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Generic career advice ignores the structural visa barriers
that block capable international candidates.

The Target Reader The Structural Problem

Millions of capable candidates waste
Aspiring or junior investment banking years applying to markets that will
professionals who currently lack the never sponsor them. Standard
legal right to work in the major guidance assumes unrestricted
financial centres they wish to target. geographic mobility and ignores the
realities of immigration quotas,
sponsorship costs, and hiring bias.

The Solution Required: A structured approach that treats geography, visa
pathways, and market selection as strategic variables to be sequenced,
rather than administrative afterthoughts.

Eh NotebooklLM



This handbook maps the exact sequence required to build

an international career and secure sponsorship.

Identify which global
financial centres actually
offer viable visa pathways
based on your specific
credentials.

banks that possess both
the legal capacity and
commercial willingness to

sponsor international hires.

Calculate the true
economics of relocation
to avoid the trap of high
gross salaries masking
low net take-home pay.

Sequence your cross-border
moves so each transition
compounds your deal
experience and accelerates
your progression.




The 3-Move Career Strategy: Sequence your geography

to compound your deal experience.

Move 2:
The Expansion

Location: Regional
Hub (e.qg., Singapore,
Frankfurt, Dubai)

Move 3:
The Target Market

Location: Ultimate
Destination (e.qg.,
London, New York)

Move 1:
The Foundation

Location: Home
Market

_ Relocate to a market
with viable visa
2 mechanics and
genuine deal flow.
Secure work
authorisation and
execute cross-border

Arrive from a position
of undeniable
3 strength.
Apply laterally with
proven execution
skills, a professional
network, and a visa

Secure a deal-adjacent
role (e.g., Big Four
TAS, mid-market IB).
Build core
technical skills,
financial modelling
proficiency, and a

reliable track transactions to build history
record. a corridor demonstrating low
specialism. risk.
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Financial centre selection is a strategic calculation weighing

market depth against visa accessibility.

Do not conflate prestige with access: A Tier 2 city where you can secure a visa and build a deal track record is
vastly more valuable than a Tier 1 city where you spend two years failing to win a visa lottery.

Financial Centre Accessibility arket Deg

High Offers the deepest full-spectrum deal
London Tier 1 (Thresghol d) market combined with a structurally viable,
employer-sponsored threshold visa system.

Low The deepest global market, but severely
New York Tier 1 (Lottery) constrained by the H-1B lottery system and
i wage-weighted selection mechanics.

Offers a highly predictable merit-based

Tier 2 lign Employment Pass system and unparalleled

Singapore :
(Merit) Asia-Pacific cross-border deal flow.
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Immigration systems dictate career timing and restrict viable entry
points to sponsor-friendly hubs.

Merit-Based Systems

(Singapore, Hong Kong)

Provide high predictability.
Approval is based on salary,
qualifications, and firm-level
diversity metrics. No lottery

component exists.

Employer-Sponsored
Threshold

1 C11 DI on il
(UK, EU Blue Carq,
. N hal)
Australia, Dubai)

Highly viable for IB, as base
salaries easily clear
government minimums. The
constraint is solely employer
willingness to bear the
£10,000+ cost and
administrative burden.

&

Lottery / Weighted
Systems
(US H-1B)

Eligibility is necessary but
insufficient. Structural
bottlenecks mean ~75% of
applicants are rejected
regardless of calibre,
demanding a
mandatory Plan B.
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Bank sponsorship is an office-specific commercial decision

requiring targeted research prior to application.

Gate 1: Jurisdiction Viability

Gate 2: Legal Ability
The Licence Fallacy: A firm appearing on a government sponsor
register merely proves legal capacity.

Gate 3: Commercial Willingness

Does not guarantee willingness or available headcount budget. Bulge
bracket banks sponsor predictably through structured graduate
programmes; lateral sponsorship is ad hoc and discretionary.

Gate 4: Candidate Justification
| | The Internal Transfer Advantage: Joining a global firm (e.g., Big Four) in
| your home market and requesting an intra-company transfer is often the
. most reliable, lowest-friction sponsorship pathway.
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For international candidates, the MBA is an expensive immigration

bridge deployed only when direct lateral pathways fail.

Direct Lateral Saves £120k+ and secures
Pathway immediate deal experience.
Succeeds No MBA required.

Test the é " * The True Cost: Total investment of
Market First £120,000-£200,000 plus the
profound opportunity cost of 12-
21 months of foregone deal

Committo 10-15 : : ,
il e i R = = experience.
!-;_:ITETJ_EE r.:tpl[jl!'.._.-LIL.DHL: LO - ¥ !
confirmed-sponsor firms. Direct Lateral | Acﬂ:ﬁ;ZEkBA * What it ACt”_a“Y(B"YSZ A PUS’;'
Pathwav Fails e e study work visa (buying time),
y Pathway structured on-campus recruiting
- * (buying access), and a brand
signal.

* The Reality: It does not eliminate
the ultimate need for employer
sponsorship.
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Remote cross-border networking succeeds through extreme specificity
and non-transactional relationship building.

Weak Outreach

Hi, | am looking to break into the industry. |
would love to connect and learn about your
experience. Please let me know if you have time
for a call to discuss jobs in London.

Fails: Generic, asks for a job, no defined time request.

Strong Outreach

Hi [Name], | noticed your recent work on the
[Specific Deal] disposal. I'd value exactly ten
minutes of your time to understand how the
London mid-market pipeline is shaping up, as |
explore an international move. Would a 7:30 AM
slot next Tuesday work?

Reduce Friction: Concise (100-130 words), specific
recent deal reference, requests exactly ten minutes.

. Seek Insight, Not Jobs: Ask for market intelligence.
Asking for a job exhausts goodwill.

(3 Time Zone Discipline: Calculate overlap windows and

send messages to land during the recipient’s early
morning (e.g., 7:00-9:00 AM local time).
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Secondary financial centres accelerate development by providing the
cross-border deal exposure required by Tier 1 markets.

The Value of Ambiguity

Domestic deals teach execution;
cross-border deals teach

judgement. Navigating multi-
jurisdictional legal frameworks
builds premium lateral value.

Build a Corridor Specialism

Establish a reputation connecting
two distinct markets (e.g.,
Australasia-to-UK, GCC-to-Europe).
This transforms you from a generic
applicant into a targeted asset.

London

New York

Strategic Stepping Stones

Do not view secondary hubs as
consolation prizes. Three years of
Dubai energy advisory provides a
vastly stronger lateral narrative than
generic mid-market experience at

home.
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Relocation economics hinge on net take-home pay after tax, rent, and

Gross
£65K

Equivalent

currency friction, not headline compensation.

Tax Drag
WVEUES
widely)

Housing

Cost

(Dominant
Variable)

Tax Drag: Location is a compensation
decision. A tax-free salary in Dubai yields
a massive cumulative advantage over a
highly taxed equivalent in London or
Frankfurt.

Housing is the Dominant Variable: Rent
varies by a factor of five between major
hubs. Budgeting must reflect hyper-local
neighbourhood costs, not blended
national averages.

Currency Friction: Using retail banks for
cross-border student loan payments or
remittances will erode 2-5% of
transferred wealth. Establish multi-
currency accounts prior to arrival.
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International careers require a living decade-long blueprint to

transition from expansion mobility to franchise stability.

Foundation Phase Expansion Phase
Year 1 Year 4 Year 8 Year 15+
The Foundation & Expansion Phases (Years 1-8): The Franchise Phase (Years 8-15+):
* Focus heavily on mobility to build technical skills, » Cease moving and commence building.
cross-border deal credentials, and viable visa Establish a client base, a sector specialism, and
histories. a portable revenue track record associated

directly with your name.

The Mobility Expiry Date: Excessive relocation becomes a liability at senior levels. Employers read perpetual
movement without an established client franchise as either a flight risk or an inability to originate revenue.
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Key Takeaways

Sequence Beats Direct Action

Do not attempt to jump directly to a Tier 1 market without deal
credentials. Utilise the 3-Move Strategy to compound your value in
regional hubs first.

) =

Visas Dictate Strategy

Lead your job search with immigration policy analysis. System type
(merit vs. lottery vs. threshold) and employer sponsorship willingness
determine where you can actually compete.

I

Design Your Narrative

From corridor specialisms to relocation choices, ensure every career
move can be explained in a single, coherent sentence. A career built by
design outperforms one built by accident.

%
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The Investment Banking Practitioner’s

Handbook Series
John Colley

To master the complete entry system, technical
preparation, and career transition strategies,
continue reading the A-Cluster handbooks at

jbdcolley.com/handbooks
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