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 Ron Lataille is the senior vice president of investor relations for Verizon.  He has held the 

position since November 2005 and serves as the company’s primary liaison with both the investment 

community and Verizon’s shareholders. 

 After graduating from Providence College, Lataille received his MBA with a concentration in 

finance from the University of Rhode Island.  While earning this degree, he was working on a paper 

about AT&T’s Bell system.  This struck his interest and in 1979, he was able to get a job with AT&T.  Over 

the course of his 28-year career, he has held many different financing and accounting positions, holding 

each for only two or three years before moving on to the next position.  Verizon selected him to 

represent the company to the investment community because of his experience working on Wall Street 

and with large investors. 

 In the opening moments of conversation with Lataille, it is clear why Verizon chose him as their 

representative:  he is friendly, outgoing and has an easy-going manner in his speech.  It is also clear that 

he is very proud of his family, as I quickly learned that he has two children; his daughter graduated from 

Boston College and his son from Johnson & Wales; both children work in the city. 

 The other thing that Lataille seems to love is his job.  He was patient and understanding when 

the questions didn’t come out the way they were intended, and he took his time explaining concepts 

and his role with the company rather than trying to rush through the interview like some higher-ups 

might. 



 Lataille’s typical day at the office starts at 6:30 am, where he begins monitoring the world’s 

news.  He reads financial papers like the New York Times and Wall Street Journal, as well as other 

publications that are specific to the Telecomm industry.  He looks at the futures market, which provides 

an indication of how the stock market will look when it opens at 9:30 am, as well as the stock markets in 

other countries, many of which are already open for business due to the time difference. 

 However, there is much more to Lataille’s job than just watching the news and reading 

newspapers.  If he is in the corporate office, he also has to handle phone calls and meetings with 

investors, as well as work out business models and financial plans.  Overall, his job is to give feedback to 

the CFO, CEO, and business unit presidents regarding investor concerns.  By addressing these concerns, 

Lataille is able to reduce stock volatility and increase the company’s stock value.  

 When he is on the road, he travels to financial “hot spots” like Boston, New York, Chicago, 

Philadelphia, Washington, D.C. and San Francisco.  Here, he has face-to-face meetings with investors, 

addressing their questions and concerns about the company.  Lataille travels to Europe about three 

times per year and just got back from Middle East – clearly, this job takes a lot of work, but it has its 

rewards, too! 

 Like other large companies, Verizon has two types of investors: institutional and individual.  

Currently, Verizon has about 1500 institutional investors, including Fidelity, Wellington and Putnam.  

The rest of the company’s 2.5 million shareholders are individual shareholders, who are regular, 

everyday people.  To help manage all of these investors, Lataille has 12 people working under him that 

comprise two teams.  The first team works strictly with the institutional investors, while the second 

team is involved in shareholder services – Computershare, which helps answer small questions - usually 

about obtaining basic information - does much of this work. 



 In both cases, the investors have access to same public information as required by SEC rulings.  

Quarterly and annual earnings releases are available to the public, and Lataille frequently meets with 

institutional investors to answer their questions and concerns about Verizon.  Unlike the individual 

shareholders, institutional investors are typically looking for very specific information, as they build 

financial models to predict where the company is going.  When they contact Lataille, they want 

information to get a better understanding of how correct their models are. 

 In addition to contacting Lataille, investors can go to other companies and organizations to get 

information, including subsidiaries of the company, like Verizon Wireless, as well as its competitors, like 

AT&T.  According to Lataille, investors are skeptics at heart to who double and triple-check everything.  

As a result, if he tells them that he predicts handset sales will increase by 10 percent, the Verizon 

Wireless division better say the same thing.  Conversely, if Verizon predicts sales to increase but AT&T 

predicts that their sales will decrease, the investor’s job is to find out where the discrepancy is coming 

from and if it should even exist in the first place. 

 One of the hardest parts of Lataille’s job regards current investors, who frequently contact him 

about rumors or speculations that they have heard.  In order to cultivate good relationships with the 

investors, Lataille’s main job is to tell them the truth.  For instance, if someone calls Lataille and 

questions him about layoffs, Lataille can quickly put the kibosh on the rumor by letting the caller know 

that this is entirely untrue.  However, there are some cases where he may not have clearance to reveal 

information.  In this case, he replies with the equivalent of “no comment,” saying that he can neither 

confirm nor deny the claims. 

 The biggest thing that Lataille has to be careful about is information disclosure, as he is not 

allowed to share information that is not public knowledge – to do so would be a violation of SEC rulings, 

as it would give the investor information that others do not have access to.  In the event that Lataille 



does do this, he must contact his company’s lawyers within a certain time and have them issue an 8-K, 

which is essentially a press release to both the SEC and other investors that publicly announces the 

information. 

 Another major part of Lataille’s job is to know and understand all the different facets of Verizon.  

If an investor calls him with a question, Lataille cannot just say that he does not know about X, Y and Z 

issues.  To stay on top of everything that is going on, he receives many internal reports and has access to 

everyone in the company, including major players like the CFO, COO and CEO of the organization.  

Additionally, these people are good about being proactive with their information, so they will give 

Lataille a “heads up” if they think he will have to field many questions about a particular area of 

concern. 

 Last but certainly not least, Lataille spends a lot of his time cultivating relationships with both 

current and prospective investors.  First, he meets most investors and various meetings and 

conferences, where initial meetings take place in small group discussions.  From there, investors who 

are currently not involved with Verizon will ask for private meetings, where Lataille will go into his “sales 

pitch” about why the investor should choose Verizon.  During these meetings, he also has to build up 

trust by proving that he actually knows his company and his information.  Overall, Lataille says that this 

takes the longest amount of time, again because investors are truly skeptics at heart who will not 

believe anything you tell them until they have hard data to back it up. 

 Once the investor decides to invest in Verizon, Lataille must do many relationship management 

functions.  This includes sending periodic information about the company, as well as e-mails and phone 

calls to see how the investor is doing.  Depending on the size investor, Lataille also monitors the amount 

of shares that they are buying and selling.  If he sees that the investor is buying or selling large amounts 

of shares, he will place a phone call or send an e-mail to check in and to find out why this is taking place. 



 If this sounds like a lot of work, that is because it is.  Lataille estimates that he meets with about 

200-300 institutional investors per quarter.  Divide that by 1500 investors, and it is clear just how much 

time and effort is involved in his job.  However, this is no different from a sales job; instead of using 

descriptive words to sell products, Lataille uses facts and numbers to sell the entire company. 

 

  

  


