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Introduction

The Huntington Investment Company offersits brokerage and investmentadvisory services underthe trade
name Huntington Financial Advisors (“HFA”). At HFA, our guiding principle isto listen, plan, and advise. We
believeitisimportantforyouto have the information you need to make decisions about how to save and invest
for the future. This Brochure provides details about our brokerage services so that you can better understand
the servicesandinvestment products we offerto our retail brokerage customers, as well as their costs, ourfees
and compensation, and the conflicts of interest we have when we make investment recommendations to you.

In additionto the services and products we offeras a broker-dealer, we (and our affiliates) also offerinvestment
advisory, insurance, banking and trust services.

A Note on Our Capacity

While brokerage and advisory services differin many important ways, there are some
similarities that can, at times, make it hard to tell whetherafirmor its representative is actingin
a brokerage or advisory capacity.

Here at HFA, we and our Financial Advisors will act as a broker-dealer unless we have entered
intoan investment advisory agreement with you. If you have both brokerage and advisory
relationships with us, when we provide recommendations and other services foryourbrokerage
account, we will be acting as a broker-dealer, and when we provide recommendations and
advice foryour advisory accounts (including to open an advisory account), we will be acting as
an investmentadviser. We will also arrange for certain services foryou with our clearing broker
National Financial Services LLC (“NFS”), including custody and clearing services.

Unlessitis otherwise evident, your Financial Advisor will tell you when he orshe is providing
you with a recommendation foryour brokerage account or your advisory account. If you have
any questions, please ask your Financial Advisor.

About HFA

HFA isa U.S. Securities and Exchange Commission (“SEC”) registered broker-dealer, amember of the Financial
Industry Regulatory Authority (“FINRA”) and the Securities Investor Protection Corporation (“SIPC”). HFAis also
an SEC-registered investment adviserandalicensedinsurance agentin several states. HFAisa wholly owned
subsidiary of Huntington Bancshares Incorporated (“HBI”). HBI (NASDAQ: HBAN), is a publicly held regional bank
holding company headquartered in Columbus, Ohio, and its principal subsidiary is The Huntington National Bank
(“HNB”), an HFA affiliate.

NFSis a New York Stock Exchange member, whom we have engaged to provide custody and clearing services for
us and our customers.

About This Brochure

You should review this Brochure carefully, retainit with yourrecords and referto it when we provide youwitha
recommendation of any securities transaction orinvestment strategy involving securities (including an account-
type recommendation) as a broker-dealer. If you appoint someoneas your agent, legal representative or
designate atrusted contact person, please be sure that he or she has a copy of this Brochure as well. This
Brochure (along with other disclosures we provide to you from time totime) is intended to satisfy HFA’s
disclosure obligations underthe SEC’s Regulation Best Interest (Rule 15I-1 underthe Securities Exchange Act of
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1934, as amended) when we provide you with securities recommendations and recommendations of investment
strategiesinvolving securities.

This Brochure is current as of the date on its cover. The most up-to-date version of this Brochure is available at
huntington.com/regulationbi. If we make changes that would require us to send you updated disclosures, we
will send them to you by mail or electronically consistent with your delivery elections and the SEC's
requirements. We may amend this Brochure from time to time, and if you continue to accept our services after
we deliverthe amended disclosures to you, the amended disclosures willapply to you.

Statementsin this Brochure are subject to the terms and conditionsin our Brokerage Account Customer
Agreementand otheragreements you have with us (the “Customer Agreement”), which define and control our
relationship with you. Unless the context clearly indicates another definition, words and phrases usedin this
Brochure shall have the same meanings as such words and phrasesinthe Customer Agreementand should be
read togetherwith the Customer Agreement and the otherdisclosures and documents we provide orreference.

You will also be subjectto additional terms, conditions and disclosures in agreements and otherdisclosures we
send you from time totime, as well as any investment advisory agreements you have with us (including Form
ADV Part 2A, whichis available at huntington.com/regulationbi) when we act asinvestment adviser. As a
licensedinsurance agent, we offeranumber of insurance products and services thatare notdiscussedin this
Brochure. More information aboutinsurance is available from your Financial Advisor upon request.

Please contact us promptlyif you do not fully understand or have questions about the disclosuresin this
Brochure, the essential facts of our customer relationships and conflicts of interest we face orany
recommendation we may make to you.

This Brochure does not amend or supersede any of your existing agreements with us, our affiliates, or any third
parties. Nothingin this Brochure, express orimplied, confers upon any other person any rights or remedies of
any nature whatsoever. Nothing contained herein, express orimplied, other than yourunderstanding or

acknowledgement of, oryouragreement with, the statements made herein, will be construed to establish,
amend, or modify any agreement orarrangement between you and us.

There Are Risks in Investing
If you purchase an investment, you should be aware of the following:

e Investments (otherthan bank deposits, including through our bank deposit sweep program, and certain
governmentissued securities) are NOTinsured by the FDIC or any other governmentagency;

e Investmentsare NOT deposits orobligations of, or guaranteed by HFA, HNB, or HBI (otherthan deposits
in HNB made through our bank deposit sweep program);

e Investmentsare subject torisks, including possible loss of principal invested and may fluctuate invalue;
e Past performanceisnota guarantee of future results; and,
e Performanceis NOTguaranteed

Before makingany investment decision, itis yourresponsibility to fully understand the investment productand
the associated risks. Our Financial Advisors may recommend certain products that are considered complex or
higherrisk, which have unique risk considerations. Information about the risks of particularinvestment products
istypically availablein the prospectus or offering document. Those documents are generally available online or
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you can askyour Financial Advisorto provide you with a copy. You can also talk to your Financial Advisor about
the recommended product ortransaction and associated risks.

We Do Not Monitor Your Brokerage Account or Make Investment Decisions for You

We are here to help, butina brokerage relationship, you take the lead. Unless we state otherwise in writing, itis
your responsibility to monitor your brokerage account and its investments — that means that you need to
review yourtrade confirmations and account statements forinaccuracies, material changes in your portfolio and
changesinyourinvestment objectives or expectations and promptly notify us of any concerns or questions that
you have by contacting your Financial Advisoror calling 1-800-322-4600. We and your Financial Advisorare not
paid to monitoryour brokerage accounts or for making regular or on-going recommendations toyou.

Exceptinlimited circumstances, and pursuant to a separate written agreement with you, we do not make
decisionsabout what securitiesto buy or sell foryouinyour brokerage accounts. We will only implement
investment transactions when you direct us to do so. You make the ultimate decision about your brokerage
account investments (including timing). We have no obligation to update statements made, orinformation
provided, with respectto a previous recommendation. Norare we responsible foryour decision to modify,
decline or delay the implementation of our recommendation.

If your Financial Advisor holds other professional designations outside of HFA, such as a Certified Financial
Planner (CFP), thesedisclosures may be used in conjunction with a one-time recommendation, but note that
HFA andyour Financial Advisor will notimplement any financial planning recommendations and/or monitor
your brokerage accounts or make any investmentdecisions foryou.

HFA does not provide legal ortax advice, so you should also consider engaging the services of a professional
estate planner, lawyer, and tax advisor, as needed.

Our Approach to Investing

At HFA, we generally take a holisticapproach to investing and offer financial services and tools intended to aid
our customersinreachingtheirgoals. As such, to help us understand your goals, we ask you to, among other
things, complete anew account needs assessment formthat will help us identify potential solutions foryour
needs. Toassist your Financial Advisorin making recommendations, itis your responsibility to provide accurate
and timely information aboutyourage, otherinvestments, financial situation and needs, tax status, investment
objectives, investment experience, investmenttime horizon, liquidity needs, risk tolerance, and any other
information you thinkisimportantforusto know aboutyou. If your circumstances change, forexample, asyou
getolderor your employmentorfinancial conditions change, you should update us promptly and review your
portfolio with yourFinancial Advisorand consider making appropriate changes. As applicable, we willgenerally
make recommendations to you on the basis of (i) the information you provide and (ii) our assessment of the
product’s or service’s potential risks, rewards, and costs. If you would like to know why we made a particular
recommendation to you, pleaseask your Financial Advisor. Information about the investment objectives and risk
tolerances we use in profilinginvestorsisincludedinthe sections “Investment Objectives” and “Risk Tolerance
Classifications” in the Customer Agreement. In making ourassessments, we generally rely on the offering
materials accompanying such products and services.

We believe that mostretail investors benefit from receiving comprehensive, ongoing, professional investment
advice and managementservices through one of ouradvisory programs. But we also know that an advisory
relationshipis notappropriate oravailable to everyone orevery circumstance, and that some of our customers
prefertoinvest, partially orentirely, through a brokerage account. As such, we offera choice to work with us

Public



FINANCIAL
ADVISORS

through a brokerage relationship, an advisory relationship or both. We include more information about this
choice inthe next section of this Brochure.

Choosing Between Full-Service Brokerage and Advisory Relationships

Our services, fees, compensation, and conflicts differ depending on whetheryou work with us through a
brokerage oradvisory relationship. You should carefullyconsider and discuss with your Financial Advisor which
type of relationship is more appropriateforyou. Notall of our Financial Advisors are licensed to sell all of our
products. Some of our representatives are employees of our affiliates and specialize in selling products and
services our affiliates offer, but may also referyou to other HFA Financial Advisors for brokerage oradvisory
services.

You can review our Form CRS, which provides a high-level summary of our brokerage and advisory services on
our website at huntington.com/regulationbiorask your Financial Advisorto provide a copy of the Form.

For customers who want to self-direct their brokerageaccount, HFA also offers an online brokerage platform,
whichissubjectto differentfees, costs, and limitations than those discussed in this Brochure. We do not provide
recommendations fororwith respectto online trading through this platform. For more information about the
feesand costs foronline trading please referto the “Wealthscape Investor” sectionin our Brokerage Fee and
Commission Schedule, whichis availableat huntington.com/regulationbi, ortalk to your Financial Advisor.

The chart below highlights some of the key differences between our full-service brokerage and advisory services
(the chart does not considerthe Wealthscape Investor platform services).

Full-Service Brokerage Advisory

Type of advice We provide recommendations from We (ora third-party sub-adviser)
time to time orupon yourrequest; provide ongoing recommendations or
investoreducationisalsoavailableto | managementservices,forsolongas
help youmake decisions youare enrolledinanadvisory

program

Monitoring None, unless stated otherwise in Generallyyes, subject to the terms of

writing your advisory agreement

Decision-making authority You decide whether, whenand howto | You can choose to have a professional
implement ourrecommendations, investment manager make investment
unless stated otherwise in writing decisionsforyou (“discretionary”)

(“non-discretionary”)

How we trade with you e Asagentwithanothercustomer e Asagentwithanothercustomeror
or market participant; or market participant

e Asriskless principal orprincipal
through or for our account

Primary costs, feesand Transaction-based—you pay fees for Generally, asset-based—you pay a
compensation tradesin youraccount percentage of youradvisory assets to
us (and anotheradviser, where

We alsoreceive compensation from
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products and product sponsors you
investin

applicable)

Our “wrap fee” program chargesa
single asset-based feeforinvestment
advice, most trade executions through
the program sponsor (orits affiliate),
custody, andreporting

We alsoreceive compensation from
products and product sponsors you
investin, subjectto certain credits as
describedinour Form ADV Part 2A
Brochure, whichis available at
huntington.com/regulationbi

Account minimums

None, butinvestment products have
minimums

Yes, account minimums apply

Available investments and
products

Stocks, bonds, mutual funds,
exchange-traded funds (“ETFs”),
certificates of deposit (“CDs”),
structured products, such as market-
linked CDs and structured notes, and
variable annuities, amongother
products

Varies depending onthe program
selected, and caninclude mutual
funds, ETFs, and individual stocks and
bonds, amongother products

Primary Financial Advisor
conflicts

Transaction-based compensation
createsincentivestorecommend:

e Investmentsthatresultin greater
compensation

e That you trade more frequently
(andin largeramounts)

e Recommend investments offered
by companiesthat provide
Financial Advisors with training,
travel expenses, gifts,
entertainment, and mealsto
encourage and aid inthe
understanding and recommending
theirproducts

Asset-based compensation creates
incentivestorecommend you:

e Increase the assetsinyouradvisory
accounts to increase compensation

e |nvestthrough programs with
higherfees

Primary HFA conflicts

Transaction-based compensation
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createsincentivesto: incentivesto:

e Offerand promote productsand
services from companies that offer
us greatercompensation

e Encourage you to trade more
frequently (andinlargeramounts)

e Encourage you to buyor sell
securities that we typically trade on
ariskless principal or principal basis
so that we benefitfrom the price of
theinvestmentyou buy orsell
because we mark the price of your

Encourage you to increase the
assetsinyour advisory accounts to
increase ourfees

Encourage you to invest through
programs with higherfees

Encourage you to investin
programs and models thatresult
ingreatercompensationto us,
including strategies managed by
our affiliate and allocations to
cash through our sweep program

investment up (“markup”) ordown

(“markdown”) e Trade lessina wrap-program

e Encourage you to keep more of
your accountin cash, so that we
and HNB can benefitfrom cash
invested through our cash deposit
sweep program

You may preferabrokerage accountif you:

Do not invest enough assets with us to meet the account minimums for our advisory programs;

Do not desire, ordo not want to pay for, ongoingadvice, management, and monitoring services through
an advisory program;

Preferto pay only forthe investmenttransactions you choose toimplement;

Are comfortable making yourowninvestment decisions, either with or without arecommendation from
a Financial Advisor;

Are comfortable monitoring youraccount’s performance and performing periodicrebalancing without
the help of a Financial Advisor;

Are comfortable with the conflicts of interest transaction-based compensation creates for us and your
Financial Advisor; or

Choose to maintain concentrated positions, such as employer securities or cash equivalents.

Please talk toyour Financial Advisor about whetherabrokerage oradvisory relationship (or both) isright for

you.
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Our Full-Service Brokerage Services

As your broker-dealer, we agree to serve as your brokerand to maintainanaccount foryou. We agree, subject
to our acceptance of an authorized order, to buy, sell, orotherwise dispose of securities foryou according to
your instructions. We provideinvestment recommendations (other than with respect to the Wealthscape
Investor platform) and education fromtime to time, orupon yourrequest. We and NFS also agree to provide
various services and features, as set forthin your Customer Agreement and as furtherdescribed below. You may
be able to obtain the same investment products or services from other financial institutions ata lower cost.

Note that NFS has nofiduciary responsibilities to you or youraccount, and does not offerany tax, legal, or
investmentadvice, oropinions on the suitability of any investmentin connection with your account.

A Note on the Standard that Applies to Brokerage Recommendations to Retail Customers

Under the SEC’s Regulation Best Interest, when we recommend a security oran investment
strategyinvolvingasecurity as a broker-dealerto a “retail customer,” we mustact in your best
interestat the time the recommendation is made, without placing ourfinancial or otherinterest
ahead of yourinterest. You are a retail customerunderRegulation Best Interestif youare a
natural person or a legal representative of a natural person who receives and uses a securities
recommendation primarily for personal, family or household purposes.

Regulation Best Interest (and the bestinterest standard) does not apply to activities and services
we provide otherthan securities recommendations to retail customers, such as marketing
communications, trade execution, educational materials, statements of philosophy and
investment principles, descriptions of providing margin, delivering statements and other
communications thatare not particularized to you, or services that are provided to someone
otherthan a retail customer. You are nota retail customerif youare acting in a professional or
corporate capacity, or are not using our recommendation primarily for personal, family, or
household purposes.

Our Role for Retirement and Other Qualified Accounts: When it comes to retirementand other
qualified accounts (including IRAs, SEPs, SIMPLE IRAs, solo 401(k)s, cash balance pensions,
Keogh plans, educational savings accounts, and other similaraccounts), fiduciary statusis highly
technical and dependent onthe services you choose. The retirement laws (i.e., the Employment
RetirementIncome Security Act of 1974, as amended (“ERISA”) and the Internal Revenue Code)
significantly limitthe types of products and services we can offerand provide when we agree to
act as a fiduciary toyourretirementorother qualified account. Accordingly, unless we agree in
writing, we do notact (and you should notexpectusto act) as a “fiduciary” underthe
retirement laws when we provide non-discretionary investment recommendations to you,
includingwhen we have a “bestinterest” or “fiduciary” obligation under otherfederal or state
laws.

If you would like us to act as a fiduciary underthe retirementlaws foryourretirementand
qgualified accounts, pleasetalk to your Financial Advisorabout the services available through our
advisory programs. If you have questions about our fiduciary status, your Financial Advisor can
help answeryourquestions.
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Overview of Our Compensation and Conflicts
Compensation Paid from Your Brokerage Account
o Commissions and Sales Charges. You will pay us a “commission” or other “transaction-based” fee,
such as an up-frontload (acommission charged at the initial purchase thatreduces the amount

invested), a “trail” (an on-goingfee forthe transaction thatis charged as long as you hold the
investment), orboth an up-frontload and a trail, foreach trade.

Commissions present conflicts of interest. Specifically, because we are paid pertransaction and
based on the amountyouinvest, we and our Financial Advisors have anincentiveto encourage you
to trade more frequently and in greateramounts. Additionally, commissions vary from product to
product, and therefore, we earn more from recommendations thatresultinaninvestment witha
higher commission. We mitigate these conflicts by disclosing them to you, and by establishing
policies, procedures and risk-based supervision to review product recommendations. We also do not
conduct or permitsales contests thatare based on the sale of specificsecurities ortypes of
securities.

For more information about the commissions that apply to particulartransactions, please seethe
applicable section belowforthe investment product you are considering, our “Brokerage Fee and
Commission Schedule,” available on our website at huntington.com/regulationbi, the applicable
prospectus or other offering documents and the confirmation statements we provide to you after
the transaction. Commissions are shared with your Financial Advisor. Commissions may be
negotiated, and you may pay more or less than similar customers foridenticaltransactions
dependingonyour particular circumstances, including the size of youraccount, the services you
have applied for, and any separate agreement between us.

o Riskless Principal and Principal Trades. When you place an order with us to buy certain securities,
we may purchase them onthe open marketforour ownaccount and then sell them to you from our
inventory. Similarly, when you place an orderto sell asecurity, we may find a buyeron the open
market, and then purchase the security fromyouforour own account and sell itto the buyerfrom
our inventory. These transactions are known as “riskless principal transactions”. In limited
circumstances—generally with respect to certain debt orequity offerings underwritten by our
affiliate, we may sell securities to you that we hold in our inventory (without a prior customer
order). These transactions are known as “principal transactions.” When we act as riskless principal
or principal, we mark up the price you pay or mark down the price youreceive, whichisabenefitto
us, but such mark ups and mark downs must fall within ourinternal guidelines. We may also benefit
from any appreciation of the value of the securities, during the time held, sold from ourinventory.

Types of securities commonly traded on ariskless principal or principal basis include fixed income
and preferred securities. We disclose the price of the securities we buy and sell on a riskless
principal or principal basis on the confirmation statement you receive after the transaction. This
compensationis shared with your Financial Advisor. Markups and markdowns may be negotiated,
and you may pay more or less than similar customers foridentical transactions depending on your

particular circumstances, including the size of youraccount, the services you have applied for, and
any separate agreement between us.

Mark-ups and mark-downs create anincentive forus torecommend securities that we buy and sell
on ariskless principal or principal basis. Reducing the securities held in ourinventoryisalso
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beneficial to us. We mitigate these conflicts by disclosingthem to you, limiting the mark ups and
mark downs pursuantto our internal guidelines and by establishing policies, procedures and risk-
based supervisionto review product recommendations.

o Miscellaneous Fees and Charges. You may also pay other fees notrelated to transactions, such as
account maintenance fees, activity assessment fees, account termination fees, outgoing wire fees,
account transferfees, and postage and handling fees. These fees are charged by NFS. Except forIRA
annual maintenance fees and transaction fees forliquidating assets, we do not keep of any portion
of these fees. Thesefees are disclosed in our “Brokerage Fee and Commission Schedule” available
on our website at huntington.com/regulationbi. We do not share these fees with your Financial
Advisor.

Third-Party Compensation with Respect to Your Brokerage Investments
We and our affiliates receive compensation from investment products (including mutual funds and annuities).
and theirsponsors, advisors, and affiliates (collectively, “Investment Sponsors”) in connection with certain
investments you make inyouraccount. This compensation creates a conflict for us to offerand encourage sales
of investment products that resultin us receiving greater compensation overthose thatresultinless
compensation (or no compensation). Your Financial Advisor has a conflict to recommend that you purchase (and
continue to hold) investment products that pay greateramounts overthose that pay less because Financial
Advisorsreceiveapercentage of certain types of trails and service fees (discussed below)in their compensation.
We mitigate these conflicts by disclosing them to you, and by establishing policies, procedures and risk-based
supervision to review product recommendations. (See below Your Financial Advisor’s Compensation).

The types of third-party compensation we receive with respect to yourinvestments and related conflicts are
described below.

o Trails and Service Fee Compensation. We and our affiliates receive ongoing compensation from
mutual funds, annuities, structured products,and other sources. This compensation (commonly
known as “12b-1 fees,” “trails” or “shareholderservicing fees”) is typically paid from the assets of
the mutual fund, annuity, structured product, or other source undera distribution orservicing
arrangement withthe investment productorinvestmentSponsorand is calculated as an annual
percentage of invested assets. The amount of trails we receivevaries from product to product, and
creates an incentive for us torecommend thatyou purchase and hold investments that generate
greatertrails. For more information about trail compensation, please referto the section of this
Brochure for the type of security you are considering, and the applicable prospectus or offering
document. Your Financial Advisor receives a percentage of certain trails his or her customers’
brokerage investments generateforthe firm. (See the section “Your Financial Advisor’s
Compensation”).

. Product Sponsor Support and Marketing Allowances. Investment Sponsors pay, or reimburse, us
for the costs associated with education ortraining events that are attended by ouremployees,
agents, and representatives, and for conferences and events that we sponsor. Investment Sponsors
who make these payments may be offered opportunities to speak and to market their products to
Financial Advisors atthese events and conferences. In addition, we receive reimbursement from
certain Investment Sponsors fortechnology-related costs, such as those to build systems, tools, and
new featurestoaidin servicingclients. Thesearrangements can resultin your Financial Advisor
betterunderstanding the Investment Sponsorand its products and can influence your Financial
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Advisortorecommend products of Investment Sponsors that provide these benefits. We receive
these types of payments with respect to annuities, variable universal life policies and mutual funds.
These payments are not shared directly with your Financial Advisor. More information about the
amounts of these payments and the Investment Sponsors who pay themis available in “Huntington
Financial Advisors: Product Sponsor Support” available on our website at
huntington.com/regulationbi or upon your request from your Financial Advisor.

Some Investment Sponsors, as well as other third parties, such as our custodian and clearing broker,
provide our Financial Advisors training, travel expenses, gifts, entertainment, and meals to
encourage and aid in the selling or recommending their products (which includes services), which
means that our Financial Advisors are incentivized to recommend their products overothers.
Investment Sponsors pay us (and our affiliates) differentamounts of product support. Note that any
gifts, entertainment, or reimbursements received are not tied to salesin yourbrokerage account or
dependenton, orrelatedto, the level of assetsin your brokerage account with the Investment
Sponsor. Note also that we have adopted policies and procedures intended to address this conflict,
including limits on the value, frequency, and nature of these types of compensation.

Sweep Options
When opening an account with us, you may designate the FDICinsured Bank Deposit Sweep Program (“BDSP”)
or a money market mutual fund as your cash sweep account. Beginning June 30, 2020, you will be enrolledin
BDSP by defaultif you do not selectanothersweep option. If you choose (orare enrolled by defaultin) BDSP
then available cash balancesin your brokerage account will be deposited into an accountat our affiliated bank,
HNB. If you choose a money market fund, available cash balances will be used to purchase shares of your
selected money market mutual fund. Regardless of which sweep option you choose, cash balances of any
amountwill be transferred notlaterthan the nextbusiness day. For more information about this service and
benefitsthatwe (and our affiliates) receivein connection with such deposits, please see our Sweep Program
Disclosure Document, which you can request from your Financial Advisor.

Depositsin HNB accounts are financially beneficialto HNB and its affiliates (including HFA). HNBintends to use
the fundsto supporta variety of activities, including, but not limited to, its lending activities. Like other
depository institutions, the profitability of HNBis determined in large part by the difference between the
interest paidtoyouand othercosts incurred by HNB on bank deposits, and the interest or otherincome earned
on HNB'sloans, investments, and other assets. The deposits obtained through the BDSP provide astable source
of funding for HNB. Borrowing costsincurred tofund HNB’s business activities are significantly reduced by the
use of deposits from HFA brokerage customerand the BDSP. HFA receives credits and benefits from our parent
company based on assets sweptto HNB. Because of the benefits HNB and HFA receive in connection with the
BDSP, we have an incentive to make the BDSP available to you and to encourage you choose it as your cash
sweep option and to maintain more of your brokerage accountin cash.

If you selectamoney market mutual fund as a sweep option for your account, HFA will receivetrail fees (such as
Rule 12b-1feesandshareholderservice fees) from the money market fund andits Investment Sponsor. These
feesvary dependingonthe fund and share class used and range from 0.00% to 0.25%. We (and our affiliates)
generally benefit more when you use the BDSP as your sweep option orinvestyourassetsin otherinvestment
options available on our platform. We mitigate these conflicts by disclosingthem to you and by notsharing
sweep revenuewith yourFinancial Advisor.
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Error Correction
If a trade error occurs inyour brokerage account, and such error is determined to be caused by us or your
Financial Advisor, we will reimburse your account forany resulting monetary loss, and we will retain any
monetary gain. If a trade correctionis required as a result of your action or inaction (e.g., if acustomerdoes not
make full payment for purchases orfails to deliver negotiable securities for liquidations before trade
settlement), you will bearany resulting monetary loss, and we will retain any monetary gain.

Compensation for Other Services and Other Conflicts Related to Our Brokerage Activities
We are a broker-dealerandinvestmentadviser, and our Financial Advisors can offervarious types of advisory
and brokerage programs, as well asinsurance services, and can referyou to HNB for bank and trust services and
our insurance affiliate, Huntington Insurance, Inc. (“HII”) for certain insurance products. This presents a conflict
of interest because, depending on the particular customer’s investment profile, itincentivizes us to recommend
those services that we earn more from over those that we earn less. Forexample, we can earn more revenue
from one type of advisory program overanother. Moreover, we offer brokerage services with respect to
products held on our platform, as well as with respect to account assets held directly with Investment Sponsors.
We generally earn more revenue when assets are held in investment accounts with us, and not directly with an
Investment Sponsor. We mitigate these conflicts by disclosingthem to you, and by establishing policies,
procedures and risk-based supervision to review product recommendations.

We and our affiliates may buy or sell securities for our own accounts or may act as broker or agentfor other
customers. We and our affiliates may give advice and take actioninthe performance of ourdutiesto a customer
that may differfrom advice given, orin the timing and nature of action taken, with respect to our own accounts
or that of another customer.

Your Financial Advisor’'s Compensation.

Your Financial Advisoris paid abase salary plus a percentage of brokerage commissions and advisory fee
revenue he orshe generates forus (their “production”). Regarding production, we use eitheragrid that pays
your Financial Advisorahigher percentage of this revenue as his or her production grows, based on a 12-month
rolling period (asin the case of Financial Advisors, Senior Financial Advisors, Senior Wealth Advisors, National
Advice Center Advisors) (“variable production incentive”), or pay a fixed percentage of monthly incentive based
on the actual revenue generated for both HFA and HNB trust department services (asinthe case of Private
Bank Financial Advisors) (“flat productionincentive”). Variable production incentive amounts subjectto the grid
differ by certain product categories (such as annuities, stock and bonds and mutual funds) and the seniority, role
and title of your Financial Advisor. Regarding variable production incentive, your Financial Advisor has an
incentive to encourage you toinvestinthose products that maximize transaction-based compensation more
often (andinlargeramounts) in your brokerage account and to invest more in youradvisory accountto increase
his or her production and grid compensation. Each month, they can earn additional incentive compensation
based on their prior 12-months of production. In general, products that typically take more time to sell, are
more complex, orrequire special licenses ortraining to sell are compensated at a higherrate, though thisis not
alwaysthe case.

We also compensate your Financial Advisorfor certain non-production-based activities, such as quarterly grid-
enhancements for successful customer referrals to HNB for banking services or a percentage of first year fees
and ongoingtrail based on actual revenue for certain trust department services and to Hll for certain insurance-
related services. Certain Financial Advisors, such as the Private Bank Financial Advisors, serve as active members
of the HNB Private Banking team and predominantly work with HNB Private Bank customers. Inthisrole, they
participate in Private Bank meetings, coordinate customer meetings and work with other private banking
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specialists to help service HNB Private Bank customers. Consequently, they tend torefer more businessto HNB
for trust department services as compared to other Financial Advisors.

All Financial Advisors can earn an annual practice management award payable in cash or restricted stock of our
parentcompany. These awards are based on a combination of meeting certain key performance indicators (such
as the creation of new goal-based financial plans and net new managed account assets), management
discretion, and certain production minimums. These awards create incentives for Financial Advisors to
recommend and encourage you to use the products and services that will increase theiraward compensation. If
your Financial Advisor owns HBI stock, he or she will have incentiveto make recommendations to you that
increase the amount of revenues generated from youraccounts with us, evenif those recommendations will not
directlyincrease your Financial Advisor’s production. We mitigate these conflicts by disclosing them to you, and
by establishing policies, procedures and risk-based supervision to review product recommendations.

Other Benefits and Conflicts. Your Financial Advisoris eligible to receive other benefits based on their
production. These benefitsinclude recognition levels that conferavariety of additional benefits, such as
conferences (e.g., foreducation, networking, training,and personal and professional development) and other
forms of non-cash compensationthat generally increase in value as the amount of production your Financial
Advisorgeneratesincreases. These benefits create anincentive foryour Financial Advisor to recommend certain
transactions, products, and services overothersin orderto maximize their production to obtain the benefits.
We mitigate these conflicts by disclosingthemto you, and by establishing policies, procedures and risk-based
supervision to review product recommendations. We also require Financial Advisors to complete a
recommendation formto indicate to us why certain product-type recommendations are made.

Certain customerrelationships overseen by us and your Financial Advisor may have similarinvestment
objectives and strategies but may be subject to different fee schedules or commission rates. Thus, we and your
Financial Advisor have anincentive to favor customeraccounts that generate a higherlevel of compensation.

Financial Advisors’ Outside Business Activities. Your Financial Advisor can own or participate in certain business
activities (“OBAs”) outside of our firm’s brokerage and advisory services, such as a family owned business or
servingas an officer, director, partneroremployee of or consultant to anotherbusiness organization. In certain
cases, the OBA could cause a conflict of interest forthe Financial Advisor. Your Financial Advisor may receive
greater compensation through the OBA than through us, and he or she could have an incentive to recommend
or encourage you to engage or transact through the outside business to earn additional compensation. HFA
mitigates the potential conflict by requiring Financial Advisors to disclose to us and obtain our approval to own
or participate inan OBA before the Financial Advisor can do so, and by supervising the activity on an on-going
basis. HFA also prohibits Financial Advisors from conducting any investment-related OBA outside HFA and its
affiliates.

Information about Securities Available on Our Platform

Open-End Mutual Funds
A mutual fundisa pooledinvestment fundthatis professionally managed andinvestsinabundle of securities
pursuantto a specified investment strategy. We generally recommend investments in mutual funds when a
client’sinvestment profile indicates thatalong-terminvestmentin afund with diversified exposure toa
particularassetclass or strategy would be appropriate to meeting the client’s investment objectives. The risks
associated with mutual fundinvestments depend on the fund’sinvestment strategy and are disclosed in the
prospectus. Mutual fund shares are purchased and sold at the end of each trading day based on the netasset
value of the fund. When youinvestina mutual fund, you purchase a share that represents yourinterestinthe
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fund. Our product committee periodically reviews the mutual funds available on our brokerage platformand
approvesthose thatyour Financial Advisoris permitted to recommend to you. The share classes available on our
platform for Financial Advisors torecommend are described in the next section. Depending on your eligibility,
you may be able to investinthe funds on our platform at a different financial institution using different share
classesthanthose we make available and recommend. As such, you may be able to obtain the same investment
products from otherfinancial institutions at lower cost.

Share Classes and Our Compensation. Mutual fund shares come in different classes, each with different fees
and fee structures. We offerand recommend A and C share classes. Specificfees and fee structures of each
share class, including the amount charged and wheniitis collected, vary depending on the particular mutual
fund and are described inthe mutual fund’s prospectus, but here is ageneral discussion of the share class fee
structures for mutual funds on our brokerage platform:

Class A — Class A shares charge an upfrontsales fee, orfront-endload, thatis deducted fromyourinitial
investmentand paid to us as a commission forselling the shares toyou. Front-end loads vary, sometimes they
are 0%, but can range up to 5.75%, which we share with your Financial Advisor (subjectto a 3% cap). Class A
shares also pay us trailsinthe form of “Rule 12b-1 fees” for distribution. Rule 12b-1feesvary and range from
0.15% to 0.30%, which we share with your Financial Advisor.

A Note About Breakpoints. Certain mutual funds offerdiscounts orreduced sales charges on Class A
shares based on the total amount you invest with the mutual fund company. The investment amount
neededtoreceive adiscountisknown asa “breakpoint.” Mutual fund companies may allow you to
combine your holdings with those of certain family members to reach a breakpoint.

“Rights of accumulation” allow you to combine your mutual fund purchase with your existing
investmentinthe mutual fund companytoreach a breakpoint.

You may also be able to benefitfromabreakpointbyagreeingtoinvestaspecified dollaramountina
mutual fund overa specified period of time in a “Letter of Intent.”

Each mutual fund prospectus describes its breakpoint policies, including how you can reach breakpoints.

Because we receive alowerfront-end load when you reach a mutual fund breakpoint, we have an
incentive torecommend that you investin mutual funds that do not have breakpoints, ortoinvestina
number of different mutual fund families so that you do not reach a breakpoint with respecttoa
particular mutual fund family.

Class C— Class C shares charge a contingentdeferred sales charge (“CDSC”), typically 1%, if you sell yourshares
before acertain time period, typically within one-year. The CDSCis paid to the mutual fund company andis not
shared with us or your Financial Advisor. Generally speaking, Class Cshares convertto Class A shares after 10
years. Please referto your mutual fund’s prospectus regarding when your Class Cshares would convert to Class
A shares, if they are convertible. Class Cshares pay us trailsin the form of “Rule 12b-1 fees” fordistribution.
Rule 12b-1feesvary and range up to 1.0%, all of whichis paid to us and shared with your Financial Advisor.

Share Class Conflicts. Because Class A shares pay us a front-end load when you buy ashare and ongoing 12b-1
feesthatare lowerthan those we receive for Class Cshares, we and your Financial Advisor have anincentive to
recommend thatyoutrade inand out of Class A shares more frequently and to buy Class A shares and other
investments that pay us additional and higherfront-end loads and other compensation. Because Class Cshares
pay us higher12b-1 feesforsolongas you hold the shares, we and your Financial Advisor have anincentive to
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recommend that you purchase and hold Class C shares forlonger periods and to buy Class C shares that pay us
higher 12b-1fees. We mitigate these conflicts by disclosingthem to you, and by establishing policies,
procedures and risk-based supervision to review product recommendations.

Other HFA Compensation. See the section entitled “Third-Party Compensation with Respect to Your Brokerage
Investments” formore information about other compensation we receive from customerinvestments in mutual
fundsandour related conflicts of interest.

Other Fees and Expenses. Mutual fund sharesincur a numberof otherfeesand expenses that are discussedin
detail in mutual fund prospectuses. A general discussion follows below:

e Ongoing Fees and Expenses - Mutual funds deduct ongoing fees and expenses to cover the mutual
fund’s annual operating expenses and distribution activities, including investment management fees
that are paidto the fund’s manager. You pay these fees and expenses indirectly because they are
deducted fromyourassets on an ongoing basis. These fees can vary significantly, are included in the
fund’s “expenseratio” and are disclosed in the mutual fund’s prospectus.

e Redemption Fees - Some mutual funds charge a fee whenyouredeem fund shares (a “redemption fee”).
A redemption fee is aone-time fixed fee thatranges from 0 to 2% of the redemption proceeds.
Redemptionfeesare paidto the fund company to compensate it forexpenses associated with the
repurchase.

Additional Information. For more information aboutinvestingin mutual funds, please see the SEC’'s “Mutual
Funds,” available at https://www.investor.gov/introduction-investing/investing-basics/investment-
products/mutual-funds-and-exchange-traded-1. If you are interested in investing in a particular mutual fund,
please review the mutual fund’s prospectus, which you can request from your Financial Advisor, or by calling us
at 1-800-322-4600.

Exchange Traded Funds (“ETFs”)
Like a mutual fund, an ETF isa pooledinvestmentfund thatis professionally managed andinvests pursuantto a
specifiedinvestment strategy. ETFs can hold securities, as well as commodities and currencies. We generally
recommend ETFs upon a customer’srequest from a preapproved list. The ETFs available on our platform are
passively managed and have different strategies and risk profiles from the mutual funds available on our
platform. The risks associated with ETFinvestments depend on the fund’sinvestment strategy and are disclosed
inthe prospectus. Whenyouinvestinan ETF, you purchase a share that represents yourinterestinthe fund.
Unlike mutual fund shares, ETF shares can be purchased and sold throughout the trading day.

Our Compensation. Unlike mutual funds, ETFs do not have share classes. Instead, when you buy orsell an ETF,
you will pay us a commission, a portion of which will be shared with your Financial Advisor. The commissioniis
based on yourinvestmentamountandis described on our Brokerage Fee and Commission Scheduleunder the
heading “Stocks”. We and your Financial Advisor have andincentive totrade ETFs more frequentlyandin larger
amountsto generate greater commissions. We and our Financial Advisors generally earn more compensation for
transactionsin mutual funds and variable annuities (which have certain similarities to ETFs) than transactionsin
ETFs. For more information about how ETFs related to these and otherinvestment products we sell, please ask
your Financial Advisor.

Other Fees and Expenses. ETFs deduct ongoingfees and expensesto coverthe ETF’s annual operating expenses
and distribution activities, includinginvestment managementfees thatare paid to the fund’s manager. You pay
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these feesand expensesindirectly because they are deducted from yourassets on an ongoingbasis. These fees
can vary significantlyand are includedinthe ETF’s expenseratio.

Our clearingfirm, NFS, collects from you an “Activity Assessment Fee” forthe sale of most stocks, ETFs, and
options. Thisfeeisrequired by the SEC. The fee isautomatically deducted fromthe proceeds of yoursale.

More information about ETFs, including theirongoing fees and expenses and overall expense ratio, is available
inthe ETF’s prospectus.

Additional Information. For more information aboutinvestingin ETFs, please see the SEC’s “Exchange-Traded
Funds,” available at https://www.investor.gov/introduction-investing/investing-basics/investment-
products/mutual-funds-and-exchange-traded-2. If you are interested ininvestingin a particular ETF, please

review the ETF’s prospectus, which you can request from your Financial Advisor, or by calling us at 1-800-322-
4600.

Annuities
Whenyou buy an annuity, you enterinto a contract with aninsurance company and the insurance company
agreesto make periodicpaymentstoyou (oryourbeneficiary) based onthe amountyouinvest. These payments
can start immediately (animmediate annuity) or at some future time (adeferred annuity). As abroker-dealer,
we offervariable and registered index-linked annuities. As an insurance agent, we offeradditional types of
annuities, including fixed, fixed indexed and linked benefit annuities. Not all of our Financial Advisors are
licensedtosell annuities. Please ask your Financial Advisor forinformationabout the product types he orsheis
authorizedto sell. We generally recommend investments in annuities when a Customer’s investment profile
indicatesthata long-term, tax-deferred investment with some down-side protection would be appropriate to
meetthe customer’sinvestment objectives. The risks associated with annuities investments depend on the type
and structure of the annuity and are disclosed in the annuity’s prospectus or contract.

If you withdraw money from an annuity before reaching a certain age, you may be subjecttoan “early

withdrawal penalty.” Please consultyourtaxadvisorformore information about the tax implications of
investmentsinannuities.

Our Compensation. Our compensation varies depending on anumber of factors, including your age, the type of
annuity you purchase, the contract surrender period, and the insurance company from which you purchase the
annuity. Please ask your Financial Advisor forinformation about the compensation we receive whenyou
purchase a particularannuity.

o Upfront Compensation: Unlike a mutual fund, an upfrontsales charge is not deducted from your
investmentinanannuity. Instead, we receive acommission from the insurance company thatissued
your annuity when youinvest and share a portion of this commission with your Financial Advisor. The
amount of the commission depends upon the particular product you purchase, your age at the time of
investment, and the length of the contract surrender period. Because the upfront commission varies, we
and your Financial Advisor have anincentive torecommend that you investin annuities that pay us
highercompensation overthose that pay us less. Where applicable, our upfront commissionis generally
higherfor products with longer withdrawal charge periods, creating an incentive forus and your
Financial Advisortorecommend those products over products with shorter withdrawal charge periods.
We and our Financial Advisors also have anincentive to recommend you switch from an annuity you
own, afterthe withdrawal charge period expires, to anotherannuity orinvestment product we sellin
orderto earn additional and higher compensation. We mitigate these conflicts by disclosingthemto
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you, levelizing the upfront commission for like products that have the same surrender period, and by
establishing policies and procedures and risk-based supervision to review thesetypes of transactions.

No Breakpoints. Unlike our Class A mutual fund shares, annuities do not offer breakpointsin
commission rates based onthe amountinvested. Therefore, alargerinvestmentthatiseligible
for a discounted sales charge wheninvested in Class A mutual fund share shares will generally
generate a higher commission foruswheninvestedinanannuity. This creates anincentive for
us and your Financial Advisortorecommend that you investinanannuity instead of Class A
mutual fund shares when you are makinginvestments that would qualify for breakpoint
discounts.

0 Variable Annuity Commissions —The upfront commissions we receive forsellingyou avariable
annuity range from 1% to 4.00% whenyou are up to 75 yearsold. If you are 76 yearsold or
older, the upfront commissions range from 1% to 2.7%.

O Registered Index-Linked Annuity Commissions —The upfront commissions we receive forselling
you an index-linked variable annuity range from 1% to 4.00% whenyou are up to 75 years old. If
you are 76 years old or older, the upfront commissions range from 1% to 2.7%.

0 Fixed Indexed Annuity Commission—The upfront commissions we receive forselling you a fixed
indexed annuity range from 1.65% to 3.85% whenyouare up to 75 yearsold. If you are 76 years
old or older, the upfront commissions range from 1% to 2.3%.

0 Linked Benefit Annuity Commissions—The upfront commission we receive forsellingyoua
linked benefitannuity range from 1.25% to 9.0%.

O Fixed Annuity Commission—The upfront commissions we receiveforsellingyou afixed annuity
range from 1.8% to 3.50% whenyou are upto 80 yearsold. If you are 81 years old or older, the
upfront commissions range from 0.9% to 2.1%. In addition, the upfront commissions fora
deferred orimmediateincome fixed annuity ranges from 0.5% to 4.0% based on term and age.

e Trail Compensation: Similarto the 12b-1 fees we receive when you purchase mutual fund shares, when
you purchase a variable, fixed indexed or linked benefit annuity, we receive atrailing commission from
the insurance company thatissued the annuity. The trails we receive vary and can range up to 1% of
whichis shared with your Financial Advisor. Because trail compensation varies, we and your Financial
Advisorhave anincentive torecommend that you purchase annuity contracts that pay us highertrails
overthose that pay us lowertrails, orthat do not pay us trails.

Other HFA Compensation. See the section entitled “Third Party Compensation with Respect to Your Brokerage
Investments” for more information about other compensation we receive from customerinvestmentsin
annuitiesand our related conflicts of interest.

Other Fees and Expenses. Annuities incuranumber of otherfeesand expenses that are discussed in detailin

annuity contracts and prospectuses. These fees and expenses vary depending on the type of annuity you
purchase and other factors. A general discussion follows below:

e AnnualFees and Expenses— Annuities charge ongoing fees and expenses that the issuinginsurance
company deducts from the value of your contract. These fees typicallyincludea mortality and expense
charge, fees associated with underlying accountinvestments and optional riders, such as guaranteed
income riders and death benefits. You pay these fees and expenses indirectly because they are deducted
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fromyour assets onan ongoingbasis. These fees canvary significantly and are disclosed in the annuity’s
contract or prospectus.

e WithdrawalFees - Some annuities willincurawithdrawal fee when you withdraw funds from the
contract before aspecified period. Withdrawal fees and withdrawal periods vary and are disclosed in the
annuity’s contract or prospectus. Additionally, if you withdraw early from an index-linked investment

option, yourfunds will be returned atan “interim value,” which could be less than yourinvestment. See
your annuity contract or prospectus for more information.

e Maintenance Fees— Annuity providers typically charge a maintenance fee. This fee covers the cost of
maintaining the policy, including accounting and recordkeeping. These fees vary depending on the

sponsor of the annuity policy. You pay these fees and expenses indirectly because they are deducted
fromyour assets onan ongoing basis.

Additional Information. For more information aboutinvestingin annuities, please seethe SEC’s “Annuities,”
available at https://www.investor.gov/introduction-investing/investing-basics/investment-
products/insurance-products/annuities. If you are interested ininvestingin a particularannuity, please

review the annuity’s contract or prospectus, which you can requestfrom your Financial Advisor or by calling
us at 1-800-322-4600.

Variable Universal Life
Variable universal life insurance provides permanent protection with the potential to build cash value through
scheduled premium payments, and also offers avariety of asset allocation options. We may recommend a
variable universal life policy based on your particular circumstances and needs, including, forexample, tax-
deferred growth. Variable universal life policies are subject to market risks and may require payment of
additional premiums. Other risks apply and depend on the particular policy and investment allocation and are
disclosedinthe policy and prospectus. We limit our list of approved insurance carriers based on the company’s
solvency as reported by third-party rating services. Some of ourrepresentatives are employees of ourinsurance
affiliate, HIl, and are only allowed to sell insurance-based products and services such as variable universallife.
Consequently, notall of our Financial Advisors are licensed to sell all of our products. You should talk to your
representative if you have questions about theirlicensing status and/orin which capacity they are acting.

Our Compensation. We earna commission fromthe insurance carrierforthe sale of the variable lifeinsurance
policy. The commissionwe receive is a percentage of the target premiumthatthe customer pays for their
insurance policy and ranges from 24% — 110% of the target premium. The target premium is calculated based on
the premium amount needed forthe policy’s cash value to equal the death benefit at maturity, takinginto
account factors such as the insurer’s current actuarial expectations as to mortality and operating expenses.
When the premium exceeds the target premium, we receive acommission on the excess of between 2% - 4.5%.
In many cases, we also receive renewal commissions between 2% — 10% startingin yeartwo, that typically last
betweentwoyears andfifteen years, depending upon the product, forservicesrelated to the ongoing
maintenance and review of the insurance policy. A portion of these commissionsis shared with your Financial
Advisor. While commissions paid by the insurance carrier are not deducted fromyourinitial orsubsequent

premium payments, they are paid out of the insurance carrier’s assets, which may be derived from product fees
and expenses.

Because these commissions vary, we and your Financial Advisor have anincentive torecommend that you invest
inpolicies frominsurance carriers at premium amounts that pay us higher compensation overthose that pay us

less. We and your Financial Advisoralso have anincentiveto recommend that you cash out excess holdingsin
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the policy (i.e., overthe amount required to maintain the life insurance coverage)in orderto buy additional
investment products we sell to generate additional compensation. We mitigate these conflicts by disclosing

themto you and by establishing policies and procedures and risk-based supervision to review these types of
transactions.

Other HFA Compensation. See the section entitled “Third Party Compensation with Respect to Your Brokerage
Investments” for more information about other compensation we receive from customerinvestmentsin
variable universal life and ourrelated conflicts of interest.

Other Fees and Expenses. The insurance carrier for yourvariable life insurance policy may charge you additional
fees, including but notlimited to cost of insurance, administration fees, month perthousand charges, surrender
charges, mortality and risk charges, and fund managementfees, asset forthinyour policy.

Additional Information. For more information aboutinvestingin variable life insurance, pleasesee the SEC’s
“Investor Bulletin: Variable LifeInsurance,” available at https://www.sec.gov/oiea/investor-alerts-and-
bulletins/ib_varlifeinsurance. If you are interested in investingin a particularvariable lifeinsurance policy,
please review the policy’s contract and accompanying prospectus, which you can request from your Financial
Advisor, or by calling us at 1-800-322-4600.

Fixed Income
Fixedincome securities are debt securities and generally provide scheduled payments to the investor through
the security’s maturity date. We offeravariety of fixed income securities, including U.S., state, municipal,
governmental agency, corporate and emerging market bonds, and brokered certificates of deposit (“CDs”). Fixed
income securities can be purchased directly from the issuer, or as secondary market securities that were
previouslyissued and traded, including by our affiliates. We trade fixed income securities with you as agent,
principal, oras riskless principal.

Our offeringsinclude, butare not limited to, bonds that our affiliates underwrite. Ourinstitutional broker-dealer
affiliate, Huntington Securities, Inc. (“HSI”), acts as an underwriter on new offerings of debt orequity securities.
We have entered into aretail distribution arrangement with HSl under which we may sell securities in offerings
underwritten by HSI.

Fixed Income securities are generally appropriate for customers with investment portfolios thatindicate aneed
for currentincome or those who seek capital preservation over those seeking higher rates of return (and can
withstand higherinvestmentrisks). Investments in fixed income securities may also be recommended as part of
a portfolioto provide customers the properdiversification based on theirinvestment objective, risk appetite,
and time horizon. The main risks associated with fixed income securities depend on the particularsecurity and
are disclosedin the statements and otherdisclosures we make availableto youin connection with a particular
fixedincome offering

Our Compensation. When we trade with you as riskless principal or principal, the price of fixed income securities
that you buy fromus or sell to us in the secondary marketincludes a mark-up or mark-down to the price of the
security. The markup and markdown you incurrepresents a profitto us overthe price we buy or sell the
security. We may also benefit from any appreciation of the value of the securities, during the time held, sold
from our inventory. We disclose the amount of any mark-up or mark-down on fixed income securities you buy
or sell onyour trade confirmations. When we act as agentin a fixed income trade, we receive acommission that
isdisclosedinthe “Bonds” section of our “Brokerage Fee and Commission Schedule.”
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Our Financial Advisors receive a portion of the mark-up or mark-down orcommission. Because we receivea
mark-up, mark-down, orcommission when you purchase and sell fixed income securities, we have anincentive
to recommend fixed income transactions more frequently and in largeramounts. When we trade as riskless
principal or principal, we also have anincentive to increase the amounts of the mark-ups and mark-downs we
impose. Reducing the inventory of securities heldin ourinventoryis also benefitto us. We also have an
incentive torecommend longer-term or duration bonds because they pay higher commissions and
compensation, but note that the shorter maturity fixed income securities will generally resultin greater
frequency and amounts of trades as these types of securities are generally rolled overinto similar types of
securities upon maturity.

When our affiliate HSl acts as underwriterin afixed income offering, HSI’s underwriting compensation s
generally embedded in the price of the investmentyou buy orsell asa commission, underwriting discount,
dealerconcessionorspread. HSI typically receives underwriting compensation as a percentage of the offering
price for the securities known as the “gross spread” (i.e., the difference between the initial offering price and
the amount paid tothe issuer). When we sellfixed income securities that HSl underwrites, we receive
compensation from HSI’s gross spread that can range from 0% to 2% of the offering price forthe securities. Our
Financial Advisors receive a portion of this compensation.

We and your Financial Advisor have anincentive to recommend that you purchase securitiesin offerings
underwritten by HSI because the underwriting compensation we, HSI, and your Financial Advisor willearn on
those offerings tends to be higherthan the compensation we would normally receiveif you were to buy the
same or similarsecuritiesinthe secondary marketand HSI’s continued ability to participate in future
underwritings depends upon our ability to sell the securities allocated to usin the offering. Inaddition, forsome
offerings of fixed income securities, HSI is obligated to purchase some orall of the securities offered by anissuer
and has an interestin sellingas many securities toinvestors as possible, ratherthan retainingtheminits
inventory. Accordingly, any sales that we make underourarrangement with HSI benefit both HFA and HSI.

Information regarding HSI’s underwriting compensation can be found in the prospectus supplement or official
statement, as applicable. We mitigate these conflicts by disclosingthem to you and by establishing policies and
procedures, and risk-based supervision to review these securities recommendations.

Additional Information. For more information aboutinvestingin fixed income, pleasesee the SEC’s “Bonds,”
available at https://www.investor.gov/introduction-investing/investing-basics/investment-products/bonds-or-
fixed-income-products/bonds, and “Certificates of Deposit (CDs),” available at
https://www.investor.gov/introduction-investing/investing-basics/investment-products/certificates-deposit-cds.
If you are interested ininvestingin a particularfixed income security, please reviewthe security’s offering
documents, which you can requestfrom your Financial Advisor, or by calling us at 1-800-322-4600.

Stocks, New Issues, and Underwritings
Whenyouinvestinindividual stocks, you acquire shares of ownership “equity” in the companiesin whichyou
invest. We trade stocks (otherthanthose soldin a new issue offering orinitial publicoffering (“IPO”)) as agent.
Only certain Financial Advisors are permitted to recommend individual stocks. Please ask your Financial Advisor
for information about whether he orshe can provide individual stock recommendations. Financial Advisors who
are permitted torecommend stock do so when a customer’sinvestment profileindicates that they would
benefitfrom potential asset growth and can bear the risk of losing theirinvestment. Investments in individual
stocks may also be recommended as part of a portfolio to provide customers the properdiversification based on
theirinvestment objective, risk appetite, and time horizon. The main risks associated with stocks depend onthe
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particular company whose stock is being purchased and are disclosed inthe company’s Form 10-K that is filed
with the SEC and available at https://www.sec.gov/edgar/searchedgar/companysearch.html.

From time totime, we offer new issue securities underwritten by HSI, including preferred equity and common
stock as principal orriskless principal. Your ability to purchase securitiesin apublicofferingin which HSlis an
underwriterorselected dealer may be limited, as the demand forshares of stock in such offerings often exceeds
the supply and because of our method forallocating such shares to our customers. Your ability to purchase
sharesinsuch offerings will be based on certain factors, such as yourinvestment objective, investment
experience, risk profileand account size, and your willingness to regularly participate in public offerings
generally. Certain investment products may require minimum investmentamounts.

Our Compensation. We receive acommission when you buy and sell stocks as agentthat is disclosed inthe

“Stocks” section of our “Brokerage Fee and Commission Schedule.” When we sell stocks in the primary market,
we receive aselling concession thatis part of the underwriting compensation.

When our affiliate HSl acts as underwriteror dealerin astock offering, HSI’s underwriting compensationis
generallyembeddedin the price of the investmentyou buy orsell asa commission, underwriting discount,
dealerconcession orspread. HSI typically receives underwriting compensation as a percentage of the offering
price for the securities known as the gross spread, which typically ranges from 3% to 7% of the offering price.
When we sell equity securities that HSl underwrites, we receive aselling concession that typically ranges
between 40% to 60% of HSI’s gross spread, or 1% to 5% of the offering price forthe securities. Our Financial
Advisorsreceiveaportion of this selling concession.

We and your Financial Advisor have anincentive to recommend that you purchase securities in offerings
underwritten by HSI because the underwriting compensation we, HSI, and your Financial Advisor willearnon
those offerings tends to be higherthanthe compensation we would normally receiveif you were to buy the
same or similarsecuritiesin the secondary marketand HSI’s continued ability to participate in future
underwritings depends upon ourability to sell the securities allocated to us in the offering. Inaddition, forsome
offerings of equity securities, HSl is obligated to purchase some orall of the securities offered by anissuerand
has an interestinsellingas many securities toinvestors as possible, rather thanretainingtheminitsinventory.
Accordingly, any sales that we make underourarrangement with HSI benefit both HFA and HSI. Information
regarding our selling concession and HSI’s underwriting compensation can be found in the offeringdocuments.

Because we receive acommission or underwriting compensation when you purchase and sell stocks, we have an
incentive torecommend stock transactions more frequently and in larger amounts.

Your Financial Advisoralso hasthe incentive to favor some customers overyou when allocating new issue
shares, particularly those with larger accounts oraccounts that generate high feesand compensation, as a
reward for their past business orto generate future business. Additionally, our Financial Advisors buy and sell
stocksin theirown accounts, which can create a conflict of interest forthemto recommend stocksin which they
have interests. We mitigate these conflicts by disclosingthem to you and by establishing policies and
procedures, and risk-based supervision to review these securities recommendations.

Other Fees and Expenses. Our clearing firm, NFS, collects from you an “Activity Assessment Fee” for the sale of

most stocks, ETFs, and options. Thisfee isrequired by the SEC. The fee is automatically deducted fromthe
proceeds of yoursale.

Additional Information. For more information aboutinvestingin stocks, please seethe SEC’s “Stocks,” available
at https://www.investor.gov/introduction-investing/investing-basics/investment-products/stocks. If you are
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interestedininvestinginaparticularstock, please review the company’s disclosures, includingits Form 10-K,
which you can request from your Financial Advisor, or by calling us at 1-800-322-4600.

Structured Products—Structured Notes and Market Linked CDs
A “structured product”is a type of debt security that paysinterest based on the performance of one ormore
underlyingassets, such as a stock index. Structured products can be issued as callable (redeemable prior to
maturity) or without call features (payout at maturity). We offer structured notes and market linked CDs. We
also offerindex-linked variable annuities which you can read more about in the “Annuities” section of this
Brochure. We trade structured products with you as agentor as riskless principal. We recommend structured
products based on a customer’sinvestment profileand generally only where the customerhas atleasta
moderate risk tolerance.

The main risks associated with structured notes are disclosed in the prospectus for each offering, as well as our
“Structured Notes Disclosure & Acknowledgment” disclosure document. The main risks associated with market
linked CDs are disclosed inthe prospectus foreach offering, as well as our “Market Linked CD Disclosure &
Acknowledgment” disclosure document.

Our Compensation. For new issue offerings, you will pay the initial offering price set by the issuer. The offering
price includes fees and costs associated with the purchase of the new issue, including the selling commissions
paidto us, as well as structuring, hedging, marketing and other costs charged by the issuerandits affiliates. The
up-front payments we receive will depend both on the issuerand the term of the product. Generally, the
shorterthe term of the product, the lowerthe commission we receive. Our commissions for structured products
can range from 1.0% to 4.0%. All costs associated with the new issue offering are disclosed in the prospectus.

We do not typically purchase structured products in the secondary market. Structured products boughtinthe
secondary market, whetheronasecurities exchange oroverthe counter, will be subject to transaction costs,
and the secondary market prices will typically reflect bid/offer spreads. Assumingno change in market
conditions orany other relevantfactors affecting a structured product, secondary market prices forthat
structured product will likely be lower than the original issue price, since the originalissue price included, and
secondary market prices are likely to exclude, commissions paid with respect to the structured product, as well
as the projected profitincluded in the cost of hedgingthe issuer’s obligations under the structured product.

For secondary transactions, we trade with you as riskless principal, and the price of the structured product that
you buy from us includes a mark-up. We do not mark-down the price you pay whenyou sell the security to us.
The mark-up you incurrepresents a profitto us overthe price we buy the security. We disclose the amount of
any mark-up on the structured product you buy or sell onyourtrade confirmations. Our Financial Advisors
receive a portion of the mark-up.

Because we receive amark-up or commission when you purchase and sell structured products, we have an
incentive torecommend structured product transactions more frequently and in largeramounts. When we
trade as riskless principal, we also have an incentive toincrease the amounts of the mark-ups we impose. We
mitigate these conflicts by disclosing them to you and by establishing policies and procedures, and risk-based
supervisionto review these securities recommendations.

Additional Information. For more information aboutinvestingin structured products, pleasesee the SEC’s
“Structured Notes” available at https://www.sec.gov/oiea/investor-alerts-bulletins/ib structurednotes.html and
“Equity-Linked CDs” https://www.sec.gov/fast-answers/answersequitylinkedcdshtm.html. If you are interested
ininvestinginaparticularstructured product, please review the product’s offering documents, and the
following applicable disclosures “Market Linked CD Disclosure & Acknowledgment” or “Structured Notes
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Disclosure & Acknowledgment,” which you can request fromyour Financial Advisor, or by calling us at 1-800-
322-4600.

Options
Optionsare tied to an underlying security (i.e., astock, ETF, or index) and give you the right to eitherbuy orsell
a specified amountorvalue of the security at a fixed exercise price by exercisingthe option before its expiration
date. Anoptionthat givesyouarightto buy isa “call option,” and an option which givesyou aright tosellisa
“put option.” Wedo not provide recommendations on options trading as a strategy in general or on particular
options. Please ask your Financial Advisorfor more information about the minimum accountand other
requirementsinorderto be approved to trade options. The mainrisks associated with options trading depend
on the underlying security and are disclosed in our Options Account Agreement and The Options Clearing
Corporation Disclosure Document(s), which are available from your Financial Advisor upon request.

Our Compensation. We receive acommission whenyou buy and sell options, which is disclosed in the “Listed
Options” section of our “Brokerage Fee and Commission Schedule.” Option commissions are calculated using
the number of contracts and the price of the option. OurFinancial Advisors are also compensated from a portion
of the commission. Because we receive acommission when you purchase and sell options, we have an incentive
to for you to engage in options transactions more frequently and in largeramounts, but as noted above, we do
not recommend options transactions. We disclose the amount of any commissions of any options you buy orsell
on yourtrade confirmations.

Other Fees and Expenses. Our clearing firm, NFS, collects from you an “Activity Assessment Fee” for the sale of
most stocks, ETFs, and options. Thisfee isrequired by the SEC. The fee is automatically deducted fromthe
proceeds of yoursale.

Additional Information. For more information about options, pleasesee the SEC’s “Investor Bulletin: An
Introduction to Options” availableat: https://www.sec.gov/oiea/investor-alerts-
bulletins/ib_introductionoptions.html. If you are interested in buying orselling options, please reviewthe
Options Disclosure Document(s), which you can request from your Financial Advisor, or by calling us at 1-800-
322-4600.

529 and ABLE Plans
529 Education Savings Plans (“529 Plan”) are tax-advantaged savings plans designed to encourage saving for
future education costs. 529 Plans, also known as “qualified tuition plans,” and are sponsored by states, state
agencies, and educational institutions. Similarly, ABLE disability account savings plans (“ABLE Plans” and
collectively with 529 Plan “529 Plans”), are designed to encourage individuals with disabilities and their families
to save for disability related expenses and are also sponsored by states and state agencies. Whenyouenrollina
529 Plans, you will select an investment portfolio (generally consisting of mutual funds)from one of the choices
offered by yourplan. The features of 529 Plans vary dependingon the state’s plan and may include limitations
on investment options, the ability to change investments, and aggregate contributions forall beneficiaries. The
tax implications and benefits of investingina 529 Plans also vary and you should consult with your tax advisor
when choosingaplan.

529 Plans’ investment risks depend onthe investments you selectand are disclosed inthe investment
prospectusesand are also disclosed in our “529 Plan Application and Disclosure” that your Financial Advisorwill
provide you upon request. The risks associated with investments within 529 Plans depend on the particular
investmentand are discussed in the applicableinvestment product sections (i.e., mutual funds) of this Brochure,
along with the basis for our recommendations of particular products.
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Our Compensation. Our compensation onthe sale of 529 Plans depends on the mutual fund shares or other
securities you purchase through the plan. Specificfees and fee structures of each share class, including the
amount charged and whenitis collected, vary depending on the particular 529 Plans and underlying mutual
fundsinwhichyouinvestandare describedin 529 Plans’ offering circularand mutual fund prospectusesand are
typically disclosed in astatement or confirmation of activity that will be provided to you by the mutual fund
company. Please see the section entitled “Open-End Mutual Funds” or otherinvestment product sectionin this
Brochure for more information.

Other Fees and Expenses. 529 Plansincur additional feesthatare charged by the plan’s sponsor. Some of the
feesare based onthe amounts of assetsinyour plan account and otherfees are assessed on atransactional or
periodicbasis. Suchfees depend onthe plan mayinclude program managementfees, state administration fees,
annual maintenance/termination fees, underlying mutual fund expenses, and sales charges, distribution or
service fees.

Additional Information. For more information about 529 Plans, please see the SEC’s “529 Plans” available at
https://www.investor.gov/introduction-investing/investing-basics/glossary/529-plans. If you are interested in
investinginab529 Plans, please refertothe 529 Plans’ offering circular, which you canrequest from your
Financial Advisoror by calling us at 1-800-322-4600.

IRA Rollovers and OtherQualified Accounts
Individual Retirement Accounts (“IRAs”) and other qualified accounts provide tax advantages for retirement
savings. There are multiple types of retirement accounts that we offer:

e Traditional IRA. Contributions typically are tax-deductible, and you pay no taxes on IRA earnings until
retirement, when withdrawals are taxed asincome.

e Roth IRA. Contributions are made with after-tax funds and are not tax-deductible, but earnings and
withdrawals are tax-free.

e SEPIRA. Allows an employer, typically asmall business or self-employed individual, to make retirement
plan contributionsinto atraditional IRA established inthe employee's name.

e SIMPLE IRA/SIMPLE PLUS IRA. |s available to small businesses that do not have any otherretirement
savings plan. The SIMPLE — which stands for Savings Incentive Match Plan for Employees—IRA allows
employerand employee contributions, similarto a 401(k) plan, but with simpler, less costly
administration, and lower contribution limits.

e Keogh. Is a tax-deferred pension plan available to self-employed individuals or unincorporated
businesses for retirement purposes. Keoghs can be established as either defined-benefit or defined-
contribution. Although contribution limits are higher compared to othertypes of retirement plans, there
are typically more administrative burdens and upkeep costs associated with them.

e Solo401(k). |s a type of retirement account designed for self-employed persons or business owners with
no full-time employees. This plan offers many of the same benefits of atraditional 401(k) with a few
distinct differences. This plan allows the ownerto make contributions both asan employee and an
employer. Inaddition, the owner’s spouse can make contributionsif they derive incomefromthe
business.

e CashBalance Pension Plan. s an IRS-qualified defined benefit retirement plan that can help business
ownersrealize tax deductions. At HFA, this plan can be used in conjunction with asolo 401(k) to
maximize retirement savings and tax deductions for business owners with no full-timeemployees.

If you roll overassets from an employer-sponsored retirement plan, such as a 401(k) plan, into an IRA with us,
we and your Financial Advisor willearn compensation on those assets, for example, through commissions, fees,
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and third-party payments disclosed in this brochure. This creates anincentiveforusto recommend and
encourage youto roll overassets fromyour plan to us. Please see our “Retirement Roadmap Brochure” for more
information about IRA rollovers. We mitigate these conflicts by disclosingthem to you and by establishing
policiesand procedures, and risk-based supervision to reviewthese securities recommendations.

You should be aware that the fees and commissions you pay for an IRA likely will be higher than those you pay
throughyour plan, and there can be custodial and other maintenance fees, including IRA termination fees. As
securities heldinaretirement plan generallycannotbe transferred to an IRA Covered Account, commissions
charged on transactionsin the IRA will be in addition to commissions and sales charges previouslypaid on
transactionsinthe plan.

Other Fees and Expenses. Our account fees forIRAs are disclosedinthe “Account Fees” section of our
“Brokerage Fee and Commission Schedule.”

Additional Information. For more information about your rollover options, please referto FINRA’s IRA Rollover
— 10 Tips to Making a Sound Decision” available at https://www.finra.org/investors/alerts/ira-rollover-10-tips-
making-sound-decision and our “Retirement Roadmap Brochure” which you can request from your Financial
Advisororby calling us at 1-800-322-4600.

Margin
Margin involves borrowing money from us using securities in your brokerage account as collateral for the loanto
you. If the securitiesinyouraccountdecline invalue, so does the value of the collateral supporting yourloan.

Margin accounts are risky and you may lose more money than youinvest. You can also be required to deposit
additional cash orsecuritiesin youraccounton short notice to cover market losses. In addition, you may be
forced to sell some orall of yoursecurities when falling stock prices reduce the value of your securities. Finally,
we can sell some orall of your securities without consulting you to pay off your margin loan. We do not provide
recommendations regarding whether to open or maintain a margin account. For more information, including
the risks of openingaMargin account, please review the “Margin Disclosure Statement” provided to you priorto
openingaMargin account.

Our Compensation. We receive interest on the amountyou borrow. The rate of interest you will pay willde pend
on how much you borrow. Our interest rates are disclosed in the “Margin Interest Rates” section of our
“Brokerage Fee and Commission Schedule.” We also receive commissions and transaction-based compensation
when you buy and sell securities on margin, thisis disclosed our “Brokerage Fee and Commission Schedule.” Our
Financial Advisors receive a portion of this commission. Becausethe interest we receive and fees we earnon
your accountsincrease as the amount of your marginloanincreases, we and your Financial Advisor have an

incentive torecommend that you open and continue to maintain your margin loan balance with us at high
levels.

Additional Information. For more information about margin accounts please see the SEC’s “Investor Bulletin:
Understanding Margin Accounts” available at: https://www.investor.gov/introduction-investing/general-
resources/news-alerts/alerts-bulletins/investor-bulletins-29 and review the “Margin Disclosure Statement,”
which you can request fromyour Financial Advisor or by calling us at 1-800-322-4600.
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Huntington Financial Advisors®isa servicemarkandtrade name under which The Huntington Investment Company offers
securities and insurance products and services. The Huntington Investment Company is a registered broker-dealer, member
FINRA and SIPC, and registered investment advisor with the U.S. Securities and Exchange Commission (SEC). The Huntington
Investment Company is a wholly-owned subsidiary of Huntington Bancshares Incorporated.

Certaininsuranceproducts are offered by Huntington Insurance, Inc.,a wholly-owned subsidiary of Huntington Bancshares
Incorporated,and underwritten by third-partyinsurancecarriers notaffiliated with Huntington Insurance, Inc.

Investment and Insurance products are: NOT A DEPOSIT ¢ NOT FDIC INSURED ¢ NOT GUARANTEED BY THE BANK ¢ NOT
INSURED BY ANY FEDERAL GOVERNMENT AGENCY e MAY LOSE VALUE

ﬁ“@' HuntingtonE, 1-g.||Huntington®, and Huntington Financial Advisors arefederally registered service marks of Huntington

Bancshares Incorporated. ©2021 Huntington Bancshares Incorporated.
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