
about working at the heavyweight firms.
To be sure, it’s not just the regionals that are taking 

advantage of the industry disruption. While few would have 
believed it, halfway through last year UBS began to be seen as a safe haven 
for wirehouse brokers. It weathered the storm with massive writedowns and 
the disaster in the auction-rate securities market, not to mention ongoing 
legal issues surrounding claims that advisors helped wealthy clients avoid 
U.S. taxes. But at least it managed to remain standing.

The firm is “absolutely” benefiting from the turmoil surrounding its 
competitors, says Matthew Levitan, director of compensation at UBS. “People 
want to go somewhere that isn’t showing change and we have a very pure 
wealth management model,” he says. UBS also recently went on a hiring 
spree, increasing its force by 274 advisors in the fourth quarter of 2008. It was 
offering around 260% to top producers, according to some sources, and lured 
five multi-million producers in Texas from rival big brokerage firms. 

Taking Stock
The most obvious change this year is the value of stock-based

deferred compensation. After the markets punished financial stocks so 
badly in 2008, that portion of many advisors’ compensation has become 
nearly worthless. “There’s no way to offset that [loss],” Sarch says. “It’s not
unusual for an advisor to have 100,000 shares [of his or her employer]. 
That person is destroyed.”

So what did the companies do in reaction to this to entice new advi-
sors? In varying degrees, they increased cash and offered a broader array 
of investments to choose from instead of just their own stocks.

Consider Merrill Lynch. It eliminated the Financial Advisor Capital 
Accumulation Award Plans (FACAAP), Growth Award and Wealthbuilder 
and replaced them with the Restricted Units and WealthChoice plans. The 
former plans had offered advisors equity in new parent company Bank 
of America. Meanwhile, the latter plans allow advisors to choose from a 
broader array of investments, including mutual funds, structured products 
and alternative investments. Under the new system, financial advisors can 
reduce their equity participation to zero if they desire, and increase their 
WealthChoice award participation to 100%, according to information 
supplied by the company.

A disappointing run in the stock market in 2008 did not discourage 
Wachovia Securities from continuing its stock–based program, but it
decided to allow financial advisors to invest in other public companies if 
they desired. If a financial advisor earns gross revenues of $200,000 in 2009, 
he can potentially take up to 4% of that in a stock program. Ultimately, the 
payout depends on the percentage of the advisor’s income that comes from 
recurring revenue, growth of recurring revenue, and growth of the current 
year’s total gross revenue over the prior year by 15% or more. 

Advisors who qualify can invest the granted award in up to 15 invest-
ments, including mutual funds as well as a tracking stock for Wells Fargo, 
which acquired Wachovia, says Erik Karanik, senior vice president of 
branch initiatives for Wachovia Securities.

Buying Low
To be sure, not every company treats its own stock like the plague. 

UBS, which previously included no deferred compensation in company 
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T-12 production 
Grid
Rate

Wrap/
insurance/

annuity
rate

$0 - $199,999 28% 31%

$200,000 - $249,999 30% 33%

$250,000 - $299,999 33% 36%

$300,000 - $399,999 35% 38%

$400,000 - $599,999 39% 42%

$600,000 - $749,999 41% 44%

$750,000 - $999,999 42% 45%

$1,000,000 - $1,749,999 43% 46%

$1,750,000 - $2,999,999 44% 47%

$3,000,000 + 45% 48%
FAs registered for eight years or more with less than $250,000 in 
annual production receive 20% payout on all business.

Award is capped at 5% of an FA’s production. For FAs that hit the 5% 
cap, the fi rm will carry over excess net new assets for one year.

RIS, Corporate Cash Management and Prime Brokerage accounts are 
excluded from the calculation.

50% of award will be paid in cash by March 15 of following year and 
50% is deferred.

Asset and Credit Line Growth Award

Net New Asset and 
Credit Line Growth

Award

$5,000,000 - $50,000,000 15 bps

$50,000,000 - $100,000,000 10 bps

$100,000,000 - $150,000,000 5 bps

$150,000,000 - $200,000,000 2.5 bps

$200,000,000 + 1 bp

Deferred Compensation 

2009
production

Productivity 
award 

Length
of

Service 
5-9 yrs

Length
of

Service 
10 yrs +

Under
$400,000

0% 0% 0%

$400,000 - 
$599,000

1% 0% 0%

$600,000 - 
$999,000

1% 1% 1%

$1,000,000 - 
$1,749,999

2% 1% 2%

$1,750,000 - 
$2,999,999

3% 1% 2%

$3,000,000 + 4% 1% 2%

Recurring Revenue Award
FAs have the potential to earn an award of up to 2% 
of their recurring revenues; 1% is awarded if recurring 
revenue is greater than 75% of production and 1% is 
awarded if recurring revenue growth from the prior 
year is 25% or greater.
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