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or starters, all the trouble in the industry has not 
dampened the companies’ desire to hire. A lot of 
movement is still happening, but it’s a new game 
and advisors need to know the rules. Companies 
are acting more cautiously than ever before, 
offering less up-front money and giving more 
incentives for future growth. Plus, they’re using 

company stock less as a carrot for long-term performance (and 
honestly, who’d want it?) as well as more strategies to punish 
the lower producers. And the smaller shops are making their 
presence felt with hiring sprees and, in many cases, better 
compensation packages than the wirehouses.

That the advisors are feeling the heat from the corporate 
mistakes of their employers is not so surprising. Last year, 
when On Wall Street analyzed advisor compensation, we 
characterized it as a “War for Talent” because financial com-
panies were continually seeking only the cream of the crop, 
and paying handsomely for it. This year, things are decidedly 
more negative. And like the aftermath of a war, the soldiers 
on the front lines are paying for the mistakes of command 
central. All told, the turmoil in the industry has created the 
newest consistent theme these days: uncertainty.

The uncertainty hovering over the land is the reason why 
Danny Sarch, another recruiter in White Plains, N.Y., says 
he’s busier now than at anytime in his career. And if someone 
were to suggest that the existence of fewer major financial 
firms should deter overall job movement, Sarch will have 
none of it. With regionals, independent firms and even some 
startups, he maintains there are many options on the table. 

“Anyone who thinks there’s nowhere to move, it’s because of 
a lack of imagination,” Sarch says.

Indeed, recent hiring trends bear out the notion that 
medium-sized and smaller firms are taking advantage of the 
industry’s disruption to bulk up their ranks. In fact, these 
firms are  attracting top talent, despite their lack of huge 
recruitment deals.

Minneapolis–based RBC Wealth Management exemplifies 
these ideas. It hired about 1,650 advisors, or 10% of its overall 
sales force, in 2008. Moreover, 800 of those hires have more than 
$500 million in assets.

That story is playing out nationwide in regional shops. 
For instance, in January, Philadelphia–based Janney Mont-
gomery Scott recruited 18 advisors. That pushed its average 
to $750,000 in production-per-recruit, up from $500,000 just 
last year. “We’re attracting [financial consultants] doing 50% 
more,” says Jerry Lombard, president of Janney’s private client 
group. “These FCs are looking to not have to make excuses for 
the firm they work for, and they’re also looking for a robust 
platform where they still matter,” 

New York-based recruiter Rich Schwarzkopf says Janney 
has actually increased the minimum requirement of its new 
recruits to $500,000. “Who would’ve thought that?” he says. 
“Janney would’ve taken a $250,000 broker a couple of years 
ago,” says Schwarzkopf.

Raymond James & Associates recruited 64 financial 
advisors between Oct. 1 and Jan. 31, with approximately

continued on page 18

Smith Barney
Annual
Production

Less than 
5 yrs

5-9
yrs

Over 9 
yrs

$0-$199,999 37% 20% 20%

$200,000
- $249,999

39% 24% 20%

$250,000
- $299,999

39% 31% 20%

$300,000
- $349,999

39% 33% 30%

$350,000
- $399,999

39% 35% 35%

$400,000
- $499,999

40% 40% 40%

$500,000
- $749,999

41% 41% 41%

$750,000
- $999,999

42% 42% 42%

1,000,000
- $2,499,999

44% 44% 44%

$2,500,000
- $4,999,999

45% 45% 45%

$5,000,000 + 46% 46% 46%

Capital
Accumulation Plan

Enables eligible FAs to
have a percentage of 
annual compensation in 
the form of discounted 
Citigroup shares. Can 
provide equivalent of up 
to 4% of additional annual 
compensation. FAs are 
given a 25% discount from 
the average closing of 
Citigroup common stock 
price for six months prior to 
award date. Shares vest two 
years from the award date. 

Partners Award
FAs with at least $400,000 in 
2008 gross production and 
over five years of service 
at SB are eligible for a 0% 
interest loan with a six-year 
term. The value of the award 
is equal to 5 times the FA’s 
2008 length-of-service bonus. 

Deferred Compensation Bonus

Production Bonus

$400,000 - $499,999 0.50%

$500,000 - $749,999 3.50%

$750,000 - $999,999 4%

$1,000,000 - $1,499,999 5%

$1,500,000 - $1,999,999 6%

$2,000,000 - $2,999,999 6.50%

$3,000,000 - $4,999,999 7.50%

$5,000,000 + 8%

Length-of-Service Bonus

Continuous
Service at SB

Min
Production Rate

5-6 years $400,000 1.50%

7-8 years $500,000 3%

9-14 years $1,000,000 3.50%

15-19 years $1,500,000 4%

20-24 years $2,000,000 4.50%

25 years + $2,500,000 5%
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