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Introduction 
 
Welcome to the SalesAndTrading.org Interview Prep Course! 
 
First of all, I want to thank you for taking the time to go through this course. As you’ll soon 
be able to tell, this course has been a labor of love and covers everything you could 
possibly ever need to know to get started.  
 
Ultimately, this is exactly the kind of course I wish I had when I got started so I hope that 
it’ll put you way ahead of where I was when I was in your position.  
 

How I Got Here & What You Need to Know 
 
When I got my first sophomore internship in S&T I quickly realized that I had no idea what 
was going on. I was placed on the government bond and swap trading desk and felt nearly 
insurmountably ignorant. 
 
Note: On the trading floor, government bond trading will often be referred to as “govie 
bond trading” outside the U.S. or “treasury trading” in the U.S.  
 
I had no idea what a swap was, had only a faint idea what a bond was, and felt incredibly 
insecure trying to talk to the busy traders and sales folks lest I reveal just how little I knew. 
 
Fortunately for me, this was just a sophomore internship and so after getting a feel for 
how the dynamics of the trading floor operated and what the various desks did, I was able 
to parlay by sophomore internship into a junior internship at Goldman.  
 
At Goldman I quickly realized how valuable the contextual knowledge I had from my 
sophomore internship was. While other interns – who maybe had a sophomore asset 
management internship or something reasonably irrelevant – were as insecure and 
overwhelmed as I was the year prior, I was able to quickly target the desk I wanted and 
do exceedingly well during the internship (having multiple desks want me to go there full-
time).  
 
Part of the aim of this course is not only to teach you how to succeed in an interview – 
although that’s an obvious crucial first step! – but also to ensure that when you get to the 
trading floor you have the contextual knowledge necessary to figure out where you want 
to be and secure that role. 
 
This is because you’ll either need to know prior to your internship – or during your 
internship – what desk you want to be placed at when full-time depending on whether the 
program you’re applying to is rotational or not.  
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If you’re coming into your internship blind – with no knowledge of how certain products 
operate or what desks practically do – then you may end up either not getting that coveted 
full-time offer or getting one in a product-group / desk that isn’t really suited to you.  
 
Further, going into an interview with a firm – but not unequivocal – belief in what product 
groups or desks could be right for you is hugely beneficial to securing an internship offer.  
 
Those interviewing you want to know that you know what you’re getting yourself into. 
Getting an offer is much easier if you can clearly state why you think interest rate trading 
– for example – is something that you find interesting, know a little bit about, and have 
the personality type to succeed in.  
 
While we’ll get into how interviews operate logistically later on, here’s something 
important to keep in the back of your mind: 
 
When a super day – the final stage of the interview process – is done all the interviewers 
get together in a room and talk about the candidates they interviewed. Generally speaking, 
you’ll get an offer if: 
 

• Everyone who interviewed you agreed that you’d be a good fit and there’s no red 
flags they noticed 

• One or two interviewers – out of the three that will likely interview you during your 
superday – go to bat for you and say you need to get an offer 

 
Of course, it’s best if everyone thinks your fantastic and wants you in the firm, but even 
just having one or two people who feel strongly about you can be enough to get an offer.  
 
Personally, when I did my superday at GS I had two interviewers who were very engaging, 
and I hit it off with. My final interviewer – from equities sales – was a bit somber and 
seemingly uninterested. Maybe he was that way with everyone, maybe it was just me. 
Either way, I know the two interviewers I hit it off with made sure I got the offer. I wouldn’t 
be surprised if the third one was kind of apathetic toward hiring me or not. 
 
The singular best way to stand out is by having the contextual understanding of what the 
various product groups / desks are, where you have an interest, and why you think it’s a 
good fit.  
 
Interviews in S&T – unlike in M&A – can be a bit more open ended. When I interviewed at 
Goldman one interviewer and I went back and forth on what I wanted to do, which was 
join a certain credit trading desk. We talked about why that was, what I found interesting 
about it, and why it matched my personality.  
 
I didn’t need to demonstrate that I knew everything about this area of esoteric credit 
trading. No one has an expectation that you’ll know everything prior to beginning! Instead, 
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what an interviewer really wants to see is that you’ve thought about various areas of sales 
and trading, know roughly what they do, and have a leaning toward one area.  
 
You don’t need to make a case for just one area (unless you’re interviewing specifically 
for one desk or product group), but it’s always a good idea to say there’s one area you 
have a particular interest in. This could be something like rates (interest rates) trading, 
which would encapsulate desks focusing on government bond trading, swap trading, 
inflation trading (TIPS), swaption (swap options) trading, etc.  
 

Layout of the Course 
 
One thing I began to observe after landing my own offers is how underprepared many 
people are in their interviews and then, more importantly, on the job. 
 
This has led to many bright, talented young people either not getting an internship or full-
time offer or getting slotted into the wrong product group or desk. 
 
This course started off with the aim to help applicants not only succeed in the interview 
process but help ensure that once hired they can succeed on the job by finding out where 
their place is on the trading floor.  
 
This has turned out to be a difficult task to do without providing an overwhelming amount 
of information. 
 
Ultimately, I decided to break the course into four different sections: 
 

 
 

The Overview Guide 
 
The Overview Guide, which you’re reading right now, is all about building some 
background knowledge. There are no questions and answers contained here. 
 
We’ll be covering here some basic facts about sales and trading as an industry; including 
the banks involved, how desks are set up, how interviews are conducted, and how to stand 
out in an interview. 
 
Further, we’ll start diving into what kind of desks there are, what kind of exit opportunities 
exist, and what personalities math with various roles within S&T. 
 

The 
Overview 

Guide

Interview 
Q&A Guide

Networking 
& CV / Cover 
Letter Guide

Desk Guides
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Ultimately, you don’t need to “study” this Overview Guide. Instead, it’s meant to give you 
some contextual understanding so you understand what S&T is practically all about. Trust 
me, this contextual understanding bleeds through in interviews.  
 
You can always tell when interviewees just seem to “get” what S&T is and those who have 
absolutely no idea what S&T is. There’s no surer way to get dinged in a superday then 
coming across as someone who doesn’t know what S&T is, but really wants to work at a 
prestigious name-brand like GS, MS, or JPM. 
 

Interview Q&A Guide 
 
The kinds of interview questions you’ll face in a first-round or superday can be broken 
down into five categories. As such, the Interview Q&A guide is broken down into these 
same five categories: 
 

 
 
Unlike in many investment banking interview guides that float around the internet, I don’t 
provide one- or two-line answers, but rather try to provide in-depth rationales for 
questions when they are warranted.  
 
Further, there are more Q&A on specific desks in each of the Desk Guides that you can 
turn to for further questions and answers on specific types of S&T products.  
 

Networking & CV / Cover Letter Guide 
 
Of course, no matter how well prepared you are you need to get your foot in the door. 
 
Unlike in M&A where recruiting has become much more controlled by HR, networking is 
still helpful in order to lock in a first-round interview at most firms. 
 
In the members area you’ll find two guides. The first is dedicated to networking where 
we’ll go over how to find targets to contact, what to e-mail them, and some great 
questions to ask when you have them on the phone. The second guide is dedicated to 
what your CV and cover letter should look like and what it should highlight.  
 
 
 
 
 

Behavioral-
Based 

Questions

Market-
Based 

Questions

Investment-
Based 

Questions

Questions 
for 

Interviewer

Product-
Specific 

Questions
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Desk Guides 
 
The Desk Guides are a series of ten guides on the various major product groups that exist 
on most trading floors. 
 
Of course, there are other more obscure product groups – or groups that are cross-asset, 
meaning they involve multiple products – however, these guides will provide you a firm 
foundation in understanding the most important and largest parts of the trading floor. 
 
While you are unlikely to be asked about collateralized loan obligations in an interview – 
unless you bring them up! – it’s incredibly important to have an understanding of these 
various product types prior to starting. 
 
These guides will give you a more fulsome understanding of the industry, help you narrow 
down where you want to focus when you begin on the floor, and most importantly ensure 
that you impress everyone with your background knowledge during your first days. 
 
These guides will prevent you from being like so many who start on the floor and just 
don’t have much of a practical understanding of what various product-groups and desks 
do and thus are entirely overwhelmed.  
 
Not only that, but in your networking (prior to your interviews or prior to your internship) 
you may want to start reaching out to S&T employees and it’s always a good idea to have 
some background understanding of what the products they’re involved in are.  
 
If you can get on the phone with a CLO trader – and actually understand what CLOs are 
practically speaking (not just what you read on Wikipedia) – you will immediately stand 
out and be impressive.  
 
I’ve tried hard to keep these product guides short and practical. Not getting into the 
theoretical underpinnings of any product, but rather allowing you to see the big picture 
without the nitty gritty elements (which will be learned on the job).  
 
I’ve structured each of the Desk Guides as an initial Q&A covering the basics and then 
have attached the leading industry primers – often created by investment banks like JPM 
or BAML – that most full-time analysts will be given on their first day.  
 
So, if you’re just curious about a desk you can read through the roughly 10-pages of Q&A 
in each of the Desk Guides. If you want to do a deeper dive, because you find it interesting 
or an area you could potentially land – then you can also read through the lengthier 
primers I’ve attached to each guide.  
 
These Desk Guides I believe are the single quickest way to get practically up to speed 
with what a given desk does. I’ve tried to strip out anything too academic – or things you’d 
just learn on the desk – to focus on conceptual understanding. 
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Conclusion of Course Layout 

 
There’s a lot of information in this course, but it should all flow together. 
 
Remember that I’ve created this course not to just try to get you to the bare minimum 
necessary, but to make you a 99.9% percentile interviewee and intern. If you go through 
all the material in the course and really internalize it, you will stand out. 
 
Ultimately, I can’t give you everything because S&T is such a broad field that it’s obviously 
impossible to know everything about every desk. However, if you go through the course 
in its entirety you will be miles ahead of your competition.  
 
So, with all that being said, let’s dive into things a little bit more.   
 

Who Are the Banks 
 
Look, there’s no getting around the fact that the people who gravitate towards high 
finance – whether that be traditional investment banking, sales and trading, or equity 
research – are relatively competitive people. 
 
As a result, there are nearly endless forum threads about prestige rankings and entrants 
to high finance get quite concerned about whether or not they’re at an “elite” firm. 
 
This was certainly the case for me as well! For my junior year I had an offer from JPM and 
Goldman. To be perfectly honest, I really hit it off with one of my superday interviewers at 
JPM who worked in a fascinating cross-product credit group.  
 
At Goldman my interviews were a bit more standard. I didn’t hit it off in nearly the same 
way. Nevertheless, when I got both offers, I gave almost no thought to going to JPM. I 
accepted GS the day after I got the offer.  
 
Talk of prestige at the firm level is all a little bit juvenile. The reality is that certain banks 
have certain strengths and that as someone just getting into the industry nearly any large 
bank will have great opportunities for you. 
 
What your mindset should be is to get an offer wherever you can, without concern about 
the brand name, and then find out what that bank does really well. If you happen to get 
an offer to a place like GS or JPM then you’re in luck because they do a lot of things well!  
 
If you get an offer for a smaller bank – like RBC or BNP – then you should carefully study 
what their areas of expertise are and join the one that best suits your personality and 
skillset.  
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By way of example, if you’re in the U.S. HSBC isn’t known as being a powerhouse. If you 
have two friends – one with an offer to GS and one with an offer to HSBC – then you may 
feel a bit bad for your poor HSBC friend.  
 
In reality, if the HSBC friend plays their cards right and lands at HSBC’s EM (emerging 
markets) credit desk they could have set themselves up for a very nice career that could 
be better than the friend who went to Goldman (depending on what desk they end up on).  
 
The point is: in M&A league tables may make sense. It may be true that nearly every group 
within Goldman is better than every group at some other investment bank like UBS.  
 
However, in S&T nearly every bank has some niche they’re the best at and no matter what 
bank you go to you should keep an eye on being within their best groups historically. 
 
Further, consideration needs to be made to where you’re located. If you’re in Canada, for 
example, then you want to be at one of the large Canadian banks. Scotia Bank may not 
be well known in New York, London, or Hong Kong, but that doesn’t mean it’s a bad place 
to begin a career in Toronto at all.  
 
Coalition is a company that does the best job of compiling league tables (what we call 
leader boards in finance) for various product groups / desks in S&T. 
 
Their full-year league table is below: 
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We can also look at how this changes depending on the region we’re referring to. Notice 
for example how strong Goldman is in the Americas, but how strong UBS and HSBC are 
in APAC.  
 

 
 
Another thing I’d try to impress upon you – because it’s something I wish I had been told 
repeatedly when I was in college – is that where you begin doesn’t define you.  
 
I was consistently worried about not being at a “top” bank. The reality is, as you can see, 
being at a “top” bank means you have more options. There are lots of strong desks at 
places like JPM, GS, Citi, and MS.  
 
However, every large bank has  at least one area they are in the top three or four in. 
 
Further, unlike in M&A there is quite a bit of lateral movement that happens between 
banks. It’s not abnormal for someone to start their career at UBS and move to a different 
bank that’s more highly ranked after a few years.  
 
It’s also not uncommon for someone at a top desk to go a less highly ranked bank after 
a few years because the less highly ranked bank is willing to pay more (perhaps due to 
them wanting to rise up the rankings).  
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Regulations Define S&T Activities 
 
With all of this having been said, there are a few things to keep in mind as you think about 
what banks to go to and what desks you’d be interested in. 
 
The primary thing to keep in mind is balance sheet. 
 
Balance sheet is the singular most important and defining aspect of an investment bank. 
What separates a bank with a large balance sheet, from one with a small one, is primarily 
how extensive their retail bank is (meaning the side of the bank that takes deposits from 
folks, extends out loans, etc.)   
 
In layman terms, all trading activities require a certain amount of balance sheet to 
backstop the trades. As we’ll get into later in this report, capital requirements were 
significantly heightened after the financial crisis. This means that more balance sheet 
needs to be used to do certain “riskier” activities.  
 
For example, because U.S. treasuries (government debt) are essentially cash-like they 
require very little balance sheet to be set aside. In other words, more leverage can be 
utilized and more treasuries can be held by rates traders. However, distressed debt, which 
is illiquid and viewed by regulators as being risky, now requires more balance sheet to be 
reserved to absorb potential losses in the advent of a crisis. 
 
For banks with large balance sheets – meaning large amounts of retail deposits stored 
at the banks – like JPM, Citi, and BAML they have more flexibility in being heavily engaged 
in riskier activities.  
 
So as you can see from the league table above, in the Americas the top players in credit 
and securitization, things that we call “balance sheet intensive”, are JPM, Citi, BAML, and 
Deutsche (DB is a bit of an odd case and they’ve wound down activities in recent years, 
but they do have a large balance sheet in aggregate).  
 
On the other hand, you have more “pure” investment banks like GS and MS. These 
investment banks, after the crisis, were actually turned into bank holding companies so 
are not investment banks in the pure sense of the word anymore.  
 
In fact, as you likely know, GS now takes retail deposits and even has launched a credit 
card and consumer loan business! Part of the reason why GS is taking retail deposits is 
because they’re trying to grow their balance sheet and have a more stable, cheap source 
of funding moving forward now that they are a bank holding company.  
 
Even still, GS and MS have much smaller balance sheets than firms like JPM, Citi, and 
BAML and that is reflected in the kind of activities that GS and MS engage in most. 
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GS and MS, as you can see from the league table above, are very strong in areas that don’t 
take up a lot of balance sheet relatively speaking. These include areas like rates trading 
(government bond and swap trading) and equities trading. 
 
To get a bit more precise in our language, what banks need to be mindful of really is 
“warehousing risk”. What it means to warehouse risk is to place risk onto the balance 
sheet of the bank. 
 
For example, if you’re trading treasuries you’re largely being a market maker in very liquid 
securities that do not move much in price at any one time (even during very volatile 
period). It’s also quite easy to hedge your net exposure when trading treasuries as well 
via treasury futures (see the Rates Desk Guide for more).  
 
Therefore, you can engage in a lot of rates trading while not having to warehouse that 
much risk.  
 
The same is true for equities – where GS and MS are both very strong. Much of modern 
equities trading – in particular cash equites trading – is simply being a market maker for 
very large flows (say if a mutual fund wants to dump 1,000,000 shares of some stock).  
 
Further, equities derivatives trading requires using balance sheet, but net exposure can 
be hedged to regulators satisfaction such that the risk being warehoused is not 
necessarily that large (again, I’m speaking in pretty broad strokes here to get the idea 
across). 
 
In certain areas of credit – especially as you get more illiquid or securitized – the ability 
to hedge your net exposure (e.g. how much you could potentially lose) is much more 
difficult.  
 
As a result, regulators require you to set aside more capital when you engage in these 
activities. For this reason, credit (broadly speaking) is not necessarily a strength of the 
smaller balance sheet banks like GS and MS. 
 
When banks and regulators think about how balance sheet is utilized they think often in 
terms of risk-weighted assets. Risk-weighted asset formulas can be thought about as 
long multi-variable formulas that say, in layman terms, that a bank can decide what mix 
of activities they want to engage in, but more capital must be reserved for riskier 
activities. 
 
So, if you’re balance sheet constrained – like GS or MS – you need to make trade-offs 
between doing lots of low risk activities or doing moderate levels of low risk activities and 
high risk activities (like distressed debt trading).   
 
Part of the reason why I’m placing so much emphasis on the regulatory side of things is 
to because in an interview it’s incredibly impressive if you bring it up and can speak 
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intelligently about it (see the Desk Guide: Economics, Regulation, and Corporate Finance 
for more on this).  
 
No one expects you to be an expert, but if you go to JPM and say you have an interest in 
credit trading, know JPM is a leader in credit trading, and that the reason why is partly 
due to them being less balance sheet constrained and seemingly having an appetite to 
warehouse credit risk more than other banks that is a perfect answer.  
 
It shows you understand the modern banking ecosystem, have thought deliberately about 
where you want to be, and that you aren’t choosing JPM purely for the brand name.  
 

Conclusion 
 
There are three things that I fundamentally want you to take away from this section: 
 

1. In S&T there is such a diversity of product groups / desks that almost every major 
bank will be strong in one particular area so you should not be overly concerned 
with prestige or name brands when you begin your career 
 

2. In S&T there is quite a bit more mobility than in M&A; what firm you begin in does 
not define your career trajectory as much as what desk or product you begin in 
 

3. Regulations make the world of S&T go around and having an understanding of how 
regulations drive the strength of certain firms – e.g. big balance sheets means 
strength in areas that are balance-sheet intensive – is crucial 
 

Desk Setup & Trading vs. Sales 
 
Now that we’ve covered the banks, let’s speak briefly about how they’re constituted and 
the various roles that exist within S&T. 
 
Below is an older photo of one of Goldman’s trading floors at 200 West (there are two, 
one of the fourth for equities and one on the fifth for most everything else).  
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Trading floors, as you likely know, are wide open floor plans with minimal or no dividers. 
Often there will be conference rooms and offices (for partners or managing directors) 
lining the floor.  
 
Every trading floor is broken down into various “desks” that each deal with a certain 
“product group” or “asset class”. For example, you will have distinct desks for high yield 
credit trading, investment grade credit trading, etc.  
 
The way desks are set up is often that you’ll have traders on one side and on the opposite 
side (facing traders) you’ll have the sales people. 
 
Over the past decade, exact roles within many S&T desks have begun to blend together a 
little bit. However, you can still think of there as being five primary roles on the trading 
floor.  
 

Traders 
 
Traders exist in some form on almost every desk on the trading floor (as the name of the 
floor would imply). 
 
Traders are ultimately responsible for risk. Fundamentally almost all trading that occurs 
– post great financial crisis – is some variation of market making. Market making, in its 
purest form, means traders taking minimal or no risk in buying or selling either due to 
simply brokering a transaction (and clipping the spread) or being able to perfectly hedge 
their exposure.  
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In practice, however, no matter what asset class you’re trading you will need to warehouse 
some level of risk because you will always have some level of inventory and most 
products don’t allow for perfect hedging. 
 
Further, regulations don’t preclude having some risk or making discretionary 
determinations as to what you hold, what you sell, and what you price assets at (within 
reason). Instead, what the regulations broadly say is that the trading activity engaged in 
by the trader should be in service of clients, which could mean pre-emptively building up 
inventory in order to service anticipated client demand in the future. 
 
Let’s take a more extreme example that would exist on a trading floor. Trading floors at 
every large bank will have a high yield trading desk (perhaps distinct from the distressed 
debt trading desk or comingled with it). High yield bonds are those that have a credit 
rating or yield that suggests the underlying company is likely in poor health and may result 
in a default or restructuring of its debt.  
 
Further, high yield bonds are often very illiquid. While the stock market can easily absorb 
someone selling tens of millions of Apple stock without moving the market, moving tens 
of millions of high yield bonds could be a process that takes weeks if you don’t want to 
spook the market (if there are even enough bidders for that many bonds!).  
 
For this reason, high yield traders need to think carefully about their book. Their book 
consists of the exact assets the trader holds (for high yield traders, these would be high 
yield bonds from various companies and for rates traders this could be various tenures 
of treasuries, etc.). 
 
If a client comes to a high yield trader wanting to sell a bunch of HY bonds, the trader will 
give a price below where the bonds are trading now (the bid/ask spread), however s/he 
must also think about whether s/he can immediately turn around and sell these bonds 
and realize a profit. Alternatively, the trader may need to warehouse this risk over time.  
 
Perhaps they think the bonds are undervalued and so wouldn’t mind holding this risk. If 
they do, great. If not, they’ll bid quite low (offer to buy quite a bit below where bonds are 
trading now) to adjust for the fact they aren’t confident in the prices of these bonds not 
declining further.  
 
The point I’m getting at here is that many come into S&T thinking about trading in terms 
of discretion; a trader is making the choices that he or she thinks are best without any 
further consideration. This would be true of proprietary trading, which did occur prior to 
the crisis and for a few years after.   
 
However, now you should think about all traders – regardless of their asset class and 
regulatory restrictions on them – as being fundamentally risk managers. Traders will 
often take on securities that they don’t love, because they want to keep the client (who is 
selling them) happy and keep them coming back.  
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The trader generates positive PnL (profit and loss) by using discretion in managing the 
book that they have developed; knowing how much of a certain security to hold to 
facilitate client activity, getting good bid/ask spreads, and positioning their book in such 
a way as to benefit from the general movement of the market.  
 
In case this point isn’t fine enough, let’s clarify further: a trader will never just liquidate 
their book because they don’t like where the market is. Further, the trader will never just 
load up their book with securities they like.   
 
Ultimately the job of a modern trader is to think about what clients are likely to do – what 
they’ll likely want to buy and sell – and how the book should be positioned to not only 
facilitate those traders, but also benefit from general market movements. 
 
If it seems like there is probably some tension between facilitating client activity and 
positioning your book in order to benefit from general market movements, there is! 
Traders won’t love everything in their book at any given time!  
 
However, all seasoned traders at large banks will have significant books, with significant 
risk, and generate significant profits most of the time.  
 
It’s true that trading has become more “boring” since the crisis due to much less or no 
pure proprietary trading. But with that said, profits are much more stable. Clients are 
always going to be paying a spread (the bid ask spread) and prudent risk managers will 
benefit from how their book moves with the market.  
 
There will be more said about trading as we move forward. However, one thing that I have 
found is many candidates interviewing in S&T don’t quite understand the role of traders. 
 
It will be highly impressive – if you’re asked – to be able to articulate that traders operate 
under this tension between facilitating client activity (the core of their job, something they 
need to do) and ensuring their book is positioned well and not performing poorly.  
 

Sales 
 
Sales is a role that has evolved significantly at most banks, and across most desks, over 
the past decade. 
 
While the majority of those who enter into S&T have their heart set on trading, it’s 
important to note that sales can provide a better lifestyle for many (to be discussed later) 
and frankly just be more enjoyable. 
 
Due to industry changes there are what we call sales-traders and sales people. Not every 
firm will use the sales-trader terminology, but it will self-evident when you get onto the 
floor that some are sales traders. 
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Pure sales people operate alongside traders on a particular desk, for example high yield 
credit. Sales people are responsible for managing their own book that instead of being 
tied to particular securities, is tied to particular accounts (meaning the hedge funds, 
mutual funds, pension funds, endowments, etc. they talk to daily or weekly). 
 
The role of a sales person is to be an intermediary of sorts and comes along with its own 
tensions. While traders fundamentally manage risk, sales people have to manage clients. 
 
On the one hand, a critical role of a sales person is to help the trader. The trader may 
communicate that they would really like to get rid of certain securities and the sales 
person will begin calling around their clients gauging their interest in them to try to get a 
deal done. 
 
On the other hand, a sales person is also responsible for trying to keep the client happy. 
When the client contacts the sales person sometimes what they’ll want to buy or sell will 
not be something the trader is overly inclined to do. The role of the sales person in this 
case is to try to get the trader to do the deal. That’s because a happy client is one that is 
able to call up a sales person at a bank – like Goldman – and get a deal done.  
 
As should be obvious, sales really comes down to having personal relationships with both 
traders and clients, cultivating those relationships, and trying to keep everyone happy 
(which is an incredibly tall order!).  
 
So, while traders must constantly be concerned over their risk exposure and PnL, sales 
people must constantly be concerned about ensuring their traders aren’t losing money on 
the trades sales people are bringing to them and that clients are getting trades done with 
the bank.  
 
Sales people also represent – in more of a way than traders – the face of the bank from 
the clients perspective. As such, sales people need to recognize that how they conduct 
themselves is incredibly important as they are a de facto representee of the bank itself.  
 
One of the core functions of most sales people is socializing with clients. This can include 
taking them out for dinner and drinks or just getting on the phone and talking about 
market trends, what the sales person is seeing in terms of flow (what is being bought and 
sold), etc.  
 
One misconception is that sales people have to be extroverts in the traditional sense. A 
great sales person is not necessarily the person who would be the most social in college. 
A great sales person is someone who clients enjoy talking to markets about, is prompt to 
answer questions, gets their trades executed, and is generally someone the client likes to 
deal with.  
 
In other words, sales doesn’t really come down to how gregarious and outgoing you are. 
It comes down to how you speak about markets and how proficient you are at brokering 
deals between traders and the clients. 
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Sales Traders 

 
Over the past decade a new role in S&T has opened up, which is occasionally referred to 
as sales trading (or some other name, depending on the bank).  
 
This role, as the name implies, blends together the roles of sales and trading. This can be 
done because over the past decade a few areas of S&T – for example, cash equities – 
have become heavily automated to the point that most transactions can be done 
algorithmically based on models developed by the bank.  
 
In most of these areas risk isn’t being warehoused in a traditional sense. A spread is just 
being captured due to there being offsetting hedges automatically put on when a trade is 
executed. 
 
The role of a sales traders is to take in orders, execute them via the bank’s program, and 
generally do all the normal tasks a sales person would do when dealing with clients.  
 
Sales traders will often be on a desk that does have one or two traders (or traders from 
other desks will also have responsibility for this desk as well). The role of these traders 
is to execute manually the thornier trades that come through that for whatever reason 
can’t be done solely by the algorithm developed (due to size or complexity).  
 
Just as sales traders do not warehouse the same level of risk as traders, they also do not 
interact with clients as much as normal sales people would. This is often due to the fact 
that the kinds of clients who come to desks with sales traders will often be executing 
more automatic trading strategies where they are less interested in daily back and forths 
with the sales trader. 
 
Sales trading is an interesting and growing role within every bank. While it doesn’t offer 
the same pure experience as being just a trader or sales person, it does take a particular 
type of person to succeed in a sales trading role.  
 
Sales traders are also viewed as being more able than others to move around the trading 
floor to different asset classes given that they aren’t viewed as being just a trader or just 
a sales person.  
 

Quants and Structurers 
 
The fourth and fifth role in S&T, broadly speaking, are the quants or structures.  
 
As previously mentioned, in S&T over the past decade we’ve had increasing levels of 
convergence on what the exact roles of various players are. This is particularly true of 
both quants and structurers. 
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Over a decade ago, quants were not considered to be PnL drivers. This means that they 
were paid significantly less than traders and sales people. The role of quants was to 
create the systems and pricing models that traders and sales people would then utilize 
day-to-day. 
 
Increasingly, however, quants have moved into trading-style roles in the most electronic 
forms of trading. For example, equity derivatives is a highly complex product group. There 
are still several sales people who will be there and several traditional traders. However, 
there will also be equity derivative traders (in exotics, for reference) who are really quant-
style traders; they’ll run the pricing models, work on changes to risk management 
methods, think about how to improve systems, and ultimately be responsible for PnL and 
their own risk just like a traditional trader.  
 
These quant-trader hybrid roles are increasingly common in areas that have more 
algorithm-driven trading or are particularly complex (usually involving options). Still today 
this is almost entirely in equities; cash equities is almost all quant driven and equity 
derivatives has the blend discussed above. 
 
In areas like swap trading, credit trading, and MBS/ABS (mortgage and asset backed 
securities) quants have a more traditional role of creating systems, working on pricing 
models, and not being tied directly to PnL the way traditional traders are.  
 
As a general principle, the less algorithmic a market the more traditional the role of quants 
are. The more algorithmic a market, the more likely it’ll be that quants have PnL attached 
to them.  
 
I should note that quants, by background, will often have advanced degrees – or very 
strong undergraduate degrees – in math, physics, or computer science. They will come 
in through separate programs – not the traditional S&T summer or full-time program – 
with interviews that will resemble more of a tech or prop trading interview than a 
traditional S&T interview. 
 
However, if you do have a more quant-oriented background you can certainly come 
through a traditional S&T program and be placed in a more quant-trader role (for example, 
in equity derivatives) if you want. 
 
Structurers are distinct from quants but fall under the same category of those who used 
to be viewed as not being tied to the PnL of the desk at all (so were paid less). Now 
structurers can often have a bit of a hybrid roll as a structurer-trader.  
 
Structurers generally are coming up with slightly innovative products – within their 
product or asset group - that give a client exposure they couldn’t otherwise get by buying 
more “traditional” securities directly.  
 
For example, if a client came to a sales person on the FX desk and said they wanted 
exposure to a certain group of assets, over a certain time horizon, with certain barriers / 
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triggers, the structurer would create a product that gave the client that exposure and 
would be responsible for pricing it, helping the sales person explain the contours of it to 
the client, and potentially even managing the risk of it partly themselves (or having the 
trader do it). 
 
While structures in the past – and still to a certain case today – were simply told to create 
a certain product, now they are often more ingrained in the sales and risk management 
process of the products they create.  
 
Again, lines blur. But generally, you can think of quants as doing the infrastructure work 
that is utilized by traders and structurers (pricing models, certain kinds of risk analysis, 
etc.) while structurers are tasked with creating products levering what quants have done 
(while still needing a deep technical understanding of what they’re creating, obviously!) 
and interfacing with sales in order to sell it to clients.  
 
Structurers will still normally have at least an undergraduate degree in a hard science, 
and sometimes a more advanced degree, however it is viewed as being less technically 
intensive than quant work (especially as it pertains to actual coding work).  
 
On a spectrum of most technical to least it would go: sales, sales trading, trading, 
structuring, and then quants.  
 

S&T Desks 
 
Every investment bank will have a slightly different setup of desks; often with slightly 
different names associated with them. Further, some S&T divisions won’t have certain 
kinds of desks – such as power trading – while others do. 
 
However, we can broadly categorize desks as follows: 
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FICC Desks 
 
FICC stands for fixed income, currencies, and commodities. At Goldman Sachs, for 
example, this is a far larger area than equities and makes up almost the entire 5th floor 
(with the 4th floor being for equities and a hodge podge of other desks).  
 
Fixed income can further be broken down into rates, MBS, and credit each of which will 
have separate desks within them (or clear divisions in what products are traded by who 
on the same desk).  
 
Rates Desk 
 
The rates desk is generally one large desk with people who deal with one of the following 
types of products: 
 

§ Treasuries with dedicated traders covering the front-end, belly, and long end of the 
curve (sales people will generally cover the entire curve) 

§ Interest rate swaps 
§ Swaptions 
§ TIPS (inflation-indexed products) 
§ Money markets (or STIR = short term interest rates), which will have dedicated 

people for repo, CP, SOFR, etc. 
 
 
 

Cross Asset, 
Structuring, and 
Lending Desks

Equities FICC

Fixed Income

Rates

MBS

Credit

Commodities Currencies (FX)
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MBS Desk 
 
The MBS desk is one large desk, which is often right beside the rates desk on the floor 
and will consist of folks dealing with: 
 

§ Agency MBS 
§ Non-Agency RMBS or CMBS 
§ Mortgage derivatives / structuring 

 
Credit Desks 
 
There are quite a few distinct credit desks (as opposed to the rates and MBS desks where 
distinct products are traded on the same desk). 
 
In credit you’ll have the following desks: 
 

§ Investment grade credit 
§ High yield credit 
§ Distressed credit 
§ Bank loan trading 
§ Muni bonds 
§ CLO trading 
§ Macro credit  

o Includes trading credit indices, credit index options, index hybrids, and bond 
ETFs; normally pretty vanilla and then you’ll have a specific macro or credit 
structuring desk for more bespoke trades 

§ Emerging markets (EM) credit 
§ LatAm (Latin America) credit 

 
Commodities Desks 
 
Commodities S&T is where you have the most variance between investment banks. Some 
banks have almost entirely gotten out of commodities S&T, while others like Goldman are 
still very much in it.  
 
Generally, there will be dedicated desks in the following areas within commodities that 
will deal with either physical products or derivatives off of them: 
 

§ Oil / Crude / Petro Chemicals 
§ Natural gas 
§ Power 
§ Metals (precious and base) 
§ Commodity index options 
§ Agriculture  
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Currencies (FX) 
 
Currencies is generally broken up into a number of desks based on the regions traded 
and the complexity of the product. 
 

§ G-10 FX (G-10 refers to the ten most heavily FX currencies; this is the most flow-
orientated desk in FX) 

§ EM (emerging markets) FX 
§ FX options (can be all one desk or broken down by G-10 and EM) 

 
Equity Desks 
 
Equity has seen the most changes over the past decade. While cash equities used to have 
the most people, due to automation now equity derivatives is likely the biggest desk within 
all of equities at most investment banks.  
 
As we’ll discuss in the next section – The Future of S&T – just because equity desks have 
reduced their headcount doesn’t mean that equity desks are a bad place to be now. My 
personal view is largely that the automation within equities has run its course and that 
now we’ve entered largely into an equilibrium.  
 
With that said, here are the major equity desks: 
 

§ Delta One (largely derivatives that give the investor the same exposure as if they 
owned the underlying asset and that have a delta of, you guessed it, one) 

§ Convertible bonds (since converts have a call option embedded in them, they’re 
often traded on a desk near other equity desks) 

§ Equity index trading 
§ Index volatility trading (sometimes rolled together with equity index trading) 
§ Equity derivatives trading 
§ Equity index derivatives trading 
§ Equity exotics (structuring) trading 

 
Cross Asset, Structuring, and Lending Desks 
 
The majority of desks in S&T will be clearly within FICC or equities as listed above. 
 
However, over the past decade there has been a proliferation of desks on the floor that 
don’t cleanly fit into any one asset or product type (like treasuries trading).  
 
These desks can be really interesting, rewarding, and lucrative places to be. The only 
issue will be that they’ll have vague titles – like cross asset trading – that don’t necessarily 
reveal much about them.  
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Further, since every bank will have different titles for these bespoke groups, you’ll need 
to do some due diligence before your internship to figure out what the group really does. 
 
One thing to keep in mind though is that structuring and lending desks in particular can 
have PnL attached to them that can make them lucrative for those on the desk. Further, 
because of the bespoke, one-off nature of structuring and lending desks automation is 
not a large concern and exit opportunities for structuring and lending are always good.   
 
Here are some examples of the names of desks you should keep an eye out (although 
they’ll be slightly different names depending on the bank): 
 

§ Cross Asset Lending / Solutions / Financing 
§ Cross Asset Trading 
§ Macro Cross Asset 
§ Macro Structuring (will include rates and FX product structuring) 
§ Credit Structuring 
§ Principal Investing / Funding 

 
Note that while some areas – like cross asset trading – will not be more technical than 
any other traditional desk necessarily, some areas like macro structuring absolutely can 
be.  
 
Structuring – broadly speaking – involves taking a base product and a combination of 
derivatives and packing them together, which allows a client to get the exposure they 
want to certain market moves (that they wouldn’t be able to get by purchasing “off the 
shelf” products). 
 
By joining most traditional S&T programs you can still get on a structuring desk – and if 
you are technically inclined it is great exposure to get – however keep in mind the 
products they’re creating for clients are complex. Correlation swaps, vol swaps, quantos, 
index derivatives, variance swaps, etc.  
 
…There’s absolutely no need to know anything about structuring for a traditional S&T 
interview and we won’t touch on these topics as they’re far too complex. But when 
thinking about desks of interest, keep in mind structuring desks are generally by far the 
most complicated outside of pure quant roles, which may or may not interest you.  
 
Conclusion 
 
As you can see, there are a lot of distinct desks here! Don’t worry if you don’t fully 
understand what these desks do right now.  
 
When going through the Desk Guides Q&A you’ll get a much fuller understanding of what 
the products involved are and how they fit into most of these desks.  
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Remember that for an interview, showing contextual understanding and having a rough 
idea of the general area you want to be in should be your aim.  
 
No one expects you to understand how to price swaptions or to know what a volatility 
smile is!  
 
However, showing you have an understanding of the desks that make up a trading floor 
and what the kinds of products traded are is highly impressive (because many 
interviewees can’t even name a few desks that make up FICC, never mind tell you what 
the differences between the products traded on these desks are). 
 

The Future of S&T 
 
You’ve bought this course because you want to work in sales and trading, which is 
fantastic! 
 
Chances are though you’ve Google’d around and found yourself wondering whether or 
not there’s a strong future in S&T. Maybe you’ll end up in a scenario where you get a job 
at a fancy bank doing S&T and then one day everyone is laid off due to automation. 
 
This is perfectly reasonable and rationale to think. When I was doing my internships in 
S&T I always thought to myself, “Maybe I should leverage the brand names on my resume 
to shift over to M&A.” 
 
I would implore you to take a bit of a contrarian view; if S&T has been around for centuries 
in an organized fashion then it will likely persist and require humans. Here are a few 
additional points to consider.  
 

There are Waves 
 
Any industry that has been around for centuries – as organized institutional sales and 
trading has – will go through waves. Young people, naturally enough, will always consider 
the wave they think they’re observing to be novel and unique. 
 
However, long before my time was the first computer revolution on the trading floors as 
the floor went from being paper and phone based to being phone and computer based. 
Thousands of jobs were lost and thousands of new ones – often more highly paid – were 
created.  
 
Likewise, over the past number of years you’ve likely read news stories, forum threads, 
etc. about the demise of S&T. You’ve read about how algorithms – overseen by no one, 
monitored by just one Caltech PhD in physics – are taking over all of sales and trading 
with no one left behind in traditional roles. 
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The reality is that this latest wave of S&T automation is (in my view) almost entirely done 
and was largely complete 3-5 years ago. This last wave simply put the final nail in the 
coffin of areas like flow FX trading and cash equities that are heavily commoditized, very 
liquid products where risk can be hedged out near perfectly.  
 
When I look around a modern trading floor now – and for what it’s worth I did partly study 
computer science although remember very little of it – I see very few areas where the 
same level of automation can occur. 
 
Big data, AI, whatever. You can’t trade structured credit that way with nearly every deal 
being somewhat unique, you can’t trade most (or all) bonds easily this way because of 
their unique issuance dates, you can’t reasonably expect clients to interact (solely) with 
some monolith AI unless it has passed the Turing test (in which case everyone in every 
career is in trouble).  
 
Here’s a thought experiment: we all agree that cash equities – the business whereby a 
customer calls up and says I wasn’t to sell 100,000 Apple shares – has largely been 
automated away. Algorithms are just better, faster, more efficient, and less prone to 
mistakes at executing and hedging something so liquid and commoditized as common 
shares of large companies.  
 
We’ve seen serious job losses – over two decades with the end tail being over the past 3-
5 years – in these areas of equities. However, during this same period, we’ve seen no real 
job losses in other areas of sales and trading when you adjust for the fact there’s no 
longer any prop trading, there are more stringent regulations, etc. 
 
Well why is this? Commentators talk as though equities were the first domino to fall and 
that now fixed income (for example, rates trading) is next to fall.  
 
Well what precluded these things from happening in parallel? It’s not like there was one 
guy automating all of equities and was too busy to ever think about fixed income.  
 
Do not get spooked by waves. Waves of automation and change happen in every industry. 
I am confident that S&T will be around, and actually look quite similar to how it does now, 
for the foreseeable future.  
 
Even areas like equities I think are roughly where they will be for the foreseeable future. 
It’s already a lean area at most banks and it’s unlikely a further diminishment will occur 
unless due to regulatory changes (which I also don’t foresee). 
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Money 
 
Another important thing to keep in mind, even when you’re just starting out, is money.  
 
Every career has a certain amount of risk and you would ideally like to feel that you are in 
a position such that you can do the same job for decades to come (like many doctors no 
doubt feel). 
 
However, it’s important to consider the fact that in S&T, regardless of the role, you’ll 
immediately begin making many times what the average American makes per year and 
this will increase substantially quite quickly.  
 
As a result, a ten-year career in sales and trading – the worst-case scenario before you 
get laid off or become redundant – will likely still net you more savings than a twenty or 
thirty year career as an accountant or working some corporate development job.  
 
Ideally, of course, your career will be longer and all of that good stuff. The point I’m trying 
to get across, however, is to not get too caught up in, “What will my life look like in ten? 
Fifteen? Twenty years?”  
 
It’s very hard to have any career where you’ll be able to imagine that with any degree of 
certainty. Further, you should feel confident that a career in S&T will last at least 5-10 
years – because you’re cheap to keep employed relatively speaking – and the result of 
that will likely be more savings than any “normal” career would possibly provide.  
 
Even in competing areas of finance, like M&A or DCM/ECM banking, there may not be a 
need to fear technological disruption, but if you exit to a PE firm making partner is a long-
shot and after ten years of very long hours you may be so burnt out you need to pivot to 
a new industry.  
 
Every high earning area of finance has risks from a longevity standpoint. In S&T it may be 
rooted in automation and regulation, but in IB it’ll be rooted in burnout and up-or-out 
culture that permeates IB and PE.  
 

Fun  
 
Look, there’s stress in everything in life, but S&T by in large is a lot of fun. You don’t work 
absurd hours like in M&A, you are always meeting interesting people, you get to follow 
the markets, and you make a great amount of money relatively speaking (whether it’s a 
bit less than banking or a bit more depends on your desk, role, etc.).  
 
S&T is fun and too many people coming into it burn themselves out thinking about what 
the future will bring ten or fifteen years down the road when they have no ability to 
accurately forecast it.  
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Nearly every personality type will find a fit in S&T; whether you’re introverted and analytical 
or extroverted and gregarious.  
 
S&T has been needed for centuries and will be needed into the future because 
intermediaries and liquidity providers will always be needed. S&T will always exist within 
large banks, staffed by smart people, doing interesting things.  
 
The nature of the job may change overtime, but please don’t overthink it. The reality is 
most roles within S&T have changed remarkably little in my view since 2015 when I did 
my first internship.  
 

Compensation & Exits 
 
A necessary consideration when thinking about any career – no matter how much you 
think you may like it for its own sake – is the level of compensation and optionality it gives 
you (meaning what you can parlay the job into). 
 
In general, in S&T you’ll do two to three years as an analyst before being promoted to an 
associate regardless of whether you’re in sales, trading, or sales trading. 
 
Unlike in M&A very few will leave after their analyst stint – unless they’re leaving the 
industry – because they haven’t yet begun to build their own book as a trader or work with 
clients directly in a sales capacity. 
 
The time spent as an associate can vary a bit more, but generally will be anywhere from 
2-5 years with 3-4 being the most common time frame. An associate, regardless of the 
bank we’re talking about, will then become a VP. 
 
How long you stay at VP is much more variable as the MD title comes with much higher 
pay and a larger role within the desk you’ve made MD on. 
 

Compensation 
 
Due to how varied S&T is, compensation can’t be talked about overly intelligently for those 
who are a VP or above as it will depend on what desk we’re talking about, how well the 
desk has done over the past year, how well the bank has done in aggregate, how much 
PnL or client activity can be directly associated with you, internal politics, etc. 
 
However, from the analyst years to the associate years there is a reasonably defined 
range.  
 
All salaries, even for first year analysts, are ranges and analysts and associates will be 
compared by their bosses to each other and placed into “buckets”. Generally, there will 
be three buckets for poor-performers, good-performers, and top-performers.  
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The range of these buckets is generally not too wide, and all analysts and associates will 
get some bonus money (unless the bank is really in trouble like during the financial crisis). 
 
With all that said, the following are the general ranges you can expect. These numbers 
reflect those that I know best at top BB firms in New York and may vary depending on 
your geographic location. As mentioned, these numbers will also vary based on how well 
your desk has done and how strong banks have performed generally in any given year. 
 
Analyst 1: 
 

• Base: $85,000 – 90,000 
• Bonus: $25,000 - 50,000 

 
Analyst 2: 
 

• Base: $85,000 – 95,000 
• Bonus: $25,000 – 65,000 

 
Analyst 3: 
 

• Base: $85,000 – 105,000 
• Bonus: $35,000 – 75,000 

 
Associate 1: 
 

• Base: $115,000 - 135,000 
• Bonus: $35,000 - 100,000 

 
Associate 2: 
 

• Base: $125,000 - 155,000 
• Bonus: $45,000 - 115,000 

 
Associate 3: 
 

• Base: $135 – 165,000 
• Bonus: $45,000 – 115,000 

 
 
As you can see base salary ranges are pretty tight and move up incrementally. Bonus 
ranges are much wider and are dependent on all the attributes previously mentioned. In 
good years, on hot desks, where you’re a top performer the top range can be achieved. 
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For the majority of analysts are associates their bonus numbers will be roughly in the 
middle of the ranges provided.  
 
Importantly, all compensation (base and bonus) are paid in cash until your VP years. 
Potentially a small amount of your total comp will be held back or paid in stock as a senior 
associate depending on your bank.  
 

Exits 
 
Talking about exits in S&T is always reasonably difficult given just how varied the desks 
are.  
 
Instead of trying to go over every possible permutation of an exit – which is impossible 
to do with any accuracy – I’ll just say that you can always feel free to send me an e-mail 
if you have a specific role at a specific firm that you’re curious about the exits from. I can 
then hopefully shed a bit of light on what kind of exits I think could exist from it.  
 
However, as a general principle here are some things to keep in mind. 
 
Startups 
 
Even though the lifestyle of S&T is significantly easier than that of traditional M&A 
banking, it can still be stressful and as Silicon Valley has grown the eyes of young traders 
and sales people have wandered west from Manhattan.  
 
Across the board, there have been many analysts and associates on the trading and sales 
side who have left to join fintech (financial technology) startups. These fintech startups 
often have some kind of alternative lending component, which draws in people who have 
worked in credit who have some level of experience working with abstract credit 
valuations. Further, some fintech companies focus on mortgages, so those who have 
worked on a MBS desk will go there. 
 
There has also been a slew of people – primarily from FX and equity – who have left to 
various crypto exchanges and startups due to their knowledge of liquid market trading 
and general market structure for liquid assets.  
 
Sales people have exited in roughly equal numbers, in particular to alternative lending 
startups, because of the deep need for talented sales people who have some background 
knowledge of finance.  
 
Around five years ago, exiting S&T to go to Silicon Valley would have been viewed as a 
risky move or one that didn’t seem to be that relevant to what the analyst or associate did 
at the bank.  
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However, it’s increasingly clear that the skillset developed – either as a trader or a sales 
person – is valued among one of the fastest growing areas of tech: FinTech. The 
compensation is generally not a significant decline if it declines at all as well. 
 
Macro Funds  
 
While startups are new and exciting for some, many of those currently working in S&T 
want to stay in the realm of high finance. 
 
The traditional exit opportunity for traders – normally done after establishing a small 
track record over four or five years – is going to a global macro hedge fund as a portfolio 
manager or analyst. 
 
Most of these traders will come from emerging market desks, FX desks, or rates desks 
where they’ve dealt with significant flow and have managed a non-trivial book that 
involved significant warehousing of risk.  
 
Going from certain desks at a bank to a global macro fund is often referred to as the 
“traditional” path and is a path travelled by many who have gone on to start their own 
hedge funds like Chris Rokos.  
 
Credit Funds 
 
For traders that deal in IG, HY, CLOs, or distressed credit they can sometimes exit to credit 
funds that have an area devoted to their area of expertise. 
 
For example, it’s not uncommon for CLO traders to go to a credit fund that has a dedicated 
arm for investing in CLOs (as many of the larger credit funds, like those associated with 
PE funds, do).  
 
Quant Funds 
 
Many traders who work on more quant-oriented products – like equity derivatives – will 
move to so-called quant funds like Two Sigma, Citadel, AQR, or D.E. Shaw (to name the 
largest ones). 
 
These traders aren’t necessarily quants – using our definition above – but can rather just 
be equity derivative traders that have gone through the normal S&T program. As 
mentioned before, not all traders dealing with more quantitative products are quants or 
have that kind of math or computer science skillset.  
 
Execution Trading  
 
Most large hedge funds, asset managers, and pension funds will have what are referred 
to as execution traders. These are traders who are responsible for executing the trades 
that portfolio managers request for them to do. 
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For example, a portfolio manager at a credit hedge fund may tell the execution trader to 
buy up to $50m notional (face amount) of a certain bond. This could be – depending on 
the size of the bond issuance – quite a task so the execution trader will begin scooping 
up $5m here or there and trying to get the best possibly blended average price for the 
$50m purchased. 
 
Execution trading can sound unglamorous, but requires having a deep understanding of 
market participants, calling around to investment banks inquiring about different 
securities, and trying to ensure they are able to do what their firm needs them to.  
 
This also has the upside of not being personally responsible for if the investments turn 
out to be a bad idea (as you didn’t come up with them, you just went and bought or sold 
them!).      
 
Investor Relations / Strategy 
 
For some in sales they make the move over to investor relations at large hedge funds, 
private equity funds, pension funds, etc.  
 
Investor relations is a well-paying role that provides an easier lifestyle removed from the 
natural stress of being on the floor. It’s a broad role that involves dealing with the funds 
investors, strategizing pitches for new funds being issued by the fund, and compiling 
presentation materials. 
 
This kind of role is analogous to an investment banker moving to a corporate 
development role; it’s less money, but the lifestyle is better.  
 
Lateraling to Another Bank 
 
Often those who reach the MD/Partner level fastest will make moves between banks. For 
example, if an associate at Goldman seems particularly strong in rates they may be 
brought over to MS for more pay and a title bump in order to help build out their rates 
business.  
 
It’s not uncommon to see someone with a 10-15-year career in S&T having spent time at 
two or three banks. In fact, it’s not that rare to see someone go to the buy-side – like a 
global macro fund – and then come back to the sell-side.  
 
Staying Put 
 
Many folks who get interested in S&T end up absorbing many ideas from M&A banking 
and thinking they apply. 
 
One of these ideas is that in M&A if you stay in banking after two or three years – as 
opposed to going a private equity fund or hedge fund after your analyst stint – that’s an 
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indication you weren’t a strong analyst or otherwise didn’t have any buy-side 
opportunities available.  
 
In S&T it’s rare to leave the bank – unless it’s to another bank – after just two or three 
years because by that time you’ve likely not developed any kind of track record of 
experience.  
 
In S&T it’s quite common to stay within your bank so long as you feel your compensation 
and title increases are commensurate with what you’re bringing in for the bank. 
 
It’s inarguable that rising through the ranks and having input on the strategic direction of 
a certain desk – or being able to interreact with sophisticated clients around the world – 
is an incredibly unique opportunity that one should think seriously about leaving behind.  
 

Conclusion 
 
Unfortunately – for the purposes of this course – it’s hard to talk too definitively about 
compensation or exit opportunities given how diverse the roles and desks are within S&T. 
 
However, this should give you a good starting point for understanding the range of 
compensation for those in their first 5-6 years in S&T and where they often will go if they 
decide to leave their bank.  
 
As a reminder, if you are trying to decide what desk to join full-time and are curious about 
exit opportunities that may exist, or what I think about that kind of desk, you can always 
feel free to e-mail me and I’m always more than happy to share some advice! My e-mail 
can be found in the members area.  
 

Lifestyle Considerations 
 
As I mentioned earlier, one of the reasons I created this entire course is that I’ve seen 
many bright, talented people enter into S&T and get slotted into the wrong desk or product 
group.  
 
This has led to them underperforming, being less happy than they could be, and often 
leaving the industry despite them liking it in some abstract way. 
 
It’s important to recognize that in traditional investment banking your lifestyle is largely 
the same regardless of what group you’re in (whether it’s a coverage group or M&A). 
You’re going to put in 80-100 hours a week as a junior and this will mean you coming into 
the office – assuming there’s no pandemic! – around 9am and leaving at some ungodly 
hour in the early morning. 
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In S&T the lifestyle is better – in terms of hours – across the board. However, there are 
certainly wide differences in terms of the general lifestyle you’ll lead as a result of what 
desk you join. 
 
Here are some things to keep in mind. 
 
Are you an early riser? 
 
Those who trade rates products – such as interest rate swaps, government bonds, or 
inflation-indexed products – will arrive at the floor early in the morning. Often between 6-
7am. They’ll leave by 5-6pm, but this still makes for long days that begin early. 
 
Nearly every other desk will work more traditional “market hours”, which mean getting in 
between 8-9am and leaving around 4:30-5:30pm.  
 
Of course, this depends on your geographic location. If you’re trading EM FX in New York 
your hours may get distorted or if you’re working with a New York based team while in 
London, for example.  
 
Are you an extrovert? 
 
If you’re an extrovert, sales is likely a place you want to be. Even as a junior you’ll be going 
to client dinners and drink events that are meant to build a deeper relationship with the 
clients you do business with. 
 
Sales folks will often be done “work” around 4-5pm, but may be out during the night at 
dinner or drinks events with clients (at the bank’s expense, of course).  
 
For some, this makes for a dream job: you get to talk with smart people at nice restaurants 
and bars multiple times a week. For others they find this kind of lifestyle to infringe on 
their personal space and time and it becomes draining. 
 
Weekend Work? 
 
Nearly every role in S&T will involve no or minimal weekend work. However, because 
some future markets will open up before Monday morning you may have to be a bit wired 
in on Sundays.  
 
Further, sales roles can involve having discussions with busy portfolio managers over the 
weekend or taking them out on a weekend night. 
 
Some structuring desks will have some weekend work as the deals being done are not 
tethered to market hours per se. 
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Do You Like Creating? 
 
Roughly speaking there’s a continuum in S&T products from those that are entirely flow 
based – like FX or treasury trading – to those that are more structured (like CLOs, 
structured products, or bespoke lending desks).  
 
These structured products – broadly defined – will involve coming up with unique 
structures or diving into the details of existing unique structures. This can involve 
spending a good chunk of your day reading legal and debt docs, thinking about cash 
flows, creating models, and thinking about risk pricing. 
 
If you enjoy this slower pace – where you’re less “in the market” – then you should look 
to these areas. If you enjoy the constant flow of trade and news, then flow trading desks 
would be a better fit.  
 
Do You Like Risk? 
 
The singular most obvious difference between sales and trading is the warehousing of 
risk. A trader will have a book and depending on market conditions – almost regardless 
of what you do – you’re going to have some bad days.  
 
Some, by virtue of their personality, are able to compartmentalize and not get caught up 
in their PnL being negative some days. Other people have a tougher time with this. 
 
I personally don’t think that risk-tolerance is something that is a learned trait; certainly, 
it’s not something that is strictly taught as an analyst. Instead it’s something you either 
have or you don’t and there’s nothing wrong with not having it.  
 
You should think deeply about your own personality. It’s often the case that those who 
start off as flow traders end up moving to more structured products or sales after a few 
years because they begin to realize they just don’t like the mental strain of carrying – or 
potentially carrying – a book of risk. 
 
Again, there’s nothing wrong with this. It’s merely a matter of personality more than 
anything.  
 
It’s always incredibly impressive – in my view – when a summer analyst or associate can 
recognize their own personality and slot themselves into the role that best suits their 
personality without any guidance.  
 
One of the best aspects about S&T is the diversity of roles that exist. So, once you secure 
an internship or full-time offer you should be trying to ensure your personality is aligned 
with where you end up.  
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Getting an Initial Interview 
 
In order to try to keep all of the guides in this course as manageable as possible, I’ve 
dedicated an entire guide to networking, which is the only thing you can actively do to 
make sure you get a first-round interview (if the firm you’re applying to allows for internal 
recommendations to be made).  
 
Ultimately, when it comes to getting a first-round interview there is just nothing else you 
can do other than network and make sure that your resume and cover letter conform to 
the traditional standards. That’s why I’ve dedicated an entire report to making sure you 
are contacting the right people, the right way, while saying the right things. 
 

What is the Interview Process? 
 
The interview process at all major banks follows the same process:  
 

• First Round: Initial phone screen (20-30 minutes) or HireVue (10-20 minutes) 
• Mid Round: Potential (although this is rarer) follow-up phone screen (20-30 

minutes) 
• Final Round: Superday 

 
For those applying outside the U.S. there may be an additional IQ-style test sent alongside 
or shortly after the initial phone screen or HireVue. There’s nothing you can really do to 
prep for these, and they take just 10-20 minutes. Just make sure you’re in quiet place and 
have some pen and paper nearby if you need to write down a few notes to yourself.  
 
Phone Screens / HireVue 
 
Phone screens are conducted by either a member of HR or by an associate / VP at the 
bank and will last around 20-30 minutes.  
 
HireVue interviews – which are now the most popular form of first-round interview – 
consist of recorded video clips you’ll do answering 5-7 questions. You’ll have 30 seconds 
to prep for answering each question after getting it and 2-3 minutes to record your answer 
for the question. Most of the time you can’t re-record your answer. Your HireVue clips will 
be watched by either HR, a S&T member, or both and then a decision on a superday will 
be made. 
 
I break down the composition of the questions you’ll get in a first-round in the Interview 
Q&A guide. 
 
 
 



 

SalesAndTrading.Org 2020 – All Rights Reserved 
 

35 

Follow-Up Phone Screen 
 
Follow-ups are quite rare but can occur. These will often be done with candidates who 
are “on the bubble”. The follow-up will follow the same format as the initial phone screen 
and is meant to just get a second opinion on whether the candidate should get a superday 
invitation.  
 
Superday 
 
The superday format is standardized across the industry. It will involve you rotating 
through three to five rooms – although three is the most common – where you’ll be 
interviewed by one or two members of the firm in each room (although one is the most 
common).  
 
Often, you’ll be given a little card beforehand that will tell you your first interview is in room 
3, after you’re done there you should go to room 5, and after that you should go to room 
9. Then you’re done. 
 
Generally, there will be anywhere between 10-20 candidates interviewing during the 
superday and 5-10 rooms where members of the firm stay throughout the process. You 
won’t interview with everyone so it’s a bit of a luck of the draw in terms of who you end 
up speaking to through your superday. 
 
Each interview will not be done with other candidates in the room. Further, each member 
of the firm will have your resume and have briefly gone through it (they are unlikely to 
have seen your cover letter or have it with them). 
 
Nearly every interview will begin by them asking you to walk through your resume. After 
that, which should take no more than 2-3 minutes, you’ll then have 20-25 minutes worth 
of questions asked to you. 
 
The questions you need to know for your superday are contained in the Interview Q&A 
guide.  
 
Included in the Interview Q&A guide are questions you should ask your interviewer, 
because at the end of every interview they will ask you if you have any questions for them.  
 
One of the easiest way to stand out is to ask good, thoughtful questions to your interview. 
This leaves a great final impression. 
 
At the end of each interview the interviewer will make a few notes about you, which will 
include how strongly (or not!) they feel about giving you an offer. 
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Making Offer Decisions 
 
The way that superdays work is that all the members of the firm – when the interviews 
are done with all the candidates – will then gather in a conference room.  
 
HR will often lead the conversation and bring up each candidate’s name. Then those that 
interviewed the candidate will discuss whether or not they should be given an offer. 
Generally, if all interviewers agreed that the candidate was good, they’ll get an offer. 
Likewise, if all interviewers agreed that the candidate was bad, they won’t. 
 
If there’s a divide (maybe two think they should get an offer and one doesn’t agree) then 
the candidate’s name will be put to the side. If at the end of going through all the 
candidates, there are still spots then the candidate will be further discussed, and an offer 
may be extended. 
 
Some firms will utilize a ranking system where each interviewer ranks each candidate 
from best to worst. However, more often than not the process goes as I’ve described 
above. 
 
What this means is that it’s important for you to read the room and try to make a positive 
impression on each interviewer. For example, when I interviewed at Goldman there was 
one guy in equities who was a bit cynical or jaded.  
 
I read the room and wasn’t quite as excited or enthusiastic as I was in my other interviews. 
Instead I tried to answer all his questions, said I found credit interesting, but that equities 
was also appealing because of my slightly quantitative background, and we got along 
fine.  
 
The point is that you don’t need for every interviewer to love you and go to bat for you. If 
you have one interviewer who thinks you’re a great fit, and the others thought you were 
fine, you’ll almost certainly get the offer. However, you really are rolling the dice if you 
leave a bad impression with any one of your interviewers. 
 
When Offers are Extended 
 
As you can tell from above, generally offer decisions are made the same day. It may take 
a bit of time for HR to coordinate offers, etc. but generally offers are extended within 12-
48 hours. 
 
For some firms, there may be a slightly longer delay if they’re running multiple superdays 
over two or three days and the same interviewers are doing these. Then they may wait in 
case there were much better candidates in the latter superday as opposed to the earlier 
one. 
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Sending Thank You Notes, etc. 
 
A common question interviewees have is whether they should send thank you notes to 
their interviewers. There’s no need to do this as hiring decisions are made quite quickly.  
 
No one is going to change their mind because they got a thank you e-mail and you run the 
risk of coming across as a bit socially awkward for doing it. 
 
In every interview you will be given a business card from the individual interviewing you, 
however. If you do get the offer it’s not a bad idea to send a thank you note and try to 
reconnect when you begin at the firm. 
 

How You Should Approach Preparing 
 
This course is meant to cover everything you’ll need to prepare for your S&T interview at 
any major bank.  
 
In fact, this course is really meant to not only get you the interview, but ensure you 
succeed on the job as well.  
 
When going through this course in order to prepare for your interviews, you should keep 
these principles in mind: 
 

• Study the values of the bank (their mission statement or equivalent) 
o Also, know who their CEO is 

• Study how S&T operates practically 
• Study what various product groups involve 
• Choose a few specific areas of interest  
• Rehearse your qualitative answers regularly  
• Review and memorize technical answers 

 
Let’s go through each of these briefly. 
 
Understand the Values of the Bank 
 
Every bank will have on their website some kind of mission statement or a list of their 
governing principles. 
 
You should familiarize yourself with these to better understand what the bank values 
most. 
 
This is because you may want to sprinkle these into your answers. For example, at 
Goldman two core principles are around ethics and always putting the client first. 
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Goldman frequently will ask what are called “ethical” questions. These will often involve 
a difficult hypothetical situation where you are asked what you would do in that scenario.  
 
We’ll go over these questions in the S&T Q&A guide, however what is important is that 
your question involves doing what is ultimately in the best interest of the client and that 
will not cause reputational harm to Goldman.  
 
This may seem obvious. But you would be shocked at the kind of responses some 
candidates give here. 
 
Familiarizing yourself with the values of the bank you’re interviewing at shouldn’t take you 
more than an hour. You don’t need to memorize them. As a general principle, when asked 
any kind of moral or ethical question you should always keep in mind: what is in the best 
interest of the client (client meaning whoever the counterparty of the trade is) and what 
will cause the least reputational damage to the bank.  
 
Study How S&T Operates Practically 
 
I believe everything you need to know – for the purposes of interviews – about how S&T 
operates practically is contained in this guide. 
 
So, for example, you should be able to talk in broad strokes about things like: 
 

• The difference between a trader and a sales person 
• What the work of S&T involves (as we’ve discussed, it’s not proprietary trading 

these days, it’s generally serving clients, making markets, and warehousing some 
level of risk) 

• Why S&T is a good fit for you (think about the attributes of S&T I’ve laid out here) 
• What trends exist in S&T and why you are bullish on S&T (The Future of S&T 

section) 
• What you are looking forward to as an intern and what you hope to learn (Day in 

the Life of an Intern section) 
 
No one expects you to come in knowing the exact systems used by the bank, the 
philosophy around risk taking utilized by any given desk, or what the day-to-day tasks of 
a certain S&T member would be. 
 
However, contextual understanding of what S&T is all about is critical. This guide – and 
the Desk Guides – will give you a level of practical understanding that will make you stand 
out in an interview (even if you don’t even realize it).  
 
For example, a superday candidate talking intelligently about why they think being a trader 
may be a better fit for them is actually abnormal. Most of the time answers involve 
someone saying they just like risk, or like the upside potential, or something kind of brash 
like that. 
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We’ll cover these kinds of questions in the S&T Q&A report. But hopefully it’s already 
apparent to you that the right answer would involve comparing and contrasting sales and 
trading, talking about warehousing some level of risk, having less direct client interaction, 
etc. 
 
Study What Various Products Involve 
 
Studying various products that desks will trade is critical not only for standing out in an 
interview, but also understand what desk is likely right for you.  
 
As I’ve repeatedly said, there’s nothing worse than a bright, talented person getting on the 
wrong desk and not realizing their potential.  
 
It’s important not only for an interview, but for when you’re on the job to understand where 
you are likely going to fit best. You don’t want to be learning what swaps are, or what high 
yield credit is, on the job for the first time. It’ll make you not only seem unimpressive, but 
won’t allow you to focus on whether or not the day-to-day work is up your alley or not.  
 
This is so important that I’ve created the 10 separate Desk Guides as part of this course. 
Understanding each one will allow you to figure out what desk(s) may be right for you. 
 
In an interview it’s not uncommon to be asked what are you’re most interested in – 
especially if the internship isn’t rotational or you’re applying for a full-time job – and then 
a few basic follow up questions will be asked to make sure you actually know what you’re 
talking about.  
 
Going through all the Desk Guides provided will give you a holistic understanding of the 
major areas of S&T and ensure that you can confidently answer any product-specific 
question sent your way in interviews (or even during your internship).  
 
Choose a Few Specific Areas of Interest 
 
Even before your initial interview, you want to have a few specific areas of interest. 
Because of how large S&T is you can’t really get away with saying that you aren’t sure 
what interests you or that every product group or desk seems interesting. 
 
Instead you should narrow things down a bit. If you’re applying to non-rotational programs 
– or programs that are division specific like Morgan Stanley – this is even more important. 
 
As a general principle, throughout your entire interview you should be humble and open-
minded. You should never be unequivocal in saying you are only interested in high yield 
credit trading, for example. 
 
Instead, you should lay out your rationale for why a certain product group seems 
appealing to you and the desks that you’d be interested in learning more about. 
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We’ll get into the exact wording of your answers in the Interview Q&A guide, but here’s a 
little example of a great response to what areas of S&T interest you: 
 

“I think illiquid markets are interesting generally because they seem to allow traders 
and sales people to take a step back more often and really think about the risk being 
warehoused, or the direction of markets more broadly.  
 
Within these more illiquid markets I think high yield and distressed trading are 
specifically interesting because they’re illiquid and involve many different 
competing incentives among clients (hedge funds who may want to take control of 
a certain class of bonds, perhaps, and pension funds looking to get out of a bad 
investment).  
 
Ultimately, of course, I don’t know the exact day-to-day role of a trader or sales 
person within these areas so part of the summer internship would revolve around 
finding out if those desks would be a good fit or not.” 

 
This kind of answer demonstrates what you’re interested in broadly: illiquid markets that 
aren’t as flow based (meaning hectic and chaotic like rates trading or FX trading). Further, 
this answer narrows down your interests to a few desks in the credit space with a solid 
rationale being given. 
 
However, most importantly this answer ends by showing humility that you don’t really 
know if these kinds of desks would be right for you, but you would want to explore if 
there’s a fit there or not.  
 
Rehearse Your Qualitative Answers 
 
In the Interview Q&A guide I give a long list of behavioral questions and what ideal 
answers would look like. 
 
However, the issue with qualitative answers is there are often no truly right or wrong 
answers (although there are good and bad sounding answers!). With quantitative 
questions I can tell you what to say, with qualitative answers I can only tell you the 
important things your answer should convey and give some examples of good answers.  
 
For this reason, you need to take some time to carefully create and then rehearse these 
qualitative answers in your own words about your own experiences.  
 
Memorize and Understand Quantitative Answers 
 
In any S&T interview you’re going to face both qualitative and quantitative questions 
(along with market-based questions which are a bit of a blend). 
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The quantitative questions you can face in an interview will often be much more focused 
on whether or not you understand what a product is, as opposed to working through an 
example. 
 
In the Interview Q&A guide and the Desk Guides dozens and dozens of quantitative 
questions – that revolve around definitions, how certain products work, etc. – are 
provided. Unlike qualitative answers you don’t necessarily need to put your own spin on 
these answers, you can just memorize broadly what I’ve written for you or put the answers 
slightly into your own words. 
 
Conclusion 
 
As you can hopefully tell, I think the ideal preparation for any S&T interview involves first 
getting a lay of the land, both from an industry and product group perspective; figuring 
out where you generally want to be in S&T and why; and then preparing your qualitative 
answers and memorizing the quantitative answers in this course.  
 
Hopefully none of this seems too overwhelming. Remember part of my goal is to ensure 
you knock your interview out of the park and are a star interviewee (not someone who 
just squeaks through the interview process with a bit of luck). 
 

How to Answer Interview Questions 
 
In a HireVue interview (during the first round) you have between 90 seconds and three 
minutes to answer the question given to you. 
 
This is a good rule of thumb for answering questions during any additional phone screens 
or during the superday. 
 
You have to remember that each interview time slot is just 30 minutes during a superday 
and that the interview will always end a bit early (as they need time to write down some 
notes on you before the next interviewee comes in).  
 
Therefore, if you’re taking five or more minutes to answer each question you aren’t going 
to get through too much. 
 
Here are some general tips on answering questions, with more “do’s and don’ts” provided 
in the Interview Q&A guide: 
 

• Take no more than three minutes to answer any one question 
• Never interrupt the interviewer 
• Always take a few seconds to gather your thoughts before answering the question   



 

SalesAndTrading.Org 2020 – All Rights Reserved 
 

42 

• If you’re unsure of an answer, always try to answer it. However, you should always 
preface your answer by saying, “I’m not sure about the answer, but I would think 
about it this way…” 

• You should be natural and show your personality as much as possible; no one 
wants to interview someone stiff or void of personality (especially for a S&T role) 

• You should always be self-deprecating when you have the opportunity (they know 
you’re smart by virtue of you interviewing there, you don’t need to tell them you are) 

• You should always be humble and deferential to their views; this is particularly true 
when they ask you if you have any questions for them at the end of the interview  

 
Other presentation related points to remember are: 
 

• If you are not sitting at cramped table, then you should cross your legs 
• Your suit jacket should be unbutton when you sit down (to avoid awkwardness you 

can not have it buttoned when you walk in) 
• Make sure to bring a pen and paper along with copies of your CV and cover letter 

(they likely won’t be needed, but it shows you are prepared) 
• When given a business card you should take it and place it near you on the table 

(and remember to put it in your pocket when you leave)  
 

How to Stand Out 
 
In a traditional M&A investment banking interview you stand out by getting all the 
technical questions right, having a good “Why Goldman?” or “Why Evercore?” style 
answer, and that’s about it. 
 
S&T interviews are much broader because your interviewers won’t all have the same job, 
where they do the same things day-to-day, but could be in very different roles within S&T 
with very different perspectives about who should be hired. 
 
However, that doesn’t mean S&T interviews are a crapshoot. There are plenty of people 
– myself included – who got an offer from every S&T superday they went to. 
 
If you can do the following, you will stand out in an interview: 
 
You Have an Idea Where You Want to Be 
 
Before any initial interviews you must have a general idea of where you want to be. You 
can always change your mind later, but the days of just bringing in smart people who don’t 
know anything about S&T are over. 
 
If you can give an intelligent rationale for why you are drawn to certain desks, you will 
immediately begin to differentiate yourself.  
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You Demonstrate a General Knowledge of S&T Products 
 
In any S&T interview you’ll get some questions that require you to demonstrate you know 
how certain asset classes work. This could be generally speaking – regarding basic bond 
math – or more specific regarding what differentiates a high yield from an investment 
grade bond.  
 
Part of the reason for creating all the Desk Guides is because having a general 
understanding of how these products work – thus demonstrating you aren’t saying you 
have an interest in a certain product for no real reason – is likely the singular best way to 
differentiate yourself.   
 
Humility Always, in All Ways 
 
S&T interviewers will often debate this trade-off: the candidates who know the most 
about S&T, and interview the best, are often the most self-assured and only want to work 
in one area. 
 
This level of self-assuredness always leaves a bad impression. It shows a lack of 
understanding that no matter how well you understand something theoretically, until you 
get in the mix practically you can never be sure that something is right for you. 
 
So, you want to show conviction about where you want to be in general terms, 
demonstrate that you understand what this area involves, but show humility that of 
course you could be entirely wrong and are willing to change your mind!   
 
You Answer Questions Well 
 
Everything in the prior section – How to Answer Interview Questions – should be 
followed. Ultimately when an interviewer is interviewing up to a dozen candidates in one 
day everyone starts to bleed together. 
 
Often it will be the case – for more boiler plate questions – that your style of delivery will 
leave a larger impression than the substance. 
 
You Asked Good End-of-Interview Questions 
 
As mentioned, at the end of every interview you will be asked if you have any questions 
for your interviewer. This is one of the best ways to separate yourself from others. 
 
These questions are so important that part of the Interview Q&A guide is dedicated just 
to questions you can ask your interviewer.  
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You Demonstrated Eagerness and Excitement, While Not Being Ignorant to Realities  
 
The reality is that many of your interviewers will be a bit jaded -- as all people who work 
at investment banks, regardless of their role, eventually get. 
 
Everyone wants the interns or first-year analysts to be eager and excited to be there. 
However, showing you have a realistic understanding of the realities of the job is a great 
way to differentiate yourself. 
 
Part of the way you do that is by integrating little one-liners into your qualitative answers. 
For example, in the Interview Q&A guide you’ll see some answers involve little lines like, 
“While obviously every area of S&T has it’s pros and cons,..” 
 
These little one-liners are meant to demonstrate that you understand there are draw 
backs to any job and you are cognizant of these before beginning. 
 
Ultimately, whether you’re interviewing for a summer analyst or full-time analyst position 
at a bank, your interviewers want to feel confident that you aren’t going to get on the desk, 
realize this isn’t for you, and then leave. That’s a waste of everyone’s time and money.  
 

What’s the Bare Minimum Prep Needed 
 
One common question I get is how to prepare depending on how much time you have 
before your interviews. 
 
Ultimately, if you’re short on time it’s better for you to know a few things very well (and 
feel confident in them) as opposed to having just read everything in this course, but not 
understood any of it too deeply. 
 
I’d say the bare minimum prep, in order to put yourself in a good position to get an offer, 
would be to do all of the following: 
 

• Have read through this guide to get the general lay of the land 
o Time commitment: 1-2 hours 

• Have gone through the qualitative questions and spent time rehearsing your own 
version of these answers (found in the Interview Q&A guide) 

o Time commitment: 4-10 hours (rehearsing your answers multiple times is 
very important) 

• Have gone through the market-based questions and memorized them 
o Time commitment: 3-6 hours (found in the Interview Q&A guide) 

• Have gone through the investment-based questions and memorized them or 
crafted your own responses following my advice 

o Time commitment: 4-6 hours (found in the Interview Q&A guide) 
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• Have found an initial area of interest in S&T – say credit trading – and then read 
the associated Desk Guide for that area carefully and understood it roughly 

o Time commitment: 3-6 hours 
• Have memorized the questions to ask your interviewer at the end of the interview 

o Time commitment: 30-60 minutes 
• Have skimmed through the product-specific questions in the Interview Q&A guide 

(these are the most basic, fundamental questions taken from all the Desk Guides) 
o Time commitment: 2-4 hours (you don’t need to memorize these all, just 

read them through so you know the terminology and whatnot) 
 
In other words, the bare minimum prep requires you to have a firm grasp of at least one 
broad area of S&T (like credit, FX, equity, or rates) while not having much knowledge of 
all the other areas.  
 
This could pigeonhole you a bit. If you have a FX trader interview you, they may be 
interested in talking about FX and asking you what you know about it.  
 
However, you can try to pivot the conversation towards your interest in credit (or whatever 
area you’ve strongly prepared).  
 
To fully prepare for an interview, you should try to absorb as much of the course as 
possible. I know there’s a lot of content and if you’re starting from scratch you may get a 
bit overwhelmed.  
 
What I would make clear is you don’t have to read and understand all the primers attached 
to the Desk Guides! Those are really for your own interest and further learning if you have 
the time.  
 
However, I’d say the more product areas (like FX, rates, equity, and credit) you can get 
familiar with the better. This will allow you to feel more confident in expressing what areas 
of S&T you’re interested in and be able to hold a conversation with your interviewer 
regardless of what product area they focus on.  
 
A great way to stand out is to be able to talk intelligently about the product area of your 
interviewer even they’re in an area you’re not overly interested in. 
 

Day in the Life of an Intern 
 
What your day-to-day will look like will vary tremendously based on what desk you are 
placed on and what bank you’re at. 
 
Some banks, like Morgan Stanley, with more fixed placements will have you likely 
producing some deliverables over your summer analyst stint (such as performing simple 
analysis, taking notes while on a call, etc.)  
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Other banks, like Goldman Sachs, will expect you to be primarily networking around the 
trading floor, getting to know where you fit in best, and doing small presentations at the 
end of each of your rotations (often pitching a certain trade idea you’ve developed).  
 
This is all rather distinct from M&A internships where you can be thrown in and do the job 
of an actual M&A analyst day-one. In S&T obviously there are regulatory challenges to 
doing any “real” work, so those who will ultimately be making the hiring decision are going 
to rely on how much you seem to know about their desk, how much you are learning, and 
how much they like you.  
 
Part of the reason why I bring this all up is because when an interviewer is talking with a 
candidate – like at a superday – they will be keeping in mind what they will be like as a 
summer analyst doing what summer analysts do (primarily talking with people on the 
desk and floating around).  
 
The kind of things that are looked for, and that your final offer will hinge on, are: 
 

• Whether you show a pre-existing knowledge of some kind for the product groups 
o Having some idea what high yield bonds are, prior to joining a high yield 

credit trading desk, shows you had a prior interest 
• Whether you asked smart clarifying questions while sitting with desk members 

o These clarifying questions are around things like the kind of clients dealt 
with, what their most common concerns are, how they are viewing the 
market or client flow that day, etc. 

• Whether you seem to remember what you’ve been told and are getting more 
knowledgeable 

o No matter what your base line is, those on the desk want to see that you’re 
learning and growing while on the desk  

• Whether you have the right personality 
o While personalities are somewhat desk dependent, the personality traits 

looked for in a good summer analyst (or junior full-time hire) are the same: 
§ Humility (not acting like you know what is going on prior to beginning 

or after a few weeks of being on a desk) 
§ Eagerness 
§ Knowledge of when to ask to talk and when to stay at your desk (this 

boils down to not bothering people when markets are hectic) 
§ A clear desire to engage with all members of the team (you don’t just 

talk to a few senior people and ignore everyone else) 
§ An ability to make your opinions known, while showing humility that 

you could be entirely wrong in what you’re saying (no one in S&T 
wants you to be a wallflower)  

§ Outside interests (almost everyone will ask you about your interests 
outside of school and work; you should have some things to talk 
about whether they’re certain books, sports, or activities) 
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Ultimately, it’s impossible to really show these too directly in an interview context. Rather 
these are things to keep in the back of your mind. 
 
One of the best interview questions – in terms of how predictive they are of how well the 
summer analyst will do – is, “What do you think the most important qualities for a summer 
analyst are?” 
 
Knowing what I’ve written throughout this report, it should be clear the right answer 
involves saying something like, “Ultimately trying to learn as much as possible and 
showing an eagerness to do so, while at the same time understanding the need to not be 
an overbearing presence on the desk, show humility, and ask good questions that show 
you value the time of those on the desk.” 
 
The most common answers candidates will throw out when asked about the most 
important qualities for a summer analyst will be things like hard work, diligence, etc. 
These are all fine answers, of course!  
 
However, the answer I’ve laid out above is unique compared to what others will answer 
(which is always a good thing) and more importantly gets to the heart of what makes for 
a great summer analyst.  
 

Conclusion & Advice 
 
This Overview Guide has been meant to set the stage for what S&T is. As you’ve come to 
find out – or likely knew before getting this course – S&T is an incredibly broad field that 
is hard to generalize in any meaningful way.  
 
However, when it comes to performing well in interviews there is most certainly a 
standard process (with rules to follow) that will increase your odds dramatically.  
 
Here’s some additional advice… 
 

Closing Advice – Choosing Your Landing Spot 
 
As mentioned in The Future of S&T section, S&T is an incredibly fluid field and I’m very 
bullish on what the future will bring. 
 
However, there’s no getting around the fact that some areas of S&T have been 
systemically changed forever.  
 
This is most notable in areas like cash equities. Cash equities involves the large “block” 
selling of stock; for example, a pension fund may want to sell hundreds of thousands of 
shares of Apple. It used to be the case that a trader would agree to take these shares at 
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X price (a discount to the prevailing price), hold them on his or her book, and slowly sell 
them into the market at a hopefully higher average price than what he or she bought them 
for. 
 
Cash equities – like other areas of equities trading – is largely a thing of the past when it 
comes to humans being involved. While there used to be large sections of trading floors 
dedicated to cash equities sales and trading personnel, these are almost entirely all gone. 
Now algorithms handle almost all cash equities style trades with a few sales people 
dealing with clients on occasion (as almost more of a personal touch than for any 
practical purpose). 
 
So, when I say I’m bullish on the future of S&T I want to be precise in my language to avoid 
sending anyone off in the wrong direction. 
 
I’m bullish on areas of S&T that have illiquid markets; allow, from a regulatory perspective, 
the warehousing of substantial risk; do not likely have large automation concerns in the 
next 5-15 years; or are just doing well at present.  
 
For this reason, all the Desk Guides I’ve created focus on areas of S&T that I believe fit 
the above criteria. I have not covered in these guides areas like cash equities because a) 
there are almost no roles available there anyway and b) if you did start your career there 
you likely would be facing significant headwinds. 
 
I’m particularly bullish on some of the following areas, which make up thousands of jobs 
across S&T: 
 

• Anything credit related that is down the capital structure or otherwise illiquid 
o High yield credit 
o Distressed credit 
o Municipal Bonds 

• Flow trading areas that allow for significant risk warehousing 
o Regular rates 
o Interest rate swaps 
o TIPS (inflation-indexed bonds) 
o FX trading 

• Areas that routinely send people to large hedge funds, which are primarily the 
global macro products, like: 

o Regular rates 
o Interest rate swaps 
o TIPS 
o FX trading 
o EM (emerging markets FX or bonds) 
o Equity derivatives 
o MBS / ABS (mortgage backed securities / asset based securities) 
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• Areas that routinely send people on to be execution traders 
o Any area of credit (High yield, distressed, or investment grade) 
o Any area of rates (including interest rate swaps, TIPS) 
o EM trading (FX or bonds) 
o Equity derivatives 
o MBS / ABS 

• Areas that routinely send people to investor relation roles: 
o Equity derivatives 
o Sales roles in any rates area of credit area 

• Areas that involve structured products 
o MBS / ABS 
o Bespoke credit or lending desks 
o Equity derivatives 
o CLOs 

• Areas that take on principle risk (perhaps in excess of just warehousing) in some 
meaningful way 

o Bespoke credit or lending desks 
o Some cross-asset desks 
o MBS / ABS 
o Equity derivatives  
o EM (FX primarily, some areas of bond trading would qualify) 

 
As you can tell, these are a lot of different and diverse positions across the trading floor! 
In fact, many large S&T divisions will have multiple different sub-desks within each little 
category I’ve laid out here. For example, emerging markets traders and sales people will 
have numerous different sub-desks within most banks.  
 
What I want to make clear is that the industry cannot be – and should not be – 
characterized with a broad brush. S&T is a fragmented division of an investment bank 
composed of many essentially autonomous parts operating under the same roof (or 
under the same balance sheet, to be precise).   
 
There is room for a one-, two-, or three-decade career within many areas of S&T. But not 
all. That’s why I’m proud this course has partly steered many into promising areas of S&T 
where I know they’ll be for many years to come. 
 

Next Steps 
 
Your next step should be to begin to tackle the qualitative questions in the Interview Q&A 
guide as I outlined in the “bare minimum prep required” area of this guide. 
 
As always, if you have any questions be sure to let me know! There’s a lot of information 
contained in the course, but I’ve tried to separate everything out and make it as bite sized 
as possible. 
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While it may all be a bit overwhelming to begin – if you haven’t had much exposure to 
S&T before – once you go through everything here and let it sink in I’m sure you’ll be 
amazed at just how prepared you are for interviews. 
 
 


