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Ok, here's how stock brokers operate. 
They provide investment advice to individuals and companies and give customers access to securities exchanges to buy and sell stocks, bonds, mutual funds, commodities and futures contracts.

A typical brokerage office has $2 million of annual revenue and 15 employees.

Brokerages make money by charging a commission on securities trades they make on behalf of their customers. Brokerages are paying members of exchanges like the New York Stock Exchange, the Chicago Broad of Trade, and the NASDAQ [pronounced nazdack, my love], where the actual trades are executed.

People are the largest expense of brokerages. Brokers with a large clientele can make hundreds of thousands of dollars. Marketing is largely through referrals and reputation. Most revenue comes from existing customers. Pricing may be a flat fee of $10 per trade, or may depend on the size of a trade or the size of the customer's account.

Computer systems are heavily used for taking and executing orders, for customer accounting and reporting, and for on-line trading systems.

Here are some strategic things you should know.

Many brokerage offices are part of large banks like Bank of America or Wells Fargo. Smaller independent brokers compete by providing better service and more customer contact, but may have higher costs. 

Individual brokers sometimes move to another brokerage that pays them better, bringing many of their customers with them. Brokers with experience in managing their customers can build up a large clientele.

The popularity of mutual funds, which automatically diversify a customer's investments, has decreased securities trading by individuals. In response, brokers have expanded services to businesses and to high-volume traders like hedge funds.

On-line brokers like Charles Schwab and TD Ameritrade have taken a lot of business from traditional brokers by allowing customers to make trades directly. This capability expanded the practice of day-trading.

Here are some good talking points.
How many brokers work in their office?

How long have they been with the company?

How many customers does an average broker manage?

How much of their business comes from business accounts?

What's their typical trading commission?

How much of their revenue comes from trading commissions?

Do they have an on-line trading capability? 

And finally, how do they see their business changing in the future?

Now, you're ready.

