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BA: Where and when you were born?

TA: I was born 6th February 1914, in Camberwell.  My father's name was Ernest Robert Ahern, my mother Florence Lydia Ahern.  My father worked as a stockbroker's clerk but when the War broke out in 1914 he joined the forces.  I was looked after by one of my grandmothers during the day-time; my mother worked in munitions. My father was discharged - he was a flight serjeant in the Royal Flying Corps - in 1919.  There was a lot of hardship when they returned from the War and at that particular time I lived with my parents in one room.  I remember that quite distinctly - there was only one room to live in. 

BA: In Camberwell?

TA: No, in Chiswick.  After about a period of a year or two my father bought a house in Ilford, in the early 20s, and subsequently, in 1928 he, or the family, moved to Ealing.  I won a scholarship to a school in Ilford called Ealing [ie. Ilford] County High School and on moving I had to go to another school because I couldn't very well go from Ealing to Ilford to school and then went to Cranleigh School which was a boarding school in Surrey.  I left there in 1931, having gained matriculation, and my father managed to get me a job with a firm of merchant bankers called Ullmann & Co.  At that time it was very, very difficult, unless you knew somebody who could give you an introduction, to get a job anywhere.  There was very high unemployment and hardship everywhere.  After joining Ullmann & Co., I was there for a year or so as a boy in the dealing box dealing in arbitrage and foreign exchange.  And then I went into the market, the floor of the Stock Exchange, with a firm of option dealers.

BA: What were they called?

TA: Baily, Mercer, Karo.  

BA: And what did they do?

TA: Options.

BA: Yes, could you explain?

TA: They were brokers who specialised in options.  My father by this time - by 1933 - was already for some years a partner with another firm of option dealers but died suddenly at the age of 42 of a form of blood poisoning - having had a very healthy life - which meant that although he left my mother with enough to live on I helped to keep the house going.  As a result of that we moved into a smaller house at Boston Manor.  I saved money from the little deals I used to do whenever I had an opportunity to have a little speculation on two or three hundred shares. I made enough to make myself a member in 1939.  I had been dealing then in options for just over two years.  I was at territorial camp in 1939 and spent the next six years - two years in Britain and four years in the Indian Army, in the Far East.  I returned in 1946 to the Stock Exchange to find that option dealing was no longer allowed, it had been stopped.  So therefore I had to start something else in order to get a living.  At that time there was a lot of business going on in the Kaffir market.  The rest of the markets were very, very quiet and there was somebody there [who] wanted someone to give him a hand, by the name of Bertram Parker.  So I went in with him and we ran a book between us in the Kaffir market on a very small capital but we got quite a reasonable living.  

BA: What was the name of his firm?

TA: The name of the firm?

BA: Yes.

TA: The name of the firm was Donnison & Co. who were jobbers who had most of their business in the stores market.  

BA: Can we pause there and review some of the things you have said?  Did you have any other family connections in the City apart from your father?

TA: No, none at all.

BA: What had your grandparents done?

TA: My grandfather on my mother's side was a clerk somewhere, I've forgotten the name of the firm but he was quite a well paid clerk in some firm or other in the City.  I can't remember the firm because he retired, etc.  My other grandfather was one of the head men in the Royal Irish Constabulary but he died shortly after the War.  But before that he'd retired from the Irish Constabulary and was a personal bodyguard to Edward VII.  Beyond that, he came from Kerry and my grandmother was on that side.

BA: Did you have any brothers or sisters?

TA: I had a younger sister, who was born I think in 1921, who was also called up in the last War in the WRAFs and married while she was there and then emigrated to South Africa where she still lives.  

BA: Would you say any of your parents had had a particular influence on you?

TA: Yes, I would say they had a considerable influence on me.  They made it quite clear to me that one should save money rather than spend it.  They also made it clear to me always to speak the truth, and although they weren't religious people, they kept a very high standard of morals, particularly regarding honesty.  

BA: Did they have a particular attitude to money?

TA: Their attitude to money, particularly on my mother's side - my father was probably slightly more liberal-minded than my mother - but my mother always seemed to admire people that were very comfortably off but lived in a modest way and showed no sign of having that money.  In other words, she was very biased - if that's the right word - towards people who were wealthy but lived a comparatively modest life without any swank or anything like that, which always had rather an impression upon me.  

BA: You said your father started as a stockbroker's clerk and at some point he became a partner in the Options firm - when did that happen?

TA: That happened I think 1926, 1927.

BA: Was that a fairly natural progression up through a broking firm, you start as a clerk and eventually rise?

TA: He started as a clerk, then he went as a blue button, and then I understand (I should have brought the obituary for you to see because I've still got it at home) he was quite good as a dealer and a maker of money.

BA: Did he ever talk about the Stock Exchange at home, as a boy did you learn about what a stockbroker did?

TA: I remember him speaking about people like Jimmy White.  Apparently he had a good nose for seeing when people were going broke and I remember him saying, before Jimmy White shot himself over London Bridge, that he thought that he was going broke - that was over British Controlled Oilfields, before my time.  One of his partners was a person called Handl, Fritz Handl - who was the father of Irene Handl, who died recently; he was another man who in my youth, my young days, impressed me very much.  He was an Austrian Jew, could speak at least three languages fluently, he was a very good entrepreneur. He left the Stock Exchange in I think it was about '29 and he went to Ullmann & Co. I shall never forget and I often repeat it that when I joined - that was when I went to Ullmann (it was through knowing my father that I got the job with Ullmann) - I walked in the first day into his room and as I walked in he said, 'Well, Ahern, your father is a very great friend of mine, but I do not carry passengers.'  I've always remembered those words and put it into effect when I went into running [a] business.

BA: Did you, as a boy, have an impression of what the Stock Exchange did, simply through your father being a member?

TA: I would say, as a boy, I hadn't any clue whatsoever.  

BA: Did you have any plans about what you'd like to do with your life as you came to the end of your education at Cranleigh?

TA: I'm afraid I had very few clues.  I believe most young chaps on leaving school, at that time, had very little idea of what they were going to do because you had so little choice.  You had to take whatever came along. It's not like today where you can do this and go to this business or go to another business and then you can change it, because once you went into a business you had to stay there, you couldn't say, 'Right, I'll go in for that for a year or six months and then go somewhere else and have another go at that.'  Once you went into something you were there, you had to stay there.

BA: Is that what happened at the end of your schooling?  You simply had to get a job and your father was able to use his connections?

TA: Yes, I had to get a job and I was thinking of accountancy but that never came to anything and as I say that was in the height of the slump and it was very difficult to get anywhere.  

BA: Was there anyone who had been an influence on you at school - any particular masters?

TA: There was one master who was very good at attention to detail and hard work.  I believe that success in any business is done - there were no short cuts, those that have short cuts have short lives - the only way to be successful in business, providing you're honest, is by hard work and attention to detail.  

BA: Did people at school have an attitude to the City or stockbroking or your family background, if those things were thought about?

TA: I rather feel that stockbroking was considered a rather bucaneering sort of job by other boys.  If you had a business making this or distributive business or something like that, that was considered superior to if you were in the City [which] was a rather more bucaneering type of business.  It was far better if your father had been a doctor, or a lawyer, or an army officer, or a naval officer.  

BA: What was your job now when you started with Ullmann & Co.?

TA: When I started with Ullmann & Co. - very interesting.  First of all I had to run round and deliver stock and know my way around for the first few weeks, [and] go to the counter (there was a counter there) when anybody came along. I remember - this was 1931 when [there] started the persecution of the Jews in Germany - one day I went to the door and there was a very scruffy looking chap there.  He said, 'Can I see Mr Ullmann, please?'  So I said, 'Certainly, sir.  Who do I say you are?'  'Say it's his brother.'  So I ran into Mr Ullmann, 'Sir, your brother', 'Ah,' he said, 'my brother!' and he rushed out there with joy all over his face.  Anyhow, I did know, through some of the bookkeeping I used to do there, [that] there was an Ullmann in Nuremburg or somewhere who used to be in the toy business.  Anyhow, that was the only time I had ever seen him and I remember many years later - oh, 30 or 40 or 25 years later - he was the head of Mettoy.  I think it was Mettoy which was one of the biggest toy manufacturers in the country.  He sold out, when money was money, for about œ5 million.  But when I was working there you had to work very hard.  They'd say, 'Right lunch today, if you'd like to stay in here, we will buy you sandwiches,' you see so they got an extra hour's work and then at half past five, or I think six o'clock we used to go, 'We cannot go, we are still behind.  We will have sandwiches.' So you used to go round [for sandwiches] to Empire Foodstores and you stayed there [at work] until up to 8 o'clock.  They really did make you work hard. I used to go down into the box when they opened the arbitrage business, and at the end of the day I had to go up to the office in London Wall and do all the book-keeping side and foreign exchange, whether we were long of pounds in South Africa, or Paris short of this.  Then after that they made me do even more; there was a big sheet of paper the size of this and all the foreign exchange used to come in and they used to have to work out on that all these columns; [you] used to add up and you'd say be a bull of sterling and a bear of francs and then you'd have to get all these overnight transfers so you transfered them wherever you were long of money to where you were short of money - which you'd do through Hallgarten in America and Credit Lyonnais in France; we dealt with Brussels, New York, Johannesburg, Paris, Amsterdam, and Stockholm. 

BA: Presumably you were fairly junior?

TA: Yes, very junior.  I had to do the donkey work.  

                    ***********
	An interruption to the interview occurs here. At the
	point it resumes, Mr Ahern is recalling his
	experiences in the arbitrage box at Ullmann & Co.
                    ***********

BA: But he was a difficult man to work with.  He got caught badly on one occasion. Ralph Layton came into the box and said, 'Have you got any business in S.K.F., Martin?'  'Always interested in SKF,' he said, 'always got business'. 'Oh,' he said, 'that's good'.  He said, 'I'm a dealer in 5,000 shares at œ5.'  'Ah, what do you want to do?'  So Ralph said, 'Oh, I want to sell 5,000'.  'Oh, what a shame,' he said, 'that's exactly what I wanted to do.' So Ralph said, 'Oh, that's good because I've got another order to buy 5,000 at £5 a share.'  'Oh, you cannot do that to me!' he said.  

BA: Now you didn't stay with Ullmann & Co.  You moved onto a broking firm.  How did that come about?

TA: Well, I was offered better terms, I was offered a salary [and the chance to make some commission]. Of course with Ullmanns it was entirely salary, there was no sort of commission on what you could make or do - very, very tiny bonuses, etc - so I had this opportunity to go and work with Baily Mercer.

BA: Where did the opportunity come from?  Who made you the offer of better terms?

TA: The senior partner of Baily Mercer Karo, who knew my father.  And as a result of that I did the options there. We used to undo most of them, make a profit.  We took the call of say 2,000, bought a 1,000 shares against it, turned it into a put and call, say that was equal to a put and call of say 5 shillings put and call and then we'd give 4/6 to undo it. And I used to know all the people; so I said [to Baily], 'What do you want to do in put and call of 5,000 Randfontein, do we want to undo it?' He said, 'Yes, go and undo it at 4/6'.  So I would go round and undo it at 4s and 5d farthing.   So I said, 'What about my credit of 1 11 3 farthings on a 1,000 shares, of 1 11 3?'.  'Oh, yes'.  So you'd credit TSA 1 11 3. That's how I managed to gradually do this and [in] other little ways build up capital.  

BA: Was this your first job in the firm?

TA: What Baily Mercer?

BA: Yes, when you started what were you doing with them?

TA: I was taken on as a blue button and I used to go up every night and run over the books and at the end of the day go home and leave about five, half past five. Get in at about a quarter past nine. Things always opened very quietly then, the gilt-edged market didn't open until ten o'clock and most of the options were either in Americans or gold shares - South African gold, at one time West Africans had a run - but most of the business was in Americans and gold shares.  And it was a good business because in those days - and oil shares as well - in those days there was always one market that was going at a time.  It was very rarely that you had all firing on all cylinders.  The Kaffirs were very busy, they'd die down, then it would go to oil shares, then shipping shares might have a run, then it might be rubber shares, then it could go to West Africans. There were exceptional times when there was a very good budget or something like that, but basically there was usually only one market that was busy at a time.  And the option dealing, of course, was a good business because wherever there was activity you were doing options.  

BA: You might have to explain in a little bit more detail, for the benefit of the tape, the actual mechanics of the option dealing.

TA: Well, basically most options were giving for the call.

BA: And what's the 'call'?

TA: The call: they gave a fixed amount of money, say a shilling, to buy a share. Say they stood at a œ1.  They'd give a shilling to buy the share in three months time at a pound.  Well, the option dealer took the shilling option money - say we'll make it simple on 2,000 shares - he'd then go into the market and buy 1,000 shares against the option.  Well, that meant that turned the call into a put and call.  'Two shillings put and call'.  Then that meant that the shares had to go beyond 22 shillings, or under 18 shillings before he'd lose money.  In other words, he halved his loss, if any.  Then the option dealers used to, what they call, undo the business.  Well, on that you would go along and bid say 1s 9d put and call on 1,000 shares so you would give 1s 9d for the put and call of 1,000, you've made 3 pence on 1,000 shares which was £12 10s and you'd probably made a bit of profit because the striking price allowed you a bit of profit on the firm stock you bought and the business was undone.  You were level, next please.  But the basis of the option dealing was to take call money and turn it into a put and call and then undo the business.  Now, when they deal options in the traditional options, they work everything basically on a ten per cent basis.  But in those days the options all varied considerably.  On some options standing at a pound, some would be as cheap as 7 1/2d and some might be 1s 3d.  Well the art was as an option dealer to be able to value the option.  And when you valued the option you turned it into a double option, a put and call option in your head and that gave you what is called a valuation of the option.  So if you valued the put and call at half a crown you would take 1s 3d single for the call or 1s 3d for the put.  When you took for the put you sold half the stock.  But basically man is an optimistic animal and there were 9 calls done to 1 put.  And of course, I won't lead to the complications of how you undo it.  There were options done in call of more and put of more.

BA: Can you explain those?

TA: Well a call of more, you buy, taking a simple number, say 1,000 shares call or more for a given date, three months, a month. And then the option dealer judges what the put and call money is for that period, divides it by three and then if you sell 1,000 shares call of more for any specific settlement you go in and buy 1500 shares against it. Because in a call of more they've got to take 1,000 shares whatever happens, with a call of another thousand.  Well, that turned that into a put and call of 500 shares.  And the reverse with a put of more.  And they used to do those for shorter periods.  A lot were done call or more the account.  I mean some optimist or a jobber would go into the market and bid call or more or offer them put or more actually in the market, because in those days a lot of dealing was done by open cry.  Jobbers mostly, but sometimes a broker would go into the market and bid or offer stock,  particularly in the American and South African markets.  Now the arbitrageurs were principally in American and South African stocks.  The arbitrageur would frequently go in offering or bidding for stock openly in the market.  And the jobbers of course would shout out prices - they bid or make a price openly 4 1/2, 7 1/2 in 10,000 of this, or 4 1/2, 6 or even they would make 4 1/2 to 5 1/4, they were the market and other people used to just look on bemused.

BA: Did you have a lot of contact with the jobbers in the course of your work?

TA: Oh, yes, because one had to go round getting whatever options you hadn't undone; you had to go round to see how they were moving, see what the prices were, you had to go and deal when you bought half the stock against your option, you had to deal any bits of stock you were left with at the end of the three months or whatever it is.  If you hadn't undone them you either had to sell the stock or go and buy stock to complete it.  And one undid a certain number of options with the jobbers themselves.

BA: How would you describe the jobbing firms in contrast to the period after the War.  Was there a greater number of jobbing firms?  

TA: I would say that [comparing] the jobbers before the War and immediately after the War there wasn't a lot of difference.  I would say for some years, ten, fifteen years, no, about ten years, the jobbing system was exactly the same after the War basically as it was pre-War.

BA: How would you describe it?

TA: Well in those days you had lots of small jobbers in particularly in the active markets - oils, industrials, goldmining, copper mining, Australians, and all round the House.  At one time in the Kaffir market when it was busy, I think there were about 25 different jobbers.  Now most of the jobbers carried very small books, in fact some of them carried no book at all.  But you might say what was their function?  Well, the function was the broker used to look after the clients, and instead of employing somebody running round every market most brokers confined themselves to one or two jobbers in any market and that jobber gave them a service.  The service he gave them [was]: he told them what was going on, he kept them posted in prices, he did contangos and that sort of thing for him and if there was any change in the market, sent messages and rang up the office and told them the changes in the price, he would take limits and do them for the broker.  So although he may have been somewhat parasitical in the fact that he was making a price on the back of someone else in the market, at the same time he was performing a function in keeping the broker informed of what was going on in the market.  

BA: How would you describe the Stock Exchange during  the '30s?  For example, the period in which you started going onto the floor in 1932?

TA: Well, there was a lot of poverty about.   There were a lot of persons who I understand had been virtually cleaned out in the 1929 slump.  The big talking point was the Hatr slump when I arrived there and the number of people that had been cleaned out by Hatrey. Basically, there was very, very little capital left in the Stock Exchange, it was run on a shoe string.  Of course in those days you had small jobbers even sharing an office the size of this room so the expenses were nil; the office expenses and membership fees would probably be £700, £500, £700 a year.  So the thing could be run on a shoestring.
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TA: In those days a man earning £1,000 a year regularly could afford to keep a maid, run a car and live in a house and have a gardener come and do the gardening.  So that if a jobber could make in a boom £4,000 or £5,000 for the next two years it didn't matter if he only made a few hundred, he could live on his previous earning.  Of course income tax I think then was half a crown or so in the pound.  But as I say the jobbers were very small, had very small capitals. But there were one or two that were the leaders in the market, who did the basic business and a small jobber who wanted to cut his book would always go over there and deal at a price.  I mean, in the Kaffir market the two big jobbers - Lazarus and Lemon in those days - ran books because they had the capital but most of the other firms were running their business on £1,000 or £2,000 capital. 

BA: Was the Stock Exchange, socially, a conservative place?  Did they have very strict dress standards?  

TA: Extremely.  Everybody wore a stiff collar, a dark suit.  In those days the elite firms wore top hats.  You had to arrive with a rolled umbrella.  You couldn't possibly walk round the Stock Exchange with your shoes not polished or in a loud suit.  And that went on after the War for ten or fifteen years.

BA: Would you describe it as a reputable place in which to work?  Did people maintain high standards in the way they dealt with each other?

TA: Standards were extremely high. Anybody that didn't play the game or was found out doing something that was not correct was ostracised and probably found it very difficult to deal.  There was one, a very unpopular chap called 'The Slug'.  [He] used to go round and round the market trying to check it with everybody so they called him the Slug. And they used to sing 'There's a long, long trail a'winding'.  He was unpopular and he found it very difficult to deal.  Anybody that wasn't 100 per cent straight didn't get on very well.  And it went round like wild fire: 'Watch your eye for so and so.'  

BA: Was there any particular reason why this person was unpopular? 

TA: Well, I believe the Slug as they called him, always wanted to deal in the middle and always wanted to deal something different and he was just a difficult bloke to get on with.  There was another chap called Richard Slazenger.  In those days they dealt a lot in 32nds and 64ths and he got the nickname of Richard the 64th because he always wanted to deal a 64th different from anybody else.  You made a price 9 and over to 5/8ths that meant 64th over 9/16ths to 5/8ths.  Well he wanted to deal over the nine or 5/8ths and under.  And so he got the nickname of Richard the 64th.  There were all sorts of nicknames for people there.  There were people called The Fish and The Goat and another was a small and extremely ugly man and he was called 'Don't Tread In It' in the mining market.  One particular chap was caught on the railways without a ticket so they all used to get round and sing 'Oh, Mr Porter, what shall I do, I got carried off the train at Crewe' - you know the song.  But when he came into the Stock Exchange they all sang that to him, just because he'd been caught once without a ticket.  There was another person in the gilt market, he wasn't Jewish but he looked Jewish.  He was - I wouldn't say anti-Jewish, but he was very much the other way - and they used to get round the gilt-edged market and sing 'Jerusalem' to him.  Whenever there was a lull in the market and there was nothing doing, they always got up to some form of tricks to keep them amused.  If it's a wet day and nothing doing, some chap would come in with a neatly rolled umbrella, and while he wasn't looking they'd undo the umbrella and tear up all these pieces of paper and then roll it up again very carefully. When it came out they all watched him open the umbrella and he got covered in all this confetti.  There was always something that they found to amuse themselves.  Of course as a junior clerk or a blue button you had to watch and look on because if you stood around too long they said, 'What are you hanging about for?'  It was purely for members that they played [jokes].  It was quite an extraordinary place. If you wanted a ticket for Twickenham, or go to Wimbledon, or have a piece of jewellery valued, or a foreign stamp was it worth anything, or a piece of silver, or what was the best way to travel to Naples,  there was always someone who knew - they'd say, 'Go and see so and so.'  And there were always these people who could tell you, all these experts in all sorts of things - gardening - name anything and they had experts in it.  In fact there was one person there - Marzetti his name was - and he would get his hands together like that and you'd say to him, 'Play a tune.'  And by holding his hands like that, palms together, he could play 'God Save the King' or 'Annie Lawrie' with his hands - there were all sorts of gifted people there.

BA: We think of the 1930s as the time of political crisis, particularly towards the end, did that affect the Stock Exchange?

TA: Oh, yes, it's rather extraordinary.  From 1938 onwards the Stock Exchange was prepared for war and knew that war was coming, more so than the politicians....

BA: Why do you say more so than the politicians?

TA: Well, I remember I got called up in '38 in the Munich crisis and there was an enormous number of young Stock Exchange people that joined the territorial army.  It was a terrific response.  And we all thought that war was coming. On a Friday, if a jobber was a big bull of stock and he didn't like it, he used to go to the gilt-edge market and sell a bear, and buy them back on Monday morning for a 64th difference if there was no war.  It certainly put a damper on trade but there was a lot of people, particularly amongst the older people, who thought there would be no war.  But the people who knew more it was coming for certain, was the Jewish side of the Stock Exchange.  Of course, in those days there was a  very big Jewish population in the Stock Exchange - much bigger than there is now.  I should think where I was on stand 14 if you couldn't speak yiddish you didn't know what was going on there.  

BA: Jobbers as well as brokers?

TA: Brokers principally. If you look up the old members book, 1906, you'll find there's about ten pages of members beginning with Schw.  But my governor there, Karo, he foresaw the war coming very strongly.  A very amusing man; once when I was booking the options, 'Oh,' he said, 'you've done a big option there with Al Thompson.'  I said, 'That's right, sir.'  He said, 'They alright for money?'  I said, 'Oh, I should think so, their partner comes up here every morning, I watch to see him outside, he comes up in a Rolls Royce and gets out.'  'Really?' he said.  He said, 'How much does a Rolls Royce cost, Ahern?'  I said, 'About £2,000 sir.'  'Oh,' he said, 'they've got £2,000 less now than they had before then.'  Six months later they were hammered.  But you had those people who used their nose and watched points and it was a different world.

BA: Do you remember what it was like during particular crises?  For example, in September '38 during the Munich crisis?  Or were you called up at that time?

TA: I was called up in the Munich crisis but the prices were severely marked down and business virtually stopped until the all clear went, then they recovered.  I wasn't there when the War broke out in '39, I was in the army.  I was actually away at camp and I was never called up - I was already in it.

BA: Do you have any idea how jobbers adjusted to periods of crisis?

TA: Well, when the periods of crisis were on, whatever they had on the book they knew they had to nurse, they couldn't do anything about it.  But I think they were basically running very small books, and what I call 'Cross Books'.

BA: What's a 'Cross Book?'  

TA: A Cross Book is, say, they were a bear of £50,000 of stock and a bull of £50,000.

BA: Did you get much sense of there being a social distinction during the '30s between jobbers and brokers?  Or did they all more or less come from the same background?

TA: Basically, I think, it was superior to be a broker than a jobber.

BA: How did that manifest itself?

TA: Well the brokers knew the monied classes and mixed with the monied classes, whereas the jobbers had to rely on their wits or what they had, virtually only knew brokers.  There was I wouldn't say a social distinction, but [there was] the elite side, particularly firms like Mullens & Co. who were government brokers and Pember & Boyle and people like that.  The gilt-edge market was the superior part of the Stock Exchange and the big brokers that did the gilt-edged business, were considered to be the, I wouldn't say the elite, but the top drawer of the Stock Exchange.  Whereas if you were a speculative jobber in the American market or the gold market you were one of the hoi poloi.

BA: Did jobbers and brokers mix terribly much outside of the house?  Did you have much contact with jobbers outside of the House?

TA: No.  The big difference between then and today, although there was a great deal of friendship between jobber and broker there was none of this entertaining, anything like the scale that you've got today.  The scale of entertainment today in the luncheon rooms bears no resemblance whatsoever.  If you did a good service and did your business as a jobber or option dealer as I was, you didn't have to take the broker out to lunch to get his business, as they do today.  The entertaining is enormous.  There just is no comparison.  None at all.  

BA: Can you describe briefly now, how your career with Baily Mercer & Karo unfolded during the '30s?  You had started as a blue button...?

TA: Yes, I started as a blue button, then I became a dealer, then I became a member, then the War broke out. Then after the War there was no option dealing so I had to start going into something else.  Well, I had always been used to dealing and making a turn between two different parties so I started jobbing with a pencil and paper.  

BA: So there was no question of not going back to the Stock Exchange after the War?

TA: Well I did when I came back from the Far East. I felt a bit pessimistic with a Labour Government back: I thought, 'Well, there will be no business there and no options.'  I felt a bit despondant, I didn't know what to do.  But I decided I would try and make a living in the Stock Exchange so I had to pack up option dealing and did the jobbing.  When I was with Donnison, we started in the Kaffir market and then Parker and I gradually became the dominant figures in the firm after about seven or eight years and were the money spinners.  Then I went into the industrial market. We were one of the biggest dealers in store shares then - and electrics.  We did extremely well.  Then Parker [who] then was 56 (we were the two partners with the capital) wanted to retire. I did not want to carry on business as the sole partner with capital, so I closed the firm down and I went with another firm for a short time, for about a couple of years.

BA: And which was that firm?

TA: Sambourne & Co.  They subsequently packed up and then just to keep my mind active, [I] went with a broking firm.  

BA: Well let's go back to 1946 when you joined Donnison.  Were you married at that time?

TA: Yes.

BA: How long had you been married?

TA: I married when I came back from the War in 1946.

BA: How had you met your wife?

TA: She was a friend of my sister's.

BA: And how would you describe Donnison & Co. when you joined it?  Had it kept on going through the War?

TA: It had kept on going through the War.  I think they had a good business, but I think they got slack.  They had good contacts but they took on people who weren't jobbers - you know, old school ties sort of contacts.  They weren't entrepreneurs, or businessmen.  And gradually the firm was smartened up and we did extremely well.

BA: Was it an old jobbing firm?

TA: Oh, yes.  It went back to, I believe, to about 1880, something like that. 

BA: Do you know anything else about the early history of the firm?

TA: I know very little history about the firm, I did at one time. I knew the firm before the War of course because they stood fairly close to me - there was a chap named Rowe there who was the senior partner.  When I went there we put our figures there and said we'd carry on, and then we gradually took over the firm.  But then fifteen, twenty years ago, whenever - it was a long time ago - as I say, Parker and I had 90 per cent of the capital, he wanted to retire and I said, 'I'm not going to carry on being the sole [partner] - it's not fair on me and not fair on the others because I can say "Right pack up now", and that was that.'  But we made quite good money out of it.  

BA: What were jobbing conditions like in the late forties - 1946, '47 - when you returned to the House?  Were they difficult times for the Stock Exchange?  

TA: Yes, very difficult indeed because basically there was no money, no capital.  But there was a good business in the Kaffir market and of course the thing about jobbing is you've got to have turnover.  If there's no turnover there's no market making, there's no business.  Once you've got turnover, making money is comparatively simple.  When you've got big movements like you've got today in the market with small turnover then it's a disaster.  That's why they're all losing money and packing up because you're getting violent movements and no turnover.  What you want is little movement and big turnover.  

BA: Did you find you had a lot to learn, starting off in jobbing, or did you feel you already knew a lot about the dealing technique?  

TA: I would say it came fairly simply to me, having sort of been a jobber in options.  

BA: How did you operate your pitches?  Were you standing by yourself in the Kaffir pitch with your book, or did you have others with you, other dealers?

TA: There were two.  We always worked in pairs so that one held the book and one was the understudy, or when you were busy you took a book each.  When one went to lunch, one stood in for you.  But it worked. But eventually what happened, starting with Wedd Durlacher, they [ie. jobbing firms] gradually started taking over smaller firms to extend their markets and in the end the jobbing instead of being a large number of jobbers with small capitals, it virtually came to about five or six jobbers, which again worked.

BA: Did you have any policies for the firm in the late '40s?  Did you try and steer a course in a particular direction?

TA: Yes, the object was to consolidate the firm and we took on the additional markets, we went into the electric market and the motor market and it was still predominantly stores - that was where the main business was.  We were one of the first firms to introduce some form of analysis: we compared British Home Stores, Marks & Spencers and Woolworths and got all this publicity in the papers and one thing and another. But that was a long long time ago.  Some jobbers used to get little booklets, but this was the first thing where actual analysis and comparing three companies, profits per shop and all that ever came out and that was one of the starting of analysis of companies by market makers.  Most jobbers had no [analysis] - all they wanted was a pencil and a piece of paper.  

BA: Now you said earlier that just after the War, jobbing and the jobbing system was more or less the same as it had been during the 1930s.  Did it start to change?

TA: Yes, it started to change when jobbers found that the prices were too close and they weren't making money.

BA: About when was that?

TA: I suppose it was about 1955/60.  They had meetings.  I remember one meeting. Nobody was making any money and they were trying to get a system of making jobbing profitable because it wasn't, in relation to the risk and the capital employed, doing [any] good at all.  There were various suggestions put up - none of them came anywhere.  But one result of it was that when a lot of the smaller jobbers disappeared and were swallowed up by the bigger ones, they introduced price agreements which meant that instead of cutting the buying and selling price to ribbons, you had a fixed price and you could alter it as much as you like, but if they agreed on the 5p price, you all made a 5p price in a stock.  You could deal inside if the chap opened to you.  But you weren't allowed to make anything closer.  

BA: How did you feel about these price agreements?

TA:  I was against them because I was one of the smaller ones in relation to the Wedds and the Akroyds. I said, 'We make our money by low costs and small turns and the only way I can compete with Wedd is if I can cut them down in price,' I said, 'because I know with their bigger capital, where I can only make a price in 10,000 shares, they might be able to make in 50,000. So the only way I can compete is on the price, not in the size.'  So I was always against the price agreements.  

BA: How did you find, as a small jobber, competing with the larger firms?  Did you feel that you were able to compete on an equal footing in your particular markets?

TA: Oh, yes, because one, I think, was quicker at changing one's price when you saw movements.  And insofar as you didn't run such a big book, you didn't get such heavy losses and of course when there was business you could make close prices and turn them over.

BA: What would you say your basic approach to jobbing was?  Did you try and level out your books at the end of the account or did you carry big positions?

TA: I used to endeavour to try and go on dealing, but if I wanted to be a bull of a market to try and run a bull book, and if I wanted to be short of a market, try and be short of a stock.  I thought that it was more important to have your book right than it was to make 3 ha'pence between two brokers.  Now, I believe, that the modern system as it is at this moment is: the only way you can make money is by having your book right.  The days of trying to make a profit between two brokers is finished, over - you can't do it any more.  You've got to either be a bull of the stock if you think it's going up, or a bear if you think it's going down.  You make your book that way now to be a bull or a bear rather than to make a profit between buyer and seller.

BA: Now, you said that from the late forties when you started mainly in the Kaffirs market you then expanded into electrics and stores and so on.  How did you go about doing that?  Were the other jobbers quite happy to see ...?

TA: They were never happy if they found somebody else competing with them but in those days if you wanted to open a book in anything you didn't have to get permission, you just out of courtesy went round to the others and said, 'Look I'm starting dealing in General Electric and AEI on Monday' - that's all you did - you started on the first day of the account.  You just started up with pencil and paper.  

BA: And how did you know what prices to make?

TA: Well, you knew what they closed on Friday and in those days they had shunters.

BA: Can you describe what a shunter was?

TA: A shunter was a person who used to deal for the country jobbers, because they had jobbers and dealers in the country - Birmingham, Glasgow, Liverpool - and these shunters would come along and they went all round the market because they always wanted to deal very close and they played fair.  You'd say, 'What are AEI' '4 and a half' 'Be careful, Terrence, a penny ha'penny, 4 pence ha'penny is the right price.' 'Oh, thank you.'  In certain cases they would keep you posted of what the market was.  These shunters, of course, sometimes they'd say, 'Oh, sixpence bid there', [when] they knew I was short, 'Can you give me seven pence ha'penny?'  They didn't tell me they were seven pence ha'penny offered.   But I said 'Alright'. But you did that because you wanted to keep in with them and it all went round by word of mouth or somebody [would ask], 'What are you calling AEI?'  'Oh, so and so.'  'Be careful there's a notice just gone out' - something like that.  It was all done on a friendly basis.  And if anybody say knew the news and came along and dealt with you and you hadn't heard the news you'd kick up a stink and wouldn't deal with him again. Because he had taken advantage of information that wasn't known to everybody.

BA: We, today, talk a lot about insider trading and there's a lot of discussion in the press.  Was that a problem during the earlier days in the Stock Exchange before it was actually strictly made illegal?  Did you find that that kind of information would percolate around the market?

TA: Well, I kept a mental record of what I call my bad bargains and it appeared to me that the biggest insider trading came from the merchant banks when they knew a rights issue was coming through their corporate side:  'What are AEI so and so, so and so.'  'What's the size of this', whatever it was.  You would open your mouth, 'Sell them to you', and then about two days later out came a rights issue or something.  

BA: And did you have cases of jobbers taking advantage of that kind of situation?

TA: Oh, yes, I think if a jobber knew something or was told something then he'd... But then I understand that if you are a jobber in the market you can't be accused of insider trading, it's your business.  I mean, supposing for argument sake take a classic example.  Supposing someone comes along [to a jobber] and said, 'Look be careful in George Younger brewery, I believe a takeover is coming out any day now,' and he's short of the stock and he sees a limit there that John Smith & Co. want to sell 5,000 shares, he goes and bids them.  Is that insider trading?

BA: Did you have cases where jobbers were too close to brokers?

TA: Yes, there were cases where there was obviously some form of collusion, but not much I shouldn't think.

BA: Without mentioning names, what form would that collusion take? 

TA: Well, the broker might be - there were one or two cases - the brokers to the company, say Marks & Spencers or something.  And he had a particular friend in the market and he would say, 'So and so, so and so don't be short, this is coming out, a bonus,' and that jobber would go a bull of them.  But it wasn't told to all the jobbers.  

BA: And you said he was the shopbroker.

TA: Well the shopbroker was known as the jobber who dealt for the company.  

BA: Do you mean jobber or broker?

TA: The broker.

BA: Were shops things that operated quite commonly?

TA: What we call shops, the biggest shops of all, where shops operated, was in the West African market where there were basically rigged markets - you had people like Meyerstein and Latilla who used to run the West African market and how they did it, [if] they wanted to get a share up they went in and sold some stock and then bought it back - they sold it badly and then bought it back deliberately, 'Oh the shop's buying', and then someone else came buying.  And all the time as they sold it, they'd bought a bit back, sold it, sold it; when they'd finished selling the price came down.

BA: What kind of period are you talking about?

TA: Two or three months.

BA: Yes, but I mean was this a pre-War thing or was it....

TA: Oh, pre-War and after the War - it happened after the War in the Kaffir market in Freddies North and South.  They started at 5 shillings they were issued at and they got them up 15 bob and all the time the shop was buying and selling and you could always take the stock in.  In other words if you were a giver of a stock on contangos then all of a sudden it got to 15 shillings and you couldn't give on them.  They had withdrawn the lending of stock and then the price went down after that.  Went down to where they started - over a period.  

BA: And did you as jobbers often feel that you had lost out through manipulations of the shop?  I mean were you more often the victims rather than the beneficiaries?

TA: Well, it's up to you to use your know-how.....
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BA: Did you feel as jobbers, you lost out more often than not rather than were the beneficiaries of the operations of the shops?

TA: I would say basically we were beneficiaries. 

BA: In what ways?

TA: Well, when the market was rising you could always get stock.  Then of course they used to support it a bit as well.  A lot of the shops, the mining houses particularly - Central Mining and people like that - when the market was flat, some upset [had occurred], they'd come in and support the market.  A good shop was one that supported a market on a fall.  A bad shop was one that didn't support it.

BA: And you as a jobber, say in the Kaffir market in the late '40s, did you have a pretty clear idea who was who in terms of who were the shop brokers for particular companies?

TA: Oh, yes we knew.

BA: Was this an important thing for you to know?

TA: Most important.  The first thing in jobbing is know your customers.

BA: And did the shops continue to operate right through your jobbing career or did they gradually disappear or diminish in importance?

TA: I think in the mining market they always operated, always.  But the West African market just died a death.  They couldn't operate any more.  

BA: Now were the characteristics of the other markets that you began to deal in - the Stores or electrics for example - were they very different to the Kaffir?

TA: The same principles applied.  You see, I remember when I was dealing in AEI and General Electric that the results came out in March and the shopbroker used to come round about the middle of January and whatever he wanted to do [I did].  If he was a buyer I'd run a bull book, if he was a seller I'd run a bear book, then the results came out in March.

BA: And were the actual broad characteristics of the market in terms of the way you jobbed, the kind of factors influencing the market, whether it went up or down - were they more or less similar to the Kaffir market.

TA: It's the same in all markets, there's certain hard and fast rules there.  For example, if a market's had a big drop and there are no buyers and a buyer comes along - a fairly substantial buyer - large, a reasonable number and you've got a bad book, you've got the stock higher up, if he comes round, sell him as few as you can get away with.  Never deal with the first buyer after a fall.  All sorts of little principles.  Another one: never be a bear in company.  In other words if you are all bears, suppose you've got five market makers and they are all short, one buyer comes in and you've got six buyers, so it's usually wrong to be a bear in company although you can be a bull in a crowd.  You can all be a bull of stock and make money but if you are all a bear of stock, unless the company's going to go out, it's usually wrong.

BA: Did you generally have much idea about what your competition were doing on the floor of the House while you were trading?

TA: You had to guess.

BA: How did you go about doing that?

TA: That was one of the most intriguing things of all.  You could frequently be wrong as well.  Very often.  If you were a big seller of stock, the way to sell it was to go and bid for it.  If you were a big buyer of stock the thing was to go and offer it.  So you offered it out openly but quietly bought.  Do you follow?

BA: How did you offer it out openly?

TA: Well you had open cry, you see.  You'd go and offer the stock openly.  There was a lot of that done.

BA: And that went right until when? When did the open cry for example begin to disappear?

TA: When you got the five big jobbers, basically, open cry finished.

BA: Can you describe any particular deals that you remember in which you operated in this way?

TA: What open cry?

BA: Yes....

TA: I'll give you a good example.  When I was in the Kaffir market there was a stock called New Union and there was a very big market but I rather felt that it was a phoney and I had stock on the book - a lot of stock on the book and wanted to sell it.  And they were 4 1/2 - 7 1/2, it was 4 or 5 - it doesn't matter what it was - but they were 5 and 4 1/2 - 7 1/2.  So I went into the market and I knew that one jobber was rather a conceited man, always thought he was the market and whatever I could do he could do better.  So I rushed into the market like a novice and said, '3-9, 3-9 in 25,000 New Union.'  So he turned round with a sort of sneer on his face and said, '4 1/2 - 7 1/2 in 50,000 New Union.'  So I said, 'Sell you fifty.'  That was one of the good examples of how by crying out you could do business.  Or sometimes you would go in there looking very miserable when the market had had a bit of a rise and you take a chance, you'd go and bid openly for it.  You'd only bid openly because you hoped someone would bid a bit more.  When they bid a bit more, bang straight away.  You'd sell them. And you never had a query in your bargains.  There was all those skills that one could use, so it was sometimes very difficult to know what your opposition was up to.  If you didn't know you were cautious.  Another thing was a thing called Spoiling.  Well, supposing you found out that one of your competitors was a buyer of stock and had an order there to buy stock. You had no business and then you deliberately bid over his price just to stop him doing his business.  That was known as spoiling. That was quite common.  There was a lot of lip-reading done.  So someone would come round to me and say, 'What are Ranfontein?' A lot of argy bargy - '4 1/2 - 7 1/2'. Let's say he bought quite a few, which was in those days a tenner. So you'd say, 'Alright sell 10,000 to you at 7 pence ha'penny.' They'd wait [ie. the other jobbers] until he'd gone, they would see you book the bargain so they'd know you've dealt and then they'd bid 7 pence ha'penny for it deliberately to spoil.  

BA: So that meant that there was a lot of bad feeling or hostility between jobbers?

TA: No, no, it was only when these people spoilt one another, then it would soon be forgotten; 'So and so spoilt me', and then you watch out for him.

BA: What were relations between jobbers like generally?

TA: Basically very friendly.

BA: Did you see each other outside of the House?

TA: Not a lot really, no, not a lot.  Saw enough of one another all day long.

BA: Could you describe what a typical day was like for you?  Perhaps if we pick say, arbitrarily, the mid 1950s.  Starting from your journey into work.

TA: Well, you'd study the papers and then you'd come in and [you'd say] 'I think the market is going to be easier' - or better.  And then they'd come round to you - 'What are so and so' - you would make them a price.

BA: Who would come round to you?

TA: Brokers would come round asking you the prices and then someone would deal.  If you knew he was a hot merchant you would say, 'That's a wrong 'un' and you'd alter your price drastically.  You might say, 'Oh that's alright,' and wouldn't alter your price, or even call it lower or better, but you wouldn't worry, but you just carried on dealing and it went on all day long.  

BA: Did you stop at some point for lunch?

TA: Yes, well I used to go out for about half an hour. 

BA: And what would you have for lunch?

TA: I used to go up to my office and have a sandwich there because there was too much pushing and shoving in these bars and places.  

BA: And what did you do when you had finished dealing on the floor of the House?

TA: Went up to the office and worked out your profit and loss and your amount you were a bull of and the amount you were a bear of.

BA: Were they fairly long days?

TA: No, I'd say we started about half past nine, quarter past nine and finished at - the House closed at four - you'd pack up at five, quarter past five.  

BA: And would you have any contact with brokers after hours - would they come and visit the office, would they ring by phone, no contact at all?

TA: No, just ring up.

BA: And did you have any contact with journalists, either as you were leaving the House...?

TA: Oh, yes the journalists would come on and ask what was doing, why so and so were better and what the closing price is and were there any rumours about this.  They used to ring up in the evening every night. 

BA: Were the journalists a source of information for you or was generally the traffic the other way round; they depended on you?    

TA: The other way round, yes, very much the other way round - they asked us.  That's why nowadays the market reports are basically market makers reports.

BA: What I want to do now is to ask you about particular events in Stock Exchange history from the post-War period, just to see if you have any particular memories you associate with those times - and if you don't don't worry.

TA: Yes, well I can remember one thing very vividly.  I remember it was in the Kaffir market, it must have been 1953, we were dealing away there and all of sudden someone came in and said, 'The King's dead.' And you could have heard a pin - all of a sudden, right the way through the Stock Exchange you could have heard a pin drop.  All dealing [stopped], all of a sudden it was dead quiet not a whisper.  You could have heard a pin drop, just carried by word of mouth.  It was about ten o'clock in the morning I think, someone came [in] 'The King's died'. It was George VI.  It struck me as being absolutely extraordinary, everybody stopped dealing.  

BA: Did they stop dealing for the whole day?

TA: No, no, a little while and then dealing started quietly again, but for quite a few minutes there was not a whisper.

BA: You said, earlier on, that you had a few reservations about going back into the Stock Exchange after the war because there was a Labour Government in office.  Did the nationalizations affect the Stock Exchange or affect firms? Did you have firms which suddenly lost their business overnight?

TA: No, no I think basically they made money.  They made money out of nationalization.   

BA: In what way?

TA: Well the people were selling their steel or that sort of thing, that was the biggest one I remember.  It was very big business.  

BA: So the jobbers made money?

TA: Yes, steel shares in particular I think [because of] the prices [for which] they took them over.  They gave gilts for them.  

BA: Did the first big devaluation - and I think it must have been around 1949?

TA: Oh, yes there was quite a lot of business after that, very big business.  

BA: Again, do you have any particular memories associated with that time?

TA: Yes, well they closed the Stock Exchange and everybody dealt out on the street.  

BA: Did that make dealing difficult or you just simply got on with it?

TA: No, got on with it.  Certain people in certain markets just grouped here and others grouped somewhere else.  No traffic could get through in Throgmorton Street.  

BA: Were there other occasions when you found yourself dealing on the street?

TA: There used to be in the old days there was a street market every night in Shorters Court in American Stocks; and, just after the War, you used to send your book up at four o'clock - or whenever you packed up in the House - and then you had a little street market in Kaffir shares, until then there was nothing doing you drifted to your office.

BA: Do you have any particular memories of that occasion when you were dealing on the street in 1949 after devaluation.  What effect did it have on the values of stocks?

TA: Well the value of stocks went up, fixed went down, particularly there was a boom in gold shares, because the price of gold jumped pro rata the devaluation of the pound.

BA: So in fact you found it quite a lucrative decision?

TA: Oh, yes, very much so.

BA: How was the market doing generally after the War?

TA: What immediately after the War?

BA: Well during the late 40s.

TA: Not much business.  It was hard.  You could get a living that was about all.  It wasn't easy.  

BA: I believe it was around 1953 when there was the first post War Stock Exchange boom, and rationing was ended and various restrictions were removed.

TA: Yes, the business started about that time, when Clore and Wolfson started taking over stocks.  They were the first people to spot the undervaluation, particularly of property.  And there was a big business done in property shares - Land Securities stood at pence.  Stock conversion, I think, was the shell that Land Securities started from, and they stood virtually at coppers; now capitalised at billions.

BA: Do you have any experiences that you associate with that first post-War boom as a dealer?

TA: Yes, it was very pleasant there was good business we were probably working until late in the office.  Of course in those days staff would always stay late to get up to date.  They got some over time and they wanted the money. 

BA: And what about the devaluation again in 1957? BA has confused the 1967 devaluation with the first 7 per cent bankrate in 1957.

TA: That wasn't so good.  That was the Callaghan one, wasn't it?

BA: Yes.

TA: That wasn't so good.  That was expected.  

BA: Yes '57 it was.  The pound was devalued from 2.80  to 2.40 - it was a conservative government. 

TA: That was a much tamer affair.

BA: Again, do you have any particular memories of the day that that occurred. 

TA: Well, everybody seemed to know it was going to happen before it happened.  If I remember right it was a bit of a damp squib.

BA: Why was that?


TA: Well, they should have done it before, you see.  They umed and ahed about it and didn't do it.  

BA: Now getting on towards the end of that decade you have some of the first of the big takeover battles.  The struggle over British Aluminium.

TA: Oh, yes Panmure Gordon, I think, were the operators in British Aluminium, I remember that.  Of course, there was none of this five per cent, ten per cent, fifteen per cent etc, you just went in.  What you did, you went in, bought the stock until you got sufficient and then made your bid.  

BA: Now were you as jobbers, again involved in any of these takeover struggles?

TA: The one I most remember vividly was when General Electric took over AEI.  And I was in the minority and backed General Electric. But the establishment, the blue bloods, backed AEI, I backed General.  Hill Samuel were acting for Weinstock and I used to go and see them in the evening and tell them what was going on and Greenwell were acting for AEI.  They sent people out in the country, wooing everybody not to accept General's bid and all that sort of lark and General won.

BA: You say you backed the wrong side...?

TA: No, I was in a minority but I backed the right side.

BA: How did that happen?  Did you simply make a calculation?

TA: I thought that General Electric was a fair bid to everybody and I thought AEI was a bit of a stodgy company - Lord Chandos was I believe then the Chairman.  And it was a very blue-blooded sort of affair, whereas Weinstock was young and aggressive and forward looking.

BA: And what was your role as a jobber during a takeover like this?

TA: Well, people came along and said, 'What do you do?' And you'd say, 'Back Weinstock.'  And they'd come along all day long - 'What do you think?' 'I'd put your money on Weinstock.'  You were obviously dealing and buying stock and if you've got any stock to offer you offered it to the Weinstock camp and not the other camp. As you bought stock you offered it over to Weinstock.  

BA: Did you have cases - now thinking of takeovers in general terms again - where jobbers would be working too closely with brokers?

TA: I think there were cases, yes.

BA: Again, without necessarily mentioning particular names, how did that work?  Would the broker contact the jobber and let him in on what was going on and they'd co-ordinate things?

TA: Yes.

BA: Was that a frequent occurrence or an infrequent occurrence?

TA: I think it happened quite a lot - it's the bigger people that did it of course.  

BA: Now you said at some point you began to feel that capital was a problem, or at least your partner was thinking of retirement.

TA: A very big problem.

BA: When did you first begin to feel that that was the case?

TA: Well, obviously with the institutions being the major shareholders you had to be prepared to deal in much bigger amounts.  In dealing in bigger amounts you had to have a bigger and bigger capital.  I forget what our capital was in those days. We could always raise money in various ways in addition to our own money.  But it looked to me as though in order to be a real force in the market you had to have a fairly large capital.  

BA: And about when was this the case?

TA: I'd say about 1960.  '60 to '65.  But some people did very well out of it.  Esmond Durlacher said he wanted young men under 25 or 28 - some age like that - who could put up £20,000 and he'd make them partners because when he went and his generation went he wanted younger people to have some capital in order to carry on the firm.  Well I know of three young chaps who had wealthy fathers, they weren't particularly bright jobbers and they put £20,000 in, I suppose it must be about '58 some time like that and they all became partners.  And as a result of that when they sold out to Barclays Bank they took out millions.  

BA: That was a shrewd investment.

TA: Well, let me put it this way.  Napoleon said he didn't want clever generals he wanted lucky generals.

BA: Now when was it that you began to seriously think about shutting down Donnison & Co.?

TA: I thought about it when it was obvious to me that one either had to merge with somebody, which I wasn't keen on, or increase the capital.  And when the joint partner - Bertram Parker (he's been retired now 20 years or so) said he wanted to retire, I said, 'Well, I'm not going to carry on alone'. 

BA: But you felt you wanted to continue on the floor of the House, jobbing?

TA: Yes.  So I went for a while with Sambourne but if you've been your own governor it's very difficult to knuckle under under a new regime.

BA: When was that - when did you go in with Sambourne?

TA: I think it must have been 1965 somewhere around that area.

BA: And how did you go about managing that - was it through personal contacts?  

TA: I believe they were in the same boat.  They took me in because I put capital in.

BA: Did you take your books with you also?

TA: No.  When I got there I found I was given all the duff ones, I think.  

BA: Which were they? 

TA: Well what it was, they were all companies where there were five dealers in the stock and it was very small capital so you had very little chance of making any money, whereas the most profitable book was the food book where there were only three jobbers and there was very large capitals.  AB Foods and things like that.

BA: What kind of capital had you required to run a book with Donnison & Co, just before you'd shut the firm down?

TA: £200,000

BA: For each book?

TA: No, for the whole lot.

BA: What about for an individual book?

TA: £50,000.  It depends on the amount of business. But I think £200,000 to £250,000 capital.  Of course we had quite good arrangements with the bank.

BA: What kind of arrangements?

TA: We could borrow stock on a collateral basis.  We could borrow up to about a million, I think it was.

BA: What was your book when you moved over to Sambourne? What market was it?  

TA: Electric shares.

BA: And what kind of capital did you then have to...?

TA: Well on that book we varied.  If it had been a falling market you didn't want any capital at all.  If you had had a big takeover where you had switch positions you wanted a quarter of a million, half a million.  

BA: And was it fairly easy to increase the amount of capital that you required for a book?  Was it something you discussed with your partners?

TA: Oh, yes.

BA: And how did you find melding in with the existing partnership in Sambourne, was it a difficult experience?

TA: It was quite friendly and all the rest of it but [for example] I had a very big position in something which I made quite a lot of money on and they said, 'Oh, we don't want this.'  I remember it was very interesting, I was dealing in a stock called National Carbonisation, and they took over a stock called Barrow Barnsley. And I was doing a big switch position: I was buying National Carbonization and selling Barrow Barnsley - buying Barrow Barnsley rather and selling Nat Carb against it - making a certain profit, assuming the deal went through.  I realised it was getting a bit big so I hit on a bright idea and I went over to Durlacher that had greater capital facilities than myself and suggested we go joint.  So they said, 'Yes, we'll do that,' because they dealt in Barrow Barnsley, you see, and I dealt in Nat Carb.  So they agreed to finance it.  Well, anyhow I went on and did enormous business. I went up to the office one day and [they were] all sitting round and I said, 'Hello, they're after something.'  So they said to me, 'You mustn't do any more National Carbonisation.'  I said, 'What's the trouble?'  They said, 'Well what happens if the deal doesn't go through?'  I said, 'You lose a lot of money.'  So they said, 'Well, it's a bit dangerous then.'  'Oh, no,' I said, 'not dangerous at all.'  They said, 'Why not?'  I said, 'Well the position we've got now joint with Durlacher, we've got over 51 per cent of National Carbonization Should be Barrow Barnsley - T.A. -' and I said, 'We're not going to vote for the thing not to go through!'

BA: Were there any other similar cases like that?

TA: No, I got a bit browned off because one chap was making a lot of money and I was doing very badly, or not making much - making a few bob, keeping my head above water - but every stock I had were ones that had been there for years and couldn't make it a profit on them.  They gave me all these stocks.

BA: How would you contrast Sambourne, as a firm, with Donnison?

TA: I would say, about level - nothing in it.  Probably they were more conservative or less speculative than myself as a whole and they had a good business in foods and South African industrials that really kept them going.  But the senior partners were a bit unimaginative.  

BA: Was it an old partnership?

TA: Yes, they were getting on a bit.  The firms that had old partners and wanted to hang on to what money they got in that period were all on the way out.

BA: Did you sense that the Stock Exchange was changing?

TA: Oh, yes, very much so. 

BA: And in what ways, in what ways did you sense it and in what ways was it changing?

TA: Well, it was changing into bigger units for a start and it was obvious the market was going to be dominated by institutional business as opposed to public business.  If an institution comes along and there's a big seller around of quarter of a million this or quarter of a million that, the fact that people know about it (as I've told you in the City it's so close) induces other sellers.  So if you take a quarter of a million shares, you've got to take another quarter of a million as well.  If you're not prepared to take the second quarter of a million you don't take the first.  So you've got to have a very large capital.

BA: And so Sambourne began to experience similar problems to the ones that you'd experienced.  

TA: Basically, yes.  Same problems.

BA: So how did the firm manage?

TA: Well eventually, Sambourne - they [ie. the partners] wanted to get their money out so they packed up and most of them went to Smith New Court. 

BA: And about when did that happen?

TA: About a year after I left them.

BA: Which was?

TA: '68 I'd say, '68/'69.

BA: And you said that you then went into broking?

TA: Yes.

BA: Did you find it difficult to make a decision to, in a sense, come full circle and return to the broking side of single capacity?

TA: No, I used to deal basically on my own account as far as I was concerned and I had a few accounts that I looked after but it was a much more relaxed business altogether.  You see, I never took on any business that I couldn't finance myself. [I did] non-institutional business and all that sort of lark.  So I didn't have any worries.

BA: Did you feel your long experience as a jobber helped you now as a broker?

TA: Very much so.

BA: In what ways?

TA: Well, I knew the market; I've got young blokes around me and they're dealing and they ask and I can tell almost immediately by the way they act and behave what their position is or what they want to do.  I'm not always right but usually.  They say they're 80 to 5 all round the market.  There's six people and I say, 'Go and ask so and so, ask so and so.' And I say, 'They're sellers, bid them 83 - you'll get them.' Whereas they've gone and dealt at 85.

BA: One final event in the life of the Stock Exchange I want to ask you about is the move from the Old House to the New House.  Do you think that was a significant event in the history of the Stock Exchange?

TA: Yes, that meant basically that was the end of the lot of the etiquette high standards.  I didn't realise at the time...
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TA: Yes, I think that when the House changed, looking back that was the start of the big change in the City.

BA: Did the atmosphere of trading on the floor change with the new building, or was it still more or less the same?

TA: It was more or less the same but it was slightly more clinical.  If you understand what I mean by that.  It was slightly more clinical.  Because when I first went there, as far as jobbers were concerned - advertising - you weren't even allowed to put your name up on the pitch where you stood.  And of course nobody had badges so you had to know everybody who you dealt with and had contact with, and many a time when I first went in there, Baily would deal with a broker and he'd book it and then he went like that...

BA: So he'd point sideways...

TA: He'd point, you know, to follow the chap he dealt with and I would have to follow this chap round the Stock Exchange, because it was considered an insult when you dealt with anybody to ask who their firm was, because they knew you and you were supposed to know them.  So if you didn't know their name you had to send somebody round like myself, a junior, who'd follow them and find out who they were.  So you'd stop somebody, a shunter or somebody you knew, 'Do you know who he is?' 'No, don't know, never seen him before.'  Eventually you'd follow him round, you'd go into the telephone boxes, go there and give the number and then you'd ask, 'Do you know that chap' 'Oh, yes, he's John Prust'.  Then you'd run back, 'Oh, John Prust.' 'Oh, good'.  But it was considered an insult to ask who you dealt with.  So nobody had any badges, you had to run round and find out who he was. If you didn't you were in trouble - 'Why didn't you do the job properly?'  

BA: Are there any things like that of the old Stock Exchange that you remember that gradually passed away?

TA: Well, all sorts of things, I mean, in the old Stock Exchange anybody running, [was] caught up: 'I'll have you upstairs,' they used to say.  They never did it but they always threatened to take you upstairs. You had the members cloakroom, washroom, and if you wanted to get hold of somebody quick, you daren't go in there, you daren't go in there.  If you were wearing a blue button, you daren't walk in there but while you had to wait, you might see some young chap [you knew] who was a member, 'Ask Baily over there, he's wanted immediately, I'm waiting here,' and they'd do it.  All things like that disappeared.

BA: I want to ask you now some general questions about jobbing.  What would you say it took to be a successful jobber?

TA: How long would it take... I would say if you were bright, a minimum of four years.  

BA: And what were the qualities that you required?

TA: I would say an agile brain, ability to change.  You had to be very - what's the word, not elastic - you had to be able to change your mind very, very quickly.  I can remember when I was in my prime I suppose, I used to be able to change a price by just looking at the man and some sort of instinct, when you thought the market wasn't there - you were going to say, '3 6,' - you'd alter your price to a penny ha'penny, 4 pence ha'penny in less than a split second.  You could only do that with experience and you had to be observant.  If the market's falling, a chap runs over in a hurry, he's usually a seller - all sorts of what I call attention to detail and being quick.  You had to be very, very [quick] - you didn't have to be an intellectual - you had to have what I call a quick-thinking brain. The only comparison is a bookmaker.  The jobbing system and bookmaking are very, very similar.  There's very little difference.  Bidding for stock and you're a seller is just like a bookmaker making a false favourite and making it look as though the money's going on it, it's a false favourite and people follow the money and back it and it's a wrong 'un.

BA: Just incidentally were there jobbers interested in horseracing?

TA: Oh, yes.  Before the War they used to have a board up and the tape used to come through and there were six bookmakers there - members of the Stock Exchange all running books on horseracing.  One of the big talking points when I first arrived in the House was that two members had been expelled, and it was connected with horse racing.  Of course the waiters used to come along and take their time and put up the results, there was a sort of pin sticking out on a green baize board and the result of the race.  Well, they got there from miles over the other side of the House and the board was late. Then somebody used to get the result from Ladbrokes which was just over the road and one chap was standing by a bookmaker, and they had a signal, whatever it was, 5, 3 and they'd back that horse.  They put in a few losers but as they consistently won, on balance, all the time, they were very carefully watched [by the bookmakers] and they were found out and they were both expelled from the Stock Exchange.  That was one of the first things I remember discussing.  Then of course there was another time when Wilkins - Dick Wilkins was head of Wedd Durlacher - was very friendly with the Queen Mother and did a lot you know over the sticks - horses - one occasion they brought a donkey into the House.  They said Dick Wilkins had got a new jumper and brought this donkey into the House.

BA: You've mentioned some of the qualities that you thought a successful jobber required.  Were there unsuccessful jobbers?

TA: Yes, quite a few.

BA: And what would you say were the reasons for that? What made an unsuccessful jobber?

TA: Well, I would say, basically, in letting the broker make their book.

BA: Can you explain that.

TA: Well a bloke will come along and sell them stock, and of course if a broker sold them stock, they'd think, 'I'm a bull of the stock it must go up,' instead of thinking the reverse that, 'This chap is rather nosey, I should be short, not a bull.'  It was being not sharp enought to spot bad bargains.  Any fool can deal, it's making a profit that is the clever bit.  

BA: Can you think of any particular unsuccessful jobbers, again, without mentioning names?

TA: Well, there's one chap in the Kaffir market; there was a stock called Strathmore and he was very smart sort of chap and we called him Lord Strathmore and he used to go into the market, 'Buy this, do that, I've always made a profit.' In the end he lost a lot of money and people asked him to leave.  You know he was forceably ejected or the firm said 'Pack it up.'  There have been lots of failures; as I say, a successful jobber, would be in my opinion a very successful course bookmaker.  

BA: You mentioned brokers there and not allowing the brokers to make your book.  How would you have characterised your relations with the brokers as a jobber? Were they amicable?

TA: Oh, yes, but the first thing I always said, is know your customers.  There's a chap now with our firm, he used to be a broker and every time I dealt with him, I lost money so whenever he came to me I was always very cautious.  If he said he wanted to sell 5,000. I'd say, 1,000.' I knew he was hot.  'Oh, don't talk about me, you were no good.' I said, 'Yes, but I survived and made money.  People you went and dealt with they had to pack up.' You see in other words, many of the jobbers who were good for the brokers were bad for their firms.  A lot of them, very good for the brokers - they could always go and deal with them.  But they were bad for their firms because they lost money for their firms.

BA: Would you say jobbing was a risky business?

TA: I would say it's extremely risky.  

BA: Can you recall situations where you felt yourself in a vulnerable position as a jobber, either dealing situations?

TA: I was a bear of Plessey and a bull of Australia - a big electric firm in Australia.  I had a very big switch position, and then you know what the Australian market [is like] - big complications on the getting the stock out of Australia and this that and the other, and the deal might fall through and there's a big loss.  But it all came right in the end - that was on one occasion.  Another occasion, I had a big book in Ford Motors before they were taken over by the Americans.  And something happened in New York.  They dropped a pound and I had a very big position.  I said, 'Oh, God knows whats going to happened here, they're worth about œ4 if there is no deal'.  Anyhow that was a false scare for America and that went [through].  So I was never worried because I always thought it would go through because I knew they had a certain percentage and all the rest of it. The firm (it was Donnison) got the wind up.  I said, 'Look not only will you get your money for the takeover, we'll get another extra half a crown for the dividend.'  And that happened.  But that looked a bit shaky at the time.  One firm was a big bear - Sidney King who used to be with Smith Brothers - started on his own, he was a big bear and I think it nearly broke him.  

BA: What would you say were the strengths of the jobbing system?

TA: The strength of the jobbing system was that you could always deal.  The system meant that the broker, his views and ideas of dealing, were entirely separate from the jobbers - the jobbers were completely independent with their own ideas as well, which makes a market.  And the jobbers, also, when there was a market, served a purpose in that they informed people basically what was going.  Well, now all you've got is a price on the screen - nothing else.  You see the prices going up now in the market, or down, and you don't know why.  Supposing like yesterday, the market was down 28 point, you [would] go to the jobber and say, 'The market's flat, what's going on?'  He'd say, 'Well, look there's my book, I haven't dealt.  And I think there was very, very little business yesterday'.  Well now all you see is the screen.  You could always go and find out what was going on in a stock.  And they'd normally tell you. In other words the market makers were a source of information, now they are only a source of price.

BA: Moving to one final area of questions, are there any particular personalities or people that stand out in your memory as a jobber, from your experiences on the floor of the House?  Who were the characters of the Stock Exchange?

TA: There were all sorts of characters.  There was Blenner-Hassett, I remember just when I went in there a chap named Blenner-Hassett. [When] the yo-yos started up, the advert said 'Look everybody was buying these yo-yos - even Mr Blenner-Hassett is using one.' Which is an unusual name, so he sued them and he got £20,000 out of them.  That was the sort of typical character.  There was Max Karo.  He was a character.  He ran these cadets and on the First of May he always used to come into the House wearing a straw hat.  The first man that got hold of him, grapped it and chucked it up into the air and the straw hat was destroyed.  And they had nicknames.  I mean there was one terriby ugly man - Shaw of Shaw Loebl and he used to be immaculately dressed - white spats - so they called him the White Venus.  There were so many people who had [nicknames]; one chap there looked like a fish - he was called 'The Fish', another chap looked like a clown - they called him 'Beppo'.  There were a number of nicknames in there.  There was another chap, a thick chested chap, they called him 'The Lion-tamer'  Another chap that was very, very short, they called him 'The top half of a guardsman'.  There was another fellow named George Kay - a big fat chap he was.  And he stood as a Labour councillor in Hampstead.  Well, of course, the Stock Exchange being a place of exaggeration, he wasn't a Labour candidate he was a Communist candidate so he was known as a Communist.  So when there was nothing doing, they'd all get round him and sing the 'Volga Boatman' to him.  I say, there were so many, I can't really remember a lot of them.  One chap with a very long nose, Van Prague, was called 'The Anteater'.  Thinking back, everybody there that had some peculiarity had a nickname. 

BA: Was it a place where stories flew about - rumours? 

TA: Where did the stories start?

BA: No, was it a place, the Stock Exchange where stories flew about?

TA: Well, it was known before the War, as a market place for dirty jokes; any jokes, they were all supposed to have originated in the Stock Exchange.  Then you had a lot of famous athletes there.  You had G T S Stevens, captained England once, McBride, captain of Somerset, H J Enthoven played for Middlesex.  At one time Cyril Tolly was there - amateur golf champion before my time.  You had people who played for the Arsenal.  In every sport they were represented.  Oh, there was another character - De Zola.  He died recently. He was a very, very ugly man; they said no woman in the same room with him was safe.  He was a very wealthy man, he was related to the Ellermans by marriage and he used to be overdressed.  Morning coat, waist coat and all that sort of stuff and he used to travel round in the tube.  He used to go hunting with the Surrey Union and in the tube there he was with top hat and pink hunting coat and hunting shoes - De Zola.  He was quite a well known character there.  

BA: Were there any outstanding jobbers in your experience.  

TA: Yes, there were some outstanding jobbers.  I think Berger before the War, was an outstanding jobber, he was in the Rio Tinto market, brilliant fellow.  He was an Hungarian Jew.  

BA: What made him outstanding?

TA: He'd get up in the market and say, 'A half bid Rio, half bid Rio, alright you don't want to deal, sell them at a quarter then.'  He got them all guessing, nobody knew what he was up to.  And he made a lot of money which was of course the outstanding thing.  You had one very good jobber there with Lemon.  I've forgotten his name name he got killed in the War, he was only a young man.  There have been some very good jobbers there, very good.  They had a real flair for it, better than I was.  It's difficult to pick them out but they always survived, they always made money - consistently.

BA: As a final question, would it be possible for you to go back now to the pre-War Stock Exchange and paint me a picture as it were of what it was like to stand in a particular part, perhaps by your stand on the floor of the Stock Exchange and describe what you saw, what you would have seen standing there, what the atmosphere was like?

TA: Well, you all stood up for a start.  You were all standing there just like a crowd of people, almost shoulder to shoulder in the markets and they'd all be standing there watching what they were all doing, and then you'd see a broker go in and ask somebody a price, and then he'd come out and then you'd see somebody else.  When you saw a lot of brokers asking prices, you knew there was a lot of business.  When there were no brokers, you knew there was no business; when there was one broker someone was trying to deal there.  They were all round in groups, all round in groups - West African market, South African market, the Rhodesian market, the Australian market, the rubber market, the shipping market. The property market, was very small there, nothing before the War.  The textile market was round there, the gilt-edged market over there.  They were all just standing around there waiting for someone to speak to them.  Whoever you wanted to know or wanted to deal with or wanted to get a price, just walked out - asked a price and walked away.  

BA: Was it noisy.

TA: Sometimes, yes.  The American market was a very big market.  There was always, used to wait at three o'clock and a lot of hollowing and shouting would start.  With Anaconda first because it began with A.  That was the first one at about a minute past three, someone would start.  You knew then what the market would be like if they bid or offered Anaconda.  Then they would start off with hydros or stocks of Tracky and then they would all start shouting and bawling around.  

BA: Had you been happy as a jobber?

TA: Yes, one was happy and one had very good times, and one had very trying times.  It wasn't all roses all the time - far from it.  You had really bad times, very depressing.  You'd go there sometimes and do very little business and have a bad book which you couldn't undo.  But when you were busy you got a lot of satisfaction out of it at the end of the day when you added up the profit.  But when you were doing nothing or haven't done anything that day, the stock you were a bull of had gone down, so you had to write them down.  So you hadn't done any business and you had lost money on paper.  

BA: Did you have any children that stayed in the City?

TA: No, I've got two sons and a daughter - my daughter's at the Institute of Medical Research, she's a Doctor of Biochemistry and works there.  And the two boys, one's got a fitted kitchen and bathroom business that he runs himself.  The other one's in antiques and that sort of thing.  I never entertained the idea of bringing them into the City because it's too cyclical a business.  I mean look at all these people who two years ago were on £100,000 a year - £50,000, £75,000, they're all looking for a job now.  I think there's nothing worse in life to have a good job and then come down to nothing at all.  To have to reduce your standards of living, I don't think can be very nice. 

BA: Would you have chosen a different career had you had the opportunity?

TA: I think I would have liked possibly, with complete hindsight, after the War to have gone into property.  I think I would have made more money than I've made in this business.  I think that that's where the big money's been made since the war without any doubt at all.  And of course before the War Lloyds was looked on as a poorer brother in the City, now I think it's the Stock Exchange that's the poorer brother to Lloyds.  I think a young man twenty or thirty years ago would have been far better going into insurance than into the Stock Exchange.

BA: Well I think we'll finish there.
  


