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About me….
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Finding a Job/Career is not Science…it is Art
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Plant your seeds… 
one will flourish 

we are in winter but spring is 
coming……
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1. Job search
2. Recruiters / Head Hunters
3. Sending CV CL
4. LinkedIn
5. Networking



Before 
Applying for 
a Job

• Take a step Back to move forward quicker and with more clarity

• Find out what you are naturally good at, what motivates you in 
moving towards achieving

• Research role and company, understand Why you wish to be 
applying

• Be thorough and tailor CV & Cover Letter to the relevant job 
application
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0 = I have no idea what I want to do and I have no idea where to start

 

Where are you today?
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0 10

10 = I know what I want to do and I know how to get there
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OPPORTUNITIESARENOWHERE

What do you see??? 
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Work on your: 

1. CV

2. Cover Letter

3.                    Profile

4. Networking
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A door is open, what to do next?
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Your CV 
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Your CV 



14

Job Description
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C-A-R Model

Challenge

• EMEA Client Hierarchy was not up-to-
date 

• Client structure was inconsistent; not 
demonstrating a true representation of 
our clients by services and income level. 

• Some of our clients have been acquired 
by other companies and our system was 
not reflecting these changes impacting 
reporting results. 

• Head of Sales teams were complaining 
that they could not clearly identify which 
clients needed to be focused on.

Action

• Searched client KYC details, researched by 
industry and sector, updating all client 
information and updating relevant internal 
stakeholders.

• Reorganised EMEA Client Hierarchy 
filtering by industry; sector, region and 
level of revenue generated  

• Researched and placed clients under 
correct hierarchical order, reflecting parent 
company and subsidiaries.   

• Remapped client structure and reporting 
allowing Sales teams to have access to 
their client results by revenue, accessing  
top priority clients. 

Result

• The EMEA Client  Hierarchy Structure is up 
to date, easy to understand improving 
daily, weekly and monthly client reporting. 

• We have an automated system where we 
can filter client data, making it easier and 
clearer to our sales teams to perform client 
analysis and reporting.  

• Have correctly allocated 1.2 billion dollars 
across our client base. 

• Head of Sales were vey pleased with 
results asking me to get involved in future 
projects.  

Finance Role: Correctly allocated 1.2 billion dollars across our client base

What was the issue? What was the result?What did I do?

Consulting Role: Reorganised client structure filtering by industry, sector, region and level of 
revenue  



Tailor your CV to 
the Job 
Description using 
key words 
mentioned at 
experience and 
knowledge and 
Skills 
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Your CL 

A great Cover Letter:

• Is tailored to the role you are 
applying for

• Puts you into context

• Conveys your motivation

• Tells a story

• Evidences your transferable skills

• Creates excitement

• Differentiates you from others
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No more than 350 words
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CL: You, Me, WE  (No more than 350 words)

As a Masters student at ………….. School with 5 years experience in investment management with BigTime Capital, I wish to 
apply for the role of Associate Finance Professional at London Capital.

You:

London Capital appeals to me as it is involved in a broad range of activities on a global scale. Throughout my career I have 
kept an open mind and interest in markets beyond my specialism of bank equity research. Indeed, I have been successfully 
managing my own diversified asset portfolio since undergraduate days.

Me:

While at BigTime Capital I had the opportunity to research markets, sectors and asset classes across the globe. Over five 
years with the firm I developed equity and fixed income research skills and gained a reputation for knowing and 
understanding the global banking sector, for which I am now the lead analyst. In particular, I have also acquired the following 
skills:

▪ Client facing: unusually as an analyst advising a portfolio manager, I am frequently asked to present my views on the 
banking sector to institutional clients and I am also occasionally invited to speak at asset management conferences.

▪ Project and stakeholder management: in my third year at the firm I initiated and managed a new business project that led 
to board approval and development of an emerging markets commodities fund.

▪ Commercial judgement: last year I dissuaded the Asia team from taking an outsize long position in HSBC and Standard 
Chartered due to ongoing regulatory difficulties and slowing growth in Asian markets.

WE:

I firmly believe that these competencies will enable me to contribute to your firm’s growth. I am also confident that my 
energy, commitment and technical skills are aligned with your culture. Thank you for considering my application and I look 
forward to hearing from you soon.
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Job Description



Transferable 
skills
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Your CL 
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No more than 350 words

YOU, ME, WE
• Tailor CL to Job Description

• Try and not repeat examples used 
in CV

• This is another opportunity to tell 
us more about yourself and your 
Motivation
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Recommendation from my recruiter

1. Although working from home, make sure you look the part – old sweat shirts or very causal 
t-shirts – not great!

2. Check your surroundings or have a filter – your extensive wine collection / painting  of a 
nude is not needed to impress

3. Make sure you are not disturbed/distracted = doorbell/ incoming mail
4. Deep dive research is impressive – not a cursory glance at the website 
5. Make sure intro on CV is in line with JD. 
6. Use key words from JD in your opening paragraph/CV – some companies use very junior 

internal recruiter who may not fully understand the JD – make it easy for them and don’t get 
screened out because they don’t understand your skill set

7. Build rapport with recruiter – you may be interview no 6 for the day – use humour/ engage/ 
make yourself memorable in a good way!

8. Avoid questions which put recruiter into a corner re how good they view your application
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LinkedIn profile
Keep it professional  

VS
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LinkedIn: Research companies 
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LinkedIn: Research people 
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Sample email: Asking for advice  

Dear Mr Ross,

I am a PHD student at …… with 4 years experience in Research and looking to secure a position in R&D upon 
graduation. I understand you are an alumnus of the School and I found your experience inspiring and similar 
to what I am aiming to achieve.

I would really value your opinion and views on this industry, where you see it going and also how you believe 
I should position myself in order to make this transition. 

Thank you so much for your consideration and I look forward to hearing from you.

Kind regards,
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Sample email: Value to offer

Dear [most senior point of least resistance within my target firm],

I am a Masters in…….student at ………………. with 5 years experience in [something relevant to company sector] 
and looking to work in [sector] upon graduation.

I understand [company] is a leader in investing in [a particular sector or market]. Having worked in [either the 
same or a similar market] I empathise with your strategy. Furthermore, I have developed some insights into this 
market and would like to share with you my thoughts on where I see new opportunities. I therefore would hope 
a meeting could be of mutually beneficial interest. 

Thank you for your consideration and I look forward to hearing from you.

Kind regards,
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Create a list of contacts

Create a list of contacts. Take a few moments to list 

down the names of people you might include in 

your list of contacts. Be creative about this, just 

because they may not be strictly associated with 

the type of work you want to do, do not miss them, 

they may know someone who would be a good 

contact.



Networking is…

• Networking is essentially 
building a relationship and 
rapport with another 
person. 

• In business we all need a 
solid group of people we 
can trust and respect.
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How to 
network?

Networking should 
not be 
transactional, it 
should be focused 
on building long 
and lasting  
relationships

30
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80%

20%

Careers

Hidden Job Market Advertised Jobs

Hidden Job market
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Networking can help you secure a role
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Questions???
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Your CV

Your CV is your strategic marketing tool that: 

➢ Is an all-important first impression and selling tool

Some basic rules:

➢ Your CV headlines must be readable in 5 seconds

➢ Your job titles must be relevant to the role you are applying for

Remember! You are in a highly competitive market place where:

➢A recruiter will spend 6 seconds maximum - but more likely 5 - per CV!

In 5 seconds, the recruiter will spend:

➢1 second on your education

➢3 seconds reading the companies you worked for and your job titles

➢1 second on your extra-curricular information, most likely languages and 
nationality  
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Your CL
There is no standardised format to address what recruiters are looking for but there are some rules:

➢Remember it is a complementary document to your CV

➢Motivation – something you like about the company and the reason you want to join 
them

➢Offering – a two to three line review of your generic skills followed by 3 two-to-three line 
bullet points (or sentences) evidencing your strongest transferable competencies

➢Wrap-Up – two lines reiterating your value proposition and excitement for the role 
including a thank you

Top 5 Tips:

1. Address the cover letter to a specific person when possible

2. Do not repeat the info that is already in your CV.

3. Keep it brief and simple - no more than 350 words for the main body of the letter

4. Use key words taken from the job description

5. Tailor your cover letter to the company you wish to be interviewing with  



Meetings

• Research the company and 
the attendee thoroughly

• Know what you want to say 
and what you want to learn

• Make sure you share some 
information in return

• Share key learning points 
from the meeting and how 
you will utilise what you 
learnt

• Bring your CV and some 
work you are proud of!
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You, Me, WE

As a Masters student at ………….. School with 5 years experience in investment management with BigTime Capital, I wish to 
apply for the role of Associate Finance Professional at London Capital.

You:

London Capital appeals to me as it is involved in a broad range of activities on a global scale. Throughout my career I have 
kept an open mind and interest in markets beyond my specialism of bank equity research. Indeed, I have been successfully 
managing my own diversified asset portfolio since undergraduate days.

Me:

While at BigTime Capital I had the opportunity to research markets, sectors and asset classes across the globe. Over five 
years with the firm I developed equity and fixed income research skills and gained a reputation for knowing and 
understanding the global banking sector, for which I am now the lead analyst. In particular, I have also acquired the following 
skills:

▪ Client facing: unusually as an analyst advising a portfolio manager, I am frequently asked to present my views on the 
banking sector to institutional clients and I am also occasionally invited to speak at asset management conferences.

▪ Project and stakeholder management: in my third year at the firm I initiated and managed a new business project that led 
to board approval and development of an emerging markets commodities fund.

▪ Commercial judgement: last year I dissuaded the Asia team from taking an outsize long position in HSBC and Standard 
Chartered due to ongoing regulatory difficulties and slowing growth in Asian markets.

WE:

I firmly believe that these competencies will enable me to contribute to your firm’s growth. I am also confident that my 
energy, commitment and technical skills are aligned with your culture. Thank you for considering my application and I look 
forward to hearing from you soon.
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Meetings

Contacting alumni, someone who shares similar professional experience, both worked in the same company, 
junior / mid-level professionals…

E-mail / LinkedIn message

• State your purpose

• Refer to common background / interests

• Be clear, keep it short and to the point

Cold Warm Calling

• Your aim is to quickly introduce yourself and share how you came across their profile / what you both have 
in common (e.g. careers, alumni, people / interests in common, network…)

• Try to secure a meeting in person, or over the phone, with a reasonable timeslot. You might face 
objections (e.g. “I am busy”) – be understanding, be confident and suggest specific days and times for a 
possible meeting

• Build several opening statements for different objections you might face



Follow up, 
always 
follow up

E-mail

• Send a thank you note, stating any 
follow-up activities

• Summarize what you learnt from this 
interaction 

LinkedIn

• Send a personalized LinkedIn 
invitation

Later

• Stay in touch!

• Build the relationship
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2 min Elevator Pitch

• Why do you do what you do? (15 sec)

• Where do you do it (15sec)

• How do you do what you do (15sec)

• What makes you unique(15sec)

• What value can you add to an 
organisation/client (15 sec)

• What do you do (15sec)

1. Make sure you are SMART when answering the questions below. 
You will have 2 min to present all relevant answers to your 
colleagues. 

2. When finishing on each part thank your partner and give 
constructive and positive feedback on his/hers pitch
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