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Investor Relations Plan
XYZ Corporation
Investor Relations Plan (Sample)
The following reflects recommendations for the first full six months.
Month One to Two
e Meet and have a conference calls with management representa-
tive (CEO, Executive Vice President) to develop the roll-out strate-
gY for current activities “This is a sample six months pro-
e Develop IR presentation and messaging platform gram for a small company”

e Create "XYZ” specific collateral materials: fact sheet, corporate
profile, investor kits, and Small Cap Review.

e Develop email/blast fax database. (Briefing book).

e Create URL on OTC Village (10,000 institutional profiles)

e Email/blast-fax weekly to 5,000 registered representatives and
blast fax to 5,500 (combined opt-in on-line traders/registered

reps.)

e Develop new market makers and work to establish a following in
the stock

e Talk to various retail brokerage firms about a prime market mak-
ing positions.

e Talk to numerous small broker/dealers about XYZ and solicit in-
terest from all of their resources.

e Begin rollout of material (snail mail) and generate interest in
stock (NOBO list) "CEO introductory/welcome letter"

e Conduct two/three portal interviews
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e Start to conduct cluster group meeting in New York, Los Ange-
les, San Francisco and South Florida.

e Create, advise and provide guidance about press releases

e Review conference schedule for the company to attend invest-
ment shows.

e Discuss and scope out ideas for "Roadmap of Success Doctrine"

e Review and edit existing power-point presentation

e Discuss media campaign.... trade and business

“Good cooperation form company

Month Three to Four
management is crucial for the success
e Email-blast additional resources as mentioned above weekly fol- of any campaign”
low-up with pro-active follow-up phone calls
e Prepare/create an updated power-point presentation for both
retail and institutional meetings.
e Research and prepare targeted list of brokers/analysts/money
managers who could generate momentum in the stock. OTC
Village (9,200 prime money managers)
Create additional one-on-one or cluster group meetings
Create a reoccurring shareholder conference call
Begin outreach to mutual funds in the New York, Boston and
West Coast area in order to determine interest in meeting with
management
e Continue to develop an investor conference database for man-
agement presentations
e Begin industry analyst campaign "Roadmap of Success Doc-
trine"

Month Five to Six

e BLAST EMAILS/BLAST FAXES TO BRIEFING BOOK

e Continue to facilitate meetings for interested brokers/analysts
with management

e Secure reputable analyst report.

e |nvestor contact and information request fulfillment, list
maintenance

e Continue industry analyst outreach, facilitate any meetings that
result from Outreach program

e Develop new market makers from regional firms

e New portal interviews/based on news events

e Continue to visit company in VARIOUS LOCATIONS/UPDATE
Roadmap for Success Doctrine

e Meet with Board of Directors to present I/R update and discuss
accomplishments and any disappointments

e Planning meeting with management for next six months

e Consider financial trade shows
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About StockWatchindex (SWI1)

SWI is a financial information and consulting service. SWI’s web sites, newsletters and publications are struc-
tured to inform, educate and empower its users, providing them with a competitive edge in today’s fast mov-
ing investment market. SWI specializes in taking small companies public through an innovative, affordable and
streamlined process and/or provides market awareness services for small public companies to improve their
market position and support their stock trading activities. SWI helps position its clients on a new level of mar-
ket awareness in order to successfully complete the different phases of financial advancement. SWI provides
pre and post “Going Public” consulting and support in general business development and growth, social net-
working, market making, investor relations and syndicate relationships, as well as access to its expansive finan-
cial network to meet its clients' fund raising needs. SWI’s corporate clients are considered equity partners and
supporting the stock after taking the company public, is one of the core competencies of StockWatchindex.
Leading clients through the process of going public and/or establishing and maintaining a share value in the
market thereafter, helping to raise capital for them is not merely a consulting-oriented activity. We work with
our corporate clients not only to enhance shareholder value, but also to help companies set realistic goals and
establish performance measures to monitor progress against the set goals to assure continued success.
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This publication does not provide financial or investing advice and is not soliciting the execution of a specify transaction and/or buying or sell-
ing of stocks. The user acknowledges that SWI is in no way responsible for the decisions of its readers. While SWI makes every effort to pro-
vide only correct information, data is often times utilized from external sources and is provided “as is” and on an “as available” basis. The user
acknowledges and accepts that SWI assumes no responsibility for inaccurate, erroneous or unavailable data. The user is encouraged to con-
duct its own due diligence and consult with a licensed financial investment advisor before taking any action or investing into any stock. Neither
SWI nor any of its publications or its employees and affiliates are registered as investment advisors, brokers or member of any association in
any jurisdiction whatsoever. © Copyright StockWatchindex, LLC 2013
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