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London Broker Playbook

Welcome to the London Broker Playbook,

New London HR would like to firstly congratulate you for being a serious individual looking into
financial sales and finacial services. This playbook is a very important tool to gather the information
you need and probabaly will take weeks to research.

This will save you time and make sure you are eqiupped and ready to be more impressive than the
competition

Here you will have access to information such as:

Financial instruments………………………………………………………………………………………………………. page 4
Business Development Styles ……………………………………………………………………………………………page 16
Market knowledge and how to explain it ………………………………..……………………………………... page 30
New London HR’s Guide to smashing an interview! ………………………………….…………………….. page 45
Types of Brokerages ……………………………………………………………………………………………..…………. page 64
Examination information …………………………………………………………………………………………………. page 72
Types of clients you may encounter…………………………………………………………………………………. page 82

And much much more!
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Chapter 1

Financial Instruments

Welcome to the Financial Instruments Course, in this part we will be
going over the diverse types of products brokerages can be selling or
marketing to their clientele or 3rd party product
providers/distributors.
This course is not intended to advise you on which of these you
should invest into yourself or designed to give you any form of
advice. Here you will learn the several types of products available to
clients when you begin your role as a broker.
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CFD’s
CFD “Contract for Difference”

A CFD, or Contract for Difference, is an agreement between two parties to exchange the difference
between the opening price and closing price of a contract. ... You can use CFDs to speculate on the
future movement of market prices regardless of whether the underlying markets are rising or falling
How to explain it in laymen terms:
A CFD allows you to purchase or own an asset without physically owning it, this allows you to easily
leverage as well as not worry about stamp duty as an investor or client. A CFD allows you short or
long the chosen product on any of the markets or products chosen by you or a client.
It is important to state that CFD trading / Broking is a high risk and investor funds can go up as well
as down.
This is something that is explained in the FCA regulations as well as with any prospective employer
you may begin with.
Historical Tip:
CFD’s were introduced to the market in the late 1990’s right around the time when retail traders and
investors started to become more active in the market place.
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ETF’s
ETF “Exchange Traded Fund”

Exchange-traded funds (ETFs) are securities that closely resemble index funds, but can be bought
and sold during the day just like common stocks. These investment vehicles allow investors a
convenient way to purchase a broad basket of securities in a single transaction. Essentially, ETFs
offer the convenience of a stock along with the diversification of a mutual fund.
How to explain in laymen terms:
Whenever an investor purchases an ETF, he or she is basically investing in the performance of an
underlying bundle of securities -- usually those representing a particular index or sector. Unit
Investment Trusts (UITs) are often organized in the same manner. However, the unusual legal
structure of an ETF makes the product somewhat unique.
Another quicker way to get this out would be to explain that ETF’s allow investors to invest into a
basket of diverse types of products as well as get involved with the market on a larger scale.
Historical Tip: ETF’s came about in the late 1990’and early 2000’s and by the end of 2008, there was
approximately $534 billion in ETF assets… it’s still growing even in 2017!
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Stocks and Shares

A stock is a share in the ownership of a company. Stock represents a claim on the company's assets
and earnings. As you acquire more stock, your ownership stake in the company becomes greater.
Each share forms a unit of ownership of a company and is offered for sale so as to raise capital for
the company. Description: Shares can be broadly divided into two categories - equity and preference
shares.

Corporations issue shares which are offered for sale to raise share capital. The owner of shares in
the corporation is a shareholder (or stockholder) of the corporation. A share is an indivisible unit of
capital, expressing the ownership relationship between the company and the shareholder.
What is the difference between a stock and a share
"stock" is a general term used to describe the ownership certificates of any company, in general, and
"shares" refers to the ownership certificates of a particular company. So, if investors say they own
stocks, they are generally referring to their overall ownership in one or more companies.
What are the different types of shares?
If a company has only one class of shares they will be ordinary shares and will carry equal rights.
Different classes of shares within a company can carry identical rights, but very often have different
voting, dividend and/or capital rights.
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Foreign Exchange Options (Currency pairs)

What are currency pairs?
A currency pair is the quotation and pricing structure of the currencies traded in the forex market;
the value of a currency is a rate and is determined by its comparison to another currency. The first
listed currency of a currency pair is called the base currency, and the second currency is called the
quote currency.
In finance, a foreign exchange option (commonly shortened to just FX option or currency option) is a
derivative financial instrument that gives the right but not the obligation to exchange money
denominated in one currency into another currency at a pre-agreed exchange rate on a specified
date.

What does FX stand for and how to explain the market
Forex (FX) is the market in which currencies are traded. The forex market is the largest, most liquid
market in the world, with average traded values that can be trillions of dollars per day. It includes all
of the currencies in the world.
What is an FX rate?
In finance, an exchange rate (also known as a foreign-exchange rate, forex rate, ER, FX rate or Agio)
between two currencies is the rate at which one currency will be exchanged for another. It is also
regarded as the value of one country's currency in relation to another currency.

8
New London HR
One Mayfair Place

Foreign Exchange (Deliverable)

This can also be explained as a spot trade. A spot trade is the purchase or sale of a foreign currency,
financial instrument, or commodity for immediate delivery.

A foreign exchange spot transaction, also known as FX spot, is an agreement between two parties to
buy one currency against selling another currency at an agreed price for settlement on the spot
date. The exchange rate at which the transaction is done is called the spot exchange rate.
What is a FX Swap?

An FX swap agreement is a contract in which one party borrows one currency from, and
simultaneously lends another to, the second party. Each party uses the repayment obligation to its
counterparty as collateral and the amount of repayment is fixed at the FX forward rate as of the
start of the contract.

What is swap point?
The difference between the forward rate and the spot rate for a particular currency pair when
expressed in pips is typically known as the swap points. These points are computed using an
economic concept called Interest Rate Parity
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Bonds

A bond is a debt investment in which an investor loans money to an entity (typically corporate or
governmental) which borrows the funds for a defined period of time at a variable or fixed interest
rate. Bonds are used by companies, municipalities, states and sovereign governments to raise
money and finance a variety of projects and activities. Owners of bonds are debtholders, or
creditors, of the issuer.

How a bond works?
Because fixed-rate coupon bonds will pay the same percentage of its face value over time, the
market price of the bond will fluctuate as that coupon becomes desirable or undesirable given
prevailing interest rates at a given moment in time. For example, if a bond is issued when prevailing
interest rates are 5% at $1,000 par value with a 5% annual coupon, it will generate $50 of cash flows
per year to the bondholder. The bondholder would be indifferent to purchasing the bond or saving
the same money at the prevailing interest rate.

How to explain it in layman terms:
It is a debt security, under which the issuer owes the holders a debt and, depending on the terms of
the bond, is obliged to pay them interest (the coupon) and/or to repay the principal at a later date,
termed the maturity date.
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Fixed Income

Fixed income is a type of investing or budgeting style for which real return rates or periodic income
is received at regular intervals and at reasonably predictable levels. Fixed-income investors are
typically, retired individuals who rely on their investments to provide a regular, stable income
stream. This demographic tends to invest heavily in fixed-income investments because of the
reliable returns they offer.

Fixed-income investors who live on set amounts of periodically paid income face the risk of inflation
eroding their spending power. The most common type of fixed-income security is a bond. Bonds are
issued by federal governments, local municipalities and major corporations. Fixed-income securities
are recommended for investors seeking a diverse portfolio; however, the percentage of the portfolio
dedicated to fixed income depends on your own personal investment style.
There is also an opportunity to diversify the fixed-income component of a portfolio. For instance,
you might have a portfolio with 50% in investment-grade bonds, 20% in Treasury’s, 10% in
international bonds and the remaining 20% in high-yield bonds. Riskier fixed-income products, such
as junk bonds and longer dated products, should comprise a lower percentage of your overall
portfolio.
Explaining it in layman terms:
A fixed income investment is a financial product which shows a fixed level of returns, it shouldn’t
vary in comparison to stocks and shares
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Alternative Investments

An alternative investment is an asset that is not one of the conventional investment types, such as
stocks, bonds and cash. ... Alternative investments include private equity, hedge funds, managed
futures, real estate, commodities and derivatives contracts.
AIM (formerly the Alternative Investment Market) is a sub-market of the London Stock Exchange
that was launched on 19 June 1995. It allows smaller, less-viable companies to float shares with a
more flexible regulatory system than is applicable to the main market
Alternative investments include venture capital, private equity, hedge funds, real estate investment
trusts, commodities as well as real assets such as precious metals, rare coins, wine, and art
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IPO’s

An initial public offering (IPO) is the first time that the stock of a private company is offered to the
public. IPOs are often issued by smaller, younger companies seeking capital to expand, but they can
also be done by large privately owned companies looking to become publicly traded. In an IPO, the
issuer obtains the assistance of an underwriting firm, which helps determine what type of security to
issue, the best offering price, the amount of shares to be issued and the time to bring it to market.
IPOs can be a risky investment. For the individual investor, it is tough to predict what the stock will
do on its initial day of trading and in the near future because there is often little historical data to
use to analyse the company.
Also, most IPOs are for companies that are going through a transitory growth period, which means
that they are subject to additional uncertainty regarding their future values.
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Pre-IPO’s

A pre-IPO placement occurs when a portion of an initial public offering (IPO) is placed with private
investors right before the IPO is scheduled to hit the market. Typically, private investors in a pre-IPO
placement are large private equity or hedge funds that are willing to buy a large stake in the
company. The size of the investment means the price paid for shares in a pre-IPO placement is
usually less than the prospective IPO price.

Pre-IPO placements only come around when there is high demand for an imminent IPO. This is
because the placement's price per share, and its risk, is contingent on the company eventually going
IPO and the trading volume it is able to generate. So, pre-IPO placements compensate for that risk
by offering a price per share that is much lower than it is expected to be at IPO. The risk arises when
the post-IPO demand is lower than the expected demand, decreasing share price.
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Spread betting

Spread betting is a derivatives product that allows you to trade on the price movements of
thousands of financial markets including indices, shares, currencies, commodities and more. You can
use spread bets to speculate on price movements irrespective of whether the markets are rising or
falling.

In finance, a spread trade (also known as relative value trade) is the simultaneous purchase of one
security and sale of a related security, called legs, as a unit. Spread trades are usually executed with
options or futures contracts as the legs, but other securities are sometimes used.
Spread betting and CFD trading are margined products and can provide similar economic benefits to
investments in shares, indices, commodities and currencies. A form of financial derivatives trading,
spread betting is popular with UK residents because profits are exempt from capital gains tax and
stamp duty.
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Chapter 2

Welcome to the business development chapter.

Here you will learn the different and diverse business development
styles used in brokerages by brokers. Learning a few of these and
understanding what style you will have in the workplace will score
you a lot of brownie points!
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Prospecting

Prospecting is a means to find out information via intelligent questioning of a prospect. This is done
ideally through cold calling.
Cold calling is a way for new salespeople to drum up business, although established representatives
also use it to grow their customer bases. Cold calling means contacting a prospect without any
previous relationship or connection. Established salespeople rely on referrals to grow. A referral is a
person referred to the salesperson by another prospect or customers. It is common for a rep to ask a
satisfied customer to provide names and numbers of other people who may have interest in the
product.
Networking is another common technique. Networking involves getting to know people through
social or community clubs and other local activities. By building a personal or professional network, a
sales representative has an ongoing base of contacts. Real estate and insurance salespeople benefit
from networking in a local market, since most people use these services at some point. Sending out
direct mail, attending trade shows and placing contact forms on a website are other techniques.
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Qualification – Qualifying

In selling, process of determining if a certain lead (potential customer) has certain characteristics
(such as ability, authority, and inclination to purchase, and economic size of the expected order) that
qualify him or her as a prospect.
Whatever sales industry you work in, the first step is always going to be the same: to qualify your
sales leads to determine how good of a fit they are (or not).
This process requires taking the time to learn enough about them to figure out:

How much of your time are they worth?
Not everyone is going to be a good fit, and figuring this out
early on in the process will save you valuable time you could be spending with other clients.
What elements of your offers would be the best fit for them?
Do a quick scan of your available offers to see how you can best serve your prospective client’s
needs.
What does their budget look like?
While it sometimes makes sense to work with prospective clients
on a trial basis, making sure they can ultimately afford your services is a big consideration when
qualifying a lead.
Do they have a good reputation?
Clients with a good history of payments who are easy to work with will save you time and stress
down the road and make for a much better business relationship.
After reviewing these questions and deciding they are indeed a qualified lead, customize your
response note based on the answers to these questions. You will not only appear informed, but you
will be able to serve your clients more efficiently by delivering up offers that are truly right for them.
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Upselling and Cross Selling

Upselling is the practice of encouraging customers to purchase a comparable higher-end product
than the one in question, while cross-selling invites customers to buy related or complementary
items. Though often used interchangeably, both offer distinct benefits and can be effective in
tandem.

Upselling is a sales technique whereby a seller induces the customer to purchase more expensive
items, upgrades or other add-ons in an attempt to make a more profitable sale. ... (A different
technique is cross-selling in which a seller tries to sell something else.)

A sales strategy where the seller will provide opportunities to purchase related products or services,
often for the sole purpose of making a larger sale. A popular example of upselling happens when a
fast-food customer orders a hamburger, and they are asked by their cashier "Do you want fries with
that?", in an attempt to get them to purchase more food. Other examples of products that are
upsold are warranties on electronics purchases, and the purchase of a carwash after you purchased
gas at the gas station.
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Objection handling

Handling Objections. It is one of the stages of salesperson during his personal selling where he has to
handle certain objection and resistance of the customers. There are certain times when the
customer argues and differs from the demonstration and explanation given by the sales person to
him Sales objections can be defined as statements or questions raised by the prospect which can
indicate an unwillingness to buy.

The objections of customers include objections to prices, products, services,
the company, time, or competition.

Objection-handling. When a sales person demonstrates a feature, talks about a benefit or uses a
sales closing technique, their customer may well respond in the negative sense, giving excuses or
otherwise heading away from the sale. The response to this is to handle these objections.
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Rebuttals

A rebuttal is a counterargument to prospect's objection. The very best sales reps are familiar with
the common sales objections and can pre-prepare effective sales rebuttals.
Another way rebuttals are seen are as a cure to an objection, this is done effectively if you can
counter argue a compliant or negative view on a product you are selling.

A good example is a prospect stating “I’m not interested” and you responding “interest is based on
enough information, sir, I haven’t given you enough data for you to make an educated decision on
interest yet” A lot of business development roles will need professionals who can deal with
objections through intelligent rebuttals

21
New London HR
One Mayfair Place

Mirroring

Mirroring is a rapport-building technique in which one person adopts the physical and verbal
behaviours of another. ... That's one reason why mirroring can be a powerful tool in a sales situation;
the prospect may subconsciously assume you're acting like him because you are his friend.

Building rapport is one of the most fundamental sales techniques. In sales, rapport is used to build
relationships with others quickly and to gain their trust and confidence.

It is a very powerful tool that veteran salespeople naturally employ, which allows them to close
more deals with less effort.

Mirroring is the behaviour in which one person subconsciously imitates the gesture, speech pattern,
or attitude of another. Mirroring often occurs in social situations, particularly in the company of
close friends or family.
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Yes-tagging

Ask them several questions where the answer is easy to answer and is 'yes'. Then tag on the
question at the end for which you really want the answer 'yes'.

The minimum set is usually three questions. You also do not want to over-do this, so either space
out the questions or limit the number (although one research showed that eight yeses were needed
overall before closure).

Encourage them to say yes by nodding your head gently as you talk with them. If you need to hide
the question, you can bury it amongst other questions. The Yes-Tag works by setting up a repetitive
pattern of 'yes' answers that gets the other person into a habitual response. When the pattern is
established and they are automatically answering 'yes', then the question that you really want 'yes'
to is slipped in. Many people also do not particularly like to answer 'no' as they believe that it is
impolite.
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Spin selling

SPIN Selling, a great model, was the brainchild of Neil Rackham who authored a book of the same
name in 1988. ... The original survey showed that in successful sales calls it's the buyer who does
most of the talking, which means that the salespeople are asking questions.
SPIN Selling is based on extensive research by Rackham and his company, Huthwaite. They examined
large, complicated sales scenarios. After analysing more than 35,000 sales calls they were able to put
to rest a variety of traditional myths about closing sales.
SPIN stands for the four kinds of questions successful salespeople ask their customers: Situation,
Problem, Implication, and Need-payoff. works from the theory that relationship selling is customer
centric. It requires you to adapt your selling process to your customer, and it delivers personal
solutions.
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Tonality

Our voice and tonality plays a big role during outbound sales since the prospect has no visual
information to factor into their decision making. With that being the case, here are four tips that
can help to improve our tonality while selling over the phone.

Applying this to cold calling, if we are nervous, unhappy, or don’t feel like making phone calls, it can
likely be heard on the other end of the phone and this could establish a poor start to a cold call. On
the flip side of this, if we are excited about what we are doing and thoroughly enjoy it, that feeling
will be communicated through our voice while talking over the phone and this can have a very
positive impact when cold calling.

But how often do we really get thrilled about or enjoy making cold calls? One trick to use here to
make it sound like we are enjoying our cold calling even if we are not is to actually grin or smile while
talking on the phone. This simple body language change will actually make us sound happier and
friendlier over the phone.
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Pitching

To pitch a product is a means to get across your way of thinking and understanding of the product
through a medium of sales. It’s in most cases known as a sales pitch.

In selling technique, a sales presentation or sales pitch is a line of talk that attempts to persuade
someone or something, with a planned sales presentation strategy of a product or service designed
to initiate and close a sale of the product or service

A pitch typically takes the form of an entrepreneur or group of entrepreneurs presenting or
describing their ideas to prospective investors. An elevator pitch is simply a very short pitch that
distils the idea into a short summary that takes only as long as a short elevator ride.
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Semi-close

A semi-close is a means to just about close a client/prospect. This is a phrase rarely used but still can
be applied to a lot of prospects which are just on the cusp of a sale.

Junior brokers within business development roles which have the job to pitch and qualify the client
just before he is closed by a senior member of staff.

A semi-close is the closest a prospect can be before he or she is closed on the product or service
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Pass over

Junior Broker have the job of passing over prospects to senior brokers when a prospect if fully
qualified and pitched correctly with the correct product for them.

Your ability to pass over in the financial sales arena is extremely important to progress to a more
senior role where you can open and close your own business / leads

The correct formula to pass over a hot prospect is to pitch, qualify and handle any objections on the
first part of a call, this is then followed up by the 2nd call where the liquidity levels and commitment
are tested and then passed over to a senior broker
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Closing

Closing is a sales term which refers to the process of making a sale. The sales sense springs from real
estate, where closing is the final step of a transaction. In sales, it is used more generally to mean
achievement of the desired outcome, which may be an exchange of money or acquiring a signature.

Closing is a sales term which refers to the process of making a sale. The term can also be used to
refer to the achievement of a desired outcome, such as the exchange of money or the acquiring of a
signature.

Salespeople are often taught to think of targets not as strangers, but rather as prospective
customers who already want or need what is being sold. Such prospects only need to be "closed."

When a deal is closed that is deemed as service rendered in many cases, this means you have
prospected, qualified and potentially handled any objections before asking for a sale. Closers are
regarded as individuals who can ask for “the money” from a prospect.
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Chapter 3

In this section you will be given the knowledge of the markets,

All the way from the FTSE to the Nikkie, you will have the basic
understanding of how to explain the differneces of all the markets
available to an invetsor as well as being able to answer any specific
questions..

30
New London HR
One Mayfair Place

UK Markets
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FTSE 100
The Financial Times Stock Exchange 100 Index, also called the FTSE 100 Index,
FTSE 100, FTSE, or, informally, the "Footsie" /ˈfʊtsi/, is a share index of the 100
companies listed on the London Stock Exchange with the highest market
capitalization.
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US Markets
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DOW JONES INDUSTRIAL AVERAGE
The Dow Jones Industrial Average (DJIA) is a price-weighted average of 30
significant stocks traded on the New York Stock Exchange (NYSE) and the
NASDAQ. The DJIA was invented by Charles Dow back in 1896
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S&P 500
The Standard & Poor's 500, often abbreviated as the S&P 500, or just "the S&P",
is an American stock market index based on the market capitalizations of 500
large companies having common stock listed on the NYSE or NASDAQ. The S&P
500 index components and their weightings are determined by S&P Dow Jones
Indices.
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NASDAQ
NASDAQ originally stood for the National Association of Securities Dealer
Automated Quotation system. Today, NASDAQ is the largest electronic equities
exchange in the U.S. That's thanks to its 2008 merger with OMX ABO, a
Stockholm-based operator of exchanges located in the Nordic and Baltic regions.
The new company, NASDAQ OMX Group, lists stocks of over 3,800 companies. It
also offers trading in derivatives, debt, commodities, structured products and
ETFs.
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European Markets
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CAC 40
The CAC 40 is a benchmark French stock market index. The index represents a
capitalization-weighted measure of the 40 most significant values among the 100
highest market caps on the Euronext Paris (formerly the Paris Bourse).
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DAX 30
The DAX is a blue chip stock market index consisting of the 30 major German
companies trading on the Frankfurt Stock Exchange. Prices are taken from the
Xetra trading venue.
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IBEX 35
The IBEX 35 is the official index of the Spanish Continuous Market. The index is
comprised of the 35 most liquid stocks traded on the Continuous market. It is
calculated, supervised and published by the Sociedad de Bolsas. The equities use
free float shares in the index calculation.
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MIB
The FTSE MIB (Milano Italia Borsa) (the S&P/MIB prior to June 2009) is the
benchmark stock market index for the Borsa Italiana, the Italian national stock
exchange, which superseded the MIB-30 in September 2004. The index consists of
the 40 most-traded stock classes on the exchange.
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ASIA MARKETS
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SSE
The Shanghai Stock Exchange (SSE; Chinese: 上海证券交易所; pinyin: Shànghǎi
zhèngquàn jiāoyì suǒ), is a stock exchange that is based in the city of Shanghai,
China. It is one of the two stock exchanges operating independently in the
People's Republic of China, the other being the Shenzhen Stock Exchange.
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Nikkei
Nikkei is short for Japan's Nikkei 225 Stock Average, the leading and most respected
index of Japanese stocks. It is a price-weighted index comprised of
Japan's top 225 blue-chip companies traded on the Tokyo Stock Exchange. The
Nikkei is equivalent to the Dow Jones Industrial Average Index in the United
States.
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Chapter 4

In this chapter, you will know everything you need to become a
champion in an interview, please follow the guideline in this part
closely as it could be the making or the breaking of your career!
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NEW LONDON HR’s INTERVIEW TIPS
FROM THE INTERVIEWER’S PERSPECTIVE

If you are being invited for an interview they want to hire you. There is no other option.
You might be nervous, you might be late, you might be any number of things but if you can do the job, you are
in with a really good chance, the interview is your opportunity to prove that you can do the job.
You might be interviewed by someone who is an accomplished interviewer who asks insightful, thought
provoking questions or you might be interviewed by a complete beginner. Either way if you demonstrate that
you have the skills do the job, they will be interested.
As an employer they want an easy ride, they want to hire people who are easy to manage, people who are
punctual, people who are enthusiastic & positive, ideally people who have potential to progress. They are
probably not that interested in moaning, groaning, sickies who hate their previous employers, have never been
promoted and blame everyone but themselves!
As an employer I have hired 100’s of people, but I never hired anyone who wasn’t positive, simply, I only
wanted to work with positive people.

Happy people get offered jobs,
Positive people get offered jobs.
Enthusiastic people get offered jobs.
Well-dressed people get offered jobs.
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PUNCTUALITY
If you aren’t 5 minutes early you are late already. This is an interview and you are expected to get there on time.
If you are going to be late, call us at NEW LONDON HR and we can let them know. If you are late make sure
you apologise, properly. If it is a 9am start for the interview, please, please, please be on time, maybe you could
stay in a travel lodge the night before, I know 1 candidate that did that and the MD loved it, he got the job.
A client of mine has this view:

I think it is equally valuable to highlight "Don't be too early....."
I have had 2 candidates already this year that have turned up more than 30 minutes early.
This has a two-way negative effect on both candidate and interviewer
Candidate: Sat in an empty room, contemplating their fate, building nerves, increasing the pressure
Interviewer: Knows he has a guy sat in an empty room, waiting for them, creating a distraction,
pressurizing them to kick the interview off early
The world is full of Coffee Shops they could be biding their time in.
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STAND UP IN RECEPTION
The first impression is formed instantly, if you are sitting down you are relaxing, which you don’t want to be
doing and you are below eye level, which, subconsciously puts you at a disadvantage. You then have to get up
which is a choice of gently rising out of the seat or leaping up full of enthusiasm, you put whatever you were
reading down and push away your coffee cup and greet your interviewer.

OR

You stand to one side and when your name is mentioned you stride over, with level eye contact, smiling with
your hand out ready for the firm winners hand shake.
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COFFEE OR TEA AT INTERVIEW?

Are you there to get a job or to have a drink?
Things that can go wrong with drinks include spills, bumps, knocks, tipping it over someone’s desk. Plus you
can’t take notes with a coffee in your hand. You are there to get a job, not to “wake up and smell the coffee”.
Plus company kitchens are always grotty.
The advantage of having a drink is the small talk. My advice, make the small talk and concentrate on the
meeting.
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PAST DEALS /SALES
You need to demonstrate your competence for the job you are going for. The simplest way is to talk about a deal
or sale you previously did, as an example to highlight your experience.
Start off by talking about the size and scope of the deal
Then talk about the project/Commodity/investment/product
What type of company was it for (shows off your experience of verticals)
What was it, open and close or passed on from a junior etc…
Tell them about how and why you closed it, commissions etc…
Finish it off with a tie up.
What the client said, what the users said or something that makes it look like you did a good job.
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SHOWING ENTHUSIASM AND INTEREST
Demonstrating that you have enthusiasm for the role and a genuine interest in working for the company are both
vital for the successful outcome of the interview.
Body language is important, smile, lean forward a little, keep eye contact and nod gently when someone is
talking.

Asking questions about the role, team, the people, their backgrounds, company, clients and projects,
these all show that you are interested. If you turn them into “involvement questions” then they are
more powerful:
“Tell me about the team I will be working with?” smile
“What can you say about the type of projects I will be working on?”
“Where will I sit?”
“Who will I work with?”
“Who would you say would be the best mentor I could have from the current team?”
If you want to score mega points ask the questions others aren't asking. You know the ones that
make the interviewer stop dead in their tracks and say "Wow! No one ever asked us that before.
Great question!" The secret to connecting with people is obviously quality conversation. The secret
to quality conversation lies in the questions you ask! Don't ever discount the importance of good
questions as part of your strategy.
You must show that you are interested in the answer, to really “ace it”.
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WHAT IS IN IT FOR ME?
Going for an interview, you want to know about the training, the prospects, the career and everything that you
are going to get. BUT the interviewer is also keen to know that you want to work hard for them, that you are
interested in the future of the company. It is worth considering saying something along the lines of:
“I want to grow my career and my skills, but for me the most important thing is to help the company grow and
succeed so that I can grow and succeed.”
Or something slightly less cheesy but with the same idea of balance between ME, ME, ME AND THEM,
THEM, THEM.
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ANY QUESTIONS?
At the end of the interview you will probably be asked if you have any questions. Please ask something, as
saying “No!” is a disaster.
It is difficult to prepare a question beforehand because it could be that the interview has covered some of the
questions you were thinking of asking. Some subjects that you might consider:
Prospects
Company history
Interviewer’s history at the company
Interviewer’s background
What happened to the person doing the job previously?
Why do their customers chose them?
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TELEPHONE INTERVIEWS
Quite often the process starts with a telephone interview. This is much harder than a face to face because so
much of normal communication is visual. To make a good impression you need to make sure that you treat a
telephone interview with as much importance as a face to face interview.
First impressions:
Answer you phone professionally and smile
Make sure your answer phone or voicemail have a decent greeting

Make sure you can hear and you can speak clearly
Sit up straight and speak as if you were in an interview, it will make a real difference.
In my experience telephone interviews with bad reception never go well, if you cannot get to an
area with good reception, you are not going to be able to communicate effectively. If possible use a
land line. Remember spending 2 minutes calling back from a different phone or location might make
the 30 minute interview worthwhile.
If you are sat waiting for the call but you can’t call anyone because it will block the line...call us on
0203 371 8969 and we can chase up the interviewer and find out what is going on.
An example of a dire result on a telephone interview is this beauty:
Email from candidate: “The interview went reasonably ok I think. I had bad reception at times but
seemed fine overall. Unfortunately it was very noisy where I was because I was on site.”
The feedback from the client was: “Not for us, thanks New London HR”
If they could have spoken to each other properly, would the outcome of the telephone interview
have been different?

This is form a recent survey:
Research conducted among 700 recruitment and HR professionals by the Post Office Home Phone, together with HR
website Change board, has revealed worrying trends when it comes to how applicants approach telephone interviews,
with many reporting basic mistakes and blunders. Common mistakes will lead to immediate rejection by some
recruiters. Clearly doing something else while on the phone will cause candidates to be rejected by 40% of recruiters,
not preparing properly by 33% and having a poor telephone manner by 19%. While background noise interference
(26%) and the phone cutting out when being interviewed (11%) are career limiting mistakes frowned upon by the
industry.

Good luck with telephone interviews; they are a very tough part of the recruitment process.
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APPEARANCE

You only get one chance to make a first impression, so look sharp!
A suit and tie always create the best first impression for a man. My Dad always reckoned that you could get
away with a cheap suit if you had a good shirt and a nicely knotted tie. I would avoid wearing a brown suit for
an interview, because I have had people rejected for it.
If you make the effort it will never go against you.
Of all the things you wear your expression is the most important.
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INTERVIEW QUESTIONS
Q. What are your strengths and weaknesses?
People ask this for one of two reasons, either they are useless at interviewing and cannot think of anything else,
or they are brilliant at interviews and know that this question shows how well you plan and prepare.
Think of an answer that is based on a strength like working too hard, being too diligent, getting too involved,
too quality. Or something that technology has overcome, poor spelling (spell check), organisation (PDA) or
getting lost (sat nav). Then tailor your answer so that your “weakness” happens to be a positive thing.
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SALES INTERVIEWS
If you are going for an interview for a sales role, then your interviewer is interested in:
What product you sold

Who you sold to
What your target was
What you achieved
What your commission was and how much you earned.
If you struggle to answer any of those questions you are going to crash and burn. So get ready for
them.
Be honest about what you did and if you under achieved, make sure to take the blame yourself. If
you blame your manager, your product, the economy or anything else you will be missing the chance
to explain how you learnt from the experience and how you would do things differently.
We had an email from a client:

New London HR,
Before “Fred” arrives for his interview can you get him to list the deals that made up the £480K he has done in the last
year. I don’t need the client names, but I want to talk about the deals and process that he went through to win those
sales.

Mike
You are going to get hired on your track record of sales so you need to justify it.
Finally, in a sales interview you must close at the end, if you don’t close for the job you are as good
as saying you don’t want the job, here are a few options:
“So am I starting on Monday?”
“This has been a great meeting, let’s finish it by you offering me the job”
“Where do we go from here?”
“I want to work here, will you offer me the job, please?”
“Great software, great company, great people, this is fantastic, when can I start?”
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NEGATIVE FACTORS TO WATCH FOR

During the course of an interview, the interviewer will be evaluating your negative factors as well as your
positive attributes. Listed below are negative factors frequently evaluated during the course of an interview and
those which most often lead to rejection:
o Poor personal appearance.
o Overbearing, aggressive, conceited ‘superiority complex’, ‘know-it-all’ attitude.
o Inability to express thoughts clearly, poor diction or grammar.
o Lack of planning for career – no purpose or goals.
o Lack of interest and enthusiasm – passive and indifferent.
o Lack of confidence – nervousness.
o Over-emphasis on money – interested only in remuneration.
o Evasive – makes excuses for unfavourable factors in record.
o Lack of tact/maturity/courtesy.
o Condemnation of past employers.
o Failure to look the interviewer in the eye.
o Limp, fishy handshake.
o Failure to ask good questions about the job and company.
o Lack of preparation for interview – failure to get information about the company, resulting in an inability to
ask intelligent questions.
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PREPARATION FOR THE INTERVIEW

Preparation is the first essential step towards a successful interview.
Clients are continually amazed at the number of candidates who have not prepared and possess little or no
information about the company.
Meticulous Preparation: This is where so many people drop the ball. It’s inexcusable in this day in age not to do
your homework.
Let's start with the obvious stuff. Study the heck out of their website, the about us section, press releases. Learn
who the key players are.
Google the company, the individual who will interview you as well as the key players. Never know when one of
them might join you in the interview. Better be prepared. Know who their competitors are (who knows that
might even create another opportunity for you). Look for things that enable you to get inside the head of your
interviewer such as a blog, discussions on LinkedIn etc…
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1. Ensure that you know the exact location and time of interview, the interviewer’s full name,
the correct pronunciation and title held. Ask your New London HR consultant or call us if you
don’t know, on 0203 371 8969
2. Find out specific facts about the company – where its offices are located; what its products
and services are; what its growth has been; and what its growth potential is for the future.
3. Refresh your memory on the facts and figures of your PRESENT/FORMER employer. You will
be expected to know a lot about a company that you have previously worked for.
4. Prepare the questions you will ask and remember that an interview is a ‘two-way street’.
The interviewer will try to determine through questioning if you have the qualifications
necessary to do the job. You must determine through questioning whether the company will
provide the opportunity for growth and development that you seek.
5. Probing questions you might ask….

(a) A detailed description of the position?
(b) Reason the position is available?
(c) Culture of the company?
(d) Anticipated induction and training programme?
(e) What sort of people have done well?
(f) Advanced training programmes available for those who demonstrate outstanding
availability?
(g) Company growth plans?
(h) Best-selling products or services?
(i) The next step?
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“DO’S” AND “DON’TS” CONCERNING THE INTERVIEW

Do go to the toilet before the interview, if at all possible, asking for a loo break mid interview can be
embarrassing.
If presented with an application form, do fill it out neatly and completely. Answer the question of sex with
“yes please” that is always a winner!
DO greet the interviewer by their surname, if you are not sure of the pronunciation, ask the interviewer to
repeat it.
DO Sit upright in your chair, look alert and interested at all times. Be a good listener as well as a good talker.
Smile. Nod and say encouraging words, uh-huh, yep, OK good, interesting
DO look a prospective employer in the eye when you talk.
DO follow the interviewer’s leads but try to obtain a full description of the position and duties expected early
so that you can relate your appropriate background and skills.
DO tell them about mistakes, make yourself look human.
DO always conduct yourself as if you are determined to get the job you are discussing. Never close the door
on opportunity. It is better to be in the position where you can choose from a number of jobs – rather than only
one.
DON’T answer questions with a simple ‘yes’ or ‘no’’. Explain whenever possible. Describe those things
about yourself which relate to the position.
DON’T LIE. Answer questions truthfully, frankly and as much to the point as possible.
DON’T slag off all your previous employers and blame the problems with your career on anyone but
yourself.
DON’T ‘over-answer’ questions. The interviewer may steer the conversation into politics or economics.
These topics can be controversial, it is best to answer the questions honestly, trying not to say more than is
necessary.
DON’T enquire about SALARY, HOLIDAYS, and BONUSES etc., at the initial interview unless you are
positive the interviewer is interested in hiring you. We can negotiate this for you.
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CLOSING THE INTERVIEW
IF you are interested in the position enquire about the next interview stage if applicable. If the interviewer offers
the position to you and you want it, accept on the spot. If you wish for some time to think it over, be courteous
and tactful in asking for that time. Set a definite date when you can provide an answer.
Try not to be too discouraged if no definite offer is made or specific salary discussed. The interviewer will
probably want to consult with colleagues first or interview other candidates before making a decision.

IF you get the impression that the interview is not going well and that you have already been
rejected, don’t let your discouragement show. Once in a while an interviewer who is genuinely
interested in your possibilities may seem to discourage you in order to test your reaction.
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THANK THE INTERVIEWER FOR THE TIME SPENT WITH YOU.
When you get out of the interview call NEW LONDON HR to debrief us; that gives us the best possible
opportunity to help you
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Chapter 5

In this chapter, you will find out about the different types of
brokerages, this chapter will help in an interview if you could
display why you have chosen this particular type of brokerage and
the main points of why you think you will be good at it
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FCA Regulated Advisory Brokerage

A FCA regulated stockbrokerage is a financial sales institution that is regulated by the financial
conduct authority. It has junior and senior brokers in their employ who regularly sell financial
instruments to the public on a qualified basis.
A stockbroker is a regulated professional individual, usually associated with a brokerage firm or
broker-dealer, who buys and sells stocks and other securities for both retail and institutional clients
through a stock exchange or over the counter in return for a fee or commission.
Becoming a regulated stockbroker, you will have to pass your CISI regulation exams to be able to
converse and advise clients over the phone. You are not able to do this without examination
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Commodity Brokerage

A commodity broker is a firm or individual who executes orders to buy or sell commodity contracts
on behalf of clients and charges them a commission. A firm or individual who trades for his own
account is called a trader. Commodity contracts include futures, options, and similar financial
derivatives.
Commodity trading is an exciting and sophisticated type of investment. While this type of trading
has many similarities to stock trading, the biggest difference is the asset that is traded. Commodity
trading focuses on purchasing and trading commodities like gold rather than company shares as in
stock trading
A commodity market is a market that trades in primary economic sector rather than manufactured
products. Soft commodities are agricultural products such as wheat, coffee, cocoa and sugar. Hard
commodities are mined, such as gold and oil.
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Alternative Investment Brokerage

Alternative investment brokerages are non-regulated brokers and generally work with OTC (Over the
Counter) style when trading with products
An alternative investment is an asset that is not one of the conventional investment types, such as
stocks, bonds and cash. ... Alternative investments include private equity, hedge funds, managed
futures, real estate, commodities and derivatives contracts.
It’s not advised to join an alternative investment brokerage if you would like to pass your regulation
examination, it’s great for adding extra sales and high level business development skills
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Execution Only Brokerage

An Execution Only brokerage is a trading service that is restricted to execution of trades only,
without the client receiving any advice about the merits or risks of the investments or their
suitability. Execution only services are predominantly Internet-based or telephone-based.
This is a great place to build up technical knowledge BUT not a great place to have the business
development skillset honed.
New London HR does not recruit for Execution Only brokerages but has a great deal of placement of
candidates with 6-12 months’ experience within these roles
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Foreign Exchange Brokerage (Deliverable)

An FX brokerage is a brokerage that provides currency traders with access to a trading platform that
allows them to buy and sell foreign currencies. A currency trading broker, also known as a retail
forex broker, or forex broker, handles a very small portion of the volume of the overall foreign
exchange market.
FX brokers generally source their own leads or have a team of juniors who qualify new leads for
them, they either qualify B2B prospects for a deliverable product or B2C prospects for an options
product.
The foreign exchange market is the market in which participants are able to buy, sell, exchange and
speculate on currencies. Foreign exchange markets are made up of banks, commercial companies,
central banks, investment management firms, hedge funds, and retail forex brokers and investors.
A foreign exchange spot transaction, also known as FX spot, is an agreement between two parties to
buy one currency against selling another currency at an agreed price for settlement on the spot
date. The exchange rate at which the transaction is done is called the spot exchange rate.

69
New London HR
One Mayfair Place

Hedge Fund Broker (Prime Broker)

Prime brokerage is the generic name for a bundled package of services offered by investment banks
and securities firms to hedge funds which need the ability to borrow securities and cash in order to
be able to invest on a netted basis and achieve an absolute return.
A hedge fund is not a broker or a dealer since it does not buy or sell securities for others and receive
a commission. Technically, it is an Investment Company, but pursuant to exemptions contained in
the Investment Company Act, it is exempt from the registration requirements under that Act
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Venture Capital Firm

A venture capital firm is a group of investors who gain income from wealthy people who want to
grow their wealth. They take this money and use it to invest in more risky businesses than a
traditional bank is willing to take on. ... Venture capital firms work under a specific investment
profile.

The general partners of a venture capital fund make money… …by raising the bulk of the capital that
the fund's investable capital from “Limited Partners”, usually institutions such as university
endowments, insurance companies and pension funds. This is the money that is invested into the
start-ups.
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Chapter 6

Regulation, here you will understand what CISI is and the
distinct types of exams
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The CISI is the largest and most widely respected professional body for the securities and investment
industry in the UK and in a growing number of financial centres globally.
We promote the highest standards of professionalism amongst our members and the wider financial
services industry and we believe professionalism is a blend of three elements – Knowledge, Skills and
Behaviour.
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A few reasons to undertake the CISI exams

Professional Excellence
Global Portability
Industry recognition
Career Pathway
Specialist Knowledge
Flexible Approach
Practical and Relevant
Study Resources
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Types of Exams and Different Levels
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Level 2
Fundamentals of Financial Services +
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Level 3
The Foundation Qualification - Introduction to Investment +
International Introduction to Investment
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Level 3

International Certificate in Wealth & Investment Management +
International Cert in Wealth & Investment Management
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Level 4
Investment Advice Diploma +
International Certificate in Advanced Wealth Management +
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Level 6
Certificate in Private Client Investment Advice & Management +
Pension Transfers & Planning Advice *Coming soon*
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Level 7
Chartered Wealth Manager Qualification +
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Chapter 7

Types of clients you may encounter in the broker world are given to
you right here…
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General Tax Bracket Investor

Now general tax bracket investors are regarded as your everyday men and women, they
earn a decent wage and are probably on the “general tax bracket”
Very rarely will they be looking to invest 6 figures in an investment
A tax bracket refers to a range of incomes that are subject to a certain income tax rate. ...
For example, the lowest tax bracket for individual taxpayers is less than £9,325, up from
£9,275 for 2016.
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HNW client / Sophisticated Investor

High-net-worth individual (HNWI) is a term used by some segments of the financial services industry
to designate persons whose investible assets (such as stocks and bonds) exceed a given amount.
In this analysis, they break “rich” down into three categories: High net worth: Those with US$1
million to US$5 million of investable assets – not including the primary residence and other hard
assets like cars or jewellery.
About 61,306 individuals with net assets of at least 50 million U.S. dollars are residing in North
America. That is about 50 percent of the total number of 123,838 UHNW individuals worldwide.
Ultra-high net worth individuals.
A sophisticated investor is a type of investor who is deemed to have sufficient investing experience
and knowledge to weigh the risks and merits of an investment opportunity. For certain purposes, net
worth and income restrictions must be met before a person can be classified a sophisticated
investor.
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UHNW Individuals

Ultra-high net worth individuals (UHNWI) are people with investable assets of at least $30 million,
excluding personal assets and property such as a primary residence, collectibles and consumer
durables. UHNWIs comprise the richest people in the world and control a disproportionate amount
of global wealth.
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5 Types of buyers your client can be
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1) The NEED buyer

The need buyer is your run of the mill “I need to invest” type of prospect. Speaking to these guys is
generally quite quick and to the point as they have already sold themselves on seriously looking and
investing into something that makes financial sense.
Now, we’re not saying it’s easy to close the deal with these prospects, they are most likely speaking
with a lot of other brokers so you need to act quickly and professionally

Things to look out for if speaking to a “NEED buyer” client

•
•
•
•

They ask a lot of buying questions – (what’s the minimum trade? / How long should I hold
the investment? / what profit could I assume in 12 months?)
They enquire about the company you work for…. a lot
They share their timeframe with you more than once
They are generally in a rush
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2) The Bargain Hunter

The bargain hunter is someone who’s always looking for a great deal, now you may think…. Hang on
New London HR how can someone be a bargain hunter in broking? Well it’s simple… they look very
closely at what commissions the company makes and the hidden fees associated with the service.
These prospects can be quite difficult to close if you’re not presenting an ethical side of the company
you work for, in most cases you have to explain how your company makes money and describe what
happens in a best case and worst case scenario as well as potentially go through contracts with them

Things to look out for if speaking to a “Bargain Hunter” Client

•
•
•
•

They constantly ask about the commission structure you’re going to make on their trade
They always need to compare your fees with other brokerages
They ask if there’s any strings attached to your advice
They take a long time to agree or decide on a matter
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3) The impulse Buyer

He impulse buyer is probably one of the best things that can happen to a broker, impulse buyer
clients are pitched quickly and closed even quicker. This is because they are looking for an
opportunity and deep down they want to get involved with a whole host of things when it comes to
investing

When pitching an impulse buyer, you need to get to the juicy points of an investment very quickly as
their attention can be diverted away from the call. Bringing up the top 3 points of a particular stock
goes a long way with these guys

Things to look out for if speaking to a “Impulse buyer” Client

•
•
•
•

They are generally in a hurry
They have a short attention span
They ask basic questions
They hardly ask about risk / exposure
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4) The wandering buyer

The wandering buyer is the prospect that shows the most promise to be closed, they don’t ask a lot
of serious questions but they show a lot of compliance to your pitch, they back up your points with
phrases like “this sounds amazing” and “I’m definitely interested”. This puts a lot of brokers in a
sense of false hope when they assume these prospects will definitely buy!... when the sad reality is
they just comply too easily and probably change their minds 5 minutes after speaking with you

Things to look out for if speaking to a “wandering buyer” Client

•
•
•
•

They agree with everything you say
They complement you…. A lot
They tell you “I’m definitely interested” and “this sounds really good”
They don’t commit but always say I’m going to think about it in an enthusiastic way
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5) Habitual seasonal buyer

Habitual buyers are a hit or miss for most brokers who need to make a deal happen right away, this
doesn’t mean that they hold no value to you, they generally invest only one or two months of the
year…. But when they do it’s big!

These clients are in most cases disguised as HNW and UHNW prospects, these are the big hitters and
drop the most in a liquid amount of a first trade, you do need to work on these prospects for longer
than your generic prospect.

Things to look out for if speaking to a “habitual seasonal buyer” Client

•
•
•
•

Isn’t easily impressed
Take their time
Don’t divulge the portfolio specifics too easily
Have more than one financial planner
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