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INTRODUCTION

Make your experience assessable

Explain what happened, what you did and what you learned.

A strong behavioral answer gives the interviewer enough detail to evaluate your contribution. A

statement such as “I work well under pressure” is difficult to assess. A clear account of a

deadline, the choices you made and the result gives the conversation somewhere useful to go.

USING THE EXAMPLES

The sample answers use fictional candidates and figures. Use their structure, then supply your own

accurate experience. The question groups are study priorities, not measured employer question

frequencies.

Prepare evidence in six areas

AREA

Motivation

Collaboration

Judgment

Learning

Communication

Reliability

USEFUL EVIDENCE

A reason grounded in the actual
work

How you worked through different
priorities

The information and tradeoffs
behind a decision

A change after feedback or a mistake

How you made an idea useful to an

audience

A realistic plan, follow-through and
escalation

QUESTION TO ASK YOURSELF

What experience helped me choose
this role?

What did I contribute, and what did
others contribute?

What alternative did I consider?

What did I do differently the next

time?

What did the audience need to
decide?

What did I do when the original plan
stopped working?

These categories are preparation aids, not a claim about an employer's private scoring rubric. The same

experience can answer several prompts, but the emphasis should change with the question.
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Use the examples correctly

The sample candidates, employers within scenarios, achievements and numbers are fictional. They
illustrate answer structure; they are not customer stories or statements to borrow as your own. Use
accurate details from your experience, and say when a result was qualitative or uncertain.

Choose a practice plan
Two weeks available: Build the story bank, record short answers, review unclear parts and schedule a
practice conversation.

One week available: Prioritize motivation, resume discussion and a few examples covering teamwork,
feedback and judgment.

Interview tomorrow: Read the invitation carefully, review the role, practice explaining your strongest
examples and confirm logistics.

A USEFUL REVIEW QUESTION

After each practice answer, ask: could a listener tell what I personally did and why? If not, improve

the missing detail before practicing delivery again.

WALL STREET PLAYBOOK Behavioral Interview Guide



PART 01

The Question Bank

Use these fifty prompts to build a flexible practice routine. Start with the
twelve worked answer frameworks, then use the other prompts to test

whether your examples hold up under a different question.

Fifty behavioral practice prompts
Twelve answer frameworks - annotated examples
Questions 13-50 - condensed notes

Map prompts to evidence

01 - THE QUESTION BANK

Fifty behavioral practice prompts

An editorial practice sequence: explain your choices, support your claims, and respond to follow-up
questions.

These 50 prompts form an editorial practice set. Their grouping is a suggested preparation order, not a
measured frequency ranking or a list of questions supplied by employers. Start with motivation and
resume discussion, then practice concrete examples and unfamiliar follow-ups.

The opening prompts help you explain your choices. The experience prompts require specific actions and
outcomes. The later scenarios test how you reason when the answer is not obvious. Reuse relevant
experiences, but answer the actual question rather than forcing every prompt into a memorized story.

Set 1 - Motivation and self-assessment

i QUESTION PRACTICE TASK

1 Walk me through your resume / Tell Draft, speak, review
me about yourself

2 Why investment banking? Draft, speak, review
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QUESTION

Why this firm specifically?

What are your strengths?

What is your greatest weakness?

Set 2 - Experience and collaboration

i

10

11

12

QUESTION

Tell me about a time you
demonstrated leadership

Tell me about a time you worked
effectively on a team

Tell me about a time you failed

Tell me about working under
pressure or a tight deadline

What was your greatest challenge
and how did you overcome it?

Where do you see yourself in 5-10

years?

Tell me about a conflict with a
teammate

Set 3 - Judgment and evidence
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13

14

15

QUESTION

Tell me about a time you persuaded
someone

What would your coworkers or boss
say about you?

Tell me about your greatest

accomplishment
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PRACTICE TASK

Draft, speak, review

Draft, speak, review

Draft, speak, review

PRACTICE TASK

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

PRACTICE TASK

Draft, speak, review

Draft, speak, review

Draft, speak, review
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16

17

18

19

20

21

22

23

24

25

QUESTION

A team member was not pulling their
weight - what did you do?

Tell me about dealing with a difficult
person or client

Why should we hire you?

What do you do for fun outside of
work?

Tell me something interesting not on
your resume

Tell me about using data or analysis
to make a recommendation

Tell me about an ethical dilemma
you faced

Why this group specifically? (M&A,
TMT, Healthcare, etc.)

What characteristics make a
successful analyst?

Why banking over consulting, S&T, or
asset management?

Set 4 - Work and development
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26

27

28

29

QUESTION

What recent deal, market event, or
trend interests you?

Pitch me a stock

Tell me about a quick decision under
uncertainty

Tell me about an improvement you
implemented
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Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

Draft,

PRACTICE TASK

speak, review

speak, review

speak, review

speak, review

speak, review

speak, review

speak, review

speak, review

speak, review

speak, review

PRACTICE TASK

speak, review

speak, review

speak, review

speak, review
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30

31

32

33

34

35

QUESTION

What does an analyst actually do
day-to-day?

How do you prioritize competing
deadlines?

Tell me about going above and
beyond

How do you handle feedback and
criticism?

What feedback did you receive in
your most recent role?

Tell me about learning something
new very quickly

Set 5 - Unfamiliar follow-ups
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36

37

38

39

40

41

42

43

QUESTION

What would you do if you found a
mistake in submitted work?

Sister's wedding vs. live deal closing
- which do you choose?

Why shouldn't I hire you?

Why is your GPA not higher?

No IB experience - why should your
skills transfer?

Describe your ideal work
environment

Do you have any questions for me?

How did you stay motivated after a
significant setback?
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PRACTICE TASK

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

Draft, speak, review

PREPARATION NOTE

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning



i

44

45

46

47

48

49

50

DO THIS NOW

QUESTION

If financial services didn't exist, what
would you do?

Rank the investment banks

Doing the right thing when it was
difficult or costly

Managing up with a demanding
superior

Most defining moment in recent
history?

What worries and excites you about
this career?

Are you interviewing elsewhere?

PREPARATION NOTE

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Practice explaining your reasoning

Print this list. Highlight every question you cannot confidently answer in 90 seconds. Those are your

prep priorities. Most candidates over-prepare the questions they are already good at and under-

prepare the ones that will actually sink them - the highlighter fixes that bias before it costs you a

superday.

02 - THE QUESTION BANK

Twelve answer frameworks - annotated

examples

For each question: the hidden objective, the risk being priced, strong and weak signals, the answer

structure, and a full weak-versus-strong sample answer.

Use these twelve prompts to build a first set of answers. The examples are fictional. Study the order of the

explanation, the evidence offered and the limits of the claim; then write an answer using your own

experience.
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0.01 "Walk me through your resume" / "Tell me about yourself" | PRACTICE PROMPT

The objective. Narrative coherence - whether your life story forms a logical arc that makes this chair
feel inevitable. It also tests communication under the least constrained conditions available: if you

cannot tell your own story well, with no curveball and unlimited prep time, you cannot communicate
with clients.

The risk being priced. Incoherence, randomness, lack of intentionality. The nightmare hire is someone
who drifted into banking and will drift out the moment something easier appears.

STRONG SIGNALS
Clear beginning — catalyst = progression — present structure, delivered in 60-90 seconds.
Ownership of every decision ("I chose," not "I ended up").
An obvious spark moment - the point where finance became deliberate.

Logical escalation of commitment: each step raised the stakes.

WEAK SIGNALS / RED FLAGS

Starting with your birthplace, or any chronological autobiography exceeding two minutes.
Unexplained transitions - the interviewer fills gaps with the worst assumption.
"I've always been passionate about finance." Nobody has. It reads as evasion.

Trailing off with "so yeah, that's basically me."

ANSWER STRUCTURE - 60-90 SECONDS

Hook (0-10s): current identity + strongest credential

Spark (10-30s): the specific moment interest became deliberate

Credibility (30-70s): escalating proof - club, coursework, internships
Bridge (70-90s): why this firm, this seat, right now

The complete 90-second answer

This question deserves a full script - not to memorize word-for-word, but because the proportions matter

more than the words. Read it once for content, then again noting how little time the opening spends
before the first concrete fact.
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"I'm a junior at Indiana's Kelley School studying finance, and I lead the industrials coverage team in our
student investment fund, where we manage about $600K of the university's endowment. I got here
through a detour that turned out to matter. My first internship was in private wealth management at
Merrill in Indianapolis - I liked the markets, but the moment that redirected me was sitting in on a
meeting where the advisor walked a family through the sale of their packaging business. I realized the
interesting decisions were happening on the corporate side of the table, not the portfolio side. So I
rebuilt my path around that: I took the fund's industrials analyst seat that fall, put myself through its
modeling training, and last summer interned at a boutique in Chicago, where I supported a sell-side
mandate for a $40 million-revenue industrial distributor - CIM drafting, buyer lists, data room
management. I found I genuinely liked the pace and the detail. That deal is also what points me here:
your industrials group ran three of the processes we used as precedents, and when I spoke with Sarah
Chenin your analyst class, the way she described first-year deal exposure matched exactly what I'm
looking for. So that's the short version - wealth management taught me what I didn't want; the fund
and the boutique confirmed what I did."

Why this works: The hook establishes identity and a credential in one sentence. The spark is a specific observed moment,
not an abstract passion claim. Every transition is explained in a clause. The bridge names a person and cites the firm's
actual deal flow. And the closing line interprets the story instead of trailing off - it tells the interviewer what the arc meant.

WEAK OPENING - FIRST 15 SECONDS

"Sure. So I grew up in Carmel, Indiana, and I went to high school there, and I was always pretty good
at math. I came to IU because they gave me a scholarship, and I started out as an accounting major
but switched to finance sophomore year because I found it more interesting. Then I joined some
clubs..."

STRONG OPENING - FIRST 15 SECONDS

"I'm a junior at Kelley studying finance, and I lead the industrials team in our student fund, where we
manage about $600K of the endowment. The short version of how I got here is one client meeting at
a wealth management internship that pointed me from the portfolio side of the table to the
corporate side."

The difference: the weak version spends its highest-attention seconds on facts that screen for nothing. The strong version
front-loads a credential, promises an arc, and earns the next 75 seconds. Interviewers decide how closely to listen within
the first two sentences.

INTERVIEW NOTE

"Tell me about yourself" and "walk me through your resume" want the same answer at different
altitudes. "About yourself" tolerates one humanizing detail (the fund, a sport, the job that paid your
tuition); "walk me through your resume" wants the professional arc only. Prepare one story, two
altitudes.
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0.02 "Why investment banking?" | PRACTICE PROMPT

The objective. Tests understanding of the actual job and depth of commitment. If you cannot navigate

the most predictable question in the process smoothly, what hope do you have with a well-informed
CEO?

The risk being priced. Quits after six months. Chose banking as a default. Does not understand what
the job actually involves at the analyst level.

STRONG SIGNALS
References specific conversations with junior bankers - names, takeaways.
Understands the unglamorous reality and is still genuinely committed.

Explains banking versus alternatives - a choice, not an application spree.

WEAK SIGNALS / RED FLAGS

Any mention of prestige, compensation, or exit opportunities - instant confirmation of the
retention fear.

"I like finance," "fast-paced environment," "working with smart people" - vague enough to mean
nothing.

No evidence of having spoken with actual bankers.

ANSWER STRUCTURE - 60-90 SECONDS

Catalyst moment - skill validation (coursework, internships)

- deliberate choice (why banking over the alternatives you considered)

> forward commitment (what excites you about the analyst seat itself)

WEAK ANSWER

"T've always been passionate about finance, and investment banking is the best place to learn. It's a
fast-paced environment where I'd work with really smart people on important deals, and the exit

opportunities - I mean, the skill set - sets you up for anything afterward. I'm a hard worker and I
know the hours are long, but I think I'd thrive."
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STRONG ANSWER

"The honest starting point was a corporate finance course, but what converted interest into a
decision was about fifteen calls with analysts and associates last spring - including two people in
your current analyst class. What I took from those calls is that the analyst job is a volume business in
the details: comps that tie, pages that are right, models that don't break at midnight. I tested
whether I could actually tolerate that at my boutique internship, where I spent most of June
rebuilding a data room and re-footnoting a CIM - and the answer was yes. I like work where being
exact matters. What I want from banking specifically, versus the consulting and asset management
processes I looked at, is deal reps: seeing how companies get valued, negotiated, and sold when the
outcome is real, at a pace no other seat offers a 22-year-old. And I want the apprenticeship - you
cannot read your way into watching an MD negotiate a purchase-price adjustment. I understand the
first two years are earned through execution work. I'm signing up for that trade deliberately."

Why this works: It kills the retention fear head-on - the candidate has seen the boring parts and priced them in. Fifteen
calls is verifiable effort; "rebuilding a data room" proves they know what the job is; naming the alternatives shows a
decision, not a default. Note what is absent: money, prestige, exits.

0.03 "Why this firm specifically?" pracTICE PrROMPT

The objective. Tests research depth, networking effort, and genuine preference versus a spray-and-
pray application strategy.

The risk being priced. No real preference - someone who will renege for a marginally shinier offer, or
who brings zero relationship capital into the building.

STRONG SIGNALS
Names specific people you have spoken with at the firm.

References one or two recent deals and connects them to your interests - with a view, not a
headline recitation.

Articulates the firm's competitive positioning (lean teams, sector strength, advisory model)
accurately.

WEAK SIGNALS / RED FLAGS
Generic facts from the firm's website. "Global platform, great culture."
Having spoken with nobody at the firm.

Anything that could be said, unedited, to the bank across the street.
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