Nike has increased EPS at a
compound rate of 12% p.a.
over the last dozen years.

Nike
Nike, with its iconic Swoosh logo, has been the clear leader in
the global footwear and sports apparel market since the late 80s
and last year it generated revenue of more than US$39 billion.
Nike’s close relationship with professional athletes across many
sports as well as consistently high-quality product design and
marketing has helped it to stay relevant to a broad range of
consumers, from the mass market to sports enthusiasts to the
fashion conscious. This has driven organic revenue growth of 9%
over the last decade, well in excess of the broader industry.
Nike’s innovation includes its sophisticated manufacturing,
logistics and supply chain, which acts as an enduring
competitive advantage. Over time it has been able to produce
shoes and clothing with less wastage, in rapidly growing
quantities, and get them to stores across the globe ever more
efficiently. Much like Apple, Nike is also an outstanding retailer in
its own right. Nike’s roughly 1100 stores across the globe set the
standard for retailers such as Rebel Sport and The Athlete’s Foot
when it comes to presenting Nike products. It also provides Nike
a valuable direct relationship with its end customers. Nike.com
accounts for a further 10% of sales.
We view Nike as a business built on powerful competitive
advantages, generating superior growth and profitability, run by
conservative and disciplined management.
SALES
Croda
Based in the UK, Croda is a performance ingredients and
specialty chemicals business. It is a company that has generated
modest long-term organic growth, but one in which we had
expected to see meaningful improvement over 2018–2020 as
it divests and de-emphasises its less differentiated products.
However, growth in the first half of 2019 has fallen well short
of our expectations. We are concerned that the improvement
initiatives are not producing the desired results and the
company’s growth trajectory going forward may be no different
from what it has generated historically. It is a business with
many fine characteristics that we remain open to owning again,
contingent on a sustained improvement in underlying growth.
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Feature — market timing.
Why it’s in our too-hard basket
INTRODUCTION
The appeal of market
timing is its potential
to both massively
amplify returns and to
protect investors from
the pain of loss.

Equity investors of all types commonly seek to enhance their
returns through changing their exposure to the stock market
based on its perceived attractiveness at different points in time.
Take some money ‘off the table’ when a market pullback or
correction lies ahead, and invest more when abnormally good
times are in store. This is known as ‘market timing’.
The potential of market timing to amplify one’s investment
returns from equities is significant. Since 1950 through to 2018
the US equity market, as measured by the S&P500, generated
a compound annual return of 11.1% p.a. including dividends. The
difference between the S&P500’s annual market high and low
averaged almost 20% (we use monthly data throughout for
simplicity). An investor who had been able to trim or sell-out
of equities altogether at the top each year and buy back in at
the bottom would have turned the market’s 11.1% p.a. return into
something quite spectacular. As well as being an added source of
profits, market timing is often used to soften the blow of declines.
Behavioural psychology tells us that the pleasure and pain that
share markets induce is not felt by investors equally – it takes
roughly a 2% increase to offset the unpleasantness of a 1% fall. No
wonder investors want to ‘zig but not zag’; who wouldn’t want all
of the market ups and none of the downs along the way?
In this feature we first look at three market-timing signals
popularly used by investors seeking to sidestep an oncoming
market sell-off, and what history tells us about how well these
signals actually work. We then look at the other side of the
market-timing trade, namely buying back in, and the challenges
that entails. Lastly, we discuss how we at Aoris approach market
timing, and how we reflect this in our portfolio.
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PART 1 – IDENTIFYING AN ONCOMING EQUITY MARKET
DECLINE
When equity investors think about adroitly dodging a market
fall, they usually look to one or more of the following three early
warning signs:
1. a recession
2. a high equity market valuation and
3. the duration of the current bull market.
Let’s look at each of these in turn.

1. Recessions
The challenge for
market timing is that
in every case since
1950 in the US, the
economic contraction
happened after
the equity market
correction.

DOES A RECESSION FORETELL A MARKET CORRECTION AND
IF SO, HOW RELIABLY?
The association between economic recessions and equity market
declines is strongly ingrained in investor psychology, and with
good reason. Since 1950 there have been 10 recessions in the
US and around each recession the US equity market declined by
at least 10%, with an average fall of 23%. So, we could call the
relationship between recessions and equity market corrections a
strong one.
But in which direction does this relationship work? Does a
recession happen first, leading to an equity market decline?
If so, we can simply let the GDP numbers tell us when to sell.
Unhelpfully, in every one of these 10 cases the onset of recession
happened after the equity market decline. So, a recession
doesn’t flag a forthcoming correction; the equity market
anticipates one.
SEEING AROUND CORNERS
The challenge, then, is to anticipate a recession. There is a great
deal of information available to investors to help in this regard.
In the US, The Conference Board, an independent non-profit
group founded in 1916, publishes an official Leading Economic
Indicators series; here in Australia we have the Westpac–
Melbourne Institute Leading Index of Economic Activity; and
all the major central banks publish economic projections. On
top of this, there are all sorts of data taking the pulse of the
economy in virtually real time, such as online job postings, real
estate searches, auction clearance rates, new business formation,
transactions on Amazon, and freight transport volumes.
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Over the last three
decades, in the
year preceding an
economic decline,
the IMF has correctly
anticipated a
recession just 3% of
the time.

Despite the wealth of data available and amount of human
capital devoted to the task (the US Federal Reserve alone
employs over 400 PhD economists!), the record of professional
economists in forecasting recessions is poor. Let’s look first at a
single forecasting body, the International Monetary Fund (IMF).
The IMF publishes forecasts twice each year. Andrew Brigden,
chief economist of London-based Fathom Consulting, found
that of 469 recessions over the 30-year period 1988–2018 across
194 countries, the IMF correctly predicted less than one in four
of them as at April of the year in which the economies actually
contracted. If the economy went into recession on average in the
middle of the calendar year, then a correct forecast in April gives
us a lead of just two months. Equity markets peaked on average
five months before the onset of the last 10 US recessions, with a
range of one to 10 months. So, a two-month early warning signal
doesn’t really cut it. If we use their forecasts from October of
the year preceding the recession, giving us a lead now of around
nine months, the IMF correctly forecast less than one in every 30
recessions.
There may well be individual economists with a track record
that sets them apart from their peers, but how are we to identify
them? In a world where we can rate Uber drivers, restaurants and
Amazon sellers, why do we fail to publicly rate economists on
the accuracy of their forecasts?

The ‘Great’ recession
wasn’t even formally
recognised as
a recession until
it had been going
almost a year.

8

What about ‘the big one’, the GFC? If you could pick just one
recession in the last few decades to correctly anticipate, this was
the one, as over the period mid-2007 to early 2009 the equity
market roughly halved in value. Perhaps a mild recession is hard
to pick in advance but a severe one should be like the lights
of an oncoming train in a tunnel. Not so. In October of 2008,
a month after Lehman Brothers failed, the IMF forecast that
the global economy would grow by 3% in 2009 and just seven
economies would be in recession. In reality, the world contracted
and 91 countries went into recession. The 2008–09 recession in
fact began nine months before Lehman collapsed, yet it wasn’t
even formally identified as one until it had been going for almost
a year. Prakash Loungani at the IMF said ‘recessions are not rare.
What is rare is a recession that is forecast in advance’.
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The interrelationships
of an economy are
complex. We can
rarely draw a straight
line between cause
and effect.

COMPOUNDING THE PROBLEM
It is human nature to simplify things, and investors tend to think
in terms of ‘single variable’ cause-and-effect relationships when
it comes to economic activity. They draw simplistic conclusions
such as ‘I think the trade tension between the US and China
will escalate, causing a recession’, or ‘interest rates will rise and
therefore economic activity will decline’. The economy does not
work via such linear, univariate, causal relationships. If there’s
a trade war, how interest rates respond will impact economic
activity. How consumers respond to a change in interest rates
will affect retail spending and housing activity, which in turn will
impact business spending, which in turn influences the value
of the exchange rate and perhaps which party wins the next
election. None of these responses are known in advance. This
introduces the notion of compound probabilities.
Let’s imagine that an investor is an exceptionally good economist
and can correctly forecast a key variable, such as major moves in
the oil price, with a two-in-three success rate. Now, let’s imagine
that this investor/economist can also correctly forecast the
economic impact of a major move in the oil price, also with a
two-in-three success rate. If this individual forms the view that
oil prices will rise sharply, which in turn will cause an economic
slowdown, one could easily fall into the trap of thinking that
they have a two-thirds chance of being right. However, we
need to recognise that there are two outcomes being forecast
and to calculate the probability of getting both right we need
to multiply the probability of each individual prediction being
correct. Now, 2/3 times 2/3 = 44.4%.

Predicting
something
correctly

44%
of the time
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worse
than
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Economies, of course, work nothing like this grossly simplified
version of reality. They get very complex, very quickly. The
interconnectedness of an economy is far more like a billiard table
when a single ball strikes many others. Professor Michael Berry,
a mathematical physicist from Bristol University, examined this,
and was described by Nassim Nicholas Taleb in his 2007 book
The Black Swan as follows:
If you know a set of basic parameters concerning the ball at rest,
then it is rather easy to predict what would happen at the first
hit. The second impact becomes more complicated, but possible;
and more precision is called for. The problem is that to correctly
compute the ninth impact, you need to take into account the
gravitational pull of someone standing next to the table. And to
compute the fifty-sixth impact, every single elementary particle
in the universe needs to be present in your assumptions! An
electron at the edge of the universe, separated from us by 10
billion light-years, must figure in the calculations, since it exerts a
meaningful effect on the outcome.
In their quest for simplicity and mental shortcuts, investors
all too often omit the complexity underlying the behaviour of
economies and conveniently ignore the reality of compound
probabilities.

Seven of the 17
market corrections
since 1950 have not
been associated with
a recession.

HOW MUCH DOES BEING THE WORLD’S BEST ECONOMIST
ACTUALLY HELP?
We’ve established that correctly anticipating recessions
repeatedly is very, very hard. However, forecasting recessions,
even with 100% accuracy, only goes so far in market timing. Of
the 17 occasions in the last 70 years when the US equity market
experienced a decline of 10% or more, seven were not associated
with recessions, including the October 1987 crash.
In summary, at Aoris we believe that attempting to time the
market and reduce exposure to equities based on an anticipated
recession is unlikely to improve our investment returns. It’s
simply not something we believe we can do well on a repeatable
basis, for several reasons. Firstly, only 10 of the 17 (less than
60%) of the equity market corrections in the US since 1950 have
been associated with recessions. Secondly, rather than simple,
one-to-one causal factors between a variable and a recession,
economies comprise exceedingly complex interrelationships.
The compound probabilities associated with ‘if that happens
then this will happen, and then this and then this’ are routinely
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underappreciated. As a result, recessions are rarely correctly
forecast and we are confident that we can’t do better than the
pros. Thirdly, selling out of equities in anticipation of a recession
that doesn’t happen entails an opportunity cost that can easily
erode the gains made from avoiding the ones that do eventuate.

2. Aggregate market valuations
The second common signal used by investors to make a timing
call on the market is valuation. It’s natural enough to want less
of something when it’s expensive and more when it’s cheap. The
most commonly used valuation signal applied to the US equity
market is known as the Shiller PE, created by Yale economist
Professor Robert Shiller. This measure makes a sensible
adjustment to smooth out the cyclical nature of corporate
earnings and the data very helpfully goes all the way back to 1871.
In the following chart we show, for each month since 1950,
the Shiller PE relative to its full history from 1871 up until that
particular month. So, for example, in 1985 the US equity market,
measured by the Shiller PE, traded on about 0.7x its average for
the period 1871–1985, while in 2005 it was valued at about 1.6x its
average of the period 1871–2005. Note that the Shiller PE relative
to its long-term history has been greater than 1x for most years
since 1950. The red dots indicate the 17 market peaks prior to
declines of 10% or more.

Shiller PE relative to its long-term average

US Shiller PE relative valuation versus history
since 1871
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Source: Shiller website
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What this shows is that market valuations versus a long-term
average have proved to be of no help in market timing. The three
corrections between 1976 and 1981 occurred when the market
was trading at abnormally low valuations relative to a long-term
history. The GFC market crash happened after valuations had
become significantly cheaper than the prior 10-year period. In
1992 an investor may have observed that since 1950 the Shiller
PE had been above 1.3x its long-term history just 15% of the time.
Using this knowledge, they may have decided to use a relative
Shiller PE of 1.3x as a sell signal. Had they done so, they would
have been out of the equity market for 23 of the next 26 years.
So, market valuations relative to a long-term average are not of
any use in short-term market timing. Nor are they helpful as a
long-term indicator of future returns.

3. Duration of bull market
A third pointer that investors often use when seeking to time an
exit from the market is time itself, i.e., how long the market has
been appreciating. Is the market cycle ‘long in the tooth’, or is
there ‘plenty of runway left’?

The time that the
market has been
appreciating has
been of no help
in anticipating
corrections. There
is no discernible
pattern in the
duration of
bull markets.

Months from market trough to next peak
100
90
80
70
60
50
40
30
20
10

Ju

ly
Ju 57
ly
-5
D 9
ec
Ja 61
nM 66
ay
-6
Ja 9
n
Se -73
pt
Fe 76
b8
A 0
pr
A -81
ug
Ju -87
ne
-9
Ju 0
ly
A 98
ug
-0
O 0
ct
-0
M 7
ay
Se -11
pt
-1
8

0

Month of market peak
Source: Shiller website; data is for S&P500 index

12

Aoris Investment Management - September Quarterly Report

You can see from the graph on the prior page that time itself
provides no reliable exit signal. The number of months between US
equity market troughs and the next market peak has ranged from
12 to 93. After 1990, 30 months might have seemed like the point
at which the equity hourglass had run out and was a good time to
sell. Had an investor followed this rule, they would have sold more
than five years before the market peak in 1998 and three-and-ahalf years prior to the October 2007 peak. The investor would have
sold in September 2011 after the market had already fallen 12%, and
would have exited four-and-a-half years prior to the September
2018 sell-off, over which time the US equity index doubled.
The number of months that the equity market has been
appreciating since it last troughed is not a useful market timing
sell indicator.

Conclusion to part 1 – identifying an oncoming
equity market decline
Of the three market timing sell indicators, neither the duration
of a bull market nor aggregate equity market valuations are of
any help. Recessions have been associated with only 10 of the 17
declines since 1950 and have proven fiendishly difficult to predict
with the requisite degree of repeatability. As a result, at Aoris we
don’t attempt to time markets in anticipation of a decline.

PART 2 - BUYING BACK IN
The psychological challenge of buying into a
correction
Buying into a declining market is hard. For each of the 10 US
equity market corrections associated with economic recessions,
the market bottomed before the economy in every case. This
means that at the optimal time to buy, the economy is still
declining and the investor is subject to a daily barrage of
negative macro news.
Humans have a deep aversion to randomness, or events taking
place without explanation. For the market sell-offs that have
happened independently of a recession, the news media will
emphasise negative economic or geopolitical news to satisfy
the psychological craving of their readers for an explanation.
The negative headlines, which may or may not have any rational
linkage with declining equity markets, make it behaviourally
difficult for investors to buy into the preponderance of gloom.
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Regret aversion tells us that humans fear making a decision that
may in hindsight look poor. So, rather than buying into a weak
market and risking further declines, most people wait for signs
that the market has stabilised or is improving before commiting to
purchase. Compare the number of people turning up at property
auctions in Australia now versus earlier in 2019. Well, that has a
cost. The US market has historically appreciated by about 13%
on average in the three months after bottoming. Then, buying
back gets psychologically harder. Now the market is 13% more
expensive, so the investor will be tempted to wait for a pullback
that perhaps doesn’t come. A few more months and if stocks are
even higher the regret of not having stepped back into the market
earlier will be causing extreme anguish. It’s psychology that makes
timing so difficult.

Timing re-entry
On the majority of
occasions, the
market had already
recovered its prior
peak just six months
after the trough.

The chart below shows the 17 occasions since 1950 when the US
equity market declined by at least 10%; in eight of these corrections
it took six months or less for the market to recover its prior
peak. So, if an investor sold right at the top, once the market has
bottomed they had two to three-quarters to buy back in. Any later
than this and they’d be back in at a higher level than they sold out.
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PART 3 – THE AORIS APPROACH
At Aoris, we don’t
time markets.
We protect rather
than predict.
In order to protect
capital, we avoid
fragile, cyclical
and highly geared
businesses all
of the time.

At Aoris we don’t time markets. We have a maximum cash
position in our portfolio of 10% and cannot short stocks
or indexes. We own businesses. There are various types of
businesses that periods of economic weakness and market
stress may entail permanent loss of capital rather than simply a
temporary dip in the share price. These businesses include:
• Banks – banks lose money in most recessions. They may
need to raise equity to recapitalise damaged balance sheets,
diluting existing shareholders. In the aftermath, regulatory
capital requirements are often raised.
• Highly indebted companies – even in environments of ultralow interest rates, refinancing existing loans as they fall due
can get much more difficult during periods of economic
stress.
• Commodity businesses – when economic activity falls,
commodity prices tend to move in an amplified fashion and
commodity producers experience a collapse in profitability,
often requiring dilutive equity capital raisings to repair
balance sheets built for good times.
• Highly valued companies – periods of market and economic
stress can act like a bucket of cold water over businesses
where valuations embed grossly optimistic assumptions of
future growth and profitability.
Rather than predict market peaks and troughs and attempt to
time the market, at Aoris we prepare and protect – and we do this
through portfolio composition. When we get into a car, we wear
a seatbelt knowing that the vast majority of the time it will prove
unnecessary but on occasions that can’t be anticipated it will
prove lifesaving. Rather than anticipating cycles, we protect capital
through avoiding the above types of businesses at all times.
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CONCLUSION
Timing equity markets is an appealing tool for many equity
investors, but at Aoris it’s one that we choose to leave in the
toolbox. Repeatability is key. It’s not enough to deploy a tool that
works once in a while: we strive for an investment process that
produces good decisions the vast majority of the time. We are
confident that we can’t time markets well, repeatedly. We are
also confident that our simple approach of owning high-quality,
wealth-creating, economically resilient businesses and avoiding
fragile, fair-weather businesses, will help achieve our dual
objective of creating wealth for investors and preserving capital.
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Stock Profiles
NORDSON
Nordson is a maker
of highly engineered
equipment for
adhesive
dispensing and
plastic extrusion.

Based in the quiet surrounds of Cleveland, Ohio in America’s
industrial mid-west, Nordson is a manufacturer of highly
engineered dispensing and extrusion products. These are used in
applications such as dispensing adhesives into electronic devices,
sealing packaging for consumer goods, and the extrusion of
plastics to make medical device components and plastic film.
Nordson’s equipment is also used to coat paint on the outside of
BBQs, to bond panels together in automotive manufacturing, coat
the inside of food cans, and make solar panels. Every day, you
very likely interact with a wide variety of products that are made
using Nordson technology.
The photo below shows adhesives being dispensed onto a
cardboard box before it is sealed.

Source: Company website

Semiconductor and consumer electronics markets account for
around 20% of Nordson’s revenue and have been an important
source of growth in recent years. As devices such as mobile
phones become more sophisticated, with more electronic
components inside and features such as waterproofing, 5G
and foldable screens, Nordson’s precision adhesive-dispensing
technology becomes increasingly valuable. Looking forward,
an emerging application for Nordson’s adhesive-dispensing
technologies that management are excited about is in electric
vehicle batteries.
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Benefiting from a direct salesforce, Nordson has a closeness
to its customers that is unparalleled in the industry. Nordson’s
technical sales reps spend their time on the factory floor and in
the design labs with their customers. Not only does this provide
a high barrier to entry for competitors, it also creates a valuable
feedback loop that helps Nordson prioritise investment and
product innovation. A mindset of helping customers to solve
problems has helped Nordson grow revenue on an underlying
basis at a rate comfortably above GDP over many years. It has
also increased its dividend for 56 consecutive years.
Nordson has a culture of giving and each year it allocates 5% of
US pre-tax profits to projects that support the local communities
in which it operates.

L’ORÉAL
L’Oréal is a global beauty company with a history going back over
a century. It owns iconic brands such as L’Oréal Paris, Yves Saint
Laurent, Lancôme, Garnier and Giorgio Armani. It has a long track
record of growing at a faster rate than the beauty industry, and
management attribute this to a few factors. Firstly, L’Oréal has
been steadfastly committed to digital communication and online
distribution. Digital accounts for almost 50% of L’Oréal’s media
spend and more than a third of all global beauty views on YouTube
are represented by L’Oréal’s brands.
Strength and expertise in digital marketing has helped make
L’Oréal a force in online distribution. E-commerce today accounts
for 13% of sales; sales via this channel grew 48% for L’Oréal in H1
of 2019 versus 25% growth in online sales for the beauty industry.
E-commerce is extending L’Oréal’s reach far beyond the limits
of traditional distribution. For instance, on T-Mall, a major online
retailer in China, 45% of L’Oréal’s sales are made into tier three, four
and five cities, leapfrogging investment in physical stores.
Secondly, L’Oréal has been committed and successful in Asia.
Starting there with nothing in 1997, L’Oréal is now the #1 beauty
company in Asia, and the region accounts for 28% of group sales.
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‘Victories are won on
the battlefield, not in
headquarters’
(Jean Paul Agon, L’Oréal
CEO, H1 2019 results
presentation).

Thirdly, L’Oréal takes a somewhat unique approach to its
organisational structure. The business wants to be a large company,
to be a leader, but to retain the spirit of a small company. L’Oréal
is strategically concentrated but operationally decentralised to
keep decision-making close to the ground where customer trends
emerge locally, thus bringing agility and excellence onto the field.
Lastly, L’Oréal is committed to innovation and spends more on
R&D than any of its peers. This innovation is reflected in new
product formulations, delivery formats, and creative omni-channel
engagement, driving new wins and repeat purchases.
L’Oréal has grown at a rate comfortably in excess of GDP over the
last decade, and earned a return on invested capital of around 13%.

Source: Company website
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A COMMON SENSE APPROACH EXECUTED WITH UNCOMMON DISCIPLINE

Disclaimer
This report has been prepared by Aoris Investment Management Pty Ltd ABN 11 621 586 552, AFSL No 507281 (Aoris), the investment manager of Aoris International Fund
(Fund). The issuer of units in Aoris International Fund is the Fund’s responsible entity The Trust Company (RE Services) Limited (ABN 45 003 278 831, AFSL License No
235150). The Product Disclosure Statement (PDS) contains all of the details of the offer. Copies of the PDS are available at aorisim.com.au or can be obtained by contacting
Aoris directly.
Before making any decision to make or hold any investment in the Fund you should consider the PDS in full. The information provided does not take into account your
investment objectives, financial situation or particular needs. You should consider your own investment objectives, financial situation and particular needs before acting upon
any information provided and consider seeking advice from a financial advisor if necessary.
You should not base an investment decision simply on past performance. Past performance is not an indicator of future performance. Returns are not guaranteed and so the
value of an investment may rise or fall.
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