
The finance sector has seen huge disruptions over the past 
20 years. Developments like fintech, cryptocurrencies and 
automation have totally changed the jobs of stockbrokers, 
traders, fund managers and bankers. With all the new inno-
vations, stock traders from the 1980s might not recognize 
the finance industry at all today.

Authority Magazine recently ran a series called “5 Things 
You Need To Succeed In the Modern World Of Finance.” In 
the series, we interviewed C-Suite executives and principals 
at finance or financial services companies who spoke about 
what a young person who joins the new world of finance 
needs to succeed in this sector.

Here are some highlights of the interviews.

Mary Alice Hughes and Lisa Bamburg of LMA Financial 
Services
If you do what is right for the client, you’ll be successful! A 
great example of this in our business is making sure we ask 
a lot of questions before making recommendations. If Joe 
Client wants security of principal and is fearful of risk, we 
don’t need to recommend a mutual fund! Or, if a client needs 
unlimited access to funds, we won’t suggest an annuity with 
limited withdrawals. Also, we don’t bother a client after they 
leave our office! If Joan Client has said that she needs time 
to think, we are going to give her time to think. People don’t 
want or need to be harassed and bothered.

You don’t sow a seed and reap rewards immediately. Suc-
cess in the finance industry depends on consistently seeing 
people. Most people don’t make a decision at the first ap-
pointment. So, you have to consistently keep seeing people. 
We refer to it as “filling the pipeline.” It is human nature to 
want to slack off after some big sales or successful weeks. 
We’ve all done it. Long-term success requires full-time work!

Handwritten thank you notes will set you apart! It is absolute-
ly amazing the impact a hand-written note has these days! 
This is a lost art. People are blown away if they receive a 
thank-you note via the U.S. mail service. Both of us travel 
a lot and have used some of our pictures as the front of our 
thank you note cards. Clients will often times call or email us 
after receiving these notes saying how much they appreciate 
receiving them!

Being appreciative of referrals is key! In our office, we make 
sure Joe Client knows how much we appreciate him sending 
a new prospect our way. If a person comes in for appointment 

and says, “Joe Client gave me your name,” we automatically 
send Joe Client a dozen of some very delicious cookies in a 
tin with our logo on it. It doesn’t matter if the person referred 
does business with us or not. We want the client to know just 
how special his word-of-mouth advertising is to us!

Your success is hugely dependent on your team! Our staff 
has heard repeatedly, “You never get a second chance to 
make a first impression!” When a person walks through our 
door, we want our front office personnel to great them with 
a smile and a cheerful voice. We want them to ask if they 
want a cup of coffee, tea, water or a soda. We want them to 
engage in conversation and show them where restrooms are 
located. When talking on the phone, we want our staff mem-
bers to “smile through the phone,” talk slowly and be cheer-
ful. Emails should be engaging, not just the facts! And emails 
should always include a line about how appreciative you are 
of their business or the opportunity to earn their business.

Mike Alfred of Digital Assets Data
There’s not just one modern finance industry. The system is 
so huge that people can work in different corners of finance 
and speak with completely different vocabularies. I work in 
digital assets, for example, and that’s a very new field.

Keep an eye out for those different perspectives. Today’s 
curio may be tomorrow’s hot investment, and you’re going 
to miss out if you only pay attention to your little corner. I first 
heard about digital assets in 2012 (but didn’t jump in until 
2017), so I was able to get on board before most people.

Understand technology. You’d think this is obvious, but if it 
were, you wouldn’t have so many challenger banks and fin-
techs winning value from century-old companies. We have 
new tools for business, and some of the larger finance firms 
don’t quite know what to do with them.

Be flexible. Digital Assets Data is actually the second startup 
I’ve launched; I founded it after selling a previous startup. 
Sometimes you need  —  and the market demands  —  a 
change of focus and a new start.

Question. Listen to other people and to their advice, but 
don’t let it overrule your own insights. What works for me, 
or for another one of your interviewees, may not work for 
everyone. The world is wide, and there are many paths to 
success.

Kison Patel of DealRoom
The first one would be resilience. Being able to bounce 
back and come back is one of the key things. I mentioned 
this jokingly with some peers that our company DealRoom 
should’ve gone bankrupt. The business was complete-
ly stagnant for the first five years of operations. Very few 

customers, very much of an uphill battle to get people to 
utilize a project management tool instead of Excel to man-
age a process. We kept pushing through even though at 
the time it didn’t make a lot of financial sense, but we kept 
pushing through. Now over the past few years we’ve seen 
a tremendous amount of growth where that change curve 
is now hitting and we’re at the very forefront of it. Through 
that experience I’ve learned giving up is the number one 
cause of failure.

I would say another important skill is being bold, and to look 
at that as an internal muscle you develop to have a level of 
discipline and risk tolerance so that you are able to do things 
you were otherwise uncomfortable doing and taking risks 
you’d otherwise be comfortable taking. I think that’s a type of 
mindset you develop to get better and stronger over time and 
really push yourself to be a bold organization.

Another important skill is being dumb. We tend to be in the 
marketplace, find our area of expertise, and learn with a goal 
of becoming an expert. Then we go to meetings and want 
to make a good impression, to come across like we know 
what we’re talking about. The value, however, is really in the 
conversations you have with people. By being dumb, you be-
come more open and receptive to what others say. You really 
listen and learn from them. If you can, put aside all the things 
you know and want to impress people with (or when you’re 
talking to people and you’re thinking about the next thing you 
want to say). That’s where you can find opportunities to help 
others. When you focus yourself on helping others achieve 
their goals, that’s where you can progress a lot further.

Another skill I touched on earlier was about empathy, being 
really empathetic with people and making them feel felt. I 
think for me I learned this skill by getting into a leadership 
role. It’s been one of my greatest successes. This is a skill 
that allows you to be more versatile as a person because 
you’re able to connect and understand people at different 
levels and put yourself behind the lens of different people 
to see how they look at things. Oftentimes we sort of get 
focused on one lens and we may not be seeing the whole 
picture. Until you get that connected view, that full view, it’s 
difficult to make the right decision.

The other skill I would add is agility. Driving your organiza-
tion to be agile is critical in this time. You want to develop 
a culture that’s very flexible, responsive, collaborative, and 
that continuously improves to be able to respond to a fast 
moving world. It starts with leadership being able to embody 
that kind of culture into your organization. Then from there, 
you have to find ways you can actually standardize it through 
the organization so everybody’s acting in the same way.

Read the whole article at https://bit.ly/31z2yg3
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