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1See reconciliation of non-U.S. GAAP measures in Table 30, “Selected Financial Data and Reconcilement of Non-U.S. GAAP Measures,” in the MD&A section (Item 7) of the Company’s 2016 Annual Report on Form 10-K.
2The Company presents total revenue-FTE, net interest margin-FTE, tangible efficiency ratio-FTE and adjusted tangible efficiency ratio-FTE on a fully taxable-equivalent (FTE) basis. The FTE basis adjusts for the tax-favored 
status of net interest income from certain loans and investments using a federal tax rate of 35% and state income taxes, where applicable, to increase tax-exempt interest income to a taxable-equivalent basis. The Company 
believes the FTE basis is the preferred industry measurement basis for these measures and that it enhances comparability of net interest income arising from taxable and tax-exempt sources.
3Beginning January 1, 2016, noncontrolling interest was removed from common shareholders’ equity in these calculations to provide more accurate measures of the Company’s return on common shareholders’ equity and book 
value per common share. Prior period amounts have been updated for consistent presentation.     
4Basel III Final Rules became effective for the Company on January 1, 2015; thus, Basel III CET1 ratios are not applicable (N/A) in periods ending prior to January 1, 2015, and Basel I Tier 1 common equity ratio is N/A in periods 
ending after January 1, 2015. 

SunTrust Banks, Inc. is a purpose-driven company dedicated to Lighting the Way to Financial Well-Being for the people, businesses and 
communities it serves. Headquartered in Atlanta, the company has three business segments: Consumer Banking and Private Wealth Management, 
Wholesale Banking and Mortgage. Its flagship subsidiary, SunTrust Bank, operates an extensive branch and ATM network throughout the 
high-growth Southeast and mid-Atlantic states, along with 24-hour digital access. Certain business lines serve consumer, commercial, corporate 
and institutional clients nationally. As of December 31, 2016, SunTrust had total assets of $205 billion and total deposits of $160 billion. 
The Company provides deposit, credit, trust, investment, mortgage, asset management, securities brokerage and capital market services.

(Dollars in millions and shares in thousands, except per share data)

Year ended December 31 2016 2015 2014
For the Year
Net income $1,878 $1,933 $1,774
Net income available to common shareholders 1,811 1,863 1,722
Total revenue 8,604 8,032 8,163
Total revenue – full-time equivalent (FTE)1,2 8,742 8,174 8,305
Non-interest expense 5,468 5,160 5,543
Per Common Share
Net income – diluted $3.60 $3.58 $3.23
Dividends declared 1.00 0.92 0.70
Common stock closing price 54.85 42.84 41.90
Book value3 45.38 43.45 41.32
Tangible book value1,3 32.95 31.45 29.62
Financial Ratios
Return on average total assets 0.94% 1.02% 0.97%
Return on average common shareholders’ equity3 7.97 8.46 8.10
Return on average tangible common shareholders’ equity1,3 10.91 11.75 11.49
Net interest margin2 2.92 2.82 2.98
Net interest margin – FTE1,2 3.00 2.91 3.07
Efficiency ratio 63.55 64.24 67.90
Tangible efficiency ratio – FTE1,2 61.99 62.64 66.44
Adjusted tangible efficiency ratio1,2 61.99 62.64 63.34
CET 1 (Basel III)4 9.59 9.96 N/A
Tier 1 common equity (Basel I)4 N/A N/A 9.60
At December 31
Total assets $204,875 $190,817 $190,328
Loans 143,298 136,442 133,1 1 2
Deposits 160,398 149,830 140,567
Total shareholders’ equity 23,618 23,437 23,005

Common shares outstanding 491,188 508,7 1 2 524,540

FTE employees 24,375 24,043 24,638
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William H. Rogers, Jr.

Chairman and Chief Executive Officer
SunTrust Banks, Inc.

Fellow Owners:
2016 was a good year for SunTrust—one where we continued to realize 
positive returns from our consistent strategic focus. As one of the 
nation’s largest and strongest financial services companies, we delivered 
strong shareholder value (both relative and absolute) while expanding on 
our purpose of Lighting the Way to Financial Well-Being for our clients, 
teammates and communities. We launched the onUp Movement, which 
is an extension of our purpose and is designed to help Americans move 
from financial stress to financial confidence. We also continued to invest 
in ourselves, or as I like to say we “acquired SunTrust,” in that we are making the equivalent of several small 
acquisitions, just organically. These investments in our people, our technology, and our brand continue to 
create value for our clients and owners while also enhancing the strength and efficiency of our Company.

2016 Financial 
Highlights
2016 marked the fifth consecutive year 
of higher earnings per share, improved 
efficiency and increased capital returns. This 
strong and comprehensive performance 
can be attributed to our consistent strategic 
focus on (i) growing and deepening client 
relationships, (ii) improving efficiency and 
(iii) optimizing the balance sheet to enhance 
returns. This consistent set of strategies 

2016: A Year 
of Movement

(which were formulated in 2011), along with 
our determination to expand our purpose 
and diversify our business model, has created 
significant value for our clients, teammates 
and ultimately our owners. 

For 2016, despite the continued low interest 
rate environment and higher credit costs 
(driven by the 2015 decline in oil prices), 
we grew earnings per share by 1%, further 
improved our tangible efficiency ratio by 65 
bps1 and increased our payout ratio2 from 62% 
to 73%. Total shareholder return in 2016 was 
a strong 31%, ahead of peer median3 for the 
fourth time in the last five years. Furthermore, 

1 The tangible efficiency ratio is reported on fully taxable-equivalent (FTE) basis. The FTE basis adjusts net interest income for the tax-favored status of income from certain loans and investments. The GAAP efficiency ratio-FTE 
for 2015 and 2016 was 63.1% and 62.6%, respectively. See reconciliation of non-U.S. GAAP measures in Table 30, “Selected Financial Data and Reconcilement of Non-U.S. GAAP Measures,” in the MD&A section (Item 7) of the 
Company’s 2016 Annual Report on Form 10-K.
2 Payout Ratio = (Common Stock Dividends and Share Repurchases)/Net Income Available to Common Shareholders.
3 Source: Bloomberg. Reflects one year ended December 30, 2016. Peers include WFC, USB, PNC, BBT, RF, FITB, KEY, MTB, COF and CMA. Dividends assumed to be reinvested in security.
4 Source: Bloomberg. Reflects five years ended December 30, 2016. Peers include WFC, USB, PNC, BBT, RF, FITB, KEY, MTB, COF and CMA. Dividends assumed to be reinvested in security.

“2016 marked the fifth consecutive year of higher earnings per share, 

improved efficiency and increased capital returns.”

I am proud to report that we have delivered 
237% total shareholder return to our owners 
over the past five years, a full 105% higher 
than the peer median,4 and the second 
highest in our peer group. 

Revenue growth in 2016 was the highest 
it has been in eight years. Additionally, 
the growth we produced this year was 
broad-based, a reflection of our emphasis 
on maintaining and investing in a diverse 
business mix. Specifically, total revenue 
(FTE) increased 7% to $8.7 billion, driven by 
net interest income, mortgage production 
and servicing, and investment banking. 
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This growth is a testament to the success 
that each of our lines of business had in 
expanding and deepening client relationships. 
Looking to 2017 and beyond, I am optimistic 
that if the economic environment continues 
to improve, we can further realize the returns 
on the investments we have made in each of 
our businesses. 

Expenses increased 6% in 2016, generally as 
a result of higher costs associated with higher 
revenue and business activity, but also due to 
increased investments in technology, higher 
regulatory and compliance costs, and higher 
operating losses. We remain committed to 
growing our business and investing where 
appropriate to deliver more value for our 
clients and owners, while also making further 
improvements in the overall efficiency, 
effectiveness and executional excellence of 
the Company. As I noted earlier, we improved 
our tangible efficiency ratio1 by 65 basis points 
to 62.0% in 2016, all while making substantial 
investments in our businesses (which I will 
illustrate in greater detail in the following 
section). 2016 marked the fifth consecutive 
year of improved efficiency, and I have 
confidence that we will continue to build upon 
this success as we execute the strategies we 
have in place to achieve our goal of driving our 
tangible efficiency ratio below 60% by 2019.  

In 2016, average performing loans grew $7.2 
billion, or 5%, driven by balanced growth 
in both C&I and consumer portfolios, as 
our lending strategies continue to produce 
profitable growth through each of our major 
channels. In addition, we sold or securitized 
$1.6 billion of loans this year, totaling 
approximately $14 billion of loans since the 
beginning of 2011, as we continue to optimize 
the balance sheet and increase its velocity.

Average client deposits grew $10.0 billion, 
or 7%, driven by Wholesale Banking and 
Consumer and Private Wealth Management’s 
focus on deepening client relationships 
to ensure we meet more clients’ deposit 
and payment needs. As interest rates have 

increased slightly, rates paid on deposits 
increased four basis points from the fourth 
quarter of 2015. Our disciplined approach to 
pricing is focused on maximizing the value 
proposition, outside of rate paid, for our clients. 
This approach will be even more critical going 
forward as the likelihood of a rising interest rate 
environment increases. 

2016 began with industry apprehensions 
over asset quality, as lower oil prices affected 
underlying asset values and cash flows for 
energy loans. Our energy and risk teams 
worked diligently together to proactively 
address higher risk credits, which drove the 
increase in our net charge-off ratio from 26 
basis points in 2015 to 34 basis points in 
2016. Overall, asset quality conditions remain 
favorable, which resulted in a 10 basis point 
decline in our ALLL coverage ratio. Over 
time, we expect our net charge-off ratio to 
normalize; however, we believe our relative 
performance will continue to be strong given 
the diversity of our business mix and where 
we typically operate on the credit spectrum. 
This perspective is shared by the Federal 
Reserve’s CCAR process, which consistently 
estimates that SunTrust would have among 
the lowest levels of loan losses of any tested 
bank in severely adverse economic conditions 
(particularly noteworthy considering different 
scenarios are used each year). While prospects 
exist for an evolving regulatory regime and 
higher economic growth, SunTrust will continue 
to maintain its focus on sound underwriting 
discipline and portfolio diversity, ensuring 
long-term sustainable growth for both our 
clients and owners.   

In 2016, we bought back $830 million of our 
common stock and warrants, up from $679 
million in 2015, and we increased our quarterly 
dividend from $0.24 to $0.26 per common 
share, the combination of which was a 15% 
year-over-year increase in total capital returns. 
Along with the increase in capital returns, we 
also managed to grow tangible book value per 
share 5% year-over-year,5 creating additional 
value for our owners. Our capital position 

remains strong, with the Basel III Common 
Equity Tier 1 ratio ending the year at 9.4% on 
a fully phased-in basis.6 Going forward, our 
capital position and moderate risk profile will 
allow us to continue to increase capital returns 
to shareholders, while also leaving ample 
capital for organic growth and investment. 

Investment 
Thesis
I meet with many of our owners throughout the 
year, and while discussion topics and questions 
evolve over time, what has not changed 
is the core investment thesis in SunTrust. 
Shareholders who have invested in our 
Company do so because (1) we have a strong 
and diverse franchise, with multiple growth 
opportunities; (2) we have demonstrated 
success and further potential in improving 
returns and efficiency; and (3) we have a 
strong capital position, particularly in context 
of our lower relative risk profile, allowing us the 
opportunity to deploy capital on behalf of, and 
repatriate capital to, our shareholders.  

(1) Strong and Diverse Franchise; 
Investing in Growth

SunTrust continued to meet more client 
needs in 2016. This was most directly 
evidenced by growth in loans, deposits, 
mortgage production and servicing, and 
investment banking. At our core, we are 
focused on working together as OneTeam 
across lines of business to provide our clients 
with the full range of capabilities that they 
would expect from a Top 10 bank, with 
the partnership and teamwork they would 
expect from a smaller bank. While SunTrust 
has grown over the last decade, both in size 
and scope, we have retained our ability to be 
agile and responsive in light of evolving client 
preferences and market conditions. This is 
just one example of how we differentiate 
ourselves relative to our competition. 

5 Book value per share grew 4% year-over-year and was $43.45 and $45.38 for 4Q 15 and 4Q 16, respectively. See reconciliation of non-U.S. GAAP measures in Table 30, “Selected Financial Data and Reconcilement of Non-U.S. 
GAAP Measures,” in the MD&A section (Item 7) of the Company’s 2016 Annual Report on Form 10-K.
6 The Common Equity Tier 1 ratio is subject to certain phase-in requirements under Basel III beginning in 2015, and as such we have presented a reconciliation of the Common Equity Tier 1 ratio as calculated considering the 
phase-in requirements (Common Equity Tier 1 – Transitional) to the fully phased-in ratio. Common Equity Tier 1 calculated under the currently applicable regulations was 9.6% at December 31, 2016. See reconciliation of non-U.S. 
GAAP measures in Table 30, “Selected Financial Data and Reconcilement of Non-U.S. GAAP Measures,” in the MD&A section (Item 7) of the Company’s 2016 Annual Report on Form 10-K.

“...I am proud to report that we have delivered 237% total shareholder return to our 
owners over the past five years, a full 105% higher than the peer median4...”
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2016 was a record year in Corporate and 
Investment Banking (CIB), which goes to 
market as SunTrust Robinson Humphrey 
(STRH). This business is highly differentiated 
in the marketplace, as we have the full 
capabilities of a large bank (product and 
industry expertise and a significant balance 
sheet) but a focus on mid-corporate and 
middle-market clients. This unique model, 
combined with our consistent execution 
against our strategies, is driving strong 
results. Our primary strategies for Wholesale 
Banking are:

(1) Continuing our targeted build-out of 
product and industry expertise;
(2) Working diligently to acquire new 
clients while tailoring solutions for our 
existing ones; and
(3) Leveraging our OneTeam Approach 
to meet the capital markets needs of all 
SunTrust clients.

STRH’s superior execution led to the ninth 
consecutive record year of investment banking 
income (up 7% compared to 2015), 5% growth 
in loans and 10% growth in deposits. Debt 
capital markets has been, and continues 
to be, a core strength of STRH where we 
have witnessed 18% annual growth in lead 
relationships since 2013. In addition, our 
advisory businesses, which take longer to 
build, are becoming greater contributors to the 
growth evidenced by the 5% year-over-year 
increase in M&A and 11% year-over-year growth 
in equity-related revenue. Our growing success 
in the equity-related businesses was most 
recently evidenced by STRH’s recognition as 
the 2016 U.S. Mid-Market Equity House of the 
Year by International Financing Review (IFR).
Congratulations to all of our STRH teammates 
for this outstanding accomplishment. 

Another key growth business for SunTrust is 
Commercial and Business Banking (CBB). Over 
the past several years, we have made strategic 
investments in talent and resources as we seek 
to transform CBB into an advisory business 
where we partner with our clients to help them 
achieve smart growth. Our strategy in this 
business has been to import the discipline 
and expertise from STRH so that our clients 
can leverage the full capabilities of the entire 
Wholesale Banking platform. We have seen 

good returns on this strategy thus far, with 
capital markets revenue from non-CIB clients 
up 24% compared to 2015. We are still in the 
early stages of executing against this strategy 
but our incremental investments are highly 
accretive given the scalable nature of this 
business, as we have already committed the 
necessary capital and have the expertise to 
meet the needs of our clients. 

Similar to CBB, SunTrust’s Commercial 
Real Estate (CRE) business has focused on 
partnering across the segment and using our 
OneTeam Approach to deliver more solutions 
for our clients. In doing so, we have increased 
capital markets-related fees by 34% year-
over-year and have grown deposit balances 
by 113% since 2011. Although CRE is a smaller 
business, we remain underweight relative to our 
opportunity and have considerable long-term 
potential for improvement and growth. The 
recent acquisition of Pillar Financial (Pillar) 
adds to the capabilities of our CRE team 
(and vice versa) and also improves our return 
profile. More specifically, our bridge financing 
capabilities and Pillar’s distribution capabilities 
are making both Pillar and our CRE team more 
effective in the marketplace. Equally important, 
Pillar’s services are fully consistent with our 
purpose by helping to finance critically needed 
affordable housing and senior housing for the 
communities we serve.

In Treasury & Payment Solutions (T&PS), we 
have been upgrading our digital capabilities 
across our small business, commercial and 
corporate cash management platforms. 2016 
included the initiation of a pilot of our new 
SunView Online Treasury Manager product that 
will be fully implemented in 2017. In addition, 
specialists within STRH and T&PS continue 
to work more effectively together to help 
our corporate clients optimize their liquidity 
strategies through the use of all products, 
including deposits. This partnership was a 
key driver in helping us deliver 10% growth in 
average Wholesale Banking deposits in 2016.

Within Consumer Banking, SunTrust has 
invested heavily in our Omni-Channel strategy 
to focus on better serving our clients when, 
where and how they choose to do business. It 
has become increasingly clear to us that the 

retail banking business is no longer centered 
on the branch but rather is a digitally centered 
business (either mobile or online) for the 
majority of our clients. Therefore, over the past 
several years, we have significantly increased 
our investment in digital capabilities as clients’ 
preferences for self-service options (such as 
mobile deposits and online banking) continue 
to grow. In 2016, Consumer Banking integrated 
the digital investing and banking experience 
to provide a comprehensive financial solution 
through SummitView, our best-in-class 
financial planning suite. 

Nonetheless, the branch system will continue 
to play a very important role in our delivery 
model, both with regard to enhancing our 
brand and meeting the more complex needs 
of our clients, the latter of which is evidenced 
by the fact that over 75% of consumer needs 
are still met in the branches. We are investing 
in our branch network by remodeling and 
refurbishing branches to help create a better 
client experience. In addition, in order to further 
meet the more complex needs of our clients, we 
increased the net number of advisory-oriented 
personnel in our branches by 5% in 2016 (most 
notably Premier Bankers and Universal Bankers). 

In addition to digital banking trends, the 
marketplace for Consumer Lending continues 
to evolve, as more consumers are moving 
toward digital offerings for small- to medium- 
ticket secured and unsecured lending. To 
capitalize on these trends, we made further 
investments in our LightStream business, 
an online platform focused on direct 
lending to prime and super prime clients 
in a manner that is low in cost and high in 
client satisfaction. LightStream loans are 
originated, owned, serviced and funded by 
SunTrust with no reliance on third parties. 
Our clients appreciate the simplicity, speed 
and convenience of LightStream, which has 
generated high satisfaction rates and, more 
importantly, repeat and referral business.  
A key component of our strategy was to 
introduce LightStream into our branches in 
2015. We have seen good results, with 25% 
of LightStream originations coming from 
a traditional SunTrust channel in 2016. We 
are highly optimistic about the trajectory of 
LightStream, and we will continue to maintain 

“Our growing success in the equity-related businesses was most recently 
evidenced by STRH’s recognition as the 2016 U.S. Mid-Market Equity House 
of the Year by International Financing Review (IFR).”
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approach over the last several years of 
managing expenses while also investing in 
growth. This remains a key priority for us and 
further improvements in efficiency will create 
increased capacity to invest in our clients, 
technology, teammates and communities. To 
mention a few: 

• As part of our Omni-Channel strategy, 
we have made deliberate and meaningful 
progress in right-sizing our branch network 
(down 17% since 2011), and have improved 
the digital banking experience for our 
clients. At the end of 2016, self-service 
consumer deposits, excluding direct 
deposits, represented 43% of total 
consumer deposits, and digital sales 
represented 23% of total sales. Both were 
up meaningfully relative to the prior year, 
and continuing these trends will help 
us further reduce the physical branch 
network by another 10% over the next 
two years (with approximately two-thirds 
of that reduction taking place in the first 
half of 2017).

•We continue to make investments that 
will help us streamline our operations 
infrastructure and digitize end-to-end 
processes. As an example, in 2016, we 
deployed nCino, our new commercial 
lending platform, in CBB which improves 
the coordination of sales, service and 
fulfillment activities while streamlining 
the lending process for clients. In 2017, 
we will deploy this throughout the rest 
of Wholesale Banking. In Mortgage, 
we launched a new portal where 
clients can submit an application, 
upload documents and track progress 
throughout the origination process. 
Digitizing the overall loan application and 
underwriting process is a trend we will 
continue to invest in. 

•Across the Company, we remain focused 
on managing our supplier relationships. 
Each line of business is looking for ways 
to make adjustments to their third-party 
contracts where the returns do not merit 
the expenditures, or where we can bring 

our focus on smart and disciplined growth. 
Additionally, our partnership with GreenSky 
supports the needs of homeowners, providing 
efficient financing for home improvement 
needs. Our credit card portfolio, while 
relatively small, grew 30% from 2015 as we 
continue to offer competitive products for our 
clients, providing them incremental returns 
for their credit card as their overall relationship 
with SunTrust expands. This model is working 
well for us, and we have received good 
recognition for it (three of our credit cards 
received Top 5 scores in a recent ranking by 
U.S. News & World Report—congratulations 
to our card teammates for this achievement). 
In total, these portfolios aggregate to $6.3 
billion as of the fourth quarter of 2016, up 
44% compared to a year ago, with significant 
growth still available.   

In 2016, as a direct result of targeted initiatives, 
our Mortgage business increased its market 
share by 10 basis points year-over-year,7

delivering $366 million in production income, 
up 36% compared to 2015. Separately, we 
have also been growing our servicing portfolio 
both organically and through acquisitions; the 
servicing portfolio is up 8% year-over-year, 
and will serve as a partial offset to declining 
origination volumes if interest rates continue to 
rise—a testament to our focus on maintaining 
and investing in a diverse business mix.

(2) Improving Efficiency 
and Returns 

EFFICIENCY
In 2016, SunTrust made further headway 
toward our objective of reducing the tangible 
efficiency ratio to under 60% by 2019. 
Over the past several years, we have made 
substantial progress as we have reduced our 
adjusted tangible efficiency ratio8 from 72% 
in 2011 to 62% in 2016. Until 2015, progress 
against this strategic goal was largely driven 
by reduced expenses. Our improvement 
this year was driven more by strong revenue 
growth which is largely due to our balanced 

the processes in-house. As an example, in 
the fourth quarter of 2016, we negotiated 
with a key supplier to drive an immediate 
reduction in outside processing costs and 
this will also continue to produce savings 
going forward. 

RETURNS
Across the Company, we have increased our 
focus on improving returns. Our ability to 
allocate capital and assess the returns on 
that capital (across the Company and at each 
sub-LOB) has improved significantly in recent 
years. In addition, return on tangible common 
equity (ROTCE) has become an increasingly 
important component of our long-term 
incentive plans and business line scorecards. 
As owners, you should be pleased, as there is 
a strong correlation between long-term total 
shareholder returns and through-the-cycle 
returns on equity. In conjunction with our 
heightened focus on returns, we have specific 
strategies in place across each business to 
improve profitability. 

• In Wholesale Banking, we have supported 
our return strategy by committing capital 
where it can generate the appropriate 
overall relationship return. We are diligent 
in ensuring our return hurdles are met 
within the context of the total client 
relationship. In Commercial Banking, as 
I stated earlier, our strategy of delivering 
the entire bank (most notably capital 
markets-related services) will improve 
returns, as we have already committed 
capital to many of these clients. 

• In Consumer Banking, we have made 
significant progress in improving the 
return profile by growing higher-return 
areas (LightStream, our partnership with 
GreenSky, credit card and student lending 
portfolios) and selling or securitizing 
assets in lower-return areas (currently 
indirect auto). As I discussed at length 
earlier, LightStream in particular has 
grown significantly since its inception as 
a result of our investments in technology 
and talent. Returns in this business will 

“...I have increased confidence that 2017 will be the sixth consecutive year  
in which we grow the earnings power of the Company, improve efficiency and
increase capital returns.”
7 Source: Inside Mortgage Finance. Represents change from FY 2015 relative to FY 2016.   
8 72.0% represent the adjusted tangible efficiency ratio. GAAP efficiency ratio for 2011 was 73.0%. Adjusted figures are intended to provide management and investors information on trends that are more comparable across 
periods and potentially more comparable across institutions. Please refer to Table 30 in the attached Form 10-K for reconciliations related to the GAAP efficiency ratio.
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continue to improve as we establish more 
scale on top of the investments we have 
already made. 

• In the Mortgage Banking segment, 
we are growing our servicing portfolio 
organically and through acquisitions, as 
we view servicing as a core competency 
and a solid ROE business. We are also 
leveraging technology and analytics 
in Consumer Direct to improve client 
retention and margins to increase ROE. 

(3) Increased Capital Returns 
to Shareholders

In 2016, we grew our business and increased 
capital returns to shareholders for the fifth 
consecutive year, increasing our total payout 
ratio2 from 62% in 2015 to 73% in 2016. 
Despite the growth in our business (average 
performing loans grew 5% year-over-year) 
and the significant increase in our payout 
ratio, we still ended the year with a strong, 
fully phased-in Basel III Common Equity 
Tier 1 ratio of 9.4%.6 We also continued to 
demonstrate one of the lowest levels of 
capital erosion of any bank undergoing the 
Federal Reserve’s CCAR process, which is 
reflective of the quality of our portfolios,  
the diversity of our loan book and our solid 
pre-provision earnings power.

Given this strong capital position, I expect 
SunTrust will continue to both grow our 
business and increase capital returns to 
shareholders, particularly as the regulatory 
landscape for the industry evolves to more 
closely match each bank’s risk profile and 
complexity. This is a particular benefit 
for SunTrust given the aforementioned 
consistently strong CCAR performance and 
our domestically focused regional bank 
business model. 

Our Purpose
To conclude, I want to discuss what I am most 
passionate about—our purpose of Lighting 
the Way to Financial Well-Being for our clients, 
communities and teammates. Our research 
indicates that financial stress is a burden 
in many lives, one that causes anxiety and 

adds to existing daily pressures. At SunTrust, 
we are committed to helping people identify 
their values and create a plan and path to 
success, so that everyone can spend more 
time enjoying the moments that truly matter 
to them. As a result, in early 2016, we ignited 
our purpose by introducing onUp, a movement 
we began to help people start the conversation 
about money with the goal of increasing 
financial confidence. We built a valuable and 
functional resource center at onUp.com, which 
includes expert articles, tools, calculators and 
plans for anyone’s use (whether or not you are 
a SunTrust client). Whatever the need may be, 
whether saving for a new addition to the family 
or setting up an emergency savings account, 
SunTrust wants to help. Our goal was to reach 
five million people in five years, and I am 
proud to report that we have engaged over one 
million people so far. 

As an extension of onUp, we began 
Momentum onUp, which aims to help 
companies equip their employees with the 
tools for financial success. Momentum onUp 
is a simple, turnkey set of tools and resources 
to help employees begin, sustain and track 
their progress toward financial confidence. We 
provide simple and practical actions to help 
people sustain the positive habits learned in 
the program. The program was in a pilot phase 
for 2016 but has already helped 12 companies 
so far and approximately 3,000 teammates 
outside of SunTrust. The initial pilot was a 
tremendous success—but don’t take my word 
for it. Read the story about Havertys on page 
23, and you’ll see why we are excited and 
gearing up for a broader launch in 2017. 

In Closing
The fourth quarter of 2016 may, in hindsight, 
have been a pivotal turning point on many 
fronts for the banking industry. We began to 
see improvements in consumer confidence, 
the Federal Reserve raised interest rates 
for only the second time in a decade, and a 
growing consensus began to emerge (both 
from regulators and politicians) that regulation 
should be tailored to a bank’s risk profile and 
contributions to systemic risk. It is my strong 
belief that SunTrust is well positioned for this 

environment, given the investments we have 
made in growth, our market position and our 
strong capital position, particularly in the context 
of our lower risk profile and non-complex 
business model.  

If we get any combination of rising rates, higher 
growth, tailored regulation and tax reform, 
SunTrust’s clients, communities and owners 
will certainly benefit. But, more importantly, 
irrespective of these potential tailwinds, I am 
excited about the organic growth initiatives 
we have within each of our businesses. 
Our opportunity set remains robust, our 
executional capabilities are improving, and we 
continue to be rewarded for our differentiated 
model. It is for these reasons that I have 
increased confidence that 2017 will be the sixth 
consecutive year in which we grow the earnings 
power of the Company, improve efficiency and 
increase capital returns. 

Lastly, I would like to acknowledge that we 
celebrated our 125th anniversary in 2016. This 
is a key milestone for SunTrust and was made 
possible by the people and businesses that trust 
us to put their needs first. To our clients and 
communities, thank you for allowing us to serve 
you over the last 125 years, and we look forward 
to the next 125 years. To our teammates, I would 
also like to personally thank each and every 
one you—it is because of your hard work and 
commitment to our purpose that I am able to 
write this letter sharing our many successes 
in 2016. What we achieved this year was notable, 
and I am honored to partner with you in 2017. 
To our owners, thank you for demonstrating
your trust by investing in our company. 2017 
will be another good year for SunTrust, and I 
am confident we will continue to generate 
value for you. 

WILLIAM H. ROGERS, JR.
CHAIRMAN AND 
CHIEF EXECUTIVE OFFICER 
SUNTRUST BANKS, INC.
FEBRUARY 22, 2017

Statements regarding our goals, objectives, strategies, priorities, future asset quality, future capital returns to investors, future growth potential and future investments are forward-looking statements. Investors are cautioned 
against placing undue reliance upon these statements since they are subject to material risks and uncertainties. We list some of the factors that could affect these statements in the attached annual report on Form 10-K at the 
beginning of Item 7, Management’s Discussion and Analysis.
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Moving Toward
Financial 
Confidence
SunTrust is dedicated to Lighting the Way to Financial Well-Being. Over the past year, we’ve taken giant 
steps toward fully realizing this purpose by dealing with a key issue that’s deeply impacting the lives of not 
only our clients, but also people across America: financial stress.

In January 2016, we launched the onUp Movement as a catalyst for social change and a call to action for 
everyone to do something positive about money and finances. Regardless of one’s income level or stage 
in life, small steps can make a big difference. The onUp Movement offers ways to help everyone gain 
control over their money and focus on what matters most.

>40%

OF AMERICANS LIVE
PAYCHECK TO PAYCHECK

40%

OF AMERICANS AND

75%

OF AMERICANS REPORT 
FEELING FINANCIAL STRESS 

60%

OF MILLENNIALS DON’T HAVE 
$2,000 FOR AN EMERGENCY
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Our Purpose 
Shapes 
Our Vision
We are in the position to take the 
lead and make a real difference 
by helping people move toward 
financial confidence. Research 
has shown that financial 
confidence is directly correlated 
to life satisfaction. When people 
are on a proper path with their 
money, they have the monetary 
preparedness to live anxiety-free. 
People are able to live 
in the moment and have 
greater life satisfaction while 
pursuing their broader goals.

As we talked to people about their 
concerns, it inspired us to take 
a stand and take action against 
the growing problem of financial 
stress in this country. Throughout 
2016, our goal was to drive 
awareness and get people to 
start moving onward and upward 
toward financial confidence.

That’s why we created onUp.com 
as a resource to the clients and 
communities we serve. It provides 
tools, inspiration and a place 
to join the movement toward 
financial confidence.

10



Get Inspired

Build Momentum

2.7
BILLION MEDIA 

IMPRESSIONS HELPED US 
SPREAD THE MESSAGE

WE COMMITTED 
TO HELPING

5
MILLION PEOPLE 

IN FIVE YEARS TAKE 
A STEP TOWARD 

FINANCIAL CONFIDENCE
We talked to thousands of people and 
businesses about their journeys from 
financial stress to confidence. Many people  
thought that financial well-being, and the 
life satisfaction that comes with monetary 
preparedness, was impossible. 

“We want to be the spark that motivates people 
to take action, and give them tools and access 
to information to move closer to FINANCIAL 
CONFIDENCE... We have an opportunity and 
an obligation to help them and others in our 
communities achieve financial wellness.”
– William H. Rogers, Jr. 

SunTrust Chairman and Chief Executive Officer

Take a Stand1. 2.

3. 4.

We believe that financial well-being is about 
having alignment between what you value 
and where you choose to spend your money. 
And we believe everyone can achieve the 
financial confidence to pursue a LIFE WELL 
SPENT. Everyone.

We needed to change the conversation 
about money and get people talking. So we 
decided to lead a national movement for 
financial well-being. 

Take Action

Every line of business within SunTrust is 
committed to tackle this problem head-on. 
To make a real impact, we had to think big: 
five million people taking action against financial 
stress by starting a conversation with us. 

We launched our movement during Super 
Bowl® 50, with an ad designed to become a 
catalyst for social change and a call to action 
for Americans to consider doing something 
positive about money and finances—to take 
a step ONWARD AND UPWARD toward 
financial confidence.

Throughout 2016, people across the country 
embraced the new SunTrust movement and 
joined in the call to move onUp from stress 
to confidence.

It’s impacted our business, too—helping 
us DO WELL BY DOING GOOD. Revenue 
growth is up. Deposit growth is up. Brand 
consideration is up. 

5.8%

INCREASE IN BRAND 
CONSIDERATION (YOY)

SHOWS WE CAN DO WELL 
BY DOING GOOD

The true impact of the onUp Movement can be seen in the effect 
it has on the communities we serve, and on the lives of our 
teammates and our clients. These success stories are what drive 
us forward, to truly demonstrate what it means to be Lighting 
the Way to Financial Well-Being.

TAKE THE NEXT STEP WITH US

THE ONUP 
MOVEMENT REACHED

1+
MILLION PARTICIPANTS  

IN THE FIRST YEAR
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Communities
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“The journey was difficult, but it opened my eyes 
to the importance of financial literacy, and I began 
to make some major changes in my life.”

SUNTRUST AND OPERATION HOPE 
HELP RECOVER FINANCIAL HEALTH 
AFTER ILLNESS 

HIS STEPS: RESET AND REENERGIZE

“I learned the importance of financial planning 
the hard way. I’ve served in the Atlanta Police 
Department since 2012, but a rare chronic 
illness put me in the hospital and out of 
commission for almost a year. 

“I had some disability insurance, but the 
thought of needing to save for emergencies 
such as this one was not on my radar. So 
there I was, 22 years old, no emergency 
savings, not being able to work and trying 
to recover my health—talk about feeling 
financial stress. 

“I was worried. I was constantly thinking: ‘How 
will I pay for my car? Will I be able to go back 
to work? How will I pay for the medical bills? 
What now? What’s next?’

“The journey was difficult, but it opened my 
eyes to the importance of financial literacy, 
and I began to make some major changes in 
my life. I took advantage of the free financial 
education and counseling services provided 
to Atlanta Police Department employees 
through HOPE Inside Atlanta Police 

Department, a program offered in partnership 
with Operation HOPE, the Atlanta Police 
Foundation and SunTrust. I read financial 
blogs daily. I even hired a financial planner. 

“Now, I am planning for retirement and 
sticking to a strict budget. I use a prepaid 
debit card for gas and food for every two 
weeks. This way, I keep myself from swiping 
my debit card every time I want something. 
In addition, I am building my savings and am 
making allowances for unexpected situations 
which may arise.

“Hitting that bump in the road made me 
more motivated than ever to continue 
pursuing lifelong dreams. Ever since I was 
a kid, I’ve had a passion for real estate. My 
mom was a landlord, and I remember helping 
her with the painting and maintenance of her 
property. My goal is to buy one rental property 
each year until I have 10. With a better 
understanding of my finances, I am on track 
to buy my first rental property next year, and I 
have a plan to reach my dream.

“Fortunately, I’m back on duty and am more 
confident about my finances. I want to use 
what I have learned through my experience 
to inspire others to take steps toward their 
financial confidence.”

Learning 
to Adapt

Shakeel Alleyne 

Police officer, Atlanta Police Department 
Community Liaison Unit
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Putting the 
Focus on “We”

Helping people like Officer Alleyne achieve financial confidence benefits not just those individuals, but also 
the communities we serve. We believe a strong community is the foundation for the lives of all who live 
and work in it—and we’re doing our part by investing in the financial stability of our communities through 
both the SunTrust Foundation and SunTrust Bank.

2016 SUNTRUST FOUNDATION ACCOMPLISHMENTS

Championing Financial Well-Being

The SunTrust Foundation invested over $16.6 MILLION IN GRANTS in 2016 to help 
not-for-profit organizations develop financial tools that can help increase financial literacy 
and make a real difference in people’s lives.

Supporting 
Communities 
in Crisis

Hurricane Relief 
We were on the front lines of the disaster 
relief efforts after Hurricane Matthew, with 
donations to the American Red Cross and 
teammate support to ensure our clients had 
access to finances 

Aiding Orlando 
In our Orlando community, we provided aid 
to families affected by the tragic shootings at 
Pulse nightclub

Autism Speaks
Financial Planning Toolkit for families 
with special needs 

Florida International 
University
Financial Wellness Clinic

Georgia State University
Financial Management Center and 
a GSU/SunTrust National Playbook  

Junior Achievement (JA)
Lead grantee for JA Finance Park in Tampa to 
provide financial education for students

Operation HOPE
Digitized and expanded learning curriculum

United Way Worldwide
Online financial portal

Virginia Union University
Financial education for students, parents 
and community

15
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Giving 
Teammates 
Ways to Help

Our teammates pledged more than $6.5 million 
in 2016, the most in our Company’s history, 
to help people take steps toward financial 
confidence. They also logged 237,000 hours of 
volunteer time.

Providing a 
Gathering Place

SunTrust Park opens in April 2017 not only as 
the home of the Braves, but also as a catalyst to 
spread our message of financial confidence to 
baseball fans through the onUp Experience. This 
comprehensive interactive experience space will 
bring to life our relationship with the Braves and 
the onUp Movement—turning baseball fans into 
SunTrust fans.

Honoring Those 
Who Serve

In 2016, we originated over $1.8 billion of VA 
mortgages, helping thousands of veterans 
and their families buy, build or renovate 
a house. And through our military hire 
mentoring program, new veteran teammates 
receive mentors, guidance and support to 
help transition into the civilian workforce.

$29
BILLION IN MORTGAGES

$7.0
BILLION IN LOANS 
TO NEARLY 4,500 

SMALL AND COMMERCIAL 
BUSINESS CLIENTS

SunTrust reinvests in the 
communities we serve, 
providing the funds that 
stimulate economic growth and 
create jobs, and also laying the 
groundwork to drive confidence 
and hope for the future. 

Through the onUp Movement, 
SunTrust was able to raise 
$250,000 in donations to 
Operation HOPE, a leading global 
provider of financial education 
and empowerment programs, to 
help light the way toward financial 
confidence for all.

We will expand our HOPE Inside 
program from seven existing 
branch locations to 200 by 
2020 to help provide financial 
counseling to 150,000 annually.

Building 
Community 
Confidence

2016 SUNTRUST BANK ACCOMPLISHMENTS

Investing in 
Community 
Growth

$2.8
BILLION IN 
SUPPORT 

FOR AFFORDABLE 
HOUSING AND 

COMMUNITY 
DEVELOPMENT 

PROJECTS 
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“Our ‘aha’ moment came when my husband and I 
sat down to list out our priorities. We outlined where we 
were spending versus what was most important to us.”

BALANCING FINANCES WITH FAMILY

OUR STEPS: CLARIFY & PLAN

“Several years ago when we learned we were 
pregnant, we were elated. Then we learned we 
were having twins, and we were overwhelmed. 
Double the blessing, double the love, 
right? But also double the diapers, clothes, 
food and, well, everything. Then pile on a 
mortgage, car payments, school loans AND 
another pregnancy (yes, three kids two years 
old and under!), and suddenly we felt trapped. 
While trying to care for our family, we were 
also desperately trying to make ends meet.  
Talk about losing sleep.

“The Momentum onUp for Teammates 
program was my saving grace. I learned 
valuable money management skills, including 
this liberating secret: your finances don’t have 
to overwhelm you—you just have to align 
them with your priorities. 

“Our ‘aha’ moment came when my husband 
and I sat down to list out our priorities. We 
outlined where we were spending versus 
what was most important to us. That helped 
us realize our little girl didn’t need designer 
dresses, but we did want a trip to Disney. 
When you understand what matters most to 
you, you’ll save and spend accordingly.

“Now our family is laser-focused with our top 
10 financial priorities. We’ve even established 
an emergency fund—that’s life changing!”

Focusing 
on What
Matters

Jessica Otero

SunTrust social media manager and millennial mom
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Confidence 
Starts with Us

At SunTrust, our purpose begins with our teammates by helping them focus on their financial, physical 
and professional well-being. Because when we all feel confident, it’s easier to help others do the same.

2016 ACCOMPLISHMENTS

More than 15,000 teammates are participating 
in Momentum onUp for Teammates, a 
program to help them better manage their 
personal finances and take steps toward 
financial confidence. As a result, 73% of our 
teammates say they’re better prepared to 
handle a $2,000 unexpected expense. And 
they’re also sharing what they’ve learned with 
family and friends.  

Through our annual teammate engagement 
survey, we seek feedback from our teammates 
about how we can help them continue to 
have more great days at work. Engagement 
indices remain ahead of the financial services 
benchmark and are competitive with top-tier
global corporations. Teammates continue 
to take steps toward achieving financial 
confidence, and more of them are in their 
desired financial shape. We continue to raise 
awareness around the well-being elements 
that impact work and that realize our purpose 
first with teammates. 

15
THOUSAND TEAMMATES 

PARTICIPATED 
IN MOMENTUM ONUP

73%

OF TEAMMATES SAY THEY 
ARE BETTER PREPARED FOR 

UNEXPECTED EXPENSES

Helping Advance Financial Well-Being

“We’re partnering with our teammates on their journeys toward 
financial confidence by providing purpose-aligned programs and tools 

focused on their wealth, health and a life well spent.”Margaret Callihan

Chief Human Resources Officer
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Taking Care 
of Our Physical 
Well-Being

Investing in 
Our Future

Through our Professional Banking Operations 
and Leadership Program and myCareer site, 
teammates can access career resources to 
enhance their professional development and 
leadership skills. 

Making Everyone 
Feel Welcome

Our eight affinity groups, called Teammate 
Networks, include more than 3,000 
teammates who promote our inclusive 
culture by giving teammates opportunities 
to share the onUp Movement, volunteer, 
develop leadership skills, recruit and connect 
with other leaders to make the most of our 
diverse backgrounds.

Bringing the 
Movement 
to Life

We chose more than 400 passionate 
teammates who participated in Momentum 
onUp to serve as Purpose Ambassadors. 
Their goal is to help us spread our onUp 
Movement by sharing their personal financial 
wellness stories and inspiring others to take 
steps toward financial well-being.

All of our teammates inspire us by their 
actions. Each year, everyone receives a “Day 
of Purpose”—a paid day off to take actions 
to get their personal finances in order, as well 
as an additional paid day off to volunteer in 
their communities.

5
CONSECUTIVE YEARS 

OF PROVIDING 
SCHOLARSHIPS

FOR CHILDREN OF 
TEAMMATES   

400
TEAMMATES SERVE AS 

PURPOSE AMBASSADORS

16
WEEKS PAID MATERNITY 
AND PARENTAL LEAVE 

FOR NEW PARENTS

3
THOUSAND TEAMMATES 

PARTICIPATE IN 
AFFINITY GROUPS 

When you feel healthy, you’re more confident. 
Our teammates have access to on-site health 
clinics, health screenings and discounted 
physical activity trackers. Through our 
partnership with RedBrick Health, they 
have health coaches and other tools to 
make healthier lifestyle changes. And our 
innovative health care portal provides 
information teammates need to make 
decisions on their benefits with confidence. 

To support teammates who are adding to 
their family, in 2016 we introduced 16 weeks 
of paid maternity leave to birth moms and 
six weeks of paid parental leave to fathers/
domestic partners and adoptive parents.
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BUILDING CONFIDENCE 
AND ENGAGEMENT 

THEIR NEXT STEPS: TRAIN & EMPOWER

When employees aren’t confident about 
their finances, they spend more time dealing 
with and stressing about the issue at work, 
impacting overall happiness and productivity.

After more than two years of internal 
development and building on the experience 
of our teammates, SunTrust launched 
Momentum onUp to help corporate partners 
empower their employees to start the journey 
toward financial confidence. 

One of the first partners we approached 
was Havertys Furniture Companies, a 
retail furniture company founded in 1885, 
which has grown to become one of the top 
furniture retailers in the south and central 
United States.

“Havertys is proud to be one of the first to 
pilot the Momentum onUp program. We 
launched it initially with a select number 

of employees, and the results have been 
incredibly impressive. 

“Of the employees that have participated in 
the program:

• 99% now own an emergency 
savings account

• 84% live by a budget
• 96% are investing for retirement, 

and 46% increased their 
retirement contributions

• 94% know their credit score

“The program focuses on the idea that what’s 
really important for an individual should guide 
their spending, and that does more than 
teach you about finances. It motivates you to 
take finances seriously.

“Employees that have been with us for more 
than 15 years are stopping me in the halls 
to share how meaningful the program is to 
them. ‘This is the most important thing that 
the company has ever done for me,’ they’ll 
say. It is kind of overwhelming; I’ve been 
blown away by it.” 

Financial
Wellness 
for All

Clarence H. Smith, President and Chief Executive Officer

Havertys Retail Furniture and Accessories

“Employees that have been with us for more than 15 years 
are stopping me in the halls to share how meaningful the 
program is to them. ‘This is the most important thing that 
the company has ever done for me,’ they’ll say.”
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Smart Ideas That 
Fit Your Goals
Throughout 2016, we rolled out programs that help our clients across all lines of business better 
understand their financial choices and provide guidance to help move them toward financial confidence.

2016 ACCOMPLISHMENTS

Consumer Wholesale

HELPED NEARLY HALF A MILLION CLIENTS 
take steps toward financial confidence online 
through onUp.com and in person at our banking 
centers through our needs-met framework

REACHED $2 BILLION IN ORIGINATIONS
through our online lending platform, 
LightStream, which provides loans for a 
variety of clients’ financial needs such 
as buying cars or completing home 
improvement projects

AWARDED TOP 5 SCORES for three of our 
credit card products by U.S. News & World 
Report as a result of the unique value 
proposition our credit cards offer to clients

ENHANCED MOBILE BANKING by including 
the ability to open a new account, obtain 
FICO scores for credit card clients and view 
an integrated investing and banking digital 
platform for SummitView clients

Mortgage

RECOGNIZED AS “2016 MIDDLE-MARKET 
EQUITY HOUSE OF THE YEAR” by 
International Financing Review, which made 
note of SunTrust Robinson Humphrey’s equity 
platform’s growth in capabilities and its 
middle-market focus  

GAVE CORPORATE CLIENTS A PLATFORM
(Momentum onUp) that enables their 
teammates to gain financial confidence by 
piloting our financial fitness program with 12 
corporate clients 

IMPROVED LOAN CYCLE TIMES and the  
end-to-end experience for clients and 
teammates by making further investments 
in nCino, a loan origination platform 

ACQUIRED PILLAR FINANCIAL, which helps 
finance critically needed affordable housing and 
senior housing for the communities we serve 

INTRODUCED A MORTGAGE DIGITAL 
TRACKER which helped reduce clients’ stress 
levels during the origination experience 
by giving them the ability to check on the 
progress of their loans throughout the 
origination process 

STRENGTHENED OUR FIRST-TIME 
HOMEBUYER EDUCATION and outreach 
programs to help clients as they consider this 
most significant investment

REDUCED CLIENTS’ MONTHLY INTEREST 
PAYMENTS by refinancing 56,787 mortgages 
in 2016

HELPED OVER 15,000 low- to moderate-
income households qualify for a mortgage
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EXECUTIVE OFFICERS

William H. Rogers, Jr.1
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Dallas S. Clement2,4

Executive Vice President and 
Chief Financial Officer
Cox Enterprises, Inc.
Atlanta, Georgia

Paul R. Garcia3,5

Former Chairman and 
Chief Executive Officer
Global Payments Inc.
Atlanta, Georgia

M. Douglas Ivester1,4,5
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Deer Run Investments, LLC 
Atlanta, Georgia

Kyle Prechtl Legg1,2,3

Former President and 
Chief Executive Officer
Legg Mason Capital Management 
Baltimore, Maryland

Donna S. Morea3,5
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Adesso Group
Royal Oak, Maryland
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Frank P. Scruggs, Jr.3,5
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Berger Singerman LLP
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Chief Financial Officer
Lockheed Martin Corporation
Bethesda, Maryland

Thomas R. Watjen1,2,4

Chairman of the Board 
Unum Group 
Chattanooga, Tennessee

Dr. Phail Wynn, Jr.1,2,4

Vice President, 
Durham and Regional Affairs 
Duke University 
Durham, North Carolina

William H. Rogers, Jr.
Chairman and Chief Executive Officer

Jorge Arrieta
General Auditor

Margaret L. Callihan
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Mark A. Chancy
Vice Chairman – Consumer Segment Executive

Anil T. Cheriyan
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Hugh S. (Beau) Cummins, III
Wholesale Segment Executive
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SHAREHOLDER INFORMATION

Corporate Mailing Address
SunTrust Banks, Inc. 
P.O. Box 4418 
Center 645 
Atlanta, GA 30302-4418

Notice of Annual Meeting
The Annual Meeting of Shareholders will be 
held on Tuesday, April 25, 2017 at 9:30 a.m. 
EST in Suite 105 on the first floor of SunTrust 
Plaza Garden Offices, 303 Peachtree Center 
Avenue, Atlanta, Georgia.

Stock Trading
SunTrust Banks, Inc. common stock is traded 
on the New York Stock Exchange (NYSE) 
under the symbol STI. 

Corporate Headquarters
SunTrust Banks, Inc. 
303 Peachtree Street, NE 
Atlanta, GA 30308 
800.SUNTRUST

Quarterly Common Stock Prices 
and Dividends 
The quarterly high, low and close prices of 
SunTrust’s common stock for each quarter 
of 2016 and 2015 and the dividends paid per 
share are shown below. 

Shareholder Services
Registered shareholders of SunTrust Banks, 
Inc. who wish to change the name, address or 
ownership of common stock, or to report lost 
certificates or consolidate accounts, should 
contact our transfer agent:
Computershare 
P.O. Box 30170
College Station, TX 77842-3170
866.299.4214 
www.computershare.com

For general shareholder information, contact 
Investor Relations at 877.930.8971.

Investor Relations Website 
To find the latest investor information about 
SunTrust, including stock quotes, news releases, 
corporate governance information and financial 
data, go to investors.suntrust.com. 

Analyst Information 
Analysts, investors and others seeking 
additional financial information should contact:
 Ankur Vyas
Director of Investor Relations 
and Assistant Treasurer
SunTrust Banks, Inc.
P.O. Box 4418
Mail Code: GA-ATL-645
Atlanta, GA 30302-4418
877.930.8971
If you wish to contact Investor Relations via 
email, please use the “Contact IR” link on the 
Investor Relations website.

Client Information
For assistance with SunTrust products 
and services, call 800.SUNTRUST or 
visit suntrust.com.   

Website Access to United States Securities 
and Exchange Commission Filings 
All reports filed electronically by SunTrust 
Banks, Inc. with the United States Securities 
and Exchange Commission, including the 
annual report on Form 10-K, quarterly reports 
on Form 10-Q, current event reports on Form 
8-K, and amendments to those reports filed 
or furnished pursuant to Section 13(a) or 15(d) 
of the Exchange Act, are accessible as soon as 
reasonably practicable at no cost on the Investor 
Relations website at investors.suntrust.com. 

Credit Ratings
Ratings as of December 31, 2016.

Market Price
Dividends

PaidQuarter Ended High Low Close

2016

December 31 $56.48 $43.41 $54.85 $0.26

September 30 44.61 38.75 43.80 0.26

June 30 44.32 35.10 41.08 0.24

March 31 42.04 31.07 36.08 0.24

2015

December 31 $45.24 $36.79 $42.84 $0.24

September 30 45.84 37.09 38.24 0.24

June 30 44.69 40.40 43.02 0.24

March 31 43.23 36.52 41.09 0.20

Moody’s
Standard 
& Poor’s Fitch

Bank Level

Long-term ratings 

Deposits A1 A- A

Senior debt Baa1 A - A-

Subordinated debt Baa1 BBB+ BBB+

Short-term ratings P-1 A-2 F1

Corporate Level

Long-term ratings 

Senior debt Baa1 BBB+ A-

Subordinated debt Baa1 BBB BBB+

Preferred stock Baa3 BB+ BB

Ratings Outlook Stable Stable Stable
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