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•	 Consider assumptions that might create 

obstacles to asking more questions. For 

example, a sense of time pressure and power 

dynamics in the room could be barriers. 

Next up was a panel discussion on managing 

expectations and new regulations with passive 

investors that included Evie Boland, Associate 

Director, Governance & Sustainability at Rivel and 

Michael Wherley, Vice President Investor Relations 

at Stanley Black and Decker and a member of the 

NIRI Philadelphia Board of Directors. 

With passive ownership of equity funds close 

to 60% (versus 40% ten years ago), these funds are 

an increasingly large part of the shareholder base 

of many companies and hold meaningful votes 

during proxy season. 

As such, it’s important for companies to include 

passive investors as part of their annual shareholder 

outreach program. For some companies, that out-

reach is beneficial not only for the IR or governance 

stewardship teams, but also for the company board 

members, as they have the opportunity to hear 

feedback from key investors. 

Also discussed were the recent changes by the 

U.S. Securities and Exchange Commission (SEC) 

around Form 13G/13D filings, which draws a finer 

line around what constitutes an “activist” share-

holder. In response, many firms (including large 

passive investors) are adjusting the language in 

their proxy guidelines or becoming less proactive 

in raising certain issues with IR or management. 

The conclusion should not be that these issues 

have become less important to many shareholders, 

but rather that they need to more carefully navigate 

how to engage in dialogue on certain topics. For 

example, as part of shareholder outreach, IR profes-

sionals may need to specifically state which topics 

they would like to discuss with investors rather than 

leaving it up to investors to raise topics proactively.

Always top-of-mind for everyone in IR is the 

current state of the job market. To address this topic, 

Peter McDermott, Senior Client Partner, Global 

Corporate Affairs & Investor Relations at Korn Ferry, 

captivated the room with his perspectives. 

He touched upon the dynamics recruiters and 

job seekers are experiencing, such as shifts in can-
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didate expertise during the recruitment process, 

job hugging, ghosting, hybrid-to-remote options, 

and filling in the gaps during career downtime. 

One strong piece of advice McDermott shared was 

to use your downtime to focus on strengthening 

your candidacy—consider earning your Investor 

Relations Charter (IRC)®, MBA, or taking classes to 

expand your professional development. 

Equally important as the job market for investor 

relations officers is the constant evolution of artificial 

intelligence (AI) and what IR professionals need to 

do to stay ahead of the curve. 

With the help of James Kelly, Senior Managing 

Director and Director of Research at Leerink Partners, 

and Charlie DyReyes, Director of Research and Port-

folio Manager at Rockefeller Capital Management, 

attendees gained insights into how the buy- and 

sell-side are using AI to streamline their workflow 

and enhance their diligence processes. 

Kelly and DyReyes concurred that they view AI 

as an enthusiastic and hard-working junior analyst 

who is eager to please, occasionally misses the 

mark on details, but despite it all, is here to stay. 

They advised the audience to consider the amount 

and breadth of information that is being used by 

the buy- and sell-side in preparation for meetings, 

such as conducting diligence on competitors, 

reviewing historical progress and setbacks, and 

building models. 

It was emphasized that AI won’t replace humans, 

but humans will be replaced by others if they don’t 

accept and embrace AI. The session ended with a 

discussion on the potential change in quarterly 

reporting to semi-annually, where both panelists 

felt that if the change occurred, it would require IR 

professionals to be more thoughtful and proactive 

on how they disseminate financial information to 

their key stakeholders.

The last keynote speaker of the day was Penny 

Zenker, aka “The Focusologist.” She is a best-selling 

author, award-winning podcast host, and renowned 

keynote speaker who has been featured on TedTalks, 

NBC News, Forbes, ESPN, and Wharton Business 

Radio. 

During the interactive session, Zenker shared 

her simple, yet profound three-step approach (Step 

Back, Get Perspective, Realign) on resetting your 

mindset to get unstuck, focus on what matters the 

most, and reach your goals faster. 

Using the Rubik’s Cube and a participant from the 

crowd, she demonstrated that with the right mind-

set, you can solve highly complex challenges—even 

when there are 43 quintrillion potential outcomes! 

Zenker’s message was universal and highly impactful 

with everyone in the room. 

As the formal programming concluded, the 

energy didn’t fade. Attendees transitioned to an 

elegant covered patio, where music, drinks, and 

hors d’oeuvres set the tone for a relaxed atmosphere. 

Conversations continued, connections deepened, 

and the spirit of IR Elevate lingered – proof that 

when the IR community comes together with inten-

tion, inspiration follows. IR
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Visit the Marketplace at https://marketplace.niri.org/

Challenging times require  
new thinking and new tools. 
As it has for 50+ years,  

NIRI strives to provide 

the resources to help the 

IR community access the 

knowledge, products, and 

services they need. 

In the NIRI Products and Services Marketplace,  
you will find information about industry partners  
and consultants who have let us know they stand 
ready to help with insights, data, resources, and 
special product and service offers. With 15 categories 
of expertise and service, you can search by keyword, 
product category, and location.

Designed with the input of NIRI’s Service Provider 
Council, the Marketplace makes it easy for IR 
professionals to locate products and professional 
services geared to the investor relations industry. 
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