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Why “Highest Payout” Isn’t Always the Best Deal
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Because what you keep matters more than what
looks good on paper.

The Number That Gets All
the Attention

At first glance, a higher payout
sounds like a no-brainer.

More percentage equals more
money... right?

It's an easy assumption and one
the industry has leaned on for
years. Big payout numbers make
great headlines. They're simple,
attention-grabbing, and easy to
sell.

But they also tend to stop
advisors from asking the next,
more important question:

What does that payout actually
cost me?

“Headline payouts are
simple.
Real math isn't.”

The Fees Advisors Don't
Always See Up Front

Platform access
Software licenses
Account minimum
surcharges
Processing and
service fees
Add-ons for
everyday support

Takeaway: The payout
is only part of the
equation.

ON YOUR OWN BUT NOT ALONE

Why the Biggest Checks
Usually Come With the
Tightest Terms

In practice, payouts are rarely
one-size-fits-all. And the firms
advertising the highest
percentages often recover that
money elsewhere - quietly.
Common add-ons include:
e Technology and platform fees
e Trading and ticket charges
e Desk, admin, or branch fees
e Compliance and processing
costs
e Extra charges for tools that
feel essential
Individually, these fees may not
look dramatic.
Together, they add up fast.



By the time everything is deducted,
that “industry-leading payout” often
feels a lot less impressive.

What Actually Matters: Net
Take-Home

Advisors often realize that gross
payout isn't what matters; net
income is what pays the bills. Actual
earnings depend on what remains
after fees and deductions. A lower
payout with fewer, transparent
costs can lead to:

¢ More predictable income

e Fewer surprises

¢ Cleaner budgeting

e Astronger bottom line

In summary, net income is more
important than gross.

What We See Firsthand in
Recruiting Conversations

In recruiting conversations,
advisors  respond variably to
financial explanations. Some
acknowledge that reduced fees and
a more straightforward cost
structure can yield better long-term
advantages, whereas others
concentrate solely on the highest
percentages. This irony highlights
that, while advisors urge clients to
focus on tangible results, many find
it challenging to adopt this
perspective in their own practices.
Its more of a psychological
challenge than an issue of
intelligence. Advisors pursuing high
payouts frequently discover that
their actual take-home earnings are
lower, despite the temptation of
impressive figures.
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The Right Questions
to Ask:

Advisors who thrive long-
term tend to ask:

e What will my net
income look like in
year two or three?
What fees disappear
in this model?

What am | no longer

paying extra for?

How predictable is my
cash flow?

Advisors who
struggle often ask
just one question:

“What’s the payout?”

Why One-Size-Fits-All
Payouts Fall Short

Many high-payout models assume
every advisor wants and needs the
same things.

The same technology.

The same support.

The same structure.

The same costs.

But advisory practices aren't
identical.

And forcing everyone into the same
model often means paying for
things you don't use while still
missing support you actually want.

How Premier Network
Thinks About Payouts

At  Premier Network, payouts
prioritize practicality over flashy
recruitment tactics, focusing on:

e Fair and
structures

e Transparent pricing

e Aligning costs with real value

¢ Avoiding unnecessary add-ons

e Allowing advisors to choose
what suits their business

The ideal payout is personal, not

one-size-fits-all.
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The Bottom Line

If two firms have different payouts
but one charges more overall,
you're not truly earning more;
you're just paying more. Smart
advisors consider all factors—fees,
support, flexibility, and actual
earnings. Premier Network is
designed for advisors seeking
clarity, control, and practical
payouts.

Securities offered through Registered Representatives of Cambridge Investment Research, Inc., a Broker/Dealer, member FINRA & SIPC. Advisory
services offered through Cambridge Investment Research Advisors, Inc., a Registered Investment Advisor. Premier Wealth Management®, Inc.,

and Cambridge are not affiliated

© 2025 Premier Wealth Management® and Premier Network of Financial Advisors®. All rights reserved.

WWW.PREMIERFPHUB.NET

ON YOUR OWN BUT NOT ALONE


https://www.premierfphub.net/

