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Financial Highlights

(in millions, except per share amounts and as noted)   

Operating1   2012 2011 Change2

total Revenues $1,179.3 $1,087.9 8.4%

net Income $174.5 $156.0 11.9%

earnings Per Diluted Share3 $2.72 $2.07 31.7%

Return on Adjusted equity 14.3% 11.8% nm 

GAAP 2012 2011 Change

total Revenues $1,190.7 $1,103.1 7.9%

net Income $173.8 $157.2 10.6%

Stockholders’ equity $1,275.4 $1,326.7 -3.9%

earnings Per Diluted Share3 $2.71 $2.08 30.2%

Book Value Per Share3 $22.62 $20.45 10.6%

term life net Premium $543.7 $460.6 18.0%

end of Period Client Asset Values (in Billions) $37.4 $33.7 11.1%

Weighted Average Shares used to Calculate Diluted ePS 62.4 73.1 -14.6%

Common Shares Repurchased  9.5 8.9 6.7%

end of Period Share Count4 56.4 64.9 -13.1%

Cash Dividends Declared Per Common Share $0.24 $0.10 140.0%

Market Price Per Share at Year end $30.01 $23.24 29.1%

total Shareholder Return 30.2% -3.8% nm

Debt-to-Capital 22.7% 18.4% nm

1   A reconciliation of operating results to GAAP results can be found on our website at http://investors.primerica.com 

2 Certain variances are noted as “nm” to indicate not meaningful

3 Percent change in per share calculations is calculated prior to rounding per share amounts

4  Share count reflects outstanding common shares, including restricted shares, but excludes restricted stock units (RSus)



Dear Stockholders,
In 2012, we executed a strategy to deliver shareholder value by 
implementing incentives and innovations designed to build 
distribution and drive long-term earnings growth, while actively 
managing our capital. This pivotal year demonstrated our ability to 
maintain financial momentum while reigniting growth in the size 
of the sales force.



2012 Distribution 

Accomplishments 

In the first quarter we made signif-
icant adjustments to our messaging 
and incentive programs for our 
sales force by simplifying incentive 
qualifications and providing more 
incentives to train and license new 
representatives and to help them be-
come productive. A new streamlined 
life insurance licensing process was 
launched mid-year, providing an ef-
fective life insurance licensing system 
for new recruits to follow. We also 
refocused our licensing instructors on 
helping new representatives through 
the licensing process.  

During the year, we modified our life 
insurance compensation system to 
place more emphasis on developing 
new leaders and building distribu-
tion, and less emphasis on short-term 
premium hurdles.  These initiatives 
drove a 30% increase in the ratio of 
new recruits obtaining a life license 
year-over-year, resulting in a larger 
life insurance licensed sales force at 
year-end.  

Our 2012 Investment and Savings 
Products (ISP) sales were the highest 
they had been since 2007. The 
enhancements we made to our ISP 
business during the year positioned 

#1 in U.S. in in-force Term premiUm in 2011

best’s review named 

primerica a top industry 

innovator in 2012 for our 

cutting edge use of 

technology in our termnow 

rapid issue product.

investment & savings products
pre-tax operating income 

2010 - 2012
(in millions)

term life operating 
net premiums 2010 - 2012

(in millions)

2010 2011 2012

$113.5 $117.1 $121.1

2010 2011 2012

76%

24%

56%

44%

New Term Legacy Term

$355.2

$451.9

$543.7

45%

55%



us to capitalize on the changing tide 
in investor confidence.  In 2012, we 
continued the implementation of a 
new managed account product and ex-
panded our product offerings with the 
addition of fixed indexed annuities.  
Our first year of fixed indexed annuity 
product sales topped $395 million, 
reflecting the popularity of the product 
with conservative clients interested in 
capital preservation.  

Managed account client assets signifi-
cantly increased to $582 million at the 
end of 2012 from $154 million at the 
end of 2011.  As we move into 2013, 
we will continue to build on this new 
product success as well as expand our 
annuity product offerings, including 
a new private label fixed indexed annu-

ity product underwritten by Lincoln 
Financial.

2012 cApitAl 

Accomplishments

During the year, we successfully 
executed a $375 million inaugural 
debt offering, raising our corporate 
debt by $75 million with only a slight 
increase in interest expense and leaving 
our debt-to-capital ratio relatively 
low at 22.7% at the end of 2012. We 
also completed a redundant reserve 
financing transaction in the first half 
of the year.  With the capital made 
available from this transaction, we 
repurchased 5.7 million shares.  For 
the full year, we repurchased a total of 
9.5 million shares for $257.3 million, 
retiring 15% of Primerica’s outstand-

ing common stock in 2012.  Since our 
IPO in April of 2010, we have retired 
approximately 25% of our common 
stock outstanding.

In 2013, we will work to enhance 
shareholder value by pursuing 
opportunities for future business 
growth and executing capital 
redeployment facilitated by an 
ordinary dividend from Primerica 
Life Insurance Company.  Our life 
company’s statutory Risk Based 
Capital (RBC) ratio was approximately 
600% at the end of 2012, positioning 
us well to fund future business.  
Extracting an ordinary dividend from 
the life company in 2013 will help us 
move toward our longer-term RBC 
objective of 300-350%.  

12/30/2011 3/30/2012 6/31/2012 9/30/2012 12/31/2012
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2012 pri stock price performance vs. s&p 500*

repUrchaSed 25% of primerica’S common STock oUTSTanding Since The ipo

Segment of Revenue

Operating Revenue = $1.18 billion

Investment
& Savings
Products

35%

Corporate
& Other

Distributed
Products

10%

Term Life
55%

2012 operating revenue by segment

* percent change in stock price compared to 12/30/2011



During 2012, shareholder return was 
enhanced by a 200% increase in our 
quarterly stockholder dividend to 9 
cents per share, up from 3 cents per 
share a year ago and increasing the 
dividend yield to 1.2%. Primerica 
significantly outpaced the S&P 
500 performance in 2012 with a 
total shareholder return of 30.2%, 
including dividends. 

2012 performAnce

Our 2012 results were marked by 
solid core performance across business 
segments. Term Life net premium 
revenue increase increased 18% and 
ISP sales were up 10%, driving a 12% 
increase in net operating income to 
$174.5 million compared with 2011.  
Our recurring life insurance revenues 
and positive ISP performance coupled 
with active capital management 

resulted in a 32% increase in diluted 
operating EPS year-over-year. Net 
operating income return on adjusted 
stockholders’ equity (ROAE) also 
expanded to 14.0% for the fourth 
quarter of 2012, up from 11.2% in 
the prior year period. Our capital 
structure remained solid during the 
year as our adjusted book value per 
share increased 9% to $20.60 from 
$18.98 at the end of 2011.  

looking AheAD

We are confident in the strength of 
our business and our ability to execute 
a strategy that positions Primerica for 
future success.  We are proud of our 
sales force leaders’ accomplishments 
and their unwavering commitment 
to serving the financial needs of Main 
Street families. As the largest inde-
pendent financial services marketing 

organization in North America, we are 
uniquely positioned to profitably sell 
high volumes of term life insurance 
and third-party, fee-based products 
to the vast and underserved middle 
income market. Our strong balance 
sheet and solid business fundamentals 
coupled with prudent capital manage-
ment underscore the strength of our 
franchise. We remain committed to 
building Primerica for the future and 
feel good about the opportunities be-
fore us as we work to deliver long-term 
shareholder value. 

92,400 exclUSive life inSUrance repreSenTaTiveS in The U.S. and canada

Sincerely,

rick Williams  John addison
chairman of the Board and  chairman of primerica distribution and
co-chief executive officer  co-chief executive officer 

primerica’s mission is to 
help families earn more 
income and become 
properly protected, 
debt free and financially 
independent.



learning how money Works 
“We were instantly attracted to the 

principles of saving and investing that 

our primerica representative showed 

us,” say long-time primerica clients, 

Erik and Buffy Edberg, of harford, 

South dakota. erik, formerly with 

the post office, and Buffy, formerly 

a school worker, are now enjoying a 

well-earned and comfortable retire-

ment. “We would not be where we are 

today if it hadn’t been for our repre-

sentative taking the time to show us 

how money really works.”

The primerica financial needs anal-

ysis (fna) provided by the edbergs’ 

representative showed them they 

needed more income protection and 

that they needed to save and invest 

more. The edbergs bought term life 

insurance through primerica and then 

began to save and invest in earnest 

with mutual funds offered through 

primerica. recently, the edbergs 

decided to round out their coverage 

with long term care policies offered 

through primerica.

“our relationship with our primerica 

representative has made a huge dif-

ference in our lives,” say the edbergs. 

“We feel like he cares about us and 

our needs and doesn’t just want to sell 

us some products. primerica really 

comes across to us as standing up for 

main Street families like us.”

our philosophy
Beginning in 1977, Primerica trans-
formed the life insurance industry 
with a philosophy that has encour-
aged families to purchase affordable 
term life insurance, thus saving more 
money to invest in their family’s 
future. Our “Buy Term and Invest the 
Difference” philosophy is the corner-
stone of the financial game plan of the 
millions of North American families 

we have served over the years. Even as we 
expanded our products and services, this 
concept remained the foundation of our 
business, enabling us to deliver over $1 
billion in death claims to families in 2012. 
We insure more than 4.3 million lives and 
approximately 1.9 million clients maintain 
their investment accounts with us, mak-
ing us a leading distributor of financial 
products to middle-income households in 
North America. 

  



Unique and powerful 
distribution 
Primerica has a very unique 
distribution model and value 
proposition. While traditional 
financial services companies focus 
on more affluent customers using 
high cost distribution systems that 
require larger size sales, we take a very 
different approach. Our exclusive 
92,400 life insurance licensed 
representatives and 22,000 securities 
licensed representatives sit with friends 
and family at the kitchen table and 
educate them about their finances. 
The leverage in our distribution system 

is two-fold. First, the majority of sales 
force expense is variable with sales, 
since representatives are independent 
contractors and responsible for their 
expenses. Full-time representatives 
train, mentor and supervise part-
time representatives, allowing 
profitable sales of approximately $70 
per month term life policies and 
$5,000 initial investment in retail 
mutual funds. We have a veteran 
team of sales force leaders, including 
22,000 representatives that have 
been with us over 10 years and 7,000 
representatives who have been with us 
over 20 years. 

the road less traveled
Before Senior Vice President David 

Lipsit of San antonio, Tx, joined 

primerica, he was living his dream. he 

was a college freshman who qualified 

as a walk-on for the football team. he 

was looking forward to a bright future. 

Then, tragedy struck. he suffered 

a catastrophic injury while playing 

football and became paralyzed from 

the neck down.

The doctors told him that he would 

never walk again. david didn’t accept 

that diagnosis. he worked tirelessly, 

and in less than two years, he 

achieved his goal of walking again.

it’s that same drive and “no excus-

es” attitude that has made him so 

successful with primerica for the past 

30 years. he became “very good” at 

delivering the hope primerica offers 

to families all over his community and 

loves that he is in a position to make 

an impact.

“With primerica, the more people 

you see, the more people you can 

help,” lipsit says. “We love seeing the 

transformation in someone’s financial 

life from being in debt to coming out 

of debt, from not knowing when they 

will retire to retiring in dignity, and 

from financial devastation to financial 

independence.”

david enjoys serving his community — 

both in his personal life and business 

life — and will never tire of the 

dramatic difference he can make in 

someone’s future.



primerica representatives 

use the fnA on an ipad, 

right at the kitchen table.

mobile versions of 

business applications 

allow representatives to 

do business in real time.

the primerica App is 

available for iphone, 

ipad and Android.

innovative 
Sales Tools
Primerica’s needs-based sales process 
is driven by innovative technology.  
Representatives educate clients across 
the kitchen table with a realistic 
snapshot of their financial picture by 
generating a Financial Needs Analysis 
(FNA) in real time. Our cutting-edge 
TermNow life insurance product 
allows us to take an online application 
and, with the client’s permission, 
accesses multiple databases, including 
prescription drug, Medical Infor-

mation Bureau and motor vehicle 
records as part of Primerica’s un-
derwriting process. Results of these 
searches are reported to our under-
writing system in real time in order to 
make a decision about whether or not 
to rapidly issue the policy. Clients can 
gain immediate secure access to their 
life policy within minutes of their 
TermNow policy being issued. Our 
Web-based sales tools provide clients 
with valuable information and save 
time by eliminating redundant data 
entry and reducing errors.

more Than 85% of primerica’S life inSUrance applicaTionS are SUBmiTTed elecTronically



World-class Service 

PFS Investments Inc. was one of the 
eight firms awarded Dalbar’s Mutual 
Fund Service Award for leadership 
in customer service in 2012, mark-
ing the 10th year in a row we have 
received this esteemed recognition. 
Also, for the 12th year in a row, PFSL 
Investments Canada Ltd. was named 
Canada’s number one mutual fund 
dealer in Investment Executive’s Dealer’s 
Report Card survey.

vast opportunity in 
largely Underserved 
market 
Primerica is a leading distributor of 
financial services to the middle-income 
market in the U.S. and Canada. Today, 
families without a lot of resources 
are balancing difficult and expensive 
priorities such as saving for college and 
retirement or paying off a mortgage 
and consumer debt. When you con-
sider these demands in the context of 
the last decade’s falling incomes, the 
financial condition of most middle-in-
come families is challenging, and they 
need help navigating the future. Since 
Primerica is one of the only companies 
still successfully and profitably provid-
ing financial services to this market, we 
are uniquely positioned to capitalize on 
the vast opportunity.   

middle income families have substantial needs

large target market

primerica’s clients

• 2/3 have annual income of $30k – $100k

• average income of $65k*

Source: extrapolated from U.S. census Bureau, 2009. Based upon 118 
million households 
*Based on primerica’s financial needs analysis clients

• inadequate life insurance

• need help saving

• Too much consumer debt

• lack of trusted advice

• need for supplementary income

49%

Under $30,000 $100,000 and over

$30,000 - $100,000

31%

20%

Primerica’s
Target
Market

delivered over $1 Billion in deaTh claimS in 2012



“Buy Term & invest 
the difference” 
Our unique distribution model 
enables us to help middle income 
families “Buy Term & Invest the 
Difference” by selling term insurance 
and investment and savings products 
to the underserved middle-income 
market. Our main product lines are 

 %
 2012 2011 change

new life-licensed representatives (000’s) 34.4 33.7 2.1%

life licensed sales force (000’s)* 92.4 91.2 1.3%

issued life insurance policies (000’s) 222.6 237.5 -6.3%

life insurance face amount in force (billion)* $670.41 $664.96 0.8%

iSp sales (million) $4,712.2 $4,265.1 10.5%

iSp client asset values (billion)* $37.39 $33.66 11.1%

Distribution results

term life insurance underwritten by 
Primerica and investments and saving 
products manufactured by third 
parties. By focusing on the fundamen-
tal financial needs of middle income 
families, we have achieved great scale 
with over $670 billion of face amount 
of life insurance in force. We focus on 
generating distribution profits, and 
while our balance sheet may look like 

2010 2011 2012

$3.62

$34.87 $33.66

$37.39

$4.27

$4.71

Robust Growth in Asset Values (in billions)

Fiscal Year Sales

Asset Values End of Period

client Asset Values 
2010 – 2012
(in billions)

*as of period end

more Than 70% of oUr clienT aSSeT valUeS are in qUalified reTiremenT planS

primerica’s term life and investment & savings products 

term life products

Termnow (10, 20, 30, 35 years) 

customadvantage (10, 20, 30, 35 years)
 

isp products

mutual funds 

annuities 

managed accounts 

401(k)s

that of an insurance company, we 
write profitable term life insurance 
that requires low investment leverage. 
We also lock in approximately 90% 
of the mortality risk with the exten-
sive use of mortality reinsurance to 
allow more pricing certainty, making 
Term Life income look more like 
distribution profits.  

delivered over $1 Billion in deaTh claimS in 2012



®

Primerica DebtWatchers  1, 2
Offered by Primerica Client Services, Inc. 
in the U.S. and Primerica Client Services Ltd.
in Canada through contractual agreement with

Quotes from such companies as: 
Safeco and Progressive

Primerica Life
Insurance Company 
of Canada

Primerica Life
Insurance Company

Debt Solutions1, 6

Referrals by Primerica
Client Services, Inc. to

Auto & Home Insurance
Referral Program

Long Term Care1

Primerica Legal
Protection Program

Legal Protection

1Mutual Funds1,3,5

Annuities1, 3

401(k) Plans1, 3

Managed Accounts1, 4Life Insurance

1 Not all products/services available in all states or provinces. A representative’s ability to market products from the companies listed is subject to state and federal licensing and/or certification requirements. 2 Not available to 
residents of Washington, D.C. 3 In the United States, securities are offered by PFS Investments Inc. (PFSI), 3120 Breckinridge Blvd., Duluth, Georgia 30099-0001. 4 PFS Investments Inc. (PFSI) is an SEC  Registered Investment  
Adviser doing business as Primerica Advisors. PFSI is a member of FINRA and SIPC. Lockwood  Advisors, Inc. (Lockwood) is an SEC Registered Investment Adviser and an affiliate of Pershing LLC,  each subsidiaries of The Bank 
of New York Mellon Corporation (BNY Mellon). Pershing LLC, member FINRA,  NYSE, SIPC. SEC registration neither implies nor asserts the SEC or any state securities authority has approved or endorsed PFSI or Lockwood or 
the contents of this disclosure. In addition,  SEC registration does not carry any official imprimatur or indication PFSI or Lockwood have attained a particular level of skill or ability. Neither Lockwood or BNY Mellon is affiliated 
with Primerica. 5 In Canada, mutual funds are offered by PFSL Investments Canada Ltd., mutual fund dealer, Segregated funds are offered by Primerica Life Insurance Company of Canada. See notes page for important com-
pany affiliations and other disclosures. 6 Neither PCS nor its representatives offer or provide services such as credit repair or improvement, debt or credit counseling, debt settlement or other similar services.

1 not all products/services available in all states or provinces. a representative’s ability to market products from the companies listed is subject 
to state and federal licensing and/or certification requirements. 2 not available to residents of Washington, d.c. 3 in the United States, securities 
are offered by pfS investments inc. (pfSi), 1 primerica parkway., duluth, georgia 30099-0001. 4 pfS investments inc. (pfSi) is an Sec registered 
investment adviser doing business as primerica advisors. pfSi is a member of finra and Sipc. lockwood advisors, inc. (lockwood) is an Sec reg-
istered investment adviser and an affiliate of pershing llc, each subsidiaries of The Bank of new york mellon corporation (Bny mellon). pershing 
llc, member finra, nySe, Sipc. Sec registration neither implies nor asserts the Sec or any state securities authority has approved or endorsed 
pfSi or lockwood or the contents of this disclosure. in addition, Sec registration does not carry any official imprimatur or indication pfSi or 
lockwood have attained a particular level of skill or ability. neither lockwood or Bny mellon is affiliated with primerica. 5 in canada, mutual funds 
are offered by pfSl investments canada ltd., mutual fund dealer, Segregated funds are offered by primerica life insurance company of canada. 
6 neither pcS nor its representatives offer or provide services such as credit repair or improvement, debt or credit counseling, debt settlement or 
other similar services.

primerica partners

We offer clients a broad selection of 
investment and savings products through 
our partnerships with companies like 
Invesco, Legg Mason, American Funds, 
MetLife, and Lincoln Financial. Our 
mutual fund offerings include 148 

Morningstar four- and five-star rated 
mutual funds. Our ISP segment generates 
substantial fee-income with low capital 
requirements providing distributable, 
free cash flow.  ISP represented 35% of 
Primerica’s total operating revenue in 2012. 

10Th
 year in a roW receiving dalBar’S mUTUal fUnd Service aWard



the right protection
in 2004, Natasha and William Nelson 

of monroe, la, were in their early 20s, 

happily married and bringing up three 

young children when they first bought 

life insurance through primerica. Sever-

al years and two children later, michael 

and natasha met with their primerica 

representative to buy additional cover-

age to reflect the growth of their family. 

William, an apparently healthy and 

active school teacher, was surprised 

when his underwriting blood work came 

back showing abnormalities. This was 

the beginning of William’s eventual liver 

disease diagnosis. William battled the 

disease for a year and half – undergo-

ing two liver transplants and enduring 

hours of weekly dialysis. William died on 

october 28, 2010, due to cardiac arrest.

Today, natasha, a former after-school 

child care director, is able to stay at 

home to take care of her five children. 

“our coverage allowed me to pay off 

our house and cars, pay other expens-

es and put away some for the future, 

says natasha. “With the major things 

covered, the minor things aren’t so 

stressful. michael, our primerica repre-

sentative, has been great. he sat down 

with me and helped me deal with all our 

options, not just life insurance.

“We got our primerica coverage be-

cause, with three young ones, it was the 

responsible thing to do,” says natasha. 

“rates were low because we were 

so young. We just never dreamed we 

would use the insurance.”

today

1. young children

2. high debt

3. house mortgage

loss of income would be devastating

At retirement

1. grown children

2. lower debt

3. mortgage paid

retirement income needed

You’d better have money

You may not have a lot of money

in the early years, you may need a lot of coverage

                     in the later years, you may not

the theory of Decreasing responsibility



Unparalleled 
financial Strength 
Primerica has a very strong balance 
sheet and a conservative portfolio 
composed of high quality invested 
assets. Ninety-eight percent of our 
portfolio is fixed income securities 
that have an average rating of A. We 
have lower asset liability matching 
exposure than many other insurance 
companies largely due to positive cash 
flow from our term life insurance 
premiums. Underwriting only term 
life insurance significantly reduces 
our exposure to low interest rates. 
Primerica Life Insurance Company 
(PLIC) is well positioned for future 
growth with a Risk Based Capital 
Ratio of approximately 600% at the 
end of 2012. During 2012, Standard 
& Poor’s, Moody’s and A.M. Best 
Company affirmed their strong 
ratings of Primerica, Inc. (PRI) and 
Primerica Life Insurance Company.

invested Asset portfolio key Attributes December 31, 2012

fixed income / other mix 98% / 2%

fixed income average Book yield 5.32%

average rating a

investment grade / Big mix 95% / 5%

AAA
18.4%

AA
7.7%

A
23.4%

Below Investment Grade
5.3%

% of Fixed Income Portfolio by Credit Quality
As of December 31, 2012

BBB
45.2%

invested Asset portfolio

balance sheet and capital structure (in millions) 

    Dec. 31, 2012 Dec. 31, 2011

cash & investments $2,068.8 $2,157.6

notes payable $374.4 $300.0

Total Shareholders’ equity $1,275.4 $1,326.7

Total assets $10,337.9 $9,851.8

Total debt / capitalization 22.7% 18.4%

Agency  financial strength (plic)  senior unsecured Debt (pri)

Standard & poor’s  aa-, stable outlook  a-, stable outlook

moody’s a2, stable outlook Baa2, stable outlook

a.m. Best company a+, stable outlook a-, stable outlook

primerica life inSUrance company raTed a+ By a.m. BeST

ratings



family tradition
Bryan Macuga’s parents, edward and 

(the late) Sheryl macuga, have been 

longtime primerica clients so Bryan 

grew up watching his parents put 

into practice the financial principles 

they’d learned through their primerica 

representative. So when Bryan and 

erica got married and started their 

family, they knew right where to turn.

“i grew up seeing how primerica 

helped my parents make financial 

decisions that would best benefit 

our family not just in the present but 

also in the future,” says Bryan. “So 

when erica and i started our family, 

choosing primerica to represent our 

future was the easiest decision we 

have ever made! Simply stated, we 

trust primerica.”

erica adds, “The financial products 

we have through primerica and the 

education we’ve received through 

our primerica representative assure 

us that we are doing the utmost in 

the present so our finances can be 

secured in the future. primerica has 

been a solid structure in the macuga 

family for a long time. as our children 

grow up, we will point them toward 

primerica for their financial needs, 

just as Bryan’s dad did for him. for us, 

being a part of primerica is a priceless 

family tradition.”

  

Agency  financial strength (plic)  senior unsecured Debt (pri)

Standard & poor’s  aa-, stable outlook  a-, stable outlook

moody’s a2, stable outlook Baa2, stable outlook

a.m. Best company a+, stable outlook a-, stable outlook

primerica life inSUrance company raTed a+ By a.m. BeST



primerica’s leadership 
Top-notch leadership and experience is part of what makes Primerica so unique. Our sales force leadership is incomparable. 
We have an entrepreneurial leadership team with more than 135 Senior National Sales Directors in our sales force. The 
members of our senior management team have an average of 27 years of experience at Primerica. Leading from the front 
with a firm focus on Primerica’s long-term success, these stewards of the business continue to focus on the company’s 
growth and building toward an even more impressive future.

michael Adams
executive vice president and  
chief Business 
Technology officer,
primerica, inc.

John A. Addison, Jr.
chairman of primerica 
distribution and co-ceo and 
director, primerica, inc.

chess britt
executive vice president and  
chief marketing officer,
primerica, inc.

left to right: W. kelly, g. Williams, p. Schneider, d. r. Williams, m. adams, J. addison, J. fendler, c. Britt, g. pitts, a. rand

Jeffrey s. fendler
president of primerica life 
insurance company

William A. kelly
president of pfS 
investments inc.

gregory c. pitts
executive vice president and 
chief operating officer, 
primerica, inc.

Alison s. rand
executive vice president and 
chief financial officer, 
primerica, inc.

executiVe officers

Senior managemenT Team averageS 27 yearS of primerica experience

peter W. schneider
executive vice president, general 
counsel, corporate Secretary and 
chief administrative officer,
primerica, inc.

D. richard Williams
chairman of the Board  
and co-ceo, primerica, inc.

glenn J. Williams
president, primerica, inc.



Senior managemenT Team averageS 27 yearS of primerica experience



































































































































































































































































































































































left to right: M. Mason, M. Martin , P. G. Benson, D. R. Williams, 
D. Zilberman, J. Addison, R. McCullough, B. Yastine, J. Babbit 

John A. Addison, Jr.
Chairman of Primerica 
Distribution and 
Co-Ceo, Primerica, Inc.

Joel M. Babbit
Ceo, Mother nature network

P. George Benson 
President, the College of 
Charleston

Michael E. Martin 
Partner,  Warburg Pincus & Co.
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