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AGENDA

9:00am Welcome to Finance Day!

9:10am Overview of Different Finance Careers

10:00am Panel Discussion with Q&A

10:45am Resources at UCSB

10:55am Feedback Survey
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OVERVIEW OF FINANCE CAREERS
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High Level Overview of the Finance Industry
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Capital

Bonds or shares

• Deposits 

• Loans

• Strategic 

Advisory

• Capital markets 

access

• Company 

access

• Research

• Sales and 

trading
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Retail / Commercial Banks vs. Investment Banks

Customers Services Examples Regulators

Retail / 

Commercial 

Banks

• Individuals

• Small businesses

• Municipalities

• Clients < $500MM 

revenue

• Deposit accounts

• Money market investment 

accounts

• Cash/treasury management 

services

• Debt instruments

• Lines of credit, term loans, 

letters of credit

• PNC

• U.S. Bancorp

• Federal Deposit 

Insurance Corporation 

(FDIC)

• Bureau of Consumer 

Financial Protection

“Universal 

Bank”

(service 

offering

overlap)

• No clear cutoff • Loan origination

• Capital markets access.

Ranges from hedging and risk 

management to full range of 

customized financial 

instruments and market making 

ability

• Barclays PLC

• Citibank

• JP Morgan

• Wells Fargo

• Federal Reserve

• Office of the 

Comptroller of the 

Currency

Investment 

Banks

• Clients > $500MM 

revenue

• Financial institutions 

(mutual funds, 

pensions, insurance 

companies, hedge 

funds, private equity)

• Institutional and wealthy 

investors

• Strategic advisory (M&A, IPOs, 

spin-offs, divestitures, ratings 

advisory)

• Capital markets capabilities

(equity or debt raising, hedging 

or risk management)

• Sales & trading

• Equity and debt capital markets 

research

• Asset management and private 

banking

• Merchant banking

• Goldman Sachs

• Morgan Stanley

• Evercore

• Securities and 

Exchange

Commission (SEC)

• Financial Industry 

Regulatory Authority 

(FINRA)

• Commodities Futures 

Trading Commission 

(CFTC) 
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Typical Investment Banking Services

A full service investment bank has a variety of functions that are designed to suit the needs of its 

clients

• Corporate 

strategic advisory 

(M&A)

• Capital raising 

(debt/equity)

• Lending

Investment 

Banking

• Distribution and 

execution

• Selling and 

trading stocks 

(equities) and 

bonds (fixed 

income)

• Manage the 

firm’s portfolio 

risk and 

exposures

• Market making

Sales &

Trading

• Analysis and 

recommendations 

of stocks and 

bonds

• Company and 

sector coverage

Research

• Manage 

portfolios of 

various asset 

classes

• Endeavors to 

meet specific 

investor goals

• May take the 

form of 

institutional or 

private wealth 

managers

Asset 

Management
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INVESTMENT BANKING
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Introduction to Investment Banking

Responsibilities:

• Perform financial valuations and 

analyses relating to corporations 

and industries

• Building models and analyzing data

• Prepare management presentations

• Monitor the markets 

• Creating memoranda's

• Conduct industry and product 

research

• Attend client meetings 

• Execute client transactions (start to 

close)

Investment Bankers advise clients on financial transactions such as mergers and acquisitions as 

well as assist in raising money in capital markets.  

Investment Bank

Product GroupsCoverage Groups

• Consumer / Retail

• Energy

• Financial Institutions

• Financial Sponsors

• Healthcare

• Industrials

• Media / Telecom

• Real Estate

• Technology 

Mergers & 

Acquisitions

(“M&A”)

Capital Markets

• Equity (IPO, Follow-on, Convertible Bond)

• Debt (Invest. Grade / Non-Invest. Grade i.e. High Yield) 

• Loans (ABL, Credit Facility, Term Loan A. Term Loan B)

• Derivatives (Foreign Exchange, Interest Rate Hedging)

Clients

• Companies (“Strategics”)

• Private Equity (“Sponsors”)
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Investment Banking: Key Skills, Typical Day, and Recruiting Timeline 
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Key Skills:

• Strong analytical and financial modelling skills

• Strong time management skills and ability to manage multiple projects

• Team player with a strong work ethic 

• Strong communication and interpersonal skills 

• Attention to detail

• A problem solver who thrives when faced with intellectual challenges

• A strong interest in finance / coverage industry

• Strong leadership and confidence in ambiguous situations

• High ethical standards

What is a typical day in Investment Banking? 

• Typical hours: Long and unpredictable

• Morning: Check emails, participate in market calls and team meetings, turn comments on materials 

submitted the evening before and send back out to the working group

• Mid-day: Get lunch, continue building client materials, financial models and/or internal transaction 

memos, attend a client meeting

• Afternoon / Evening: Have dinner with fellow analysts or go to the gym for a quick workout, 

continue building client materials, financial models and internal transaction memos.

Illustrative Summer Analyst recruiting timeline (Summer 2021): 

Jan Feb Mar. Apr. May Jun. Jul. Aug.

Diversity Programs Recruiting

Office Treks, University Visits, Informational Calls, Applications Open Formal Interviews, Superdays

NOTE: Investment banking recruiting starts VERY EARLY!



UC SANTA BARBARA | FINANCE DAY

COMMERCIAL BANKING & VENTURE DEBT
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Introduction to Commercial Banking & Venture Debt
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Early1 Growth2 Late Stage / Public3

R
e
v

e
n

u
e Startup

Venture Capital

Venture Debt - SVB

Corporate VC

Investment Bank / IPO

Family & Friends

Angel Investors

Incubators

University R&D

Private Equity

Crowdfunding

Public Equity

1 
Annual revenues <$5 million

2 
Annual revenues $5 million to $75 million

3 
Annual revenues > $75 million
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Introduction to Commercial Banking & Venture Debt
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What is venture debt? 

• Venture debt is a loan made to a business operating at a net loss. The bank is taking a 

bet that the company will be able to repay the loan either by raising more capital or by 

starting to generate a profit. 

• Typically, banks like to lend debt to only businesses generating a profit because the 

profits will be directly applied to pay down the loan. SVB does very few of these deals. 

Why do startups want venture debt? 

• Venture debt extends runway while avoiding founder and investor dilution of ownership. 

• It is often used as a low-cost safety net in case a startup needs more time than planned to 

achieve a milestone ahead of the next round. 

Which companies do I work with? 

• I work almost exclusively with early to late stage startups. That is because SVB is the 

market leader on providing venture debt to startups with the result that SVB banks 

several companies that have recently IPO’d. 

• SVB banks 60% of the enterprise software IPOs over the last 12 months. 

Startup to Early Stage

Revenues < $5M

Mid to Late Stage

Revenues $5M - $75M

Large Corporate

Revenues > $75M
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Introduction to Commercial Banking & Venture Debt
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Commercial banks offer a 

vehicle for individuals and 

business to make deposits. 

• Checkings/Savings 

Accounts

• Operating/Money Market 

Accounts

Deposit Mgt Services

Commercial banks offer 

various debt products to 

companies <$500MM 

annual revenue. This 

includes: 

• Lines of Credit

• Term Loans

• Mezzanine Debt

Debt Services

Commercial Banks offer three primary services to individuals and businesses alike. 

Commercial banks offer a 

variety of cash management 

services intended to ease 

short term cash needs. For 

individuals, the most 

common cash mgt service is 

credit cards but for 

businesses the offerings 

expand to FX, ACH etc. 

Cash Mgt Services
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VENTURE CAPITAL
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Introduction to Venture Capital

15

What is venture capital? 

• Venture capital is a type of private equity, a 

form of financing that is provided by firms or 

funds to small, early-stage, emerging firms 

that are deemed to have high growth potential, 

or which have demonstrated high growth. 

Famous VCs

• Sequoia Capital and Kleiner Perkins raised 

the profile of VCs in the 1970s with large 

returns on semiconductor and computer 

companies. More recently, Andreessen 

Horowitz, Khosla Ventures, Accel, NEA are the 

high profile VCs. What is the structure of a VC? 

• VCs are very top-heavy, with primary resources and decisions being made by the investment 

or general partners (GPs). GPs report to Limited Partners (LPs), which are the investors in 

the fund.

• VCs make money two ways: 

1. Management fees. These pay the staff and support daily operations. This is not 

intended to be a profit source. 

2. Profit sharing. LPs will typically receive 80% of returns on investment with the 

remaining 20% going to the firm and GPs as a performance incentive.

• The typical fund cycle is ~10 years and 20% is a ‘respectable’ return target. 
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Venture Capital: How They Invest

16

Source: CB Insights, Crunchbase

Median Deal Size

Q3’18 Q3’19
YoY 

Change

Seed $0.5 $0.7 40%

Early Stage $5.5 $8.5 54.5%

Late Stage $38.8 $40.0 3.1%

How do VCs decide upon investments?

• Each firm and/or fund will have a 

specialty, targeting a sector or company 

size (seed/early stage). This will be 

determined before a fund is raised and is 

used to attract LPs. 

• After the initial investment, firms will 

keep additional capital reserves to 

participate in follow on rounds. The 

intention is to protect their ownership 

and to double down on top investments 

to maximize returns. 
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Venture Capital: How To Break In

17

How do you get into VC? 

1. Start in investment banking. This is not often 

seen in the GPs, but I have noticed that many of 

the Associates and Principals have investment 

banking experience. This is more important for 

high profile firms. 

2. Start in a startup. We see many people moving 

from strategy/operations roles at startups to VCs. 

The title will have to be high and the startup 

successful. This is common with GPs. 

3. Start with a no name VC. The lower profile the 

VC, the easier it will be to break in. However, this 

will require college experience either with a 

startup or with an investment club. 

VC is a small world and, unfortunately, relationships are the rule. New job openings are rarely 

posted because they are filled from the employees’ networks. However, there are ways to be 

proactive:

• Join the network. 

• Track firms that are raising new funds. The firm will hire new Associates and Principals 

upon close of the fund. 

• Some jobs are posted to VC email lists. I have a few of these lists so if you’d like to be 

added, come up to me after. 
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FINTECH
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Introduction to FinTech
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What is FinTech? 

• Financial technology is the technology and innovation that aims to compete with 

traditional financial methods in the delivery of financial services. It is an emerging industry 

that uses technology to improve activities in finance. 

Source: CB Insights
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Introduction to FinTech

20

StageEarly Later

Type

Specialist

Generalist

What is FinTech? 

• FinTech companies identify a niche vertical of finance that needs to be innovated upon 

and perfects the experience. This is forcing the entire financial industry to innovate as 

well. 
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Introduction to FinTech

21

Source: CB Insights
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SALES & TRADING
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Introduction to Sales & Trading

Sales & Trading delivers to clients global markets insights, risk management and execution, and 

helps them raise money, invest, and transfer risk across financial asset classes. 

Sales & Trading

Equities

Capital Markets Principal Investments

• Equities

• Convertibles 

• Prime brokerage

• Electronic trading

• Futures 

Clients

• Asset managers

• Hedge funds

• Insurance companies

• Banks and brokers

• Governments

• Pensions 

• Corporations

• Interest rates

• Currencies / foreign 

exchange (“FX”)

• Commodities 

• Structured products

• Mortgages  

• Credit 

Fixed Income

Sales Responsibilities:

• Sell / distribute the firm’s 

products, pitch trade ideas, and 

deliver firm’s resources to 

investors

• Develop client relationships and 

represent the firm on important 

business issues

Trading Responsibilities:

• Execute transactions and manage 

risk of financial instruments

• Trade on behalf of clients and/or 

own book (i.e. flow trading)

• Work closely with Sales to ensure 

clients are made aware of all 

relevant trade ideas

23
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Sales & Trading: Key Skills, Typical Day, and Internships 

Key Skills for Sales:

24

What is a typical day in Sales & Trading?

• No day is the same! 

• Typical hours:  7am – 6pm plus client entertainment in the evenings a few times a week

• Morning: catch up on what’s happening in Asia and Europe overnight, prepare market 

commentary for clients, make outgoing calls to clients, monitor markets to help formulate trade 

ideas

• Midday: speak with research and strategists about trade ideas and forecasts, meet with clients 

• Late afternoon: prepare recaps on how the market performed and what trading flows occurred, 

mark the books and calculate PNL, work on projects

Internships:

• Recruiting for Rising Junior begins in Freshman year and Rising Senior internships begins in 

sophomore year.  Internships are typically 10 weeks long with 1-2 week instruction at the 

beginning, followed by 2-3 rotations on different desks.   

Key Skills for Trading:

Superior Communication Skills

Understand 

complex financial 

instruments

Quickly synthesize 

market events & 

dataAbility to connect with others

Preference to look across a 

broad range of markets 

(i.e. “a mile wide but a foot deep”)

Strong analytical and quantitative 

skills (STEM background)

Ability to make decisions in fast-

paced environment

Preference to focus on a niche area 

(i.e. “a foot wide but a mile deep”)
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Sales & Trading: Recent Trends to Watch For

25

TREND WATCH: push to electronic trading has created structural changes in this business 

which has caused a:

• decrease in number of sales people and risk-taking traders

• increase in number of engineers and quantitative strategists

Where to Position Yourself:

1. Products that are more difficult to electronify (usually lower on the liquidity spectrum):

a. Emerging Markets

b. Distressed Trading

c. Structured Products

2. Roles that further automate trading (usually higher on the liquidity spectrum).  Key 

requirements/skills:

a. Programming experience: C++, C#, Java, Python

b. Strong academic background in STEM major such as engineering, mathematics, 

physics, computer science, etc. 

c. Knowledge of statistics / data science

d. Interest in algorithmic trading

e. Interest in building large software systems and working with large data sets

f. Understanding of financial markets 
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ASSET MANAGEMENT

26



UC SANTA BARBARA | FINANCE DAY

Introduction to Asset Management

Asset managers invest money on behalf of their clients.  Also known as the “buy side,” investment 

management, and money managers.  

Private Equity

Equity

Fixed Income

Venture Capital

Liquidity

ESG Investing

Multi-Asset

Real Assets

Focus on preservation 

of capital. Typically 

invests in money 

markets. 

Various styles include: 

growth, value, global, 

smart beta, thematic, 

systematic

Various styles include: 

credit, commodities, 

currency, securitized, 

opportunistic, muni’s

Typically invests 

across multiple asset 

classes, geographies, 

and styles

Invest in start-up 

companies with strong 

growth potential 

Focus on environmental, 

social, and governance 

(ESG) strategies. 

Includes green investing 

and impact investing.

Invest in private 

companies or buy-out 

public companies to 

take them private

Invest in “hard” assets 

such as infrastructure, 

real estate, land, 

commodities, natural 

resources

T
y
p

e
s
 o

f 
In

v
e

s
tm

e
n

t 
S

tr
a

te
g

ie
s

Examples of Firms:

• BlackRock

• PIMCO

• Capital Group 

• Vanguard 

• Dodge & Cox

• Fidelity Investments

• Franklin Templeton

• Sequoia Capital

• Andreessen Horowitz

• The Carlyle Group

• Kohlberg Kravis Roberts (KKR)

• Blackstone Group

• TPG

• Apollo Global

• Bridgewater Associates

• Two Sigma

• Elliot Management

• D.E. Shaw

• Farallon

• Investment banks typically have asset 

management arms

27
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Asset Management: Roles and Keys for Success 
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Types of Roles:

• Research analyst

• Trader

• Strategist 

• Economist

• Risk manager

• Portfolio manager

• Quantitative researcher

• Core technologist

• Risk strategists

• Investor relations & 

marketing

• Operations 

• Legal & compliance

• Human resources

“Back Office”

“Front Office”
Intellectual curiosity

Strong written and 
verbal communication 

skills

Ability to work and 
think independently 
and to filter out the 

“noise”

Willing to be wrong 
and to be open to 
different ideas (i.e. 
growth mindset and 

grit)

Strong analytical and 
financial modelling 

skills 

Keys for Success:

Typical hours:  8am – 6pm but depends on the role.  

Typically 50-70 hours per week.



UC SANTA BARBARA | FINANCE DAY

WEALTH MANAGEMENT
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Background & Career Track

30

BA Degree (dual major): 
• Business Economics & Political Science

• Pre-Business / Pre-Law

MBA Degree: 
Finance & Marketing

Product Management

Packaged Goods

Hybrid Advisory Firm: 
• FINRA Series 7 with Broker/Dealer  

• Registered Investment Advisor

• Insurance & Annuity Licenses

UCSB Faculty Member:

Business Ethics & Economics

Desire to differentiate 

brand & hone skills

Sought more 

entrepreneurial 

opportunities

MASTER OF SCIENCE 

FINANCIAL PLANNINGMSFP

2018: Sold 

Business w 

$225 mm AUM
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Wealth Management Business Model

31

FINRA Licensee

Commission Based Transaction Emphasis

Fee Based Relationship Emphasis

Investment Management Registered Investment Advisor

Fee for Financial Planning

KEY SKILLS 

FOR 

SUCCESS 

TECHNICAL 

SKILL

Finance Economics
Psychology

Marketing

Sales

INTERPERSONAL 

SKILLS

Business 

Management

Taxes & 

Accounting
Investments
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Wealth Management: Keys to Success

THEN:

• Commission-only sales role

• Unclear career track

o Make your own way

• Advancement based on sales 

production exclusively

• Established transaction orientation

• Credentials in infancy, not well 

known

• Business development based on 

cold calling

32

NOW:

• Paid apprenticeships with established 

practices

• Career Tracks

o CFA for Research 

o CFP for Client Management

• Advancement based on client retention & 

recurring revenue stream

• Relationship emphasis well established

• Credentials increasingly recognized & 

revered

• Networking and niche marketing
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Wealth Management: Top Takeaways

Keys to Success:

• Toastmasters – public and group 

speaking

• Coaching

o Client deliverables

o Practice management

o Marketing

o Business 

• Education

• Adult workshops at community 

colleges

33

Gratifications:

• Help couple of hundred families:

o Buy new (first) home

o Educate their children

o Secure their retirement

o Gain peace of mind and 

confidence

• Organize clients’ financial affairs

• Apply creativity to solve client 

financial challenges

• Educate and empower clients

• Help them avoid costly errors

• Get thanks for making a difference

• Feel good about making a positive 

difference in people’s lives
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PANEL with Q&A

34

Text Questions to (805) 323-9085 
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RESOURCES AT UCSB
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Resources at UCSB for Learning More About a Career in Finance

1. Career Connection: initiative by the UCSB Department of Economics to assist students in their 

crucial transition from college to career. 

• Career advising, Peer advising 

• Alumni engagement programs such as speaker series and lunch with alums

• Undergraduate research opportunities 

2. Finance Connection: student club dedicated to teaching undergraduate students about the 

finance industry and preparing them for a successful career on Wall Street. 

• Mentorship program

• Weekly meetings on Wednesday nights at 7pm in North Hall 1110

• Technical workshops, resume reviews, and mock interviews  

3. Investment Advisory Committee (IAC): student-run investment committee dedicated to 

educating students in the areas of finance and investing.  

• Get real-life investment experience through managing a substantial portion of student 

body funds on behalf of UCSB’s Associated Students.  

• Guest lectures by industry professionals 

4. Alumni Network: alumni are happy to give back and help current students.  Reach out to them 

to arrange informational interviews and learn about their careers. 
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Resources at UCSB for Learning More About a Career in Finance

5. Strategic Investment Program

• Strategic Investment Program (via UCSB Extension).  This program is ideal for students 

who want to prepare for careers in Finance & Investing.  Developed by the UCSB 

Department of Economics, this program will help anyone seeking to gain a deep 

understanding of the forces that govern all types of financial markets through a rich blend 

of lectures, guest speakers, and hands-on projects.  

• For more information, contact Suzanne Dougherty at suzanne@econ.ucsb.edu

6. And coming in Fall 2020…. 
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Coming Fall 2020: UCSB Dean’s Investment Fund

DEAN’S INVESTMENT FUND 2020

• We anticipate generous support from 

alumni, long-time department 

supporters and the business 

community. 

• Designed to provide UC Santa Barbara 

undergraduates an opportunity to 

interact with professionals in the 

investment arena and give students 

invaluable first-hand experience as 

part of the investment team. 

• Serve as an important bridge between 

financial theory and the workings of 

real-world capital markets for UC Santa 

Barbara undergraduates.

38

DEAN’S INVESTMENT GROUP

• The Dean’s Investment Group (DIG) will 

have eight members selected through a 

competitive interview process. 

• All students must complete the 

Strategic Investment Certificate 

before their participation in DIG official 

begins, but they can apply before 

completing the certificate. 

• Students must also complete the 

Bloomberg Certificate before their 

tenure in DIG starts. 

• All students participating in DIG will 

enroll in a two unit investment       

course each quarter of the         

program. 
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FEEDBACK SURVEY
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APPENDIX

40



UC SANTA BARBARA | FINANCE DAY

Roadmap for Success 

Freshman Year Freshman

Summer

Sophomore 

Fall

Sophomore 

Spring

Junior 

Fall

Junior 

Summer

Senior 

Year

Perfect 

Resume / Meet 

with Career 

Connections

Make it a 

Productive 

Summer

Do Your 

Research

and Network

Study and 

Prepare for 

Interviews

Land the 

Internship

Land a Full-

Time Job 

Offer

Keep the 

Momentum & 

Continue 

Networking 

• Get as much 

feedback on 

your resume as 

possible (parents, 

friends, 

upperclassmen 

on teams / in 

clubs)

• Meet with the 

career center, 

counselors, 

alumni to discuss 

opportunities

• Your internship 

does not have 

to be in finance 

but interning in 

something 

finance-related 

could lead to 

smoother 

transition

• Give 100% to 

your 

internship, 

regardless or 

not it 

interested you.  

Build strong 

references and 

relationships

• Start 

researching 

firms and 

career paths 

you may be 

interested in

• Decide what 

internships you 

might be 

interested in 

and map out

their 

timelines

• Cold call, 

email, attend 

events and 

expand your 

network

• Recognize that 

the most 

difficult part of 

the process is 

landing the 

interview so 

this phase is 

crucial

• At this point, 

someone 

might call you 

out of the blue 

and ask to 

phone 

interview you 

in 15 minutes 

– be prepared! 

• Dedicate 

significant 

time outside of 

class to 

preparing

• For IB, you will 

likely have a 

phone screen, 

then be called 

in for a Super-

Day with very 

short notice

• Congratulations!

• Enjoy the rest of 

junior year and 

be sure to keep 

in touch with 

anyone who 

helped you 

during the 

process

• Work hard, 

arrive early 

and stay late, 

ask questions, 

show your 

enthusiasm

• Network and 

get to know 

your fellow 

interns, the 

people on your 

team and in 

your 

department

• Use this as an 

opportunity to 

develop 

professional 

relationships 

and find a 

mentor

• Full-time offers 

are extended at 

the end of the 

program

• If you received 

and accepted a 

full-time off, then 

congratulations

and keep in 

contact with your 

team (quarterly)

• If not, do not 

despair!  You 

can use this year 

to reflect on your 

experiences and 

to network for a 

better seat

• Remember that 

your first job 

does not 

determine the 

rest of your 

career – the 

path to success 

is not linear! 
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Examples of Finance Programs for Students

1. Barclays Bank: top-tier “universal” bank

• Summer Analyst internships

• Diversity Programs: Sophomore Springboard, Technology Inside Track Series

2. Goldman Sachs: top-tier investment bank that offers over 20 programs for students.  Examples 

include:

• Summer Analyst Internships for rising juniors and rising seniors (deadline is Nov 15th) 

• ‘Virtual Office Hours’ – topics range from interview prep, divisional deep dives, professional 

and technical skill development, Q&A with recruiters and professionals across the firm

• Diversity Programs: Women’s Leadership Camp, Pride Summit, Hispanic Latino Leadership 

Summit

3. Girls Who Invest: nonprofit organization dedicated to bringing more women into portfolio 

management and leadership. 

• Summer Intensive Program: 10-week program for rising juniors which includes 4 weeks of 

academic instruction followed by 6 weeks of real-world experience at a leading investment 

firm on the portfolio team (deadline is Nov 15th) 

• Online Intensive Program: tuition-free, self-guided experience that allows students to learn 

core finance and investment concepts, eligible for certificate (deadline is Nov 4th)

4. Two Sigma: systematic hedge fund that offers paid summer internships for STEM students in 

either quantitative research or software engineering (rolling admissions)
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