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Financial
Instruments

CFD
“Contract for Difference”
A CFD, or Contract for Difference, is an agreement
between two parties to exchange the differencebetween
the opening price and closing price of a contract. ...
You can use CFDs to speculate on thefuture movement of
market prices regardless of whether the underlying
markets are rising or fallingHow to explain it in laymen
terms:
A CFD allows you to purchase or own an asset without
physically owning it, this allows you to easilyleverage as
well as not worry about stamp duty as an investor or client.
A CFD allows you short orlong 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 high risk
and investor funds can go up as wellas 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
andinvestors started to become more active in the market
place.
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ETF “Exchange
Traded Fund”
Exchange-traded funds (ETFs) are securities that closely resemble index
funds, but can be boughtand sold during the day just like common stocks.
These investment vehicles allow investors aconvenient way to purchase a
broad basket of securities in a single transaction. Essentially, ETFsoffer
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 anunderlying
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 endof 2008, there
wasapproximately $534 billion in ETF assets... it’s still growing even in
2020!

Stocks and Shares
A stock is a share in the ownership of a company. Stock represents a
claim on the company's assetsand 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 forthe company. Description: Shares can be
broadly divided into two categories -equity and
preferenceshares.Corporations issue shares which are offered for
sale to raise share capital.
The owner of shares inthe 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 theownership certiﬁcates
of a particular company. So, if investors say they ownstocks, they are
generally referring to their overall ownership in one or more
companies.
What are the different typesof 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 differentvoting, dividend and/or
capital rights.
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Bonds
A bond is a debt investment in which an investor loans money to an
entity (typically corporate orgovernmental) which borrows the funds
for a deﬁned period of time at a variable or ﬁxed interestrate.
Bonds are used by companies, municipalities, states and sovereign
governments to raisemoney and ﬁnance a variety of projects and
activities.
Owners of bonds are debtholders, orcreditors, of the issuer.How a
bond works?Because ﬁxed-rate coupon bonds will pay the same
percentage of its face value over time, themarket price of the bond will
ﬂuctuate as that coupon becomes desirable or undesirable
givenprevailing interest rates at a given moment in time.
For example,if a bond is issued when prevailinginterest rates are 5% at
$1,000 par value with a 5% annual coupon, it will generate $50 of cash
ﬂowsper year to the bondholder.
The bondholder would be indifferent to purchasing the bond or
savingthe 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 ofthe bond, is obliged to
pay them interest (the coupon) and/or to repay the principal at alater
date, termed the maturity date.

Fixed Income
Fixed income is a type of investing or budgeting style for which real
return rates or periodic incomeis received at regular intervals and at
reasonably predictable levels. Fixed-income investors
aretypically,retired individuals who rely on their investments to
provide a regular, stable incomestream.
This demographic tends to invest heavily in ﬁxed-income investments
because of thereliable returns they offer.Fixed-income investors who
live on set amounts of periodically paid income face the risk of
inﬂationeroding their spending power. The most common type of
ﬁxed-income security is a bond. Bonds areissued by federal
governments, local municipalities and major corporations.
Fixed-income securitiesare recommended for investors seeking a
diverse portfolio; however, the percentage of the portfoliodedicated
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 ﬁxedincome products, such as junk bonds and longer dated products,
should comprise a lower percentage of your overall portfolio.

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

IPO’s
An initial public offering (IPO) is the ﬁrst time that the stock
of a private company is offered to thepublic. IPOs are often
issued by smaller, younger companies seeking capital to
expand, but they canalso be done by large privately owned
companies looking to become publicly traded.
In an IPO, theissuer obtains the assistance of an underwriting
ﬁrm, which helps determine what type of security toissue, 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
willdo on its initial day of trading and in the near future
because there is often little historical data touse to analyse
the company.
Also, most IPOs are for companies thatare going through a
transitory growth period, which means that they are subject
to additional uncertainty regarding their future values.

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

Pre-IPO placements only come around when there
is high demand for an imminent IPO. This
isbecause 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 riskby offering a price per share that is much
lower than it is expected to be at IPO. The risk
arises whenthe post-IPO demand is lower than the
expected demand, decreasing share price.

Spread Betting
Spread betting is a derivatives product that allows you to
trade on the price movements ofthousands 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 orfalling.In
ﬁnance, a spread trade (also known as relative value trade) is
the simultaneous purchase of onesecurity and sale of a
related security, called legs, as a unit.
Spread trades are usually executed withoptions 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 toinvestments 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.

Business
Development

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

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) thatqualify him or her as a prospect.
Whatever sales industry you work in, the ﬁrst step is always
going to be the same: to qualify yoursales 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 outearly 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.

Upselling and Cross Selling
Upselling is the practice of encouraging
customers to purchase a comparable higher-end
productthan the one in question, while crossselling invites customers to buy related or
complementaryitems.
Though often used interchangeably, both offer
distinct beneﬁts and can be effective
intandem.Upselling is a sales technique
whereby a seller induces the customer to
purchase more expensiveitems, upgrades or
other add-ons in an attempt to make a more
proﬁtable sale. ... (A differenttechnique is crossselling 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 afast-food customer
orders a hamburger, and they are asked by their
cashier "Do you want fries withthat?", in an
attempt to get them to purchase more food.
Other examples of products that areupsold are
warranties on electronics purchases, and the
purchase of a carwash after you purchasedgas
at the gas station.

Objection handling
Handling Objections. It is one of the stages of salesperson
during his personal selling where he has tohandle certain
objection and resistance of thecustomers.
There are certain times when thecustomer argues and
differs from the demonstration and explanation given by
the sales person tohim 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
asales closing technique, their customer may well respond
in the negative sense, giving excuses orotherwise heading
away from the sale.
The response to this is to handle these objections.

Rebuttals
A rebuttal is a counterargument to prospect's objection. The
very best sales reps are familiar withthe 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 cancounter 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 onenough information, sir, I haven’t given
you enough data for you to make an educated decision
oninterest yet”
A lot of business development roles will need professionals
who can deal with objections through intelligent rebuttals

Yes-tagging
Ask them several questions where the answer is easy to answer
and is 'yes'. Then tag on thequestion 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 spaceout the questions or limit
the number (although one research showed that eight yeses
were neededoverall before closure).
Encourage them to say yes by nodding your head gently as you
talk with them. If you need to hide the question, youcan 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.

Spin selling
SPIN Selling, a great model, was the brainchild of Neil
Rackham who authored a book of the samename in 1988. ...
The original survey showed that in successful sales calls it's
the buyer who doesmost 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 examinedlarge, complicated sales scenarios. After
analysing more than 35,000 sales calls they were able to
putto 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 personalsolutions.

Tonality
Our voice and tonality plays a big role during outbound sales
since the prospect has no visualinformation to factor into their
decision making. With that being the case, here are four tips
thatcan 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 canlikely 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 feelingwill be communicated
through our voice while talking over the phone and this can
have a verypositive impact when cold calling.
But how often do we really get thrilled about or enjoy making
cold calls? One trick to use here tomake it sound like we are
enjoying our cold calling even if we are not is to actually grin or
smile whiletalking on the phone. This simple body language
change will actually make us sound happier andfriendlier over
the phone.
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