


 

SalesAndTrading.Org 2020 – All Rights Reserved 
 

1 

Networking Guide 
 
Over the years networking has changed significantly throughout high finance. While it 
used to be the case – over a decade ago – that networking was incredibly important to 
at least securing a first-round interview, today HR has much more control of the process. 
 
In fact, in certain markets – like London – networking as a way to lock in a first-round 
interview for many M&A positions at the Bulge Bracket banks is nearing being pointless. 
 
With all that being said, networking in S&T is important for four reasons. 
 

1. S&T is a bit behind where M&A banking is now; someone within S&T at most banks 
passing your resume on to HR will significantly tip the scales toward you getting a 
first-round interview 

a. However, networking doesn’t do anything for you after getting a first round 
invite (you’re on your own then) 
 

2. For rotational S&T internships – which is most of them – having a prior relationship 
with folks in S&T from before you got your offer is certainly beneficial. If you want 
to be on the distressed debt desk, and previously have talked to a distressed debt 
trader before you got your offer, they’ll have a soft spot for you 
 

3. Networking in the early stages helps you solidify what desks you may be interested 
in if you get an offer by learning more about the lifestyle and work of those you’re 
talking to 
 

4. Networking in the early stages helps build your ability to network, which is a crucial 
part of joining the right desk and getting a full-time offer  

a. Remember that unlike in M&A, there won’t be much “work” you can do on 
most desks over a summer – due to regulatory constraints – so your ability 
to talk to others and get to know them goes a long way 

 
What Do We Mean by Networking? 

 
It’s important for us to first define what we mean by networking in this guide. This guide 
will cover networking from the perspective of reaching out to the right people, asking the 
right questions, and potentially having them pass your resume along in order to help you 
secure a first-round interview.  

 
In other words, we’re talking about transactional networking that most successful S&T 
applicants will conduct early-on in order to ensure they get a first-round interview. 
 
It’s important to note once again that networking is important for reasons beyond just 
getting a first-round interview as I outlined above. Sometimes networking is not even 
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essential to getting a first-round interview. I received a summer analyst offer from JPM – 
although I declined it – with no prior networking whatsoever (which is increasingly 
common for JPM as they are trying to phase out networking as being part of the 
recruitment process).  
 

Is Networking Effective Today for Getting an Interview? 
 
Just to reiterate, for some firms (JPM) and some markets (London) networking is 
becoming less and less effective for getting a first-round interview. 
 
However, there are other reasons to do it and as such I’d encourage you to do it even if 
it’s not purely for getting a first-round invite. 
 
With that being said, for other firms like BAML, GS, Citi, MS, etc. networking is still an easy 
and effective way to boost your chances of getting a first-round interview so is worth 
doing purely for this purpose.  
 

Do’s and Don’t’s of Networking 
 
It’s important to say at the outset that unless you make an incredibly unfavorable 
impression on someone, you will not get blackballed from a firm by having a bad 
networking call.  
 
However, you don’t want to start having anodyne calls that lead nowhere. That’s a waste 
of everyone’s time.   
  
Here are some do’s and don’t’s for your networking calls… 
 
DO Begin Contacting People Early 
 
Networking just a few days before the application deadline is always a recipe for disaster. 
You want to begin as early as possible. Either soon after the summer analyst or full-time 
role opens up or at least a month before the deadline for applications. 
 
This also avoids the person you’re trying to network with thinking the only reason you’re 
contacting them is to push your resume.  
 
DON’T Badger People 
 
You have no idea just how many e-mails folks in S&T get. They can be endless and 
depending on how busy you are you can get a backlog.  
 
Some people are either too busy to e-mail back an applicant or are just not interested in 
doing networking calls. That’s fine. As will be discussed in “Step 3” below you should 
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never send more than two e-mails to someone and should never call them uninvited if you 
happen to find their number.  
 
DO Have a List of Questions 
 
One of the worst networking crimes you can commit is not being able to hold a 
conversation for at least 15 or 20 minutes. Some people you talk to – especially in sales 
– can talk for hours if you let them. Some traders – especially if they’re having a bad day 
– will be a bit terser. 
 
Have a list of prepared questions ready to go. You may not get to ask all of them and you 
should let the conversation develop naturally. However, if five minutes go by and the 
conversation hasn’t begun to flow you should have enough questions to at least get 
through another 10 minutes with them.  
 
Generally, the list of questions you should have should be around 10 or so. But don’t worry 
about getting through all of them.  
 
DON’T Ask Overly Technical Questions 
 
One of the worst things to deal with is when an eager college student calls and then starts 
asking academic-style questions about how a certain markets function.  
 
No one at a bank getting on a networking call wants to feel like a tutor. You should aim 
to keep questions general and open-ended. Examples are given in “Step 5” of this guide. 
 
DON’T Go Over 30 Minutes 
 
Time is money and you need to be cognizant of the reality that S&T folks have a lot on 
their plate at any given time. Even if the conversation is going really well, try to close the 
conversation around the 30-minute mark. 
 
It is always a good idea, when you get to 25 or 30 minutes, to say something like, “I know 
I’ve had you on the phone for 25 minutes now, and I want to be respectful of your time, so 
I just had one more quick question if that’s ok”.  
 
DO Show Humility 
 
If you’ve developed some background knowledge of the product that the S&T individual 
you’re talking to deals with, feel free to show that off a bit. However, be mindful of the 
fact that you never really know what you’re talking about, what’s important, etc. until you 
get on the desk yourself.  
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DON’T Saturate the Desk 
 
Remember that the goal of networking is first and foremost to help get a first-round 
interview and then you are on your own. Unless the CEO of Goldman is personally backing 
you, whether you get the job or not will be entirely dependent on how you do in the 
interviews.  
 
What I mean by this is that you don’t need someone on the desk you want to actually be 
on to forward your CV to HR. It can be anyone from any desk! More or less anyone 
forwarding your CV will have the same weight attached to them unless you get a heavy-
hitting MD or Partner forwarding your CV. 
 
Therefore, you should aim to speak to just one individual per desk that you’re interested 
in. If you can’t manage to speak to anyone on a desk you’re interested in, don’t worry 
about it. 
 
If you e-mail someone you’d like to talk to, but don’t hear back, you can e-mail another 
individual within the desk. However, you should not be e-mailing more than two or three 
people per desk. People talk and you don’t want people to realize that you’ve contacted 
everyone on the desk.  
 
DON’T Worry About Title (Above Analyst) 
 
There’s not much reason to be networking with analysts as they have next to no pull in 
recruiting. Instead you should aim at talking to associates and VPs. Don’t worry about 
exactly how senior they are, what their exact title is, etc.  
 
If they are above an analyst, they will be able to forward your CV along. 
 
DON’T Request to Network by Any Means Other Than Phone 
 
No one wants to e-mail back and forth a hundred times or get on a Zoom call with you. 
Networking is done by phone. Period.  
 
DO Send Follow Ups  
 
After talking to someone you should send a follow-up the next day very briefly thanking 
them for their time. Do not send it immediately after talking to them as that gives off a bit 
too eager of a vibe. 
 
DO Keep Updated 
 
If the conversation went well and they forwarded your CV to HR, then do keep them 
updated if you have a superday and if you get the offer. Also, keep them updated when 
you hit the floor. 
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Even if they’re on a desk you aren’t entirely interested in, it’s a great idea to build out your 
internal network and have people you can get guidance from.  
 
Again, to be clear, you do not want to pester. Don’t send more e-mails than what I’ve 
outlined above unless they’re actively e-mailing you back and asking follow-up questions. 
 
These are a lot of Do’s and Don’t’s and hopefully they all are reasonably obvious to you. 
Now let’s get started on “Step 1”. 
 

Step 1: Cover Your Bases 
 
Before contacting anyone, you need to have your bases covered and these bases are: 
 

§ Your CV / Resume 
§ Your Cover Letter 
§ Your Answers to Qualitative / First-Round Questions (see: Interview Q&A Guide) 

 
Whenever you reach out to someone at a bank – whether they are in the investment 
banking division or in S&T – they know you aren’t just asking to shoot the breeze. They 
know you’re ultimately interested in learning more about their desk and getting your CV 
pushed to HR.  
 
While most networking calls will have you asking the questions, sometimes the tables get 
turned and you’ll be asked some simple questions about why you’re interested in S&T, 
why you’re interested in their bank, etc. 
 
You also may be asked to e-mail your CV (or CV and cover letter) to them again. You need 
to have these prepared to send right after the call ends. 
 
Covering your bases really means being prepared. No one expects you to be an expert 
and no one is going to grill you on a networking call. Afterall, it’s not an interview!  
 
However, some people really are only interested in forwarding resumes along of people 
they think will be able to actually get the job (which is reasonably from their perspective). 
Therefore, you need to show them you understand the process, have your ducks in a row, 
and are ready to do a first-round interview if you get one.  
 

Step 2: Finding Targets 
 
As mentioned in the introduction, a big no-no is flooding a certain desk with e-mails 
asking to network. You need to carefully choose your targets and have different tiers of 
them.  
 
By this I mean you should have three distinct groups of targets: Top Targets, Semi-
Targets, and Low-Targets.  
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Ideally, every Top Target you contact will answer you and you’ll get a chance to speak. 
However, if you don’t hear back you should then move on to your Semi-Targets and then, 
if you don’t hear back from them, your Low-Targets.  
 
This is also part of the reason why you want to get started networking at least a few 
months before first-round interviews begin. You absolutely cannot start flooding the 
trading floor with e-mails. 
 
You should work through your Top-Targets – wait a week for a response or not – and 
then move on.  
 
Here’s how I’d break down Top-Targets, Semi-Targets, and Low-Targets… 
 

Top-Targets 
 
When it comes to networking, there’s no need to go overboard. Realistically making a 
favorable impression on just one person will get you what you really want (your resume 
forwarded to HR).  
 
You should choose five Top-Targets who have either: 
 

§ Went to your college or university (as alumni are always more apt to respond and 
help) 

§ Are on the desk you are most interested in 
§ Are in the office you’d like to join (e.g. New York, London, Hong Kong, etc.) 

 
Finding these Top-Targets shouldn’t be overly difficult. Simply do Google searches as 
follows, and you’ll be able to quickly see some of those who fit your description: 
 
Site:linkedin.com equity derivatives Goldman Sachs New York 
 
Or add in your own college, like: 
 
Site:linkedin.com equity derivatives Goldman Sachs Harvard New York 
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From these initial lists you can begin to prune down who would qualify as a Top-Target.  
 
The checklist I would use would be as follows: 
 

1. Are they on a desk you’re somewhat interested in? 
2. Did they go to your college or university? 
3. Are they in the office you’d be applying to? (New York, London, Hong Kong, etc.) 
4. Are they an associate or VP? 

a. Contacting analysts is unnecessary as they have little sway and 
MDs/Partners are too senior to cold e-mail from a risk / reward standpoint, 
in my view 

b. I would recommend focusing in on senior associates (those who have been 
an associate for at least a year) or young VPs (who haven’t been a VP for 
more than a few years) – this way they’re all in their late 20s or early 30s 

5. Do they have any common interests with you? 
 
A Top-Target will have at least three or four of these five qualities.  
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There’s no need to overthink the creation of this list too much. There’s only so much 
information you can find about people online and everyone in finance is used to being 
asked to network if they have any kind of public profile.  
 
An important note is that each one of your Top-Targets should come from a different desk 
unless one is a trader and one is in sales.  
 
An example of a Top-Target list would be: 
 

§ Top-Target #1:  
o Equity Derivatives Trading, Harvard, Associate (2nd year) 

§ Top Target #2: 
o Equity Structuring Sales, Harvard, Associate (2nd year) 

§ Top Target #3: 
o Distressed Debt Trading, Harvard, VP (1st year) 

§ Top Target #4 
o High Yield Sales, UChicago, Associate (2nd year) 

§ Top Target #5 
o High Yield Trading, Penn, VP (2nd year) 

 
Once you have a list of five Top-Targets, move onto the Semi-Targets… 
 

Semi-Targets 
 
Semi-Targets will be a list of roughly five people who you will contact if you have trouble 
hearing back from the Top-Targets.  
 
Semi-Targets can be on the same desk of Top-Targets if you didn’t hear back from them. 
For example, carrying forward our example above, you could reach out to another equity 
derivatives trader (but only one). 
 
Generally, you should be able to easily generate a list of 10 people across five desks (five 
traders, five sales people or salestraders) and then put those you’d most like to talk to in 
the Top-Target list and the rest in the Semi-Targets. 
 

Low-Targets 
 
Low-Targets will be another five people who are on completely different desks than your 
Top-Targets or Semi-Targets. 
 
I know I keep harping on it but saturating a desk with e-mails is simply not good from a 
risk / reward standpoint. 
 
Almost everyone will hear back from at least one of their Top-Targets when they first send 
out those e-mails. So ideally you won’t even need to start e-mailing your Low-Targets. 
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With that being said, if you have a big alumni network (for example, if you went to Penn 
or Harvard) then your Low-Targets can simply be alumni who are associates / VPs who 
are on desks you don’t think you’d be overly interested in. 
 
If you don’t have a large alumni network, that’s perfectly fine! When I did networking, I 
didn’t pay much attention to just contacting alumni and found people were more than 
receptive to talking to me even if we didn’t share the same college. 
 

Bringing Your Targets Together 
 
At the end of this process you should have a list of roughly 15 people bucketed into Top-
Targets, Semi-Targets, and Low-Targets.  
 
As a general rule of thumb, I’ve found getting one to three responses per five people is 
what you should expect. No one has a 100% success rate so don’t feel demoralized if you 
don’t hear back from everyone; that’s perfectly normal! Remember, folks in S&T get a lot 
of e-mails! 
 
In the next step we’ll go over the e-mail process and what you should say to maximize the 
amount of responses you get.  
 

Step 3: Reaching Out 
 
Once you’ve compiled your list of targets, it’s time to begin reaching out. 
 
Generally, I recommend the following approach: 
 

1. E-mail each of your Top-Targets 
2. Send a follow-up if you haven’t heard back in five business days 
3. Conduct your calls with Top-Targets whenever they have free time 
4. If you’d like to continue networking, e-mail each of your Semi-Targets 

a. However, don’t e-mail a Semi-Target working on the same desk as someone 
you talked to on that desk already 

b. Only send an e-mail to a Semi-Target on the same desk as a Top-Target if 
you didn’t hear back from the Top-Target 

5. Send a follow-up to your Semi-Targets if you haven’t heard back in five business 
days 

6. Conduct your calls with Semi-Targets whenever they have free time 
7. If you’d like to continue networking, e-mail your Low-Targets 

a. However, don’t e-mail a Low-Target working on the same desk as someone 
you talked to on that desk already 

b. Only send an e-mail to a Low-Target on the same desk as a Top-Target or 
Semi-Target if you didn’t hear back from the Top-Target or Semi-Target 

8. Send a follow-up to your Low-Targets if you haven’t heard back in five business 
days 
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9. Conduct your calls with Low-Targets whenever they have free time 
 
As you can tell, there’s a reason why I recommend beginning the networking process 
early. Many decide to start networking at the last moment and either blast out e-mails 
(almost always ineffective), e-mail only a few people and run the risk of not hearing back, 
or network so late in the cycle that they can’t get their resume pushed. 
 

What Makes an Effective E-Mail? 
 
Sending a cold e-mail in order to network isn’t about grabbing someone’s attention or 
showing off your knowledge. 
 
Rather, there are certain elements that your e-mail needs to hit to have the highest 
success rate. No one wants to get on the phone with someone who seems uber-keen and 
no one wants to get on the phone with someone who they feel doesn’t know anything 
about proper finance etiquette. 
 
The key to an effective networking e-mail is to show you understand the networking game 
and are going to be someone they enjoy sharing their story with.  
 
Here are some questions to keep in mind as you look at my e-mail templates and if you 
decide to craft your own. 
 

§ Does your e-mail show interest in them personally via knowing what desk they’re 
on? 

§ Does your e-mail not look like a template you’ve copied and pasted and potentially 
sent to dozens of others in S&T? 

§ Does your e-mail demonstrate a connection to them in some way (via an interest 
in their desk, sharing the same college, etc.)? 

§ Does your e-mail show that you understand the networking game and have proper 
grammar and syntax? 

§ Does your e-mail show the appropriate amount of deference and humility? 
 
The final thing to keep in mind is that your e-mail must have a “call to action”. Meaning, 
your e-mail must make it clear what you want from this person and what you want is to 
get on a call with them.  
 

E-Mail Template 
 
Below are several e-mail templates for sending to your targets. These are templates and 
you should take time to add in any extra personal details that conform to the questions I 
posed in the previous section. 
 
Subject: 
 
[College] [Sophomore/Junior] Interested in [Desk] 
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Body: 
 
Hi [first name], 
 
My name is [your name] and I’m in my [sophomore/junior] year at [college] hoping to get 
into the S&T summer analyst program at [bank]. 
 
I know you probably get inundated with networking e-mails, but I was wondering if you’d 
have time to speak briefly at some point.  
 
I’ve recently spent some time learning about [desk] and think it could be a good fit for me. 
Obviously you can’t trust everything you read online, however, so I was hoping to get a 
chance to speak to someone about [desk] and what the practical day-to-day nature of the 
role is, how you have enjoyed your time on the desk, and why you ultimately chose to be 
on the [desk]. I’m free for a call at absolutely anytime that would work for you. 
 
Thanks very much for your time, 
[your first name] 
 
A filled in example of this e-mail template would be as follows: 
 
Subject: 
 
Duke Junior Interested in High Yield 
 
Body: 
 
Hi John, 
 
My name is Eric and I’m a junior at Duke hoping to get into the S&T summer analyst 
program this upcoming year at JPM.  
 
I know you probably get inundated with networking e-mails, but I was wondering if you’d 
have time to speak briefly at some point.  
 
I’ve recently spent some time learning about high yield and think it could be a good fit for 
me. Obviously you can’t trust everything you read online, however, so I was hoping to get 
a chance to speak to someone about high yield and what the practical day-to-day nature 
of the role is, how you have enjoyed your time on the desk, and why you ultimately chose 
to be on the high yield desk. I’m free for a call at absolutely anytime that would work for 
you. 
 
Thanks very much for your time, 
Eric 
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The reasons why this template works is that it first and foremost shows a level of humility 
(that you don’t pretend to know everything about high yield!), is short (no one has time to 
read more than three or four paragraphs), and makes it clear that you understand if they 
don’t have time to speak.  
 
Here’s another template that’s best to use if you have alumni at the bank. All that needs 
to be done is to add a slight tweak that shows you know they went to the same college.  
 
You should avoid making a big deal about having gone to the same college as it can seem 
like a bit of a guilt trip to get them on the phone.  
 
Subject: 
 
[College] [Sophomore/Junior] Interested in [Desk] 
 
Body: 
 
Hi [first name], 
 
My name is [your name] and I’m in my [sophomore/junior] year at [college] hoping to get 
into the S&T summer analyst program at [bank] like you did. 
 
I know you probably get inundated with networking e-mails, but I was wondering if you’d 
have time to speak briefly at some point.  
 
I’ve recently spent some time learning about [desk] and think it could be a good fit for me. 
Obviously you can’t trust everything you read online, however, so I was hoping to get a 
chance to speak to someone about [desk] and what the practical day-to-day nature of the 
role is, how you have enjoyed your time on the desk, and why you ultimately chose to be 
on the [desk]. I’m free for a call at absolutely anytime that would work for you.  
 
Thanks very much for your time, 
[your first name] 
 

Following-Up 
 
Many have trepidations about following up with someone if they haven’t heard back. It’s 
important to remember that while you’re thinking a lot about the e-mail you’ve sent, the 
recipient has so much going on that they barely even noticed.  
 
Often times I’ll personally mean to respond to an e-mail but get sidetracked and forget 
about it. 
 
As mentioned previously, you want to give some breathing space (in case responding to 
you was put on your targets to-do list), which I think is five business days. 
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After five business days, you absolutely should send a follow-up. There’s no harm in doing 
so. However, if you still don’t hear back after the follow-up you should not contact the 
person again. 
 
Your follow-up should be a reply from the e-mail you sent initially, not a new e-mail, so 
that they can review what you said initially.  
 
The body of the e-mail should be as follows (with any personal alterations you want to 
make).  
 
Body: 
 
Hi [first name], 
 
I just wanted to briefly follow-up on my initial e-mail. I know you’re incredibly busy and 
more than understand if you don’t have time for a call. However, I just wanted to follow-
up in case my initial e-mail fell through the cracks. 
 
Thanks again, 
[your name] 
 
This e-mail shows a great deal of humility and deference, which is key to any successful 
cold e-mail. You never want to come across as entitled to a stranger’s time, but at the 
same time you want to make sure your e-mail has been read.  
 

Step 4: Keeping Track 
 
Some applicants I’ve spoken to take keeping track of those they’ve networked a little too 
seriously with endless spreadsheets and notes of what they’ve done. 
 
This is all unnecessary, but it is a good idea to keep some kind of log of who you’ve 
contacted and what stage you are at in the networking process. 
 
A stylized example of a little spreadsheet is below for what you should be keeping track 
of: 
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This little spreadsheet – feel free to e-mail me if you want a copy, or just copy it in Excel 
yourself – allows you to keep your networking in front of you by seeing where you are in 
the process with each of your targets.  
 

Step 5: Best Practices & Questions to Ask 
 
Now comes the fun part. After you’ve sent out your e-mails, you’ll begin getting responses 
and being able to set up calls.  
 
Here are some best practices for setting up those calls and conducting yourself on the 
call… 
 
DO say that you’re free at any time to speak 
 
When it comes to networking, you really can’t be picky about times. If your target suggests 
a time to speak, you should make yourself available if at all possible for exactly that time. 
 
DO offer to call them 
 
You should be the one calling them as that removes the effort of them having to dial your 
number.  
 
With that being said, some traders may say they’ll give you a call between 5-6PM, for 
example, whenever they get some free time. If that’s the case, that’s more than fine of 
course. 
 
DO immediately thank them for taking the time to speak 
 
When the call begins, you should always say something along the lines of: 
 

“First of all, I just want to thank you for taking the time to speak with me as I know 
how busy you must be” 

 
DO show humility and avoid interruptions 
 
As always, show humility on the calls and try to avoid interrupting if at all possible.  
 
DO try to wrap up the call within 25-30 minutes at most 
 
It’s better to end the call early and leave a good impression than to let the call drag on 
and end with a fizzle.  
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DON’T ask overly academic questions 
 
As was mentioned in the introductory part of this guide, don’t ask academic questions 
about products. Try to keep things high level and on the personal side.  
 
DO remember that people like talking about themselves 
 
You will be shocked to find out that people in high finance – whether that’s S&T or 
investment banking – have rather large egos. You want to make sure you are asking 
personal questions that let the target talk about themselves. 
 
DO ask questions that have more than just a binary answer 
 
You never want to be in a scenario where you are asking questions that have “yes or no” 
style answers. You want your interviewer to elaborate and find your questions to be 
thoughtful.  
 
DON’T stick strictly to a script 
 
While I’ve given you some great questions below as the conversation unfolds you want it 
to do so naturally. You don’t want to give off the impression that you have set questions 
you’re asking as if you’re interviewing them for a news article. 
 
DON’T let the call end within 10-15 minutes 
 
Only getting on a call for 10-15 minutes is always a bad idea. It gives the impression that 
you can’t hold a conversation and will often make a target feel like they’ve wasted their 
time.  
 
Of course, there’s nothing you can do if the target says they need to get off the call 
because something came up with work. That’s fine. However, you should always aim for 
a 20-30 minute call. 
 

Questions to Ask 
 
Below are some good networking questions that are applicable no matter the desk an 
individual is on. These are high level questions that should allow your target to give rather 
lengthy answers. 
 
You don’t have to ask all of these of course, but these are good jumping off points that 
will help your target open up.  
 

§ I was wondering if you could briefly tell me a bit about your background and how 
you ended up at [bank]? 
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§ (If they did a summer internship) How did you find your summer internship 
experience? Obviously, in S&T it’s a bit different than investment banking where 
there’s less “set” work. 

 
§ Did you know early on – perhaps even before you got to [bank] – that [desk they’re 

on] was right for you? If so, how did you know? 
 

§ What are the attributes about [desk they’re on] that you’ve really enjoyed? 
 

§ I know this is a broad question, but is there a typical day for you in [desk]? 
 

§ What do you think makes [their desk] better than others on the floor (at least from 
your perspective)? 
 

§ I know this is a bit of a broad question, but could you go over the makeup of [your 
desk]? In terms of how many traders, salespeople, etc. there are and if they 
specialize in different areas? I’ve found it hard to really get a full picture of how 
desks are structured by just looking on LinkedIn at job titles. 

 
§ What do you think are the most important attributes of a S&T summer analyst or 

full-time hire? What makes them really stand out? 
 

§ For an analyst on [desk] what are their primary responsibilities and how do they 
evolve as they get more experience? 

 
§ Obviously, a hot topic is the evolving roles of various desks due to automation and 

post-crisis regulation. Do you think the desk has changed much to-date or will 
change much in the near future due to automation and/or regulation?  
 

§ How [was/is] the work from home experience for [their desk]? Was it quite an 
adjustment or did it work more smoothly than anticipated? 
 

§ Are clients dealing with [their desk] differently due to [or after] COVID? In other 
words, were they more or less active or doing anything markedly different than 
before?  
 

§ For someone interested in [their desk] are there certain news sites or resources 
you’d recommend following? 
 

§ If you could do it all over again, is S&T and [desk] what you would still do? 
 

o This question should only be asked if you’re getting along with your 
interviewer as some could take it the wrong way  

 
§ If I’m fortunate enough to get an offer for [bank], do you have any advice on how 

to make the most of the experience? 
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Each one of these questions is open-ended enough that most people you speak too – 
unless they’re having a bad day – will spend one or two minutes giving an answer.  
 
Further, you shouldn’t expect conversations to be entirely one-sided. The target you’re 
speaking too will likely ask about your background, school experience, and interest in their 
desk or their bank (which is why “covering your bases” in Step 1 is so important).  
 

What About Recommendations 
 
Obviously one of the primary aims of any networking call is to have your resume 
forwarded to HR by whoever you’re networking with. 
 
Trust me that the person you’re speaking with knows and understands this. If they are 
interested in helping you out – which most will be – then they will ask you to send them 
a new e-mail with your resume attached at the end of the call. 
 
For example, they’ll ask you to send them a new e-mail like this: 
 
Subject:  
 
Follow-Up and Thanks 
 
Body: 
 
Hi [first name], 
 
Thanks again for taking the time to speak to me about [their desk] and [their bank]. It was 
great to hear your perspective. 
 
As you requested, attached is my CV. 
 
Thanks again, 
[your name] 
 
Your target will then forward this to someone in HR who will flag you as someone who 
should likely – but not necessarily – get a first-round interview.  
 
Now the obvious question is: if the person you’re speaking to doesn’t bring up forwarding 
your CV to HR, should you bring it up? 
 
This is a bit tricky and dependent on your feel of the call. If the call has gone very well, 
there’s no harm in saying something like:  
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“I know that internal recommendations aren’t what they used to be, but would it be 
possible for me to send you my resume and have it forwarded to HR? If that’s not 
generally done anymore, I entirely understand.” 

 
Again, this should be done if the conversation went very well. 
 
If the conversation just went fine and no talk of internal recommendations has come up, 
then don’t say anything. Instead just end the call after 20-30 minutes and thank them for 
their time. 
 
Then the next day send a thank you e-mail (as shown below). Do not attach your resume. 
 
Subject: 
 
Follow-up and Thanks 
 
Body: 
 
Hi [first name], 
 
I just wanted to thank you again for taking the time to speak to me yesterday. It meant a 
lot to get to hear your perspective. I hope we’ll be able to reconnect next summer if I’m 
successful in my application to [bank]. 
 
Thanks again, 
[your name] 
 
After receiving this e-mail, the target may respond asking you to attach your CV (as this 
e-mail hints at perhaps wanting a recommendation) so it can be forwarded along or offer 
to help in some other way. 
 
If they don’t respond to your follow-up or offer to forward your resume along, that’s 
perfectly fine. 
 
Remember that this isn’t a numbers game. It doesn’t generally make a difference if ten 
people forward your resume along or one does. What matters is getting your resume 
flagged by HR, which can be done by just one e-mail.  
 
So, if not every target you have a call with is willing to forward your resume along, that’s 
fine. Not everyone feels comfortable doing so.   
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Step 6: Moving Forward 
 
Networking can be more of an art than a science. There’s no way of knowing who will be 
most receptive to cold e-mails or not. However, if you follow the steps outlined above you 
will almost certainly get responses, get calls, and ultimately get your resume passed 
along. 
 
Remember that networking doesn’t end with getting an offer. Networking is a large part 
of any summer analyst position within S&T and even the job full-time.  
 
You should keep in contact with those who you had a (good) call with by sending brief e-
mails when: 
 

§ You get the job offer 
§ You begin the job 

 
Everyone wants to feel like they backed a winning horse so don’t be shy about keeping in 
touch with those who helped you along the way (even if it was just by spending 20-30 
minutes talking to you).  
 

Conclusion 
  
Interesting scenarios can always crop up in networking. If something crops up you want 
a second opinion on, be sure to just let me know! 
 
Networking can be extremely powerful when done right and if I could boil it all down to 
just three things it would be: 
 

§ Start early 
o Start months before the deadline for applications, which will allow you to 

separate your targets and have time to do calls 
 

§ Be humble and deferential 
o Never try to brag or “show off” your knowledge to someone in the industry 

 
§ Do not saturate the desk 

o Remember the rules for e-mailing people on the same desk 
o If you really want to work in equity derivatives – but don’t hear back from 

the few people you contacted – that’s fine!  
o Not hearing back from people on a certain desk won’t impede you getting a 

S&T offer, but spamming the desk will impede you getting to rotate or be 
placed in equity derivatives 

 
 


