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Principles that drive our 
actions for growth

Trust is everything.

Earned over time. Lost in an instant. We will focus on 
anything we do or don’t do that builds or undermines 
trust and our relationship with clients.

Price matters.

More than ever. And in our industry more than most. 
We will leverage our scale to deliver industry-leading 
pricing without prospects or clients having to ask 
or negotiate.

Clients deserve efficient experiences.

Every time. We will respect our clients’ time by 
ensuring that every interaction a client has with 
us is simple and easy.

Every prospective or existing client is critical to our 
future growth.

No matter how large or small. We will value and delight 
them at each possible opportunity.

Actions matter more than words.

Clients, press, influencers, and employees will give 
credit to what we do vs. what we say. We will challenge 
everything we do to ensure it is consistent with what we 
believe and say about ourselves.

“Through 
Clients’ Eyes”



The Charles Schwab Corporation (NYSE: SCHW) is a financial services firm with a history of innovating 
and advocating for individual investors and the advisors and institutions who serve them.

In addition to historical information, this Annual Report to Stockholders contains “forward-looking statements,” which are identified by words such as “believe,” “expect,” “will,” 
“may,” “should,” “could,” “can,” “are,” “continue,” “growth,” “remain,” “drive,” “sustain,” “enhance,” “estimate,” “target,” “deliver,” “build,” “plan,” “commitment,” “position,” “lead,” “consistent,” 
“investment,” “outlook,” “improve,” “opportunity,” “assumption,” “trajectory,” “ongoing,” “balance,” “trend,” “progress,” “strive,” “bolster,” “strengthen,” “expand,” “anticipate,” “scenario,” “fortify,” 
“maintain,” “increase,” and other similar expressions. In addition, any statements that refer to expectations, projections, or other characterizations of future events or circumstances are 
forward-looking statements. These forward-looking statements, which reflect management’s beliefs, objectives, and expectations as of the date hereof, are estimates based on the best 
judgment of the company’s senior management. 

These statements relate to, among other things: growth in the company’s client base, accounts, assets, revenues, earnings, and profits; the integration of TD Ameritrade, including 
expected benefits, expense synergies, and timing; investments in people, technology, and platforms to fuel and support growth, serve clients, and drive scale and efficiency; and 
strategic priorities; (see “Letter From the CEO” and “Letter From the CFO”); disruptive actions; stockholder value; and business momentum; (see “Letter From the CEO”); positioning; 
client offerings and services; capital management; opportunities; 2022 outlook, including assumptions and financial expectations; expense growth; competitive advantages; revenue and 
expenses on client assets; target dividend payout ratio; Tier 1 Leverage Ratio operating objective; and balance sheet growth; (see “Letter From the CFO”). Achievement of the expressed 
beliefs, objectives, and expectations described in these statements is subject to risks and uncertainties that could cause actual results to differ materially from the expressed beliefs, 
objectives, and expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, which speak only as of March 4, 2022 (or such earlier date as may 
be specified herein). See “Forward-Looking Statements” in Management’s Discussion and Analysis of Financial Condition and Results of Operations on page 26 in the Form 10-K for a 
discussion of important factors that may cause such differences.
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Walt Bettinger 

Chief Executive Officer

Introduction—No Time for Hubris
The Merriam-Webster Dictionary defines humility as “freedom 
from pride or arrogance; the quality or state of being humble.”

As I summarize my thoughts in this, my 14th, opportunity to 
share a CEO letter with you, I feel a deep sense of humility. In 
2021, we achieved historic records by virtually every measure:

•	New brokerage accounts of 7.3 million

•	Total brokerage accounts of over 33 million

•	Core net new client assets of $558.2 billion

•	Total year-end client assets of $8.1 trillion

•	Full-year revenue of $18.5 billion

•	Full-year earnings of $5.9 billion

•	Stock price on December 31 of $84.10

•	Year-end market capitalization of over $150 billion

To some, this might seem like a time to celebrate. A time for 
congratulations. A time for pride. But that is not who we are at 
Schwab. Rather, it is our deep sense of humility that guides the 
way we operate and has led to these record results.

Following the example set by our founder, Chuck Schwab, 
we strive to build trusting relationships with the four key 
constituencies we rely on for our success:

1.	Our valued clients

2.	Our dedicated employees

3.	Our long-term stockholders

4.	The communities where we live and work

So, while some might see the end of a year of record results 
simply as cause to celebrate, we see it as a chance to humbly 
express our gratitude and to recommit ourselves to our long-
standing strategy of seeing everything we do “Through Clients’ 
Eyes.” For if we truly serve others in the way we would want to 
be served, the results will speak for themselves. Over time, the 
only winning business strategy is to be honest, honorable, and 
transparent and to follow the Golden Rule. 

As in past years, my goal for this annual letter is to be clear and 
straightforward—to write with minimal jargon, corporate speak, 
or trendy buzzwords. The litmus test for my letter is whether it 
reads as if I were corresponding with a business partner who has 
been out of touch for the past year. And as always, please let me 
know if I’ve achieved this goal or if I have fallen short.

If we truly serve others in the way 
we would want to be served, the 
results will speak for themselves. 

Our Valued Clients
In 2021, investors opened more accounts and entrusted us with 
more of their hard-earned money than in any other year in our 
nearly 50-year history.

Why?

Although we clearly benefited from strong investor engagement 
and interest in the equity markets, we believe the primary answer 
is rooted in our commitment to the Golden Rule. As I have said 
many times, when we serve clients and prospects the way we 
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Growth of core net new client assets annually over the last 15 years 
(In billions)

Total client assets annually over the last 15 years 
(In billions at year-end)
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would want to be served, they invariably choose to do more 
business with us and recommend Schwab within their circles 
of influence. In practice, we refer to this approach as “Through 
Clients’ Eyes.” Put simply, it means that we try to operate your 
company by considering our potential actions from the perspective 
of those entrusting us with their investments and their futures.

Although we strive to apply this approach in everything we do, 
this by no means implies that we are perfect in our execution. 
In 2021, there were times when we were overwhelmed by the 
volume of client phone calls—volumes of calls that were many 
times higher than the highest levels ever received in the past. And 
in 2021, we accrued approximately $200 million in connection 
with our efforts to resolve a matter with the Securities Exchange 
Commission involving certain historical client disclosures that 
were in place between 2015 and 2018 for one of our most popular 
investment offerings.

Despite challenges throughout 2021, our employees continued 
their extraordinary efforts. This included efforts to integrate several 
key acquisitions, with TD Ameritrade being the most significant. 
This complex, multi-year effort will yield tremendous benefits to our 
clients. In most large acquisitions, the acquiring company simply 
moves the clients of the acquired company onto the platforms of 
the acquiring company. But that approach is inconsistent with a 
“Through Clients’ Eyes” strategy. Instead, our approach has been to 
objectively study and evaluate the platforms from both Schwab and 
TD Ameritrade and strive to deliver the best from each company to 
our combined clients going forward. In the short run, this approach 
is somewhat more costly and takes more time. But in the long run, 
it is more aligned with our commitment to always seeing everything 
“Through Clients’ Eyes.”

In January 2022, Fortune magazine named us one of the 50 most 
admired companies in the world for the fifth consecutive year. 
And we received a variety of other honors and recognition from 
third parties. But as I said last year, despite our gratitude for 
these honors, we know recognition like this is fleeting. Our real 
reputation with each client is only as good as our last interaction 
with that client, and we are committed to delighting every client, 
of every size, every time they engage with us.

As we move into 2022, our commitment to our “Through Clients’ 
Eyes” strategy is as strong as ever. We have more than 3,000 
open positions for new hires, many of which will be dedicated to 
enhancing the quality of service our clients receive when they 
engage with us via one of our multiple channels: online, on the 
mobile app, by phone, or in our branches. In 2022, we will again 
spend over $2 billion on efforts designed to bolster our systems 
availability, strengthen our information security, and improve the 
ease of doing business with us. We will continue our efforts to 
integrate our acquisition of TD Ameritrade—delivering world-class 
investing, trading, and custodial services to all our clients. And 
our three long-term strategic priorities of scale and efficiency, 
win-win monetization, and segmentation remain intact.

When we invest in our  
employees, our clients benefit.  
The two are inseparable.

Our Dedicated Employees
As the famed management consultant Peter Drucker once said, 
“Culture eats strategy for breakfast.” We agree. It is, after all, our 
employees who ultimately see the world “Through Clients’ Eyes” 
every day. Honoring our employees, treating them with respect, 
and valuing and promoting the power of a diverse and inclusive 
environment all contribute to a culture that attracts employees 
with a passion for and commitment to serving others.

Throughout 2021, we placed additional priority on the safety and 
health of our employees because of the COVID-19 pandemic. 
Other than in our branches, which largely reopened with stringent 
safety precautions late in the first quarter of 2021, most of our 
employees continued working remotely. As we transition into 
2022, we will continue making decisions that serve our dual 
mandate of protecting the health of our employees and their 
families while serving our clients. When we do begin returning to 
the office in larger numbers, we will implement one of the most 
flexible approaches to work location in our industry.

We also took additional steps to recognize how hard our 
employees have worked over the past several years and how 
critical they are to our success. Last fall, we invested several 
hundred million dollars in providing a 5% base salary increase 
for virtually all our employees. And as a result of our financial 
performance, bonuses accrued for employees for the 2021 year 
are at the highest level we have paid in 13 years—over 135% 
funding for the corporate bonus plan, based on our exceeding the 
performance target we established for the year. When we invest 
in our employees, our clients benefit. The two are inseparable.

Our Long-Term Stockholders
Throughout my almost 14 years as CEO of Schwab, one constant 
has been the long-term orientation of our board of directors. 
When making significant strategic or financial decisions, our 
directors have supported our focus on long-term value creation 
and the acceptance of short-term consequences.

This long-term approach aligns perfectly with our “Through 
Clients’ Eyes” strategy because, at times, the only way to act on 
what we see through our clients’ eyes is to make a decision that 
will negatively impact our profitability in the short run. A perfect 
example is when we decided to lead the established investment 
services industry in 2019 by eliminating brokerage commissions 
for most equity and exchange-traded fund transactions.

For stockholders who believe in the Golden Rule, who believe 
in our “Through Clients’ Eyes” strategy, and who believe in 
the Virtuous Cycle, our long-term approach has paid off. Our 
stock, SCHW, began the year at $53.04 and ended the year at 
$84.10. Stockholder returns were further boosted by our regular 
dividend payments.
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Schwab’s Virtuous Cycle
The Virtuous Cycle recognizes and rewards our clients, employees, stockholders, and communities in a way that reinforces the 
benefits of continuing to work with Schwab over time. This type of long-term thinking defines the way we operate at Schwab. 
We strive to make decisions that will benefit all our constituencies for years to come.

Market capitalization of Schwab over the last 10 years 
(In billions at year-end)

$159B
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The Communities Where We Live 
and Work
Along with our commitment to serving clients, employees, 
and long-term stockholders is our commitment to serving the 
communities where we live and work. This commitment is 
demonstrated by the financial support we deliver through Charles 
Schwab Foundation and our nationwide efforts to enhance 
financial literacy, as well as the volunteer efforts of thousands of 
Schwabbies every year in local communities across the country.

Volunteerism has been a hallmark of your company for nearly its 
entire history, and for nearly 20 years we have offered employees 
paid time off to volunteer in support of non-profit efforts 
throughout the country. And we back our employees’ volunteer 
efforts with financial assistance that helps build and strengthen 
communities, with a particular emphasis on underserved 
communities and people in need.

Our commitment to the different communities in which we operate 
is also evident through our resolve to stay neutral on the seemingly 
endless and challenging political issues of the day. This approach 
is increasingly unique in the industry and difficult to maintain. But 
we continue to believe it is the right approach for your company.

Our Purpose at Schwab is to champion every client’s goals with 
passion and integrity. The statement is quite clear: We aim to serve 
every client. With approximately 20 million clients with differing 
political viewpoints, we believe we best deliver on our Purpose 
by remaining apolitical. We have even gone so far as to close our 
employee-funded political action committee (PAC), ceasing financial 
contributions to political candidates on both sides of the aisle. In 
serving “every client,” we commit to respecting the differing views 
that exist across our great country and not allowing personal views 
on politics to cloud our commitment to seeing “Through Clients’ 
Eyes”—every client’s eyes. Very simply, we want to be focused on 
helping investors and traders achieve great financial outcomes and 
giving them greater confidence in their future. Doing so delivers 
immeasurable benefits to clients, employees, and society more 
broadly. That has been, and will remain, our focus.

Conclusion
I opened this letter, my 14th opportunity to share thoughts about 
your company, by acknowledging the humility I feel in reflecting 
on 2021. None of your company’s extraordinary successes in 
2021 would have been possible without the trust that each of 
you places in us—whether as a client, an employee, a long-term 
stockholder, or a member of one of our local communities.

As I humbly express my gratitude for your trust, I also hope 
you recognize that not every year will yield record results. No 
one could reasonably commit to that. But you do have my 
commitment that your company will:

•	Continue to operate in a manner consistent with the Golden Rule.

•	Strive to see the world “Through Clients’ Eyes.”

•	Operate with integrity and transparency.

•	Share the benefits of success from our Virtuous Cycle with 
clients, employees, long-term stockholders, and the communities 
where we work and live.

•	Strive to maintain a culture that treats every employee with 
respect and honor and that ensures every employee is given the 
opportunity to thrive.

In short, we will continue aiming to be a firm you can feel proud 
to be associated with.

Thank you.

Warmly,

 
 

Walt Bettinger 
March 4, 2022

linkedin.com/in/waltbettinger 
twitter.com/waltbettinger

Our Purpose at Schwab is to 
champion every client’s goals  
with passion and integrity. 

http://linkedin.com/in/waltbettinger
http://twitter.com/waltbettinger


Letter From the CEO | 7

New Products and Services—Highlights From 2021

Invested in capabilities for newer investors with the launch of Schwab Starter Kit™

Expanded fixed income separately managed account strategies available to Charles Schwab & Co., Inc. clients with the 
launch of 25 Wasmer Schroeder™ Strategies provided by Charles Schwab Investment Management, Inc.

Introduced Schwab Ariel ESG ETF, the firm’s first ESG fund and first actively managed, semi-transparent (also referred to as 
non-transparent) ETF 

Provided tailored solutions to independent Registered Investment Advisors aimed at serving them better than any other 
custodian in the industry:

•	Digital onboarding and account management

•	Third-party integration ecosystem

•	Modernized custodial platform

Strengthened our banking and lending offer with an enhanced Investor Advantage Pricing tier

Launched My Financial Guide to help retirement plan participants save and invest using a financial health assessment that 
leads to a customized plan for achieving their goals

Introduced the Schwab Genesis Variable Annuity® and the Schwab Genesis Advisory Variable Annuity®—with costs that 
are among the lowest in the industry

Advanced TD Ameritrade integration to enhance the client experience across a range of client needs:

•	Personalized onboarding and welcome experience

•	Modernized trader experience on Schwab.com and mobile

•	Enhanced features and scale to optimize clients’ channel of choice

See page 18 for important disclosures.

https://Schwab.com
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#1 in Customer Satisfaction with Direct Retail Banking,  
3 Years in a Row | J.D. Power

Charles Schwab Bank, SSB received the highest score in the J.D. Power 2019–2021 
U.S. Direct Retail Banking Satisfaction Studies of customers’ satisfaction with direct 
banking accounts. Visit jdpower.com/awards for more details.

Highest in Digital Satisfaction with Retirement Plan Participant 
Providers | J.D. Power

Charles Schwab received the highest score in the J.D. Power 2021 U.S. Retirement 
Plan Digital Satisfaction Study of customers’ satisfaction with their employer-
sponsored retirement provider’s digital channels. Visit jdpower.com/awards for 
more details.

2021 Best In Class Overall | StockBrokers.com Annual Review

Schwab received a five out of five star ranking and placed third in “Best in Class 
Overall” by StockBrokers.com. Schwab also ranked #1 for Innovation, IRA Accounts, 
Phone Support, and Research by StockBrokers.com. 

StockBrokers.com: “2021 Online Broker Review,” published January 19, 2021. Participation in the review is voluntary; a 
total of 11 online brokers participated in the 2021 review. The Online Broker Review assesses participating online brokers 
on 256 variables across 7 categories: Commissions & Fees, Research, Platforms & Tools, Mobile Trading, Offering of 
Investments, Education, and Ease of Use. Star ratings are out of five possible stars and are based on a calculation that 
combines the variable assessment with an opinion score from 1–10, with 10 being “very good” in StockBrokers.com’s 
opinion. Best in Class are online brokers who have placed within the Top 5 for a category. Industry Awards are awarded 
based on the opinions of StockBrokers.com’s research team. Read our 2021 Review. For further information on how the 
ratings were calculated, see StockBrokers.com’s “How We Test.”

2021 Most Trusted Online Broker | Investor’s Business Daily

Schwab was named a top-rated company two years in a row for Investor’s Business 
Daily’s Most Trusted Financial Companies.

From Investor’s Business Daily, September 20, 2021, ©2021 Investor’s Business Daily, Inc. All rights reserved. Used 
by permission and protected by the Copyright Laws of the United States. The printing, copying, redistribution, or 
retransmission of this Content without express written permission is prohibited. Results based on an Investor’s Business 
Daily (“IBD”) and Technometrica study, which measures consumers’ trust toward financial companies and ranks the 
companies objectively. A total of 6,578 IBD website visitors and customers participated in the Phase 2 survey in August 
2021. Except for the wealth management and mutual fund/ETF categories, where we required at least 100 respondents, 
we needed at least 125 respondents to rate a company for it to be included in our ranking. Seventy-four companies 
met our minimum inclusion criterion. For further information on how the ratings were calculated, see IBD’s Criteria 
and Methodology. 

2021 One of the Top Brokers Overall | Investor’s Business Daily

Schwab was rated a Top Broker in the 2021 Investor’s Business Daily Best of the 
Online Brokers Survey.

From Investor’s Business Daily, January 25, 2021, ©2021 Investor’s Business Daily, Inc. All rights reserved. Used 
by permission and protected by the Copyright Laws of the United States. The printing, copying, redistribution, or 
retransmission of this Content without express written permission is prohibited.

http://jdpower.com/awards
http://jdpower.com/awards
http://StockBrokers.com
http://StockBrokers.com
http://StockBrokers.com
http://StockBrokers.com
http://StockBrokers.com
http://StockBrokers.com
http://StockBrokers.com
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As a firm, we have an unshakable belief in our purpose and in our 
culture of service. As an employer, we are committed to helping 
individuals unleash their potential and achieve their dreams— 
challenging themselves, as we seek to challenge the status quo on 
behalf of our clients. We place great value on the recognition we 
receive as an employer of choice, particularly those awards that 
are based on feedback from our employees.

Since 2013, Schwab has consistently been recognized as a top 
place to work, based on employee feedback in major markets 
where Schwab has significant concentrations of employees.

Military-friendly workplace
For the 10th consecutive year, Schwab was recognized as one 
of the Best of the Best Top Veteran-Friendly Companies by U.S. 
Veterans Magazine.

Chicago, IL

State of AZ

Denver, CO

State of TX

San Francisco, CA

Cleveland, OHDallas, TX

Charlotte, NC

Orlando, FL

Austin, TX

Indianapolis, IN

Schwab ranked as a top place to work in many of the places we call home.

Selected as one of The World’s Most 
Admired Companies® by FORTUNE  
Magazine in 2021.
From FORTUNE. ©2021 FORTUNE Media IP Limited. All rights 
reserved. Used under license. FORTUNE and FORTUNE Media IP 
Limited are not affiliated with, and do not endorse the products or 
services of, Charles Schwab & Co., Inc.

America’s 50 Most Community- 
Minded Companies

Schwab has been recognized since 2017 by 
Points of Light, the world’s largest organization 
dedicated to volunteer service, which selects 
honorees based on four dimensions of their 
corporate citizenship and social impact 
programs: investment of resources, integration 
across business functions, institutionalization 
through policies and systems, and 
impact measurement.

 
Forbes 2021 America’s  
Best Large Employer

Forbes 2021 Best 
Employers for New Grads

Best Places to Work for  
LGBTQ Equality

Human Rights Campaign Corporate 
Equality Index

Each year since 2004, Charles Schwab 
has received a 100% rating on the 
Human Rights Campaign’s Corporate 
Equality Index, which rates American 
workplaces on lesbian, gay, bisexual, 
and transgender equality.

2021 Best Places to Work for 
Disability Inclusion

Schwab scored 100 on the 2021  
Disability Equality Index.
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Peter Crawford 

Chief Financial Officer

Onward
As I closed out my prior letter to you in early 2021, I wrote: “We 
know what we need to do; we have the resources to do it; and, 
most importantly, we have a team that was tested...and proved 
capable of pushing through whatever obstacles the environment 
throws at us.” Little did I know the obstacles that would come 
our way over the next few months—a huge surge in volatility, 
unprecedented levels of client engagement, and the highest 
levels of inflation in 40 years. But my confidence in our team 
proved to be appropriate, given the company’s operating and 
financial performance as 2021 unfolded. Let’s review Schwab’s 
story for the past year before turning to what might lie ahead 
in 2022.

2021
Despite the obstacles noted above, a number of things came 
together for Schwab last year: a fluctuating but generally 
improving macroeconomic environment; dramatically higher 
client activity and interest in the markets; competitive 
positioning that is as strong as ever; and ongoing progress on 
strategic initiatives all combined to help us produce record-
breaking results.

At the beginning of 2021, the macroeconomic environment 
seemed to be at a crossroads. On one hand, the economy 
had been regaining strength through year-end 2020, and the 
equity markets had rallied to erase their pandemic-related 
losses and close up 16% year-over-year. On the other hand, the 
pandemic was clearly far from over, and continued economic 
progress faced major workforce and supply-chain challenges. 
As we all know now, the recovery did continue, supported by 
expanding vaccine rollouts and government aid packages. And 
the markets continued to climb, despite a bump or two along 
the way, with the S&P 500® Index eventually finishing 2021 up 
27% for the year. While short-term interest rates remained near 
zero throughout 2021, longer-term rates followed the recovery 
higher, and the 10-year Treasury yield ended the year at 1.52%, 

up 59 basis points from year-end 2020. So we ended up with an 
operating environment that remained well short of ideal for our 
business but was definitely moving in a better direction. 

A major source of uncertainty as we began 2021 was whether 
we’d experience a continuation of the unprecedented level of 
client engagement that occurred in the last quarter of 2020. 
Would activity levels increase, decrease, or stay the same? 
What happened, of course, was a burst of first quarter activity, 
what we now call the “reopening surge,” as investors greeted 
vaccine rollouts and the anticipated reopening of the economy 
with newfound interest in participating in the financial markets 
as well as bullish trading behavior. Elevated interest in certain 
technology and other growth-oriented stocks was a marked 
part of that behavior, as was heightened market attention to 
certain names via social media—in other words, the “meme 
stock” phenomenon. Trading activity shot up, with daily average 
trades at Schwab reaching 8.4 million for the first three months 
of the year, including a single-day peak of 12.3 million. At the 
same time, new account openings hit 3.2 million for the quarter—
that’s more in three months than in all of 2020, setting aside 
accounts acquired through our M&A activity. Client asset flows 
surged as well, with core net new assets hitting a record $148.2 
billion. While some measures of engagement eased from these 
extraordinary levels, clients stayed active throughout 2021, 
setting yet another quarterly record for net new assets to close 
out the year. Our full-year operating results also deserve the 
“extraordinary” label—7.3 million new brokerage accounts, $558.2 
billion in core net new assets—representing an 8% annual organic 
growth rate—and 6.5 million daily average trades, all three of 
which were records by double-digit percentage margins. We 
ended 2021 with a staggering $8.14 trillion in client assets across 
33.2 million brokerage accounts, annual increases of 22% and 
12%, respectively. As Walt said, truly humbling success.

Competitively, our “no trade-offs” approach to delivering value, 
service, transparency, and trust in our client relationships 
continued to resonate with investors, as demonstrated by a 
Transfer of Account (TOA) ratio that remained solidly in our 
favor, and $1.4 trillion year-over-year growth in client assets. 
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Our strong competitive positioning was also reflected in Schwab 
earning industry recognition from J.D. Power, Investor’s Business 
Daily, and others.

On the business front, we made sure we continued to drive 
progress throughout the year across our key strategic priorities 
of scale and efficiency, win-win monetization, and segmentation. 
We made meaningful progress in preparations for transitioning 
TD Ameritrade clients to a single platform during 2023 as 
scheduled, relaunched our Schwab Advisor Network® referral 
program on a newly combined basis, and improved service levels, 
in part by hiring thousands of client service professionals. We 
expanded client access to fixed-income solutions by adding to 
our lineup of proprietary separately managed accounts, and we 
worked with Ariel Investments, LLC to launch our first proprietary 
ESG fund, which is also our first actively managed, semi-
transparent ETF. We also advanced several initiatives to meet 
specific needs across our client base, including the introduction 
of our Schwab Starter Kit™ to help new investors develop 
knowledge and confidence as they begin to build their financial 
futures, as well as our ongoing efforts to build awareness and 
utilization of our advisory services and lending capabilities. Client 
assets enrolled in one of our advisory offerings rose to $559.2 
billion across Investor Services by year-end 2021, up 19% year-
over-year. And outstanding balances of mortgage loans and 
secured credit lines rose by a combined total of $11.0 billion, or 
48%, to end the year at $33.8 billion.

So 2021 was messy and challenging but ultimately a great year 
for our business. As we look at our performance, let’s revisit the 
expectations we started out with. If you followed us throughout 
the year, you probably know that we adopted a set of three 
“mathematical illustrations,” covering a range of assumptions and 
outcomes, to discuss our financial outlook for 2021, rather than 
our usual “scenario” approach. The illustrations helped reflect 
the broader-than-usual span of uncertainties surrounding the 
unfolding environment, plus the added complication of having 

just closed the TD Ameritrade acquisition, with the attendant 
increase in our sensitivity to things like trading, margin loans,  
and securities lending, all of which had just hit record levels.

As we usually do when building our financial outlook, we 
started with a set of basic assumptions regarding certain 
environmental and company-specific factors that we’d hold 
constant across our illustrations. These assumptions included: 
equity market appreciation equal to the long-run average of 
6.5%; an interest-rate environment consistent with the January 
2021 forward Treasury curve, including an average 5-year yield 
of approximately 60 basis points; securities lending revenue of 
approximately $160 million per quarter; and the initial migration 
of client cash to our balance sheet under the Insured Deposit 
Account (IDA) agreement with certain Toronto-Dominion Bank 
affiliates beginning at mid-year.

We then layered in assumption ranges for three key client-related 
drivers that we felt could vary substantially depending on how 
the environment unfolded—trading volume, margin loan balances, 
and client cash on our balance sheet. Our illustrations were 
structured to encompass a further step-up in client engagement, 
a continuation of late 2020 activity levels, and a pullback, so the 
daily average trade assumptions ranged between 20% lower and 
20% higher than the fourth quarter of 2020, and margin and 
client cash balances were assumed to range between 10% lower 
and 10% higher than their year-end 2020 levels. Together with 
the basic assumptions, these variables yielded a range of (8.0)% 
to 7.0% for potential revenue growth in 2021, relative to the 
fourth quarter of 2020, annualized. Using this frame of reference 
made sense under the circumstances, since that last quarter 
was the only one during the prior year where TD Ameritrade was 
included in our results.

We also incorporated our outlook for expense growth in the 
illustrations, which reflected our ongoing integration work, a 
full year of operating expense from all four of the acquisitions 
we closed during 2020, and significant investments in client 
service capacity to help us keep pace with the demands on 
people and systems caused by our dramatic recent growth. 
Including approximately $1 billion of integration spend and 
amortization of intangible assets, as well as expected progress 
on TD Ameritrade–related run-rate cost synergies, we thought 
2021 GAAP expense growth could range between (5)% and (3)%, 
or between 1% and 4% on an adjusted basis,1 versus annualized 
4Q20 results.

So, how’d things turn out? Well, I think you know where this  
is going, given the operating environment and success with 
clients I just described. With equity market returns, long-
term interest rates, and client activity generally exceeding the 
illustration assumptions, our revenues grew almost 11%, to a 
record $18.5 billion. Our GAAP expenses were flat, and adjusted 

Our ‘no trade-offs’ approach to 
delivering value, service, transparency, 
and trust in our client relationships 
continued to resonate with investors.

1Further details on non-GAAP financial measures are included within our 10-K filed in February 2022. 
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2020 2021201920182017

45.2%

41.6%

36.8%

42.2%

Adjusted2

47.5%

42.4%
45.0%

Pre-tax profit margin1,2

9%

11%

15%

ROTCE1

22%

19% 19%

15%

2020 2021201920182017

Return on equity1

17%
5-year compound 
annual growth rate

Adjusted diluted EPS1

Diluted Earnings Per Share 

2017

$1.61

2020

$2.12

2018

$2.45

2019

$2.67

2021

$2.83

$3.25

$2.45

20%
5-year compound 
annual growth rate

Total net revenues 
(In billions)

2017 20202018 2019 2021

$8.6 $10.1 $10.7 $11.7 $18.5

expenses1 rose by 7%, reflecting higher volume-related costs 
due to client engagement, including higher bonus funding, but 
also including a regulatory charge of approximately $200 million 
which was not anticipated in our initial assumptions. Our GAAP 
and adjusted2 pre-tax profit margins were 41.6% and 47.5%, 
respectively, both rebounding strongly over our 2020 results. 
We combined this healthy financial performance with our 
ongoing capital management to support consistently strong 
returns on capital throughout 2021. We delivered a double-digit 
return on equity and a ROTCE1 of at least 20% every quarter, 
ending with full-year results of 11% and 22%, respectively. And 
just to say it, the GAAP and adjusted net income and earnings 
per share numbers in the following graphic are definitely 
records as well.

Adjusted net income1,3

25%
5-year compound 
annual growth rate

Net income 
(In billions)

2017 20202018 2019 2021

$2.4 $3.5 $3.7 $3.3 $5.9

$6.7

$3.8

1Further details on non-GAAP financial measures are included within our 10-K filed in February 2022.
2Adjusted pre-tax profit margin is calculated as adjusted income before taxes on income divided by net revenues. 2021 adjusted income before taxes on income equals net revenues of $18.5 billion 
less total adjusted expenses of $9.7 billion, or $8.8 billion. Dividing this adjusted income before taxes on income of $8.8 billion by net revenues of $18.5 billion equals an adjusted pre-tax profit 
margin of 47.5%. 2020 adjusted income before taxes on income equals net revenues of $11.7 billion less total adjusted expenses of $6.8 billion, or $4.9 billion. Dividing this adjusted income before 
taxes on income of $4.9 billion by net revenues of $11.7 billion equals an adjusted pre-tax profit margin of 42.2%. Further details on non-GAAP financial measures are included within our 10-K filed 
in February 2022.

3Adjusted net income calculated as adjusted net income available to common stockholders plus preferred stock dividends and other.
ROTCE = return on tangible common equity
EPS = earnings per share
Financial results include TD Ameritrade from October 6, 2020, forward.
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2022 Outlook
As gratified as we are about our operating and financial 
performance in 2021, I will echo Walt’s comment that no one 
here is letting this go to our heads or losing sight of what makes 
this company successful. We know that all of us—all Schwab 
stakeholders, including clients, employees, and stockholders—
expect the company to keep its focus and to keep moving onward. 
Schwab has been a growth company since its inception, and that 
remains every bit as true today as it was back in the 1970s. Even 
after all our success to date, we’re still serving just 12% of the 
investable wealth in the U.S., and there are millions of investors 
who have yet to experience our client-first approach to meeting 
their needs.

There are many voices out there talking about what it means 
to be growth oriented, but one that resonates with me is Carol 
Dweck and the concept of a “Growth Mindset.” She discusses 
this approach in terms of individuals, but I believe companies 
can embody a growth mindset as well: Those that thrive are 
self-aware, never satisfied, not afraid to make mistakes, but 
rather learn from them and constantly push to improve. Our 
story in 2022 and beyond will continue to be driven by this 
growth imperative, and our financial and competitive strength 
keeps us well positioned to explore the rich opportunities across 
our strategic priorities.

This year we will focus on further progress with the TD Ameritrade 
integration, continuing to make it easier for clients to work with 
us, and enhancing our operating model and infrastructure to 
support future growth. We’ll also work to improve our wealth 
management offerings, expand our proprietary asset management 
lineup to include new forms of personalized investing, and help 
build client awareness and utilization of our lending facilities. 
Additionally, we expect to improve our services for higher-net-
worth clients, build on existing strengths in key client segments 
like traders, and further evolve and improve our service, tools, 
platforms, and capabilities for the independent RIAs who custody 
with us.

From a financial perspective, we feel conditions are appropriate 
for returning to a single-scenario approach to discussing our 
outlook. While there’s no shortage of uncertainty regarding the 
remaining path of the pandemic, the trajectory of interest rates 
and inflation, equity market resiliency, and client engagement 
and behavior, the overall environment feels like it’s starting out 
on a more stable footing than last year. Our assumptions include 
three 25-basis-point hikes in the target Fed Funds rate during 
2022, with the 5-year Treasury yield averaging 1.65%, which was 
consistent with the forward yield curve as of early January. We’re 
also assuming the S&P 500® rises by the 6.5% long-run average 
and that volatility remains consistent with the latter half of 2021. 
On the client front, we’re allowing for daily average trades and 

quarterly securities lending revenue to remain at their 4Q21 levels 
of 6.1 million and approximately $150 million, respectively. And 
we’re allowing for our balance sheet to grow by about 3%. To 
put it simply, our scenario assumes an environment marked by 
ongoing economic recovery, the beginning of a return to interest 
rate normalization, and client engagement similar to the last few 
quarters of 2021.

Turning to expenses, our planning incorporates the full-year 
impacts of special compensation increases and incremental 
client service capacity that we put in place during 2021 given the 
extraordinary conditions; the accelerated deployment of certain 
systems hardware and software needed to support scalability 
and client conversion given our dramatic growth following the 
TD Ameritrade acquisition; and mid-single-digit growth in 
fundamental operating expenses, consistent with our longer-term 
expectations. After setting aside certain expenses specific to 
2021 that are not expected to continue, allowing for planned

Schwab has been a growth 
company since its inception, and 
that remains every bit as true today. 
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transaction-related expenses such as integration spend and 
amortization of intangible assets, and including anticipated 
incremental expense synergies, year-over-year GAAP expense 
growth could range between 4% and 5%, or 6% and 7% 
on an adjusted1 basis, depending, as always, on how client 
activity unfolds.

Before I leave expenses, I want to share what I believe is an 
important perspective on our current spending outlook. If 
you’ve followed our story for any length of time, you know we 
consistently discuss the importance of scale and efficiency, 
both of which we believe are significant competitive advantages. 
Our scale allows us to spread our fixed costs over a large base 
of accounts and to support investment in new capabilities by 
increasing the benefit for every dollar spent. When that scale 
is combined with an unwavering focus on operating efficiency, 
it makes it possible for us to fortify our position as one of the 
lowest-cost—if not the lowest-cost—providers in our industry on 
that basis. It’s an industry where pricing matters to investors, 
so being able to keep costs low allows us to give clients what 
they want.

The chart above illustrates this dynamic. The yardstick by which 
we measure our overall operating efficiency is EOCA, or expense 
per dollar of client asset. You can see we’ve succeeded in 
reducing this metric by more than half since 2004. Part of that 
decline comes from our increased scale, but it’s also an outcome 
of our deliberate prioritization of being fiscally disciplined 
and balancing short-term profitability with investing to drive 
long-term growth and/or greater efficiency and productivity. 
Our success has enabled us to drive down ROCA, or revenue 
per dollar of client asset, by a bit more than a third over the 
same time period—while maintaining and even improving our 
profitability. Lower ROCA means our clients are paying less for 
our services over time, even as we’re doing more for them, which 
results in a much greater overall value. And the better we get 
at walking this path while continuing to expand and enhance 
our capabilities, the harder it will be for others to keep up. 
Here’s the punch line: To the extent our scenario plays out in 
2022, we’d expect our EOCA to continue declining, while ROCA 
would essentially stabilize. In other words, even with the level 
of expense growth necessary to hit our objectives in 2022—
including the integration effort—we’d expect the trend of declining 
EOCA to continue, allowing us to continue to reap the benefits of 
our relentless attention to scale and efficiency.

Revenue and expense as percentage of client assets, 2004–2021

14

32

25

39

202120202019201820172016201520142013201220112010200920082007200620052004

Total client assets ($T)

ROCA (bps)

EOCA (bps)1

bps = basis points
ROCA = revenue on client assets
EOCA = expenses on client assets 
1EOCA shown on a GAAP basis

$8.1$2.5 $6.7$2.2 $4.0$2.0 $3.3$1.7$1.4 $3.4$1.6$1.2 $2.8$1.4$1.1 $2.5$1.1$0.9

1Further details on non-GAAP financial measures are included within our 10-K filed in February 2022. 
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Tying everything together, under the conditions I’ve described, 
we could see 9%–10% revenue growth and an adjusted pre-tax 
profit margin of at least 48%, which implies percentage growth in 
adjusted net income somewhere in the teens.

Finally, I should spend a moment on our approach to balance 
sheet and capital management during the year ahead. There’s no 
question that supporting ongoing business growth remains our 
top priority on this front. While we did increase our outstanding 
preferred stock by a net $2.3 billion during 2021 to help support 
particularly strong growth in client cash on our balance sheet, 
the extraordinary surge in client inflows we experienced late in 
2021 reduced our consolidated Tier 1 Leverage ratio slightly to 
6.2%, which of course remains well above regulatory minimums. 
Going forward, we expect to maintain our quarterly common 
dividend payout ratio within our target range of 20%–30% of 
earnings—we just raised it by $.02 to $.20 in early 2022—and 
we’ll continue to shape a path toward our long-term Tier 1 
Leverage operating objective of 6.75%–7.00%. That path will take 
into account not only the increased organic capital formation 
helped by a rising rate environment, but also the impact of client 
asset allocation decisions in that environment on our pace of 
balance sheet growth.

Conclusion
If “things came together” to produce record-breaking results in 
2021, can it happen again in 2022? Absolutely, or not—the story 
for the year will depend in part on factors we don’t control, such 
as the evolution of the macroeconomic environment and client 
behavior. That said, you can rest assured our focus remains 
solidly on what we do control—moving Schwab onward in pursuit 
of the enormous growth opportunities still ahead. We’ll do this 
by providing clients with the service they expect and deserve 
under all conditions; by sustaining our key strategic initiatives of 
scale and efficiency, win-win monetization, and segmentation; 
and by driving progress on the TD Ameritrade integration. Above 
all, we’ll retain our growth mindset. As John Wooden once 
said, “By applying yourself to becoming a little better each and 
every day over a period of time, you will become a lot better.” 
I come to work every day excited to be part of making Schwab 
better, and I know I’m fortunate to be surrounded by colleagues 
and teammates who feel the same. We’re all grateful for your 
ongoing support, and I look forward to sharing our progress as 
2022 unfolds.

 

Peter Crawford 
March 4, 2022

You can rest assured our focus 
remains solidly on what we do 
control—moving Schwab onward 
in pursuit of the enormous growth 
opportunities still ahead. 
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Financial highlights

SCHW stock price at year-end for the past 10 years

GROWTH RATE
1-YEAR

(In Millions, Except Per Share Amounts and As Noted) 2020–2021	 2021(1) 2020(1) 2019 

Net revenues 58% $  18,520 $ 11,691 $ 10,721 
Expenses excluding interest 46% $  10,807 $ 7,391 $ 5,873 
Net income available to common stockholders 76% $  5,360 $ 3,043 $ 3,526 
Basic earnings per common share 33% $  2.84 $ 2.13 $ 2.69 
Diluted earnings per common share 33% $  2.83 $ 2.12 $ 2.67 
Dividends declared per common share – $ .72 $ .72 $ .68 
Weighted-average common shares outstanding—diluted 32%  1,897 1,435 1,320 
Closing market price per share (at year-end) 59% $  84.10 $ 53.04 $ 47.56 

Book value per common share (at year-end) (5%) $  24.46 $ 25.69 $ 14.74 

Net revenue growth 58% 9% 6% 
Pre-tax profit margin 41.6% 36.8% 45.2%
Return on average common stockholders’ equity 11% 9% 19%
Full-time equivalent employees (at year-end, in thousands) 4% 33.4 32.0 19.7 

(1) Schwab acquired TD Ameritrade, effective October 6, 2020. TD Ameritrade’s results of operations and financial condition are included from the date of acquisition forward.
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Growth in client assets and accounts

(1) Beginning in the first quarter of 2019, a change was made to move CTFs from equity and other securities. Prior periods have been recast to reflect this change.

(2) Includes balances held on and off the Schwab platform. As of December 31, 2021, off-platform equity and bond funds, CTFs, and ETFs were $24.6 billion, $6.2 billion, and 
$92.3 billion, respectively.

(3) Excludes all proprietary mutual funds and ETFs.

(4) As of December 31, 2021, third-party money funds were $13.5 billion.

(5) Beginning in the fourth quarter of 2019, Schwab ETF OneSourceTM was discontinued. These assets are now included with other third-party ETFs.

(6) 2021 includes outflows of $42.0 billion from certain mutual fund clearing services clients. 2020 includes inflows of $890.7 billion related to the acquisition of TD Ameritrade, $79.9 billion 
related to the acquisition of the assets of USAA’s Investment Management Company, and $10.9 billion from a mutual fund clearing services client. 2019 includes an inflow of $11.1 billion 
from a mutual fund clearing services client. 2018 includes outflows of $93.9 billion from certain mutual fund clearing services clients. 2017 includes inflows of $34.5 billion from certain 
mutual fund clearing services clients and an outflow of $9.0 billion from a mutual fund clearing services client. 

(7) 2020 includes inflows of $680.6 billion related to the acquisition of TD Ameritrade and $8.5 billion related to the acquisition of Wasmer, Schroeder & Company, LLC.

(8) 2020 includes 14.5 million new brokerage accounts related to the acquisition of TD Ameritrade and 1.1 million new brokerage accounts related to the acquisition of the assets of USAA 
Investment Management Company.

(9) Periodically, the company reviews its active account base. In 2018, the definition of active brokerage accounts was standardized across all account types as accounts with activity  
within the preceding 270 days. This change increased active accounts by approximately 63,000. In 2017, active brokerage accounts were reduced by approximately 48,000 as a result of 
low-balance closures.	

N/M = not meaningful

GROWTH RATES
COMPOUNDED 

4-YEAR
ANNUAL 
1-YEAR

(In Billions, at Year-End, Except As Noted) 2017–21 2020–21  2021  2020  2019  2018  2017 
Assets in client accounts
Schwab One®,  certain cash equivalents and bank deposits 30% 23% $  566.1 $  458.4  $256.7 $  261.2 $  198.6 
Bank deposit account balances N/M (4%)  158.5  165.9 – – – 
Proprietary mutual funds (Schwab Funds® and Laudus Funds®) 

and collective trust funds (CTFs)  

Money market funds (3%) (17%) 146.5 176.1 200.8 153.5 163.6 
Equity and bond funds and CTFs(1,2) 17% 28% 183.1 142.9 122.5 94.3 97.7 

Total proprietary mutual funds and CTFs 6% 3%  329.6  319.0  323.3  247.8  261.3 
Mutual Fund Marketplace®(3)

Mutual Fund OneSource® and other non-transaction fee funds 1% 5% 234.9 223.9 202.1 180.5 225.2 
Mutual fund clearing services (1%) 1% 254.2 252.9 217.4 164.4 265.4 
Other third-party mutual funds(4) 22% 15% 1,497.7 1,304.6 824.5 650.4 682.6 

Total Mutual Fund Marketplace 14% 12% 1,986.8 1,781.4 1,244.0 995.3 1,173.2 
Total mutual fund assets 13% 10% 2,316.4 2,100.4 1,567.3 1,243.1 1,434.5 

Exchange-traded funds (ETFs) 
Proprietary ETFs(2) 29% 37% 271.8 198.8 163.8 115.2 99.1 
Schwab ETF OneSource™(3,5) N/M  N/M – – – 30.6 28.7 
Other third-party ETFs 43% 37% 1,296.4 947.3 457.0 309.9 308.8 

Total ETF assets 38% 37% 1,568.2 1,146.1 620.8 455.7 436.6 
Equity and other securities(1) 32% 30% 3,259.8 2,504.7 1,286.4 1,005.4 1,064.8 
Fixed income securities 10% (5%) 356.4 377.1 327.1 306.1 245.6 
Margin loans outstanding 48% 44% (87.4) (60.9) (19.5) (19.3) (18.3)

Total client assets 25% 22%  $ 8,138.0 $ 6,691.7 $ 4,038.8 $ 3,252.2 $ 3,361.8 
Client assets by business

Investor Services 25% 20%  $ 4,400.7 $ 3,667.9 $ 2,131.0 $ 1,701.7 $ 1,810.9 
Advisor Services 25% 24% 3,737.3 3,023.8 1,907.8 1,550.5 1,550.9 

Total client assets 25% 22%  $ 8,138.0 $ 6,691.7 $ 4,038.8 $ 3,252.2 $ 3,361.8 
Net growth in assets in client accounts (for the year ended)

Net new assets by business
Investor Services(6) 13% (82%) $  200.9 $ 1,106.4 $  115.6 $  19.4 $  123.7 
Advisor Services(7) 30% (63%) 315.3 846.1 107.2 114.5 109.4 

Total net new assets 22% (74%)  $  516.2 $ 1,952.5 $  222.8 $  133.9 $  233.1 
Net market gains (losses) 930.1 700.4 563.8 (243.5) 349.2 

Net growth (decline)  $ 1,446.3 $ 2,652.9 $ 786.6 $ (109.6) $ 582.3 

New brokerage accounts (in thousands, for the year ended)(8) 50% (61%) 7,306 18,627 1,568 1,576 1,441 
Client accounts (in thousands)  

Active Brokerage Accounts(9) 33% 12% 33,165 29,629 12,333 11,593 10,755 
Banking Accounts 8% 8% 1,614 1,499 1,390 1,302 1,197 
Corporate Retirement Plan Participants 9% 7% 2,200 2,054 1,748 1,655 1,568 
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The Schwab Ariel ESG ETF is different from traditional ETFs.

Traditional ETFs tell the public what assets they hold each day. This fund will not. This may create additional risks for your investment. For example: You may have to pay more money 
to trade the fund’s shares. This fund will provide less information to traders, who tend to charge more for trades when they have less information.

The price you pay to buy fund shares on an exchange may not match the value of the fund’s portfolio. The same is true when you sell shares. These price differences may be greater 
for this fund compared to other ETFs because it provides less information to traders.

These additional risks may be even greater in bad or uncertain market conditions.

The ETF will publish on its website each day a “Proxy Portfolio” designed to help trading in shares of the ETF. While the Proxy Portfolio includes some of the ETF’s holdings, it is not the 
ETF’s actual portfolio.

The differences between this fund and other ETFs may also have advantages. By keeping certain information about the fund secret, this fund may face less risk that other traders can 
predict or copy its investment strategy. This may improve the fund’s performance. If other traders are able to copy or predict the fund’s investment strategy, however, this may hurt the 
fund’s performance.

For additional information regarding the unique attributes and risks of the fund, see Proxy Portfolio Risk, Premium/Discount Risk, Trading Halt Risk, Authorized Participant 
Concentration Risk, Tracking Error Risk and Shares of the Fund May Trade at Prices Other Than NAV in the Principal Risks and Proxy Portfolio and Proxy Overlap sections of the 
prospectus and/or the Statement of Additional Information.

Disclosures:

Portfolio Management for the Wasmer SchroederTM Strategies is provided by Charles Schwab Investment Management, Inc. (“CSIM”). As of July 1, 2020, the portfolio management 
teams for the Wasmer Schroeder Strategies transitioned to CSIM, with CSIM assuming portfolio management services for the Strategies. CSIM is a registered investment adviser and 
an affiliate of Charles Schwab & Co., Inc. (“Schwab”). Both CSIM and Schwab are separate entities and subsidiaries of the Charles Schwab Corporation.

Investors should consider carefully information contained in the prospectus or, if available, the summary prospectus, 
including investment objectives, risks, charges, and expenses. You can obtain a prospectus or, if available, a summary 
prospectus by visiting schwabassetmanagement.com. Please read it carefully before investing.

Investment returns will fluctuate and are subject to market volatility, so that an investor’s shares, when redeemed or sold, may be worth more or less than their original cost. Unlike 
mutual funds, shares of ETFs are not individually redeemable directly with the ETF. Shares of ETFs are bought and sold at market price, which may be higher or lower than the net 
asset value (NAV).

The Schwab Ariel ESG ETF is an active semi-transparent ETF (also known as a non-transparent ETF) and has additional risks associated with it. These risks are discussed in the next 
four paragraphs.

Active semi-transparent ETFs operate differently from other exchange-traded funds (ETFs). Unlike other ETFs, an active semi-transparent ETF does not publicly disclose its entire 
portfolio composition each business day, which may affect the price at which shares of the ETF trade in the secondary market. Active semi-transparent ETFs have limited public 
trading history. There can be no assurance that an active trading market will develop, be maintained, or operate as intended. There is a risk that the market price of an active semi-
transparent ETF may vary significantly from the ETF’s net asset value and that its shares may trade at a wider bid/ask spread and, therefore, cost investors more to trade than shares 
of other ETFs. These risks are heightened during periods of market disruption or volatility.

Proxy Portfolio Risk: Unlike traditional ETFs, this fund does not disclose its portfolio holdings (Actual Portfolio) daily. The fund instead posts a Proxy Portfolio on its website each 
day. The Proxy Portfolio is designed to reflect the economic exposures and risk characteristics of the fund’s actual holdings on each trading day, but it is not the same as the fund’s 
Actual Portfolio. Although the Proxy Portfolio is intended to provide investors with enough information to allow for an effective arbitrage mechanism that will keep the market price 
of the Fund at or close to the underlying NAV per Share of the Fund, there is a risk (which may increase during periods of market disruption or volatility) that market prices will vary 
significantly from the underlying NAV of the fund. ETF trading on the basis of a published Proxy Portfolio may trade at a wider bid/ask spread than ETFs that publish their portfolios 
on a daily basis, especially during periods of market disruption or volatility, and therefore may cost investors more to trade. Also, while the Fund seeks to benefit from keeping 
its portfolio information secret, market participants may attempt to use the Proxy Portfolio to identify a Fund’s trading strategy, which, if successful, could result in such market 
participants engaging in certain predatory trading practices that may have the potential to harm the Fund and its shareholders.

Proxy Portfolio Construction—The Proxy Portfolio is designed to recreate the daily performance of the Actual Portfolio. This is achieved by performing a “Factor Model” analysis of the 
Actual Portfolio. The Factor Model is comprised of three sets of factors or analytical metrics: market-based factors, fundamental factors, and industry/sector factors. The fund uses a 
“Model Universe” to generate its Proxy Portfolio. The Model Universe is comprised of securities that the fund can purchase and will be a financial index or stated portfolio of securities 
from which fund investments will be selected. The results of the Factor Model analysis are then applied to the Model Universe. The Proxy Portfolio is then generated as a result of 
this Model Universe analysis, with the Proxy Portfolio being a small subset of the Model Universe. The Factor Model is applied to both the Actual Portfolio and the Model Universe to 
construct the fund’s Proxy Portfolio that performs in a manner substantially identical to the performance of its Actual Portfolio.

The Proxy Portfolio will only include investments the fund is permitted to hold. The fund’s SAI contains more information on the Proxy Portfolio and its construction. Proxy Portfolio 
and Proxy Overlap Information regarding the contents of the Proxy Portfolio and the percentage weight overlap between the holdings of the Proxy Portfolio and a Fund’s Actual 
Portfolio holdings that formed the basis for its calculation of NAV at the end of the prior Business Day (the Portfolio Overlap) are available by visiting the fund’s website.

Schwab Asset Management is the dba name for Charles Schwab Investment Management, Inc. (CSIM), the investment adviser for Schwab Funds ,® Schwab ETFs ,TM and separately 
managed account strategies. Schwab Asset Management is a part of the broader Schwab Asset Management Solutions organization (SAMS), a collection of business units of The 
Charles Schwab Corporation aligned by a common function—asset management-related services—under common leadership. Schwab Funds are distributed by Charles Schwab & Co., 
Inc. (Schwab) Member SIPC. Schwab ETFs are distributed by SEI Investments Distribution Co. (SIDCO). CSIM and Schwab are separate but affiliated companies and subsidiaries of 
The Charles Schwab Corporation, and are not affiliated with SIDCO.

https://schwabassetmanagement.com
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Workplace Financial Services is a business enterprise which offers products and services through Schwab Retirement Plan Services, Inc.; Schwab Stock Plan Services; and 
Compliance Solutions. Schwab Retirement Plan Services, Inc., provides recordkeeping and related services with respect to retirement plans. Schwab Stock Plan Services is a division 
of Charles Schwab & Co., Inc. providing equity compensation plan services and brokerage solutions for corporate clients. Compliance Solutions comprises Schwab Designated 
Brokerage Services (DBS), a division of Charles Schwab & Co., Inc., and Schwab Compliance Technologies, Inc. (SchwabCT). DBS provides brokerage solutions for corporate 
clients who monitor their employees’ securities activity. SchwabCT provides technology solutions for corporate clients to help facilitate their compliance technology program 
implementation. Schwab Retirement Plan Services, Inc., Schwab Compliance Technologies, Inc., and Charles Schwab & Co., Inc. (“Schwab,” Member SIPC) are separate but affiliated 
entities, and each is a subsidiary of The Charles Schwab Corporation.

Protective and Protective Life refer to Protective Life Insurance Company (PLICO) and its affiliates, including Protective Life & Annuity Insurance Company (PLAIC).

The Schwab Genesis Variable Annuity® is issued by PLICO in all states except New York, where it is issued by PLAIC. Securities offered by Investment Distributors, Inc. (IDI), the 
principal underwriter for registered products issued by PLICO and PLAIC, its affiliates. PLICO is located in Nashville, TN; PLAIC and IDI are located in Birmingham, Alabama. Each 
company is solely responsible for the financial obligations accruing under the products it issues. Product guarantees are backed by the financial strength and claims-paying ability of 
the issuing company.

Schwab Genesis is a flexible, premium deferred variable and fixed annuity contract issued under policy form series VDA-P-2006 (PLICO) and VDA-A-2006 (PLAIC). SecurePay Life 
benefits provided by rider form number VDA-P-6057 (PLICO) and VDA-A-6059 (PLAIC). Policy form numbers, product availability, and product features may vary by state.

Charles Schwab & Co., Inc. is a selling broker-dealer and general insurance agency and is not affiliated with the Protective Life Insurance Company or the Protective Life and Annuity 
Insurance Company. The contract is sold by Charles Schwab & Co., Inc. (“Schwab”) through its representatives and by Schwab’s affiliated General Insurance Agencies. All individuals 
selling this variable annuity must be licensed insurance agents and registered representatives.
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Charles R. Schwab
Chairman of the Board

Walter W. Bettinger II
Chief Executive Officer

Rick Wurster
President

Steve Anderson
Managing Director, 
Head of Affluent Client Services

Catherine Casey
Managing Director, 
Head of Human Resources

Jason Clague
Managing Director, 
Head of Operations

Bernard J. Clark
Managing Director,  
Head of Advisor Services

Jonathan M. Craig
Managing Director,
Head of Investor Services & Marketing

Peter Crawford
Managing Director, 
Chief Financial Officer

Catherine Golladay
Managing Director,  
Head of Workplace Financial Services

Neesha Hathi
Managing Director, 
Chief Digital Officer

Tim Heier
Managing Director, 
Chief Technology Officer

Dennis Howard
Managing Director, 
Chief Information Officer

Lisa Kidd Hunt
Managing Director, 
Head of International Services

Mitch Mantua
Managing Director,  
General Auditor

Joseph R. Martinetto
Managing Director, 
Chief Operating Officer

Peter J. Morgan III
Managing Director,  
General Counsel and Corporate Secretary

Nigel J. Murtagh
Managing Director, 
Chief Risk Officer

Paul V. Woolway
Managing Director,  
Chief Banking Officer
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Board of Directors

Charles R. Schwab
Chairman of the Board, The Charles 
Schwab Corporation
Age: 84. Director since 1986. 
Term expires in 2022.

John K. Adams, Jr.
Former Managing Director,  
Financial Institutions Group,  
UBS Investment Bank,  
a financial services firm
Age: 66. Director since 2015. 
Term expires in 2022. 
Chair of the Audit Committee.

Walter W. Bettinger II
Chief Executive Officer,  
The Charles Schwab Corporation
Age: 61. Director since 2008. 
Term expires in 2024.

Marianne C. Brown
Former Co-Chief Operating Officer, 
Fidelity National Information Services, 
Inc., a financial services technology 
company
Age: 63. Director since 2020. 
Term expires in 2023.  
Member of the Risk Committee.

Joan T. Dea
Founder and Managing Director, 
Beckwith Investments LLC, a private 
investment and consulting firm
Age: 58. Director since 2017. 
Term expires in 2024. 
Member of the Compensation 
Committee; Nominating and 
Corporate Governance Committee.

Christopher V. Dodds
Managing Member, Crown Oak 
Advisors, LLC, a registered 
investment advisor
Age: 62. Director since 2014. 
Term expires in 2024. 
Chair of the Risk Committee.

Stephen A. Ellis
Managing Partner, TPG, a private 
equity and alternative investment firm
Age: 59. Director since 2012. 
Term expires in 2022. 
Member of the Audit Committee;  
Nominating and Corporate  
Governance Committee.

Mark A. Goldfarb
Managing Partner, BDO USA, LLP, 
an accounting and consulting firm
Age: 70. Director since 2012. 
Term expires in 2024. 
Member of the Audit Committee.

William S. Haraf
Retired, Special Advisor, Promontory 
Financial Group, a financial  
consulting firm
Age: 73. Director since 2015. 
Term expires in 2023. 
Member of the Audit Committee.

Frank C. Herringer
Retired, Chairman of the Board  
and Chief Executive Officer,  
Transamerica Corporation, a financial 
services company
Age: 79. Director since 1996. 
Term expires in 2023. 
Chair of the Nominating  
and Corporate Governance 
Committee; member of the 
Compensation Committee.

Brian M. Levitt
Board Chair, The Toronto-Dominion 
Bank, a Canadian chartered bank
Age: 74. Director since 2020. 
Term expires in 2022.  
Member of the Compensation 
Committee.

Gerri K. Martin-Flickinger
Former Executive Vice President and 
Chief Technology Officer, Starbucks 
Corporation, a coffeehouse chain and 
coffee roasting company
Age: 59. Director since 2020. 
Term expires in 2023.  
Member of the Audit Committee.

Bharat B. Masrani
Group President and Chief Executive 
Officer, The Toronto-Dominion Bank, 
a Canadian chartered bank
Age: 65. Director since 2020. 
Term expires in 2024.  
Member of the Risk Committee.

Todd M. Ricketts
Director, Chicago Cubs, LLC, a 
professional baseball organization
Age: 52. Director since 2020. 
Term expires in 2023. 
Member of the Audit Committee. 

Charles A. Ruffel
Managing Partner, Kudu Investment  
Management, LLC, a private equity firm
Age: 66. Director since 2018.
Term expires in 2024.
Member of the Risk Committee.

Arun Sarin
Chairman, Trepont Acquisition Corp I,  
a special purpose acquisition company
Age: 67. Director since 2009. 
Term expires in 2022. 
Member of the Nominating and 
Corporate Governance Committee; 
Risk Committee.

Paula A. Sneed
Chairman and Chief Executive Officer, 
Phelps Prescott Group, LLC, a strategy 
and management consulting firm
Age: 74. Director since 2002. 
Term expires in 2022. 
Chair of the Compensation 
Committee. 
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The Charles Schwab Corporation
3000 Schwab Way 
Westlake, TX 76262 
(817) 859-5000 
www.aboutschwab.com
The Charles Schwab Corporation 
(NYSE: SCHW) is a leading provider 
of financial services, with 33.2 million 
active brokerage accounts, 2.2 million 
corporate retirement plan participants, 
1.5 million banking accounts, and 
$8.14 trillion in client assets as of 
December 31, 2021. Through its 
operating subsidiaries, the company 
provides a full range of wealth 
management, securities brokerage, 
banking, asset management, custody, 
and financial advisory services to 
individual investors and independent  
investment advisors. 

Office of the Corporate Secretary  
(817) 854-6800

Annual Meeting
The annual meeting of stockholders 
will be conducted at 1:30 p.m. Central 
Time on May 17, 2022, via the Internet. 
To register, visit  
www.aboutschwab.com/schwabevents.

Publications
To obtain the company’s annual 
report, 10-K, 10-Q, quarterly earnings 
release, or monthly activity report 
without charge, contact:
Charles Schwab Investor Relations 
211 Main Street 
San Francisco, CA 94105 
investor.relations@schwab.com
These documents may also be 
viewed in the Investor Relations 
section of the company’s website at 
www.aboutschwab.com.

Stock Ownership Services
All stockholders of record are 
welcome to participate in The Charles 
Schwab Corporation Dividend 
Reinvestment and Stock Purchase 
Plan, managed by Equiniti Trust 
Company. For information on the 
Dividend Reinvestment and Stock 
Purchase Plan, or for assistance on 
stock ownership questions, contact: 
Transfer Agent & Registrar, EQ  
Shareowner Services.

Shareowner Services 
P.O. Box 64856 
St. Paul, MN 55164 
(877) 778-6753 
www.shareowneronline.com

About This Annual Report
CEO and CFO certifications:
The Charles Schwab Corporation has 
included as exhibits to its Annual 
Report, on Form 10-K for the year 
ended December 31, 2021, filed 
with the Securities and Exchange 
Commission, certificates of its Chief 
Executive Officer and Chief Financial 
Officer certifying the quality of the 
company’s public disclosure.

Trademarks or 
Registered Trademarks
Charles Schwab, Schwab, Schwab 
Starter Kit, and other trademarks 
appearing herein, which may be 
indicated by “®” and “™,” are 
registered trademarks or trademarks 
of Charles Schwab & Co., Inc. or an 
affiliated entity in the U.S. and/or 
other countries. These trademarks and 
registered trademarks are proprietary 
to Charles Schwab & Co., Inc. or 
an affiliated entity in the U.S. and/
or other countries. TD Ameritrade 
is a trademark jointly owned by 
TD Ameritrade IP Company, Inc. 
and The Toronto-Dominion Bank. 
Third-party trademarks appearing in 
this report are the property of their 
respective owners. 

Customer Service
Investor Services: (800) 435-4000 
www.schwab.com 
Advisor Services: (877) 687-4085 
www.advisorservices.schwab.com

Investor Relations
Richard G. Fowler, Managing Director, 
Head of Investor Relations 
(415) 667-1841 
investor.relations@schwab.com

Legislative & Regulatory Affairs
Jeffrey T. Brown, Managing Director, 
Head of Schwab Office of Legislative 
and Regulatory Affairs
325 7th Street NW, Suite 200 
Washington, DC 20004 
(202) 662-4902

Corporate Communications
Joe Carberry, Managing Director,  
Head of Corporate Relations and 
Institutional Marketing 
Media Hotline: (888) 767-5432 
public.relations@schwab.com

Charles Schwab Foundation
Carrie Schwab-Pomerantz, 
Board Chair and President of Charles 
Schwab Foundation and Senior Vice 
President, Charles Schwab & Co., Inc.
charlesschwabfoundation@schwab.com

Independent Auditors
Deloitte & Touche, LLP 
2200 Ross Avenue, Suite 1600
Dallas, TX 75201-6778
(214) 840-7000
www.deloitte.com

Outside Counsel
Arnold & Porter 
Three Embarcadero Center, 10th Floor 
San Francisco, CA 94111-4024 
(415) 471-3100 
www.arnoldporter.com

Corporate Information
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Since day one, we’ve set out to challenge the status quo, looking for ways to offer our 
clients more value and a better experience. We’re confident our approach can help 
people take ownership of their financial futures.

We believe in the power of investing, which helps turn earners into owners. Investing 
can be truly transformative when investors actively engage and when they work 
collaboratively with the right financial provider.

We are champions of investors and those who serve them. We look at the world 
through our clients’ eyes and keep that perspective at the heart of everything we do.

We offer investors a contemporary, full-service approach to build and manage their 
wealth. We help investors either directly as Schwab clients or through one of the 
thousands of independent advisors and employers we serve.

This is how we help investors, advisors, employers, and employees take ownership 
of their futures.

©2022 The Charles Schwab Corporation.  All rights reserved.  MKT10448FM-34 (03/22)

The Charles Schwab Corporation

3000 Schwab Way, Westlake, TX 76262
(817) 859-5000
Schwab.com | AboutSchwab.com

facebook.com/CharlesSchwab 
instagram.com/CharlesSchwab 
linkedin.com/company/Charles-Schwab 
twitter.com/CharlesSchwab 
youtube.com/user/CharlesSchwab

“Always put the client first.” 
Chuck Schwab

https://Schwab.com
https://AboutSchwab.com
http://facebook.com/CharlesSchwab
http://instagram.com/CharlesSchwab
http://linkedin.com/company/Charles-Schwab
http://twitter.com/CharlesSchwab
http://youtube.com/user/CharlesSchwab
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