
its retention bonus programs, but the companies are trying to 
find ways to make life easier for their financial advisors and stop 
them from snapping up recruitment packages at rival firms. The 
2009 Smith Barney Partners Note is one such program, meant to 
tide over advisors and keep them focused on serving their clients. It is a one-time, 
zero-interest loan equal to five times the advisor’s 2008 length-of-service bonus. 
The note carries a six-year term and must be repaid within that time frame. So an 
advisor whose gross production amounted to $5 million could potentially get a
$1.1 million note, according to the company and documents it provided. 

“For us to communicate that we understand what our own financial advisors 
are going through… it goes a long way to make sure they continue to focus on their 
clients,” says Kunal Kamlani, chief operating officer of Smith Barney. 

The note program is a one-time deal, adds Kamlani. “We have no intention of 
repeating that again. Whoever got it, got it. Once it is paid back, it’s done.”

Morgan Stanley also provided a liquidity bonus to help its brokers through the 
tough market. Its bonus is in the form of a promissory note program that allows 
advisors to receive between 3.5% and 6% of their annual production as a cash 
payment at the end of January. The amount is then subtracted from their year-
end bonus. To qualify, advisors need to have at least $500,000 in production and 
five years at Morgan Stanley. UBS hadn’t announced that it was implementing a 
liquidity bonus at press time, but Levitan says it was under consideration.

Still, across the industry, neither communications from firms to alleviate 
advisors’ concerns nor the odd note program here or there, may be enough to engen-
der the good will from these key producers that the companies are seeking. That’s 
because, as Sarch points out, “decades of loyalty were wiped out in one year.” 

So when all of this is tossed into the mix—the losses, the lack of loyalty and 
the questions surrounding bonuses—it’s not surprising that Willis received that 
unexpected call after the Super Bowl. Never one to turn away business in this per-
fect storm for advisor movement, he shoehorned a coffee meeting into his already 
packed schedule just before a lunch meeting with another $2 million team. At press 
time, each team had met with a couple of different firms, although neither had been 
placed. That process usually takes weeks. Meanwhile, says Willis: “My weeks are 
full of double lunches. I’m trying to watch my waistline, but it’s tricky.” 

continued from page 28

Deferred Compensation

Annual
Production

Wealth 
management 

services 
deferred 
payout*

Restricted
cash

award
deferred 
payout

$200,000-$249,999 3% -0-

$250,000-$299,999 3% -0-

$300,000-$499,999 4% 2%

$500,000-$749,999 5% 5%

$750,000 + 5% 6%

*Awarded for all wealth management services (e.g. IMGC 
managed accounts, mutual funds, insurance products, alternative 
investments). The deferred awards will be in the form of restricted 
cash and will vest in fi ve years. 

MORGAN
KEEGAN
Annual
Production

2 to 4 
years

service

Over 4 
years

service

$0 - $149,999 30% 25%

$150,000 - $174,999 35% 25%

$175,000 - $199,999 37% 30%

$200,000 - $249,999 40% 35%

$250,000 - $299,999 40% 37%

$300,000 - $499,999 40% 40%

$500,000 - $749,999 40% 42%

$750,000 + 40% 42%

After eight years of service the payout for 
production under $200,000 is 25%.

JANNEY
MONTGOMERY
SCOTT
Annual production

Under $175,000 20%

$175,000 - $199,999 20%

$200,000 - $249,999 30%

$250,000 - $299,999 36%

$300,000 - $349,999 42%

$350,000 - $464,999 44%

$465,000 - $799,999 44.50%

$800,000 - $999,999 45%

$1,000,000 + 46%

Deferred Compensation

Production

$465,000 4%

$550,000 5%

$900,000 6%

$1,100,000 7%

Deferred awards vest after fi ve years.

Wealth Builder Awards

Deferred award

Required
year-over- 
year increase 
in gross 
production Basic Enhanced

$50,000 3% 5%

13% increase 5% 8%

$100,000 5% 8%

18% increase 8% 11%

22% increase 11% 17%

To qualify an advisor must have a minimum 
annual production of $375,000. Enhanced award 
is based on growth of recurring business. Awards 
vest after seven years. 
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