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1. INTRODUCTION

VALIC Financial Advisors, Inc. (“VFA”) is registered with the Securities and Exchange Commission as both a broker-dealer
and an investment adviser and is a member of FINRA and the Securities Investor Protection Corporation. VFA is a wholly
owned subsidiary of The Variable Annuity Life Insurance Company (“VALIC”). VFA and VALIC, together with additional AIG
companies, are commonly referred to as and comprise AIG Retirement Services, our brand name.
Brokerage and investment advisory services and fees differ, and it is important for you to understand these differences. Free
and simple tools are available to research firms and financial professionals at www.Investor.gov/CRS, which also provides
educational materials about broker-dealers, investment advisers, and investing.

2. WHAT INVESTMENT SERVICES AND ADVICE CAN YOU PROVIDE ME?
We offer both brokerage services and investment advisory services to retail investors, including retirement plan participants.
Our VFA financial professionals provide various services, including enrollment, education, plan-related services and
customer service, for retirement plans and participants and, where offered, for health reimbursement arrangements
(“HRAs”). If you are a participant in a retirement plan, the specific services available to you (including advisory services)
are determined by your plan sponsor. Outside of retirement plans, your financial professional may offer you brokerage
products, investment advisory services or both. When VFA offers products such as mutual funds, 529 Plan accounts and
variable annuity and life products, the firm acts as a broker-dealer. When VFA offers the investment advisory services
described below (including within an annuity or a retirement plan), the firm acts as an investment adviser.
Brokerage Services
As a broker-dealer, we offer an array of investment products
and services to help meet your investment needs. Our services
include the buying and selling of securities (mutual funds,
exchange-traded funds, closed-end funds, individual equities,
fixed income securities, variable annuity and variable life
products). However, there are material limitations on the
products we may recommend in retail brokerage accounts.
VFA conducts due diligence on, and will only recommend,
mutual funds and annuity products. We do not make
recommendations regarding stocks, bonds or ETFs, although
you may purchase these securities on your own. With respect
to variable annuities, we recommend primarily annuity
products issued by VALIC and other insurance company
affiliates of VALIC and VFA. Finally, if you are a plan
participant, the product or investment platform from which you
may choose investments will be selected or authorized (and
therefore limited by) by your plan sponsor.
When we provide brokerage services, including when
we make brokerage recommendations, we do not have
discretionary authority to make trades or take any other action
on your behalf. You make the ultimate decision regarding the
purchase or sale of securities. In addition, we do not undertake
to monitor the investments in your brokerage account. Any
recommendation is limited to the time of the transaction and
we have no obligation to advise you if our opinion of the
investment changes in the future. There is no minimum amount
required to open or maintain a VFA brokerage account.
However, products such as variable annuities, 529 Plans, and
mutual funds may establish a minimum investment amount.
For information on applicable minimums, please consult the
specific product’s offering documents.
We also provide financial planning services. When we
provide a financial plan, it is based on the information
provided by the client at that point in time, and does not
involve any on-going monitoring of the client’s financial
circumstances or the markets. The financial plan will identify
whether we are acting as broker-dealer or investment adviser.
More detailed information about the brokerage services
we offer is available at www.aigrs.com/vfa_guide_to_
brokerage_services.
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Investment Advisory Services
As an investment adviser, we provide wrap fee programs
to retail investors and asset allocation services to annuity
holders and retirement plan participants. When we act as
your investment adviser, you will pay us an ongoing fee
based on the amount of assets under management. A fee
paid in our wrap program (outside retirement plans) covers
the cost of investment advice, custody and administrative
services, and most investment transactions in your account.
Asset allocation fees (retirement plans and annuities)
cover only investment advice and, if applicable, account
rebalancing services. Certain advisory programs are
discretionary, meaning that VFA has the authority to make
trades and take certain other actions on your behalf, and
monitors your investments within the advisory account on
an on-going basis. For retirement plan participants, we
also provide a non-discretionary advice program, meaning
that we make asset allocation recommendations, but you
will make the ultimate decision regarding the purchase
or sale of investments. Our retail wrap program and
underlying investment options have minimum investment
requirements. Please refer to the applicable Advisory
Brochure for more details.
In addition to these programs, when we provide a
financial plan, it is a one-time recommendation, which
may be in connection with a recommended advisory
program. The financial plan will identify the capacity in
which it is provided. We also may act as a solicitor for
third-party advisors and receive compensation for that
service.
Information regarding your investment and more
information about the investment advisory services we
offer is available in our Form ADV brochures available at
www.aigrs.com/prospectus-and-reports/vfa- form-advmaterials.
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Conversation Starters. Ask your financial professional:
• Given my financial situation, should I choose an investment advisory service? Should I choose brokerage
services? Should I choose both types of services? Why or why not?
• How will you choose investments to recommend to me?
• What is your relevant experience, including your licenses, education and other qualifications? What do
these qualifications mean?
3. WHAT FEES WILL I PAY?
For employer-sponsored retirement plan services, which generally include brokerage services and may include advisory
services, VFA earns fees for providing plan administration and recordkeeping services. Plan fees are either (i) paid by
the plan sponsor, and/or (ii) assessed to participant accounts by the plan sponsor or a recordkeeper or other service
provider selected by the plan sponsor, and generally will be reflected as withdrawals from your plan account. Underlying
investment options such as mutual funds and variable annuities are subject to additional fees and expenses, described in
more detail below.
Brokerage Fees
Outside of the retirement plan context, when we act as
your broker, you will pay us for each individual transaction
executed on your behalf. The more you trade, the more
you will be charged and VFA therefore has an incentive to
encourage you to trade often. Many mutual fund families
make a variety of share classes available. Certain share
classes (A shares) include a front-end sales charge but
usually have lower ongoing 12b-1 fees. Other share classes
(C shares) are not subject to a front-end sales charge but
include a contingent deferred sales charge when mutual
fund shares are redeemed after a short time and are subject
to higher ongoing 12b-1 fees. All fees will reduce your
investment returns. The purchase of an annuity also triggers
front-end sales charges and include a variety of internal
expenses, including ongoing distribution fees that are paid to
us. Products such as funds and annuities that pay us ongoing
distribution fees based on the size of the investment (“trails”)
create an incentive to recommend the purchase of, and
additional investment in, such products because we can make
more money over time.
You will not be charged any fees for our non-advisory
financial planning services.
More information regarding product specific fees and
conflicts of interest is available at www.aigrs.com/
brokeragefees and www.aigrs.com/vfa_guide_to_
brokerage_services for information regarding your
investment.
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Investment Advisory Fees
When we act as your investment adviser, you will pay us
an ongoing fee based on the assets under management
in your investment account(s). Our retail wrap program
fee covers the cost of advice as well as the cost of most
transaction and custody expenses associated with your
account. Our fee for discretionary asset allocation services
(in annuities and retirement plans) covers ongoing account
allocation and rebalancing services. The more assets there
are in your discretionary advisory account(s), the more you
will pay in fees, and VFA therefore has an incentive to
encourage you to increase the assets in these accounts.
You will not be charged any fees for our non-discretionary
advice program.
We will charge a fixed fee for certain advisory financial
planning services.
For specific information on the fees associated with the
investment advisory services you have selected, please
consult the applicable brochure(s) available at www.aigrs.
com/prospectus-and-reports/vfa-form-adv-materials.
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For both brokerage and retail advisory accounts, you will pay additional fees, including but not limited to, custodial and
administration fees. You will also pay fees related to the expenses of mutual funds and/or variable annuity products, minimum
account balance and maintenance fees, and/or other transactional fees, as applicable. Variable annuity products, including
proprietary products offered by VFA’s affiliates, charge fees which typically include an administrative expense charge for
allocating premiums and administering the contract’s accumulation value; separate account charge (e.g. mortality & expense),
net portfolio operating expenses, fees and expenses of the underlying mutual funds, and other categories of fees, including an
annual contract maintenance fee, premium, tax, transfer, surrender, and optional rider charges. Mutual funds offer a variety
of share classes, which hold the same portfolio securities but differ in total cost to you due to the imposition of various fees that
support the sale and distribution of such share classes (including 12b-1 fees, sales loads, commissions, and deferred sales
loads). A higher cost share class of a particular mutual fund will result in lower investment performance compared to a lower
cost share class of the same fund. Mutual funds also charge internal advisory and administrative fees. All fees will reduce
your investment returns. Before you invest, be sure to read the fund or annuity’s prospectus. The prospectus contains important
information regarding the product’s investment objectives, strategies, risks, charges, expenses and other matters significant to
your investment choice.
You will pay fees and costs whether you make or lose money on your investments. Fees and costs will reduce any amount
of money you make on your investment over time. Please make sure you understand the fees and costs you are paying. For
more detailed information about the fees and costs you will pay, please see the applicable Advisory Brochure available
at www.aigrs.com/prospectus-and-reports/vfa-form-adv-materials and/or the VFA Guide to Brokerage Services
available at www.aigrs.com/vfa_guide_to_brokerage_services.

Conversation Starters. Ask your financial professional:
•

 elp me understand how these fees and costs might affect my investments. If I give you $10,000 to invest,
H
how much will go to fees and costs, and how much will be invested for me?

4. WHAT ARE YOUR LEGAL OBLIGATIONS TO ME WHEN PROVIDING RECOMMENDATIONS AS MY
BROKER-DEALER OR WHEN ACTING AS MY INVESTMENT ADVISER?
HOW ELSE DOES YOUR FIRM MAKE MONEY, AND WHAT CONFLICTS OF INTEREST DO YOU HAVE?
When we provide you with a recommendation as your broker-dealer or act as your investment adviser, we have to
act in your best interest and not put our interest ahead of yours. At the same time, the way we make money creates
some conflicts with your interests. You should understand and ask us about these conflicts because they can affect the
recommendations and investment advice we provide you.
Here are some examples to help you understand what this means:
•

P roprietary Products: In both our advisory and brokerage programs, we recommend products managed or
sponsored by affiliates of VFA. Because VFA affiliates (and the firm as a whole) make more money from proprietary
products, this creates an incentive for us to recommend such products.

•

Revenue Sharing and other Third-Party payments: When VFA acts as broker, we receive additional compensation
from our clearing broker and the distributors of mutual funds and annuity products we offer. These payments
compensate us for distribution, marketing support and/or administrative services we provide and are based on
the amounts our clients invest in those mutual funds and/or annuities. Our brokerage platform includes only mutual
funds and annuity products that pay revenue sharing. This is a conflict for us because products that do not share
revenue with us (directly or through our clearing broker) will not be offered. Moreover, not all funds pay the same
amount of revenue sharing, which creates an incentive to sell funds that pay higher levels of revenue sharing.

Conversation Starter. Ask your financial professional:
•

How might your conflicts of interest affect me, and how will you address them?

For additional information related to our conflicts of interest, please review our brochures and guide available
at www.aigrs.com/prospectus-and-reports/vfa-form-adv-materials and
www.aigrs.com/vfa_guide_to_brokerage_services.
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5. HOW DO YOUR FINANCIAL PROFESSIONALS MAKE MONEY?
VFA compensates its financial professionals for most, but not all, of their activity through the use of a compensation grid.
Under this grid, financial professionals whose overall sales activities exceed certain grid thresholds are entitled to receive
increasing amounts of compensation. In other words, financial professionals increase their compensation when they
generate more revenue for VFA (but not for VFA’s affiliates). When acting as either your investment adviser or broker-dealer,
financial professionals are compensated based on factors such as the amount of client assets they service; the time and
complexity required to meet a client’s needs; the products sold; product sales commissions; and revenue the firm earns from
the financial professional’s advisory services or recommendations. Because loads and certain ongoing fees vary across
products, VFA and its financial professionals have an incentive to promote and recommend products that generate more
revenue for VFA. Additionally, since not all activity is applied to the grid, this distinction creates an incentive for the financial
professional to recommend a transaction that is applied to the grid, effectively disincentivizing transactions in securities that
are not applied to the grid.
Brokerage - Compensation
When VFA acts as your broker-dealer, our financial
professionals are compensated with a portion of the
transaction-based fee charged to you and a portion of
ongoing trails. This creates a conflict of interest because
our financial professionals can earn more compensation
when they recommend more transactions to you. Similarly,
financial professionals earn more compensation by
recommending some products that charge you higher
fees, such as variable annuities, because of the time and
complexity required to sell such products. This is a conflict
of interest because it creates an incentive for financial
professionals to recommend these types of products to you
as opposed to other, less expensive products for which they
receive less compensation.

Investment Advisory - Compensation
When VFA acts as your investment adviser, our financial
professionals are compensated with a portion of the
annual fee charged to your account. This creates a conflict
of interest because our financial professionals have an
incentive to increase the amount of client funds invested in
advisory accounts.

Whether financial professionals act in a broker-dealer or investment adviser capacity, they participate in incentive programs
that reward cash and/or non-cash compensation, such as bonuses, training symposiums and recognition trips. Incentive
programs may be based on attracting new assets and clients, referring business to our affiliates, promoting investment advisory
services, participating in advanced training and for improving client service. These programs may be partly subsidized by a
third-party - or affiliated - mutual fund companies, insurance carriers or money managers. Our financial professionals have a
financial incentive to recommend the programs and services included in these incentive programs over other available products
and services that we offer.

6. DO YOU OR YOUR FINANCIAL PROFESSIONALS HAVE LEGAL OR DISCIPLINARY HISTORY?
Yes. Visit www.Investor.gov/CRS for a free and simple search tool to research us and our financial professionals.

Conversation Starter. Ask your financial professional:
•

As a financial professional, do you have any disciplinary history? For what type of conduct?

7. ADDITIONAL INFORMATION
For additional information about VFA or our services, please see our Guide to Brokerage Services or the applicable Advisory
Brochure for our advisory programs. If you have additional questions or would like information about obtaining a copy of this
Client Relationship Summary, please visit our website at www.aigrs.com/client-relationship-summary or call us at
1-800-448-2542 or 1-800-248-2542 for the hearing impaired.

Conversation Starter. Ask your financial professional:
•

 ho is my primary contact person? Is he or she a representative of an investment adviser or a brokerW
dealer? Who can I talk to if I have concerns about how this person is treating me?
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Item 1 - Cover Page

VALIC Financial Advisors, Inc.

GUIDE TO BROKERAGE SERVICES

2929 Allen Parkway L7-20, Houston, TX 77019
Telephone: (866) 544-4968
www.aigrs.com/vfa_guide_to_brokerage_services

Effective July 16, 2021

This guide may be requested by contacting VFA at 866-544-4968 or it is also available free of charge on our
website at www.aigrs.com.
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Item 3 - Introduction
The VFA Guide to Brokerage Services (“Guide”) provides important information about the products and services offered by
VALIC Financial Advisors, Inc. (“VFA,” “the Firm,” “we,” “our”) through its financial professionals, so that you can choose the
services that work best for you. This guide also provides important information about the standards of conduct, compensation
received by the Firm and its financial professionals, conflicts of interests, and other disclosures that you may find important to
consider in deciding whether to do business with us.
VFA is registered with the Securities and Exchange Commission (“SEC”) as both a broker-dealer and an investment adviser
and is a member FINRA and the Securities Investor Protection Corporation (“SIPC”). VFA is a wholly owned subsidiary of The
Variable Annuity Life Insurance Company (“VALIC”), which is an indirect wholly owned subsidiary of American International
Group, Inc. (“AIG”). VFA and VALIC, together with additional AIG companies, are commonly referred to as and comprise AIG
Retirement Services, our brand name.
Item 4 - Services
VFA provides brokerage services to retail customers in a number of ways, depending on their individual circumstances and how
they prefer to engage with us. VFA and its financial professionals primarily provide services to participants within employersponsored retirement plans, and to retail customers (collectively “clients”). Outside of employer-sponsored plans, client accounts
can include individual accounts, joint accounts, trust accounts, IRAs, ROTH accounts, Solo 401(k), SEPP, SIMPLE, 529 plan
accounts, UTMA, UGMA and Health Reimbursement Arrangements (“HRAs”). We offer the following services:
• Broker-dealer
	
services, such as recommendations of securities and insurance products, as well as recommendations of
investment strategies (including the opening of different types of accounts), and trade execution; and
• Investment
	
advisory services, consisting of one-time advice in the form of a financial or asset allocation plan, or of an
advisory program providing ongoing management of your assets (“advisory services”).
Please read further for more information about the firm’s broker-dealer services and plan services. For more information about
the VFA’s advisory services, please see the Firm’s Form ADV available at www.aigrs.com/prospectus-and-reports/vfa-formadv-materials.
Broker-dealer Services
Broker-dealer services offered by VFA and its financial professionals include buying and selling securities and other products
on a non-discretionary basis within an account. “Non-discretionary” means that clients must make the decision to buy or sell
any investment, open an account, or take other action, because we will have no discretionary authority to do so. In exchange
for our brokerage services, you pay a commission or other charge for each transaction.1 You will be charged more (and we
receive more revenue) when there are more trades in your account, and the firm therefore has an incentive to encourage you
to trade often in a brokerage account. Other fees and expenses will apply to your brokerage account. For more information
regarding VFA account fees please visit www.aigrs.com/client-relationship-summary/vfa-fee-schedules and your brokerage
account agreement.
Brokerage services also include the preparation of financial plans in connection with or in relation to securities transaction
recommendations for which VFA and its financial professionals receive transaction-based compensation as described above. A
financial plan document will specify whether it is provided as a broker-dealer service or an advisory service.
Account Minimums. There is no minimum amount required to open or maintain a VFA brokerage account. However, product
issuers may establish a minimum investment threshold. For example, variable annuities, 529 Plans, and mutual funds may impose
minimum investment amounts. For information on applicable minimums, please consult the specific product’s offering documents.
Monitoring Transactions. When VFA and its financial professionals make recommendations to you in a broker-dealer capacity,
we evaluate your needs based on the information you provide to us and recommend products that are in your best interest.
Once an initial recommendation is made, neither VFA nor its financial professionals monitor your investment nor offer monitoring
as part of the firm’s brokerage services. If you seek ongoing monitoring of your investments, please speak to your financial
professional about investment advisory products and services. If your financial professional is not licensed to sell investment
advisory products, he or she may refer you to another financial professional who is licensed to sell investment advisory products
to you through VFA.
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Plan Services
Plan services offered by VFA and its financial professionals include administrative and educational assistance with plan enrollment
and contributions, distributions, loans, beneficiary designations, required distributions, and other plan-related activities. For some
employers, plan services can include assistance with HRAs. We provide plan services in conjunction with other services provided
by our affiliates VALIC, VALIC Retirement Services Company (“VRSCO”), and/or AIG Federal Savings Bank, either on a
proprietary plan recordkeeping platform, or on a third-party’s product or recordkeeping platform. As part of these plan services,
VFA financial professionals may provide educational information to plan participants about their plans, including available
investment alternatives, and assist plan participants with plan-related matters such as navigating plan and account procedures,
answering general and specific plan account questions, and helping with the completion of administrative forms relating to their
plans. Plan participants also can become VFA clients and receive recommendations, inside or outside of the plan.
Item 5 - Standard of Conduct
You should be aware of key differences between broker-dealer and investment adviser standards of conduct. For example,
investment advisers are subject to a fiduciary duty and generally obligated to provide ongoing advice and monitoring, while
broker-dealers are subject to no such duty under federal securities laws. Instead, broker-dealers must act in your best interest
at the time a recommendation is made under the SEC’s Regulation Best Interest (Reg BI), and are not required to monitor your
account or transactions on an ongoing basis they have agreed to do so.
Capacity: When our financial professionals provide recommendations to you for your brokerage account, they are acting in
the capacity as a broker-dealer with regard to the recommendation and are subject to Reg BI. Conversely, when they make
recommendations for your advisory account, they are acting in the capacity of an adviser and are not subject to Reg BI.
Additional Standards: When making securities and other recommendations, or providing plan services, VFA and its financial
professionals may be subject to fiduciary or other standards imposed by other laws or requirements, such as federal laws
applicable to certain retirement plans and IRAs (for example, the Employee Income Retirement Security Act of 1974 (ERISA)
and the Internal Revenue Code), and state securities and insurance laws. Whether these standards apply will depend on the
particular facts and circumstances. Please ask your financial professional if you have any questions regarding
these standards or the capacity in which your financial professional is acting.
Item 6 - Brokerage Recommendations
VFA financial professionals may recommend specific brokerage account types (e.g., brokerage, a 529 Plan, or other account
types, as well as recommendations to rollover or transfer assets from one account to another), the purchase, sale or retention of
securities, and/or recommendations of certain investment strategies. Some securities and other products that we offer, such as
mutual funds, HRAs, 529 Plans and variable annuities, and variable life are held in accounts/contracts at the product sponsor
rather than in a VFA brokerage account.
VFA financial professionals will use a variety of factors in assessing what products or services are in your best interest such as
your age, other investments, financial situation and needs, tax status, investment objectives, investment experience, investment
time horizon, liquidity needs, and risk tolerance. It is your responsibility to furnish your financial professional with complete
and current information regarding your personal and financial situation. Your financial professional will review the features
and benefits of available products including performance, costs and risks among other factors to determine that they are
recommending a product in your best interest.
Item 7 - Products Available For Brokerage Accounts
This section is intended to provide you with a general description of the various products recommended for brokerage accounts.
Before making any investment, you should evaluate whether the product is suitable for your needs and financial situation, and
your ability to take on risks.
As a reminder, while we will take appropriate care in developing and making recommendations to you, securities and
investment products involve risk, and you may lose money. There is no guarantee that you will meet your investment goals, or
that our recommended investment strategy will perform as anticipated. Please consult any offering documents for any security
we recommend for a discussion of risks associated with the product.
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A. Mutual Funds
A mutual fund is a product that pools assets from many investors and invests the money in stocks, bonds, and other securities
or assets in some combination. The holdings of the mutual fund are its “portfolio.” Each share of the mutual fund represents an
investor’s proportionate ownership of the fund’s portfolio holdings and the income those holdings may generate.
There is a wide variety of mutual funds, covering a range of strategies and risks, including stock, fixed income, balanced,
multi-asset, and index funds. All mutual funds carry risk. Your investment will fluctuate in value. You can lose some or all of
your money.
Before you invest, be sure to read the mutual fund’s prospectus to learn about the product you’re considering. The prospectus
contains important information regarding the product’s investment objectives, strategies, risks, charges, expenses and other
matters significant to your investment choice. By clearly understanding the investment you’re considering, you’ll be better
prepared to make a sound investment decision.
Fees & Costs: You should be aware that all mutual funds have internal costs that lower your investment returns. Many mutual
fund families make a variety of share classes available. Different share classes of the same fund represent the same underlying
investments, but are subject to different fees, including fees that support the sale and distribution of such share classes (including
12b-1 fees, front-end sales loads, and deferred sales loads). Different share classes are also subject to different eligibility criteria
(such as minimum investment amount or account type).
The following is a summary of share classes and fees associated with mutual fund purchases in a VFA brokerage account.
• C
 lass A Shares – Front-End Sales Charge Class A Shares generally include a front-end sales charge (or load)
that’s included in the purchase price of the shares and is determined by the amount you invest. These loads generally
range from 0% to 5.75% and are disclosed in the prospectus. The more you invest, the lower your purchase cost as a
percentage of your investment. Many mutual fund families offer volume discounts known as “breakpoints,” based on
the amount of investment. Information regarding a mutual fund’s breakpoints may be found in the prospectus. Class A
shares usually have lower 12b-1 fees (annual marketing or distribution fees) than Class C shares offered by the fund and
therefore may be the less costly method to purchase mutual funds for long-term investors. In addition, certain investors
may be entitled to a sales charge or load waiver based, for example the investor’s account type.
•	
Class C Shares – Contingent Deferred Sales Charge Contingent deferred sales charges are sales charges that
are applied when mutual fund shares are redeemed within a specified number of years (varies by prospectus). These
charges generally range up to 1% for C shares. Contingent deferred sales charges can be reduced or eliminated
based on how long the shares are held and as described in the prospectus. Class C shares include up to a 1% upfront
commission and are subject to higher 12b-1 fees. Certain fund complexes allow for the exchange of C shares into
lower cost A shares after a certain number of years, but others do not. Check the prospectus of the relevant fund for this
information or ask your financial professional.
It is important to read the prospectus and work with your financial professional to learn how a particular fund establishes
eligibility for mutual fund sales charge reductions and waivers. A mutual fund’s breakpoint schedule and waiver eligibility rules
can be found in the fund’s prospectus or Statement of Additional Information (SAI). If you believe you are eligible for a front-end
sales charge waiver, please notify your financial professional.
A portion of the up-front commission as well as the ongoing trails (described above) is paid to your financial professional.2
Before you invest, be sure to read the fund’s prospectus. The prospectus contains important information regarding the product’s
investment objectives, strategies, risks, charges, expenses and other matters significant to your investment choice. By clearly
understanding the investment you’re considering, you’ll be better prepared to make a sound investment decision. Mutual funds
also charge investment management, shareholder servicing, fund accounting, and administration fees, all of which reduce
investment performance. More information about these fees and expenses can be found in the fund’s prospectus.
Material Limitations: The mutual funds available through VFA are limited and will change from time to time. The VFA mutual fund
family list was developed after a qualitative review of mutual funds available and offered on the existing VFA platform. VFA
seeks to include mutual funds and investment managers that provide a wide range of core and specialty investment categories
to meet investor needs and engages a third-party service to assist in its selection process. The team also considered investment
managers familiar to participants invested in the Firm’s group retirement plans. The resulting mutual fund family list represents a
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universe of industry leading investment managers that provide a wide range of investment products — including certain funds
that are managed by a VFA affiliate. Financial professionals can use the mutual fund family list to construct diversified portfolios
that align with a spectrum of investor objectives and risk tolerance levels.
B. Variable Universal Life (“VUL”) Insurance Policies
VFA offers variable life insurance policies that include a range of underlying investment options held by the insurer in subaccounts.
The value of a variable life policy at any given time depends on the performance of the options chosen within the subaccounts.
Fees & Costs: The expenses you pay for variable life insurance policies are described in the policy and, if applicable, prospectus.
Common charges include state premium taxes, upfront sales loads to cover acquisition costs, surrender charges to recoup
amortized expenses, cost of insurance charges, monthly administrative charges for policy maintenance, recordkeeping and
accounting, and mortality and expense risk charges to offset unexpected mortality. Additionally, periodic fees such as loan
interest charges, underlying fund investment management charges, transfer charges and optional rider charges may apply where
applicable. All of these costs will lower your investment return. VFA receives an upfront commission rate of 90% of the first-year
premium. A portion of the commission and trails received by VFA is paid to the financial professional (if applicable).3
You will also pay for expenses associated with the investment options within the policy. Before you invest, be sure to read
the product’s offering documents. The offering documents contain important information regarding the product’s investment
objectives, strategies, risks, charges, expenses and other matters significant to your investment choice. By clearly understanding
the investment you’re considering, you’ll be better prepared to make a sound investment decision.
We primarily recommend insurance products issued by other insurance companies that are not affiliates of VALIC and VFA.
Material Limitations: VFA works through an affiliate to identify the limited VUL products it offers. VFA only offers products that
meet its affiliate’s criteria. Only VULs from issuers that make on-going payments for distribution to our affiliate, are included in
the VULs we offer.
C. Variable Annuities
Variable annuities accumulate funds or distribute income based on the performance of the underlying investment options chosen
by the contract owner. Some of the features variable annuities may provide include guaranteed lifetime income, standard or
enhanced guaranteed minimum death benefits, and/or tax deferral. A variable annuity offers a range of investment options.
The investment options for a variable annuity are typically investment subaccounts of funds that invest in stocks, bonds, money
market instruments or some combination of the three. The value of your variable annuity will depend on the performance of the
investment options you choose.
Fees & Costs: Variable annuity product fees are collected by the insurance carrier. Common charges, which are deducted on
a daily basis, include an administrative expense charge for allocating premiums and administering the contract’s accumulation
value; net portfolio operating expenses, which are subject to change and can be found in the prospectus, other categories
of fees, including an annual maintenance fee, premium, tax charges, transfer charges, surrender charges, and optional rider
charges. You will also pay for expenses associated with the investment options within the annuity contract. These fees and the
purposes for which they are imposed are described in the prospectus for each product. All of these expenses will reduce your
investment return.
VFA receives upfront commissions ranging from 2% to 7%, depending on the contract and contract version; some contracts
also pay an ongoing trail. A portion of the commission and trails received by VFA is applied to the compensation grid (see Item
8 – Differences in Compensation Amount or Structure) and paid to the financial professional (if applicable). Before you invest,
be sure to read the product’s prospectus. The prospectus contains important information regarding the product’s investment
objectives, strategies, risks, charges, expenses and other matters significant to your investment choice. By clearly understanding
the investment you’re considering, you’ll be better prepared to make a sound investment decision.
Material Limitations: We primarily recommend annuity products issued by VALIC and other insurance company affiliates of
VALIC and VFA. However, VFA will recommend third-party products from our product shelf if there are no proprietary products
that meet your stated needs and objectives and it is in your best interest. For retirement plans that offer VALIC variable annuities,
the plan sponsor and/or fiduciary, and not VFA, selects the investment options made available to participants.
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D. Securities Available for Purchase on an Unsolicited Basis
Financial Professionals will not recommend the purchase of common stocks, bonds, and exchange traded products (“ETPs”),
though VFA generally will accommodate clients who wish to include these securities in a brokerage account at VFA. However, in
order to make other investment choices it is possible that a VFA financial professional will recommend that a client sell common
stocks, bonds and exchange traded products. You will pay us a transaction fee for each purchase or sale of these securities. Your
financial professional is not compensated for the purchase or sale of individual stocks, bonds and ETPs, although the Firm
does receive such compensation. Information about the costs to affect these unsolicited transactions are available at
www.aigrs.com/client-relationship-summary/vfa-fee-schedules.
E. Non-Securities Insurance Products
The Firm may also recommend certain non-securities products such as fixed annuities and life insurance. Fees and costs
associated with these products are as follows:
• Immediate and deferred fixed annuities, and fixed indexed annuities, with upfront commission rates ranging from 0.5%
to 5% depending on specific type; some contracts also pay an on-going trail. A portion of the commission as well as the
ongoing trail is paid to the financial professional.
• T erm and whole life insurance, and universal life (“UL”) insurance, with associated upfront commission rates in an amount
ranging from 28% to 105% of 1st year premium depending on specific type4, as well as commissions on renewals and
commissions payable for excess insurance premiums. A portion of the commission and trails received by VFA is paid to
the financial professional (if applicable).
For more information regarding non-securities insurance products, please carefully review your policy documentation.
Item 8 - Conflicts of Interest
Generally, conflicts of interest occur when there is a financial incentive that favors one recommendation over another, such as
when greater compensation can be received for recommending a particular security or type of security or investment strategy,
and recommendations to rollover or transfer assets.
How We Address These Conflicts
We maintain policies and procedures designed to identify conflicts of interest and to ensure that VFA financial professionals
make recommendations that are in your best interest in the context of the products and services offered by the Firm and your
specific investment needs and objectives. As a part of these procedures, all product sale recommendations, including variable
annuities, VUL, and those involving a transfer, rollover, or tax-free transfers between “like-kind” annuity and insurance products,
are reviewed by our Supervision department, the members of which do not receive any variable product-based compensation.
Additionally, VFA maintains robust programs for the review of these policies and procedures via internal auditing procedures,
other compliance related review and surveillance activities, and from time to time engages outside consultants to review,
evaluate, and recommend changes to existing policies and procedures.
The following are some specific conflicts that VFA has identified and that are addressed in VFA’s ongoing sales, compliance,
supervision, and related procedures.
Recommendations of Proprietary Products
A variety of VFA’s affiliates offer proprietary products that financial professionals can recommend to you. Although the level of
compensation your financial professional receives will depend on the specific products or services you purchase (as discussed in
more detail above), your financial professional does not receive greater compensation for the sale of a proprietary as opposed to
a third-party product. AIG as a whole, however, will receive greater compensation when you purchase proprietary products,
as VFA affiliates collect a variety of fees from such proprietary products. These include fees for investment management,
shareholder servicing, fund accounting, administration, and distribution. This creates an incentive for VFA as an organization, to
encourage our financial professionals to recommend proprietary products. Also, as explained above, VFA generally limits the
sale of annuities to proprietary products and has an incentive to do so. Proprietary mutual funds managed by a VFA affiliate are
included in the package of investment options offered to plan sponsors for inclusion in their retirement plans.
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Examples of proprietary products and services include:
•	When providing services to employer-sponsored retirement plans or HRAs, VFA can offer services associated with
recordkeeping platforms from VALIC and VRSCO, and annuities and mutual funds sponsored and/or managed by
affiliates, which are then selected by the plan sponsor.
• When providing services to retail accounts, VFA recommends proprietary mutual funds and annuities.
•	In certain types of products, such as variable annuities, your financial professional may, in addition to recommending
the product itself, also recommend the allocation to different investment portfolios within the product. In many variable
annuities, VFA affiliates offer or manage at least some of the underlying investment options, which further increases
compensation to VFA affiliates.
Wholesaler Support VFA engages wholesalers, employed by VALIC, who help financial professionals understand the products
they offer and sell to you. These wholesalers receive separate compensation on the sale of these products. This compensation is
not paid by you the client, but rather by the product issuer which are primarily affiliates of VFA. These wholesalers are generally
more accessible to our financial professionals than are wholesalers of third-party products, which may result in more frequent
recommendations of proprietary products than third-party products.
Differences in compensation amount or structure
VFA compensates its financial professionals for much, but not all, of their activity through the use of a compensation grid. Under
this grid, financial professionals whose overall sales activities exceed certain grid thresholds are entitled to receive increasing
amounts of compensation. In other words, financial professionals increase their compensation when they generate more revenue
for VFA (but not for VFA’s affiliates) Additionally, your fees do not increase as a result of any changes in compensation resulting
from the different levels of the grid. Since not all activity is applied to the grid, this distinction creates an incentive for the financial
professional to make a recommendation and sale that is applied to the grid, effectively disincentivizing transactions in securities
that are not applied to the grid.
The amount of compensation your financial professional receives will vary depending on the products or services you receive,
and the amount you invest. This creates incentives to recommend some products over others, and generally to recommend that
you invest greater amounts of your assets. For example, your financial professional will typically receive a greater commission
on the sale of a variable annuity than on the sale of a mutual fund, which creates an incentive for your financial professional to
recommend a variable annuity to you over a mutual fund.
Different types of products may also have different commission schedules, resulting in different commission rates payable to
your financial professional over time. Depending on whether your financial professional is interested in immediate compensation
(a higher initial commission) or a stable long-term compensation (stronger residual compensation), these different payment
schedules create a conflict because a financial professional recommending one product over another could receive higher initial
commissions in the current year or higher earnings and trailing commissions in futures years.
Examples of specific factors that may affect your financial professional’s compensation include:
• S
 alaries, bonuses, service-related compensation, solicitor compensation, compensation for referrals, types of in-plan
compensation;
• Commissions for in-plan or out-of-plan annuities, and out-of-plan mutual funds, including both initial and trail commissions;
• Asset-based compensation for investment advisory programs and/or to support ongoing servicing.
• Differences in compensation chargebacks if the annuity is surrendered early.
• Establishing a new account, including an account for a new client, often results in greater compensation to the financial
professional than if the client instead added amounts to an existing account, especially if the financial professional receives
little or no compensation from the existing account. Rollovers out of plans and into IRAs, and product replacements, are
two common examples of this, as is the establishment of an advisory service or account.
Certain factors may also reduce compensation paid to financial professionals. As described above, many mutual fund families
offer volume discounts known as “breakpoints,” which reduce the fees you pay to invest. Your financial professional’s commission
will be lower if you take advantage of such breakpoints, and so your financial professional has an incentive to recommend that
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you spread your investment across multiple mutual funds, even though spreading your assets in this way will result in your paying
greater sales loads, which will lower investment performance. Information on available breakpoints for a mutual fund is available
in its prospectus.
Financial professionals generally earn more commissions on investments in new variable annuities or VUL products than they
would on additional investments to your existing annuities or VULs. This creates a conflict of interest because you will pay less
fees when investing additional money through your current annuities or VULs than you would purchasing a new one.
Financial professionals also have an incentive to recommend that clients surrender legacy annuity products with higher
guaranteed minimum interest rates (“GMIR”) for new products with lower GMIR. This creates a conflict of interest because a
higher guaranteed minimum interest rate increases the minimum interest paid to you on your annuity. However, your financial
professional receives greater compensation for selling annuity products with lower guaranteed minimum interest rates.
In addition to being paid a commission when he or she sells products and services to you, your financial professional is eligible,
based on sales activity, to receive bonuses, expense reimbursement, and recognition awards and to attend conferences. VFA
maintains a program under which certain financial professionals are eligible to attend an annual education conference based on
their achievement of certain levels of aggregate compensation from the sale of securities, insurance products, and from advisory
fees received from advisory accounts. Certain of the Firm’s top earning financial professionals are designated as President’s or
Platinum President’s Cabinet members and receive additional financial and non-financial benefits.
Qualification for the Advisor Leadership Conference or the President’s or Platinum President’s Cabinet is based on total
compensation as described above and is not based on any specific product or category of products. However, because
eligibility for the conference and the President’s or Platinum President’s Cabinet is based on the financial professional’s total
compensation, financial professionals benefit more when clients purchase products or transfer assets to services or products that
earn higher levels of compensation for the financial professional.
These bonuses and recognitions are not tied to the recommendation or sale of specific securities or specific types of securities and
some states may prohibit or restrict your financial professional from receiving all or some of these benefits.
To see how we address these conflicts please see How We Address These Conflicts.
12b-1 fees, Share class selection, Revenue sharing
Retail Accounts
VFA has an incentive to limit its mutual fund share classes to those that pay VFA and its financial professionals commissions and
12b-1 fees, even though cheaper share classes of the mutual funds may be available. You should understand that a higher cost
share class of a mutual fund will result in lower investment performance compared to a lower cost share class of the same fund.
Certain of the fees associated with different share classes, such as sales loads and 12b-1 fees, are paid to VFA and shared
with your financial professional. This creates an incentive for your financial professional to recommend to you a share class that
results in higher payments to him or her, even if a cheaper share classes is available to you. VFA seeks to address this conflict by
capping the compensation paid to the financial professional at the point of sale.
VFA caps the compensation applied and paid to the financial professional’s compensation grid and paid for the sale of retail
mutual funds in order to help mitigate the incentive to recommend one product over another. In those cases, VFA retains the
remainder of any compensation over and above the cap. This creates a Firm conflict of interest. Moreover, different funds pay
different amounts of revenue sharing and servicing fees, which provides an incentive for the Firm to recommend to retail clients
funds that generate higher payments than other funds on the platform.
Conference Payments
Additionally, in certain cases, VFA and/or one or more of its affiliates will receive payments from fund sponsors, annuity providers
including affiliate(s), and service providers that choose to participate in, and that are designed to defray the costs associated
with, Firm-sponsored or VALIC-sponsored conferences, seminars, training or other educational events where such funds or other
related services are discussed and that are attended by our employees and/or plan sponsors and plan consultants.
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In-plan Accounts
Certain mutual funds (and sometimes their investment advisers) pay fees such as 12b-1, revenue sharing and shareholder servicing
and sub-accounting fees. For most in-plan platforms, these payments effectively are offset against the cost of the annuity contract
(e.g., Portfolio Director) or of the plan fees (mutual fund platform) or are credited to the plan or back to participant accounts.
Where applicable, we address these conflicts by retaining all such payments at the Firm level to be distributed and credited as
mentioned above and such payments are not shared with the financial professionals who are making the actual recommendations.
To see how we address these conflicts please see How We Address These Conflicts.
Loads and Ongoing Fees
Loads and certain ongoing fees (e.g., sub accounting fees) paid to VFA vary from product to product. This differential
compensation creates a conflict of interest because VFA has an incentive to promote and recommend products that generate
more revenue for the Firm. VFA seeks to address this conflict by capping the compensation paid to the financial professional at
the point of sale.
Support Payments
VFA will receive marketing support, meeting support and/or wholesaling support payments (“Support Payments”) from affiliated
and third-party issuers/sponsors of variable annuity products and mutual funds in consideration of certain services provided
by VFA, including, without limitation, access to VFA financial professionals. These payments will be made periodically and are
based on the amount of VFA client assets invested with the issuer/sponsor. Additionally, issuers/sponsors will make periodic
payments based on new sales of the issuer’s products in exchange for VFA providing certain wholesaling support services to
VFA’s financial professionals. These wholesaling services include, without limitation, product training, case consultation and
product illustrations. The Support Payments received by VFA are paid by the issuer/sponsor and are not part of the fees paid by
clients who invest in the product. Your financial professional may be more knowledgeable and more likely to recommend to you
products whose issuers/sponsors pay VFA Support Payments. While these payments provide an incentive for VFA to recommend
certain products over others, we address this conflict by ensuring that financial professionals do not receive any portion of the
Support Payments.
Selection of NFS as Clearing and Custody Broker
For your brokerage account with VFA, VFA acts as the introducing broker and National Financial Services LLC (“NFS”) acts as
the clearing firm and custodian for your account. Although VFA is not affiliated with NFS, the firm receives certain benefits from
its relationship with NFS. These benefits include receipt of revenue sharing payments from NFS, and receipt of a portion of fees
paid for ancillary services incurred by client actions and all net profits on trade errors.
VFA receives regular revenue sharing payments from NFS that derives from certain types of account transactions, positions, and
assets in client accounts held at NFS. The receipt of such compensation from NFS creates a conflict of interest for VFA because
VFA has an economic incentive to use NFS as its clearing firm for trade execution and custody over other firms that do not or
would not share such revenue with VFA, even if such other firms are otherwise more beneficial to customers.
Licensing
The range of products available to be recommended by a VFA financial professional depends on that individual’s licenses. For
example, some VFA financial professionals may be unable to recommend insurance products, individual securities or provide
investment advisory services. Your financial professional may refer you to (or partner with) another financial professional to make
available products that are in your best interest but that he or she is not able to offer.
Item 9 - Sponsorship Activities
The Firm and its affiliates from time to time enter into agreements with, and pay compensation to, various organizations and
associations, including trade associations, unions, and other industry groups, that provide various services to plan sponsors
and/or plan participants. These organizations may sponsor and invite the Firm and/or its affiliates to participate in, educational
conferences and seminars for retirement plan participants. In some instances, these organizations may endorse and/or promote
the Firm and/or its affiliates’ products and/or services, and otherwise provide the Firm and/or its affiliates with marketing
opportunities. Compensation paid by VFA or its affiliates to these organizations for marketing and advertising opportunities
provide an incentive for the organizations to promote the Firm’s and/or its affiliates’ services and products and may result in the
sale of additional annuity sales and advisory programs to plan participants.
To see how we address these conflicts please see How We Address These Conflicts.
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Item 10 - Other Disclosures
Other disclosures that you may find important are included in other documents that we provide, including the following:
• Our Client Relationship Summary (“Form CRS”), which contains certain SEC-required information about us and
our services;
• Our Form ADV Brochure, which contains SEC-required information about our investment advisory services;
• Our Broker-Dealer Account Agreement that governs your brokerage relationship with us;
• The Investment Advisory Agreement that governs your investment advisory relationship with us;
• Prospectuses, other offering documents, and related materials provided in connection with purchases of securities and
other investments; and
• Trade confirmations you will receive in connection with purchases and sales of securities.
Additionally, free and simple tools are available to research firms and financial professionals at www.Investor.gov/CRS,
which also provides educational materials about broker-dealers, investment advisers, and investing.
Please click on the available links above or call (866) 544-4968 to obtain a copy of the materials available to you.
Additional trail commissions or commissions for subsequent deposits will apply for certain products. Also, see Differences in compensation amount or

1

structure in Item 8 in order to understand how these payments to financial professionals affect the compensation grid.
The portion of any upfront load paid to your financial professional is capped at 4.25%. VFA retains any compensation above the 4.25% cap.

2

VFA gets paid based on the premium you pay for this product for years 1-10.
Term life compensation is 28% to 105% of 1st year premium with renewals, whole life compensation is 80% to 85% of 1st year premiums (including any

3
4

excess premium payments) with renewals, UL compensation is 90-75% of 1st year premiums (including any excess premium payments) with renewals.
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Item 1 – Cover Page

VALIC Financial Advisors, Inc.

FIRM BROCHURE
Part 2A of Form ADV

2929 Allen Parkway, L7-20, Houston, Texas 77019
Telephone: (866) 544-4968

June 30, 2021

This brochure provides information about the qualifications and business practices of VALIC Financial Advisors, Inc. (“VFA”). If you have
any questions about the contents of this brochure, please contact us at 866-544-4968. The information in this brochure has not been
approved or verified by the United States Securities and Exchange Commission (“SEC”) or by any state securities authority.
VFA is a registered investment adviser. Registration as an investment adviser does not imply a certain level of skill or training. Additional
information about VFA is also available on the SEC’s website at www.adviserinfo.sec.gov. Our brochure may be requested by contacting
VFA at 866-544-4968 or it is also available free of charge on our website at www.aigrs.com/prospectus-and-reports/vfa-form-adv-materials.
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Item 2 – Material Changes
The following material changes have been made to VFA’s (or the “Firm”) Form ADV Part 2A since its annual update on March 31, 2021:
•

The Firm revised Item 17 to clarify its proxy voting procedures as described in this Firm Brochure.

We will provide you with a summary of any material changes to this and subsequent Firm Brochures within 120 days of VFA’s fiscal
year end, which is December 31st. In addition, if there is a material change to the disclosures in this Firm Brochure, we will provide the
necessary updates. You may obtain copies of the Firm Brochure by calling 866-544-4968 or accessing our website at www.aigrs.com/
prospectus-and-reports/vfa-form-adv-materials.
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Item 4 - Advisory Business
VFA is registered with the Securities and Exchange Commission (“SEC”) as an investment adviser. As an investment adviser, VFA
provides to its clients the investment advisory products and services described in this brochure (the “Firm Brochure”). The Firm offers its
investment advisory services through its investment adviser representatives (“IARs”) located throughout the United States. The Firm is
also registered with the SEC as a broker-dealer and is a member firm of FINRA. As a broker-dealer, the Firm separately makes available
securities such as stocks and bonds, mutual funds, exchange-traded funds (“ETFs”), variable annuity and variable life insurance products,
and municipal securities. Broker-dealer services are not covered by this Firm Brochure and are not part of our advisory relationship with
you and are not subject to regulation under the Investment Advisers Act of 1940. For more information regarding these brokerage
services please see the VFA Guide to Brokerage Services available at www.aigrs.com/client-relationship-summary/vfa-broker-dealerbrochure. All IARs are also engaged in the Firm’s brokerage business and are registered with the Firm as registered representatives.
VFA was incorporated in Texas in 1996 and is headquartered in Houston, Texas with additional branches throughout the United States.
VFA is a wholly owned subsidiary of The Variable Annuity Life Insurance Company (“VALIC”), doing business under the AIG Retirement
Services. brand name; VFA and VALIC are members of American International Group, Inc. (“AIG”).
VFA offers managed account advisory services to clients in return for a fee through the Guided Portfolio Services (“GPS”)
Program, the Guided Portfolio Advantage (“GPA”) Program, and the Managed Investment Program (“MIP”). Additionally, VFA
offers a limited or nondiscretionary advice program under the Portfolio Adviser service of the GPS program which represents
traditional, self-service online advice, and offers a limited additional advisory service outside of all of these programs as
described in Item 7. VFA also provides certain retirement or financial planning services to clients or prospective clients as
a one-time investment advisory service. While these programs are summarized below, a more complete description of these
wrap fee programs is included in the Wrap Fee Program Brochure for the GPS Program and GPA Program and the MIP Wrap
Fee Program Brochure. These brochures may be obtained free-of-charge by contacting VFA at (866) 544-4968 or visiting our
website at www.aigrs.com/prospectus-and-reports/vfa-form-adv-materials.
As of March 31, 2021, VFA managed approximately $24,259,700,000 on a discretionary basis.
(1)

MIP

MIP is an asset management program offered by the Firm. The Firm has contracted with Envestnet Asset Management, Inc. (“Envestnet”),
a provider of wealth management software and services to financial advisors and institutions, to provide the operational and system
support for MIP.
The Firm has selected investment managers, or “Strategists,” to provide services in MIP and that are responsible for the design and
management of the MIP portfolio models. The Strategists include BlackRock Investment Management (“BlackRock”); CLS Investments,
LLC (“CLS Investments”); Envestnet PMC, a division of Envestnet Portfolio Solutions, Inc. (“Envestnet PMC”), Russell Investment
Management, LLC (“Russell Investments”) and The Vanguard Group (“Vanguard”). Envestnet PMC is an indirect, wholly owned subsidiary
of Envestnet. The Strategists are responsible for the design and management of the asset allocation models for the MIP portfolios
described below.
VFA and Envestnet are jointly responsible for the ongoing management of your MIP account and the Strategists create and maintain their
respective MIP Portfolios as further described in the MIP Wrap Fee Program Brochure. In connection with this arrangement, your IAR will
provide assistance in determining your asset allocation and the selection of your MIP portfolio options. Your asset allocation will be based
upon your responses within an investment profile questionnaire (the “Client Profile Questionnaire”), which includes factors such as risk
tolerance, goals, investment objectives and time horizon. Your portfolio will be assigned an allocation ranging from Very Conservative to
Very Aggressive with several allocations in between.
After completing the Client Profile Questionnaire, your IAR will help you complete an additional questionnaire designed to determine your
investment focus, which may include traditional asset allocation, cost sensitivity, and socially and environmentally responsible investing,
among others. Note that, if your IAR recommends the Selected Managed Investor Account Portfolio, as described in the MIP Wrap Fee
Program Brochure, you will not complete the second questionnaire. Based on your responses in the second questionnaire, your IAR will
recommend one or more MIP portfolios that best meet your needs based on the information you have provided. Your IAR will present the
proposed allocation to one or more MIP Portfolios, which incorporates your responses to the Client Profile Questionnaire, for your review
and approval. As your needs change or market conditions warrant, you have the flexibility to revisit your investor profile and complete a
new Client Profile Questionnaire to determine whether you are appropriately invested.
The MIP Program currently offers fifteen (15) different portfolios as noted in the MIP Wrap Fee Program Brochure. Regardless of which
portfolio you select, you retain flexibility to modify your portfolio model selection when your needs change or market conditions warrant.
If you are interested in learning more about MIP, a complete description of the programs, services and fees are available
in VFA’s Form ADV Part 2A, Appendix 1 - MIP Wrap Fee Program Brochure, investment advisory agreement, and account
opening documents. These documents are available upon request from your IAR or by contacting VFA at 866-544-4968.
VC 23986 (6/2021 1.0)
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(2)

GPS Program – Retirement Plans

VFA offers the GPS Program, which is an advice and asset management program offered to individuals in connection with their participation
in certain employer-sponsored retirement plans. This advisory program is available to participants in retirement plan accounts where the
plan service provider is either VALIC or VALIC Retirement Services Company (“VRSCO”), each an affiliate of VFA. Your retirement
account may be invested in a VALIC Portfolio Director (“PD”) variable annuity or in a mutual fund program through which VRSCO provides
recordkeeping, compliance and administrative services to the plan and plan participants.
There are two services under the GPS Program that may be available in your retirement plan. The two services are:

GPS Portfolio Advisor

GPS Portfolio Manager

This service is an online program that enables you to obtain
retirement income forecasts, contribution rate and retirement age
recommendations, asset allocation models and investment advice
through Morningstar Investment Management LLC (“Morningstar”),
an independent financial expert, free of charge. Once you have
submitted the necessary inputs to the GPS Client Profile (defined
below), you will receive a point-in-time recommendation for the
allocation of your account value, and future contributions, among
the fixed and variable investment options in your VALIC variable
annuity or among the investment options available in your mutual
fund platform account. It is then your decision whether to implement
the investment advice in whole, in part, or not at all, as VFA only
provides non-discretionary investment advice with this service
and does not engage in any account management or ongoing
or periodic monitoring of assets for this service. You are also
solely responsible for reviewing and updating the information you
input in the program with respect to the completeness, accuracy, and
timeliness of your information. You should review your retirement
account(s) periodically to monitor changes in the market and the
value of your investments and subsequent contributions because
a failure to review and update account information through this
program may materially affect the content and value of the service.

This service is a discretionary investment advice program that
enables you to obtain retirement income forecasts, contribution
rate and retirement age recommendations, asset allocation
models and investment advice through Morningstar, the
independent financial expert, along with ongoing automated asset
management services including automatic implementation of the
investment advice, periodic portfolio rebalancing, automatically
generated annual updates to advice and annual retirement
income forecasts for your review, portfolio monitoring and special
investment advice statements.
GPS Portfolio Manager applies asset allocations provided by
Morningstar without modifications (although application of such
asset allocations may be subject to limitations imposed by one
or more plan investment options), to manage your investments
exclusively in accordance with the retirement objectives and
resource you indicated as part of your GPS Client Profile.
Additionally, you may also receive personalized service from VFA
IARs in person, online or by telephone.
In this program you will be granting VFA discretionary
investment authority over the account.

Consistent with the Department of Labor Advisory Opinion 2001-09A, also known as the SunAmerica Opinion, Morningstar is the
“independent financial expert” to the GPS Program, and provides the advice methodologies that are used to produce investment
recommendations to, or implemented on behalf of, participants in the GPS Program.
As part of your enrollment in GPS Portfolio Manager, you will provide information to complete a GPS Client Profile. The GPS Client Profile
is designed to help you think about your retirement income goal and time horizon, as well as allow you to disclose your risk preferences,
and provide information about the assets, benefits, and retirement savings contributions that you intend to use to fund your retirement.
GPS Portfolio Manager uses this information to develop an Investment Policy Statement (“IPS”), which will include a portfolio assignment
and will determine how your account(s) will be invested. There are seven portfolio assignments, ranging from Very Conservative to Very
Aggressive. The asset classes and specific investment vehicles used in these portfolios depend on the investment vehicles available in
the plan’s lineup, which is determined by the plan sponsor. If applicable to your account, the risk preferences you indicated in your GPS
Client Profile will not override this portfolio assignment methodology, but it may cause Morningstar’s portfolio assignment to shift to a
more aggressive or more conservative model portfolio than what would have been otherwise assigned. Note that Morningstar’s model
portfolio assignment is based on all the client household assets that a participant included in their GPS Client Profile (including assets
outside the GPS Portfolio Manager). Neither diversification nor asset allocation ensure a profit or guarantee against a loss.
GPS Portfolio Manager applies asset allocations provided by Morningstar without modifications (although application of such asset
allocations may be subject to limitations imposed by one or more plan investment options), to manage your investments exclusively
in accordance with the retirement objectives and resource you indicated as part of your GPS Client Profile. Depending on availability,
your GPS Client Profile may also include responses to a series of risk preference questions that will be considered when determining
your portfolio assignment. The investment advice and recommendations you receive will be based solely on the information disclosed
to VFA in your GPS Client Profile, and on the balances/allocations of assets you have in your VALIC plans(s)/accounts(s). The advice
delivered by the GPS Program will not consider any investment objectives, risk profiles/preferences beyond those captured in your GPS
Client Profile, as applicable, or other information you may have provided or disclosed previously or in relation to other, separate products,
securities, or services.
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If you are interested in learning more about the GPS Program, a complete description of the program, services and fees are
available in VFA’s Form ADV Part 2A, Appendix 1 – Wrap Fee Program Brochure for the GPS Program and GPA Program,
investment advisory agreement, and account opening documents. These documents are available upon request from your
IAR or by contacting VFA at 866-544-4968.
(3) GPA Program – Individual Variable Annuities
The Firm also offers the GPA Program, which is an asset management program offered exclusively to clients of VALIC who (1)
purchased the VALIC Portfolio Director Advantage fixed and variable annuity contract (“PD Advantage”) or (2) purchase the VALIC
Portfolio Director Freedom Advisor fixed and variable annuity contracts (“PD Freedom Advisor”). The PD Advantage and PD Freedom
Advisor contracts are issued by VALIC, VFA’s parent company.
On January 29, 2018, existing PD Advantage contract owners who had not enrolled in the GPA Program were no longer permitted to
enroll in the Program. Existing PD Advantage contract owners enrolled in the GPA Program may continue to make subsequent deposits
into the contract under certain circumstances, which deposits will be managed under the program. The Firm offers the PD Freedom
Advisor contract to individuals who desire to purchase an annuity and enroll in the GPA Program.
Before enrolling in the GPA Program, you must first complete a GPA Client Profile and Risk Tolerance Questionnaire (“GPA Client
Profile”). The GPA Client Profile will help you to determine your risk tolerance and time horizon. This will help to determine an Asset
Allocation Policy and portfolio assignment, which determines how your account will be invested.
Similar to the GPS Program, Morningstar is the independent financial expert to the GPA Program. In its role as independent investment
manager, Morningstar uses a tactical asset management program that develops a set of diversified model portfolios beginning with
strategic asset allocations that are typically reviewed annually and updated if necessary. Then, as frequently as monthly, Morningstar
analyzes the performance trends of all the asset classes included in their model portfolios and adjusts allocations to asset classes in
order to take advantage of these trends. However, to keep the tactical asset allocation targets consistent with each model portfolio’s
intended investment objectives, Morningstar may limit how much the tactical allocations are allowed to deviate from their corresponding
strategic allocations. After establishing tactical asset allocation targets, Morningstar completes construction of the GPA model portfolios
using a mix of investment options that allows them to meet their tactical asset allocation targets. When updates to the model portfolios
are implemented, the investment allocations of accounts managed by GPA are reviewed and reallocated to the new targets as necessary.
If you are interested in learning more about the GPA Program, a complete description of the program, services and
fees are available in VFA’s Form ADV Part 2A, Appendix 1 – Wrap Fee Program Brochure for the GPS Program and GPA
Program, investment advisory agreement, and account opening documents. These documents are available upon request
from your IAR or by contacting VFA at 866-544-4968.
(4) Financial Planning
The Firm offers its individual customers non-discretionary financial planning services. These services can involve preparing a financial
plan or rendering a financial consultation which may encompass one or more of the following areas:
•

An estimate of your net worth.

•

Income and expenses analysis.

•

Spending analysis.

•

Cash reserves.

•

Analysis of debt and debt ratios, including addressing consumer debt.

•

A summary of your investments.

•

Analysis of your risk frontier and exposure.

•

Your retirement savings vehicles.

•

Your pension and distribution options.

•

Investing for retirement strategies.

As part of the financial planning process, your financial professional will work with you to complete a client questionnaire, which requires
information about your income, social security benefits, tax status, investment assets, other assets and savings, liabilities and current
expenses, insurance policies, estate plans, tax information, risk tolerance and financial goals.
These services usually include a written financial plan and usually includes general recommendations for a course of activity or specific
actions to be taken by the clients. For example, recommendations may be made that the clients begin or revise investment programs,
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obtain or revise insurance coverage, commence or alter retirement savings, or establish education or charitable giving programs.
It should also be noted that the financial professional refers clients to an accountant, attorney, or other specialist, as necessary for
non-advisory related services. The financial strategies presented in the financial plan are intended only as a guide, and implementation
of the recommendations will be at the discretion of the client. The provision of financial planning services does not result in continuing
obligations with respect to the information or conclusions presented in the report. Any analysis of tax, financial, or accounting issues
relating to your situation is for discussion purposes only and not intended to be tax or legal advice. If you request that your
financial professional assist you with the implementation of the financial plan, the financial professional may assist with the purchase or
sale of certain products since the financial professional is also a registered representative with the Firm. However, the products that your
financial professional may offer are limited to those approved by the Firm.
Typically, the Firm delivers the report via hard copy or online within 30 days following the completion of all elements of the client
questionnaire. Following delivery of the report, the financial professional will attempt to meet with you to discuss the contents of the
financial plan. VFA’s financial planning services utilizes the financial planning software provided by VALIC’s Acumen group (for Financial
360) and RetireUp (for Retirement Pathfinder).
Item 5 - Fees and Compensation
(1)

MIP

Fee: The fees you pay for your account(s) are based on a Program Fee as more fully described below. The Program Fee for your account
covers the provision of initial and ongoing investment services and the execution of securities transactions. The Program Fee consists
of the sum of:
Advisory Fee - This fee is the amount paid to VFA for advisory services; and
Platform Fee - This fee is for the other fixed and variable costs of your MIP portfolio as described further below. It is not negotiable and
includes the fees and costs for services provided by, as applicable, VFA, Envestnet, the Strategists, and NFS for your MIP Portfolio.
The Program Fee includes the fees and costs for services provided by your IAR, VFA, Envestnet, the Strategists, and National Financial
Services LLC (“NFS”). There are certain fees that are not covered by the Program Fee, which are more fully described in the MIP Wrap
Fee Program Brochure.
The Firm begins to charge the Program Fee once it approves your account on Envestnet’s system, which typically occurs shortly after
you complete your enrollment in the MIP Program and assets are received in your account to meet an initial minimum account balance.
The Program Fee is a tiered fee that is calculated quarterly, in arrears, based on the average daily balance of your MIP account during the
quarter and is deducted from your account shortly after the quarter-end. If your MIP account is managed for only a portion of a quarter,
the Program Fee will be pro-rated accordingly based on the average daily balance during that portion of the quarter and the fee will be
deducted before your account balance is distributed.
In calculating the applicable fees for the MIP Program, the Firm does not include the account values of your accounts, if any, held in
the Firm’s GPS Program and/or GPA Program. For a complete description of the Program Fee for each of the MIP portfolios and an
explanation of its calculation, see the MIP Wrap Fee Program Brochure.
Compensation and Conflicts of Interest. A portion of the Advisory Fee collected by the Firm is shared with your IAR for introducing and
servicing your advisory account. For account proposals generated on or after January 29, 2018, but before January 1, 2019, the Advisory
Fee is a tiered fee based on the average daily balance in your MIP account during the quarter and may be up to 0.95% per annum based
on the value of assets in the account. For account proposals established on or after January 1, 2019, the Advisory Fee is a tiered fee
beginning at 0.90% for all MIP portfolios. For accounts established prior to January 29, 2018, the Advisory Fee will vary among MIP
accounts based on the Program Fee on your account. If you have an existing MIP account that compensates the IAR more than
he receives under the agreement for a new account, and you seek to make an additional deposit or open a new MIP account,
your IAR has a financial incentive to recommend that you deposit the additional funds into your existing account rather than
open a new account. We manage the potential for this conflict of interest by maintaining policies and procedures designed to ensure
that IARs make recommendations that are in the best interest of the investor in the context of the products and services offered by the
Firm. Specifically, recommendations to transfer assets from one product to another are reviewed by our Supervision department, the
members of which do not receive any variable product-based compensation. Additionally, the Firm maintains programs for the review
of these policies and procedures, other compliance related review and surveillance activities, and from time-to-time the Firm engages
outside consultants to review, evaluate, and recommend changes to existing policies and procedures.
As a registered representative of the Firm, your IAR is paid for the sale of products and services, including sales commissions for annuities
and mutual funds, and ongoing fees for certain securities and advisory products. For example, your IAR receives a portion of the Advisory
Fee you pay on your MIP account, which is an ongoing fee for the services provided under the program. Your IAR’s compensation will
vary based on the products and services provided to you. Your IAR may have a financial incentive for you to transfer your assets to a
product or service, such as MIP, that would increase the IAR’s compensation over what s/he receives on an existing product or service.
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Other Charges & Transaction Costs. Your investment in an MIP account is subject to certain other fees and charges imposed by third
parties, as more fully described in the MIP Wrap Fee Program Brochure. Your mutual fund investment in an MIP account is subject to
certain internal fees and expenses, such as advisory, administrative, custody and other fees and expenses charged by the fund, which
shareholders bear on a pro rata basis. Mutual funds offer a variety of share classes, which hold the same portfolio securities but differ
in total cost due to the imposition of various fees such as 12b-1 fees, sub-transfer agency and shareholder services fees. A higher cost
share class of a particular mutual fund will result in lower investment performance compared to a lower cost share class of the same fund.
VFA does not typically use share classes that charge 12b-1 fees if there is a non-12b-1 share class available and if a 12b-1 share class
is used in the future, any such fees collected by VFA will be rebated to clients. However, for custom MIP Portfolios, VFA will use share
classes that include sub-transfer agency and/or shareholder service fees, which compensate NFS for services it provides to such funds
(“Eligible Share Classes”). VFA seeks to include in MIP portfolios the least costly Eligible Share Class available to the program. Note that
there may be other less costly share classes offered by the fund that are either (i) not available on the NFS platform, (ii) are available
on the NFS platform but are subject to a surcharge imposed by NFS to trade such share classes, or (iii) are not available for use in MIP
portfolios due to constraints imposed by the fund. VFA will not offer these lower cost share classes in MIP portfolios. VFA monitors on a
periodic basis for the launch and availability of lower cost Eligible Share Classes on the NFS platform and will seek to exchange investors
into such Eligible Share Classes on a periodic basis following the availability of such lower cost Eligible Share Class(es).
If a mutual fund purchased within your MIP account charges a 12b-1 fee, sub-transfer agent fee or shareholder services fee that is paid
to or shared with VFA, VFA will rebate your proportionate share of those fees to your MIP account. However, if the share class available
in MIP charges such fees and they are retained by our clearing broker, NFS, then clients will not receive a rebate and their investment
returns will be adversely impacted by payment of such fees.
For certain non-custom MIP Portfolios managed by Envestnet and as described in the MIP Brochure, the Firm is one of multiple investment
advisers that offer the model portfolios to its clients: MIA ActivePassive Portfolios, MIA American Funds Active Core Portfolios, MIA Franklin
Templeton Funds ActivePassive Portfolios, MIA Passive Foundation Portfolios and MIA Impact Foundation Portfolios. Accordingly, VFA
cannot dictate which share class is used for these Portfolios – that decision is made by Envestnet. As part of its periodic review process,
VFA will work with its service providers, including Envestnet, to facilitate the exchange into a lower cost share class following the
availability of such lower cost share class(es), but such decisions and timing are controlled by Envestnet.
For Portfolios that include ETFs, you should note that shares of an ETF trade on an exchange, and therefore, the value of such shares
may differ from the value of the ETF’s underlying investments. ETFs may trade at a market price which reflects a “premium” or a
“discount” to the net asset value (“NAV”) of their shares. If the market price is higher than the NAV, the ETF is said to be trading at a
“premium”. If the price is lower, it is trading at a “discount”. Accordingly, ETFs may be purchased at prices that exceed the NAV of their
underlying investments and may be sold at prices below such NAV. Under such circumstances the sale of ETF shares sold at a discount
may not mirror the NAV of the underlying investments of those ETF shares. Moreover, there are costs associated with purchasing and
selling an ETF, called a “bid-ask” spread (the difference between what a buyer is willing to pay (bid) for an ETF and the seller’s offering
(ask) price). These transaction costs (which do not apply to the purchase and sale of mutual funds) will adversely affect the performance
of the MIP portfolios models that invest primarily in ETFs.
For more information about the fees associated with the MIP, see the MIP Wrap Fee Program Brochure, which is available
upon request from your IAR or by contacting VFA at 866-544-4968.
(2) GPS Program
While you are enrolled in the GPS Program, you pay the advisory fees as noted below, for the management of your account(s) and other
fees and expenses of the product, underlying investment(s) and /or platform in which you are invested. In calculating the applicable fees for
the GPS Portfolio Manager Program, the Firm does not include the account values of your accounts, if any, held in the Firm’s GPA Program
and/or MIP Program.
Fees – GPS Portfolio Advisor Program: There is no fee for the use of this service.
Fees – GPS Portfolio Manager Program: Participants in the GPS Portfolio Manager Program pay an advisory fee based on the combined
account value(s) at each quarter-end as shown below. Your account values enrolled in the program will be aggregated across all plans.
Effective on or about April 1, 2021, if the combined value in your GPS Portfolio Manager account(s) at calendar quarter-end is less than
$5,000, advisory fees will not be calculated or assessed for that quarter. If you have multiple accounts enrolled in the GPS Portfolio
Manager Program, the quarter-end account values for all of your enrolled accounts are combined for determining the advisory fee. This
may result in an advisory fee charged on an account with a quarter-end balance below $5,000 if the combined quarter-end account balance
of all your enrolled accounts is at least $5,000. Accounts are aggregated for fee calculation purposes based on your social security number.
The Firm does not combine the account values of your family members’ accounts with your account value for the purpose of calculating
your advisory fees. The Firm typically enters into a GPS plan services agreement with your employer that provides that the Firm may offer
the GPS Program services to you and other plan participants. The advisory fee is typically a tiered fee that is up to 0.60% of the account
value at quarter-end, which may be negotiated by the plan sponsor. This fee is not negotiable with plan participants. The rate applicable to
your account is included in the Fee Schedule which accompanies your Advisory Agreement. For a complete description of the advisory fee
for the GPS Program and an explanation of its calculation, see the Wrap Fee Program Brochure for the GPS Program and GPA Program.
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Effective April 2021, VFA reserves the right to terminate the GPS Portfolio Manager service for participants with less than $5,000
in aggregate assets under management in the GPS Program if they have no deposits to any of their GPS accounts for at least 12
consecutive months.
Other Fees and Expenses. The VALIC PD variable annuity contract in which your retirement plan invests includes various fees and
expenses including, but not limited to, separate account charges, account maintenance fees, surrender charges and the fees and expenses
of the underlying mutual funds available in the contract. Certain of the underlying funds available in the PD variable annuity contract pay
12b-1 fees to VALIC. VALIC uses those fees to directly reduce the separate account charges applicable to the corresponding fund options
in the contract. Separately, if your plan invests directly in mutual funds, you bear the fees and expenses of the mutual funds available in the
program and plan-related fees and expenses, such as recordkeeping fees. If your plan sponsor has selected a mutual fund that charges a
12b-1 fee, VRSCO, as the plan service provider, reduces or offsets the recordkeeping fees you or your plan sponsor pay, or offsets other
plan expenses. This amount is based on 12b-1 fees received or expected to be received by the Firm from the funds. An offset of fees to
the plan can be direct, reducing the fee that is actually charged, or indirect, as a credit to your plan account which offsets some or all of
the fees charged to the account. Please review the mutual funds’ prospectuses for information about the fees and expenses of the mutual
funds available within your plan and contact your retirement plan provider for information about recordkeeping/administrative services fees
you pay as part of your retirement plan account.
Compensation to VFA and IARs. VFA receives the advisory fee as compensation for your participation in the GPS Portfolio Manager
Program. VFA pays your IAR compensation which generally is calculated on a portion of these advisory fees. If you enroll in the GPS
Portfolio Advisor Program, there is no annual fee and the IAR does not receive any compensation.
If you are enrolled in the GPS Program within a VALIC PD variable annuity contract or within a mutual fund platform, your VFA IAR typically
will receive other compensation for services you receive in connection with your plan account(s), including commissions on deposits into
your account(s), a combination of salary/fixed payments, and bonus/enrollment payments. This compensation is in addition to any advisory
fees VFA generally pays to your IAR for your participation in the GPS Portfolio Manager Program. The compensation that your IAR receives
related to your participation in the GPS Portfolio Manager Program creates a financial incentive for her/him to recommend your enrollment
in, and additional investments in, the GPS Portfolio Manager Program.
For more information about the fees associated with the GPS Program, see the Wrap Fee Program Brochure for the GPS
Program and GPA Program, which is available upon request from your IAR or by contacting VFA at 866-544-4968.
(3) GPA Program
The GPA Program is only available to individuals who have purchased a PD Advantage (prior to January 29, 2018) or PD Freedom
Advisor fixed and variable annuity contract. While you are enrolled in the GPA Program, you pay the advisory fees for the management
of your account(s) and other fees and expenses of the product or platform in which you are invested.
Advisory Fees: Clients in the GPA Program pay an advisory fee based on the account value of their PD Advantage or PD Freedom
Advisor account at the calendar quarter-end. Fees are pro-rated for the quarter in which a termination or surrender occurs. The GPA
Program advisory fee rate may not be negotiated. The rate applicable to your account is included in your Advisory Agreement. For the
services rendered in connection with the PD Advantage contract, you pay an annual advisory fee rate of up to 1.00% of assets under
management in the contract. For services rendered in connection with the PD Freedom Advisor contract, you pay an annual advisory fee
rate of up to 1.12%.
Other Fees and Expenses. As a contract owner in either PD Advantage (accounts established prior to January 2018) or PD Freedom
Advisor (accounts established beginning in January 2018), you bear the fees and expenses of the annuity contract, including, but not
limited to, separate account charges, account maintenance fees, surrender charges, if applicable, and the fees and expenses of the
underlying mutual funds available in the applicable contract. The PD Advantage contract and the PD Freedom Adviser contracts include
mutual funds in which they, or their affiliates, have an agreement with VALIC to pay for administrative, recordkeeping and/or distribution
and shareholder services that VALIC or its affiliates provide to the underlying mutual fund(s) in these products. Currently, the payments
VALIC receives from these mutual funds or their affiliates for the PD Advantage contract range from 0.00% to 0.40%, and for the PD
Freedom Adviser contract from 0.00% to .025%, based on the market value of the assets invested in the underlying mutual fund(s) as of a
certain date, usually paid at the end of each calendar quarter. VALIC may, in its discretion, apply some or all of these payments to reduce
the separate account charges applicable to the corresponding fund options in these contracts. However, it is not obligated to do so.
At this time, the PD Advantage and PD Freedom Adviser contracts includes VALIC Company II mutual funds (“VALIC II”) which pay up to
0.25% for various administrative services. VALIC reduces the separate account charge by the amount of the payment that it receives from
the VALIC II funds. Please review your variable annuity product prospectus for details regarding annuity product fees and the underlying
investment option (mutual fund) offering and the mutual fund prospectuses for details regarding their respective fees and expenses.
Compensation to your IAR. IARs are compensated from the advisory fees paid on assets in the GPA Program in your PD Advantage or
PD Freedom Advisor contracts, up to 0.90% annually based on the value of assets in the account. The advisory fees charged by VFA
may be similar to or higher than the fees charged by other investment advisers. The compensation received may or may not be more than
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what would be received if you paid us separately for investment advice, brokerage, and other services. If the amount would be more than
what an IAR would receive if you participated in other programs we offer or paid separately for investment advice, brokerage and other
services, the IAR will have a financial incentive to recommend this program over other programs or services.
For more information about the fees associated with the GPA Program, see the Wrap Fee Program Brochure for the
GPS Program and GPA Program, which is available upon request from your IAR or by contacting VFA at 866-544-4968.
(4) Financial Planning
The Firm does not charge for completing a financial plan.
Once the written report has been provided to the client, there are no continuing obligations with respect to the information or conclusions
presented in the report. Following the delivery of the written report, your IAR, who is also a registered representative of the Firm, may
recommend the purchase or sale of securities, insurance products or advisory services. If you purchase a product or enroll in a service
based on those recommendations, the Firm and/or your IAR will receive compensation in the form of a commission or ongoing fee.
Item 6 - Performance-Based Fees and Side-by-Side Management
Neither VFA nor its IARs charge performance-based fees. Performance-based fees are fees that are based on a share of capital gains
on or capital appreciation of the assets of a client.
Item 7 - Types of Clients
VFA and its IARs provide advisory services to individuals, including high net worth individuals, and participants in employer-sponsored
retirement plans. VFA may also provide advisory services to trusts, corporations, or other business entities depending on the advisory
program. While VFA provides advisory services to participants in employer-sponsored retirement plans, VFA does not provide
advisory services to the plan sponsors of such retirement plans, with a limited number of exceptions as described in this paragraph.
Such exceptions represent a limited set of express contractual accommodations outside of the advisory programs described in
this Firm Brochure. These limited accommodations generally involve prescribed advisory support for: evaluating initial investment
options; monitoring existing plan investment options based upon third party data and analysis; recommendations of investment option
replacements; limited or no discretionary authority to replace an investment option (such as a mutual fund) without authorization of the
plan or program sponsor; and, application of resulting fund changes to participant investment allocation elections when an investment
option is no longer available. VFA does not intend to enter into additional accommodations of this type.
Depending on which wrap fee program a client selects, VFA may require a minimum dollar value of assets as a condition of maintaining
an investment advisory account. VFA at its sole discretion may waive the required minimum dollar assets to maintain an account.
The clients that may participate in VFA advisory programs and the minimum initial account size requirements for opening an account
are as follows:
•

MIP Program. This service is available to individuals, trusts, corporations, and other business entities. The minimum initial
account balance for the MIP portfolios range from $5,000 to $250,000, depending on the portfolio. The Firm reserves
the right to lower the minimum required amount on a case-by-case basis, as well as the right to terminate an
account if the assets in an account fall below the applicable minimums. See the MIP Wrap Fee Program Brochure
for additional information regarding minimum account balances.

•

GPS Program. This service is currently only available to individual participants in a retirement plan account with VALIC or
VRSCO. There is no minimum account balance to participate in the program.

•

GPA Program. This service is available to individuals, trusts, corporations, and other business entities. To enroll in
this program, you must purchase a PD Freedom Advisor contract. Existing PD Advantage contract owners who have
previously enrolled in the GPA Program may make subsequent deposits into the contract, which will be managed under
the program. The GPA Program does not have a minimum account balance though the PD Freedom Advisor contract has
a minimum initial premium payment of $25,000.

•

Financial Planning. The Firm’s financial planning services are limited to individuals.

Item 8 - Methods of Analysis, Investment Strategies and Risk of Loss
MIP:
If you are interested in establishing an MIP account, your IAR will provide assistance in determining your asset allocation and the
selection of your MIP portfolio options. Your asset allocation will be based upon your responses within an investment profile questionnaire
(the “Client Profile Questionnaire”), which includes factors such as risk tolerance, goals, investments objectives and time horizon. Your
portfolio will be assigned an allocation ranging from Very Conservative to Very Aggressive with several allocations in between. After
completing the Client Profile Questionnaire, your IAR will help you complete an additional questionnaire designed to determine your
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investment focus, which may include traditional asset allocation, cost sensitivity, and socially and environmentally responsible investing,
among others. Note that, if your IAR recommends the Selected Managed Investor Account Portfolio, as described in the MIP Wrap Fee
Program Brochure, you will not complete the second questionnaire. Based on your responses in the second questionnaire, your IAR will
recommend one or more MIP portfolios that best meet your needs based on the information you have provided. As your needs change
or market conditions warrant, we have the flexibility to revisit your investor profile to determine whether you are appropriately invested.
Should any of your information change, you should contact your IAR. An IAR is available to answer any questions and to help implement
any changes you want to make based on changes in personal or financial circumstances, or the financial markets.
Based on your responses to the Client Profile Questionnaire and follow-up questionnaire, a plan will be developed and your IAR will
present the proposed allocation to one or more MIP Portfolios, which incorporates your responses to the Client Profile Questionnaire,
for your review and approval. After you have reviewed and approved the plan, Envestnet PMC will invest and monitor your account
for conformance to the allocation and will rebalance your account periodically to maintain the asset allocation for the MIA Portfolios,
MIA ActivePassive Portfolios, MIA American Funds Active Core Portfolios, MIA American Funds Active Income Portfolios, MIA Franklin
Templeton Funds ActivePassive Portfolios, Index Plus MIA Portfolios, MIA California Residents Portfolios, MIA Retirement Income
Portfolios, MIA Passive Foundation Portfolios, MIA Impact Foundation Portfolios, MIA BlackRock Target Allocation ETF Portfolios, MIA
BlackRock Target Allocation ESG Portfolios, and MIA Vanguard Portfolios. For the Selected MIA Portfolios, based on your responses to
the Client Profile Questionnaire only, your IAR will recommend a separate account manager from a list of managers for which Envestnet
PMC has conducted due diligence. Your IAR will present the plan to you for your review and approval. Once the plan is implemented, the
separate account manager will invest and manage your account for conformance to the plan and will rebalance your account periodically.
Note that for the Integrated MIA Portfolios, and based on your responses to the Client Profile Questionnaire and follow-up questionnaire,
Envestnet PMC will develop a customized plan of investments for you which may include investment products such as mutual funds,
ETFs, and separate account managers. Effective May 1, 2021 the Integrated MIA Portfolios was closed to new accounts; existing accounts
established on or before May 1, 2021 may continue to make additional investments. Once the account plan is implemented, Envestnet
PMC will monitor your account for conformance to the plan and will rebalance your account periodically to maintain the asset allocation.
For the MIA Russell Portfolio and based on your responses to the Client Profile Questionnaire and follow-up questionnaire, Russell
Investments will build a portfolio of mutual funds suitable for your situation and Envestnet will monitor your account for conformance to
the plan and will rebalance your account periodically to maintain the asset allocation.
If you are interested in learning more about MIP, a complete description of the programs, services and fees are available
in VFA’s Form ADV Part 2A, Appendix 1 - MIP Wrap Fee Program Brochure, investment advisory agreement, and account
opening documents. These documents are available upon request from your IAR or by contacting VFA at 866-544-4968.
GPS:
VFA offers the GPS Program, which is an advice and asset management program offered to individuals in connection with their participation
in certain employer-sponsored retirement plans. This advisory program is available to participants in retirement plan accounts where
the plan service provider is either VALIC or VRSCO, each an affiliate of VFA. Your retirement account may be invested in a VALIC
Portfolio Director (“PD”) variable annuity or in a mutual fund program through which VRSCO provides recordkeeping, compliance and
administrative services to the plan and plan participants.
As part of your enrollment in the GPS Portfolio Manager Program, you will complete a GPS Client Profile (“GPS Client Profile”). The
GPS Client Profile will help you to think about your retirement income goal and time horizon, as well as allow you to disclose your risk
preferences, and provide information about the assets, benefits, and retirement savings contributions that you intend to use to fund your
retirement. The GPS Program uses this information to develop an IPS, which will include a portfolio assignment and will determine how
your account(s) will be invested. There are seven portfolio assignments, ranging from Very Conservative to Very Aggressive. The asset
classes and specific investment vehicles used in these portfolios depend on the investment vehicles available in the plan’s lineup, which
is determined by the plan sponsor. For further information related to the Methods of Analysis, Investment Strategies, and Risk of Loss,
please refer to the description of the GPS Program provided in Item 4 of this Brochure.
If you are interested in learning more about the GPS Program, a complete description of the program, services and
fees are available in VFA’s Form ADV Part 2A, Appendix 1 – Wrap Fee Program Brochure for the GPS Program and
GPA Program, investment advisory agreement, and account opening documents. These documents are available upon
request from your IAR or by contacting VFA at 866-544-4968.
GPA:
Before enrolling in the GPA Program, you must first complete a GPA Client Profile and Risk Tolerance Questionnaire (“GPA Client
Profile”). The GPA Client Profile will help you to determine your risk tolerance and time horizon. This will help to determine an Asset
Allocation Policy and portfolio assignment, which determines how your account will be invested.
Similar to the GPS Program, Morningstar is the independent financial expert to the GPA Program. In its role as independent financial
expert, Morningstar uses a tactical asset management program that develops a set of diversified model portfolios beginning with
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strategic asset allocations that are typically reviewed annually and updated if necessary. Then, as frequently as monthly, Morningstar
analyzes the performance trends of all the asset classes included in their model portfolios and adjusts allocations to asset classes in
order to take advantage of these trends. However, to keep the tactical asset allocation targets consistent with each model portfolio’s
intended investment objectives, Morningstar does limit how much the tactical allocations are allowed to deviate from their corresponding
strategic allocations before rebalancing to bring accounts back into targeted alignment. After establishing tactical asset allocation targets,
Morningstar completes construction of the GPA model portfolios using a mix of investment options that allows them to meet their tactical
asset allocation targets. When updates to the model portfolios are implemented, the investment allocations of accounts managed by GPA
are reviewed and reallocated to the new targets as necessary.
If you are interested in learning more about the GPA Program, a complete description of the program, services and
fees are available in VFA’s Form ADV Part 2A, Appendix 1 – Wrap Fee Program Brochure for the GPS Program and
GPA Program, investment advisory agreement, and account opening documents. These documents are available upon
request from your IAR or by contacting VFA at 866-544-4968.
General Investment Risks. Investing in securities involves risk of loss that clients should be prepared to bear. The methods of analysis
and investment strategies used by VFA and material risks are described below.
MIP Program. In MIP, the Strategists or, in certain portfolios, a separate account manager will provide investment advice and asset
allocation for the portfolio models. Each MIP portfolio has different investments strategies and objectives. Your IAR will work with you to
determine which portfolio best meets your financial needs.
GPS Program and GPA Program. In the GPS Program and the GPA Program, Morningstar provides investment advice and asset allocation
for retirement plan and variable annuity accounts. Accounts enrolled in the GPS Program will be managed exclusively in accordance
with the retirement objectives indicated on your GPS Client Profile. Within your GPS Program advisory account, your assets will be
allocated among the mutual funds or fixed interest options within a variable annuity or within a combination of mutual funds and a group
fixed annuity, which annuities and funds were selected by your employer/retirement plan sponsor. Within your GPA Program advisory
account, your assets will be allocated among the mutual funds or fixed interest options within an individual variable annuity that you
have purchased. Within your retirement plan, Morningstar may select investment options or mutual funds from a range of asset classes,
including but not limited to domestic equities, international/foreign equities, fixed income, and others.
Risks Investing in ETFs and Mutual Funds
Unique Risks of Investing in ETFs. An ETF is a security that trades on an exchange during market hours and typically seeks to track an
index, commodity, or a basket of assets like an index fund. However, some ETFs are actively managed and do not seek to track a certain
index or basket of assets. ETFs may trade at a market price which reflects a “premium” or a “discount” to the net asset value (“NAV”)
of their shares. If the market price is higher than the NAV, the ETF is said to be trading at a “premium”. If the price is lower, it is trading
at a “discount”. Accordingly, ETFs may be purchased at prices that exceed the NAV of their underlying investments and may be sold at
prices below such NAV. Under such circumstances the sale of ETF shares sold at a discount may not reflect the NAV of the underlying
investments of those ETF shares. Moreover, there are costs associated with purchasing and selling an ETF, called a “bid-ask” spread
(the difference between what a buyer is willing to pay (bid) for an ETF and the seller’s offering (ask) price). All of these transaction costs
(which do not apply to the purchase and sale of mutual funds) will adversely affect the performance of the MIP portfolios models that
invest primarily in ETFs. ETFs may also have unique risks depending on their structure and underlying investments.
Risks of ESG Focused Investing. For investments that include, or focus on, allocations in mutual funds or ETFs with an ESG investment
strategy, this results in investments based on the view of the portfolio manager for that mutual fund and/or ETF of the sustainability and
ethical impact of an investment in a business or company. Accordingly, these types of investments screen out, and may forego certain
potentially profitable investment opportunities in, specific companies and industries pursuant to the criteria established by the portfolio
manager. If an underlying mutual fund or ETF is focused on ESG investing, it could result in lower performance results for that investment
compared to an investment that does not apply ESG-focused exclusionary screens to screen out specific companies or industries. Also,
not all investors agree in their views of what constitutes positive or negative ESG characteristics and, as a result, an investment may
include an ESG mutual fund or ETF which invests in securities that do not reflect the beliefs of any particular investor.
Risks of Investing in Equity Funds. Stock markets are volatile and can decline significantly and quickly over short or even long periods in
response to adverse issuer, political, regulatory, market, or economic developments. In a diversified equity fund, the overall systematic
(market risk) poses the greatest potential for losses in your account(s). In addition, equity investments may be subject to risk related to
market capitalization as well as company-specific risk.
Risk of Investing in International/Foreign Funds. Foreign investing involves risks not typically associated with U.S. domestic investments,
and the risks may be further amplified in emerging market countries. These risks may include, among others, adverse fluctuations in
foreign currency values, as well as adverse political, social, and economic developments affecting one or more foreign countries. In
addition, foreign investing may involve less publicly available information and more volatile or less liquid securities markets, particularly
in markets that trade a small number of securities, have unstable governments, or involve limited industry.
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Risks of Investing in Fixed Income Funds. In general, fixed income securities carry interest rate risk. As interest rates rise, bond prices
usually fall, and vice versa. This effect is usually more pronounced for longer-term securities. The ability of an issuer of a bond to repay
principal prior to a security’s maturity can cause greater price volatility if interest rates change, and, if a bond is prepaid, a bond fund may
have to invest the proceeds in securities with lower yields. Fixed income securities also carry inflation risk, credit risk (the risk of changes
in the financial condition of an issuer) and default risk (the risk that the issuer may fail to pay its debts) for both issuers and counterparties.
Unlike investing in individual bonds, typically bond funds do not have a set maturity date, so holding them until maturity to avoid losses
caused by price volatility is not possible. In addition, investments in certain bond structures may be less liquid than other investments,
and, therefore may be more difficult to trade effectively.
Risks of Investing in Municipal Bond Funds. The MIP Program portfolios may invest in the municipal bond market, which can be affected
by adverse tax, legislative, or political changes, and by the financial condition of the issuers of individual municipal securities. Municipal
bond funds normally seek to earn income and pay dividends that are expected to be exempt from federal income tax. If you are a resident
in the state of issuance of the bonds held by the fund, interest dividends may also be exempt from state and local income taxes. Income
exempt from regular federal income tax (including distributions from tax-exempt, municipal, and money market funds) may be subject
to state, local, or federal alternative minimum tax. Certain municipal bond funds normally seek to invest only in municipal securities
generating income exempt from both federal income taxes and the federal alternative minimum tax; however, outcomes cannot be
guaranteed, and the funds may sometimes generate income subject to these taxes.
If you are interested in learning more about the GPA Program, a complete description of the program, services and
fees are available in VFA’s Form ADV Part 2A, Appendix 1 – Wrap Fee Program Brochure for the GPS Program and
GPA Program, investment advisory agreement, and account opening documents. These documents are available upon
request from your IAR or by contacting VFA at 866-544-4968.
Item 9 - Disciplinary Information
We are required to disclose any legal or disciplinary events that are material to our clients or our prospective client’s evaluation of our
investment advisory business or the integrity of our management. The following are disciplinary events relating to the Firm and/or our
management personnel:
On November 28, 2016, without admitting or denying the FINRA findings, the Firm submitted a letter of acceptance waiver or consent
for the purpose of settling alleged NASD and FINRA rule violations that it failed to: (1) have a reasonable system or process/procedures
designed to address, analyze or review the conflicts of interest in its compensation program or to ensure that balanced disclosures was
provided to the investors regarding such compensation program, (2) to maintain adequate systems and procedures to supervise the sale
of variable annuities to retail brokerage customers, (3) maintain supervisory procedures and training materials that provide registered
representatives and principals guidance or suitability considerations for sales of different variable annuity share classes, including L-share
variable annuities, (4) enforce supervisory procedures requiring that certain emails flagged by its email surveillance system be reviewed
by designated Firm supervisors, (5) establish a reasonable system and procedures to supervise its complaint reporting responsibilities,
and (6) failed to issue account notices at account opening and then on 36-month intervals for certain brokerage customers. The Firm was
censured and fined $1,750,000.
On June 3, 2019, without admitting or denying any findings of fact or conclusions of law, the Firm settled a matter with the Securities
Enforcement Branch (“SEB”) of the Hawaii Department of Commerce and Consumer Affairs. As part of the settlement, the Firm entered
into a consent order with the SEB (the “Consent Order”), which states that the Firm failed to supervise a registered representative who had
submitted a transaction without proper customer authorization. Pursuant to the Consent Order, the Firm paid a fine of $10,000.
On July 28, 2020, the SEC issued an order regarding certain VFA mutual fund and mutual fund share class selection practices. Specifically,
the SEC found that the Firm had not appropriately disclosed certain conflicts of interest due to its receipt of revenue sharing, avoidance of
transaction fees, and receipt of 12b-1 fees, in violation of Section 206(2) of the Advisers Act. The SEC also found that VFA did not adopt
and implement written compliance policies and procedures reasonably designed to prevent violations of the Advisers Act and the rules
thereunder in connection with its mutual fund share class selection practices, in violation of Section 206(4) of the Advisers Act and Rule
206(4)-7 thereunder. VFA neither admitted nor denied the SEC’s findings.
Solely for the purpose of settling this proceeding, VFA consented to a cease-and-desist order, a censure, to pay to affected investors
disgorgement of $13,232,681 and prejudgment interest of $2,211,072, and to pay a $4.5 million civil monetary penalty. VFA also agreed
to review and correct as necessary all relevant disclosure documents concerning mutual fund share class selection, revenue sharing,
transaction fees, and 12b-1 fees, and to comply with certain other related undertakings as well.
On July 28, 2020, the SEC issued an order finding that the Firm failed to disclose to certain Florida teachers that the Firm’s parent
company, VALIC, provided cash and other financial benefits to a for-profit company owned by Florida K-12 teachers’ unions in exchange
for referring teachers to products and services offered by VALIC and the Firm, in violation of Sections 206(2) and 206(4) of the Advisers
Act and Advisers Act Rule 206(4)-3 thereunder. The SEC also found that VFA did not adopt and implement written compliance policies and
procedures reasonably designed to prevent violations of the Advisers Act and the rules thereunder, in violation of Section 206(4) of the
Advisers Act and Rule 206(4)-7 thereunder. VFA neither admitted nor denied the SEC’s findings.
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Solely for the purpose of settling the proceeding, VFA consented to a cease-and-desist order, a censure, and to pay a civil monetary penalty
of $20 million. VFA also agreed to cap the management fee for the GPS Program at 45 basis points (0.45%) for participants currently
enrolled in this program in 403(b) and 457(b) plans offered by Florida K-12 schools, and to also offer this rate to any 403(b) and 457(b)
participants offered by Florida K-12 schools who enroll in the GPS Program through the Portfolio Director annuity within the next five years.
This capped rate will remain in effect for such participants for the duration of enrollment in the GPS Program. VFA also agreed to comply
with certain other related undertakings as well.
On January 8, 2021, the Firm completed an AWC with FINRA for the purpose of settling alleged FINRA rule violations that it failed to (i)
establish a reasonably designed system and written supervisory procedures to monitor rates of variable annuity exchanges and implement
corrective action in the case of inappropriate exchanges, violating FINRA Rules 2330(d), 3110, and 2010; (ii) reasonably supervise
recommendations involving the investment of additional funds in an existing variable annuity, violating FINRA Rules 3110 and 2010, and
(iii) timely report statistical and summary information for certain customer complaints during a specified period, violating FINRA rules
4530(d) and 2010. VFA neither admitted nor denied FINRA’s findings. Solely for the purpose of settling the proceeding, VFA consented to
a censure and a fine of $350,000.
Item 10 - Other Financial Industry Activities and Affiliations
VFA is a wholly owned subsidiary of VALIC, which is a Texas-domiciled insurance company and an SEC-registered investment adviser.
VALIC is primarily engaged in the offering and issuance of fixed and variable annuity contracts and combinations thereof and is licensed
to issue annuities in 50 states and the District of Columbia. VALIC is an indirect, wholly owned subsidiary of AIG. VFA is also a registered
broker-dealer with the SEC and a member of FINRA. VFA is regulated by the Municipal Securities Rulemaking Board, and state securities
and insurance regulatory bodies. VFA is also a member of the Securities Investor Protection Corporation established under the Securities
Investor Protection Act of 1970. In this capacity, VFA may transact in various types of securities, including, but not limited to, stocks, bonds,
variable investment products and mutual funds. VFA, as well as our financial advisors, receive separate compensation for securities
transactions effected through the Firm.
•

 CS is an indirect, wholly owned subsidiary of AIG and an affiliate of the Firm. In its capacity as a registered broker-dealer, ACS acts
A
as principal underwriter for the offer, sales and distribution of the variable annuity contracts issued by VALIC and its affiliates and as
distributor of registered investment companies advised by VALIC.

•

SAAMCo is an indirect, wholly owned subsidiary of AIG and an affiliate of the Firm. SAAMCo serves as an administrator and
investment sub-adviser to certain registered investment companies advised by VALIC.

•

AIG Federal Savings Bank, an affiliate of the Firm, acts as custodian/trustee for employer-sponsored retirement plans for which the
Firm provides enrollment, education, and advisory services to individual plan participants.

•

VRSCO is a wholly owned subsidiary of VALIC and an SEC-registered transfer agent for registered investment companies advised
by VALIC and SAAMCo. VRSCO is also a record keeper and service provider to certain retirement plans for which the Firm provides
enrollment, education, and advisory services.

•

VALIC Company I (the “VALIC Funds”) is a registered investment company advised by VALIC and, with respect to certain funds,
sub-advised by SAAMCo. The VALIC Funds are offered as underlying investment options within VALIC-issued variable annuity
contracts and as mutual funds in employer-sponsored retirement plans for which VFA offers the GPS Program and GPA Programs,
as applicable. For these funds, SAAMCo is the administrator and, for certain funds, an investment sub-adviser, ACS is the distributor,
and VRSCO is the transfer agent.

The PD Freedom Advisor annuity, whether or not coupled with the GPA Program, generates higher revenues for VFA and VALIC in the
aggregate than does MIP. We mitigate this conflict of interest, which exists at the Firm level, by paying IARs, who are responsible for
making recommendations to clients, the same amount irrespective of whether the client is invested through MIP or GPA. There remains
an incentive for an IAR to recommend that a client move out of a product where the IAR is not earning, or earning less, compensation
(e.g., an old annuity product) and into an advisory product. VFA manages the potential for this conflict of interest by maintaining policies
and procedures designed to ensure that IARs make recommendations that are in the best interest of the investor in the context of the
products and services offered by VFA. All transactions, including transfers from one product to another (such as MIP) are reviewed by
the Supervision department to ensure the recommendation is in the client’s best interest. Employees in the Supervision department do
not receive variable compensation based on product sales. Additionally, VFA maintains programs for the internal review of these policies
and procedures via internal auditing procedures, other compliance related review and surveillance activities, and from time-to-time VFA
engages outside consultants to review, evaluate, and recommend changes to existing policies and procedures.
In our capacity as a broker-dealer, we provide to our clients a variety of products and services for which we are compensated. To the
extent that an advisory client chooses to utilize our services as a broker-dealer, VFA and our registered representatives may earn
compensation in the form of brokerage commissions in addition to advisory fees. Our associated persons may recommend to you the
purchase or sale of investment products in which we or a related entity may have some financial interest, including, but not limited to, the
receipt of compensation.
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Item 11 - Code of Ethics, Participation or Interest in Client Transactions and Personal Trading
VFA has adopted a Code of Ethics (“Code”) for which it periodically reviews and updates. VFA will provide a current copy of its Code to
clients and prospective clients upon request by contacting us at (866) 544-4968.
VFA, as an investment adviser, has a fiduciary duty to act solely for the benefit of its advisory clients. The Code requires honest and
ethical conduct by all of our supervised persons, compliance with applicable laws and governmental rules and regulations, the prompt
internal reporting of violations of the Code to an appropriate person or persons identified in the Code, and accountability for adherence
to the Code. The Code is designed to address and mitigate situations involving a real or apparent conflicts of interest between the Firm
or its IARs, and clients. While it is not possible to identify all possible situations in which conflicts might arise, this Code is designed to set
forth our policy regarding the conduct of our supervised persons in those situations in which conflicts are most likely to develop.
Supervised persons are expected to adhere to the Code and are also expected to follow procedures for reporting any violations of
the Code.
For access persons, VFA requires that certain securities transactions be disclosed and/or reported. Access persons are any of VFA’s
supervised persons who have access to non-public information regarding any investment advisory client’s purchase or sale of securities,
or nonpublic information regarding the portfolio holdings of any reportable fund (as defined in the Code) or any person who is involved
in making certain types of securities recommendations to investment advisory clients, or who has access to such recommendations that
are non-public.
In our capacity as a broker-dealer, we provide to our clients a variety of products and services for which we are compensated. If an
advisory client chooses to utilize our services as a broker-dealer, VFA and our associated persons may earn compensation in the form of
brokerage commissions in addition to advisory fees. Our associated persons may recommend to you the purchase or sale of investment
products in which we or a related entity may have some financial interest, including, but not limited to, the receipt of compensation.
Item 12 - Brokerage Practices
VFA does not select or recommend broker-dealers for securities transactions in the MIP, GPS and GPA Programs and does not determine
the reasonableness of broker-dealer’s compensation.
For the MIP Program, NFS is the clearing firm for MIP accounts, meaning that all trades are placed through NFS, and it is also the
custodian of MIP accounts. A portion of the Platform Fee (which is a component of the Program Fee) is paid to NFS for its services in
connection with MIP accounts. While the Platform Fee includes custodial services for most accounts, NFS will separately charge an
annual IRA custodial fee for services rendered as trustee of IRA accounts.
For the GPS and GPA Programs, transactions are recommended based on the methodologies provided and controlled by Morningstar
(as independent financial expert) and are processed through VFA’s affiliated recordkeeper, VALIC/VRSCO.
Research and Other Soft Dollar Benefits. VFA does not receive research or other products or services, commonly referred to as “soft
dollar benefits” from broker-dealers or other third parties in connection with client securities transactions.
Brokerage for Client Referrals. VFA does not select or recommend broker-dealers based on the receipt of client referrals.
Directed Brokerage. VFA does not engage in this practice.
Item 13 - Review of Accounts
(1) MIP
Review of Accounts: The Firm engages in ongoing monitoring of the programs. The Firm, through the Investment Group, periodically
meets with Envestnet to review the MIP portfolio models’ investment performance, Strategists and other matters related to MIP. For
most MIP portfolios (except for the Selected MIA Portfolios), Envestnet will monitor your account on an ongoing basis and will rebalance
your account periodically. The Firm relies on Envestnet and the Strategist (and in certain cases, the separate account manager) to
ensure the tools and analyses are operating properly and consistent with your investment profile.
For the Selected MIA Portfolios, the separate account manager will manage your account on an ongoing basis, rebalance your account
periodically and may include reasonable portfolio restrictions. The IAR relies on the separate account manager to manage your portfolio
and on Envestnet PMC, in consultation with the Firm, to conduct due diligence on the separate account manager and to ensure the tools
and analyses are operating properly. Diversification, asset allocation and rebalancing strategies do not ensure a profit or guarantee
against a loss.
Written Reports: Clients receive quarterly written reports from Envestnet that itemize the activity in your MIP Account during the
preceding quarter, the current asset allocation, and the market value of the Account. The report will also provide market commentary,
a breakdown of investments, and an account summary that includes the beginning balance, end-of-quarter balance, and year-to-date
values. Additionally, NFS will provide you trade confirmations and quarterly account statements for your Account. You will also receive
all statements and forms required to be provided to you for tax reporting purposes.
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(2) GPS Program
Review of Accounts: For the GPS Portfolio Advisor program VFA does not include any periodic review of accounts. It is a one-time
recommendation for the allocation of your account value among the fixed and variable investment options in your VALIC PD variable
annuity or among the mutual funds in your mutual fund retirement program account for which you may choose to implement or reject.
For the GPS Portfolio Manager program, at the end of each calendar quarter, the investor profile information used to generate your
retirement income forecasts and investment advice and to perform asset management is sent to you for review. Further, in the quarter prior
to the annual update to your GPS Portfolio Manager program retirement income forecast and investment advice, VFA will contact you to
determine if updates to your GPS Client Profile information are required. Periodically VFA will send you reminders to go online, or contact
your IAR or the Asset Management Center, to update your GPS Client Profile information. It is important for you to contact your IAR should
you have any changes in your financial situation or related life events to ensure that your GPS Client Profile remains up to date.
When advice is generated for the account(s) that are managed under the GPS Portfolio Manager program (the initial advice, the automatic
annual advice, and any ad hoc advice that you may request), the account(s) will be reviewed to determine whether transactions are
required to allocate your assets per the target allocations of the model portfolio to which your account is being managed.
Approximately every 91 days, beginning with your GPS enrollment date, the accounts you have managed under the GPS Portfolio
Manager program are rebalanced as necessary to bring the allocations back in line with the target allocations of your assigned model
portfolio. The rebalancing schedule does not change even if you request investment advice.
Written Reports: Clients in the GPS Portfolio Advisor program do not receive written reports. This program offers web-based advice
enabling an individual to make investment decisions.
Clients in the GPS Portfolio Manager Program will receive a regular VALIC quarterly statement that shows transactions for the prior
quarter, fees imposed during that prior quarter, and current asset allocation. These clients will also receive a Quarterly Advice Statement
(“QAS”) and IPS that are described below.
The QAS is a reminder of your most recent retirement income forecast, recommendations, and the investment advice used to manage
your assets. It is also a reminder of the GPS Client Profile information and your VALIC account balance information that were used as
inputs to generate your most recent advice, and it shows the fees for the calendar quarter just ended. You will usually get the QAS during
the month following the calendar quarter end. You will receive a QAS for each plan that you have managed under GPS Portfolio Manager
as of the calendar quarter that just ended.
The IPS reflects the retirement income forecast, recommendations and investment advice provided by the Firm. Any time your advice
is regenerated – whether as part of the automatic annual regeneration, or as requested by you such as, for example, when you have
updated your GPS Client Profile information, a new IPS will be generated to reflect the retirement income forecast, recommendations,
and investment advice to which your assets will be managed. The IPS will also show the GPS Client Profile information and your VALIC
account balances that were used as inputs for generating this advice.
(3) GPA Program
Review of Accounts: As frequently as monthly, Morningstar analyzes the performance trends of all the asset classes included in their
model portfolios. When updates to the model portfolios are implemented, the investment allocations within the GPA Program are reviewed
and reallocated to the new targets as necessary.
Written Reports: Clients in the GPA Program receive a quarterly VALIC account statement that shows details about their PD Advantage
or PD Freedom Advisors account(s), including transactions for the prior quarter, fees imposed during that prior quarter, and current asset
allocation. The VALIC quarterly statement will also show you which model portfolio those assets were being managed to at that time. You
will periodically receive confirmation statements from VALIC that reflect the transactions during the period and the model portfolio asset
allocation targets associated with your GPA Program account(s).
(4) Financial Planning
Review of Accounts: The financial planning service generally includes the delivery of a one-time written financial plan, where applicable,
and does not include ongoing monitoring of accounts. No additional monitoring or reports are provided unless the client requests a
revision to the plan within a specified time period following delivery.
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Item 14 - Other Compensation
VFA maintains a program under which eligible IARs are able to attend an annual conference based on their achievement of certain levels
of aggregate compensation from the sale of securities, insurance products, and advisory fees received from advisory accounts. Certain of
the Firm’s top earning IARs are designated as President’s or Platinum President’s Cabinet members and receive additional compensation
and benefits. Qualification for the Advisor Leadership Conference or the President’s or Platinum President’s Cabinet is based on total
compensation as described above and is not based on any specific product or category of products. However, because eligibility for the
conference and the President’s or Platinum President’s Cabinet is based on the IAR’s total compensation, IARs are incentivized to have
clients purchase additional products and services and add assets to existing, products and services, and to transfer assets to products and
services that generate higher levels of compensation for the IAR.
In addition, the Firm may implement programs under which IARs may be eligible to win non-cash awards, trips and other non-cash benefits
offered by the Firm for certain sales efforts relating to enrollments in employer-sponsored retirement plan accounts, among other factors.
Similar to other sales-based programs, such non-cash awards are not based on the sale of any specific product or category of products.
These programs will not change the fees that you pay for advisory services.
With respect to each of the Firm’s advisory programs, a portion of the advisory or program fees you pay to the Firm is paid to your IAR.
Generally, the percentage of the fees that the Firm pays to your IAR from your GPA or MIP programs increases based on a rolling 12-month
period as their aggregate compensation from both the sale of insurance/securities products and receipt of advisory fees reaches certain
thresholds during that rolling time period. This increase in compensation to the IAR will not increase the advisory fee you pay to the Firm
but does trigger the same conflict described in the previous two paragraphs.
The Firm and/or its affiliates receive payments from fund sponsors and service providers that voluntarily choose to participate in, and that
are designed to defray the costs associated with, Firm-sponsored or VALIC-sponsored conferences, seminars, training or other educational
events where such funds or other related services are discussed and that are attended by our employees or employees of our affiliates and/
or plan sponsors and plan consultants.
Retirement plan sponsors that have selected the Firm to make its advisory services available to plan participants may disseminate
disclosures about the Firm. Depending on the circumstances, such disclosures may be deemed to include endorsements of the Firm.
The Firm does not compensate plan sponsors for endorsements of its advisory services or products. An affiliate of the Firm may provide
administrative services to retirement plans and will receive compensation from such retirement plans for these administrative services;
however, the receipt of such compensation is not contingent upon or otherwise related to the provision of advisory services by the Firm to
plan participants.
NFS, the Firm’s clearing broker, provides the Firm all net profits on trading errors in MIP accounts, which gives the Firm an incentive to use
its account at NFS for trade execution.
Sponsorship Activities of the Firm and its Affiliates. The Firm and its Affiliates from time to time enter into agreements with, and pay
compensation to, various organizations and associations, including trade associations, unions, and other industry groups, that provide
various retirement services to plan sponsors and/or plan participants. These organizations may sponsor and invite the Firm and/or its
Affiliates to participate in, educational conferences and seminars for retirement plan participants who, through their retirement plan, have
access to the advisory programs offered by the Firm. In some instances, these organizations may endorse and/or promote the Firm and/
or its Affiliates’ products and/or services, and otherwise provide the Firm and/or its Affiliates with marketing opportunities. Our sponsorship
payments to these organizations for marketing and advertising opportunities provide an incentive for the organizations to promote the
Firm’s and/or the Affiliates’ advisory services and products and may result in additional annuity sales to plan participants. Certain of these
arrangements constitute a compensated endorsement of our products and services.
Referrals to Third Parties. For certain plan sponsor clients of VALIC, VFA has authorized its representatives to solicit, refer and market
the services of certain third-party registered investment advisors (“Third-Party Advisors”) to the plan sponsors’ participants in accordance
with Rule 206(4)-3 of the Advisers Act. VFA and VFA’s representatives receive referral fees from the Third-Party Advisors based on these
solicitation and marketing activities. The compensation is paid as an ongoing cash payment calculated as a percentage of the advisory fees
charged by the Third-Party Advisors for the participants’ enrollment in the advisory program offered by the Third-Party Advisor. Because
VFA is engaged by and paid by a Third-Party Advisor for the referral, any recommendations regarding such Third-Party Advisor presents a
conflict of interest. VFA is required to provide a disclosure to all referred clients regarding the role of VFA and the representative as a referral
agent, the compensation to VFA, and other terms of the relationship between VFA and the Third-Party Advisor, which helps mitigate this
conflict. Separate from these solicitation, referral, and marketing activities, VFA’s representatives may offer these plan participants financial
planning services as discussed in Item 4 of this Brochure.
Charitable Donations. VALIC, VFA, its Affiliates and/or its Supervised Persons from time to time make cash or non-cash donations to
charitable organizations or societies organized as 501(c)(3) charities, including charitable organizations associated with potential and/or
actual clients of VFA and/or VALIC. These charitable donations are provided in support of non-profit causes identified by that organization,
and disbursements of such donations are done under the direction of the charitable organization, and not VFA or VALIC. VFA and VALIC
have procedures to identify, address and mitigate potential conflicts.
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Item 15 - Custody
(1) MIP
The Firm has “custody” of client assets as defined in Advisers Act Rule 206(4)-2 because it is authorized to deduct advisory fees from
a client’s account. Transactions within your MIP account will be executed through your account with VFA. All transactions in MIP are
cleared through NFS. NFS also provides custodial services for assets in advisory accounts and separately serves as trustee of IRA
accounts, as applicable. VFA itself will not take custody of your advisory account assets. However, VFA does have authority pursuant
to the advisory agreement between the Firm and the client to deduct advisory fees from your account.
Envestnet will furnish you a quarterly written report that itemizes the activity in your MIP account during the preceding quarter, the
current asset allocation, and the market value of the account, which will also reflect the deduction of the Program Fee. The report will
also provide market commentary; a breakdown of investments within each asset class; and an account summary that includes the
beginning balance, end-of-quarter balance, and year-to-date values. Investment account assets will be valued based on the NAV of
the mutual funds and the market value or NAV, as appropriate, of other investments in which your account assets are invested. NFS
will mail you trade confirmations and quarterly account statements for your program account investments. You will also receive all
statements and forms required to be provided to you for tax reporting purposes.
VFA urges you to carefully review such statements and compare such official custodial records to the account statements that we
provide to you. Our statements may vary from custodial statements based on reporting dates. You should contact your IAR if you have
any comments or questions regarding these statements.
(2) GPS and GPA Programs
The Firm has “custody” of client assets as defined in Advisers Act Rule 206(4)-2 because (1) it is authorized to deduct advisory fees from
a client’s account; and (2) related persons maintain custody of client assets within a variable annuity contract or employer-sponsored
retirement plan. The Firm’s parent company, VALIC, maintains custody of client assets invested in variable annuity contracts that it issues,
and AIG Federal Savings Bank (“AIGFSB”) is the custodian for client assets in employer-sponsored mutual fund retirement plans, for
which VRSCO is the plan recordkeeper. Because the Firm has “custody” of client assets as defined in Advisers Act the Firm undergoes
an annual surprise custody exam by an independent public accountant and receives an annual internal control report from the related
person’s independent public accountant.
GPS and GPA transactions within your PD account(s) will be executed through your variable annuity account(s) with VALIC. VALIC
will mail you trade confirmations and quarterly account statements that itemizes the activity in your variable annuity account during the
preceding quarter, the current asset allocation, and the market value of the account. GPS transactions within your employer-sponsored
retirement plan account invested in mutual funds will be executed through your account for which VRSCO is the plan record keeper.
AIGFSB is the custodian for these accounts. VALIC sends a quarterly account statement that itemizes the activity in your program
account during the preceding quarter, the current asset allocation, and the market value of the account.
VFA urges you to carefully review these statements; you should contact your IAR if you have any comments or questions.
Item 16 - Investment Discretion
MIP Program. The Firm has discretionary authority over the MIP Program. The Strategists, who are responsible for the design and
management of the MIP portfolio models, exercise investment discretion over clients’ accounts. The Strategists include Envestnet PMC,
Blackrock, Russell Investments and CLS Investments. The Strategists are responsible for the selection, evaluation, and review of the
investment options offered in their respective model portfolios and making changes as they deem appropriate. The Firm periodically
provides input regarding investment options recommended by the Strategists. The Firm, through an investment group comprised of Firm
personnel, also periodically meets with Envestnet and the Strategists to review the model portfolios’ investment performance, individual
mutual funds, mutual funds added to or removed from the model portfolios by the Strategists, operational and related issues, and other
matters related to MIP. Each of the Strategists is responsible for developing a customized plan of investment options based on your
input regarding your financial situation and related information, and once the plan is implemented, providing ongoing monitoring of your
account for conformance to the plan which will include rebalancing your account periodically to maintain the asset allocation. You must
provide a signed Statement of Investment Selection, which incorporates the investment advisory agreement, before we can begin any
discretionary trading in your account.
GPS Portfolio Advisor. The GPS Portfolio Advisor program is a nondiscretionary program. Once you have submitted the necessary inputs
to the GPS Client Profile, you will receive a one-time recommendation for the allocation of your account value, and future contributions,
among the fixed and variable investment options in your VALIC variable annuity or among the investment options available in your mutual
fund retirement program account. It is then your decision whether to implement the investment advice in whole, in part, or not at all, as
VFA provides non-discretionary investment advice only in this program and does not engage in any account management or monitoring
of assets for this program. Consistent with the SunAmerica Opinion, Morningstar is the independent financial expert to the GPS Program,
and provides the advice methodologies that are used to produce investment advice for participants in GPS Portfolio Advisor.
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GPS Portfolio Manager. The Firm has discretionary authority over the program which includes ongoing automated asset management
services such as automatic implementation of the investment advice, periodic portfolio rebalancing, automatically generated annual
updates to advice and annual retirement income forecasts for your review, portfolio monitoring and special investment advice statements.
Consistent with the SunAmerica Opinion, Morningstar is the independent financial expert to the GPS Program, and provides the advice
methodologies that are used to produce the investment advice implemented on behalf of participants in GPS Portfolio Manager.
Additionally, you may also receive personalized service from VFA IARs in person or by telephone. You must provide a signed investment
advisory agreement before we can begin any discretionary trading in your account.
GPA Program. The Firm has discretionary authority over the program which includes ongoing automated asset management services
such as automatic implementation of the investment advice, periodic portfolio reallocations and rebalancing, and portfolio monitoring.
Consistent with the SunAmerica Opinion, Morningstar is the independent financial expert to the GPA Program and provides the advice
methodologies that are used to produce the investment advice implemented on behalf of participants in the GPA Program. You must
provide a signed investment advisory agreement before we can begin any discretionary trading in your account.
Financial Planning. No investment discretion granted to, or exercised by, VFA in connection with the financial planning services that
it offers.
Item 17 - Voting Client Securities
Voting Client Securities. We will not vote, or give any advice about how to vote, proxies for securities in advisory clients’ accounts.
The Strategists or investment managers responsible for the management of their respective portfolios are designated to vote proxies on
your behalf unless you direct us otherwise in writing. Clients may contact your IAR with questions about a particular solicitation.
Item 18 - Financial Information
Registered investment advisers are required in this Item to provide you with certain financial information or disclosures about VFA’s
financial condition. VFA has no financial condition that impairs its ability to meet contractual and fiduciary commitments to clients and has
not been the subject of a bankruptcy petition.
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