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            PREFACE

          

        

      

    

    
      Back in the day, I was hired as a temp to help with an Analyst Day Meeting for a biotechnology company in Seattle. The company had mailed invitations, which looked much like a greeting card. My job was to follow up with a call and invite people on the buy-side and sell-side. That can be a challenging task, since this is a very busy audience; they may not pick up the phone or take time to speak with someone they don’t know.

      

      When I did manage to speak with analysts and institutional investors, most said that they didn’t recall seeing the invitation. (Of course, current practice would be to email a “Hold the Date” invitation* and to follow up with an email that contains a meeting agenda.) Fortunately, the Analyst Meeting was well attended and deemed a success, and I was hired to work for the company’s Corporate Communications Department to support Investor Relations and PR.

      

      That Analyst Meeting and others that followed allowed me to get to know institutional investors and sell-side analysts. In this book, I’ll share insights gleaned from targeting and interacting with the buy-side and sell-side. If one were to generalize, I’ve learned that they tend to:

      

      
        
          	
        Be highly intelligent
      

      

      

      

      
        
          	
        Expect quick responses to requests for information
      

      

      

      

      
        
          	
        Like to see the big picture and to know that your company is aware of the larger landscape in which they operate and compete
      

      

      

    

  


  
    
      
        
          	
        Enjoy hearing contrarian viewpoints, including what differentiates your company or product
      

      

      

      

      
        
          	
        Read body language and can spot executive unease that may signal a change in operational or financial strength
      

      

      

      

      These traits create a complex person who is a quick study. If you are new to Investor Relations, then imagine that you are entering a country with unfamiliar and often unsaid rules and behaviors. You should catch on quickly.

      

      Before we review the IR tips, let’s focus on a key point: Email is now the most effective means of conducting IR outreach. Phone calls usually roll over to voice mail, where messages direct callers to send an email. Or, we hear that the person’s voice mail box is full. But, even when using email, it can be difficult to get the attention of the buy-side and sell-side:

      
        
          	
        Institutional investors can receive more than 1,000 emails per day.
      

      

      

      

      
        
          	
        People are said to glance at an email for 30 seconds before deciding to delete or read it.
      

      

      

      

      
        
          	
        Because investors and analysts are poised to hit the “delete” button, your emails must be brief and tailored to their interests in order to hold their attention.
      

      

      

    

  


  
    
      The following pointers will explain how you can conduct outreach and build positive IR relationships. These tips are designed to help you better understand your target audience. This brief book is the result of working for many years in Investor Relations and learning how to get successful results.

      

      I hope that the 41 IR Tips will enable you to get the attention of IR targets and to create strong relationships with investors and sell-side analysts.

      

      Best regards,

      Susan
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            41 TIPS FOR EFFECTIVE INVESTOR RELATIONS

          

        

      

    

    
      1. Build trust by understanding the turnaround times required by Wall Street. Make it a goal to return phone calls and respond to emails from investors and sell-side analysts within 1-2 hours. Institutional shareholders and analysts appreciate quick responses.

      
        
          	
        Sell-side analysts may be on a deadline to finish writing a note about your company or to answer a question from an institutional investor.
      

      

      

      

      
        
          	
        Both sell-side analysts and buy-side investors may be about to make a buy, hold or sell decision.
      

      

      

      

      
        
          	
        If you aren’t familiar with the person who called or emailed, look them up in an IR database, such as Ipreo, before calling or emailing them back.
      

      

      

      

      
        
          	
        Your IR customer is central to your company’s success. They need information fast in order to make decisions.
      

      

      

      

      By providing information to IR audiences in a timeframe that suits their needs, you will establish a positive rapport and gain respect.

      

      2. If you are the Investor Relations contact listed on a press release and your phone number is shown, answer your phone when it rings.

      
        
          	
        Set aside time to take calls and don’t let calls roll over to voice mail that day.
      

      

      

      

      
        
          	
        If you don’t answer the phone after a release is issued, you have missed an opportunity to build positive relationships.
      

      

      

      

      
        
          	
        It is worth your time to take calls and readily answer incoming questions from analysts and investors on the spot.
      

      

      

      

      
        
          [image: ]
        

      

      

      3. Approach the IR job with an attitude of being helpful to external audiences. What can you do to facilitate this?

      
        
          	
        If you don’t know the answer to a question, say that you will look into it and get back to them promptly.
      

      

      

    

  


  
    
      
        
          	
        If a shareholder or analyst asks a question that you haven’t heard before, it may be that others are wondering that too. If it seems like something others may ask, find the answer and review your response with senior management before providing the information to external audiences.
      

      

      

      

      
        
          	
        Of course, you must maintain firm boundaries about what you can and cannot say to external audiences. And, if your company is publicly held, you must operate within the SEC’s Regulation FD. (If information is material and could influence a decision to buy or sell your company’s stock, then you must disseminate the information widely in a public disclosure before providing it to individuals on a one-off basis.)
      

      

      

      

      
        
          	
        Educate senior executives so they make it a priority to provide answers to IR questions. For example, one company motivated two senior executives to do this by adding Investor Relations activities to their annual performance goals linked to their compensation. I noticed that their response times were faster after that when answering questions from shareholders and analysts. They also showed an increased eagerness to participate in IR conferences and non-deal roadshows.
      

      

      

      

      
        
          	
        Train junior IR staff to be responsive and helpful to investors and analysts.
      

      

      

      Your attitude of helpfulness – as opposed to that of an adversary- will be noticed and result in positive relationships with trust. That trust will be critical and may fend off negative reactions when your company experiences challenges.

      

      4. Be polite and respectful when interacting with investors and analysts. They may have more years of experience than you and, for institutional investors, they oversee portfolios worth millions or billions of dollars.

      
        
          	
        For all their hard work, they expect to be treated politely.
      

      

      

      

      
        
          	
        Be respectful and not too informal with this audience.
      

      

      

      

      
        
          	
        Treat investors and analysts with high regard; they work long hours with incessant travel.
      

      

      

      

      5. Analysts and investors are curious about your company and products but they typically want the highlights as a starting point when you respond.

      
        
          	
        When answering questions, get to the point quickly or they will be impatient. (A research report found that most professionals tune out of presentations in the first minute because presenters don’t get to the point right away.)
      

      

      

      

      
        
          	
        Allow them to ask follow up questions.
      

      

      

    

  


  
    
      
        
          	
        You can use speaker training to role play with executives. Be sure that they will use key messages and will be succinct. In a complex industry, this poses a challenge, but it is possible. We must be able to translate complicated information into understandable soundbites for external audiences.
      

      

      

      

      6. When you email an IR target, don’t send an attachment unless you know that person well or the information (such as a slide deck) has been requested.

      
        
          	
        People are wary of attachments from those they don’t know.
      

      

      

      

      
        
          	
        Investors often receive 1,000+ emails/day, and they’re looking for any excuse to hit the “delete” button.
      

      

      

      

      
        
          	
        Instead of an attachment, show your brief pitch with an email signature and then below the signature show the meaningful part of a press release (headline, subhead, first few paragraphs) with a link to the full release on your website.
      

      

      

      

      
        
          	
        Also, check to see if your company logo appears as an attachment to your emails (it may be in your email signature).
      

      

      

      

      7. When writing email pitches, remember that people read the subject line, first line and the closing sentence (and the “P.S.” if there is one).

      Make your subject line in emails stand out and make them specific to the institutional investor’s or analyst’s interests.

      

      8. When pitching investor and analysts, send personalized emails (and edit the email to fit their interests). Make sure to get their first name right.

      

      9. Use bullet points in an email pitch. Institutional investors and sell-side analysts often do not have time to read long emails with lengthy sentences.

      
        
          	
        They may delete your email after a glance if:
      

      

      

      

      
        
          	
        They don’t know you
      

      	
        The email is densely written
      

      	
        It doesn’t readily get to the point
      

      

      

      

      
        
          	
        Make your emails easy to skim read and to understand key points at a glance.
      

      

      

      

      10. Use a time hook as a pitch to institutional investors and sell-side analysts to get their attention and add value. For example, point out in a short email that your company is about to present at an upcoming conference or a publication just came out about your product.

    

  


  
    
      11. Make it a policy to call analysts and investors only when you have important news.

      
        
          	
        IR audiences care about what is incremental or important from the external person’s view. Repeated calls about minor news can damage relationships. They are busy, so respect their time.
      

      

      

      

      
        
          	
        Remember that investor relations is about building relationships and calling attention to what’s important.
      

      

      

      

      12. Be upbeat when calling analysts and investors.

      
        
          	
        A friend of mine is the voice for the recorded messages of the French telephone service. She says when making a recording, “You must smile into the phone.”
      

      

      

      

      
        
          	
        You can hear the difference.
      

      

      

      

      
        
          	
        So remember, smile the next time you speak with an investor.
      

      

      

      

      13. Think about what differentiates your firm or product. Pitch that differentiating factor to IR targets. Help investors and analysts gain a better understanding of what makes your company unique.

      

      14. Position yourself as an expert on your company and industry. Create and memorize the contents of a corporate profile and product fact sheets so that you know the story inside and out and can answer questions on the fly. Have a deep knowledge base about your company’s products, history and financial statements. When potential institutional investors and sell-side analysts show interest, help educate them about your company.

      Suggestion: You might offer to connect a sell-side analyst with a key opinion leader from outside your company who could educate them and add color to their understanding of your space.

      Aim to represent your company credibly and objectively. Credibility is built by reporting information truthfully, accurately and completely.

      

      15. Recognize that IR audience members are fiercely independent. I’ve seen PR people, for example, try to herd institutional investors into a group photo at a manufacturing facility after a tour. The individuals resisted and by and large did not participate. One portfolio manager told me he didn’t want his photo associated with a company.
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