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BA: Where and when you were born?

TL: I was born on January 19th, 1928, in London.  My father was Harold Lewis and my mother was Thistle Lewis - they're both dead.

BA: What did your parents do?

TL: My mother did nothing except row with my father, and my father was an insurance broker, until he left my mother, and then he became all sorts of things.  He ran off with his partner's wife, which didn't help.

BA: Did you know any of your grandparents?

TL: Yes, I knew my grandfather and my grandmother on my father's side, and I knew my grandmother on my mother's side.

BA: Did any of your grandparents work in the City also?

TL: No.  My grandfather on my father's side was an interesting character - he was a Polish immigrant Jew who came over here and started the world's first multiple tailoring business, before Burtons - and went bust.  When I knew him as a kid, my father was supporting him - he was a bankrupt.  Lovely old man, smashing old man.  

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

TL: Influence in what way?

BA: Well, either as an example to you or had they influenced you in the direction in which you took your life or your attitudes?

TL: My father did, I think - not my mother, no.  My father liked to play the Stock Market.  He knew very little about it but he liked to play the stock market.  That wasn't the reason I went into the City.  I was cut out to be an insurance broker - my father had a big business.   He was a senior partner of quite a successful company in the West End which was taken over by one of the majors later on - I forget which one - and I was scheduled to go down as a partner when I was 21 in the insurance broking business. But he made a small error by running off with the wife of one of his partners - which was a big case at the time, it was all over the Daily Mirror and God knows what.  He was sued for a very rare thing - he was sued for alienation of affection which was a very old law and he lost.  And he had to pay œ10,000 damages to his partner.  Well, in 1950, that was a hell of a lot of bloody money.  No, it was earlier than that - it was at the end of the War, before I came into the City.  It was a fortune.  He was quite a comfortable man and it did actually put paid to my chances of a career in the insurance broking business.  My uncle at that time, Charlie Smith - uncle by marriage - was the senior partner, with his brother - they were the original Smiths.  I'd never met him and I suppose as my father felt he had to do something about me, as he'd buggered up my chances of becoming a partner in his business, so he took me to see Charlie.   He was a nice old man - I'd never met him before - and he [i.e. Lewis's father] said, 'Would you give Tony a job?' He said, 'Yes'.  And he must have thought, 'Well, what the hell do I want this pimply faced, rather scraggy-looking guy in the company for?'  So he opened an advertisement in the Financial Times - 'Office Boy wants job' type of advert.  And he got so many answers - he was a funny old chap - he thought if everybody wants him, I'd better keep him -  because everyone was in the army, there weren't any kids in the City.  I couldn't go in the army because I only had one lung - I had a lung out when I was young.  So I wasn't medically fit and the War was coming to an end so I missed my conscription, I didn't have to go.  There weren't any youngsters in the City, there were no office boys in the City in those days.  So that's how I stayed with the firm and he ran the firm during the War years and just after the War.  He died, actually, a short time after I joined the firm and his brother Morris, who is not related to me because he was his brother, came back;  and he was a tough nut.  I very nearly lost my job when he came in because he wanted to put his nephew in.  The firm was very tiny.  There were only about six people literally in the firm when I joined it and there wasn't any room for more than one boy.  But fortunately I didn't.  In fact his nephew lost his job instead, and I just stayed.

BA: Let's go back just a little bit. What had been the attitude to money or the Stock Exchange in your family?  

TL: Well my mother had no money attitude at all, she was a silly woman.  I didn't have a lot of respect for my mother, because she was basically not very bright.  My father was a financially orientated man - he was quite well off actually in those days, by those standards, not by today's standards, maybe, but he was then - he'd been a successful businessman.  I was very ambitious.  I remember as a kid I was very ambitious to make money, one way or the other.  I didn't know in what way.  I'd never heard of the Stock Exchange until that came along, I had no knowledge at all of it.

BA: Where did they send you to school?

TL: During the war, I suppose you could say I was evacuated almost, up to the North of England - to Lincolnshire - and then I came back and I went to Hendon Co-educational School which is in Hendon le Bell.   I did pretty well at school and found school work quite easy.  I wanted to go on to University on the Physics side, I was interested in Maths and Mathematics and Physics.  When it came to do my - in those days they had matriculation, they didn't have 'O' Levels and 'A' Levels, they had a matric and then a higher - I was top mark at school in the exams but I only got a Credit in Physics, instead of a Distinction.  The Headmaster wanted me to go to Oxford or Cambridge, on the Arts side and I thought to myself, 'Well, that's not really for me - what am I going to be after that?'  So I left school then, I decided against the University career because I really wanted to go and make money, one way or the other, and I had no idea how.  When I got the job in the City - in those days you had blue buttons and things I'm sure other people have told you that - and my greatest ambition was to be a blue button, to get into the market - I'd no idea what it was all about.  When I got my blue button, it was the only one the firm had, because it was so tiny.  It was just incredible.  I just fell in love with it the first day.  I thought, 'This is the place for me, I will spend my life here,' just marvellous.  

BA: Had you thought about any alternatives?

TL: No, never have, either before or since, never.

BA: What about when you were just coming to the end of school, were you assuming then that you would go into your father's business?

TL: Yes.

BA: Well, how would you describe Smith Brothers at the time you joined it?  You've already said that it was a small firm.

TL: You see, it was a small partnership before the War and of course all the young partners were called up and under the law in those days if you went into the army your firm was bound to offer you the job back when you came back. So after I'd been in the firm, I don't know, it was probably less than a year, I can't remember, the old partners started to trickle back after the War. And of course they all came back - I'd never met them before - and they were then about 7 or 8 partners then.  The office staff was very small - it was about half a dozen in the back office, and I was the boy.  And I went and asked one of the senior partners, I think I asked Morris, if I could have a blue button.  The firm didn't have one and so they made me a blue button. And that was the beginning of my life in the City, really, because as soon as I got to the stock market I thought, 'This is absolutely fantastic, buying and selling is for me.'  I just lapped it up.

BA: Was there anything else that made you feel that that was the career for you?

TL: No, not really, I just loved buying and selling, it just seemed to me to be a great thing to do.  I wasn't concerned about earnings.  I remember when I first joined the firm, there was an office strike for more money.  One of the clerks came to me and said, 'Will you sign?' and everything else, and I said, 'No'.  I was only a kid, I thought, 'No, that's not the way to get on.  It's not the way to get on.'  And I wouldn't sign.  They all lost their jobs, everyone.  The senior partner turned round and said, 'If you want more money, get out', and employed six more clerks.  I kept my job.  I wasn't interested in what I earned at all, it didn't bother me.  I started at 30 shillings a week and that was roughly what I earned in those days, for quite a long time.  But I just loved doing it.  

BA: Can you remember some of your early impressions of going into the Stock Exchange?

TL: Well, it was very difficult to understand it at first, when you first went in; it was very confusing if you've never been in a market before. It was a totally new thing to me and it took me a couple of months to get the feel of what was actually happening; because I wasn't trading, I was a blue button, I wasn't allowed to trade.  You had to, in those days, be a blue button for four years before you were allowed to deal and you had to be 21 years old.  The blue button in those days in the Stock Exchange was just about the lowest of the low, he was treated as a slave really but he was expected to learn the business, which is what I did.  It was a pretty rough life, very badly paid and you were treated like dirt by everybody; but if you were any good you learned how to deal, you learnt the techniques of dealing by watching the guy you were working for.  I was posted in various markets working for different partners. Basically I started in the gold market - that's where I spent most of my life; I was in the gold share market.

BA: What were the other markets your firm was dealing in at the time?

TL: We had a partner come back from the War who was a very clever trader, very unpleasant man.  He is dead now unfortunately, Sidney King; who eventually left us and went on his own.  He was a very difficult partner but he was a very fine trader.  He started the actual market in retail stores after the war.  He was easily the biggest trader in the market in retail stores, like Marks and Spencers, Gussey and Woolworths and all those sort of stocks.   Then we had our gold book: we had two partners who came back from the War and started a gold share trading book, which is where I was attached to.  Then we had a general industrial book that was things like Chemical, ICI, those sort of stocks; two or three partners in general industrials and that was about it; we were very small.  There were a lot of jobbers in those days - must have been two hundred I should think - some of them one man firms.  It's interesting; the gold market became very active shortly after I joined it, because the pound was devalued in 1949 and that was actually the year in which I was made a dealer.  I was a young, what they called an authorised clerk; I wasn't even a member, couldn't be; I was authorised to deal. And very shortly after that the pound was devalued and the gold market went absolutely berserk; we were trading out in the street until all hours of the night and it was very exciting. That was my first experience of dealing really on the firm's account and I actually made quite a lot of money that year.  Once I became a dealer I was put on a percentage of the profits of the book and I think my first year I made £2,500 for myself - which in those days was an absolute fortune - as my share and the next year I didn't make a penny, not a penny.  Gold book made nothing the next year and I didn't have an income, literally didn't earn any money.  I was double taxed, except for what I spent and everything else, I was in dead hock at the end of the second year, no money at all; and eventually the whole thing was renegotiated and I was put onto a share of the whole partnership books, [a] small share of profits.  

BA: How did you make ends meet?

TL: No idea.  I think I owed money in the firm;  I had a debit balance in the firm, from memory.  I think I owed £2,000 or £3,000 in the firm.

BA: Did you consider going out of the Stock Exchange and finding another job?

TL: No, never.  It never even came into my mind, I loved the job.  I wasn't actually very worried about it.  I had a funny feeling, which I always had I think, from being in the City and then with this particular firm, I always had a feeling that if it went well I'd do OK.  I never actually had any targets.  I don't think I ever once in my whole life in the City, in this company, ever asked for more money, not ever; never ever went to the bosses and said, 'I must have some money.'  It didn't occur to me I was very happy in the job.  

BA: Now, what type of business were you doing in the gold market during those late '40s, what were the bargains like - were they big bargains?

TL: Well, it's relative.  They wouldn't be big by today's standards, but then money's been devalued and everything's been devalued.  They were big by those standards.   But we were not a particularly big firm in the gold market, there were some giant firms by those days in the market.  We were very much a small firm in the gold market.  The difference, where we succeeded in the end - became the only firm in the gold market - was because we were better than the others.  We made money when they lost it.  All the major firms went out of business - Lazarus Brothers, Lemon Brothers, Law & Roos, all the firms that were much, much bigger than us when I joined the gold market - either because we were cleverer or luckier than anything else, we traded very profitably and they lost money.  They never spotted the one thing which we spotted a long time ago as a firm.  Trading in gold shares is a very peculiar market, because the one thing you should always be when you are trading in gold shares is short, you should never be long, because it’s a sort of market where when they become unsaleable, they're unsaleable, but you can always buy something when it's going up - there's always a price somebody will sell something at.  So although you may not make as much if you are short at least you don't get catastrophic losses when the market collapses - as the gold market does, regularly.  It's collapsed out of sight, and if you're stuck with stock you lose - that's what happens with all the major firms - they all got caught and we carried on and we always made money; and gradually the numbers of jobbers dropped out of the market and the gold share market became very specialised and we became the biggest player in it by far.  

BA: Were there any other distinctive features about the gold market; again, during the early part of your career; for example I've been told that the gold market was one in which the shops operated a lot?

TL: They did - there was no other market in the Stock Exchange like it.  It was the sort of market which was punctuated by periods of great inactivity and periods of great activity - it was never a constant market and of course the big mining shops did operate in the gold market in those days.  They still do now but its not quite the same.  But they used to run the market in a sense and we got ourselves very well organised with the brokers that used to operate for them and we got some very big business from the mining shops.  Insider dealing used to go on all the time there; it was part of the market.  If the big mining shops didn't know what was going on in the gold mines then nobody did.  I can remember some very funny occasions when you got orders from the shops, in those days, which, if you were intelligent, marked your card for you - you knew exactly what you were doing.   It was sometimes quite easy money, but the gold share market always had a tremendous air of excitement about it that the industrial market never had.  Industrial market was boring, in a comparatively...

BA: Can you remember any particular examples of cases when you thought something was going on?

TL: Oh, I remember one, a particular one, yes, where we had a very big order.  There was a great punter in the market.  He used to make a living in the gold market.  He was a broker actually, but he was a chap I looked up to enormously.  He taught me an enormous amount about trading, purely by watching the way he used to operate.  He's dead now.  He's a guy called Frank Bennett, a marvellous man.  He was a very tall man.  He had a bit of bad luck early on in his life because he was left the Burlington Arcade, so he wasn't exactly hard up for a few pounds.  He operated for one or two of the mining shops and he came to us once, I remember very clearly, and asked us a price.  He used to deal in a thing called Lorraine.  This Lorraine Company had options - Lorraine Options they used to call them - they were dealt separately.  I forget the price of them.  They were quite high, I think about 40 shillings, or 45 shillings or something like that and he said, 'I've got an order for you'; he said, 'I want to sell Lorraine Options.' And I remember the partner I was standing with, Sidney Davis, who became Chairman of the company eventually - he was a very good jobber - he said to him, 'Well, what sort of price do you want to sell them?'  He said, 'Just sell them.'  And Sidney Davis said, 'Well, I mean, do you want to take 30 shillings, 35?'  He said, 'Just sell them until I tell you to stop.'  Well, it was pretty clear and they went to nothing - they absolutely went to nothing.  We just stood there offering them openly and selling them - it was an extraordinary market.  Of course that was another thing about the gold share market which was exciting, [it] was an open outcry market.  You had to learn to bid an offer openly, which you didn't do anywhere else in the House.  That was fun.

BA: Can you elaborate on that a little bit?

TL: Well, for some reason, I don't know why; I think the practice grew up because ... when I first started to trade we used to trade out on the street, after hours. And of course you shout bids and offers.  It's actually quite a difficult thing to do when you're young, you first start off, your first time doing it; then you get so practised at it you learn to run the market, you manipulate the market by bidding and offering openly.  And it became the practice in the gold market.  It happened all the time.  It was all part of the excitement of it - going in and bidding and offering for stock, and sometimes you were bluffing and sometimes you weren't.  That was half the fun of the trading really.  You didn't go in and bid for stock when you had a buying order, you went in and bid for it because you wanted to get it better sometimes and get them up.  You know there was a lot of bluff and counter bluff.  It was a much more devious and subtle market than the equity markets were, which were much more straightforward.  

BA: Were there any characters in the market?

TL: Well, this Frank Bennett was one, but there were lots of funny people in that market.  Some of them were not very successful and they were very amusing.  You start to remember some of the old guys.  Some of the other jobbers were very amusing because they really didn't know what they were doing, half of them; you could tell that they really didn't know what they were doing, and the way they tried to get out of business and doing business with you.  

BA: Again, can you remember any examples of that?      

TL: I can remember the odd one but I don't whether the nuance would not be lost on you; it's such a parochial type of humour, I don't know whether it would mean anything.  But, you see, in the Stock Exchange, unlike the markets today, to the same extent, your word was your bond in those days, and if you made a price to somebody, you had to be on.  There was no question of saying, 'Oh, sorry that doesn't suit me,' or 'I don't want to deal,' or anything like that.  We genuinely had to make a two-way price in those days, not knowing whether the man was a buyer or seller.  He'd ask the size and you had to make a certain size by a convention and you had to be on whether it suited your book or not.  It very often didn't suit your book and then the skilful jobber was the one that was able to manipulate his books so that he got it right - by changing his price, or bidding and offering, or whatever.   Orders very rarely suited your book, but you had to be on.  There was one character there who was never on.  He eventually went bust.  He always used to make me laugh.  You'd go up to him and say, 'What are so and so - what are Writs, West Rand investment trusts?'  And he'd say, 'They're 3/16ths, 5/16s'  You'd say, 'Well, I'll buy 1,000.'  He'd say, 'No, no, no, I didn't know you were a buyer' and he turned his back on you.  All that sort of stuff used to go on.  There was one funny occasion once, yes.  You used to have a thing there in the market in those days where you used to have this what they called make-up day at the end of the account, where for the sake of the Stock Exchange records, wherever the stock finished on say, a Tuesday night, or it may have been a Friday night, I can't remember now, that was the going out price for the papers and for all the books and things.  This was the make-up price at the end of the fortnightly account.  And some of the jobbers used to try and manipulate the make-up price to suit their own books, so that when they were going home in the evening, the book was in the right price.  And I always remember, there was a stock called OFSITs which stood for Orange Free State Investment Trust, and the whole market had stock, they were a lousy market.  I don't know how many we had on the book, about 10 or 20,000; but they were a high price, you're talking about œ5 or œ6 a share.  And George Lazarus who in those days ran the gold market - he was much bigger than us -  came across to one of our partners, Henry Marks, who eventually also became Chairman of the company, and said, 'Look, Henry, let's try and get these OFSITs up a bit for the make-up price - I'll bid for them and then you can bid for them and we'll bid against each other and just get the price up a bit.'  So Henry Marks said, 'OK', always prepared to help and get his own book looking a bit better, and George Lazarus bid 3/16ths or something and Henry bid 1/4 and then George Lazarus bid 5/16ths and Henry bid 3/8ths and there was a broker standing there who said to Henry, '5,000.'  So Henry said, 'Thank you.'  Bid it again, the broker said, '5,000.'  This went on about three times and he sold us 20,000 odd shares which was exactly what we didn't want.  And so Henry walked across to George Lazarus and said, 'Well, you saw what happened and I had to take 20,000', he said, 'I'll sell you 10,000 of them.' George said, 'No, I don't want them.'  So he said, 'Just a minute, it was arranged that we would bid them up together and if we got any stock we'd split it'.  He said, 'No, I don't want them, I've got too many of them already,' and turned his back.  I never forgot it. I still liked the man, he was a man we used to get on with.  He was as crooked as hell - he eventually went bust as well.  He was a funny man, he made a lot of money out of the devaluation in 1949 and he made a mistake of printing in the paper that Mr George Lazarus had made a million, or something, trading in gold out in the street.  And his house got burgled the next day and he lost a priceless collection of jade - I always remember that.  He was a well known jade collector, he was very funny.  These things appeared funny to me at the time.  You've got to be a market man to understand the ludicrous humour that used to go on.  There was the old story about George Lazarus. He used to have quite a big following in the Stock Exchange in those days, and he used to have his circle of friends who'd he'd put into things if he thought they were right. I always remember one guy went up to him and he put him into something or other - Grootvlei or something - some rubbish stock and nothing happened in these Grootvlei things and in the middle of the morning the guy walked up to him and said, 'You know those Grootvlei you put me into this morning?'  And George says, 'Yes.'  'What's happening to them?'  He said, 'You haven't still got them have you?'  It was only two hours later -  a well known story about George.  But I think the gold market certainly was more exciting than the rest of the Stock Exchange, and I think it also taught you to be very fast on your feet, because it was such a volatile market.  You were trading with the whole world there, you weren't in the equity market.  You were particularly trading with South Africa.  There was a certain breed of brokers in those days in the gold market who arbitraged.  In those days you could arbitrage because communications weren't like they are now, there is no margin now, but in those days it was the first guy that got onto the phone to the Cape and found out what was going on. There was very often a margin because we  didn't know what the prices were.  And there was quite a large number of brokers who made their living by arbitraging between South Africa.  Of course you could get caught very, very easily, because the gold share market has been a professional market, it still is.  If South Africa sells you a thousand shares, it's far more significant than if some mug punter buys 50,000 from you, what do they know about gold shares?  I remember when Merrill Lynch got out a circular once on some platinum shares, this is some years later.  Merrill Lynch fancied themselves, the thundering herd and all that business, and if they've got a buy circular out on Lydenburg Platinum it's going to go.  And they came flooding in buying stock from us on the phone in the evenings here when New York opened, when we were sitting in the office, trading in the office after hours.  Merrill Lynch came on and they bought hundreds of thousands of these Lydenburg Plats and we just kept selling them, couldn't have cared less, because we knew, what the hell did Merrill Lynch know about Lydenburg Platinum; because we had a small seller from South Africa and we knew exactly what was going on - one of the shops was selling them, just letting a few go here and there.  It was good enough for them to sell them then it doesn't matter how many Merrill Lynch buy, they're going to be wrong, and they were; they were terribly wrong.  It was a very professional market and you had to know, you had to have your contacts.  I went out to South Africa once or twice later on, in later years, and met the shops out there and went down and saw the mines.  In those days that we're talking about, I was too young; the senior partners used to go out there.  We got some tremendous contacts and made a lot of friends in South Africa, and it all contributed to our strength in that gold share market.  The gold share market built this firm up really.  We were the mainspring;  we made all the money.  The equity market was... well Sidney King made a bit in the stores; he was a very clever jobber, and he built up a very big market in the stores.  But the rest of the firm didn't do much really.  The impetus of all the income, I would say 70 per cent in those early days, came from the mining market.

BA: Why had the partners originally got involved in that market?

TL: Well, I don't know.  It goes back before the War, when Morris Smith was the senior partner with Charlie.   Charlie was really a very nice man but he wasn't much of a trader. He was too interested in dealing PA all of the time without trying to do anything for the book.  Morris was a very shrewd trader, very tough man, and he started trading in the gold share market, and I think what happened was that then the younger guys, who joined the firm before the War and eventually came back as partners after the War, worked for him in that market, and they just learned to trade in that market.  In particular there were three;  there was a guy called Simmonds, who wasn't one of the original ones but he came to us after the War, he came from a broking firm but he was also a very fine trader, who is dead; and Sidney Davis and Henry Marks, who were great friends, and they joined the firm as kids before the War, both in the mining market with Morris Smith; and they came back as partners.  The mining market was in two markets in those days: there was what they called the Deep Market and the Orange Free State market, and each of the partners ran their book in [them] - so we had two mining books and I stood with both of them at various times before I became a trader.  Then when I traded I stood with Sidney Davis who was, of the two, far the better jobber, far the better trader - very intelligent trader, very logical trader.  You had to have a flair.  It's a funny business; this is what is missing today, because it's just different - I'm not saying it's any worse or better, but it's different.  You had to have a flair in those days for the feel of a market, which you could only do if you were in a market place.

BA: How did you feel when you became authorised?  Did you feel ready for it, did you feel you could get up there and make prices?

TL: Oh, yes, I was raring to go; I had already been trading unofficially as a blue button even at times.

BA: Did a lot of that go on?

TL: Yes, a little bit - not a lot, no, not a lot.  A little bit.  It depends on the individual.  By that time we had other blue buttons in the firm and they certainly were not allowed to trade.  I was the senior blue button in those days.  

BA: How would it happen?

TL: Well Sidney Davis would go off for the afternoon, or something, and he'd leave me with the book. And of course you got into trouble if you were caught trading, but by that time I was quite well known by the traders in the market there and they didn't object, because they knew that the firm would stand by any deal that I did.
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TL: I can't remember how it arose, but there were some complaints about me and I got hauled up to the Council and I was banished to stand in the Rhodesian market. They wouldn't let me stand with either of the two partners on the gold book for three months.  I had to stand out in what was in those days the Rhodesian copper market which we didn't trade in.  I had to stand right out there and try to see what was going on.  The blue button's job was very complex, it wasn't just a question of running errands and finding people in the market and that sort of thing.  If you were going to be a potential trader you had to learn to try and get a feel for the market although you weren't actually trading in it.  You had to watch the price changes on the boards and you had to sense [what] people were... what they were doing; you developed a flair for it, you could sense sometimes whether the guy was a buyer or a seller, and you changed your price accordingly, if you wanted to.  It was very much a flair business and we had lots of blue buttons who came into the company in the time I was there as a blue button who lost their jobs - didn't have the flair, they didn't have any ability to have a feel for the market.  It would have been very dangerous in those days to make them traders - it's quite all changed now.  Funnily enough trading is now a much more logical business.  In those days it was illogical and you had to learn the logic of the illogical, if you like.  You had to have a feeling that you wanted to either be short or long, or the market looked a bit better or the market was a bit easier - you could feel it, it's something that went through your blood.  You thought, 'I don't like the look of this market,' and you'd lower your prices - for no reason - or raised them for no reason and you had to have that flair.  If you couldn't develop it then you couldn't have traded - you'd have lost money.

BA: And did you stay on the gold book when you became authorised?  

TL: Yes, I was on the gold book for quite a long time, actually.  

BA: And how many of you were running that book?

TL: I think, then other people joined and came along, and I became a member a year or so later.  I was the youngest member in the Stock Exchange at the time.  They used to call me 'Shirley Temple of the Deep'; I remember that because I stood in the deep market, what was known as the deep market, and I think I looked very young.  There must have been six of us; it worked out as six in the end because Gerald who was younger, Gerald Lederman, joined and he became a blue button with Henry Marks on the other side of the gold market, I remember very clearly, and Geoff [Lederman] came, he was a bit younger than me, he went into the equity market, I don't think he stayed in the golds.  He stood with Sidney King in the equity market - basically he's always been an equity jobber.  Gerald grew up in the gold market and became authorised and eventually became a member in the gold book.  And I was there for quite a long while - I can't remember the number of years - until of course the new Stock Exchange was then built.

BA: So now we're talking about the early 1970s?

TL: I'm trying to recall what happened because there was a time...  It's a funny thing, you see, it's a question of if you're in the right place at the right time in life, very often.  I had a lot of luck, because I remember now, I was in the gold market in the old House, and by that time Simmonds, who I think I mentioned to you before - he was a younger partner with the firm, a good trader - had gone off to open up a new market for us.  He'd gone off into the oil market, started the oil market, which was way over the other side of the House.  By that time I was a partner; I was like the junior partner, because other people had left and there was a partnership of may have been half a dozen partners and I was the new junior partner.  And Simmonds, who was a tough trader, went on holiday and suddenly Sidney Davis turned to me and said, 'Look,' he said, 'there's nobody else, you'll have to go and run the oil market for two weeks.'  I knew absolutely nothing about oils, I'd never been over there before, I knew nothing about the oil market.  Anyhow I went over there and I remember very well, there was a very big jobbing firm in the oil market - David Blackwell actually his name was - the firm of Blackwell & Co. - and he was like the King of the oil market, as much as we were the King of the mining markets - he was the King of the oil market.  They did occasionally bid an offer in that oil market as well.   And I went over there that day, I remember, and I went home that evening - I lived in Brighton in those days, I used to commute from Brighton - and I went home and I got a phone call from Julius Strauss who was the Head of Strauss Turnbull in those days.  He said, 'What are Trinidad Oil?' I said, 'I haven't the slightest idea.' I said, 'I don't even know that we deal in them.'  He said, 'I'm sure you deal in them,' he said,  'what's the price.'  I said, 'I don't know?'  This is about 7 o'clock at night - half past seven at night.  So he said, 'Oh, well,' he said, 'anyhow I thought you ought to know,' he said, having already tried to catch me by asking what they were - I didn't know, I didn't know we traded in them, I was doing BP and Shell, and I don't know what the small book had - and he said, 'there's been a takeover bid for them.'  I said, 'Oh, well thank you for telling me, what's the bid?'  He said, '£4.50', or something, it was before decimalisation - œ4 whatever it was.  So I said, 'Oh, thank you very much, sir.'  I picked up the phone to the office manager who was still in the office and I said, 'Do we deal in Trinidad Oil?'  He said, 'Yes'.  I said, 'Well would you mind telling me how we stand?'  He said, 'Just a minute.'  And he went away and he came back on the phone and he said, 'We're short of 50,000.'  I said, 'Jesus Christ, what are we short at?'  And he said, 'œ3.'  That was a fortune in those days, a fortune.  I didn't know what to do.  I knew it wasn't my fault; I didn't even know we dealt the fucking things (excuse me), so I picked up the phone to the senior partner.  I said, 'By the way, just thought you ought to know, we've had a rather bad day.'  He said, 'What's happened then?'  I said, 'There's been a takeover bid for Trinidad Oil, we seem to be short of 50,000 at £3 and there's a bid of £4 something for them.'  He said, 'What are you going to do about it?'  So I said, 'Well,' I said, 'I shall get up early in the morning and I shall make quite sure that I run the book in Trinidad Oil and I shall give the lad, the boy, whoever it is, give him all the rest of the stocks, because all the activity is going to be in that stock.'  I was very much the junior partner, I wasn't the boss; anyway I was a bit concerned and nervous.  Anyhow, I got up the next morning early and went in there.  I was short of this 50 odd thousand shares and I remember David Blackwell opened the whole thing up by bidding just under the bid price, whatever it was œ4 something - call it £4 - and he bid £4 the same price as the bid and I thought to myself, 'I think I'd better sell some because we've had a bid of £4.'  It wasn't in the days where somebody else came in and over bid.  I mean it was a bid.  It had to go to some sort of monopolies something, you know whatever it was in those days.  I thought, 'Well that seems ridiculous.'  So I sold him 10,000 across the market and he bid it again, so I sold another 10,000.  He did this about 5 times and I think I sold another 50 odd thousand, so I was out of 100,000.  Then he stopped.  Everybody said, 'Hello, who's this boy in the House? David Blackwell, big David Blackwell, he's shut him up!'  It was like a grapevine, it went round the House in 5 minutes flat.  And about an hour later something came up on the tape saying it was going to be referred this thing, and they collapsed.  I had a huge position, bought them all back and we finished up on the day making a small profit, having started off with about 50,000 down.  I always remember it but it got all round the House.  'This Tony Lewis, he's seen David Blackwell off'.  That happened to me twice in my life, I've been in the right place at the right time and just had the courage to do what I thought was right.  

BA: What was the other occasion?

TL: The other occasion was: shortly after that, this partner of ours, Sidney King - he was a bloody difficult man, he was really impossible, he made the other partners' lives impossible; I was just a junior, but he was an impossible man, bombastic and domineering and a bully, but he was a good jobber - anyhow he'd decided, he had an argument with the partners ... I think that the argument was actually about, if you're interested: we were moving office, we had moved office to Drapers Gardens, it doesn't exist now, and Sidney King's wife happened to be an interior decorator, and he persuaded the other partners that it must be a good thing to let his wife plan the decorations of the new office, which they agreed to.  And the bill came in and it was worked out that she had actually charged us about £7,000 for the light bulbs - it was ludicrous.  There was a whole argument and row about taking us to the cleaners, because it was his wife.  But he eventually said, 'I'm going on my own, I'm leaving you boys, I'm going on my own.'  And he started the firm of S.C. King & Co.  I was then back in the mining market, minding my own business and there was a whole kerfuffle in the firm, and Sidney Davis said to me, 'Well, there's nobody else, you'll have to go and takeover the store book that he's been running', which upset Sidney King, because he thought that when he left the firm, he was going to take his store book with him and start up his own company - S.C. King & Co. - and he stood where he had been standing all the time.  And I moved over that next morning and stood two feet away from him.  He said, 'You can piss off for a start.'  I said, 'I'm very sorry,' I said, 'I'm running the Smith Brothers store book.' The whole business, it all went upstairs to the Council, because you can't stand two feet away from a competitor, obviously.  And there was a big inquiry in the Council the same morning; we both went up there for arbitration.  And the Council came down said, 'Mr King, you'll have to go and stand over there.'  Which made for a lot of bad blood between myself and Sidney King, because he thought 'I am the big I am in the Store market, I know all about Burtons and all the others' - which was true, I knew nothing about them whatsoever, I just took over the book.  But it did make a lot of bad feeling between us and also I made a lot of friends because a lot of the brokers took my side, they thought that he was out of order, and I got a lot of business. And I built a good business there in the store book.   Sidney King, in due course, went bust.  He joined Wedd Durlacher, which is now BZW.  They took him on because they had a store book.  And I always remember once, Gussey announced a set of results and they were disappointing results.  I don't think I had much of position but a broker came up to me and gave me quite a substantial selling order in them; and to my great surprise, King, who was a definite enemy by that time of mine, because he had gone through a rough time himself by going bust virtually and being takenover by another firm, started to bid for them openly in the market, which was very unusual in the equity market.  And I stuffed him.  Every time he opened his mouth, I stuffed him and he then carried on bidding so eventually he bid for stock without mentioning a quantity of price so I said, 'I'll sell you 10,000'  And he said, 'I'll buy a thousand,' and sat down.  And that again absolutely went round the house.  Because Gussey fell out of bed.  They collapsed the next morning and he got in trouble with the firm, and eventually they sacked him.  He was just a bit too big for his boots, but it got round the second time that it had happened, where we had taken on the big guys and it had come in our favour.  And these things make a very big difference.  You get a reputation, which is not always deserved because a lot of it is luck, it really is.  And I had a third occasion, which was very exciting actually.  Then what happened was that I stayed in the store market for a number of years.  I always remember there were some characters there.  We had a huge selling order once.  There used to be a man there called Brown, who was one of these ninety year old whizz kids.  He was a tiny little man, - you know what they say about little men and cripples - he was literally about 4 foot 6 this man, old man Brown.  He suddenly came over to me one morning, I was just standing on the store book and he said, 'Come and buy me a drink, my boy.'  And I said, 'Thank you sir.'  Walked across the road to one of the alleys here and sat down, and he said, 'Now what are Woolworths?'  And they were 20 shillings, it was before decimalisation, they were about 20s. to 3d.  And he said, 'Right,' he said, 'I've got a very nice order for you and I've got' it must have been about 10 million or 20 million 'to sell' which in those days was a huge order.   And he said, 'You've got it,' he said,  'You've got to start me off in half a million', and I said, 'Delighted.' So I took half a million from him and he left me the balance of the business.  I thought that's a super order, and I walked back to the market. I still made the same price because he left me 50,000 more at a 20 and a penny ha'penny, and then 50,000 more at 20 and threepence.  It was all left with me you see.  And I couldn't sell the bloody things, I couldn't find a buyer.  And about a week later it got to me, I realised there was another seller in the market, because my opposition firm which was Wedd, their store book (I was very friendly with the guy), they were obviously sellers as well.  I gradually got the feeling that there was no way I could sell these bloody shares - they were competing.  So I walked across to Michael Bennett who was the partner, I was quite friendly with him. I said, 'Michael, I'll lay my cards on the table,'  I said, 'have you got a seller of Woolworths?'  He said, 'Yes.'  So I said, 'Oh,' I said, 'I've got one as well, I'll tell you who it is.'  I told him, he said, 'I've got the same seller.'  I said, 'That's not possible.  He left me the business - he can't leave it with two people.'  Well he bloody well had.  And we collared this old guy, went out to see him, as I say he was ninety.  I said, 'Mr Brown, did you leave me the selling order of Woolworths?'  He said, 'Yes I did.'  I said, 'You left it with Michael Bennett as well.'  He said, 'Certainly.'  'But', I said, 'that's against the rules, you can't do that, you can't leave it with two people.'  So he said, 'I can do whatever I like at my age.'  So I said, 'Well, I've got news for you.' I said, 'In that case, I'll you what we're going to do, we're going to go joint.'  He said, 'You can't do that.'  I said, 'We are, we're going to go joint.'  And we were joint for about six months.  It was enormous.  I can't remember the order.  It was a man called Stevenson who'd been a chairman of Woolworths - the last of the monied chairman of the Woolworths group who lived in Bermuda.  And we did, we went joint for a long time and became very good friends afterwards.  This guy, Michael Bennett, was Frank Bennett's - the chap I told you about in the mining market who dealt for the shops - was his son.  Unfortunately he died as well, he was a good friend of mine, Michael Bennett, we became very good friends and we went joint on this order and we did it in the end.  We didn't make any money out of it. He was far too acute for us.  The guy, he was a nut; he was ninety and he'd come up to us, once he had accepted the fact that we were going to go joint, and he'd say, 'Right, how are you doing?' And I'd say, 'Well, we've sold a few this morning, sir.'  And then he said, 'Right I'll leave you 200,000 to sell at 20 s and  6d whatever it was. And we'd find a buyer or two and go across to them, and I remember once saying to them, 'I'll take that stock.'  He said, 'No, I'm not a seller.'  I said, 'Just a minute, you left me 200,000 at 20s 6d.  I've sold them at 6d 3 farthings or 7d or something, and I'll take the stock.' He said, 'Oh, no, I'm not a seller', he said, I'm very bullish of these things.'  But I said, 'Just a minute, you've got millions to sell, what are you talking about?'  He said, 'Yes, but my analysts tell me that they're doing very well, Woolworths.'  I said, 'Mr Brown, you've got a huge selling order, you've left me firm stock to sell.'  'No, no,' he said, 'you must have misunderstood.  I'm not a seller.'  There was no way you could ever make money out of this man because you couldn't make him shift.  We found that we had sold stock and we couldn't get it back from him, until you gave him a bit more.  We finished up actually dealing for almost nothing in the end.  I think the whole six months this huge order took, which was one of the biggest orders I had ever done in those days, I don't think Michael and I made tuppence out of it - nothing.

BA: What was the advantage of going joint book?

TL: Well, because it stops competing with each other.  There was no point.

BA: Were these arrangements fairly common - joint book?

TL: Joint books, they were quite legal, they had to be declared though.  Common is not the right word.  They were not rare, they were not common, but they had to be declared to the Stock Exchange.  The public noticed that we were joint in Woolworths.  There were some joints that were permanent - we didn't have any of those, some firms did - where there was a particularly difficult market, they'd go joint.  They stopped competing against each other because they were both losing money.  The Stock Exchange was a much more cosy place.  The jobbing system went through a very difficult period for a time.  What happened was, I'd been in the store market for a number of years, and I quite liked it.  I made a bit of money in the store market, not fortunes, but I did quite well, and the firm decided then that they wanted to expand our gold book and open up a third gold book, dealing in all mining houses; separate them off, in other words, dealing in the Anglo American and General mining and Union Corporation.  And they decided, although I was still the junior partner - but I was climbing up a little bit in the ranks - decided that somebody else could do the store book and I would go over and start off this new mining finance book, which I did.  And the jobbing system at that time was going through a very difficult patch.  We were making money - just.  Some of the larger firms I think were very squeezed.  I don't remember the circumstances why it happened.  The Stock Exchange has always been like this, there's a pendulum that swings you know and some years brokers made money, and some years jobbers made money.

BA: Roughly, when was this?

TL: It would be in the '70s.  And the firm put me upstairs.  I was asked to go on the Council and I wouldn't go on, because I thought it would detract from making money and I'm not a bureaucrat by instinct; committees don't interest me at all.  But the chairman of those days - I forget who it was - asked me if I would sit on a committee which was looking at the whole question of the jobbers' profitability.  There were a number of things going on in the Stock Exchange which contributed to the jobbers' lack of profitability.  One of them was of course [that] contrary to popular knowledge, the jobber has very rarely ever known what was actually going on.  The brokers do because they're dealing with the clients.  Any insider dealing that took place was on behalf of the broker; the jobber wasn't in a position to know anything because he didn't know who the clients were.  As business was gradually getting bigger, particularly in the equity market, what was happening was the jobbers were getting legged-over every single time.  And another set of circumstances which was hurting us, particularly as a firm and one or two other firms as well, was the fact that the Americans started to come to London in quite a major way.  Because they were not subject to any rules, they opened up branch offices in London; all the major firms had branch offices in London.  They went straight out to South Africa and made huge contacts in South Africa and used to trade direct with the South African brokers and South African market and we didn't know what was going on, we had no idea what was going on at all in our own stocks and our own gold shares.  There was huge trade going on.  The Stock Exchange then gave us permission, not just Smith Brothers, they gave all the mining firms permission to go across to South Africa, and they allowed us to make one contact.  It was a ludicrous rule; it was a rule that the brokers imposed.  The Council had always been broker dominated; always has been.  And the brokers said, 'Ok, well Smith Brothers and other jobbing firms in the mining market can go to South Africa and you can make an allegiance with one firm, or you can go to New York, and make an allegiance with one firm, but you could only have one correspondent in every centre.'  And this lasted for a bit and then you could see what was happening; there was just the fact that our correspondent in South Africa was dealing with the American brokers as well.  We didn't know what the hell was going on in the markets.  We were in danger of being seriously caught and losing our business.  The business was just going outside the London Stock Exchange, that was the point.  They were transacting directly between New York and South Africa.  And so I went up on this committee and I went through all the circumstances, and I described it to them all and I said, 'This is a ludicrous situation, there's no way that we can keep our business.'  I said, 'If the Stock Exchange doesn't change its rules, I will take our company outside the Stock Exchange because I can't continue trading in the gold share book, while I'm only seeing a quarter of the market - it's all going out into the offices outside in the street.'  This argument went on for a long time, and I won the day in the end.  There was a big outcry about it.  The brokers were up in arms, but I said, 'I'm going to deal with anybody I want to in the world, providing that they are financially viable.' I can't remember all the details of the way the argument went, but in the end we won the day and we started to trade with everybody directly.  Of course it involved a totally new settlement system because they were not members of the Stock Exchange; it was very complex and it was a very difficult period for us.  But we won it and we kept our gold share market.  In fact, our gold share business improved even more and the firm started to make quite a lot of money out of the golds. 

And then, I don't remember the timetable, but the last thing that ever happened to me before I stopped trading was that I was called in by Greenwells and I think Sidney Davis and Henry Marks were joint chairmen in those days.  Anyhow, Greenwells called me in one morning and I was then the next below them in the hierarchy of the firm, I was not quite the senior partner, but very nearly in those days.  Anyhow, Greenwell, the senior partner of Greenwell who was a very, very nice man, called me in and said, 'I've got some business for your firm in Union Corporation.'  And he introduced me to a very large South African, an Afrikaaner actually, called Dr De Villier, who was the Chairman of General Mining; I'd never met him before. And he introduced me and we sat down and I said, 'Right, Sir, what can I do to help?' He said, 'Well, there's a bid on the table from Goldfields of South Africa for Union Corporation,' which I knew, it had been announced.  And he said, 'I don't want that to go through.' So I said, 'Right.'  He said, 'I don't want to take over Union Corporation myself, but I can't let the English win it'; because there were opposing camps in South Africa, always have been, the Afrikaans and the English.  'So I want you to buy 29.9 per cent of Union Corporation in the market and I'll give you the entire handling of it.'  So I said, 'Right.'  I said, 'What's the timetable?'  He said, 'I want you to buy that 29.9 per cent within fifteen days, and you can have a case of your favourite scotch when you've done it'.  I said, 'Right,'  I said, 'What am I allowed to make out of it?'  He said, 'I'll leave that to you.' So I said to him, 'Well,' I said,  'good labour doesn't come cheap.'  I said,  'I shall make quite a lot of money out of this order.'  He said, 'That's alright my boy', he was older than me, about 65, maybe more. He's now actually, funny enough, in the South African government, he left general Mining.  Anyhow he said, 'Get on with it.'  I walked back and I sat down and I thought, 'This is huge money'.  The stock stood at around œ8 a time; you were talking about a lot of money;  you're talking about, I don't know 2 or 3 hundred millions on it - a huge amount of money.  I walked back into the market and I didn't tell anybody about it.  I told Sidney Davis and Henry Marks about it obviously. I didn't tell anybody who was standing with me, because I had a couple of lads on the book, I ran the book and I had a number 2 and a number 3 on the book.  I said, 'Look, I've got some business in Union Corporation and I'm going to be very occupied, so I'm going to split the rest of my book between you two guys so that all the rest of the stocks you can handle.'  And I then went around the market to the other jobbers, who I knew very well.  We were all quite good friends, there were no enemies and I said, 'Look, I have got some business in Union Corporation, I'm going to be a buyer.'  I said, 'I suggest that if you get any business or get any stock, you come and see me and I'll guarantee you a profit on it, whatever you buy.'  I said, 'Don't fight me because you can't win, I've got a very large order.'  And by and large they were all quite happy.  Obviously everybody's upset if they've missed an order and I'd got it; they obviously weren't happy about that, but they were all quite fine except for one man who was with BZW, it was then still Wedd, a man called Tommy Anderson, who was a very arrogant jobber.  He didn't say anything, but what he actually did was to sell short against me.  Every time I bid for stock - I pushed the price up and down like a yo-yo to fool everybody; I'd rush them all the way up and as soon as sellers started to appear I'd then rush them all down again;  I manipulated the market quite blatantly to get the stock.  And he kept selling short against me.  And eventually the senior partner who became a very good friend of mine, Dick Wilkins - you must have heard of him, he's dead now, he became a tremendously close friend of mine - he came to see me and he said, 'Look,' he said, 'you've got to help us, that idiot Tommy Anderson' - he didn't use those words - 'who works for me has absolutely got himself into a tangle over this Union Corporation order.'  I said, 'How much is he out?'  He said, 'He's short of two or three hundred thousand and he's this wrong...', and so on.  I said, 'OK.'  So I went to see my client and I said, 'I've got to help another jobber in the market, do you object?'  He said, 'No, if you think so, so long as I get my stock I don't mind.'  So I helped Tommy Anderson out, I put his book straight for him and he got moved after that and I became very good friends with Dick Wilkins.  Anyhow we did this order.  We made a lot of money out of it.  In those days I think we made a couple of million or something out of this order - a huge order.  And we did it for him in 15 days and they actually went on, General Mining, to takeover Union Corporation in the end, which they have since.  And I became very friendly with them as well in South Africa.  It's done me quite a lot of good from a career point of view.  But it was also a tremendous thing again in the firm.  I just happened to be in the right place at the right time, because there was so much mystique about this order at the time inside the firm, they couldn't know what was going on.  There was this huge volume of business going on and in the end the firm made, what was in 1974 or something, a fortune; it was a couple of a million quid or something.  Shortly after that I became Chairman and I decided not to carry on trading, because it's not a job which you can do and then drop the book on the seat and go up and do something else.  If you are going to be an administrator, you've got to be an administrator - you can't be half.  Same as if you are going to be a trader, you've got to be a trader.  So that was really the end of my jobbing career, I'd been jobbing about 30 years.

BA: Did you regret that?

TL: I did at first, yes.  I did miss the cut and thrust of it, I really did.  I loved it.  It was always a job which I found quite easy to do.  It was never a struggle.  I had bad times. I had lots of times I lost money, but I never felt I wasn't on top of it.  I really missed it.  I was not a very good administrator at first.  I don't know whether I have ever been a good administrator quite honestly.  And then what happened was I became Chairman just when we had decided to change the character of the company very much because....

Tape 2, side 1

TL:  We were a very restricted partnership, small partnership before that [i.e becoming a public company].  We then went public and Sidney and Henry were the joint chairmen.  We became a public company which was not really ... I expect you probably know that by that time we'd already made an unsuccessful foray into the gilts market.

BA: Yes, Geoffrey Lederman explained the story.

TL: Geoff Lederman was asked to run it, yes; and it was a failure and we lost a bit of money, not a lot really but I suppose relatively it was quite expensive.  And Sidney and Henry were determined to get some capital out of the firm before they retired; they had this determination to go public.  So they forced the company, because they were the bosses, the senior partners, to withdraw from the gilt market.  Really, looking back on it - I don't suppose we saw it at the time because I agreed, I voted as well to withdraw from the gilt market, it was becoming very expensive - but looking back on it, it is now quite obvious to me that their motives were very selfish, that they really were scared that the public floatation wouldn't come off if we continued to lose money at that rate, which probably was right, it probably wouldn't have come off.  However, it did the firm a lot of disservice in the longer term because it's not a market which you can withdraw from and then go back in again.  It was very much an old school tie market and you lost face with the establishment.  Anyhow, we did go public.  The flotation I would say was hardly successful because it came just before the market fell out of bed and economics all went wrong.  In fact the other firm that wanted to go public at the same time withdrew, which was Akroyd.  Wedd also, I think, were planning to go public and they aborted it.  Anyhow, we went public and I was then unofficially the Chairman elect - designate, rather than elect.  And Sidney and Henry retired one by one, having got some money out of the floatation, not a lot by today's standards but enough.  And I took it over, and the first thing I decided was that the firm needed a proper pension fund which it didn't have.  I set one up for the firm and I set up a special one for the directors, which was more advantageous than for the office staff.  And I also decided that ... It was a team of us really. I became the Chairman.  There wasn't a lot of discussion about it because I had been designated to be the next Chairman. I was a little older than Geoff and a lot older than Gerald, and about the same age as our finance director, David Heath, who is the only one who really opposed me at the time.  But eventually he was quite happy about it and the four of us really ran the business as a team if you like.  One of the first things I did was to make sure that the people who worked in the company got something out of it.  So we set up a totally new salary structure and we started to give company cars out to people.  We became more perk orientated in the company, from the earnings point of view.  I liberated the firm in a sense.  They'd been very much kept under, the people in the business, at that time, which I think was probably one of the reasons why I think the firm went on to be successful, because there was a very good morale in the business.  There was a feeling in the business that if people did well they would get something out of it, they weren't being kept down, they weren't being restricted all the time.  The firm expanded quite fast after that and that brings you really up to date, that's where we are.

BA: Which areas were you expanding in?  Was it across all the equities?

TL: Well I opened up an office in New York.  The New York expansion was quite significant obviously.  It didn't make any money, but it was an expansion, it was hoped it was going to make money at one stage.  We did that and we did a number of other things.  We generally inter-nationalised the business in actual fact.  I went across to Australia and went to other places - Hong Kong and everything else - and we started to open up small offices there.  All these things happened really over the period of the next few years.

BA: Was this something that other jobbing firms were also doing?

TL: Not to the same extent, I don't think.  They went in different directions from us.  You see the gilt market was still enormously profitable, in those days, for the two big firms in it Wedd Durlacher and Akroyd - enormously profitable.  And we always had the fact that we couldn't be in it and we had to try and do something else.  We did have our strength in gold shares but we couldn't match the fortunes that were being made at times in gilts in those days, when, as I say it was all a slightly protected market in a way before Big Bang.   I can't recall the sequence of events but we expanded the business generally, a) we raised money, we expanded the capital base of the business; and we started to take on larger business and we started to actually compete against the other major jobbers, like Wedd, you see, and Akroyd.  There were the five, it had got down really to five major firms in those days; there was Pinchin, Bisgood, ourselves, Wedd and Akroyd.  And the pecking order was something which you could discuss forever, it varied.  But we were certainly not in the first three.  Pinchin was above us certainly in size and Wedd and Akroyd were both probably joint at the top.  Akroyd became much more successful than Wedd because they started to make a lot more money out of gilt than Wedd did.  Pinchin started to come unstuck because they took on Val [Powell].  I like Val a lot, he's a good friend, and he was a trader. But he shouldn't really have been allowed to trade because he was really a very good administrator, Val, very bright chap and he understood administration much better than I ever did.  But he didn't have a lot of flair for trading and he led the firm into what I thought was a catastrophic policy, which was basically to be short all the time.  And it unfortunately coincided with the market taking off and going up through the roof.  It cost them a fortune and we slipped quite gently into third place. And then of course we did have an abortive move to take over Bisgood, which was a pity.  I would have liked to have taken [them] over. I'm sorry that didn't come about.  That's one of the only areas I can actually remember where I was actually defeated in the company on a thing I wanted to do.  Because it was my plan to take them over, and we went before the Monopolies Commission and went through six months of aggravation waiting to be cleared to take them over, and then when we got permission to take them over, the company didn't want me to do it.  

BA: What, in your view, would have been the advantage of taking over Bisgood?

TL: I think we would have gone right up with the two majors in size because we were a complementary firm, we didn't trade the same stocks at all. And I think as a combined firm we'd have probably gone back into the gilt market.

BA: I've been told by people like Geoffrey Lederman that they'd felt at the time that the personalities wouldn't quite mix.

TL: That's correct, that's exactly the reason why we didn't go ahead.  I yielded to it.

BA: What was your view?

TL: Well, I was very upset at the time and I did consider resigning but then I thought about it to myself and I thought well I'm really cutting my nose to spite my face, so I've been defeated on something which I really wanted to do but it's not the end of the world, I've still got a good business and I just had to put up with it.  In the end I had to give way on it.  I was very disappointed and upset and Geoff and I had a rather difficult relationship for a time, but it didn't last, we both got over it. But I think he was totally wrong, and I still do.  Looking back, I've often said it, it was a very destructive move not to go ahead.  We'd have jumped up in the league [tables] totally and we'd have probably gone back in gilts.

BA: I'd like to ask you a little bit about the international side of Smiths business and how that contrasted with the traditional jobber/broker setup where you'd meet face to face on the floor of the House.

TL: Well, international's the same, not now - everything's different now - but in those days when the floor market was open it was the same, it was just a different character market, that's all.  You got used to dealing with the people who the equity side would never have come into contact with.

BA: But were you permitted to deal with people outside of the House, like firms in South Africa?

TL: Yes, yes we were.

BA: Now how did that work?  What I'm asking you about is the mechanics of the market.

TL: Done on the telephone.  We used to speak regularly to them.  It was more complex than that, that's a simplification. Yes, we used to deal on the telephone; some used to come through a third party who used to deal for them.  It was quite a complicated market.  The market mechanism - it developed itself.  The way one actually dealt was something which grew up and developed.  The difference in the international market was really the fact that you were dealing with people who you didn't always see face to face and you had to learn different techniques.  You had to learn different relationships, which we did.  We were quite successful.  It was always the strongest part of our business.  But of course at that time also the equities started to make a lot of money, because the industrial boom had then started - the last ten years - the bull market had started to run and there was progressively bigger and bigger business in the equities.  

BA: What would have been the disadvantage if you hadn't been able to deal outside the Stock Exchange with outside firms?  Would it have been that you wouldn't have seen the business?

TL: Yes. The business wouldn't have come into the Stock Exchange and therefore you were always dealing at a disadvantage, only knowing half the facts.  There's not much point in selling short of something, if somebody else is buying them outside as well.  You're in double trouble.  You've got to see all the business, or have a look at it - some of it's going to go to your competitors, that's fair enough, you can sense that, that's part of the jobbing business.

BA: Where was more of the business coming from for you?  Was it coming from the outside firms?

TL: From the outside firms.  London by that time had been progressively a seller of gold shares, there weren't many left in London.  So all our business really was based on the premise, which we spotted, and that's where we complained to the Council.  We said, 'Look, London is geographically in the middle of a time zone, it's ideally placed to handle America to South Africa and vice-versa, we're in the middle of the time zones.'  And that was why we built up such a big business with the Americans and the South Africans, we were trading between them.  They wanted to deal when South Africa was shut and South Africa wanted to deal when America was shut.  We were there in the time zone, so we were able to trade and make prices to both parties and that's where it came from.  

BA: Where did the brokers here fit into the thing?  Were they at a disadvantage because they were bound to charge commission?

TL: Yes.

BA: So they weren't able to compete?

TL: Not only that, but they didn't have any business in those stocks.  The arbitrage by that time, was disappearing because communications were so good then there were never margins.  It's very unlikely that there will ever be actually a market price in South Africa that would be different from ours.  The difference was that the South African market itself was very small - and is very small now - and all their big gold business, gold share business or finance house business, is always done with London, because we are the only people that will take them on.  They can't go to their own local markets;  it's a hundred share market.  So they all got into the habit of calling us in London, or somebody else, and trading in London, that's always been so.  They don't have a jobbing system over in South Africa.  We tried to introduce one; they wouldn't have it.  We were quite happy to open up in South Africa.  It's one of the things that we actually wanted to do, to actually institute a jobbing system in their market.  They wouldn't let us do it.

BA: About when was that, was that after you became Chairman?

TL: Yes.  

BA: Now what was the feeling in the firm when Parkinson came to his agreement with Goodison, and fixed commissions were going to be abolished and single capacity was going to come to an end?  

TL: First of all there was a feeling of great uncertainty as to what would happen, because up to this very day I have never, and I've discussed this obviously for endless hours, I have never seen the connection between the abolition of minimum commissions and the abolition of single capacity.  I've never understood the connection.  It was one of these academic arguments that was raised at the time and it became the popular argument, therefore all of a sudden we found ourselves having to be dual capacity.  But I could never see the necessity to.  It happened in America.  The specialist systems carried on in the States just the same despite negotiated commissions.  But for some reason, Goodison, who I have a profound disrespect for in most things, because I think he was an academician - is that right? - and not a businessman, tossed up all these theoretical arguments but they were not practical arguments.  And I think he did more to force the present situation which I think is ... I won't describe it as a disaster because in our own case it's been very successful; because I just happen to think - we've done it one way, other firms have done it a different way - but I think that what we did was to certainly build something that reflected the times.  We had to take advantage of whatever the circumstances were.  But I don't think we should ever have been put in that position.  I think we should have carried on as a market maker, if we wanted to.  I never saw the connection.

BA: Have any of the conventional arguments behind the abolition of single capacity, did they ever strike you as problems for the Smiths?  For example, people have said that jobbing firms were under capitalised.

TL: I don't think that I can recall the firm ever being undercapitalized.  There have been times when we were; we were strapped for cash at various times, if something came along, that's perfectly true. But then I think most city firms - not just jobbers; brokers were far more undercapitalised than the jobbers.  The problem was that they had no need for capital in the normal operation of their business.   The jobber did have need but only on rare occasions were we under capitalised, which is not much different from any industrial company either.  We've never ever had to turn a deal down through not having access to the cash, although we have skated pretty thin at times.  I won't say that we haven't - I'm sure most jobbers have, that's perfectly true.  That's the reason.  We were never really undercapitalised once we converted to being a company and had access to capital.  The trouble is a partnership is always undercapitalised, by definition.  And that's one of the most sad things that happened, I think, when Big Bang came; because I think that the losses and everything else that have taken place in the City since then really came about because investing institutions such as banks, insurance companies or anything else when they started to move into the security business never perceived the simple fact that a partnership has no assets, and they paid the most ludicrous sums of money for nothing.  They weren't buying anything.  Then they compounded it by paying the guys off and telling them to retire.  I ask the question, 'What the hell have you bought?'  What did they buy when they paid a hundred million for Wedd Durlacher?  I remember my old friend Dick Wilkins said to me, 'We made 20 million last year.'  I said, 'Dick you didn't make 20 million, you didn't make a penny.  Partnerships can't make a profit because it's split between the partners - there isn't any profit.'  I said, 'That's 20 million before you've paid yourselves.'   But the banks fell for it.  They trotted to the banks - 'we've made 20 million' - so they give them 100 million for their business.  I don't think Wedd, if they'd paid themselves what we paid ourselves as company directors, would have actually had a profit at all.  Because they had 75 partners!  There's not much left of 20 million after that.  The banks fell for it and not only that they then gave them handsome payoffs to retire.  You tell me what's clever about that?  That's why the most successful firm of all is the Warburg one, because Warburgs didn't do that, they were a company already.  So nobody got big handouts from Warburgs' takeovers.  It was a corporate transaction.  You can only sell your business once.  Once you've gone public then you've sold it, which is what we were - in that position. So we couldn't see any possibility of us attracting a large predator who'd give us a fortune for our shares because we were not big equity holders.  It seemed more sensible to keep to the ethos of the company and remain independent where we can run our own business.  But we got extra capital; we took in Rothschilds as a major shareholder and that's given us access to the capital that we needed to expand the company, which we did.  But they've never interfered in our management, they've never interfered in any way in the running of the company.  We have remained independent and I hope we'll always do so, although it won't be up to me; but I hope we do.  

BA: Let me ask you a few concluding questions.  What would you say it had taken to be a successful jobber?

TL: You're talking about a jobber in the old days, in the markets you mean?

BA: In the old days in the markets.

TL: Just as the same question would be asked what makes a successful card player: you have to have a flair. You can't teach somebody to play cards.  They're either a good card player or they're not.  And jobbing was exactly the same.  You had to be born with some sort of a flair which you might not have been aware of until you actually tried doing it, but you had to have an instinctive flair; and you had to enjoy the thrill and the cut and thrust of outwitting somebody to some extent. And you also had to have a certain amount of courage - you had to think you were right and be prepared to back it.  I don't think there was really much else you needed.

BA: Can you think of cases when you've had to have courage?

TL: Yes, I remember there was an occasion, an odd occasion if you like, and I don't remember all the circumstances now, it's too long ago.  But I remember there was a takeover bid in the equity market.  We were joint at that time with Wedd because they dealt in one of the stocks and we dealt in the bidding stock or vice versa.  I remember it was Raleigh Brothers and Jim Slater was involved.  Bowater and Raleigh Brothers, I think it was.  They dealt in one thing and we dealt in the other, so we went joint.  And it was like, one stock was worth an exact amount of money as the other stock; it was like a hedged situation; we'd buy the Raleigh, they'd sell the Bowater, the thing was hedged.  I can't really remember the exact circumstance, but I do remember one morning that we read the paper and Jim Slater had entered the scene and totally buggered up our markets.  It looked like it was going to be very expensive.  He totally upset the apple cart by overbidding for the other company in something and we were short of that one and the other one had gone down as well, and both Wedd and we had a very bad position.  I remember going down to Lyons Long Room in those days in Throgmorton Street, and I was walking down there and the partner with Wedd was sitting down there.  He called me over and he said, 'We've got a problem with this one, what are we going to do with these two books?'  It wasn't my particular book - it was just before I became Chairman - and I obviously knew the situation as a partner in the firm and I said, 'Well, I don't know, sir, it's going to be very expensive' (we were about half a million wrong or something).  I said, 'Let's think about it for a bit.'  He said, 'Well, I think we'll have to cut them.  It looks like we're on the wrong foot.'  So I said, 'OK, well I'm just going to have a cup of coffee and talk it over with my partners.'  I sat down and suddenly had a blinding flash of inspiration and I sat and I thought, 'I don't want to cut this one, absolutely not.  This is going to work out great.' And I explained why I thought that to Sidney Davis and Henry Marks and they agreed.  They said, 'Yes, I think you're probably right.'  We went back to see this partner and we said, 'Look, we would like not to cut this position, because....,'  and I explained what my thoughts were.  And he said, 'Yes, I think you're right, we won't cut them.'  Two days went by and he lost his nerve.  He came back and he said, 'I want to cut them, I want to cut the position.'  Now I said, 'Well, they're a partner, we're joint with them, if he feels that way, we've got to go along with it.  I think he's totally and absolutely wrong.  I think we should hold it.'  And we did cut them.  It was against my wishes and will, and we were of course absolutely right - about two weeks later it came absolutely good.  We would have made that half a million back and more if we had held the positions we already had.  But we'd already cut them so it was too late to do anything about it.  But it got me brownie points, as far as that's concerned.  Sometimes, if you think you're right, you've got to have the courage of your convictions.  I've had a few occasions when I have, and I've been convinced I was right in something, holding a position or taking a position, feeling very bullish and sticking to my guns, or feeling bearish and sticking to my guns.  You've just got to have a little bit of guts that's all.  I think that's all it really comes down to.

BA: Well, finally, just in a few sentences, what would you say had been the strengths of the jobbing system?

TL:  The strength of the jobbing system was that I think it had integrity for one thing, and it did lead to a very fluid and liquid market in the main stocks.  It did do, much more liquid than any other system in the world had ever shown it could do.  Because the jobber was prepared to be at risk, and had to be at risk.  There was an awful lot of ill-informed comment in the press at various times about the jobbing system, and it was ill-informed; because the media whenever things went wrong - like the market went flat or whatever - would always say the jobbers marked them down, the jobbers were this... What has never been understood about a jobber is that the first thing you learn as a jobber is that no man is big enough or powerful enough to run a market for more than a minute - that's about it.  You cannot - you can neither hold a market up or you can neither keep it down - for more than maybe a fleeting instant.  Because you're not big enough.  Markets are bigger than any individual.  And they always attributed any problems in the City to the jobbers: either bidding things up or marking things down.  In actual fact markets are really only a reflection of supply and demand.  Markets are not a living thing.  It is an absolutely dead thing, it's nothing, it's a reflection.  So that sort of comment was always ill-informed.  If they had ever said, 'The public are sellers or buyers,' that's most accurate because that's what it is.  It's not the jobbers or the market.  We are purely there, we are if you like a buffer in a sense.  That is what a jobber does.  The problem now, now that you've no jobbing system, is that while correctly there is a reasonable liquidity in the leading stocks, there's no liquidity in the others at all - secondary, you know the beta, the gamma, the delta stocks. You can forget them, you can't deal, there's no market.  Whereas you always could when there was a jobbing system.  There was a considerable degree of liquidity in the secondary stocks.  It has gone.  Other than that, I'm not conceited about being a jobber.  It was a profession and a living which I really enjoyed, so there's no high morals about it - I was first and foremost a trader and a businessman trying to make money.

BA: Good.  I think we'll finish on that note.  Thank you very much.

TL: Pleasure.


