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ý ANNUAL REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
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OR
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Securities registered pursuant to Section 12(b) of the Act:
Title of each class Name of each exchange on which registered
Common Stock, $.01 Par Value New York Stock Exchange
Securities registered pursuant to Section 12(g) of the Act: None
Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act.
 ý  Yes  ¨  No
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the
Act.  ¨  Yes  ý  No
Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the
Securities Exchange Act of 1934 during the preceding 12 months (or for such shorter period that the registrant was
required to file such reports), and (2) has been subject to such filing requirements for the past 90 days. ý  Yes  ¨  No
Indicate by check mark whether the registrant has submitted electronically and posted on its corporate Web site, if
any, every Interactive Data File required to be submitted and posted pursuant to Rule 405 of Regulation S-T
(§232.405 of this chapter) during the preceding 12 months (or for such shorter period that the registrant was required
to submit and post such files). ý  Yes  ¨  No
Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K (§229.405 of this
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proxy or information statements incorporated by reference in Part III of this Form 10-K or any amendment to this
Form 10-K. ý
Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer,
or a smaller reporting company. See the definitions of “large accelerated filer,” “accelerated filer” and “smaller reporting
company” in Rule 12b-2 of the Exchange Act.
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Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange
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The aggregate market value of the voting stock held by non-affiliates of the registrant as of June 28, 2013, was
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CAUTIONARY STATEMENT CONCERNING FORWARD-LOOKING STATEMENTS
Investors are cautioned that certain statements contained in this report as well as some statements in periodic press
releases and some oral statements made by our officials during our presentations are “forward-looking” statements.
Forward-looking statements include, without limitation, any statement that may project, indicate or imply future
results, events, performance or achievements, and may contain the words “expect”, “intend”, “plan”, “anticipate”, “estimate”,
“believe”, “will be”, “will continue”, “will likely result”, and similar expressions, or future conditional verbs such as “may”, “will”,
“should”, “would”, and “could.” In addition, any statement concerning future financial performance (including future
revenues, earnings or growth rates), ongoing business strategies or prospects, and possible actions taken by us or our
subsidiaries are also forward-looking statements. These forward-looking statements involve external risks and
uncertainties, including, but not limited to, those described under the section entitled “Risk Factors” included herein.
Forward-looking statements are based on current expectations and projections about future events and are inherently
subject to a variety of risks and uncertainties, many of which are beyond the control of our management team. All
forward-looking statements in this report and subsequent written and oral forward-looking statements attributable to
us, or to persons acting on our behalf, are expressly qualified in their entirety by these risks and uncertainties. These
risks and uncertainties include, among others:

•our failure to continue to attract and license new recruits, retain sales representatives, or license or maintain the
licensing of our sales representatives;
•changes to the independent contractor status of our sales representatives;
•our or our sales representatives’ violation of, or non-compliance, with laws and regulations;
•our or our sales representatives' failure to protect the confidentiality of client information;

•differences between our actual experience and our expectations regarding mortality, persistency, expenses and
investment yields as reflected in the pricing for our insurance policies;
•the occurrence of a catastrophic event that causes a large number of premature deaths of our insureds;

•changes in federal and state legislation and regulation, including other legislation or regulation that affects our
insurance and investment product businesses;
•our failure to meet risk-based capital standards or other minimum capital or surplus requirements;

•a downgrade or potential downgrade in our insurance subsidiaries’ financial strength ratings or in the investment grade
credit ratings for our senior unsecured debt;
•the effects of credit deterioration and interest rate fluctuations on our invested asset portfolio;
•incorrectly valuing our investments;
•inadequate or unaffordable reinsurance or the failure of our reinsurers to perform their obligations;
•the failure of, or legal challenges to, the support tools we provide to our sales force;
•heightened standards of conduct or more stringent licensing requirements for our sales representatives;
•inadequate policies and procedures regarding suitability review of client transactions;
•the inability of our subsidiaries to pay dividends or make distributions;
•our ability to generate and maintain a sufficient amount of working capital;
•our non-compliance with the covenants of our senior unsecured debt;
•legal and regulatory investigations and actions concerning us or our sales representatives;
•the loss of key personnel;

•the failure of our information technology systems, breach of our information security or failure of our business
continuity plan; and
•fluctuations in Canadian currency exchange rates.
Developments in any of these areas could cause actual results to differ materially from those anticipated or projected
or cause a significant reduction in the market price of our common stock.
The foregoing list of risks and uncertainties may not contain all of the risks and uncertainties that could affect us. In
addition, in light of these risks and uncertainties, the matters referred to in the forward-looking statements contained in
this report may not in fact occur. Accordingly, undue reliance should not be placed on these statements. We undertake
no obligation to publicly update or revise any forward-looking statements as a result of new information, future events
or otherwise, except as otherwise required by law.
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PART I
ITEM 1. BUSINESS.
Primerica, Inc. (“Primerica”, “we”, "us" or the "Parent Company") is a leading distributor of financial products to middle
income households in the United States and Canada with approximately 95,600 licensed sales representatives at
December 31, 2013. We assist our clients in meeting their needs for term life insurance, which we underwrite, and
mutual funds, annuities and other financial products, which we distribute primarily on behalf of third parties. We
insured more than 4.3 million lives and maintained approximately two million investment accounts on behalf of our
clients at December 31, 2013. Our distribution model uniquely positions us to reach underserved middle income
consumers in a cost effective manner and has proven itself in both favorable and challenging economic environments.
Our mission is to serve middle income families by helping them make informed financial decisions and providing
them with a strategy and means to gain financial independence. Our distribution model is designed to:

•

Address our clients' financial needs.    Our sales representatives primarily use our proprietary financial needs analysis
tool (“FNA”) and an educational approach to demonstrate how our products can assist clients to provide financial
protection for their families, save for their retirement and other needs, and manage their debt. Typically, our clients
are the friends, family members and personal acquaintances of our sales representatives. Meetings are generally held
in informal, face-to-face settings, usually in the clients' homes.

•

Provide a business opportunity.    We provide an entrepreneurial business opportunity for individuals to distribute our
financial products. Low entry costs and the ability to begin part-time allow our sales representatives to supplement
their income by starting their own independent businesses without incurring significant start-up costs or leaving their
current jobs. Our unique compensation structure, technology, training and back-office processing are designed to
enable our sales representatives to successfully grow their independent businesses.
Corporate Structure
We conduct our core business activities in the United States through three principal entities, all of which are direct or
indirect wholly owned subsidiaries of the Parent Company:
•Primerica Financial Services, Inc. (“PFS”), our general agency and marketing company;
•Primerica Life Insurance Company (“Primerica Life”), our principal life insurance underwriting company; and

•PFS Investments Inc. (“PFS Investments”), our investment and savings products company, broker-dealer and registered
investment advisor.
Primerica Life is domiciled in Massachusetts, and its wholly owned subsidiary, National Benefit Life Insurance
Company (“NBLIC”), is a New York life insurance underwriting company.
We conduct our core business activities in Canada through three principal entities, all of which are indirect wholly
owned subsidiaries of the Parent Company:

•Primerica Life Insurance Company of Canada (“Primerica Life Canada”), our Canadian life insurance underwriting
company;
•PFSL Investments Canada Ltd. ("PFSL Investments Canada"), our Canadian licensed mutual fund dealer; and
•PFSL Fund Management Ltd. ("PFSL Fund Management"), our Canadian investment funds manager.
Primerica, Inc. was incorporated in the United States as a Delaware corporation in October 2009 to serve as a holding
company for the Primerica businesses (collectively, the "Company"). Our businesses, which prior to April 1, 2010
were wholly owned indirect subsidiaries of Citigroup Inc. ("Citigroup"), were transferred to us by Citigroup on April
1, 2010 in a reorganization pursuant to which we completed an initial public offering in April 2010 (the "IPO"). On
March 31, 2010, we entered into certain reinsurance transactions with affiliates of Citigroup (the "Citigroup
reinsurers") and ceded between 80% and 90% of the risks and rewards of our term life insurance policies that were in
force at year-end 2009.
Our Clients
Our clients are generally middle income consumers, which we define as households with $30,000 to $100,000 of
annual income. According to the 2012 U.S. Census Bureau Current Population Survey, the latest period for which data
is available, approximately 50% of U.S. households fall in this range. We believe that we understand the financial
needs of the middle income segment well:
•
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They have inadequate or no life insurance coverage.    Individual life insurance sales in the United States declined
from 12.5 million policy sales in 1975 to 6.2 million policy sales in 2012, the latest period for which data is available,
according to the Life Insurance Marketing and Research Association International, Inc. ("LIMRA"), a
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worldwide association of insurance and financial services companies. We believe that term life insurance, which we
have provided to middle income clients for many years, is generally the best option for them to meet their life
insurance needs.

•

They need help saving for retirement and other personal goals.    Middle income families continually find it
challenging to save for retirement and other goals. By developing personalized savings programs for our clients using
our proprietary FNA and offering a wide range of mutual funds, annuities, managed accounts and segregated fund
products sponsored and managed by reputable firms, our sales representatives are well equipped to help clients
develop long-term savings plans to address their financial needs.

•

They need to reduce their consumer debt.    Many middle income families have numerous debt obligations from credit
cards, auto loans, and home mortgages. We help our clients address these financial burdens by providing personalized
client-driven debt resolution techniques and third party referrals that can help them reduce and ultimately pay off their
debts.

•
They prefer to meet face-to-face when considering financial products.    Historically, middle income consumers have
indicated a preference to meet face-to-face when considering financial products or services. As such, we have
designed our business model to address this preference in a cost-effective manner.
Our Distribution Model
Our distribution model, which is based on a traditional insurance agency model and borrows aspects from franchising
and direct sales, is designed to reach and serve middle income consumers efficiently through direct selling to
customers by our sales representatives. Key characteristics of our unique distribution model include:

•

Independent entrepreneurs:    Our sales representatives are independent contractors building and operating their
own businesses. This business-within-a-business approach means that our sales representatives are entrepreneurs who
take responsibility for selling products, recruiting sales representatives, setting their own schedules and managing and
paying the expenses associated with their sales activities, including office rent and administrative overhead, with
minimal start-up costs.

•

Part-time opportunity:    By offering a flexible part-time opportunity, we are able to attract a significant number of
recruits who desire to earn supplemental income and generally concentrate on smaller-sized transactions typical of
middle income consumers. Our sales representatives distribute our products directly to consumers, and therefore our
business opportunity does not require recruits to purchase and resell our products. Our sales representatives are able to
join our sales force at minimal expense, and they receive technological support, pre-licensing training and licensing
examination preparation programs. Virtually all of our sales representatives begin selling our products on a part-time
basis, which enables them to hold jobs while exploring an opportunity with us.

•

Incentive to build distribution:    When a sale is made, the selling representative receives a commission, as does the
representative who recruited and supervises him or her, which we refer to as override compensation. Override
compensation is paid through several levels of the selling representative's recruitment and supervisory organization.
This structure motivates existing sales representatives to grow our sales force and provides them with commission
income from the sales completed by their recruits.

•

Sales force leadership: A sales representative who has built a successful organization and has obtained his or her life
insurance license can achieve the sales designation of Regional Vice President ("RVP"), which entitles him or her to
earn higher compensation and bonuses. RVPs are independent contractors who open and operate offices for their sales
organizations and devote their full attention to their Primerica businesses. RVPs also support and monitor the
part-time sales representatives on whose sales they earn override commissions in compliance with applicable
regulatory requirements. RVPs' efforts to expand their businesses are a primary driver of our success.
•Innovative compensation system:    We have developed an innovative system for compensating our independent sales
force that is contingent upon product sales. We advance to our sales representatives a significant portion of their
insurance commissions upon their submission of an insurance application and the first month's premium payment. In
addition to being a source of motivation, this upfront payment provides our sales representatives with immediate cash
flow to offset costs associated with originating the business. In addition, monthly production bonuses are paid to
RVPs whose downline sales organizations meet certain sales levels. With compensation tied to sales activity, our
compensation approach accommodates varying degrees of individual productivity, which allows us to effectively use
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a large group of part-time sales representatives while providing a variable cost structure. In addition, we incentivize
our RVPs with equity compensation on a quarterly basis, which aligns their interests with those of our stockholders.

•
Large, dynamic sales force:    Members of our sales force primarily serve their friends, family members and personal
acquaintances through individually driven networking activities. We believe that this warm market approach is an
effective way to distribute our products because it facilitates face-to-face interaction initiated by a
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trusted acquaintance of the prospective client, which is difficult to replicate using other distribution approaches. Due
to the large size of our sales force and our active recruiting of new sales representatives, our sales force is able to
continually access an expanding base of prospective clients without engaging costly media channels.

•

Motivational culture:    In addition to the motivation for our sales representatives to achieve financial success, we seek
to create a culture that inspires and rewards our sales representatives for their personal successes and those of their
sales organizations through sales force recognition events and contests. We also use in-house television broadcasts
and local, regional and national meetings to inform and teach our sales representatives, as well as facilitate
camaraderie and the exchange of ideas across the sales force organization. These initiatives encourage and empower
our sales representatives to develop their own successful sales organizations as part of Primerica.
Structure and Scalability of Our Sales Force
New sales representatives are recruited by existing sales representatives. When these new recruits join our sales force,
they are assigned an upline relationship with the sales representative who recruited them and with the recruiting sales
representative's respective upline RVP organization. As new sales representatives are successful in recruiting other
sales representatives, they begin to build their own organization of sales representatives who become their downline
sales representatives. We encourage our sales representatives to bring in new recruits to build their own sales
organizations, enabling them to earn override commissions on sales made by members of their downline organization.
While the substantial majority of our sales representatives are part-time, approximately 4,400 sales representatives
served as full-time RVPs at December 31, 2013. RVPs establish and maintain their own offices, which we refer to as
field offices. Additionally, they are responsible for funding the costs of their administrative staff, marketing materials,
travel and training and certain exclusive recognition events for the sales representatives in their respective downline
organizations. Field offices provide a location for conducting recruiting meetings, training events and sales-related
meetings, disseminating our Internet-streamed TV programming, conducting compliance functions, and housing field
office business records.
Our sales-related expenses are largely variable costs that fluctuate with product sales volume. Sales-related expenses
consist primarily of sales commissions and incentive programs for our sales representatives, as well as costs
associated with information technology, compliance, administrative activities, sales management, and training.
With support provided by our home office staff, RVPs play a major role in training, motivating and monitoring our
sales representatives. Because the sales representative's compensation grows with the productivity of his or her
downline organization, our distribution model provides financial rewards to sales representatives who successfully
develop, support and monitor productive sales representatives. Furthermore, we have developed proprietary tools and
technology to enable our RVPs to reduce the time spent on administrative responsibilities associated with their sales
organizations so they can devote more time to the sales and recruiting activities that drive our growth. We believe that
our tools and technology, coupled with our bonus and equity incentive award programs, further incentivize our sales
representatives to become RVPs.
To encourage our most successful RVPs to build large downline sales organizations that generate strong sales
volumes, we established the Primerica Ownership Program to provide qualifying RVPs a contractual right, upon
meeting certain criteria, to sell their Primerica businesses to another RVP or transfer it to a qualifying family member.
Both the structure of our sales force and the capacity of our support capabilities provide us with a high degree of
scalability as we grow our business. Our support systems and technology are capable of supporting a large sales force
and a high volume of transactions. In addition, by sharing training and compliance activities with our RVPs, we are
able to grow without incurring proportionate overhead expenses.
Recruitment of Sales Representatives
The recruitment of sales representatives is undertaken by our existing sales representatives, who identify prospects
and share with them the benefits of associating with our organization. Our sales representatives showcase our
organization as dynamic and capable of improving lives by demonstrating the success achieved by the members of our
sales force.
After the initial contact, prospective recruits typically are invited to an opportunity meeting, which is conducted by an
RVP. The objective of an opportunity meeting is to inform prospective recruits about our mission and their
opportunity to join our sales force. At the conclusion of each opportunity meeting, prospective recruits are asked to
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preparation programs, as well as to cover their licensing exam registration costs, which are provided by the Company
generally at no additional charge. Recruits are not obligated to purchase any of our products in order to become sales
representatives, though they may
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elect to purchase our term life insurance to provide financial protection for their families or our investment and
savings products to save for their retirement and other needs.
Our sales force is our sole distribution channel for our term life insurance and investment and savings products, and
our success depends on the ongoing recruitment, training and licensing of new sales representatives. Recruits may
become our clients or provide us with access to their friends, family members and personal acquaintances. As a result,
we continually work to improve our systematic approach to recruiting and training new sales representatives so they
can obtain the licensing and skills necessary for success.
Similar to other distribution systems that rely upon part-time sales representatives and typical of the life insurance
industry in general, we experience wide disparities in the productivity of individual sales representatives. Many new
recruits do not get licensed, mainly due to the time commitment required to obtain licenses and various regulatory
hurdles. Many of our licensed sales representatives are only marginally active in our business. As a result, we plan for
this disparate level of productivity and view a continuous recruiting cycle as a key component of our distribution
model. Our distribution model is designed to address the varying productivity associated with part-time sales
representatives by paying production-based compensation, emphasizing recruiting, and continuing initiatives to
address barriers to licensing new recruits. By providing override commissions to sales representatives on the sales
generated by their downline sales organization, our compensation structure aligns the interests of our sales
representatives with our interests in recruiting new representatives and creating sustainable sales production.
The following table provides information on new recruits and sales representatives:

Year ended December 31,
2013 2012 2011

Number of new recruits 186,251 191,752 244,756
Number of newly insurance-licensed sales representatives 34,155 34,425 33,711
Number of insurance-licensed sales representatives, at period end 95,566 92,373 91,176
Average number of insurance-licensed sales representatives during
period 93,086 90,981 91,855

We define new recruits as individuals who have submitted an application to join our sales force, together with
payment of a $99 fee to commence their pre-licensing training. We may not approve certain new recruits to join our
sales force, and others elect to withdraw from our sales force prior to becoming active in our business.
On average, it requires approximately three months for our sales representatives to complete the necessary
applications and pre-licensing coursework and to pass the applicable state or provincial examinations to obtain a
license to sell our term life insurance products. As a result, individuals recruited to join our sales force within a given
fiscal period may not become licensed sales representatives until a subsequent period.
Sales Force Motivation, Training and Communication
Motivating, training and communicating with our sales force are critical to our success and that of our sales force.
Motivation.    Through our proven system of sales force recognition events, contests, and communications, we provide
incentives that drive our results. Motivation is driven in part by our sales representatives' belief that they can achieve
higher levels of financial success by building their own businesses as Primerica sales representatives. The opportunity
to help underserved middle income households address financial challenges is also a significant source of motivation
for many of our sales representatives, as well as for our management and home office employees.
We motivate our sales representatives to succeed in our business by:
•compensating our sales representatives for product sales by them and their downline organizations;

•helping our sales representatives learn financial fundamentals so they can confidently and effectively assist our
clients;

•reducing the administrative burden on our sales force, which allows them to devote more of their time to building a
downline organization and selling products; and

•creating a culture in which sales representatives are encouraged to achieve goals through the recognition of their sales
and recruiting achievements, as well as those of their sales organizations.
To help our sales representatives understand that they are part of a larger enterprise than their field office, we conduct
numerous local, regional and national meetings. These meetings inform and motivate our sales force. In June 2013, we
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Training.    Our sales representatives must hold licenses to sell most of our products. Our in-house insurance licensing
program offers a significant number of classroom, online and self-study insurance pre-licensing courses to meet
applicable state and provincial licensing requirements and prepare recruits to pass applicable licensing exams. For
those representatives who wish to sell our investment and savings products, we contract with third-party training firms
to conduct exam preparation and also offer supplemental training tools.
We provide courses, tools and incentives to help new recruits become licensed sales representatives. For example, we
offer, generally at no cost to our sales force, a personalized study plan, a variety of review classes, and life insurance
study and exam review videos and audios. With a subscription to our secure Internet website, new recruits gain access
to an online exam simulator, a tool that uses a student's prior performance to provide simulated exams that focus on
individual study needs. We also provide an online interactive tool that provides new recruits with a step-by-step guide
to building their Primerica businesses.
Other internal training program opportunities include sales, management skills, business ownership, product and
compliance training modules and videos. Additionally, many RVPs conduct sales training either on nights or
weekends, providing new recruits a convenient opportunity to attend training outside of weekday jobs or family
commitments.
Communication.    We communicate with our sales force through multiple channels, including:

•

Primerica Online ("POL"), which is our secure Internet website designed to be a support system for our sales force.
POL provides sales representatives with access to their Primerica e-mail, bulletins and alerts, business tracking tools
and real-time updates on their pending life applications and new recruits. We also use POL to provide real-time
recognition of sales representatives' successes and scoreboards for sales force production, contests and trips. In
addition, POL is a gateway to our product providers and product support. A substantial majority of our sales
representatives subscribe to POL. Subscribers generally pay a $25 monthly fee to subscribe to POL, which helps
cover the cost of maintaining this support system.

•

our in-house TV network, which is broadcast by Internet-streaming video. We create original broadcasts and videos
that enable senior management to update our sales force and provide training and motivational presentations. We
broadcast a live weekly program hosted by home office management and selected RVPs that focuses on new
developments and provides motivational messages to our sales force. We also broadcast a training-oriented program
to our sales force on a weekly basis and profile successful sales representatives, allowing these individuals to educate
and train our other sales representatives by sharing their secrets for success.

•

our publications department, which produces materials to support, motivate, and inform our sales force. We sell
recruiting materials, sales pieces, business cards and stationery and provide total communications services, including
web design, print presentations, graphic design and script writing. We also produce a weekly mailing that includes
materials promoting our current incentives, as well as the latest news about our product offerings.
Sales Force Support and Tools
Our information systems and technology are designed to support a sales and distribution model that relies on a large
group of predominantly part-time sales representatives and assist them in building their own businesses. We provide
our sales representatives with sales tools that allow both new and experienced sales representatives to offer financial
information and products to their clients. The most significant of these tools are:

•

Our Financial Needs Analysis:    Our FNA is a proprietary, web-based, needs-based analysis tool. The FNA gives our
sales representatives the ability to collect and synthesize client financial data and develop a financial analysis for the
client that is easily understood. The FNA, while not a financial plan, provides our clients with a personalized
explanation of how our products work and introduces prudent financial concepts, such as regular saving and
accelerating the repayment of high cost credit card debt to help them reach their financial goals. The FNA provides
clients with a snapshot of their current financial position and identifies their life insurance, savings and debt resolution
needs.
•Our Point-of-Sale Application Tool:    Our web-based, point-of-sale software, TurboApps, is an internally developed
system that streamlines the application process for our insurance products. This application populates client
information from the FNA to eliminate redundant data collection and provides real-time feedback to eliminate
incomplete and illegible applications. Integrated with our paperless field office management system described below
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and with our home office systems, TurboApps allows our RVPs and us to realize the efficiencies of
straight-through-processing of application data and other information collected on our sales representatives' mobile
devices, which results in expedited processing of our life insurance product sales. We also leverage the TurboApps
concept with our investment partners to process U.S. mutual fund and annuity product sales. We developed
web-based versions of TurboApps to take advantage of the proliferation of portable devices and wireless Internet
connections, including smartphones, laptop computers and tablets.
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•

Virtual Base Shop:    In an effort to ease the administrative burden on RVPs and simplify sales force operations, we
make available to RVPs a secure Internet-based paperless field office management system as part of the POL
subscription. This virtual office is designed to automate the RVP's administrative responsibilities and can be accessed
by all sales representatives in an RVP's immediate downline sales organization, which we refer to as his or her base
shop.

•

Other Tools: We utilize proprietary and third-party products, including web-based software and mobile devices and
applications, for more efficient application processing, client support, and sales force administration, among other
uses. For example, our Primerica App for Android and iOS are broadly used by our sales force for managing contacts,
generating client proposals, and receiving and sending communications. In addition to our Primerica App, we
continue to develop mobile applications for our web-based software as the use of mobile devices by our sales
representatives increases.
We also make available other technology to support our sales force in managing their businesses and in serving our
clients, including:
•a toll-free sales support call center to address questions and assist with paperwork, underwriting and licensing;

•a tele-underwriting process that allows clients to provide needed medical information without disclosing it to our sales
representatives; and
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