
$5 billion in assets and an average “Trailing-12” production of 
$599,000. That’s 20% to 25% higher than usual, according to 
Dennis Zank, president of Raymond James & Associates. “The 
headlines are getting a little old,” he says. “They’re looking 
for a firm that is committed to trying to do what is right for 
their clients, a firm that has geographical and philosophical 
distance from the New York wirehouses.” 

And the regionals don’t even have to pay top dollar for 
this talent. Schwarzkopf says a typical regional firm would 
offer approximately 40% to 50% upfront, along with some 
back end bonuses. Compare this with the wirehouses, which 
have been offering 200%-plus deals with around 120% 
upfront. “It’s a good time for regional firms,” Schwarzkopf 
says. “Wirehouse brokers are tired of spending days on the 
phones trying to explain to clients how their money is safe 
and reassure them that the firm is not going to go under,” 
Schwarzkopf says.

Indeed, St. Louis-based Stifel Nicolaus gets a lot of interest 
from wirehouse advisors who are fed up with their current 
situations, says Scott McCuaig, president of Stifel. But even 
so, he can’t bring himself to call it a recruiting effort because 
they call him, he says; not the other way around.

Many are drawn to the simpler culture at Stifel, he says. 
There are no regional, divisional or productivity managers. 
Each branch manager reports directly to McCuaig. And Stifel 
refuses to play the game of trying to cultivate a relationship 
with the clients. Instead, McCuaig spends his time building 
relationships with his advisors. And if the advisor leaves? 
“They’ll keep the [client] relationship. We’re not naïve.”

The company has a simple compensation plan: for the first 
$8,000 per month, the advisor gets 25%; after $8,000, the 
advisor and company split it 50/50. Using this simple plan, 
Stifel grew from about 300 advisors to 1,300, more than 300%, 
over the past 10 years, long before advisors began worrying 
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Qualification Criteria

% of 
$250,000 + 
households

Net new 
$250,000

households
Qualifying

Award
Net new annuitized 

asset payout

70% 3 $5,000
Over $2,500,000 are paid 

20 basis points up to 
$11,000,000

80% 4 $7,500
3 bps are paid on NNA 

over $11,000,000

90% 5 $10,000

To qualify for an award, FA must be flat/positive  in Net New $250,000 + households.

Production for 
length of service

Payout

6 yrs + (up to $199,999) 20%

6 yrs + ($200,000 - $299,000) 25%

10 yrs + ($300,000 - $399,000) 35%

Annuitized Bonus Hurdles % of  Assets Annuitized

$0 - $499,000 75%

$500,000 - $999,999 70%

$1 million + 65%

Service Award

Merrill Lynch Length of Service + Production Rate

5 yrs + $500,000 1%

7 yrs + $750,000 1.25%

10 yrs + $1 million 1.50%

15 yrs + $1.75 million 2%

The Strategic Premium Award 

Strategic Premium Award eligibility is based on the 
percentage of households greater than $250,000 or 
acquisition of Net $250,000 + households. 
Award is 50% cash and 50% deferred. 

MeRRill lynch

Production Cash grid Long-term 
productivity 

Retroactive Grid

$0 - $199,999 36% n/a

$200,000 - $299,999 37% n/a

$300,000 - $399,999 38% 2.50%

$400,000 - $599,999 40% 3.00%

$600,000 - $799,999 41% 4.00%

$800,000 - $999,999 42% 4.50%

$1 million - $1.49 million 43% 5.00%

Step-Up Grid

$1.5 million - $1.99 million 46% 5.25%

$2 million - $2.99 million 47% 5.50%

$3 million - $4.99 million 48% 5.75%

$5 million + 50% 6.00%

For FAs with production above $1.5 million, a new “Step-Up” grid rate is applied 
on productivity generated above the initial hurdle. All production counts toward 
increased payout levels. 

Additional 1% cash grid increase for achieving annuitized asset hurdle:
- Applies to first $1.5 million in grid and institutional production credits.
- Retroactive payout awarded when hurdle is achieved.

20% payout on all institutional production.
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