Conover Securities Corporation
Form CRS: Relationship Summary
Overview
Form CRS provides you with information that will help in making an informed decision on whether or not
to invest with us and how you can do that. This document aids in learning about our firm and provide
some guidance on discussions with a financial advisor or other financial professional.
Conover Securities Corporation is a financial services company that provides advice and guidance to
help you achieve your financial goals. We are dually registered with the Securities and Exchange
Commission as a broker-dealer and the State of Washington as an investment adviser and can serve in
either capacity when helping you invest. Fees for brokerage and investment advisory services and differ
and it is important for you to understand these differences. Free and simple educational tools are
available to research firms and financial professionals at Investor.gov/CRS which also provides
educational materials about broker-dealers, investment advisers, and investing.
Which Type of Account is Right for You — Brokerage, Investment Advisory or Both?
What investment services and advice can you provide me?
Depending on your needs and investment objectives, we offer both brokerage and investment advisory
services to retail investors. This document gives you a summary of the types of services we provide and
how you pay. Please ask us for more information.
Ways to work with us: In a branch office setting that can help you with both brokerage and
investment advisory services.
How do you like to invest: A direct relationship with full-service access (in person, by phone, and by
email) Investment strategy, recommendations, and guidance specific to your needs and goals and
access to a wide selection of investments and services.
You are encouraged to ask us questions including the following to help you better understand our
services: Given my financial situation, should I choose an investment advisory service or broker
dealer? 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?

You are encouraged to ask us questions including the following to help you better
understand the impact of fees and costs on investments: Help me understand how these fees
and costs might affect my investments? If I give you $10,000 to invest, how much will go to fees
and costs, and how much will be invested for me?
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 investments over time. Please ensure you
understand what fees and costs you are paying.
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. However, the
way we are compensated 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 prov ide you. Here are some examples to help you understand what this means:
Proprietary Products: Our affiliates can receive additional compensation for acting as adviser or
sub-adviser to certain mutual funds and exchange-traded funds, which creates an incentive for us
to select those products over other products. We can make extra money by selling you certain
investments, such as insurance either because they are managed by someone related to our firm
or because they are offered by companies that pay our firm to offer their investments. Your
financial professional also receives more money if you buy these investments.
Third-Party Payments: Some third-party product providers pay us additional compensation as an
incentive to sell their products. This creates an incentive for us to recommend third-party
product providers that pay us additional compensation over those that do not pay additional
compensation or that pay smaller amounts of additional compensation.
Revenue Sharing: Some managers or sponsors of product s or other intermediaries share with us
the revenue they earn on products, known as revenue sharing. This creates an incentive for us to
recommend products where we receive revenue sharing over products for which we do not
receive revenue sharing or receive smaller revenue sharing payments. In applicable advisory
programs, however, any such payments are disclaimed and returned to the client.
Principal Trading: Where we act as broker dealer in relation to a trade order sent to Fidelity,
Fidelity effects trades on an agency basis unless we obtain prior approval for a principal trade.
Where a third-party manager sends trades to Fidelity, Fidelity may effect those trades on a
principal basis without first obtaining your approval.

How do your financial professionals make money?
The amount of compensation your financial advisor receives is dependent upon several factors:
the amount of client assets they service; the time and complexity required to meet a client's
needs; the products they sell and associated commissions; and revenue the firm earns from
advisory services and recommendations.
Some financial advisors and financial professionals are compensated by way of a salary and as
they serve additional functions within the firm. Noncash compensation is provided to financial so
they can attend educational meetings and recognition trips sponsored by external vendors and
affiliates. The receipt of noncash compensation and other benefits from product providers
creates an incentive for financial advisors to recommend those providers' products over other
products.
In a brokerage relationship, financial advisors receive a percentage of the fees, charges, and
certain other revenue our firm collects from transactions in your account. As a result, financial
advisors have an incentive to provide brokerage recommendations that result in selling more
investment products and services, as well as investment products and services that carry higher
fees and charges.
In an investment advisory relationship, financial advisors receive a percentage of the ongoing
fees you pay. As a result, they have an incentive to recommend that you invest more assets in an
advisory program, and depending on your anticipated level of trading activity, can have an
incentive to recommend advisory programs instead of brokerage services when you engage in a
large number of transactions
Do you or your financial professional have any legal or disciplinary record?
Yes. Visit Investor.gov/CRS for a free and simple search tool to research us and our financial
professionals.
You are encouraged to ask us questions including the following to help you better understand our
disciplinary history: As a financial professional, do you have any disciplinary history? For what type of
conduct?

